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PERSONAL  CHATS 


Our  Monthly  Talk 


SUBJECT:    A  NEW  YEAR 

AND  NEW   RESOLUTIONS. 


After  all,  1908  was  a  year  of  experience.  The  pros- 
perity of  1 907  and  preceding  years  hurt  some  of  us  a  bit — made 
us  somewhat  careless  in  many  respects,  and  success  is  often 
dangerous.  Last  year  toned  up  the  busmess  system,  showed 
mistakes,  and  we'll  all  start  with  good  courage  and  plenty 
of  enthusiasm  on  the  new  year's  business.  After  all,  look- 
ing the  world  over,  the  busmess  situation  is  decidedly 
favorable. 

You  may  fix  up  your  store,  add  a  department,  and  go 
ahead  with  confidence. 

A  safe  port  and  a  haven  of  refuge  for  you  is  a  well- 
assorted  wholesale  stock  of  dry  goods,  and  with  a  stock  such 
as  we  carry,   there  is    no    reason    why   you  should  lose  sales. 

Our  friends  in  the  Western  Provinces  and  British  Col- 
umbia will  find  an  equally  well-assorted  stock  in  our  ware- 
houses in  Winnipeg  and  Vancouver. 

THE  GAULT  BROTHERS  CO.,  Ltd., 
13-21    St.  Helen  St., 

Montreal,  Que. 
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Special  New  Year 
Announcement 


Greenshields  Limited 


Montreal 


Greenshields  Limited 
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\  Underlying  conditions  of  trade  are  so  distinctly 

favorable    that    we    are    prepared    for  a    large  % 

business  for  Spring  1909.  ♦ 


It  IS  doubtless  generally  conceded  that  this 
house  carries  the  largest  open  and  warehouse 
stocks  of  dry  goods  and  fancy  goods,  and  also 
shows  the  largest  and  most  comprehensive  as- 
I  sortments  in  the  various  lines. 

I  The  volume  of  this  business    makes    a    unique  ♦ 

%  buying  advantage,  which  is  reflected  generally  | 

I  in  our  values.       You  will  appreciate  our  stocks  * 

I  and  assortments  for  the  Spring  of  1909.  | 

You  have   our    thanks  for  the  courteous  recep-  ♦ 

tion  we  are  sure  our  'enlarged    travelling    force  f 

will  receive  at  your  hands.  % 

♦ 
*  % 
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Why  Wear  Silk  Linings? 

"The  Radiant  Sheen  on  Opaline  Surpasses  Silk." 

Ur  ALIlit  is  no  ordinary  mercerized  calico,  but  a  sateen-de-lnxe  and  a  lining 
par  excellence.  It  is  spun  and  woven  in  Lancashire  by  highly  skilled  operatives  on 
machinery  of  the  most  up-to-date  type,  and  only  the  very  best  Egyptian  COtton  is  used 
in  its  manufacture  Then  it  is  dyed  by  a  nev^^  patent  process,  and  mercerized  and 
SChreinerized  by  the  Bradford  Dyers'  Association,  who  guarantee  its  unique,  permanent, 
silky  lustre.  Every  stage  of  its  manufacture  is  carried  out  under  the  personal  supervision 
of  one  of  the  leading  experts  in  England. 

The  peculiar  humid  climate  of  the  Manchester  district,  and  the  wonderful  deftness  and 
skill  of  its  mill  operatives— apart  from  many  other  local  advantages-  makes  it  an  impossi- 
bility for  any  other  country  in  the  world  to  reach  such  perfection  in  the  manufacture  of  fine 
cotton  goods. 


(( 


II 


UrMLInt  is  a  durable  high-class  fabric,  a  satisfactory  silk  substitute,  indelible, 
clear  and  brilliant,  and  puts  all  similar  makes  in  the  shade.  It  is  got  up  in  a  tasteful  and 
artistic  manner  to  please  the  most  exacting  Dry  Goods  Dealer,  and  the  endless  variety  of 
fashionable  shades  will  satisfy  his  most  fastidious  lady  customer. 


U 


''THE  QUEEN''  says: 

"To  describe  Opaline  as  a  superior  sateen  scarcely  gives  an  adequate 
idea  of  its  appearance,  which  is  really  that  of  silli,  while  the  touch  ii 
equally  deceptive,  and  one  of  the  chief  points  is  that  the  radiant  sheen 
obtained  does  NOT  wash  off.  Unquestionably  it  is  the  best  thing  of  the 
kind  ever  produced." 

Simples  are  always  in  the  hands  of  our  Canadian  representatives,    and  we   also    send 
samples  and  quotations  by  mail  when  requested. 


J.  ca  N.  PHILIPS  ca  CO. 

35  CHURCH  STREET 
MANCHESTER,         -         ENGLAND 

Mills —CKeadle  and  Tean.  BrancH — 20  CKeapside,  London,  E-.C. 


21  1  Lindsay  Building 

St.  Catherine  St.  West 

Montreal 


CANADIAN  OFFICES 


61  1  Empire  Buildings 

Wellington  St.  West 

Toronto 
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The  Gault  Brothers  Co.,  Ltd. 

MONTREAL 


With  great  confidence  that  our  stock,  especially 
that  purchased  for  the  coming  Spring,  will  interest 
merchants  looking  for  choice  assortments  of  desir- 
able merchandise,  we  cordially  invite  your  attention 
to  the  assortments  in  the  various  departments, 
either  through  our  sales-force  or  in  the  house. 


DEPARTMENTS : 


Cottons 

Carpets 

Woollens 

Dress  Goods 

Linoleums 

Tailors'   1  rimmings 

Linens 

Oilcloths 

Clothing 

Silks 

Curtains 

Gents'  Furnishings 

Smallwares 

Ribbons 

Laces            Whitewear 

We  believe  that  the  mutual  interests  of  our 
customers  and  the  house  are  better  served  by 
exact  statements  of  existing  conditions  and  values, 
and  this  house  at  all  times  has  lived  up,  to  the 
best  of  its  ability,  to  this  policy. 


The  Gault  Brothers  Co.,  Ltd. 

13-21  St.  Helen  Street,    MONTREAL 
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Satins  and  Satin  Effects 

will  be  the 

Last   Note  of   Fashion 


For  Spring 
1909 


This  style  of  fabric  is  the  only 
one  that  will  lend  itself  to  the 
costume  of  the  moment. 

What   are   you    doing   about   it  ? 


EVENING   BODICE 
in  Black  Satin. 


Better  see  our  London  Import 
Samples  without  delay.  They 
are  replete,  not  only  with  the 
newest  cloths,  but  with  the 
latest  shades. 

NOTE. — -We  stock  the  best  selling  numbers, 
Blacks,  Whites  and  Colors,  in  both  Montreal 
and  Toronto. 

Mail  orders  a/ways  have  prompt  attention  from  us. 


DAY   BLOUSE 
in  Satin. 


DEBENHAMS  Canada)  LIMITED 


MONTREAL 

18  St.  Helen  Street 


TORONTO 
Bay  and  Wellington  Streets 


'pV'POT^^VTTT  A   A/f       (^     r^O       !  London  (West),  Paris,  New  York,  Melbourne,  Cape  Town, 
^-Jj^^'^^^^^J^iy*-     OL     KjKJ,    )  London    (City),    Brussels,    Boston,    Sydney,    Johannesburg 
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KONIG 


Manufacturers  and  Importers 
of 

Laces,    Embroideries,  Trimmings, 
Veilings,  Neckwear  and  Novelties 


•»'i 
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V\/^E  are  splendidly  equipped  for 

the    Spring    season,    and 

cordially  invite    retailers    to    make 

an  inspection  of  our  various  lines. 


Fancy  Colored  Breton  Net  Insertion. 


All  foreign  markets  have  been  searched  to  make  our 
stocks  the  most  complete  and   varied    in    the    trade. 


Our  assortments  ^N  STOCK 
will  help  lighten  your  stock- 
carrying  responsibility  as  they 
embrace  the  newest  and  latest 
ideas  and  prove  THE  place  to 
buy  Laces,  Embroideries,  Trim- 
mings, Veilings  and  Novelties  is 
from  KONIG  &  STUFFMANN. 


ii    li 


'•St-.:::  *  ffi 
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Some  Hints 


Allover  of  Tucked  Breton  Net  with  colored  effects. 


Colored  Nets  and  Insertions  as  well  as  tucked  nets  in  plain  or  with  colored 
combinations  will  no  doubt  be  leading  sellers  during  the  Spring  season. 

Plain  White  Embroideries  or  with   COLORED   combinations  are  worthy 
of  attention  and  are  in  stock. 

Flouncings  are  good  property ;  our  range  runs  from  popular  to  high-class 
novelties. 

Vals.  Torchons.     Point  de  Paris  are  staple  as  ever 
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STUFFMANN 

Victoria  Square,  MONTREAL 


Wholesale  Distributors 

Of  the  Well  Known 


Sterling  £  Hosiery 


Spring  stocks  in  ladies',  children's  and  men's 
plain   and    fancy    Hosiery    is    now    to    hand. 

The  Sterling  £  Hosiery  Brand  is  now  favorably   known 
from  Halifax  to  Vancouver  as  a  source  of  satisfaction  to 

retailers  and  consumers  alike. 

Our  Travellers  are   on   the   road   again  with   a 
complete  range  of  samples  from  all  departments. 
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A  Question 
of  Service 


There  are  many  things 
a  retail  merchant  has  to  de- 
pend on  his  wholesaler  for. 
For  this  reason  he  cannot 
afford  to  be  careless  in  his  selection  of 
the  house  with  which  he  does  business. 
This  first  step  in  making  a  success  of 
retailing  is  to  buy  the  goods  from  a 
wholesale  house  which  he  knows  to  be 
fitted  by  its  long  establishment  and  abso- 
lute reliability  to  give  him  the  service 
he  needs. 

A  business  which  has  stood  the 
test  of  59  years,  and  which  is  still  as 
virile  and  aggressive  as  it  ever  was, 
and  which  has  established  and  main- 
tained during  all  these  years  a  record 
of  unfailing  fidelity  to  the  interests  of  its 
customers  is  surely  a  safe  one  to  deal 
with.  If  service  is  a  consideration, 
then  there  is  one  wholesale  dry  goods 
house  which  stands  pre-eminently  fitted 
to  bid  for  the  trade  of  retailers  who 
appreciate  this  quality. 
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This  One  House 

is  John  Macdonald  8z:  Co.,  Limited, 
Toronto.  It  is  the  one  house  possessing 
the  advantages  of  years  of  buying 
knowledge  and  exercising  that  know- 
ledge for  the  benefit  of  their  patrons.  If 
a  question  involving  the  temporary  ad- 
vantage of  the  house  or  the  interests  of 
the  customer  comes  up,  the  customer 
always  gets  first  consideration.  Pos- 
sibly this  is  one  of  the  reasons  for 
the  continuous  growth  in  the  volume 
of  business  and  the  increasing  pres- 
tige of  John  Macdonald  8z:  Co., 
Limited.  The  years  of  accumulative 
experience  make  this  firm  better  able 
to-day  than  it  has  ever  been  before  to 
serve  you.  Most  Canadian  dry  goods 
merchants  know  this ;  some  few  do  not. 
If  you  are  one  of  the  few  there's  some- 
thing in  the  way  a  wholesale 
house  deals  with  its  custom- 
ers that  you  have  not  learned. 
That  way  is  John  Macdon- 
ald &  Co.'s  way.  Will  you 
give  us  an  opportunity  of 
demonstrating  it  ? 


Please  mention  The  Review  to  Advertisers    and  their  Travelers 


lO 


DRY     GOODS     REVIEW 


WHITE  HEATHER 


RBCISTERED  TRADE  MARK 

Baldwin's  2nd  Quality 
ii 


BALDWIN'S 


BEEHIVE 


BEEHIVE 


jy 


AND 


■ReeiSTERED 

Baldwin's  Best 


WHITE  HEATHER 


yy 


ARE  THE  BRANDS    FOR 


KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  PARTNERS,  LTD.  ^^^^^  Rell  &  Co. 

HALIFAX,  ENG.  MONTREAL  &  TORONTO 


ESTABLISHED    1785 


UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion   where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholfstil)-  niilji   ■ 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDE 


GENTLEMEN'S 

'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 
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For  Spring,  1909 

Mohairs  and  Sicilliennes  that  Reach  the   Last  Note 
in  the  Scale  of  Beauty   and  Fashion. 


To  meet  the  style  idea  of  Spring,  1 909,  a  fabric  must  have 
sheen. 

B.  D.A.  MOHAIRS  and  SICILLIENNES  are  brilliantly 
lustrous,  lastingly  lustrous.  They  are  the  only  non-silk  fabrics 
in  which  the  Hfe  of  the  luster  is  the  hfe  of  the  material. 

Furthermore,  style  critics  both  here  and  in  Paris  have  en- 
dorsed certain  colors  as  the  style  shades  of  the  Spring  season. 

You'll  find  them  all  in  the  new  B.  D.  A.  color  card,  includ- 
ing Iris,  Taupe,  Elephant,  Amethyst,  Catawba,  Hyacinth, 
Bronze,  and  the  new  Blues. 

But  there  is  no  mtermediate  ground.  To  get  the  style,  the 
beauty,  the  durability,  you  must  get  BRADFORD  DYED  and 
FINISHED  MOHAIRS.  All  others  lack  the  very  qualities 
that  have  made  B.  D.  A.  MOHAIRS  famous. 

See  your  jobber  and  get  samples. 


The  Bradford  Dyers' 
Association 

of  Bradford,  England 
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BURNLEY'S  WOOLS 


A   GOOD  RESOLUTION    FOR    1909: 


Get    a    StocK    of    Burnley's    Wools 


The, 


KNITTING 
YARN 


4  Fold. 


Van^^^ 


arO 


Reg? 


$%^ 


Knitting 

WOOL 


..KWTTINGWOOL 


Wy^J'MADE  IN  ENGLAN 


The  best  yarns,— and  pay  YOU  the  best  profit.     150  years'  experience  in  learning  how. 
Your  wholesalers  have  them.     Samples  upon  request. 

Thos.  Burnley  &  Sons,  Ltd.  \      Canadian  Agents 

Manufacturers  of  Knitting  Yarns  for  over  1 50  Years.  |'     JL/«     IVla     V/llOrllOIl     \jL     1jI*0« 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND      *        43  St.  Sacrament  St.,  MONTREAL 


Canadian  Buyers  in  New  York 

Will  find  Comfort  and  Convenience  at  the 

HOTEL  ALABAMA 

AND 

THE  VAN  RENSSELAER 

13-19  E.  Eleventh  St.  near  5th  Ave. 

^^^^^^^^I^^^^L. 

In  the  very  heart  of  the  WHOLESALE 
DRY  GOODS  DISTRICT.     Accessible 
to   all    THEATRES    and    Places    of 
Amusement.      Everything  for  your 
comfort  and  convenience  has  been 
pro\ided.     We  desire  your  patronage. 

^Px 

Single  rooms  and  bath        -        •     $1.00  up 
Single  rooms  and  bath,  with  meals    2.50  up 
Parlor,  bedroom  and  bath    -     •       2.50  up 
Parlor,  bedroom  and  balh.    wilh 

meals 4.00  up 

■^Bjbv^  <^'  ^A          Best  American  Plan  Table  in 

F^K^m              ^^  TIPPING 

H^^^ll^lP^M       HORACE  S.   CHASE,  Manager 

Write  for  our  literature  and  special 
rates   to   parties  of  tvjo    or    more. 

Australian  Trade 

is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 

1906. 


Canada 

Other  Countries 

Total 

Cosies,  Cushions,  etc. 

£       49,5 

&     1.54,047 

£    154.. 542 

Curtains 

mil 

87  ,fi7o 

87.865 

Fancy  Goods 

3i:{ 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

n.S94 

3,297.724 

3,309  618 

Flannf  lettes 

1,688 

2,51,96.5 

•^53.653 

Boots  and  Shoes 

4.il.il 

114,(103 

118.954 

Rubber  Sand  Shoes 

2,319 

47.998 

50  317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  ail  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  compiunicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlahlngr  Offices 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.C 

New  York,  29  Broadway 
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Old  Bleach"  Cincns 

are  bleached    entirely   by  the   Sun 


Sun  bleaching  is  old- 
fashioned  to  be  sure ; 
but  it's  all  the  better 
for  that.  One  of  the 
reasons  why  Old 
Bleach  Linens  are 
greatly  superior  to 
ordinary  linens  is  be- 
cause absolutely  no 
injurious  chemicals 
are  used  in  the  bleach- 
ing. The  long  strips 
of  woven  flax  are  laid 
on  the  grass-covered 
fields  and  exposed  to 
the  Sun's  generous 
rays  until  they  are 
bleached  pure  w^hite. 
This  thorough-going, 
old-fashioned  method 
causes  the  linen  to  re- 
tain the  extraordinary 
natural  strength  of  the 
flax. 

TOWELS, 
HUCKABACKS, 
DIAPERS, 
HOLLAND- 
COLORED 
LINENS. 


"Old  Bleach"  Art 
Towels  are  superior  to 
anything  yet  produced 
in  this  line.  We  make 
towels  to  suit  all  de- 
mands from  the  plain, 
workaday  towels  to  the 
most  beautiful  and  ex- 
pensive Art  Damask 
towels  in  the  world. 


"Old  Bleach"  Linens 
are  made  of  pure  flax 
only  —  absolutely  no 
substitutes  being  used. 
The  most  elaborate 
precautions  are  taken 
to  secure'  perfect 
weaving.  They  are 
finished  without  a 
grain  of  starch  by  our 
special  "  Old  Bleach" 
Process— the  only  pro- 
cess which  can  pro- 
duce the  everlasting 
silky  lustre  and  de- 
lightful soft  feel  char- 
acteristic of  "  Old 
Bleach."  The  people 
who  make  "Old 
Bleach"  Linens  come 
of  a  linen  -  making 
race;  and  possess  the 
accumulated  skill  of 
centuries. 

EMBROIDERY 
LINENS, 
SHEETINGS, 
H.  S.  SHEETS  and 
PILLOW  CASES 
BABY- 
TOWELS, 
Etc.,    Etc. 


)0, 

Send  for  our  Free  Illustrated  Booklet 
describing  "Old  Bleach  "  Art   Linens 

R.  H.  COSbie,   Insh  Unen  Agency,  TorOIltO 

Representing 

The  Old  Bleach  Linen  Company,  Limited,  Randalstown,  Ireland 
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Every  Store  should  keep  a  stock    of  ROSENWALD'S 


I'EGISTERED 


PATENTED 


Made  from  the  finest  specially  selected  Real  Human  Hair 


EVERY   NET 


Reg'd  Trade  Mark 


NOTE  TBE  TIGBT  HAIR  si  the  bollom  of  (he  Net  which 
when  placed  over  (he  forehead,  forms  a  Deal  "Baij"  shape, 
lieepinj  Ihe  fronl  dressioij  of  hair  "Tidy  "  ivhilsl  allowing 
■mple  fulness. 


GUARANTEED 


All  usual  Hair 
Shades. 

The    strongest 
and  most  dur- 
able fringe  net 
obtainable. 


A  USEFUL  COUNTER  CABINET  GIVEN  FREE, 

with  orders  lor  one  ^ross  and  upwards. 


nnCFIVWAin     RRHC         LO^DON,  PARIS,  aodVIENNA,  solemanufaclurers.     Makers  also  of  popular  Dair  Nels, 
WUdLillTTaijU     UnUJ.,     Hair  Frames,  Hair  Rolls,  Dress  Accessories,  elc. 

Sole  Agents  lor  Canada : 
DieckerhofI,  Rallloer  &  Co..  Ltd.,    cor.    Simcoe  and   Wellington    Sts.   TORONTO  and  40  St.  Anioine  Street,  MONTREAL. 

The  Serpentine  Continuous  Hair  Roll  Patent 


Any  desired    length    can   b2 
cut  to  meet  any  custom? 
requirements,  each  end 
quickly    fastened 
with  cotton 
thread. 


Boxed    in    6    and    12    yard 

lengths.  Stocked  in  all  the 

natural    shades.      This 

article  is  guaranteed 

hygienically  trett- 

ed  and  is  always 

comfortable 

and  cool. 


Copyrigr/jfr 


Made  //\/  £f^OL/\^D. 


STOCKED   BY    EVERY   DRY   GOODS   STORE    IN    CANADA. 

ORDER  NOW.     DON'T  MISS  THE  BOOM. 


BURNET     &    TEMPLE,      Manufacturers, 


Ask  for  the 

Serpentine 

and  insist  on 

above  label. 


3   FITCHETTS    COURT,    NOBLE    STREET,    LONDON,    ENG. 


WE   ARE   SO    PROUD    OF    OUR    GOODS    THAT    WE    BRAND    THEM  ALL. 
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FLANNELETTE 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make,  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by  the  manufacturers  of  the  celebrated 
Longcloths,    Twills  and  Sheetings) 

are  the  best. 


SEE  "HORROCKSES"   ''"'"  °"    '"'^' 


every  5  yards. 


Horrockses,  Crewdson  &  Co. 

LIMITED 

Cotton  Spinners  and  Manufacturers, 
PRESTON.  MANCHESTER.  LONDON,  ENGLAND. 
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Established  1832 


CABLE  CODE  :    Law  ^  Bradford 


SPRING    1909 


(REGISTERED) 

These    goods    are    rolled    on    special     boards 
and    stamped    every    5    yards    LAWRUS. 

Sp  eciali  t  ies 

Alexandra     Suitings 

Mayfair    Suitings 

SELLING  FREELY 

See  Our   New   Suedena  Finish 

Rainproof  Goods 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD  and  LONDON 
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Remino 

For 

Day  and  Night 

Wear. 


What 
it 
is 


Kemino  Flannel  is  the  product  of  an  advanced 
treatment  of  Pure  Wool  Welch  Yarns,  producing  a 
soft  velvet  textile  of  extraordinary  elasticity,  free  from 
irritating  imperfections  that  are  usually  embodied  in 
the  ordmary  makes  of  flannels,  that  it  will  ada|  t  it- 
self to  the  most  sensitive  skin  with  the  first  wearing, 
free  from  all  mineral  or  other  dressings,  thoroughly 
sanitary  and  while  not  a  heavy  material,  lends  to  the 
body  sufficient  warmth  for  almost  any  climate. 


What  it 
Will 
Do. 


The  strongest  point  in  favor  of  an  all  wool  flannel  is  its  unshrink- 
able qualities — Remino  is  guaranteed  not  to  shrink,  and  as  to  wear 
the  free  yarn  makes  the  wearing  a  certainty,  in  the  laundry  soiled 
garments  are  made  clean  with  less  rubbing  thus  prolonging  the  utility 
of  the  garment.     Remino  has  and  will  prove  the  flannel  of  the  hour. 


What 

it's 

Used 

For. 


First  and  foremost  Remino  is  the  Queen  of  Shirting  Flannels, 

when  quality  and  coloring  of  a  high  order  is  demanded,  it  affords  the 
buyer  the  cream  of  the  flannel  department,  and  the  large  range  of 
patterns  include  Blousings,  Shirtwaist  Suitings,  Kimona, 
Tennis,  Golfing,  and  Pajama  Goods.  Fall  30  inches  in  width 
makes  economical  cutting. 


Wool- 
alone 

Just  as  good 
as  the  Name. 


is  another  production  of  the  same  mill,  Woolalone  is  very  much 
like  Remino  with  all  the  cardinal  points  embodied,  the  prices  make 
the  most  noticeable  difference  as  the  cloths  look  to  be  much  the  same. 
For  women's  and  children's  wear,  Woolalone  is  very  popular 
priced  cloth. 


NOTE 


Samples  of  these  goods  by  return  mail,  showing 
full  range  of  colorings  and  designs 


John  M.  Garland,  Son  &  Co. 

Ottawa       -        -        Canada 
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'MEN'S  WEAR"  says  :  'Tailors  and  Outfitters  all  over  the  Kingdom  are  greatly  indebted  to  Messrs.  Samuel  Kirk  &  Sons, 
Ltd.,  for  the  perfection  to  which  they  have  brought  their  permanent  finishes  for  linings  (Italians,  Mohairs,  etc.)" 

1  he    oEjSX    Liining^S    ore  those  that  bear  the  stamp  of 

SAMUEL  K|RK  AND  SONS 


LIMITED. 


THERE    ARE    TWO    FINISHES    WITH    THIS    NAME     AS    A   GUARANTEE 
OF    EXCELLENCE     IN  BRILLIANCY,  PERMANENCY    AND    STRENGTH; 


(I)   The  Original 

''Permanent"  Finish. 


(2)      ''Velpe/' 


(Reed.) 


The  Velvety  Permanent  Finisti  for  tliose  wtio  piefer  a  soft  tiandle. 


(Copyright) 


Patterns  of  either  Finish  can  be  had  on  application  to 


The  Bradford  Dyers'  Association,  Ltd. 

or  ''of'fi^s?^  100c,  Queen  Victoria  Street,  London,  E.G. 


WHAT  ABOUT  1909  ? 

AXT^E  don't  know  what  resolutions  you   are   making   for  1909.      It    matters    not    how  many    you    make.       It's 
the  ones  you  keep,  that  count.      Nothing  will  do  more  to  make  1909  a  better  year  than  reading  regularly  a 
wholesome,  clean  and  bright  magazine. 

Busy  Man's  is  a  Magazine  of  quality.      Its  articles  are  inspiring  as  well  as  interesting.      Herewith  is  given  the  con- 
tents of   the  January  number  just  out.      Busy  Man's  is  on  sale  at  all  news-stands.      Forward  Two   Dollars  to  our 
nearest  office  and  the  Magazine  will  be  forwarded  for  one  year  commencing  with  the  January  number. 

Original  Articles.                                          Successful  People.                                         Short  Stories. 

The  Millionaires  of  Cobalt.                                               .,      ,    ,  ,,         ,     •                                                                At  the  Rail  Fenre 
Men  and  Events  in  the  Public  Eye.                                Northchffe  and  Munsey.                                                     The  Rewad  of  Virtue 

SJ"Nl"E^S^N.tp<^;^?""'-               2;'^:2».tES"uH„„.                      TH,M„WHo^.:H.„eC,... 

A  Novel  Business  Organization  in   Germany.               "^""^y-  ^^"°'  "^  Defaulters. 

»   r^  11        r^  .1       «     "               r^     .                           Political  and  Commercial  Affairs.                           Muscular  Work  Appetite  and  Energy. 
A  Billion  Dollar  Amusement  Business.                                                                                                                        The  Book  of  the  Month. 
Sending  Christmas  Money  Over  Seas.                            The  Real  Owners  of  America.                                         Contents  of  Other  Magazines. 
Importance  to  Merchants  of  Right  Buying.                    Power  from  the  Pit's  Mouth.                                            The  Busy  Man's  Book  Shelf. 
Constitutionalism  in  the  Factory.                                     The  Social  Responsibilities  of  Empire.                            Humor  in  the  Magazines. 
Advertising  and  Salesmanship.                                       Wonders  of  Manhattan  Real  Estate.                              Improvements  in  Office  Devices. 

The   Busy    Mian's  Magazine 

Montreal                  Toronto                 Winnipeg                 New  York                 Chicago                 London,  Eng 
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Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :>   :• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  while  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They     are  indispensable    to 

your  store. 

Your  wholesaler   has  them. 

Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Agents  for  '^anada  : 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crai^  St.  West,        -         -        MONTREAL 


Batting 

North  Star  Crescent 
and  Pearl 


These  brands  represent  the 
batting  that  your  cus- 
tomers want. 

They're  made  from  long 
staple  cotton,  white  as 
snow,  lofty,  soft  and 
elastic. 

They  come  in  big  batts 
that  open  out  into  strong 
sheets  of  even   thickness. 

It  pays  you  to  sell  these 
brands. 


Order  of  Your  Wholesaler 


Robert  Henderson  &  Co. 

Dry  Goods  Commission  Merchants 
181-183  McGILL  STREET,    -     MONTREAL 

JAMES  STANBURY  &  CO.,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 


BRADBURY  GREATOREX  &  CO., 


DRY    GOODS     REVIEW  '  21 

(COLONIAL) 

LIMITED 

ALDERMANBURY 

Also   Fountain   Court  and   Dyers'   Court 
LONDON,    ENG. 

GENERAL  WAREHOUSEMEN 


Departments 


LINENS 

CALICOES 

BLANKETS 

FLANNELSI 

FLANNELETTES 

SCOTCH 

TABLE  COVERS 

CURTAINS 

TRIMMINGS 


MANCHESTER 

OXFORD  SHIRTINGS 

VELVETEENS 

OUILTS 

COTTON  DRESSES 

FOREIGN  DRESSES 

BRITISH  DRESSES 

SILKS 

HABERDASHKRV 


VELVET  AND  CRAPES 

MANTLES 

COSTUMES 

HOSIERY 

GLOVES 

UMBRELLAS 

FURS 

MENS  SHIRTS.  &c. 

CHILDREN'S  OUTFITS 


RIBBONS 

FLOWERS  AND    FEATHERS 

MILLINERY 

NECK   WEAR 

HANDKERCHIEFS 

LACE 

STRAWS 

ITNDERCLOTHING 

LADIES'  BLOUSES 


HEAD  OFFICE  IN  CANADA  :     Mr.   C. 

Also  Mr.  R.  H.  McMillen,  Victoria. 


I.  W.    Davies,    19   Phillips  Square,    Montreal 
B.C.  and  Mr.  W.  MacKenzie.  Toronto 
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Whenever  you  are  wanting  any 


Hair  Nets,  Hair  Rolls 

or  other  Hair  Goods 


Ask  for  the 


"Pleasall" 


Mark 


It  means  getting  the  very  best  that  is  obtainable  in  these  hnes. 


The  "Pleasair 
Hair  Nets  are 
sold  in  all  sizes 
and  shades. 


A  smart  cabi- 
net is  given 
away  with 
every  gross  of 
nets. 


Write  for 

samples  at 

once. 


The  "Pleasall" 
Hair  Nets  are 
gu  aranteed 
to  count  the 
exact  number 
of  meshes  as  in- 
voiced. 


What  is    your 
experience  ?  ?  ? 


Prompt     de- 
livery of  all 
sizes. 


It  is  well  worth  placing  a  sample  order. 
You  will  be  astonished  at  the  fine  finish  and  regularity  of  a  "PLEASALL"  Net. 

Sole  Agent  for  Canada.     (Wholesale  only) 


HAROLD  F.  WATSON 


207  St.  James  Street, 
MONTREAL 


Carlaw  Bldg.,  Wellington  St.  W., 
TORONTO 
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PECK'S  JANUARY  POINTERS 

What   We  Are  Doing  and  Where   We  Are  Doing  It. 
MONTREAL.         win  dear  lines  in- 

HEAVY  FURS,  FUR- LINED  COATS  AND  MANTLES 

SHIRTS  AND  CLOTHING 

From  the  Big  Factory  at  Mile-End. 
WINNIPEG.         Will  send  Travellers  to  you  with— 

SHEEP  -  LINED  GOODS,  FALL  AND 

WINTER  CAPS 

Shirts,  Clothing  and  Hats  and  Caps. 

From  the  Largest  Stock  in  Canada. 
VANCOUVER.         Will  see  you  wuh- 

HATSAND  CAPS,  SHIRTS,  OVERALLS 

AND  SPECIALTIES 

In  All  Your  Requirements  in  Clothing. 

IVait  jor  the.   Travellers  or   Write  for  the  Qoods. 

JOHN  W.  PECK  &  CO.,  Limited 

MONTREAL,    -    WINNIPEG,    -    VANCOUVER. 
Clothing         -         Furs         -         Hats      -       Caps       -      Shirts 
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The  1909  Shirt 

Black  Serge       Fleece  Back 

Extra  Large 
Double   Stitched 


Finished 
36  in. 

Back  and  Front 

BLACK  PRINCE 


Width 

46—48—50  in. 
Finished 


Full    Yoke    and    Pocket 
Any  Wholesale  House  Can  Supply  This  Shirt  at 

per    dozen 


$9.00 


This  Shirt  is  Made  From  a  Specially  Dyed  and  Finished  Cloth 
Guaranteed   Fast   Black. 

The  Canadian  Converters  Company,  Limited 

MONTREAL 
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Look'^  our  unequ^Ugd  Facilities! 
The  Le^r^est  Rain  dfcf  Factories 
in  the  ^ .  World 


IN  THE  WORLD  ^^^^Cflf/VES 


Begin    to    think  of   Kenreing 
Gabardines.       Soon     to    ap- 
pear.     The   one  great  hit  of 
1909. 


Kenyon  Coats  are  easy  to 
sell  for  the  fol1o>ving  rea- 
sons :  They  are  famous  for 
fine  workmanship  and 
reasonable  cost,  and  they 
are  the  only  raincoats  the 
public  knows  by  name. 

We  are  advertising  in  450 
newspapers  and  a  large  list 
of  Women's  Magazines. 
We  provide  you  with  the 
right  goods  to  make  quick 
sales  and  full  profits. 


rSSlS^^^«i^ 


PRE- 


PRBSSUEIE. 


C;all    often    and    consult    our 

File   of   Selling  Plans   at    our 

salesrooms  in  New  York  and 

Chicago. 


200  Jackson  Blvd. 
CHICAGO 


C.   KENYON    COMPANY 


23  Union  Square 
NEW  YORK 
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THE"CRAVENETTE"CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Rainproof  purposes. 


/^eg?TraoeMark\ 


PROOFED  BY 

Fac-simile  of  Siamp 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Rainproof  proper- 
ties but  also  of  the  quality  of  the 
material. 

Buyers   of    Rainproofs   should   ask 
for  those  proofed  by 


The    « 


S 


( Copyrighi) 


DUST-PROOF 

as  well  as 

RAIN-PROOF 


Proofers  to  the  Trade,  BRADFORD,  YKS. 


Knitted  Goods 
and  Millinery 


These  departments  in  the  February 
issue  of  The  Dry  Goods  Review  will 
claim  special  attention.  Advertisers 
who  have  something  to  say  to 
retailers  along  these  lines  should 
reserve  space  now. 


By  Strong,  Steady,  Patient  Methods, 

T/ie  Review 

has  advanced  in  size  and  quality, 
and  has  grown  in  the  confidence 
and  number  of  its  readers. 

Merit  plus  Demonstration 
has  done  this. 

The  MacLean  subscription  organiza- 
tion (71  men,  the  largest  sales  force 
in  Canada)  sells  MacLean's  ten  trade 
papers,  of  which  the  Dry  Goods 
Review  is  one. 

They  cover  the  whole  field,  from  the 
Atlantic  to  the  Pacific. 

Dry  Goods  Review 

$2.00  per  year. 

Subscription  Department, 
10  Front  Street  East,        -         Toronto 
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Ste^vart  &  McDonald  Export) 


GLASGOW, 


LIMITED 


SCOTLAND 


SOME  OF  OUR  LEADERS: 

Dress  Goods, 

Silks,  Prints, 

Ribbons,  Muslins, 

Laces,  Cottons, 

Woolens,  Linens, 

Hosiery,   Carpets, 

Linoleums, 

Lace  Curtains, 

Etc.,  Etc. 


WESTERN   BUYERS 

MR.   MERCHANT  TAILOR- 

Our  Stock  for  Spring  is  almost  complete  in  the  very  latest  in  Fancy  Worsted  and  Tweed  Suitings, 
Serges  and  Worsteds,  Flannels  and  Spring  Overcoating,  Italian  and  Mohair  Linings  in  all  shades,  and 
all  tailors'  trimmings. 

MR.   DRY  GOODS  MERCHANT- 

Stock  is  now  fast  arriving  in  latest  novelties  in  Dress  Goods,  Washing  Fabrics  in  Zephyrs,  Prints, 
Ducks,  Muslins,  Lawns,  Dress  Linens,  Linings,  Sateens,  Etc. 

We  are  carrying  specially  nice  ranges  in  Women's  and  Children's  Hosiery  for  the  Spring  Trade  in 
Cashmere,  Cottons  and  Lisle  Thread. 

MR.   GENTS'  FURNISHER- 

Spring  Underwear  in  both  British  and  Canadian  makes  are  to  hand.     Balbriggan,  Natural  Wool. 
Socks  in  Heavy  Wool,  Cashmere,  Cotton  and  Lisle. 
Working  Shirts,  Handkerchiefs  and  Neckwear. 

MR.   HOUSEFURNISHER- 

We  have  now^  in  stock  full  ranges  in  Blankets,  Sheets,  Sheeting,  Pillow  Cases,  Cretonnes,  Casement 
Cloth,  Art  Muslins,  Lace  Curtains,  Etc. 

SHOULD  ONE  OF  OUR  TRAVELLERS  NOT  HAVE  ALREADY   CALLED 
ON     YOU.     WRITE     US     AT     ONCE     FOR     PATTERNS     AND     PRICES. 


CANADIAN    REPRESENTATIVES : 


Quebec  and  Maritime  Provinces, 
ALLAN   S.    BAIN, 
61  St.  Sulpice  St., 
MONTREAL. 


Ontario, 
J.   H.   JOHNSTON, 

64  Wellington  St.  W., 
TORONTO. 


Manitoba  and  West, 
JAS.  THOMSON   &   SONS, 
353  Water  St.,  Phone  4140, 
VANCOUVER. 
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About  Advertising — 

^  There  is  nothing  strange  or  mysterious  about 

advertising. 

^  As  it  apphes  to  your  business  it  amounts  to  this. 

^  You  like  to  talk  personally  to  one  of  your 

customers,  realizing  the  beneficial  effects  upon 

your  business. 

^  Advertising    in   the  Review    is    simply    the 

means  of  making  it  possible  to  talk  on  paper  to 

all  your  customers  and  prospects. 

^  Think  about  advertising  w^ith  that  basic  idea. 

^  Then  think  how  effective  that  talk  would  be 

in  the  Review. 

^  If  a  person  bearing  a  letter  from  Lord  Strath- 

cona  came  into  your  office,  doubtless  you  would 

welcome  him  more  than  if  he  bore  a  letter  of 

introduction    from    an  ordinary  individual,  un- 

known and  unliked  by  you. 

^  Well,  the  Review  is  something  like  that. 

^  It  is  not  Lord  Strathcona,  but  it's  a  well-liked 

and  subscribed  for  paper,  and  a  good  letter  of 

introduction  for  your  firm. 

^  Full  page,    1 2  months,  costs  $300.00. 
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PHILLIPS  &  WRINCH 


ESTABLISHED  1894 

SMALLWARES 


LIMITED 


AND    NOTIONS 


We  show  here  a  few  illustrations  indicating;  the  correct  fashions  in  these  goods 
for  Spring  and  Summer  1909.  Hair  Ornaments  will  still  continue  to  be  in  big  de- 
mand, with  an  increased  call  for  Side  Combs.  Single  Pin  Ornaments  in  the  form 
of  Darts  etc.  will  be  worn  quite  extensively.  Grape  effects  in  both  Jewelry  and 
Hair  Ornaments  will  be  very  fashionable. 

Our  seven  travellers  are  now  on  the  road  and  will  cover  their  usual  routes  in 
time  for  early  SPRING  TRADE.  If  they  do  not  reach  you,  write  us  direct. 
Your  order  will  have  PROMPT  and  CAREFUL  attention — and,  with  your  permis- 
sion, we  will  send  you  an  approbation  parcel  of  the  latest  quick  selling  novelties. 
You  can  return  anything  at  OUR  EXPENSE  you  do  not  wish  to  keep. 


We  have  a  complete  line  of  Beauty  Pins 
to  retail  at  all  prices. 


This  is  an  extra  heavy  pearl  Veil  Pin  to  retail  at  50c. 

We  have  other  good  lines  in  both   pearl  and 

metal  to  sell  from  15c.  and  up. 


riiis  Buckle  is  Mother  of  Pearl  with  extra  heavy 

end.      We  have  a  full  line  of  Buckles   and 

Sash  Pins   covering    all    the    latest 

creations  in  both  metal  and  pearl. 


""fiiji   If   tf»' 


Our  range  of  Combs  and  Hair  Ornaments  is  far  the  largest 

we  have  ever  put  out.     We   have  goods  to 

retail  from  10c.  to  $12. <X)  each. 


This  Small  Brooch  or  Dress  Pin  is  a  dainty 

little  rose  gold  article  ornamented  with 

green  grapes.      We  have  them   to 

retail   at    all    prices. 


We    have   a    complete   stock   of   Hair   Rolls   and    Hair   Nets    in   all   sizes. 

We   are   Sole    Agents   for   the   following   well-known   Notions 

W.   Woodfield   &   Sons   Meteor   Sharps— "The    Best    Needle." 

"Capsheaf"    Coilless   Safety   Pins. 

"CANT-SLIP"    Hair   Rolls. 

CRIMP-CURL   and   PRINCESS   Wavers. 

We   Make   Wooden   Button   Moulds. 

PHILLIPS  &  WRINCH 

LIMITED 

25  Wellington  Street   West,  TORONTO        QUEBEC :  137  St.  Joseph  St. 
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J.  K.  Wallace 


representing 


Arthur  &  Co. ,  (Export) 

Ltd. 

Glasgow,  Scotland 


London,     -     England 


Canadian  Headquarters- 


232   McGill   Street 
MONTREAL 


I  expect  to  call  upon  the  trade 
in  Eastern  Ontario  and  Ottawa 
Valley  during  this  month,  with  a 
complete  range  of  samples. 


Standard  Umbrellas 


FOR 


Spring  1909 


When  you    are  buying  Umbrellas — 
you  should  not  do  without  this  brand. 

An  inspection  will  prove  this. 

Travellers    now    covering     the     Do- 
minion. 

Write  for  samples  and  quotations. 
The 

Standard  Umbrella  Mf^.  Go. 

215  Notre  Dame   West, 
Montreal 


m  Make 
Linens 

of  all  kinds 

our  particular  business 

For  your  January  Sale  or  Early 
Spring  Sorting. 

We  offer  you  very  special  drives  at 
this  time. 

W  R  ri  E     us    FOR     SAMPLES 

Harrower  ^  Johnston 

Montreal 


(For  Mamifacturcrs) 

301  St.  James  Street     : 


Rooster  Brand 


Best 


M 


ICrow/I.OverAll 


A  Happy  and  Prosperous  New 
Yearto  the  Merchants  of  Canada 


Robert  G.  Wilkins, 


Montreal 
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Some   Facts   Mainly  About  Ourselves 


The  Review's  Representatives  in^ London,  Eng.,  New^  York,  Chicago  and  Winnipeg 


J.  M.   McKIM 

Chief  of  the  London,  Eng.,  Office, 
88  Fleet  St.,  E.G. 


R.  B.  HUESTIS 

New  York  Office,  6Z2-4  Tribune 
Building. 


J.  P.  SHARPE 

Chicago  Office,  933-3  Monadnock 
Building 


F.  R.  MUNRO 

Winnipeg  Office,  s"  Union  Bank 
Building. 


The  Review's 

Far-Flung 

Line  of  Outposts. 


This  page  intro- 
duces live  outposts 
of  The  Dry  Goods 
Review — the  men  in 
charge  of  its  chief  offices  in  London, 
Eng.,  New  York,  Chicago  and  Winnipeg. 
There  is  that  about  the  word  "out- 
post" which  makes  its  application  very 
appropriate  here.  It  not  only  suggests 
activity  on  territory  occupied,  but,  also, 
a  keen  eye  on  perspective.  That  thought 
ought  to  be  worth  some  reflection  by 
readers  of  The  Review  and  those  who 
advertise  in  it,  since  the  most  satisfac- 
tory service  in  their  interests  is  the  ob- 
jective point.  "Good  enough"  is  not, 
from  The  Review's  point  of  view,  good 
enough  for  them.  Greatest  efficiency  de- 
mands, among  other  things,  able  repre- 
sentation in  the  most  important  centres. 

Drygoodsmen  and  those  interested  in 
branches  of  the  dry  goods  business,  need 
never  go  a-begging  for  a  handshake  in 
any  city  where  The  Review  has  a  repre- 
sentative. The  offices,  it  will  be  found,  are  most  con- 
venient to  business  districts,  and  a  visit,  no  matter  how 
brief,  from  manufacturers,  merchants,  buyers  or  sales- 
men will  always  there  be  regarded  with  the  greatest  plea- 
sure. The  Review  would  like  to  have  them  consider  the 
staffs,  files,  the  reading  rooms  or  any  part  of  its  office 
equipments  as  at  their  service. 

A  word  or  two  of  special  reference  to  the  outposls 
may  be  of  interest.  J.  M.  McKim,  chief  of  the  London 
office,  and  European  manager,  is  a  Toronto  man.  Fifteen 
years  ago  he  joined  the  staff  of  the  MacLean  Publishing 
Co.     He  was  assigned  office  eight  years  ago.  and  has  been 


E.  J.  DODD 

Mr.  McKim's  Lieutenant  in  the 
London  Office. 


successful  in  that  important  field.  His 
assistant  is  E.  J.  Dodd,  a  Bristol,  Eng., 
man,  who  came  to  Canada  at  the  close 
of  the  South  African  War,  in  which  he 
saw  active  service.  He  had  charge  of 
the  advertising  end  of  Bookseller  and 
Stationer  for  some  time,  and  a  couple  of 
years  ago  became  Mr.  McKim's  lieuten- 
ant. The  London  office'  is  located  at  88 
Fleet  Street,  E.C.  Review  visitors  may 
there  always  be  sure  of  a  hearty  wel- 
come 

R.  B.  Huestis,  who  took  charge  of  the 
New  York  office  two  years  ago,  was  with 
the  wholesale  dry  goods  firm  of  A.  B. 
Book  &  Co.,  Halifax,  N.S.,  for  eight 
3'ears,  having  been  office  manager  for 
the  last  three  years  of  that  period.  Mr. 
Huestis,  subsequently,  covered  Canada 
from  ocean  to  ocean  as  the  representa- 
tive of  a  banking  institution,  and  is  a 
firm  believer  in  the  country's  future.  He 
recently  moved  into  new  offices,  Nos. 
622-4  Tribune  Building,  New  York, 
which  are  a  decided  improvement  upon  former  quarters 
and  in  keeping  with  progressive  conditions. 

J.  P.  Sharpe,  of  the  Chicago  office,  was  born  in  Eng- 
land, and.  on  coming  to  Canada,  studied  law  for  two 
years  in  Manitoba  University.  Taking  up  general  broker- 
age, he  identified  himself  for  seven  years  with  the  busi- 
ness activities  of  the  West,  and  a  few  months  ago  became 
the  Chicago  representative  of  the  MacLean  Publishing  Co., 
his  office  being  Nos.  933-5  Monadnock  Building. 

A  thorough  training  in  mercantile  methods  through 
liis  connection  with  a  general  store  in  Western  Ontario 
was  the  initial  stage  of  the  business  equipment  of  F.  R. 
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Munro,  of  the  Winnipeg  office.  In  1903  lie  graduated 
from  Toronto  University,  and,  for  fifteen  months,  was 
engaged  first,  in  editorial  work  on  Hardware  and  Metal, 
and  later  on  advertising.  In  19U4  he  took  charge  of  the 
Winnipeg  office.  This  is  centrally  located  on  the  fifth  floor 
(No.  511)  of  the  Union  Bank  Building. 

As  here  described,  the  far-flung  chain  is  by  no  means 
complete.  Apart  from  the  Montreal  and  Toronto  offices. 
through  which  much  of  the  inter-welding  is  directed,  there 
are  those  which  give  it  still  greater  extent.  Here  is  the 
list:  Vancouver,  B.C.,  1737  Haro  Street;  Manchester, 
Eng.,  92  Market  Street;  Paris,  France,  8  Place  de  la 
Bourse,  and  in  Zurich,  Switzerland,  where  the  representa- 
tive is  Louis  Wolf,  of  Orell,  Fussli  &  Co.  The  Review, 
therefore,  has  that  scope  which  enables  it  to  keep  its 
readers  in  touch  with  the  most  up-to-date  world  informa- 
tion of  interest  in  that  particular  sphere  to  which  it  is 
devoted.     That  is  its  constant  aim. 

The  Cover  Design  The    background    upon    which    the 

of  the  figure  is  posed  in  the  cover  chosen  for 

January  Review.  the  January  number  of  The  Dry  Goods 
Review,  is  an  exact  reproduction  of 
one  of  the  new  wash  suitings  that  are  so  extensively  shown 
for  the  Spring  of  1909.  In  this  case,  the  fabric  is  a  union 
of  silk  and  cotton,  and  is  woven  in  imitation  of  the  rough 
lustrous  Oriental  silks  so  much  in  evidence.  It  has  an 
indistinct  stripe  and  bar  effect,  produced  in  the  weave 
which  is  also  a  feature  in  the  present  fabric  fashions,  and 
comes  in  the  light  suiting  weight  that  is  prominent  in  next 
season's  wash  fabrics  this  Spring.  There  never  was  a 
season  when  color  played  such  an  important  part  in  tlie 
lines  of  wash  fabrics  produced,  and  this  cloth,  as  well  as 
many  others,  is  shown  in  all  the  new  art  shades  and  tones. 
The  gown  the  figure  wears  is  a  new  Paris  production  and 
shows  the  leading  style  tendencies  that  will  be  paramount 
in  the  making  up  not  only  of  washing  fabrics,  but  also 
of  those  in  silk  and  wool.  Though  by  no  means  eccentric 
in  design,  it  has  all  the  leading  style  tendencies  the  long 
tight  sleeve,  the  high  waist,  and  the  long  narrow  sheath 
skirt,  with  the  short  round  train.  Soutache  braidings, 
loops  and  rouleaus  of  cloth  over  cords  are  used  as  trim- 
mings. There  is  a  narrow  chemisette  of  net,  and  the  high 
collar  is  finished  with  the  new  form  of  straighter  ruching. 
The  low  crown  of  the  large  hat,  with  the  drooping  brim,  is 
draped  with  chiffon  with  a  cluster  of  roses  at  the  side. 
This  hat  illustrates  the  simple  trimming  effects  that  are 
in  vogue  now. 

The  Review's  It  is   a  good   thing  to   begin   the   new 

Plans  year  with  a  purpose   which  directs  effort 

for  1909.  at    a   mark   beyond    that    defined    by    the 

limits  of  last  year's  work.  For  1909,  The 
Review  will  aim  at  improvement  all  along  the  line.  At 
the  annual  conference  of  the  staff,  held  during  December, 
it  was  agreed  that  there  could  not  be  too  great  concentra- 
tion upon  the  departments.  The  successful  application  of 
the  plans  approved  by  the  conference  will  give  Review 
advertisers  and  readers  a  more  efficient  service  straight 
through;  larger  departments  and  more  of  them;  closer 
and  more  thorough  consideration  of  the  points  of  view  of 
those  connected  with  every  branch  of  the  dry  goods  trade 
— the  manufacturer,  the  jobber,  the  retailer,  the  buyer 
and  the  salesman.  The  editorial  staff  will  be  strengthened 
with  the  object  of  giving  that  field  the  most  capable  ser- 
vice. Accuracy  and  efficiency  as  a  guide  to  buying  and 
as  a  practical  selling  help,  has  always  been  the  aim  of 
The  Review. 


Are  Canadians  a  Wasteful  People? 

"Bradford  dress  goods  houses,  making  a  specialty  of 
Canadian  trade,  are  much  busier  than  those  manufactur- 
ing solely  for  the  home  department.  Bradford  goods, 
such  as  Panamas,  coating  serges,  and  satin-faced  materi- 
als are  figuring  prominently  in  the  trade  of  this  market. 
So  far  as  it  apiilies  to  Great  Britain  alpne,  however, 
business,  from  the  point  of  view  of  the  manufacturer  of 
these  goods,  is  far  from  satisfactory."  This  statement 
was  made  to  the  Review  by  John  Northway,  of  John 
Northway  &  Son,  cloak  and  suit  manufacturers,  who 
returned  recently  from  an  eight  weeks'  trip  to  England 
and  France.  American  trade  had,  he  said,  been  regarded 
as  a  particularly  good  prospect  and  this  was  one  ex- 
planation of  the  advance  in  the  price  of  wool.  Mohairs 
and  other  lines  of  bright  goods  were  only  finding  a 
moderate  market. 

"The  demand  from  Canada  is,  as  a  rule,  of  such 
proportions,"  said  Mr.  Northway,  "that  some  of  the 
manufacturers  in  the  Old  Country  express  the  opinion 
that  we  must  be  a  very  wasteful  people  in  the  matter  of 
dress.  They  state  that  in  comparison  with  any  other 
six  million  people  within  their  knowledge  Canadian  con- 
sumption is  enormous.  From  their  point  of  view  they 
may  be  right  to  a  certain  extent,  but  the  amount  spent 
in  England  on  other  items,  including  beer,  is  far  beyond 
that  spent  in  Canada  proportionately  for  similar  pur- 
poses. Apart  altogether  from  that  view  of  the  matter 
there  is  this  to  say:  the  young  women  who  earn  their 
living  in  Canada  dress  in  mucli  better  taste  than  those 
of  the  Old  Country.  Here  in  Canada  they  lose  their 
industrial  identity  as  soon  as  they  leave  their  places  of 
employment  while  in  P^ngland  that  is  not  the  case. 

In  the  matter  of  technical  education  Canada  is  in 
strong  contrast  when  one  considers  the  attention  which 
has  been  given  the  subject  on  the  continent.  Even  in 
England  there  is  hardly  a  manufacturer  who  claims  to 
be  equal  to  the  German  in  that  branch  of  chemistry 
essential  to  successful  dyeing  of  light  or  delicate  shades 
in  low  and  medium-priced  goods.  Notwithstanding  the 
surtax,  every  garment  manufactured  in  this  country  has 
to  import  certain  shades  of  broadcloth  and  other  goods 
from  Germany  that  cannot  be  as  satisfactorily  produced 
in  England. 

Mr.  Northway  stated  that  there  was  a  growing  feel- 
ing among  English  manufacturers  in  favor  of  protection. 
While  in  France  it  struck  him  that  the  working  people 
were  much  better  conditioned  than  those  of  England. 
Protection,  he  stated,  was  one  of  the  causes  to  which 
this  was  sometimes   attributed. 


Factors  in  Successful  Management. 

Business  executives  must  not  try  to  do  too  much  them- 
selves; their  power  will  be  in  duplicating  themselves 
by  the  selection  of  lieutenants  to  carry  out  their  plans, 
and  having  made  their  selections,  giving  them  latitude 
to  work  into  their  particular  problems  their  own  per- 
sonality.— James   Logan. 

That  practice  of  showing  authority  merely  for 
authority's  sake  always  hurts  rather  than  helps.  It 
sears  the  sensitive  workman.  It  acts  as  a  muscle-binder, 
and  with  the  brake  of  resentment  set,  that  man's  quality 
of  work   depreciates.- — George  H.   Barbour. 

A  personality  is  responsible  for  the  success  or  failure 
of  a  business  firm  largely  to  the  extent  by  which  he  is 
enabled  to  organize  and  control  its  forces — to  instal  and 
apply  the  personal  influence  in  his  systems — Henry  C. 
Lytton. 
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Toronto 


Goods  sold  under  recognized  brands  or  trade  marks  are  more  in  demand  every  season.  The  majority 
of  lines  we  handle  are  either  specially  made  by  or  for  ourselves  and  have  consequently  heiome 
popularized  throughout  the  trade. 


We  draw   particular  attention   to 
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of   them,   illustrated  on   this   and   the    three  following  pages, 


in   vvhicii  a  ^n.aii\    um cased   business   is  largely  due   to    the    knowledge    that    thus    branded    they   are 
the  best  value  procurable  and  always  give  satisfaction   to  the  consumer. 


All  Wool  Black  and 

Colored  Dress  Goods 


Henriettas 
Poplins 

Coatings  Serges 
Venetians 
Cashmeres 
Taffeta  Cloths 
Cheviots 
Box  Cloths 
Nun's  Veilings 
Llamas 
Lustres 
Broad  Cloths 
Albatross 


Crepe  de  Chenes 

Sicilians 

Chiffon  Cloths 

Satin  Cloths 

Voiles 

Cord  de  Soies 

Repps 

Poplinettes 

Panamas 

Bedford  Cords 

Persian  Cords 

Mayos 

Chamois 


Two  Extra  Specials 

PJ4  50-in.  All  Wool  Chiffon  Broadcloth 

Thoroughly  shrunk  and  unspottable,  Hannart's  Best  Dye  and  Finish,  all 
popular  shades,  can  be  retailed  at  $1.00. 

FF8  52  3-in.  Champion  All  Wool  Panama,  to  retail  at  50c. 

in  complete  range  of  colors 
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The  W.  R.  Brock  Co.  (Limited) 
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31  32  inches  wide. 


Regattas 

Spots 

Objects 

Stripes 

Checks 

Chambrays 

Blues 

Plates 

Lilacs 

Madders 

Mixtures 

Greys 

German  Blues  Cardinals 
Black  and  Whites 
Copenhagens  (pure  indigo) 

O'irU   'V^ix  vs   Inure  indiao) 

lj\er  4IHI  uesiKiis. 

Best  value  in  the  market  for 
the  money. 


The  highest  grade  of 
printing,  pattern  and 
quality  in  the  trade. 

All  Colors 

ABSOLUTELY 

FAST 

An  enormous  range 
of  patterns  to  select 
from. 


Please  mention  The  Re-Aew  to  Advertisers  and  their  Travelers 


DRY 


DS     R 


w 


The  W.  R.  Brock  Co.  (Limited) 


Dress  Skirts  and  Jackets— t^f„1''TfoV"rnf/lffom. 

AXr^Jo+o        in  short  or  long  sleeves  :-Such  a  line  has  never  pre- 

W  dl»lS viously  been  presented  to  the  trade,  securintt  admiration 

and  orders  wherever  shown. 

We  draw  particular  attention   to   phenomenal   values   at   $6.75.   S9.0U. 
$10.50  and  S12.00  per  doz. 

\\TU:4^rxttranr  includinsT  Corset  Covers.  Drawers.  Gowns  and 
WniieWcal  Underskirts.  All  marked  to  sell  at  popular 
We  invite  comparison. 


prices. 


in-^A^-^t^irit^o  in    Heatherbloom,     Sateen.     Taffet.i 

'  U  nuerSKiriS Moreen,  etc.  Prices  from  $6.75  to  $.54.UU  per  doz. 

WT-^^r^nai-c-        Generous  fulness  in  the  cut  of  each  garment ;  made 

W  rappclS of  Standard  Canadian.  British  and  American  prints 

■ind  percales.     Prices  from  SO.dU  to  $24.00  per  doz. 


>^  MAOc^- 


Cotion  and   Linen   Turkish 
Towels    and    TowelUngs  — 


Plain  and   Fancy,  Colored  and  Bleached, 
qualities  from  the  cheapest  to  the  most  i 
—The  recognized  .standard  of  the  trade. 


In  all 
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The  W.  R.  Brock  Co.  (Limited) 
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different  designs  in  Black 
and  Indigo  Serges. 

different  makes  of  Black 
and  Indigo  Cheviots  in 
twill  and  plain  weaves. 


"I   /Z    different  weaves    of  Ox- 

-■-  ^  ford  and  Cambridge  Grey 

Cheviots    in   shades    and 

qualities  for  Suitings  and 

Overcoatings. 


Work  Shirts 


Neglige  Shirts 


Large   sized    bodies,    double  Made   from  cloths  specially  se- 

stitched,    seams    warranted   not  lected  for  Avashing  and  wearing 

to     rip  — Once    bought    always  qualities— Fit  and  value  guaran- 

stocked.  teed. 


Night  Shirts  and  Py- 
jamas 

For  comfort  and  wear  as  well  as 
appearance. 


Overalls  and  Smocks 

Manufactured  from  the  best  De- 
nims and  Cottonades  obtainable, 
and  always  satisfactory  as  to  fit, 
workmanship  and  wear.  The 
demand  for  "Grizzly  Brand"  gar- 
ments is  an  ever  increasing  one. 
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Drygoodsmen  and  their  Merchandising  Methods 


The  "  Big  Cash  Store  "  of  the  Anderson  Co.,  St.  Thomas.    The  Windows  have  a  Frontage  of  80  Feet  and  Always  Contain  Effective  Displays. 


"  Put  More  Steam  Into  It." 

When  you  find  a  department  dropping  behind,  what 
remedy  do  you  apply  ? 

This  question  was  asked  of  J.  Mickleborough,  head  of 
one  of  the  departmental  stores  of  St.  Thomas. 

"We  put  more  steam  into  it,"  was  his  unhesitating 
reply.  In  those  six  words  he  revealed  the  secret  of  his 
success  in  business. 

The  store  has  four  floors,  each  120x66,  and  the 
"steam"  is  apparent  in  well-arranged  sections,  in  attrac- 
tive displays  of  goods,  in  well-equipped  shopping  facilities 
and  in  thorough  consideration  of  the  "customer's"  point 
of  view. 

In  reply  to  the  question  as  to  what  he  considered  the 
most  effective  advertising  mediums,  Mr.  Mickleborough 
gave  the  credit  to  the  daily  newspapers.  Through  these 
it  was  possible  to  make  the  most  direct  appeals.  He  had 
little  confidence  in  circular  or  dodger  campaigns,  his  opin- 
ion being  that  "Mickleborough  standards  of  quality" 
were  best  promoted  by  systematic,  reliable  and  attrac- 
tive publicity  through  regular  channels.  The  firm  is  con- 
sidering an  important  change  in  their  display  window 
plan.  At  the  present  time  the  back  has  a  height  of  only 
three  or  four  feet,  and  there  is  no  top.  The  trimmer, 
therefore,  considers  himself  handicapped  sometimes  in 
creating  as  eSective  backgrounds  as  might  otherwise  be 
rendered  possible,  while  the  absence  of  divisions  and  top 
f»:equently  makes  draping  a  difficult  matter.    As  it  stands 


at  present,  however,  some  very  good  combination  de- 
signs have  been  secured  in  materials,  which  blend  effec- 
tively, or  in  seasonable  displays,  which  admit  of  ap- 
propriate groupings. 

^. 

Cash  System  and  Monthly  Pay  Day. 

"Big  Cash  Store"  was  certainly  a  bold-appearing 
sign  for  a  business  establishment  in  a  city  such  as  St. 
Thomas,  where  railway  employes  form  a  large  section  of 
the  population.     Railways  only  pay  once  a  month. 

The  legend  in  connection  with  the  Anderson  Co.'s 
firm  name,  however,  meant  just  what  it  said.  In  twelve 
years,  Mr.  Anderson  stated,  not  one  account  had  found 
its  way  into  the  books.  Business,  he  further  explained, 
could  be  somewhat  increased  by  accepting  a  safe  line  of 
short  credit,  but  it  had  never  been  considered  advisable 
to  depart  from  the  cash  policy. 

The  effect  of  the  monthly  pay-day  system  was  some- 
times noticed  in  a  slight  falling-off  shortly  before  the  end 
of  each  pay-month,  and  a  revival  immediately  following. 

The  Anderson  Co.'s  store  is  conducted  on  the  depart- 
mental plan,  which  makes  each  division  responsible  for 
its  own  progress.  There  are  two  floors  measuring  lOOx 
80  feet.  The  first  floor  is  devoted  to  fancy  and  staple 
dry  goods,  dress  materials,  men's  and  women's  furnish- 
ings,  while  the  second  floor  departments  are  millinery, 
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furs,  suits,  mantles,  carpets,  curtains,  rugs,  linoleums. 
The  fur  section  has  had  a  strong  development,  the  secret 
of  its  success  being  a  slock  which  measures  up  to  every 
demand. 

"Management  is  the  important  point  in  the  effective 
departmentizing  of  a  store,"  was  the  opinion  expressed 
by  Mr.  Anderson.  "A  man  may  have  the  very  best  goods 
at  his  disposal,  but  unless  he  studies  the  conditions  which 
attract  and  make  customers,  his  end  of  the  business  is 
going  to  drop  behind.  There  are  difTerent  methods  of  ad- 
vertising. One  man  may  have  as  larg-e  a  space  as  another 
and  wonder  why  he  cannot  get  the  same  results.  If  he 
considered  the  matter  carefully  he  would  soon  find  out. 
The  people  are  depending  upon  the  merchant  to  post  them 
on  what  they  should  know  about  his  store  to  a  greater 
extent  than  ever  before.  The  merchant  must  have  the 
confidence  of  his  customers,  and  to  that  end  his  goods 
must  be  dependable." 


year,  he  states,  the  business  increased  over  $5,000.  Asked 
the  secret  of  it,  he  said  :  "Geniality,  and  doing  what's 
right  by  your  customers."  This,  he  added,  with  an  up- 
to-date  stock  arid  judicious  advertising  formed  a  strong- 
working  combination. 

The  expansion  of  Mr.  Sanders'  business  has,  he  states, 
led  him  to  consider  the  advisability  of  obtaining  larger 
premises. 


One  Day  Only  for  Approbation. 

It  is  the  opinion  of  A.  L.  Garland,  of  St.  Thomas, 
that  approbation  should  not  require  more  than  one  day 
to  establish  its  preference  for  goods.  The  plan  he  adopts 
is  that,  when  a  customer  makes  a  selection  from  his  store 
and  takes  it  home  to  "think  it  over,"  he  sends  in  a  call 
where  that   process   extends   over   one   day.     In   that   way 


View  of  a   Section  of  the  Dry  Goods   Department   in  the   Store  of  James  Clinkskill,  Saskatoon. 


The  Anderson  Co.  are  considering  the  extension  of 
their  store  accommodation  by  occupying  the  third  floor  in 
their  present  building.  This  flat  is  now  being  used  by  a 
business  college. 

The  windows  of  the  store,  which,  by  the  way,  are 
changed  twice  weekly,  have  a  frontage  of  80  feet.  That 
Warren  Andrews,  the  trimmer,  has  specialized  in  this 
particular  department  is  evident  not  only  from  the  pres- 
ent appearance  of  the  store,  but  from  recent  examples  of 
his  work  in  connection  with  special  occasions.  He  has 
also  developed  the  art  of  show-card  writing. 

^. 

Geniality  as  a  Trade  Promoter. 

C.  E.  Sanders,  who  has  had  thirty-two  years'  experi- 
ence in  the  dry  goods  business  in  St.  Thomas,  declares 
that  geniality  is  a  good  trade  promoter.  One  year  ago 
he  took  over  the  business  of  H.  G.  Broderick,  by  whom 
he  had  beea  employecl  for  twenty-six  years.    In  that  one 


approval  is  made  amenable  to  system,  and  never  becomes 
responsible  for  complication  in  the  operation  of  the  de- 
partment to  which  the  goods  may  belong. 

Mr.  Garland's  advice  to  merchants  who  specialize  or 
concentrate  upon  departmentizing  is  that  system  is  al- 
most everything.  He  has  devised  a  plan  in  bookkeeping 
whereby  it  is  possible  to  compare  invoices  or  sales,  to 
date,  practically  at  a  glance.  At  the  end  of  each  week 
he  takes  off  a  summary  showing  not  only  the  condition 
of  each  department,  but  likewise  the  result  of  the  six 
days'  business  in  the  entire  store.  Here  is  how  it  looks 
on  his  books,  the  figures  be^ng  merely  adopted  for  ex- 
ample : 

Sales   for   week $2,000 

Invoice   value   1  500 


Gross  profit  $    500 

Expenses  of  week  $    150 

The  system  probably  introduces  nothing  new,   but  it 
serves  to  demonstrate  the  advantage  of  keeping  invoices 
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and  sales  closely  identified  with  each  other,  so  that  the 
effect  of  general  trade  upon  both  may  be  readily  ascer- 
tained. 

In  much  the  same  manner  a  weekly  summary  is  taken 
of  estimated  and  added  stock,  the  entries  in  the  book  used 
for  that  purpose  being,  for  example,   as  follows  : 

Estimated   stock,    Nov.    2    $45,000 

Value  of  goods  added   6,000 

$51,000 
Invo  ce  value  of  goods  sold  3,500 

Estimated  stock,   Nov.   8   $47,500 

Another  book  of  great  service  for  purposes  of  com- 
parison, is  that  in  which  is  kept  a  record  of  the  value  of 
invoices  and  the  estimated  selling  price.  These  are  placed 
in  parallel  columns,  and  it  is  thus  an  easy  matter  to  ar- 


length  of  his  store  is  a  feature  of  the  equipments  which 
illustrates  his  sentiments  on  the  matter  of  light.  His 
is  a  long  and  comparatively  narrow  store,  but  the 
amount  of  daylight  that  floods  into  it  demonstrates  that 
the  disadvantages  peculiar  to  this  condition  may  be 
effectively   overcome. 

Mr.  Gray  states  that  the  silent  salesmen  perform  the 
same  service  on  the  inside  that  he  obtains  from  the 
display  windows  on  the  outside.  They  help  to  sell  the 
goods.  There  is  a  light  well  in  the  centre  of  the  build- 
ing and  large  areas  of  glass  in  the  rear  materially  as.sist 
the  lighting  plan. 

For  some  time  Mr.  Gray  had  difficulty  in  obtainmg 
a  light  by  which  to  display  black  dress  goods  to  advan- 
tage. He  experimented  and  at  last  found  what  he  want- 
ed. His  belief  is  that  a  store's  attractiveness  is  a  some- 
what  negative   quantity   so   long   as   shoppers     have     to 


Interior  View  of  the  Dry  Goods  Store  of  T.  W.  Gray,  Woodstock.    Note  the  Fine  Array  of  Silent  Salesmen.     The  Lighting 
and  Display  Arrangements  of  this  Store  have  been  Particularly  well  Carried  Out. 


rive  at  the  difference  between  the  estimated  profit  and 
the  actual  profit,  as  well  as  to  detect  a  weak  selling  spot. 

A  careful  study  of  modern  departmentizing  has  en- 
abled Mr.  Garland  to  make  excellent  use  of  his  two  floors, 
each  of  which  measures  100x35  feet.  The  millinery  de- 
partment is  exceptionally  well  equipped  with  silent  sales- 
men and  glass  cases  as  adjuncts  to  effective  display.  The 
same  plan  has  been  applied  throughout  the  store. 

Mr.  Garland's  is  practically  a  cash  business.  The  ex- 
ceptions to  the  rule  are  chiefly  in  connection  with  trade 
with  institutions  of  the  standing  of  whose  credit  there 
can  be  no  question. 

Flooding  a  Store  with  Light. 

Light  and  more  .of  it — those  five  words  are  indicative 
of  one  of  the  merchandising  ideas  of  T.  W.  Gray,  of 
Woodstock.     A  line  of  silent  salesmen  running  the  entire 


strain  their   eyes  and,   even  then,   be  doubtful   as  to  the 
shade   or  quality   of  goods. 

Mr.  Gray  is  one  of  Woodstock's  oldest  and  most 
progressive  merchants.  ,The  successful  application  of 
most  modern  methods  of  merchandising  has  given  his 
store  high  standing  as  an  attractive,  satisfactory  and 
always  reliable  place  in  which  to   shop. 

Keeps  Register  for  New  Customers. 

"What  special  methods  do  you  employ  to  develop 
permanency  in  your  business  relations  with  new  custom- 
ers?" 

This  question  was  readily  answered  in  the  dry  goods 
store  of  J.  E.  Boles,  IngersoU.  The  mottos,  "Our  prices 
please  the  people,"  "The  home  of  quality,"  and  "The 
store  of  satisfaction,"  would  seem  to  be  sufficient,  and 
so  they  are,  for  general  purposes,  but  there  is  a  piece 


36 


DRY    GOODS    REVIEW 


of  machinery  which  goes  beyond  that.  The  names  of 
customers  are  placed  in  a  special  register.  The  clerk 
can  quite  readily  sift  the  strangers  from  the  regulars, 
and  his  instructions  are  to  add  the  new  names  to  the 
existing  list.  The  result  has  been  a  directory  of  great 
value  for  mailing  purposes. 

Semi-annually  the  store  has  been  issuing  a  small 
catalogue  of  twenty  pages,  containing  information  with 
reference  to  new  stocks  at  the  opening  of  the  season. 
The  people  look  for  it  and  it  brings  business. 

In  the  catalogue,  by  way  of  introduction,  are  listed 
some  of  the  elements  which  constitute  the  "Home  of 
Quality."  Here  are  some  of  them: — "If  there  is  a  store 
that  uses  you  right,  it  is  this  store.  If  there  is  a  store 
that  leads  the  stores,  it  is  this  store.  If  there  is  a 
store  that  can  hold  your  trade  it  is  this  store.  If  there 
is  a  store  that  is  always  right,  it  is  this  store.  It  is 
this  store  that  welcomes  you  whether  looking  or  buying." 

The  display  windows  are  always  up  to  the  minute. 
The  two  trimmers,  H.  T.  Cole  and  C.  H.  Smith,  are  able 
exponents  of  the  art  of  display  and  have  been  very  suc- 
cessful in  working  out  special  season   designs. 

The  store  is  systematically  departmentized,  each 
section  being  under  special  management.  Considerable 
attention  is  given  to   ladies'   tailoring. 

In  connection  with  the  carpet  department  there  is  an 
outside  representative  who  keeps  in  touch  with  the 
carpet   requirements   of  the   district. 

The  store's  advertisements  are  never  allowed  to 
lapse  in  matters  of  interest.  It  cannot  be  said  that 
slaughter  sales  enter  very  prominently  into  the  general 
policy,  but  when  a  list  of  specials  is  announced  it  is  of 
a  character  in  keeping  with  a  well  established  reputation 
for  quality. 

In  addition  to  advertising  in  the  local  papers,  and 
the  circulation  of  the  catalogue,  the  store's  publicity 
work  is  reinforced  by  the  use  of  sign  boards  throughout 
the  country. 

Outside  competition,  it  is  recognized,  is  best  met  by 
making  available  to  the  people  the  goods  they  want  to 
buy,  and  at  prices  equally  as  favorable  as  those  which 
they  can  obtain  elsewhere. 

How  the  Lean  Year  was  Made  Fat. 

J.  C.  Henderson,  of  Norwich,  states  that  the  show- 
ing made  by  his  business  last  Summer  was  the  best  in 
twenty-five  years. 

How  did  he  do  it?  There  was  a  great  deal  of  talk 
about  hard  times.  Generally  it  was  regarded  by  busi- 
ness men  as  a  decidedly  off  year — a  time  when  they 
hesitated  to  make  comparisons  with  the  fatter  years 
preceding.  The  fact  of  the  matter  is,  Mr.  Henderson 
adopted  special  measures  with  the  object  of  making  the 
season  measure  up. 

■'I  attribute  the  Summer's  record  to  the  fact  that 
I  went  frequently  to  market,"  said  he.  "Twice  a  week 
I  called  on  the  wholesale  men  in  Toronto.  I  was  on 
the  ground  for  exceptional  offerings,  and  when  I  saw 
anything  which  I  thought  could  be  made  use  of  in  my 
business,  I  bought.  Then  came  special  sales,  which  were 
chiefly  advertised  by  means  of  dodgers,  for  we  only 
have  a  weekly  paper.  Those  sales  offered  exceptional 
values,  and  were  successful.  I  have  seen  an  entire  line 
cleaned  up  in  one  day. 

"I  am  of  opinion,"  observed  Mr.  Henderson,  "that 
the  time  has  come  when  the  country  merchant  must 
keep  closer  to  the  market  than  he  has  been  doing.  He 
would  then  be  enabled,  very  often,  to  buy  to  better  ad- 
vantage than  if  he  remained  at  home,  and  at  the  same 


time,  with  a  wider  knowledge  of  the  trend  of  demand, 
would  find  it  possible  to  make  his  buying  more  adapt- 
able to  conditions  which  set  the  pace  in  this  line  or 
that." 

Mr.  Henderson's  store  is  operated  on  the  separate 
department  system.  That  is,  in  his  bookkeeping  he 
keeps  a  careful  record  of  each  section,  the  sales  in  cash, 
credit  or  produce,  and  the  invoices,  so  that  comparison 
is  an  easy  matter  at  any  time.  So  well  does  the  plan 
adapt  itself  that  it  has  been  found,  prior  to  stock- 
taking, that  the  figures  were  within  a  couple  of  hundred 
dollars  of  actual  values.  A  record  is  also  kept  of  the 
business  done  by  each  clerk.  All  of  this  information  is 
summarized  monthly. 

The  general  dry  goods  stock  occupies  the  front  sec- 
tion of  the  store,  while  boots  and  shoes  and  a  staple 
grocery  counter  are  located  in  the  rear.  The  millinery, 
carpet  and  ready-to-wear  sections  are  on  the  second 
floor.  Referring  to  the  development  of  systematizing 
methods  in  recent  years,  Mr.  Henderson  recalled  the 
time  when  there  were  six  cash  drawers  on  the  ground 
floor.  At  the  present  time  everything  is  centralized  at 
the  office  and  there  is  none  of  the  old  confusion.  Dis- 
cussing advertising  methods,  he  stated  that,  on  one 
occasion  he  secured  in  a  job  lot  several  large  pieces  of 
white  fabric  and  had  the  village  painter  convert  them 
into  good  advertising  signs.  These  were  applied  to 
barns  on  the  leading  roads  of  the  country.  The  result 
was  one  of  the  largest  months  on  record. 

Very  little  of  the  store's  business  may  be  caliei 
credit.  The  development  of  merchandising  system  has 
been  in  the  direction  of  cash  as  a  business  basis.  Some 
few  years  ago  two  hundred  and  seventy-five  names  wore 
chopped  off  the  credit  list.  The  people  were  informed  by 
letter  that  they  could  no  longer  expect  to  obtain  goods 
on  credit  in  that  store.  Candid  reasons  were  given  for 
the  change.  That  letter  was  the  first  step  towards  a 
mucli-desired  end,  and  at  the  present  time  the  numbei' 
of  accounts  on  the  books  are  comparatively  small  and 
regarded  as  a  convertible  asset.  The  same  principle  has 
always  applied  to  the  store's  buying.  Spot  cash  is  paid 
for  goods.  Up  to  a  few  years  ago  the  father  or  son 
made  purchasing  trips  to  the  Old  Country  twice  yearly. 
Now  the  representatives  of  the  Old  Country  houses  come 
to  the  store.  A  quarter  of  a  century's  sound  business 
methods  has  given  Mr.  Henderson  a  place  of  high  stand- 
ing in  the  dry  goods  trade. 

His  proximity  to  the  source  of  farm  produce  supply 
has  given  the  country  merchant  opportunities  which  It 
appears  do  not  apply  to  business  in  large  cities  and 
towns.  Mr.  Henderson  states  that  not  long  ago  he  was 
able  to  fill  an  order  from  a  New  York  commission  house 
for  three  carloads  of  dried  apples,  which  had  to  be 
packed  in  barrels  of  200  pounds  each.  This  quantity,  of 
course,  had  not  been  received  in  payment  for  goods,  but 
with  the  supply  end  of  the  market  close  at  hand  the  rest 
was  a  comparatively  easy  matter,  and  prices  made  it 
worth  while. 

Cash  System  Requires  but  One  Book. 

"Do  you  see  this?"  asked  T.  A.  Forman,  of  Wood- 
stock, picking  up  from  his  desk  a  volume  that  looked 
like  an  ordinary  cash  book.  "That  is  our  ledger,  our 
set  of  books.  In  different  sections  of  it  we  keep  our 
accounts  with  manufacturers  and  wholesalers,  our  sales 
records  and  our  bills.     Simple,  isn't  it?" 

The  secret  of  this  simplicity  Mr.  Forman  described 
in  four  words,  "Cash,  nothing  but  cash."  He  has  been 
nineteen  years  in  business  in  Woodstock  and  his  experi- 
ence has  familiarized  him  with  both  the  credit  and  cash 
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systems.  He  prefers  the  latter.  His  first  announcemexit 
to  that  effect  was  through  his  advertisement  in  the 
focal  paper. 

"We  put  no  signs  in  the  store,"  said  Mr.  Forman. 
"We  have  seen  placards  of  that  type  in  different  places, 
but  that  is  all  they  amounted  to.  When  people  came 
to  this  store  and  bought  they  knew  that  the  cash  system 
had  been  introduced.  We  treated  all  alike.  Customers 
with  bank  accounts  bulky  enough  to  buy  us  out  were 
given  no  better  terms  than  the  workingman  who  has  to 
depend  upon  his  weekly  earnings.  There  was  some 
little  difficulty  at  first,  but  they  all  came  to  see  as  we 
did.  They  saw  that  we  meant  it  and  the  man  who  said 
he  would  cut  away  entirely  if  he  saw  us  giving  credit 
to  any  other  person  had  no   opportunity  to  do   so." 

The  Forman  store  carries  a  full  range  of  dry  goods, 
with  emphasis  on  staples.  The  advertisements,  as  a 
rule,  do  not  go  in  for  massed  plays.  They  have  com- 
paratively little  to  say,  but  that  little  counts. 
The  display  windows  speak  in  the  same  language. 
Each  week  they  are  trimmed  in  one  particular 
line;      that      is     to      say,      they      are     not     filled      with 


Believes  in  Massed  Display. 

Asked  what  in  his  opinion  was  one  of  the  most  effec- 
tive means  of  making  a  store  attractive,  R.  M.  Lindsay, 
of  St.  Thomas,  stated  that  he  found  it  advantageous  to 
keep  his  goods  prominently  before  the  shopping  public. 
While  he  has  not  a  large  store,  he  masses  his  display 
windows  and  oudside  ledges,  and  the  same  plan  is  follow- 
ed out  in  the  interior  arrangement. 

"Every  man  has  different  methods  to  apply  to  dif- 
ferent conditions  and  classes  of  trade,"  said  Mr.  Lindsay, 
"and  my  own  experience  is  that  suggestion  by  means  of 
strong  display  in  seasonable  goods  is  a  pretty  good  mer- 
chandizer." 


)^ 


Groceries  and  Dry  Goods  a  Good  Combination. 

Is  it  advisable,  or,  rather,  is  it  good  l)usiness,  to 
operate  dry  goods  and  grocery  departments  in  conjunction 
witli  each  other  ?    This   question   was  asked  in  the  store 


Interior  of  T.  A.  Forman's  Store,  St.  Thomas.    This  Store,  though  Narrow,  is  Over^ioo^Feet  Long.    The  View  Gives 
a  Good  Idea  of  the  Manner  in  which  Mr.  Forman  Utilizes  liis  Space. 


groupings  from  different  parts  of  the  stock.  One  week 
it  may  be  blankets  in  one  window  and  dress  goods  in 
the  other,  and  the  idea  is  to  give  each  display  an  in- 
dividuality. So  well  is  this  carried  out  that  results  are 
immediate. 

Mr.  Forman  has  carried  out  a  number  of  unique 
ideas  in  Ms  merchandising.  One  of  these  he  put  into 
effect  during  the  last  three  months  of  1907.  He  offered 
prizes  of  .^SO,  $30  and  $20  to  the  three  people  who 
brought  in  the  largest  number  of  paid  bills  during  those 
three  months.  The  incentive  was  sufficient  to  create  a 
live  competition.  The  man  who  gained  the  first  prize 
produced  bills  to  the  amount  of  about  $180,  and  the 
others  were  not  very  far  behind. 

The  store  is  a  trifle  over  100  feet  long.  It  has  a 
light  well  in  the  centre.  The  .first  floor  is  devoted  ex- 
clusively to  dry  goods  and  notions,  while  a  well  equip- 
ped carpet  and  house  furnishing  department  is  located 
on  the  second  floor.  Three  times  in  nineteen  years  Mr. 
Formari  has  changed  the  location  of  his  place  of  business 
and  on  each  occasion  it  was  because  of  the  absolute 
necessity  for  larger  quarters, 


of  W.  B.  Hogarth,  Tillsonburg,  and  it  brought  a  decidedly 
affirmative  answer. 

Two  floors  of  equal  size  are  devoted  to  these  depart- 
ments. Each,  to  all  appearance,  is  a  separate  store,  al- 
tliough  united  by  archways  at  convenient  intervals.  Tl)e 
general  stocks  occupy  three-fourths  of  the  depth  of  the 
fust  floor  of  the  building.  At  the  rear  the  two  sides  arc 
united  for  the  purpose  of  securing  suitable  space  for  mil- 
linery, which  is  divided  off  ;  furs,  carpels,  house  furnish- 
ings and  men's  ready-to-wear  garments.  A  china  and 
silverware  department  is  located  in  the  basement.  The 
grocery  floor  is  sub-divided  so  as  to  admit  of  boots  and 
shoes  and  wall  paper.  This  latter  department  has  been 
developed  by  Mr.  Hogarth  himself  and  has  assumed  large 
proportions. 

Farm  produce  enters  largely  into  the  trade  of  a  coun- 
try store,  and  it  is  interesting  to  note  that  almost  every- 
thing that  a  farm  is  capable  of— from  dried  apples  to 
chestnuts— are  offered  in  exchange  for  goods  at  the  Ho- 
garth store.  This  produce  has  a  very  quick  turnover,  and 
the  demand  from  commission  merchants,  never  permits 
them  to  become  cumbersome  tP  the  retail  merchant. 
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The  grocery  and  dry  goods  departments  form  a  strong 
l)Lilling  team,  according  to  Mr.  Hogarth,  since  tlieir  joint 
operation  facilitates  shopping  in  every  requirement.  Each 
side  of  the  building  is  so  well  managed  that  unfavorable 
comparisons  are  never  a  possibility  in  general  impres- 
sions. In  order  to  secure  the  advantages  of  the  sectional 
plan,  goods  have  to  be  carefully  selected  and  advertised 
so  that  shoppers  may  find  at  their  service  the. same  value 
opportunit  es  that  are  available  in  separate  stores.  This 
has  been  the  secret  of  Mr.  Hogarth's  departmentizing 
success. 

Account  for  Each  Department. 

One  object  of  a  set  of  books  in  a  dry  floods  store  is, 
or  should  be,  its  ability  to  show  the  merchant  at  a 
glance  just  how  each  department  stands— whether  it  is 
paying  or  dropping  behind. 

In  the  Xorthway  Co.'s  store,  Ingersoll,  the  depart- 
mentizing has  been  so  well  systematised  with  that  end 
in  view,  that  to  the  manager,  Mr.  Strong,  it  is  an  easy 
matter  to  ascertain  in  a  brief  space  of  time  the  "  con- 
dition of  business    as    it    applies   to    his   particular   store. 

The  departments  arc  kept  absolutely  separate.  An 
account  is  opened  for  each  one.  (loods  are  charged  to 
it  and  sales  aie  credited.  The  head  of  each  department 
is  made  resi)onsible  for  its  development. 

The  North  way  store  opened  last  Spring.  It  has  been 
made  one  of  the  most  attractive  in  the  district,  and 
when  Mr.  Strong,  referring  to  the  effect  of  outside  com- 
petition, stated  that  Ingersoll  people  could  shop  to  as 
good  advantage  at  home  as  abroad,  a  glance  about  the 
store  was  sufficient  to  prove  that  his  statement  meant 
something. 

The  store  has  a  good  fr(jntage  on  Thames  Street, 
and  it  is  almost  needless  to  say,  the  show  windows  are 
made  to  perform  their  full  share  of  effective  advertising. 
They  are  changed  frequently  and  results  never  fail.  So 
far  as  newspaper  advertising  is  concerned,  the  basic  idea 
is  to  get  value  for  money,  in  telling  the  people  where 
they  can  do  likewise.  The  store  news  is  not  allowed  to 
grow  old.  As  is  the  case  with  the  display  windows,  the 
ads.  are  changed  twice  weekly,  thus  serving  to  keep  cus- 
tomers informed  to  the  minute  with  refeience  to  the 
store's   merchandising   advantages. 

m 

Premium  Cards  Build  Up  Mailing  List. 

The  use  of  premium  cards  has  been  adopted  by  W. 
C.  Forman.  of  Ingersoll,  in  his  dry  goods  business  with 
good   results. 

When  a  customer  makes  a  purchase,  he  presents  at 
the  cash  desk  a  ticket,  in  which  the  amount  of  his  ex- 
jienditure  is  punched  out.  This  ticket  bears  his  name, 
and  after  his  purchase  reaches  a  certain  amount  he  may 
return  it  to  the  store  and  receive  a  premium  worth  five 
per  cent,  of  the  amount  punched.  For  instance,  if  a 
man  has  purchased  goods  to  the  value  of  %\n  he  will 
on  returning  the  ticket  to  the  office,  receive  a  50-cent 
premium.  The  idea  is  one  that  has  worked  out  well  in 
customer-making.  Not  only  does  one  shopper  speak  of 
it  to  another  but,  when  a  stranger  enters  the  store  he 
is  informed  of  it  by  the  clerk  with  whom  he  deals.  The 
name  and  address  reach  the  office  and  the  merchant,  who 
has  kept  a  register,  finds  that  he  has  accuoiulated  a 
mailing  list  of  great  value. 

This  was  Mr.  Forman's  experience.     He  finds  the  list 


of  exceptional  service  in  the  mailing  of  circulars  or  other 
advertising  matter,  or  in  concentrating  his  efforts  upon 
any  one  particular  district. 

Not  for  one  minute  of  time  in  nineteen  years  has 
Mr.  Forman  seen  fit  to  relinquish  the  cash  system.  It 
is  adhered  to  rigidly.  Speaking  of  its  adoption  by  his 
brother  and  himself  when  they  entered  a  business  for 
themselves  in  Port  Perry,  he  stated  that  they  were 
at  the  outset  confronted  by  predictions  that  they  would 
never  be  able  to  carry  out  their  purpose.  They  had 
taken  charge  of  the  dry  goods  from  a  general  stock  in 
which  their  father  had  conducted  business  for  some 
years. 

The  brothers  encountered  difficulties,  but  after  a 
fair  trial,  when  they  came  to  make  comparisons,  they 
found  that  they  had  done  a  better  business  in  cash  than 
the  other  store  with  its  various  lines  had  done  in  cash 
and  credit  combined. 

Business  expansion  and  available  space  are  problems 
to  which  Mr.  Forman  is  giving  serious  consideration. 
He  has  eliminated  the  carpet  department  and  now  pur- 
poses to  drop  boots  and  shoes,  with  the  object  of  en- 
larging other  divisions  which  have  grown  beyond  their 
present  store  limits.  His  intention  is  to  devote  more 
room  to  women's  ready-to-wear  garments.  He  carries 
a  line  of  wall-paper  on  the  second  floor  and  finds  that 
it  is  working  in  successfully  in  connection  with  his 
house-furnishings. 

When  asked  as  to  the  most  striking  changes  in 
merchandising  which  had  come  under  his  observation 
within  the  past  19  years,  Mr.  Forman  stated  that  there 
had  been  an  increasing  demand  for  better  quality  and 
it  was  his  opinion  that  people  at  the  pi'esent  time  were 
in  better  position  to  pay  cash  for  their  goods  than  ever 
before. 

Separate  Salesroom  for  Wall  Paper. 

The  most  systematic  departmentising  is  noticeable  in 
the  Northway  store  at  Tillsonburg.  The  stock  there  is, 
of  course,  more  generally  adapted  to  a  country  trade, 
but  that  doesn't  mean  that  quality  and  up  to  date  range 
has  been  lost  sight  of,  or  that  any  degree  of  chaos  has 
been  allowed  to  creep  into  the  merchandising  plan.  The 
windows,  which  have  a  width  of  about  forty  feet,  are 
trimmed  twice  weekly.  This  is  in  appreciation  of  their 
advertising   value. 

The  store  has  a  depth  of  eighty-five  feet,,  the  first 
flooi-  containing  general  dry  goods,  millinery,  shoes  and 
men's  furnishings;  the  second,  carpets,  curtains  and 
ready-to-wear  clothing,  the  latter  being  an  exceptionally 
large  department;  while  on  the  third  floor  is  situated 
reserve  stock  and  a  wall-paper  salesroom.  One  good 
sized  apartment  is  used  for  the  latter  purpose,  and 
equipment  has  been  installed  with  the  object  of  effec- 
tively  illustrating  tone  effects. 

The  point  in  a  wall  paper  department  is  to  give  the 
customer  as  good  a  demonstration  as  possible  in  order 
that  he  may  be  able  to  form  ideas  that  decide  his  pre- 
ference. This  has  been  the  idea  uppermost  in  wall-paper 
department  of  the  Northway  store. 

An  important  feature  of  the  advertising  problem  in 
the- town  of  Tillsonburg  consists  of  the  attraction  of  the 
country  customer.  Not  only  does  Mr.  Rush,  manager  of 
the  Northway  store,  get  after  him  by  using  the  locality 
weeklies,  but  he  also  issues  circulars  regularly.  The  idea 
is  to  keep  the  purchasing  public  interested,  and  nowhere 
are  merchants  more  wideawake  to  this  principle  than  in 
Tillsonburg. 
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Successful  Departmentizing. 

The  location  of  dift'ei-ent  stoic  sections  on  se[)arate 
floors,  with  display  windows  for  the  use  of  each,  is  a 
departmentizing  idea  which  is  being  successfully  worked 
out  by  the  John  White  Co.,  of  Woodstock.  Each  floor 
has  a  depth  of  100  feet  or  more.  There  are  three 
entrances,  and  so  far  as  the  exterior  is  concerned  the 
appearance  is  that  of  three  dift'erent  stores.  Immediate- 
ly inside, however,  a  wide  arch  connects  all  three  and  in 
the  centre  another  arch  serves  the  same  purpose. 

An  exceptionally  fine  staple  department  occupies  one 
of  the  three  floors.  It  is  entirely  devoted  to  flannels, 
flanelettes,  prints,  cottons,  dress  goods,  sheetings,  linens, 
etc.     In  the  rear  are  the  offices  and  the  jiarcel  counter. 

The  central  department  is  occupied  by  gloves, 
hosiery,   women's   underwear,    black    dress      goods,     silks, 


There  is  ample  space  in  the  upper  storeys  for  manu- 
facturing purposes  and  for  sewing  and  cutting  in  con- 
nection  with   the  carpet  department. 

The  division  of  the  floors  and  the  space  available 
have  been  used  to  advantage  in  building  up  strong  de- 
partments. t]ach  one  is  as  complete  in  itself  as  the 
firm's  enterprise  can  make  it  and  forms  part  of  a  whole 
which  is  a  striking  e.\ami)le  of  modern  merchandising 
methods. 

Comparison  as  an  Incentive. 

A  system  of  bookkeeping  by  which  it  is  possible  for 
liini  to  ascertain,  at  a  glance,  how  his  present  business 
stands  in  comparison  with  tliat  of  any  preceding  year,  has 
lieen  worked  out   by  N.   A.  Hewer,  of  Tillsonburg. 
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Ground  Floor  Plan  of  the  John  White  Go's.  Dry  Goods  and  Men's  Furnishing  Store,  Woodstock,  showing  Arrangement  of  Departments. 


colored  dress  goods,  corsets  and  linings,  smallwares  and 
ribbons. 

The  third  department  is  for  men — ordered  clothing, 
hats  and  caps,  furnishings,  underwear,  children's  caps 
and  sweaters  and   men's   ready-to-wear  clothing. 

All  of  these  departments  are  on  the  ground  floor. 
Occupying  corresponding  spaces  on  the  second  floor  are 
carpets,  rugs  and  linoleums,  millinery  and  women's  gar- 
ments, and  furs.  The  most  modern  merchandising 
methods  have  been  applied  to  the  end  that  each  depart- 
ment might  be  a  demonstration  of  its  own  merit.  This, 
for  instance,  is  strongly  evident  in  the  carpet  depart- 
ment. The  stock  is  clean,  carefully  selected  and  hence 
equal  to  every  demand  that  a  well  established  trade 
might   make  upon   it. 

In  the  same  manner,  effort  is  being  dii-ected  to  furs. 
This  is  a  large  department  and  attention  is  concentrated 
upon  it  to  a  greater  extent  than  some  dry  goods  men  in 
the  smaller  cities  seem  to  think  it  demands.  The  results 
in  this    instance,     however,    form    excellent   justification. 


The  plan  is  also  adapted  to  comparison  of  details.  It 
enables  the  merchant  to  place  the  record  of  any  day  or 
week  against  that  of  the  corresponding  day  or  week  in 
any  year. 

"We  find  that  the  system  works  out  so  well,"  said 
Mr.  Hewer,  "that  easy  comparison  is  an  incentive  to  bet- 
ter effort  with  a  view  to  beating  previous  records.  For 
example,  we  look  back  and  see  the  amount  of  business 
done  on  the  14th  of  November  last  year.  Then,  on  the 
same  day  of  the  succeeding  year  we  set  about  to  improve 
on  it.  And  in  spite  of  all  that  has  been  said  about  hard 
times,  we  closed  the  year  considerably  ahead  of  the  one 
before." 

The  system,  as  explained  by  Mr.  Hewer,  requires  a 
hook  in  which  are  entered  the  daily  sales,  paid  in  cash  or 
produce.  Where  credit  is  granted,  the  cash  entry  is  made 
on  the  day  on  which  the  account  is  paid.  Kach  depart- 
ment is  represented  by  a  letter,  and  each  clerk  by  a  num- 
ber, and  thus  a  saving  of  space  is  possible.  The  invoices 
are  also  dcpartmcntized  in  the  book,  and  in  that  manner 
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Send  for  a  copy  of 


"  Dressmakers'  Fashion  Service'' 


SPOOL     SII^K 


A  Trade  Promotion  Plan  that  helps  you. 

Corticelli  "Dressmakers'  Fashion  Service"   brings  you  in- 
creased trade  for  Corticelli  and  other  lines. 

In  every  town  some  merchant  is  going  to  get  the 
benefit  of  the  dressmakers'  interest  in 


WHY  NOT  YOU  ? 


We  propose  to  give  free  to  Dressmakers  who  use 


they  will  agree  to  return  within  one  year  at  least  five  hundred  empty 


Silk,  provided 


fifty-yd.    spools,    a 


Fashion  Service  (regular  price  $25.00  per  year).  This  Fashion  Service,  (issued  four  times  a  year) 
Feb.  1st,  Apr.  15th,  Sept.  25th,  Nov.  15th,  is  handsomely  printed  in  four  colors,  gives,  in 
simple  but  attractive  form,  every  fashion  point  and  change  in  style  that  is  important  to  know. 

It  is  an  exclusive  and  high-grade  service  of  a  character  never  before  offered  in  Canada. 
A  copy  of  this  handsome  publication,  15x10  inches,  will  be  sent  any  merchant  upon  request. 

Your  co-operation  in  your  own  interest,  as  well  as  ours,  is 
requested.  Every  dressmaker  not  a  customer  of  yours,  you 
get  interested,  will  increase  your  sales,  not  only  in 
Silks  but  probably  in  other  lines. 

Send  To-Day  for  Dressmakers'  Subscription 
Blanks  and  Full  Particulars 


SPOOL     SILK  • 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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The  correct 
standard  of 
sewing  silks 
established  and 
maintained  for 
over  70  years 


SPOOL  SILK 


SPOOL   &ILK 


Corticelli  Silk 
Company 

Head  Office  at  St.  Johns,  P.Q. 

Address  nearest  office. 

SALESROOMS 

22  St.  Helen  St  ,  Montreal 

309  Cordova  St.  W.,  Vancouver,  B.C 
24  and  2t>  Wellington  St.  W.,  Toronto 

91a  York  St..  Sydney,  N.S  W. 
56  Albert  St.,  Winnipeg 


n/^ft^CUl^  ^s  f"^^  length,  full  strength,  full 


weight,  and  comes  in  every  desirable  color. 

On  its  merit  alone  it  will  outsell  any  sewing  silk  manu- 
factured.    Avoid  the  complications  that  arise  through 


selling  inferior  spool    silk,    by    selling 


success  is  based  on  the  firm  foundation 
of  making  the  best  sewing  silk  that 
human  agencies  can  produce,  and  dis- 
tributing it  by  the  only  policy  that  ever  has  or  ever  will 
permanently  win    support  —  absolute    correctness  in 


every   business   relation  between  the 


^m 


—in  addi- 


management  and  its  customers. 

tion— has  always  been  in  the  lead  with  trade  promotion 
plans  open  to  ALL  its  customers.     /i^xftW^  right 

now,  is  turning  the  steps  of  thousands  of  dressmakers 
towards  the  stores  where  ^^:^fuJt>^  Silk  is  sold.   This 


one    feature    of  TO/^T^cc/l^    »rade    promotion    is 

worthy  of  immediate  attention  from  retailers  who  desire 
new  and  helpful  plans  for  interesting  the  people  in 
their  stores. 


Please  mention  The  Review  to  Advertisers  and  their  Traveler^ 
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it  is  always  an  easy  matter  to  compare  stock  values 
with  sales,  an  important  point  where  clean  divisions  are 
most  desirable.  Each  clerk's  daily  sales  are  a  matter  of 
record.  These  are  entered  in  detail  and  later  summar- 
ized. The  plan,  in  brief,  tells  the  merchant  just  where 
he  is  at,  not  only  with  regard  to  his  business,  but  also 
as  to  the  work  done  hy  his  stafi. 

All  of  the  accounts  carried  by  the  Hewer  store  are 
represented  by  the  slips  on  one  file.  The  cash  principle 
is  exceptionally  well  honored  by  the  shopping  public  of 
Tillsonburg  and  the  surrounding  country. 

Boots  Boosted  Business. 

In  the  year  in  which  C.  (i.  Hulet,  of  Norwich,  added 
a  boot  and  shoe  department  to  their  dry  goods 
and  millinery  store,  business  increased  to  the  extent  of 
$10,000.  Care  had  been  taken  to  introduce  an  excep- 
tionally good  value  line  of  footwear,  and  they  were  well 
advertised  in  the  weekly  paper  and  by  means  of  dodgers. 
The  new  department  was  not  responsible  for  the  entire 
amount  of  the  business  boost,  but  it  represented  a  good 
portion  of  it  and  formed  a  strong  combinati(jn  with  the 
other  departments. 

Wliere  available  space  is  limited  Mr.  Hulet  does  not 
consider  it  advisable  to  specialize  strongly  on  groceries. 
There  is  a  demand  for  them,  and  in  consideration  of  that 
demand,  a  staple  line  is  carried  in  the  rear  of  the  store. 
That  department  is  made  to  measure  up  to  the  standard 
of  other  departments,  however,  and  is  in  every  way  as 
well  served.  Butter  and  eggs  are  the  only  produce  re- 
ceived in  exchange  for  goods. 

Mr.  Hulet's  store  is  another  example  of  the  extent 
to  which  systematic  methods  of  business  are  being  de- 
veloped by  the  country  merchant.  The  departments  are 
so  conducted  that  their  records  and  averages  are  easily 
available. 

A  bargain  table  is  located  in  the  centre  of  the  main 
floor  and  it  is  always  a  place  of  interest. 

The  cash  system  has  been  as  closely  adhered  to  as 
possible,  with  the  result  that  at  the  end  of  the  year 
there  is  a  very  small  amount  outstanding. 

The  people  are  kept  well  posted  in  shopping  oppor- 
tunities, through  the  weekly  press  and  frequent  distribu- 
tions of  literature. 

Developed  Strong  Country  Trade. 

To  conduct  one's  merchandizing  so  that  it  will  dc 
velop  the  advantages  of  the  store's  location  has  been 
found  by  Sperrin  Chant,  of  St.  Thomas,  to  be  a  course 
well  worth  while.  His  dry  goods  establishment  is  not 
far  from  the  market.  He  has  always  taken  an  active  in- 
terest in  questions  of  importance  to  the  farmer.  For  in- 
stance, when  it  was  proposed  to  impose  a  market  fee  up- 
on the  agriculturalists,  he  took  their  part.  His  conten- 
tion was  that  it  would  be  unfair  to  impose  a  fee  when 
accommodation  was  not  up  to  requirements.  The  farm- 
ers lost,  but  they  did  not  forget  their  friend.  Tlie  store 
has  a  very  strong  country  trade. 

For  some  years  Mr.  Chant  devoted  considerable  at- 
tention to  wholesaling.  He  supplied  many  of  the  neigh- 
boring esiablishmcnts  in  certain  lines,  but  with  the  great- 
ly improved  conditions  in  transportation  and  means  of 
communication  with  the  jobber  and  manufacturer,  he  has 
withdrawn  his  attention  from  that  department  to  a 
great  extent,  and  is  now  concentrating  upon  the  retail 
section. 


Prints  and  hosiery  are  specialized,  although  the  stock 
lacks  nothing  in  general  proportions.  The  policy  of  the 
store,  in  its  specializing,  is  one  which  encourages  clerks 
to  show  goods,  which,  while  not  called  for,  represent 
\alucs  which  are  attractive. 

"We  do  not  stop  at  just  what  a  customer  asks 
lor.  We  invite  his  or  her  attention  to  lines  in  which  we 
feel  they  should  be  interested.  In  that  way  we  have  made 
many  customers,  to  say  nothing  of  the  dollars."  Thus 
was  the  direct  contact  system  explained.  This  idea  in 
introducing  new  lines  had,  it  was  stated,  been  effective 
in  nine  cases  out  of  ten. 

There  are  four  reasons  which  Sperrin  Chant  advances 
in  his  advertising  by  way  of  explanation  of  his  success, 
namely,:  "We  are  not  in  any  combine.  Wc  buy  every- 
tliing  for  cash.  We  own  our  premises  in  fee  simple.  We 
are  satisfied  with  small  profits." 

Larger  Stores  and  Fewer  oi  Them. 

Different  men  have  different  opinions  with  reference  to 
the  outcome  of  the  tendency  towards  strong  departmen- 
tizing  in  the  dry  goods  business. 

Thos.  Henry,  of  St.  Thomas,  for  example,  is  of  opin- 
ion that  the  small  merchant  will  always  be  able  to  find 
a  place  so  long  as  he  exercises  care  in  his  specializing. 

J.  G.  Dickson,  a  merchant,  of  St.  Thomas,  is  of  opin- 
ion that  the  result  will  he,  so  far  as  the  general  dry 
goods  store  is  concerned,  larger  establishments  and  fewer 
of  them.  The  exception  to  this  process  of  evolution  will, 
he  admitted,  be  the  merchant  who  places  that  individual- 
ity in  his  business  which  must  bring  success,  no  matter 
what  merging  influences  may  be  at  work. 

¥^ 
Specializing  for  Quick  Turnover. 

This  is  the  age  of  the  specialist,  even  in  the  dry 
goods  business.  Thos.  Henry,  of  St.  Thomas,  is  in  that 
uniquely  interesting  class.  His  specialty  is  "things  that 
pay."  For  five  years  he  has  given  some  study  to  the 
peculiarities  of  demand,  and  his  store  at  the  present  time 
is  illustrative  of  results,  also  of  his  ideas. 

In  the  first  place,  it  has  a  double  front.  That  is, 
there  is  an  inner  and  outer  display  window— one  behind 
the  other,  but  occupying  no  more  space  than  might  be 
taken  up  by  one  to  no  material  advantage,  between  the 
two  there  is  a  narrow  passage  which  adm  ts  of  inspec- 
tion of  the  goods  forming  the  inner  display. 

The  stock  consists  of  men's  and  women's  furnishings, 
hoots  and  shoes.  Mr.  Henry  has  worked  out  the  mer- 
chandizing proposition  on  the  quick-turnover-and-sure-re- 
furn  basis. 

"What  staple  materials  wc  do  cairy,  we  sell  mostly 
l)y  the  yard,"  said  lie.  "I  have  studied  out  the  prefer- 
ences of  demand  and  have  stocked  up  accordingly.  I  used 
to  carry  a  line  of  groceries,  but  dropped  that  out.  In  a 
small  store  such  as  this,  it  doesn't  pay  to  keep  the 
shelves  burdened  with  goods  which  large  stores  can  han- 
dle to  better  advantage.  I  prefer  lines  that  move  quick- 
ly—garments, dress  accessories  or  articles  which  are  im- 
mediately ready  for  wear  or  use,  and  for  which  there  is 
always  a  good  trade.  I  don't  believe  the  comparatively 
small  merchant  should  go  in  for  a  full  stock  of  general 
lines.  By  selecting  quick  sellers  he  has  his  capital  well 
in  hand  and  can  keep  it  moving.    Perhaps,  if  you    come 
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around  one  year  from  now  my  stock  will  be  entirely  dif- 
ferent from  what  you  see  now." 

Gradually,  Mr.  Henry  is  introducing  the  cash  system. 
His  first  month's  business  five  years  ago  was  alarmingly 
heavy  in  credits.  He  decided  to  get  after  the  root  of 
the  evil,  and  the  result  has  been  the  reduction  in  the  ac- 
cumulation of  accounts.  At  the  present  time  he  frequent- 
ly has  a  Saturday  in  which  there  is  not  the  slightest 
necessity  for  granting  credit.  He  has  introduced  the  cash 
system  step  by  step,  until  he  is  now  almost  within  reach 
of  the  desired  end. 

Keep  Special  Sales  Within  Time  Limits. 

The  opinion  of  H.  t'alcott,  dry  goods  merchant,  of 
St.  Thomas,  is  that  "cost"  sales  would  be  more  keenly 
appreciated  if  they  had  application   only   to   the  day    for 


values,   to  attract  as  large  a  share  of  the  amount    paid 
out  every  month  as  possible." 

The  month' y  pay  rolls,  in  St.  Thomas  alone,  of  the 
different  railways  entering  that  city  average  about  as 
follows  :  Michigan  Central,  $!)0,000  ;  Pere  Marquette, 
$45,000  ;  Wabash,  $15,000  ;  G.T.R.,  $15,000  ;  C.P.R.,  $1,- 
500,  making  the  tidy  sum  of  $1  (id, 500. 

Depicted  the  Past,  Present  and  Future. 

The  past,  present  and  future  of  the  West  were  de- 
picted in  three  series  of  scenes  in  the  windows  of  the 
T.  Eaton  Co.,  Winnipeg,  during  the  Thanksgiving  sea- 
son. An  Indian  tepee,  with  an  Indian  woman  and 
children  in  costume,  represented  the  "past,"  while  a 
plowing  scene,  with  a  four-horse  team  hitched  to  a 
modern  plow  and  driven  by  a  man  in  blue  overalls,   was 
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General   Dry  Goods   Store   of  James   Clinkskill,   Saskatoon. 


which  they  are  advertised,  rather  than  be  spread  over  a 
subsequent  period  to  convenience  people  who  did  not  seize 
the  first  opportiuiity.  His  idea  is  to  renew  the  original- 
selling  price  on  the  day  following  that  advertised  for  the 
"special." 

"What  is  the  greatest  problem  a  dry  goods  merchant 
has  to  contend  with  in  a  lailwaj'  city  ?"  was  the  (jues- 
tion  asked  of  Mr.  Calcott. 

"Generally  speaking,  1  should  say,  the  problem  is  how 
to  get  more  customers,  but,  there  is  no  doubt,  a  large 
portion  of  the  money  paid  out  every  month  goes  to  stores 
on  the  American  side,"  he  replied.  "Railway  men  while 
in  those  cities  stock  up  pretty  well  in  cotton  and  other 
goods  which  they  can  purchase  to  advantage  there.  The 
St.   Thomas  stores  are  doing  what  they  can,  by  way  of 


the  central  grouping  for  the  "present."  Broad  wheat- 
fields  formed  the  background,  with  the  farmer's  home, 
typical  of  the  western  farmhouse  of  the  average  size, 
l)rairie  chickens,  gophers  and  a  grey  wolf  were  interest- 
ing features.  For  the  "future"  the  wheat-fields  were 
there  but  the  houses  and  barns  were  larger  and  the 
grounds  around  them  more  beautiful.  Good  roads  ran 
by  the  houses,  autos  were  in  evidence,  and  telephone 
lines  were  numerous.  The  last  scene  was  the  interior 
of  the  dining-room  of  the  farmer's  home.  It  was  fur- 
nished and  decorated  in  perfect  taste  and  the  table  was 
prepared  for  a  Thanksgiving  dinner.  Seasonable  features 
of  the  interior  decorations  were  large  golden  cornucopias 
attached  to  the  columns  on  tlie  main  floor,  overflowing 
with  Autumn  fruits. 
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The    Sixtieth    Anniversary  of   John  Macdonald  &  Co. 

Large  Wholesale  House  had  its  Origin  in  Retail  Store  Opened  by  Hon.  Senator  Macdonald  With  $2,000 
Stock  —  Late  Timothy  Eaton  Afterwards  Occupied  the  Same  Building  —  Advertising  60  Years  Ago. 


To  the  man  actively  eng-aged  in  business,  the  be- 
ginning- of  a  new  year  is  not  solely  an  occasion  in  which 
to  peer  into  the  future  with  the  object  of  planning  for 
that  work  which,  through  experience,  seems  already  to 
have  assumed   an   established   place.      It   is   also   a    time 


The  Large  103  Store  on  Yonge  Street  in  which  Hon.  Senator  John 

Macdonald  Opened  Retail  Dry  Goods  Business  with  a  $2,000 

Stock  60  Years  Ago.    The  Store  was  also  Occupied 

at  One  time  by  the  Late  Timothy  Eaton. 


for  review,  and  to  a  house  approaching  its  sixtieth  an- 
niversary, such  a  retrospect  must  be  of  exceeding  inter- 
est. 

The  year  1909  marks  the  diamond  jubilee  of  the 
wholesale  house  of  John  Macdonald  &  Co.,  Ltd.,  To- 
ronto. The  late  Hon.  Senator  John  Macdonald  was  the 
sole  owner  of  the  original  store  which  was  opened  as  a 
retail  establishment  in  September,  1849,  at  103  Yonge 
Street,  with  a  stock  of  staple  and  fancy  dry  goods, 
amounting  to  about  $2,000.  The  assistants  in  the  store 
were  an  experienced  salesman  and  a  boy.  Small  begin- 
nings have  never  been  without  precedent,  and  among 
those  which  have  developed  proportions  beyond  all  com- 


parison  with   their   initial   state,   the  firm   of   John  Mac- 
donald &  Co.  is  a  notable  example. 

From  Store  to  Warehouse. 

The  store  was  known  as  the  large  103.  In  the 
second  year  wholesaling  became  a  feature  of  the  busi- 
ness, and  in  1853  the  retail  section  was  done  away  with 
entirely.  In  order  to  have  those  facilities  requisite  to 
development,  the  firm  in  that  year  moved  to  a  building 
in  Wellington  Street  East,  opposite  the  present  ware- 
houses. The  latter  were  erected  in  1862,  and,  with  sub- 
sequent enlargement  and  improvement,  have  afforded  the 
accommodation  essential  to  continued  progress.  The 
warehouses  have  a  floor  area  of  more  than  120,000  sciuare 
feet. 

The  death  of  Hon.  Senator  Macdonald  occurred  in 
1890.      The  present   president    of   the   company,   his     son, 

CHANGE    OF    THE   SEASONS  I 

AND  NEW,   CHEAP,    AND 

SEASONABLE  DRY  GOOD^. 


The  showers  of  the  Spring  are  but  shed  o'er  the  land, 

The  earth  but  unfettered  from  Winter's  grim  hand  ; 

Its  breezes  but  felt,  and  its  verdure  but  seen, 

Wlien  it  passes  away  witli  the  Spring-.s  that  have  been. 

Then  Suinnier  comes  on  with  its  sweet  smelling  flowers, 

Its  rich  vindant  fields,  and  its  ivy-clad  bowers. 

"^'et  strange,  when  it  yields  us  tlie  greatest  delight, 

It  mocks  at  our  gazing,  and  fades  from  our  sight. 

Then  Autumn  succeeds,  with  its  corn  and  its  grain, 

Its  fine  yellow  Iruit,  and  its  rich  yellow  plain  ; 

But  like  Spring-time  and  .Summer— how  short  is  its  stay  i 

It  dro))s  us  the  sear-leaf,  and  passes  away. 

Then  Winter  draws  nigh,  and  the'  leaves  disappear, 

And  every  green  spot  grows  withered  and  drear, 

And  the  breezes  of  eveiiing  are  heavy  and  chill. 

And  the  snow  spreads  its  m;'ntle  of  fleece  o'er  the  hill ; 

Unlike  Spring-time  or  Summer,  or  Autumn  it  stays 

Through  many  bleak  nights  and  cold  frosty  days, 

Till  we  tire  of  its  visit,  and  wish  him.away. 

And  long  for  the  balmier  breezes  of  May." 

McDonald,  on  Yonob  Street,  One  Hundted  and  Three 

Has  a  stock  which  he  wishes  the  Public  to  see  ; 

Well  suited  in  fabric  for  a  cold  Winter's  trade 

And  embracing  the  latest  designs  that  ais  made  ; 

There  are  Flannels  and  Blanket,  in  goodly  supply, 

Which  feel  thick  to  the  hand,  and  look  well  to  the  eye ; 

There  are  hundreds  of  Shards.'  some  styles  very  rare. 

The  fine,  heavy,  long,  and  niaeiiificent  scjuarc. 

There  are  Broad  Cloths,  and  D  eskiiis,  and  Cassiweres,  too, 

And  Lustres  and  Coburi^s,  in  every  fine  hue  : 

And  a  fine  stock  of  Furs,  which,  at  some  recent  day, 

Were  traped  on  the  banks  of  the  famed  Hudson  Bay. 

There  are  fine  Cloaks  and  Bonnc/s,  and  manv  things  more. 

That  McDonald  keeps  always  on  hand,  at  his  Store  ; 

He  would  not  the  rights  of  another  invade, 

While  he  seeks  tor  a  healthy  extension  of  trade ; 

But  if  fairness  will  answer,  and  bargains  repay, 

Then  call  at  his  Warehouse  at  some  early  day  : 

He  asks  but  a  call,  'tis  a  modest  request," 

And  a  glance  at  his  prices  will  tell  all  the  rest. 

JOHN  McDonald. 

Advertisement  of  John  Macdonald  &  Co.  Nearly  Sixty  Years  Old. 


John  Macdonald,  had  been  admitted  into  partnership 
more  than  three  years  before.  He  had  entered  the 
warehouse  at  the  age  of  sixteen,  on  the  completion  of 
his  educational  course  in  Upper  Canada  College, 
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The  following  paragraph  from  the  golden  jubilee 
souvenir,  issued  ten  years  ago,  is  of  interest,  not  only 
from  the  fact  that  it  describes  a  period  of  steady  pro- 
gress in  the  history  of  the  house,  but  because  of  its 
reference  to  one  of  those  recurring  periods  of  depression 
from  which  the  world  is  now  issuing; — 

"That  memorable  year  1890,  the  first  year  of  the 
firm   under  its   new   head,    made   us   feel   keenly   the   tre- 


storm  of  business  depression  that  covered,  we  may  say, 
the  whole  world  during  those  years,  and  left  much  wreck 
and  ruin  in  its  track.  With  the  dawn  of  1897  the  clouds 
of  commercial  gloom  gradually  disappeared,  and  as  the 
year  advanced  the  sunshine  of  prosperity  commenced  to 
spread  its  rays  over  the  business  horizon.  Farmers,  who 
are  the  bone  and  sinew  of  our  country,  harvested  boun- 
tiful   crops,    and    reaped    satisfactory    returns    for      their 


The  Present 
Head    of    the 
Firm    of    John 
Macdonald  6c  Co. 


Sixtieth  Anniver- 
sary of  Establish- 
ment of  Toronto 
Wholesale  House. 


mendous  responsibility  of  our  position.  We  at  once 
decided  to  pursue  business  success  along  the  lines  which 
had  already  been  marked  out  so  plainly  for  us,  Integrity 
and  Honor.  This  year  of  1890,  although  commencing  in 
gloom,  ended  in  the  brightness  of  successful  business. 
The  years  1891,  1892  and  1893  were  also  successful,  but 
1894,  1895  and  1896  were  very  discouraging.  Capital, 
ability  in  financing,  fidelity  of  our  employees  and  the 
confidence  of  our  customers,  enabled  us  to  weather  the 


labor.  Capitalists  invested  their  money  more  freely. 
Mechanics  and  laborers  procured  employment  with  great- 
er ease,  hence  a  greater  circulation  of  money  in  the 
business  world.  The  results  from  this  year's  business 
were  more  encouraging  than  for  many  years." 

One  of  the  First  Eaton  Stores. 

The  years  in  their  flight  have  wrought  many  wonder- 
ful changes  in  the  business  heart  of  Toronto,  but  in  this 
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connection  it  may  well  be  observed  that  few  of  the  older 
store  buildings  have  had  their  history  marked  by  a 
coincidence  as  striking  as  that  which  honored  the  Large 
103.  Not  only  was  it  the  point  from  which  John  Mac- 
donald  &  Co.  developed  into  one  of  the  representative 
Canadian  wholesale  houses,  but  it  was  also  one  of  the 
first  buildings  in  which  the  late  Timothy  Eaton,  founder 
of  the  great  department  store,  first  actively  identified 
himself  with  the  mercantile  life  of  the  city,  he  having 
occupied  the  building  in  succession  to  a  dry  goods  mer- 
chant named  Jennings,  to  whom  the  building  was  sold 
after  John  Macdonald  &  Co.  moved  to  their  first  ware- 
houses on  Wellington  Street. 

An  interesting  fact — one  that  was  noted  in  the  his- 
torical review  issued  on  the  occasion  of  the  fiftieth  an- 
niversary ten  years  ago — is  that  John  Macdonald  &  Co. 
are  the  only  firm  remaining  of  those  who  commenced  the 
race  with  them  towards  success  in  Toronto.  As  indicat- 
ing the  ability  of  the  staff  as  well  as  the  existence  of 
a  fine  spirit  of  loyalty,  it  is  noteworthy  that  fifteen  of 
the  employees  have  been  with  the  firm  for  over  20  years, 
the  member  of  longest  standing  having  32  years  to  his 
credit.  Twelve  entered  the  firm's  employ  between  10 
and  20  years  ago,  and  fifteen  between  five  and  ten  years 
ago.  This  record  not  only  has  its  significance  so  far  as 
the  staff  is  concerned;  it  points  alike  to  the  stability  of 
the  house  and  to  its  appreciation  of  faithful  service. 

Unique  Advertising. 

From  the  point  of  view  of  the  advertising  man  the 
occasion  is  of  more  than  passing  interest.  He  may  now 
consider  himself  something  of  an  artist,  but  in  those 
days  the  muse  was  sometimes  bestirred,  and  that  very 
cleverly,  for  a  contribution  to  business  publicity.  A 
somewhat  unique  example  of  this,  and  one  which  indi- 
cated that  the  firm  then  as  now  knew  the  value  of  ad- 
vertising, was  the  accompanying  ad.  of  John  Macdonald 
&  Co.,  at  the  time  they  were  located  at  103  Yonge 
Street. 

With  the  approach  of  the  firm's  60th  anniversary 
felicitations  are  certainly  in  order  and  in  these  the 
Review  heartily  joins. 


Trade-At-Home    Crusades. 

Referring  to  the  operations  of  a  large  Chicago  mail 
order  house,  and  urging  the  patronage  of  home  institu- 
tions, the  Eagle-Star,  of  Marinette,  Wis.,  has  this  tu 
say:— 

"One  Chicago  mail  order  concern  has  printed  every 
year  a  catalogue  the  size  of  which  would  compare  favor- 
ably with  the  largest  size  unabridged  dictionary.  More 
than  2,000,000  of  these  catalogues  are  mailed  through- 
out the  United  States,  although  most  of  the  entire 
edition  is  distributed  through  the  middle  west,  which 
includes  Wisconsin,  Marinette  County  and  the  city  of 
Marinette.  It  costs  over  $500,000  to  mail  this  immense 
catalogue.  From  these  figures  some  idea  may  be  gleaned 
as  to  the  gigantic  volume  of  business  this  mail  order 
house  must  do  to  even  pay  for  the  catalogue  and  the 
postage  required  to  mail  it.  This  concern  sells  nothing 
to  people  in  Chicago,  all  its  business  coming  from  the 
surrounding  territory.  More  than  .U50,000,000  are 
poured  yearly  into  the  cotters  of  the  mail  order  houses 
of  Chicago,  saying  nothing  about  New  York,  St.  Louis 
and  other  cities.  It's  about  time  the  people  are  waking 
up.  Pause  a  moment  for  reflection;  what  a  glorious 
change  would  result  if  those  who  are  sending  these  mil- 
lions to  Chicago,  New  York,  St.  Louis  and  other  cities 
would    spend    their   money    with    their   local    merchants  ! 


"In  some  cities  the  trade-at-home  crusade  has  cut 
so  deeply  into  the  annual  business  of  these  mail  order 
houses  that  they  are  making  strenuous  efforts  to  regain 
the  trade  they  have  lost  through  the  better  understand- 
ing and  greater  loyalty  of  the  people  of  the  country  to 
their  home  institutions,  by  shipping  to  these  points 
whole  carloads  of  catalogues  and  appointing  agents  to 
distribute  them. 

"The  propaganda  for  patronage  of  home  institutions 
has  been  effectively  carried  on  in  various  sections  of  the 
country  with  the  result  that  people  who  investigate  find 
that  home  patronage  is  best.  They  secure  better  goods, 
as  a  rule,  and  pay  less  for  them.  It  is  found  that  when 
freight  or  express  is  added  to  the  cost  of  the  mail  order 
goods,  that  purchasers  can  do  as  well  or  better  at 
home.  It  must  be  considered  that  goods  purchased  at 
home  are  usually  guaranteed  and  if  found  defective  will 
be  made  good.  Doing  business  with  a  mail  order  house 
is  not  so  convenient  or  pleasant  in  the  event  of  defec- 
tive goods. 

"Aside  from  the  personal  matter  of  cost  of  goods, 
there  is  the  important  question  of  the  prosperity  of  the 
community.  It  is  a  well  known  fact  that  Marinette 
merchants  sell  their  goods  at  a  lower  price  than  dealers 
in  most  cities,  which  is  another  very  good  reason  why 
we  should  patronize  them.  If  the  local  merchants  have 
the  benefit  of  the  home  trade  they  can  buy  larger  stocks, 
pay  better  clerk  salaries,  etc.  The  local  merchant  is 
the  friend  of  his  customers  in  time  of  need  and  can  and 
will  extend  credit  to  those  who  need  it  and  are  worthy 
of  sucn  accommodation.  The  mail  order  houses  make 
no  such  concessions.  They  extend  no  credit,  pay  no 
local  taxes,  rent  or  wages,  and  are  of  no  possible  bene- 
fit to   the  communitv." 


American  Cotton  Men  Vigilant 

A  despatch  from  New  York  states  that  the  American 
Cotton  Manufacturers'  Association  has  sent  to  each  of 
its  members  a  letter  urging  vigilance  and  constant 
action  to  the  end  that  the  present  duty  on  cotton  clotri 
and  certain  cotton  yarns  shall  be  maintained.  The  letter 
which  is  signed  by  T.  H.  Rennie,  as  president,  and  C^ 
B.  Bryant,  as  secretary  and  treasurer  of  the  associa- 
tion,  says: 

"It  is  of  prime  importance  that  the  duties  on  chjth 
be  maintained  in  accordance  with  the  present  schedule, 
if  not  increased.  Foreign  countries  have  much  advant- 
age on  us  in  exporting  cotton  cloth  and  on  account  oi 
the  export  trade  being  particularly  dull  at  this  time, 
foreign  countries  would  naturally  ship  their  goods  to 
America  in  event  the  duties  were  decreased,  and  such 
goods  would  come  in  competition  with  American  manu- 
factured cloth  at  the  expense  of  the  American  mill.  In- 
somuch as  the  American  trade  is  at  this  time  almost 
entirely  at  home,  no  stone  should  be  left  unturned  that 
this  trade  be  maintained  at  its  present  standard. 

"It  is  of  the  greatest  importance  that  each  of  you 
keep  in  constant  communication  with  your  representa- 
tives and  senators  with  the  end  in  view  of  maintaining 
the  present  tariff  on  cotton  cloth  and  of  course  numbers 
of  cotton  yarn  and  on  the  slight  change  proposed  by 
the  different   organizations   on  fine  yarns." 


R.  W.  Walsh  and  R.  Breadner,  of  tlie  Canadian  Manu- 
facturers'    Association,     recently     made     a   tour  of     the 

West  witii  the  object  of  conferring  with  the  members 
there  as  to  how  the  interests  of  the  association  could  be 
mutually  advanced. 
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"Men  Who  Sell  Things 


9^ 


Close  Study  to  Proper  Display  of  Samples  on  the  Road  is  Important— A  Man  is  Judged 
Almost  as  Much  by  His  Appearance  as  by  His  Actions,  or  the  Degree  of  His  Sanity — 
Orderliness    in    Dress    Goes    Hand    in    Hand    With    Orderliness    in    the    Sample    Room. 

By  Walter  I>.  Moody.     Serial  rights  for  Canada  purchased  by  the  MarLcaii  Publishing  Co   troin  the  publishers,  A.  MoClurg  k  Co.,  Chicago. 

(Continued  from  December  Dry  Goods  Review.) 


•     CHAPTER  XVI. 

Shun  the  Sliding  Scale. 

The  highest  delights  are  often  found  by  turning 
tlio  back  on  inviting-  by-paths  and  facing  cohl  duty. 

It  is  hard  to  redeem  the  salesman  who  is  under  the 
narcotic  of  price-cutting. 

The  habit  of  making  your  own  prices  on  your  em- 
ployer's goods  is  a  moral  kink  in  your  selling  education, 
a  holdback  on  your  advancement  in  the  profession,  and 
a  sink-hole  for  the  profits  of  your  house;  and  if  you  can- 
not break  yourself  of  it,  better  far  that  you  quit  sales- 
manship and  become  an  auctioneer;  then  you  can  have 
unlimited  latitude  to  indulge  in  the  pastime  of  toboggan- 
ing on  a  sliding  scale  of  price-making  where  no  harm 
can  be  done. 

The  must  inexcusable  fault  in  any  salesman  is  the  lack 
of  ability  to  get  the  price. 

If  you  will  always  keep  in  mind  the  principle  of  not 
allowing  your  customers  to  make  youi-  price,  you  will  find 
how  easy  it  is  to  make  sales  at  tlie  prices  with  which  your 
goods  are  marked. 

There  are  shrewd  buyers  everywhere  who  have  learned 
I  hat  if  t^hey  can  put  the  price  on  the  other  man's  goods 
they  are  morally  certain  of  getting  the  best  end  of  the 
bargain. 

When  a  customer  enters  your  sample  room  and  informs 
you  that  your  competitor  has  offered  him  the  same  article 
you  have  just  shown  him  at  a  lower  price  than  you  named, 
you  should  at  once  settle  it  with  yourself  that  you  will  be 
esiablishing  a  dangerous  precedent  in  falling  into  the 
hands  of  that  customer,  if  this  reported  cut  in  price  is 
met  without  careful  investigation.  And  even  then  you 
should  gnerally  stand  firm  and  refuse  to  meet  this  com- 
petitive attack.  The  salesman  who  sells  the  right  goods 
to  his  customers  in  the  right  way  has  no  need  to  do  busi- 
ness at  a  loss  on  any  article,  or  to  allow  his  competitors 
or  his  customers  to  make  his  prices. 

It  is  a  good  thing  'to  remember  the  old  rule  that  a 
good  buyer  never  calls  attention  to  the  fact  of  prices  being 
higher  in  one  place  than  another.  If  a  higher  price  has 
actually  been  named  than  he  could  buy  the  same  article 
for  elsewhere,  he  quietly  drops  it,  slips  away  to  the  store 
of  the  man  who  made  the  lower  price,  and  places  his  order 
there. 

In  nine  cases  out  of  ten,  when  a  buyer  questions  your 
prices  he  is  merely  testing  your  nerve  as  a  selasman.  If 
you  should  yield  just  once,  and  your  house  be  lax  enough 
to  permit  it,  you  are  done  for  on  price-getting  with  that 
buyer  as  long  as  you  travel  that  territory. 

The  weak-kneed  salesman  who  is  unacquainted  with  the 
mind  of  the  average  buyer  imagines  because  he  is  not 
strong  himself  on  his  own  goods  and  prices,  that  the 
buyers  on  his  territory  will  share  his  uncertainty.     If 


they  do  share  it,  it  is  because  of  his  reflected  weakness, 
and  not  on  account  of  his  values. 

All  through  the  various  phases  of  salesmanship,  faith 
runs  like  a  silver  thread.  If  a  salesman 's  faith  is  weak- 
ened with  dread  and  doubt,  he  must  blame  his  failure  on 
his  lack  of  confidence,  and  not  on  his  goods. 

When  you  start  out  with  a  new  line  of  goods  at  the 
beginning  of  a  season,  and  your  faith  is  abundant,  how 
easy  it  is  for  you  to  drive  your  points  home  and  clinch 
\'our  arguments  with  every  article  shown.  No  room  for 
price-cutting  then! 

Now,  as  a  matter  of  fact,  the  prices  of  the  goods  in 
your  house  are  pretty  generally  right.  An  off  price  now 
and  then,  even  on  a  marked  article,  is  perfectly  liable  to 
occur,  but  it  is  nothing  to  be  alarmed  at.  Your  house 
could  not  remain  in  business  and  pay  you  the  salary  you 
are  drawing,  if  it  were  alwayr  under  the  market  on  every- 
thing it  had  to  sell. 

Selection  and  Quality. 

While  you  are  looking  with  an  eye  to  picking  the  easy 
sellers  in  your  line,  don't  forget  that  price  in  merchandis- 
ing does  not  cut  so  much  figure  as  it  did  ten  years  ago. 
The  buyer's  argument  then  was  price  and  quantity;  now 
it  is  selection  and  quality.  The  merchant  is  out  of  date 
who  goes  about  the  market  wearing  that  old  price  buga- 
boo around  his  neck.  There  is  little  room  for  doubt  that 
his  shelves  are  filled  with  shopworn  "bargain,"  in  place 
of  up-to-date  merchandise. 

On  a  certain  occasion  a  big  and  pompous  dealer  from 
the  West  came  into  our  store,  and  in  a  loud  voice  said : 

"I'm  looking  for  the  man  who  makes  prices." 

The  sales  manager  was  called,  and  explained  to  him 
that  no  one  in  the  place  was  empowered  with  that 
privilege.  "Our  prices,"  said  he,  "are  the  same  to  you 
as  to  others." 

"But,"  answered  the  merchant,  "I  have  always  heard 
it  stated  that  you  were  high-priced." 

"You  are  willing  to  trust  to  your  own  knowledge  of 
values,  are  you  no't?"  asked  the  manager. 

He  said  he  was,  and  expressed  a  desire  to  go  through 
the  house.  Stopping  on  one  of  the  floors  where  he  thought 
it  would  be  a  good  place  for  the  merchant  to  sitart  in  to 
buy,  the  manager  launched  into  a  brief,  terse  argument,  in 
which  he  cut  loose  from  cheapness — emphasizing  merit — 
laying  stress  on  inherent  worth  both  of  style  and  quality. 

That  buyer  placed  an  order  for  fifteen  hundred  dollars 
before  he  left,  and  came  back  for  more  goods  each  season 
afterwards,  always  acknowledging  that  that  argument  on 
quality  had  been  worth  a  great  deal  to  him  in  his  own 
business. 

I  have  known  salesmen  to  be  so  weak  on  price  that, 
when  they  discovered  an  article  in  the  line  that  was  over- 
valued from  among  hundreds  of  others  of  exceptional 
value,  all  they  could  do  was  to  go  about  the  place  and 
hound  everybody  they  came  in  contact  with  about  it,  as 
if  the  whole  future  of  the  house  and  themselves  depended 
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on  immediale  adjustment  of  the  matter.  Their  argument 
was  that  if  a  customer  should  happen  to  run  across  it,  it 
would  prejudice  him  toward  the  entire  line.  Nice  compli- 
ment to  their  customers'  knowledge  of  values,  wasn't  it? 

For  the  edification  of  just  such  salesmen,  let  me  empha- 
size right  here  that  buyers  do  not  turn  down  a  house  of 
standing  because  of  a  price  or  two  being  out  of  the  way. 
Every  buyer  has  certain  houses  on  his  staff  that  he  likes 
to  favor  Before  going  to  market  he  makes  a  mental  blue- 
print of  the'  amount  of  goods  he  intends  to  purchase,  and 
about  how  much  he  will  leave  with  each  house.  In  visiting 
the  various  places  he  is  in  the  habit  of  frequenting,  his 
chief  attention  is  given  to  selection  on  style — not  price. 
He  picks  out  patterns  in  one  house  that  he  did  not  see  in 
another,  and  vice  versa.  If,  perchance,  he  actually  dis- 
covers the  same  article  in  two  places  at  different  prices, 
and  he  has  already  purchased  it  at  the  higher  price,  he 
simply  cancels  his  order  for  that  one  thing  and  places  it 
with  the  other  house.  But  on  no  account  does  he  con- 
demn the  entire  plant  because  of  that  experience.  So 
there  is  no  need  of  fear  that  your  trade  is  going  to  leave 
you  on  any  such  pretext. 

Enlargement  of  the  heart  is  responsible  for  price- 
cutting  on  the  part  of  some  salesmen.  They  permit  a  buyer 
to  work  on  their  sympathies  with  stories  of  the  quantities 
of  goods  he  can  use  if  the  price  is  right.  He  pleads  his 
case  so  eloquently  and  with  such  ardor  that  the  salesman 
forgets  that  successful  salesmanship  depends  upon  his 
ability  to  lead  his  customers' — not  on  following  them. 
Leaders  are  finders;  followers  get  but  leavings. 

Clouds  are  helped  by  winds  to  rise.  Be  not  a  cloud ; 
strive  to  be  the  wind  whose  will  the  clouds  obey." 

Salesmanship  Defined. 

The  spirit  of  accommodation  is  all  right  in  its  place, 
but  it  amounts  to  an  offence  against  your  house  when  you 
take  the  liberty  of  displaying  it  at  the  firm's  expense.  It 
is  easy  to  be  generous  with  other  people's  resources,  un- 
less your  character  is  •  free  from  kinks.  Price-cutting  is 
character  weakness.  Did  you  ever  think  of  it  in  that 
light. 

What  right  have  you  to  reduce  the  price  of  another's 
goods  purely  of  your  own  volition? 

No  more  right  than  you  have  to  go  behind  the  cashier 's 
desk,  put  your  hand  in  the  money-drawer,  and  take  out 
the  same  amount  you  lop  off  in  a  cut  price  and  give  to  a 
customer. 

Sounds  severe,  does  it  not?  It  is  the  truth.  Truth 
hurts  sometimes,  but  when  it  hurts  most  it  does  the  most 
good. 

You  are  paid  to  sell  goods  at  a  profit. 

The  Sheldon  definition  of  salesmanship  is  the  best  I 
have  ever  heard : 

"Power  to  persuade  people  to  purchase  at  a  profit." 

Not  simply  to  purchase  but  to  purchase  at  a  profit. 

Your  salary  is  based  upon  a  percentage  of  your  sales, 
plus  traveling  expense.  •  When  you  cut  prices,  this  per- 
centage does  not  fluctuate  with  your  cuts.  It  goes  on  just 
the  same  whether  you  are  steady  on  prices  or  not.  Tire 
basis  of  profit  to  you  remains  the  same.  If  your  house 
fixes  the  percentage  on  the  profits  of  your  sales  instead 
of  the  actual  sales,  that  is  a  different  proposition.  That 
is  the  safest  and  surest  remedy  for  price-cutting;  it  makes 
the  fiddler  dance  to  his  own  music. 

The  house  employing  many,  salesmen  without  a  profit- 
figuring  department  is  like  a  steam  boiler  without  a  safety- 
valve. 

Strange  as  it  may  seem,  salesmen  who  have  enjoyed 
the  widest  liberty  in  the  conduct  of.  their  firm's  affairs 
abroad,  and  whose  basis  for  salary  h^as  been  changed  from 


net  sales  to  profit  on  sales,  decidedly  prefer  the  latter 
method.  It  leaves  no  gaps  in  the  selling-fence  through 
which  the  salesman  is  tempted  to  wander  into  by-paths. 
It  is  always  easier  to  keep  your  mind  on  one  object  than 
on  a  dozen.  When  that  object  is  the  sale  of  goods  at  a 
profit,  it  is  easier  of  accomplishment  with  the  course  posi- 
tively defined.  The  man  is  yet  undiscovered  who  can  suc- 
cessfully watch  all  the  attractions  going  on  at  once  in  a 
five-ring  circus. 

If,  howevei',  your  house  is  still  operating  on  the  old 
plan  of  percentage  on  sales,  and  there  is  no  limit  to  your 
latitude  (don't  put  the  coat  on,  now,  unless  it  fits;  this 
chapter  is  intended  for  that  class  of  salesmen  for  whom 
instructions  have  but  little  restraining  influence),  stop  for 
a  moment  to  consider  your  house.  It  pays  you  your 
salary.  It  is  the  head  of  the  business  family  of  which  you 
are  a  member.  True,  you  could  go  elsewhere  and  secure  a 
position — almost  any  one  could.  That  is  the  meanest  argu- 
ment you  could  use.  The  question  is.  Have  you  no  filial 
business  regard  for  the  head  of  your  business  family? 

Why,  of  course!  Down  in  the  inner  recesses  of  your 
sterner  nature  you  know  you  have,  only  you  have  not 
stopped  to  think  of  it  in  that  light.  Show  it,  then,  by 
quitting  the  price-cutting  habit. 

You  would  not  lift  your  hand  against  the  safety  and 
maintenance  of  your  own  father's  household,  would  you? 
Why  do  you  do  it,  then,  against  the  home  of  your  busi- 
ness family?  When  you  compare  the  two  cases  there  is 
not  much  difference. 

You  have  some  pride,  have  you  not?  Well,  then,  if 
you  don't  want  to  be  known  to  the  father  and  brothers 
of  your  business  family  as  a  weakling,  constantly  requir- 
ing care  and  watching,  quit  that  habit  of  price-cutting. 
Start  in  to  hold  up  your  end  in  supporting  that  family, 
in  place  of  being  a  drag  on   it. 

Every  time  you  take  a  liberty  that  you  have  no 
business  to  take,  some  one  suffers  for  it.  When  you  fail 
to  do  your  part  in  keeping  up  the  profits  of  your  house, 
your  brother  salesmen  have  to  carry  the  load  you  have 
imposed  upon  them  by  your  lack  of  sense  of  obligation. 

The  most  justifiable  kick  any  salesman  ever  makes  is 
when  another  salesman  in  his  house  cuts  the  price,  while 
he  remains  firm.  If  you  want  the  privilege  of  being  a 
"special  rights"  member  of  the  family,  you  ought  to  be 
willing  to  pay  for  it. 

My  first  business  venture  was  the  establishment  of  a 
house  that  traveled  ten  men.  Our  capital  was  limited, 
and  we  could  not  afford  to  make  many  mistakes.  But 
in  our  desire  to  get  a  foothold  we  allowed  our  salesmen 
a  considerable  degree  of  latitude  the  first  two  or  three 
years.  Finally  we  were  obliged  to  call  a  halt.  The 
cutting  of  prices  was  ruining  our  business.  We  took  the 
men  aside  one  day  and  explained  matters,  asking  their 
support  in  refusing  to  cut  prices  any  longer.  Our  best 
men  stopped  the  practice  at  once,  but  there  were  three 
or  four  weaklings  on  the  staff,  who  thought  the  request 
was  a  joke,  and  to  correct  these  it  became  necessary  to 
make  a  positive  rule  that  all  salesmen  cutting  prices 
would  be  charged   with   the  difference. 

CHAPTER  XVII. 

Dress    and  Orderliness. 

Good  clothes  help  to  nakc  a  salesman.  Observers 
are  more  impressed  by  the  tidiness  of  one's  clothing 
than  by  its  expensiveness  or  variety. 

It  is  said  that  no  one  ever  notices  a  man's  linen 
unless  it  is  soiled;  or  his  hat  unless  it  is  of  unusual 
shape,  or  dusty,  or  shabby;  or  his  shoes  unless  they  are 
loud,    or  need  blacking,   or  are  worn   down   at  the  heel. 

True,  unpleasant  conditions  do  attract  notice,  but  it 
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is  undeniable  that  the  observer  is  always  agreeably  im- 
pressed by  the  cleanliness  and  good  style  which  distin- 
guish the  gentleman.  Every  salesman,  therefore,  owes 
it  to  himself  and  to  his  house  to  be  well  dressed. 

The  secret  lies  more  in  the  choice  of  clothes  and  the 
way  they  are  taken  care  of  than  in  their  expensiveness 
or  variety.  Often  the  man  with  a  modest  wardrobe  is 
better  dressed  than  the  one  with  many  suits.  Naturally, 
the  man  is  light-headed,  not  to  say  wicked,  who  would 
squander  on  coats,  boots,  and  neckties  an  income  suf- 
ficient to  support  several  families;  but  the  example  of 
the  careless,  slovenly  man  is  not  inviting,  and  if  ex- 
travagance is  to  be  deplored,  there  is  merit  in  good 
dressing.  Strike  the  happy  medium.  Be  neither'  a  Beau 
Brummell  nor  a  dust-stained  Weary  Willie. 

Neglect  of  the  clothing  is  a  symptom  of  slovenliness 
that  is  apt  to  be  progressive. 

The  well-dressed  salesman  is  scrupulously  neat,  car- 
ries himself  well,  and  is  alert  and  active.  The  salesman 
who  is  content  with  ill-litting  clothes,  shabby  hat,  soiled 
linen,  rusty  shoes,  and  a  collar  that  is  a  size  too  large 
may  be  a  very  bright  man  and  representing  a  first-class 
house,  but  he  certainly  does  not  look  that  way.  The 
first  impression  the  observer  forms  of  him  is  that  he  is 
a  "down-and-outer,"  bordering  on  a  state  of  collapse. 
So  much  depends  on  first  impressions  and  in  keeping  up 
good  impressions  once  formed  that  every  salesman 
should  regard  his  personal  appearance  as  important. 

Contempt   for   clothes   is  too    often    associated     with 
laziness.     The  salesmen  whom  the  general  trade  care  to 
meet  are  those  who  "keep  up"  in  every  way.  In  matters  _ 
like  dress  it  is  a  good  thing  for  the  salesman  to  try  to 
get  a  look  at  himself  "as  others  see  him." 

It  matters  little  what  your  income  is  or  the  claims 
there  may  be  upon  it,  you  can  at  least  afford  to  patron- 
ize a  tailor  who  can  give  your  clothes  a  stylish  cut  and 
a  neat  fit.  Properly  selected  and  adjusted  fifty-cent 
neckties  look  as  good  as  dollar  ones;  and  a  hat  that 
becomes,  you  costs  no  more  than  a  misfit. 

Personal  appearance  in  salesmanship  counts  so  much 
and  costs  so  little  that  any  salesman  can  afford  the 
price,  and  it  is  money  well  invested.  A  man  is  judged 
almost  as  much  by  his  appearance  as  by  his  actions  or 
the  degree  of  his  sanity,  in  this  progressive  age.  A  well- 
dressed,  alert  salesman  will  get  a  "look-in"  with  a 
brusque  merchant  while  his  slovenly  brother  is  being 
waved  aside  with  the  busy  signal. 

Orderliness  in  dress  goes  hand  in  hand  with  orderli- 
ness in  the  sample-room  and  orderliness  in  everything 
else  connected  with  the  work  of  a  salesman.  Nothing 
creates  in  the  buyer  a  desire  to  buy  like  stepping  into  a 
well-ordered  sales-room.  The  most  attractive  line  of 
goods  will  lose  out  fifty  per  cent,  through  ineffectii'e 
display  in  a  cluttered-up  room. 

Study  Proper  Display. 

The  proper  display  of  samples  on  the  road  is  a  sub- 
ject worthy  of  the  closest  study.  Due  care  should  also 
be  given  to  cleaning  up  the  sample-room  in  general  before 
going  out  to  round  up  a  customer.  Waste  paper,  trays, 
and  empty  boxes  should  be  stowed  away  out  of  sight, 
and  everything  arranged  in  apple-pie  order  if  one  hopes 
to  conduct  a  customer  through  the  line  without  a  hitch. 

Some  salesmen  are  naturally  orderly;  others  learn  to 
be,  by  hard  knocks  taught  in  the  school  of  experience; 
and  still  another  class  never  learn  the  lesson.  I  graduat- 
ed from  the  second  class  during  my  first  year  on  the 
road.     It  happened  in  this  way. 

My  line  was  displayed  in  a  large,  hustling,  northern 
Michigan  town.     Our  house  had  practically  no  business 


there,  and  my  first  three  visits  were  devoted  largely  to 
an  effort  to  interest  the  largest  concern  in  the  place; 
but  I  failed. 

On  my  fourth  (rii)  I  found  the  buyer  of  my  line  away 
on  sick  leave.  The  head  of  the  house  was  a  crusty, 
nervous  old  man;  but  not  wishing  to  be  turned  down 
altogether,  I  summoned  courage  enough  to  approach  him. 

In  the  place  of  the  curt  refusal  I  expected  to  receive, 
to  my  surprise  he  asked  in  a  quick,  sharp  manner  if  I 
would  be  in  my  room  at  the  hotel  at  twelve  o'clock. 
Receiving  a  reply  in  the  affirmative  he  promised  to  meet 
me  there  at  that  hour.  With  eager  expectancy  I  went 
back  to  wait  out  the  interval.  1  was  nervous  and  dread- 
ed his  coming,  for  that  was  my  first  experience  face  to 
face  with  a  big  merchant. 

He  was  on  time  to  the  second.  With  youthful  indis- 
cretion I  greeted  him  rather  more  effusively  than  the 
occasion  required,  which  he  failed  to  notice,  however, 
for  he  pushed  right  by  me  into  the  room  without  any 
ceremony  whatever.  Before  I  had  recovered  my  mental 
equilibrium,  he  was  firing  questions  at  me,  two  at  a 
time,  concerning  the  value  of  various  items  in  the  line. 
Without  giving  me  time  to  answer  even  his  first  inquiry 
he  started  for  the  door,  with  the  remark  that  he  gues- 
sed there  wasn't  anything  he  wanted.  Stopping  on  the 
threshold,  he  turned  and  said,  "If  you  have  a  black  silk 
at I  can  use  a  few  pieces." 

"Certainly,"  I  said,  "I'm  sure  we  have  it,"  and 
commenced  a  search  that  ended  in  despair.  The  piece- 
goods  samples  were  jumbled  in  a  telescope  with  two  or 
three  other  lines,  and  in  spite  of  desperate  efforts  to 
locate  that  silk  sample  I  couldn't  put  my  hand  on  the 
right  one,  although  I  knew  it  was  there. 

He  got  impatient,  and  I  got  nervous,  which  gave  me 
blind  staggers,  and  I  couldn't  have  found  that  sample 
if  it  had  stood  in  front  of  me  as  large  as  the  statue  of 
Liberty.  Muttering  something  about  "disorderly  sales- 
men," he  rushed  out,  banging  the  door  behind  him.  I 
dropped  into  a  convenient  chair  in  a  cold  sweat.  Ten 
minutes  later  I  located  the  offending  sample  and  started 
to  run  over  to  his  store  with  it,  when  it  struck  me  that 
he  was  probably  at  luncheon.  At  one-thirty  I  found  him 
in  his  office  and  hastened  to  apologize  for  the  delay. 

"Never  mind  troubling  yourself,  young  man,"  he 
said,  in  a  rasping  tone,  "I  have  just  placed  an  order  for 
twenty  pieces  of  the  silk  I  wanted  with  a  New  York 
salesman  who  keeps  his  samples  where  he  can  find  them." 
And  then,  to  give  good  measure,  he  added,  "If  you 
remain  on  the  road  and  expect  to  succeed,  you'll  have 
to  keep  your  wits  about  you." 

The  loss  of  that  order  amounted  to  four  hundred 
dollars,  besides  a  chance  to  get  an  opening-wedge  in 
with  a  gilt-edge  concern.  I  didn't  need  any  coaching 
after  that  on  how  to  keep  stock  in  the  sample-room. 

Proper  care  of  samples  is  as  necessary  as  effective 
display  or  orderly  arrangement. 

Standing,  Persuasion,  Condition  of  Samples. 

The  three  vital  factors  in  the  successful  sale  of  goods 
from  samples  are:  first,  the  standing  of  your  house; 
second,  your  own  power  of  persuasion;  third,  the  con- 
dition of  your  samples. 

The  most  painstaking  salesman  will  find  that  with 
packing  and  unpacking  his  trunks  every  day  his  samples 
soon  become  worn  and  unattractive.  What  then  happens 
to  the  careless  man!  Many  a  time  I  have  seen  a  line  of 
what  had  once  been  choice  goods  in  an  utterly  shabby 
condition  before  they  had  been  out  ten  days,  and  for  the 
balance  of  a  trip  of  several  weeks  the  salesman  carrying 


so 
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them  was   obliged   to   make  the   best     showing-  he   could 
with  ruined  samples. 

It  is  a  difficult  matter, ,  even  for  a  buyer  possessing 
the  keenest  imagination,  to  stretch  his  fancy  from  a 
straw-hat  sample  that  looks  like  a  punctured  bushel 
basket  to  the  smart  article  of  headgear-  it  was  when  it 
came  fresh  from  the  factory. 

When  a  clothing  salesman  extracts  from  a  pile  a  gar- 
ment that  resembles  a  linen  duster  instead  of  the 
snappy,  up-to-date  coat  that  it  once  was,  his  customer 
is  very  likely  to  class  it  with  the  "has-beens"  and  ask 
to  be  shown  something  in  the  prevailing  style. 

A  good-looking  sample  is  a  sale  half-made. 

When  I  was  in  the  jobbing  business  at  D ,  a  prom- 
inent straw  goods  manufacturer  called  on  us,  accom- 
panied by  his  i^gular  salesman. 

The  occasion  of  his  visit  was  to  introduce  a  new 
line.  He  succeeded  in  arousing  the  interest  of  our  hat 
buyer,  who  induced  me  to  go  along  with  him  to  the 
manufacturer's  sample-room  to  look  his  line  over.  Pick- 
ing up  a  certain  block  that  he  thought  was  destined  to 
have  a  great  run,  the  manufacturer  started  to  show  forth 
its  merits.  Stopping  suddenly,  his  eyes  riveted  on  a 
certain  spot  on  that  hat,  he  called  his  salesman  over  to 
our  group,  and  there  in  front  of  us  all  gave  the  unlucky 
fellow  the  worst   "roasting"   I   ever  heard. 

"Do  you  see  that  dent  in  the  crown  of  this  hat?" 
he  asked. 

It  was  so  small  that  the  rest  of  us  had  failed  to 
notice  it;  but  his  salesman  admitted  it  was  there. 

"Well,"  continued  the  manufacturer,  "haven't  I  told 
you  repeatedly  to  pack  your  samples  so  as  to  insure 
them  against  damage?  In  another  two  weeks  this  sam- 
ple will  be  utterly  worthless.  Do  you  expect  to  finish 
your  trip  introducing  this  hat,  and  to  take  orders  from 
it  in  a  dilapidated  state?" 

The  manufacturer  worked  himself  up  to  a  great 
state,  while  his  salesman  stood  before  him,  utterly  un- 
able to  defend  himself.  Although  he  was  guilty  of  care- 
lessness, he  was  too  manly  to  offer  excuses,  so  said 
nothing. 

"Perhaps  you  know  where  another  line  is  coming 
from;  I  don't,"  his  employer  started  in  again.  "I  tell 
you  what  it  is,  I  want  you  to  take  more  care  with  these 
samples.  If  it  takes  all  day  to  pack  up,  you  see  to  it 
after  this  that  they  are  packed  to  avoid  breaking." 

The  salesman  was  saved  from  further  reprimand  by 
a  telephone  call  from  the  office.  When  he  had  left  the 
room  I  asked  his  employer  if  he  wasn't  a  little  rough 
on  him,  and  whether  such  talks  were  not  more  effec- 
tively conducted  in  private. 

"Perhaps  so.  No  doubt  you  are  right,"  he  answered 
in  a  half-apologetic  manner,  "but  it  is  so  exasperating. 
I  lost  my  self-control  for  the  moment.  Permit  me  to 
explain,  however,  what  my  salesman  knew  from  long 
experience,  that  a  new  line  of  samples  like  these  is  made 
ready  only  after  weeks  of  work  and  great  expense.  Our 
sample  line  is  our  stock  in  trade  until  the  orders  are  all 
in  and  the  factory  running.  A  duplicate  line  could  not 
be  had,  excepting  at  great  cost  and  a  loss  of  time.  In 
any  event,  there  is  really  very  little  excuse  for  careless 
packing.  A  damaged  sample  is  a  poor  foundation  argu- 
ment upon  which  to  build  a  satisfactory  business  in  a 
new  line." 

Barring  the  unpleasantness  of  the  sample-room  inci- 
dent that  talk  impressed  me  so  that  immediately  on 
returning  to  my  office  I  caused  to  be  sent  out  to  our 
own  traveling  men  a  detailed  account  of  what  had  taken 
place. 

A  salesman's  duty  to  his  house  does  not  consist 
alone    in    reaching    a    satisfactory    figure    in    volume  of 


sales.  Other  things  require  his  attention  to  complete 
his  real  worth.  Profit,  not  sales,  is  the  objective  point 
of  every  house.  Chasing  sales  instead  of  profits  is  a  dis- 
astrous game  for  either  salesman  or  employer.  Wanton 
extravagance  in  expense,  loss  from  damage  on  samples, 
leturned  goods,  and  claims  of  whatsoever  nature,  re- 
sulting from  loose  methods  in  making  sales,  are  all 
profit-drainers.  If  you  wish  your  sales  to  increase,  and 
if  you  have  an  honest  interest  in  seeing  your  house  make 
profits,  see  to  it  that  your  sample  line  is  kept  in  the 
best  possible  condition. 

Again:  orderliness  plays  an  important  part  in  the 
clerical  work  every  salesman  is  obliged  to  do  each  day. 
Your  bad  penmanship  may  be  pardoned  if  you  have  not 
had  the  advantages  of  thorough  training,  but  there  can 
be  no  possible  excuse  for  you  if  your  orders  are  so  care- 
lessly  transcribed   as   to   be   incomprehensible. 

We  had  in  our  employ  a  man  of  exceptional  ability 
as  a  salesman;  but  in  spite  of  his  superior  attainments 
in  other  respects  it  seemed  impossible  for  him  to  tran- 
scribe an  order  properly.  The  habit  of  carelessness  had 
such  a  hold  upon  him  that  in  spite  of  the  repeated 
efforts  of  the  head  of  the  house  and  others  down  to  the 
order  clerk,  he  could  not  be  made  to  reform.  He  would 
invariably  omit  the  name  of  the  town,  or  the  customer's 
name,  or  neglect  to  state  departments,  so  that  the  office 
was  in  a  constant  turmoil  when  filling  his  orders.  He 
was  great  on  abbreviating.  He  would  so  abbreviate 
words  that  only  he  and  a  mind-reader  could  have  de- 
ciphered them.  We  never  could  get  him  into  the  habit 
of  being  orderly   about  these  things. 

Keep  the  Manager  in  Touch. 

Don't  let  the  habit  of  disorderliness  grow  upon  you 
if  you  want  to  be  a  help  instead  of  a  nuisance  to  the 
order-filling  department,  where  so  much  depends  upon 
quick  service.  Be  particular  also  to  see  to  it  that  your 
manager  is  kept  in  constant  touch  with  your  movements 
on  the  road.  At  times  it  means  much  to  any  business 
to  be  able  to  reach  a  salesman  within  a  few  hours  by 
wire. 

(To  be   continued.) 


The  Name  Sinks  In. 

Perhaps  no  fact  has  been  more  thoroughly 
proven  than  the  fact  that  the  name  of  a  well-adver- 
tised article  records  itself  on  the  mind  unconsci- 
ously, whether  the  reader  will  or  no.  When  an 
advertiser  talks  up  his  goods  to  an  audience  com- 
posed of  the  people  who  are  destined  to  handle 
them,  his  name  becomes  as  familiar  to  the  trade  as 
are  the  names  of  certain  soaps  and  pills  to  the 
public  generally.  The  traveler  carrying  samples  of 
goods  well  advertised  in  the  trade  press  has  an 
easier  and  more  profitable  time  than  the  man  sell- 
ing unknown  goods. 


The  Credit  Bureau  of  the  Millinery  Jobbers'  Associ- 
ation of  the  United  States  which  met  recently  in  con- 
vention in  Buffalo,  reported  that  satisfactory  xesults 
had  marked  the  system  whereby  the  list  of  millinery 
dealers  charged  with  returning  goods  unjustly  to  members 
of  the  Association  was  being  published  monthly  and 
sent  to  members  of  the  Bureau.  There  had  been  a  notice- 
able reduction  of  returns. 
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will   hereafter  handle   only   the    CELEBRATED 

McCall  Patterns 

having  substituted  them  for  another  make  they  have  been  carrying  for  many  years. 
This  splendid  Department  Store,  established  42  years  ago  and  well  known  through- 
out Canada,  found,  after  a  thorough  investigation,  that  in 

Fit 

Style 

Simplicity 

Satisfaction 

Amount   of  Sales 

Number  of  Selling  Agencies 

McCALL  PATTERNS  LEAD  ALL  OTHERS 

There  is  no  doubt  that  McCall  Patterns  are  the  best  made,  the  best  known 
and  the  best  selling  paper  patterns  in  America.  If  you  want  a  pattern  the 
demand  for  which  already  exists,  a  pattern  thxt  will  give  your  customers  satisfac- 
tion, a  pattern  that  you  will  be  proud  of,  a  pattern  that  you  will  not  have  to  hand  over 
the  counter  with  an  apology,  and  a  pattern  that  sells — you  want  McCall  Patterns. 

Write  for  our  terms.  They  are  fair  .and  business-like.  Our  well  established  Canadian  Office  and  Factory,  the  largest  and  best  eq\upped 
in  the  Dominion,  make  it  possible  to  oflfer  Canadian  Merchants  the  same  advantages  of  TERMS.  PRICES,  DELIVERIES,  etc., 
tliat  our  9,000  United  States  Merchants  enjoy. 


THE  McCALL  COMPANY 

THE    LEADING    PAPER    PATTERN    HOUSE    OF  AMERICA 
236-246  West  37th  Street,  New  York 


TORONTO 

NOT      IN      THE      TRUST 


CHICAGO  SAN  FRANCISCO 

NO      CONNECTION      IV  I  TTI      ANY      OTHER      HOUSE 
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MONTREAL  AND  TORONTO,  JANUARY,  1909. 

Concerning  Resolutions. 

It  is  not  too  late  to  talk  about  New  Year's  resolu- 
tions. Some  of  them  no  doubt  have  already  been  given 
their  annual  canter  and  returned  to  their  stalls  in  the 
stable  of  "has  beens."  Others  may  see  an  anniversary 
or  tw^o,  while  there  are  those  which  will  gradually  dis- 
appear before  counter  influences  or  recommended  short- 
cuts. 

This  making  of  resolutions  is  not  entirely  a  matter 
of  the  readjustment  of  personal  inclination.  The  begin- 
ning of  another  year  has  that  about  it  which  inspires 
effort  towards  better  things.  To  the  merchant  who  is 
always  alert  upon  matters  affecting  his  enterprise  it  is 
a  time  in  which  to  take  measurements.  With  one  ^ye 
on  the  previous  year,  and  the  other  on  his  business 
perspective,  his  course  will  not  continue  along  that 
parallel  suggestive  of  the  rut  of  indifference.  That  is 
not  the  purpose  of  the  New  Year  in  the  merchandising 


calendar.  The  past  year  was  one  of  depression,  yet  there 
were  merchants  who  by  careful  management,  by  availing 
themselves  of  those  means  of  information  upon  condi- 
tions which  could  be  turned  to  their  advantage,  found 
themselves  well  ahead  of  the  previous  year. 

It  is  a  good  thing  to  start  the  year  with  a  deter- 
mination to  beat  previous  records.  This  being  done  it  is 
reasonable  to  ask  whether  every  element  of  success  is 
receiving  a  fair  chance.  What  about  the  advertising 
end?  Does  it  represent  the  merchant's  best  effort?  Is 
it  an  effective  part  of  the  selling  equipment?  What  of 
that  department  which  did  not  make  good  last  year  ? 
Has  it  the  requisite  combination  of  steam  and  brains  ? 
Are  the  display  windows  as  effective  as  they  should  be, 
and  does  the  staff  measure  up  to  necessary  efficiency  ? 
These  are  a  few  questions  which  the  New  Year  season 
might  suggest.  There  are  many  others,  and  the  man 
who  is  having  the  most  satisfactory  results  is  he  who 
has  long  ere  now  worked  out  the  solution.  His  business 
is  not  running  him;  he  is  running  his  business. 


The  Value  of  Fashion  Changes. 

A  new  season  is  opening  up,  a  season  of  brighter 
promise  for  the  dry  goods  trade,  due  to  better  business 
conditions.  It  is  to  be  hoped  that  when  good  times  in 
the  trade  again  come  round  both  merchant  and  manufac- 
turer will  not  unlearn  one  lesson  at  least  that  the  period 
of  depression  seems  to  have  taught.  The  fact  that  an 
effort  had  to  be  made  to  keep  things  moving  has  led  the 
trade  to  be  unusually  quick  to  take  up  new  fashions.  It 
has  been  a  matter  of  frequent  comment  during  the  past 
few  months  that  there  never  was  a  period  when  it  was 
so  easy  to  introduce  new  goods.  As  a  consequence,  Ca- 
nada is  closer  than  ever  before  to  the  styles  passing  in 
the  large  fashion  centres.  The  Canadian  trade  must 
have  learned  something  of  the  value  of  this  policy,  in- 
telligently applied,  for  fashion  is  a  great  value  creator 
as  well  as  a  large  factor  in  inducing  good  business.  It 
pays  to  have  new  styles  come  along,  and  to  press  this 
point  home  one  case  only  need  be  cited,  that  of  the 
Merry  Widow  influence  upon  millinery  lines  last  Summer, 
and  the  big  money-making  business  that  has  resulted 
and  is  resulting  from  the  present  fashions  in  ladies'  neck- 
wear. 

It  is  not  too  much  to  say  that  in  many  stores  the 
fact  that  the  balance  is  on  the  right  side  this  stock-tak- 
ing, is  due  to  those  departments  where  trade  has  been 
kept  active  by  observance  of  fashion  changes  and  new 
goods.  The  Spring  season  promises  to  bring  an  unusual 
number  of  striking  ideas  to  the  front,  as  the  Directoire- 
Greek  fashions  are  merging  into  other  styles.  Some  of 
these  may  be  of  a  quite  radical  nature,  but  it  is  not 
too  much  to  say  that  to  their  judicious  acceptance  much 
of  the  new  season's  success  promises  to  be  due. 

Hitherto  the  Canadian  trade  has  had  a  reputation  of 
being  slow  in  taking  up  with  new  fashions.  Merchants 
waited  for  their  customers  to   ask  for  the  goods    before 
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they  placed  them  in  stock.  Perhaps  in  the  past  there 
was  some  justification  for  this  attitude.  There  is  no 
doubt  that  there  will  be  less  justification  in  the  future. 
Canada  is  rapidly  acquiring'  a  wealthy  class  which  will 
demand  from  the  trade  the  new  goods  and  the  latest 
novelties,  and  which  will  be  both  able  and  willing'  to  pay 
for  them.  Nor  is  this  class  confined  to  the  large  cities 
alone,  but  it  has  a  representation  in  every  town,  village 
and  section.  Canada  has  the  name  of  being',  for  the 
size  of  her  population,  a  big  consumer  of  dry  goods,  the 
women  of  all  classes  are  said  to  be  tasteful  in  dress. 
This  is  a  matter  of  comment  by  all  strangers  who  visit 
the  Dominion.  With  the  growth  of  this  wealthy  class 
must  come  in  all  centres  greater  opportunities  for  the 
trade.  To  build  up  and  to  hold  this  new  business 
merchants  will  need  more  than  ever  to  keep  in  close 
touch  with  what  is  doing  in  the  world's  fashion  centres. 
They  will  have  to  be  more  open  than  they  have  been, 
as  a  class,  in  the  past,  to  the  placing  of  fashionable 
novelties  in  their  departments. 

This  kind  of  business  demands  more  of  the  merchant, 
he  has  to  be  more  alert  and  better  informed.  There  is 
also  more  risk  of  loss  incurred,  but,  on  the  other  hand 
the  chances  of  expansion  are  greater  and  so  is  the  profit 
returned. 


Educative  Advertising. 

These  are  the  days  when  most  people  like  to  be 
shown;  a  good  many  in  fact  insist  upon  being  shown. 
Publicity  men  will  agree  that  one  of  the  most  effective 
lines  of  advertising  through  trade  journals  is  that  which 
is  educative,  that  which  imparts  valuable  information  in 
an  interesting  way,  to  convince  readers  as  to  the  merits 
of  the  proposition. 

It  has  often  been  said  that  manufacturers  might  do 
well  to  consider  whether  it  would  not  be  to  their  ad- 
vantage to  loosen  up  judiciously  in  the  secrecy  with 
which  he  guards  this  or  that  process  of  production — not 
to  sucii  an  extent  that  competitors  could  steal  it,  but 
in  such  a  manner  as  to  demonstrate  to  the  reader  that 
the  process  secures  results  important  to  know  about 
from  a  merchandising  point  of  view.  In  their  experience 
manufacturers,  and  wholesalers  too,  undoubtedly  become 
well  informed  on  certain  matters  other  than  those  hav- 
ing to  do  directly  with  methods  of  production,  but  which 
the  retail  merchant  could  use  to  good  effect.  While  it 
is  not  the  intention  to  suggest  usurpation,  in  the  ad., 
of  the  duties  of  the  editorial  columns,  it  need  hardly  be 
pointed  out  that  it  is  thus  possible  to  make  direct  ap- 
plication on  information  which  might  otherwise  be  gen- 
eralized. The  head  of  a  large  glove  house,  for  instance, 
had  made  a  study  of  the  peculiarities  of  hand  shapes, 
and  he  had  his  own  ideas  on  the  subject  of  measure- 
ments. Regularly  he  incorporated  useful  pointers  in  his 
ad.  What  he  had  to  say  only  required  five  or  six  lines, 
but   it    attracted      attention.      Merchants    and    salesmen 


read  it.     They  were  brought  into  direct  contact  with  the 
ad.   and  it  helped  to  popularize  the  gloves. 

It  is  safe  to  say  that  there  are  not  a  few  business 
men  who  though  firm  believers  in  advertising,  have,  un- 
wittingly perhaps,  hindered  the  free  action  of  those  ele- 
ments of  publicity,  which,  if  embodied  in  the  advertising 
would  have  improved  results  wonderfully.  Demonstra- 
tion and  illustration  are  strong  clinchers  in  any  pro- 
position. As  one  of  the  most  essential  factors  in  busi- 
ness building  the  ad.  should  be  as  illuminative  as  pos- 
sible along  lines  calculated  to  make  it  of  compelling  in- 
terest. It  should  go  a  little  farther  than  mere  anticipa- 
tion of  what  the  reader  wants  to  know  about  reasons 
why. 


Regaining  Lost  Ground. 

The  dry  goods  trade,  for  the  year  1908,  may  be  said 
♦.o  have  had  an  experience  ranging  from  depression  to 
well-grounded  hope.  That  something,  which  seemed  to 
strike  the  world  all  at  once,  assumed  from  the  outset 
the  nature  of  a  panic,  but,  in  Canada  at  least,  the 
revival  has  come  with  comparative  rapidity  in  response 
to  a  strong  development  of  those  elements  which  pro- 
mote confidence. 

Decided  evidences  of  the  financial  stringency  appeared 
in  the  latter  part  of  1907.  Heavy  stocks  had  been  pur- 
chased in  the  Fall  of  1906  and  Spring  of  1907,  and  Fall 
buying  in  the  latter  year  showed  a  sharp  curtailment. 
The  same  policy  was  followed  for  the  succeeding  Spring. 
Authorities  placed  the  falling  off  at  from  20  to  30  per 
cent.  There  was  a  gradual  recovery  in  Fall  business, 
however,  due  in  very  great  degree  to  the  prospects  of 
an  unprecedented  harvest  in  the  West.  The  outlook 
realized  little  that  was  disappointing,  and  up  to  the 
close  of  the  year,  it  is  safe  to  say,  lost  ground  had  been 
almost  half  regained. 

A  pronounced  feature  of  the  situation  was  the  con- 
servatism extending  throughout  the  trade.  In  the  retail 
division  Fall  buying  was  largely  from  hand  to  mouth, 
owing  chiefly  to  large  stocks  carried  over  from  previous 
seasons.  In  lines  subject  to  immediate  demand,  as  the 
result  of  change  in  season  or  decree  of  fashion,  there 
was  a  very  fair  business.  Reports  from  all  over  Cana- 
da indicate  that  there  bad  been  a  steady  trend  in  the 
right  direction,  due  allowance  being  made  for  unseason- 
able weather.  In  some  quarters  the  depression  was 
noticed  in  very  slight  degree. 

Spring  business,  the  great  topic  at  present,  compares 
favorably  with  that  of  the  same  season  last  year.  Many 
houses  declare  that  already  their  order  books  show  a 
considerable  increase  over  the  total  advance  business 
for  last  Spring  and  on  this  fact  they  are  basing  a  large 
share  of  their  optimism. 

In  almost  every  section  of  the  Dominion  there  are 
signs  which  point  to   a  decidedly  progressive  movement 
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in  retailing  which  is  taking  the  form  of  larger  buildings, 
better  equipment,  a  more  thorough  system,  with  the 
object  of  developing  the  best  that  is  in  enterprise,  and 
a  tendency  to  keep  closer  to  the  market.  The  activity 
in  the  West  is  all  the  more  interesting  since  it  is  one 
of  the  many  indications  of  rapid  commercial  develop- 
ment throughout  that  young   and  vigorous  territory. 

The  depression  during  the  year  has  not  been  an  un- 
mixed evil,  if  one  may  judge  from  opinions  expressed  in 
different  quarters.  It  has  tended  to  bring  the  manufac- 
turer, the  wholesaler  and  the  retailer,  as  having  to  do 
directly  with  the  law  of  supply  and  demand,  closer  to- 
gether through  a  greater  appreciation  of  the  responsi- 
bility which  each  must  share.  On  that  basis  progress 
towards  normal  conditions  cannot  fail  to  promote  a 
still  greater  stability. 

Bank  reports  recently  issued  contain  a  decided 
though  unostentatious  note  of  optimism.  In  his  address 
at  the  annual  meeting  of  the  Bank  of  Montreal  the 
president,  Sir  George  Drummond,  after  a  short  review 
of  the  year's  dry  goods  history,   added: — 

"Buying  has  been  conducted  everywhere  on  conserva- 
tive lines  for  next  Spring  season,  1909,  which  is  just 
beginning.  Orders  taken  in  advance  by  the  travelers  are 
very  fair. 

"The  capacity  of  the  Canadian  cotton  mills  and 
calico  printers  is  likely  to  be  taxed  in  many  lines  to  its 
full  capacity,  as  they  have  received  large  orders  which 
last  year  were  placed  in  Manchester.  Fine  and  coarse 
wools  have  advanced  in  England,  and  manufacturers  of 
woolen  dress  goods  in  France  have  refused  orders,  except 
at  an  advance  in  price. 

"The  good  crops  have  helped  collections  very  much, 
and  the  financial  state  of  the  retail  trade  is  quite  satis- 
factory. Comparatively  few  bad  debts  have  been  made 
by  the  wholesale  trade  during  the  year.  (This  is  one  of 
the  features  of  this  panic,  as  the  Bank  of  Montreal  re- 
turns show.)  Generally  the  prospects  seem  distinctly 
improved,  and  the  outlook  decidedly  hopeful. 

The  lessening  of  the  gap  between  exports  and  imports 
was  noted  as  indicating  a  healthy  condition.  Repeated 
recommendations  emanating  from  all  financial  quarters 
had  no  doubt  assisted  this  reform  and  the  liquidation 
process  compelled  by  monetary  conditions  had  been  ac- 
complished in  Canada  with,  upon  the  whole,  little  dis- 
turbance,  and  practically  without  any  great  disaster. 


Mi 


1  ravelers  as  iVlissionanes. 

The  annual  report  of  the  different  Commercial  Travel- 
ers' Association  shows  a  condition  of  things  which  must 
be  very  gratifying  to  the  mem'bers.  Financially  and 
otherwise  the  year  has  had  a  good  record,  and  it  is  readily 
seen  that  the  position  of  each  organization  is  one  of  in- 
creasing strength. 

It  was  a  happy  arrangement  by  which  the  travelers  at 
their   annual   banquets  had    the  pleasure   of  listening   to 


short,  though  important  utterances  from  a  number  of 
men  prominent  in  Canadian  affairs.  The  hustlers  of  the 
grip  have  comparatively  few  opportunities  to  meet  the 
statesman  at  first  hand,  and  on  this  occasion  it  must  hare 
been  gratifying  to  all  to  have  had  a  good  portion  of  their 
time  devoted  to  addresses  upon  subjects  of  broad,  national 
importance.  Most  appropriate  was  it  that  both  in  Toronto 
and  Montreal  able  reference  was  made  to  the  development 
of  Canadian  transportation  as  a  strong  factor  in  the  coun- 
try's prosperity.  To  this  question,  tlie  travelers  can  never 
afford  to  be  indifferent,  and  in  planning  for  that  feature 
of  the  programme  they  placed  themselves  on  record  as 
f(i.stering  a  live  interest  in  the  national  heritage.  Hon. 
W.  J.  Hanna,  the  Secretary  of  the  Province  of  Ontario, 
touched  the  proper  note  when  he  placed  the  commercial 
traveler  in  the  missionary  class.  That  word  is  suggestive 
of  the  great  influence  which  the  traveler,  both  as  an  in- 
dividual and  as  an  organization  may  exert  in  advancing 
the  country's  mercantile  standard  to  that  position  which 
it  must  occupy  if  Canada  is  to  be  "the  nation  of  the  20th 
century." 


Business  Prospects  in  the  West. 

The  turn  of  the  year  finds  the  dry  goods  trade  of  the 
West  on  a  substantial  basis  of  prosperity,  and  with  every 
indication  pointing  to  an  active  year's  business  in  1909. 
The  year  1908  was  in  many  respects  a  disappointing  one. 
Business  during  'the  first  six  months  was  very  light.  The 
trade  was  staggering  under  the  effects  of  the  depression, 
money  was  very  scarce  and  credit  was  strained  to  the 
utmost.  Under  the  circumstances  the  retail  trade  of  the 
West  bought  in  very  small  quantities,  and,  as  compared 
with  the  first  six  months  of  1907,  sales  of  the  wholesale 
houses  showed  a  big  decline. 

But  by  the  middle  of  the  year  the  financial  crisis  was 
well  over.  Money  was  more  plentiful  and  it  was  already 
evident  that  unless  the  unexpected  should  happen  the 
We.s't  would  have  a  big  crop  to  market  in  the  fall.  TTndei- 
these  conditions,  business  gradually  revived,  and  when  in 
September  it  was  found  that  the  most  optimistic  hopes 
were  to  be  realized,  business  once  more  became  active. 

It  is  estimated  that  more  than  $50,000,00'0  have  been 
put  into  circulation  in  the  West  since  the  middle  of 
September  as  payment  for  the  portion  of  the  crop  already 
marketed.  This  has  resulted  in  the  settlement  of  obliga- 
tio'ns  which  were  long  outstanding  and  in  an  impetus  to 
general  business  which  has  been  very  beneficial.  Orders 
for  Spring  goods  bid  fair  to  surpass  the  season  of  1907. 
and  'the  trade  have  every  reason  to  expect  a  year  of  pros- 
perity which  will  compensate  for  the  losses  of  1908. 


A  London  firm  dealing  in  fancy  goods  of  all  kinds, 
including  leather  goods,  jewelry,  toys,  etc..  has  written 
the  Department  of  Trade  and  Commerce,  Ottawa,  with 
the  object  of  opening  communications  with  Canadian 
buyers. 
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The  Greatest  Trade  Mark  In  The  World 
Backed  By  The  Best  Pattern  Ever  Made 


So  dazed  are  they  by  the  sudden  and  overwhelming 
success  of  The  Ladies'  Home  Journal  Patterns,  many  veterans 
in  the  Pattern  business  and  pattern  agency  business  have  not 
yet  recognized  the  reasons  for  this  success — altho  the  reasons 
are  plain  as  a  pike-staff. 

After  all,  what  else  could  they  expect  ?  Here  was  a  new 
and  admittedly  superior  pattern  bearing  the  greatest  trade  mark 
in  the  world  !  The  merits  of  the  pattern  and  the  value  of  the 
trade  mark  were  being  impressed  month  after  month,  month  after 
month,  on  a  million  women  guided  absolutely  in  ail  matters  of  this 
kind  by  the  greatest  women's  magazine  since  the  discovery  of  the 
art  of  printing.  With  such  merchandise,  such  a  trade  mark  and 
such  advertising,  success  was  a  certainty  from  the  very  first. 

Moreover,  The  Home  Pattern  Company  began  right- 
Unhampered  by  the  handicap  of  having  to  live  up  to  any  o 
the  moss-grown  traditions  of  the  trade,  the  new  Company,  from 
the  very  beginning,  endeavored  to  cooperate  with  its  agents  for 
the  mutual  benefit  of  all  concerned.  In  this  way,  The  Ladies' 
Home  Journal  Pattern  was  able  to  escape  all  the  faults  and 
weaknesses  that  belonged  naturally  to  the 
making  and  selling  of  those  patterns  our 
grandmothers  used  to  use. 

The  new  pattern  was  a  natural  out- 
growth of  its  time.  A  more  propitious 
moment  for  the  birth  of  a  new  pattern  can- 
not be  imagined.  For  a  whole  decade 
the  manufacture  of  ready  made  men's, 
women's  and  children's  garments  had  been 
in  the  process  of  development.  This  trem- 
endous industry — which,  of  course,  could 
grow  only  as  the  art  of  making  paper  pat- 
terns was  perfected — had  at  last  reached 
perfectly  colossal  proportions.  And,  as 
hundreds  of  millions  of  dollars  came  to  be  invested  in  the 
industry,  the  very  best  thought  of  the  time  was  concentrated  on 
the  question  of  the  best  way  to  make  patterns.  Naturally,  the 
factories  everywhere  began  to  discard  the  oldfashioned  "rule- 
of-thumb"  grading  methods  for  a    new   and   scientific  pattern. 

Right  at  this  time  came  The  Ladies'  Home  Journal 
Pattern.  Just  at  the  proper  moment  to  take  advantage  of  all 
the  experience  of  all  the  new  knowledge  of  all  the 
scientific  methods,  and  of  all  the  new  inventions  evolved  in 
the  development  of  the  ready-made  garment  trade !  When  it 
is  considered,  that  beside  all  these  advantages,  The  Ladies' 
Home  Journal  Pattern  is,  from  the  mere  fact  that  it  can  be 
easily  adapted  to  suit  the  individual,  superior  to  any  ready- 
made  garment,  one  can  easily  understand  why  The  Ladies' 
Home  Journal  Pattern  was  really  the  first  scientific  tissue  paper 
dress-pattern  ever  placed  in  the  market. 

The  education  of  the  modern  home  dressmaker,  too,  has 
kept  pace  with  the  development  of  scientific   garment   making. 


The  American  woman  is  no  longer  satisfied  merely  with  the 
"clothes" — she  demands  style,  The  Ladies'  Home  Journal 
Pattern,  being  made  by  the  new  and  scientific  method,  "makes 
up  "  as  stylishly  as  the  design,  and  gives  satisfaction  to  a  degree 
never  before  obtained  by  home  dressmakers.  It  has  eliminated 
guesswork;  every  size  fits;  the  pieces  go  together  like  clockwork. 
Each  pattern  is  accompanied  by  its  original  Guide-Chart,  which 
obviates  entirely  the  old  difficulty  of  putting  a  pattern  together. 
In  short,  The  Ladies'  Home  Journal  Pattern  excels  all 
others  in  lit,  style,  accuracy  and  simplicity. 

No  garment  can  be  smart  and  stylish  unless  the  pattern 
from  which  it  was  made  possessed  individuality.  The  Ladies' 
Home  Journal  Pattern  is  not  only  scientifically  made,  but  it  is 
rightly  designed.  Than  The  Home  Pattern  Company 
staff  of  designers,  artists,  and  expert  pattern-makers  no  better 
can  be  found  in  America. 

Is  it,  therefore,  any  wonder  that  with  these  advantages 
The  Ladies'  Home  Journal  Pattern  has  been  the  means  of  creat- 
ing millions  of  new  pattern  customers  ?  The  prestige  of  the  trade 
mark  the  pattern  bears  persuaded  women    everywhere   to  give 
patterns  a  trial,  once  tried,  the  superiority  of 
the  pattern  itself  ensured  the  future  patronage, 
not  only  of  the  woman  herself,  but  of  all  her 
friends.  In  just  this  way,  the  simplicity  and  ac- 
curacy of  the  new  patterns  and  the  illuminating 
Guide-Chart  have  made  home-dressmaking 
so  easy  and  so  successful  that  millions  of  women 
who  had  either  never  attempted  to  do  their 
own   sewing,   or   who   had  tried   other  pat- 
terns and  failed,  are  now  regular  purchasers 
of  The  Ladies'  Home  Journal  Patterns. 


Does  it    not  follow  inevitably  then 


that  — 


First :  The  Ladies'  Home  Journal  Pattern — 
a  new  and  Powerful  force  in  dressmaking  has 
created,  and  is  creating,  millions  of  new  pattern  users. 

Second  :  The  franchise  for  the  sale  of  the 
Ladies'  Home  Journal  Patterns  is  not  a  mere  "pattern 
agency."  It  is  a  connection  with  a  new  and  constant- 
ly growmg  force,  and  an  opportunity  which,  rightly 
improved,  will  build  up  a  merchant's  business  as  can 
no  other  make  of  pattern  yet  devised. 


The   Home    Pattern   Co., 


23  Lombard  Street, 


Toronto,  Canada 


Please  memion  The  Review  to  Advertisers  and  their  Travelers 
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Mail   Order   Catalogues  in  Towns  and   Smaller  Cities 

Good  Results  Obtained  by  Systematic  Comparative  Advertising  of  Local  Prices  With  Those  of  Mail 
Order  Houses^How  the  Plan  is  Working  Out  in  the  West — Competing  Against  Large  City  Stores. 


By  A.  M.  Bum,  of  Brown's,  Portage  la  Prairie. 


Catalogues  are  not  issued  by  merchants  in  the  larger 
towns  and  small  cities,  so  much  for  the  direct  business 
derived,  but  principally  to  hold  their  own  against  the 
ravages  of  the  large  city  mail  order  houses.  The  large 
city  mail  order  firms  have  been  carrying  on  a  system  of 
education  for  years  in  the  so-called  benefits  of  mail  order 
buying  until  not  a  town,  village,  hamlet  or  scarcely  a  lone 
shack  away  on  the  prairie  but  receives,  regularly,  these 
catalogues. 

^^%ile  all  this  has  been  developing  into  gigantic  pro- 
portions, the  home  merchants  have  not  been  realizing  the 
great  menace,  that  has  been  growing  up  in  their  midst  and 
sapping  the  life  out  of  their  trade  until  the  expression 
"I  can  buy  it  cheaper  at  Blanks  by  mail"  has  become  a 
common  expression. 

Now,  the  great  problem  that  confronts  the  merchants 
of  the  larger  towns  and  "smaller  cities  as  well  as  the  village 
storekeeper  is,  how  this  trade  may  be  diverted  back  to 
their  own  stores.  It  may  be  obtained  by  systematic  com- 
parative advertising  of  local  prices  with  mail  order  houses, 
but  we  believe  that  the  plan  adopted  by  some  of  the  more 
progressive  firms  by  meeting  Greek  with  Greek  is  a  good 
one,  and  that  is,  to  publish  a  catalogue  themselves.  This 
plan  has  a  double  advantage  as  it  firstly  and  primarily 
is  good  advertising  in  the  immediate  vicinity  for  regular 
trade.  Direct  results  are  shown  by  the  frequency  of 
customers,  who  come  into  the  store  to  buy,  asking  for  a 
certain  style  or  number  advertised  in  the  catalogue.  Then 
again,  this  catalogue  goes  into  the  homes  side  by  side  with 
other  large  city  catalogues,  and  comparison  of  prices 
made,  and  when  the  goods  are  found  to  correspond  in 
value,  and  in  some  cases  to  be  of  better  value,  it  is  safe 
to  say  that  the  benefit  is  overwhelming  in  favor  of  the 
store  that  the  customer  can  come  to  personally  and  see 
the  goods  before  purchasing. 

Paying  Railway  Fares. 

Then  again,  a  special  advantage  is  given  to  anyone 
coming  from  a  distance,  as  upon  their  purchasing  a  cer- 
tain amount  of  goods  their  railway  fare  is  paid  both 
ways,  by  the  firm. 

For  example,  customers  within  a  radius  of  20  to  30 
miles,  upon  their  purchasing  goods  to  the'  amount  of 
$25;  30  to  45  miles,  $37.50;  45  to  60  miles,  $50;  60  to  80 
miles,  .$65,  will  have  their  railway  fare  refunded  to  them. 

While  this  combative  work  is  being  carried  out  in 
the  near  vicinity,  this  store,  as  well,  has  been  building 
up  a  substantial  mail  order  business  of  its  own^  which  has 
extended  to  all  the  Western  Provinces  and  has  brought 
an  increasing  volume  of  business,  the  Spring  season  of 
1908  having  to  its  credit  an  increase  in  sales  of  nearly 
50  per  cent,  over  the  Spring  of  1907. 

For  the  past  four  years  this  firm  has  issued  a  cata- 
logue of  100  pages  every  Spring  and  Fall.  It  is  well  illus- 
trated, a  great  many  of  the  electros  being  supplied  direct- 
ly by  the  manufacturers,  the  balance  being  made  specially 
from  sketches  drawn  from  the  article  itself.     It  is  neces- 


sary in  all  cases  to  have  the  identical  article  in  stock  as 
illustrated,  but,  should  it  be  sold  out,  it  is  the  invariable 
rule  to  substitute  a  better  article  at  the  same  price. 

Extensive  Advertising. 

Buying  is  made  easy,  as  satisfaction  is  guaranteed  on 
all  goods  sold,  or  money  refunded  and  express  charges 
paid  both  ways. 

Extensive  advertising  must  also  be  carried  on  regular- 
ly in  the  best  weekly  and  monthly  periodicals,  exploiting 
an  exceptionally  good  value  from  the  catalogue,  and  also 
asking  readers  to  send  for  catalogue. 

The  list  of  names  to  which  the  catalogues  are  sent 
must  be  frequently  and  carefully  revised,  in  order  to  cut 
out  all  "dead  wood"  owing  to  deaths,  removals  and  lack 
of  purchasing. 

In  conclusion,  my  advice  to  the  general  merchants  in 
the  smaller  cities  contemplating  the  publishing  of  a  cata- 
logue for  the  express  purpose  of  doing  a  mail  order  busi- 
ness alone,  is  "don't,"  but,  as  a  competitor  in  the  local 
field  against  the  large  city  mail  order  houses,  there  is 
nothing  so  effective  as  a  live,  up-to-date,  well-illustrated 
catalogue,  providing  that  prices  and  values  are  equally 
as  good,  or  better.  It  is  up  to  the  merchant,  who  is 
sitting  in  his  office  lamenting  over  the  loss  of  the  great 
amount  of  money  that  leaves  his  town,  to  go  to  the  city 
mail  order  houses,  to  "get  busy"  and  contrive  some 
definite  system  of  education,  by  advertising  or  a  catalogue 
to  bring  the  money  to  his  own  till.— A.  M.  Bunt,  with 
Brown's,  Limited. 


New   Companies  Incorporated. 

Clat worthy  &  Son,  of  Toronto,  have  been  granted  a 
provisional  charter  to  manufacture,  import  and  -sell 
display  fixtures,  figures  and  store  fittings  of  all  kinds. 
The  capital  is  $40,000  and  the  provisional  directors 
George  Clat  worthy,  Kitty  Clatworthy  and  Cecil  George 
Clatworthy. 

A  charter  to  manufacture  and  sell  woolen  and  cotton 
goods  has  been  granted  to  the  Parkhill  Woolen  Mills 
Co.,  with  capital  of  $20,000.  The  provisional  directors 
are:  Neil  Matheson,  D.  N.  MacLeod,  Alex.  Hotson,  N. 
Caw  and  Hugh  Matheson,   with  head  office  at  Parkhill. 

The  Canada  Label  &  Webbing  Co.  have  been  granted 
a  charter  to  manufacture,  buy,  sell  and  deal  in  silk  and 
other  woven  fabrics,  the  share  capital  to  be  $150,000, 
and  provisional  directors  W.  R.  Walton,  D.  L.  Smith 
and  J.  R.  Show,  Toronto;  head  office,  Toronto. 

H.  V.  Vineberg,  I.  Cohen,  A.  J.  Hart,  A.  Z.  Cohen  and 
S.  W.  Jacobs,  of  Montreal,  have  been  incorporated  as  H. 
Vineberg  &  Co.,  with  $250,000  capital,  to  manufacture 
garments  of  every  description,  to  deal  in  dry  goods,  silks, 
sal  ins,  etc.,  and  carry  on  the  business  of  tailors,  outfitters 
and  clothiers. 
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We  have  been  specially 
requested  to  make  a  Spring 
Announcement,  and  it  is  with 
every  confidence  that  we 
respond,  because  we  can  point 
with  pleasure  to  the  greatly 
improved  conditions  for  1909, 
compared  with  1908,  in  every 
part   of  Canada. 


Reports  from  all  over 
the  Dominion  indicate  that 
money  will  be  more  plentiful 
during  1909,  and  our  travellers 
and  sales-force  assure  us 
that     although     they     got     a 


(ur 
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good  reception  when 
taking  orders  for  1908, 
it  does  not  for  one  nnoment 
I  compare  with  the  ease  with  which 
■      they     are    taking    orders    for   1909. 

^^«  We    will     be     glad    to    hear 

"  that  others  are  having  the  same 
experience  ;  but  it  may  be  that  the 
enthusiasm  of  our  sales  force  is 
largely  due  to  the  fact  that  they 
can  offer  such  valu 
X  Y  Z     and     Honest 
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linings,  our  Anderson  and 
Kine;cot  ginghams,  Sovereign  Press 
goods,  Lion  hosiery,  carpet  squares, 
and  carpets,  Invader  ladies'  gar- 
ments  and   Sunbeam   velveteens.    ' 


rWe  invite  you  to  visit  our 
warehouse  when  in  Montreal  and 
to  make  an  inspection  of  our  stock. 
We  are  in  splendid  shape  to  look 
after  Spring  business,  and  would 
like  to  fill  your   order. 


The  W.  R.  BROCK  COHPANY,  (Limited) 
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Began  Business  with  $45  Stock  in  Dry  Goods  and  Ice  Cream 

Mrs.  C.  A.  Marshall  has  Built  up  a  Successful  Locality  Trade — Now  has  Her  Own  Store  and 
$8,000  Stock     Had  not  had  One  Day's  Experience  Behind  the  Counter —  Buys  and  Sells  for  Cash. 


A  dry  goods  stock  valued  at  $45,  ice  cream  in  some- 
what speculative  quantities,  business  ability  '  to  offset 
inexperience  and  a  decided  application  of  the  cash  prin- 
ciple— these  were  the  original  constituents  from  which 
Mrs.  C.  A.  Marshall,  2163  Queen  Street  East,  Toronto, 
developed  a  successful  business.  They  do  not  entirely 
confirm  traditional  directions  to  business  beginners,  but 
that  is  what  has  made  the  results  unusually  interesting. 

The  process  has  only  taken  about  seven  years.  In 
materialized  form,  Mrs.  Marshall's  success  is  now  re- 
presented by  a  substantial  store  building  erected  on  a 
$1,000  Queen  Street  lot,  at  a  cost  of  $5,000— the  pro- 
perty is  worth  much  more  to-day — a  dry  goods,  men's 
furnishing  and  fancy  goods  stock  valued  at  between 
$8,000  and  $9,000,  a  very  good  locality  trade,  and 
enough  customers  from  distant  part.s  of  the  city  to 
demonstrate  that  attractive  values  will  not  be  confined 
to   district   limits. 

Does  Not  Believe  in  Bargains. 

By  attractive  values  Mrs.  Marshall  does  not  mean 
bargains.  The  latter  form  no  part  of  her  merchandising, 
and  she  states  that  when  she  wants  to  indulge  in  sensa- 
tional philanthropy  she  will  give  things  away.  She  has 
never  held  a  bargain  sale. 

"One  can  never  guarantee  a  bargain,"  said  this 
discerning  woman  of  business,  whose  own  foresight  and 
application,  better  described  as  hard  work,  have  served 
her  in  the  stead  of  those  essentials  embodied  in  mer- 
cantile experience. 

"Never  buy  at  a  bargain  and  then  it  will  never  be 
necessary  to  sell  at  a  bargain.  That  is  one  of  the 
rules  I  have  worked  on.  If  a  bargain  does  not  turn  out 
right  it  comes  back  at  the  reputation  of  the  store.  I 
do  not  go  in  for  large  margins  of  profit.  That  would 
be  a  mistake  on  the  part  of  a  locality  store.  I  find 
it  possible  to  give  the  people  better  prices  on  many 
lines  than  they  can  obtain  in  the  large  city  stores. 
Where  expenses  are  not  great  this  is  an  easy  matter. 
If  it  so  happens  that  my  stock  does  not  contain  what 
a  customer  may  desire,  I  obtain  it  for  her  if  at  all 
possible.  Very  often  she  is  thus  relieved  of  the  neces- 
sity of  making  a  trip  up  town.  My  stock  consists 
largely  of  lines  which  move  rapidly,  hosiery  being  a 
specialty.  One  condition  I  insist  upon  in  my  buying  is 
that  I  may  return  goods  immediately  when  any  defect 
is  discovered. 

How  Mrs.  Marshall  guided  her  business  to  success 
is  not  the  uninteresting  chronicle  about  dollars  and 
cents  and  dry  goods  that  one  might  expect.  When  a 
woman  with  two  small  children  to  look  after,  and  her 
husband  ill  in  the  Old  Country  starts  out  to  conduct  a 
dry  goods  store  on  a  capital  of  $45,  with  no  experience, 
it  is  worth   while  noting   developments. 

Leased  Store  for  Five  Years. 

"My  first  store  was  on  Queen  Street  East,  near 
Pape  Avenue,"  said  Mrs.  Marshall  to  the  Review.  "I 
leased  a  store  for  five  years.  It  had  no  shelving  or 
furniture  of  any  kind,  so  I  fixed  it  up  with  tables  and 
for  a  few  dollars  secured  a  counter  which  was  so  large 


that  I  was  able  to  curtain  it  off  and  use  part  of  it  for 
the  ice  cream  department.  I  bought  my  ice  cream 
ready-made,  and  on  the  first  24th  of  May  I  came  out 
$40  ahead. 

"I  was  in  that  store  for  about  two  years,  when  I 
heard  of  another  stand,  a  much  better  one,  at  the  corner 
of  Carlaw  and  Queen.  My  landlord  would  not  take  any 
less  than  three  months'  notice,  so  I  sub-let  the  store 
for  $2  a  month  more  than  I  was  paying.  I  had,  of 
course,  taken  necessary  precautions  in  my  lease.  When 
I  went  into  my  new  quarters  I  bought  a  fountain  for 
my  ice  cream  parlor,  costing  $125,  and  put  as  much 
money  as  I  could  afford  into  dry  goods.  That  depart- 
ment was  growing  fast,  so  finally  I  sold  the  fountain 
for  what  I  had  paid  for  it,  gave  away  my  ice  cream 
business  and  devoted  my  entire  attention  to  dry  goods. 
Everything  went  along  very  nicely  and  about  two  years 
ago  I  turned  the  business  over  to  my  sister  and  located 
here. 

Bought  and  Sold  for  Cash. 

"When  I  opened  my  first  store  I  had  not  had  one 
day's  experience  behind  a  counter.  I  had  no  assistance 
and  it  kept  me  busy  at  times  waiting  on  customers  and 
looking  after  my  two  children.  My  husband,  who  has 
been  in  the  employ  of  the  Toronto  Railway  Co.  for  25 
years  as  a  conductor,  was  ill  in  the  Old  Country.  He 
had  gone  home  fori  his  health.  Although  I  had  had  no 
actual  training  in  the  business  I  knew  what  stock  I  had 
and  my  brains  helped  me  out.  From  the  very  first  I 
bought  and  sold  for  cash.  It  required  no  experience  to 
tell  me  that  when  people  get  goods  out  of  the  store 
without  paying  it  is  convenient  for  some  of  them  to 
forget  about  it.  They  have  the  goods  and  the  money 
and  the  merchant  has  nothing.  I  have  an  assistant  in 
the  store  with  me  now  and  business  receives  our  un- 
divided attention." 

Specializes  on  Hosiery. 

Mrs.  Marshall's  store  has  a  frontage  of  22  feet,  and 
a  depth  of  45  feet.  A  counter  in  the  shape  of  a  horse- 
shoe extends  out  from  the  rear  of  the  store  and  is  used 
for  displaying  fancy  articles.  The  dry  goods  stock  con- 
sists largely  of  staples.  The  hosiery  section  is  unusu- 
ally large  for  a  store  of  that  size,  and  this  is  the  result 
of  Mrs.  Marshall's  specializing.  Staple  lines  of  men's 
furnishings  form  a  well-developed  branch  of  the  business. 

The  store  is  situated  in  a  section  of  Toronto  known 
as  the  Beaches,  about  six  miles  from  the  heart  of  the 
city.  In  the  Summer  time  it  is  a  popular  neighborhood 
for  cottagers  and  campers.  Mrs.  Marshall  states,  how- 
ever, that  the  arrival  of  the  outing  season  has  no  great 
effect  on  business,  her  opinion  being  that  many  people 
leave  the  locality  on  pleasure  jaunts  of  their  own,  thus 
counteracting  any  benefit  that  might  be  derived  from 
the  transient  residents. 

The  display  window  has  a  width  of  20  feet.  Its 
advertising  value  is  always  well  developed  by  means  of 
attractive  displays.  In  order  to  overcome  the  effects  of 
frost  or  fog  of  any  kind  on  the  glass  the  display  space 
is  heated   by   steam. 
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There  Is  No  Better 
Pattern 


THE 

NEW:^IDEA 

10c. 
PATTERN 

WAS  THE  FIRST  GOOD 
PATTERN  SOLD  AT  A 
POPULAR  AND  UNIFORM 
PRICE.  IT  IS  TO-DAY  THE 
BEST. 


The  result  of  years  of  practical 
experience  in  the  designing  and 
manufacture  of  tissue  paper  pat- 
terns, added  to  an  intimate  and 
comprehensive  knowledge  of  the 
qualities  most  to  be  desired  in  a 
paper  pattern. 

New  Idea  Patterns  are  as  accu- 
rate as  it  is  possible  for  a  paper 
pattern  to  be.  The  entire  process 
of  their  manufacture  is  in  the 
hands  of  experts,  who  spare  no 
effort  to  produce  a  perfect  pattern, 
by  which  any  woman  with  ordin- 
ary intelligence  and  skill  in  needle- 
craft  can  fashion  garments  that  fit 
well,  look  well,  and  are  distinctly 
up-to-the-minute  in  style. 

New  Idea  Patterns  are  simpler 
to  follow  than  any  other  paper 
pattern  on  the  market.  They  con- 
tain no  unnecessary  markings,  and 
present  no  complications  for  the 
embarrassment  of  the  inexpert 
home  sewer. 

THE  AVERAGE   WOMAN 

-MOST  WOMEN-will  buy  it 
in  preference  to  all  others,  when 
they  know  that  they  can  get  A 
PERFECT  PATTERN  FOR 
TEN  CENTS  AND  SAVE 
FIVE  CENTS. 

Let  us  tell  you  more  about  it. 


THE  NEW  IDEA  PATTERN  CO. 

HOME  OFFICE  :   636  and  638  BROADWAY,  NEW  YORK 


Western  Offices  :   2!2-2U  Fifth  Avenue,  CHICAGO.   ILL. 

Canadian  Office  :   70  Bay  Street,  TORONTO,  ONTARIO. 
27-29  Stevenson  Street.  SAN  FRANCISCO. 


16!I    VVashinston  Avenue.  ST.  LOUIS,  MO. 
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Advertising    That    Brings    the     Buyer    to    the    Counter 

How  a  Retailer  Built  Up  a  Successful  Business  in  a  Decade  —  News- 
paper Publicity   and  Special  Sales   Backed    by  Service  and   Quality. 

By  Frank  M.  low,  founder  of  Frank   M.   Low  &  Co  ,  in  System- 


If  it  had  not  been  for  persistent,  consistent  adver- 
tising, I  believe  I  should  now  be  very  fortunate  if  the 
little  twenty-five  by  thirty  room  in  which  I  started 
business  still  continued  to  house  me.  I  could  scarcely 
have  expected  my  store  to  grow. 

In  an  advertising  campaign  for  a  retail  store  news- 
paper publicity  comes  first  always.  And  in  appealing  to 
the  trade  of  men,  I  believe  short  concise  statements  of 
fact  are  the  most  effective;  men  want  to  run  as  they 
read — and  will  not  wade  through  the  descriptive  adver- 
tising that  appeals  to  women.     We  have  a  short  adver- 


Here  is  One  of  the  Full  Page  Advertisements  which   Brought  Business 
by  its  Combined  Design,  Pictorial  Characters  and  Personal  Appeal. 


tisement  varying  from  14  to  30  inches  in  all  of  our  local 
papers   (which  number  four)   every  day  of  the  year. 

Change  Advertising  Copy  Daily. 

We  change  the  copy  daily;  I  don't  remember  in  all 
my  ten  years  of  newspaper  advertising  of  ever  allowing 
the  same  advertisement  to  appear  twice,  or  of  skipping 
a  day,  Sundays  excepted.  Steady,  persistent,  constant- 
ly before  the  public  newspaper  advertising  pays.  Our 
advertisements  are  mostly  in  the  nature  of  interesting 
store  news.  We  strive  to  keep  them  short,  terse  and 
crisp,  no  bombastic  display,  and  no  exaggerations  are 
ever  permitted  to  appear  over  our  name.  Ten  months 
out  of  the  year  we  talk  quality,  style  and  store  service, 
and  two  months  out  of  the  year — one  in  mid-summer 
and  one  in  mid-winter — we  talk  price.  Then  we  clean  up 
the  remainder  of  the  season's  stock  and  start  anew.     In 


that  way  we  have  no  accumulation  of  old  stock  and  we 
don't  tire  the  public  out  with  sales. 

Illustrated  advertising  serves  to  catch  the  eye  of  the 
busy  man,  so  we  have  a  new  cut  at  the  top  of  every 
advertisement — not  the  very  much  overdone  "woodeny" 
kind,  but  an  interesting,  original  cut  which  for  its  merit 
alone  is  worth  while  studying,  and  whictf,  of  course, 
always  has  some  bearing  upon  the  text  of  the  advertise- 
ment that  follows. 

Illustrations  Must  Be  Right. 

An  illustration,  in  order  to  help  an  advertisement, 
has  got  to  be  right.  Above  all  it  must  have  originality. 
For  the  average  concern  to  employ  a  man  capable  of 
drawing  an  original  cut  every  day  is  out  of  the  question. 
So  we  subscribe  to  a  clothier's  exclusive  cut  and  adver- 
tising service,  which  furnishes  seasonable  cuts  for  every 
day  in  the  year.  By  thus  co-operating  with  many  other 
concerns  throughout  the  country  we  enjoy  the  benefit  of 
talent  we  could  not  otherwise  afford.  Our  store  news  is 
edited   to   correspond. 

There  are  so  many  logical  talking  points  in  my  busi- 
ness that  it's  comparatively  easy  to  promote  the  sale  of 
merchandise,  although  to  do  it  most  effectually  one 
wants  to  time  the  window  displays  and  interior  store 
exhibitions  so  that  they  will  back  up  the  newspaper  an- 
nouncements. For  instance,  if  we  advertise  a  sale  of 
men's  fifteen  dollar  suits,  we  usually  have  on  exhibition 
some  of  the  suits  in  one  of  our  show  windows,  and  we 
also  have  them  displayed  conspicuously  inside  the  store; 
then,  if  the  customer  is  drawn  to  our  store  from  the 
advertisement,  the  interest  awakened  by  the  newspaper 
announcement  is  kept  alive  by  the  show  window  and  the 
interior  display,  and  in  that  way  the  advertisement  is 
very  materially  strengthened  to  the  extent  that  its 
nothing  short  of  lack  of  goods  or  poor  clerks  that  would 
hinder  the  making  of  the  sale. 

Between  the  constant  changing  of  styles,  the  many 
improvements  that  are  constantly  being  made  in  wear- 
ables for  men,  and  the  novelties  that  are  being  intro- 
duced almost  daily,  there's  little  or  no  difficulty  in  find- 
ing something  to  call  the  public's  attention  to,  every  day 
of  the  year,  in  a  profitable  manner. 

Talks  Quality  for  Ten  Months. 

For  ten  months  out  of  the  year  in  my  advertisements 
I  talk  quality,  style  and  more  service;  the  other  two 
months,  one  at  the  end  of  the  Summer  season,  say 
August,  and  one  at  the  end  of  the  Winter  season,  say 
February,  we  clean  up  what  remains  of  our  stock  and 
talk  price — appealing  to  that  feeling  of  thrift  that  exists 
to  a  greater  or  lesser  degree  in  everybody's  make-up. 
Personally,  I  am  not  a  big  believer  in  running  too 
many  sales,  in  men's  wear  especially.  I  think  it  can  be 
overdone.  We  never  inaugurate  a  sale  without  a  real 
pressing  and  legitimate  excuse  behind  it,  and  those  con- 
ditions exist  in  a  well  established  business  but  two  or 
at  the  most,  three  times  a  year.  Of  course  I'm  referring 
now  to  sales  that  affect  every  department  in  your  store, 
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•«p««ially  the  clearance  sales  at  the  season's  end,  with- 
out which  no  business  can  retain  a  healthy  condition. 

I  think  the  cry,  bargain!  bargain!  bargain!  has  been 
overdone;  the  public  has  been  fooled  so  often  that  I'm 
inclined  to  state  my  values  modestly  and  let  the  public 
find  out  in  their  own  way  in  due  time., 

The  result  is  interesting,  attractive,  convincing, 
judicious  advertising.  After  a  few  years  of  this  sort  of 
advertising  in  a  community  it  becomes  pretty  hard  for 
one  of  our  townspeople  to  think  of  wearing  apparel  of 
any  kind  without  thinking  of  our  concern. 

Bulletins  Hold  Interest. 

One  of  our  most  effective  as  well  as  most  inexpensive 
ways  of  gaining  and  holding  public  interest  is  by  the 
use  of  bulletin  boards  at  the  entrance  of  each  of  our 
two  doorways.  At  the  top  of  these  bulletin  boards  in 
large  raised  brass  letters  are  the  words,  "Low's  Store 
News,"  and  every  morning  as  the  daily  pedestrian  goes 
by  our  store  he  is  greeted  with  a  new  bulletin  on  the 
board,  always  something  catchy  and  a  phrase  of  the 
day,  or  something  that  we  can  turn  or  twist  so  that  it 
will  have  some  bearing  on  the  store  service  or  the  mer- 
chandise inside.  We  have  succeeded  in  making  these 
bulletins  so  interesting  that  hundreds  of  people  now  look 
for  the  new  one  every  day,  and  it  has  become  one  of  the 
talked-of  features  of  our  store. 

One  of  our  recent  successful  advertising  ideas  that 
we  have  already  begun  to  feel  the  good  effects  of,  was  a 
"New  Year's  Greeting"  mailed  to  all  of  our  patrons 
January  1st.  With  the  greeting,  which  was  printed  on 
heavy  book  paper,  in  two  colors,  we  enclosed  one  of 
our  business  cards  and  a  coin  about  the  size  of  a  twen- 
ty dollar  gold  piece.  One  side  of  the  coin  bore  the 
head  of  George  Washington  and  the  inscription  "Frank 
M.  Low  &  Co. — 1908;"  the  other  side  contained  the 
following  inscription,  "Good  for  50c  at  Prank  M.  Low 
&  Co.'s  on  a  $5.00  Purchase."  We  can  trace  a  direct 
increase  in  our  January  sales  just  to  the  influence  of 
these  coins.  Many  of  our  patrons  say  they  wouldn't 
part  with  them,  that  they're  going  to  carry  them  as 
good  luck  pieces. 

Sales  that  Do  More  than  Move  Goods. 

On  the  tenth  anniversary  of  the  opening  of  our  store 
I  carried  out  a  plan  that  proved  very  successful  and 
created  a  lot  of  talk.  I  advertised  a  three  day  "Anni- 
versary Sale,"  announcing  that  every  tenth  purchase,  it 
being  our  tenth  anniversary,  would  be  given  to  the  pur- 
chaser absolutely  free.  Check  was  kept  at  the  cashier's 
desk  and  each  tenth  box  which  came  in  over  the  auto- 
matic cash  carrier  was  sent  back  to  the  clerk  who  had 
forwarded  it  and  the  money  it  contained  returned  to  the 
customer. 

It  cost  fourteen  per  cent,  of  the  sales  for  the  three 
days,  greater  than  the  law  of  average  should  have  called 
for,  but  it  was  good  advertising. 

The  best  part  of  it  all  was  it  gave  the  public  in- 
creased confidence  in  our  word.  Many  instances  come  to 
my  mind  that  plainly  show  the  value  of  this  idea.  One 
young  man  came  in  and  bought  an  overcoat;  his  was 
a  tenth  sale;  his  money  came  back,  and  he  therefore  re- 
ceived the  overcoat  absolutely  without  cost.  His  father 
wanted  a  new  overcoat,  but  had  intended  putting  off  the 
purchase  until  possibly  another  winter.  With  the  money 
that  had  been  saved,  however,  he  could  buy  a  garment 
at  once.  He  came  in  and — think  of  it?— his  purchase, 
too,  was  a  "tenth"   one,   and  he  walked  home    with  the 


money  still  unexpended  and  a  new  overcoat  on  his  hack. 
That  family  are  still  talking  and  telling  their  acquaint- 
ances of  our  "square  dealing." 

"A  square  deal"   in  quality   and  service  back   of  this 
kind  of  publicity   spells  success. 


Coloring  Washable  Leather. 

J.  B.  Jackson,  Trade  Commissioner  at  Leeds  and 
Hull,  states  in  his  weekly  report  to  the  Department  of 
Trade  and  Commerce  that  "The  coloring  of  leather  is 
an  art  in  which  great  difficulty  has  always  been  encoun- 
tered. It  is  difficult,  in  the  first  place,  to  dye'  it  evenly 
of  the  same  color,  and  equally  so  to  secure  any  degi'ee 
of  permanency.  An  English  firm  claims  they  have  suc- 
ceeded   in    coloring   leather   by    an    entirely    new    process. 
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One  of  the   Panel  Announce- 
ments Used  to  Appeal  to 
Customers  with  Their 
Personal  Talk. 


The  Bulletin  Board  on  Which 
Special  Announcements  are 
Made  to  Appeal  to  Cus- 
tomers   Passing  the 
Store, 


For  this  product  of  their  ingenuity  they  claim  the  fol- 
lowing  striking    advantages : 

"Permanent  and  fast  color;  it  will  not  fade;  will 
wash  with  soap  and  water  without  deterioration  either 
to  shade  of  color  or  quality  of  the  leather;  is  of  the 
same  color  all  through,  and  will  consequently  wear  even- 
ly;   and    will    not    stain    the    most    delicate    fabrics. 

"The  claim  that  these  skins  can  be  washed  is  per- 
haps the  most  interesting  to  the  ordinary  user  of  leather. 
Leather,  like  everything  else,  is  liable  to  become  soiled — 
a  pair  of  gloves,  for  instance,  rapidly  becomes  unpresent- 
able— and  the  possibility  of  washing  it  again  and  again 
and,  in  fact,  of  wearing  it  until  it  is  actually  worn  out, 
is  most  attractive. 

"A  large  and  increasing  trade  is  done  in  Canadian 
leather  in  this  district,  and  the  product  of  our  Canadian 
tanners  is  very  much  in   I'equest  and  appreciated  here." 
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Bright  Store  Kinks  That  are  Making  Good 


The  Review  is  willing  to  pay  for  contributions  to  tliis  depart- 
ment. Articles  need  not  be  sent  in  already  prepared  foi'  publica- 
tion. Merchants  or  salesmen,  knowing  of  "bright  kinks,"  wlio 
may  have  no  time  to  go  into  lengthy  descriptions,  need  do  no 
more  than  drop  a  few  lines  to  the  Review,  outlining  the  particu- 
lar feature.    The  wideawake  man  will  find  it  worth  while. 

Weighed  Infants  A  plan   which  erealed  unusual  in- 

and  terest  in  an  infants'  wear  department 

Awarded  Prizes  was  recently  worked  out  very  success- 
fully in  a  good-sized  store.  A  set  of 
scales  was  suspended  above  a  counter  and  attached  to  it 
was  a  rattle  attractively  adorned  with  bright  ribbons. 
The  parent;  who  visited  the  department  with  her  little  one 
was  given  a  card  on  which  she  wrote  her  name  and  ad- 
dress, as  well  as  that  of  her  child.  While  the  tiny  tot  was 
being  weighed,  if  a  chubby  hand  was  thrust  out  towards 
the  rattle,  a  record  of  that  fact  was  made  by  the  sales- 
man in  charge  and  the  weight  was  placed  upon  the  card. 
The  childish  instinct  to  catch  hold  of  the  rattle  was  re- 
warded a  few  days  later  when  a  dainty  prize,  addressed  to 
its  diminutive  self  was  sent  through  the  mail.  A  pretty 
card  was  the  token  presented  each  of  the  others.  The 
plan  served  a  number  of  purposes.  It  not  only  procured 
for  the  store  a  reliable  mailing  list,  but  also  caused, 
through  special  advertising,  sufficient  interest  in  the  de- 
partment to  make  the  scheme  a  good  business  promoter. 

Inspiration  When  a  merchant  has  thorough- 

in  ly  departmentized  his  store,    he  finds 

Comparing  Records,  that  one  great  advantage  afforded 
by  systematic  arrangement  is  the 
ease  with  which  present  and  past  records  may  be  com- 
pared. This  very  feature  has  been  made  a  medium  of 
inspiration  by  some  of  the  larger  city  stores.  The  heads 
of  the  different  departments  are  regularly  handed  extracts 
from  the  records  of  the  year  preceding  with 
the  object  of  improving  upon  them  in  the  present 
year.  The  staff  in  each  depaitment  thus  know  what  is 
expected  of  them.  The  figures  give  the  heads  of  the  store 
something  to  steer  by,  and  the  general  idea  is  one  that 
carries  with  it  the  incentive  to  excel.  In  smaller  stores, 
where  everything  is  well  systematized,  the  same  plan  is 
easily  possible,  and  instances  are  not  wanting  in  which 
merchants  have  taken  weekly  records  of  one  year  as  the 
means  of  measurement  in  that  which  followed,  their  ambi- 
tion being  set  upon  some  point  in  advance  consistent  with 
their  conception  of  satisfactory  progress. 

Making  the  Store  Besides   conducting   a   voting  con- 

a  Centre  test,  by  which  to  discover  the  best  boy 

of  Interest.  and  girl,  not  only  in  town,  hut  in  each 

ward,  J.  F.  Cairns,  of  Saskatoon,  re- 
leased something  special  for  the  "oldsters."  He  an- 
nounced that  "on  the  evening  of  election  day,  amongst 
other  things  Mayor  Wilson  will  present  to  the  candidate 
polling  the  highest  vote,  in  the  municipal  elections,  a  life- 
like reproduction  of  our  old  friend  Humpty-Dumpty. 
merely  to  remind  him  of  the  chap  who,  after  reaching  the 
top  of  the  wall,  took  a  serious  tumble.  To  the  candidate 
who  polls  the  lowest  vote  in  the  city.  Mayor  Wilson  will 
present  with  our  compliments,  a  most  benevolent  repro- 
duction  of  Mother  Katzenjammer,  who   will   console   him 


in  the  hour  of  his  defeat.  We  dare  either  of  tiie  winners 
of  the  above  to  be  absent  on  Monday  evening  at  8.30 
o'clock."  The  scheme  was  introduced  by  Cairns  as  one 
means  of  celebrating  the  sixth  anniversary  of  his  business, 
and  is  typical  of  the  unique  and  very  successful  methods 
which  he  adopts  to  centralize  interest  in  his  store.  The 
boy  or  girl  receiving  the  largest  number  of  votes  in  the 
contest  before  referred  to  was  presented  with  a  purse 
containing  $50  in  gold. 

^. 
Bargain  Annex  The  "Bargain  Annex"  is  a  depart- 

a  Good  ment  which  Cressman,  of  Peterborough, 

Special  Feature,  introduces  with  profit  in  connection 
with  holiday  seasons.  He  gives  it  the 
benefit  of  strong  advertising.  Here  is  a  paragraph  from 
his  ad  which  is  in  itself  descriptive  of  the  methods  em- 
ployed: "Big  Dress  Goods  Bargain — Last  week's  annex 
dress  goods  sale  was  such  a  big  success  that  we  have  sel- 
ected anotljer  lot  for  this  week's  'annex  in  plain  navy, 
black,  brown,  e'tc.  In  the  annex  all  one  price.  As  is  al- 
ways customary  in  the  case  of  special  or  general  mer- 
chandising, plans  with  which  A.  W.  Cressman  featureizes 
his  business  the  proposition  is  always  given  the  benefit  of 
the  best  possible  publicity.  That  is  one  explanation  of 
their  success. 

Voting  Contest  George  Viekers,  of  Barrie,  gave   the 

for  the  young    people    of    his    town    and    the 

Boys  and  Girls,  surrounding  country,  especial  reason  to 
be  interested  in  his  store  not  long  ago 
by  conducting  a  voting  contest.  One  ballot  was  given 
with  every  fifty  cent  pivrchase.  There  were  fourteen 
prizes,  seven  for  boys  and  seven  for  girls,  and  to  those 
securing  the  largest  number  of  ballots  within  a  certain 
period,  prizes  were  given.  In  a  very  short  time,  there 
were  280  girls  and  84  boys  on  the  list  of  eligibles.  The 
comparatively  small  showing  of  boys  had  its  explanation 
in  the  fact,  according  to  Mr.  Viekers,  that  the  boys  made 
a  more  thorough  canvass  to  corral  the  votes.  The  contest 
proved  a  live  subject  to  both  young  and  old,  while  it  last- 
ed.    Its  competitive  feature  made  it  a  paying  proposition. 


^ 


Ten  Per  Cent.  Off 

as  a 
Cash  Promoter. 


W.  E.  Megaw,  of  Vernon,  B.C., 
added  dry  goods  to  his  department 
store  a  few  years  ago.  He  did  not 
immediately  inaugurate  the  cash  prin- 
ciple, but  he  adopted  a  plan  which  made  it  worth  while 
for  the  shopper  to  have  the  ready  money  with  him  when 
he  went  there  to  buy  things.  Mr.  Megaw  announced,  at 
the  outset,  that  he  would  allow  10  per  cent,  discount  for 
cash.  The  idea  was  a  good  one,  it  seemed  particularly 
well  adapted  to  a  district  in  which  "hard  times"  seldom, 
if  ever,  enter  into  the  general  experience.  The  plan  ad- 
mitted of  no  suspicion  from  the  customer's  point  of  view, 
for  he  was  always  at  liberty  to  make  comparisons.  That 
is  the  equalizing  factor  always  at  the  service  of  the  shop- 
per. Mr.  Megaw  states  that  the  great  bulk  of  his  bu-siness 
at  the  present  time  is  cash,  and  he  attributes  that  fact  to 
the  rule  put  into  practise  from  the  beginning. 
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6*N0Nrn5  INSURANCE 


AGAIN5T 


DARNING 


It  Would  Not  Pay  Us 

to  guarantee  anything  hut  a  superior 
product,  perfect-htting  and  comfort- 
able— or,  in  fact,  anything  which  is  not 
exactly  as  represented. 


It  Will  Pay  You 

to  sell  guaranteed  goods  that  gi\'e  your 
customers  lasting  "  come  -  hack  -  for- 
more-of-the-same-kind  "     satisfaction. 


Made 
to 
Fit 


N  EVE  R  DAR  N 
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FOR    MEN    AND    WOMEN 


Fit 

to 

Wear 


Knit  absolutely  seamless  of  six  strands  of  specially  prepared  long  fibre  Maco  and  Lisle  yarn  interwoven. 
Dyed  by  new  process  sanitary  dye,  which  leaves  the  fabric  as  strong,  clean  and  soft  as  undyed  hosiery. 
In  leather  shade  tan  and  black. 

Six  Pairs  Guaranteed  for  Six  Months 

Each  box  contains  our  guarantee  coupon  as  follows:  Should  any  or  all  of  this  six  pairs  of  hose  re- 

quire darning  within  six  months  from  the  date  you  bought  them,  we  will  send  you  at  our  own  expense 
a  new  pair  for  each  damaged  pair  returned." 


Kacli  pair  slamped  wirli  this 
recisrernl  Trade  Marie. 


You  Push  This  Line 

It'll  pay  you,  as  somebody  in  your  town  is  going  to  sell  a  lot  of  them  and  you 
might  as  well  be  the  man.  Take  advantage  of  our  customer-creating 
advertising  and 

ORDER  NOW   FROM   YOUR  JOBBER 


=  e  ji  STE  of:c 


Chipman  Helton   Knitting  Co.,  Ltd. 


Hamilton 


Canada 


E.   H.   WALSH  &   CO.,    Sole  Selling  Agents,  TORONTO  and   MONTREAL 


Please  mention  The  Reviezv  to  Advertisers  and  their  Travelers 


DRY     GOODS     REVIEW 


65 


An  Interior  View  of  the  busy  Mitsukoshi  Store,  showing  the  Japanese  Style  of  Counters  and  Display  Case  Extending 
Along  the  Right,  and  the  Numerous  Customers  Seeking  Bargains. 


The  Development  of  Japan's  300-Year  Old  Retail  Store 

Organization  and  Management  of  Mitsukoski,  Japan's  First,  Largest  and  Most 
Typical  Department  Store — One  Price  System  Introduced  Two  Centuries  Ago. 

By  S.  Hamada,  Advertising  Manager,  in  System. 


The  Japanese  department  store  really  dates  back  only 
ten  years,  when  the  firm  of  Mitsui-Gofukuten,  of  Tokio, 
under  the  managing  directorship  of  Mr.  0.  Hibi,  began 
the  expansion  of  its  store,  hitherto  devoted  to  dry  goods 
only,  into  further  departments. 

This  firm  has  been  in  existence  under  one  name  and 
another  for  hundreds  of  years.  It  was  established  as  the 
firm  of  Yechigoya  centuries  ago.  In  1893  it  changed  its 
name  to  Mitsui-Gofukuten,  and  since  1904  it  has  been 
called  Mitsukoshi. 

The  name  Mitsukoshi  has  a  peculiar  derivation.  The 
Mitsui  family,  owners  of  the  Mitsui  Bank  and  the  most 
powerful  commercial  force  in  Japan  to-day,  had  control 
of  the  store  until  1906.  In  order  to  keep  the  old  tradi- 
tions, they  combined  the  first  two  characters  of  the  Mitsui 
and  old  name  Yechigoya,  and  formed  the  name  Mitsukoshi. 

The  store  as  it  looked  more  than  two  hundred  years 
ago  is  shown  in  the  photograph  of  the  painting  here  re- 
produced. It  was  one  large  room  with  no  display  win- 
dows or  counters.  The  customer,  coming-  in  from  the 
street,  squatted  down  on  the  floor  and  the  salespeople 
went  to  the  stock  shelves  on  the  walls  and  pulled  down 
their  goods.  The  sign  on  this  painting,  which  is  proved 
to  be  authentic  and  to  have  been  painted  about  two  hun- 
dred years  ago,  is  very  significant.    It  reads: 

Notice  : 

1.  Exchange  rate  koban  62  momme. 

2.  One  price  only. 


The  first  announcement  simply  means  the  rate  of  ex- 
change allowed  between  silver  and  gold,  one  koban  being 
sixty-two  momme,  which  amounted  to  one-half  pound 
sterling.  But  it  is  the  second  announcement  which  is  sig- 
nificant. I  remember  reading  some  years  ago  an  article 
in  System  in  which  was  attributed  to  John  Wanamaker 
the  inauguration  of  the  one-price  idea  which  is  now  in 
force  throughout  the  Aryan  world.  It  may  be  true  that 
he  first  established  the  one-price  system  for  Europe  and 
the  United  States,  but  here  is  evidence  that  this  system 
was  in  operation  in  Japan  over  two  hundred  years  ago. 
This  is  a  historical  fact,  for  I  do  not  remember  and  know 
of  no  man  in  Japan  who  remembers,  that  this  store  ever 
used  anything  but  the  one-price  system  since  its  existence. 

Beginning  in  1896,  the  Mitsukoshi  store  added  one  de- 
partment after  another,  until  to-day  the  merchandise  of 
the  store  includes  eleven  departments,  handling  more  than 
that  number  of  distinct  lines  of  goods.  The  most  recent 
additions  to  the  departments  have  been  a  shop  which 
tailors  and  retails  men 's  clothes  of  foreign  styles,  a 
restaurant  for  customers  only,  and  a  complete  photo- 
graphic studio. 

The  personal  organization  of  Mitsukoshi  seems  to  fol- 
low very  closely  that  of  large  department  stores  in  Europe 
and  America.  At  the  head  of  the  store  is  the  managing 
director,  Mr.  0.  Hibi,  a  pioneer  of  department  store  mer- 
chandizing in  Japan,  formerly  assistant  manager  of  the 
Mitsui  Bank.  Mr.  Hibi  is  a  graduate  of  Keio  College. 
Under  him  are  the  nine  distinct  divisions  into  which  the 
store  divides  itself. 
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Handling  the  Records. 

First  is  tiie  secretary's  division.  He  is  an  official  of 
(■lie  company,  tirst  assistant  to  the  managing  director,  in 
charge  of  all  the  records  and  the  handling  of  correspond- 
ence. 

Second  is  the  advertising  division,  which  has  charge 
(if  the  newspaper  and  magazine  advertising,  the  getting 
out  of  other  advertising  literature,  booklets  and  circulars, 
and  the  publishing  of  the  monthly  house  organ,  the  Mit- 
sukoslii  Journal,  "Jiko." 

Care  in  Sales  Department. 

Third  is  the  division  of  salesrooms,  controlled  by  Mr. 
K.  Fujimura,  who  is  one  of  the  directors.  He  entered  the 
store  45  years  ago  and  acquired  experience  in  all  lines. 
This  division  has  in  its  charge  the  care  of  the  salesroom, 
displays  of  goods,  oversight  of  the  salespeople,  and  the 
handling  of  customers.  Attached  to  the  salesrooms  are 
four   departments    or   sets   of   executives:    first,    the   floor 


Seventh  is  the  city  delivery  division,  which  handles 
the  shipping  and  delivery  of  goods. 

The  cashiers'  division  is  eighth;  it  receives  all  cash 
accounts  for  money,  and  makes  the  original  cash  book 
entries. 

The  ninth  division  is  that  of  accounting,  and  handles 
the  work  which  its  title  signifies. 

The  Buying  Division. 

The  Mitsukoshi  Company  has  other  department  stores 
in  Osaka;  Seoul,  Korea;  and  in  Dalny,  China;  while  the 
house  maintains  buying  branches  in  Kyoto,  the  silk  centre 
of  Japan,  and  in  Kiyu,  the  centre  of  the  cotton  and  silk 
industry.  The  selling  stores  have  the  same  organization 
as  the  department  store  in  Tokio  and  are  controlled  by 
the  managing  director. 

The  most  important  factors  in  this  retail  store  are  the 
merchandizing,  the  salesrooms  and  the  advertising  divi- 
sions.    It  is  in   the  merchandizing  division   that  the  true 


How  Complete  and  Modern  is  tlie  Japanese  Store  is  Sliown  by  this  Ptiotograph  of  the  Roof  Garden  above  the  Store. 
Flower  Beds,  a  Temple  and  Shrine,  and  Inviting  Outdoor  Arrangement,  Invite  Customers  to  the  Store. 


Here 


walkers  who  meet  the  customers  and  see  that  they  are 
served  properly;  second,  the  inspectors  who  are  immediate- 
ly over  the  salesforce,  and  who  O.K.  sales,  approve  of 
credits  and  decide  questions  which  the  salespeople  refer 
to  them;  third,  the  interhouse  and  outside  telephone  de- 
partment, which  is  quite  an  elaborate  affair;  and,  fourth, 
the  window-trimming  force,  which  has  charge  of  all  dis- 
plays. 

The  fourth  general  division  is  the  buying  or  merchan- 
dizing. Thig  division  has  charge  of  the  buying  of  all 
goods  sold  in  the  store. 

The  fifth  division  has  charge  of  the  equipment.  This 
corresponds  to  the  superintendent's  department  of  the 
American  store.  It  takes  care  not  only  of  the  physical 
furnishings  of  the  store,  but  also  has  disciplinary  control 
over  the  employes  in  the  store. 

Sixth  is  the  mail  order  division,  which  carries  on  a 
regular  mail  order  business  all  over  Japan  and  China; 
and  sometimes  with  foreign  countries. 


organization  of  Mitsukoshi  manifests  itself.  The  store 
has  thirteen  merchandizing  departments,  although  it 
handles  more  distinct  lines  of  goods  than  these,  because  in 
many  cases  related  lines  are  combined  in  the  same  de- 
partment. 

The  buying  department  itself,  which  is  under  the 
direction  of  a  head  buyer,  is  divided  into  three  depart- 
ments. The  first  department  buys  the  silks,  the  second  the 
cotton,  and  the  third  the  specialties. 

Among  the  merchandizing  departments  there  are  three 
for  which  the  buying  division  does  not  purchase  goods 
because  they  really  do  more  than  act  as  middle  men  for 
certain  lines.  These  are  the  photograph  studio;  the  orders 
executed  department,  which  does  not  sell  goods,  but  sells 
services  in  the  way  of  dyeing,  sewing  or  clothing-making; 
and  the  theatre  supply  department  which  rents  costumes 
to  theatres.  The  managers  of  these  departments  are  really 
division  heads,  for  they  are  directly  under  the  authority 
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of  the  managing  director,  without  the  intervention  of  the 
sales  or  buying  manager. 

The  Sales  System. 

The  buying  itself  is  handled  in  much  the  same  manner 
as  any  department  the  world  over.  Specialists  handle 
different  lines  of  goods.  Those  produced  in  Japan  are 
purchased  there;  the  cotton  and  silk  are  purchased  in 
branch  ofifices,  in  Kiyu  and  Kyoto,  which  are  the  centres 
of  those  industries.  Imported  goods  are  purchased  abroad, 
and  trips  to  European  production  centres  are  made  re- 
gularly by  the  buyers. 

The  salesroom  is  divided  into  fifteen  merchandizing 
departments,  each  of  which  has  its  particular  sections  and 
counters  sales  force.  The  merchandizing  departments  are 
under  the  direction  of  the  sales  manager,  who  has  charge 
of  all  that  relates  to  the  selling  of  goods  and  the  handling 


fioor,  and  the  salespeople  brought  the  goods  from  the  walls 
for  inspection. 

When  Mitsukoshi  was  transformed  into  a  modern 
store,  counters  were  installed,  and  sales  are  now  made 
just  as  in  America  by  the  salespeople  standing  behind  the 
counters  with  the  customers  opposite. 

When  a  sale  is  made,  the  salesperson  makes  out  a 
ticket  much  along  the  same  line  as  those  used  in  American 
stores  to-day.     In  Mitsukoshi  a  duplicate  system  is  used. 

The  cash  carrier  system  is  used  for  handling  change. 
Two  cashiers  are  stationed  at  diagonally  opposite  corners 
of  the  store.  Each  is  connected  with  the  half  of  the 
counters  nearest  to  it  by  cash  carrier  wires. 

Goods  are  sold  on  credit  to  a  very  small  extent  in 
Japan.  The  whole  store,  excluding  the  mail  order  depart- 
ment, has  only  a  relatively  small  number  of  accounts  as 
compared  with  American  stores,  and  these  are  mostly  very 


ipa^i'^l-  j^-  J  __  mw.  3i.-^.W3^ 


A  Photograph  of  an  old  Paintinir  of  the  Yechigoya  Store,  now  known  as  Mitsukoshi,  as  it  was  zoo  Years  ago  ;  there  were  no  Counters 

or  Displays  —goods  were  Packed  in  Shelves  in  the  Walls  and  carried  by  the  Clerks  to  Customers  sitting  on  the  floor.     The 

"  One  Price  Only  "  Sign  hanging  from  the  Ceiling  at  the  Left  marked  the  Beginning  of  the  One  Price  System. 


of  the  sales.  In  the  organization  chart  I  have  attached 
the  merchandizing  departments  to  both  the  salesrooms 
and  the  buying.  This  I  have  done  because  while  these 
departments  are  directly  under  the  control  of  the  sales 
manager,  yet  they  must  depend  upon  the  buying  division 
for  their  goods,  and,  therefore,  are  dependent  upon  both 
divisions. 

The  salesrooms  of  Mitsukoshi 's  are  all  located  on  the 
ground  floor  of  the  store,  except  that  the  silk  and  special 
merchandise  divisions  of  the  business  are  accommodated 
on  the  second  floor. 

The  different  lines  of  goods  are  grouped  in  counters 
and  sections  by  themselves.  The  introduction  of  counters 
in  Japanese  stores  is  a  very  recent  development.  Up  to 
fiften  years  ago  the  goods  were  stored  in  shelves  along 
the  walls  as  shown  in  one  of  the  accompanying  photo- 
graphs, and  just  as  the  painting  of  the  Yechigoya  store 
shows  they  were  two  hundred  and  fifty  years  ago.  Cus- 
tomers came  into  the  store  and  sat  on  rugs  placed  on  the 


old  customers,  known  to  salespeople  and  employes  of  the 
store  through  years  of  dealing. 

For  this  reason,  Mitsukoshi 's  has  no  credit  department. 
When  a  customer  wis'hes  a  purchase  charged,  the  sales- 
person calls  an  inspector  who  approves  the  purchase.  The 
regular  sales  slip  is  not  then  used,  but  a  credit  sales  slip 
is  made  out,  from  which  entry  is  made  directly  to  the 
customer's  personal  account.  The  fact  that  a  purchaser 
is  not  allowed  a  credit  until  he  has  been  a  customer  for  a 
long  time  and  is  known,  makes  such  an  apparently  loose 
system  pennissible. 

Delivery  by  Autos. 

The  delivery  system  allows  rapid  handling  of  goods. 
Japanese  cities  are  much  more  confined  in  area  than 
American  towns  and  deliveries  are  therefore  more  rapid. 
Mitsukoshi 's  began  in  1901  to  deliver  by  automobiles,  and, 
while  the  method  was  found  successful,  yet  on  account  of 
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The  Second  Floor  Plan  of  the  Store  with  its  Convenient  Arrangement  of  Departments,  includes  a  Rest  Room,  an  Art  Gallery 
and  Photographic  Studio.    There  is  also  a  Platform  for  Musicians  who  give  a  Concert  every  Saturday. 
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The  Main  Floor  Plan  of  the  Store  showing  the  Entrance  at  the  Right  and  the  General  Arrangement  of  Departments  with  the  Parcel 
Room  Conveniently  Located  near  the  Entrance,  the  Fountain  and  Garden,  a  Rest  Room  and  the  Mail  Order  Department. 
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the  very  narrow  streets  in  many  quarters  of  Tokio   the 
utmost  speed  could  not  be  secured  in  despatching  goods. 

Training  and  Payment  of  Employes. 

Mitsukoshi  employs  nearly  seven  hundred  people.  Of 
these,  six  hundred  and  thirty  are  men,  consisting  of  the 
executives,  department  heads,  salespeople,  and  minor  em- 
ployes; and  fifty  are  women,  who  serve  in  the  salesrooms. 
AH  employes  are  hired  by  the  managing  director.  After 
the  general  lines  of  the  work  they  are  to  do  have  been 
described  to  them,  they  are  immediately  placed  behind  the 
counters.  For  the  first  two  or  three  weeks  they  are  merely 
assistants  to  the  salespeople  already  there,  taking  dowii 
goods  from  the  shelves,  assisting  in  making  sales,  keeping 
the  stock  in  order.  From  the  inspectors  on  the  sales 
floors,  too,  new  clerks  receive  instruction  in  their  work. 

All  employes  receive  a  regular  monthly  salary.  In 
addition  to  this,  the  salespeople  receive  a  commission  on 
their  sales.  Then  all  employes  receive  a  semi-annual  bonus, 
in  January  and  July.     The  amount  of  the  bonus  is  based 


What  is  Worse  than  Debt  ? 

We  know  not  the  fellow  who  put  this  together,  but 
it 's  good  anyway : 

"The  devil  of  debt  seems  to  be  on  the  heels  of  almost 
everybody.  The  clerk,  he's  in  debt.  The  bookkeeper's  in 
debt.  Ditto  the  typewriter.  Same  with  the  porter  and 
drayman.  As  for  the  superintendent,  he  can't  remember 
when  he  wasn't.  The  office  boy  would  be  in  debt  if  any- 
body would  trust  him.  And  all  of  them  are  complaining 
and  acknowledging  the  miserableness  of  their  condition. 

"Debt  is  a  mortgage  on  your  salary. 

"Debt  is  a  monument  to  a  young  man's  weakness,  a 
grown  man's  folly  and  an  old  man's  failure  in  the  Uni- 
versity of  life. 

"Debt  is  discounting  to-morrow's  liberty  for  to-day's 
good  time. 

"Debt  is  a  quitclaim  to  your  wife's  confidence,  your 
children's  ambitions  and  your  self-respect. 
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The  Organization  of  the  Mitsukoshi  Store  under  one  Managing  Director  in  Charge  of  the  Main  Establishment  and  the  Buying  and  Selling  Branches,  and 
Under  him  the  Directors  of  the  Various  Departments.    This  Organization  is  Similar  to  that  of  both  European  and  American  Department  Stores. 


on  the  net  profits  of  the  store  for  that  period  and  on  the 
salary  of  the  employe. 

The  inspectors  have  general  oversight  of  the  salesrooms 
and  see  to  it  that  everything  runs  smoothly.  They  ap- 
prove credit  sales  and  deliver  orders,  and  are  always  ready 
to  clear  up  any  tangle  that  may  occur  in  the  making  of  a 
sale  or  in  any  store  transaction. 

The  floor  walkers'  only  duty  is  to  meet  customers  and 
see  that  they  get  the  proper  service.  It  seems  that  in 
many  American  stores  the  work  of  the  inspector  and  the 
floor  walker  is  combined,  but  in  Mitsukoshi 's  the  floor 
walker  is  stationed  at  the  doors  to  see  that  patrons  are 
politely  welcomed  and  properly  served;  and  that  is  his 
only  duty. 


The  dry  goods  store  of  Jctte  Si  Lemieux,  of  Mon- 
treal, was  damaged  to  the  extent  of  about  $10,000  by 
fire,  which  was  started  by  a  boy  accidentally  dropping  a 
candle  into  an  open  box  in  the  basement. 


"Debt  is  a  guaranteed  insurance  policy  against  hap- 
piness. 

"Then   what   are   we   going   to   do?   say   a  chorus   of 
young  fellows  and  business  men  and  aspiring  women  and 
laborers  and  clerks  and  managers  and  street  car  conduc- 
tors and  hundreds  more. 
"Do  without! 

"It  will  take  some  backbone.  It  will  take  some  gen- 
uine courage. 

"But  you'll  be  able  to  hold  your  head  up — and  that's 
more  than  you  can  do  now,  and  you  know  it.  You  won't 
have  palpitation  of  the  heart  when  the  postman  blows  his 
whistle,  and  you  won't  tremble  every  time  the  boss  asks 
you  to  come  into  the  front  office.  Neither  will  you  be 
ashamed  to  have  your  stenographer  open  your  mail. 

"Because  you'll  be  working  to-day  for  to-morrow's 
satisfaction,  and  not  to  make  good  on  account  of  yester- 
day's extravagance." 

Yes,  debt  is  hell. 
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Long- Service  Employes  Buy  Up  Large  Block  of  Stock 

Smallman  &  Ingram,  London,  Recognize  Merit  by  Making  Company  Stock  Available  to 
Their  Staff — Magnificent  New  Store  Nearing  Completion—  Employes'  Benefit  Society. 


When  a  retail  firm  has  to  show  for  its  progress  a  new 
five-storey  building  with  ninety-five  thousand  square  feet 
of  floor  space  and  thoroughly  modern  equipment,  it  is  safe 
to  say  that  that  firm  has  developed  a  stride  which  makes 
it  an  outstanding  figure  in  Canadian  merchandising. 

That  certainly  seems  one  of  the  proper  things  to  say  of 
Smallman  &  Ingram,  dry  goods  merchants,  men's  and 
boj's'  clothiers  and  housefurnishers,  of  London,  Ont. 
Their  new  building,  of  the  dimensions  described,  is  near- 
ing completion.  How  they  intend  to  utilize  the  space 
may  be  briefly  indicated  as  follows: 

First  floor,  Dundas  Street  wing — Dress  goods  and 
trimmings,  buttons  and  patterns,  silks,  velvets,  linings, 
gloves,  hosiery,  ribbons,  notions,  handkerchiefs,  art  goods, 


Basement,  Dundas  Street  wing — Toys,  mailing  and  de- 
livery departments.  Richmond  Street  wing — Employes' 
cloak,  reading,  lunch  and  rest  rooms. 

Tribute  to  Enterprise. 

In  the  first  week  of  September  the  firm  occupied  one- 
half  of  the  new  building.  Their  former  store,  adjoining, 
on  Dundas  Street,  was  then  torn  down  and  operations 
proceeded  with  on  the  latter  half.  Even  had  this  last  ex- 
tension not  formed  part  of  the  plan,  the  store,  as  it  stood, 
would  have  been  a  striking  example  of  that  enterprise  to 
which  the  larger  store  of  to-day  is  a  far  more  splendid 
tribute. 

The  building,  which  will  be  completed  by  June  of  this 


Plan  of  the  Main  Floor  of  the  Smallman 
&  Ingram  Store  in  London,  Ont.,  which  is 
nearing  completion.  The  arrangement  of 
the  counters,  as  indicated,  merely  repre- 
sents a  suggestion.  Experts  are  working 
out  a  counter  equipment  for  the  entire 
store.  The  building  will  have  an  available 
floor  space  of  over  95,000  square  feet.  W. 
G.  Murray,  London,  is  the  architect. 

The  counters,  shelving  and  finish  of  the 
store  are  in  mahogany,  while  the  pillars, 
walls  and  ceilings  are  white.  On  the  main 
floor  the  ceiling  has  a  height  of  16J4  feet, 
the  second  floor  14  feet,  third,  fourth  and 
fifth  13  feet.  All  floors  of  the  building  are 
reached  by  two  passenger  elevators,  and 
these  are  supplemented  by  wide  stair- 
cases with  stone  treads. 

It  is  expected  that  the  building  will  be 
completed  by  June  of  this  year. 


DlittMS   iTSEET 


ladies'  underwear,  linens,  sheeting,  cottons,  muslins  and 
staples,  offices. 

Richmond  Street  wing — Men's  and  boys'  clothing  and 
furnishings. 

Second  floor,  Dundas  Street  wing — Millinery,  mantles, 
ladies'  suits  and  all  ready-to-wear  garments,  whitewear, 
underskirts,  lace  curtains,  quilts  blankets,  rugs,  house- 
furnishings,  etc.  Richmond  Street  section — Ladies' 
parlors,  writing  room    and  tea  room. 

Third  floor — Stock  and  sample  rooms. 

Fourth  and  fifth  floors — Manufacturing,  ladies'  tailor- 
ing, dressmaking,  waiting  and  fitting  rooms. 


year,  has  five  storeys,  exclusive  of  basement.  The  area 
of  each  floor  is  about  16,000  square  feet.  The  structural 
frame  is  of  steel,  reinforced  with  concrete,  and  finished 
in  red  brick.  The  exterior  settings  of  the  doors  and 
windows  are  of  polished  granite,  and  the  frames  of  the 
windows  are  sbeathed  in  bronze.  The  building  is  as 
fireproof  as  it  was  possible  to  make  it. 

New  Sections  Added. 

Constructed  as  it  is  in  the  form  of  an  "L,"  the  build- 
ing has  two  entrances,  one  from  Dundas  and  the  other 
from  Richmond  Street.    The  ground  section,  served  by  the 
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latter,  has  been  equipped  for  men's  and  boys'  clothing 
and  furnishings.  Thus  has  an  excellent  location  been 
secured  for  a  new  section  in  the  firm's  business.  In  this 
connection,  it  might  also  be  mentioned  that  the  house- 
furnishing  division,  on  the  second  floor,  has  been  en- 
larged by  the  addition  of  rugs.  Ladies'  dress  goods  oc- 
cupy the  main  floor  of  the  Dundas  Street  wing. 

The  counters,  shelving  and  finish  of  the  interior  are 
in  mahogany,  while  the  pillars,  walls  and  ceilings  are 
white.  On  the  main  floor  the  ceiling  has  a  height  of  IGV2 
feet,  the  second  floor  14  feet,  third,  fourth  and  fifth,  13 
feet.  All  floors  of  the  building  are  reached  by  two  passen- 
ger elevators,  and  these  are  supplemented  by  wide  stair- 
cases with  stone  treads,  set  in  iron.  A  large  balcony  at 
an  intermediate  landing  overlooks  the  main  floor. 

The  conifort  of  the  employes  has  not  been  overlooked. 
The  basem°rt  of  the  Richmond  Street  wing  has  b.;oii 
divided  up  and  equipped  for  use  by  the  staff  as  cloak, 
reading,  lunch  and  rest  rooms. 

The  heating  system,  which,  of  course,  is  centralized  in 
the  basement,  is  so  planned  that  circulation  is  obtained 
through  wall  passage  only,  no  part  of  it  finding  an  outlet 
by  way  of  the  floors. 

The  offices  are  located  in  the  rear  of  the  main  floor 
in  the  Dundas  Street  wing. 

Long-Service  Employes  Buy  Stock. 

It  is  a  remarkable  fact,  and  one  that  demonstrates  its 
own  significance,  as  to  the  relations  existing  between  the 
employers  and  their  staff,  that  Smallman  &  Ingram  now 
have  in  their  service  clerks  who  have  been  with  them  for 
over  a  quarter  of  a  century.  This  was  the  chief  reason 
of  Mr.  Smallman 's  offer,  on  the  incorporation  of  the  com- 
pany, to  make  the  stock  available  to  those  who  had  served 
so  long  and  so  Avell.  His  main  purpose  was  that  of  reward 
to  those  who  have  devoted  the  efforts  of  their  lives  to  the 
building-up  of  the  business,  but  it  cannot  fail  to  have 
another  result — the  creation  of  even  a  keener  interest,  on 
th  part  of  the  most  capable  portion  of  the  staff  in  promot- 
ing those  elements  which  make  for  the  store's  continued 
success. 

Mr.  Smallman 's  offer  was  eagerly  accepted,  and  $68,- 
000  was  subscribed  by  forty-four  of  the  staff.  They  were 
given  the  privilege  of  paying  up  from  their  savings  or 
otherwise,  when  most  convenient  to  themselves. 

Benefit    Society. 

With  the  incorporation  of  the  company,  welfare  work, 
in  the  form  of  an  Employes'  Benefit  Society,  was  also  in- 
augurated on  the  suggestion  of  the  president,  Mr.  J.  B. 
Smallman,  who  donated  $1,000  as  a  nucleus.  The  object 
of  the  society  would  be,  he  explained,  to  render  financial 
assistance  to  employes  in  case  of  sickness  or  accident.  An 
executive  and  committees  were  chosen  from  the  different 
sections  of  the  store  to  take  charge  of  the  work.  The 
society  has  only  been  in  existence  a  few  months,  but  its 
usefulness  has  already  been  felt,  not  only  in  rendering 
assistance  where  needed,  but  in  creating  a  greater  unity 
among  employes.  The  benefit  fund  is  being  kept  up  by 
monthly  dues,  paid  by  employes  who  have  become  mem- 
bers of  the  society.  Dues  and  benefits  are  arranged  in 
three  classes.  A,  B  and  C,  and  graded  on  a  salary  basis. 
The  membership  now  numbers  150,  and  is  increasing. 

See  that  Goods  are  Insured. 

Do  not  let  your  Fall  goods  come  in  without  seeing  to 
it  that  they  are  fully  covered  by  insurance.  It  is  not 
pleasant  to  think  of  disaster  in  times  of  prosperity  and 
progress,  nevertheless,  the  wise  merchant  must  keep  his 
stock  well  covered  to  guard  against  any  accident.  Even 
though    your   own    establishment    may    be    fireproof   you 


may  suffer  considerable  loss  through  the  carelessness  of 
a  neighbor,  in  which  case,  your  watchfulness  and  slight 
expenditure  will  be  amply  repaid  by  having  your  stock 
of  goods  fully  covered  with  insurance.  It  might  not  be 
out  of  the  way  to  suggest  that  now  will  be  a  good  time 
to  examine  into  your  insurance  paper-s,  to  refresh  your 
memory  as  to  their  date  of  expiration,  amounts  and  any 
lireniiums  that  may  be  due  thereon. 


Maintaining  an  Air  of  Brightness. 

Apparently  some  drapers  and  other  business  men  for- 
get that  there  are  other  coats  besides  those  that  belong 
to  the  tailor's  and  costumier's  departments.  The  suc- 
cessful man  may  have  a  contract  with  a  painter  for  the 
regular  painting  of  his  premises;  in  fact,  in  one  of 
the  principal  firms  known  to  the  writer,  where  the  num- 
ber of  windows  is  enormous,  the  contract  includes  window 
cleaning. 

It  is  good  policy  to  occasionally  go  to  the  expense 
required  to  re-paint  the  front  of  the  premises,  and  have 
the  old  signs  re-written.  An  air  of  brightness  takes  the 
place  of  the  old  dull  hues,  and  the  effect  is  not  merely 
pleasing  to  the  passer-by,  but  causes  favorable  com- 
ment on  the  enterprise  of  the  shopkeeper.  "Smith  must 
be  doing  well;  I  see  he  is  having  the  whole  of  the  shop- 
front  re-painted,"  somebody  says.  "Yes;  looks  well, 
doesn't  it?"  is  the  reply. 

Now,  it  may  be  the  fact  that  Smith  is  not  doing  very 
well.  His  business  may  be  causing  him  a  little  anxiety, 
because  his  expenses  continue  high,  and  there  are  too 
many  dull  days  for  his  liking.  But  Smith  is  Avise  enough 
to  know  that  if  he  wishes  his  business  to  prosper,  he  must 
let  it  be  seen  that  he  has  confidence  in  the  public  and  him- 
self. It  is  useless  for  anyone  to  stay  in  business  unless  he 
has  confidence,  but  it  may  to  some  extent  be  acquired, 
and  the  various  articles  in  our  journal  are  designed  to  aid 
every  brsincss  man  to  equip  himself  to  conduct  business 
on  the  best  principles. 

Success  in  business  is  greatly  a  matter  of  mentality, 
although  most  people  regard  it  as  if  it  were  all  luck. 
There  is  perhaps  a  relic  of  the  superstitions  of  the  ages. 
A  clever  business  woman  who  recently  expended  over 
£20  in  exterior  paint  work  admitted  that  she  regaixled  it 
as  essential  to  keep  up  appearances.  It  is  really  a  form 
of  advertising. 

When  one  is  in  business  in  a  busy  thoroughfare,  it 
is  the  windows  which  are  important  in  getting  customers 
to  enter;  though,  as  always  insisted  on  in  these  columns, 
there  is  a  good  deal  more  required  than  getting  possible 
customers  to  enter.  Make  the  place  inviting;  make  it 
business-like  in  appearance;  dress  your  windows  with 
taste;  and  be  ever  on  the  alert  to  keep  pace  with  the 
times.  And  when  you  do  have  to  pay  what  may  be  a 
large  sum  to  the  painter,  remember  that  it  costs  but  little 
per  week,  for  the  present  outlay  will  suffice  for  a  consider- 
able time. — Draper  of  Australasia. 


Keep  Ahead  of  Competition. 

About  the  only  way  I  know  of  to  eliminate  competi- 
tion is  to  be  so  far  ahead  that  you  cannot  see  the  other 
fellow  with  a  field  glass.  If  there  is  going  to  be  any 
best  dealer  in  your  town,  be  it  yourself.  If  there  is  going 
to  be  any  second  best,  let  the  other  fellow  be  a  poor  or 
a  good  second,  it  makes  no  difference  which.  It  does  not 
cost  any  more  money  to  be  first,  but  it  does  cost  a  little 
more  effort  and  a  little  more  energy.  If  the  business  is 
worth  pushing  at  all,  it  is  worth  pushing  to  the  top- 
notch  of  prosperity  and  unless  you  do  this  you  are  bound 
to  become  a  second. 
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Building   Up   the    Cotton   Industry   Within  the  Empire 

Great  Progress  Made  by  the  British  Cotton  Growing  Association 
— British  West  Africa  the   Largest  and  Most  Important   Field. 


The  impetus  given  in  the  early  days  of  the  nineteenth 
century  by  the  application  of  steam  to  manufacturing,  the 
introduction  of  the  power  loom,  and  other  improved  pro- 
cesses, which  greatly  cheapened  the  price  of  cotton  fabrics, 
placed  the  Lancashire  cotton  industry  in  the  first  place  in 
those  of  the  British  Isles.  And  this  supremacy  is  still 
held  in  the  20th  century. 

Because  of  that  industry,  Lancashire  is  the  most  popul- 
ous county  in  England,  and  a  very  large  proportion  of 
her  4,000,000  or  more  inhabitants  are  directly  or  indirectly 
dependent  upon  its  prosperity.  Lancashire  not  only  sup- 
plies the  home  trade  with  cotton  fabrics,  but  she  has,  in 
addition,  a  firm  hold  upon  the  markets  of  the  world. 

Cotton  can  be  successfully  grown,  in  all  countries 
which  lie,  roughly  speaking,  about  40  degrees  north  or 
south  of  the  equator.    That  is,  where  the  soil  and  rainfall 


creasing  quantity  of  cotton  absorbed  each  year  on  the 
American  continent,  for  the  Lancashire  industry  depends 
for  its  very  existence  upon  an  ample  supply  of  fairly 
cheap  cotton. 

Cotton  Growing  Within  the  Empire. 

It  was  at  a  meeting  at  Oldham  in  1901  that  the  possi- 
bilities of  cotton  growing  within  the  Empire  was  first 
publicly  discussed.  The  opinion  was  expressed  then  that 
Lancashire  would  have  to  seek  out  some  other  source  of 
supply,  or  that  in  a  few  years  the  securing  of  an  adequate 
amount  of  cotton  would  be  attended  with  great  difficulties. 

Subsequent  events  have  gone  to  prove  the  accuracy 
of  this  view,  for  according  to  the  Washington  Census 
Bulletin,  issued  June,  190 ,  it  appears  that  the  cotton 
crop  of  South  Carolina  needed  to  be  supplemented  that 


Buying  Seed  Cotton,   Marlborough  Ginnery,   Ibadon,   Southern   Nigeria. 


is  suitable,  or  where  sufficient  means  of  irrigation  can  be 
had.  But,  in  spite  of  this  fairly  wide  range,  the  great  pre- 
ponderance of  the  world's  raw  cotton  comes  from  the 
Southern  States  of  America. 

America  is  not  only  growing  cotton,  but  she  is  de- 
veloping its  manufacture.  Not  only  is  there  a  large  in- 
dustry in  the  New  England  States,  but  cotton  mills  are 
rapidly  going  up  in  the  majority  of  the  cotton-growing 
States.  It  is  this  development  that  is  primarily  respon- 
sible for  the  formation  of  the  British  Cotton  Growing 
Association. 

It  was  only  natural  that  Lancashire  spinners  and  manu- 
facturers should  view  with  anxiety  for  the  future  the  in- 


year  by  almost  exactly  100,000,000  pounds,  drawn  from 
other  states,  to  supply  its  spinners,  that  the  North  Caro- 
lina crop  was  deficient  more  than  34,000,000  pounds,  that 
Alabama  made  use  of  two-thirds  of  its  crop,  that  the  great 
cotton  growing  State  of  Georgia  consumed  more  than  one- 
fifth  of  its  crop,  and  that  even  Virginia,  that  had  made 
less  progress  in  the  industry  than  the  other  States  farther 
South,  consumed  more  than  one-twelfth  of  its  crop. 

At  the  present  rate  of  progress  it  will  not  be  long  be- 
fore the  entire  cotton  supply  of  the  States  on  the  Atlantic 
seaboard  will  be  taken  at  home.  More  than  half  was 
taken  during  the  census  year  here  reported,  for  of  the 
1,260,000,000  pounds  raised    by  these    States  mentioned, 
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their  own  mills  took  051,800,000  pounds.  And,  at  the 
same  time,  the  takings  of  Egyptian  cotton  showed  a  large 
increase. 

Nor  has  America  stood  alone  in  the  enormously  in- 
creased production  of  cotton  fabrics.  There  has  been  a 
worldwide  development.     Lancashire  herself  has  not  stood 


The  total  number  of  spindles  in  Lancashire  now  numbers 
55,200,000,  against  45,500,000  in  1904.  In  addition,  there 
are  25  mills  now  in  process  of  erection  which  wlien  com- 
pleted will  contain  about  3,000,000  spindles  more. 

It  seemed   to  Lancashire   that  America  held   out   little 
hope  for  any  crop  expansion  at  all  equal  to  the  world's 


American   Cotton  at  Liverpool,  Photographed  same  day  as  Shipment  of  West  African  Cotton. 


West  African  Cotton,   Shipped   by  the   British  Cotton  Association,   May,   1907. 


still.  During  fhe  past  few  years  the  increase  of  looms 
and  spindles  in  Lancashire  has  been  enormous.  The  total 
number  of  looms  now  is  736,000,  compared  with  653,000  in 
1904,  and  of  these  13,400  have  been  added  in  the  past  12 
months.  There  has  been  2,756,000  spindles  added  in  the 
past  12  months,  of  which  541,000  belong  to  Oldham  alone. 


requirements.  Owing  to  the  manufacturing  developments 
in  the  South,  the  negro  is  moving  into  the  towns,  and  lack 
of  suitable  labor  is  now  a  retarding  factor  in  the  States. 
Transportation  facilities  are  also  very  bad. 

As  it  is  now,  speculators  take  advantage  of  crop  fluctu- 
ations, and  if  the  cultivation  of  cotton  was  extended  to 
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other  countries  the  trade  might  have  a  chance  to  escape 
disturbance  froni  this  cause.  It  seemed  also  to  the  Lan- 
cashire men  that  America  was  aiming  at  the  manufactur- 
ing of  all  the  cotton  the  States  could  produce,  and  though 
that  aim  is  a  legitimate  one,  it  was  hardly  likely  that  Lan- 
cashire was  going  to  stand  by  and  see  the  home  industry 
perish  for  lack  of  raw  material. 

The  Cotton  Growing  Association  took  form  at  a  meet- 
ing held  in  Manchester  in  May,  1902.  The  sum  of  £50,000 
was  then  raised,  but  this  sum  was  afterwards  increased  to 
£100,000.  The  association  has  now  been  placed  upon  a 
semi-commercial  basis  with  £250,000  paid-up  capital. 
There  is  a  clause  in  the  charter  which  stipulates  that  no 
dividends  shall  be  paid  for  a  period  of  seven  years,  but 
that  all  profits  shall  be  devoted  to  the  extending  of  cotton 
growing. 

Deciding  Upon  the   Field. 

The  association  found  that  they  had  a  wide  choice  of 
fields  of  operation  as  there  were  many  British  colonies, 


second  season  and  explained  to  the  planters  the  qualities 
which  lent  value  to  or  depreciated  sea  island  cotton.  He 
also  pointed  out  which  were  the  types  that  would  prove 
most  profitable  to  grow. 

How  well  the  West  Lidian  planters  took  these  lessons 
to  heart  was  shown  by  the  5,057  bales  which  were  sent  to 
England  last  year.  This  shipment  realized  high  compara- 
tive prices,  and  it  should  be  remarked,  that  had  it  not  been 
for  this  additional  supply  there  would  have  been  a  short- 
age in  the  market  of  this  particular  type  of  cotton. 

Lidia  at  one  time  must  have  been  the  chief  cotton 
producing  country  of  the  world,  and  yet,  with  a  well 
organized  agricultural  department,  cotton  growing  'had  re- 
ceived no  particular  attention. 

When  the  Cotton  Growing  Association  beg-an  to  make 
inquiries,  it  was  shown  that  though  200  pounds  of  lint 
cotton  could  be  produced  per  acre  in  America,  India  could 
only  grow  80  pounds  on  a  similar  area.     Experts  are  now 


Front  of  Churchill  Ginnery,   Lafenwa,   Las,   Southern   Nigeria. 


protectorates  and  dependencies  that  could  produce  cotton. 
As  it  was  obviously  impossible  to  work  all,  a  choice  of  the 
most  promising  had  to  be  made  and  after  mature  delibera- 
tion the  West  Indies,  East  and  West  Africa  and  India 
were  selected. 

Sea  Island  cotton  is  supposed  to  have  had  its  origin 
in  the  Barbadoes,  and  there  was  little  difficulty  experi- 
enced in  getting  the  white  planters  to  take  up  the  growing 
of  this  class  of  cotton.  Much  of  the  advance  work  had 
been  done  before  the  association  took  hold,  for  Sir  David 
Morris,  the  Imperial  Director  of  Agriculture  for  the 
islands,  'had  been  closely  studying  the  possibilities.  Be- 
yond giving  financial  aid  and  the  setting  up  of  a  few 
ginneries  the  association  had  little  to  do  in  this  field.  E. 
Lomas  Oliver,  of  Bollington,  a  spinner  who  produces  the 
finest  sea  island  yarns,  visited  the  West  Indies  in  the 


engaged,  with  every  promise  of  success,  in  securing  a 
larger  yield,  and  also  in  producing  a  higher  grade  of 
cotton. 

Energies  Centered  in  West  Africa. 

West  Africa,  has,  however,  been  from  the  first  the 
chosen  field  for  the  association's  operations,  and  it  is  here 
that  their  chief  energies  have  been  expended.  Cotton  is 
indigenous  to  this  part  of  Africa — the  natives  grow,  spin 
and  weave  cotton  for  their  own  use.  Lancashire  has 
bought  cotton  from  this  part  of  Africa  when  in  dimeulties 
about  her  supply  before.  In  the  days  of  the  cotton  famine, 
occasioned  by  the  American  Civil  War,  some  £76,000  worth 
of  cotton  was  shipped  from  Lagos  to  Liverpool.  There- 
fore it  was  known  that  there  were  bright  producing  possi- 
bilities in  this  part  of  Africa. 
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May  Sell  Cotton  to  the  States. 

Lagos  and  Nigeria  were  finally  selected  for  the  associa- 
tion's  field  of  effort.  In  Northern  Nigeria  alone  there  is 
256,400  square  miles  of  suitable  cotton  lands  that  have 
a  population  of  some  10,000,000.  Therefore  land  and  labor 
is  assured.  Sir  Alfred  Jones,  president  of  the  association, 
has  suggested  that  the  day  may  come  when  Africa  will  sell 
cotton  to  the  States,  nor  is  this  forecast  so  wide  as  may 
now  appear.  Cotton,  save  of  the  sea  island  variety,  must 
always  be  a  blaekman's  crop — there  is  not  enough  in  it 
to  satisfy  the  white  grower.  And  negro  labor  must  be  em- 
ployed in  its  cultivation.  The  difference  in  the  cost  of 
production  is  all  in  favor  of  Africa,  for  where  a  sower  of 
seed  in  America  receives  8  shillings  a  day,  and  a  picker 
10  shillings,  in  Africa  the  work  is  done  for  6d  a  day. 

The  policy  of  the  association  has  not  been  to  acquire 
land  and  to  work  it,  but  to  encourage  the  native  grower. 
Every  effort  has  been  made  to  get  the  natives  to  take  an 


to  Lagos  and  Nigeria,  and  there  has  undoubtedly  been  laid 
the  foundations  of  a  great  industry. 

Experimenting  with  Seeds. 

The  first  seed  farm  was  established  in  connection  with 
the  Aro  ginnery,  and  for  the  past  four  years  selected  na- 
tive cottons  and  hybrids  of  many  descriptions  have  been 
experimented  with.  Efforts  to  improve  the  quality  have 
been  made  to  stand  before  rapidity  of  development,  there- 
fore there  is  nothing  sensational  in  the  progress  up  to 
date. 

To  improve  the  quality  of  cotton,  the  colonies  have 
first  to  be  emptied  of  undesirable  seed,  and,  to  do  this, 
a  monopoly  of  cotton  ginning  is  necessary.  Therefore 
ginneries  have  been  established  at  various  points.  Photo- 
graphs of  these  ginneries  show  best  how  much  progress  has 
been  made.  Cotton  of  whatever  type  is  accepted  and  paid 
for,  and  selected  seed  is  given  to  the  growers. 
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Newton  Ginnery,  Takoja,  Northern  Nigeria. 


active  interest  in  the  work.  Agents  of  the  association  have 
visited  the  largest  centres  of  population,  and  promised  that 
a  market  should  be  found  for  all  the  cotton  they  could 
supply.  Also,  that  2c  per  pound  would  be  paid  for  all 
seed  cotton  produced.  A  small  ginnery  was  established 
at  Aro,  to  demonstrate  that  the  project  was  a  bona  fide 
one. 

The  cotton  the  natives  tendered  was  not  quite  of  the 
type  that  appealed  to  Manchester.  It  was  perfectly 
strong,  and  useable,  but  it  was  of  the  Peruvian  type  and 
with  a  brownish  cast.  The  council  of  the  association  de- 
cided that  the  undesirable  types  of  cotton  must  first  be 
eliminated,  and  replaced  by  more  suitable  varieties.  To 
this  end  their  energies  have  since  been  bent.  Seed  farms 
have  been  established  for  the  selection  of  cotton  types  and 
for  the  development  of  hybrids.  Ginneries  have  been 
erected  so  as  to  secure  full  control  of  the  seed.  Eng- 
lish scientifically  trained  agriculturists  have  been  sent  out 


The  Marlborough  ginnery  at  Ibaden,  opened  last  year, 
is  as  perfectly  equipped  as  the  best  American  ginneries. 
Indeed,  its  gin  compress  is  superior.  The  Alfred  Jones 
ginnery,  opened  this  year,  is  built  upon  the  same  lines, 
but  is  twice  the  size  of  the  Marlborough  ginnery. 

The  fact  that  10,000  bales  of  cotton  were  grown  last 
year  and  tbat  £150,000  was  paid  to  Nigeria  for  cotton, 
speaks  for  itself.  The  product  in  1905  was  2,760  bales, 
and  in  1906,  5,687  bales. 

That  the  efforts  made  to  improve  the  quality  are  also 
turning  out  successfully  is  shown  by  the  prices  realized. 
In  1905  the  bulk  of  West  African  cotton  sold  in  Liver- 
pool bought  on  the  basis  of  price  as  middling  American. 
In  1907,  the  larger  portion  realized  from  30  to  300  points 
on  middling  American,  showing  a  great  improvement  in 
quality  in  a  few  short  years. 

Lack  of  transportation  facilities  have  hitherto  been  a 
drawback  and  have  confined  the  work  of  the  association 
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almost  entirely  to  a  strip  of  land  along  the  railway  run- 
ning from  Lagos  to  Ibaden,  a  distance  of  120  miles. 
Cotton  brought  from  beyond,  comes  in  by  sixty-pound 
bundles,  brought  in  by  head  carriage.  In  addition  to  this 
the  palm  oil  and  ground  nut  industries  are  competitive. 

The  Cotton  Growing  Association  has  interested  the 
British  Government  and  a  railway  is  now  under  construc- 
tion. This  line  will  run  to  Kano,  a  black  town  of  over 
100,000  inhabitants,  and  the  centre  of  a  large  trading  dis- 
trict. The  Lagos  line  is  also  being  pushed  further  into 
the  country. 

A  Canadian  in  Charge. 

It  is  interesting  to  Canadians  to  know  that  a  native  of 
the  Dominion  has  a  hand  in  this  development.  Sir  Percy 
Girouard,  who  won  his  spurs  with  Kitchener  in  Egypt,  and 
who  is  Commissioner  of  Northern  Nigeria,  has  charge  of 
the  building  of  this  line. 

This  railway  will  make  an  immense  difference  in  the 
prospects  of  the  association  and  a  member  of  it  is  quoted 
as  follows:  "I  do  not  think,"  he  says,  "that  it  is  an 
undue  optimism  which  looks  for  an  increase  in  the  pro- 
duction of  African  cotton  in  a  regularly  increasing  ratio 
until  we  have  an  annual  crop  of  5,000,000  bales.  What 
the  natural  price  of  this  product  will  be  it  is  difficult  to 
determine.  At  the  present  moment  the  usual  proportion 
of  lint  to  seed  cotton  is  approximately  30  per  cent.  The 
price  which  the  Cotton  Growing  Association  pays  and 
which  the  natives  look  upon  as  remunerative  is  2c  per 
pound.  Taking  buying  expenses  into  consideration  the 
price  of  clean  lint  is  8c  per  pound.  This  assumes  that  the 
value  of  the  seed  will  equal  the  ginning  account.  As  the 
industry  widens  it  may  be  possible  to  vary  the  price  ac- 
cording to  market  value.  "The  Cotton  Association  is 
familiarizing  the  native  with  currency,  and  it  is  a  bold 
man,  indeed,  who  is  prepared  to  argue  that  the  African 
on  his  native  heath  will  not  make  as  great  a  success  of 
cotton  growing  in  the  future  years  as  his  cousin  of  the 
United  States  has  done  in  the  past." 

Nor  are  the  possibilities  of  cotton  growing  in  West 
Africa  exhausted  when  Nigeria  is  exploited,  for  according 
to  Mr.  Winston  Churchill,  who  has  recently  made  a  tour 
of  Uganda,  tbere  are  over  a  million  land  owners  in  that 
country  who  are  ready  and  willing  to  grow  cotton  for 
Lancashire  mills.  This  district,  he  says,  possesses  nearly 
20,000  miles  of  the  finest  cotton  lands  in  the  world. 


Learn  Every  Detail. 

It  pays  a  man  to  learn  thoroughly  every  detail  of  his 
business.  The  young  man  of  to-day  who  hopes  to  have 
charge  of  a  business  of  his  own,  or  for  someone  else,  in  a 
few  years,  should  never  lose  sight  of  that  fact. 

Every  day  some  little  thing  comes  up  which,  though 
a  mere  incident  and  possibly  easily  passed  over  without 
digging  down  to  the  bottom  of  it,  should  be  treated  differ- 
ently by  the  young  man  who  would  make  a  success  of  life. 

Such  a  man  should  never  allow  these  little  details  to 
pass  him  without  making  himself  thoroughly  familiar 
with  them,  for  they  are  business  lessons,  and  the  more 
of  them  he  absorbs  while  working  for  another  the  fewer 
of  them  will  be  stumbling  blocks  when  it  comes  time  to 
manage  the  business  himself;  for  at  that  time,  if  he  has 
had  the  experience,  he  can  give  a  word  or  two  of  instruc- 
tions and  be  sure  things  will  be  carried  out  rig'ht,  and 
those  in  his  employ  will  have  the  more  confidence  in  him, 
while  the  opposite  effect  will  be  created  if  he  is  compelled 


to  admit  that  he  knows  nothing  about  it,  and  depends 
upon  someone  else  to  dig  out  the  particulars,  and  the 
effect  is  even  worse  if  he  gives  instructions  which  prove 
tliat  he  is  not  acciuainted  with  the  subject  in  hand.  Get 
every  detail.     It  belongs  with  the  business. 


Keep  Faith  with  the  Public. 

There  is  an  elementary  rule  of  straightforward  prac- 
tice which  says  "Keep  faith  with  the  public."  An  in- 
dignant lady  shopper,  writing  to  the  Glasgow  Daily  Re- 
cord, states  that  she  took  a  fancy  to  a  coat  priced  at  30s 
6d  in  a  shop  window.  She  entered,  tried  the  ocat  on,  and 
agreed  to  buy.  At  this  moment  another  assistant  stepped 
forward  and  gratuitously  remarked:  "The  coat  is  too 
tight  across  the  back,  madam."  The  would-be  purchaser 
dissented,  and  repeated  her  intention  to  buy.  A  third 
assistant  then  steps  up  and  remarks  that  the  coat  had 
already  been  sold  that  morning.  Would  madam  try  on 
another?  Madam  does  so,  but  the  second  coat  is  priced 
£2.  She  refuses  to  buy,  unless  she  can  be  supplied  with  a 
coat  similar  to  that  shown  in  the  window  and  at  fhe 
same  price.  She  leaves  the  shop,  and  on  passing  it  again 
an  hour  later  finds  the  identical  coat  still  in  the  window 
marked  30s  6d.  The  next  day,  too,  the  coat  is  still  there, 
and  still  "30s  6d.  "I  entered,"  continues  the  lady,  "and 
asked  to  see  it,  but  they  knew  me  again,  and  they  told  me 
it  was  sold.  I  asked  if  they  were  going  to  have  any  more 
like  it.  They  said  yes,  but  they  could  not  say  when."  We 
have  every  sympathy  with  the  lady.  The  draper  who 
stoops  to  short-sighted  sale  methods  of  this  kind  deserves 
to  fail.  The  fatuity  of  such  tricks  should  be  only  too 
obvious.  Ladies  soon  get  to  see  through  them,  to  talk 
about  them  to  their  friends,  and  to  give  the  shop  a  very 
bad  name. 


It  Pays  to  be  Useful. 

A  stout  gentleman  came  in  the  other  day,  puffing  to 
beat  the  band.  "Have  you  got  a  nineteen-and-a-half  low 
collar?"  he  asked.  We  had.  I  produced  it,  and  he  at- 
tempted to  put  it  on,  his  own  being  limp  and  wet  as  a 
dish  rag.  I  offered  to  help  him,  but  he  refused  assistance. 
He  was  having  a  bad  time  of  it  trying  to  button  the  back 
button.  His  already  red  face  was  getting  redder  and 
redder.  Finally  he  said,  "let's  have  another  one  of  these. 
This  one  is  soiled  already."  I  got  another  one  and  said: 
"Just  let  me  fasten  that  back  button  for  you."  He  al- 
lowed me  to  do  so,  and  then  all  was  smooth  sailing.  I 
wrapped  the  collar  he  had  been  wearing  with  the  one  he 
had  soiled  and  he  paid  for  them  both.  "Say,  you're 
white,  you  are.  I  was  in  a  store  down  further  and  I  asked 
the  clerk  to  help  me  put  on  a  collar  and  he  said,  'I'm  not 
hired  here  to  handle  dirty  linen  or  dress  people  either.'  I 
tell  you  he  made  me  mad.  I  want  a  few  more  things  to- 
morrow. I'll  come  in  and  see  you."  His  next  bill  was 
over  forty  dollars  instead  of  a  quarter. 


G.  H.  Wilson,  W.  W.  Canham  and  P.  P.  Treleaven,  of 
Toronto,  are  the  provisional  directors  of  Wilson  &  Can- 
ham,  Limited,  which  has  been  incorporated,  with  $40,000 
capital,  to  carry  on  the  business  of  merchants  and  trad- 
ers in  wool,  hides,  jute,  flax,  hemp,  yarns,  cotton,  gum 
and  other  raw  materials,  with  head  office  in  Toronto. 
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How  Guelph  Merchants  Deal  With  Slow  Pay  Customers 

An  Official  Collector    has  Been  Appointed   and  the    Results  of  his    Work  are    Satisfactory 
—  Merchants'  Association  Solved  the  Problem  of  "Dead  Beats" — A  "Black  List"  instituted. 


By  Stan.     Nicholson. 


There  is  no  more  perplexing  question  in  all  a  mer- 
chant's long  list  of  troubles  than  the  "dead  beat"  ques- 
tion. As  a  matter  of  fact  it  is  roughly  estimated  that  the 
great  army  of  "dead  beats,"  and  they're  not  only  dead, 
but  ice-cold  accounts,  have  been  the  cause  of  failure  in 
the  cases  of  many  enterprising  and  energetic  merchants, 
and  have  brought  about  all  too  soon,  that  shiny,  white, 
hairless  spot  on  the  heads  of  hundreds  of  others.  How  to 
meet  this  great  and  apparently  increasing  class  of  careless, 
thoughtless,  and,  in  many  eases,  dishonest  people,  is  a 
problem  that  it  is  up  to  the  dry  goods  man  of  to-day  to 
solve.  Let  him  once  get  a  satisfactory  solution  for  this 
problem  and  at  least  60  per  cent,  of  his  troubles  will  take 
unto  themselves  wings,  for  every  merchant  knows  that  it 
is  one  thing  to  get  a  list  of  customers  and  sell  a  lot  of 
goods,  and  quite  a  different  proposition  to  keep  t'he  bad 
accounts  off  his  books. 

It  seems  that  the  Retail  Merchants'  Association  in 
Guelph  has  at  last  found  wbat  merchants  in  other  towns 
and  cities  want — a  system  of  handling  successfully  the 
people  who  do  not  pay.  They  have  had  their  system  work- 
ing now  for  nearly  six  months  and  they  state  bhat  it 
works  quite  satisfactorily.  Their  system  not  only  brings 
in  to  the  members  of  the  association  accounts  that  have 
been  stone  cold  and  looked  upon  as  uncollectable,  but  pre- 
vents the  bad  pay  customers  from  getting  further  and 
further  into  debt  and  going  the  rounds  of  the  merchants 
in  the  town  as  bad  pay  people  often  do. 

The  System  and  How  it  is  Carried  Out. 

It  was  last  June  that  the  official  collector  system  was 
established  in  Guelph.  The  Retail  Merchants'  Association 
tlhere,  with  characteristic  enterprise,  got  busy  in  real 
earnest,  and  after  a  lot  of  work  and  discussion,  brought 
out  their  new  idea.  Their  object  was  originally  'to  ap- 
point a  collector  to  act  as  an  official  of  their  association, 
and  to  be  recognized  as  such.  They  foresaw  the  advantage 
there  would  be  in  it,  even  in  the  saving  of  collection  fees 
alone,  and  believed,  that  rather  than  let  their  neighbors  see 
a  recognized  collector  calling  periodically  at  their  homes, 
many  of  their  delinquent  customers  would  pay  up.  They 
finally  decided  that  it  would  be  better  to  'have  their  officer 
paid  a  salary  than  a  commission  and  selected  for  the  posi- 
tion, in  the  person  of  an  ex-storekeeper,  D.  A.  Scroggie. 
The  next  question  that  confronted  the  association  was 
their  official's  salary  and  how  they  were  to  raise  it.  They 
finally  made  a  bargain  with  him  to  take  over  the  work 
of  drumming  up  their  bad  accounts  for  $700  a  year.  This 
amount,  with  the  rent  of  the  collector's  office  in  t'he  heart 
of  the  city,  telephone  fees,  stationery,  and  other  expenses, 
amounting  in  all  to  about  $900,  they  decided  to  raise  by 
taxing  the  merchants  who  would  reap  tlie  benefits  of  the 
scheme. 

A  Collection  Committee  was  appointed,  consisting  of 
the  President  of  the  association,  F.  Waters;  the  Secretary, 
H.  0.  O'ccomore;  G.R.Ryan,  a  dry  goods  man,  and  J.  A. 
MeCrea,  a  grocer.  They  got  together  and  drew  np  a  list 
of  the  eig'ihty  odd  merchants  who  belonged  to  the  associa- 
tion, assessing  each  man  what  they  believed  was  a  fair 
amount,  or  a  fair  sbare  of  the  collector's  expenses.  Their 
assessments,  ranged  from  $5  to  $15  per  year,  according  to 
the  size  of  the  firms   that   belonged,   and   the   amount  of 


business  done  by  them.  When  this  list  was  drawn  up  it 
was  presented  at  a  meeting  of  the  association,  and  all  the 
merchants  who  were  satisfied  with  tbeir  assessment  on  the 
list,  signed  their  names  opposite  their  respective  amounts. 
Some  of  the  merchants  did  not  at  fii'st  think  a  great  deal 
(if  the  idea,  and  believed  there  was  little  to  be  gained  l)y 
it.  Enough  fell  in  line,  however,  to  make  the  thing  go, 
and  in  a  very  short  time  the  rest  saw  the  advantage  of 
it  and  began  to  fall  in  line.  The  scheme  is  now  working 
with  such  success  that  the  life  of  the  delinquent  in  the 
Royal  City  is  lanything  but  a  bed  of  roses. 

The  Strong  Point  of   the  Plan. 

The  official  collector  of  the  association  was  not  very 
long  getting  acquainted  with  the  slow  pay  people  of  the 
city.  While  by  no  means  the  most  welcome  visitor  at 
their  homes,  he  was  undoubtedly  one  of  the  most  persis- 
tent callers  ihey  had.  Rather  than  have  'him  making  offi- 
cial calls  at  their  homes  every  week  or  so,  many  people 
who  could  not  be  persuaded  by  lawyer's  Ltters  or  threats 
of  suits  to  settle,  settled  with  the  "pesky  collector"  so  as 
to  be  rid  for  ever  of  him.  All  kinds  and  conditions  of 
accounts  began  to  come  in  as  if  the  merchants  all  pos- 
sessed magic  magnets  and  could  simply  2jnll  the  money 
out.  When  asked  if  the  money  had  come  in  to  such  an 
extent  as  to  pay  the  cost  of  the  collector,  President 
Waters  very  emphatically  stated  tbat  in  many  eases  the 
merchants  in  the  past  few  months,  which,  after  all,  was 
only  a  trial,  had  received  over  ten  times  the  amount  they 
paid  annually  in  fees — money  that  they  had  thought  it 
was  absolutely  impossible  to  collect.  But  this  is  by  no 
means  the  strong  point  of  the  plan.  The  real  value  of  the 
sc'heme  was  evidenced  when  the  "black  list"  plan  was 
adopted.  The  "black  list"  was  what  really  opened 
the  eyes  of  the  stubborn  delinquent  and  gave 
the  merchant  t'he  greatest  surprise  of  his  busi- 
ness career.  This  is  how  it  happened.  The  collector  at  the 
end  of  the  first  month,  in  addition  to  a  report  of  the  col- 
lections he  had  made,  submitted  a  list  to  each  merchant, 
of  all  the  "dead  beats"  in  the  city.  This  list  was  a  re- 
velation. It  sho\^ed  not  only  how  much  money  "Mr. 
Dead  Beat"  owed,  but  in  how  many  different  stores  he 
had  big  cold  accounts,  so  old  in  many  cases  tihat  they  were 
getting  very  grey.  Then,  the  merchants  saw  really  where 
they  were  at.  They  realized  then  w'hy  some  customers 
had  all  at  once  started  to  deal  very  largely  in  their  stores 
in  spite  of  the  fact  that  they  lived  in  opposite  parts  of 
the  city.  They  saw  through  some  wonderfully  touc'hing 
hard-luck  stories  that  they  had  heard,  in  a  manner  that 
set  them  thinking,  and  thinldng  hard.  They  awoke  and 
were  mighty  glad  of  it.  Nor  were  they  alone  surprised. 
Our  Frieoid,  the  enemy,  got  a  few  rather  rude  s'hocks  dur- 
ing the  next  few  weeks  also. 

When  one  of  those  smiling;  affable  women  would  come 
into  the  store  on  which  she  happened  to  be  sponging  at 
that  particular  time,  and  with  a  superfluity  of  excuses, 
would  ask  to  have  a  matter  of  five  or  six  dollars  worth  of 
goods  added  to  her  "little  bill,"  the  merchant  would 
quickly  look  her  up  on  the  list,  and,  finding  that  sihe  had 
a  dozen  or  so  more  "little  bills"  of  $20  or  $30  with  other 
nierchants   around    town,   politely  but   sternly   refuse   her 
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any  more  credit.  The  woman,  of  course,  would  assume 
an  attitude  of  indignation. 

"Why,  the  idea!  One  would  think,  sir,  that  I  was  a 
dishonest  person  who  tried  to  get  out  of  paying  accounts. 

I  assure  you  Mr. ,  you  will  not  be  troubled  selling 

me  anything  again."  Away  she  would  go  in  her  assumed 
*' hoity-toity"  mood  and,  perhaps,  try  some  other  store 
wifh  much  the  same  result. 

Then  she  would  wonder  how  they  "got  wise"  until  in 
a  day  or  so  she  would  answer  a  ring  at  her  door  to  meet, 
not  a  boy  from  the  bank  with  a  draft,  or  a  collector  from 
one  of  the  stores  where  she  owed,  but  the  official  collector 
of  the  association,  not  with  one,  but  with  all  her  local  ac- 
counts. Then  in  a  few  brief,  well  c'hosen  words,  it  would 
all  be  explained  to  her  why  ^he  could  no  longer  woi'k  the 
"pay-you-next-week-bluff, "  or  tell  with  such  good  eilect 
her  touching  tale  of  the  temporary  financial  stringency. 
The  collector  would  explain  to  her  the  black  list  system 
and  the  beauty  of  it  in  dealing  with  forgetful  people. 
After  several  calls  of  this  sort  on  the  part  of  the  tactful 
and  persistent  official  the  simple  lesson  of  honesty,  so  long 
neglected,  is  generally  learned  to  very  good  advantage, 
backed  up  as  it  is  with  the  stern  object  lesson  of  the 
"black  list."  She  finds  that  the  only  way  to  get  off  that 
list  is  to  pay  her  way  off  it,  and  she  generally  begins  to 
pay.  It  is  surprising  how  honest  she  gets  all  at  once. 
Sometimes,  when  the  amounts  involved  have  been  large, 
the  families  have  decided  to  leave  town,  but  the  watchful 
collector  keeps  his  eye  on  the  moving  van,  and  already  in 
Guelph  several  parties  who  contemplated  leaving  the  city 
have  been  met  at  the  station  and  finally  persuaded  to  stay 
a  while  and  make  a  few  sundry  settlements.  The  collec- 
tions alone  make  the  scheme  a  paying  one,  but  the  black 
list  feature  of  it  is  what  does  the  merchant  the  must 
good.  It  warns  him  not  to  let  the  bad  ones  get  any 
further  in  on  the  wrong  side  of  his  ledger.  If  there  was 
not  a  single  collection  made  the  black  list  scheme  alone 
would  pay  the  merchants  for  the  expense  involved. 

Collector  has  Some  Queer  Experiences. 

It  was  originally  intended  t^hat  the  collector  should 
wear  a  uniform,  but  so  far  it  has  not  been  found  neces- 
sary. He  is  a  very  well  known  man  about  town.  Some  of 
the  experiences  of  this  man  who  knows  the  pay  days  of  .i 
lot  of  Guelphites,  are  interesting,  and  some  very  amusing. 
The  merchants  at  their  meetings  and  among  themselves 
have  many  a  hearty  laugli  over  some  of  the  reports  that 
he  makes. 

On  one  occasion  he  called  at  a  very  fine  brick  house  in 
the  good  residential  section  of  the  city.  At  first  be 
thought  he  had  made  a  mistake,  but  found  that  it  was  the 
place  all  right.  As  it  was  his  first  call  there  he  went 
around  to  a  side  entrance  and  knocked  at  the  door.  The 
lady  of  the  house  happened  to  be  bidding  one  of  those 
long-drawn-out  farewells  to  a  lady  friend  who  had  made 
an  afternoon  call,  and  these  conditions  made  it  rather 
embarrassing  for  the  collector,  and  rather  more  so  for  the 
lady  of  the  house.  He  stated  that  he  was  the  official  re- 
presentative of  the  Retail  Merchants'  Association,  was 
kindly  asked  in  and  questioned  as  to  what  he  wanted.  He 
then  stated  plainly  his  mission.  "0,  yes,  yes,  of  course,  I 
intended  to  pay  those  accounts  long  ago,  but  kept  for- 
getting. Wait  a  minute,  I'll  get  you  tbe  money  now." 
It  was  a  good  haul  for  the  collector,  for  that  woman  had 
been  forgetting  for  several  years. 

But  the  official  does  not  always  happen  in  at  such  an 
opportune  time.  Another  woman,  upon  the  occasion  of 
his  fifth  or  sixth  call,  threatened  him  that  when  he  called 
again  (that  was  if  he  had  the  nerve  to  call  again)  he 
would  be  met  by  her  husband,  who  would  not  merely  tell 
him  to  go. 


"That's  good,"  was  the  collector's  reply,  "I  would 
really  like  nothing  better  than  to  meet  your  husband  and 
talk  the  matter  over  with  him,  for  I  am  sure  you  must  be 
getting  tired  of  seeing  me,  and  I  am  just  as  tii'ed  of  calling, 
but  it's  my  business  to  call  and  keep  on  calling  till  I  get 
the  money.  That's  what  they  pay  me  for  you  know.  Next 
time  he  did  meet  the  'husband,  but  instead  of  being  kicked 
out  he  was  given  a  check. 

Some  times,  he  reports,  they  pretend  they  are  out  and 
do  not  answer  his  ring  at  their  doors,  but  on  such  occa- 
sions, if  he  knows  that  they  are  not  out,  he  calmly  sits  on 
the  step  and  fills  in  time  going  over  his  day 's  business  until 
a  delivery  man  or  some  other  welcome  visitor  comes  and 
gives  him  a  chance  to  enter. 

Taking  it  all  through,  the  scheme  is  a  wonderful  suc- 
cess. Every  merchant  who  is  in  on  it  is  pleased  with  the 
results,  particularly  the  black  list  part  of  it.  To  quote  one 
of  them.  "It  may  not  actually  bring  about  the  millen- 
nium, this  official  collector  scheme,  but  it  will  help  a  whole 
lot,  if  generally  adopted  and  properly  carried  out." 

There  is  certainly  no  reason  why  it  should  not  be  a 
success  in  any  town  or  city  where  there  are  merchants 
enougli  to  make  it  self-sustaining. 


Include  Case  and  Packing  Charges. 

Every  retailer  upon  some  occasion  or  other  has  had  his 
fling  at  the  ease  and  packing  charges  he  has  to  pay  whole- 
salers and  manufacturers.  When  a  two,  three  or  four- 
dollar  item  on  a  bill  of  goods  amounting  to  somewhere 
around  one  hundred  dollars  is  noted,  packing  charges  are 
considered  seriously.  A  retailer  naturally  argues  if  a 
wholesaler  charges  for  the  cases  in  Miich  the  goods  are 
packed,  why  should  he  not  charge  his  customers  for  the 
cost  of  paper  and  twine  for  wrapping  parcels?  As  a 
result,  complaints  are  numerous,  even  yet,  although  re- 
tailers understand  the  position  of  wholesalers  and  manu- 
facturers very  well. 

Many  retailers,  who  have  been  incensed  at  the  charges, 
have  followed  the  plan  of  returning  all  cases,  being  credit- 
ed with  the  original  cost  of  the  case,  less  return  freight, 
and  repairs,  if  any.  Wholesalers  then  use  the  cases 
again,  billing  them  next  time  at  a  marked  reduction. 

A  Fixed  Charge. 

Representative  retailers  argue  that  a  wholesaler  should 
include  cost  of  packing  and  cases  in  his  fixed  charges  for 
doing  business,  and  that  his  selling  price  should  be  based 
upon  this  plan.  This  is  the  procedure  followed  in  the 
United  States,  where  packing  charges   are  unknown. 

On  the  other  hand,  Canadian  wholesalers  point  out 
that  they  lose  a  good  deal  of  money  upon  oases  and  pack- 
ing; that  they  do  not  charge  for  the  lining  of  cases  with 
paper,  which  one  wholesale  house  stated  cost  them  $5,000 
a  year.  A  good  many  cases  have  to  be  bought  by  the 
wholesalers  in  Canada,  and  these  are  charged  at  the  actual 
cost.  The  cases  the  wholesaler  gets  from  Great  Britain 
and  other  foreign  markets  cost  them  on  an  average  about 
three  times  as  much  as  they  charge  the  retailer.  Further, 
the  wholesaler  has  to  pay  the  regular  duty  upon  dases  as 
upon  other  articles  of  merchandise. 

To  all  this  the  retailer  might  reply  "the  wholesaler 
must  include  the  packing  charges  he  has  to  pay  in  his 
cost  of  doing  business.  Any  price  he  gets  from  the  retailer 
on  foreign  cases  is  thus  clear  profit,  though  probably  a 
wholesaler  breaks  even  in  this  respect,  as  the  cost  of  doing 
business  is  usually  under-estimated,  rather  than  over- 
estimated." 

This  brings  the  problem  up  to  the  point  where  the 
wholesaler  states  that  after  all  packing  charges  have  been 
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instituted  for  their  own  protection,  inasmuch  as  foreign 
wholesale  liouses  doing  business  in  Canada  make  heavy 
packing  charges,  said  to  be  at  least  twice  as  large  as  those 
of  Canadian  wholesalers.  Many  importers,  however,  use 
a  laid-down  cost  on  foreign  goods  to  include  packing 
cliarges  as  well  as  duty,  freight,  insurance,  etc. 

If  Canadian  wliolesalers  did  away  with  packing 
charges  after  'all  a  certain  advance  in  t'heir  merchandise 
would  have  to  be  asked.  Foreign  houses  keeping  up  their 
packing  charges,  would  have  many  times  what  looks  like 
an  advantage,  as  retailers  are  inclined  to  look  'at  the 
first  cost  of  the  merchandise,  forgetting  about  such  items 
as  packing  charges. 

Position  of  the  Mills. 

It  may  not  be  known  to  the  trade  at  large  that  whole- 
salers did  try  to  abolish  packing  charges,  starting  by  ask- 
ing Canadian  mills  that  sold  them  goods  to  abolis'h  their 
packing  charges.  The  Canadian  mills  competing  with 
foreign  ones,  naturally  took  the  same  grounds  as  the 
wholesaler  does  with  the  retailer,  contending  that  if  they 
abolish  packing  charges,  tbe  cost  would  be  added  to  their 
merchandise,  and  in  the  face  of  this  foreign  goods  would 
apppar  cheaper  than  they  really  were,  including  the  cost 
of  packing. 

With  all  these  points  in  consideration.  The  Review 
contends  that  packing  charges  are  a  fixed  cost  of  doing 
business,  and  that  a  retailer  should  pay  them  indirectly 
in  the  cost  of  merchandise.  To  tihe  objection  of  Canadian 
wholesalers  it  may  be  stated  that  instances  are  plentiful 
where  salesmen  have  sold  goods,  giving  the  retailer  the 
cost  laid  down  in  his  store.  The  argument  of  no  packing 
charges  is  an  untried  one,  but  seemingly  a  forcible  one. 
Who  will  try  it  first"? 


Are  Freakish  P  ashions  Doomed  ? 

"It  is  possible  that  for  a  season  or  two,  manufacturers 
of  ready-to-wear  clothing  will  be  somewhat  more  conser- 
vative in  their  styles,"  observes  the  New  York  Plerald. 

"The  creation  of  exaggerated  modes  with  the  idea  of 
keeping  up  the  impression  that  styles  for  men  change 
every  season  just  as  feminine  fashions  do  has  been  pushed 
just  about  as  far  as  it  can  be.  The  bounds  of  good  taste 
were  passed  long  ago  and  the  inevitable  result  was  fore- 
seen by  skilful  observers,  but  nobody  thought  the  game 
would  ever  be  overplayed  to  the  extent  that  it  has  been. 

"The  most  striking  of  the  ready-to-wear  garments  are 
now  grotesque  in  their  finish  on  account  of  the  effort  to 
make  them  appear  different  from  the  models  turned  out 
the  year  before.  It  is  not  possible  to  fool  enough  of  the 
public  all  the  time  to  make  the  production  of  such  freak 
elothing  profitable.  So  the  garments  put  on  the  market 
next  year  by  the  far-seeing  makers  are  likely  to  be  free 
from  faults  of  this  character. 

"One  need  only  take  the  matter  of  the  finish  of 
sleeves  of  men's  coats  to  realize  how  far  this  desire  for 
the  unusual  has  gone.  It  was  not  more  than  five  years 
ag'o  that  the  London  tailors,  whose  fashions  remain  the 
standard,  whatever  else  may  be  said  about  them,  began  to 
send  over  sack  coats,  overcoats  and  even  dinner  coats  with 
a  narrow  turned  back  sleeve.  This  was  regarded  as 
rather  a  striking  fashion  in  those  days,  and  it  was  gradu- 
ally adopted  by  well  dressed  men  here. 

"Among  the  best  of  the  custom  tailors  it  has  passed 
into  a  standard  fashion.  Customers  may  or  may  not  like 
it.  Just  at  present,  as  a  matter  of  fact,  the  cuff  is  not 
in  favor.  In  any  case  it  is  not  regarded  as  a  matter  of 
great  importance  in  the  make  of  a  coat.    But  it  was  just 


the  opportunity  that  makers  of  cheap  ready  to  wear 
clothes  were  looking  for. 

"They  did  not  do  a  thing  to  that  cuff.  They  cut  ii 
broad  and  they  cut  it  narrow.  They  put  it  on  straight 
and  they  put  it  on  with  a  point;  they  braided  it,  they  put 
a  button  at  the  end  of  it  and  they  played  all  sorts  of  horse 
with  it.  They  could  in  this  way  give  the  retail  salesman 
a  chance  to  say,  'See  the  new  style  cuff.  Just  the  latest 
from  London.  All  the  best  dressed  men  in  New  York  are 
wearing  this  cuff.' 

"Then  there  was  a  temporary  transfer  of  attention  to 
the  pockets.  They  were  covered  with  flaps  that  buttoned 
down  or  they  were  put  on  such  a  slant  that  it  was  hard 
to  get  the  hand  into  them.  Then  they  were  so  arranged 
as  to  look  exactly  vertical,  with  no  braiding  and  nothing 
but  a  thin  seam  to  show  where  they  really  belonged.  Then 
there  were  strapped  seams  up  and  down  the  back  and 
sides  of  coats  until  you  couldn't  rest. 

Variations  are  Frequent. 

"Perhaps  these  merely  incidental  details  of  men's 
dress  might  not  have  been  so  demoralizing  to  all  standards 
of  taste  and  good  form  if  they  had  not  indicated  a  desire 
on  the  part  of  the  ready-lo-wear  clothing  makers  to  follow 
closely  every  variation  in  cut,  with  the  object  of  creating 
if  possible  a  new  style  for  every  season  in  cut  as  well  as  in 
finish.  So  the  ready-to-wear  garments  have  gone  through 
changes  of  the  most  radical  character. 

"There  were  shoulders  so  broad  that  the  padding  stood 
out  on  them  in  easily  distinguishable  lumps.  Then  there 
were  coats  so  long  that  they  stopped  only  back  of  the 
knees. 

"Coats  were  cut  down  in  front  until  they  were  as  low 
as  a  dress  waistcoat,  and  there  was  no  end  to  the  varied 
stunts  that  were  tried  with  the  buttons.  Some  sack  coats 
closed  with  a  dozen,  while  others  had  only  one.  And  every 
vagary  of  an  overworked  imagination  was  described  as 
the  last  cry  of  real  fashion  in  London. 

"All  this  originality  and  change  of  detail  in  ready-to- 
wear  elothing  was  something  new.  The  manufacturers 
until  about  seven  years  ago  confined  themselves  to  a  cer- 
tain standard  and  inconspicuous  cut  that  did  not  possess 
striking  features.  The  novelties  in  men's  dress  were  in- 
troduced always  by  the  high  price  custom  tailors.  The 
makers  of  the  clothes  turned  out  in  large  quantity  avoided 
in  fact  any  fashions  not  stable. 

"Their  first  departure  from  this  rule  came  when  the 
short  coats  and  loose  trousers  suddenly  were  declared  the- 
proper  style.  Certain  firms  entei-ed  into  rivalry  with  the 
custom  tailors  who  were  turning  out  these  grotesque  suits. 
They  were  successful  in  selling  large  numbers  of  them  and 
from  that  day  the  custom  made  tailors  have  been  slow  in 
comparison  with  the  manufacturers  in  inventing  freak 
fashions  to  attract  the  attention  of  buyers  and  to  keep 
up  the  delusion  that  the  styles  for  men  really  do  change 
every  season  and  there  is  always  something  new  to  be  had. 

"The  change  that  has  come  over  the  spirit  of  the 
ready-to-wear  clothing  manufacturers  will  probably  last 
for  several  seasons,  as  there  has  been  nothing  but  freak- 
ishness  for  several  years  past,  and  even  the  least  dis- 
criminating buyers  are  growing  weary  of  the  constant 
effort  to  foree  on  them  what  is  the  alleged  latest  style." 


Gen.  A.  F.  Marsh,  of  Cleveland,  was  in  Windsor  re- 
cently looking  for  a  location  in  which  to  start  a  branch 
corset  factory.  He  pointed  out,  while  there,  that  under 
a  recent  decision  in  England,  his  firm's  English  and  Cana- 
dian patents  were  no  protection  unless  they  manufactured 
in  the  country  within  one  year. 
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Does  Gait  Horse  Show  Have  Effect  on  Town's  Business? 

Some  Merchants  are  of  Opinion  That  it  Boosts  Trade  Temporarily 
— All    Agreed    That   the    Show    Helps    to   Advertise    the  Town. 


What  «ffeet  does  the  horse  show,  held  in  Gait  every 
Spring,  have  upon  the  business  of  the  town  before,  during 
or  subsequent  to  the  dates  fixed? 

Do  merchants  look  upon  it  as  a  benefit  or  otherwise  ? 

The  Review  recently  put  these  questions  to  the  leading- 
business  men  of  Gait.  The  fact  that  the  liorse  show,  held 
there  every  Spring,  is  regarded  as  one  of  the  best  in  the 
country,  tends  to  make  the  experience  of  the  merchants  of 
the  town  a  matter  of  considerable  interest  to  merchants  in 
other  places.     Here  are  some  of  the  replies  received: 

Baker:  "There  are  more  people  to  eat  more  bread.  It 
is  a  good  thing." 

Butcher:  "We  have  an  increased  demand  for  choice 
cuts,  but  we  sometimes  find  it  difficult  to  dispose  of  the 
rough  meat  left  over." 

Hardware  Merchant.  "It  is  not  a  hardware-buying 
crowd  that  patronizes  the  horse  show,  but  we  sold  two 
ranges  there  last  Spring.  Otherwise,  we  can't  say  that  it 
helps  us  any. ' ' 

Millinery  and  Dry  Goods  Merchant:  "We  don't  notice 
much  difference  now,  although  it  was  good  the  first  year. 
People  who  buy  at  that  time  of  year  would  buy  anyhow 
— and  i't  only  amounts  to  a  few  hats  and  pairs  of  gloves 
and  a  dress  or  two.  The  hotelkeeper  is  the  man  who  bene- 
fits. Those  people  who  come  here  from  other  places  don't 
come  to  make  purchases,  and  t'hose  who  live  in  or  near  tlie 
town  can  buy  here  any  time." 

Boot  and  Shoe  Dealer — "People  make  purchases  about 
that  time  who,  probably,  would  otherwise  go  without.  I 
certainly  notice  some  benefit  from  the  show.''' 

Men's  Clothier  and  Furnisher:  "Yes,  we  see  a  diiifer- 
ence  before  the  show  comes  on.  Men  want  nobby  hats, 
ties  and  suits,  but  it  never  amounts  to  a  great  deal,  and 
for  a  couple  of  weeks  following  there  is  generally  a  very 
dull  relapse. 

Jeweler:  "We  sell  a  few  souvenirs,  that's  all.  Old 
home  week  is  better  for  business  than  horse  show  week." 

All  were  agreed  that  the  show  helped  to  advertise  the 
town. 

Some  See  No  Benefit. 

The  above  statements  were  received  from  individual 
merchants,  and  might  fairly  be  regarded  as  the  concensus 
of  opinion  in  the  respective  lines  of  business  named.  Some 
merchants  there  were  who  credited  the  show  with  abso- 
lutely no  degree  of  benefit  from  a  trade  point  of  view. 

"Better  without  it,"  said  a  dry  goods  man.  "While 
I  contribute  $5  to  it  now,  I  would  give  them  $10,  T  believe, 
if  they'd  do  away  with  it.  We  see  no  difference  before 
hand,  and  it  demoralizes  trade  afterwards;  puts  people 
out  of  the  notion  of  buying  for  a  time." 

"Is  it  not  a  good  time  to  concentrate  effort  upon  spe- 
cial sales?"  he  was  asked. 

"We  have  tried  special  sales;  we  decorate  the  windows 
with  horse  show  coloi^s  and  the  town  brightens  up  gener- 
ally, but  on  an  'afternoon  during  the  horse  show  one  could 
shoot  a  cannon  ball  down  the  street  and  it  wouldn't  hurt. 
Mig*ht  as  well  hang  up  the  shutters." 

Bankers  were  asked  their  opinion  in  the  matter  and 
they  stated  that  the  show  certainly  did  bring  people  and 
money  to  town.    The  hotelkeepers  reaped  the  great  harvest 


and  eventually  the  money  found  circulation,  but   it   was 
hard  to  see  any  direct  general  benefit  to  business. 

Draws  People  and  Money. 

According  to  Dr.  MacKendrick,  the  president,  the  year- 
ly attendance  is  about  12,000  people.  Prizes  amounting  to 
$3,000  are  distributed,  and  the  greater  part  of  this  goes 
out  of  town.  Quite  a  number  of  fashionable  folk  from 
Toronto,  and  even  from  New  York,  attend.  These,  of 
course,  do  no  shopping  in  Gait.  The  town  must  depend 
upon  its  own  elite  for  the  demand  for  dainty  horse  show 
apparel,  and  there  is  a  suspicion  among  merchants  that 
some  of  this  business-  goes  elsewhere,  although  the  costum- 
ing departments  of  Gait  are  capable  of  as  good  work  as 
the  most  fastidious  fashion  could  require. 

' '  I  will  venture  to  say, ' '  remarked  Dr.  MacKendrick, 
' '  that  the  horse  show  leaves  $5,000  in  Gait,  and  that  the 
merchant,  indirectly,  it  may  be,  receives  the  benefit.  We 
ask  him  for  a  subscription,  it  is  true,  but  he  receives  tickets 
in  return.  He  also  Tias  an  opportunity  to  advertise  in  the 
prize  list,  but  this  he  pays  for.  The  subscriptions  last 
year  amounted  to  $873,  and  the  grants  to  $650,  of  which 
$200  comes  from  the  Government.  There  are  twenty-six 
directors,  each  of  whom  contributes  from  $5  to  $25.  While 
the  hotelkeeper,  the  grocer,  butcher  and  feed  merchants 
receive  the  most  direct  benefit  from  the  'horse  show,  I 
have  no  hesitancy  in  saying  that  every  merchant  in  town  is 
eventually  something  ahead.  Money  is  bound  to  cir- 
culate." 

Merchants  were  asked  whether  it  might  not  be  well  to 
do  away  with  the  show  altogether.  A  grocer  shook  his 
head  in  disapproval  and  stated  that  tliere  was  a  demand 
for  more  provisions  during  that  week.  A  dealer  in  boots 
and  shoes  said  he  would  hate  to  see  it  go,  because  it 
bi ought   him   a  certain   amount   of  business, 

Merchants  are  Loyal. 

It  does  not  appear  to  be  going  too  far  to  say,  therefore, 
that  while  the  merchants  of  Gait  do  not  regard  the  horse 
show  as  a  booster  to  business,  they  are  too  loyal  to  their 
town  to  ask  that  it  be  discontinued.  While  horse  show 
week  is  regarded  as  a  season  calling  for  advance  prepara- 
tion by  way  of  decoration  and  special  array  of  up4o-date 
stock,  the  merchant  sees  no  direct,  compensating  return. 
He  declares  that  it  takes  money  and  business  out  of  town, 
and,  though  admitting  that  it  'helps  advertise  the  place,  he 
questions  whether  it  is  worth  while — that  is,  so  far  as  his 
business  is  concerned. 

Dressmakers  and  millinei's  state  that  the  horse  show 
brought  a.  brisk  business  in  its  first  year,  but  that  there  has 
been  a  gradual  decline.  What  then  is  the  cause?  It  is 
probably  unfortunate,  for  bhe  sake  of  statistics,  that  the 
.show  comes  in  June,  when  any  purchases  that  are  made 
are  likely  to  be  credited  to  the  Spring  season  rather  than 
to  the  show  itself.  The  fact  that  it  had  a  noticeable  effect 
in  the  first  year,  brings  forward  the  question,  without  re- 
flection upon  the  enterprising  Gait  merchant,  whether  a 
special  study  of  the  circumstances  and  tihe  classes  of  visi- 
tors to  a  show  of  that  kind  in  a  town  of  the  size  of  Gait, 
might  not  produce  some  suggestion  which  would  make  a 
vigorous,  special  selling  campaign  before  and  during  the 
sliow  worth  while. 
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A  BETTER  LIGHTED  STORE 

About  two  months  ago  Cameron  &  Moore  of  Goderich,  Ont.,  wrote  us  for  our  booklet  E,  just  to 
see  what  The  RELIABLE  Light  w^as,  that  w^e  claimed  so  many  advantages  for.  They  w^ere  then 
using  electricity  throughout  their  large  departmental  store,  but  thought  they  w^ere  paying  too  much 
money  for  the  amount  of  light  used. 

After  reading  our  booklet  they  w^anted  to  kno'w  more,  so  we  wrote  a  second  letter,  told 
them  what  The  RELIABLE  Light  w^ould  do— w^hat  it  w^ould  save  them— what  it  w^as  doing  for  others 
and  how  it  would  increase  their  business.  They  decided  to  give  it  a  trial  at  our  expense,  so  w^e 
installed  a  complete  system. 

THE  RESULT 

They  have  purchased  the  system  and  say  that  their  store  is  now  the  brightest  spot  in  Goderich. 
They  can  distinguish  blue  cloth  from  black — the  bright  light  attracts  customers — it  show^s  their  stock 
to  better  advantage — and  it  saves  them  money. 

MR.  MERCHANT 

The  above  is  only  one  of  the  many  firms  throughout  Canada  w^ho  have  become  convinced  that 
gas  and  electricity  are  not  the  only  means  of  lighting. 

Can  you  afford  to  throw  away  dollars  every  month  for  a  poorly  lighted  store  .' 

Can  you  afford  to  be  w^ithout  a  light  that  w^ill  increase  your  business — that  w^ill  enable  your 
customers  to  distinguish  colors  at  night .' 

Why  not  ow^n  your  o\vn  gas  plant  that  will  give  you  as  much  candle  pow^er  as  you  require  at  a 
cost  of  only  one  cent  per  hour  for  600  candle  pow^er  (the  price  of  an  ordinary  32  c.p.  electric).  Alw^ays 
ready  to  light— never  gets  out  of  order — absolutely  safe — clean  and  odorless — burns  a  mantle  same  as 
city  gas. 

Let  us  tell  you  about  the  RELIABLE — it  w^ill  cost  you  nothing  to  enquire.  Write  to-day  for 
booklet  E — it's  free — a  postal  will  bring  it. 


The  RICE  KNIGHT  MFG.  CO.,  Limited 

40-42  Lombard  Street,  Toronto 


Manitoba  Agents 
Saskatche^van  Agents 
Alberta  Agents 


The  Reliable  Lighting  Agency 
The  Canada  Lighting  Co. 
The  Canadian  Lighting  Co. 


Winnipeg 

Regina 

Calgary 
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Invaluable 

to 

Merchants 

and 

Window 

Trimmers 

"  Attractive  IVinilows 
Increase  Trade  '* 

This  up-to-date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

410  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 

1 0  Front  St.  East,  Toronto 
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BRITISH  AMERICAN  DYEING  CO. 


The    Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS.    RIBBONS,    LACE.    ETC. 


ALL  WORK  GUARANTEED 
UNEQUALLED. 


MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


LAMSON  RAPID  SPRING 

CASH  CARRIER 


ASK  FOR  BOOKLET  N.5. 


PERFECT  SERVICE 
CASH  CENTRALIZATION 

Both  are  requisites  in  busy  retail  Stores. 
You    can    have    them     by     installing    a 

LAMSON  RAPID 
CASH   SYSTEM 


Lamson  Consolidated  Store  Service  Co. 

126  WELLINGTON  ST.  WEST  -  .  TORONTO,  ONTARIO 
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There's  a  Degree  of  Excellence 

in  show  case  manufacture  that  is  represented  only  by  the  goods  made  by  The  Toronto 
Show  Case  Company.  We  have  introduced  some  entirely  new  and  valuable  ideas  into 
the  niaking  of  artistic  interior  store  fittings  for  the  display  of  goods. 

Live  merchants  know  that  sales  can  be  very  largely  increased  if  the  goods  are  given  an 
attractive  display. 

The  show  cases  calculated  to  bring  this  increased  sale  must  be  attractive  themselves, 
though. 


Dry   Goods   Crystnl  Counter 

We've  had  this  fact  in  mind  in   designing  ours.      You'll  realize  this  the  minute  you 
see  them. 

Right  after  the  new  year  you  will  want  to  consider  some  improvements  to  your  store 
interioi'  to  be  in  line  for  the  bigger  business  you  hope  to  do  in  1909. 

As  a  preliminary  step  write  to  us  for   our   illustrations   of   show   cases.      They  will 
interest  you  and  we'll  be  glad  to  send  them. 


oronto  Show  Case  Company 

Limited 

5-7-9-II-I3-I5-I7-I9-2I    Dcfrics    St  Toronto 

Jas. C.Kent  President  Late  Cowans  Kent&Co.    R.W.McClmn  Gen.  Mcr.  Late  Cowans  Kent&Co 
W.M.Peterkin  Sec. Treas.  Late  Cowans  Kent  &  Co     Harry  Chinn  Supt. 
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Plans  and  Equipment  for  the   Modem   Drygoods  Store 

The   Merchants   Ideal    Should    Include    Large  and    Well  Arranged  Display   Windows — 
Some  of  the  More  Important  Essentials  of  Attractive  Interior  and  Extenor  Appearances. 


The  Dry  Goods  Review  has  inauguiatcd  a  new  prize  plan  in 
connection  with  this  department.  Instead  of  tlic  Christmas  win- 
dow competition,  it  has  been  decided  to  introduce  a  plan  whicli 
has  for  its  object  a  greater  concentration  of  effort  upon  this  very 
important  division  of  the  modern  store's  advertising  system.  The 
display  competition  will  now  be  conducted  on  a  monthly  basis. 
Two  prizes,  of  $i  and  $3,  will  be  awarded  for  the  two  best  win- 
dows submitted  each  month.  In  addition  to  this,  a  medal  will  be 
presented  at  the  end  of  the  year  to  the  competitor  having  the 
best  point  record  in  the  year,  five  points  going  to  the  winner  of 
first,  and  three  to  the  winner  of  second  place  each  month.  The 
competition  is  open  to  all  Canadian  dry  goods  and  gents' 
furnishings  stores,  with  the  exception  of  the  T.  Eaton  Company 
and  the  Robert  Simpson  Company,  Toronto,  which,  in  accord- 
ance with  the  usual  rule,  are  barred. 

Canadian  villages,  towns  and  cities  are  increasing-  in 
population  at  a  rapid  rate.  Not  only  is  this  so,  but  the 
individual  wealth  is  larger.  Even  among  the  poorer 
families  there  is  more  money  to  spend  than  there  was, 
even  a  few  years  back. 

As  in  all  new  countries,  appearances  count  for  much. 
The  family  that  has  made  money  is  not  content  with 
having  it  in  the  bank,  but  must  have  tangible  evidence 
of  its  presence  in  the  shape  of  fashionable  clothing  and 
rich   and  tasteful  furniture  and  household  appointments. 

The  merchant  who  wishes  to  keep  this  class  as  his 
customers  has  to  advance  with  the  community.  Not 
only  must  he  increase  his  stock  and  buy  more  and  better 
goods,  but  he  must  house  them  properly.  The  store 
must  present  an  attractive  appearance,  both  inside  and 
out,   and  the   shoppers'     comfort  must  be   well   studied. 

Every  merchant  worth  the  name  wants  to  have  the 


merchants  will  agree.  The  window  forms  one  of  the 
most  valuable  means  of  communication  between  the  buy- 
ing public  and  the  store,  and  is,  in  the  opinion  of  many 
merchants,    the   best    advertising     medium   he    possesses. 
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This  plan  consists  of  two  stores,  fronting  on  an  inferior  street,  thrown 
into  one  with  a  larger  store  on  the  main  street.  Each  of  the  smaller  stores 
is  25  X  8o  and  the  large  store  is  52  x  112.  The  main  entrance  is  at  the  corner 
with  large  windows  facing  the  main  street.  On  the  side  street  there  is  a 
combined  entrance  to  the  two  stores  with  a  large  window  on  each  side. 
One  of  these  windows  used  for  men's  goods  and  the  other  for  groceries. 
The  case  shows  women's  shoes.  The  windows  on  the  front  street  are  those 
used  for  dry  goods. 


ideal  store  for  his  own,  and,  though  the  individual  con- 
ception may  be  different  there  are  many  essentials  that 
the  modern  store  must  have.  Of  first  importance,  win- 
dows may  be  cited.     This   is  a  point     upon   which     all 


Good  windows  are  necessary  to  the  making  of  at- 
tractive displays.  A  good  trimmer  can  do  much  to 
overcome  faults  of  window  construction,  but,  given  pro- 
per windows  the  time  and  energy  put  into  the  making  of 
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a  decent  display  in  spite  of  constructive  faults,  would  be 
far  more  effective  in  the  display  itself.  Therefore  mer- 
chants are  paying,  in  the  extra  time  it  takes  to  dress 
the  windows  and  in  lessened  pulling  power,  when  the 
windows  are  not  of  the  proper  construction. 

In  the  old  days,  when  windows  were  crowded  with 
merchandise,  there  was  no  use  for  a  big  window.  If  a 
merchant  did  not  carry  a  big  stock,  a  big  window    was 


greater;  7  feet,  or  even  8  feet,  is  a  much  better  depth, 
even  for  a  small  store,  and  where  size  warrants  it,  a 
greater  depth  than  this  would  be  an  advantage.  The 
Review's  advice  to  merchants  building  a  new  store  or 
altering  an  old  one  is  to  be  liberal  with  window  space, 
for  the  tendency  is  towards  large  windows. 

Handsome   dividers   may   be   used    to   break   up     the 
different   displays.      This   is   now   the   approved   plan      a 
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Three  stores  combined  in  one  on  a  main  street,  one  side  being  bounded  by  a  side  street.     Each  store  is  38  x  160  feet. 

The  total  width  is  114  feet.    The  great  feature  of  this  layout  is  the  manner  in  which  each  section  stands 

out,  being  not  only  easy  of  access  from  the  front  entrance  but  also  from  one  department  to  another. 


worse  than  useless,  for  he  could  not  spare  the  stock  to 
trim  it  in  what  was  considered  then  the  proper  manner. 

Window  Trimming  an  Art. 

As  is  the  case  in  other  branches  of  store  manage- 
ment, window  trimming  has  made  advances.  The  men 
at  the  top  now  are  really  artists,  and  can  show  on  paper 
just  how  a  display  will  look,  or  can  produce  a  blue 
print  to  scale  in  the  same  manner  as  an  architect  does 
of  a  building.  Men  of  this  class  have  made  great  changes 
in  the  manner  in  which  windows  are  trimmed  and  goods 
are  shown.  Even  when  using  the  cheaper  fabrics  they 
endeavor  to  show  what  beauty  is  in  them,  and  the 
drapes  they  design  must* be  so  placed  in  relation  to 
other  objects  in  the  window  that  each  fold  and  line  is 
clearly  seen.  This  means,  of  necessity,  large  window 
space  in  the  modern  store. 

For  modern  window  dressing  many  of  the  old  style 
windows  are  too  narrow  and  the  ceilings  are  too  low. 
They  are  also  apt  to  be  lifted  too  high  above  the  level 
of  the  sidewalk. 

Even  in  modern  windows,  when  there  is  a  basement 
to  be  lighted,  this  fault  occurs.  Generally  speaking, 
about  16  inches  is  sufficient  height  above  the  street  line 
level,  and  the  ceiling  should  be  not  less  than  10  feet 
high.  Many  merchants  think  that  six  feet  is  deep 
enough  for  the  window.  Certainly  the  depth  of  the  win- 
dow  should  never  be  less,   and  can   with   advantage    be 


h^ccU    -^c^       \tjCUj 


Millinery  Department  in  Balcony. 

dressing  the  windows  in  the  large  city  stores.  The  same 
background  will  be  used  for  a  range  of  windows  and 
dividers  will  separate  each  line  of  goods. 

Windows  of  Good  Depth. 

The  three  stores  of  which  the  ground  plan  is  given 
are  allowed  plenty  of  window  space.  As  these  are  stores 
that  have  not  been  specially  designed  for  dry  goods 
stores,  but  have  been  built  up,  as  it  were,  by  the  ad- 
dition of  other  room,  the  window  space  is  perhaps  more 
limited  than  it  ought  to  be.     This  is  the  case  particu- 
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larly  in  plan  3.  In  tliis  plan  the  windows  are  seven 
feet  deep  and  10  feet  high,  the  ceiling  of  the  store  itself 
being  18  feet.  This  is  why  there  is  a  balcony  spacious 
enough  to  permit  of  the  location  of  the  millinery  depart- 
ment there.  Store  plan  2  shows  a  particularly  good 
window  arrangement.  This  store  faces  onto  two  good 
streets,  and  has  a  handsome  front  on  both  of  them.  The 
one  on  the  principal  street  has  the  entrance  in  the  centre, 
with  two  large  show  windows  on  either  side.  Both  these 
windows  are  eight  feet  deep  and  are  entirely  enclosed. 
The  other  street  entrance  is  at  the  side.  On  this  front 
there  are  two  large  windows,  the  one  15  feet  by  8,  and 
the  other  12  feet  by  8.  Besides  the  large  windows  there 
are  two  narrow  windows,  8  feet  deep  by  3  feet  wide, 
running  the  length  of  the  vestibule.  These  windows  are 
used  for  showing  fancy  articles  and  small  wares.  Trims 
in  these  windows  can  be  quickly  changed,  and  their  value 
to  the  store  is  great.     The  background  of  the  vestibule 


play  purposes.  It  also  improves  the  appearance  of  the 
interior  of  the  store  and  makes  it  easier  for  customers 
to  get  to  the  counters. 

The  entrance  arrangement  is  a  very  good  one. 
It  is  wide  and  imposing,  having  long,  narrow  vestibule 
windows  on  either  side.  There  is  also  a  fine  case  in  the 
vestibule  and  this  and  the  windows  give  the  trimmer 
plenty  of  excellent  display  space  for  the  smaller  items 
of  the  stock. 

High  Ceilings  Desirable. 

In  stores  such  as  shown,  the  height  of  the  ceilings 
from  the  floor  cannot  be  fixed  by  the  merchant,  but,  if 
possible,  good  high  ceilings  should  be  the  rule  in  all 
stores;  not  less  than  11  feet  should  be  the  rule  for  the 
first  floor.  Sixteen  is  better,  and  18  feet  is  not  too 
high.  If  there  ar\e  balconies,  20  feet  makes  botli  the 
store  and  balcony  bright.     Ten  feet  is  a  good  height  for 


Two  stores,  one  40  x  90  and  the  other  46  x  68  and 
facing  upon  two  important  streets,  have  been  thrown 
into  one  store.  Large  windows  and  imposing  en- 
trances, with  plenty  of  store  space  and  wide  aisles, 
are  the  main  features  of  this  store.  There  is  a  base- 
ment where  house  furnishings,  crockery,  etc.,  are 
carried. 


windows  is  formed  of  mirrors,  and  as  a  general  rule  the 
frame  is  covered  in  some  manner.  A  velvet  vallance 
trimmed  with  Arabian  lace  was  one  of  the  effective 
screens  for  this  purpose.  Both  entrances,  paved  with 
tiles,  present  a  fine  appearance,  both  in  the  day  time  and 
when  lighted  up  at  night. 

In  store  plan  1,  the  spacing  of  the  windows  can 
hardly  be  described  as  ideal.  There  is  plenty  of  display 
space,  but  the  windows  would  have  been  better  had  they 
been  deeper.  They  are,  however,  of  novel  construction, 
and  there  is  plenty  of  room  for  showing  goods.  The 
corner  window  is  a  fiine  one,  but  a  couple  of  feet  or  so 
added  to  the  depth  would  have  been  a  big  improvement. 
The  fact  that  the  corner  is  rounded  off  lends  distinction 
to  this  window  and  greatly   enhances  jts  value  for    dis- 


the  basement,  and  11  or  13  feet  for  the  rooms  above  the 
first  floor. 

If  the  height  of  the  ceilings  is  fixed  for  the  merchant 
who  is  altering  he  has  full  control  of  the  fixture  and 
fitting  question.  The  centre  shelving  should  not  be 
high  and  there  will  then  be  that  air  of  spaciousness 
which  adds  so  greatly  to  the  impression  made  by  the 
first  view  of  the  store.  Up  to  date  fixtuies  are  seldom 
more  than  five  feet  high  in  the  centre  of  the  store, 
though  the  shelving  around  the  wall  may  be  carried  up 
a  foot  or  so  higher.  No  shelving  should  be  so  high  that 
it  cannot  be  easily  reached. 

The  best  fixtures  are  those  which  display  as  much  as 
possible  of  the  stock.  This  is  why  so  many  show-cases  are 
used   in   modern    stores.      Perhaps   the   most   useful   style 
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of  case  is  the  one  with  plate  glass  top,  and  is  42  inches 
high,  and  48  inches  wide.  When  possible  these  cases 
should  be  illuminated  with  concealed  electric  lights. 

Walls  and  ceilings  should  be  white,  or  very  softly 
tinted.  If  the  store  is  being  remodelled,  some  kind  of  a 
metal  ceiling,  painted  white,  is  decidedly  the  best.  Fine 
mirrors,  set  here  and  there,  also  help  to  give  a  good 
appearance. 

To  sum  up,  the  model  store  must  be  healthful,  order- 


trimmer.  They  are,  owing  to  exigencies  of  space,  of 
varying  width.  The  two  windows,  facing  into  the  main 
Queen  Street  vestibule  are  5  ft.  deep,  and  have  a  length 
of  19  and  20  respectively.  The  stairways  are  behind 
the  window  west  of  the  entrance  and  narrow  the  space 
down  to  a  depth  of  C  feet.  This  window  is  19  feet  wide. 
The  next  window  is  also  a  narrow  one,  though  wider 
than  the  former,  but  the  other  two  new  windows  have 
a  depth  of  12  feet. 


Ground  Plan  of  Simpson's  Windows  in  the   New  Building. 


ly  and  inviting.  It  must  be  conveniently  arranged.  Not 
only  must  there  be  all  the  accessories  to  comfort  in 
purchasing,  but  the  arrangement  must  be  such  that  it 
can  be  accomplished  with  the  least  possible  annoyance. 
The  equipment  of  the  store  must  be  so  designed  that  the 
transactions  can  be  handled  as  rapidly  as  possible.  This 
applies  equally  to  the  time  the  customer  is  in  the  store 
as  to  the  time  it  takes  for  the  transaction  to  be  com- 
pleted by  the  delivery  of  the  goods.  A  good  delivery 
system  is  one  of  the  means  by  which  the  storekeeper 
holds  his  customers. 

Simpson's  New  Windows. 

Counting  the  two  in  the  vestibule  of  the  new  main 
entrance,    on    Queen      Street,    there    will   be    six     display 


All  of  the  windows  have  a  permanent  background. 
In  the  Queen  Street  vestibule  windows  and  in  those  next 
to  the  entrance,  at  the  corner  of  Queen  and  James,  the 
permanent  background  will  be  of  mahogany,  as  this 
will  match  the  woodwork  in  the  vestibules. 

The  other  windows  introduce  somewhat  of  a  novelty 
having  a  permanent  background  in  period  effect.  The 
period  chosen  is  late  Louis  XVI,  or  colonial,  and  the 
wood  work  is  finished  in  white  enamel,  while  mirrors 
are  used  in  the  doors  and  windows.  This  treatment  is 
a  new  one,  and  the  effect  is  very  handsome.  It  will  form 
an  especially  good  background  for  the  showing  of  millin- 
ery, suits  and  garments  and  fancy  articles.  It  can  be 
varied  in  many  ways.  For  instance,  curtains  or  panels 
may  be  used  to  cover  either  the  doors  or  windows,  and 
upon  the  glass  may  be  painted  a  landscape  or  other 
scene  as  it  may  appear  through  the  glass.     The  ends  of 


The  Permanent  Background  in  Simpson's  New  Windows.     Woodworic  Finished  in  White  Enamel.     Window  Panes  of  Mirror  Glass. 


windows  in  the  new  portion  of  the  R.  Simpson  store. 
As  it  has  been  decided  to  turn  the  present  Queen  Street 
entrance  into  a  window,  seven  new  windows  will  be 
added  to  those  now  in  existence. 

The  accompanying  ground  plan  of  the  new  windows 
should  be  of  considerable  interest   to   the  merchant   and 


the  windows  are  panneled  to  match.  But  here  the  doors 
are  real,  and  the  trimmer  can  walk  the  whole  length  of 
the  series  of  windows.  This  arrangement  gives  space 
between  each  window,  behind  the  big  piers,  that  may  be 
utilized  for  storing  fixtures  and  other  like  properties. 
This   will   be  a  great   convenience  and  time  saver.     The 
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floor  of  the  windows  is  only  raised  a  foot  or  so  above 
the  level  of  the  sidev^^alk.  This  makes  a  great  improve- 
m«nt,  for  display  purposes,  over  the  windows  now  in 
existence  on  either  Queen  or  Yong«  Street  fronts,  in  tht 
old  building.  As  the  old  basement  is  to  be  lowered  to 
the  level  of  the  new  one,  and  the  windows  in  the  old 
building  are  to  be  remodeled,   it  is  most  probable  that 


The  Partition  Between  the  Windows.    The  Door  in  the  Centre  Opens 
into  Next  Window.     Finished  Same  as  Back. 

the  windows  in  both  buildings  will  be  in  the  same  i)lane. 

Another  improvement  made  possible  by  the  lower 
level  of  the  new  basement  is  the  placing  of  the  bronze 
bars  across  the  outside  of  the  windows.  Formerly  the 
bars  come  outside  the  piers.  In  the  new  windows  they 
are  placed  not  far  from  the  glass  and  between  the  piers. 
The  reason  this  can  be  done  lies  in  the  altered  shape  of 
the  lights  for  the  basement. 

One  feature  that  will  strike  members  of  the  trade  is 
the  absence  of  prism  lights  above  the   windows   and   the 


to  the  corner  entrance  that  is  paneled  in  mahogany  is 
to  be  used,  according  to  present  intentions,  for  showing 
furniture,  etc.  Because  of  its  size  and  shape  th»  display 
ean  tak«  th«  form  of  a  furnished  room. 

Instead  of  blinds,  curtains  to  draw  across  are  pro- 
vided on  all  windows.  These  are  exceedingly  handsome. 
They  are  of  heavy  white  linen  edged  with  Arabian  lace 
and  having  the  monogram  of  the  firm  in  large  raised 
letters  upon  them.  There  will  be  a  valance  of  the  same 
linen,  also  edged  with  lace,  decorating  and  finishing  the 
top  of  the  window.  Each  of  the  large  plate  glass  win- 
dows on  the  James  and  Richmond  sides  of  the  building 
have  a  handsome  net  and  lace  panel  bearing  the  mono- 
gram of  the  firm  on  the  lower  half  of  the  window.  The 
clear  glass  over  the  entrances  are  draped  with  a  similar 
panel. 

Period  and  Architectural  Backgrounds. 

Period  decorations  and  architectural  effects  for  back- 
grounds are  engaging  the  attention  of  high  class  decora- 
tors. These  men  are  not  just  trying  to  devise  some- 
thing new,  but  are  striving  to  raise  the  whole  standard 
of  the  trade  by  putting  in  dignified  and  artistic  trims, 
trims  that  will  give  the  community  they  serve  a  higher 
standard  of  taste.  The  greater  number  of  this  group  of 
trimmers  are  employed  in  the  very  large  stores,  and 
have  an  almost  iinlimited  appropriation  at  their  com- 
mand, therefore  they  can  obtain  effects  which  the  man 
in  the  small  store  can  only  envy  and  dream  of. 

Though  debarred  from  the  production  of  these  splen- 
did effects  there  is  no  reason  why  the  earnest  trimmer 
should  not  work  on  the  same  lines  with  the  object  of 
placing  more  artistic  trims  in  his  smaller  windows. 

In  architectural  and  period  work  the  fundamental 
principles   are  the   same,    and,   just   as  a  cottage  that  is 


Spring:  Opening  Display  of  the   Anderson  Co.,  St.   Thomas,   by  Warren  Andrews 


substituting  of  clear  glass.  As  there  are  large  plate 
glass  windows  on  both  the  James  Street  and  Richmond 
Street  fronts  there  is  plenty  of  light  in  the  interior  of 
the  store.  Moreover,  the  clear  glass  above  the  windows 
gives  a  splendid  view  into  the  store  either  from  the 
opposite  side  of  the  street  or  from  the  cars.  Prism 
glass  is  used  for  the  basement  lights.     The  window  next 


built  upon  right  lines  may  be  as  pleasing  to  the  eye 
artistically,  as  a  mansion,  so  may  a  small  trim,  in  the 
same  sense,  equal  one  used  in  the  large  store.  Therefore 
the  trimmer  in  the  small  store  must  not  think  that  this 
class  of  decoration  is  beyond  his  means,  though  to 
secure  his  effects  he  may  have  to  use  his  hands  as  well 
as  his  brain.     To  the  tyro   in  trimming,   who   wishes  to 
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attempt  period  work,  the  advice  is  given  to  study  the 
work  of  the  best  trimmers.  When  he  sees  a  striking 
background  he  should  study  out  the  leading  features — 
those  that  must  be  there.     When  he  has   reached     as   it 


means.     This  kind  of  work  will  lead  easily  and  gradually 
up  to  the  designing  of  original  trims. 

In  many  high   class   windows  the  architectural  part 
will  be  found  to  be  very  simple,   save  where  the  ornate 


Prize   Horse   Show  Window  Display  of  A.  L.   Garland,   St.   Thomas. 


Spring   Opening  Costu.Tie   and    Millinery   Display  of  the   Anderson   Co.,   St.   Thomas,   by   Warren^  Andrews. 


were  the  bones  of  the  trim,  let  him  make  a  rough 
sketch  and  then  proceed  to  adapt  it  to  his  own  windows. 
When  this  is  done  let  him  proceed  to  add  such  decora- 
tive features   as  he  knows     will     come  within  his   own 


Louis  styles  are  attempted.  For  the  most  part  they 
are  built  up  from  inch  boards,  covered  as  smoothly  as 
possible  with  white  felt  and  combined  with  some  simple 
form  of  paneling.     White  felt  is  much  used   as   it  gives 
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THE  HOFMAN 

HIGH-GRADE  CLOTHING  WARDROBE;; 


(Three-section  Wardrobe  showing  suit  hanger  in  different  positions.) 


HIGH  GRADE  MEANS 


Practicability 
Durability 


f  Usefulness 

\  Mechanically  Right 

j  The  Best   Materials 

[  The  Best  Workmanship 


There  is  no  Clothing  Wardrobe  on  the  market  that  can 
be  substituted  for,  or  take  the  place  of,  THE  HOFMAN. 
It  affords  the  most  modern  and  complete  system  of 
displaying  and  selling  men's  and  women's  clothing,  with 
perfect  satisfaction  to  merchant,  salesman  and  customer. 

It  is  not  low  in  price  but  is  THE  CHEAPEST 
CLOTHING   WARDROBE   ON    THE    MARKET 


The  Walker  Bin  &  Store  Fixture  Co.,  Ltd. 


Designers  and  Manufacturers  of 
Modern  Store  Fixtures 


Berlin,  Ontario. 
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the  effect  of  marble.  When  once  made  these  can  be  ar- 
ranged and  rearranged  many  times  over. 

As  an  instance  may  be  cited  a  background  of  this 
class  used  by  W.  A.  Murray  &  Co.,  Toronto.)  This  back- 
ground was  first  put  in  for  the  Fall  opening  and  is  still 
doing  duty.  It  consists  of  a  wood  paneling  painted 
white,  with  the  centre  panels  left  out.  There  is  a  cor- 
nice above  which  leaves  place  for  a  frieze.  The  whole  is 
divided  into  sections  by  wood  pilasters,  also  painted 
white.  Attached  to  these  pilasters  are  torches  of  wood, 
the  flame  part  of  which  are  of  glass,  containing  an 
electric  light. 

The  frieze  used  up  to  the  holiday  season  was  a  pro- 
cession of  Greek  figures,  painted  in  sepia  .monotone  on  a 
creamy  ground,  and  the  panel  spaces  were  filled  in  with 
cream  felt.  This  freize,  of  course,  is  beyond  the  re- 
sources of  the  greater  number  of  trimmers,  as  it  was 
painted  by  a  well  known  Toronto  artist.  Its  place 
could  be  taken  by  a     stenciled     freize,  however.      More- 


Architectural  and  Scenic  Effects. 

Two  instructive  cuts  are  given  in  this  article.  They 
represent  a  new  phase  in  backgrounds  as  they  are  a 
combination  of  period  and  scenic  work.  One  cut  shows 
the  working  drawings  and  another  one  of  the  windows 
developed  from  the  drawings. 

In  this  class  of  background  the  architectural  work 
is  combined  with  scenic  work,  thus  a  fac-simile  of  the 
style  of  architecture  used  by  the  ancient  Egyptians,  in 
their  temples  and  buildings,  is  backed  by  a  painting  of 
the  Nile  Valley.  A  picture  of  the  Grand  Canal,  Venice, 
has  a  typical  Venetian  porch  in  front,  while,  as  seen 
in  the  cut,  the  arches  of  the  Alhambra  show  through 
them  a  view  of  Seville. 

The  windows  and  drawings  are  the  work  of  B.  M. 
Arrick,  and  were  designed  for  and  put  into  the  windows 
of  the  Hannah  &  Lay  Mercantile  Co.,  of  Traverse  City, 
Michigan. 


Working  Drawing  for  Architectural  Background. 


over,  this  figure  freize,  though  very  beautiful,  was  not 
entirely  satisfactory.  While  it  formed  a  handsome  back- 
ground for  millinery,  high  class  costumes  and  fancy 
goods,  it  was  a  trifle  out  of  place  when  displays  of 
blankets,  hosiery,  etc.,   were  shown. 

For  the  Christmas  trim  the  centre  part  of  the  panels 
and  the  freize  have  been  removed  and  a  velours  in  rich 
shades  of  green  and  crimson  have  been  substituted, — one 
window  green  and  the  next  crimson.  Centreing  each 
window  is  a  wreath  of  holly  and  berries  surrounding  the 
genial  face  of  the  much-loved  Santa.  Each  wreath  is 
tied  by  a  bow  of  satin  ribbon,  with  long  streamers,  red 
ribbon  being  used  when  the  background  is  of  green,  and 
green  when  it  is  red.  The  streamers  meet  and  are  tied 
to  the  torches  described  above.  This  is  an  exceedingly 
rich  trim,  and  is  one  that  could  be  put  in  by  any  trim- 
mer. 


Realistic  Housefurnishing   Windows, 

Brantford,  Dec.  20.— A  well  thought  out  window  i'^ 
that  which  appeared  during  December,  in  the  carpet 
and  furnishing  store  of  Chas.  Duncan  &  Sons,  Brant- 
ford. Gordon  Duncan  was  the  originator  of  the  wind.^w. 
It  attracted  no  small  amount  of  attention  and  the  firm 
report  that  it  brought  good  business. 

The  window  itself  is  as  large  as  a  small  room 
usually  set  apart  in  a  hotel  for  travelers'  sample-rooms. 
The  rear  represented  the  wall  of  a  parlor,  introducing  a 
mantel  piece,  with  ornaments,  and  a  live  coal  fire  (elec- 
tric), giving  it  a  cosy,  homelike  appearance.  A  fine 
deep  plush  carpet  covered  the  floor.  To  the  side  were 
windows  screened  with  handsome  lace  curtains,  the 
drapery  extending  from  the  windows  to  the  mantelpiece. 
The  room  was  furnished  with  handsome  chairs,  a 
candelabrum  and  several  brass  jardinieres.  A  fine  elec- 
tric lamp  completed  the  very  realistic  effect. 
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Practical  Store  Fixtures  to  Display  Your  Dry  Goods 


PRACTICAL   RIBBON   CABINETS 

Made  In  eight  sizes.     Holding  from 
50  to  700  bolts  of  ribbon. 


PRACnCAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold   40   pieces. 

Made    for    counter   and    floor. 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  or  120  pair  Hose. 


PRACTICAL  GLOVE  CABINETS 

For  Men's  and  Women's  Kid  Gloves. 
Several  sizes. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


FOR   SALE  BY  THE  WHOLESALE   DRY   GOODS  AND   NOTION   HOUSES. 


SEND  FOR  CATALOGUE. 


A.  N.  RUSSELL  &  SONS  CO..     Manufacturers,     ILION,  N.Y. 


Our  large  Factory 
is  exclusively  used 
for  the  manufactur- 
ing of  the 

MILBRADT 
ROLLING 

STEP 
LADDERS 

We  are,  therefore, 
in  a  position  to 
meet  all  require- 
ments whatever 
they  may  be,  and 
we  guarantee  every 
ladder  that  we  ship 
out  to  be  perfect 
and  satisfactory  in 
every  respect. 

Address  the 

MILBRADT 
MFG.  CO., 

for  catalogue  and 
price  list, 

1450  N.8th  Street, 

ST.    LOUIS,     Mo. 


BEST   "MEASURER"    EVER   MADE 

The    customer    places  her  hand  as  shown  in    cut   and    the    slide 
automatically  indicates  the  exact  glove  size. 

Of    highly  polished  metal,  mounted  on  hard  wood.     In  oak  and 
other  finishes,  with  rubber  tips  to  prevent  scratching  counters,  etc. 

SIMPLE SERVICEABLE SIGHTLY 

For   all  sizes— Men*s,   Women's  and    Children's. 
Details   and    Prices   on    application. 

J.   R.    Palmenberg's   Sons 

ESTABLISHED    1852 

710  Broadv-ay,        -        NEW  YORK 

FACTORY-89  and  91   WEST  3rd  STREET 
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Cash  Sales   Books 


THE 


CONTINUOUS 

is  the  ONLY  PERFECT SALESBOOK 

made.       Numbers     guaranteed.        Printed 
in    colors.       Advt.      on     back    if     desired. 


WE  ARE  SOLE  MAKERS 


WRITE  FOR  SAMPLE 


THE     CARTER'CRUME     COMPANY     LIMITED 

TORONTO,  -  -  ONT. 


WINNIPEG  REPRESENTATIVE 

WM.  DURDEN 

404  Flora  Ave. 
Phone  1370 


Mention  this  paper 


MONTREAL     REPRESENTATIVE 

W.  W.  JOHNSTON 

210  Birks  Building. 
Phone,  Uptown  1630 


1000 


WAYS  & SCHEMES 


TO  ATTRACT  TRADE 

Gathered  from  Actual  Experiences  of  Successful  Merchants. 

A  BOOK  THAT  SWELLS  SALES  AND  INCREASES  PROFITS 

There  lia3  never  before  been  publislied  anywhere  in 
the  world  a  book  like  this.  It  gives  brief  descriptions 
of  over  1000  ideas  and  schemes  that  have  been  tried 
by  the  most  successful  retail  merchants  to  bring 
people  to  their  stores  and  to  sell  goods.  If  you  try  a 
scheme  every  day,  there  will  be  in  it  enough  separate 
and  numbered  suggestions  to  last  you  nearly  three 
years  without  repeating  a  single  one.  The  book  is 
the  result  of  slow  and  careful  observation  by  trained 
writers  extending  over  a  period  of  more  than  five 
years.  It  is  ha 
lustrated  wi 
and  ImMpgr 
whictv«*e^Il 
pictures,  ^  fr 
nal  photogra 
of  the  handso 
in  the  world, 
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esses  into  pro 
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worth  money 
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pters  in  the  b 
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practical  busi 
ne.  One  re 
"  I  havealrea 
ortliree  of  th 
ested  in  your 
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ndsomely  il- 
th  half-tone 
avingsamoi'.g 
page  beauty 
om  the  origi- 
phs  of  many 
mest  women 
In  the  collec- 
ably  "  dozens 
d  ideas  which 
losing  busin- 
fitable  ones, 
en  worth  dol- 
and  they  are 
to  you.  Ev- 
fourteen  cha 
ook  contains 
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tailer  writes, 
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e  ideas  sugg- 
book,  and  I 
leased  and  su 
increased  tra- 
rought  to  our 
exactly  how 
t  one  depart- 
ment but  all  departments,  how  to  push  trade  in  dif- 
ferent lines,  how  to  make  profits  from  your  advertis- 
ing and  your  windows,  how  to  take  advantage  of 
special  occasions,  and  how  to  put  the  thrill  of  life  into 
stagnant  trade.  If,  notwithstanding  you  are  getting 
so  much  for  so  little,  you  do  not  think  the  book  will 
be  worth  many  times  its  cost  you  may,  on  its  receipt 
and  examination,  immediately  return  itandgelyout 
money  back.  

SPATULA  PUB.  CO.,  115  Sudbury  BIdg.,  BOSTON,  MASS. 


"  It  has  paid  for  itself 
many  times  already." 


I 


HAND 
POWER 


$100 

lELEVATOR 

F.O.B.  WORKS,  HAMILTON.      LOAD  1500  LBS.,  CAR  5  FT.  X  6  FT. 


MONTREAL    I       OTTAWA       I     WINNIPEG    I  VANCOUVER 
St.  James  St.    I  O'Connor  St.  |    McRae  Block  |  Alexander  St. 

OTIS-FENSOM  ELEVIITOII  COMPANY,  Limited 

HEAD  OFFICE,       -      TORONTO,  ONTARIO 


Window  Trimmers  '"•*  ^J^^^^  ^""'^ 


Paasche  Air  Brush  Co., 


WHITE  FOK  OUK  I.ATEIST  C.\TAL(Mi  NOW 


■  The  I'AASCHE  AIK 
KRITSHBH  are  the  greatest 
labor-saving  ileviees  and  the 
only  air  lirushes  giviut' 
entire  and  lasting 
satisfaetjon.  TI[t  -  to  -  date 
window  trinimers  are  using 
them  extensively  for  coloring 
artificial  flowers  and  dj-aper- 
ies.  for  the  making  of  attrac- 
tive and  artistic*  window 
backgrounds,  panels,  elc. 
.Show  -  cards,  price  -  tickets, 
signs,  advertising  posters, 
etc.,  are  also  made  up  with 
a  great  saving  of  time  and 
((Ual  to  any  lithograph. 

3.11  Blue  Island  Ave,, 
CHICAGO.  U.S.A, 
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How  to  Improve 

Your  Store's  Appearance 

If  your  store  is  the  least  bit  dingy,  within  or  without, 
your  business  suffers  to  that  extent.  Lack  of  decent 
Ughting  is  the  bane  of  many  an  otherwise  splendidly 
equipped  place  of  business.  In  a  dry  goods  store, 
where  the  matching  and  inspection  of  colors,  textures 
and  patterns  is  going  on  all  day  long,  the  better  the 
light  the  more  satisfactory  the  transactions  which  take 
place.  Artificial  light  is  not  a  complete  antidote  for 
dinginess,  because  colors  cannot  be  successfully 
matched    under    it.     Besides,    it's    much    too    costly. 

There  is  only  one  solution  of  the  badly  lighted  store 
problem  which  is  at  once  the 

Most  Economical  and  the  Most  Effective— 

LUXFER  PRISMS 

They  are  the  real  enemies  of  dinginess.  While  there 
is  light  left  in  the  sky  they  catch  the  oblique  rays  which 
would  ordinarily  end  on  the  floor  just  inside  the 
window,  and  refract  them  horizontally  over  the  store's 
entire  length,  suffusing  every  part  of  it  with  clear,  soft, 
natural  light. 

Where  a  store  has  windows  at  the  rear  as  well  as  in 
the  front  Luxfer  Prisms  create  a  marvellous  bril- 
liance. In  it  every  feature  of  your  store  and  stock 
upon  which  you  justly  pride  yourself  is  given  its  full 
significance. 

Luxfer  Prisms  are  now  used  by  all  the  foremost 
retail  store,  mercantile  and  financial  establishments, 
public  buildings,  etc. ,  in  America.  You  can  hardly 
afford  to  be  without  them. 

ASK    YOUR    ARCHITECT.       HE    KNOWS! 

Luxfer  Prism  Company,  Limited 

Toronto  and  Montreal 
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But  you  cannot  make  an  effective  display  without  using 
artistic,  modern  display  fixtures.  Our  line  of  fixtures 
includes  nothing  but  the  most  modern  designs,  and 
every  one  of  them  is  a  model  of  finished  workmanship. 


No.  29-Utility  Tie  Stand  with  Siiirt 
Easel  Attacliment.  Tiie  attachment  is  a 
Wire  Easel  and  Collar  with  set  screw  at- 
tached to  the  standard  and  is  adjustable  up 
and  down.  Can  be  used  on  any  of  our 
stands  which  standard  i  inch  in  diam. 


No.  30— Paris  Haberdashery  Stand 
Standard  S  inch  square  tube,  3' 2  feet 
high,  two  tires  of  brackets,  each  tier 
12  inches  long,  3u  inches  square, 
with  extensible  diamond  "Paris" 
Rings  in  ends,  7'-;  inch  Roman  Base. 


No.  360-Oval  Glass  Shoe  Stand, 
with  Bevel  edge  Oval  Glass 
either  5  x  11  or  7  x  12  inches,  base 
6  inches,  standard  %  inch,  ex- 
tension l  inch,  extensible  9  to  15 
inches  and  \S  to  27  inches. 


SEND  FOR  COMPLETE  CATALOGUE 

Toronto  Brass  Manufacturing  Co. 

17-21  Temperance  Street, 
Toronto  ^  .  _  Ontario 
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Brush  -  Stroke  Block    Letters    in    Show    Card    Writing 

Possible  to  Obtain  Great  Speed  in  this  type,  but  Perfection  is  only  Attained  through  hard 
Practice  —  The  Card  Writer  will  find  it  Advantageous  to  Co-operate  with  the  Ad.  Writer 

By  R.  T.  D.   Edwards,  Card  Writer  for  the  Simpson  Co. 


It  is  very  important  that  the  card  writer  who  is 
devoting  his  entire  time  to  that  work  should  establish  a 
system  whereby  every  ticket  is  on  the  goods  they  were 
intended  for  at  the  time  their  sale  is  advertised.  Much 
depends  upon  the  writer  himself.  If  he  has  good  com- 
mand of  his  position  he  will  see  to  it  that  all  orders 
for  cards  are  in  24  hours  ahead  of  time.  When  a  writer 
has,  on  an  average,  about  4U0  cards  a  day  to  turn  out 
he  will  find  himself  sadly  behind  unless  he  insists  upon 
at  least  one  day's  notice.  He  cannot  do  satisfactory 
work  in  a  rush  and  then,  again,  he  must  make  allow- 
ance for  emergencies. 

In  the  smaller  stores  the  ticket  writer  can  co-oper- 
ate with  the  advertising  manager  to   a  great  extent.   As 


Securing  Uniform  Thickness. 

No.  1  card  shows  the  block  letters  generally  in  use. 
It  requires  a  great  deal  of  practice  to  get  this  letter 
perfect.  Care  should  be  taken  to  obtain  a  uniform 
thickness  and  a  faultless  perpendicular.  It  is  possible 
to  attain  great  speed  in  this  form  of  lettering.  It  is  a 
popular  type  for  large  department  cards.  The  shadow 
is  seldom  used,  but  in  this  case  is  introduced  to  illus- 
trate the  uses  of  the  brush.  The  shading  is  done  with 
one  stroke  of  the  brush. 

No.  2  card  is  in  the  same  type  on  a  grey  card,  with 
a  black  shading  to  make  it  stand  out.  The  white  was 
applied  with   the   same  brush  that   lettered  No.    1.     The 


Show   Cards  Illustratingf   Brush   Stroke    Block   Lettering   and   Soennecken   Pen   Work. 


soon  as  the  advertisement  is  given  him  an  order  may  be 
made  out  for  the  tickets  as  well. 

The  intention  in  this  letter  is  to  give  the  reader  an 
insight  into  the  system  of  brush-stroke  block  lettering, 
or  condensed  Egyptian.  This  work  is  executed  with  a 
wide,  chisel-pointed  red  sable  brush.  Always  keep  the 
brush  flat  pointed  the  same  as  the  No.  6  pencil  brush. 
These  brushes  may  be  obtained  in  all  sizes,  and  'lie 
width  of  the  letters  depends  upon  the  width  of  the 
brush. 


black  paint  should  be  washed  thoroughly  out  of  the 
brush  with  hot  water  and  soap  before  using  the  white. 
The  latter  should  be  so  thick  that  the  dark  cardboard 
will  not  show  through.  No.  3  card  is  executed  entirely 
with  the  soennecken  pen.  This  makes  a  really  high  class 
card. 

Chalk  for  Ruling  and  Spacing. 
No.  4  card  is  written  on  cinnamon  brown  mat  board. 
It  may  be  procured  at  almost  any  picture-framing    estab- 
lishment.    The   script   lettering   is   entirely   outline    work 
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with  a  No.  5  red  sable  brush.  Use  a  chalk  pencil  for 
ruling  and  spacing  the  dark  board.  The  tracing  is 
more  easily  seen  than  lead  pencil  and  may  be  erased 
without  injury  to  the  paint  after  the  latter  is  dry. 

Nos.   7   and  8   are  window     tickets  executed  entirely 
with  the  brush.     No.   7  shows  the  block  letter  headline. 


SB! 

@ 

4  5. 

® 

"  Knoclc-Out  "  Cards.     Both  Pen  and  Brush  are  Used  in  this  Work 
and  Great  Speed  is  Possible. 

while  No.  8  has  the  favorite  brush  stroke,  the  time  re- 
quired to  apply  the  white  in  both  cases  being  three 
minutes.  The  border  makes  the  lettering  stand  out  well 
in   the  cut,   but  is  never  used  in  the   windows.       Small 


designs  are  already  printed  and  may  be  obtained  through 
a  paper  supply  house.  No.  7  is  a  very  rich  card  for 
the  holiday  season,  and  with  a  good  quantity  in  use  the 
appearance  of  the  store  may  be  improved. 

The  words  "Gift  Suggestions"  show  another  form 
of  block  lettering.  It  is  much  more  easily  balanced 
than  the  condensed  Egyptian  because  the  heavy  spurs 
are  easily  executed  and  give  a  finished  appearance. 

Small  Knock-out  Cards. 

The  small  cards,  A,  B,  C,  D,  are  "knock-out"  work, 
lettered  in  two  minutes  for  the  four  cards.  This  kind 
of  work  is  only  required  for  "sale"  goods  and  would 
only  be  in  use  for  a  short  time.  The  cards  are  7"x9" 
in  size  and  may  be  bought  already  cut.  The  script 
lettering  is  done  with  a  No.  1^  soennecken  pen,  the 
prices  being  executed  with  a  No.  6  sable  brush.  Borders 
are  not  needed  when  a  frame  card  stand  is  used. 


fk 


Puts  More  Money  Into  the  Pay  Envelope. 

Warren  Andrews,  of  the  Anderson  Co.,  St.  Thomas, 
believes  that  the  ability  to  write  a  good  display  card 
is  an  essential  of  the  art  of  window  trimming.  He  had 
recognized  this  as  an  assistant  in  decorating  the  store, 
and   immediately   set   about   to   master   that   feature     of 


W 
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These  Four  Cards  Illustrate  Block  Letter  with  the  Brush,  the  Two  at  the  Top   Being  Especially  Adapted  to  the  Christmas  Season. 


lettering  with   very   wide   margins   are  very  proper    for 
display  cards  at  present. 

Nos.   5  and  6  were     adopted  by  the  writer  for    the 
Simpson  Co.'s  store  for     Christmas.     The  Santa  Claus 


the  work.  He  has  been  very  successful.  That  may  be 
readily  seen  from  the  accompanying  cut  of  a  group  of 
his  cards.  He  now  has  charge  of  the  decorating  and 
card-writing  for  the  Anderson  Co.,  with  four  large  win- 


DRY     GOODS     REVIEW 


97 


flows  to  look  alter,  in  addition  to  outside  work.  His 
salary  has  been  increased  over  fifty  per  cent. 

About  three  years  ago  Mr.  Andrews  purchased  a 
bottle  of  black  showcard  ink,  a  booklet  on  card-writing, 
and  a  brush,  and  set  to  work,  starting  out  badly  to 
make  showcards  without  any  preliminary  practising. 
"My  first  attempts,"  said  he,  "were  very  discouraging. 
Nevertheless,  the  work  was  used  in  the  same  manner  as 
that  of  the  professional  and  I  kept  plodding  along,  each 
attempt  being  an  improvement  on  the  last  until  in  a 
short  time  I  could  turn  out  a  very  good  plain  card  quite 
rapidly.  Then  I  began  experimenting  with  fancy  cards, 
which  I  use  only  for  special  displays  such  as  openings 
and  holiday  seasons,  preferring  black  and  white  work 
in    general    displays    both    for    the    interior    and    window. 

"Nine-tenths  of  the  young  men  serving  as  juniors  at 
small  salaries  could,  in  many  cases,  double  their  in- 
come in  a  very  short  time  if  for  their  spare  time  they 
would  buy  a  brush  or  two  (No.  11  red  sable  is  about 
the  best  for  general   work),    a  little  black   showcard   ink 


"We  have  only  to  glance  over  the  want  ads.  of  many 
daily  papers  and  trade  journals  to  realize  what  a  large 
field  there  is  for  the  show-card  writer  of  to-day  who 
can  turn  out  good  work  quickly.  I  believe  that  a  man 
must  have  a  considerable  amount  of  natural  ability  and 
artistic  taste  to  become  a  go(Kl  decorator,  but  show- 
card  writing  is  possible  to  nearly  any  young  man  who 
has  the  inclination,  if  he  will  take  time  to  develop  the 
art,  either  by  a  short  course  or  by  using  his  own  brains 
and  hands  and  keeping  his  eyes  open." 


The  Late  Robert  G.  Stokes. 

The  late  Robei't  G.  Stokes,  a  former  Montrealer,  and 
one  of  the  oldest  and  best  known  members  of  the  Do- 
minion C'ommcrcial  Travelers'  Association,  died  on  Nov. 
IS,  last,  at  Manor  Park  C'rescent,  Edgeware,  Middlesex, 
England,    where  he  had    resided    for  the  last   four   yeais. 
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Specimens  of  Show  Cards  by  Warren  Andrews,  of  the  Anderson  Co.,  St.   Thomas. 


and  start  practising  with  a  good  plain  intelligible 
alphabet.  They  must  not  become  discouraged  with 
first  attempts.  In  a  very  short  time  he  will  be  sur- 
prised at  his  own   work. 

As  an  aid  to  the  window-trimmer,  card-writing  is 
almost  invaluable.  Every  merchant,  great  or  small, 
uses  show  cards  and  price  tickets  of  some  sort.  They 
may  be  made  of  common  pasteboard  lettered  with  chalk 
or  lead  pencil,  or  the  work  of  an  experienced  man,  but 
they  are  recognized  as  essential  to  the  business.  A 
window-trimmer  may  be  able  to  put  up  a  good  display 
but  he  will  spoil  the  effect  by  the  use  of  cheap,  poorly- 
made  cards,  when  neat,  well-lettered,  up-to-date  cards 
would  make  his  work  look  more  attractive  and  bring 
more  business  to  his  employer,  thereby  making  himself 
more  valuable  as  an  employee. 


He  was  born  in  Oxfordshire,  England,  in  1847,  and, 
at  an  early  age  entered  the  wholesale  dry  goods  business, 
with  which  he  was  connected  during  a  period  of  twenty 
years  in  London.  Later  he  went  to  the  West  Indies, 
where  he  was  engaged  in  general  merchandise  business 
for  about  four  years.  He  then  came  to  Montreal  where 
he  identified  himself  with  a  couple  of  firms  before  en- 
gaging with  the  W.  R.  Brock  Company,  first  as  a  trav- 
eler, covering  the  Ottawa  Valley,  and  later  as  buyer  for 
the  Canadian  department.  Owing  to  ill  health  Mr. 
Stokes  was  obliged  to  resign  about  four  years  ago,  and 
settled   in   England,    where  he   remained  until  his  death. 

Mr.  Stokes  was  well  known  to  Canadian  manufac- 
turers and  had  many  friends  in  the  dry  goods  business. 
In  1893  he  was  a  director  of  the  Dominion  Commercial 
Travelers'  Association.     He  is  survived  by  his  wife. 
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Novelty  Spring  Cotton  Sellers 

Motor  and  Marathon  Suitings 

These  printed  lines  of  cottons  are  shown  in 
new  treatments  such  as  chevrons,  herringbone 
effects  and  stripes.  Wherever  shown,  they 
have  sold.  They  retail  at  popular  prices  and 
show  big  profits. 


A  A  Duck 

A  A  Duck  in  indigos,  anilines,  butcher,  claret, 
red,  etc.,  is  beating  past  sales  records 

The  range  of  patterns  has  been  added  to,  and 
includes  all  the  new  ideas  in  spots,  objects 
and  stereotyped  treatments. 

A  A  Duck  is  a  big  seller  at  retail,  designed 
for  house  garments,  outing  purposes  and 
children's  dresses,  in  fact,  wherever  a  popular 
priced  serviceable  good  appearing  material 
is  required. 


Canadian  Rock  Fast  Drills 

The  blacks  are  fast  aniline:  the  ivhitcs  are 

rtrriy    nnrt    •^finrti/ji    firiritrn  Fof   Color   and 

value  make  sure  of  getting 

Canadian    Rock  Fast   Drills 
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The  Staple  Department  and  Its  Problems 


Linen  Section  in  the  store  of  the  Anderson  Company,  St.  Thomas,  showing  a  unique  and  very  attractive  ledge  trim. 

Business    and    Stock    Barometer    in    Linen    Department 

A  Simple  System  of  Weekly  Records   which  Show  the  Exact  Result  of  Trade  in  Every  Line  of 
Goods — Stock   Book   Duplicated   by  Cards    in   Different    Sections    Locates   the    Weak  Spots. 


Ill  his  linen  department,  if  it  be  well  organized,  the 
dry  goods  merchant  has  constant  opportunity  to  exercise 
his  merchandising  ability.  He  will  find  that  few  depart- 
ments respond  quite  so  readily  to  every  well-directed 
effort,  and  that  none  will  as  quickly  show  the  result  of 
neglect.  A  well  thought-out  system  of  stock-keeping,  one 
that  will  stand  every  test  as  a  reliable  business  index 
is,   therefore,  a  first  essential. 

One  of  the  thoroughly-departmentized  stores  in  Toron- 
to has  adopted  a  plan  which  is  easily  applicable  in  every 
establishment  where  there  is  any  semblance  of  system  in 
the  arrangement  or  storing  of  goods.  The  linen  depart- 
ment in  this  case,  is  divided  into  sections,  such  as  towel- 
ling, table  covers,  napkins  and  embroidered  goods,  sheet- 
ings, etc.,  each  of  which  carries  as  much  stock  as  may 
be  conveniently  placed  in  the  shelving  surrounded  by 
the   counter.     For   the   purposes   of   the   section   and   the 


use  of  the  head  of  the  department,  there  are  a  number 
of  specially-ruled  cards,  the  size  of  each  being  about 
12  inches  by  16  inches,  which  always  show  the  amount 
of  available  stock.  They  may  be  prepared  by  any  mem- 
ber of  the  staff.  There  are  two  sets  of  columns  on  each 
card  for  the  numbers  of  the  stock,  size  or  width,  the 
selling  price  and  the  quantities  on  hand  The  lines  of 
goods  carried  in  the  section  may  be  described  across  the 
top  of  the  card,  or  where  space  is  available,  sub-divisions 
may  be  introduced. 

Records  Taken  Weekly. 
On  a  certain  day  of  the  week  one  of  the  staff  fakes 
these  cards  and — one  person  is  generally  responsible  in 
each  section — goes  carefully  over  the  stock  in  the  section, 
making  a  record  of  the  number  of  pieces  on  hand.  He 
places  the  figures  in   the  quantities  column  left  for  that 
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purpose,  using  a  lead  pencil  so  that  the  numbers  may  be 
erased  every  week.  He  does  not  take  the  yardage  where 
goods  are  sold  in  that  way  but,  whei'e  there  are  two  half- 
pieces  in  advance  stock,  they  are  counted  as  one,  and  so 
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Illustration  of  section-cards  used  for  stock-keeping  in  Linen  Depart- 
ment. The  figures  in  the  "stock"  columns  are  changed  weekly  according 
to  quaniities  on  hand.  The  stock  book  is  ruled  in  the  same  way,  only  the 
pages  are  not  halved  and  spaces  are  left  for  cost  price,  dates  and  warehouse 
reserve  stock.  The  standing  of  the  stock  each  week  is  recorded  in  columns 
extended  out  for  that  purpose. 


on.  Remnants  are  sent  to  the  table  reserved  for  that 
purpose,  and  then,  cease  to  be  a  matter  of  record  on  the 
section  cards. 

Every  w^ek  these  cards  are  a  correct  estimate  of  the 
number  of  pieces  on  hand  in  any  stock  They  are  then 
sent  to  the  central  office,  and  the  .week's  fi<;ur?s  arc  en- 
tered in  the  stock  l)(iok,  which  contains  a  sullicient  num- 
ber of  columns  for  26  weeks  in  the  year.  The  slTick  book 
and  the  section  cards  r.rs  ruled  similarly,  save  that  the 
former  also  shows  the  cost  price,  the  total  yardage,  where 
necessary.  The  same  card  system  is  adopted  in  the  re- 
serve stock  warehouse  and,  in  that  way,  the  centra!  otlicc 
and  the  department  is  kept  posted.  Tiie  date  of  arrival, 
from  whom  purchased,  and  other  essential  particulars  are 
kept  only  in  the  stock  book.  The  salesmen  never  know 
the  cost  prices.  Stock-taking  is  twice  a  year  and  it  is 
then  that  yardage  is  sent  in  by  the  department  from  sec- 
tions where  measurement  is  the  selling  basis. 


remain  at  the  same  level  week  after  week  he  knows  at 
once  where  to  begin  to  locate  the  weak  spot.  In  the  same 
manner  he  is  able  to  ascertain  which  lines  are  selling 
best.  In  fact  it  is  good  stock  and  business  barometer. 
Prices  may  be  tagged  if  desired,  although  the  cards  are 
so  easily  available  that  this  is  considered  unnecessary 
where    the    department    is   well   sectionized. 

Where  a  store  has  developed  a  mail  order  business 
a  special  column  may  be  entered  in  the  cards  for  numbers 
corresponding  with  those  under  which  goods  are  listed 
in  the  catalogue  where  such  has  been  issued.  In  certain 
lines  it  is  also  necessary  to  make  an  entry  of  colors  or 
any  other  distinctive  description.  These  may  be  inserted 
in  spaces  left  for  the  purpose  or  above  the  numbers. 

As  before  indicated,  each  section  has  its  own  set  of 
cards.  They  may  be  hung  up  on  a  nail  underneath  the 
counter  or  on  the  side  of  the  shelving,  so  that  the  sales- 
men may  refer  to  them  at  any  time.  Should  he,  for 
example,  be  called  upon  to  fill  an  order  for  a  certain 
kind  of  table  napkins  the  card  record  will  immediately 
■inforin  him  whether  he  can  fill  that  order;  if  he  cannot. 
it   tells  the  next  best  line  to  promote. 

Of  course,  every  store  cannot  afford  the  space  to 
divide  its  linen  department  into  sections,  but  this  fact 
does  not  lessen   the  utility   of  the  system  described. 

The  Review  is  always  glad'  to  be  of  service  to  the 
mei-chant  who  may  be  confronted  by  perplexing  prob- 
lems in  connection  with  his  stock-keeping  or  stock- 
taking. 


Prints  and  Ginghams. 

Canadian  lines  of  prints  are  meeting  with  increasing- 
sales  each  year  and  Spring  1909  lines  are  better  in  every 
way  than  the  showing  of  any  previous  season.  Fm- 
proved  colors,  patterns,  finish  and  values  have  increased 
Canadian  print  sales  to   a  remarkable  degree. 

AA  ducks,    27    and   28   inches   wide,    in   indigo,     black 


im 
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One  of  the  very  dainty  designs  in  Damask  Table  Cloths,  shown  by  Wm.  Liddell  &  Co. 


Can  Tell  Results  of  Trade.  and  white,  aniline,  claret  and  red  are  meeting  with    ex- 

The  system  gives  the  head  of  the  department  immedi-  ceptional    sales.      These    are    particularly     suitable      for 

ate  information   as  to   the   effect  of  demand   upon   every  outing  and   children's   wear,    as   they   possess   remarkable 

line.     AVhere  the  stock  book  indicates  that  certain  lines  wearing  and  washing  qualities.     As  the  values  of  these 
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Where  the  Finest 

GREY  COTTONS 

Come   From 


.jte)lfe,:i. 


Hc  MOUNT  ROYAL  SPINNING  Co.  Limited. 

COTTQN    MILL,    BLEACHERY   S     PRINT   WORKS. 


THE  FINEST  EQUIPPED  MILL  IN  CANADA 


MOUNT  ROYAL  GREY  COTTON 

MOUNT  ROYAL  BLEACHED  COTTON 

MOUNT  ROYAL  PRINTED  COTTON 

Product  of   the   Mount    Royal  Mills  will  be  on   the  market  early  in   January,  1909 

LOOK    FOR  THE  BRAND 

MOUNT      ROYAL 


MANUFACTURED  BY 


The  Mount  Royal  Spinning  Co.,  Limited 

Montreal 

Manufacturers  of  Cotton   Goods  of  Superior  Quality 

Sales  Office :  E.  T.    Bank  Building,  Victoria  Square,  Montreal 

H.  L.  PERCHARD,        ....        Sales  Manager 
Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Everbloom 


A  Success 

Don't  wait — be  the  first  in  your 
town  to  introduce  this  popular 
Canadian  Made  Fabric.  Looks 
Hke  silk — only  wears  better  and 
costs  quarter  the  price  of  silk. 

Shown  in  complete  range  of 
latest  shades. 


Your  wholesaler  has  EVERBLOOM 


MANUKACTURED    BV 


Montreal    Cotton    Co. 

Sales  Offices 

Toronto         MONTREAL      Winnipeg 
For  Your 

White  Goods 
Sale 

Have  a  good  showing  of 
Munster,  Ulster,  Limerick  and 
Belfast  Dress  Linens. 


White  and   the  newest   colors. 
Popular  Prices. 

ASK  YOUR  WHOLESALER 

MANUFACTURED    BY 

Montreal  Cotton  Co. 

Mills  at  Valleyfield,   Que. 
Sales  Offices ; 

Toronto         MONTREAL      Winnipeg 


ducks  are  becoming  better  known,  sales  are  increasing: 
in   volume. 

Buyers  should  not  delay  orders  for  lines  of  printed 
goods.  The  remarkable  sales  for  Spring-  make  this  im- 
portant if  the  best  colois  and  patterns  are  to  be  ob- 
tained. 

Fancy  dress  ginghams  are  about  on  a  par  witli 
prints  as  far  as  sales  are  concerned.  Sales  are  extra 
good  and  the  values,  patterns  and  colors  are  most  at- 
tractive. Scotch  g-inghams  are  strongly  in  demand  and 
Canadian  lines  are  meeting  with  greater  favor  than  in 
previous  seasons. 

Very  Hopeful  Prospects. 

The  year  1!I08  was  a  dull  year  from  the  business 
jKiint  of  view,  in  staple  lines  of  dry  goods.  Probably  in 
no  other  department  of  the  dry  goods  business  was  the 
financial  depression  felt  to  such  a  marked  degree  as  in 
staple  lines. 

This  is  owing  to  the  fact  that  under  normal  condi- 
tions when  a  merchant  feels  reasonably  certain  of  dis- 
posing of  his  stock  within  the  ordinary  length  of  time 
he  buys  staple  goods  by  the  bale.  During  the  past  year 
many  have  felt  the  necessity  of  buying  in  as  small 
quantities  as  possible,  and  instead  of  buying  goods  by 
the  bale  they  have  ordered  by  the  piece.  In  this  way 
there  was  a  heavy  falling  off  in  the  volume  of  orders, 
which  had  a  marked  effect  when  totalled,  on  the  staple 
trade  at  wholesale. 

A    Promising   Outlook. 

The  business  year  just  closed,  Dec.  1st,  1907  to  Dec. 
1st,  1908,  opened  up  with  better  trade  than  characterized 
the  following  months,  and  everyone  was  afraid  to  take 
any  nsks.  However,  good  crops  created  a  feeling  ul 
assurance  and  tlie  decidedly  low  stocks  in  retail  stores 
brought  about  a  marked  change  by  the  time  Spring  oi- 
ders  began  to  be  i)la<ed.  With  the  beginning  of  Sep- 
tember, 1908,  conditions  commenced  to  improve,  and 
orders  came  in  actively.  From  that  time  the  general 
aspect  of  the  staple  trade  has  been  improving,  and  at 
the  present  writing  the  outlook  for  this  year  is  most 
hojieful. 

Orders  at  the  present  time  for  Spring  are  ahead  of 
the  total  of  Spring  1908  selling.  This  state  of  affairs 
does  not  mean  that  there  is  any  reckless  buying  being 
done,  but  is  the  result  of  the  low  condition  of  retail 
stocks,  as  well  as  improved  financial  conditions.  There 
is  still  some  hesitancy  on  the  part  of  some  buyers,  as 
they  are  a  little  afraid  that  the  present,  hopeful  con- 
ditions  will  not  be  realized. 


The  latter  part  of  1908  saw  a  decided  improve- 
ment in  the  Canadian  staple  trade.  Higher  prices 
may  be  looked  for. 

Embroidered  goods  have  had  a  very  extensive 
showing  in  the  holiday   trade. 

Orders  for  Spring  linens  are  much  in  advance 
of  a   year   ago. 

Flax  yarns  are  all  firm  and  spinners  are  able 
to  make  their  own  prices  for  business  placed. 

There  is  a  continued  improvement  noted  in  the 
manufacturing  end. 

Improved  colors,  patterns,  finish  and  values 
have  increased  Canadian  print  sales  to  a  remark- 
able  degree. 
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TO   THE   TRADE 


All 


Prints 


sold  by   the    leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 

by 

^''^Calico  Printers'  Assn.  ud. 

Manchester,  England 

To  be  their 

STANDARD  ^CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 
Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
Calico  Printers'  Association,  Limited,  were  awarded  three  "Grands  Prix" 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 

Canadian  Representative  :  J.  E.  BIZZEY,  78  Bay  St.,  Toronto. 
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The  Price  Situation. 

i'lices  are  low  at  piesent,  liut  if  the  past  iy  any 
criterion  of  the  future,  higher  prices  may  be  looked  fur. 
In  the  past  increased  prices  in  the  United  States  have 
invariably  been  followed  by  higher  i)rices  in  the  Cana- 
dian maiket.  The  increase  in  piice  is  an  established 
fact  across  the  border,  so  it  seems  only  reasonable  to 
look  for  advances  in  the  Canadian  market.  Many  of 
the  United  States  mills  are  so  rushed  with  orders  that 
they  are  running  nights. 

The  new  terms  and  dating  should  have  a  beneficial 
effect  upon  the  trade.  They  are  a  protection  to  the  re- 
tailer who  has  a  reasonable  amount  of  capital  to  in- 
vest. With  the  shorter  terms  there  is  less  temptation 
to  buy  too  heavily  for  payment  within  the  time  to  be 
possible  than  in  the  case  of  the  former  dating,  when 
payments  could  be  left  for  a  longer  time  after  the  goods 
were  bought. 

m 

Linens. 

The  linen  department,  due  to  an  exceptionally  good 
showing  chiefly  of  art  and  fancy  goods,  has  been  a  big 
factor  in  the  holiday  trade.  Handsome  cluny  effects 
have  sold  well  but  a  great  deal  of  interest  has  centered 
in  embroidered  goods,  due  no  doubt  to  the  increasing- 
vogue  of  all   embroideries. 

Eyelet  work  is  extensively  sold,  and  Irish  embroi- 
dery is  also  good.  One  large  store  made  a  special 
showing  of  Japanese  embroidered  doileys,  tray  cloths, 
etc.  These  were  exceedingly  handsome  and  judging  by 
the  amount  of  work  on  them  prices  were  most  moderate. 
Prices  were  lower  than  last  year  on  all  these  lines  and 
no  doubt  this  fact   had   quite  an  influence  on   sales. 


in  Solid  Colors,  Stripes  and  Fancies 

Pongee  and  Shantung  Linens, 

Pure  Bleached  Waistings 

and  Suitings, 

Crash  Suitings,  Grass  Linens, 

Etc. 

Exclusive  Goods  at  Strictly  Makers' 
Prices 


WRITE     US    FOR     SAMPLES 


Harrower  ^  Johnston 


(For  Manufacturers) 


301  St.  James  Street,  Montreal 


VASSIE&CO. 


LIMITED 


For  seventy-six  years  we  have  been  in  business  in  the  Maritime 
Provinces,  and  we  are  offering  our  patrons  such  service 
as  is  secured  by  combined  experience  and    modern    methods. 

We  have  a  large  and  well  assorted  stock  of  all  lines  of  staple 
dry  goods,   woolens,  and  small  wares. 

When  our  traveller  calls  on-  you,  let  him  show  you  his 
samples.        You     will     be     well     repaid    for     your    trouble. 


ST.  JOHN, 


N.B. 
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J.  &  N.  PHILIPS  &  CO. 

Manchester,     England 

Wish  to  call  your  attention  to  their 

Linen  Department 


For  years  they  have  taken 
a   pride   in    tlie   al)ove   de- 
partment   and   tlieir 
representative,  when 
he    calls,    will    give 
you    one     of     their 
special     C  a  n  a  d  i  a  n 
lists     showing    their     new 
Maple     Leaf     designs     in 


(jiialities     specially     suited 
for   the    Canadian     market 
and    in     which    the 
(jnotations   —  given 
in  dollars  and   cents 
— represent  the  ave- 
rage   "  Laid  Down  " 
cost    in   Canada,    including 
freight,  insurance  and  duty. 


This  firm  gives  keen  quotations,  trades  with 
the  largest  dealers  and  holds  one  of  the  most  com- 
plete and  best  assorted  stocks  of 

Linens  and  Towels 

in  Britain.     You  are  only  asked  to  compare  their 
goods  and  prices. 


J.  &  N.  PHILIPS  &  CO. 

211   Lindsay  Buildings, 
St.  Catherine  St.  West,  MONTREAL 

W.  F.  MACOUN 


J.  &  N.  PHILIPS  &  CO. 

611   Empire  Buildings, 
Wellington  St.  West,  TORONTO 

F.  CALDECOTT 
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Philips  for  Dress  Goods 

Not  only  does  the  opening  of  each  season  find  us  leading  with  smart,  stylish  and  ex- 
clusive fabrics,  but  we  continue  to  add  the  very  latest  creations  all  the  time.  Every 
week,  we  have  something  entirely  new  and  fresh  to  offer  our  customers. 

This  season  the  additional  novelties,  and  extra  shades  have  been  unusually  numerous, 
many  of  them  coming  out  after  the  bulk  of  Spring  orders  were  placed. 

A  glance  over  our  augmented  shade  cards,  will  convince  you  that  we  have  the  larg- 
est variety  and  the  best  selection  possible.  Besides  the  popular  shades  you  have  seen 
on  pattern  books  during  the  past  three  months,  we  have  several  exclusive  shades  you 
have  not  seen  elsewhere. 

Here  are  a  few  fashionable  shades— 

Gaffar,  Brouilard,  Marias,  Cascao,  Benares,  Echevin,  Cascade,  Marine  Blues,  Yacht 
Blues,  Cadet,  Pole  Nord,  Roseau,  Ophelia,  Moineau,  Ceristte,  Fience,  Regate, 
Pigalle,  Trefle,  Copper,  Taupe,  Light  Mole,  Grey-Smoke,  Roman  Silver,  Syrian 
Olive,  Bog-Myrtle,  Laurel,  Emerald,  Kerak-Sage,  Reseda-Directoire,  Wood  Browns, 
Castor,  Pastel-Banana,  Shantung,  Amethyst,  Cataba,  Westaria,  Raspberry,  Ashes  of 
Roses,  and  the  irresistible  Oyster  Tints. 

Fashionable  Summer  Fabrics 

Our  FRENCH  DEPARTMENT  is  now  showing 

Satin  Charmeuse,  Satin  Ondoyant,  Satin  Onduleuses,  Eolienne  Floresca,  Soliel 
Kalamata,  Shantung  Larissa,  Delaine  Charmant,  Velour  Egyptienne,  "  Salome," 
Silk  Sublime,  Satin  Directoire,  Satin  Athenian,  Phantom  Self-Stripes,  Reps  Epang- 
line  and  Soliel  Ottaw^a. 

Our  BRITISH  DEPARTMENT  offers  new  designs  and  additional  shades  in 

"Silustra,"  Mohair  Tussah,  Lustre  Shantung,  Wool  Ondulienne,  Satin  Royals,  Satin 
Cashmeres,  Satin  Tricots,  "Ranola,"  "Resilliant,"  "  Resilda,"  "Permo,"  and 
"  Mohllaine"  Fancies,  Grecian,  Egyptian  and  Byzantine  Silk  Effects. 

Our  British  stuffs  are  now  blocked  on  a  new  patent  machine,  and  every  yard  is  marked  with  a  metal  disc    on    the 
selvedge.     No  measuring  required. 


J.  &  N.  PHILIPS  &  CO. 

Manchester,  England 

and  20  Cheapside,  London,  E.G. 

211  Lindsay  Buildings,  611  Empire  Buildings, 

St.  Catherine  St.  West,  MONTREAL  Wellington  Street  West,  TORONTO 
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Wash  Fabrics. 

The  growing  confidence  in  the  hetter  trade  conditions 
and  the  hardening  prices  of  cotton  fahrics  have  resulted 
in  the  placing  of  good  advance  orders  by  the  retail  trade. 
The  fact  that  the  importing  houses  are  showing  an  ex- 
ceptionally strong  range  of  attractive  fahrics  in  the  new 
colors  has  also  promoted  good  husiiiess.  Prices  are  not 
unduly  high,  and  really  handsome  goods  may  he  had  at 
l)iices  that  are  well  within  the  reach  of  the  popular 
trade.  The  tendency  seems  to  he  away  from  the  very 
sheer  effects  that  have  ruled  so  long,  and  goods  with  a 
little  more  substance  are  in  greater  favor. 

Plain,  Striped  and  Checked  Ginghams. 

For  general  selling  ginghams  are  in  high  favor.  Plain, 
striped  and  checked  in  about  the  order  named  being  prom- 


their  behavior  in  the  tub.  This  year  these  colors  are 
shown  with  confidence  as  they  are  warranted  perfectly 
fast. 

Other  good  lines  are  the  imitation  silk  fabrics — the 
cotton  radiums,  foulards,  etc.  These  fabrics  are  brought 
out  chiefly  in  spots  and  stripes  and  have  all  the  appear- 
ance of  the  higher-priced  fabric  in  silk.  Pongee  grounds 
with  stripe  and  spot  patterns  are  also  good.  In  higher- 
priced  goods  there  is  a  long  list  of  fancy  suiting  fabrics 
in  silk   and  cotton. 


Rajah  and  Pongee  Silks  in  Favor. 

It  is  expected  that  a  very  large  part  of  the  season's 
trade  will  be  done  on  cotton  suitings,  etc.,  and  though 
stripes  are  well  shown  the  trade  is  preparing  for  a  large 
sale  of  plain  cloths.  The  Rajah  and  Pongee  suitings  that 
the   trade  took    to    so   kindly    are   shown    for   the   coming 


Top  Row— Ginghams  -i.  Two-' 
mon  brown ;  6 


toned  stripe  suiting;   2.   Radium  silk.     Second  Row     3,  4  and  s,  prints;   new  fast  colors,  palm  green,  Saxe  blue  and    cinna- 
Print  novelty  spot,  two-toned  large  spot,  pin  spot  ground,  shown  by  W.  R.  Brock  &  Co.,  Toronto. 


iiicnt.  In  the  checks  and  stripes  the  more  moderate  de- 
signs are  the  leading  sellers.  This  is  particularly  marked 
in  the  striped  effects,  the  middle  patterns  in  the  range 
being  those  most  freely  ordered.  In  checks  the  run  is  up- 
on small  block  checks  and  a  few  moderate  two-tone  bar 
effects.  Two-tone  stripes  are  a  feature,  not  only  in  ging- 
hams, but  all  through  the  line. 

The  Canadian  mills  are  showing  a  line  line  of  ging- 
hams, not  only  in  the  cheaper  goods,  but  also  in  high 
grade  effects.  In  this  connection  particular  mention 
may  be  made  of  a  line  of  silk  and  cotton  zephyrs.  This 
fabric  shows  a  high  state  of  perfection,  in  both  weave 
and  finish,   and  should   be  asked  for  by   all   merchants. 

For  other  than  the  ordinary  uses,  prints  promise  to 
do  better  than  for  some  years.  Stripes  lead,  but  spots 
are  good,  and  checks  round  of!  the  selling.  There  are 
some  neat  florals,  but  stripes,  spots  ard  checks,  in  the 
order  named,  are  the  selling  patterns.  The  novelty  here 
consists  in  color,  art  tones  si:ch  as  .Saxe  blue,  palm 
green,  and  cinnamon  brown  being  introduced  ;  hitherto 
these   colors    have   been    looked    upon    with    doubt    as     to 


year  in  new  colors  and  in  improved  finish.  These  cloths 
should  score  a  big  success,  as  all  the  new  art  shades 
seen  in  high-priced  woolen  and  silk  goods  are  duplicated 
in  this  cotton  cloth.  The  list  of  shades  is  an  extended 
one,  the  chief  being  ceil,  Saxe,  wedgewood,  navy,  honey, 
tussah,  linen,  tan,  cinnamon,  reseda,  empire,  pink,  bois 
rose,  grey,  helio,  black  and  white.  Two-tone  and  two- 
colored  stripe  effects  are  also  shown  in  this  cloth. 

Ducks,  drills,  Madras  and  other  lines  of  both  plain, 
and  fancy  suitings,  handsome,  i.wo-toned  and  two-color 
effects  on  a  white  or  cream  ground,  and'  also  producing 
granite  effects,  are  shown. 

Lawns  and  muslins,  save  for  a  range  of  floral  effects 
for  indoor  wear,  are  confined  to  the  high-priced  trade, 
and  are  shown  cither  in  plain  colors  or  in  embroidered 
patterns.  These  patterns  are  in  eyelet  effects  scattered 
at  stated  intervals  over  the  cloth.  These  mu.slins  were 
extensively  worn  at  the  French  watering  places  last 
Autumn,  and  as  New  York  has  taken  to  them  for  dres.sy 
gowns,  they  will  sell  here.  They  come  in  the  diflerent 
art  shades  as  well  as   white. 
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High  lustre,  soft  colpr  and  clinging  qualities 
are  three  important  fashion  requisites. 

Wool  satins,  armures,  prunellos,  poplins  are 
selling  well.  For  more  dressy  wear  soft  fabrics  of 
silk  and  wool  are  shown. 

Advices  from  Paris  indicate  that  the  dark,  deep 
colors  now  ruling  are  giving  way  to  brighter  and 
lighter  shades. 

Satin-finished  goods  are  in  high  demand.  Mes- 
salines  are  the  popular  silk  for  the  making  of 
skirts,  waists,  etc. 


Prospects  for  Cotton  Crepes. 

Dress  linens  in  white  and  colors,  and  in  stripes  are 
a  strong  line.  Linens  now  have  a  staple  place  in  all 
wash  goods  lines.  Crepes  are  included  among  the  novel- 
ties. The  waist  manufacturers  have  taken  up  cotton 
crepes,  and  they  promise  to  have  some  success  with  them. 
In  the  larger  centres  buyers  are  taking  crepes,  and  fabrics 
with  crepe  stripes,  but  the  general  trade  is  only  showing 
a  minor  interest  in  these  fabrics.  Mercerized  reps  in 
plain  and  in  striped,  checked  and  spotted  patterns  are 
selling  well.  The  making-up  trade  has  used  these  fabrics 
freely,   both  for  waists   and   separate  skirts. 

Stripes  a  Strong  Feature. 

During  the  past  month  there  has  been  a  very  material 
advance  in  the  wool  market.  Not  only  are  merinos  up, 
and  prices  firm,  but  cross-breds  are  frcm  10  to  1')  per 
cent,  higher.  This  advance  is  due  to  the  fact  that  both 
American  and  continental  buyers  are  coming  into  the 
market. 

As  wool  was  away  down  when  the  prices  for  Spring 
were  made,  and  as  orders  placed  with  the  manufacturers 
were  upon  a  very  conservative  basis,  it  would  have  been 
a  matter  of  pure  speculation  on  their  part  to  have 
bought  wool  in  advance.  Therefore,  higher  prices  are  as- 
sured in  the  near  future. 


&w..«.*».-,^». 


Two-tone  stripe  suiting,  shown  by  Debenhams' (Canada),  Limited. 

High  lustre,  soft  color,  and  clinging  qualities  are 
the  three  important  fashion  requisites  for  the  Spring. 
Bright  finish  seems  to  be  more  important  than  weave. 
Though    there, is  a  growing     tendency     for  plain  cloths. 


stripes  in  the  weave  in  piece-dyed  worsteds  will  be  a 
\ery  strong  feature.  Subdued  two-tone  eflects  also  prom- 
ise to  be  good  in  stripes. 

High   class  dressmakers  favor   ser.ge,    and    here   besides 
the  siiioolii   fine  serges,    rough   weaves  arc  indicated.     The 


Embroidered  Swiss  all  over  Eyelet  Pattern, 
shown  by  Debenhams' (Canada),  Limited. 


expected  return  of  checks  does   not  give  much  promise  of 
iiiateriali/ing. 

Wool,  satins,  armures,  prunellos,  poplins,  etc.,  are 
selling,  and  for  more  (dressy  wear,  wool-backed  satins 
and  other  soft    drapy  fabrics  of  silk  and  wool  are  shown. 

New  Colors. 

Reports  from  Paris  indicate  that  the  dark  deep  colors 
ruling  now  are  giving  way  to  the  ise  of  hiighte":  and 
lighter  shades.  For  the  present,  these  colors  arc  only 
used  for  indoor  wear,  but  for  gowns  for  the  Kiveria  now 
in  preparation,  many  of  these  shades  are  employed.  A 
new  color  is  a  pinkish  tan  and  quite  a  number  of  new 
gowns  are  in  this  shade.  Many  light  shades  of  foliage 
preen  are  shown,  and  new  greens  are  the  moss  and  un- 
ripe olive  shades.  The  latest  violets  all  show  a  tinge  of 
red. 

The  colors  selected  for  silks,  muslins  and  fancy 
fabrics  for  wear  in  the  south  include  many  light  shades, 
among  which  may  be  noted  soft  pearl  and  smOKC  gieys, 
soft  salmon  and  faded  rose  pinks,  pale  shades  of  cerise  and 
raspberry,  lime  blossom  greens  and  reseda,  many  shades 
of  soft  blues,  and  a  greyish  fawn  and  maize  or  lemon. 
New  shades  in  deeper  colorings  are  copper,  honey  bee 
and  magnolia.  In  dark  colors  there  are  the  deep  foliage 
greens,  the  blue  greens,  grey  blues,  vivid  flag  blues,  smoke 
greys  and  deep  reds. 


Ginghams  are  in  high  favor  for  general  selling, 
plain,  striped  and  checked  effects  being  in  evidence. 

Silk  and  cotton  zephyrs  are  taking  a  good  place 
among  the  higher  grades. 

The  great  color  range  is  the  novelty  feature  m 
prints.     Spots  and   checks  are  well   in  the  lead. 

A  very  large  part  of  the  season's  trade  will,  it 
is  expected,  be  done  on  cotton  suitings,  and  it  is 
like^ly  that  there  will  be  a  large  movement  in  plain 
cloths. 

Lawns  and  muslins  are  confined  chiefly  to  the 
high-priced  trade  and  are  shown  either  in  plain 
colors  or  embroidered  patterns. 

Waist  manufacturers  promise  to  have  some  suc- 
cess with  cotton  crepes. 
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is  the  unique  and  most  satisfactory  of  all  cotton  dress  fabrics,  and  with  its  odd  crinkle,  is  unlike  any 
other  goods  you  ever  saw.  Exclusive  in  designs  and  color  effects,  its  wear-resisting  qualities  make  it 
one  of  the  few  fabrics  of  great  beauty  and  worth  at  small  cost. 

Made  in  all  the  fashionable  plain  shades  and  in  a  large  range  of  figured  patterns.  Unequalled 
for  house  and  party  gowns,  kimonos,  dressing  sacques,  etc.  Special  patterns  of  unusual  interest  for 
draperies  and  curtains. 

The  crinkle   is  permanent — it  will   neither  stretch  out — ivash  out — Iron  out — -wear  out. 

The  best  jobbers  sell  the  popular  Serpentine  Crepe  in  all  styles,  patterns  and  colorings.  Ask 
your  jobber  for  it,  and  if  he  does  not  keep  it,  write  us  his  name. 

Retailers  who  are  not  showing  "SERPENTINE  CREPE"  are  invited 
to  send  for  samples,  and  learn  how  they  can  make  money  selling  it. 

pACIFlCpS.  70Kllby§tBO§TON 

Among  the  leading  Canadian  Jobbers  handling  Serpentine  Crepe  are  :  Greenshields,  Limited,  Montreal ;  Gordon  McKay  Co.; 
Burton  Spence  &  Co.;  John  Macdonald  Co.,  Toronto;  Manchester  Robertson  Allison  Co.,  St.  John,  N.B. ;  J.  &  M.  Murphy, 
Halifax,  N.S. 


Harris  &   Company 


ROCKWOOD,  ONT. 

Manufacturers  of 


Limited 


High-Class 
Woollen    Fabrics 


Representatives 


MONTREAL-Hector  Prevo»t,  7 1 0  St.  Hubert  St 
HALIFAX-G.  A.  Woodill  -  Roy  Building 
LONDON— J.  A.  Irwin,  341  Princess  Avenue 
WINNIPEG-McRae  &  Walker,  Ashdown  Block 


Let  us  send  you 


A  Free  Book 

describing  the  manufacture  of  Gold  Medal 
Linens  by  means  of  ttiirty-two  photo- 
graphic illustrations.  The  book,  which 
is  handsomely  printed  in  brown  on  the 
finest  coated  paper,  is  really  a  handsome 
souvenir  of  Old  Irish  scenery  and  industry. 
For  the  drygoodsman  it  is  a  positive 
education      in     the      method      of    making 

Gold  Medal 
Linens 

knownto  be  the  finest  production  of  a  country 
pre-eminent  in  the  manufacture  of  linen. 
No  strings  attached  to  this  offer— a  book  well 
worth  having  for  its  own  beauty  and  interest, 
advertising  the  celebrated  Gold  Medal 
linens  will  be   sent  free  to  you  on  request. 

R.  H.  Cosbie 

Irish  Linen  Agency  -■-  OrOIllO 
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'PIRLE'  Finish 

Indispensable  for  the  Open- Air  Girl 

"LADY'S   REALM"   says: 

"The  out-door  girl  who  loves  to  cycle,  walk  and  drive  will  iiexer 
wear  anything  but  a  'PIRLE'  costume  when  she  has  once  donned  one. 
It  may  be  the  shower  of  May  or  the  storm  of  November,  her  neat  cloth 
dress  will  kemain  unspotted  and  unshrunk,  and,  when  dry,  will  be  as 
fresh  as  when  it  came  from  the  tailors'  hands." 


Registered 
Trade-Makk 


"MADGE"  in   "Truth"  says: 

"Every  dressmaker  ought  to  leave  out  a  bit  of  selvedge  somewhere 
with  the  'PIRLE'  stamp  on  it.  as  this  afTords  an  absolute  guarantee  for 
the  wearer. 

"The  proprietors  undertake  to  make  good  any  material  so  stamped 
that  has  been  actually  damaged  by  rain." 


TO   BE   OBTAINED  FROM  THE  LEADING  IMPORTERS, 

OK     Kri,l,    PAHTK  ri.AKK    EHO.M 
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Edward  Ripley  &  Son, 


Limited 


I  OOc.  Queen  Victoria  Street, 
LONDON.  E.G..  ENGLAND 


Silks. 

Fashion  has  turned  completely  in  favor  of  bright  fin- 
ishes in  silken  fabrics,  and  manufacturers  are  exceeding- 
ly busy  with  soft  weaves  such  as  Directoire  satins  and 
other  makes  of  ths  class.  So  busy  are  they  that  no  new 
ideas  in  silk  fabrics  are  expected  as  the  looms  are  al- 
ready engaged  far  on  into  the  Spring  season. 

Satin  finished  goods  are  in  high  demand,  and  it  is 
difficult  to  obtain  immediate  deliveries  for  the  most  popu- 
lar weaves.  There  is  also-  a  big  run  upon  messalines. 
The  cutting-up  trade  are  using  silks  of  this  character, 
and  messalines  aie  the  popular  silk  for  the  making  of 
costumes,  skirts,  waists,  etc. 

Shantungs  are  again  tall  ed  of  ai  d  will  be  shown 
here,  though  they  do  not  proniise  to  be  so  good  as  over 
the  line.  The  American  trade  is  preparing  for  an  ex- 
tensive business  in  foulards,  particularly  those  wilh  a 
satin  finish.  In  the  sample  lines  shown,  blue  grounds 
figure  prominently.  No  floral  designs  arc  seen,  but  spots 
of  various  sizes,  and  group  spot  patterns  are  much  in 
evidence.  Many  stiipe  patterns  are  also  shown,  and 
diamond  and  other  geometric  designs  round  off  the  show- 
ing. Fifth  Avenue  dressmakers  are  using  bands  of  .'-at in 
and  chemisettes  and  sleeves  or  cuffs  of  white  embroidi  ry 
in   making    up    these   silks. 


Steady  Growth  of  Gordon,  Drysdale  6c  Co. 

(Staff  CiirrespdiKUnee.) 

Vancouver,  B.C.,  Dec.  28. — It  is  doubtful  if  even  in 
Toidulo  or  Montreal  are  better  appninted  dry  li'oods 
stores  than  that  of  rjoi-don  Drysdale  &  Company,  of 
^'ancouvel•.  Tiiere  may  be  lar^'cr  institutions  of  the  kind, 
hut  in  none  can  b?  found  belter  or  nicer  floods  to  attract 
iind  please  women-kind.  Tlio  complete  store  wiiicli  Mr. 
Di'vsdalc  now  h;  s  en  (Jr.niv'lle  Street  is  llie  result  of 
(iftcen  years'  business  in  Vancouver  and  stsady  ^rowlli 
witli  the  city  duiina;  that  time.  He  came  to  Vancouver 
from  Nova  Scotia  in  189:5,  wiien  conditions  on  the  coast 
were  not  nearly  so  promisinji'  as  now.  It  was  in  tii:'  days 
before  the  Klondike  rush,  and  there  were  many  people 
doubtful  as  to  whether  Vancouver  would  ever  become  a 
great  city  or  not.  Mr.  Drysdale  started  in  to  be  ready 
if  it  did,  and  he  was  right  in  taking  the  chance.  His 
change  in  locations  indicates  his  quick  recognition  of 
business  conditions. 

In  the  early  days  of  the  city,  for  in  1893  Vancouver 
was  but  seven  years  established,  the  centre  of  trade  was 
on  Cordova  Street.  He  started  a  store  at  number  150 
thereon.  As  the  city  grew  he  removed  to  the  corner 
of  Cambie  and  Cordova,  a  block  and  a  half  further  up. 
The  firm  of  Drysdale  &  Stevenson  secured  a  store  on 
Hastings  Street,  remodelled  it  and  began  the  first  large 
uptown  dry  goods  emporium.  By  this  move,  more  than 
any  other  was  the  general  change  in  conditions  noted, 
for  this  was  the  principal  business  place  of  its  kind. 
AVhen  Spencers  succeeded  this  firm  in  the  same  store. 
Mr.  Drysdale  secured  a  lot  on  Granville  Street  and  built 
his  present  large  store,  which  is  now  on  the  principal 
retail  business  street  of  the  city.  In  each  case  he  was 
the  first  to  follow  the  trend  of  trade,  and  his  business 
to-day  is  strictly  high-class.  A  glance  at  his  show  win- 
dows is  sufficient  to  indicate  this.  In  the  accompanying 
illustrations  may  be  seen  the  extremely  latest  creations 
of  this  kind,  and  the  fact  that  in  this  store  may  be  found 
what  is  absolutely  the  style  has  led  fashionable  women 
to  rely  on  it. 
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Fmu-  floors  and  a  basement  give  a  floor  space  of 
liO.OOO  sfjuare  feet,  llic  building  being  150x50  feet,  while 
additional  space  is  found  on  mezzanines.  On  these  are 
accommodated  the  telephone  exchange,  the  accounting 
department,  etc.  The  twenty-one  departments  are  con- 
veniently and  attractively  arranged.  It  is  not  necessary 
to  enumerate  these,  suffice  it  to  say  that  in  them  may  be 
found  every  article  of  women's  wear,  the  most  needed 
and  the  newest.  Ninety  employes  are  required  to  look 
after  the  various  details,  E.  J.  Kirkbright  acting  under 
Mr.  Urysdale  in  the  work  of  superintending. 

Drysdale's  windows  have  a  reputation  for  containing 
what  is  foremost  in  styl?,  and  in  this  instance  particular- 


The  Gordon  Drysdale  Store,  Vancouver,   B.C. 

ly  prove  valuable  sales  assistants.  The  proper  display 
of  windows  is  recognized  as  a  principal  factor  in  business 
getting,  and  constant  change  and  appropriate  setting 
do  the  first  good  work  of  attracting  attention,  after 
which  it  is  comparatively  easy  for  the  saleslady  to  secure 
the  trade.  F.  0.  E.  Hales  has  charge  of  this  department, 
acting  as  window  dresser,  card  writer  and  advertisement 
man.  Mr.  Hales  is  also  a  Nova  Scotia  man,  and  has 
just  completed  his  first  year  in  Vancouver.  He  came  to 
the  store  just  after  the  quarters  were  established  on 
Granville  Street,  and  which  are  now  the  Mecca  of  the 
feminine  portion  of  the  city,  which  is  not  to  be  won- 
dered at  since  Mr.  Drysdale's  chief  study  is  correctness 
in  apparel,  quality  in  goods,  and  detail  in  the  depart- 
ments. 


Miss  Henrietta  Tuppcr,  of  Guernsey,  Eng.,  the  grand- 
niece  of  Sir  Isaac  Brock,  is  sending  to  Canada  the  coal 
worn  by  him  at  the  battle  of  (^ueenston  Heights.  It  will 
be  placed  in  charge  of  Dr.  Doughty,  Dominion  Archivist, 
Ottawa.  The  coat  shows  the  mark  of  tlie  bullet  by 
which  the  general  was   mortally  wounded. 


' '  Never  promise  more  than 
you  can  perform. ' ' 

That's  the  eleventh 
commandment  with 
us  and  the  biggest  order 
ever  written  wouldn't 
tempt    us  to    break  it. 

Never  had  to  mislead 
anybody  o  r  promise 
more  than  we  could 
perform  to  secure  or- 
ders for 

NAZARETH 
WAISTS. 

When  we're  behind 
on  deliveries  we  say  so 
openly  so  you  can  ar- 
range for  your  ship- 
ments accordingly. 

Just  now  every  man, 
woman  and  machine 
at  the  mill  is  perform- 
ing to  the  best  of  his, 
her  and  its  ability, — 
but  make  a  noise  like 
a  Spring  order — if  you 
want  to  get  the  goods 
when  you  need  them. 

Tempus  fugit  —  mighty 
fast,  too. 


350   Broad-way,  New   York 


Canadian   Representatives  : — 

E.    H.   ^Valsk   &   Co.,  Toronto.   Ontario 
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The  Gait  Knitting  Company 

Limited 

Gait,  Ontario 


^"T^' 


Tiger  Brand  Under^wear 


FOR.  MEN 


FOR  BOYS 


MARK 

^REGISTERED, 

TIGER  BRftNO. 


Fleece  Lined  Scotch  Knit  Elastic  Ribbed 

in  light  and  heavy  weights 

Ladies'  Eiderdown  Sacques  and  Gowns 
Samples  for  Fall  1909  now  in  Travellers  hands 


ONTARIO  QUEBEC 

J.  E.  McCIung       P.  deCruchy 
Toronto  Montreal 


MARITIME 

J.  A.  Murray 

St.  John 


MAN.  and  WEST 
Gerhardt 
Hanley 
McKay  Co.,  Winnipeg 
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LIKE  AN  EAGLE 


Registered 

U/1DBRWBAR 

Soars  above  all  others  in 
quality  ana  volume  of  sales 

TRAVELERS  ARE  SHOWING  OUR  SPRING  SAMPLES 

All  Wholesale  Houses  Stock  "HYGEIAN"  Underwear  and  We  Stand 

Back  of  the  Wholesaler 

Eagle  Knitting  Co.,  Limited 

HAMILTON,     -     ONTARIO 
Manufacturers  of  the  famous  "  HYGEIAN  WAISTS" 
Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Jaeger  Pure  Wool 

The  value  of  Pure  Woollen  goods  for  Spring  and  Summer  wear  is  being 
recognized  by  a  wider  circle  of  the  buying  public  each  year.  It  is  to  your 
advantage  to  encourage  the  class  of  buyers  who  appreciate  such  goods,  and  the 
"Jaeger  Agency,"  is  the  only  way  m  which  this  can  be  successfully  accomplished. 


Stockinet 
UNDERWEAR 

in  fine  light  weight,  sell- 
ing from  $3.00  to  $6.25 
per  suit. 


White  Wool  Cambric 
UNDERWEAR 

Loose  fittmg  Coat  Vests, 
and  Trunk  Drawers, 
$5.00  per  suit. 


NEGLIGE  SHIRTS 
Exclusive  Designs 

Twill  Flannel  -  $3.00 

Wool  Cambric  -  3.50 

Wool  Tussore  -  4.50 

Wool  Taffeta  -  4.50 


These  goods  are  absolutely  Pure  All  Wool  Fabrics  bearing  the  Jaeger  Trade  Mark. 
For   Trade   Terms,   Catalogues,   etc.     Apply    to 

Dr.  Jaeger's  Sanitary  Woollen  System  Co.,  Ltd. 

Wholesale  Warehouse,  301  St.  James  St.,  MONTREAL 


SPRING  1909 

Our  travellers  are  showirig  for  the  coming  Spring  Season,  the  best  range  of  samples 
of  KNITTED  UNDERWEAR  we  have  yet  produced. 

Lines    in   All    Qualities   for 
Men,  Women  and  Children. 

Watson's  Underwear 

In    addition   to   our   regular   lines    of   ELASTIC    RIB    GOODS  we  are    showing 
MEN'S  GOODS  in  PLAIN  BALBRIGGAN  and  MESH. 


We  Solicit  Your  Valued  Favors. 


Watson  Mfg.  Co.,  Limited 


Paris, 


Ontario 


Agents-BRYCE  &  CO.,   Winnipeg,  Man.  McCLUNG  &  BURNS,  117  Wellington  St.,  West,  Toronto. 

A.  L.  GILPIN,  207  St.  James  St.,  Montreal        J.  A.  MURRAY,  Sussex,  N.B. 
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An  Important 


Announcement 


We  are  now  placing^on  the  market  the  most  attractive  line  of  Ladies',  Misses'  and  Children's  winter 
weight  ribbed  underwear  ever  shown  by  a  Canadian  manufacturer.  These  goods  are  made  in  Cotton. 
Combed  Yarns,  Cashmere  and  Merino.  Every  machine  in  the  Zimmerman  mill  is  new;  the  whole  equipment 
is  the  most  modern,  consequently  working  with  specialized  machinery  absolutely  the  best  product  is 
obtained. 

All  Canadian  Jobbers  can  show  you  samples  of  Zimmerknit  underwear.  If  you  want  something  you 
will  be  proud  to  give  your  customers  be  sure  and  ask  travellers  for  Zimmerknit  new  Winter  Weight 
Ribbed  Underwear.  Our  men's,  women's  and  children's  balbriggan  underwear  for  spring  selling  is  also 
the  best;  best  for  you;  best  for  your  customer. 

Ask  the  next  traveller  who  calls  about  these  goods-"or  ask  us. 

Zimmerman  Manufacturing  Co.,  Ltd. 

HAMILTON,     •    ONTARIO 
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The  Situation  in  Knitted  Goods  Lines 


Wool  prices  are  advancing  and  from  the  present 
outlook,  it  would  appear  that  the  manufacturer 
who  immediately  secures  a  stock  to  cover  a  twelve- 
month is  taking  a  wise  course. 

Yarns  are  showing  a  decided  firmness.  In  worst- 
eds, the  Canadian  manufacturer  is  said  to  have 
taken  advantage  of  existing  conditions. 

Manufacturers    have    been    given    a    fairly     good 
run    in   heavy    Winter   lines   owing    to    a    strong    re- 
peat business  growing  out  of  conservative  placing. 
!;:1     Fall   lines   of     hosiery     indicate   that   the   great 
orange  of  colors  noticeable  in  Spring  styles  will  be 
repeated. 

There  is  a  growing  feeling  in  favor  of  combin- 
ations for  men. 

'      The  pony  coat  and  Norfolk  jacket  form  a   very 
•■strong  section  in  women's  knit  goods  departments. 


■'  With  sample  lines  of  knit  goods  already  showing  for 
neJct  Fall,' it  is  of  interest  to  size  up  market  conditions 
in  that  department.  Prices  of  wool  are  ascending.  Fol- 
lowing a  period  of  general  depression  that  fact  is  of  the 
utmost  importance,  particularly  to  the  manufacturer. 
From  the  present  outlook  it  would  appear  that  theinan 
who  immediately  secures  a  stock  to  cover  at  least  one 
year's  requirements  is  taking  a  wise  course. 

In  this  connection  it  is  not  out  of  place  to  quote  the 
opinion  recently  expressed  by  one  of  the  largest  spin- 
ners in  F^ngland.  "Our  idea  is,"  said  he,  "that  any 
man  buying  to-day  for  a  twelvemonths'  supply  of  \arns 
will  have  a  distinct  advantage.  Although  prices  may 
ea,se  a  little  between  now  and  the  end  of  January,  we 
do  not  expect  it  to  be  much.  It  is  our  opinion  that,  one 
year  hence  prices  will  be  higher  than  they  are  to-day,  and 
will  have  been  higher  during  the  whole  of  that  [.eriorl  in- 
tervening. We  may  say  that  we  are  buying  freely  in  all 
colonial  markets  as  we  consider  it  dangerous  to  leave  of! 
our  buying  for  one  moment." 


^ 


Firmness  in  Cotton  Yarns, 

The  same  firmness  is  apparent  in  cotton  yarns. 
Egyptians  have,  for  instance,  advanced  two  cents  since 
the  strike.  American  cotton  is  holding  its  place,  the 
general  feeling  being  that,  with  the  turn  of  the  year,  de- 
cidedly better  business  will  develop. 

.  Among  percentage  yarns,  a  Llama  variety  has  re- 
cently made  its  appearance  in  sample  for  enquiries,  which, 
judging  from  weight,  feel  and  price,  would  seem  to  he 
entitled  to  a  good  place  in  materials  required  for  medium 
wefght  lines. 

Winter  business  has  had  a  steady  development.  Con- 
ditions growing  out  of  the  conservatism  in  advance  buy- 
ing have  given  the  manufacturers  a- fairly  good  run  in 
heavy  Winter  lines.  This  is  one  .very  good  reason  why 
some  manufacturers  have  not .  beeji .  building  up  surplus 
stBdks'for  Spring.    The  outlook  for  that  season   is.  such 


that  jobbers  are  inclined  to  believe  that,  wiiile  advance 
business  shows,  in  many  cases,  an  improvement  over 
last  year,  the  orders  already  placed  will  fall  far  short 
of  Spring  and  Summer  requirements.  Buying  has  been 
conducted  along  very  cautious  lines.  Much  is  therefore 
expected  of  the  repeat  business.  With  stocks  low  and  an 
inclination  to  postpone  extensive  buying  until  it  is  pos- 
sible to  ascertain  the  result  of  the  year's  business,  it  is 
anticipated  that  re-orders,  when  they  do  come,  will  as- 
sume good  proportions. 
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Returning  Activity. 


This  statement  is  strongly  indicative  not  only  of  the 
growing  strength  of  the  wool  market,  but  poin.ts,  inier- 
cntially,  to  a  trend  of  business,  generally,  in  tiie  right 
direction. 

Yarns  are  showing  a  decided  firmness.  It  is  staled, 
however,  that  the  Canadian  manufacturer  took  advan- 
tage of  existing  conditions,  and  that,  so  far  as  worsted 
yarns  are  concerned,  the  orders  for  Spring  and  Fall  com- 
pare very  favorably,  all  things  considered,  with  previous 
records.  It  is  expected  that,  as  trade  comes  forward,  re- 
peats will  become  a  strong  feature  of  the  continvied  im- 
provement. 
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Little  Change  in  Fall  Prices. 

The  market  situation  is  such  that  price  concessions, 
other  than  those  represented  in  present  selling,  appear 
out  of  the  question.  While  there  undoubtedly  is  a  stiff- 
ening, the  opinion  expressed  by  jobbers  is  that  there  will 
be  little  change,  either  one  way  or  the  other,  in  prices 
for  next  Fall.  It  is  pointed  out  that,  in  a  few  lines,  it 
may  be  possible  to  secure  a  better  article  for  the  same 
price. 

"In  underwear  and  hosiery,"  said  a  manufacturer, 
with  reference  to  the  present  situation,  orders  are  better 
than  they  were  a  year  ago.  Repeats  are  coming  in  every 
day.  Although  buying  is  very  cautious,  there  is  a  much 
better  feeling  in  evidence  than  one  year  ago,  and  it  en- 
courages one  to  expect  good  things  of  the  present  year." 


^ 


A  Difficult  Buying  Season. 

The  great  variety  of  color  which  entered  into  Spring 
lines  is  giving  the  buying  end  a  decidedly  difficult  task'w 

"Outside  of  the  staple  shades,  one  hardly  knows 
where  he  is  at,"  remarked  a  buyer.  "The  year  seems  to 
have  caused  a  decided  break  from  almost  everything  that 
appeared  well  established  and  we  have  to  feel  our  way. 
I  am  of  opinion  that  colors  for  next  Fall's  hosiery  are 
going  to  be  a  repetition  of  the  Spring  and  Summer 
range.  They  may  not  be  quite  so  varied,  but  you  will 
see  clarets,   cardinals,  helios,   electric  blues,   purples  and 
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HEALTH  BRAND 


See  samples  particularly  of  Ruben's 
and  Brownie  Vests. 

Health  Brand  covers  the  following 
lines:  COMBINATIONS  for 
Ladies,  Misses  and  Children. 
VESTS  for  Ladies,  Misses  and 
Children.  CORSET  COVERS. 
BLACK  TIGHTS. 

Place  your  orders  now  to  ensure 
prompt  delivery. 


IV  hoi  esa  le      Distributors 

Greenshields  Limited 

MONTREAL 


MARK 


MADE  BY 

•"eecderich  knitting  CO 


"The  Maple  Leaf  Brand" 

of    Hosiery    and    Mitts. 

"The  hrana  that  has  stood 
the   test  of   time. 


Sold  direct  to  the  trade. 
Watch  for  1909  samples. 

Goderich   Knitting  Co. 


Goderich,  Ont. 


LIMITED 


greens.  It  is  not  often  that  Fall  wear  patronizes  Sum- 
mer color  tendencies  so  faithfully,  but  sample  lines  re- 
flect it.  There  is  no  telling  how  long  that  vogue  will 
hold  or  what  it  will  finally  develop  into,  but  as  yet 
there  are  no  signs  of  waning  popularity.  It  has  created 
life  where  otherwise  there  might  have  been  very  little 
doing. 

Pony  Coat  and  Norfolk. 

The  knitted  coat  has  certainly  established  itself  as  a 
strong  factor  in  the  knit  goods  department.  Again  they 
occupy  a  prominent  place  in  Fall  lines  in  styles  calculat- 
ed to  maintain  its  popularity  as  an  article  of  ladies' 
and  men's  wear.  The  pony  and  the  Norfolk  jacket,  in 
•plain  or  fancy  knits,  with  or  without  collars,  form  a 
particularly  good  division  in  ladies'  wear,  for  boating  or 
other  outing  purposes.  One  city  store  actually  sold  three 
hundred  fancy  jackets  in  two  weeks  during  December. 
This  is  an  evidence  of  the  place  they  are  filling.  Popular 
lines  range  from  $3  to  $6  the  garment  retail.  White  and 
srey  are  the  choice  colors  Knitted  vests  for  men  have 
likewise  been  popularized,  and  form  an  important  section 
of  sample  lines  for  next  Fall. 

In  the  women's  hosiery  department,  particularly  that 
division  occupied  by  high-class  lines,  silk  goods  have  had 
a  very  good  demand,  and  many  lines  are  shown  in  neatly 
embroidered,  and  shot  effects,  which  have  excellent  stand- 
ing all  the  year  round.  Pinks,  blues  and  tans  are  lead- 
ers. There  is  a  large  range  of  plain  lisles,  and  fancy  em- 
broidered effects.  Lace  boots,  dainty  stripes  and  checks 
are  booked  for  a  considerable  portion  of  next  season's 
business. 

Combinations  in  Favor. 

There  is  a  growing  feeling  in  favor  of  combinations 
for  men.  These  garments  have  become  decidedly  popular 
in  women's  wear  departments,  but,  for  men,  have  been 
confined  largely  to  the  high  class  trade.  The  great  difTi- 
ciilty,  from  the  retailers'  point  of  view,  is  in  the  meas- 
urement. A  garment  that  is  seriously  out  in  one  points 
is  entirely  unsatisfactory.  The  salesman  must  use  his 
tape  in  bust  and  front-to-back  measurements  as  a  last 
resource.  Generally,  however,  sizes  as  shown  to  the 
trade  are  quite  reliable.  In  anticipation  of  continued  in- 
crease in  demand,  both  Spring  and  Fall  lines  are  paying 
greater  attention  to  this  garment. 

In  ladies'  wear  departments  the  sheath  stocking  is 
spoken  of,  but  not  yet  shown  by  Canadian  houses.  This 
novel  article  is  daintily  laced  at  the  side.  In  centres 
where  there  is  some  demand  for  the  extreme  they  have 
been  displayed  in  silks  and  fancy  lisles.  Exquisite  lines 
in  ladies'  vests  of  silk,  silk  spuns  and  lisles  are  being 
shown  by  the  high-class  trade. 


yik 


Dainty 


Vests  for  Fall. 

Although  there  are,  here  and  there,  predictions  to  the 
contrary,  the  knitted  vest  seems  destined  to  another  year 
of  popularity.  Some  houses  are  ordering  more  strongly 
than  ever.  Greens,  fawns  and  browns  have  been  found 
to  be  good  sellers.  A  very  dainty  line  in  the  vest  depart- 
ment has  made  its  appearance  in  samples  for  Fall.  It  is 
of  silk^bordered  cloth,  and  the  garment  is  so  constructed 
that  the  silk  line,  about  half  an  inch  in  width,  runs 
parallel  with  the  buttons.  The  vest,  otherwise,  displays 
none  of  the  flaps  and  buttons  which  make  other  lines 
unique.  It  is  a  quiet  though  very  dressy  garment.  The 
colors  shown  are  greys  and  fawns.  In  the  knitted  class, 
a  garment  of  Scotch  wool,  with  inserted  'back  and  bound 
edges,  is  said  to  have  had  a  large  demand. 
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1908 

was  the  greatest 

year  in  the  history 

of  the  Stanfields  mills. 

We  made  more  Underwear 

—we  sold  more  Underwear— 

we  supplied  more  dealers— than 

ever  before. 

But  1909  gives  every  promise  of  breaking 

all  previous  records  of 

STANFIELD'S 

UNSHRINKABLE 

UNDERWEAR 

We  gladly  acknowledge  our  debt  to  the  dealers  for 
their  loyalty  and  support.     We  take  pleasure 
in  stating  that  we  are  better  able  to  serve 
them  than  ever  before. 

To  them— to  all— we  wish 
A  HAPPY  AND 
PROSPEROUS 
YEAR  IN 

1909 


STANFIELDS 
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Stock-Keeping    Problems    in    the    Hosiery    Department 

Neat  Appearance  May  be  Best  Maintained  by  the  Use  of  Stock  Boxes  —  Spec- 
ializing   in    Children's    Hosiery  —  Advisable    to    Take    Stock    Twice    a    Year. 

By  P.   B.  Lyon,  Glove  and  Hosiery  Department,  John  Murphy  Co.,  Montreal. 


Stock  boxes  should  be 
procured  for  the  keeping-  of 
all  cashmere  hosiery.  The 
neat  appearance  of  the 
hosiery  department  is  best 
maintained  by  the  use  of  the 
boxes  provided  by  the  manu- 
facturer, be  the  lines  either 
ladies',  children's  or  men's 
lisle,  cotton  and  silk  stock- 
ing's. Care  should  be  taken 
to  have  these  boxes  as  much 
as  possible  of  one  color,  lied 
is  g-ood,  owing-  to  its  fresh- 
ness, brig-htness  and  attrac- 
tiveness, even  after  being- 
handled.  More  space  is  cer- 
tainly required  in  keeping 
cashmere  hosiery  in  stock 
boxes.  This  is  more  than  balanced,  ho-wever,  by  the 
speed  in  serving-,  by  the  appearance  of  the  fixture,  and 
the  great  saving  of  time  in  putting  stock  away.  The 
greatest  difficulty  in  keeping  cashmere  stockings  in 
packages  is  the  finding  of  lines  at  busy  times  and  the 
tying  of  packages  after  serving.     The  most    the   salcsper- 


P.    B.   LYON 
Of  the  John   Murphy  Co.,  Montreal. 


Adams'  Lock-Stitch  Hose 

Satisfactory 
Stockings 


Sizes  4  to  10  in.— Pure 
Caslimere— 

THE  LOCK  STITCH 


seamless  heels  and  toes, 
10  fold  knees,  6  fold 
ankles  are  some  of  their 
good  features. 

They're  economical  be- 
cause they  wear. 

Adams'  Lock  -  Stitch 
Hose  brings  you  best 
results. 

Ask  your  wholesaler  for  these 
Koods.  Full  particulars  of  the  line 
from  our  agents. 

A.  E.  ADAMS  &  GO. 

Manufacturers 
LEICESTER,     -      ENGLAND 

AGENTS 

WALTER  WILLIAMS  &  CO., 

525  St.  Paui  St.,  Montreai 
33  n^eiinda  St.,  Toronto 


son  can  do  when  serving  is  to  simply  run  the  string 
around  the  package  and  place  somewhere  (generally  on 
the  counter)  for  future  tying,  which  means,  where  sev- 
eral are  serving,  empty  fixtures  and  valuable  counter 
room  taken  with  untied  packages,  or  else,  the  packages 
are  in  the  future  with  ends  open.  This  is  unsightly,  to 
say  nothing  of  the  difficulty  in  finding  sizes  wanted. 

Assists  in  Showing  of  Goods. 

On  the  other  hand  in  serving  from  boxes  the  sales 
person  may  show  a  number  of  lines.  It  only  means  the 
returning  of  one  pair  in  each  box,  replacing  cover  ^nA 
the  box  is  just  the  same  as  before,  ready  for  the  ne'ift 
serving.  As  nearly  all  cashmere  hose  used  in  Canada 
come  from  England  it  is  always  advisable  to  secure 
them  in  packages,  from  a  freight  standpoint,  though 
outside  of  that  they  always  seem  to  open  up  fresher,  and 
reserve  stock  is  more  easily  handled  in  that  way. 

The  Marking  of  Hosiery. 

After  being  chccl<ed  by  the  invoice,  the  stock  num- 
ber, cost  price  (if  one  is  used)  and  selling  price,  should 
be  immediately  put  oft  the  face  of  every  package.  For 
the  marking  of  the  individual  pairs  the  "Gem"  pin 
tickets  are  most  satisfactory.  These  tickets  should  con- 
tain the  same  figures  as  marked  on  the  face  of  the  pack- 
age, with  the  addition  of  the  size.  Selling  price  should 
always  be  in   plain  figures.     The   tickets  are   very  easily 


THE  HALL-MARK  OF  Registrred  No.  262.005 

IVIaximum  Gomtort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit.    %  : 
Guaranteed  UnsiiriiikabTe 

THE  ACME  OF  PERFECTION  IN 

FOOTWEAR  .       y 

To   be   had   from  any    of    the    Leading 
Wholesale^  Dry  Goods  Houses 
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^CEETEE^ 

Unshrinkable  Underwear 


Three  Reasons  Why  You 
Should  Handle  It: 

JVlerit  is  the  first  reason.  Every  "Ceetee"  garment 
is  full  fashioned,  knitted  to  fit  the  form,  free  from  rough 
seams,  and  absolutely  unshrinkable. 

A-QVertlSin^is  the  second  reason.  We  are  giv- 
ing "Ceetee"  Underwear  strong,  dealer-helping  publicity 
in  all  the  leading  Canadian  publications — telling  your 
customers  of  "Ceetee's'  merits  and  of  our  guarantee 
behind  every  garment. 

A  Guarantee  is  reason  number  three.  We 
positively  guarantee  to  replace  any  "Ceetee"  garment 
that  does  not  come  entirely  up  to  our  claims. 


"Ceetee"  Unshrinkable  Underwear  is  made 
in  India  Gauze  (medium  and  heavy  weights) 
Silk  and  Wool,  Worsteds,  Lamb's  Wool  and 
Merino. 


Perfect  Fitting  Elastic 
Ribbed  Underwear 


is  another  of  our  strong  sellers.  It  is  the  ideal  under- 
wear for  women  and  children.  It  has  a  soft  uniform 
surface,  fits  the  body  closely  and  comfortably,  leaving  no 
**baggy"  places.  Washing  does  not  harden  Perfect 
Fitting    Elastic    Ribbed    Underwear. 

Manufactured  Only  By 


The  C.  TurnbuU  Co.,  of  Gait,  Limited 

Gait       .        .        .        Ontario        .        .  Canada 
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Hewson  Woolen  Mills 
Amherst.  N.S- 


"They  have  made  good,  because 
they  are  made  good" 

Hewson  Knitted  (joods  have  made  ^ood  with  a 
vengeance.  All  over  the  wide  Dominion  dealers 
and     customers     alike     are    praising    them. 

Hewson  Heavy  Nova  Scotia 
Wool  Ribbed  Underwear 


has  taken  the  men  by  storm.  Men,  wdio  have 
hitherto  found  fault  with  their  underwear,  now 
swear  by  Hewson's,  because  Hewson  Under- 
wear fits  neatly  at  the  neck  and  under  the  arms, 
feels  comfortable  all  over,  possesses  greater  dur- 
ability and  doesn't  shrink.  Superior  in  every  way  is 
Hewson  Unshrinkable  Nova  Scotia  Wool  Underwear. 
You'll  make  no  mistake  in  stocking  Hewson  Knitted 
Goods,  but  you'll  make  a  serious  mistake  if  you  don't. 
Send  us  an  order  for  men's  underwear,  and  let  us 
include  a  sample  lot  of  our  new  line  of  sweaters  and 
ladies'  golfers  in  the  very  latest  shades  and  stitches. 


Hewson  Woolen  Mills,  Limited,  Amherst,  N.S. 
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applied,   and   the   stockings   aie  then   ready   for   the     for- 
ward or  reserve  stock  as  the  case  may  be. 

Take  Space  for  Children's  Hosiery. 

If  you  are  limited  to  space  in  tlic  hosiery  depart- 
ment, crowd  some  other  line  if  necessary,  but  have  your 
children's  hosiery  by  itself  in  a  real  division  of  its  own, 
where  it  will  have  counter  space  and  where  it  will  be 
properly  attended  to.  An  occasional  window  should  be 
devoted  to  it.  These  things,  with  the  right  kind  of 
goods,  will  do  much  toward  a  greater  trade  with  the 
buyers  of  small  stockings.  Without  a  doubt  it  is  worth 
going  after.  .Just  stop  and  think  for  a  moment  how 
many  families  contain  three,  four,  or  more  children.  Tlie 
parents  have  double,  and  in  most  cases  more  than  double 
the  quantity  to  buy  for  the  childien  than  for  them- 
selves. No  matter  what  the  quality,  children's  stockings 
do  wear  out,  often  very  ((uickly,  yet  the  cost  by  the  pair 
is  very  nearly  the  same  as  women's  sizes.  Reliable 
goods  only  should  be  carried,  at  prices  recommended  by 
experience  as  most  suited  to  the  particular  trade  the 
merchant  is  catering  to.  It  has  never  paid  to  carry  un- 
reliable goods.     Keep  clear  of  them. 

The  hosiery  reserve  may  be  kept  in  about  the  same 
manner  as  gloves,  as  given  in  another  article.  Owing 
to  the  great  number  of  lines,  however,  it  requires  more 
time  and  work.  One  is  fully  paid  for  the  time  by  the 
information  gained  and  the  help  it  proves  for  sorting 
and  future  ordering.  It  would  be  advisable  to  consider 
the  children's  hosiery  by  itself,  having  separate  cards, 
as  they  really  require  far  greater  watching  and  more 
careful  manipulation  than  women's,  owing  to  the  large 
number  of  sizes  and  the  uncertainty  as  to  selling  sizes 
from  season  to  season.  Stock  should  be  brought  for- 
ward every  day,  and  most  stores  have  a  time  limit  in 
which  to  do  this.  One  salesperson  in  each  section  is 
held  responsible.  It  is  his  duty  to  enter  on  want  slips 
lines  as  they  get  low,  though  the  cards  tell  all  this. 
Still  it  is  advisable  to  make  a  separate  note. 

System  in  Stock-taking. 

In  the  up-to-date  retail  establishment  stock  should 
be  taken  twice  a  year.  Most  stores  finish  Feb.  1st  and 
August  1st.  .January  1st  is  not  satisfactory,  owing  to 
Christmas  rush  and  preparation  for  .lanuary  sales.  One 
week  to  ten  days  is  all  that  is  requirecV  to  take  stock  if 
departments  are  properly  systemized. 

The  same  holds  good  for  the  Summer.  .June  is  a 
busy  month;  July  not  so  much  so.  This  gives  oppor- 
tunity to  have  everything  ready  for  August  1st.  In  that 
way  each  season  is  started  with  the  knowledge  of  the 
exact  amount  and  actual  value  of  goods  in  stock.  Taking 
stock  twice  each  year  also  acts  as  a  check  on  over-buy- 
ing and  over-stocking.  One  figures  on  each  six  months 
to  a  certain  extent  as  a  year,  from  a  business  stand- 
point. In  starting  out  on  February  1st,  February  of  the 
next  year  is  not  the  goal,  but  August  of  the  same  year. 

Often  certain  lines  offered  appear  exceptionally  good, 
yet  stock  in  that  line  is  fairly  well  assorted.  Now  that 
is  just  where  the  stock-taking  thought  comes  in.  Sav 
this  occurred  about  .June  1st.  Stock-taking  once  each 
year  would  leave  eight  months  to  sell  the  goods.  Thi,^ 
would  seem  more  than  ample,  but  when  twice  yearly,  it 
leaves  two  months.  So  when  the  stock  on  hand  is  con- 
sidered the  thought  comes,  "will  these  be  sold  before 
August?     If  not,  we  don't  want  them." 

So,  I  say,  it  acts  as  a  valuable  check  on  overstock- 
ing, as  the  ends  left  of  such  lots,  if  allowed  to  accumu- 
late very  soon  run  into  considerable  money  yet  are  of 
little  value  for  the  advancement   of  the   department. 

Of  course,  I  am  speaking  of  regular  stock  lines.  This 
has  nothing     whatever  to  do   with  the  buying  of  lines 


which  are  so  stiong  that  one  or  two  days'  selling  clears 
them. 

The  semi-annual  stock  taking  is  iKjt  the  only  time 
stock  is  taken,  ('ertain  sections  should  be  taken  every 
month  or  every  two  months  at  least.  If  this  is  done 
with  lines  of  which  the  style  changes  quickly  it  will  be 
found  a  great  benefit,  both  fiom  the  sales  and  future 
stock  taking  standpoint. 


Retiring  After  Forty-nine  Years. 

.J.  C.  Black,  widely  known  to  the  clothing  trade  as 
sales  manager  for  W.  R.  Johnston  &  Co.,  wholesale 
clothing  manufacturers,  Toronto,  has  retired  from  the 
activities  of  business.  Thirty  years  ago,  as  a  boy  of  13 
he  entered  the  employ  of  the  W.  K.  Sanford  Co.,  and 
nineteen  years  ago  he  became  connected  with  the  firm 
with  which  he  is  now  severing  his  connection.  After  49 
years  of  hard  work,  the  pleasures  rendered  more  easily 
possible  either  by  temporary  or  permanent  cessation  have 
been  well  earned  by  Mr.  Black,  and  his  many  friends 
throughout  Canada  will  wish  him  full  enjoyment  of  them. 
Beyond  a  trip  to  Europe  at  an  early  date,  he  has  made 
no  definite  announcement  as  to  his   future  plans. 


Broadening  Their  Enterprise. 

The  Warden,  Greene  Co.,  who  have  become  settled  in 
their  new  quarters,  in  the  Samuel,  Benjamin  building, 
corner  of  Spadina  and  King  Street,  Toronto,  have,  re- 
cently broadened  out  their  enterprise  by  taking  over  the 
.shirt,  collar  and  cuff  factory  of  the  W.  A.  Greene  Co., 
Waterloo,  of  which  Mr.  Greene  has  charge.  For  manufac- 
ture of  men's  neckwear  and  fancy  vests  the  company  now 
have  improved  facilities  in  their  new  Toronto  establish- 
ment. 


H.  G.  Cook,  sales  manager  of  the  men's  woolens  de- 
partment of  the  W.  R.  Brock  Co.,  Toronto,  left  for  the 
Old  Country  a  few  davs  ago,  to  select  stocks  for  next 
Fall. 

Miss  Bell,  of  the  Boston  Millinery  Parlors,  Wood- 
stock, who  for  the  past  eight  years  has  been  one  of  the 
very  successful  business  women  of  that  city,  is  retiring. 
She  will  be  succeeded  by  Miss  Ivillian  Logan  and  Mrs. 
Milburn,   of  Toronto. 


HANSON'S 

WOOLLEN  SOCKS 

G.  E.  H4NS0N,                        HULL,  QUE. 

The 

Shetland  Shawl  Co. 

Represi'.nled  b\ 

BRUCE  BROS. 

242  St.  James  Street     -     Montreal 

Ah'}   Agents  for  Salter  o    Whiter  s  Si/is  and  Satins 
and  Leading  Manufacturers  if  i^^,vi,    .Vftt'Iiri\,    p. 
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About  the 

Season  of 

1909 


We  are  demonstrating 
to  the  satisfaction  of 
discriminating  retailers 
the  sui3eriority  of 
Monarch  Knitted 
Goods.  With  the  largest 
and  best  ecjiiipped  mill 
for  producing  this  class 
of  goods  in  Canada, 
there  is  a  good  reason 
why  they  should  be  su- 
perior. We  are  special- 
ists in  Fancy  Knitted 
Goods  for  ladies,  men 
and  children.  Wedevote 
all  our  time  and  the 
energies  of  the  most 
expert  operators  on 
modern  machines  to 
this  work. 


Jersey  Coat 


Farsity 


The  range  of  Knitted 
Goods  which  we  are 
showing  for  the  season 
of  1901)  is  the  largest 
and  most  comprehen- 
sive ever  shown  in 
Canada.  Travellers  are 
out  now  with  samples 
of  these  goods  for  the 
coming  season,  and  you 
will  miss  an  opportun- 
ity of  informing  your- 
self in  the  latest  ideas 
in  Fancy  Knitted  Goods 
if  you  fail  to  see  them. 
Their  style  and  jnice 
make  them  interesting. 


The  Monarch  Knitting  Co.,  Limited 


Dunnville,  Ontario 
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It  Hu^s  the  Neck 

Perfection  in  Knit  Mufflers  has  been  a  long 
time  coming,  but  is  now  ready  for  demon- 
stration in  the 

BRADLEY 

Full-Fashioned 

MUFFLER 

This  Muffler  with  the  V-neck  is  instantly 
adjusted,  fits  like  a  tailored  coat  collar. 
Never  crawls  up,  never  grow^s  stringy, 
never  allow^s  the  cold  w^inds  to  creep  under 
and  chill  the  spine. 

Price  $4.50  per  doz. 

SAMPLE   ORDERS    PROMPTLY    FILLED. 

The  Monarch  Knitting  Co.  Ltd. 

of   Dunnville,   Ont. 

have  secured  the  exclusive  right  to 
manufacture  this  Muffler  in  Canada. 
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WILL 


SHRINK 


EVERY 


GARMENT 
SHRUNK 


WILL 


IN  Weights  Suitable  for  all  Seasons. 


Ask  your  jobber  to  show  you  samples  as  they  will  be  shortly  soliolting 

for  fall  requirements 
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I  LET  POROUS 

ELASTIC  RIBBED  UNDERWEAR 


is  a  sure  winner  for  your  l£09sun-mer 
season.  We  are  tlie  sole  Canadian  Manu- 
facturers of  this  splendid,  quicl^.  selling 
line.  Our  factory  runs  the  year  round 
on  fine  I  let  Porous  and  Swiss  Elastic 
Ribbed  Underwear  for  women  and 
children;  and  we  guarantee  high-grade 
goods.     Our  strong  points  are  : 

Fine     Finish,     Real    Elasticity 
and  Thorough    Bleaching 

Our  travelers  are  now  out  with  samples. 
Ask  them  to  demonstrate  the  truth  of  our 
claims. 


OXFORD  KNITTING  CO.,  Limited 

WOODSTOCK,  ONTARIO 


Men's  Unshrinkable  Underwear 


Before  placing  your  orders  for  Unshrinkable 
Rib  Underwear  for  1909  be  sure  and  see  the 

^tJgSHRINKABLT 
^HOVA  SCOTIA  WOoT^ 

This  Label  is  a  guarantee  that  it  is  made  of  Pure 
Nova  Scotia  Wool,  and  is  absolutely  Unshrink- 
able. To  be  had  in  all  sizes  and  dii?erent  weights. 


The  Nova  Scotia  Knitting  Mills,  Limited 

Eureka,  N.  S. 
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SALES  and  PROFIT 

The  fact  that  we  ate  one  of  the  oldest  established  manufacturers  of  underwear  in 
Canada,  should  count  for  something.     As  a  matter  of  fact  it  does  count  for  a  great 
deal.     It  means  just  this ;  that  during  all  these  years  we  have  been  learning 
things  about  better  methods  of  making  underwear. 

All  this  wealth  of  experience  is  represented  in  Zenith  brand  underwear- 
We  believe  it's  the  best  underwear  that  has  ever  been  made  by  any  Canadian 
mill. 

You're  selling  underwear  for  profit  and  volume  of  sales— as  much  of 
both  as  you  can  get.  Zenith  brand  underwear  will  help  you  ;  in  fact  it 
will  be  the  MEANS  by  which  both  may  be  secured.  The  reason  is 
that  it's  the  "come-back-for-more  "  kind.  You  know  the  sales-building 
value  of  that  quality. 

Travellers    now    showing    Samples    of   Zenith 
brand  underwear  for  fall.     Jl  is  manufactured  by 

^^   ,        S.  LENNARD  &  SONS,  Dundas 

^W M  RICHARD  L.  BAKER  &  CO. 

\^       J^^  100  Wellington  St.  West,  Toronto      -     Sole  Selling  Agents 


To  the  Trade  Direct 

For  some  years  past  "Stratford  Knit  Beaver  Brand"  Knitted  Goods 
have  been  steadily  growing  in  popularity.  As  a  result,  .we  are  now 
located  in  a  new  and  much  larger  mill,  especially  equipped  with  the  very 
latest  machinery.  From  this  splendid  new  mill  we  are  now  sending 
our  travellers  direct  to  the  trade  with  complete  sample  ranges  of 

"Stratford  Knit  Beaver  Brand" 

instead  of  selling  through  the  commission  houses  as  formerly.  Our 
new  plant  places  us  in  an  excellent  position  to  meet  all  the  require- 
ments of  our  customers  promptly  and  satisfactorily.  We  guarantee 
"Stratford  Knit  Beaver  Brand"  to  be  unbeatable  in  quality,  style  and 
finish.  It  will  pay  you  to  examine  the  samples  presented  by  our 
travelers  when  they  call  upon  you.  Don't  forget  the  name,  "Strat- 
ford Knit  Beaver  Brand,"  made  only  by 

R.  M.  Ballantyne,  Ltd.,  Stratford,  Ont. 
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q  All  black  stock- 
ings look  alike 
when  new  —  the 
real  fast  blacks 
and  the  legstain- 
ers— the  pure  and 
the  poisonous. 
Don't  let  the  eye 
deceive  the  brain. 
Look  for  the  truth 
on  the  toe. 
LOUIS  HERMSDORF'S  signature  is  your  surest 
safeguard  against  ^//black  dye  evils.  It  guarantees  a  pure, 
fast  black  that  can' t  be  worn  out  or  washed  out.  And  the 
demand  for  HERMSDORF  DYED  Hosiery  is  as 
durable  as  the  HERMSDORF  DYE  itself.  Are  yon 
profiting  by  it  1 


q 


Write  for  particulars  of  "Hermsdorf  Week" — a  Ful 
Steam  Selling  Stunt  for  your  hosiery  department. 


Works :  Chemnitz,  Saxony 

American  Bureau :    235  West    Thirty-ninth  Street 

New  York 
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The  First 
Impression 

a  garment  creates  in  a  person's  mind 
is  important.  If  the  first  impression  is 
unfavorable  the  sale  is  as  good  as  lost. 
If  favorable,  the  person  is  tempted  to 
investigate  further. 

Pen-Angle  makes  a  good  first  impres- 
sion, and  the  most  critical  examination 
convinces  a  person  that  Pen-Angle 
Underwear  is  as  good  as  it  looks.  Pen- 
Angle  only  needs  to  be  shown  to  be 


lid. 


PENMANS,  LIMITED 

Paris        -        -        Canada 


ATUNSHRINKABLEV^ 


^    Trade  AfarK 


The    new    year   will    open    with   stock-taking — one    of 
the  first  husiness  duties. 

Let  Us  Help  to 
S\\^ell  Your  Profits 

by  putting  m  good  selling  condition  many  lines  that 
otner^vise   can   count  for  little  on  your  inventory. 

VWQ   can   do    it — are   doing   it   all   the   time   for 
leading   merchants    all   over   Canada. 

R.  PARKER  y  CO. 


'Dyers  and  Finishers 


TORONTO,  CANADA 
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Monthly  Review  of  the  British  Markets 


London  Office  Dry  Goods  Review, 
88  Fleet  St.,  E.G. 


London,  Eng.,  Dec.  28. 
-November's  trade  has 
jeen  decidedly  above  nor- 
mal in  the  London 
wholesale  houses,  and 
has  had  an  appreciable 
influence  upon  the  feeling 
with  which  the  approach- 
ing Spring  season  is  re- 
garded. The  fact  that 
the  wholesale  trade  has 
more  confidence  in  the 
future  is  reacting  up- 
on the  manufacturing 
centres.  The  improved 
l)Osition  of  the  shipping 
trade  is  also  strengthen- 
ing this  better  feeling. 
An  early  start  was  made 
in   the  retail  trade   with  Christmas  business 

The  London  silk  market  is  quiet,  but  firm.  Advices 
from  Lyons  state  that  the  raw  material  market  is  in 
excellent  shape  as  the  demand  for  better  class  silks  is 
very  active.  The  Yokohama  market  is  again  firmer. 
Canton  reports  that  the  seventh  crop  is  estimated  at 
only  2,500  bales.  This  increases  the  deficit  in  this 
market  and  prices  are  being  maintained  with  great 
firmness.  The  price  of  wild  silk  shows  an  advance  over 
last  year. 

Bradford. 

Though  a  very  largo  amount  of  wool  passed  into  the 
hands  of  dealers  at  the  October  sales  in  Coleman  Street, 
the  price  tendency  since  that  event  has  been  upward,  and 
on  the  Bradford  market  both  colonial  and  cross-bred 
wools  have  shown  an  advance  of  fully  a  penny  per  pound 
on  the  closing  rates  obtained  in  Coleman  Street. 
This  is  accounted  for  by  the  extreme  cheapness  of  merino 
wools,  which  has  created  a  big  demand  for  fabrics  made 
from  them.  Merinos  in  their  rise  have  carried  cross- 
breds  with  them.  ^ 

Cross-breds  have  done  exceedingly  well,  and  for 
greasy  wools  a  full  15  per  cent  higher  was  paid  for  the 
medium  and  coarse,  with  the  fine  showing  an  advance  of 
10  per  cent.  There  was  an  excellent  call  for  all  classes, 
though  greasy  wools  sold  better  than  scoured.  Capes 
also  showed  some  improvement,  and  the  wools  bought 
at  the  Australasian  sales  certainly  look  cheap  in  the  face 
of  Coleman   Street  prices. 

In  Bradford  the  recent  series  of  sales  have  caused 
top-makers  to  advance  their  quotations.  Merinos  keep 
very  firm,  but  the  price  on  this  market  is  still  id.  be- 
low London  or  Australia.  As  regards  cross-breds, 
though  there  is  some  easing  off  in  South  America  this 
is  not  reflected  in  the  New  Zealand  cables.  In  English 
wools  the  trade  is  from  hand  to  mouth  and  users  are 
compelled  to  pay  full  rates, for  all  they  want. 

Fine  Turkey  and  Cape  mohairs  are  exceedingly  high, 
and  mediums   are  extremely  firm. 

It  can  liardly  be  said  that  the  advances  in  wool  prices 
are   caused   by   any   greater  demand   for    either   Bradford 


goods  or  for  worsted  yarns.  Though  the  future  contains 
more  promise,  many  manufacturers  are  wanting  orders 
and  even  those  that  are  supplied  are  complaining  loudly 
of  the  absence  of  profits.  It  would  seem  as  though  it 
was  due  to  Continental  and  American  buying  that  the 
present  advances   were  obtained. 

Manchester. 

Raw  cotton  prices  continue  to  change  to  a  small 
extent,  but,  as  regards  purchases,  the  market  is  easier. 
Spinners  are  buying  some,  but  no  large  amount  of  busi- 
ness has  transpired.  Crop  estimates  vary  from  about 
13,000,000  bales  to  12,200,000.  This  question  is  an  im- 
portant one  in  determining  the  course  of  values  for  the 
rest  of  the  season.  At  present  it  would  seem  as  though 
the  "bears"  were  in,  but  it  is  clearly  to  be  recogniiied 
that  any  marked  improvement  in  trade  would  find  an 
immediate  response  in  cotton  prices. 

There  is  a  slow  picking  up  of  trade  in  cloths  suitable 
for  shipping  purposes.  This  is  clouded,  however,  by  the 
low  offers,  for  which  all  markets  are  noteworthy.  Manu- 
facturers complain  and  with  reason,  that  at  prices  offer- 
ed there  is  little  or  nothing  left  over  for  profit.  There 
is  no  sign  of  better  business  from  India,  as  stocks  are 
still  heavy  in  that  quarter.  China  is  sending  in  better 
orders,  and  a  miscellaneous  sorting  trade  is  going 
through  for  various  minor  markets.  There  is  an  im- 
provement in  the  enquiry  for   South   America. 

C.  W.  Macara,  the  energetic  president  of  the  Inter- 
national Federation  of  Master  Cotton  Spinners,  has  re- 
ceived the  cross  and  diploma  (jf  the  Legion  of  Honor. 
The  insigna  was  conferred  during  a  special  ceremony  in 
the  Manchester  town  hall.  Comte  L.  de  Jouffroy 
d'Abbans,  Consul  General  for  the  West  of  England  h:i.v- 
ing  come  at  the  request  of  the  French  President  to 
perform  the  ceremony. 

Belfast. 

There  is  a  general  hardening  of  prices  in  the  linen 
market,  due  to  improved  demand.  There  is  a  noticeable 
improvement  in  the  volume  of  business  passing  in  flax 
Prices  are  advancing  for  home-grown  flax,  and  Continen- 
tal flaxs  are  in  steady  demand,  with  prices  on  the  up 
grade. 

Due  to  advances  there  has  been  a  slackening  in  the 
sale  of  yarns,  but  a  fair  volume  of  trade  has  passed  and 
at  very  fiim  prices.  Spinners  are  likely  to  agree  upon  a 
basis  of  OS.  3d.  for  25s,  tows  and  4s  for  weft  yarns 
until  further  notice.  Some  fairly  large-sized  orders  have 
been  placed  with  the  manufacturers,  and  many  more  of 
the  idle  looms  are  being  started. 

Scotch  Notes. 

In  the  mid.'-t  of  complaints  from  almost  all  classe.-? 
of  trade  it  is  interesting  to  note  that  in  linen  manufac- 
turing alone  is  there  any  sustained  improvement.  Raw 
material  has  been  purchased  on  a  large  scale,  so  much 
so  that  Dundee  warehouses  are  advancing  storage 
charge-;.  Improvement  in  the  linen  industry  is  also  re- 
ported from  P'ifeshire. 
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CreaSnga 
'pleased  cudomer 


WHEN  YOU  SELL  PEOPLE 


.c^ffi  New 
is'»'^        Bleach 
Process 
Underwear 


I 


REPRESENTATIVES 

ONTARIO 

C.  &■  A.  C.  Clarke,  Empire  Building,  Wellington  St., 

Toronto 

QUEBEC 
Goulding  6-  Co.,  30  Wellington  St.  East,  Toronto 

MANITOBA 
Frank  Clark,  Winnipeg  and  N.  W.  Territories 

BRITISH  COLUMBIA 
Geo.  A.  Campbell,  P.O.  Box  1026,  Vancouver,  B.C. 

MARITIME  PROVINCES 
G.  A.  Woodill,  70  Granville  St.,  Halifax,  Nova  Scotia 


They  stay  pleased  with  their  purchase.  A  quick  sale  is  made  because  each  Peerless  garment  is  so 
specially  inviting.  And  when,  after  wearing  the  garment  for  a  considerable  time,  the  customer  finds 
its  wearing  qualities  are  so  much  superior,  she  concludes,  naturally,  that  you  are  a  reliable,  up-to-date 
dealer,  and  stays  with  you  accordingly. 

THE    PEERLESS    UNDERWEAR    CO. 


HAMILTON 


ONTARIO 
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THE  BANK  OF  MONTREAL 


The  ninety-fii'st  annual  general  meet- 
ing of  the  Shareholders  of  the  Bank  of 
Montreal  was  held  in  the  Board  Room 
of  the  Institution  on  Dec.  7th,  at  noon. 

There  were  present: — Sir  George 
Urummond,  K.C.M.G.,  president;  Sir 
Edward  Clouston,  Bart.,  vice-president 
and  general  manager;  Sir  William  C. 
Macdonald,  Sir  Thomas  G.  Shaugh- 
nessy,  Hon.  Robert  Mackay,  Messrs.  R. 
B.  Angus,  E.  B.  Greenshields,  Charles 
R.  Hosmer,  David  Morrice,  Alexander 
T.  Paterson,  G.  F.  C.  Smith,  Huntly 
R.  Drummond,  Lieut. -Col.  Prevost,  B. 
A.  Boas,  James  Tasker,  W.  R.  Miller, 
James  Kirby,  K.C.,  R.  W.  Shepherd, 
Roswell  C.  Fisher,  Henry  Mason,  Wm. 
Stanvvay,  W.  B.  Blackader,  Bartlett 
McLennan,  Henry  Joseph,  R.  Campbell 
Nelles,   Henry  Dobell  and  M.    S.   Foley. 

On  motion  of  Mr.  R.  B.  Angus,  sec- 
onded by  Hon.  Robert  Mackay,  Sir 
George  Drummond,  President,  was 
unanimously  voted  to  the  chair,  after 
which  it  was  resolved:  "That  the  fol- 
lowing be  appointed  to  act  as  scruti- 
neers: Messrs.  G.  F.  C.  Smith  and 
Bartlett  McLennan;  and  that  Mr.  James 
Aird  be  secretary  of  the  meeting." 

Sir  Edward  Clouston  then  submitted 
the  report  of  the  Directors  as  follows  : 


THE  DIRECTORS'    REPORT. 

The  Directors  have  pleasure  in  pre- 
senting the  Report  showing  the  result 
of  the  Bank's  business  for  the  year  end- 
ed 31st  October,   1908. 

Balance  of  Profit  and  Loss 

Account,      31st      October, 

1907    %     fi99.969.88 

Profits  for  the  year  ending 

31.st  October,  1908,  after 

deducting  charges  of  man- 
agement,   and    making  full 

provision  for  all  bad  and 

doubtful  debts   1,957,658.68 


Dividend  2^  per 
cent,  paid  1st 
March,   1908..$ 

Dividend  2^  per 
cent,  paid  1st 
June,    1908    .. 

Dividend  2^  per 
cent,  paid  1st 
Sept.,    1908    . 

Dividend  2^  per 
cent,  payable 
1st  Dec,  1908 


$2,657,628.50 


360,000.00 


300,000.00 


360,000.00 


360,000.00 


$1,440,000.00 
Amount  credit- 
ed    to     Rest 
Account    $1,000,000.00  2,410.000.00 


Balance  of  Pro- 
fit and  Loss 
carried  for- 
ward     $    217,628.56 

Since  the  last  Annual  Meeting  Bran- 
ches have  been  opened  at  Stirling,  Ont., 
Gretna,  Man.,  Grimsby,  Ont.,  St.  Hya- 
cinthe,  P.Q.,  Hosmer,  B.C.,  and  Sher- 
brooke,  P.Q.,  and  Sub-Agencies  at 
Magrath,  Alta.,  Cardston,  Alta.,  and 
Peel  Street  (Montreal).  The  arrange- 
ments mentioned  in  our  last  Report  for 
opening  a  Branch  at  Prince  Rupert  have 
not  yet  been  completed.  "The  Sub- 
Agencies   at    Sherman     Avenue    (Hamil- 


ton)   and    t^ueensville,    Ont.,    have    been 
closed. 

With  deep  regret  the  Directors  have 
to  record  the  death  of  their  esteemed 
colleague.  Sir  Robt.  Reid,  who  had 
been  a  member  of  the  Board  for  up- 
wards of  eight  years. 

The  vacancy  on  the  Board  has  been 
filled  by  the  election  of  Mr.  C.  R.  Hos- 
mer. 

All  the  Offices  of  the  Bank,  including 
the  Head  Office,  have  been  inspected 
during  the  year. 

(Signed)       G.   A.   DRUMMOND, 

President. 
Bank  of  Montreal,    7th   December,    1908. 


the  money  markets  of  the  world  are 
abnormally  easy,  but  llie  volume  of  trade 
lias  been  considerably  diininl.slied.  Meas- 
ured by  the  value  of  imports,  the  shrink- 
age in  Canada  within  a  year  has  been 
approximately  20  per  cent.,  nainclv, 
from  $302,460,000  to  $297,300,000,  the 
figures  being  for  the  twelve  months  end- 
ing October  1st,  1907  and  1908  respec- 
tively. 

On  the  other  hand,  the  value  of  do- 
mestic exports  in  the  same  period  has 
been  well  maintained,  being  $231,500,- 
000,   as   against   $244,200,000   last   year. 

The  daily  business  of  the  country,  as 
gauged  by  bank  note  circulation,  at  no 
time  showed  a  shrinkage  exceeding  5 
per  cent. 

In  view  of  the  great  excess  to  which 
imports    had    grown    over    domestic     ex- 


GENERAL  STATEMENT. 
The  General  Statement  of  the  position  of  the  Bank,   31st  October,   1908,   is 


as  follows: — 


LIABILITIES. 


Capital  Stock   $  14,400,000.00 

Rest  $12,000,000.00 

Balance  of  Profits  carried  forward   217,628.56 


Unclaimed  Dividends  

Quarterly  Dividend,  payable  1st  December, 


1908 


$12,217,628.56 

2,803.01 

360,000.00 


12.580  4:U. 57 


Notes  of  the  Bank  in  circulation   $12,417,132.00 

Deposits   not   bearing   interest   38,760,918.23 

Deposits  bearing  interest  105,192,365.04 

Balances  due  to  other  banks  in  Canada 112,312.30 


20,980,431.57 


-  150,488.728.23 
$183,409,159.80 


ASSETS. 


Gold  and  Silver  coin  current  $  5,108,887.33 

Government  demand   notes   9,542,088.25 

Deposit    with    Dominion    Government  required    by 
act  of  Parliament  for  security  of  general    bank 

note    circulation    600,000.00 

Due    by    agencies      of     this   bank   and 

other  banks  in  Great  Britain  .$7,331,207.06 

Due   by   agencies     of     this     bank     and 

other  banks  in  foreign  countries. ..11, 959, 588. 00 
Call   and    Short  Loans  in   Great   Bri- 
tain and  United  States  40,089,950.00 


Dominion  and  Provincial  Government  Securities  .... 
Railway  and  other  Bonds,  Debentures  and  Stocks.. 
Notes  and  cheques  of  other  Banks  3,492,713.65 


59,980,811.66 

956,502.07 

8,105.233.57 


Bank   Premises   at  Montreal  and   Branches   

Current  Loans  and  Discounts  in  Canada  and  else- 
where (rebate  interest  reserved)  and  other  as- 
sets    $94,702,020.73 

Debts  secured  by  mortgage  and  otherwise  176,404.85 

Overdue  debts  not  specially  secured   (loss    provided 

for)    84,437.69 


87,846,290.53 
000,000.00 


Bank  of  Montreal, 


95,022.863.27 
$183,409,159.80 


Montreal,    31st   October,    1908.    E.   S.   CLOUSTON,   General  Manager. 


THE  PRESIDENT'S  ADDRESS. 

The  President,  in  moving  the  adoption 
of  the  directors'  report,  said  : — 

A  year  ago  business  in  the  United 
States  was  staggering  under  a  sudden 
collapse  of  credit  and  acute  money 
stringency,  while  in  Canada  the  brakes 
had  been  applied  and  the  slowing  down 
process  had  begun.  To-day  the  situation 
is  much  improved,  confidence  has  been 
largely    restored,    credit    is    again    good, 


ports,  amounting  to  upwards  of  100 
million  in  1907,  the  subsequent  contrac- 
tion in  imports  must  be  regarded  as  a 
healthy  condition.  The  gap  between  ex- 
ports and  imports  may  be  still  further 
contracted  with  advantage,  and  it  is  to 
be  hoped  that  this  process  will  be  stead- 
ily continued.  No  doubt  this  reform  was 
assisted  by  the  repeated  recommenda- 
tions of  economy  emanating  from  all 
financial    quarters,    and   it   is   gratifying 
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to  note  that  the  liquidation  process 
compelled  by  monetary  conditions  has 
been  accomplished  in  Canada  with,  upon 
the  whole,  little  disturbance,  and  prac- 
tically without  any  great  disaster. 

Commercial  loans  have  been  reduced 
by  the  banks  sixty  millions,  or  up- 
wards of  10  per  cent.,  with  a  contrac- 
tion of  less  than  5  per  cent,  in  the  vol- 
ume of  domestic  trade  as  measured  by 
note  circulation. 

Immigration  has  fallen  off  about  50 
per  cent.,  but  the  quality  of  late  has 
been  good,  farmers  and  farm  laborers 
predominating. 

The  great  feature  of  the  year  has  been 
the  excellent  crops  secured  by  the 
Northwest  Provinces,  Manitoba,  Al- 
berta, Saskatchewan,  variously  estimat- 
ed as  in  wheat  105  to  115  million 
bushels  ;  oats,  100  million  bushels;  bar- 
ley, 25  million  bushels  ;  in  addition 
crops  of  flax,  potatoes,  etc.  The  money 
value  of  the  grain  crops  to  these  farm- 
ers will  approximate  125  million  dollars 
earned  by  a  territory  practically  desert- 
ed up  to  a  comparatively  recent  date. 
We  have  further  from  the  same  terri- 
tory the  report  that  an  unusually  large 
percentage  of  fall  ploughing  has  been 
done,  that  the  land  is  in  the  very  best 
condition,  and  a  very  considerable  in- 
crease in  acreage  indicated  for  next 
season. 

The  export  demand  for  our  surplus 
farm  products  has  been  above  the  aver- 
age, and  a  large  proportion  of  these  has 
already  been  marketed.  In  Ontario  and 
Quebec,  however,  the  brilliant  prospects 
of  spring  were  somewhat  clouded  over 
by  a  long  continued  mid-summer 
drought.  As  regards  the  special  busi- 
ness of  this  port,  the  exports  of  wheat 
and  oats  were  in  excess  of  last  year,  be- 
ing respectively  27,485,034  and  1,268,- 
803  bushels.  Most  other  grains  were 
somewhat  short. 

Shipping— There  is  a  widespread  de- 
pression in  shipping  the  extent  of  which 
may  be  imagined  from  a  report  from  the 
North  of  England  that  about  a  million 
tons  of  steamers  were  already  laid  up, 
and  many  more  will  require  to  go  into 
the  ranks  of  the  unemployed  during  the 
winter.  Notwithstand  ng  this  the  trade 
of  the  St.  Lawrence  has  fairly  well  held 
its  own.  Some  voyages,  no  doubt,  were 
unremunerative  on  account  of  vacant 
space,  but  both  passengers  and  freight 
were,  upon  the  whole,  profitable,  which 
is  another  proof  of  the  advantages  which 
the  St.  Lawrence  route  possesses.  The 
tendency  in  all  new  vessels  is  towards 
increased  size  and  carrying  capacity,  de- 
manding due  provision  in  all  harbor  and 
channel  work  of  the  future. 

The  Lumber  Trade— The  exports  of 
lumber  and  deals  for  the  past  year  to 
both  Europe  and  the  United  States  have 
fallen  below  those  of  the  year  previous, 
both  in  volume  and  value.  Pine  deals 
have  declined  $3  to  $4  per  1,000  feet, 
and  spruce  $2  per  1,000  feet,  from  which 
decline  there  has  already  been  a  partial 
recovery.  This  is  considered  a  favorable 
omen,  and  a  sign  that  the  depression 
which  has  hung  over  the  lumber  trade 
for  some  time  past  is  about  to  be  dis- 
persed, and  that  a  more  active  business 
in  the  future  may  be  looked  for. 

The  British  market  shows  an  improve- 
ment, Liverpool  advices  being  of  a  more 
cheerful  tone.  Quebec  pine  and  spruce 
deals  are  being  enquired  for,  and  as 
stocks  are  somewhat  heavy,  their  real- 
ization would  be  a  great  help  to  the 
trade. 


The  opinion  seems  to  prevail  that  the 
turning  point  has  been  reached,  and  that 
better  times  are  near  at  hand. 

Exports — As  regards  the  exportable 
products,  it  may  be  said  that  eggs, 
cheese,  ham,  bacon  and  meats,  butter 
and  apples,  all  showed  a  falling  o5,  and 
wholesale  grocery  houses  after  having 
felt  the  depression  in  business  in  the 
past  year,  now  speak  of  a  decided  im- 
provement, with  brightening  prospects 
for  the  coming  year. 

Exports  of  Produce — The  value  of  the 
principal  exports  of  produce  from  this 
port  during  the  past  season  of  naviga- 
tion are  computed  as  follows  : 


Grain  and  flour  .... 
Butter  and  cheese 
Hams   and   bacon   . 


$32,948,000 

19,157,000 

2.101.000 


Total  $54,206,000 

If  to  the  above  we  add  the  exports 
of  cattle,  $4,716,700,  we  have  a  grand 
total  of   $58,922,700. 

Dry  Goods— The  effects  of  the  panic  of 
last  October  were  not  immediately  felt 
by  the  dry  goods  trade.  The  general 
trade  was  so  good  in  1907  that  the  full 
effect  did  not  appear  until  January, 
1908.  For  six  months  previous  to  that 
a  certain  amount  of  taking  in  of  extra 
canvas  had  been  going  on,  as  money  had 
been  very  scarce.  Arrangements  had 
been  made  before  October  for  a  probable 
decrease  in  sales  for  spring,  1908,  but 
the  decrease  in  turnover  was  a  great 
deal  more  than  anticipated,  reaching  as 
much  as  20  to  30  per  cent,  from  1st 
January  to  1st  June.  After  that  the 
improvement  began,  and  for  the  fall  six 
months  the  loss  of  business  was  about 
half  this  amount,   or  15  per  cent. 

Buying  has  been  conducted  everywhere 
on  conservative  lines  for  next  spring 
season,  1909,  which  is  just  beginning. 
Orders  taken  in  advance  by  the  travel- 
ers are  very  fair. 

The  capacity  of  the  Canadian  cotton 
mills  and  calico  printers  is  likely  to  be 
taxed  in  many  lines  to  its  full  capacity, 
as  they  have  received  large  orders  which 
last  year  were  placed  in  Manchester. 
Fine  and  coarse  wools  have  advanced  in 
England,  and  manufacturers  of  woolen 
dress  goods  in  France  have  refused  or- 
ders, except  at  an  advance  in  price. 

The  good  crops  have  helped  collections 
very  much,  and  the  financial  state  of 
the  retail  trade  is  quite  satisfactory. 
Comparatively  few  bad  debts  have  been 
made  by  the  wholesale  trade  during  the 
year.  (This  is  one  of  the  features  of 
this  panic,  as  the  Bank  of  Montreal  re- 
turns show.)  Generally  the  prospects 
seem  distinctly  improved,  and  the  out- 
look decidedly  hopeful. 

Iron  and  Hardware — While  some  of  our 
large  wholesale  firms  complain  that 
business  has  fallen  off  in  the  past  year, 
everything  points  to  an  increased  trade 
in  the  future.  Manufacturers  of  iron  and 
steel  report  increasing  orders  for  future 
delivery,  and  a  heavy  spring  business  is 
anticipated. 

Leather  —  Both  business  and  profits 
have  been  curtailed  in  the  past  year,  ow- 
ing partly  to  the  increased  cost  of  hides, 
and  the  low  price  of  leather,  but  pros- 
pects for  the  coming  year  are  most  en- 
couraging. The  allied  trade  of  boots  and 
shoes  shows  very  similar  results  for  the 
year. 

Railway  Construction — The  past  year 
certainly  was,  and  the  present  holds  out 
the  prospect  of  being  emphatically  the 
era  of  railway  construction.  The  Grand 
Trunk  Pacific  between  Prince  Rupert  and 


Moncton  is  likely  to  occupy  a  consider- 
able time,  while  it  cannot  be  overlook- 
ed that  most  of  the  other  railways  in 
the  country  have  been  occupied  with  ex- 
tensions, much  greater  than  the  public 
have  any  idea  of.  For  example,  the 
Canadian  Pacific  Railway  at  the  end  of 
June  had  over  700  miles  under  construc- 
tion in  different  sections  of  the  country, 
and  the  Canadian  Northern  was  also  en- 
gaged in  increasing  its  mileage  in  Que- 
bec and  the  western  provinces. 

The  vast  importance  of  the  improve- 
ment of  the  agricultural  products  of  the 
country  must  be  an  excuse  for  introduc- 
ing a  subject  occupying  a  great  deal  of 
attention  in  other  countries  as  well  as 
here,  and  closely  bound  up  with  the 
prosperity  of  the  country,  and,  of  course, 
of  this  and  other  banking  institutions. 
When  we  reflect  that  the  annual  value  of 
the  products  of  the  soil  of  Canada  must 
exceed  four  hundred  millions  of  dollars, 
any  percentage  in  increase  in  quantity 
or  improvement  in  quality  of  our  crops 
becomes  of  enormous  importance.  Vov 
example,  if  by  selection  of  the  seed  or 
by  hybridizing,  with  the  light  thrown 
on  this  subject  by  Mendel's  discovery, 
the  wheat  plant  can  be  made  to  increase 
its  yield  or  shorten  the  period  of  ripen- 
ing, even  by  days,  it  might  mean  the 
difference  in  the  Northwest  of  saving  or 
losing  a  large  percentage  of  the  crop. 

In  the  magnificent  instalation  of  Sir 
Wm.  Macdonald  at  St.  Anne's,  which, 
after  all,  is  only  the  continuation  and 
culmination  of  his  work  in  the  same  di- 
rection all  over  the  Dominion,  this  ques- 
tion of  improvement  in  the  grain  plant 
and  in  the  fertilizing  of  the  soil  has 
been  a  subject  of  careful  research  and 
experiment,  and  no  doubt  will  continue 
to  be  so. 

Dr.  Robertson  is  sanguine  enough  to 
state  that  within  five  years  past  an  in- 
crease of  more  than  25  per  cent,  has 
been  obtained  over  large  areas  in  Can- 
ada, on  the  average  yield  per  acre  of 
wheat,  barley  and  oats,  by  improve- 
ment in  the  quality  of  the  seed  sown. 
It  is  not  too  much  to  hope  that  this 
improvement  will  continue  as  fresh 
discoveries  are  made  and  their  applica- 
tion extended,  and  that  the  research 
and  experimental  department  of  the 
Macdonald  and  other  colleges  will  prove 
the  most  important  institutions  in  the 
country. 

THE  VICE-PRESIDENT. 

The  Vice-President  then  spoke  as  fol- 
lows: 

Since  I  last  had  the  pleasure  of  meet- 
ing you  and  giving  an  account  of  my 
stewardship,  we  have  passed  through 
a  very  momentous  financial  year.  For 
several  months  our  American  neighbors 
were  not,  practically,  on  a  specie  basis, 
and  though  in  Canada  we  considered 
that  we  were  in  a  fairly  sound  condi- 
tion, we  were  somewhat  in  the  position 
of  a  man  living  in  a  fireproof  house 
with  his  neighbor's  residence  ablaze. 
He  believes  himself  safe,  but  is  natur- 
ally nervous  as  to  the  result.  I  said, 
in  a  fairly  sound  condition,  for  though 
our  state  was  satisfactory  enough  for 
normal  times,  the  country's  great  pros- 
perity had  brought  about  an  abnormal 
demand  for  money.  We  were  over- 
trading on  inadequate  capital;  every- 
one from   the  Government  to  the  indi- 


DRY    GOODS    REVIEW 


131 


vidual  was  spending  too  much  and  liv- 
ing too  extravagantly.  Canada's  finan- 
cial resources  were  strained  to  the  ut- 
most, and  when  in  addition,  there  came 
a  crisis  in  the  United  States,  and  ex- 
traordinary conditions  elsewhere  (wit- 
ness a  7  per  cent.  Bank  of  England 
rate),  we  certainly  had  grounds  for  un- 
easiness, and  good  reason  for  put  ling 
on  the  brakes,  financially,  in  rather  an 
emergent  manner.  Fortunately,  some 
of  us  had  begun  to  do  so  before  the 
crisis  arrived.  The  general  result  of 
all  this  disturbance  has  been  beneficial, 
and  what  I  said  last  year;  that  we 
would  eventually  reach  a  better  and  a 
sounder  basis,  is  coming  to  pass.  Large- 
ly as  the  result  of  a  harvest  of  excep- 
tionally high  quality,  which  is  realizing 
excellent  prices,  Canada  to-day  is  in  a 
good  commercial  position,  and  can  look 
to  the  future  with  renewed  hope  and 
satisfaction.  Not  that  we  are  in  a  con- 
dition to  start  a  boom;  but  if  our 
people  will  continue  the  conservative 
policy  which  is  at  present  animating 
their  conduct  of  business,  we  will 
emerge  stronger  and  better  in  every 
way. 

Reference  to  the  record  of  commer- 
cial failures  which,  during  the  past 
year,  have  increased  from  $10,000,000, 
the  average  of  recent  years,  to  $16,000,- 
000,  brings  home  the  reality  of  the  dan- 
gers which  have  threatened  our  indus- 
trial welfare.  These  are  large  figures, 
but  considering  the*  strain  and  stress 
of  the  times,  the  great  expansion  in 
business,  and  the  heavy  stocks  carried 
last  autumn,  we  may  reasonably  con- 
sider the  commercial  community  to 
have  weathered  the  storm  fairly  well, 
and  I  think  it  may  be  claimed  that  the 
banks  did  their  share  in  carrying  them 
through  a  season  of  trouble. 

During  the  year  we  have  had  three 
bank  failures — the  Sovereign  Bank  of 
Canada,  La  Banque  de  St.  Jean,  and 
the  Banque  de  St.  Hyacinthe.  It  is 
hardly  necessary  to  state  that  in  no 
ease  have  the  noteholders  suffered. 
and  it  is  worthy  of  notice  that  since 
the  circulation  came  more  directly  un- 
der the  supervision  of  the  Canadian 
Bankers'  Association,  there  has  been  no 
failure  of  a  bank  which  has  disclosed 
any  tampering  with  its  circulation, 
either  by  over-issue  or  otherwise. 

Through  the  assistance  of  a  number 
of  the  banks,  the  Sovereign  Bank  is 
being  liquidated  without  loss  to  its 
depositors.  This  was  a  case  of  "mod- 
ern" banking,  where  unusual  methods 
were  adopted  to  attract  deposits,  and 
depositors  can  hardly  be  blamed  if  in 
the  future  they  look  askance  at  any 
bank  which  adopts  catchpenny  means 
of  soliciting  the  savings  of  the  people. 
They  will  certainly  be  justified  in  con- 
eiderine  such  devices  siens  of  weak- 
ness on  the  part  of  the  institution  em- 
ploying them. 

The  two  other  banks  which  I  men- 
tioned were  small  affairs,  whose  fail- 
ures affected  only  the  communities 
they  served,  but  to  the  credit  of  those 
communities  be  it  said  that  they  be- 
haved with  admirable  self-control,  un- 
der trying  circumstances.    In  each  case 


the  (lilliculty  was  too  serious  lo  war- 
rant outside  banking  assistance. 
Whilst,  however,  the  failure  of  the  St. 
Jean  institution  was  consequent  upon 
mismanagement,  the  responsibility  for 
which  the  criminal  courts  have  been 
called  upon  to  fix,  that  of  the  Banque 
de  St.  Hyacinthe  shows  how  bad  busi- 
ness, contracted  originally  by  over- 
ambitious  management,  because  an 
ever-increasing  incubus,  which  must 
infallibly  prove  the  downfall  of  a  small 
and  localized  concern. 

In  July  last,  a  brief  Act  of  Parlia- 
ment amended  the  Bank  Act  to  the 
extent  of  enabling  banks  during  the 
usual  season  of  moving  the  crops  (1st 
October  to  31st  January),  to  issue  addi- 
tional notes  to  the  amount  of  15  per 
cent,  of  each  bank's  combined  capital 
and  reserve. 

Although  desirable  as  a  precaution 
against  any  sudden  shortage  of  cur- 
rency, such  as  our  neighbors  some- 
times suffer  from,  very  little  use  has 
yet  been  made  of  the  privilege  by  the 
banks.  This  season,  at  least,  it  was 
not  a  necessary  facility,  as  shown  by 
the  fact  that,  at  the  close  of  October, 
the  balance  of  notes  of  chartered 
banks  available  for  circulation  ex- 
ceeded $19,000,000;  this,  too,  notwith- 
standing an  usually  heavy  crop,  which 
had  to  be  moved  in  a  limited  period. 

The  explanation  is,  no  doubt,  that 
the  increased  number  of  branch  banks 
in  the  country  has  become  an  im- 
portant factor  in  assisting  the  crop 
movement,  giving  the  farmer  quick 
payment  for  his  grain  and  aiding  the 
prompt  deposit  of  its  proceeds.  Thus 
circulation  is  returned  to  the  banks 
with  little  delay,  enabling  them  to  re- 
issue notes  and  taking  them  out  of 
the  pockets  of  the  farmers,  where,  in 
former  years,  they  became  locked  up. 

The  prominent  feature  of  the  present 
situation  as  contrasted  with  that  of 
a  year  ago  is  the  world-wide  plethora 
of  money  The  contrast  is  rendered 
greater  by  the  fact  that  the  late 
stringency  was  intensified  by  sense- 
less hoarding,  not  only  by  individuals, 
but,  in  some  cases,  by  banks.  Such 
hoarding  aggravated  that  want  of  con- 
fidence by  which  it  was  begotten,  and 
rendered  the  crisis  more  acute.  When, 
after  the  turn  of  the  year,  the 
normal  financial  loosening  took  place, 
the  hoarded  funds  came  out  and 
swelled  the  supply  of  available  cash. 
This  soon  became  of  unusual  volume, 
owing  to  an  enfoi-ced  general  liquidation 
and  a  desire  to  place  business  on  a  basis 
more  commensurate  with  the  capital  era- 
ployed. 

When  Europe  untied  the  purse  strings 
once  more,  she  facilitated  the  liquidation 
nf  eovernment  and  municipal  advances 
at  home  by  the  flotation  of  loans  in  for- 
eign countries.  Thus  it  has  come  to  pass 
that  our  deposits  have  increased  $17,000,- 
000,  while  our  loans,  other  than  call, 
have  decreased  $10,000,000,  making  our 
present  percentage  of  immediately  avail- 
able assets  57  per  cent.,  as  against  43  per 
cent,  a  year  ago.  Containing  such  fea- 
tures, the  financial  statement  laid  before 


you-  shows  an  exceptionally  strong  posi- 
tion— stronger,  indeed,  than  is  necessary. 
Unfortunately,  it  is  not  a  money- 
making  position,  as  the  rates  ruling  in 
the  London  and  New  York  markets, 
where  we  are  obliged  to  carry  a  large 
portion  of  our  reserves,  are  unusually 
low,  and  I  am  afraid  we  cannot  look 
forward  to  very  good  profits  during  the 
coming  year.  But,  after  all,  lean  years 
will  come,  and,  as  history  repeats  itself, 
it  proves,  in  its  application  to  banking 
at  least,  that  conservative  methods  are 
the  only  ones  which  can  safely  be  em- 
ployed alike  in  times  of  prosperity  and 
leanness,  to  build,  in  fair  weather,  a 
structure  which  will  not  be  shaken  by  the 
inevitable  storm. 

The  motion  for  the  adoption  of  the 
directors'  report  was  then  put  and  was 
carried  unanimously. 

Mr.  B.  A.  Boas  remarked:  "Before 
moving  the  resolution  I  hold  in  my 
hand,  I  have  a  few  words  to  say, 
and  I  have  no  doubt  all  the  share- 
holders will  join  with  me  in  congra- 
tulating our  Vice-President  on  the  great 
honor  which  has  been  shown  him  by  His 
Majesty  the  King.  We  all  trust  he  will 
live  for  many  years  to  enjoy  the  distinc- 
tion and  to  be  the  guiding  spirit  of  this 
Bank.     I  now  move: 

"That  the  thanks  of  tne  meeting  be 
presented  to  the  President,  the  Vice- 
President  and  Directors  for  their  atten- 
tion to  the  interests  of  the  Bank." 

This  was  seconded  by  Mr.  Henry  Do- 
bell,  and  unanimously  concurred  in,  after 
which  Mr.  Charles  R.  Hosmer  moved: 
"That  the  thanks  of  the  meeting  be 
given  to  the  General  Manager,  the  As- 
sistant Oeneral  Manager,  the  Inspec- 
tors, the  Managers  and  other  officers  of 
the  Bank  for  their  services  during  the 
past  year." 

This  was  seconded  by  Sir  Thomas 
Shaughnessy,  and  was  unanimously 
agreed  to. 

The  Vice-President,  in  returning 
thanks,  said:  "With  reference  to  Mr. 
Boas'  kind  remarks,  I  do  not  look  upon 
the  honor  given  me  by  His  Majesty  as 
an  honor  to  me  personally,  but  because 
of  the  position  I  occupy — I  was  chief 
executive  officer  of  this  Bank  and  also 
President  of  the  Bankers'  Association — 
it  is  an  honor  to  the  Bank  of  Montreal 
and  to  the  Canadian  Bankers'  Associa- 
tion." 

THE  DIRECTORS. 

The  ballot  resulted  in  the  election  of 
the  following  directors: 

R.  B.  ANGUS. 

SIR   EDWARD   CLOUSTON,  BART., 

HON.  SIR  GEORGE  DRUMMOND, 
K.C.M.G.,   C.V.O. 

E.  B.  GREENSHIELDS. 

CHARLES  R.  HOSMER. 

SIR  WILLIAM  C.  MACDONALD, 

HON.  ROBERT  MACI^Y, 

DAVID  MORRICE. 

ALEXANDER   T.   PATERSON, 

JAMES  ROSS, 

SIR  THOMAS  G.  SHAUGHNESSY, 
K.C.V.O., 

THE  RIGHT  HON.  LORD  STRATH- 
CONA  AND  MOUNT  ROYAL,  G.C. 
M.G.,  G.C.V.O. 
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This  is  an  Illustration  of  another 

ENGLISH  /-rrrr^  safety 

lSAJONIC)         piu 


MADE 


Size   4 
NICKLEO  STEEL  "SKELETON"  IN  4  SIZES, 

Carded  or  Boxed  in  Dozens. 


J.  NICKUN  &  CO., 


Birmingham,  Eng. 
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ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY, 


FIRE 

AND 

MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  for  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


THE  METROPOLITAN 


Capital   Paid  Up 
$1,000,000.00 


BANK 


Reserve  Fund  and 

Undivided  Profits 

$1,241,532.26 


Every  Department  of  Banking  conducted  with  satisfac- 
tion and  absolute  security. 

Accounts  of  Individuals,  Firms  and  Corporations 
solicited. 

SAVINGS   DEPARTMENT 

$1.00  or  more  opens  an  account.    Interest  allowed  from 

date  of  depos  t  and  compounded  FOUR  times 

a  year.     No  delay  in  withdrawal. 


SOUTHALLS' 

SANITARY  TOWELS 

FOR  LADIES-The  ORIGINAL  and  BEST. 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and    Other   Sanitary   Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,        TORONTO 


If 

Your    Business 

Can 
and 

Stand  Improvement  YOl^ 
your  clerkvS  need  to  read  the 

DRY  GOODS  REVIEW 

EACH  MONTH 

Price  $2.00  Per  Year 

Send  uour  order  now. 

DRY    GOO'DS   REVIEW 

SUBSCRIPTION   DEPA  R  TMEN  T 

10  Front  Si.    East.    TORONTO 

British  America  Assurance  Gompany 

A.  D.  1833 

FIRE  &   MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  Joiin  Hoskin,  K.C.,  LL.D. 
Frederic  Niciiolls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

IV,  B.  Meikle,  General  Manager;  P.  H.  Sims,  Secretary 

CAPITAL        .......         $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29,833,820.96 
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Maie  Ym  Own  Buttons 

WITH   THE 

NEW   DEFIANCE 
BUTTON    MACHINE. 

Make  all  kinds  of  covered  buttons 
rim,  half-ball  or  flat,  complete  to 
make  three  sizes  of  button. 


^7.50 


A  CHILD  CAN  OPERATE  IT 


Call  or  send  for  samples  of  our  work 

Defiance  Button  Machine  Co., 

53  East  8th  St., 
NEW  YORK,  U.S.A. 


Established  '874 


35-37  Noble  St.  E.C- 
LONDON,  ENG, 


LABROUSSE  &  GIE. 

Paris,   Grenoble,  Prague 
THE  WHOLESALE  GLOVERS 

Makers  and  Importers  of  all  kinds  of 

FINE    niD    GLOVES 

We  are  Right 
It  will  pay  you  to  see  our  Canadian  Representative. 

HAROLD  F.WATSON, 207 sua.., SI.  Montreal 
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Fancy  Goods  and  Notions  Department 


The  raised  waist  line  of  skirts  will  mean  a  call 
for  wide  beltings.  I>onger  skirts  are  creating  a 
sale  for   bindings  and  skirt  braids. 

There  is  a  good  sale  for  the  different  sizes  of 
hutlon  molds  since  buttons  are  to  :)e  a  big  trim- 
ming feature  of   the  season. 

Changes  in  styles  of  liairdressing  laomise  to 
maintain  a  strong  demand  for  appliances  which  as- 
sist in  securing  desired  efTects. 

In  beltings,  preferred  styles  for  Liie  early  trade 
are  those  of  Greek  and  Empire  designs.  As  the 
season  opens  it  is  likely  that  effects  in  tinsel  and 
colors  will  come  to  the  front. 


.lanuary,  in  most  stores,  sees  a  bargain  sale  at  the 
notion  counter.  Roth  January  and  February  are  good 
months  in  which  to  press  for  business  in  this  section,  as 
planning  for  the  wardrobe  of  the  family  for  the  coming 
Spring  is  now  in  progress.  For  this  reason  it  is  also  a 
good  time  to  sell  dressmakers'  sundries  at  slightly  re- 
duced rates. 

A  small  price  concession  goes  a  long  way  on  the 
many  small  articles  sold  in  this  department  and  the  cut 
is  one  very  clearly  recognized,  as  most  women  are  famil- 
iar with  the  usual  prices  there.  Moreover,  the  larger 
business  that  will  result  will  help  to  keep  January  up 
to  the  standard. 

Each  change  of  fashion  brings  some  artide  or  other 
to  the  front  in  notions  and  findings,  and  therefore  buyers 
must  know  how  these  style  changes  will  affect  his  oe- 
partment  and  he  prepared.  For  instance,  the  new  skirts 
this  .Spring  are  to  show  the  raised  waist-line.  This  will 
mean  a  call  for  wide  beltings,  as  the  skirt  is  mounted  on 
the  top  edge,  and  hangs  free  on  the  outside,  while  the 
belting  fastens  around  the  waist  and  keeps  the  si>irt  in 
place.  The  longer  skirts  are  creating  a  sale  for  bindings 
and  skirt  braids,  and  the  stock  in  this  respect  will  re- 
quire some  attention,  and  bindings,  etc.,  should  be  stock- 
ed in  the  new  shades. 

Buttons  are  a  big  trimming  feature,  particularly  the 
covered  fabric  buttons.  Many  of  these  are  of  the  same 
fabric  as  the  dress,  hence  there  is  a  good  sale  for  the 
different  sizes  of  button  molds.  Satin  and  silk-covered 
buttons  in  black  and  in  the  staple  shades  are  big  sellers. 
For  use  with  the  serges  and  fancy  weaves,  covered  but- 
tons in  tricot  cloth  and  with  satin  centres  have  had  some 
vogue. 

As  everything  points  to  a  continued  use  of  buttons  as 
a  trimming,  there  will  undoubtedly  he  a  strong  demand 
for  pearl  buttons,  when  Spring  selling  opens  up.  Crochet 
and  braid  balls  and  buttons  also  promise  to  be  very  free- 
ly used. 

Standard  Makes  in  Notions. 

Buyers  should  feature  standard  makes  in  notions.  It 
is  not  without  reason  that  these  branded  goods  have  gain- 


ed their  reputation.  Possibly  their  first  cost  may  be  a 
little  higher,  but  the  majority  of  your  customers  will  be 
found  willing  to  pay  more  for  their  proved  excellence. 
The  needle  that  has  a  large,  smooth  eye,  and  that  has  a 
properly  tapered  sharp  point,  and  that  does  not  bend  or 
break  easily  saves  both  time  and  temper,  and  the  same  ap- 
plies to  a  well-made  pin.  These  are  everyday  goods  in  your 
department,  and  a  reputation  for  having  the  best  cer- 
tainly pays. 

(•hanges  in  the  fashion  of  diessing  the  hair  is  going 
to  make  for  new  business  if  you  go  after  it.  Styles  still 
call  for  fluffy  effects,  and  the  appearance  of  much  hair. 
This  still  keeps  hair  pads  and  rats  to  the  fore.  Braided 
wire  pads  covered  with  waved  hair  are  the  newest  article 
of  this  class,  as  they  are  more  sanitary  than  rats,  and 
yet  give  the  appearance  of  lots  of  hair.  The  newest  form 
is  the  round  p]mpirc  crown.  This  kind  of  form  allows 
of  a  soft  pompadour  in  front  or  the  hair  may  be  parted 
at   the  side. 

New  Styles  in  Hair  Dressing. 

The  Psyche  knot,  which  is  the  new  style  of  hair- 
dressing,  calls  for  new  styles  in  hair  decoration. 
Empire  bands  or  combs  are  used  across  the  top  of 
the  head.  Below  the  knot  large  curved  barettes  are  used. 
Some  of  these  are  straight,  but  the  more  extreme  are 
triangular  in  shape.  Balls  and  other  fanciful  effects 
mounted  upon  shell  pins  are  also  freely  used. 

Spring  belt  lines  are  in  active  preparation  and  the 
manufacturers  are  very  sanguine  as  to  the  outlook  for 
the  new  season.  Just  now  elastics  lead,  the  novelty  in 
this  lin(>  being  the  new  pressed  effects.  For  the  Spring 
season  a  very  strong  line  has  been  shown  and  alreadv 
\ery  good  business  has  resulted.  The  best  liked  for  the 
early  trade  are  the  self-colored  effects  in  Greek  and  p]m- 
pire  patterns.  But,  doubtless,  as  the  season  opens  up  the 
more  novel  and  richer  colored  Byzantine  and  Cinque 
Cento  effects  in  tinsel  and  colors  will  come  to  the  front. 


A  Good  Resolution 

Start  Selling 
Our    Combs 

Granby   Mf^,  Co.,  Limited 

ORIGINATORS  OF  COMBS  THAT  SELL 

GRANBY,    -    QUE. 
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Tinsel  and  Elastic  Belting. 

Tinsel  beltings  are  out  in  bigger  force  than  ever  and 
promise  to  divide  with  elastics  the  honors  of  the  season. 
Not  that  belt  lines  will  be  confined  to  these  two  kinds, 
for  there  are  already  indications  that  the  showing  will 
be  as  varied  as  in  the  past  two  seasons.  Leathers  will 
certainly  have  a  look-in,  and  something  will  be  doing  in 
fabric  belts  and  in  satin  Directoire  girdles. 

The  line  of  buckles  is  in  keeping  with  the  beltings 
shown  and  is  exceptionally  handsome,  besides  the  more 
elaborate  metal  and  jewtled  effects  are  some  plain  effects 
upon  new  art  lines.  One  novelty  of  this  class  is  the 
Horse  Show  Buckle.  This  is  totally  different  from  any  buc- 
kle before  shown,  and  its  introducers  believe  that  it  is  so 
smart  that  it  will  take  a  high  place.  Directoire  effects 
in  buckles  are  also  highly  attractive.  These  buckles  are 
so  arranged  that  either  a  ribbon  or  some  of  the  fabric- 
can  be  threaded  around  the  buckle  and  the  ends  finished 
in  a  bow  or  knot  with  gilt  balls,  tags  or  tassels  on  the 
hanging   ends. 

Belt  pins  are  shown  in  many  styles  and  point  to  an 
extended  vogue  for  the  Directoire  girdles. 

White  and  Gray  Cottons. 

White  and  gray  cottons  are  selling-  fairly  well,  but 
there  has  not  been  sufficient  rise  in  the  market  to  caus.i 
any  rush  of  orders.  Retailers  are  buying  for  reasonable 
requirements,  but  not  in  heavy  quantities,  except  on 
exceptional  lines. 

There  has  been  a  marked  decrease  in  the  amount  of 
English  white  and  gray  cottons  imported.  The  great 
improvement  in  the  finish  of  Canadian  goods  and  the 
reduction    (jf    the    Textile      Company's      jjrices    liave    pro- 


The  Celebrated  New  Cushioned    Hoops 

The  "American  Girl 


Patented  Feb.  18,  April  7  and  May  /.',  I90S. 
See  Illustrations  Below. 


The  centre  is  higher 
than  the  edges,  thus  get- 
ting the  full  benefit  of  the 
friction.  There  is  no 
countersink  or  channel 
for  the  felt  to  pack 
down  into.  Write  for 
our  pamphlet  illustrating 

Stocking 

Darners, 

Spring, 

Felt  and 

Plain 

Hoops 

All  of  our  Hoops  are 
made  in  both  round  and 
oval  shapes. 


Our  Goods  are  Guaranteed  ;  if  Not  Satisfactory, 
Money  Refunded 

The  Reinhart  Varieties  Co. 

Canton,  Ohio,  U.S.A. 


duced  this  result.  Of  course,  English  goods  are  selling 
in  good  quantities,  but  it  is  estimated  that  the  amount 
of  English  cottons  imported  by  wholesalers  is  less  than 
20  per  cent,  of  last  year's  buying. 


Superiority  of  Silk  50  Years  Ago. 

If  we  compare  the  silk  dresses  of  50  years  ago  with 
many  of  the  silk  articles  manufactured  at  the  present 
day,  it  needs  no  elaborate  tests  to  show  the  superiority 
of  the  older  material.  This  is  usually  due  to  the  fact 
that  silk  yarns  are  now  frequently  treated  with  metallic 
salts,  such  as  tin  chloride,  which  are  readily  absorbed, 
forming  insoluble  compounds,  and  thus  increasing  the 
weight  of  the  fibre.  So  prevalent  did  this  practice  be- 
come some  years  ago  that  even  the  manufacturers  recog- 
nized the  necessity  of  putting  some  limit  to  it,  and,  ac- 
cordingly, a  self-denying  ordinance  was  agreed  upon  be- 
tween the  silk  manufacturers  of  Zurich  and  Crefeld,  pro- 
viding that  the  leading  of  silk  warp  should  not  exceed 
20  to  30  per  cent.,  and  that  of  weft  60  to  80  per  cent. 
Apparently  this  moderation  on  the  part  of  the  manufac- 
turers did  not  prove  altogether  successful,  for  the  agree- 
ment was  not  renewed  at  the  international  conference  at 
Turin  in  1905,  the  subject  being  referred  to  a  special 
committee.  Apart  from  the  fact  that  one  Is  having  a 
compound  of  silk  with  a  metal  instead  of  pure  silk,  this 
treatment  frequently  causes  the  fibres  to  become  exces- 
sively tender,  especially  after  exposure  to  direct  sun- 
light. Thus,  in  Herr  Strehlenert's  experiments,  it  was 
found  that,  taking  the  strength  of  genuine  silk  as  50  to 
.">3,  the  strength  of  a  sample  of  loaded  French  silk  con- 
taining 110  per  cent,  of  added  material  was  only  7.9.— 
Knowledge. 


1  he  New    CANADIAN    House 

MacLean,  Benn  and 

Nelson,  Limited 

525  St.  Paul  Street 
Montreal 

Importers  and  Commission 
Merchants 


French  and  Japanese  Toothy 
Nail  and  Hair  Brushes^ 
Druggists'"  Sundries^  Dolls ^ 
Leather  and  Fancy  Goods ^ 
Fancy  and  Staple  Smallwares 
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Brief  Monthly  Talks  on  Good  Advertising 


What  is  the  purpose — the  aim — of  your  advertising? 

Obviously  it  is  to  induce  people  to  buy  your  goods. 

But  is  it  accomplishing  that  end  or  arc  sales  being 
made  in  spite;  ot!  your  advertising,  rather  than  because 
of  it? 

Kvery  Ihiuiglitt'ul  student  oi'  (he  advertising  (iuesti(jn 
must  come  to  the  conclusion  that  much  of  the  stuff  called 
advertising  really  isn't  advertising  at  all.  At  any  rate. 
it  isn't  the  kind  that  produces  the  results  that  should  be 
produced. 

Advertising  is  so  blessed  easy.  At  least  it  looks  easy. 
Hundreds  of  ambitious  youths  take  a  course  in  a  corre- 
spondence school  that  teaches  advertising  and  learn  the 
difference  between  a  piece  of  printers'  rule  and  24-point 
old  Gothic  type,  and  imagine  they  know  the  science  of  ad- 


Let's  All  Settle  Down 
To  Business 


Ni>w  Ihat  all  ihe  elections  every  whore  are  over  prosperliy  and  peace    >^ 
a'sured  Its  time  for  one  and  all  to  begin  10  gee  ;busy. 

I  We  are  again  stocked  up  with  all  the  good  things  that  s  made  to  Keep  iha 

blood  In  cl(culatlon  during  the  cold  coming  winter,  cur  buyir  while  away  has 
bfugut  quite  heavily  In  all  classes  ot  goods  that  we  are  acoustumed  or  selliDg 
>.ni;wnlle  minufaciurets  and  Jobbers  were  uneasy  of  the  elections  prices  were 
J'eer  than  the  present  marHet  values,  thus  enabl-d  us  to  layln  a  good  winter 
-lock  at  big  savings.  Your  opportunity  Is  now  to  pick  from  a  monster  assortment 
if  stock  Clothing,  Dry  Goods,  Footwear  and  Headwear  for  old  and  young  at  good 
".avlngs.' don't  layjoff  till  near  the  -holidays  when  thlni;s  are  In  husile  style,  wise 
p  .ople  buy  their  winter  wearables  now  when  satisfaclion^nd  economy  knacks  at 
■your  door 

The  $1.00  Shoe  Sale  Was  A  Success 

There  are  188  fpairs  of  odd  Boots.  Shoes  and  Slippers  left,  we'll  clear  th(  m 
lout  at  same  price  this  weok  If  you  come  eirly  r^ 

Keep  Watching  This  Space 


M    FICKLER  &  CO 

,THE  PEOPLE'S  CLbTHEFS,  SHOERS  AND  HATTERS  at  the  same  stand.  Frederlcton 


An   Example   of  *"  How  Not   to    Advertise." 

vertising  from  a  to  z.  They  may  know  nothing  about 
selling  goods.  Possibly  they  couldn't  sell  a  shave,  but 
the  advertising  business — the  science  of  selling  goods  from 
the  printed  page  is  easy  to  them. 

Let  us  understand  that  advertising  is  selling  goods,  or 
helping  others  to  sell  goods,  by  a  written  or  printed  talk. 
Consequently  this  talk  should  concern  itself  with  qualities 
possessed  by  the  goods  and  calculated  to  place  them  in 
such  a  light  that  the  reader  will  be  favorably  disposed  to- 
wards them — will  want  to  possess  them.  Advertising 
which  fails  in  this  fails  in  everything.  The  desire  to 
possess  may  not  find  immediate  expression  in  action,  but 
it  should  be  inspired  or  furthered  by  reading  your  ad- 
vertisement. 

One  of  the  most  difficult  tasks  a  newspaper  publisher 
has  is  not  to  sell  his  advertising  space^  but  to  induce  those 
to  whom  this  space  is  sold  to  use  it  effectively.     With  the 


big  advertiser- — the  man  who  spends  the  most  money  and 
who  uses  a  large  amount  of  space,  he  has  little  trouble; 
that  man  usually  has  a  very  clear  and  well-defined  idea 
as  to  what  he  uses  advertising  space  for,  and  just  what 
lie  expects  to  secure  for  the  money  he  spends  in  this  way. 
With  (he  majority  of  smaller  advertisers,  however,  the 
case  is  different.  Many  of  them  buy  space  in  a  news- 
paper they  hardly  know  why.  Newspaper  men  often  think 
it  is  because  they  like  to  see  their  name  in  print  and  to 
gratify  their  personal  vanity  they  advertise  (?) 

The  number  of  merchants  who  do  not  believe  in  ad- 
vertising is  now  so  small  that  it  is  unnecessary  to  occupy 
space  here,  giving  arguments  in  its  favor.  Does  not  this 
about  describe  the  attitude  which  many  merchants  assume 
towards  advertising:  "My  competitor  advertises,  there- 
fore I  must;  though  I  look  upon  it  as  a  necessary  evil; 
something  which  while  it  may  help  my  business,  I  would 
rather  be  without."  That  is,  they  take  a  negative  view 
of  the  question.  They  advertise  not  so  much  to  get  busi- 
ness themselves,  as  to  keep  the  other  fellow  from  getting 
it  all;  whieli  is  all  wrong. 

When  a  merchant  commences  to  advertise,  he  .should 
decide  just  what  object  he  expects  to  attain  from  the 
t'.vpenditure  of  his  advertising  appropriation.  Then  the 
energies  of  the  one  entrusted  with  the  preparation  of  copy 
should  be  directed  towards  that  end.  Many,  perhaps  most 
advertisers,  will  leave  the  preparation  of  copy  until  the 
last  minute,  until  the  messenger  has  called  two  or  three 
times  for  his  copy,  and  at  last,  in  desperation,  they  will 
sit  down  and  scribble  off  something  on  a  piece  of  writing 
paper,  and  expect  that  such  advertising  will  bring  the  de- 
sired results. 

Don't  expect  too  much  from  your  advertising.  A  m.Tii 
inserted  a  medium  sized  advertisement  in  lh(>  Iron  Age, 
and  received  400  replies,  and  was  greatly  disappointed 
that  greater  results  were  not  forthcoming. 

No  paper,  no  matter  bow  good  it  may  be.  nor  how 
large  its  circulation  can  produce  results  for  an  advertiser 
who  does  not  prepare  copy  to  get  results.  And  it  takes 
the  very  best  kind  of  copy  to  do  this.  We'll  guarantee 
ihat  during  this  month  (January)  in  different  newspapers 
throughout  Canada,  merchants  will  still  be  advertising 
"Chi'istmas  goods."  and  these  same  merchants  will  no 
doubt  tell  you,  if  you  ask  them,  that  "advertising  doesn't 
pay."  Of  course,  it  doesn't  pay — that  kind  of  adver- 
tising. 

Here's  another  class  of  advertising  that  "doesn't 
pay."  Take  up  any  weekly  newspaper  you  like  and  you'll 
see  something  like  this: 

BL.\.XK  &  BLIND. 

DKALERS  IX  CtENERAL  AND  FANCY  DRY  GOODS. 

MEN'S   CLOTHING   A    SPECIALTY. 

CASH  PAID  FOR   FAR:\r  PRODUCE. 

This  will  I'un  without  change  for  years,  probably,  and 
Mr.  Blank  when  he  balances  up  his  account  with  the 
printer  at  the  end  of  the  year,  and  deducts  from  the 
latter 's  account  his  "contra"  for  goods  which  the  prin- 
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ter's  family  have  boug'ht  during  the  year,  will  probably 
feel  that  the  cash  he  actually  pays  the  newspaper  is  a  sort 
of  a  subscription  to  help  a  needy  cause — the  publishing 
business. 

All  of  which  is  entirely  wrong. 

The  advertisement  of  M.  Fickler  &Co.,  of  Fredericton, 
N.B.,  is  a  horrible  example  of  how  not  to  advertise.  From 
every  standpoint  it  is  a  poor  sample  of  advertising,  and 
we  doubt  very  much  if  any  good  results  were  derived 
from  its  publication.  To  begin  with,  the  English  is  bad, 
and  the  compositor  has  made  it  worse  by  completely  ignor- 
ing the  most  elementary  rules  of  punctuation.  In  the 
whole  50  square  inches  of  space  there  is  not  one  statement 
made  which  will  appeal  to  the  reader  who  has  not  been  a 
patron  of  the  Fickler  store  and  induce  him  or  her  to  buy 
there.  An  advertisement  which  does  not  give  some  good 
reason  why  shoppers  should  visit  your  store  and  buy  there 
is  pretty  close  to  a  failure.  The  criticism  on  this  adver- 
tisement is  not  offered  as  a  knock.  The  purpose  of  this 
department  is  to  offer  suggestions  'by  which  retail  adver- 
tising may  be  improved,  and  criticism  is  made  in  the  most 
kindly  spirit. 

Persons  who  take  advantage  of  the  special  offerings 
of  Stanley  Mills  &  Co.,  Hamilton,  must  read  the  news- 
paper advertising.  A  "coupon"  day  advertisement  is 
reproduced  here,  and  tlie  basement  bargains  there  offered 
can  only  be  secured  by  those  who  read  the  advertising. 
The  gogds  referred  to  are  not,  for  the  most  part,  those 
usually  found  in  a  dry  goods  store,  but  the  same  principle 
could  be  applied  successfully  to  those  lines.  Stanley  Mills 
&  Co.  state  that  these  coupon  sales  are  productive  of  satis- 
factory results.     Fjven  if  the  prices  quoted  are  such   thnt 
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Not  Artistic  but  it  Gives  the  Information  and  Sold  the  Goods 
—  the  Chief  End  of  an  Advertisement. 

110  profits  are  made  on  the  goods  sold,  it  would  probably 
be  a  profitable  sale,  because  of  the  educational  value  and 
the  fact  that  it  trained  people  to  read  the  firm's  adver- 
tisement.    The  three  column  advertisement  is  not  repro- 


duced for  its  artistic  excellence;  it  possesses  practically 
none,  but  it  is  given  as  an  advertisement  which  will  be 
read,  and  will  produce  results,  the  thing  aimed  at  in  all 
advertising. 

The  advertisement  of  the  Playfair,  Preston  Co.,  Mid- 
land, occupied  a  full  page  in  the  Midland  Free  Press,  and 
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IN  MEN  S  ClOTHINC 


A    Midland   Advertisement   Showing   the    EiTective   Use 
to   Which   Stock   Cuts   can   be    Put. 


is  reproduced  here  to  show  the  effective  use  which  can  be 
made  of  stock  cuts.  Having  in  view  the  necessarily 
limited  typographical  facilities  at  the  disposal  of  the  aver- 
age weekly  newspaper  office,  the  Playfair,  Preston  ad  is 
well  set.  It  is  properly  balanced,  and  is  easily  read. 
One  objection  is  that  there  are  too  many  varieties  of  type 
used.  A  greater  uniformity  should  have  been  observed 
ill  the  headings.  This  ad  is  not  held  up  as  a  model  for  all 
retail  advertisers.  In  a  city  where  newspaper  offices  are 
better  equipped,  better  results  should  be  obtained,  but  for 
a  small  town — and  the  majority  of  Canadian  retailers  arc 
in  small  towns — it  is  a  pretty  creditable  ad.  It  shows 
how  a  few  stock  cuts,  costing  little,  can  be  used  to 
l)righten  up  a  page  very  materially  and  to  increase  the 
value  of  an  ad. 

Schlueter,  "The  Business  Corner,"  Prestcm,  holds  a 
weekly  sale  which  he  advertises  in  the  local  paper  and  by 
means  of  a  dodger,  always  printed  in  red  ink.  Mr 
Schlueter  says  that  they  get  the  business,  and  any  adver- 
tising scheme  which  produces  that  result  is  good — if  it 
doesn't  cost  too  much.  The  dodger,  sample  of  which  has 
been  sent  to  The  Review  for  criticism,  has  no  striking 
artistic  merit;  it  is  strictly  business.  It  quotes  a  good 
list  of  prices,  many  of  which  look  good  enough  to  attract 
Slime  attention.  These  goods  are  on  sale  for  a  week.  As 
a  "special"  featured  at  the  head  of  the  bill  "75c  Woolen 
Sliirts  and  Drawei's  for  •'SQc,"  are  menlioned.  Tlie  effec- 
tiveness of  this  item  would  have  been  mafei'ially  increa.'^ed 
liad  a  more  complete  description  of  tliis  offering  been 
given.  In  the  body  of  the  dodger  nothing  is  attempted 
except  an  enumeration  of  prices,  which  look  to  be  attrac- 
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(,ive.  It  is  probable  that  greater  interest  could  have  been 
secured  in  the  sale  if  one  or  two  of  the  best  bargains 
could  have  been  described ;  that  is,  make  the  reader  actu- 
ally see  the  articles. 

Interesting   Extracts  and    Ideas. 

WoYi  to  shop  without  carrying  money;  the  latest  and 
most  convenient  method  of  shopping  is  by  means  of  a 
customer's  deposit  account.  This  new  method  does  away 
with  the  risk  and  inconvenience  of  carrying  money.  It 
has  the  additional  advantage  of  enabling  your  money 
to  earn  interest  up  to  the  very  minute  it  is  used  for 
a  purchase.  When  you  carry  your  money  in  your  purse 
you  cannot  expect  it  to  draw  interest,  but  when  you 
have  it  in  a  customer's  deposit  account  you  don't  lo?e 
the  interest  it  should  earn  when  wisely  invested.  If  you 
wish  to  withdraw  money  at  any  time  you  may  do  so 
by  simply  signing  a  receipt  for  the  amount  required  and 
passing  it  over  to  the  cashier.  When  you  buy,  simply 
mention  the  number  of  your  account  as  shown  by  your 
account  book,  and  the  purchase  will  be  charged  to  your 
account.  You  will  receive  a  monthly  statement  showing 
all  your  purchases  and  the  amount  at  your  credit.  We 
pay  interest  at  the  rate  of  five  per  cent,  on  your  daily 
balances,  compounded  half-yearly. — Paquet  &  Company, 
Quebec. 

Right  from  the  tap  of  the  gong  at  8.30  we're  going 
to  be  busy.  Scan  the  list  even  carelessly  and  you'll 
admit  in  an  instant  that  values  are  low;  dig  a  little 
deeper,  read  the  descriptions,  or  better  still,  come  and 
examine  the  gfoods  and  you'll  acknowledge  we've  been 
modest  indeed  in  our  claims. — Bradley  &  Tuck,  Calgary. 

If  you  cannot  come  in  the  morning  we  will  take  care 
of  you  when  you  do  come,  but  morning  shopping  would 
be   advisable. — Paquet  &   Company,  Quebec. 

Dr.  .Jaeger  Underwear,  known  all  over  the  world; 
vvoin  by  kings,  emperors  and  princes,  in  fact  by  every 
condition  of  humanity  that  has  the  price,  and  requires 
only  a  soft,  warm,  genteel  garment  for  comfort  rather 
than  hard   wear. — ^Crowell's,   Limited,   Sydney. 

We  have  hit  the  bull's-eye.  Shoppers  in  this  city 
and  throughout  the  entire  district  recognize  managers' 
sales  in  this  store  as  the  greatest  bargain  events  to 
them,  and  the  thousands  of  goods  that  change  hands 
during  the  sale  is  the  best  indication  that  the  values 
offered  are  superior. — Stanley  Mills  &  Co.,  Hamilton. 

We  are  aiming  to  make  this  a  record  breaker  in  the 
ladies'  suit  and  cloak  department.  There  is  no  induce- 
ment that  is  possible  to  offer  in  the  way  of  values  that 
we  will  not  make  to  accomplish  this  end. — W.  W.  Wilkin- 
son  &'  Co.,   Gait. 

This  store's  opportunities  for  buying  below  the 
market  are  multiplied  by  its  tremendous  outlet,  its 
widespread  grasp  of  home  and  foreign  markets  and  its 
"cash  down"  methods  of  making  payments. — The  North- 
way  Company,  Orillia. 

The  most  regal  array  of  women's  apparel  ever  gath- 
ered under  one  roof. — A.  E.  Rea  &  Co.,  Toronto. 

Some  sense  shown  in  saving  dollars  on  these  sea- 
sonable price-shaved  specials. — Cilingon,  Scales  &  Cars- 
cadden,   Virden,   Man. 

We  take  special  measurements  for  floor  coverings, 
draperies  and  window  shades.  Let  us  interest  you  along 
this  line.  Your  window  shades  will  be  far  more  satis- 
factory if  made  just  to  fit  the  windows. — Sutcliffe  & 
Sons,  Lindsay. 

Everybody  celebrates  the  holiday  by  a  tribute  to  King 
Turkey.  We  shall  celebrate  the  event  by  an  under-priced 
selling  of  many  special  lines.  It  would  be  a  mark  of  sound 
judgment  to  purchase  for  the  Xmas  season  as  well  as  for 


present  need. — McCurdy's,  Sydney. 

"The  success  of  our  fur  trade  last  year  has  encour- 
aged us  to  do  still  better  this — and  we're  doing  better." — 
The  Hutchinson  Co.,  AUiston,  Ont. 


Reports    Much   More    Cheerful. 

Reports  from  the  North  of  Ireland  and  also  from  the 
Scotch  manufacturing  centres  aie  of  a  much  more  cheer- 
ful nature.  Flax  yarns  are  all  firm  and  spinners  are  able 
to  make  their  own  prices  for  business  placed,  but  ad- 
vances are  restricting  trade.  The  manufacturing  end 
continues  to  improve.  There  is  more  doing  in  the  fine 
department,  but  medium  goods  are  also  beginning  to 
show  some  recovery  and  there  are  few  idle  looms  now, 
each  week  seeing  their  number  lessening.  More  orders 
are  coming  to  hand  from  the  States  and  the  Canadian 
buying  is   improving. 

Dress  linens  promise  to  be  a  big  factor  in  the  sea- 
son's business  and  not  only  is  the  retail  trade  buying 
largely,  but  the  makers-up  are  taking  them  freely.  Suits, 
dresses,  skirts,  waists  and  .separate  coats  of  linen  fab- 
rics are  all  selling.  Not  only  is  white  selling  freely,  but 
striped  linens  and,  to  a  minor  extent,  checks,  are  mov- 
ing. Plain-colored  linens,  particularly  with  the  high- 
class  trade,  are  also  strong.  Some  beautiful  shades  are 
shown,  and  art  tones  in  blue,  pink,  rose,  the  new  apri- 
cots and  tans,  nile  and  empire  greens,  linen  and  tussah 
shades,  etc.,   are  all   in  favor. 


A  Beautiful  Christmas  Interior. 

Chatham,  Dec.  21. — "The  most  artistically-decorated 
store  in  Ontario,"  is  what  more  than  one  traveler  is 
quoted  as  having  said  of  H.  W.  Rail  &  Co.'s  Christmas 
interior. 

On  the  ground  floor  the  main  aisle  is  decorated  on 
the  plan  of  an  Italian  pergola.  Rows  of  large,  white 
columns  stand  on  either  side,  the  aisle  overhead  being 
spanned  by  low-hanging  arches,  also  white.  About  these 
are  twined  green  rose  vines  with  red  and  pink  roses. 
What  lends  especially  to  the  charm  of  the  scene  is  the, 
myriad  of  colored  lights,  the  arches  being  dotted  with 
electric  bulbs  in  red,  white  and  blue,  which  sparkle  day 
and  night.  Hundreds  of  electric  lights  are  used  in  the 
display.  The  top  of  each  of  the  white  pillars  is  crowned 
with  a  fair-sized  Norway  pine.  On  the  top  ledges  on 
each  side  above  the  shelves  are  several  dozen  evergreen 
trees,  with  lights  showing  artistically  through  them. 
Dainty  handkerchiefs  and  other  suitable  Christmas  goods 
hang  from  the  sides. 

The  same  idea  is  carried  out  on  the  balcony  at  the 
rear  of  the  store.  Over  the  steps  leading  to  the  balcony 
is  suspended  a  striking  setpiece  made  up  with  red,  white 
and  blue  lights;  while  a  modified  form  of  the  ground 
floor  design — white  pillars,  low,  white  arches,  roses  and 
colored  lights — is  here  carried  out.  At  other  times  the 
balcony  is  devoted  solely  to  the  display  and  handling  of 
dress  goods,  silks  and  linens. 


An  Impressive  Window. 

Begg  &  Shannon,  clothiers  and  men's  furnishers,  of 
Hamilton,  made  a  very  impressive  window  display  dur- 
ing the  Christmas  season.  In  the  middle  window  of 
their  store  was  a  picture  of  the  Nativity  and  the  arrival 
of  the  wise  men  from  the  east  at  the  lowly  manger.  The 
paintings,  which  were  executed  by  a  local  artist,  were 
of  exceptional  merit. 
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Keeping  Daily  Records  of  Returns  From  Each  Department 

Placing  Cost  and  Retail  Price  on  Counter   Checks    Might   Prove  Cumbersome  in   Rush  Hours 
—  Suggested  Plans  for  Arrangement  of  Departments  —  Proving  Cash  and  Credit  Sales  Each  Day. 

Written  for  the  Dry  Goods  Review  by  Howard  R.  Wellington. 


The  Review  is  at  all  times  pleased  to  have  its  read- 
ers introduce  certain  theories  and  ideas  peculiar  to  r,hejr 
business,  the  discussion  of  which  may  be  of  general  in- 
terest. A  few  weeks  ago  a  letter  was  received  iiom  a 
subscriber  which,  in  effect,  reads  as  follows: — "We  intend 
at  the  beginning  of  the  New  Year  to  departmentize  our 
store,  the  lines  we  carry  being  general  dry  goods,  .'.tai'le 
and  fancy  goods,  men's  furnishings,  men's  and  children's 
ready-to-wear  clothing,  mantles,  millinery,  ladias'  ready- 
to-wear  goods,  furs,  etc." 

The  plan  suggested  was  to  charge  goods  to  the  dif- 
ferent departments,  and  credit  the  sales,  using  the  coun- 
ter check  system,  the  duplicate  being  the  day  booic  re- 
cord. It  has  been  suggested  also  that  the  clerk  who 
makes  the  sale  would  mark  the  cost  price  as  well  as  the 
retail  price  and  the  letter  of  the  department  oa  the 
slip,  in  this  way  ascertaining  the  exact  cost  of  ihr-  ;roo(ls 
sold  in  each  department.  Possibly  the  system  outlined 
might  be  carried  out  when  the  business  was  quiet,  but 
we  are  inclined  to  think  that  it  would  i)3ove  very  cum- 
bersome especially  in  the  rush  hours  on  busy  days. 

Dividing  up  the  Departments. 

As  a  general  plan  we  would  suggest  the  following-: — 
1.  Divide  store  as  near  as  possible  into  the  following 
departments,  having  regard  to  the  situation,  attractive- 
ness of  display  and  general  appearance,  bearing  in  mind, 
too,  that  each  department  must  bear  a  percentage  of  the 
general  or  overhead  expense,  such  as  light,  heat,  rent, 
etc: — A,  general  dry  goods;  B,  men's  furnishings;  C. 
men's  and  boys'  clothing;  D,  boots  and  shoes;  E,  ladies' 
and  children's  ready-to-wear  and  furs;  P,  millinery;  G. 
house  furnishings. 

2.     Charge     direct    to   each     department;    1st,   all     pin- 
chases    of    goods    (through    purchase    journal);    2nd,     all 
expenses  not  apportioned   (through  cash  book  and  jour- 
nal). 

The  purchase  journal  might  be  arranged  somewhat 
as  follows,    entered   weekly,   semi-monthly   or  monthly:— 

Amt.  of  Dept.  Dept. 

Settled  Name  Invoice  Total       A  B 

Dft.,  13,  1,  '09  J.  Jones  15.10 

26.50    41.60     20.00     21.60 

A  column  book  can  be  procured  suitable  for  the  pur- 
pose and  the  total  of  each  column  proved  at  the  end  of 
the  period  decided  upon. 

Credit  the  sales  of  each  department  direct  to  such 
department  from  the  duplicate  cash  and  credit  slips 
which  are  recapitulated  under  the  various  department 
heads. 

We  would  suggest  a  different  set  of  counter  check 
books  for  each  department  lettered  A,  B,  C,  D,  etc.,  and 
to  go  a  little  further,  a  set  for  each  clerk,  or  each  clerk 
can  have  a  number  by  which  it  can  be  ascertained  who 
made  the  sale. 

If  it  is  necessary  for  one  clerk  to  go  from  one  de- 
partment to  another  with  a  customer,  it  might  be 
advisable  for  him  to  use  the  counter  check  book  for  the 
department  and  his  own  number  to  indicate  that  he  made 
a  sale  in  another  department. 


Proving  Cash  and  Credit  Sales. 

These  cash  and  credit  sales  should  be  totaled  and 
proved  each  day  with  the  recapitulation  sheets  made  up 
by  the  clerks.  With  these  particulars  and  the  addition 
of  a  stock  record,  which  can  usually  be  posted  up  and 
extended  by  a  junior  clerk,  it  is  quite  an  easy  matter  to 
figure  the  gross  or  net  profit  on  the  trading  at  any 
certain  period. 

Most  firms  prefer  this  method  to  the  laborious  one 
of  costing  each  individual  sale,  even  to  a  spool  of  thread. 
If,  however,  there  is  time  and  the  dealer  would  like  to 
know  his  gross  profit  on  trading,  we  would  suggest  that 
the  costing  all  be  done  privately  in  the  office  by  a  com- 
petent hand,  who  has  the  costs  entered  on  cards,  and  is 
in  a  position  to  refer  to  quotations  and  costs  at  once. 
One  person  could  become  very  familiar  with  all  costs  and 
quotations  and  instead  of  using  a  cipher,  as  would  be 
necessary  out  in  the  store,  the  actual  figures  could  be 
inserted  and  the  total  cost  made  of  each  sale. 

This  would  give  the  gross  profit,  and  by  using  a 
percentage  for  expenses  based  on  past  experience,  the 
net  profit  for  day,  week  or  month  can  be  ascertained 
(for  statistical  purposes  only).  An  extra  column  may  be 
ruled  on  the  duplicate  slip  of  the  counter  book  for  this 
purpose. 

We  would  be  glad  to  discuss  this  matter  further  if 
any   inquiries  are  received. 


Busi 


smess 


Notes. 


W.  S.  Kice  &  Co.,  moil's  furnisluTs,  (ilacc  Bay,  have 
located  in  a  new  store.  Its  modern  equipment  includes 
two  12-ft.  show  cases  and  one  of  10  feet,  together  with 
clothing:  racks.  It  has  two  entrances  and  two  large  show 
^^^ndows. 

At  the  annual  meeting  of  the  Campbell  Clad  Co., 
Moncton,  recently,  the  old  officers  were  re-elected.  A.  S. 
Campbell  is  president.  He,  with  W.  F.  Humphrey  and 
J.  H.  Harris,  form  the  directorate.  Though  the  past 
year  was  poor  for  business,  the  report  was  very  encour- 
aging.   The  company  paid  $20,000  in  wages. 

R.  N.  Wyse,  who  recently  sold  out  his  dry  goods  busi- 
ness in  Newcastle,  N.B.  to  Clarke  &  Co.,  and  removed 
to  Moncton,  has  prospered  there.  He  has  now  purchased 
a  valuable  corner  lot,  on  which  he  will  erect  a  large  brick 
block  next  Spring.  The  lot  is  centrally  located  and  has 
a  frontage  of  sixty-one  feet  and  a  depth  of  100  feet.  The 
purchase  price  was  $6,500. 

The  shoe  manufacturing  interests  of  Brockton,  Mass., 
reported  that  the  year  ending  with  December  had  wit- 
nessed a  marked  reduction  of  production,  while  the  value 
of  the  manufactured  products  had  shrunk  more  than  five 
million  dollars  less  than  the  previous  year.  Wages  also 
had  been  much  smaller  than  for  the  year  1907.  For  the 
fifty-two  weeks  ending  Dec.  26,  shoe  shipments  from  that 
city  aggregated  702,380  cases,  a  decrease  of  110,384  from 
the  year  1907.  The  estimated  value  of  the  year's  ship- 
ments were  $34,662,453,  a  loss  of  $5,346,450,  from  the 
mark  of  the  preceding  year. 
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Anonymous 


We  will  give  $1,000 

to  any  cKaritable  organiza- 
tion if  tKe  Pattern  Company 
w^Ko  recently  sent  an  anony- 
mous circular  to  mercKants 
Handling  our  patterns  'will 
publicly  acKno^edge  tKe 
act. 


ButtericK  PublisKing  Company 

ButtericK  Building 
Nei^  YorK 


33  RicKmond  St.  West, 

Toronto,  Ont.,  Canada 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Among  Canadian  Dry  Goods  Travelers 


The  thirty-fourth  annual  banquet  of  the  Dominion 
Commercial  Travelers'  Association  was  held  on  the 
evening:  of  Monday,  Dec.  21,  in  the  Windsor  Hotel, 
Montreal.  Travelers  were  there  representing-  every  house 
of  irnportance  in  Montreal,  every  trade,  and  many  races 
and  creeds.  Extra  tables  had  to  be  broug-ht  in  to  ac- 
commodate the  334   travelers  present. 

Samuel  .1.  Mathewson,  the  new  president,  occupied 
the  chair.  He  humorously  referred  to  the  association  a.s 
the  oldest  on  the  face  of  the  earth,  justifying  his  state- 
ment by  explaining  that  Noah  was  the  first  commercial 
traveler  on  record,  having  carried  a  lai'ger  line  of 
samples  than    any  man   ever  attempted   before   or    since. 


thought  was  proving  of  much  benefit  to  the  business 
community.  Another  matter  he  referred  to  was  the 
policy  of  the  Government  regarding  immigration.  Every 
encouragement  was  being  given  desirable  immigrants. 
This  was  worthy  of  note,  for  every  new  immigrant  meant 
a  new  consumer  of  Canadian  goods,  and  to  the  traveler 
another  opportunity  for  trade. 

R.  Tj.  Borden,  leader  of  the  Opposition,  referred  to 
travelers  as  jiractically  the  class  who,  as  a  body,  were 
closely  in  touch  with  brother  Canadians.  He  reproached 
the  travelers  on  one  score  only,  and  that  was  that  they 
did  not  send  as  many  of  their  number  to  Parliament  as 
they   should.     None   were   better   qualified    to   participate 


Dry  Goods  Travellers  at  the  Head  of  the  Canadian  Association 


ROBERT  GEMMELL 


Of  John  Macdonald  &  Co.,  First  Vice-President 
of  the  Association. 


JOHN   GIBSON 


Of  Gordon  Mackay  &  Co.,  President  of  the  Canadian 
Commercial  Travelers'  Association. 


STERLING 


Of  Thos.  Ogilve  &  Sons,  Second  Vice- 
President  of  the  Association. 


At  present  over  6,200  men   belonged   to   the  association, 
and  more   were  joining   every   week. 

Reliable  Barometers. 

.1.  Bevan  Giles,  propo.sed  the  toast  "Our  Country," 
and  in  reply  Hon.  Charles  Murphy  made  a  brilliant 
speech,  in  the  course  of  which  he  conveyed  the  regrets 
of  the   Premier  at  being  unable  to   attend. 

The  interests  of  the  travelers  were,  he  said,  at  all 
times  before  the  members  of  Parliament.  They  were 
justly  considered  the  most  reliable  barometers  of  public 
opinion,  and  could  always  be  counted  upon  to  predict 
with  reasonable  accuracy  the  result  of  anything  which 
concerned  the  public  from  a  horse  race  to  an  election. 
In  the  history  of  the  commercial  travelers  was  reflected 
the  national  development  of  Canada. 

In  the  establishment  of  the  Board  of  Railway  Com- 
missioners   Parliament    had    done    something      which     he 


in  the  transaction  of  the  affairs  of  the  Dominion.  How- 
ever, he  hoped  that  in  the  years  to  come  he  should  see 
many  faces  in  the  House  of  Commons  that  he  would 
recognize   as  commercial   travelers. 

What  of  the  External  Aspect  ? 

Professor  Stephen  Leacock,  of  McGill  University, 
during  an  excellent  speech,  stated  that  the  time  was 
ripe  for  Canadians  to  display  interest  in  more  affairs 
than  those  purely  domestic  in  character.  It  was  wise 
and  necessary  for  Canadians  to  consider  their  relations 
to  the  British  Empire  and  to  the  rest  of  the  world.  So 
accustomed  had  Canadians  become  to  watching  the  in- 
ternal development  of  their  great  Dominion  they  were 
losing  the  power  to  look  outside,  to  see  that  Canada  is 
growing  into  young  nationhood  and  therefore  has  an 
external  aspect  which  must  not  be  lost  sight  of. 


DRY    GOODS     REVIEW 


141 


He  predicted  a  recurrence  of  the  great  world-struggle 
which  seems  to  be  the  lot  of  the  British  Empire  every 
century  and  stated  that  when  the  time  came  for  citizens 
to  stand  shoulder  to  shoulder  for  tlie  defence  of  the 
i^Impire,  Canadians  would  be  found  in  the  foremost  ranks. 

Hon.  Charles  Marcil,  who  followed,  stated  tliat  Ca- 
nada was  aiding  the  Empire  by  her  railway  policy,  mak- 
ing links  which  connected  Great  Britain  with  her  eastern 
possessions.  Heferring  to  the  trade  policy  of  Canada  he 
said  that  he  was  quite  anxious  to  see  trade  relations  be 
developed  east  and  west  and  south,  and  with  the  Mother 
Country.  A  preference  had  been  given  Great  Britain  and 
concessions  offered  of  which  advantage  had  not  been 
taken.  It  was  now  for  the  Old  Country  to  make  the 
next  move. 

The  toast  "Our  Province"  was  proposed  by  Max 
Murdock  and  replies  were  made  by  Hon.  W.  A.  Weir  and 
Henri  Bourassa.  The  latter  expressed  the  hope  that  the 
travelers,  who  were  constantly  going  from  Province  to 
Province,  would  ever  retain  a  strong  attachment  to 
their  own  Quebec,  which  had  been  for  years  a  shining 
example  of  racial  and  religious  tolerance,  illustrating 
the  fact  that  in  a  Province  where  the  majority  was  of 
another  race  and  creed  to  the  minority  there  was  still 
room  for  all  nationalities,  all  religions,  and  no  place  for 
narrowness  of  feeling  or  bigotry. 

Other  speakers  during  the  evening  were  Aid.  James 
Robinson,  who  responded  for  the  city,  and  Mayor  Gal- 
braith,  of  Westmount,  who  spoke  for  that  municipality; 
Farquhar  Robertson,  Vice-President  of  the  Board  of 
Trade;  A.  A.  Roy,  of  the  Chambre  de  Commerce,  and  C. 
A.  Chouillou,  of  the  Chambre  de  Commerce  Francaise, 
who  responded  to  Trade  and  Commerce;  Thomas  Henry, 
who  replied  to  Transportation. 

An  orchestra  did  good  service  during  the  banquet 
and  were  aided  and  abetted  in  popular  airs  by  the  trav- 
elers themselves. 

A  Stormy  Business  Meeting. 

The  resolution,  of  which  notice  had  been  given  by  H. 
W.  Hopwood,  to  bring  the  maximum  mortuary  beneht 
for  the  years  1904  and  1905  up  to  $1,000,  made  a  storm 
centre  out  of  the  annual  meeting  of  the  Canadian  Com- 
mercial Travelers'  Association  Wednesday  afternoon  in 
St.  George's  Hall,  Toronto.  Mr.  Hopwood's  argument 
was  that,  in  all  justice,  the  beneficiaries  of  those  mem- 
bers who  died  in  the  years  mentioned  were  entitled  to 
$1,000  instead  of  $750.  The  action  of  the  directors  had, 
he  contended,  been  taken  in  opposition  to  the  expressed 
wishes  of  the  members. 

The  resolution  was  lost  after  a  two-hour  debate,  in 
which  about  a  score  of  members  took  part. 

The  outstanding  feature  of  the  annual  report  for  the 
past  year,  of  the  Board  of  Directors,  presented  by  James 
Sargent,  secretary,  was  the  fact  that  the  sum  of  $32,- 
780.77  had  been  carried  to  permanent  reserve  notwith- 
standing the  very  heavy  death  rate,  the  amount  paid 
for  mortuary  benefits  being  $60,422.50  with  unadjusted 
claims  amounting  to  $8,000.  The  general  expenses  uf 
the  year  were  $4,517.54,  office  expenses  $3,641.59,  and 
building  expenses  $2,504.03.  There  had  been  received 
from  certificates,  $86,570.50;  net  interest,  $24,381.28; 
rentals,  $3,683.47;  total  receipts,  $117,763.47.  The  per- 
manent reserve  now  amounted  to  $616,201.22. 

The  total  membership  on  Nov.  30  was  8,640,  being: 
an  increase  of  109. 

The  receipts  of  the  relief  fund  amounted  to  $2,374.55. 
Twenty-five  relief  claims,  amounting  to  $828.55  had  been 
paid,  leaving  a  balance  of  $1,546. 

Further  complaints  had  reached  the  board  re  hotel 
accommodation    in    local    option    districts,    and  a  com- 


mittee was  appointed  to  wait  on  the  Government.  As 
a  result  there  was  every  prospect  that  the  evils  would 
soon  be  remedied. 

E.  Fielding  Returned  as  Treasurer. 

The  contest  for  the  position  of  treasurer  was  be- 
tween J.  H.  Kennedy  and  E.  Fielding.  The  latter  was 
returned  by  a  large  majority.  The  total  number  of 
ballots  received  was  1,943,  of  which  74  were  spoilea. 
Following  are  the  successful  candidates  and  their   votes: 

Toronto  Board— Treasurer,  E.  Fielding,  1,188;  di- 
rectors, J.  W.  Wildfong,  1,228,  G.  W.  Moore,  1,168,  J. 
H.  Lumbers,  1,076,  W.  J.  Micks,  1,067,  C.  J.  Tuthill. 
1,062,  James  G.  Cane,  997,  Harry  Ellis,  955,  W.  H. 
Scott,   919,  A.   C.   Rogers,   905. 

Hamilton  Board— 1st  vice-president,  E.  J.  Fenwick, 
864;  directors,  Arthur  Hatch  1,023,  W.  H.  Dean  1,006, 
E.  O.  Zimmerman  915,  G.  M.  McGregor  877,  H.  G. 
Wright  853,  C.  C.  Smye  768. 

The  president,  John  Gibson,  and  past-president,  I.. 
A.  Howard,  were  appointed  as  representatives  on  the 
Industrial   Exhibition  board. 

A  suitable  testimonial  will  be  prepared  for  presenta- 
tion to  the  retiring  president. 

At  the  nomination  meeting,  John  Gibson,  of  Gordon 
MacKay  &  Co.,  was  elected  president;  Robert  Gemmell, 
of  John  Macdonald  &  Co.,  first  vice-president,  and  S. 
M.  Sterling,  of  Thos.  Ogilvie  &  Sons,  second  vice-presi- 
dent of  the  association  by  acclamation. 

The  retiring  president,  in  his  address,  read  a  letter 
from  the  auditors  with  reference  to  the  earnings  of  the 
accident  insurance  department,  which  had  been  carried 
to  the  permanent  reserve  fund.  Beginning  with  the  year 
1891,  the  total  salaries  paid  in  17  years  were  $32,050; 
average  per  year,  $1,882;  total  accident  insurance  profit, 
$21,200.  The  difference  between  these  two  figures  showed 
$10,790,  or  an  average  of  $635  per  annum.  All  revenue 
received  from  accident  insurance  at  the  present  time 
goes  to  the  association. 

Mr.  Howard  referred  in  terms  of  regret  to  the  fact 
that  the  1st  vice-president  of  the  Hamilton  Board, 
Major  J.  H.  Herring,  was  retiring,  after  thirty  years' 
service. 

The  retiring  president  thanked  the  members  of  the 
board  for  the  able  assistance  they  had  given  him  during 
his  twelve  years'  of  service.  It  was  with  great  regret, 
he  said,  that  he  severed  his  connection  with  the  associa- 
tion as  president,  and  he  expressed  his  appreciation  of 
the  kindness  which  had  always  been  shown  him. 

An  Evening  of  Good  Fellowship. 

The  annual  banquet  of  the  association  was  held  on 
the  evening  of  Wednesday,  Dec.  23rd,  at  McConkey's, 
Toronto.  The  occasion  was  marked  by  great  jollity  and 
good  fellowship. 

The  guests  of  the  evening  were  notable  as  including 
some  of  Canada's  foremost  public  men.  On  Mr.  How- 
ard's left  were  Hon.  (ieo.  P.  Graham;  Hugh  Blain;  Wm. 
Grey,  London,  Past  President  Western  Travelers'  As- 
sociation; President-elect  John  Gibson;  W.  J.  Moody; 
Harry  Redlington;  Lieut.-Col.  John  Stoneman,  Hamil- 
ton, and  Arthur  Hatch,  Hamilton.  On  his  right  were 
Hon.  W.  J.  Hanna;  W.  K.  George;  S.  R.  Wickett;  Mayor 
Oliver;  E.  Fielding,  Treasurer;  S.  M.  Sterling,  and  W. 
J.  Micks,   chairman  of  the  banquet  committee. 

In  responding  to  the  toast  of  "The  Dominion  Par- 
liament," proposed  by  J.  H.  Wildfong,  of  Gordon  Mae- 
Kay  &  Co.,  Hon.  G.  P.  Graham  said  that  the  travelers 
were  the  real  commercial  men.  The  manufacturers  could 
make  goods,  the  retailers  may  be  willing  to  buy,  and 
the  consumers  might  want   supplies  ever  so  badly,   but 
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the  traveling  salesman  was  a  necessary  link  in  the  com- 
mercial chain.  We  used  to  order  goods  by  letter  and  we 
took  a  holiday  once  or  twice  a  year  visiting  the  whole- 
sales, said  Mr.  Graham,  but  things  have  changed  and 
the  greatest  grudge  the  retailers  now  have  is  that  the 
traveling  salesmen  have  made  unnecessary  these  trips, 
yet  the  public  is  better  served  by  having  goods  reach 
the  consumer  by  the  most  direct  route. 

Railway  Staffs  Reduced. 
"There  is  nothing  Canadians  ought  to  be  so  proud  of 
as  her  railways,"  said  Mr.  Graham.  "Her  mileage  of 
22,966  on  June  30,  1908,  was  the  greatest  per  capita  in 
the  world,  yet  this  is  increasing  so  rapidly  that  the 
total  on  December  1  was  23,752,  an  increase  of  1,300 
miles  in  twelve  months,  and  there  are  yet  under  con- 
struction 1,327  miles.  This  is  a  remarkable  record  for 
a  young  country,  and  the  money  spent  in  helping  the 
railways  is  the  best  our  people  have  ever  made.  In  nine 
years  traffic  has  increased  104  per  cent. — a  great  tribute 
to  the  activity  of  the  commercial  travelers  as  well  as 
showing  the  great  resourcefulness  of  our  people. 


F.    N.    PICARD 

Of  Perrin  Freres,  Montreal,  a  Director  of  the  Dominion 

Commercial  Travelers'  Association. 


There  has  been  a  stringency  during  the  past  year, 
yet  nearly  2,000,000  more  passengers  have  traveled  on 
Canadian  railways  in  this  time,  while  794,968  tons  less 
freight  has  been  carried.  The  working  force  of  the  rail- 
ways has  been  decreased  17,608  during  the  past  year, 
yet  the  wages  paid  out  were  $1,657,114  in  excess  of  the 
previous  year.  Fully  one-fifth  of  the  people  of  Canada 
earn  their  living  out  of  the  railways  and  canals  of  our 
country.  We  cannot  afford,  therefore,  to  have  our  rail- 
way expansion  stopped  or  even  checked. 

"One  optimist  is  worth  forty-five  pessimists  in  any 
business,"   said  Mr.    Graham   in  concluding. 

Hotel  Accommodation. 

Hon.  W.  J.  Hanna  responding  to  the  toast  "The  On- 
tario Legislature,"  proposed  by  W.  J.  Micks,  made  a 
statement  that  was  cheered. 

The  Government  intends  not  only  to  see  that  fire 
escapes  are  provided  on  all  hotels,  he  said,  but  that 
sanitary  conveniences  are  also  provided  in  and  about 
hotel  premises,  a  matter  suggested  by  the  travelers  and 
considered  necessary  by  the  Government.     (Cheers.)    The 


Government  have  decided  that  the  precautions  outlined 
by  the  commercial  travelers,  the  necessity  for  which 
clearly  exists,  should  be  observed,  and  steps  will  at  once 
be  taken  to  meet  as  far  as  possible  the  wishes  of  the 
travelers.  Next  year  we  expect  to  have  someone  as- 
signed to  that  particular  work,  whose  business  it  will 
be  to  see  that  a  standard  is  set  and  lived  up  to.  We 
will,  next  session,  have  legislation  passed  making  it 
requisite  that  hotelkeepers  do  not  delay  too  long  the 
making  of  improvements  in  this  regard  and  in  meeting 
the  requirements  of  the  law. 

"The  question  of  hotel  accommodation  in  local  op- 
tion towns  was  a  difficult  one.  Whether  there  should  be 
a  municipal  license,  a  provincial  license,  or  what  should 
be  done  Mr.  Hanna  could  not  at  present  say,  and  could 
make  no  promise,  but  the  matter  had  received  and 
would  still  further  receive  consideration. 

E.  Fielding,  the  re-elected  treasurer  of  the  associa- 
tion, proposed  "The  Manufacturing  Interests,"  to  which 
W.  K.  George  responded.  In  the  course  of  his  speech  he 
stated  that  it  had  never  been  the  policy  of  the  Manufac- 
turers'   Association    to    ask    for    unnecessary    protection. 

"But  we  have  pressed  for  such  a  measure  of  pro- 
tection," said  he,  "as  would  lead  to  the  establishment 
of  Canadian  industries  and  give  our  own  manufacturers 
a  fair  opportunity  to  succeed  in  securing  the  trade  of 
their  own  country  against  the  unfair  competition  of 
either  the  cheap,  I  had  almost  said,  pauper,  labor  of 
Europe,  or  of  the  tremendously  developed  and  highly 
specialized  industries  of  the  country  to  the  south  of  us. 

"And  again  permit  me,  as  one  conversant  with  the 
subject,  to  state  most  emphatically^and  this  is  the  en- 
dorsement of  the  whole  policy — that  the  great  majority 
of  the  industries  which  we  have  in  Canada  to-day  have 
been  established  solely  on  account  of  the  measure  of 
protection   which  has  been  afforded  to  them. 

"And  in  the  industrial  development  thus  secured,  the 
agriculturalist  is  vitally  interested,  because  it  furnishes 
him  to  a  very  large  degree  with  what  is  by  all  odds  his 
most  profitable  market,  namely,  his  home  market." 

Hugh  Blain,  the  first  auditor  of  the  association,  and 
one  of  the  oldest  members,  responded  to  the  toast  "The 
Wholesale  and  Retail  Interests."  The  toast,  "Sister 
Associations,"  proposed  by  President  .John  Gibson,  was 
responded  to  by  S.  R.  Wickett  and  Wm.  Gray. 

Music,  song  and  story  filled  in  the  gaps  between  the 
speeches  and  proved  a  strong  element  in  the  evening's 
enjoyment. 

Pension  Fund  Not  in  Favor. 

The  proposal  to  establish  a  pension  fund  did  not  find 
favor  at  the  annual  meeting  of  the  Dominion  Commer- 
cial Travelers'  Association,  held  in  Montreal,  Dec.  12. 
A  motion  to  admit  lady  travelers  as  members  was  also 
lost   after   considerable   discussion. 

Retiring  President  Egan  reported  that  the  year  had 
been  a  most  satisfactory  one,  a  larger  amount  than  ever 
having  been  added  to  the  reserve  fund.  During  the  year 
833  new  members  were  enrolled,  and  the  present  mem- 
bership is  6,194.  The  net  surplus  for  the  year  was  $2J,- 
935.86,  which,  added  to  capital  account,  made  a  grand 
total  of  $315,732.14.  Mortuary  claims  were  lighter  than 
last  year,  being  56,  against  62. 

The  hospital  fund  report  showed  a  balance  of  $2 '0.91. 
The  trustees  of  the  educational  fund  reported  $L86.66 
expended.  The  amount  on  hand  was  $64.53,  and  an  ap- 
propriation  of  $150   was  recommended. 

The  question  as  to  whether  commission  received  |.y 
travelers  should  be  considered  as  salary  was  referred  to 
the  board. 
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Mr.  Egan,  on  retiring  from  the  chair,  thanked  tho 
members  for  their  loyalty  to  him  (lining  the  past  voar. 
He  then  announced  the  election  by  acclamation  for  the 
coming  year  of  S.  J.  Mathewson  as  president;  J.  3evan:i 
Giles  as  vice-president,  and  Maxwell  Murdock  as  tteasiir- 
er.  Out  of  2,305  votes  cast  for  directors,  the  iollowii!;> 
secured  election:  Messrs.  V.  N.  Picard,  H.  M.  Levine,  L. 
Decelles,  A.  J.  Brown  and  C.  D.  O'Brien.  These  gentle- 
men will  act  concurrently  with  the  other  five  directors 
making  up  the  board. 

President-elect  S.  .J.  Matiiewson  then  took  the  chair 
amid  applause.  He  made  a  neat  little  speech,  stating 
his  appreciation  of  the  honor  shown  him,  and  requesting 
a  continuance  during  his  term  of  office  of  the  loyalty 
shown  by   the  members  during  1908. 

Admitted  Ladies  to  Membership. 

The  Maritime  Commercial  Travelers  are  admitting 
ladies  into  membership  of  their  association.  At  the 
annual  meeting,  held  Dec.  9  in  Halifax,  a  resolution  to 
that  effect"  was  passed. 

The  secretary  reported  the  membership  as  869,  as 
compared  with  81G  a  year  ago. 

In  the  election  of  officers,  K.  A.  March,  St.  John, 
was  chosen  president,  and  the  vice-presidents  for  New 
Brunswick  are:  R.  J.  Humphrey,  St.  John;  A.  E.  Mas- 
sie,  Fredericton;  J.  E.  Petrie,  and  J.  Pope  Barnes,  St. 
John. 

Vice-presidents  for  Nova  Scotia— Chas.  Blackie,  D. 
R.  Rutherford,  A.  Milne  Eraser,  D.  Hockin,  Halifax. 

Directors— H.  E.  Pyke,  William  Tapp,  C.  T.  Her- 
mann, together  with  R.  H.  McCulloch,  .J.  B.  Douglas 
and  P.  T.   Strong. 

The  report  showed  that  of  the  869  members,  499  are 
registered  at  Halifax,   and  370  at  St.    John,  N.B. 

Four  members  entitled  to  mortuary  benefits  died 
during  the  year,  H.  M.  Doane,  Archibald  McLean,  Bern- 
ard Quinan  and  Capt.  Thomas  Douglas,  the  last  named 
being  a  past  president  of  the  association. 

Seventeen  accident  and  sickness  claims  were  present- 
ed by  members  during  'the  year,  aggregating  $476.76,  all 
of  which  were  settled  promptly  by  the  Canada  Accident 
Assurance  Company. 

With  the  object  of  strengthening  the  reserve  funds  of 
the  association  it  was  proposed  that  the  $1,000  accident 
insurance  heretofore  provided  to  members  at  the  exoense 
of  the  association,  should  be  discontinued  and  that  a 
modified  scale  of  mortuary  benefits  shall  be  adopted  for 
members  joining  the  association  from  after  Jan.  1,  1909. 
The  directors  have  arranged  with  the  Canada  Accident 
Assurance  Company  to  continue  the  special  rates  for 
accident  insurance  to  members  of  the  association  who 
may  desire  such  protection. 

The  audited  statements  of  the  secretary  and  the 
cashier  show  an  increase  in  the  funds  of  $4,858  for  the 
year,  and  that  the  total  reserve  now  amounts  to 
$47,716. 

The  meeting  unanimously  decided  to  abolish  the  ac- 
cident insurance  privilege.  It  was  also  decided  to  extend 
the  time  in  which  members  shall  qualify  for  the  maxi- 
mum benefit  from  thirteen  years  to  twenty-four  years. 
This  refers  only  to  new  members  and  went  into  effect  at 
the  beginning  of  the  year. 

-¥: 

Western  Ontario  Travelers. 

The  financial  report  of  the  Western  Ontario  Commer- 
cial Travelers'  Association,  presented  at  the  annual 
general  meeting  in  I^ondon,  Dec.   5th,   showed  an  excess 


of  assets  over  liabilities  of  $175,210.30,  with  $357  cash 
balance  in  tho  bank.  This  condition  of  affairs  was 
highly  gratifying  to  the  members.  The  sum  of  $17,000 
had  been  added  to  the  reserve  fund  during  the  year. 

President  John  T.  Green  and  his  staff  of  officers  were 
re-elected  for  another  year.  In  his  annual  address  Mr. 
Green  referred  to  the  fact  that  from  every  quarter  came 
the  most  optimistic  reports  as  to  the  revival  of  business. 
The  effects  of  the  recent  financial  stringency  were  rapidly 
disappearing  and  a  better  tone  was  noticeable.  The  uni- 
versally good  crops  and  higher  prices  for  all  products 
had  materially  assisted  in  overcoming  the  depression. 

The  membership  of  the  association  at  present  is  2,- 
482,  about  the  same  as  last  year,  and  the  largest  in 
history.  The  benefit  fund  had  shown  an  increase  of 
about  400  members.  During  the  year  death  claims  am- 
ounting to  $10,915  had  been  paid.  Allowing  for  all  ex- 
penditures, the  reserve  fund  amounted  to  $175,210.30. 
This  sum  is  the  largest  in  the  history  of  the  association, 
and  a  source  of  much  satisfaction  to  all  the  members. 

The  officers  elected  were  as  follows: 

President — J.   T.   Green,  re-elected. 

First  vice-president — R.   E.   Davis,   re-elected. 

Second   vice-president — Alex.    D.   Ferguson,    re-elected. 

Third  vice-president— .John  Lennox,  Hamilton,  re- 
elected. 


JOHN  T.   GREEN 

Re-elected  President  of  the  Western  Ontario  Commercial 
Travelers'  Association. 


Treasurer— W.  L.  Underwood,  London,  re-elected. 

Directors  for  London— W.  Smithson,  H.  W.  Lind,  W. 
D.  Wright,  A.  S.  Wallace,  R.  H.  TurnbuU,  E.  N.  Han- 
nah, P.  M.  Millman,  Frank  Lawson,  F.  E.  Harley;  for 
Toronto,  Wm.  Stone,  H.  Horsman,  A.  E.  Johnston;  for 
Ottawa,  F.  E.  Breckenridge;  for  Hamilton,  George  Hope, 
.John  Booker,  H.  R.  Thurber;  for  Stratford,  Jas.  Dowe; 
for  Brantford,  George  Watt,  jr.;  for  St.  Mary's,  James 
Maxwell;  for  Montreal,  H.  H.  Hannon,  H.  A.  Bordeau; 
for  Ayr,  John  G.  Watson;  for  Oshawa,  Major  R.  Dillon; 
for  St.  John,  N.B.,  A.  T.  Lane,  George  H.  Clarke;  for 
St.  Thomas,  B.  F.  Honsinger;  for  Woodstock,  Alby  Rob- 
inson, R.  G.  Bickerton,  J.  E.  Ferguson;  for  Windsor, 
James  F.  Smyth;  for  Chatham,  Charles  Hadley,  A.  E. 
Merritt;  for  Ingersoll,  Wm.  Watterworth,  C.  W.  Johns- 
ton; for  Sarnia,  Wm.  Storey;  for  New  Hamburg,  J. 
Ratz;  for  Winnipeg,  H.  J.  Boyd,  H.  W.  Little;  for  Ayl- 
mer,  R.  G.  B.  Moore;  for  Calgary,  J.  A.  Brookbank;  for 
Victoria,  B.C.,  T.  Harry  Slater.  -^    -i- 
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Applying    System    to    the    Dress     Goods    Department 

Greatest  Amount  of  Daylight  Should  Be  Available — Pointers  as  to  Arrangement  of  Stock — Keep- 
ing Accurate  Records  -Familiarizing  Clerks  with  Ads. — Special  Orders  as  An  Accommodation. 

By  A.  J.  Dugal,  Manager  Dress  Goods  Department,  W.  H.  Scroggie,  Montreal. 


The  methods  and  ideas  here  described  may  be  adopted 
in  full  in  departmentized  stores : 

Fixtures. 

Fixtures  for  the  dress  goods  and  staple  departments 
should  be  made  in  the  following  proportions:  Height  5 
feet,  by  depth  2  feet  6  inches,  which  will  provide  for  the 
wide  width  fabrics. 

Each  shelf  should  measure  12  inches  in  height  by  32 
inches  in  length.  The  counters  for  the  sale  of  dress  goods 
and  staples  should  measure  26  inches  in  width  and  32 
inches  in  height.  Aisle  space  between  counter  and  fixtures 
should  measure  30  inches. 

In  arranging  for  the  location  of  a  dress  goods  depart- 
rhent,  it  should  be  remembered  that  this  department 
should  be  given  the  position  where  the  greatest  amount 
of  daylight  is  available. 

Stock  Arrangements. 

An  up-to-date  dress  goods  department  should  be 
divided  in  sections  as  follows: 

Section  No.  1 — Black  dress  goods  of  all  descriptions. 

Section  No:  2 — Cream  dress  goods. 

Section  No'.  3 — All  light  weight,  piece-dyed  dress 
fabrics,  sucll  as  cashmeres,  nun's  veiling,  poplins,  serges, 
etc. 

Section  No.  4 — Silk-mixed  fabrics  and  colored  ma- 
terials suitable  for  evening  costumes. 

Section  No.  5 — Fancy  tweeds  and  suitings. 

Section  No.  6 — Broadcloths  and  Venetians. 

Each  of  these  sections  should  be  in  charge  of  a  head 
clerk,  whose  duty  is  to  keep  stock  in  good  shape,  and  in- 
form the  department  manager  as  to  tlie  condition  of  as- 
sortment. 

Goods  should  be  arranged  in  fixtures  according  to 
color,  always  placing  the  largest  pieces  at  the  bottom. 

Price  Tickets. 

The  best  method  for  marking  selling  prices,  etc.,  on 
dress  goods  is  to  use  cardboard  as  used  for  silks.  This 
cardboard  must  be  measured  to  cover  the  end  of  the  board 
on  which  goods  are  rolled,  and  of  such  length  that,  when 
folded  in,  can  be  shoved  in  on  both  sides  of  the  board 
about  six  inches.  By  cutting  cardboard  at  the  sides  it 
admits  of  easy  adjustment.  The  illustration  below  will 
give  a  clear  idea  of  the  way  to  mark  all  dress  goods. 

The  first  number,  1512,  is  supposed  to  be  the  record 
number  which  will  enable  tracing  where  this  piece  was 
entered  in  the  record  book  when  received.  The  number 
14678  is  the  i.nvoice  number.  This  invoice  number  is  given 
so  that  at  any  time  the  buyer  can  trace  invoice  if  required. 
The  next  number  (2)  is  a  part  of  the  buyer's  system,  and 
stands  for  the  name  of  the  manufacturer  from  whom 
goods  were  bought.  When  buying  goods  from  a  new  firm 
the  buyer  always  enters  the  name  in  a  pocket  reference 
book,  and  places  a  number  next  to  it  by  which  number 
this  firm  will  be  known  to  him  in  the  future.  A  letter  is 
used  on  the  card  to  show  the  year  these  goods  were  re- 
ceived, every  year  having  a  new  letter.  Thus,  if  A  stands 
for  1908,  B  would  stand  for  1909,  and  so  on.  The  season 
letter  and  number  system  is  nearly  ideal  for  seasonable 
merchandise,    as   a   stock   list    immediately     betrays     the 


length  of  stay  of  any  item.  A  glance  at  a  price  ticket 
tells  you  at  once  the  complete  story  of  a  piece  of  goods. 
The  letters  iw  are  a  private  cost  mark  and  known  only  to 
the  buyer. 

Accurate  Record  Kept. 

A  stock  record  system  should  be  employed  which  ac- 
counts faithfully  for  every  piece  received. 

Each  section  is  supplied  with  one  of  these  record 
books,  which  are  ruled  with  a  margin  space  of  2yo  inches 
lo  allow  the  placing  of  a  small  sample  and  with  7  columns 
to  enter  the  piece  number  or  record  number,  firm  number, 
cost,  selling,  quantity,  date  received,  invoice  number  and 
remarks. 


Card  for  marking  dress  goods.     The  faint  lines  in  the  center  are  creases, 

the  width  between  them  being  equivalent  to  the  thickness  of  the  board 

on  which  goods  are  rolled.    The  ends  of  the  card  are  easily  inserted 

on  each  side  of  the  board,  with  the  narrow  panel,  containing 

the  record  covering  the  end. 

When  goods  have  been  checked  in  receiving  room  by 
the  buyer  they  are  sent  to  each  department  and  imme- 
diately the  head  clerk  in  each  section  cuts  a  small  sample 
21/2  inches  long  by  1  inch  wide  This  small  pattern  is  at 
once  pasted  in  the  record  book,  and  if  the  piece  previous- 
ly received  had  been  given  the  number  1372,  this  piece  will 
be  given  1373,  and  consecutive  numbers  of  all  future 
pieces.  The  numbers  will  appear  on  the  price  ticket.  Thus 
it  will  only  take  a  moment  to  trace  the  entry  in  the  re- 
cord book  to  find  out  when  it  came  into  stock,  what  quan- 
tity was  received,  etc.,  etc. 

Receiving  and  Checking  Room. 

All  city  goods  must  be  accompanied  with  invoice  or 
will  not  be  received.  When  parcels  enter  the  receiving 
room,  the  invoice  is  taken  by  the  receiver,  who  hands  the 
same  to  one  in  charge  of  checking  orders  with  invoices. 
The  same  persons  have  large  sheets  on  which  they  enter 
the  shipper's  name,  the  amount  on  face  of  invoice,  etc.. 
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then  place,  with  an  automatic  num'bering  machine,  a  num- 
ber. The  same  number  is  also  placed  on  the  invoice. 
These  large  sheets  are  sent  to  the  bookkeeper's  office 
every  day  and  filed  in  book  form. 

After  the  invoices  liave  been  carefully  checked  with 
the  buyer's  orders,  and  found  correct,  they  are  placed  on 
the  department  pile,  where  the  buyer  will  find  them  ready 
for  him  to  check. 

The  checking  and  marking  is  done  by  each  buyer,  and, 
next  to  the  cost  price  on  invoice,  he  will  place  the  selling- 
price.  The  invoices  are  then  o.k.  by  the  buyer  and  re- 
turned to  the  general  office,  who  will  check  the  same  with 
the  sheet  first  given  them  by  the  order  hand,  if  any,  or  if 
not  returned,  the  office  will  soon  find  an  invoice  is  miss- 
ing, through  this  record  sheet,  and  a  duplicate  must  be 
called  for  at  once. 

Order  Books  and  Special  Orders. 

The  keeping  up  of  the  assortment  in  dry  goods  stores 
is  one  of  the  vital  points  to  assure  success.  An  effective 
method  should  be  employed  so  as  to  ascertain  that  the 
"bread  and  butter"  lines  are  not  temporarily  neglected. 
Sizes  and  colors  run  out  and  sometimes  even  the  last  piece 
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Form  used  in  want  or  order  book  for  the  Dress  Goods  Department. 

of  a  number  sold  out  unknowingly  An  excellent  system 
to  answer  this  purpose  and  which  has  been  successfully 
worked  in  large  stores  is  to  have  in  each  section  a  want 
or  order  'book  made  in  duplicate  leaf.  Clerks  are  notified 
that  they  must  enter  in  this  'book  all  goods  called  for 
which  are  not  in  stock,  also  state  what  is  the  nearest  in 
stock.  When  all  details  are  entered  in  order  book  the 
clerk  must  call  the  floorman  and  have  him  sign.  By  so 
doing,  both  of  them  are  acquainted  with  the  fact  that 
such  line  is  out  of  stock.  Then  one  copy  is  sent  to  an 
employe  who  has  charge  of  all  orders  for  the  entire  store. 
The  second  copy  remains  in  order  book,  and  until  advised 
otherwise  by  the  buyer  himself,  this  order  must  be  re- 
peated every  day  until  goods  are  received.  Twice  a  day, 
morning  and  noontime  the  procurer  calls  for  these  orders 
and  hands  them  to  department  managers  who  gives  him 
instructions  as  to  buying,  where  to  buy,  what  quantity, 
what  price  to  pay,  etc.  If  the  buyer  wishes  to  attend  to 
any  of  these  orders  himself  he  will  keep  the  memo.,  or  if 
he  finds  that  such  articles  are  not  needed  he  will  have  the 
duplicate  order  turned  up  and  marked  "cancelled"  with 
his  signature.  This  book  is  also  used  to  enter  all  special 
orders. 

Special  Orders. 

Special  orders  are  a  "bother,"  but  the  bother  is  well 
worth  while.  Some  few  stores  look  upon  them  as  an 
"accommodation"  unproductive  of  revenue.  Hundreds 
of  stores  are  making  a  strong  drawing  card  by  their  abil- 
ity and  willingness  to  fill  special  orders  quickly  and  satis- 
factorily. 

Up-to-date  dry  goods  stores  should  make  it  a  point  to 
offer  to  procure  for  customers  any  kind  of  goods  which 
they  are  looking  for  and  not  in  stock,  but  the  success  of 
these  special  sales  depends  largely  upon  the  effectiveness 
of  the  system  employed.  It  must  be  such  as  will  prevent 
any  unnecessary  delay  in  delivery  and  frequent  disappoint- 
ment in  the  execution  of  the  details  of  the  order. 


Ads  and  Clerks. 

See  that  ads  and  clerks,  the  two  are  not  total  strangers 
to  each  othex",  thus  avoiding  a  bad  example.  Employes 
should  know  what  you  are  advertising.  Customers  should 
not  come  into  your  store  and  call  for  advertised  goods 
only  to  'be  met  by  a  blank  stare  of  incomprehension  on  the 
part  of  any  of  your  clerks.  This  does  happen  occasion- 
ally with  some  individual  clerk  even  in  the  best  regulated 
store.  It  gives  a  very  bad  impression  to  a  customer  to 
find  that  clerks  know  less  about  your  goods  than  she 
herself  does.  In  order  to  avoid  these  discreditable  con- 
ditions, you  should  arrange  to  have  supplied,  by  the  ad- 
vertising department,  newspaper  copy  for  all  floor  man- 
agers whose  duty  it  will  be  to  communicate  with  the  clerks 
and  instruct  them  respecting  the  sale  which  will  take 
place  next  day.  All  goods  advertised  for  a  special  sale 
should  be  placed  on  show  tables  before  leaving  the  store 
the  night  previous  to  the  sale. 

Stocktaking. 

In  large  departmental  stores  it  is  advisable  to  take 
inventory  of  stock  twice  a  year.  Stocks  are  taken  at  the 
marked  selling  price,  and,  by  deducting  from  the  total 
thus  secured,  the  estimated  profit  taken  on  goods,  reliable 
approximate  figures  on  which  calculations  may  be  safely 
made  are  thus  seewred. 


Presented  With  Case  of  Silver. 

On  the  occasion  of  his  marriage  recently,  Ed.  Camp- 
bell, buyer  for  the  carpet  and  housefurnishing  depart- 
ment of  John  Macdonald  &  Co.,  was  presented  by  the 
staff  with  a  very  handsome  case  of  silver.  Mr.  Campbell 
entered  the  employ  of  the  company  as  a  graduate  from 
college  and  has  I'isen  rapidly  to  the  head  of  his  depart- 
ment. 


Ed.  Campbell,  Buyer  for  the  Carpet  and  Housefurnishing  Department 

of  John  Macdonald  &  Co.,  who  was  Presented  with  a  Case  of  Silver 

by  the  Staff  on  the  Occasion  of  his  Marriage  Recently. 

The  presentation  was  made  by  John  Macdonald, 
president  of  the  company,  who  referred  in  terms  of 
praise  to  Mr.  Campbell's  success  in  the  department  of 
which  he  had  charge,  and  also  extended  seasonable  well 
wishes  on  behalf  of  the  company  and  staff. 

Mr.  Campbell  thanked  them  heartily  for  the  gift  and 
expressed  his  appreciation  of  the  kindly  sentiments  which 
accompanied  it. 
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News  of  the  Canadian  Fur  Trade 


Sample  lines  for  1909-1910  are  uow  being  pre- 
pared. Manufacturers  regard  the  business  prospect 
very  hopefully. 

Action  is  being  taken  with  the  object  of  correct- 
ing those  evils  growing  out  of  the  misnaming  of 
furs. 

The  prevalance  of  cold  weather  has  improved 
the  condition  of  trade  considerably  throughout 
Canada. 

The  London  sales  for  1909  have  been  announced 
and  are  being  looked  forward  to  with  considerable 
interest. 


Progress  of  the  Fur  Association. 

Developments  during  December  regarding  the  forma- 
tion of  a  wholesale  fur  association  are  such  as  to  prac- 
tically assure  its  success. 

Those  in  charge  have  secured  the  active  co-operation 
of  important  Montreal  houses  and  have  interested  the 
trade  in  Toronto  and  other  points.  A  meeting  will  be 
held  early  this  month  when  it  is  expected  all  details  will 
be  settled. 

Annual  Review  and  Forecast. 

The  annual  review  and  forecast  of  Becker  Bros.  &  Co., 
New  York,  is  always  regarded  as  particularly  able  in  fur 
circles.     The  following  excerpts  will  be  interesting: 

"The  season  of  1907-1908  may  well  be  termed  a 
memorable  one. 

"Just  at  the  time  when  the  sale  of  furs  was  progress- 
ing most  favorably  the  financial  panic  suddenly  appeared 
like  a  thunderbolt  out  of  a  clear  sky,  demoralizing  credit 
and  confidence,  if  not  nearly  destroying  the  same  for  the 
time  being,  and  resulting  in  marked  curtailment  in  the 
use  of  all  commodities  save  the  necessities  of  life. 

"The  basis  of  values,  as  far  as  domestic  conditions 
were  concerned,  was  practically  destroyed  for  the  time 
being,  and  but  for  the  better  conditions  then  prevailing  in 
Europe  there  is  no  telling  how  low  values  might  have 
dropped." 

"Naturally,  the  articles  most  directly  affected  were 
those  that  had  previously  found  their  main  support  in  the 
American  demand;  some  of  these  had  reached  such  ab- 
normally high  values  that  great  reductions  in  prices  were 
required,  entailing  large  losses  and  the  suspension  of  many 
firms  who  could  not  realize  on  their  assets. 

"Recovery  from  the  extreme  stagnation,  naturally 
slow  for  several  months,  has  nevertheless  been  more 
steady  than  the  most  sanguine  could  have  hoped  for,  a 
condition  which,  better  than  anything  else,  reflects  the 
fundamentally  sound  condition  of  the  country  at  large. 

"That  business  in  general  has  not  yet  assumed  normal 
proportions  is  best  evidenced  by  the  accumulation  of 
money  in  all  reserve  centres,  indicating  that  a  further 
period  of  time  is  still  to  elapse  until  full  recovery  from 
the  depression  will  be  established.     To  this  end  nothing 


will,  perhaps,  be  more  conducive  than  the  reasonableness 
of  prices,  which  always  stimulate  demand  and  activity 
when  kept  within  the  reach  of  the  consumer. 

"The  sharp  fluctuations  in  this  particular  line  may  be 
largely  attributed  to  the  tendency  to  drive  up  prices  upon 
a  mere  possibility  of  demand,  and  when  this  fails  to  ma- 
terialize the  reaction  is  naturally  all  the  greater. 

"The  underlying  conditions  at  present  may  be  regard- 
ed as  inspiring  confidence  for  the  future,  the  bountiful 
harvests  and  the  gradual  re-employment  of  labor  indicat- 
ing a  steady  return  to  normal  conditions  and  prosperous 
times." 

Hats  and  Caps, 

A  particularly  bright  Spring  season  is  in  prospect  for 
the  hat  trade,  judging  from  the  showing  already  made  by 
advance  orders.  The  decided  popularity  of  the  green 
shades  in  soft  hats  is  undoubtedly  developing  good  'busi- 
ness in  that  department,  and  both  manufacturers  and  re- 
tailers are  producing  and  buying  with  that  trend  as  a 
basic  fact.  It  is  quite  evident  that  stocks  throughout  the 
country  are  at  a  good  placing  level,  and  that  the  distinc- 
tion contained  in  the  new  styles  will  promote  good  selling. 

In  straws  an  exceptionally  good  placing  record  is  re- 
ported. The  wide  brimmed  styles  have  been  well  patron- 
ized, and  from  the  extent  of  the  buying  in  all  sections,  it 
is  plain  tbat  the  retailer  has  little  deadwood  on  his  hands. 

In  caps,  the  golf  styles,  both  in  lightweights  and 
blacks,  are  making  a  strong  showing.  These  lines  have  a 
particularly  wide  range,  in  tweeds,  beavers  and  other 
heavy  materials,  and  some  houses  report  that  they  have 
noticed  a  growing  demand  for  higher-priced  goods,  not 
only  from  the  men's  furnisher,  but  also  from  the  dry 
goods  merchant. 

"To  my  mind,  the  retailer  could  do  much  better  with 
his  caps  if  he  would  give  them  better  display,  both  in  his 
store  and  in  his  windows,"  said  a  manufacturer.  "One 
complaint  is  that  the  country  merchant,  as  a  rule,  cannot 
do  much  with  high-priced  lines.  From  actual  instances  to 
the  contrary,  I  have  no  hesitancy  in  saying  that  a  great 
portion  of  the  fault  rests  with  the  merchant  himself.  He 
neglects  his  caps,  whereas,  if  he  concentrated  upon  them 
to  the  same  extent  as  in  other  lines,  he  would  find  a  very 
profitable  response." 

Placing  orders  in  some  quarters  are  reported  to  be 
behind  the  record  of  last  year,  but  it  is  expected  that  the 
sorting  business  will  bring  up  the  volume  to  a  good  level. 
One  manufacturer  stated  that  the  East  had  made  the  best 
showing  in  his  business,  and  he  was  inclined  to  the  belief 
that  this  indicated  that  the  depression  had  not  manifested 
itself  so  severely  in  the  Maritime  Provinces. 

Death  of  Fur  Traveler. 

After  a  short  illness  the  death  occurred  in  Montreal 
on  Tuesday  afternoon,  Dec.  29th,  of  Prosper  V.  Drouin, 
brother  of  F.  P.  Drouin,  president  of  the  Waldron, 
Drouin  Co.,  Montreal.  During  the  past  few  months  Mr. 
Drouin's   health     was   poor,    but   he   continued   to   work 
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THE  QUALITY 
FUR  HOUSE 

thanks  its  customers  for 
their  trade  during  the 
past  season. 

Our  plans  for  1909  em- 
brace a  bigger  and  bet- 
ter program  than  ever 
before. 

M.  SILVERS  CO. 

ALL   GOOD  FURS 

12-14  St.  Jokn  St.,        MONTREAL 


A  sniN  GAMi: 

Money  in  buying  or  trading  in  raw  furs  at  first 
hand.  You  can  have  them  made  into  salable 
articles  at  manufacturing  prices  during  the 
summer  months,  and  in  the  fall  make  30  to  50 
per  cent,  more  profit.  Others  do  it.  Why  not 
you?    Try   it!     Write   for   particulars   to-day. 

&est  references   fumisHed 

CKas.  Nebelun^ 

MANUFACTURING   FURRIER 

130a  Peel  St.,  -  -  MONTREAL 


RAW    AND    DRESSED 

FURS    FOR    FUR 
MANUFACTURERS 

When  in  need  of  special   skins  for 
your  Fur  samples 

Phone  or  write  us. 


Our  stock  is  the  most  varied  and  complete  in  the  trade. 

Prompt  and  courteous  attention. 

HIRAM   JOHNSON,   Limited 

Largest  Dealers  in  Canada  in  Raw  and  Dressed  Furs 

494  St.  Paul  St.,  -  -         MONTREAL 

Consignments  of  Raw  l-urs  Solicited 


1909 


WILL  SEE  THE 


ROYALTY 
HAT 


More  Popular  than  ever 
Don't  Fail  to  see 
This   Line  when   Our  Traveller 
Calls  on  You. 

They  are  now  Making  a  SPECIAL 

Trip  with  Cloth  Caps,  Duck 

Coats,  Gloves,  Mitts  and 

Special  Lines  of 

Furs  etc. 

For 

FALL  1909 

and  will 

have  the  pleasure   of  calling  on  you 

a  little  later  on  with  our 

full  range  of 

FUR  SAMPLES 

Is  your  name  on  our  List  ?   If  not,  drop  us 
a  card 

Swift,  Copland  &  Co. 

Limited 
Wholesale   Furs,   Hats,  Caps, 

Straws,  Gloves,  Mitts,  etc.  etc. 

317-525  St.  Paul  St.       MONTREAL 
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until  a  short  time  previous  to  his  death.  Mr.  Drouin 
was  a  native  of  Montreal,  and  during  the  past  ten  years 
was  a  director  of  the  Waldron,  Drouin  Co.,  Ltd.,  of 
Montreal,  as  well  as  traveling  salesman  for  the  firm 
covering  the  Eastern  Townships  and  the  Ottawa  Valley. 
He  was  a  most  successful  salesman  and  had  many  busi- 
ness friends.     The  funeral  was  held  Thursday,  Dec.   .31.st, 


Tne,Mink  Coat  Presented  to  the  Princess  of  Wales  by  Nova  contains 
150  Mink  Skins  and  is  50  Inches  Long. 


and      was 
Montreal. 


largely      attended  by     the  business  men     of 


Trade  Considerably  Improved. 

Cold  weather  in  many  parts  of  Canada  during  Decem- 
ber improved  conditions  considerably,  and  retailers  found 
sales  active.  Manufacturers  strenuously  pushed  sales  and 
the  consignment  evil  crept  in  more  than  formerly.     This 


method  of  selling  goods  is  disastrous  to  the  best  interests 
of  the  trade,  and  is  worthy  of  the  marked  attention  of  the 
Fur  Manufacturers'  Association  now  being  formed. 

Manufacturers  are  now  busy  working  on  the  sample 
line  for  1909-1910,  and  look  forward  to  the  new  season 
with  more  courage  than  two  months  ago. 

Dates  of  1909  Fur  Sales. 

A  great  deal  of  interest  is  centered  in  the  fur  sales 
for  1909,  and  the  London  sales  are  being  looked  forward 
to.    The  following  are  the  dates: 

January — Hudson's  Bay  Company,  January  25,  1909. 
C.  M.  Lampson  &  Co.,  January  25-29,  1909. 

March— Hudson 's  Bay  Company,  March  22-25,  1909. 
C.  M.  Lampson  &  Co.,  March  22-April  2,  1909. 

June— C.  M.  Lampson  &  Co.,  June  21-24,  1909 

October— C  M.  Lampson  &  Co.,  October  18-21,  1909. 
December —   (Fur   Seals) — C.   M.  Lampson  &   Co.,  De- 
cember 17,  1909 — Fur  Trade  Review. 

Nova  Scotia's  Fur  Gilt  to  the  Princess  of  Wales. 

The  mink  coat  presented  to  H.R.H.  Princess  of  Wales 
by  the  Province  of  Nova  Scotia,  a  cut  of  which  is  shown, 
has  aroused  a  great  deal  of  press  comment,  both  in  Eng- 
land and  Canada.  The  coat  was  given  to  H.R.H.  Prince 
of  Wales  at  the  Tercentenary  in  Quebec,  along  with  an 
address,  from  the  people  of  Nova  Scotia,  conveying  a 
message  of  loyalty  and  requesting  that  the  beautiful  mink 
garment  be  presented  to  the  Princess  of  Wales. 

The  coat,  which  was  entirely  a  Nova  Scotia  product, 
was  manufactured  'by  the  Dunlap,  Cooke  Co.,  of  Canada, 
Ltd.,  Halifax  and  Amherst,  N.S.,  St.  John,  N.B.,  Winni- 
peg, Man.,  as  well  as  Boston,  Mass. 

The  coat  is  made  of  the  skins  of  150  Nova  Scotia 
minks,  which  are  noted  for  their  richness  and  softness, 
and  it  is  stated  that  180  cuttings  were  necessary  in  each 
skin,  in  order  to  give  the  beautiful  striped  effect  which 
characterized  the  garment  when  completed. 

The  garment  is  50  inches  long,  and  from  top  to  bottom 
the  rich  deep  brown  stripe  is  maintained.  The  stripes, 
which  are  about  an  inch  and  one-half  apart,  are  turned 
at  the  bottom  to  form  a  deep  border,  with  perfect  un- 
broken continuity  in  the  stripes. 

The  workmanship  on  the  inside  of  the  skins  is  in  a 
very  real  sense  artistic,  delicate,  firm — perfect  of  its 
kind. 

There  are  deep  reversible  cuffs  on  the  sleeves,  finished 
with  mink  tails,  and  when  let  down  form  a  perfect  muff. 

The  collar  is  a  deep  collar  finished  with  the  pretty 
heads  of  the  little  animals,  of  whose  beautiful  skins  the 
royal  garment  is  made. 

The  lining  is  of  elaborately  brocaded  gold  colored 
satin. 

Misnaming  of  Furs. 

At  a  recent  meeting  of  the  Drapers'  Cham'ber  of  Trade, 
London,  Eng.,  the  action  taken  by  the  Fur  Section  of  the 
Chamber  of  Commerce,  in  connection  with  the  misnaming 
of  furs,  was  under  consideration. 

In  1902,  the  Chamber  of  Trade,  representing  the  retail 
trade,  passed  a  resolution  to  the  effect  that  it  was  entirely 
in  sympathy  with  the  efforts  of  the  Chamber  of  Commerce 
to  ensure  that  furs  be  sold  under  their  correct  names  to 
the  public,  and  in  order  to  better  secure  this,  goods  going 
to  the  retail  trade  should  be  properly  invoiced  under  their 
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correct  names,  or  names  which  would  not  be  misleading 
to  the  public. 

This  was  sent  to  the  Chamber  of  Commerce  at  tiie 
time,  but  it  was  not  embodied  in  their  recomraendalion. 
At  the  last  meeting-  of  the  Chamber  of  Trade,  this  resolu- 
tion was  adopted  exactly  on  the  same  terms  as  that  passed 
in  1902. 

The  question  is  an  important  one  to  the  fur  trade,  and 
in  the  matter  of  misnaming-  or  wrong  descriptions  there 
can  be  no  difference  of  opinion.  From  all  points  of  view, 
legal,  moral  or  commercial,  correct  descriptions  are  desir- 
able. True  descriptions  must  have  a  good  effect  upon  the 
trade,  for  there  is  no  doubt  but  that  many  people  who  buy 
imitations  would  have  willingly  paid  more  for  the  real, 
but  that  they  believed  they  were  getting  the  genuine  at 
the  lower  figure,  when  in  reality  it  was  only  the  cheap 
imitation. 

Many  retailers  are  probably  not  sufficiently  posted  re- 
garding furs  to  be  always  correct  in  their  estimate  of  fui^s, 
but  some  of  the  misnaming  might  be  done  away  with  by 
the  correct  invoicing  of  furs  by  wholesalers  and  manufac- 
turers. 

It  was  thought  by  the  Chamber  of  Trade  to  be  a  wise 
idea  to  have  a  conference  with  the  Chamber  of  Commerce 
upon  the  subject,  and  if  this  is  arranged  there  is  every 
probability  of  a  satisfactoi-y  result. 

Embargo  Raised  on  Green  Furs. 

The  strenuous  efforts  made  by  the  Department  of 
Agriculture  to  prevent  the  spread  of  the  foot  and  mouth 
disease  into  Canada  have  resulted  in  some  cases  of  hard- 
ship, of  which  representations  were  recently  made  to 
Deputy  Minister  O'Halloran  by  a  deputation  of  Montreal 
fur  importers.  The  deputation  was  composed  of  Messrs. 
Waug-h,  Coristine,  Gnaedinger  and  Price.  It  appears  that 
officers  of  the  department  along  the  boundary  line  have 
been  interpreting  the  regulations  so  strictly  that  the 
green  skins  of  wild  fur-bearing  animals  have  been  held 
up  at  the  border  and  their  importation  not  only  made 
prohibitory,  but  the  safety  of  the  skins  endangered.  Mr. 
O'Halloran  promptly  met  the  views  of  the  deputation, 
and  the  embargo  on  these  skins  will  be  raised  excepting 
on  those  originating  in  Michigan. 

If  importers  can  provide  satisfactory  proof  that  skins 
do  not  come  from  an  infected  district  where  the  disease 
is  prevalent,  they  will  admit  them,  subject  to  inspection 
by  the  veterinary  surgeon. 


R.  A.  Brock  Again  President. 

At  the  annual  meeting  of  the  Montreal  Wholesale 
Dry  Goods  Association  of  the  Board  of  Trade  Mr.  R.  A. 
Brock,  president,  submitted  his  report  for  1908,  which 
was  unanimously  adopted,  and  the  treasurer,  Mr.  Robert 
Henderson,  presented  the  financial  statement  for  the 
year. 

The  president  referred  to  the  movement  now  on  foot 
to  organize  a  Dominion  Wholesale  Dry  Goods  Associa- 
tion, and  stated  that  such  an  organization  would  un- 
doubtedly be  formed  at  an  early  date  in  order  to  enable 
wholesalers  in  various  parts  of  the  Dominion  to  keep  in 
touch   with  each   other   on  matters  of  common   interest. 

Reference  was  made  to  the  fact  that  a  resolution 
had  been  handed  to  H.  B.  Ames,  M.P.  for  the  district, 
respecting  the  private  settlement  of  fraud  by  the 
Customs.  It  was  recommended  that  the  securing  of 
publicity  would  tend  to  deter  the  Government  from  the 
continuation  of  the  practice. 


Reference  was  also  made  to  the  French  treaty,  which 
has  not  yet  received  the  sanction  of  the  Senate  of  France 
and  is  yet  in  abeyance. 

The  fact  that  the  Montreal  Wholesale  Dry  Goods  As- 
sociation has  joined  hands  with  the  retail  merchants  of 
Canada  in  opposing  a  bill  entitled,  "An  Act  Respecting 
Co-operation,"  with  such  success  that  the  bill  has  not 
become  law,   was  commented  upon. 

The  election  of  officers  resulted  as  follows: — Presi- 
dent, R.  A.  Brock,  W.  R.  Brock  Co.,  Ltd.;  vice-president, 
Thos.  Brophy,  Brophy,  Cains,  I^td.;  treasurer,  Robert 
Henderson,  Robert  Henderson  &  Co.;  directors,  James 
Gardner,  Hodgson,  Sumner  &  Co.,  Ltd.;  R.  W.  Mac- 
dougall,      Gault     Brns.      (\>.,    Ltd.;    A.   Racine,    Jr.,   Al- 


R.  A.   BROCK 
ofW.  R,  Brock  Co. ,   Limited,  President  Montreal  Dry  Goods  Association 

phonse  Racine  &  Co.;  R.  M.  Smyth,  H.  L.  Smyth  &  Co. 
Mr.  Wm.  Agnew  was  unanimously  chosen  for  nomina- 
tion  for  a    second   year   on   the   Council   of   the   Board     of 
Trade. 


Catalogues  Important  to  Retailers. 

The  question  is  very  often  asked  :  Do  merchants,  as 
a  rule,  give  that  consideration  to  catalogues  issued  by 
manufacturers,  which  information  therein  contained  would 
seem  to  justify  ?  These  productions  are  not  merely  in- 
dices, for  trade  purposes,  to  representative  lines  which 
are  being  placed  upon  the  market.  They  go  farther  than 
that.  Their  illustrations  and  printed  descriptions  are,  in 
many  respects,  educative  with  regard  to  the  development 
which  is  taking  place  in  manufacturing,  and  of  the  varied 
uses  which  that  development  has  found  for  materials. 
They  post  the  merchant  and  the  salesman  upon  those  de- 
tails very  often  essential  to  intelligent  buying  and  sell- 
ing. The  catalogue  represents  the  manufacturer's  best 
effort.  It  is  a  reference  work  upon  his  particular  line.  It 
therefore  enables  the  retailer  and  manufacturer  to  keep 
abreast  of  each  other.  No  store  can  well  afford  to  be 
deficient  in  its  catalogue  equipment. 


A  London  manufacturer  of  model  theatre  sets  wishes 
to  get  into  communication  with  Canadian  importers  of 
fancy  goods  and  toys.  He  has  written  the  Department 
of  Trade   and   Commerce,  Ottawa. 


ISO 


DRESS    ACCESSORIES 
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women 
get 
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and  the  Militant  Suffragettes 
have  passed  into  history, 
women  will  still  crave  for 
novelty  in  Dainty  Dress 
Accessories. 

You  know  this— You're  in  the 
Dry  Goods  business  ! 

And,  being  in  that  business 
you  ought  to  know  that  the 
Home  of  Style— The  Cradle 
of  Neckw^ear  Novelties— is  at 
58-64  Wellington  Street  West, 
at  the  sign  of 


Ladits  Wear  Limited 


Our  travelers  are  out  with  some 
exquisite  creations.  Ask  them  to 
show^  you  the  newest  novelty  effects. 
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The  Latest  Ideas  in  Dress  Accessories 


Neckwear  departments  are  still  doing  a  heavy 
business.  There  seems  to  be  no  indication  of  a  letr- 
up  in  the  demand. 

The  high  close-fitting  collar  will  be  one  of  the 
>tyles  preferred  by  the  classy  trade.  Mannish  wash 
stocks  promise  to  be  a  feature. 

Embroidered  linen  collars,  with  Windsor  ties 
and  jabots  are  seen  to  be  a  strong  combination. 

Uncertainty  with  regard  to  lengths  has  made 
glove  buying  for  Spring  a  difficult  proposition. 
Wrist  lengths  seem  to  have  had  a  greater  demand 
than  the  long,  although  a  great  many  ,of  the  latter 
are  called  for.  Sleeves  will  be  a  strong  determin- 
ing  factor. 


lars,  ruching  trimmed,  the  heavier  types  of  ruching  be- 
ing used  for  the  popular  trade,  but  a  large  proportion 
will    be    without     the     ruching,     or    with    the     narrower 

widths. 


Ladies'  Neckwear. 

Many  manufacturers  are  still  rushed  to  the  limit  on 
ladies'  neckwear,  and  neckwear  departments  are  still  do- 
ing a  heavy  business.  There  seems  to  be  no  indications 
as  yet  of  any  let-up  in  the  enormous  demand  for  fancy 
neckwear. 

There  is  nothing  strikingly  new  in  neckwear,  as  pres- 
ent styles,  which  are  mainly  in  Gibson  effects,  are  so 
popular  that  manufacturers  have  been  kept  busy  turning 
out  goods  of  this  variety  to  meet  the  demand,  rather 
than  giving  any  time  to  strictly  new  and  novel  designs. 

Ruching-topped  fancy  collars  retailing  at  25  and  50 
cents  are  active  sellers.  The  rage  for  ruchings  seems  to 
have  about  reached  its  height,  particularly  in  cities  and 
the  larger  centres,  and  has  run  to  very  extreme  types. 
With    this    in    view,    re-action     seems    inevitable,    and    it 


PleatedJChiffon'Gibson  Effect  Trimmed  with  Lace  Insertion^and  Babi 
Ribbon— Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

seems  likely  that  while  ruchings  will  still  be  strong  for 
Spring,  the  narrow  and  more  conservative  styles  will  be 
more  in  demand  than  at  the  present  time.  In  Spring 
lines  there  will  be  a  marked  showing  of  fancy  stock  col- 


Folded  Satin  Ruff,  Finished  with  Frills  of  Satin  and  Net 
— R.  D.  Fairbairn  Co.,  Limited. 


Goods  for  the  classy  trade  will  include  the  high, 
close-fitting  collar  of  net  or  chiffon  without  the  top  ruch- 
ing. Many  of  these  Gibson  collars  will  have  the  points 
rounded  off  instead  of  sharp,  as  at  present. 

Mannish  wash  stocks  will  be  a  big  feature  of  the 
Spring  trade,  for  wear  with  the  tailored  waists,  and 
some  very  attractive  lines  are  shown. 

It  is  generally  believed  that  there  will  be  aa  increas- 
ed interest  in  Pierrot  ruffs  for  Spring,  as  they  are  suit- 
able for  Spring  wearing,  to  a  greater  extent,  perhaps, 
than  at  any  other  season. 

Embroidered  linen  collars  are  sure  to  do  well  for  the 
Spring  trade.  Mannish  blouses  with  laundered  collars 
and  cuffs  assure  this,  as  many  1  prefer  the  embroilevd  col- 
lar to  the  severely  plain.  With  these  linen  collars,  small 
bows,   Windsor  ties  and   jabots  will  be  worn. 

Manufacturers  have  still  orders  on  hand  that  will 
take  them  into  the  new  year  to  fill.  In  spite  of  this, 
new'Spring  lines  will  be  early  on  the  road,  one  firm  in 
particular  starting  their  travelers  out  with  the  New 
Year  with  a  complete  line  of  Spring  samples. 

Spring  prospects  are  excellent,  as  neckwear  styles 
promise  to  continue  along  present  lines.  The  new  models, 
however,  are  neither  so  fanciful  nor  so  extreme.  Nar- 
rower and  less  fussy  ruchings  are  used  at  the  neck,    '"he 
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Gibson  collar,  while  retaining  its  height,  has  lost  the 
extreme  points  under  the  ears,  and  now  is  prettily 
rounded  to  the  high  back.  The  new  collar  also  presents 
an  almost  straight  line  at  the  lower  edge.  These  are 
developed  in  fancy  effects  in  lace  nets,  chiffons,  and  with 
the  usual  trimmings.  This  class  of  goods  is  expected  to 
sell  until  the  opening  up  of  the  Spring  season. 

Directoire  collar  effects  in  satin  and  in  ribbons,  with 
pleated  ruches  or  ribbon  and  chiffon,  chiffon  net,  are  show- 
ing. These  have  the  ruff  effect  only  on  the  top  edge  and 
are  intended  for  wear  with  the  fur  stoles  and  collars. 
They  are  almost  invariably  finished  with  a  long  Direc- 
toire bow  and  ends  behind.  Some  unusually  pretty  color 
combinations  are  seen  here,  such  as  mole  with  vieux  rose, 
the  new  foliage  green,  the  Saxe  blues,  etc.,  with  a  chif- 
fon showing  chenille  dots  of  the  same. 


mer  trade.    They  are  mighty  becoming  and  there  will  be 
many  novelties  produced  that  will  make  for  a  big  sale. 

Paris   is   showing   many   jabot   effects,    both   attached 
to   the   collar      and      separate.    Though    these   have   been 


A  Chiffon  Collar  Featuring  Drop  Ornaments  —  Shown 
by  Ladies'  Wear,  Ltd.,  Toronto. 


The  Spring  demand  promises  to  be -of  a  broad  nature. 
Ruchings  in  narrower  effects  will  certainly  be  strong. 
Manufacturers  making  ruchings,  both  in  Canada  and  the 
States,  are  taxed  to  the  utmost  to  turn  out  orders,  and 
the  end  of  the  ruching  vogue  is  not  yet.  Though  there 
may  be  some  falling  off  in  the  New  York  trade,  it  is 
amply  made  up  for  by  the  increased  sales  to  the  outside 
trade,  and  this  may  be  taken  as  a  criterion  of  what  will 
happen  in  Canada.  Nor  are  ruffs  done  with  ;  on  the  con- 
trary, they  will  loom  large  in  the  Easter  and  early  Sum- 


Pleated  Directoire  Satin  Ruft,  made  Entirely  of  Ribbon.      A  Paris 
Novelty,  made  in  all  the  Leading  Colors  —  Shown  by 
Sandersons'  Limited,  Toronto. 

shown  here,  as  yet  they  'have  not  been  readily  taken  up. 
As  they  are  right  in  line  with  the  present  style  idea,  it 
is  possible  that  they  will  show  more  importance  later. 

Directoire  ties  are  selling  and  promise  to  sell  freely, 
as  they  are  one  line  that  seems  to  be  firmly  established. 

Judging  from  the  lines  in  course  of  preparation,  lin- 
gerie efl'ccts  will  be  very  good  in  the  near  future.     A  fea- 


New  Jabot  Effect,  made  of  Fine  Net  Edged  with  Folds 
of  Silk— R.  D.  Fairbairn  Co.,  Limited. 


ture  here  is  the  introduction  of  Cluny  and  Maltese  laces 
in  the  place  of  Valenciennes  for  ruching  effects. 

Tailored  lines  are  also     looked  upon  as  fair   sellers, 
particularly  in  the     better     trade  and  in  large  centres. 
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CJollars  and  cuR  sets  will  also  be  shown,  and  embroidered 
stiff  turnover  collars,  and  stocks  will  be  in  better  de- 
mand. 

A   new  feature  is  the  wide  pleatings.     These  are  now 
selling  in   New    York   by   the  yard.    They   are   used  down 


New  Directoire  Girdle—Shown  by  Rhys  D.  Fairbairn. 

the   front    pleat    of    tailored   waists   and   as   a   finish     for 
the  new  long  sleeves. 

Ribbons. 

The  most  promising  new  field  for  ribbons  apart  from 
millinery,  is  for  the  developing  of  Directoire  sashes. 
Fashion  is  featuring  this  effect  extensively,  and  there  is 
little  doubt  that  they  will  be  very  generally  worn.  Wide 
satin  ribbons  are  used  for  this  purpose,  and  the  ends  are 
finished  with  some  fancy  effect  in  the  shape  of  a  tag, 
tassel  or  fringe.  Though  for  very  dressy  gowns  the 
sash  will  match,  with  plainer  creations  the  Directoire 
sash  will  be  of  black  satin,  therefore  black  satin  ribbons 
should  be  liberal  sellers. 

There  is  the  usual  outlet  for  the  counter  trade,  but 
here  also  the  vogue  of  bright  finishes  is  safe  to  have  its 
influence  and  more  satin  ribbons  of  all  widths  will  sell. 
This  has  been  marked  in  baby  ribbon  lines,  of  which 
there  has  been  a  large  sale  during  holiday  business. 

¥^ 

Umbrellas  and  Parasols. 

Umbrellas  have  been  fairly  well  pushed  for  the  holi- 
day trade,  and  a  fairly  satisfactory  business  has  result- 
ed. As  a  result  of  the  open,  fine  B"'all,  umbrellas  have 
not  been  in  as  good  demand  as  usual,  therefore  there  was 
rather  a  larger  clean-up  at  attractive  prices  for  the  holiday 
trade.  Though  the  Pall  business  has  been  in  a  measure 
disappointing,  there  is  no  great  amount  of  over-stock  on 
hand  either  in  the  possession  of  the  retailer  or  manufac- 
turer. Therefore,  the  outlook  for  the  coming  Spring  is 
most  promising.  Advance  lines  are  now  ready,  and  in 
some  cases  are  now  on  the  road.  The  new  straight  Di- 
rectoire handle  is  the  feature.    Following  the  lines  of  the 


Directoire  canes,  from  which  they  are  taken,  they  are 
considerably  longer  than  the  usual  handles.  This  extra 
length,  when  not  carried  too  far,  is  certainly  a  con- 
venience with  the  present  style  of  hat,  but  merchants 
will  be  wise  to  touch  lightly  some  of  the  models  that 
go  to  an  extreme  in  this  direction.  The  tassels  that 
trim  these  long  handles  are  an  attractive  and  important 
feature. 

Ladies'  handles  are  largely  in  these  long,  straight 
makes,  and  are  shown  in  gold  and  pearl,  gold  and  gun- 
metal,  all  gun-metal,  and  in  boxwood,  lemon  wood,  etc. 
Among  novelty  handles  some  are  hollow  and  have  a  place 
for  carrying  money,  perfume,  etc.  Others  have  a  chain 
fastened   to   the   handle. 

Parasol  lines  are  not  as  yet  complete,  and  manufac- 
turers seem  a  little  uncertain  as  to  the  direction  fashion 
will  take.  The  outlook,  however,  is  decidedly  bright  for 
this  line  in  the  coming  season. 

Braids  and  Buttons. 

There  has  been  a  free  ordering  on  the  part  of  gar- 
ment manufacturers  of  braids,  soutaches,  drop-cord  and 
braided  ornaments  and  tassels.  All  these  have 
been  freely  selling  lines,  and  now  that  the  re- 
tailer is  coming  into  the  field  he  is  placing  or- 
ders along  the  same  lines.  Not  only  are  sou- 
taches much  used,  but  they  must  match  in  color  the 
gown  for  which  the  trimming  is  designed.  Many  of  the 
novelty  braids  are  worked  up  from  soutaches,  and  some 
of  the  most  taking  of  the  season's  novelties  are  of  this 
class.  Among  the  good  sellers  must  be  classed  tubular 
effects.  This  class  of  braid  is  particularly  adaptable  to 
present  styles,  as  they  can  be  easily  formed  into  loops 
and  button-hole  effects. 

Another  class  of  ornament  that  promises  well  is  made 
of  satin  cordings— that  is,  of  a  cotton  cord  with  a  satin 
covering.  These  cords  are  formed  into  cabochons,  spirals 
and  loop  ornaments. 

There  is  a  certain  demand  for  fringes,  but  tassels  and 
drop  ornaments  are  selling  freely.  Tassels  are  much 
used  made  of  tinsel  silk  or  braid.  Soutache  tassels  and 
soutache  drops  are  very  big  sellers. 


The  Latest  in  Buttons,  Tassels  and  Satin  Ornaments— Made  by 
the  Dominion  Cord  and  Tassel  Co.,  Montreal. 


Buttons  are  a  trimming  feature,  many  of  the  new 
gowns  having  double  rows  up  either  the  back  or  the 
front  panel.  Sleeves  are  buttoned  down  from  shoulder  to 
elbow,   and  slashes  and  panels  both  on  coats  and  skirtg 
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have  button  trimmings.  The  majority  of  these  buttons 
are  covered  vs^ith  satin  or  silk,  but  fancy  buttons  are  also 
used.  Waist  and  neckwear  manufacturers  are  using  t^uan- 
tities  of  small  silk  buttons. 

Veilings. 

The  past  year  has  been  one  of  great  activity  in  the 
veiling  department.  The  veil  has  been  almost  universal- 
ly virorn.    The  tendency  has  been   for   yard   goods   rather 


Embossed  Elastic  Belt  with  the  New  Horse  Shoe  Buckle.     A  Novelty 
Shown  in  New  York— Shown  by  Ladies'  Wear,  Ltd.,  Toronto, 

than  individual  veils,  and  this  tendency  is  strong  in  the 
lines  sampled  for  the  Spri^ig  season.  The  new  tendency 
is  for  woven  spots,  rather  than  chenille,  though  chenille 
is  by  no  means  out  of  the  running. 

The  Russian  nets  are  too  greatly  favored  to  be  quick- 
ly discarded,  but  the  finer  effects  are  more  fashionable 
than  the  heavier  spot.  Hair  meshes  are  prominent,  with 
novelty  spots.  Sen-sen  or  comfeti  spots  are  new,  and 
there  is  a  tufted  woven  spot  that  has  some  prominence. 

In  woven  spots,  some  are  showing  that  are  lighter 
in  effect.  For  instance,  there  are  large,  round  spots  of 
woven  outline,  with  a  square  or  diamond  of  another 
color,  or  a  darker  shade  in  the  centre.  For  the  Spring 
season  magpie,  black,  and  white  lead.  Mole  and  green 
are  the  best  selling  colors. 

Motor  veils  are  a  staple  article,  and  are  shown  both 
by  the  yard  and  the  piece.  Though  chiffon  is  much  used, 
it   is   by   no   means   the  only   material.     Chiffon   this   year 


Sen   Sen   or  Confetti  Spot   Veiling  —  Spring   Novelty. 

is  shown  with  a  particularly  soft  finish.  This  finish  has 
made  good  on  other  markets  and  doubtless  will  here 
also. 

Laces. 

A  very  good. advance  import  business  has  been  done 
on  the  more  staple  lines  of  laces.  Though  Valenciennes 
has  been,  as  it  always  is,  a  great  factor  in  this  trade, 
the  heavier  laces,  such  as  torchons  and  Clunys,  are  very 
much  in  evidence.  In  these  latter  laces  there  are  now 
machine  processes  that  can  only  be  told  even  by  experts 
from  hand  work  by  the  greater  regularity  of  the  stitch, 
and  this  class  of  lace  is  selling  freely  for  Summer  use. 
The   whitewear   manufacturers    are   using   these   laces     in 


quantity  and  it  is  much  en  evidence  on  many  of  the  new 
Spring  washing  waists,  particularly  those  developed  in 
the  new  crepe  fabrics. 

In  novelty  laces  the  newest  idea  is  the  button  and 
ball  effects.  These  are  used  right  through  the  line.  They 
form  the  central  feature  of  the  embroidered  patterns  on 
light  nets,  and  also  are  worked  up  in  drop  effects  on 
guipure  edges  and  bands. 

Color  is  to  play  a  big  part  in  the  Spring  selling,  and 
even  the  tucked  nets  so  much  seen  in  cream  or  white, 
show  colored  patterns.  The.se  tucked  nets  in  all  the  new 
colors  are  a  marked  feature  in  the  new  lines.  All  the 
fashionable  colors  are  wanted  as  the  net  must  match  the 
color  of  the  gown. 

Metal  effects  are  strong,  and  the  coming  styles  prom- 
ise to  add  to  their  importance.  The  majority  are  work- 
ed  upon  fine  net  grounds,   and   the  pattern  is  worked   up 
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Insertion— Bretonne  Net  Giound— Shown  by  Konig  &  Stauffman,  Montreal. 

in  heavy  silk  embroidery  run  through  with  fine  threads 
of  metal.  These  are  not  only  in  self  colors,  but  are  in 
Oriental  and  antique  colorings  and  designs. 

Embroideries. 

The  outlook  for  embroideries  continues  to  improve. 
Conditions  are  better  in  St.  Gall,  and  it  is  no  longer 
so  easy  to  get  immediate  delivery  of  goods  as  it  was  a 
short  while  back.  This  is  due  to  the  fact  that  stocks 
have  been  allowed  to  run  down  during  the  past  year,  and 
also  that  six  months  ago,  when  the  new  lines  were 
shown  the  trade  preferred  to  see  a  little  further  ahead 
before  placing  heavy  orders.  Embroideries  are  now  want- 
ed and  orders  are  coming  in  such  volume  that  prices  are 
stiffening,  and  prospects  are  for  an  advance  over  present 
prices  before  long.  Notwithstanding  the  outlook  there 
will  be  bargain   lines  offered   at  the   January   sales,     but 
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these  have  been  bought  when  prices  were  down  last  Sum- 
mer. 

Gloves. 

Glove  buyers  state  that  buying  for  Spring  is  the 
most  difficult  problem  they  have  had  to  face  in  a  number 
of  years.    The  uncertainty  in   regard  to  the  lengths   has 


Braid  Novelties  for  Spring,  the  Upper  Two  being  Soutache  Effects 

and  the  Lower  two  Soutache  and  Tinsel  —  Shown 

by  Castle  Braid  Co. 


made  it  difficult  to  settle  upon  a  safe  division  in  the 
amount  of  long  and  short  gloves  to  be  bought  for  Spring. 
So  far  kid  glove  sales  at  wholesale  in  wrist  lengths  are 
greater  than  the  long,  though  a  great  many  of  the  latter 
are  called  for,  while  in  silk  and  lisle  some  report  sales 
as  being  about  half  and  half,  or  even  a  little  more  of 
the  long. 

Kid  glove  buying  at  retail  has  been  good  in  the  wrist 
lengths  and  sales  are  in  advance  of  a  year  ago.  In  some 
cases  the  financial  result  of  sales  may  be  less,  but  in  con- 
sidering the  business  of  the  glove  department  the  number 
of  pairs  of  gloves  sold  should  be  taken  into  consideration. 
The  glove  department  may  be  selling  more  pairs  of  gloves 
than  a  year  ago,  even  though  money  returns  are  less, 
and  when  this  is  the  case  business  is  actually  better. 

Some  buyers  are  not  yet  reconciled  to  a  return  of 
wrist-length  gloves,  while  others  are  thoroughly  optimis- 
tic regarding  them.  Some  argue  that  a  return  to  short 
gloves  is  in  the  best  interests  of  the  glove  trade.  They 
claim  that  profits  on  short  gloves  are  greater  than  on 
long  gloves,  because  of  the  numerous  cuti-price  sales  in 
long  gloves  that  have  been  necessary.  Women  who  ob- 
jected to  paying  $2.50,  $3  or  more  for  long  kid  gloves 
will  readily  pay  $1.50  or  $2  for  wrist  lengths,  and  conse- 
quently cut  price  sales  are  not  necessary  to  such  an  ex- 
tent. This  also  means  that  better  qualities  will  be  sold 
than  in  the  case  of  long  gloves. 

The  question  of  glove  lengths  is  on  a  par  with  sleeve 
lengths,  and  glove  importers  are  watching  the  sleeve 
question  closely.  In  some  parts  of  the  United  States 
travelers  for  waist  firms  report  that  they  have  failed  to 
book  large  orders  for  blouses  owing  to  the  fact  that 
their  samples  contained  no  short  sleeves.    Many  buyers 


in  the  States  are  looking  for  short  sleeves,  so  to  all  ap- 
pearances short  sleeves  will  be  in  evidence.  Many  Cana- 
dian firms  are  also  looking  for  a  fair  percentage  of  short 
sleeves  for  summer,  and  with  this  in  view  it  seems. like- 
ly that  a  fair  proportion  of  long  gloves  will  be  needed. 
It  will,  of  course,  depend  entirely  upon  the  sleeves  worn 
what  gloves  will  be  in  demand. 


The  Length  Problem. 

Gloves  are  always  a  strong  selling  holiday  line,  and 
a  splendid  business  has  been  done  in  the  glove  depart- 
ment this  season.  When  January  sales  of  left-overs  and 
broken  lots  are  done  with,  ths  department  promises  to 
be  in  excellent  shape  for  the  opening  of  the  Spring  sea- 
son. Short  gloves  have  been  the  big  sellers,  but  quite  a 
business  has  been  done  in  the  longer  lengths,  due  in  most 
cases  to  the  price  inducements  offered.  This  has  led  to 
good  buying,  particularly  from  the  country  trade.  Long 
gloves  in  white  and  evening  shades  are  selling  for  full 
dress  wear. 

With  the  style  tendency  as  to  sleeves  settled  so  far 
as  the  first  four  months  of  the  year  are  concerned,  the 
Easter  trade  and  early  Spring  selling  will  consist  largely 
of  short  lengths. 

As  yet  the  fabric  glove  trade  has  hardly  been  touch- 
ed. This  is  due  to  the  fact  that  buyers  are  not  decided 
as  to  the  position  of  glove  lengths.  Waist  manufactur- 
ers have  put  out  long  sleeves  for  the  Spring  trade,  but 
the  waist  buyer,  while  taking  the  long-sleeved  waist  for 
the  first  four  months  of  the  year,  expects,  it  would  seem, 
that  there  will  be  a  fair  demand  for  the  three-quarter 
sleeve.  As  it  is  on  the  sleeve  length  that  the  length  of 
the  glove  worn  depends,  glove  buyers  do  not  consider  the 
question  of  lengths  settled. 


Soutache  Ornaments — Shown  by  Laces  and   Braids  Co. 

Whether  it  is  the  short  glove  or  the  long  length  that 
sells  this  Spring,  there  is  safe  to  be  a  scramble  for 
gloves  if  there  is  anything  of  a  normal  demand  when  the 
selling  season  opens. 
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Keeping  Records  of  Advance  and  Reserve  Glove  Stock 

Satisfactory  Way  of  Arranging  Stock  of  Gloves  Is  by  Color — Sizes  Will  Work  Out  Coirectly — 
Reserves  Should  Always  Receive  Careful  Attention — Not  Good  Policy  to    Starve  the  Stock. 

By  P.  B.  Lyon,  of  the  John  Murphy  Company,  Montreal. 


So  fai-  as  the  keeping  of  gloves  is  concerned,  without  a 
doubt  the  most  satisfactory  way  is  to  have  the  regulation 
glove  ca'binet  within  the  fixture.  It  is  sightly,  easy  of  ac- 
cess and  always  neat.  Stores,  not  having  cabinets,  should 
secure  the  best  and  strongest  boxes  possible. 

Constant  handling  will  in  a  very  short  time  put  an  or- 
dinary box  out  of  business.  The  wording  on  the  label  of 
the  box  should  be  concise  and  plain,  yet  written  or  printed 
small. 

The  labels  are  for  the  salesperson's  benefit,  not  the 
customer's,  and  nothing  looks  more  untidy  than  large 
printing  on  labels.  Labels  should  tell  exactly  what  the 
box  contains  in  as  few  words  as  possible. 

Arrangement  by  Color. 

The  most  satisfactory  way  to  arrange  the  stock  of 
gloves  is  by  color.  In  kid  gloves  more  than 
one  box  will  be  required  for  each  color  generally, 
owing  to  the  different  sizes.  By  having  each 
price  of  a  color  by  itself,  the  sizes  will  work  out  correctly 
and  the  color  arrangement  has  many  advantages.  From 
a  selling  standpoint,  it  matters  not  what  color  is  asked 
fox- — it  may  be  brown,  navy,  green  or  any  other — the  sales- 
person can  find  any  quality  in  that  particular  color  imme- 
diately, as  they  are  all  together,  whereas,  in  any  other  ar- 
rangement the  colors  are  scattered  all  Ihroiigh  the  fixture 
and  very  often  hard  to  locate. 

From  a  Stock-taking  Standpoint. 

'Not  only  f(U'  the  annual  or  semi-annual  stocktaking, 
as  the  case  may  be,  this  is  a  good  plan.  Should  there  be 
a  run  on  some  color,  or  the  stock  be  getting  low  by  regular 
selling,  or  some  special  lot  of  a  color  be  offered  at  a  price, 
the  buyer,  to  know  how  the  stock  is,  simply  has  to  say, 
"Have  the  stock  of,  say,  white  gloves  taken."  It  is  done 
in  a  few  minutes,  without  in  any  way  interfering  with 
the  rest  of  the  stock,  and  one  is  quite  sure  it  is  all  taken, 
being  together.  In  other  arrangements,  one  or  more  boxes 
may  be  overlooked. 

Reserve  Stock  of  Kid  Gloves. 
The  kid  gloves  reserve  stock  should  be  kept,  if  not  in. 
as  near  the  department  as  possibly.  Not  in  some  damp 
reserve  stock  room,  where  the  gloves  are  only  looked  at 
when  some  size  is  missing,  or  where  they  are  spoiling  from 
dampness  and  want  of  care.  Not  only  should  they  be  near 
the  department,  but  should  be  carefully  watched  and  at- 
tended to.  Stock  should  be  taken  every  week  and  entered 
on  cards  provided.  The  moving  lines  in  that  way  show 
themselves. 

If  reserve  is  kept  in  boxes  as  received  from  manufac- 
turer, a  good  way  is  to  rule  the  bottom  of  the  box  as 
follows : 


This  shows  that  the  box  contained,  on  Sept.  21,  eight 
pairs  size  6^,  ten  pairs  size  61/2,  brown,  glace  gloves,  $1 
pair,  but  dliring  the  week  three  pairs  614  and  four  pair.s 
6Y>  were  put  in  forward  stock,  so,  on  Sept.  28,  the  box 
contains  five  of  6^/4  and  six  of  61/2.  A  few  seconds  does 
this  without  any  counting. 

These  boxes  are  totalled  and  entered  on  card  as  the 
following : 
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The  opposite  side  of  the  card  should  be  ruled,  showing 
each  color  carried  in  that  make,  and  the  quantity  of  each 
in  stock. 

One  Person  Responsible. 

When  finished,  it  shows  as  the  above  that  on  Sept.  28, 
eight  weeks  after  stocktaking,  there  are  120  pairs  of  glace 
kid  gloves  in  reserve  stock  at  $1  per  pair,  the  total  selling, 
of  course,  $120.  Cost  marks  can  be  added,  if  necessary. 
This  should  be  placed  in  charge  of  one  salesperson,  whose 
duty  it  is  to  see  the  stock  is  kept  foiward.  When  putting 
forward  stock,  it  is  marked  oft'  the  bottom  of  box  on  the 
right  side  ruling.  Then  one  day  each  week,  say  Monday, 
for  instance,  the  boxes  are  simply  brought  out  and  the 
cards  cheeked  to  correspond  with  the  boxes,  without  hav- 
ing to  count  each  pair  every  week.  These  cards  show 
when  completed,  the  colors,  sizes,  quantity  selling  price 
per  pair,  total  selling  of  each  line  and  grand  total  of  all 
the  reserve. 

Hold  reserve  of  kid  gloves  down  as  small  as  possible, 
but  what  is  kept  cannot  receive  too  careful  attention, 
especially  the  blacks.  If  arrangements  are  possible 
whereby  prices  can  be  secured  the  same  for  sorting  orders 
as  original,  make  the  original  small  and  have  two  ship- 
ments of  it,  if  only  one  month  apart.  In  that  way  the 
sorting  orders  will  be  large,  as  they  should  be,  and  the 
buyer  will  have  the  money  to  spend.  At  the  same  time  the 
stock  will  not  be  over  heavy  at  any  time. 

It  is  not  good  policy  to  starve  the  stock,  but  nearly 
every  season  some  color  or  length  has  a  run,  arul  one 
must  be  prepared  to  follow  the  style.  Then  again  differ- 
ent seasons  show  greater  demands  on  some  one  size.  By 
handling  it  in  this  way  the  sizes  can  be  constantly  kept 
in  stock.  This  coming  Spring  and  Summer,  to  all  appear- 
ance, will  be  the  most  difficult  the  glove  buyer  has  had  to 
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face  for   the  last   three  years.     It   will  require    the  most 
careful  watching  and  attention. 

A  very  good  plan  in  connection  with  reserve  stock  is 
to  have  one  or  more  blank  cards  attached  to  the  reserve 
stock  sheets.  On  these  sliould  be  entered  the  date  of  the 
selling  out  of  staple  lines,  also  if  quantities  were  right, 
whether  they  should  be  bought  again,  or  changes,  if  any, 
that  should  be  made.  These  lists  will  be  found  very  use- 
ful when  the  time  comes  for  the  next  season's  ordering. 

Ancient  Greek  Embroidery. 

So  far  as  is  known,  only  one  piece  of  embroidery  dat- 
ing from  the  old-time  classic  period  of  Grecian  art  is 
now  in  existence.  It  is  to  he  found  in  the  "Eremitage'" 
at  St.  Petersburg,  where,  so  far,  it  has  attracted  very 
little  attention,  as  it  consists  merely  of  small  pieces 
from  which  it  would  be  difficult  to  form  any  idea  of  a 
complete  ornamental  design.  These  pieces  were  found  in 
the  Crimea,  near  Kertst-h,  Kuban  district.  Although  usual- 
ly all  textile  materials  moulder  away  in  the  darkness  and 
silence  of  the  tomb,  in  this  case  the  vault  or  tomb  in 
which  the  material  was  found  contained  a  deal  of  salt- 
petre, and  to  this  fact  is  attributed  the  preservation  of 
the  material  in  question.  As  one  of  the  pieces  shows 
Greek  inscriptions  and  designs  in  the  style  of  vases  dat- 
ing from  the  time  of  Pericles,  it  may  safely  be  assumed 
that  it  was  carried  into  the  Crimea  by  Grecian  colon- 
ists. The  Continental  museums  possess  only  old  Egyptian 
and  old  Peruvian  materials,  as  regards  textiles  dating 
from  B.C.,  these  having  been  preserved  owing  to  the 
dryness  of  the  tombs  in  which  they. were  found. 

If  it  be  remembered  that  so  far  we  have  had  to  de- 
pend  upon   literary   descriptions,    designs   on   vases,     and 


Ancient   Greek   Embroidery   Design. 

faint  paintings  on  statues,  for  an  idea  of  the  textile 
capabilities  of  the  Greeks,  the  value  of  the  present  piece 
of  genuine  embroidery  cannot  be  over-estimated.  It  shows 
us  that  the  Greeks  favored  rythmic  lines,  graceful  spirals 
and  curves,  not  alone  in  pottery  and  metal  work,  but 
also  in  the  textile  arts.  The  background  consists  of  a 
piece  of  fine  claret  red  material.  The  principal  lines  in 
the  piece  of  embroidery,  which  is  about  5|  in.  broad, 
are  connected  with  the  material  by  the  chain-stitch  and 
overlap,  and  all  the  stitches  show  a  yellowish  tint.  As 
will  be  seen  from  the  drawing  the  design  was  well-con- 
ceived and  graceful,  and  would  not  disgrace  the  costume 
of  any  modern  fashionable  lady — a  purpose  it  doubtless 
originally  served. 

Richly  designed  woven  work  was  first  introduced  from 
India  into  western  lands  by  Alexander  the  Great,  and 
the  industry  prospered  in  Alexandria  to  such  an  extent 
that,  100  years  after  Christ,  Martial  wrote  that  Baby- 
lonian needlework  (embroidery)  had  been  conquered  by 
the   weaving   shuttles   on   the  Nile. — Textile  Mercury. 
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The  Mark 
of  Quality 


Brophey  Umbrellas  and  Para- 
sols cannot  be  judged  by  the 
standards  applied  to  the  ordin- 
ary umbrellas  and  parasols, 
because  they  are  not  the 
ordinary  kind. 

You  will  say  this  as  soon  as 
you  see  the  samples  of  fancy 
parasols  and  umbrellas  our 
travellers  are  now  showing  for 
Spring  and  Summer.  They 
embrace  a  splendid  range  of 
exclusive  patterns  in  Dresden 
effects  and  plain  colors,  includ- 
ing the  celebrated  Hunters' 
Green,  which  promises  to 
have  a  big  sale. 

In  the  staple  lines  our  "  Fifth 
Avenue,"  close  roll,  in  black, 
navy,  brown  and  green,  with 
long  Directoire  ebony  handles 
and  military  tassel,  will  have 
a  splendid  sale,  and  will  bring 
the  best  trade  of  the  com- 
munity to  your  store. 

All  we  ask  you,  "Mr.  Mer- 
chant," is  to  wait  until  you 
see  our  samples  before  placing 
your  orders.  If  you  see  them, 
the  goods  themselves  will  do 
the  rest. 


Brophey  Umbrella  Co., 

Limited 

Queen-Crawford  Sts.,  Toronto,  Can. 
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The  Glove  House  of  Canada 

Perrin  Freres  &  Cie.,  Montreal 


To  all  our  Customers  and  the  Trade  we  present  our 
best  wishes  for  a  Prosperous  New  Year. 

FALL  LINE  READY,  1909 

Our  travellers  are  now  on  the  road  with  a  complete 
range  of  our  samples  for  Fall,  1909,  including  the 
very  best  values  in 

Perrin's  British  or  French-made  UnUned 
and  Lined  Gloves, 

RingAvoods  and  Cashmere  Gloves, 

Wool  and  Cashmere  Hosiery 

Quality   Always  the   Best  in   Every  Range   of  Price. 


F.  GALIBERT  LINED  GLOVES 


(MADE  IN  CANADA) 


Our  range  of  Canadian-made  goods  is  larger  than  ever. 
The  Mocha-Suede  Gloves,  which  were  first  made  and 
introduced  by  F.  Galibert,  are  favorite  lines  with  the 
trade,  and  include  this  season  extraordinary  values  to 
retail  at  75c.,  $1.00,  and  over. 


(Sole  Selling  Agency  for  Canada) 


PERRIN  FRERES  &  CIE., 


28  VICTORIA  SQUARE, 


MONTREAL 

SAMPLE  ROOMS  :     Halifax,     Toronto,     Winnipeg,     Vancouver 
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R.  D.  Fairbairn  Co.,  Limited 

Manufacturers 


Neckwear,  Belts, 

Frillings, 

Waists,    Petticoats, 

Dress  Skirts, 

Umbrellas 


A  new  and  effective  style  of  leather 

belts,    made    in  all  the  popular  shades. 

No.  Cll  at  $4.00  per  dozen. 


Net  foundation,  trimmed  with  Swiss 

guipure  and  button. 

No.  D5  at  $4.00  per  dozen. 


One  of  our  leaders 

in   boxed  frillings    for 

Spring. 


No.  A300.— Contain- 
ing three  new  wide 
frills,  white  or  assorted, 
at  $2.25  per  doz. 
boxes. 


Waists 

Style  illustrated  is  made  of  tucked 
and  embroidered  net  over  silk  slip, 
new  tailored  effect  with  pleated 
frilling,  white  or  ecru. 

No.  F656  at  $36.00  per  doz. 


Skirts 

Style  illustrated  is  one  of  our 
popular  new  Spring  designs,  made 
of  fine  chiffon  panama  with  satin 
or  taffeta  trimming  and  buttons. 
Black,  navy,  brown. 

No.  B99  at  $3.50  each. 


Our  representatives  are  now  on  the  way  to  get  your  orders. 

107  Simcoe  Street  (Cor.  Pearl),    -   Toronto 
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J.  Y.  SHANTZ 


D.  B.  SHANTZ 


HANUFACTIJRERS  OF 


FINE  LINES  OF   BUTTONS 

IVORY,  HORN,  PEARL,  PEARLETTE 

All  leading  Wholesale  Houses  handle  our  goods  in  Canada, 
and  leading  button  houses  in  the  United  States,  who  recognize 
our  goods   as   of  the   best  manufactured   on   the   continent. 


THE 


Jacob  Y.  Shantz  &  Son  G° 

BERLIN,    ONTARIO 

Factories  :     Berlin,  Ont.  ;    Buffalo,  N.Y. 
Warehouse  :  Chicago,  III. 


LIMITED 


EASTER,  1909 

TRY  THIS   SEASON 

Pewny's  Kid  Gloves 


THIS    IS    THE   TRADE    MARK 


Greenshields  Limited 

MONTREAL 


IT  IS  A 


FOWNES 


That  is  all  you  require  to  know 
about  a  Glove 

Fall  1909  samples  now  being  shown  by  our  travellers 

Fownes  Bros.  &.  Co. 

Coristine  Building,  Montreal 
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Money  in  Novelties 


Frillings 


Absolutely  the  latest  novelties  in  these 
goods  are  shown  in  our  line.  We're  the 
fountain-head  for  frillings.  We  manufacture 
them   ourselves. 


Ladies'  Neckwear— 

We  show  an  immense  range  in  Irish  Crochet 
effects.  This  will  be  the  big  seller  for  the 
present  season.  It  will  pay  you  to  see  our 
line. 


Veilings 


In  this  line  we  include  everything  new  in 
Russian  Mesh  and  Sen-Sen  Veilings  in  all 
the  leading  colors,  and  can  give  immediate 
delivery. 


Dress  Nets 


In  Hexagon  Mesh,  Filet  and  Persian  effects. 
Tucked  Bretons. 

A  complete  collection  of  Vals.  in  Paris  and 
white. 

Dress  Trimmings,  Bands  and  Cut-outs. 


Sandersons  Limited 

66-68  Wellington  Street  West, 
Toronto  -  -  Canada 
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Dominion  Cord 

&  Tassel 

v>(OrQpaiiy 

505  St.  Paul  St.,  Montreal 

Manufacturers  and  Importers  of  the  Latest 

Novelties  in  Dress  Trimmings,  Braids, 

Ornaments,   Tassels,    Buttons,   Etc. 

We 

We  Import 

Manufacture 

and  carry  a  stock  of  the  Latest 
Designs   in    Brocades,    Satins, 

in  the  most  modern  way 

1                                                 Air 

Cloths,   such  as  Beavers,   Es- 

and carry  a   stock  of 

Satin  Folds  and  Pip- 

kimos,  and  Fancy  Cloths  for 

ings,    which    are     "  the 

Men's  Suitings,  and  Trouser- 

thing "  for  1909. 

ings,  Fancy  Metal  Buttons  [es- 
pecially for  garment  and  fur 

Cords,  Ornaments,  Tassels, 

manufacturers]. 

Braids,  Trimmings, 

Furriers' 

Trimmings  and 

CARACUL 

Supplies.     Barrel  and  Cro- 

The   largest    open   stock   in   Canada, 

chet  Buttons 

purchased  by  our  Mr.  A.  A. 
Levin,  who   was  re- 
cently in  Europe 

Prompt  Deliveries  are 

Assured 

ASK    FOR    SAMPLES 

Our  plans  for  1909  are  on  a  wider  scale  than 

ever.    We  extend  greetings  to  our  custom- 

ers.   Wishing  them  all  a  prosperous  1909 

Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Fancy 
Parasols 


A  complete 

new  line  now 

in  the  hands  of 

our 

travellers 


Your  Inspection 
Invited 


THE  IRVING  UMBRELLA  CO. 

Limited 
Manufacturers 

79-83  Wellington  Street  East,  Toronto 


Pass  this  issue  of  The  Review  on 
to  your  clerks.  They  vv^ill  enjoy 
reading  it,  and,  if  they  are  ambi- 
tious, it  will  make  them  better 
salespeople.     ::::::: 


The  Ontario  Button  Co. 

Berlin,  •  Ontario 


The   Exclusive 
BUTTON 

House 
of  Ontario 

The  best  way  to 
explain  the  merits 
of  our  Buttons 
and  to  give  you 
our  prices  is  for 
you  to  give  our 
Travellers  a  trial  order.  They  will  start  out 
early  in  January,  will  carry  almost  everything 
in  a  Button. 

Special  efforts  are  made  to  be  again  on  top 
with  our  Pearl  Cabinets  and  are  showing 
an  immense  range  in  silk,  satin  and  serge  covered 
Buttons,  sizes  from  14  to  50  ligne. 


-  ■'^'  .Jeer)  . 
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Ribbons 

Call  When  in  New  York. 

RIRRONSiN  STOCK 

The  growth  of  this  business  is  not  only  the  result  of  selling  the  RigLt  Rittons  at  tKe  Right  Prices,  but 

also  the  fact  of  giving  you 

RIBBONS     AT    THE    RIGHT    TIME. 

For  the  Spring  of  1909  we  trust  to  still  further  increase  this  reputation. 

JVISHING    YOU   A    HAPPY   NEW    YEAR 
AND      A      PROSPEROUS     1909. 


WALTER    H.    BARRY    &    CO. 

MONTREAL 


The  Ribbon  House  of  Canada 

Cor.  St.  James  and  McGill  Streets, 
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In  the  Interests  of  Good  Salesmanship 


Popular  Lectures  for  Clerks. 

A  course  of  popular  lectures  whereby  it  would  oe 
possible  for  salesmen  throughout  the  country  to  avail 
themselves  of  such  educative  opportunities  with  reference 
to  the  technical  side  of  their  calling  as  they  may  feel 
they  require,  was  the  plan  suggested  by  R.  H. ,  Eldon, 
principal  of  the  Toronto  Technical  High  School,  in  an 
interview  with  the  Review  on  that  matter,  recently.  Ho 
stated  that  from  enquiries  which  he  frequently  received 
such  a  course  would  find  a  very  popular  place. 

"These  lectures  might  be  conducted  on  the  same 
plan  as  those  inaugurated  years  ago  by  the  Guelpli 
Agricultural  College,"  said  Mr.  Eldon.  "In  the  absence 
of  any  general  plan  of  technical  education,  or  while  it  is 
being  developed,  the  Government  might  be  approached 
by  the  merchants  with  the  proposal  to  establish,  or  help 
pay  the  expenses  incurred  by  the  course.  That  is  a 
feature  which  I  think  could  be  taken  up  to  good  purpose 
by  the  merchants'  associations,  though  it  strikes  me 
that  the  lectures  could  be  made  just  so  interesting  that 
not  only  salesmen  already  employed  but  those  contempla- 
ting business  careers  would  undoubtedly  benefit  from  the 
lectures. 

"It  is  a  difficult  matter  to  get  any  number  of  yoimg 
men  together  for  purposes  of  study  after  their  day's 
work  is  over,  yet  there  are  many  cases  on  record  in 
connection  with  this  school,  for  example,  in  which 
young  men  have  worked  their  way  to  high  salaried  posi- 
tions simply  by  acquiring  a  good  working  knowledge  on 
important  subjects  in  connection  with  certain  branches 
of  their  business.  It  seems  to  me  that  it  would  be  pos- 
sible to  secure  for  these  lectures  well-known  business  men 
or  manufacturers  who  could  take  up  different  subjects 
such  as  the  dyeing  of  yarns,  the  making  of  textiles  or 
knit  goods,  the  departmentizing  of  stores,  window  dres- 
sing or  advertising;  in  fact  there  are  many  topics  which 
might  be  very  profitably  discussed. 

At  the  present  time  a  boy  or  young  man  intending 
to  enter  business  may  obtain  at  the  Technical  School  a 
knowledge  of  geography  applied  in  such  a  way  that  he 
learns  where  raw  materials  come  from,  as  well  as  their 
uses,  together  with  the  history  of  commerce  and  trans- 
portation. This  course,  outlined  by  the  head  of  our 
business  department  also  takes  up  the  question  of 
economics  along  lines  useful  to  the  man  in  business.  For 
girls  or  young  women  there  is  special  instruction  in 
dressmaking  and  millinery.  These  subjects  might  also 
be  discussed  in  lectures. 

The  lecturer  in  groceries  might,  for  example,  take  up 
the  subject  of  tea  blending  and  give  a  demonstration. 
The  dry  goods  man  in  the  same  way  might  discuss  silks 
or  other  materials.  Tlie  salesmen  or  others  present 
would,  in  that  way,  secure  information  useful  to  them, 
and  the  interest  could  be  maintained  by  a  careful 
division  of  the  various  phases  of  a  subject.  It  would 
hardly  be  advisable  to  hold  more  than  one  or  two  lec- 
tures a  week  in  Toronto,  while  in  outside  towns  and 
cities  they  might  have  to  be  held  less  frequently.  That 
could  be  a  matter  subject  to  arrangement  by  the  local 
merchants. 


Chemistry  is  a  very  important  subject  at  the  present 
time.  I  have  a  letter  here  from  a  manufacturer  asking 
if  we  could  instruct  one  of  his  men  in  the  dyeing  of 
yarns.  It  would  be  advisable  for  such  a  man  to  take  a 
course  in  chemistry,  and  in  that,  provided  his  basis 
education  was  sufficient,  we  could  accommodate  him.  A 
knowledge  of  chemistry  is  always  useful  to  the  merchant 
or  the  manufacturer,  for  there  are  occasions  on  which 
he  finds  it  necessary  to  inform  himself  with  reference  to 
the  constituents  of  fabrics  or  foodstuffs.  To  be  able  to 
do  this  work  himself  is  a  decided  asset  to  his  business 
equipment. 

In  a  young  country  such  as  this  it  is  easy  to  com- 
prehend the  very  important  part  which  technical  educa- 
tion might  play  not  only  in  our  industrial  but  in  our 
commercial  development. 

Encouraging  Clerks  to  Make  Suggestions. 

"What  reams  of  paper  and  barrels  of  ink  are  wasted 
by  people  who  never  think."  Thus  did  a  dry  goods 
merchant  break  into  rhyme  when  asked  to  describe  his 
most  serious  salesman  problem.  How  to  make  mem- 
bers of  his  staff  use  their  heads  in  their  work,  was,  he 
stated,  a  question  which  never  seemed  to  be  capable  of 
solution. 

"It  is  a  good  plan  to  encourage  your  clerks  to  think 
for  themselves,"  said  he.  "There  is  not  a  man  in  my 
employ  who  does  not  feel  that  if  he  has  a  suggestion  to 
make,  I  am  his  best  listener  and  most  willing  to  put 
that  idea  into  practice  if  it  is  a  good  one. 

"I  do  not  think  it  advisable  to  pay  clerks  by  com- 
mission. It  gives  them  a  good  chance  to  bore  custom- 
ers and  to  force  sales  which  are  not  only  unsatisfactory 
to  the  purchasers  but  also  to  the  store.  It  also  opens 
the  way  towards  irregularities  and  ill  feeling. 

It  has  never  been  necessary,  since  I  started  in  busi- 
ness for  a  clerk  to  ask  me  for  a  raise  in  salary.  If  I 
see  that  a  man  is  worth  it  his  pay  envelope  is  immedi- 
ately fattened.  We  never  bring  in  men  from  the  outside 
to  take  head  positions  in  our  departments.  When  the 
gap  comes,  the  man  who  is  best  qualified  for  it  in  the 
department  gets  it.  Such  plans  as  these  promote  an 
esprit  de  corps  desirable  in  every  store. 

Of  course  there  are  clerks  and  clerks.  Some  are  mere 
machines  who  never  attempt  to  promote  the  interests  of 
any  line  of  stock  save  that  which  is  asked  for.  A  skilful 
clerk  will  very  nicely  introduce  lines  which  he  knows  as 
by  instinct  cannot  fail  to  be  of  interest  to  the  shopper. 
Nine  times  out  of  ten  that  man  will  sell  more  to  the 
shopper  than  she  had  at  first  intended  to  buy,  but  it 
was  all  done  so  pleasantly  that  everybody  was  satisfied. 
Not  very  long  ago  a  lady  came  into  tiie  store  and  asked 

'Where  is  Mr.  ■ ?"  mentioning  one  of     the  salesmen. 

He  happened  to  be  out  at  the  time  so  another  clerk  was 
assigned.  The  lady  told  me  afterwards  that  she  wished 
to  buy  certain  goods  upon  which  she  had  formed  no 
decided  opinion,  but  that  she  knew  from  former  experi- 
ences that  this  clerk  would  so  handle  the  matter  for  her 
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that  she  would  be  satisfied  with  the  selection  which  she 
finally  made.  That  clerk  has  the  faculty  of  showing  and 
selling  goods  in  a  way  that  makes  every  sale  a  profit- 
able precedent. 

"Do  you  not  find  that  clerks  now-a-days  have  a  very 
limited  knowledge  of  processes  of  manufacture  and  of  the 
uses  of  raw  materials?" 

"There  may  be  something  in  that,  but  if  the  head  of 
a  department  knows  his  business  he  will  see  to  it  that 
his  clerks  are  posted  well  and  truthfully.  No  merchant 
should  encourage  his  salesmen  to  be  untruthful.  Make 
your  staff  honor  the  motto,  "A  square  deal  right 
through,"  which,  I  take  it,  should  be  the  property  of 
every  merchant.  Where  stores  are  well  departmentized 
it  is  not  absolutely  necessary  for  a  clerk  to  be  thorough- 
ly conversant  with  methods  of  manufacture  and  all  that. 
If  he  has  the  right  stuff  in  him  he  will  acquire  that 
knowledge,  feeling  that  his  success  depends  upon  it  to  a 
great  extent.  Much  information  will  come  to  him  as  if 
by  instinct. 

Capable  Old  Country  Salesmen. 

"In  which  nationality  do  you  find  the  best  salesmen 
among  those  young  men  who  are  coming  to  Canada  from 
Great  Britain?"  was  the  question  asked  of  the  head  of  a 
department  in  a  large  city  store. 

"Get  the  right  kind  and  they're  all  good,"  was  his 
reply.  "The  way  it  works  out  here,  Scotch  and  Irish 
are  in  the  majority.  There  are  English  salesmen  who 
are  excellent  men  but  the  trouble  is  that  we  have  not 
had  as  many  of  that  kind  as  is  necessary  to  average  up 
with  those  of  other  nationalities.  I  think  I  am  safe  in 
saying  that  the  Old  Country  clerk  is  one  of  the  most 
thorough  in  the  world  and  it  is  hard  to  beat  him  when 
it  comes  to  knowledge  of  fabrics  or  methods  of  produc- 
tion. I  am  not  going  to  bring  the  Canadian  into  rhe 
comparison.  He,  too,  is  a  good  man,  and  one  of  the 
best  evidences  of  this  is  the  fact  that  he  has  been  placed 
in  charge  of  many  of  the  most  responsible' positions  with 
the  big  American  stores. 

Hard  to  Account  for  Some  Motives. 

"It  is  hard  to  understand  some  shoppers  when  they 
are  out  to  obtain  some  definite  object,"  said  a  salesman 
in  a  large  city  store.  "A  few  weeks  ago  a  man  entered 
the  housefurnishings  department  and  bought  goods  to 
the  value  of  $10.50.  When  he  learned  the  price  he  de- 
clared that  he  would  not  pay  one  cent  more  than  $10; 
said  he  would  not  accept  the  goods  unless  the  50  cents 
were  struck  off.  I  told  him  that  would,  be  impossible 
and  that  he  could  leave  the  parcel  where  it  was  if  he  so 
desired.  'See  here,'  said  he,  finally,  'if  you  don't  make 
that  check  out  for  $10  you  may  keep  your  stuff,'  and 
with  that  he  placed  $10.50  ou  the  counter  and  shoved  it 
towards  me.  I  immediately  took  it,  made  the  check  out 
for  $10  but  on  the  duplicate  in  my  check  book  I  entered 
the  amount,  $10.50.  lie  appeared  quite  satisfied  and 
went  away.  From  that  day  to  this  1  have  not  been  able 
to  figure  out  what  that  man  was  trying  to  get  at:  pos- 
sibly he  had  a  bet  on  with  his  wife  that  the  'cash  and 
one  price'  sign  on  our  store  is  not  a  hard  and  fast  pro- 
position." 


W.  P.  King  &  Son 

W.  P.  KING  ARTHUR  S.  KING 

Manufacturers'  Agents 


REPRESENTING 

The  C.  TurnbuU  Co. 

Limited 

Gait  -  Ont. 

Manufacturers  of  the  celebrated 
"Ceetee"  and  "  Perfect- Fitting  " 
Underwear. 

The  Chnton  Knitting  Co. 

Limited 

Clinton        -        Ont. 

Manufacturers  of  the  famous 
"  Wearwell "   Hosiery. 

IN  ONTARIO,  FROM  TORON- 
TO EAST,  QUEBEC  and  MAR- 
ITIME  PROVINCES. 

The  Fiberloid  Company 

New  York 

Manufacturers  of  "Litholin" 
Waterproof   Linen  Collars. 

FOR   DOMINION    OF  CANADA 

CorUss,  Coon  &  Company 

New  York 

Manufacturers  of  the  world-re- 
nowned hand-made  Corliss  Coon 
Collars. 

FOR   DOMINION   OF   CANADA 

And  last,   but  not  least, 

"  Billiken  " 

FOR   DOMINION   OF   CANADA 

Wishing  their  friends  and  patrons  a  happy  and 
prosperous  New  Year. 

74  York  St.  -  Toronto 

511   Coristine   Bld^.,   Montreal 
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Items  from  all  Canada 


Ontario 

A  retail  ladies'  furnishings  store  has  been  opene'l  'n 
London  by  the  Ladies'   Wear  Co. 

The  United  Textile  Worlcers,  of  Peterboro',  will  hold 
a  banquet  on  the  evening  of  Friday,   Jan.  22. 

W.  E.  Kelcher,  salesman  with  B.  J.  Gough,  Lindsay, 
for  some  years,  lias  gone  to  Huntsville  to  taiie  a  position 
with   Hanna  &   Hutchinson. 

Smallman  &  Ingram,  of  London,  opened  a  tea-room 
in  connection  with  their  very  handsome  new  store,  dur- 
ing the  Christmas  shopping  season. 

Miss  Cora  Paul,  forelady  of  the  third  floor  of  the  neck- 
wear factory,  Port  Hope,  was  presented  with  an  address 
and  a  beautiful  chair  by  the  employes  of  that  floor. 

Alfred  Parker,  of  Peterborough,  proprietor  of  Parker's 
Dye  Works,  died  suddenly  at  his  home  in  that  city,  on 
the  evening  of  December  19th.     He  was  49  years  of  age. 

Miss  Pansy  Niles,  formerly  with  the  Dominion  Sus- 
pender Co.,  Niagara  Falls,  but  who  has  gone  to  New  York 
to  train  for  a  professional  nurse,  was  presented  by  the 
company  with  a  very  handsome  lady's  traveling  com- 
panion upon  her  departure. 

The  residents  of  Erin  are  making  a  strong  bid  for 
this  year's  Drummer's  "Snack."  It  is  not  likely  that 
the  unique  event  will  be  again  set  for  Alton,  owing  to 
the  destruction  of  the  Algie  Mills,  recently,  and  other 
reasons.     Erin  will  probably  get  it. 

The  employes  of  the  T.  Eaton  Co.,  Toronto,  presented 
J.  C.  Eaton,  president  of  the  company,  with  an  illumin- 
ated address  on  the  afternoon  of  December  31,  to  show 
their  appreciation  of  his  kindness  in  granting  them,  as 
they  expressed  it,  "favors  unheard  of  in  mercantile 
life,"  among  which  were  a  holiday  from  Thursday  to 
Monday  during  the  Christmas  and  New  Year  weeks. 

The  late  James  Robertson,  who  died  in  Ottawa  on 
Nov.  14,  formerly  livel  in  Hamilton,  and  for  many  years 
he  conducted  a  dry  goods  business  on  King  St.,  in  that 
city.  He  was  prominently  identified  with  the  Masonic 
fraternity.  Since  going  to  Ottawa,  about  nine  years  ago, 
he  had  a  position  as  chief  inspector  of  the  clothing  de- 
partment of  militia  and  defence.  He  is  survived  by 
three  sons  and  two  daughters.  His  sons  are:  James,  of 
the  W.  E.  Sanford  Company;  Frank,  of  the  Northwest; 
and  John,  of  Lethbridge,  Alta.  His  death  was  due  to  a 
paralytic  stroke. 

Quebec. 

J.  M.  Beauchamp,  of  Montreal,  announces  that  he 
intends  to  retire  from  the  ready-made  clothing  trade 
and  will, devote  himself  entirely  to  custom  tailoring. 

Matthews,  Lee  &  Armstrong,  of  Montreal,  wholesale 
hats,  caps  apd  furs,  will  move  on  January  11  to  larger 
quarters  at  529  St.  Paul  Street,  three  doors  east  of  Mc- 
Oill  Street,  from  364  A  St.  Paul  Street. 

The  tailoring  establishment  of  Joseph  Prudhomme, 
Notre  Dame  Street,  Montreal,  was  badly  damaged  ijy 
fire  about  the  middle  of  last  month.  It  is  supposed  to 
have  been  caused  by  an  over-heated  stove. 

J.  K.  Wallace,  representing  Arthur  Bros.,  Glasgow, 
with  Canadian  headquarters  at  232  McGill  Street, 
Montreal,  spent  the  holidays  in  Montreal  and  leaves 
this  month  for  a  trip  through  the  Ottawa  Valley  and 
Eastern   Ontario. 


Allan  S.  Bain,  61  St.  Sulpice  Street,  Montreal,  re- 
presenting Stewart  &  Macdonald  Export,  Ltd.,  Scot- 
land, in  Quebec  and  the  Maritime  Provinces,  expects  no 
leave  the  middle  of  January  for  a  visit  to  the  firm,  dis- 
cussing plans  for  further  extending  Canadian  business. 
.1.  H.  Johnson  is  the  Toronto  representative  of  this 
firm,  and  Manitoba  and  the  West  are  looked  after  by 
Jas.   Thompson  &   Sons,   Vancouver. 

The  West 

Mrs.  Rankin,  wife  of  A.  D.  Rankin,  dry  goods  mer- 
chant, Brandon,  died  in  Calgary,  Alta.,  of  heart  failure 
while  on  a  visit  to  her  son. 

The  branch  fur  store  of  J.  W.  T.  Fairweather  &  Co., 
opened  in  Portage  La  Prairie  eight  weeks  ago,  has  done 
a  very  satisfactory  business.  Seven  fur  workers  have  been 
kept  busy. 

Alterations  are  being  made  to  the  department  store  of 
the  MacLeod,  Hamelin  Co.,  in  Prince  Albert,  Sask.,  with 
the  object  of  introducing  a  number  of  new  departures 
in  the  near  future. 

The  special  sale  opened  by  the  MacLeod,  Hamelin  Co., 
in  connection  with  their  store  at  Melita,  Man.,  on  the 
Saturday  'before  Christmas  showed  the  result  of  judicious 
advertising  backed  by  genuine  values.  The  sale  was  a  great 
success. 

The  Murray  Shoe  Co.,  of  London,  will  erect  a  new 
factory  on  Richmond  Street  in  the  city.  It  will  be  50 
feet  in  width,  with  a  depth  of  300  feet  and  will  be  three 
storeys  high.  At  present  the  factory  is  employing  90 
hands,  but  the  new  one  will  give  employment  to  150. 

Emory  &  Walley,  men's  furnishers.  Nelson,  B.C.,  se- 
cured the  third  prize  in  the  window  competition,  held  by 
the  Daily  News  of  that  city.  A  striking  feature  of  the 
window  was  a  mechanical  Indian,  which  continually  shot 
at  a  target  with  a  bow  and  arrow,  hitting  the  mark  every 
time. 

It  is  understood  that  it  is  the  intention  of  the  T. 
Eaton  Company  to  extend  the  Winnipeg  store  building 
by  the  erection  of  a  warehouse  100x133  feet,  which  will 
be  connected  with  the  main  building  by  tunnels.  Other 
important  extensions  to  the  store  arp  under  considera- 
tion. 

The  Town  of  Fernie,  B.C.,  is  rapidly  recovering  from 
the  effects  of  the  fire  which  wrought  such  devastation 
there.  The  Crow's  Nest  Trading  Co.  are  now  occupying 
their  new  departmental  store.  Business  blocks  are  near- 
ing  completion  and  the  main  street,  which  was  in  ruins 
about  four  months  ago,  is  beginning  to  assume  a  metro- 
politan   appearance 

The  employes  of  the  David  Spencer  dry  goods  store, 
Vancouver,  B.C.,  held  their  first  annual  entertainment 
recently.  A  programme  of  music  and  songs  was  followed 
by  a  dinner  and  dance,  and  the  inauguration  of  the  event 
was  in  every  way  enjoyable.  Tea  rooms  are  shortly  to 
be  added  to  the  store,  with  Mr.  Murchie,  formerly  with 
Nasmith's,  Toronto,  in  charge. 

The  employes  of  the  Northern  Shirt  Co.  held  their 
first  annual  banquet  in  Manitoba  Hall,  Winnipeg,  Decem- 
ber 28.  W.  King,  one  of  the  firm's  directors,  presided. 
W.  T.  Kennedy,  in  expressing  his  appreciation  of  the  co- 
operation given  him  as  manager  by  the  employes,  stated 
that  they  were  endeavoring  to  build  up  a  great  commer- 
cial house  anti  it  was  his  desire  that  each  employe  should 
feel  an  interest  in  the  success  of  the  institution. 


DRY    GOODS    REVIEW 


167 


As  a  keen  business  man  you  probably  appreciate  the  advantages  of 
dealing  with  a  successful  concern  and  it  is  no  idle  boast  to  assert  that  the 
Scottish  Rubber  Co.,  viewed  from  the  standpoint  of  result  is  a 
decided  success. 

Strong,  steady  methods  of  business,  careful  attention  to  all  details 
of  manufacture  and  sale,  backed  by  sufficient  capital,  has  resulted  in  the 
building  of  a  business  w^hich  is  comprehensive  enough  to  claim  that  it 
can  adequately  look  after  additional  accounts.  "Success — then  greater 
success"  is  our  motto. 

You  w^ill  find  our  sales-force,  either  on  the  road  or  in  the  house, 
glad  to  demonstrate  the  Spring  line.  Your  candid  judgment  is  solicited 
by  careful  inspection  of  our  samples. 


^ 


The  showing  consists  of  snappy  styles  in  medium  to  high-class 
Ladies'  and  Misses'  Raincoats  and  Rubberized  Silk  and  Satin  Garments. 
(Note  the  new  treatments  of  semi-fitting  garments  52  to  54  inches  long.) 

Ladies'  Suits,  moderate  cut-away  fronts  predominating,  long  small 
sleeves,  semi-Empire  effects. 


Ladies'  Short  Jackets. 


Men's  Raincoats. 


The  SCOTTISH  Rubber  Co. 

316  Notre  Dame  Street  West,    Montreal 
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Dry  Goods  Review 


Buy  Star  Brand 

For  1909 

And  Increase  Your  Sales 


3060  L 


Star  Brand 

REGISTERED 


Our  Line  of  BLOUSES 

WHITEWEAR 
WASH  SUITS 

and 
PRINCESS  DRESSES 

is  very  up-to-date  and  exclusive. 

Fit  and  workmanship  are  guaran- 
teed. 

Ladies'  Wear  of  Qiiality 

Bears  the 

Star  Trade  Mark 


33  PrSi^^ 


■n  Mil  fir    .  '''^Bt- 


THE   HOME    OF    STAR   BLOUSES 

Rebuilt    1908 


Our  enlarged  capacity  means 

"  Goods  when  you  want 
them '' 

Send   Us   Your   Sorting   Orders 


THE  STAR  WHITEWEAR  MFG.  CO. 


Head   Office  and   Factory 
BERLIN,  ONT. 


Montreal  Sales  Rooms 
204  ST.  JAMES  ST. 


Please  mention  The  Review  to  Advertisers     and  their  Travelers 
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The  Ready-to- Wear  Garment  Department 


Though  white  and  cream  are  selling  freely,  there 
is  a  growing  fondness  for  colored  net  waists.  The 
style  idea  is    the  waist  to  match  the  suit. 

Soutache  braid  and  cords,  as  well  as  buttons, 
are  very  much  used  for  waist  trimmings. 

In  Spring  del  verics,  manufacturers  for  the  most 
part  are  sending  out  waists  with  the  long,  tight 
sleeve,    unless   otherwise   instructed. 

The  National  Cloak,  Suit  &  Skirt  Manufactur- 
ers' Association  adopt  style  recommendations  for 
next  Spring. 


Outlook  for  Spring. 

Spring  trade  outlook  in  all  lines  of  ready-to-wear 
garments  is  encouraging.  Styles  are  settled  and  buying 
is  being  done  with  confidence.  Trade  promises  to  run 
mainly  upon  suits,  although  silk  and  satin  coats  will  not 
be  neglected,  and  for  popular  demand  the  usual  number 
of  coats  will  probably  be  sold.  Waists  will  have  a  big 
call  and  skirts  occupy  a  strong  position. 

Canadian  factories  are  busy  and  large  buyers  are  pre- 
paring for  their  usual  trip  to  New  York,  as  well  as 
abroad. 

Spring  Garment  Prospects. 

Spring  garment  orders,  except  on  very  staple  goods 
and  certain  lines  of  wash  goods  are  far  from  satisfactory 
to  Canadian  manufacturers.  This  applies  more  particu- 
larly to  coats  and  suits,  and  is  not  so  much  a  result  of 
the  style  consideration  as  the  price  problem. 

Late  Fall  business  at  retail  all  over  the  country  was 
hardly  up  to  the  standard  expected,  and  in  many  sec- 
tions was  very  poor.  Manufacturers  felt  the  full  force 
of  this  condition  and  particularly  in  the  larger  centres 
garments  were  offered  to  retailers  at  very  favorable 
prices.  Comparatively  light  placing  orders  induced  some 
manufacturers  in  Montreal  and  Toronto  to  anticipate  a 
heavy  sorting  business  late  last  Fall.  This  did  not  ma- 
terialize, and  manufacturers  in  some  instances  with  heavy 
stocks  of  materials  made  up  goods  which  were  sold  at 
prices  pleasant  for  retailers. 

Naturally,  this  resulted  in  making  retailers  feel  that 
buying  from  stock  was  the  proper  method.  However, 
manufacturers  realize,  just  as  well  as  retailers,  that  self 
preservation  is  the  first  law  of  nature  and  stock  gar- 
ments from  that  viewpoint  are  out  of  the  question. 

Retailers,  with  this  basic  fact  in  view,  should  clearly 
recognize  that  early  placing  orders  are  a  protection  to 
everyone  in  the  transactioa 

A  retailer  who  buys  late  in  the  season,  instead  of 
placing  good  early  orders,  must  expect  to  buy  from  hand 
to  mouth,  and  this  means  that  he  will  get  hand  to  mouth 
workmanship,  prices  and  deliveries.  He  can  never  be  cer- 
tain of  obtaining  the  right  goods  at  the  right  time,  and 
as  a  result  he  is  not  able  to  make  the  impression  of  hav- 
ing large  and  complete  stocks. 


On  the  other  hand,  the  buyer  who  places  his  orders 
at  an  early  date  is  sure  of  good  styles,  good  workman- 
ship, prompt  deliveries,  and  the  assurance  of  a  complete 
stock  of  stylish  garments  to  open  the  season  with,  and 
to  create  a  reputation  for  his  store.  The  retailer  should 
have  the  goods  the  people  want  when  they  want  them, 
and   should   make  an   effort   to  be  the  first   to  show     the 


New  Style  Satin  Underskirt— Shown  byJ,Debenhams  (Canada)  Ltd. 

new  styles.  The  best  stores  do  this,  and  the  small  re- 
tailer, who  is  endeavoring  to  build  up  a  reputation  fot 
his  store  as  headquarters  for  stylish  ready-to-wear  gar- 
ments is  in  a  fair  way  to  accomplish  this  end  when  he 
follows  the  above  policy,  that  of  buying  early  and  giving 
the  manufacturer  a  chance  to  carry  out  his  share  of  the 
contract  to  advantage.  '■ 
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Another  fact  to  be  taken  into  consideration  is  that 
when  the  traveler  has  to  visit  the  trade  frequently  it 
adds  to  the  cost  of  the  goods.  Another  point  is  that 
imported  materials  cannot  be  obtained  at  short  notice, 
and  manufacturers  will  not  speculate  on  the  cloth  prob- 
lem. 


Suits  for  Spring. 


Garment  manufacturers  are  busy  with  Spring  lines, 
and  samples  are  on  the  road.  Suits  are  cut  on  the  long, 
straight  lines,  and  many  features  are  introduced  to  pre- 
serve these  long  efiects. 

In  higher  priced  suits  the  newest  feature  is  the  three- 
piece  costume,  consisting  of  a  Princess  or  Empire  dress, 
with  a  coat  of  the  same  material.  These  coats  are  most- 
ly from  thirty  to  thirty-four  inches   in  length. 


Semi-Empire  and  Directoire  Suit  —  Manufactured  by 
Shaer  &  Eliasoph,  Montreal. 


For.  the  plainer  tailored  suits  the  long  length  coat  is 
also  the  one  shown. 

The  Directoire  influence  is  strong,  and  nearly  all  suits 
and  costumes,  particularly  those  for  the  classy  trade, 
show  touches  of  the  style,  such  as  high  collars,  large 
lapels,  and  the  cutting  away  of  the  coat  skirt  in  front, 
etc. 

The  Directoire  girdle  or  sash  is  seen  on  the  majority 
of  the  three-piece  suits,  and  also  on  many  separate 
skirts. 

These  three-piece  suits,  in  some  instances,  have  the 
V-shaped,  or  the  rounded  or  square  yoke  cut  away  for 
the  wearing  with  a  guimpe,  and  have  long,  close  sleeves, 
tucked   horizontally,   and   either  coming   to  a  point   over 


the  back  of  the  hand  or  bell-shaped  right  over  the  hand, 
as  shown  in  one  of  the  Paris  illustrations  given  this 
month.  Some,  however,  are  shown  with  a  half-sleeve,  or 
elbow  sleeve,  fairly  close-fitting  and  finished  with  a  long 
under-sleeve  of  tucked  net,  and  as  the  yoke  is  cut  away, 
can  be  worn  with  the  long-sleeved  blouses. 

The  coats  to  be  worn  with  these  suits  are  in 
mosf  instances  elaborate  in  the  semi-Empire  and 
also  in  semi-fitting  and  loose  cutaway  effects, 
longer  in  the  back,  with  Incroyable  revers,  trimmed 
with  buttons  most  extensively,  and  with  simulated  but- 
ton-holes. Egyptian  and  Oriental  trimmings  are  used  on 
revers,  and  to  give  the  vest  effect. 

Many  of  the  costumes  show  the  coat  longer  at  the 
back,  and  some  give  the  frock  coat  effect.  In  these  cases 
where  the  coats  are  cut  away  above  the  waist  line  at  the 
front,  the  skirt  is  made  slightly  Princess  to  cover  the 
blouse. 

Bolero  effects  are  seldom  long  out  of  fashion,  and 
many  imported  three-piece  and  Princesse  gowns  show  a 
short  bolero  or  are  finished  in  bolero  effect.  Many  are 
sleeveless,  but  some  have  a  short,  straight  sleeve.  They 
are,  as  a  general  rule,  much  ornamented.  For  this  pur- 
pose soutache  is  used  a  great  deal.  One  seen  was  laced 
up  each  side  of  the  front  and  had  hanging  ends  and  tas- 
sels. 

Popular  Materials  for  Spring  Costumes, 

One  of  the  new  light-weight  materials  for  Spring  cos- 
tumes is  the  Bedford  voile,  which  is  light  weight,  but 
heavier  than  the  ordinary  voile,  and  is  woven  in  such  a 
manner  as  to  give  the  appearance  of  the  Bedford  cord. 
These  are  used  for  the  three-piece  suits. 

Worsteds  arc  strong,  the  piece-dyed  stripes  being  used 
to  quite  an  extent.  These  worsteds  have  a  very  smooth 
finish,  and,  in  fact,  all  materials  with  a  smooth,  satiny 
finish  and  of  light  weight  will  be  fashionable.  There  will 
be  a  small  showing  of  worsteds  with  the  white  hair-line 
stripe  in  the  Spring  costumes. 

Fashionable  colors  will  be  fawn,  reseda,  peacock, 
ashes  of  roses  and  taupe.  Among  the  staple  colors,  green 
will  be  strong  and  a  great  deal  of  black  will  be  used. 
There  seems  to  be  a  falling  off  in  staple  blues  and 
browns. 

m 

Juvenile  and  Misses'  Wear. 

Retailers  who  have  a  ready-to-wear  department  are 
taking  to  the  idea  of  a  section  for  the  sale  of  misses' 
and  children's  wear.  Now  that  manufacturers  are 
specializing-  on  junior  g-arments  and  are  devoting  all 
their  attention  to  their  production,  there  is  being  a 
rapid  increase  of  special  departments  devoted  to  their 
sale.  This  is  because  well  made,  well  cut  and  smartly 
finished  little  frocks,  dresses,  etc.,  made  of  suitable 
materials  that  are  not  only  childish  and  pretty  but  that 
are  also  good  wearing  and  good  washing,  are  selected. 
And  these  garments  can  be  now  sold  at  a  reasonable 
price — so  reasonable,  in  fact,  that  few  mothers  will  sit 
down  to  make  them  when  they  find  how  cheaply  they 
can  be  bought. 

Hitherto  ready-made  dresses  for  children  have  found 
their  best  sale  in  white.  Now  that  the  proper  materials 
are  used  a  large  trade  in  colored  garments  is  develop- 
ing. 

There  is  nothing  startlingly  new  in  the  Spring  lines, 
but  there  are  innumerable  little  touches  of  trimming 
that  prevent  sameness  in  the  lines  shown.  The  ma- 
terials  especially     are     in     attractive     designs,   stripes, 
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checks  and  plain  and  printed  fabric  is  all  being  becom- 
ins'ly   used. 

For  small  cliildren  rompers  are  very  strong,  'i'hese 
sensible  little  garments  can  be  had  in  sizes  suitable  I'or 
the  baby  of  six  months  and  also  for  children  up  to  six 
years.  Girls'  rompers  are  so  made  that  they  look  like 
a  skirt  when  they  are  on  the  child.  They  are  developed 
in  ginghams  and  other  good  wearing  and  washing  fabrics. 

For  the  miss  of  14,  Ki  and  18  are  shown  two-piece 
suits  like  motheis.  They  are  in  plain  tailored  styles  and 
have  for  the  trimming  of  the  coat,  straps,  pockets  and 
pearl  buttons.  Striped  cotton  suiting  models  have  the 
plain  circular  skirt.  Another  smart  style  has  the 
straight  coat  model  now  so  much  worn,  and  the  side- 
pleated  skirt.  This  model  is  particularly  happy  in 
plain  cotton  suiting.  The  colors  are  red,  cadet,  navy, 
etc.  All  these  colors  are  warranted  not  only  to  wash 
but   boil. 

Who  Can  It  Be? 

The  Review  has  heard  many  good  stories  mingled 
with  tales  of  woe  regarding  the  advance  orders  for  suits 
and  coats  for  Spring.  Trade  at  retail  lias  not  been  ac- 
tive, and  Fall  stocks  were  not  cleared  up  as  well  as  de- 
sired, particularly  in  the  east,  although  this  applies  to 
every  section  of  Canada  to  some  extent.  This  has  con- 
tinued to  delay  in  placing  orders. 

One  important  manufacturer  who  visited  the  trade 
personally  last  month,  eloquently  pointed  out  that  re- 
tailers in  his  opinion  did  not  appreciate  the  advantages 
of  early  placing  orders.  He  gave  as  a  startling  instance 
his  experience  in  calling  upon  a  retailer  in  a  western 
city  a  thousand  miles  from  Montreal.  This  retailer  abso- 
lutely refused  to  look  at  samples,  giving  as  his  sole  ex- 
cuse that  he  would  buy  in  the  season,  and  would  visit 
Montreal  then. 

This  Canadian  manufacturer  does  not  consider  that 
this  treatment  is  any  encouragement  to  the  betterment 
of  the  Canadian  garment  industry. 

The  Coat  Trade. 

Silk  and  satin  rubberized  garments  have  increased 
representation  in  sample  lines,  and  early  sales  prove  that 
the  demand  is  improving.  An  attempt  to  revive  the  rain- 
coat mateiial  is  being  made,  and  smart  semi-fitting  Em- 
pire effects  are  shown  in  these  coats.  A  lavish  use  is 
made  of  buttons  and  braids.  These  coats  are  in  seven- 
eighths  lengths. 

Old  Country  manufacturers  have  sent  out  highly  at- 
tractive lines  of  rubberized  silk  fabrics.  These  have  the 
bright  satin  finish  so  essential  at  present  and  besides 
plain  colors  in  all  the  fashionable  shades  such  as  fawn, 
taupe,  peacock,  etc.,  are  shown  in  stripe  and  check  ef- 
fects. Garments  of  this  class  are  the  proper  wear  for 
automobiling,  and  as  this  form  of  recreation  is  increas- 
ingly enjoyed  in  this  country,  for  this  use  alone  there 
should  be  a  good  business  done  in  rubberized  coats.  Im- 
ported garments  of  this  class  are  built  upon  long,  loose, 
but  smart  lines. 

Waists. 

Though  there  is  a  growing  disposition  on  the  part  of 
the  retailer  to  assure  himself  of  the  trend  of  fashion  and 
to  bring  the  placing  season  and  the  selling  season  nearer 
together,   manufacturers  are  busy  with  waist  lines. 

.Just  at  the  present  moment,  nets  are  the  big  item. 
Tailored  models  in  silks  are  decidedly  good,  and  tailored 


models  in  heavy  cotton  suitings,  etc.,  are  also  beginning 
to  be  shown. 

All  these  lines  promise  to  continue  leaders  in  the 
early  trade  with  nets,  as  it  seems,  again  in  the  lead. 
Though  white  and  cream  are  selling  freely,  there  is  a 
growing  fondness  for  colored  net  waists.  The  style  idea 
is,  the  waist  to  match  the  suit,  and  such  colors  as 
taupe,  peacock,  Copenhagen,  green  and  navy,  as  well  as 
black,  cream  and  white  are  demanded.  In  the  better 
trade  the  list  of  colors  is  even  more  extended,  and  prac- 
tically takes  in  the  list  of  selling  orders. 

Tucked  models  with  the  tucked  vertical  sleeve  is  the 
fashionable  one  of  the  moment.  These  waists  show  as 
trimmings,  knife  pleatings  down  the  front  centre  pleat. 
Soutache  braid  and  cords,  as  well  as  buttons,  are  very 
much  used  for  waist  trimmings,  some  use  of  the  new  col- 
ored net  laces  will  also  he  a  feature  of  novelty  lines. 

Deliveries  of  lawn  waists  are  now  being  made  for 
the  early  season.  Manufacturers  for  the  most  part  are 
sending  out  these  waists  with  the  long,  tight  sleeve  un- 
less otherwise  instructed. 

As  far  as  the  first  four  months  of  the  year  go,  the 
sleeve  question  is  definitely  settled  in  favor  of  the  long 
Directoire    sleeve.     After    that    date    opinions    are    divided 


Imitation  Crochet  Insertion  used  for  Waist  Trimming. 

and  many  buyers  are  preparing  for  a  fair  business  in  the 
three-quarter  sleeve.  There  is  a  hint  in  the  air,  however, 
that  it  will  not  be  the  present  form  of  three-quarter 
sleeve,  but  a  style  more  in  conformity  with  the  new 
fashion  ideas.  That  is  a  sleeve  that  follows  the  outline 
of  the  shoulder  and  arm.  It  is  said,  also,  that  the  long 
sleeve  will  be  worn  ruched  up  when  the  warm  weather 
arrives. 

The  present  uncertainty  as  to  the  future  sleeve  styles 
has  certainly  helped  to  delay  the  placing  of  waist  orders 
far  in  advance,  and  the  sooner  the  question  is  settled  the 
easier  it  will   be  for  all  concerned. 

Linens  and  Lingeries. 

As  the  trade  develops,  more  business  is  done  each 
year  in  summer  lines,  and,  with  those  manufacturers  do- 
ing this  class  of  business,  fairly  good  advance  orders 
have  been  placed.  In  large  centres  the  January  white 
sales  will  see  some  display  made  of  these  goods.  Plain- 
tailored,  two-piece  suits  lead  in  popular  priced  lines,  but 


Bedford  voile,  a  new  light-weight  material,  will 
be  much  used  for  Spring  costumes.  Fashionable 
colors  will  be  fawn,  reseda,  peacock,  ashes  of  roses 
and  taupe. 

Late  Fall  business  in  the  garment  department 
was  hardly  up  to  standards  expected  and  in  many 
sections  was  very  poor.  The  Spring  outlook  is  en- 
couraging. 

Early  sales  prove  that  there  is  a  growing  de- 
mand for  silk  and  satin  rubberized  garments. 
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Directoire  Princesse  in  Soft  Satin ;  Long,  Tight  Sleeves,  Bell  Shape 
Over  the  Hands.    Yoke  of  Tinsel  Embroidered   Lace. 
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the  Kmpire-Princess  thrce-piccc  suits,  with  the  fashion- 
able straight  coat  is  shown  in  higher-priced  lines.  Sou- 
tache embroidery  is  also  effectively  used  on  many  im- 
ported suits  of  this  class.  Freq^uently  striped  linens, 
etc.,  are  used  with  advantage  as  a  trimming.  There  is 
some  talk  of  Princess  dresses,  but,  as  yet,  buyers  have 
hardly  made  up  their  minds  as  to  their  standing. 

Gored  skirts  opening  up  either  back  or  front  on  panel 
effect,  with  buttons,  is  the  style  generally  shown. 

Lingerie  dresses  in  lawns  and  mulls,  and  in  colors, 
as  well  as  white,  are  shown  in  both  the  Empire  and  the 
high-backed  Princess  style.  Considerable  embroidery,  as 
well  as  combination  laces,  are  used  in  their  development, 
and  besides  those  that  button  down  the  back,  front  panel 
effects  with  button  trimmings  are  used.  Many  of  the 
more  dressy  models  have  the  high  Empire  model  hang- 
ing away  from  the  waist,  and  in  this  case  a  train  is  add- 
ed to  the  skirt. 

Corsets. 

Long  straight  lines,  with  the  curves  of  the  hip  and 
waist  eliminated  as  much  as  possible — that  is  the  pres- 
ent fashionable  figure,  and  it  is  the  aim  of  corset  Je- 
signers  to  produce  models  that  will  mould  all  figures,  as 
far  as  can  be  done,  on  these  lines.  Corsets  that  give 
these  long  lines  are  now  generally  asked  for  even  in 
popular  priced  goods.  It  is  not  just  the  woman  of 
fashion  that  is  striving  to  attain  the  new  figure,  but  all 
women  are  finding  that  to  wear  the  present  style  of  dress 
is  impossible  unless  she  has  the  proper  corsets. 

The  importance  of  the  corset  and  reviving  trade  has 
led  to  the  placing  of  good  advance  orders  Tor  Spring 
selling  and  the  factories  are  now  busy,  thou;^h  the 
ground  for  the  initial  trip  has  not  as  yet  in  most  cases 
been  fully  covered. 

Though  the  long  corset  is  the  seller  there  have  beon 
models  imported  that  ha\e  made  little  success;  this  is 
because  they  were  too  extreme  in  length  and  could  nut, 
be  worn  with  any  degree  of  comfort.  Twenty  and 
twenty-two  inches  in  the  back,  with  fronts  correspond- 
ingly long,  are  not  practical  models,  and  the  selling 
corset,  both  of  domestic  and  imported  make  does  not 
go  to  any  such  lengths.  About  16  or  18  inches  at  the 
back  is  as  long  as  they  can  be  for  comfort.  The  fronts 
are  correspondingly  shorter  and  are  so  curved  that  they 
will  not  be  in  the  way  when  the  wearer  is  sitting. 

Above  the  waist  the  corset  is  fairly  low  cut  and 
designed  to  give  the  natural  figure.  No  particular  at- 
tention is  paid  to  the  waist  for  it  is  the  hips  that  must 
be  small  now-a-days.  Some  new  models,  however,  tor 
wear  with  the  Princess  gown,  do  mould  the  waist  as 
well  as  reduce  the  hips.  This  is  a  particularly  clever 
model. 

Because  of  the  work  the  corset  has  to  do  and  because 
of  the  severe  strain  when  intended  for  a  full  figure, 
manufacturers  are  selecting  their  materials  with  great 
care.  Materials  used  must  not  be  heavy  and  thick  but 
they  must  be  strong  and  must  not  give.  Manufacturers 
are  getting  these  qualities  by  using  warp  and  weft  of 
nearly  equal  count,  thus  making  a  strong  and  yet  light 
weight  fabric.  The  quality  of  the  boning  is  also  A 
much  importance.  Here  again  weight  is  no  indicatirn 
of  strength. 

The  new  corsets  require  more  than  ever  that  the 
proper  number  of  hose  supporters  be  used  to  keep  thon 
in  place.  Many  models  have  them  placed  at  the  side  and 
back  as  well  as  in  front. 

Speaking  of  the  supporters,  a  new  kind  is  to  be  put 
on  the  market  this  year.     These  are  manufactured  in    a 


new  way  and  the  maker  warrants  that  they  will  wear 
as  long  as  the  corset.  This  much  desired  condition  is 
secured  by  the  manner  in  which  the  elastic  fabric  is 
woven. 

A  month  ago  the  Review  drew  attention  to  the 
number  of  fairly  high  priced  made-to-measure  corsets 
sold  by  agents.  Much  of  the  trade  these  agents  get 
ought  to  go  to  the  dry  goods  stores,  and  would  do  if 
merchants  would  reach  out  for  it.  Many  of  the  women 
who  are  paying  these  agents  $5  and  $6,  or  even  more, 
for  a  pair  of  corsets,  would  not,  under  ordinary  treat- 
ment, pay  over  the  counter  much  over  a  dollar  or  a 
dollar  seventy-five.  The  reason  for  this  is  that  she  is 
never  approached  in  such  a  manner  as  to  lead  her  to 
suppose  that  she  will  get  a  proper  fitting,  better  wearing 
model  for  the  higher  price.  Nor  is  it  ever  put  before 
her  that  these  better  corsets  will  work  an  untold  im- 
provement in  her  appearance  and  in  the  fit  of  her 
clothes.  Agents  in  short  show  all  these  things  and 
make  a  personal  appeal  as  well. 

A  method  of  doing  this  has  been  outlined  to  The 
Review.  It  is  a  fairly  easy  one,  but  it  requires  not 
only  that  the  stock  shall  be  up  to  date,  but  also  in  the 
hands  of  an  expert.  With  a  properly  kept  stock  and  a 
woman  of  experience  in  charge,  by  the  use  of  this 
method  a  regular  trade  may  be  built  up. 


It  is  the  aim  of  corset  designers  to  produce 
models  that  will  mould  the  figure  on  long  straight 
lines  with  the  curves  of  the  hip  and  waist  elimina- 
ted. 

A  good  plan  to  adopt  in  the  development  of  a 
corset  department  is  to  keep  a  record,  by  means 
of  file  and  index,  of  sizes  ordered  from  day  to  day, 
with  the  name  of  the  customer  and  price. 

There  is  a  rapid  increase  of  special  depart- 
ments devoted  to  children's  wear.  A  large  trade 
in  colored  garments  is  now  in  prospect.  Rompers 
are  a  very  strong  selling  line. 


The  way  to  go  about  it  is  to  make  up  a  list  of 
customers  who  buy  corsets  above  a  certain  price.  When 
one  of  these  customers  comes  into  the,  department  for  a 
new  pair  of  corsets  make  a  memorandum  of  the  size  and 
style  she  buys.  The  slip  containing  all  these  particulars 
should  be  placed  together  and  should  at  regular  inter- 
vals be  transferred  to  a  card  index  and  filed.  If  the 
corsets  arc  returned  the  fact  should  be  noted  and  the 
style  and  size  that  are  finally  retained  should  go  upon 
the  card. 

Some  days  after  the  purchase  is  finally  made  a 
printed  circular  should  be  mailed  to  the  customer  in- 
forming her  that  you  have  this  information  and  that 
when  a  new  pair  is  needed  if  she  will  give  name  and 
address  she  can  be  perfectly  fitted  in  future.  This  card 
index  ought  to  form  the  basis  for  a  most  effective  mail 
order  list,  as  it  contains  so  much  information  about  the 
customers. 

When  anything  new  in  corset  styles  appears,  or  in 
corset  accessories,  a  circular  can  be  sent,  describing  and 
introducing  the  class  of  goods.  Customers  may  be  ad- 
vised when  the  fitter  from  the  firm  whose  make  of 
corsets  she  buys  will  be  in  the  department,  and,  using 
the  list  for  a  basis  of  information  the  merchant  may 
keep  in  personal  touch  with  customers  in  many  ways. 
Such  a  list  also  will  be  an  invaluable  guide  to  buying 
stock. 
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The  Sleeve  Question  in  England. 

The  Ihree-quaitiT  sleeve  is  a  fashion  which  dies  hard 
in  England,  whose  women  love  to  show  their  dainty- 
wrists  ;  but  on  the  other  side  of  the  Channel  sleeves  have 
been  worn  very  long  for  some  weeks  past.  In  Paris  dress- 
makers are  doing  their* very  best  to  give  as  much  length 
as  possible  to  the  arm,  and  a  few  dresses  even  have  been 
seen  emerging  from  the  great  dressmaking  establishments 
with  the  armhole  practically  commencing  at  the  throat  ; 
but  it  is  to  be  hoped  that  English  women  will  reject  so 
absurd  an  exaggeration,  even  when  the  three-quarter 
sleeve  no  longer  exists. 

A.  A.  Brodeur  with  Watt  &  Shapiro  Mfg.  Co. 

A  recent  addition  to  the  sales  force  of  the  Watt  &, 
.Shapiro  Mfg.  Co.,  Montreal,  is  A.  A.  Brodeur,  who  is  one 
of  the  best  known  commercial  travelers  in  the  Province  of 
Quebec. 

Mr.  Brodeur,  who  is  a  French-Canadian,  is  a  resident 
of  Montreal,  and  received  his  early  training  with  the  S. 
Carsley  Co.,  of  Montreal,  with  whom  he  was  engaged 
ten  years. 

Mr.  Brodeur  has  been  in  the  cloak  and  skirt  trade  in 
the   Province   of    Quebec    since     its      infancy.    During   his 


A.   A.    BRODEUR 

Who  has  Joined  the  Sales  Force  of  the  Watt  &  Shapiro 

Manufacturing  Co.,  Montreal. 

career  as  a  traveling  salesman,  lie  has  won  the  confi- 
dence of  the  many  retailers  with  whom  he  has  come  in 
contact,  and  in  view  of  his  popularity  in  this  respect 
will  be  a  valuable  acquisition  to  the  traveling  staff  of 
the  Watt  &  Shapiro  Mfg.   Co. 

Mr.  Brodeur  is  a  cousin  of  Hon.  L.  P.  Brodeur,  Min- 
ister of  Marine  and  Fisheries,  and  a  brother  of  S.  A. 
Brodeur,  prothonotary  of  the  Supreme  Court  at  Vallev- 
field. 

Cloak,  Suit  and  Skirt  Men  Meet. 

The  thirteenth  semi-annual  conveiilion  of  the  National 
Cloak,  Suit  and  Skirt  Manufacturers'  Association  was 
held  last   month   at   Toledo,    O.    The   association   is   com- 


posed of  cloak,  suit  and  skirt  manufacturers  in  the  cen- 
tral west,  and  has  for  its  object  the  improvement  of  the 
product  of  its  members,  the  bringing  about  a  closer  re- 
lation between  the  retailer  and  the  manufacturer,  and  the 
elimination  of  a  number  of  abuses  that  characterized  the 
women's  garment  industry,  before  its  present  degree  of 
importance  was  attained. 

The  first  session  was  devoted  to  the  style  exhibition, 
which  consists  of  the  showing  of  a  number  of  garments, 
the  work  of  the  members,  each  garment  possessing  par- 
ticular merit,  according  to  the  manufacturer's  ideas. 
After  viewing  all  the  garments  shown,  the  style  commit- 
tee makes  a  series  of  recommendations  for  the  coming 
season,  which  the  manufacturers  follow.  This  assures  a 
certain  uniformity  of  style,  and  gives  the  buyer  confi- 
dence, knowing  that  the  manufacturers  are  all  showing 
goods  along  the  same  lines,  and  that  no  radically  new 
styles  will  be  shown.  The  result  of  this  style  exhibition 
was  the  following  recommendations  for  the  Spring  of 
1909  : 

Two-piece  Tailored  Suits  : — Hipless  and  half-fitted  jac- 
kets, with  36-inch  lengths  dominating.  Cutaway  and 
straight  fronts,  34  to  42  inches  long  for  women,  and  30 
to  36  inches  long  for  misses,  with  long,  narrow  coat 
sleeve. 

Skirts  : — To  be  gored  and  of  diminished  fullness  at 
foot,  with  a  tendency  to  high-waisted  effects. 

Three-piece  Suits  : — Without  sleeves,  with  net  or  lace 
yokes,  or  made  to  be  worn  over  waist,  with  hipless  jac- 
kets for  the  cutaway  front  ;  moderate  cutaway  fronts 
predominating  ;   long,  small  sleeves. 

Tailored  Dresses  : — One-piece  complete  dresses,  in  both 
Princess  and  raised  waist  effects,  and  guimpc  dresses 
more  particularly   for   misses   and   juniors. 

Separate  Coats  : — Hipless  and  semi-fitting  jackets, 
cloth  and  silk  materials,  with  some  tendency  towards 
cutaway  effects,  32  to  42  inches  long  for  women,  and  30 
t(j  36  inches  long  for  misses.     Coat  sleeves. 

Traveling  and  Touring  Coats  ;— Half  litted  Knipiie 
and  hipless  effects,  .'j^  to  .')4  inches  Jong.  Cloth  and  silk 
materials. 

Separate  Skirts  :^ — Similar  to  suit  skirts,  but  showing 
more  trimming — mainly  in  vertical  effects.  With  dimin- 
ished fullness  at   bottom. 

Whitewear. 

In  centres  large  enough  to  make  January  whitewear 
sales  successful,  the  buyers  for  this  department  are  look- 
ing forward  to  good  business.  Manufacturers  have  done 
their  part  and  for  the  coming  sales  the  lines  offered  art' 
of  extra  attractiveness. 

The  vogue  of  the  sheath  skirt  is  very  evident  when 
better  grade  lingerie  is  examined.  In  goods  of  this  class 
there  is  a  noticeable  absence  of  unnecessary  fullness.  For 
slight  figures,  however,  some  be-ruttled  garments  are 
shown. 

It  is  in  drawers  that  the  most  noticeable  changes 
occur.  Knickerbockers  are  the  novelty  of  the  moment. 
One  model  blouses  over  and  opens  up  at  the  side  of  the 
knee.  There  is  a  beading  edging  at  the  bottom,  through 
which  a  ribbon  is  drawn  to  confine  it  at  the  knee.  Some 
models  are  more  on  the  bloomer  shape  and  have  elastics 
at  both  the  waist  and  knee.  Soft  clinging  materials  are 
used  in  their  production,  and  neat  close-fitting  trimming 
effects  are  in  vogue. 

Popular-priced  drawers  come  in  more  perfectly-fitting 
shapes,  and  the  majority  of  them  are  cut  in  the  new  cir- 
cular or  dart  shapes.  Now  that  the  fit  is  so  much  em- 
phasized,   there    is    a    larger    demand    for    extra    sizes     in 
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Xaurentian  Mbitewear  Company? 

CABLE  ADDRESS  ji 

•■LAURENTIAN"  * 

Levis.  P.Q '^.^^L.h. 1909 


A  Letter  for  You  Subject- -Resolution 


Dear  Sir, — 

A  good  many  of  you  have  shown  a  remarkable 
interest  in  this  business,  making  suggestions 
that  have  proved  valuable. 

I  think  you  will  be  interested  in  knowing 
that  we  had  all  of  our  sales  force  meet  a  few  days 
ago,  in  conjunction  with  our  inside  staff. 
That  conference  was  helpful  to  all  of  us. 

It  is  the  general  opinion  that  Laurentian 
Whitewear,  Waists,  Hemmed  Sheets  and  Pillow  Slips 
have  made  ''good.'*  No,  we're  not  getting 
chesty  ! 

Our  outstanding  resolution  was  to  use  our 
experience  to  produce  better  goods,  and  to  hustle 
for  all  we  were  worth  in  telling  you  about  it 
and  showing  you.   Then  to  deliver  promptly  and 
fulfil  every  business  obligation  to  you — 
and  a  little  more. 

I  thank  you  for  your  business,  and  extend 
New  Year's  greetings,  with  the  added  assurance 
that  it  is  the  aim  of  this  business  to  help 
you  get  more  business. 


/  /J^^^c  /c/. 


President. 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Shaer  &  Eliasoph 


Our  Spring  line  consisting  of  the 
very  latest  styles  in  Ladies'  Suits, 
in  Empire,  Princesse  and  Direc- 
toire  8tyles. 

Satin  Coats  in  Empire  and  Direc- 
toire  styles. 

Natty    styles  in    Covert   Jackets. 

All  are  made  to  sell  at  popular 
prices. 

The  collection  is  now  ready  for 
inspection  in  the  house,  and  our 
travellers  will  call  upon  you 
about  the   middle    of    January. 

Shaer  &  Eliasoph 

40  St.  Antoine  Street, 
MONTREAL 


drawers,  and  merchants  should  see  to  it  that  garments 
of  this  class  are  included  in   their   January   showing. 

Embroidery  flounces  are  the  best  liked  trimming  of 
drawers  this  season,  and  heavy  dotted  patterns  with 
scalloped  edges  are  much  in  evidence. 

Though  chemises  are  not  selling  so  freely,  there  is 
quite  a  nice  demand  for  them,  particularly  in  very  neat 
effects  in  sheer  soft  fabrics.  These  garments  are  more 
shapely  than  they  used  to  be  ;  some,  indeed,  being  quite 
of  the  fitted  type.  These  are  intended  to  be  worn  as 
corset  cover  and  skirt. 

One  particular  line  that  shows  a  large  number  of  at- 
tractive models  is  corset  covers.  The  vogue  now  is  for 
elaborate  models.  Not  only  are  wide  corset-cover  em- 
broideries extensively  used,  but  all-overs  are  pressed  into 
service.  There  is  an  increasing  sale  for  French  hand- 
made and  embroidered  corset  covers  each  season.  Some 
of  the  prettiest  and  most  dainty  of  these  have  scalloped 
edges,  and  just  below  a  row  of  eyelet  holes  worked, 
through  which  a  ribbon  is  drawn. 


Spends  $200  Monthly  in  Advertising. 

W.  R.  Megaw,  accompanied  by  his  son,  W.  E.  Meg-aw, 
both  of  Vernon,  B.C.,  was  in  Toronto  this  week.  Mr. 
Megaw  is  a  general  merchant  who  went  out  west  some 
30  years  ago  from  what  is  now  Auburn,  Ont.  He  has 
built  up  a  large  and  propserous  business  in  his  town. 
He  carries  groceries,  hardware,  dry  goods,  millinery  and 
boots  and  shoes.  His  store  is  120x48  ft.  and  a  building 
30  ft.  wide  is  to  be  erected  across  the  back,  making  the 
full  depth  78  ft.  Near  his  store  he  has  a  warehouse  in 
which  he  carries  agricultural  implements  and  carriages, 
while  in  this  line  of  business  he  has  recently  opened  a 
branch   in   Vancouver. 

"Business,"  said  Mr.  Megaw,  "has  been  good  with 
us  all  the  year,  and  one  remarkable  fact  is  that  we  have 
not  in  Vernon  in  any  way  felt  the  stringency  in  the 
money  market.  Vernon  is  the  hub  of  the  Okanagan  fruit 
district;  the  famous  Aberdeen  orchards  are  but  a  few 
miles  from  us.  A  great  many  people  who  have  made 
money  in  the  Canadian  Northwest  are  settling  in  the 
Okanagan  Valley,  on  small  fruit  farms  in  many 
instances." 

W.  E.  Megaw,  the  son,  has  charge  of  the  advertising 
for  the  firm,  which  amounts  to  about  $200  a  month. 
They  use  the  local  newspapers  and  besides  this  have 
other  advertising  schemes.  Mr.  Megaw,  junior,  pointed 
out  that  the  people  in  their  vicinity  demanded  high 
quality  goods  and  that  the  majority  of  ties,  for  instance, 
bought  by  their  customers  ran   from   $1   to   $1.50. 

Their  business  is  part  cash  and  part  credit.  In  their 
dry  goods  department,  which  was  started  a  couple  of 
years  ago,  they  inaugurated  a  system  of  giving  10  per 
cent,  on  cash  purchases,  and  this  has  been  remarkably 
successful. 

The  Megaw  firm  subscribe  for  four  of  the  Maclean 
publications,  viz.:  Canadian  Grocer,  Hardware  and 
Metal,  Dry  Goods  Review  and  Busy  Man's  Magazine. 


The  Oxford  Knitting  Co.,  of  Oxford,  N.S.,  recently 
issued  their  calendar  for  1909.  The  general  design  is  not 
only  artistic,  but  rendered  all  the  more  interesting  by 
reason  of  the  information  which  accompanies  it  with  re- 
ference to  Oxford  tweeds,  homespuns  and  yarns.  Sur- 
mounting- the  calendar  page  is  an  illustration  of  a  battle- 
ship, "One  of  England's  Best."  Following  this  under 
the  heading,  "Canada's  Best,"  are  a  number  of  facts  re- 
lating to  Oxford  goods.  , 
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Are  You  Prepared? 

1909  will  be  a  very  busy  year 


"Eclipse" 

Dont  ■wait  for  our  travellers  if  your 
stock  is  getting  low.  ^\^rite  us  for 
samples  or  send  an  open  order,  whicli  will 
receive    careful    and     prompt     attention. 


1,000 
Styles 

01  Laaies  and  Misses  Underwear 
for  your  selection.  Styles  never 
prettier.  >A' nat  you  want  at 
tne  price  you  want  it. 


(( 


Eclipse" 


Don't  delay  your  repeat  orders  if  you 
want  early  delivery.  Our  factory  is  busier 
than  it  has  been  for  many  a  day  and  ■we  are 
advertising  for  50  more  skilled  operators. 


Eclipse 
Brand 

Fit,    Finish    and    Quality    of 
Every   Garment   Guaranteed. 


The  Eclipse  Whitewear  Company,  Ltd. 


TORONTO 


All  early  orders  placed  with  us  for  Shirt  Waists  will  have  THE  NEW  SLEEVE. 


Please  mention  The  Review  to  Advertisers      and  their  Travelers 
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Specialists 
in 

Children's 
Wear 


That's  all  we  make 
and  Ave  'make  it  well. 

Our  designs  and  mat- 
erials are  right. 

Our  w^orkmanship  is 
the  best. 

Our  garments  are  gen- 
erously cut. 

They  fit  well.  They 
sell  well.  They  wear 
well. 

Buyers  have  proved 
this. 


Infants'  and  Children's 
Whitewear 

Children's  and  Girls' 
Bathing  Suits 

Children's  and  Girls' 
White  Dresses 

Girls'  and  Misses' Two- 
Piece  Suits 

Children's  and  Girls' 
Colored  Dresses 

Home  &Watts 

Limited 

Toronto 


Young  Men  are  Making  Good. 

Robert  Gemmell,  traveler  for  the  past  eleven  yeais 
with  John  Macdonald  &  Co.,  Toronto,  on  the  route  be- 
tween Toronto  and  Kingston,  has  been  placed  in  charge 
of  the  firm's  mail  order  department.  Actively  identified 
as  he  has  been  with  the  wholesale  dry  goods  business 
for  the  past  31  years,  and  very  well  known  to  the  trade, 
Mr.  Gemmell  is  in  every  way  qualified  for  the  important 
post  to  which  he  has  been  appointed. 

The  fact  that  he  began  as  a  boy  in  the  warehouse  of 
G.  B.  Smith  &  Co.,  later  the  Toronto  Dry  Goods  Im- 
porting Co.,  his  connection  with  both  extending  over 
twenty  years,  is  in  itself  of  considerable  interest.  The 
present  change,  however,  appropriately  brings  into  v^ew 
quite  a  remarkable  fact  concerning  the  staff  of  John 
Macdonald  &  Co.  Mr.  Gemmell's  successor  is  Leslie 
Madge,  a  young  man  who  obtained  employment  in  the 
firm's  warehouse  in  1903.  He  had  then  just  passed  his 
matriculation.      Of    the    force    of   twenty-seven    travelers 


Leslie  Madge,  who  Succeads  Robt.  Gemmell  on  the  Route  Between 

Toronto  and  Kingston  for  John  Macdonald  &  Co.     Mr.  Gemmell 

is  Now  in  Charge  of  the  Mail  Order  Department. 


of  which  he  is  now  one,  the  majority  began  where  he  did 
and  have  made  good,  as  he  is  doing.  Possibly  of  greater 
interest,  however,  is  the  fact  that  of  the  10  buyers  and 
assistant  buyers  now  in  the  employ  of  the  firm,  eight 
entered  the  establishment  as  boys  and  gradually  worked 
their  way  to  the  head  of  departments.  They  are: — Ed. 
Campbell,  buyer  for  carpets  and  housefurnishings  depart- 
ment, and  his  assistant,  David  Craig;  John  Milne,  buyer 
for  men's  furnishings  and  haberdashery  departments,  and 
his  assistant,  Ernest  Voss;  Fred  Tisdale,  buyer  for  silks, 
dress  goods,  hosiery  and  glove  department;  W.  T.  H. 
Boyd,  buyer  for  staples  and  linen  department,  his  as- 
sistant, Fred  Rooney,  and  Lester  Floyd,  assistant  buyer 
in  the  woolens  and  tailors'  trimmings  department.  J. 
Hunter  Brown,  buyer  in  the  latter  department,  and  Ed. 
Rive,  assistant  in  the  silks,  dress  goods,  hosiery  and 
glove  department,  entered  the  employ  of  the  firm  as 
experienced  salesmen. 

The  merchants  of  Brantford  ran  a  special  Christmas 
trade  excursion  from  Gait,  Paris,  Ancaster  and  inter- 
mediate points,  by  radial  railway,  on  Wednesday,  Dec. 
16th.  .,    .  . 
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The 


Dunlap  WVg  Co 


51  St.  Paul  Street,  Montreal 


will  show  a  complete  range  of 


Women*s  and  Children's 

Ready-to-Wear  Garments 


for  the  Fall  Season,  1909 


J.  E.  McClung,  our  agent  for  Ontario,  and  an  efficient 
staff  will  be  on  the  road  early  in  Jainiary,  and  we  would 
ask  a  careful  comparison  of  our  values  before  placing 
orders. 

The  line  will  include  Whitewear,  Blouses,  Under- 
skirts, Kimonos,  Costumes,  Children's  Dresses,  etc.,  in 
new  and  exclusive  designs. 

Duchess  Brand 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Ask  Yourself 

Are  You  Buying  the 


Bread  and 
Butter 
Spring 
Garments 


Right,  Popular  Priced 
Coats,  Suits  and  Skirts 

Our  Spring  Line  is  right  and  we'll  be  glad  to  have  you  look  at  our 
travellers'  samples  or  call  when  in  the  City. 

Montreal  Skirt  &  Cloak  Mfg.  Co. 

1114  St.  Lawrence  Boulevard,  MONTREAL 


T 


About  the  Spring  Line 

A  Montreal  Garment  Buyer,  reputed  to  be  one  of  the  best  in  his 
line  in  Canada,  looked  at  our  Spring  line  of  Ladies'  and  Misses'  Suits 
a  few  days  ago.  This  is  his  concise  summary:  "  I  have  seen 
Canadian  lines,  looked  in  New  York,  and  you  have  the  nicest  styles 
and  the  choicest  cloths  I've  seen.  Your  modified  Empire  effects 
are  distinctive." 

MAY   WE    HAVE    YOUR    OPINION? 

WATT  &  SHAPIRO  MFG.  CO, 

507  St.  Paul  Street,     -     MONTREAL 


Retrospect  and  Prospect 

The  year  1908  is  now  a  matter  of  history.     It  has  left  its  mark  in  the  history    of   the    commercial    world. 

It  was  a  trying  anxious  year  from  many  businesses. 

In  order  to  come  out  better  in  1 909,  caution  is  needed  at  the  start,  so  that  when  the  curtain  is  dropped  on 
the  year  1 909,  the  ledger  will  show  the  balance  on  the  right  side.  The  ounce  of  prevention  is  a  necessity 
in  case  of  similar  disturbances  to  last  year.     This  all  points  a  lesson. 

Reliable   Buying  is   the    Key-Note  of   Success 

Perhaps  the  waist  and  dress  department  is  the  most  difhcult  to  buy  for,  styles  and  salability  play  such  an 
important  part.     If  you  have  salable,  reliable  goods  your  success  is  certain. 

XxXiLI AijLt.  Waists  and  Dresses  for  many  years  have  enjoyed  an  enviable  reputation  for 
style    and   salability. 

For  the  Spring  and  Summer  season  of  1 909,  our  designers  have  created  fashions  whose  success  is  zissured, 
judging  by  the  favorable  reception  accorded  the  line  by  important  stores. 

An  early  inspection  of  the  line  either  in  the  house  or  through  one  of  our  representatives  will  prove 
to  your   interests. 

RELIABLE   SILK  WAIST  FACTORY 

40  ST.  ANTOINE  STREET,    -    MONTREAL 

^M^ail  Orders  T^romptly  Attended  to  as    Usual. 
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Ladies^  Rubberized  Silk  and 

i33.Llll  VT3,rillGllLS     will    again    be    active    sellers    for 

Spring.  Our  showing  is  the  largest 
in  the  trade.  We  were  first  to 
show  them  and  still  lead.  Nation- 
al styles  make  sales  for  you. 
Prices  and  catalogue  upon  request. 


The  complete  w^^^i^^^^  line  of 
Ladies'  Raincoats  and  Spring 
Coats  deserves  your  inspec- 
tion, either  through  our  sales 
force  or  samples  will  be  sent 
upon   request.  - 

Modified  Empire  and  Direc- 
toire  styles  are  worthy  of  at- 
tention. 

See  the  new  SILKRAV  CLOTH. 


We  thank  our  customers  for  their 
business  during  1908,  and  wish  one 
and  all  prosperity  during  1909  and 
the  years  to  come. 


In  Brown   and   Black,    Blue   and    Black, 
Black  and  Black  Satin  Striped  Taffetas. 


NATIONAL    RUBBER    CO.    OF    CANADA 


The  Largest  Exclusive  Raincoat  Manufacturers  in  Canada 


16  CRAIG  STREET  WEST 


MONTREAL 
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Spent  One  Hundred  Thousand  on  Her  Horse  Show  Gowns 

Even  at  That,  Miss  Julia  Morosini  did  not  Exceed  Her  Allowance  —  Spends  Annually 
Two  Hundred  Thousand  on  her  Wardrobe  —  Her  Mother  was  a  French  Canadian. 


The  recent  death  in  New  York  of  Giovanni  P. 
Morosini,  the  multi-millionaire,  and  the  bequest  of  the 
bulk  of  his  estate  to  Miss  Giulia  Morosini,  his  favorite 
daughter,  has  served  to  bring  that  remarkable  young 
lady  into  special  prominence.  Miss  Giulia  has  always 
been  a  notable  figure  in  New  York  society,  her  striking 
appearance  and  her  elaborate  gowns  drawing  attention 
to  her  wherever  she  appeared,  and  now  that  she  is  in 
possession  of  her  father's  estate,  popular  interest  in  her 
has   been   immensely   increased. 

The  daughter  of  a  beautiful  French-Canadian  lady, 
Miss  Morosini  inherited  both  her  mother's  good  looks 
and  her  love  of  fine  clothing.  She  is  credited  with 
spending   annually   on  her   wardrobe   two   hundred   thous- 


Miss  Julia  Morosini,  whose  Dresses  Cost  Two  Hundred  Thousand 
Dollars  a  Year.    Her  Mother  was  a  French-Canadian. 


and  dollars.  Her  supposed  extravagance  in  dress  has 
been  the  subject  of  many  a  homily,  but  on  hearing  these 
stories  her  father  always  smiled  indulgently,  and  on  one 
occasion  when  told  that  his  daughter  had  spent  $100,000 
for  her  Horse  Show  gowns  he  remarked  that  if  she  had, 
she  had  not  by  any  means  exceeded  her  allowance. 

He  and  his  daughter  were  always  together  in  public, 
and  he  seemed  to  find  pleasure  in  seeing  her  always  so 
fashionably  attired.  In  appearance  he  was  distinguished. 
His  erect  form  and  square  shoulders  gave  him  an  air  of 
distinction,  "which   was   accentuated  by   his   snow    white 


mustache  and  imperial,   which  he  wore  after  the  style  of 
King  Victor  Emanuel. 

Adopted  the  Name  of  Morosini. 

Of  the  early  life  of  Giovanni  P.  Morosini  compara- 
tively little  is  known.  As  a  matter  of  fact,  he  was 
not  born  Morosini  at  all,  but  his  father's  name  was 
Pertegnazza.  When  he  was  able  to  go  into  the  world  on 
his  own  account  he  adopted  another  patronymic,  partly, 
it  is  said,  because  he  did  not  get  along  well  with  his 
sire,  and  partly  because  the  name  he  took,  which  was 
that  of  a  distinguished  family  with  which  he  was  con- 
nected,  was  better  adapted  for  faring  about   the  world. 

Giovanni  P.  Morosini  was  born  in  Venice,  in  1832, 
and  at  an  early  age  was  attracted  by  the  profession  of 
arms.  The  story  is  told  of  him  that  as  a  child  he  went 
to  see  the  Austrian  soldiers  drill  and  that  a  captain  in 
passing  knocked  him  down.  The  boy  removed  his  shoe 
and  threw  it  full  into  the.ofificer's  face. 

He  went  to  school  for  a  time  to  Cavallini,  who  had 
been  a  soldier  of  Napoleon,  and  listened  to  stories  of 
adventure  and  of  war.  Young  Morosini  witnessed  many 
thrilling  scenes  which  attended  the  efforts  of  his  country 
to  escape  from  the  thrall  of  Austria,  and  he  was  at  one 
time  a  cadet  in  the  Austrian  navy.  He  and  some  fellow 
sympathizers  fled  to  Smyrna,  and  there  he  met  the 
American  Consul,  who  advised  him  to  go  to  the  United 
States. 

The  youth  shipped  as  a  sailor  before  the  mast  and 
arrived  at  Baltimore  and  subsequently  reached  New 
York.  Two  trips  to  Havana  and  back  were  added  to 
his  adventures  before  his  lot  was  finally  cast  in  the 
metropolis. 

Became  Friend  of  Garibaldi. 

Garibaldi  was  then  living  in  exile  on  Staten  Island, 
engaged  in  the  trade  of  making  candles.  He  and  the 
young  sailor  became  friends,  and  Morosini  accompanied 
the  Liberator  on  a  commercial  voyage.  He  returned  to 
New  York  finally  in  1854  and  soon  became  identified  with 
the  city.  His  entrance  into  the  world  of  finance  was 
due  to  a  chance  meeting. 

According  to  the  story  which  he  told  in  after  life 
he  was  wandering  in  the  streets  of  Clifton,  Staten 
Island,  when  he  saw  a  young  boy  attacked  by  a  group 
of  youths  of  larger  size.  Young  Morosini,  who  was 
stalwart  of  frame,  drove  away  the  tormentors  and  took 
the  boy  home.  The  boy,  who  was  the  son  of  Nathaniel 
Marsh,  told  the  story  of  his  rescue  to  his  father.  Mr. 
Marsh  was  then  one  of  the  high  officials  of  the  Erie 
Railroad.  He  offered  the  sailor  money,  which  was  re- 
fused. 

"All  that  I  wish,"  said  the  Venetian,  "is  a  chance 
to  work." 

Morosini,  with,  as  he  expressed  it,  the  tar  still  on 
his  hands,  became  an  office  boy  in  the  employ  of  the 
Erie.  He  was  then  past  his  majority,  active  in  mind 
and  body  and  equipped  with  that  native  shrewdness 
which  was  ever  on  the  alert  for  an  opportunity.  His 
rise  in  the  service  of  the  railroad  at  a  time  when  there 
was  need  of  men  of  force  and  shrewdness  was  rapid.  He 
worked  with  all  his  energy  by  day  and  at  night  studied 
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English  and  mastered  the  intricacies  of  finance  and 
bookkeeping.  He  was  within  four  years  general  auditor 
of  the  Erie,  with  a  salary  of  $1,000  a  month,  and  when 
Mr.  Marsh  died  in  1861  Mr.  Morosini  was  one  of  the 
strong  men  in  the  Erie  organization. 

It  was  not  until  1869  that  he  attracted  the  attention 
of  Jay  Gould.  There  were  troublous  times  in  Wall 
Street  and  the  financier  often  felt  that  he  was  in  peril 
of  life  and  limb.  He  was  confirmed  in  this  idea  one  day 
when  Major  Sclover,  who  believed  that  the  loss  of  his 
money  was  due  entirely  to  the  reigning  Wizard  of  Fin- 
ance, picked  him  up  and  threw  him  into  -an  area  way. 
Mr.  Gould  decided  that  after  that  he  would  not  appear 
in  the  street  without  the  protection  of  a  stronger  man. 

Built  Up  his  Bank  Account. 

He  found  the  help  he  wanted  when  he  first  saw 
Giovanni  P.  Morosini,  and  from  that  time  the  fortune 
of  the  Italian  was  assured.  Mr.  Gould  recognized  the 
keenness  of  his  faithful  follower  and  put  him  in  the  way 
of  making  money.  Mr.  Morosini  learned  the  Gould 
methods,  he  traded  in  the  Gould  stocks  and  he  was  soon 
building  a   substantial  bank  account. 

His  progress  from  that  period  until  the  time  of  his 
death  was  attended  by  unbroken  success.  His  natural 
shrewdness  was  coupled  with  the  daring  and  boldness 
which  distinguished  the  old  merchants  of  Venice.  He 
took  long  chances  sometimes  but  he  never  played  the 
game  of  Wall  Street  beyond  his  means.  As  a  specula- 
tor he  was  bold,  and  yet  he  kept  himself  under  perfect 
control.  During  all  the  years  in  which  he  .was  a  power 
in  Wall  Street  he  never  hung  out  a  sign.  His  trading 
was  done  through  brokers  and  in  later  years  he  was 
associated  with  Washington  E.  Connor,  at  No.  31 
Nassau  Street. 

The  Morosinis  were  naturally  interested  in  Canada 
and  the  family  spent  a  great  deal  of  time  in  Summer  in 
visiting  Quebec. 


An  Exceedingly  Valuable  Work. 

An  exceedingly  valuable  work  relating  to  the  wool 
fibre  from  a  scientific  and  practical  point  of  view  is  the 
publication  by  Dr.  F.  H.  Bowman,  on  "The  Structure  of 
Wool  Fibre,"  with  special  reference  to  the  uses  for  tech- 
nical purposes,  the  second  edition  of  which  has  recently 
come  from  the  press.  The  first  edition  of  this  work  was 
published  in  1885,  and  was  at  once  accepted  as  the  stan- 
dard one  on  the  subject,  alike  in  England,  on  the  con- 
tinent and  in  the  United  States.  The  scope  of  the  work 
is  confined  to  the  fibre  itself,  and  its  various  processes 
of  manufacture,  both  mechanical  and  chemical,  rather 
than  the  methods  employed  in  manufacturing,  the  object 
of  the  author  being  to  summarize  the  distinctive  char- 
acter of  the  raw  material,  upon  the  nature  of  which  all 
the  changes  in  the  process  of  manufacturing  must  be 
l)ased,  if  the  best  results  are  to  be  obtained. 


Sells  for  Cash  and  Gives  Cash  Premiums, 

One  merchant  in  a  Western  Ontario  city,  who  has  for 
years  conducted  his  business  on  a  cash  basis,  adopts  fre- 
quently some  novel  plan  which  serves  to  make  his  store 
a  point  of  exceptional  interest.  He  is  no  firm  believer 
in  bargain  sales,  nor  in  the  efficacy  of  the  advertisement 
which  claims,  as  he  describes  it,  "to  have  the  best  goods 
in  the  world  at  the  best  prices  in  the  world." 

"When  I  go  in  for  anything  special,"  said  he,  "I  give 
the  people  the  cash.     They  like  it  better  than   anything 


else.  For  the  past  few  months  my  customers  have  been 
given  to  understand  that  tlie  person  who  produces  the 
largest  number  of  cash  cheques  at  the  end  of  the  year, 
will  receive  $50  in  gold.  The  second  best  customer  re- 
receives  $30  and  the  third  best  $20.  That  plan  has  worked 
very  satisfactorily.  The  competition  brought  me  many 
new  customers.  When  adopted  in  connection  with  the 
beginning  of  a  new  season,  or  at  Christmas  time,  such  a 
plan  does  not  render  injudicious  spending  necessary  in 
order  to  gain  tlie  prizes.  It  is  on  these  occasions  that  they 
need  many  new  things,  and  the  prizes  are  of  proportions 
which  make  them  worth  while  trying  for. 


Back  from  European  Trip, 

A.  A.  Levin,  of  the  Dominion  Cord  &  Tassel  Co.,  Mont- 
real, is  again  in  the  city  after  a  seven  weeks'  European 
trip.  Mr.  Levin  visited  London,  Paris,  Berlin,  Barmen, 
the  braid  centre,  and  other  important  cities,  returning  by 
way  of  New  York.  Besides  having  a  reputation  as  a 
manufacturer,  he  is  a  shrewd  student  of  fashions  and 
speaks  interestingly  of  new  styles. 


The  Up-to-Date  Trimming  House 
That's  All 

ASCHER  BROS. 

MAIL  ORDERS  PROMPTLY  ATTENDED  TO 
30  St.  Francois  Xavier  St.,      -     -     -      MONTREAL 


T^  7  rhe  Place  for 

Berger  s  skms 


The  Spring  Line 

is  full  of 

Medium  Priced 

Winners 


975 


If  you  can't  call 
we   will   submit 
samples  upon 
request 


Nine  gore  flared  skirt. 
Panama  or  Venetian, 
green  and  cream. 


Made  in  all  wool 
in    black,    navy. 


Price  $3. 15 


BERGER  &  CO. 

[Successors  to  Ne^v  York  Skirt  Mfg.  Co. ) 
385  ST.  PAUL  STREET  MONTREAL 


MEN'S  FURNISHER 


Dry  Goods  Review 


Made  from  a  new  Fabric  of  a  superior  quality.    A  good  article  commands 
resped:  from  your  customer,  and  increases  your  business. 


When  buying  from  the 

D',   I  '   1     J    wholesale    trade    please 

on  t  be  misled  ,,^,,  „p„„  having^  ,he 

I  genume      tixcelda. 


A  small  ticket  stamped    "Excelda"  upon  every  handkerchief. 

The  wholesale  trade  are  offering  the  "  Excelda  Handkerchief  at  a  price 
to  meet  the  requirements  of  the  retailer  to  sell  at  popular  prices. 

The  manufacturers  of  "  Excelda "  are  determined  to  maintain  the  same  high 
standard  of  quality,  every  attention  being  given  to  all  details  in  pro- 
duction.     Styles  and  designs  to  suit  every  taste. 

A  bed  rock  reputation  for  a  good  article  will  ^and  forever,  and  do  ju^ice 
to  every  one  of  your  cu^omers. 

One  of  the  attractions  at  the  Franco- British  Exhibition  was  the  "Ejccelda" 
Handkerchief  Exhibit. 

And  for  which  the  committee  awarded   A  GOLD  MEDAL. 

Travellers  on  the  road  have  got  samples  of    "Excelda"  Handkerchiefs. 

Please  ask  to  see  them.      Mind  you  get  the  genuine  "  Excelda." 

Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Men's  Clothing  and  Furnishing  Department 


Clothing  manufacturers  state  that  smart  styles 
for  young  men  will  again  be  a  prominent  feature  of 
the  vogue  for  next  Fall. 

Browns,  olives  and  drabs  will  still  have  a  prom- 
inent place  on  the  color  card. 

The  year's  outlook  is  very  encouraging  in  all 
departments  of  men 's  wear.  A  good  Spring  busi- 
ness is  the  first  material  proof  of  this  prediction. 
Stocks  throughout  the  country  were  never  cleaner. 

The  holiday  season  caused  a  very  good  move- 
ment in  many  gift  lines  of  men's  wear.  In  neck- 
wear, reports  from  some  quarters  state  that  there 
was  a  decided  improvement  in  the  demand  for  the 
better  qualities. 


It  is  the  opinion  of  clothing  manufacturers  that  the 
smart  styles  for  young  men,  which  have  given  decided 
character  and  certain  life  to  the  present  season  will  be 
repeated  for  next  Fall.  Sample  lines  are  now  being  pre- 
pared for  the  travelers  in  March,  and  they  indicate  no 
farewell  to  a  full  color  card,  to  checks  and  stripes,  to 
shaped  backs,  and  dip  fronts,  to  patch  pockets  and 
slanting  lapels,  or  to  the  extraordinary  use  of  buttons. 
Overcoats,  it  is  said,  will  play  a  larger  part  than  they 
did  this  Fall  in  the  oddities  of  the  fashion.  They  will 
serve  as  a  more  positive  index  to  the  styles  of  garments 
which  cold  weather  requires  them  to  conceal,  but  which, 
nevertheless,  will  preserve  those  unique  characteristics 
which  adorned  young  men's  Summer  wear. 

Dividing  Line  is  Wider. 

The  emphasis  here  is  placed  upon  young  men's  wear, 
because  there  can  be  no  doubt  the  dividing  line  between 
that  which  belongs  to  youth  and  that  which  is  the  more 
becoming  property  of  advanced  years,  seems  to  be  grow- 
ing wider. 

"The  smart  styles  for  young  men  are  undoubtedly 
here  to  stay."  That  is  not  the  opinion  of  one  house  alone, 
but  of  several.  "The  young  men  are  entitled  to  it,"  re- 
marked one,  in  discussing  the  subject  with  The  Review. 
"They  are  getting  away  from  the  extremely  quiet  clothes 
of  their  fathers  and  grandfathers.  The  fashions  have  an 
unusually  wide  range,  and  adapt  themselves  to  every  taste, 
but  we  can  positively  declare  that  the  popular  garment 
will  be  that  which  is  different  as  the  result  of  its  varia- 
tions. 

"Has  not  style,  rather  than  durability,  the  greater  de- 
mand at  the  present  time?"  he  was  asked. 

Style,  Not  Durability. 

"There  is  no  doubt  about  it,"  said  he.  "It  is  a  ten- 
dency of  the  vogue.  The  change  in  styles  has  been  so 
sharp  and  so  pronounced  that,  speaking  generally,  dura- 
bility has  to  a  certain  extent  been  placed  in  the  back- 
ground; that  is,  as  compared  with  the  meaning  of  that 


term  years  ago.  One  cannot  say  that  is  a  lost  quantity, 
however,  but  the  point  is,  style  is  the  thing.  Judging  from 
present  business  there  is  no  discouragement  to  frequent 
changes.  Understand,  however,  that  there  is  no  inclina- 
tion to  promote  that  which  is  freakish.  When  clothes  be- 
come extreme,  it  will  have  to  be  taken  out  of  them. 

The  West  is  becoming  a  decidedly  strong  market.  An 
increasingly  proportion  of  Eastern  outputs  is  being 
shipped  thither,  and  it  is  remarked,  further,  that  the 
West  is  a  particularly  smart  dresser.  It  has  given  the 
most  modern  styles  a  good  share  of  its  patronage.  That 
fact  seems  to  be  in  keeping  with  the  youth  of  the  country. 
On  the  other  hand,  the  East,  so  far  as  styles  may  be  con- 
sidered a  barometer,  is  more  conservative,  though  those 
signs  which  might  be  regarded  as  meaning  disapproval 
of  the  new  and  popular  vogue  are  wanting.  On  the  whole, 
the  country  has  taken  kindly  to  the  innovations  and  the 
predictions  as  to  next  Fall  are  fully  warranted. 

Style  concessions  to  the  high-class  trade  still  give  the 
quieter  or  standard  effects  strong  place,  but  there  is  al- 
ways that  about  them  which  is  modestly  in  keeping  with 
modern  trend. 

A  Decided  Improvement. 

What  has  been  said  of  woolens  with  reference  to  the 
Spring  outlook,  and  the  past  year's  record,  holds  true  in 
other  branches  of  men's  wear.  The  latter  part  of  1908 
was  a  development  towards  better  things.  The  general 
stock  congestion  was  reduced.  There  was  a  cleaning  up 
which  was  forced  in  great  measure  by  the  selling  qualities 
of  Fall  and  Spring  lines.  Stocks  to-day  were  never 
cleaner.  The  latest  word  with  reference  to  neckwear  is 
that  in  high-class  lines  there  is  likely  to  be  a  modification 
of  stripe  and  color  combinations,  although  to  give  the 
popular  demand  its  due,  a  trend  in  the  opposite  direction, 
towards  effects  that  are  even  more  brilliant  than  those 
shown  in  early  sample  lines,  is  looked  for.  The  Christmas 
trade  in  neckwear  was  good,  but  it  was  noticeable  that 
merchants  still  had  the  tendency  to  buy  gingerly.  Some 
houses  had  the  usual  assortment  of  floral  and  so-called 
fancy  designs  for  the  low-price  gift  trade,  but  in  many 
quarters  where  those  goods  have  a  strong  demand  usually, 
there  was  a  call  for  better  qualities,  and  for  those  lines 
which  reflected  the  most  approved  vogue. 

)K 

Clothing  Men  are  Optimists. 

The  clothing  men  have  swung  into  line  with  the  optim- 
ists. Few,  if  any,  are  expressing  dissatisfaction  with  last 
year's  business.  Where  there  is  anything  disagreeable  to 
remember,  the  splendid  Spring  prospects  are  proving  a 
capital  diversion.  One  house  declares  that  last  year  was 
the  best  in  its  history,  the  bumper  seasons  of  1906  not 
excepted.  Its  statement  is  that  the  sorting  and  special 
order  business  was  tremendous.  In  some  cases  stocks  were 
small,  and  specials  were  necessary  in  order  to  fill  orders: 
That  helped  largely  toward  the  unprecedented  result. 
There  is  no  doubt  that  the  introduction  of  the  smart 
styles  was  th^  factor  chiefly  accountable  for  the  mainten- 
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Better  Value  in 

Gloves  and  Mittens 

That's  what  you  get  when  you  stock  Imperial 
Brand  Gloves  and  Mittens.  The  leathers  used 
in  Imperial  Gloves  and  Mittens  are  specially 
selected  for  softness,  flexibility  and  superior 
wearing  qualities.  All  Imperial  Gloves  and 
Mittens  are  strongly  sewed  and  are  perfect  in 
style,  fit  and  finish.     Cut  shows 

The    MILITARY" 

made  of  Brown  Dog-skin  with 
gauntlet  and  fringe,  either  un- 
lined    or    with    striped    avooI 
lining.     The  "Military"  is  also 
made   in   Norway   Buck 
with   Maple   Leaf    orna- 
mentation.    EVERY 
PAIR  GUARANTEED. 


Write  us  for 
Prices. 


Imperial  Glove  Co.,  Limited 

DUNDAS, ONTARIO 

Manufacturers  of  specially  good  Gloves  and  Mittens 
for  Farmers,  Railroadmen,  Drivers,  Hunters  and 
Automobilists. 


Stylish  Overalls 

Sounds  peculiar,   but  you'll 
see  the  point  if  you  look  at 

Peerless  Overalls 


The  line  has  "made  good." 

For     instance,     ask    for    a 
sample  of 

No.  400  R.R.  made  from  8  oz. 
Blue  Denim,  at     .   $9.50 

No.  600  Elastic  back  made 
from  8  oz.  Black  Denim, 
at     ...     .     .      $12.00 


PEERLESS  OVERALL  CO. 

Rock  Island,  Que. 


ance  of  activity.  In  relation  to  the  clothing  trade,  they 
are  placed  on  a  par  with  those  striking  innovations  in 
millinery  and  women's  apparel  which  brought  aboul  sim- 
ilar results  in  their  particular  sphere.  That  the  year  1909 
is  going  to  develop  great  strength,  all  are  agreed.  Spring 
orders  have  promoted  a  decided  unanimity  in  that  connec- 
tion. Fall  samples  will  be  on  the  road  by  the  middle  of 
March. 

Little  is  being  said  about  the  Fall  color  card.  The 
buyers  of  many  of  the  importing  woolen  houses  are  now  in 
the  Old  Country  making  their  selections.  Olives  and 
browns  are  shade  departments  which  are  entering  posi- 
tively into  discussion.  The  olive  range,  it  is  stated,  bids 
fair  to  rival  the  record  which  browns  have  already  made. 
The  prediction  is  that  the  Fall  offering  will  be  quite  as 
varied,  and  as  interesting  to  the  makers  of  clothes  as  that 
of  the  Spring  season.  Order  books  indicate  that  the 
choice  of  custom  men  have  concentrated  very  largely  upon 
browns,  olives  and  greys.  Tweeds,  it  is  stated,  will  have 
a  better  place  for  next  Fall  than  they  have  at  present, 
particularly  with  the  custom  trade.  Their  position,  how- 
ever, cannot  be  compared  with  that  of  worsteds. 


Plaids  in  Smoking  Jackets. 

Large  plaid  effects  in  smoking  jackets  are  strongly 
ia  evidence.  They  are  either  displayed  in  cuffs,  collars 
and  pocket  flaps,  with  a  plain-bodied  garment,  or  else  that 
order  is  reversed.     Figured  patterns  also  have  a  showing. 

Plain  colors,  jackquards  and  shot  effects,  without  em- 
broidery are  decidedly  prominent  in  hosiery  lines  for 
Spring,  and  will  hold  good  for  next  Fall.  A  silk  and  cash- 
mere shot  article  to  retail  at  fifty  cents  are  among  the 
good  selling  lines  spolien  of.  The  Christmas  season  had  a 
very  beneficial  effect  upon  the  hosiery  section  of  men's 
wear. 

So  far  as  it  is  possible  to  prophesy  about  collars  the 
folder  which,  so  far  as  its  front  construction  is  concerned, 
is  a  compromise  between  the  meeting  and  the  open  styles, 
is  being  very  favorably  commented  upon.  It  gives  the 
tie  a  better  showing  than  it  had  with  the  former,  and  it 
improves  appearances  by  reducing  the  opening  above  the 
tie  to  a  minimum.  So  many  different  styles  are  in  favor, 
however,  that  it  is  difficult  to  fasten  upon  any  particular 
type  as  a  predominating  winner  either  for  Summer  or 
Winter  wear. 

The  Christmas  season  gave  an  impetus  to  the  glove 
trade,  which,  for  some  time,  had  been  denied  it  owing  to 
backward  weather.  Spring  orders  show  a  preference  for 
the  duck's  egg  and  champagne  colors.  Brown  and  tan 
effects  will  always  be  very  good. 

There  appears  to  be  a  growing  interest  in  favor  of 
silk  gloves  for  men.  This  product  has  been  given  more 
than  usual  attention  by  manufacturers  for  1909,  and  a  gra- 
dually increasing  demand  seems  to  mark  this  line  as 
worthy  of  development  by  men's  furnishers. 

Demand  for  Wash  Ties. 

"This  detached  figure  stuff  is  dead,"  declared  a  buyer 
on  his  return  from  New  York  "Diagonal  stripes  seem  to 
be  in  for  a  good  run,  with  greens  and  browns  decidedly 
in  favor.  But  it  is  hard  to  fasten  oneself  down  to  par- 
ticular shades  in  discussing  colors.  That  is  what  makes 
buying  a  difficult  proposition.  There  is  likely  to  be  a 
strong  run  in  wash  ties  for  Spring  and  Summer,  particu- 
larly in  highly  mercerized  lines  selling  at  $2  to  $2.50  a 
dozen.     Here,  too,  stripes  will  be  the  thing." 

Some  houses  declare  that  the  day  of  the  knitted  tie  is 
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XYLONITE 

LINEN   COLLARS 


are  Waterproof,  Washable  Collars,  fully  equal  to  genuine  linen  In  wearing  qualities  and 
almost  identical  in  appearance.  All  dealers  who  have  exannined  XYLONITE  LINEN 
COLLARS  declare  that  they  are  by  long  odds  the  best  imitation  of  high  grade  linen  collars 
ever  put  on  the  market.  An  occasional  wash  with  soap  and  water  keeps  them  perfectly 
clean.  They  do  not  fray  at  the  edges.  The  button  holes  are  reinforced.  They  are  made  in 
all  the  most  popular,  fashionable  shapes,  the  leading  sellers  being:  BERESFORD, 
NAVARRE,  SPORTSMAN,  WELLINGTON,  WOLSELEY,  TOURIST,  KINGSWAY  No.  I, 
and  KINGSWAY  No.  4  (for  men),  and  CHARTERHOUSE  and  HARROW  (for  boys).  Xylonite 
is  a  material  made  only  by  the  British  Xylonite  Co.,  London,  England,  since  1886. 

SOLD   BY   ALL    THE    LEADING    WHOLESALERS. 

A  large  stock  of  these  collars  is  held  in  Toronto. 

GEO.  RIDOUT  &  CO. 

AGENTS 

Head  Office,  77  York  Street,  -  TORONTO 


WARWICK  "Quick  Sales"  Overalls 


Satisfaction  with    every    pair. 


Some  Features  : 

Generously  cut. 

Bi^  Pockets. 

Safety  watch  and 
pencil  pocket. 

Seams  turned 
and  finished. 

Al  Materials. 


Special  lines  of  Overalls  and  Smocks  for  Engineers,  Miners,  Railroad 

Send  for  samples  and  prices.     Mail  orders  a  specialty 


Men, 


WARWICK  OVERALL  CO., 


Etc. 

Warwick,  Que. 
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Gl 

for 

1909 


The  Fall  and  Winter  1909 
range  of  Gloves  and  Mitts  in 
all  leathers  and  styles  is 
now  ready. 

It's  the  best  from  every 
viewpoint    in    our    history. 

\^;7/  you  ask  for  particulars  ? 


Robert 
"^  Ryan  Co., 

Reg'd 

Tnree    Rivers, 
Que. 


^*»ADe    1^'^'* 


Do  You  Sell  Boys' 
Clothing  ? 

If  so,  get  acquainted  with  the  '  Lion"  Brand  and 
then  you  will  find  that  this  celebrated  make  is  the 
best  on  the  market.  :  :  :  :  : 

ff^e  have  ttvo  factories  running  full  time,  and 
still  find  it  difficult  to  keep  up  ^vith  the  demand 

No  customer  has  ever  been  dissatisfied  with  our 
goods,  and  our  trade  with  every  dealer  handling  the 
"  Lion  "  Brand  is  increasing.  What  better  evi- 
dence could  we  offer  .'':■:: 

Our  celebrated  Knickers,  made  with  double  seats,  double  knees  and  double- 
stitched  seams,  are  handled  by  the  best  clothing  people  in  Canada.  If  you 
have  a  trade  for  the  best,  get  the  "Lion"  Brand.  :  :  :  :  : 


The  Jackson  Manufacturing  Company 

Clinton  and  Goderich 


passing.  Others  state  that  it  is  now  at  its  best,  and  that 
it  has  been  given  a  good  place  in  their  stocks.  The  narrow 
front,  folding  collar  seems,  they  say,  to  preserve  its 
popularity. 

Novelties  in  Shirts. 

Stripes  are  also  a  factor  in  the  shirt  department.  Can- 
ary shades,  bluish  and  greenish  tints  are  prominent  in  the 
preferred  colors.  The  very  narrow  pleat  is  a  decided  fea- 
ture in  white  lines  and  broad  and  narrow  color  pipings 
on  cuffs  and  down  the  middle  of  the  front  look  to  be 
points  in  favor  among  the  novel  introductions  for  even- 
ing wear,  the  white  negligee  shirt,  with  pleated  front,  is 
being  used  by  extreme  dressers,  and  in  the  same  connec- 
tion silks  and  brocades  in  tan  and  grey  shades  for  fancy 
evening  vests  have  a  demand. 

Overalls. 

One  section  of  the  men's  furnishing  department,  which 
comes  into  close  touch  with  the  wear  and  tear  of  indus- 
try is  that  devoted  to  overalls.  The  farmer,  the  me- 
chanic, the  railway  man,  the  miner  and  prospector  are 
its  patrons,  and  its  stock,  therefore,  must  have  a  scope 
suitable  to  their  requirements.  Black  and  blue  dcrrys 
still  play  the  strong  part  in  the  overall  trade,  popular 
retail  prices  being  75c  and  $1  a  pair.  There  never  was, 
however,  a  greater  range  of  garments  than  is  shown  at 
the  present  time,  owing  to  the  varied  demand,  and  the 
equipment  which  each  line  of  business  demands  in  them. 
The  mechanic's  overall,  for  instance,  is  distinguishable  by 
reason  of  its  pockets,  but  apart  from  that  requisite  fea- 
ture of  the  manufacture,  durability  is  the  main  thing. 
Makers  have  concentrated  upon  this  essential  to  such  an 
extent  that,  without  it,  overall  reputation  cannot  amount 
to  much. 

The  development  of  the  mining  industry  during  the 
past  few  years  has  created  a  good  field  for  overalls,  and 
working  combinations  whose  durability  must  measure  up 
to  severe  test.  Manufacturers  report  a  steadily  growing 
demand  with  regard  to  trade  generally.  ■ 

Hat  Business  Changes  Hands. 

The  hat  and  cap  business  of  M.  Vineberg  &  Co.,  Mon- 
treal, has  been  tran.sferred  to  the  Waldron,  Drouin  Co., 
Ltd.,  McGill  Street,  Montreal,  as  the  former  concern 
have  decided  to  give  their  entire  attention  to  the  manu- 
facture of  furs.  The  entire  stock  was  taken  over  by  the 
Waldron,  Drouin  Co.,  as  well  as  all  orders  booked  for 
1909.  The  latter  company  is  advantageously  equipped  for 
handling  the  increased  business,  and  will  be  able  to  give 
complete  satisfaction  to  the  former  customers  of  M. 
Vineberg  &   Co. 
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NOTICE ! 

WKite  Co.  Brand 

Clothing,   Shirts   and  Overalls   are   perfect  fitting,  roomy  cut  goods 
and  will  prove  a  profitable  line  for  you  to  offer  your  best  customers. 

Hosmo    Hing'   SKirts! 

If  you  try  them  you'll  believe  us  when  we  say  Kosmo  King  White  Co. 
Brand  workingmen's  big  shirt  is  beyond  doubt  the  best  shirt  at  the 
right  price,  ever  introduced  in  Canada.  Double  stitched,  double 
lapped,  seams  double  stitched,  expanding  military  pockets,  etc.,  large 
body  and  sleeves  continuous  facings  on  cuffs  and  made  from  material 
as  tough  as  pigskin.  Colors  black,  seal  brown  and  khaki. 
Goods  right,  prices  right,  deliveries  right,  terms  right.  Four  import- 
ant features  in  connection  with  our  goods. 

The   White    Mfg'.   Co.,    Limited 

226-228-230  Albert  St.,     -     OTTAWA.  ONT. 


Wreyford  &  Co.,  Toronto 

WHOLESALE  MEN'S   FURNISHERS 

Sole  Agents  in  Dominion  for  : 

Vrkiinrr    Xr    R  rkr^VK^^ctp^r    Manufacturers  Shirts 
I  UUli^     <X    iVUCllt;Mt;i     CoUars,  Neckwear 

Pyjama  Suits  in  Ceylon   Flannel,   Zephyrs,   etc,      A  good  line  of 

English  Shirts  makes  regular  customers.         Best  Selection  of  Fine  Flannel  Shirts  in  Canada. 

T.  H.  Do\vning  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans  and  Club  Sweaters.      Manufacturers  of    Knit    Royal 
Sweater  Coats,  Sleighing  Hoods,  etc.,  also  of  "Unex"  Hosiery. 

Cellular  ^^Aertex''  Underwear,  etc. 

The    Original  Cellular,  the  Only    "Aertex."      United  Garments  and         fe^ 
two-piece — long  and  short  sleeves— trunk  drawers.  '^  ^ 

Our  English  Cardigan  Coat— 

Combining   the  good   points  of  the  Old   Cardigan    Jacket    with    the   New 
Sweater  Coat.  New  Shades  Improved  Styles  Best  Values    iT^  1j|; 

In  reminding  our  customers  of  our  regular  lines  of  Unshrinkable  Underwear  we  would  specially 
mention  "WOLSEY"  Underwear  which  we  can  now  ship  you  direct  from  England  at  sterling  prices. 

If   our   travellers  are   not   calling   on   you,    write   us. 
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Browns,  Greys 
and  Greens 

Popular  in  Spring  Suitings 


Our  Spring  stock  of  Suitings  now  arriving  con- 
tains an  unusually  large  range  of  staple  woollens 
and  worsteds,  with  a  splendid  variety  of  the 
newest  ideas  in  colors  and  weaves. 

Grey  Cheviots  for  Spring  Overcoatings  occupy  a 
prominent  place.     Use  our  stocks. 

The  advantages  of  our  immense  stock  throughout 
the  Spring  season  are  at  your  service. 

Try  our  Letter  Order  Department. 
Samples  Furnished  on  Application. 

A.  McDOUGALL  &  CO. 


Sole  Proprietors  of  the  famous 


"Blenheim'^  Serges  and 
Salt's  "Yotsman"  Serges 


196  McGill  Street  -  -  MONTREAL 

Branches   at 

QUEBEC  TORONTO  WINNIPEG  ST.  JOHN,  N.B.  ^ 

f. 
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If  You  Want 
The  Young  Men's  Trade 

this  Summer,  you  must   have  the 

Bull  Dog  Shape 


Maritime  Shape  is   all  bull,    from   the   point  of  the   nose   to  the 
tip  of   the   tail. 

There  may  be  other  Bull  Dogs,  but  MARITIME  is  dead  game, 
and  the   only  one    to  rely    upon. 

For    1908-9    trade,    we    showed    the     Williams.      Next   Winter 
1909-10,    we   have   another  winner,    the   Tom  Jones. 

For  The  Sporty,  Nobby  Young  Man,  the  Cap  for  next  Win- 
ter is  the  Hummer. 


REVERSIBLE  BAND,  CAN  BE  WORN  INSIDE  OR  OUTSIDE 

(No  patent  applied  for) 


If  You  Want  to  Increase  Your  Sales,   You  Must 
Have  This  Cap. 


The 


Maritime  Hat  &  Cap  Co. 

Manufacturers  of 
THE    NOBBY    CAPS    OF     QUALITY 

Truro,  N.S. 
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B.VD. 


BEST  RETAIL  TRADE 


ON 


Coat  Cut  Undershirts, 
Knee  Length  Drawers, 
Union  Suits  and 
Sleeping     Suits 

guarantees  your   customer   a 
garment  absolutely  correct  in 


CUT. 
FINISH, 
FIT  and 
MATERIAL. 

B.  V.  D.  CORRECTNESS 

IS  THE  CAUSE  OF 

B.  V.  D.  POPULARITY. 

THIS  coming  Spring  and  Summer, 
the  story  of  B.  V.  D.  correctness 
will  be  told  to  the  consumer  m  an 
advertising  campaign  larger  in  scope  and 
more  far-reaching  than  the  effective 
sales  creating  effort  that  was  put 
forward    last    season    to     exploit 

B.  V.  D.  MERIT. 


The  demand  for  B.  V.  D.  Products  will 
be  great.     Are  you  prepared  to  meet  it  ? 

THE  B.  V.  D.  COMPANY 

NEW  YORK 

'THE  B-V.D-  CO».N.v.  CANADIAN  WHOLESALE  DISTRIBUTORS  : 

Toronto — Caulfeitd,  Bums  &.  Gibson,  Ltd. ;  The  W.  R.  Brock  Company,  Ltd. 

Montreal— Matthews,  Towers  &  Co.  ;  Mclntyre,  Son  &  Co. 

Winnipeg,  Man.— Stobart,  Son*  &  Con  Ltd. 


DRY    GOODS    REVIEW 


CANADIAN 
LINOLEUMS 


AND 


OIL  CLOTHS 

SPRING,  1909 

LINOLEUMS  FLOOR  OIL  CLOTHS 

TABLE  OIL  CLOTHS,  STAIR  OIL  CLOTHS 

ENAMELLED  OIL  CLOTHS 

Designs,  Quality  and  Prices 


are 


Our  range  for 
Spring  is  the  best 
we  have  ever 
show^n  — many 
new  and  original 
designs  in  a  vari- 
ety of  colorings. 


Right 

SEE 

OUR 

SAMPLES 


Spring 
Samples 

now  in  the 
hands  of 
all 

Wholesale 
Dry  Goods 
Jobbers 


Manufactured   by 

The  Dominion  Oil  Cloth  Co.,  Ltd. 

Montreal 
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Challenge  Rubber 
Collars 

The  Arlington  Challenge  Collar  is  positively  the  best  imitation  of  linen  goods  made. 

Sell  only  a  live  line  of  Collars.      Do  not  be  stocked  up  with  Collars  that  never  move 

off  your  shelves. 

Arlington  Rubber  Collars  are  sold  in  every  city,  town  and  village,  from  the  Atlantic 

to  the  Pacific  every  day. 

Are  you  getting  the  benefit  of  this  line  ?     If  not  write  to-day    for   sample.      Collar 

mailed  to  any  Dealer  on  request. 

We  know  you  will  place  an  order,  which  will  be  sent  through  your  jobbing  house  at 

your  request. 

We  manufacture  Dressing  Combs,  Fine  Combs,  Martingale  Rings,  Harness  Loops, 

and  Collar  Supports. 

If  you  are  interested  in  any  of  the  above  lines  write  now. 

The  Arlington  Company  of  Canada 


54-64  Fraser  Avenue,  Toronto 


Limited 


Western 

J.  A.  Chawtler  &  Co. 

Toronto 


REPRESENTATIVES 


Eastern 

Duncan  Bell  &  Co. 

Montreal 


vvorJzing  and  J\.egf/igee  Shirts 


If  you  -wisn  to 
runusn  your  custo- 
mers w^itli  tke  test 
ana  most  satisfactory 
Shirt,  order 

"±ne  IJeacon 

Over    250    Varieties    to 
choose  from. 


Send  for   Samples. 


For    MEN    and    BOYS 


1=.    r_    ^    _  r  .  ,      -I 
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Soft  Front  Snirts 
XA/ orking  Snirts 
Outing  Snirts 
Nigkt  Skirts 
Youth  s  Snirts 
Boy  s  Snirts 
Boy  s  Snirt   NVaists 


Special  attention  given  to  JVlaiJ  Orders. 


THE  DEACON  SHIRT  CO. 

BELLEVILLE.   ONTARIO 
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EAGLE 


BRAND 


SHIRTS 

See  our  line  of  fancy  Negligee  Shirts 
before  placing  your  order. 


PATTERNS  ARE 


New,   Neat  and   Nobby 

WORKMANSHIP    IS 

THE   BEST 

Up-to-date  in  every  way  and  prices 
are  right. 

MONARCH  SHIRT  CO. 

ROCK  ISLAND,        -        QUE. 


SUSPENDER 
SALES 

If  you  want  to  increase  your 

Suspender  sales  and   profits 

for  1909,  we  would  advise  you 

to  see  our  new  samples  before  placing  your 

Spring  order. 

Ask  our  traveller  to  show  you  our 

Wizard  Suspenders 

as  well  as  several  other  new  lines  added  for 
our  Spring  trade  that  are  catchy  and  neat  and 
will  be  trade  winners. 

Do  not  forget  to  take  a  look  at  our  leather 
belts.    They  certainly  will  interest  you. 

Thanking  you  all  for  past  favors,  and  hoping  for 
a  continuance  of  your  confidence  and  trusting 
the  year  1909  will  be  a  record-breaker  for  all. 

Globe  Suspender 
Co. 

Rock  Island,  P.  Q. 


J.  A.  OUIMET 

366  St.  Paul  St.,  Montreal 


L.  O.   PAQUETTE 
70  Church  St.,  Quebec 


VULCAN 

COLLAR 

has  space  for  new 
large    knot    ties. 

VULCAN 

in  If  and  2  in. 
will  be  stocked 
here  in  January. 

GET     A     CATALOGUE. 


The 


Canadian  Underwear  Go. 

309  Notre  Dame  St.  West 

Montreal 


They  Wear 
Like  Leather 


One  reason  why  "J"  Brand 
Collars  wear  so  long  without 
cracking  at  the  ends  or  developing 
"saw"    edges,    is   because   the   fabric   is 
bleached  in  the  old  fashioned  way  by  the  rccn. 
The  modern  way  is  to  bleach   the   cli  ih 
with  chemicals   which   destroy   the   fibre 
(such  collars  wear  out  after  two  or  three 
trips   to    the   laundry).       "j"    Brrnd 
Collars  also  have  our  patent  Easy-To- 
Button,  everlasting  Button  Holes. 

Two  grades — 
3  for  50c.,  and  2  for  a  quarter. 

Ask  your  dealer  for 


JX  Brand  Collars 
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THE  MEN  TO  LOOK  FOR 


LiVdTED 


35.37  PEARL  ST^S^^^TO  RONTO. 


OUR 

GOODS 

SET 

THE 

STANDARD 


FREDERICK  CUFFE,  Manager. 


We  have  bought  the  comforter  and  cushion  plant  of  the  Al- 
aska Feather  and  Down  Company,  Montreal,  and  have  moved 
it  to  Toronto,  where  it  will  be  operated  in  conjunction  with 
our  already  extensive  plant.  By  this  change  a  very  con- 
siderable saving  in  operating  expenses  will  be  effected, 
and    our    customers    will    be    given    the    benefit. 

OUR  TRAVELLERS 


will  be  out  the  first  week  in  January  with  Fall  samples  of  dow^n 
wool  and  cotton  Comforters  and  Cushions,  as  well  as  Muff  Beds 
our  specialty.  It  will  pay  you  well  to  see  the  samples  they  show^ 
before  you  make  your  Fall  purchases. 

MR.  HUE  yvi\l  represent  us  in  the  Lower  Provinces. 


C.  O.  DOUGLAS 
Traveller  for  Canadian  North  West. 


H.  J.  CUFFE 
Traveller  for  Ontario. 


J.  CARSON 
Traveller  for  Eastern  Ontario  and  Quebec. 


The  Harvey  Quilting  Company,  Limited 

33-37  Pearl  St.  -  -  Toronto,  Ont. 
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Carpets,  Housefurnishings  and  Decorations 


Section   of  the  Curtain  and  Drapery   Department  of  tlie  W.  A.   Murray  Co.,  Toronto. 

System  One  of  the  Great  Essentials  in  Keeping  Stock 

Simplicity  of  Detail  Marks  the  Plan  Adopted  by  W.  A.  Murray  &  Co.,  Toronto 
—  An  Easy  Matter  to  Ascertain  Averages  —  All  Particulars  Carefully  Tabulated. 


That  day  is  fast  sinking  into  the  past  in  which  the 
carpet  and  housefurnishing  department  of  the  dry  goods 
store  was  looked  upon  as  belonging  to  the  somewhat 
doubtful  "side  line"  class.  In  the  up-to-date  store,  its 
problems  are  being  carefully  studied  and  its  opportun- 
ities, so  far  as  staff,  equipment  and  advertising  ar?  con- 
cerned, are  being  placed  on  the  same  level  as  other  depart- 
ments. It  is  keeping  pace  with  the  essentials  of  the  de- 
mand. 

The  purely  merchandising  idea  is  passing.  The  house- 
holder's education  on  the  subject  is,  in  great  measure, 
responsible.  His  individuality  has  bscome  inspired.  He 
expects  the  manufacturer  to  produce  the  materials  where- 
by he  can  realize  on  that  inspiration  He  makes  selec- 
tion from  the  stock  of  the  retailer  a  matter  of  more 
careful  study  than  formerly.  Absolutely  necessary  is  it 
that  those  stocks  be  of  fair  range  and  representative  of 
all  that  is  approvable  in  fabric  and  design. 

System  of  Supreme  Importance. 

Careful  attention  to  stock-keeping  is,  therefore,  of 
supreme  importance.  Possibly  in  no  other  department  of 
the  store  is  it  so  necessary  for  a  merchant  to  know  what 
goods  he  has  on  hand,  what  is  coming  in  and  what  is  go- 
ing out,  and  how  the  division  is  averaging  up  in  the  mat- 


ter of  sales.  He  will  allow  no  accumulation  of  short  ends, 
and  he  will  bs  extremely  careful  in  buying  not  to  give  his 
personal  preferences  too  great  headway.  Where  he  buys 
from  the  jobber,  the  problem  is  not  so  serious  as  when 
he  visits  the  outside  market  and  selects  for  an  entire 
season.  Sample  cards  may  be  described  as  mediums  of 
last  recourse  in  any  event,  and  means  of  communicating 
with  the  manufacturer  are  so  near  at  hand  that  "repeats" 
and  "specials"  do  not  cause  the  perplexity  that  they  did 
some  years  ago.  There  appears  to  be  no  particular  rule 
by  which  a  buyer  may  be  guided  with  absolute  confidence 
in  making  his  selections.  It  requires  sound  jud9;ment  on 
the  matter  of  designs,  a  thorough  knowledge  of  the  mar- 
,ket  and  due  consideration  to  features  of  demand  wl  uh 
may  be  safely  anticipated  upon. 

System,  as  applied  to  stock-keeping,  has  been  described 
as  "cutting  out  nine-tenths  of  the  worry."  Many  men 
are  working  on  many  methods  and  it  is  only  intended 
here  to  deal  with  one  which  has  the  test  of  25  years  in 
one  of  the  largest  and  most  modern  departments  in  To- 
ronto—that of  W.  A.  Murray  &  Co.— to  recommend  it.  The 
head  of  this  department,  J.  H.  Domelle,  makes  special 
trips  to  the  large  wholesale  markets  twice  a  year.  In 
that  way  he  becomes  familiar  with  them,  secures  a  good 
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line    on    poi^ular    designs,    and    nuich    other    information 
which  customers   appreciate. 

Sales  Made  from  Sample. 

Goods  are.  of  course,  first  eiit:ied  in  a  stock-book, 
together  witli  their  invoice  value.  In  the  draperies  de- 
partment, when  new  materials  arrive,  the  yardage  is  im- 
UK^diately  tagged  upon  them.  When  a  salesman  makes  a 
selection  from  any  one  piece,  he  marks  the  remaining 
quantity  on  that  tag.  Hales  are  almost  entirely  from 
sample,  which  is  also  tagged  witii  the  quantity  in  the 
piece,  and  the  tigurss  in  each  case  must  always  corre- 
spond, so  that  a  clerk  selling  in  that  way,  is  able,  at  a 
glance,  to  tell  what  is  at  iiis  disposal.  The  sami)les 
therefore  are  a  correct  index  (d'  the  condition  of  the  sec- 
tion. This  system  is  applied  to  cretons,  chintzes,  brocades 
and  tapestries.  It  enables  the  head  of  the  department 
to  keep  easily  in  touch  with  his  stock,  and  is  always  a 
reliable  remnant  indicator.  A  special  department  is  made 
of  these  short  ends,  whenever  accumulation  warrants  it, 
and  remnant  sales  are  the  means  successfully  applied  in 
clearing  them  out 

Tags  Supplement  Books. 

In  the  curtain  department  tags  prepared  for  the  pur- 
pose, are  again  brought  into  ssrvice.  On  each  one  is 
entered  the  date  of  purchase,  from  whom  bought,  the 
number  of  pairs  in  stock,  the  pattern  and  stock  numbers, 
length,  width,  cost  and  selling  price.  A  book  is  especially 
ruled  for  all  of  these  particulars.  When  a  clerk  sells  a 
pair  of  curtains  he  strikes  that  number  from  the  figures 
on  the  tag,  and  then  makes  a  similar  entry  to  that  effect 
in  the  book,  includiim  the  selling  price.  In  that  way  it 
is  an  easy  matter  to  ascertain  how  many  curtains  cf  any 
]>arlicnhir  Siyl?  arc  on  hand.  \\\v\\  the  most  popular  goods 
are.  and  tiic  general  cdndition  <if  b'.isincss  in  that  depart- 
ment. When  stiick-laking  cinnes,  llie  buok  is  used  for 
checking  purix^ses.  So  carefully  is  the  .system  applieil 
that  time  and  again,  il  has  proved  an  absolutsly  correct 
index  of  stock  in  the  department. 

Facilitates  Stock-taking. 

A  somewhat  similar  system  is  adopted  in  the  carpet 
department.  It  is  possible,  within  a  very  few  minutes, 
to  ascertain  the  amount  of  cari)et  in  stock,  no  matter  what 
the  class  or  grade.  Vov  purposes  of  direct  record  a  hirge 
card  especia'ly  ruled,  and  pi-obably  more  than  two  fe?t 
square  is  nsed.  It  is  divided  into  sections  corresponding 
with  the  different  makes.  In  the  first  columns  are  listed 
the  numbers  of  the  carpets;  in  the  second  the  cost;  third, 
selling  price,  and  then  the  ([uantity  in  the  pieces,  a  column 
being  reserved  for  each.  Then  spaces  are  left  fm-  the 
entry  of  lengths  of  remaining  pieces  after  sales  have 
been  deducted.  On  the  extended  line  the  quantities  of 
matching  borders  are  entered  under  the  same  number 
with  spaces  for  simi'ar  particulars  and  deductions. 
Columns  on  left  for  results,  one-piece  rugs  are  entered 
in  the  same  way  as  curtains.  When  stock-taking  comes, 
everything  is  ready  for  checking,  and  every  facility  is 
available  to  the  tabulating  of  statistics,  showing  quan- 
tities on  hand  and  sold,  as  well  as  tlie  profits,  tlirough 
this  simple  but  eflective  system. 

(roods  are  not  allowed  out  on  approval  unless  the 
prospective  purchaser  is  very  well-known.  When  instruc- 
tions are  received  to  "iiold"  a  cei'tain  department,  a 
cireh  is  di'awn  around  the  stock  number  in  lead  pencil. 
The  salesman  is  thus  advised  that  that  particular  car- 
pet is  not  for  immediate  sale. 


Reports  from  England  prophesy  increase  in 
prices  owing  to  the  advance  in  wool.  One  thing 
is  regarded  as  certain — there  can  be  no  further 
reduction. 

During  the  first  ten  months  of  1908  there  was 
a  considerable  falling  off  in  carpet  exportations 
from  England  to  Canada. 

Linoleums,  both  inlaid  and  printed,  have 
picked  up  well.  Weave  effects  are  gradually  taking 
hold. 

The  Fall  selling  season  in  wall  paper  has  be- 
gun. The  merchant  who  delayed  stocking  his  de- 
partment  will   now   have  his   opportunity. 


Carpets. 


There  is  not  a  great  deal  to  be  said  on  the  subject  of 
carpets  at  the  present  time.  That  stage  has  arrived 
which  can  hardly  be  regarded  as  belonging  to  this  season 
or  the  next.  The  travelers  are  in  and  deliveries  are 
now  being  made  on  placing  orders.  As  has  already  been 
pointed  out,  advance  business  has  so  far  been  very  satis- 
factory. It  is  a  condition  which  enables  the  housefur- 
nishing  end  to  add  its  piece  of  unanimity  to  the  general 
note  of  optimism   in  the  matter  of  business  prospects. 

It  is  needless  to  say  that  the  carpet  department  had 
a   share  of  all  the  depression   that  was  going  during  the 


One  of  the  Season's   Daintier  Designs  in   Seamless  Axminster  Squares 

with  MedalUon  Centre.     It  is  Worked  out  in  Either  Green  or  Fawn 

and  Chintz—  Shown  by  the  W.  A.  Murray  Co.,  Toronto. 

past  year,  but  that  is  gradually  passing.  From  a  period 
of  exceptionally  high  prices  there  was  an  easing  off, 
estimated  by  various  authorities  at  from  five  to  ten  per. 
cent.  The  outlook  for  next  Fall  can  hardly  be  described 
as  a  far-fetched  subject  for  jobbers  and  manufacturers 
are  already  talking  about  it.  Are  prices  going  to  agam 
stiffen  up  as  a  preliminary  to  higher  levels?  Reports 
from  the  Old  Country  seem  to  regard  the  upward  move- 
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ment  in  wool  as  a  icasonal)le  excuse  for  answering'  that 
question  in  the  affirmative.  But  assertions  on  that 
subject  have  not  yet  become  positive.  One  thins  is  re- 
g-arded  as  certain:  there  can  be  no  further  decline  in 
prices. 

While  on  this  toi)ic  it  cannot  be  unintercstinR-  to  notr 
the  details  of  the  carpet  expoi'ts  from  F'.ngland  during- 
the  first  ten  months  of  1908.  The  totals  indicate  a 
heavy  falling  off  in  those  of  last  year.  With  ('anada  and 
Australia  the  decrease  is  particularly  large.  In  the 
first  ten  months  of  1907  there  were  exported  to  danada 
3,12.'<,700  yards,  value  £318,771;  in  the  same  period  of 
1908,  1,724,400  yards,  value  £107,938;  to  Australia, 
1907,  1,014,700  yards,  value  £13,5,773;  1908,  (i()0,200 
yards,  value  £95,911;  to  New  Zealand,  1907,  39(i,400 
yards,  value  £53,27fi;  1908,  311,800  yards,  value  £43,- 
528;  to  I'nited  States,  1907,  181,fi00  yards,  value  £50,- 
426;    1908,    107,000  yards,   value    £2(i,740. 

The  operations  of  the  Canadian  mills  are  regarrled  as 
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One  of  the  Latest  Designs  in  Seamless  Tapestry  Squares,  Size  3  by  4 

Yards  only.     This  Quality  is  Shown  in  Fawns,  Greens  and  Reds 

—  W.  R.    Brock  Co.,  Toronto. 


responsible,  to  a  certain  extent,  for  this  decrease  in 
carpet  importations  and  at  the  same  time  the  fact  can- 
not be  overlooked  that  the  period  referred  to  includes 
that  part  of  the  year  in  which  the  trade  depression  was 
at  its  worst.  Be  that  as  it  may,  carpets  seem  to  have 
been  an  important  one  of  those  items  by  which  the 
space  existing  between  Canadian  exports  and  imports 
was  narrowed  down  considerably  during  the  past  year. 
Canadian  financiers  do  not  hesitate  to  regard  this  fea- 
ture of  the  year  as  a  healthy  sign. 

To  describe  the  lines  that  are  now  being  shown  for 
Spring  would  be  to  repeat  a  great  deal  of  what  has  al- 
ready been  said  in  the  Review.  One  of  the  good-selling 
tapestries    is;  a  seamless    square    with    medallion    centre. 


It  is  not  a  high-priced  line,  and  as  yet  is  only  being 
manufactured  in  one  size,  3  yards  by  4  yards.  It  is 
shown  in  fawns,  greens  and  reds.  All  lines  have  been 
well  patronized  for  Spring.  Squares  still  have  the 
preference.  Some  houses  report  that  Brussels  are  not 
having  the  run  which  a  very  handsome  range  of  designs 
had  suggested,  the  great  demand  being  for  the  pile  lines. 
The  Winter  has  developed  a  good  business  in  hearth 
lugs.  The  growing  jxjpularity  of  squares  has  also  seem- 
ingly   helped   this  department   of  the   trade. 


)K 


Linol 


eums. 


Linoleums,  both  printed  and  inlaid,  have  picked  u|) 
well.  Taste  seems  to  cleave  pretty  steadily  to  conven- 
tional designs,  but  it  is  becoming  apparent  that  the 
weave  effects  which  lend  themselves  so  willingly  to 
neatness   are  gradually   taking  hold. 


^ 


Drape 


series  and  Curtains. 

The  drapery,  curtain  and  uphtjlstery  prognostications 
for  Spring-  have  yet  to  take  definite  shape.  There  has 
been  a  gradual  movement  towards  decided  changes,  but 
these  seem  to  have  reached  a  halting  point  with  the 
arrival  of  the  Fall  season.  The  head  of  one  large  de- 
partment expressed  it  as  his  opinion  that  the  next  sea- 
son would  see  no  great  shift  in  taste,  as  the  tendency 
was  generally  toward  a  greater  degree  of  permanency 
than  that  defined  by  a  single  season. 

Wall  Paper. 

The  Fall  selling  season  in  wail  i)aper  has  begun  and 
those  who  did  not,  as  the  result  of  conservatism  or 
other  reasons,  stock  their  departments,  will  now  have 
an  opportunity  to  do  so.  Business  has  been  very  good 
in  this  department.  Consideration  is  now  being  given  to 
next  season's  lines. 

How  to  Lay  Linoleum. 

"Ignoramus"  writes  from  Sault  Ste.  Marie  to  the 
Review  as  follows: 

"Can  you  tell  me  the  proper  way  to  lay  cork  carpet 
and  linoleum,  is  it  with  paste  or  nails?  I  find  linoleum 
invariably  spreads  after  it  has  been  nailed  down,  and  no 
matter  how  well  fitted  and  nailed,  it  bulges  up,  and  at  the 
bulges  it  soon  wears  and  breaks  through,  thereby  mak- 
ing it  no  more  durable  than  cheap  oilcloth.  If  the  bulg- 
ing could  be  prevented  good  linoleum  (inlaid)  will  easily 
last  ten  years  with  hard  wear.  Cork  carpet,  as  soon  as 
the  moisture  of  the  paste  gets  into  it,  shrinks  a  great 
deal  and  consequently  draws  down  all  around  the  edges. 
How  can  one  overcome  these  difficulties  in  laying  these 
two   commodities?" 

"When  the  housefurnishing  department  of  a  store 
undertakes  to  lay  cork  carpet  or  linoleum  the  combined 
use  of  tacks  and  paste  is  necessary  to  obtain  satisfac- 
tory results,"  said  an  experienced  carpet  man  on  this 
question.  "In  a  private  house  the  linoleum  should,  in 
a  rush  job,  be  immediately  tacked  and  pasted.  That 
should  prevent  it  shrinking-  from  the  edges  or  bulging  in 
the  centre.  When  a  man  is  laying  linoleum  for  him.self 
he  can  take  the  time  required  to  adapt  it  to  the  floor 
and  conditions  generally.  It  will  hardly  be  necessary 
for  him  to  use  paste  and  the  tacking  should  only  be 
done  in  front  of  door  or  along  the  seam  between  pieces. 
The  great  trouble  with  paste  in  a  private  house  is  that 
it   makes   the   raising   of  the     linoleum   a   very     difficult 
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matter  when  a  man  is  moving.  It  can  be  done  with  a 
spade,  but  even  then  there  is  constant  danger  of  punc- 
tures. It  is  customary  to  use  paste  under  linoleum  in 
offices  or  public  halls.     The  seams  should  be  tacked  first 


No.  903.— A   "Brightling"   Pattern   in  the   Watson-Foster   Line.     It   is  a 

good  Example  of  Decorative  Effect,   made  in   Browns,  Greens,   &c. 

but  Equally  Good  in  very  Light  Shades,  with  fine  Gilt-line  Treatment. 

so  that  there  may  be  a  good  junction;  otherwise  the 
paste  will  cause  the  seam  to  widen.  I  generally  use 
four-ounce  shoe  taeks? 


"Frequently  linoleum  not  properly  seasoned  has  to  be 
laid.  Where  it  is  possible  to  wait  a  few  weeks  after 
fitting  to  the  floor  it  is  advisable  to  do  so,  as  by  that 
time  it  will  have  become  well  flattened  out.  Nailing 
around  the  edges  in  that  case  is  not  necessary;  neither 
is  pasting.  The  man  from  the  housefurnishing  depart- 
ment, however,  cannot  afford  the  time  necessary  in  that 
method,  so  he  fits  the  linoleum  as  well  as  possible,  then 
pastes  and  tacks.  Without  tacks  the  material  will 
shrink  away  from  the  edges,  and  without  paste,  if 
tacked  immediately,  there  will  be  bulges.  It  is  difficult 
to  get  good  results  in  damp  houses.  Then,  again,  care 
must  be  taken  to  have  the  boards  of  the  floor  thoroughly 
nailed  down.  Sometimes  they  spring  and  wear  up 
through  the  linoleum.  In  handling  this  class  of  goods 
care  should  be  taken  to  roll  it  in  the  way  it  was  first 
leceived  from  the  manufacturer,  otherwise  it  is  very 
easily  cracked.  A  good  linoleum  will,  as  you  say,  if 
properly  laid,  easily  last  ten  years." 

A  Well  Managed  Furniture  Department. 

Chatham,  Dec.  29. — A  furniture  department,  and  a 
very  comprehensive  department,  too,  in  connection  with 
their  dry  goods  business,  is  largely  featured  by  C.  Aus- 
tin &  Co.  of  this  city.  Questioned  as  to  the  methods 
used  and  the  results  obtained  in  operating  this  depart- 
ment, Charles  Austin  spoke  frankly  to  a  Review  repre- 
sentative. 

"Yes,"  he  said,  "we  have  conducted  a  furniture  de- 
partment in  connection  with  our  business  now  for  some 
seven  years,  and  time  has  only  served  to  emphasize  the 
wisdom  of  our  doing  so. 

"Our  first  object  in  adding  the  furniture  department 
was  to  reduce  the  cost  of  selling  carpets  and  curtains. 
We  came  to  the  conclusion  that  a  competent  manager, 
with  a  slight  addition  to  the  help,  could  handle  both 
departments.  Formerly  we  had  to  retain  carpet  layers, 
who  in  dull  seasons  were  a  bill  of  expense;  but  now  they 
are  always  kept  busy  in  the  upholstering  of  the  furni- 
ture." 

"What  effect  has  your  furniture  department  on  your 
regular  dry  goods  business?"  was  the  question  next 
propounded. 

"That  is  not  an  easy  matter  to  determine,"  was 
Mr.  Austin's  response,  "since,  while  'we  have  had  a 
steady  growth  each  year  in  our  dry  goods  departments, 
the  source  of  this  growth  cannot  be  located  particularly. 
In  the  furniture  business  the  sales  are  usually  for  con- 
siderable amounts,  the  result  being  that  it  is  easy  to 
determine  the  source  from  which  our  trade  is  coming. 
The  furniture  department  may  bring  new  customers  to 
our  dry  goods  department,  but  to  what  extent  it  is, 
owing  to  the  much  smaller  amount  purchased  at  any 
one  time,  rather  difficult  to  say. 

Studied  the  Wants  of  the  People. 

"I  cannot  say  that  we  have  adopted  any  special 
methods.  Our  furniture  department  we  carry  on  along 
much  the  same  lines  as  the  other  departrnents  of  our 
business.  We  steadily  endeavor  to  secure  the  very  best 
values  it  is  possible  to  obtain  for  our  customers,  which 
may  be  presented  to  the  trade  from  time  to  time.  We 
have  carefully  studied  the  wants  of  the  people  of  our 
locality,  and  try  to  put  in  a  stock  which  will  meet  their 
requirements. 

"We  endeavor  to  give  to  our  furniture  department 
its  fair  share  of  publicity,  as  much  as  we  think  is  justi- 
fied, and  give  prompt  and  careful  attention  to  its  details. 
Where  a  sufficient   quantity  of  goods  is  bought  to   warrant 
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Start    Your     Furniture     Department     Rignt 

Stock   Gale  s   Beasteads 


Each  in  their  respective 
style  are  ty^es  of  per- 
fection in  Bedstead  art. 


No.  43r-FANCY   IRON   BEDSTEAD. 


Exceptional 

values- 
Ready   Sellers 


Write  for  the  hjg  Gale  Catalogue. 


No.  2007-BRASS  MISSION  BEDSTEAD. 


GEO.  GALE  y  SONS 

Largest  Canadian  J^anufacturers  of  Brass  and  Iron   Bedsteads 

WATERVILLE,  -  P.Q. 


WAREROOMS  : 
MONTREAL-323  Notre  Dame  St.  West 
TORONTO— 189-191  Queen  St.  East 
WINNIPEG— Cor.  St.  Charles  St.  and 
Sutherland  Ave. 
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The  Brinton  Carpet 
Company  of  Canada 

Peterboro 


Limited 


are  now  making  a  splendid 
line  of  Carpets  and  Carpet 
Squares  in  all  the  different 
qualities  of  Wiltons  and 
Brussels,  in  addition  to  their 

REGINA 

AXMINSTER 

which  has  been  a  revelation 
to  the  Trade  and  which  is 
also  made  in  Squares  of 
various  sizes — as  well  as 
Hearth  Rugs  36  x  72  and 
27x54,  and   Mats. 

Make  a    point    of   seeing 
the  samples. 

Sales  Agent  : 

W.   E.  Whitehead,         28  Wellington 

1      k      k-U  .    U     J  StfeeTWesf, 

also  has  fvildare  Hand- 

Tufted  Carpets.  TorontO 


the  expense  we  always  deliver  with  our  own  wagon;  and 
in  this  way  ensure  the  goods  being  left  at  the  buyer's 
place  in  the  best  possible  condition.  We  also  think  this 
practice  serves  an  excellent  purpose  in  bringing  before 
the  rural  public  this  particular  line  of  our  business. 

"We  always  give  one  window  in  our  store  to  a  fur- 
niture display.  We  are  handicapped  in  this  respect  by 
not  being  able  to  give  it  window  display  on  our  main 
thoroughfare,  King  Street.  This  display  nearly  always 
takes  the  form  of  a  series  of  rooms.  We  keep  two  or 
three  displays  on  the  floor  in  the  shape  of  completely 
outfitted  rooms,  as,  for  instance,  a  library,  a  dining- 
room  and  a  bed-room;  or,  again,  a  cosy  den,  a  parlor, 
and  a  dining-room.  This  method  of  display  we  make  a 
special  feature  in  this  department,  and  we  find  that  it 
assists  people  materially  in  making  their  selections, 
giving  them  an  idea  of  how  their  goods  will  look  when 
placed  in  similar  rooms  at  home. 

Methods  that  Prove  Helpful. 

"We  have  for  several  years  made  displays  at  the 
annual  county  fair,  in  the  form  of  a  series  of  completely 
furnished  rooms,  and  we  believe  this  has  been  very  help- 
ful in  bringing  our  business  before  the  public. 

"To  our  furniture  department  is  also  allotted  a  fair 
share  of  our  regular  advertising  space.  We  try  to  keep 
it  pretty  regularly  before  the  public.  In  our  advertising 
we  follow  much  the  same  lines  as  in  advertising  the 
other  departments   of  our   store. 

"We  handle  a  full  line  of  furniture,  from  the  ordinary 
kitchen  lines  to  the  best  quality  of  parlor  stuff,  includ- 
ing library  and  office  goods.  We  upholster  to  order.  In 
upholstered  goods  we  carry  a  nice  assortment  of  selec- 
tions do  all  upholstering  in  white  and  give  the  customer 
the  privilege  of  choosing  his  own  color,  which  can  be 
easily  i)l;K'ed  on  the  fiirnituie  in  a  short  time  after  the 
selection   is   made. 

"We  adhere  strictly  to  the  one  price  system.  We 
have  found  this  a  very  important  item  in  building  jp 
our  trade,  and  from  the  outset  have  carried  out  the 
principle  of  having  only  one  price,  whether  the  purchaser 
buys  $5  or  $500  worth,  the  price  is  absolutely  the  same 
on   all  lines  of  goods. 

"Two  floors  in  one  section  of  our  store  are  given  to 
the  furniture  department  display,  in  addition  to  the 
upholstering  depaitment.  We  only  place  one  sample  of 
each  line  in  our  store,  our  reserve  stock  being  kept  in 
our  large  warerooms.  The  floor  space  devoted  to  our 
furniture  department,  including  upholstering,  will  come 
to  in  the  neighborhood .  of  8,800  feet,  in  addition  to 
which   we  have  our  reserve  warerooms." 


After  several  additions  to  his  old  store,  Mr.  T.  R. 
Preston,  Glen  Ewen,  Sask.,  was  compelled  by  the  growth 
of  his  business  to  erect  a  new  building,  which  he  expects 
to  be  ready  for  occupancy  about  March  1.  The  new 
building  is  double  the  size  of  the  old  and  will  make  p(»s- 
sible  a  much  better  arrangement  of  goods. 

Edwin  Mills,  of  the  Stanley  Mills  Co.,  Hamilton, 
speaking  of  Christmas  trade,  stated  that  it  was  far  in  excess 
of  what  had  been  expected,  although  there  was  not  one 
big  day  in  vj'hich  everyone  seemed  to  be  out  at  once.  On 
account  of  the  excellent  weather,  the  trade  moved  briskly 
for  about  two  Aveeks.  Although  Saturday  and  Thursday 
^kef-Ore  Christmas  .w.ere_the„big  days,  there  were  but  a  few 
dollars'  difference  in  the  record  of  the  sales,  showing  that 
the  public  were  buying  steadily  all  the  time.  A  lot  of 
small  stuff  was  bought  this  year,  as  indicated  by  the  in- 
crease in  the  amount  of  'business  done  by  the  post  office. 
Other  Hamilton  merchants  spoke  in  the  same  tone. 
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Why  not  open  a 

J  \ 

Furniture 

(v  71 

Department  ? 

JmmL. 

Increase  your 

^^^^m 

Business  with 

J^^ 

same  Expense  ! 

"  A'ih     IQOQ    CntnlnanP    nrirJ    Prir^^   " 

■r'"  VictoriavOle  Furniture  Co./'"pT'"'' 

KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  piece  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  madr. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
arc  the  most  efiFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,    SCOTLAND. 


Sole  Selling' Ag^ent : 


SYDNEY   MOSS, 


Empiro  BIdg,,  53  Wellington  St.   W, 
TORONTO 


Tin   first    roll   of  luall  paper     made     in    Canada    ivas     marked 
^^ Staunton.''       The    best    is  still  marked   so. 


We  have  a  little  booklet  we 
would  like  to  send  you.  It 
will  be  forwarded  to  you  free 
if  you  will  write  for  it.     This 

little  book  deals  quite  frankly  with 
the  question  of  wall  paper  as  a 
stock  to  be  carried  in  connection 
with  dry-goods.  It  tells  of  profits, 
costs,  etc.,  etc.  You  cannot 
very  well  afford  to  be  without  the 
information  it  contains.  Send  for 
it,  mentioning  the  Dry  Goods 
Review  and  we  will  include  a  free 
copy  of  the  interesting  wall  paper 
magazine,  Gilt  and  Glimmer. 

Stauntons  -  Limited 

941  Yonge  Street 
TORONTO 


The  Staunton  Diamond  Trade  Mark  on  luall  paper  corresponds  ivith 
the  Sterling  mark  on  silver. 
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WindoAv  Shades 
and  Shade  Cloths 

Curtain  Poles,  Trimmings 


TRADE 


NARK 


The  lines  of  Daly  &  Morin  appeal  to  the  buyer  of  housefurnishings  because 
they  combine  beauty,  durability  and  satisfaction. 

They  come  in  styles  to  suit  every  taste.     They  look  better,  wear  better  and 
sell  better  than  the  ordinary  kind. 

They  are  profitable  to  handle.      Investigate  carefully  the  merits  of  these 
brands,  and  vv^e'll  leave  the  order  question  to  your  own  judgment. 

SPECIAL  ORDER  DEPARTMENT 

This  department  is  thoroughly  organized  to  fill  customers'  wants  on  very 
short  notice.  Orders  for  shades  of  special  size  or  color  will  be  promptly 
taken  care  of.      Make  use  of  it. 


DALY  &  MORIN 


MONTREAL 


F    Stands     for    Fife — a 

County    o  T    Scotland     in 

■wnicn  IS  situated  the  to-wn 

or    K-irk- 

caldy.   This 

town  is  tne 

nome  or  the 

Finest    Linoleum 

J^anufacturea. 

Tnererore, 

see  that  you 

get  "Fife" 

Linoleum. 


L  of  course 

stands  for 

Linoleum 

and    there 

are   many 

Kinds  of  it. 

Tk  e  kind, 

however,  is 

"Fife     and 

without     a 

doubt,  you  

and  your  customers  are 
al-ways  pleased  when  you 
sell  them  "Fife     Linoleum. 


All  Canadian  Jobbers  Sell   '*  Fife  "   Linoleum 
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Notes    on    Canadian    Business    Changes 


Quebec 

W.  J.  Denis,  Quebec,  tailor,  assigned. 
Boisclair  Bros.,  Montreal,  shoes,  sold. 
Mrs.  J.  Gilbert,  Quebec,  millinery,  sold. 
Morris  Friedpian,  Montreal,  hats,  assigned. 
Mrs.  C.  Lefleur,  Montreal,  millinery,  sold. 
Trudel  &  Graham,  Montreal,  furs,  dissolved. 
Nicola  Bros.,  Montreal,  dry  goods,  assigned. 
Kitchen  &  Co.,  Montreal,  carpets,  assigned. 
Miss  A.  Cloutier,  Montreal,  millinery,  assigned. 
Mrs.  C.  Lafleur,  Montreal,  millinery,  assigned. 
L.  C.  Drolet,  Campton,  general  store,  assigned. 
Berard  &  Co.,  Montreal,  dry  goods,  assets  sold. 
Lavoie  &  Chantette,  Montreal,  tailors,  dissolved. 
'Max  Spires,  Montreal,  furniture,  etc.,  assigned. 
Jos.   Monargue,  Montreal,   furniture,  assets  sold. 
J.  A.  Dessocher  &  Co.,  Quebec,  tailors,  registered. 
R.  Galeman,  Montreal,  tailor,  burnt  out,  insured. 
The  Huron  Glove  Co.,  Indian  Lorette,  registered. 
Renaud,  Giroux  &  Co.,  Montreal,  hats,  etc.,  assigned. 
Audet  &  Tremblay,   Black  Lake,   general   store,   sold. 
Alph.  Hemond,  Mount  Louis,  general  store,  assigned. 
F.  X.  Lamontagne,  La  Tuque,  general  store,  assigned. 

Ontario. 

M.   E.  Lily,  Vars,  furniture,  assigned. 
A.  V.  Lepage,  Crysler,  tailor,  assigned. 
F.  H.  Trumper,  Aylmer,  tailor,  sold  out. 
Dutrizae  &  Co.,  Arnprior,  tailors,  assigned. 
Wm.  Trafford,  London,  furniture,  deceased. 


English  Woolen   Mills  Co.,  London,  assigned. 

The  Zuelsdorf  Furniture  Co.,  Berlin,  assigned. 

0.  Goulet  &  Co.,  llawkesbury,  tailors,  assigned. 

C.  M.  Hughes,  Newmarket,  dry  goods,  assigned. 

Geo.  Vickers,  Orillia,  dry  goods,  sold  to  J.  Carruthers. 

F.  E.  Seeley,  Brigden,  general  store,  succeeds  Erastus 
Duffy. 

Hanna  Bros.,  Wingham,  house  and  men's  furnishings, 
assigned. 

Brown  &  Bolton,  Toronto,  tailors,  succeed  Brown  & 
Simington. 

A.  Levin  &  Co.,  Toronto,  fur  manufacturers,  S. 
Shipiro,  retired. 

m 

The  West. 

H.  Stafford,  Souris,  tailor,  sold  to  Chas.  Pipe. 

Watson  &  Davis,  Brechin,  B.C,  general  store,  assigned. 

Mrs.  J.  E.  Boyd,  Prince  Albert,  Sask.,  millinery,  burnt 
out. 

P.  Dunn,  Victoria,  B.C.,  tailor,  removed  to  Cumber- 
land. 

Ladywear  Co.,  Vancouver,  damaged  by  fire,  fully  in- 
sured. 

J.  C.  Leach,  Valley  River,  Man.,  general  store,  as- 
signed. 

Charlton  <K  Carter,  Chilliwack,  B.C.,  tailors,  dis- 
solved. 

East  of  Amson  &  Co.,  Radisson,  general  store,  sold 
at  65c. 

W.  J.  Moffat,  Edrans,  Man.,  general  store,  sold  to 
Marvin  Bros. 


Prepare  Yourself 

for  the  Best  Underwear  Season 

You  Have  Ever  Had 


The  one  best  way  to  do  this  is  by  stocking  Perry 
"  Ne  vers  brink  "  Underwear.  It  is  the  one  Under- 
w^ear  that  is  true  to  name.  It  is  "Nevershrink  "  in 
reality.  As  a  live  dry  goods  merchant  you  know 
the  value  of  this  as  a  talking  point,  and  when  the 
goods  themselves  help  you  out  by  living  up  to  their 
reputation  your  path  is  easy.  All  this  applies  to 
Perry's  "Nevershrink"  Underwear— and  to  it  alone. 
Samples  for  Fall  will  be  on  the  road  shortly.  You 
cannot  afford  not  to  see  them. 


G.  B.  Perry  Knitting  Co. 

Hamilton,  Ontario 
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Plans    for    Conducting    Retail    Advertising    in     1 909 

Some  Helpful  Hints  for  Special  as  Well  as  Ordinary  Sales  and  Openings — Seasonable 
Buying,    Advertising    and    Selling  —  Systematic    Effort    the    Only    Successful     Kind. 

Written  for  the  Dry  Goods  Review  by  Kenneth  S.  Fenwick,  Advertising  Manager,  The  Paquet  Co.,  Quebec. 


Advertising,  unaided  by  common  sense  and  foresight, 
will  do  more  to  injure  a  business  than  to  help  it.  If  a 
special  offer  is  made  through  an  ad,  it  must  be  backed  up 
by  the  sales  force.  It  is  all  very  well  to  say  that  a  bargain 
attracts  a  crowd  and  that  good  salesmen  will,  nine  times 
out  of  ten,  sell  something  tiiat  carries  a  greater  profit  than 
the  advertised  article,  but  experience  proves  that  each 
time  this  is  repeated  the  crowd  becomes  smaller.  Adver- 
tised goods  should  be  prominently  displayed  and  pushed. 
If  a  customer  does  not  fancy  the  goods,  and  decides  to 
buy  something  else,  it  should  not  be  the  result  of  any 
effort  on  the  part  of  the  salesman  to  make  the  customer 
dissatisfied  with  the  goods  advertised.  When  this  rule  is 
lived  up  to,  the  advertising  never  fails  to  pull.  And, 
after  all,  it's  the  crowded  store  which  makes  the  biggest 
profit,  for  if  people  are  induced  to  visit  a  store  for  some 
specific  line,  they  will  generally  look  around  for  something 
else  they  need,  and  buy  it,  too.  The  profits  on  these  sub- 
sequent sales  are  always  worth  while. 

The  Buying  Problem. 

And  now  let's  give  our  attention  to  the  buying,  for 
wise  buying  plays  a  very  important  part  in  the  success  of 
an  advertising  campaign.  Staple  goods  should  be  bought 
for  each  month,  or  season — not  for  the  whole  year.  Order? 
should  be  based  upon  actual  sales  for  the  corresponding 
period  of  the  previous  year,  plus  a  reasonable  increase  in 
business,  which  we  will  call  the  "expectation."  This 
eliminates  the  accumulation  of  old  stock,  and  prevents  the 
necessity  of  sacrificing  soiled  and  shop-worn  goods  at  ■  a 
loss,  when  fresh  goods  of  the  same  nature  would  command 
full  price. 

Some  Advice  on  Selling. 

The  selling  end  of  a  business  also  deserves  careful  fi)n- 
sideration.  The  practice  of  putting  a  premium  on  unsal- 
able goods  ensures  their  rapid  departure,  but  has  a  ten- 
dency to  make  dissatisfied  customers.  A  much  better  plan 
is  to  figure  out  the  percentage  that  each  clerk's  sales  bear 
to  his  salary,  as  shown  by  the  records  for  last  year,  and 
offer  to  pay  this  percentage  on  his  sales  for  this  year, 
giving  him  a  bonus  each  month  when  his  sales  show  an 
increase.  The  extra  cost  cannot  fail  to  show  an  increase 
in  business,  as  the  additional  pay  is  based  upon  the  busi- 
ness done  in  excess  .>f  last  year's  record. 

Systematic  Effort  Necessary. 

With  interior  conditions  favorable  to  a  good  business 
year,  a  well-planned  advertising  campaign  can  scarcely 
fail  to  prove  successful.  But,  in  order  to  be  sure  that  it 
is  well  planned,  it  is  necessary  to  know  how  much  money 
to  spend  and  where  to  spend  it.  Every  healthy  business 
should  show  an  increase  in  business  yearly.  The  idea  that 
women  buy  new  gowns,  dress  goods,  etc.,  only  once  in  two 
years  is  all  wrong.  No  woman  will  be  satisfied  to  make 
her  last  season's  costume,  or  hat,  do  for  this  year,  if  you 
keep  her  posted  regarding  changes  in  styles  through  your 
advertising. 

The  Advertising  Appropriation. 

A  definite  appropriation  should  be  set  aside  for  ad- 
vertising. This  appropriation  should  not  exceed  four  per 
cent,  of  the  gross  sales  or  may  be  based  upon  the  "ex- 


pectation"— that  is,  last  year's  sales  plus  a  reasonable  in- 
crease. In  the  selection  of  media,  daily  newspapers  should 
be  given  first  place  by  retailers,  and  catalogues,  circulars, 
street  car  cards,  bill  posting,  and  other  recognized  forms 
of  advertising  may  be  used  to  advantage. 

The  necessity  for  special  sales  and  openings  is  pretty 
generally  recognized,  althoug'h  some  few  stores  get  along 
without  them.  But  then  some  stores  get  along  without 
advertising  at  all,  and  consider  it  a  waste  .of  good  money. 
The  object  of  the  special  sale  is  to  keep  the  stocks  free 
from  "stickers"  and  broken  lines,  as  well  as  to  get  the 
money  out  of  goods  which  have  been  in  stock  long  enough, 
and  to  be  prepared  to  invest  in  fresh  merchandise.  There 
is  no  doubt  that  the  use  of  the  special  sale  enables  the 
merchant  to  turn  over  his  capital  more  frequently,  and 
to  show  greater  profits  at  the  close  of  the  year.  It  has 
been  estimated  that  it  costs  20  per  cent,  to  carry  goods 
over  from  season  to  season.-  How  much  better,  then,  to 
take  the  loss  this  season  and  turn  over  the  cash  several 
times,  than  to  lock  it  up  for  a  year  and  then  add  20  per 
cent,  to  the  original  cost !  The  profit  made  on  the  propor- 
tion of  any  line  sold  makes  the  loss  on  the  balance  appear 
insignificant. 

The  Sequence  of  Sales. 

The  January  w'hitewear  sale  is  used  to  wake  up  the 
trade  after  the  holiday  shopping  is  over.  This  it  nor 
strictly  a  sacrifice  sale  of  regular  goods,  although  it  affords 
a  splendid  opportunity  to  clear  out  the  v/hitewear  stocks 
on  hand.  For  the  January  whitewear  sale  it  is  the  custom 
to  buy  special  lines  at  special  prices,  and  to  sell  these 
away  below  the  usual  priees  for  goods  of  equal  quality. 
This  event  is  yearly  expected,  atid  well  patronized,  by 
women  who  would  not  be  interested  in  regular  goods -owing, 
to  the  reaction  which  always  sets  in  after  the  holidays. 
Two  or  three  weeks  of  whitewear  selling  should  go  a  long 
way  towards  making  a  good  showing  for  the  month  of 
January. 

February  is  an  excellent  time  for  taking  the  inventory, 
and  this  affords  material  for  the  annual  stocktaking  sale. 
Some  stores  make  the  mistake  of  holding  this  sale  previ-I 
ous  to  stocktaking,  and  use  the  argument  that  stocks  musti 
be  reduced  in  order  to  lessen  the  labor  of  stocktaking.  lb! 
is  much  more  sensible  to  wait  until  the  inventory  has  been 
taken,  and  then  to  hold  the  stocktaking  sale,  explaining 
that  the  goods  advertised  have  been  found  to  have  over- 
stayed their  allotted  time — worn  their  welcome  out — been 
discovered  while  stocktaking. 

The  month  of  March  is  the  proper  time  to  clear  odd 
lines  in  clothing,  hats,  shoes  and  other  winter  goods,  gen- 
erally. A  clean  sweep  sale,  the  object  of  which  is  to  make 
room  for  the  new  spring  goods,  will  usually  prove  effec- 
tive. 

The  Opening  Event. 

The  Spring  opefiing  gives  the  ad-man  a  long-wished- 
for  opportunity  to  spread  himself.  People  are  ready,  by 
the  15th  of  April,  to  read  all  sorts  of  fa.shion  news,  and 
the  more  attractively  the  new  millinery,  cloaks,  suits,  dress 
goods  and  fancy  muslins  are  described,  the  greater  will  be 
the  response  to  the  advertising.     This  is  the  best  season 
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of  the  year  for  exploitin<j  new  i^-oods,  anrl  fi'oiii  April  ir)th, 
tluoiig'li  Easter,  to  May  lotli,  the  g-oods  sold  slioidd  carry 
a  very  satisfactory  profit. 

After  the  middle  of  May  it  is  generally  fonnd  neces- 
sary to  stimulate  interest  in  the  store,  and  the  May  sale  of 
under  muslins  will  do  the  trick.  For  this  sale  it  will  be 
necessary  to  buy  some  new  lines  in  whitewear,  and  the 
balance  of  the  Januai'y  whitewear  stock  may  be  cleared  at 
e.xtra  special  prices. 

The  entire  month  of  June  may  be  devoted  to  exploitins;' 
articles  for  the  June  bride's  trousseau,  and  goods  sold 
during  this  month  should  bring  good  prices. 

Hot    Weather    Advertising. 

July  requires  strong  bargain  advertising  to  ensure  a 
good  showing.  The  hot  weather  exerts  a  demoralizing  in- 
fluence on  trade,  which  must  be  overcome.  An  annual  mid- 
summer sale,  presenting  genuine  bargains  in  millinery, 
dress  goods,  shoes,  hosiery,  parasols,  wash  goods,  etc.,  will 
fill  the  store  and  swell  the  sales.  This  sale  should  last  just 
as  long  as  it  continues  to  pull,  and  the  minute  it  shows 
signs  of  slacking  drop  it  and  start  another.  This  may 
be  done  with  the  aid  of  a  special  purchase,  which  can 
always  be  secured  from  a  jobber  at  this  time  of  year.  If 
it  is  something  seasonable,  it  will  take  well. 

In  August  it  requires  a  real  sensation  to  arouse  the 
public  interest  and  bring  people  to  the  store.  Special 
demonstrations,  fairs,  band  concerts,  afternoon  tea  and 
other  special  attractions,  should  be  used  freely,  but  a 
genuine  sensation,  such  as  a  balloon  ascension  from  the 
roof  of  the  store,  or  some  similar  scheme,  is  the  only 
thing  that  will  effectually  pierce  the  public  apathy  during 
these  sweltering  days. 

The  Fall  Campaign. 

After  the  1st  of  September,  trade  will  pick  up  per- 
ceptibly, and  at  the  first  intimation  of  activity  the  Fall 
opening  should  be  announced.  Again  the  new  millinery 
and  dress  accessories  may  be  described  in  the  most  allur- 
ing language.  Fall  fashions  will  be  the  principal  topic 
with  lady  customers,  and  the  more  fashion  talk  injected 
into  the  ads,  the  more  attentively  will  they  be  read.  The 
new  shades  in  dress  goods  may  be  compared  to  the  tints 
of  the  fallen  leaves,  and  this  will  help  to  impress  the  idea 
in  the  popular  mind  that  Autumn  is  really  here,  and 
lieavier  clothing,  shoes,  etc.,  must  be  boug'ht. 

A  harvest  sale,  and  special  Tliauksgiving  offerings  will 
help  the  sales  in  October,  and  the  values  will  require  to 
be  unusually  good.  The  coal  man  will  have  made  his  ap- 
pearance by  this  time,  and  money  will  be  found  to  be  a 
little  tight.  This  may  be  mitigated  by  means  of  values 
that  make  themselves  felt  and  advertising  that  compels 
attention. 

Christmas  Business. 

The  advent  of  November  is  the  signal  for  a  great  pre- 
holiday  sale  to  make  room  for  the  Christmas  stocks.  After 
the  8th  of  November  it  is  a  good  plan  to  print,  at  the  head 
of  each  advertisement,  the  number  of  shopping  days  froir 
now  until  Christmas.  Before  that  date,  when  the  number 
is  over  40,  it  hasn't  much  force,  but  "39  Shopping  Days 
From  Now  Until  Christmas,"  printed  across  the  top  of 
an  ad,  sets  people  thinking.  From  this  date,  right  up  to 
Christmas,  the  introductoi'v  talks  in  all  ads  should  be 
levelled  at  the  children.  Never  mind  the  parents,  the 
children  will  look  after  them.  Have  a  message  from  Santa 
Claus  in  every  ad.  and,  if  possible,  have  Santa  Claus,  him- 
self, in  the  store  to  shake  hands  with  the  little  tots,  and 
to  give  away  souvenirs.  The  store  will  be  crowded  all 
day  long,  and  every  day,  while  he  is  there,  and  the  chil- 
dren will  bring  their  parents  along  to  buy  Christmas 
goods.     Top  prices  may  be  realized  on  all  goods  sold,  and 


December  should  prove  the  best  month  in  the  year,  from 
the  standpoint  of  sales  and  profits. 

Between  Christmas  and  New  Year's  is  the  time  for  the 
great  clearance  sale  of  holiday  goods,  except  in  the  Pro- 
vince of  Quebec,  where  New  Year's  is  the  great  event, 
and  Christmas  of  less  importance.  In  {"'rench  Canada  this 
sale  should  be  held  during  the  first  week  in  January.  Toys 
and  d(dls  may  be  cleared  at  half-price,  arul  other  goods, 
which  it  may  be  desirable  to  clea!",  should  be  made  to  go 
at  whatever  they  will  bi'ing. 

No  Guess  Work. 

The  merchant,  who  conducts  his  advertising  campaign 
for  1909,  along  these  lines,  will  be  surprised  with  the  re- 
sults. Stocks  will  be  clean  and  up-to-date,  sales  will  be 
satisfactory  all  the  year  round,  profits  will  be  greater  and 
prestige  increased.  There  need  be  no  guesswork  about  it. 
A  careful  study  of  the  sales  reports  for  each  day  of  the 
previous  year — a  portion  of  advertising  to  each  line  fall- 
ing behiiul  on  the  corresponding  days  of  this  year — back- 
ing up  the  advertising  with  honest  goods — will  reduce  the 
advertising  problem  to  a  certainty  that  not  even  the  wea- 
ther can  materially  affect. 

Montreal  Woolen  Mills  Closing. 

The  Montreal  Woolen  Mi  Is  Co.  early  last  month  is- 
sued the  following  statement,  announcing  their  decision 
to  go  into  liquidation  after  thirty  years  of  operation  : 

"It  is  with  deep  regret  that  we  beg  to  announce  to 
the  trade  our  decision  to  liquidate  our  'business  of  manu- 
facturing woolens.  We  are  compelled  to  this  course  of 
action,  by  the  realization  of  the  fact  that  we  cannot, 
under  the  existing  conditions,  hope  to  operate  our  mills 
profitably. 

"We  consequently  desire  to  inform  you  that  we  will 
only  execute  repeat  orders  for  such  goods  as  we  may  have 
the  raw  materials  for,  up  to  the  31st  inst.,  when  we  dis- 
continue advance  orders  and  only  deliver  stock  goods  and 
orders  already  booked>" 

The  company  was  formed  in  1879.  with  a  capitalization 
of  .$200,000.  and  its  mills  were  established  at  St.  Gabriel 
Locks.  Water  power  was  used  to  run  the  machinery,  and 
to  manufacture  the  light. 

The  plant  had  been  operated  as  cheaply  as  any  in  the 
business.  When  working  full  time  the  mill  employed  200 
men,  but  lately  before  closing  operations,  only  60  and  75 
men  were  employed. 

The  mills  were  engaged  in  the  manufacture  of  wor- 
steds, tweeds,  overcoatings,  blankets,  rugs,  etc.,  in  fact,  all 
lines  carried  by  a  wholesale  woolen  house.  The  goods  were 
manufactured  in  a  wide  range  of  quality  and  prices,  from 
45  cents  to  $2  per  yard. 

—4 


The  steamer  Suveric  arrived  at  Victoria,  B.C.,  from 
Manila,  recently,  with  3,000  tons  cargo,  including  62 
tons  of  raw  silk  valued  at   $180,000. 


The  demand  for  better  class  silks  is  putting 
firmness   into  the   London   market. 

Advices  from  Bradford  are  that  the  tendency 
of  wool  prices  is  still  upward. 

American  and  continental  buying  are  said  to 
explain   present  advances  obtained  in   wool. 

Taking  the  cotton  market  as  a  whole  there  is 
probably   a  greater  demand   for  yarns. 

A  general  hardening  of  prices  in  the  linen 
markets  is  reported  from  Belfast 
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At  The  Present  Time  We  Have 

TWO  BUYERS 
IN  PARIS 


These  gentlemen  (Mr.  Smith  and 
Mr.  Runciman)  will  remain  until 
the  last  day  possible  in  order  to  se- 
cure the  latest  styles  and  novelties. 

As  a  result  of  their  wide  experience, 
and  efforts,  you  will  find  in  our 
warehouse   for   Spring 

THE  LATEST  STYLES 

AND 

THE  BEST  VALUES 

The  Smith-Runciman  Co.,  Ltd. 

Toronto        Ottawa        Hamilton        Winnipeg 

Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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The  Canadian  Millinery  Review 


Importiiiff  houses  are  decidedly  optimistic  as 
to  the  prospect  of  being  busy  for  the  next  season. 

Though  pressed  shapes  have  a  strong  place, 
straw  braids  are  increasing  in  favor.  Chips, 
yeddas  and  rough  straws  are  prominent. 

A  varied  range  of  color  promises  to  be  an 
outstanding  feature  of  the  Spring  trade.  A  marked 
originality   is   evident. 

Satins  and  silks  for  coverings  as  well  as  for 
trimmings  will,  it  is  predicted,  be  much  used  in 
the  early  Spring.  Tinsel  gauzes,  nets  and  other 
metallic  fabrics  are  coming  in  for  a  similar  de- 
mand. 

While  flowers  will  be  extensively  used,  it  is  not 
expected  that  they  will  displace  fancy  feathers. 


tardily  engaged  in  the  clearing  out  of  the  last  remnants 
of  the  Fall  goods.  And  these  remnants  are  by  no  means 
large   or   important. 

In  the  importing  houses  the  staff  is  given  over 
wholly  to  the  advance  preparations  for  the  Spring  sea- 
son. As  has  been  before  indicated,  the  advance  orders 
for  strictly  staple  lines  are  now  well  in  hand.  Heads  of 
firms  and  foreign  buyers  are  now  abroad  and  are  busy 
buying  the  novelty  lines  for  the  coming  Spring.  Theie 
will  be  little  to  say  as  to  the  novelty  end  of  the  trade 
until   their   r(^tuin    from   Euro|)e. 


Bright  Millinery  Season. 

The  Fall  season  of  1908  has  been  an  unusually  long 
one,  and  has  given  the  retail  trade  plenty  of  time  to 
clear  out  Fall  stock.  The  season  began  with  bright 
prospects  as  millinery  had  been  one  of  the  few  lines  in 
the  preceding  Spring  that  had  anything  like  a  successful 
record  to  show  for  that  season.  As  a  fact,  it  was  the 
trade  done  in  the  millinery  department  that  made  a 
balance  on  the  right  side  possible  in  many  stores. 
Stocks,  therefore,  were  in  good  shape  for  the  Fall  trade, 
and  the  season  started  in  auspiciously  with  a  good 
placing  season — so  large,  in  fact,  that  it  was  one  of  the 
best  on  record  in  many  houses.  Though  unusually  fine 
and  warm  weather  for  the  time  of  the  year  interfered 
somewhat  with  the  early  season,  when  trade  started  in 
it  continued  in  steady  volume  until  the  present  time. 
The  season  is  about  over  in  the  wholesale  houses  and 
all  energies  are  now  being  devoted  to  the  preparations 
for  the  coming  Spring.  At  retail  there  is  still  some- 
thing doing,  but  only  now  of  a  clearing  nature. 

The  trade  of  the  past  Fall  has  been  of  a  steady 
nature  and  much  along  the  previously  laid  down  lines. 
There  have  been  none  of  those  absorbing  fads  spring  up 
which  may  and  do  in  millinery,  mar  a  season.  Very 
large  hats  were  indicated  and  feathers  in  abundance, 
both  of  which  ,  styles  materialized. 

Prospects  for  the  coming  Spring  are  exceedingly 
satisfactory;  two  good  seasons  when  other  lines  have 
been  under  a  cloud,  have  given,  now  that  trade  pros- 
pects are  so  much  brighter,  confidence  to  the  millinery 
buyers.  The  result  is  felt  in  the  early  trade.  Travelers 
out.  with  staple  lines  are  taking  big  advance  orders  and 
everything  points  to  a  highly_  satisfactory  millinery  sea- 
son in  the  Spring  of  1909. 

Advance  Notes. 
Orders  for  the  placing  season  are  now  pretty  well  in 
and  are  of  such  a  nature  as  to  warrant  decidedly  opti- 
mistic ideas  on  the  part  of  the  importing  houses  as  to 
the  volume  of  business  for  the  new  season.  The  retail 
trade  has  had   a   good   Fall   and   is   at   the   present   date 


New  Russian  Turban— Shown  by  the  D.    McCall  Co.,   Toronto. 

Though  piessed  shapes  are  very  much  in  evidence 
now,  and  are  in  a  high  position  in  the  Spring  line, 
straw  braids  are  increasing  in  favor  and  have  been  more 
freely  bought  for  the  coming  Spring.  Chips,  yeddas  and 
rough  straws  are  much  seen  in  braid  lines  and  some  very 
coarse  braids  promise  to  make  their  appeaiance  in  the 
Spring.  The  colors  are  very  varied  and  th^re  is  an 
extensive  range  of  shades. 

This  varied  range  of  color  promises  to  be  a  feature 
in  the   trade   next   Spring.     Colors  promise  to   be    both 


210 


MILLINERY 


Dry  Goods  Review 


Princesse  Gown  in  Serge;  Trimmed  Soutache  Braid,  Square  Yoke  of 
Net  with  Small  Buttons.     Net  Pleatings  at  Neck  and  Sleeves. 
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MILLINERY 


1\\ 


The 

House 

Famed 

for 

Millinery 


Importations  for  Spring  Sea- 
son a/ready  to  hand 

Will  be  ready  for  buyers  at  an 
early  date 

The  House  that 
stands  for  the 
best  of 
everything 
in  Milhnery 

The  Best  Stock 

The  Best 
Assortment 

The  Best  Value 


A  Cordial  Welcome 
Awaits  the 
Buyer 


The  D.  McCall  Co.,  Limited 


TORONTO 

Branches  at  Winnipeg,  Montreal,  Ottaiua,  Quebe^ 
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The 

Silk  House 


/. 


or 


Spring  Trade 

1909 

Japan  ana  Cnma  Silks 
Snantungs  Ottomans 

Tussots  Tomalms 

Satins  Tafretas 

Messalms  FoAvlards 

etc.,  etc. 

Large    Assortment    Fancy 
Silks 

V^e  can  also  give  you  a  cnoice 
from  tne  best  selected  stock  or 
silks  tor  millinery   in   Canada. 

In  addition  to  a  wide  range  to 
cnoose  rrom  there  is  tne  ad- 
vantage or  unequalled  values 
■wnicn    tnis    house   otters    you. 

The  attention  oi  millinery 
buyers  is  specially  called  to 
our  goods. 

K.    Isnikaw^a    &?    Co. 

Toronto 


new  and  interesting.  The  most  important  prediction  is 
that  pastel  shades  promise  to  be  a  factor  in  millinerr 
colors  next  Spring.  In  the  matter  of  colorings,  a  mark- 
ed originality  is  being  shown  and  new  hues,  tones  and 
shades  are  making  their  appearance  which  are  decidedly 
novel.  Taupe  and  catawba  shades  will  be  seen,  and  the 
olives  and  russets,  together  with  many  other  new  greens 
are  putting  in  an  appearance.  Black  promises  to  be 
especially  good,  and  there  will  be  manj'  models  developed 
in  black   and  white. 

Satins  and  silks,  both  for  hat  coverings  as  well  as 
for  trimmings  promise  to  be  much  used,  particularly  in 
the  early  Spring.  Ottomans,  moires,  and,  possibly,  silk 
crepes  will  appear  on  many  hats.  It  is  predicted  that 
more  ornaments  than  for  some  seasons  past  will  be  seen 
on  the  Spring  hats.  This  will  be  no  surprise  to  the 
trade,  as  they  have  been  gaining  ground  during  the  past 
season. 

Another  new  feature  that  promises  to  be  distinctive 
is  tlie  use  of  tinsel  gauzes,  nets  and  other  metallic 
fabrics.  Gold  and  silver  will  enter  into  many  of  the 
novelty  materials  next   Spring. 

Flowers  will  as  always,  be  extensively  used,  but  will, 
it  is  expected,  by  no  means  displace  fancy  feathers.  The 
new  idea  in  floral  garniture  seems  to  be  made  roses,  etc., 
of  tinsel  fabrics.  There  is  little  doubt  that,  much  as 
some  milliners  dislike  the  combining  of  flowers  and 
feathers  on  the  one  hat,  this  combination  will  be  freely 
used. 

A  question  of  some  'moment  is  as  to  whether  the  very 
simply  trimmed  hats  that  are  now  featured  in  the  high 
class  trade  are  going  to  be  the  vogue  for  Spring.  Many 
of  these  hats  have  just  a  draping  and  a  feather, 
while  some  have  but  the  feather  alone.  Though  there  is 
so  little  on  the  hat  all  the  materials  are  of  the  richest 
type.  Should  this  idea  hold  for  Spring  novelty  mounts 
in  ostrich  will   be  sold  to   a  great  extent. 

The  New  Toques. 

Millinery  has  undergone  quite  a  remarkable  trans- 
formation during  the  past  few  months.  Though  many 
large  hats  are  still  seen,  and  with  their  amplitude  fur- 
ther increased  by  trimmings  of  wings,  feathers,  flowers, 
etc.,  the  smartest  women  are  now  wearing  smaller  hats. 
Toques  are  the  latest  mode,  and  already  three  styles  have 
achieved  distinction.  First  comes  the  hugh  fluffy  toque 
of  fur  or  soft  feathers,  which  is  pulled  down  closely  over 
the  hair  almost  concealing  it.  This  is  the  Russian  or 
bushy  type,  and  it  has  already  gone  to  extremes,  as  in 
some  cases  the  wearer  has  to  tilt  back  her  head  in  order 
to  see  under  the  brim.  Then  there  are  the  draped  toques 
such  as  the  Sioux,  of  cloth  and  fur,  with  quills  or  wings 
l)ristling  in  all  directions.  The  latest  is  the  Shah  tur- 
ban, of  folded  silk  and  velvet,  with  jewelled  broaches 
and  aigrettes  of  handsome  osprey  or  marabout. 
■  Many  of  these  new  turbans  are  being  prepared  for 
early  Spring  travelers,  and  The  Review  is  privileged  to 
give  a  description  of  some. 

One  very  new  turban  is  formed  of  softly  arranged 
folds  of  thick  satin.  The  head  sinks  deep  into  it,  and  the 
silk  folds  come  close  to  the  face.  Dividing  the  brim  from 
the  crown  is  a  ribbon  of  Oriental  coloring  showing  much 
gold  tinsel.  This  goes  around  the  crown,  and  forms  a 
high  standing  arrangement  of  stiff  loops  in  front,  a  little 
to  one  side. 

A  second  turban  seen  was  of  shot  Ottoman  silk,  from 
brown  to  yellow.  On  one  side  is  a  sable  body,  its  head 
in  front,  and  its  tail  waving  behind.  Another  was  of 
Ottoman  silk,  but  in  this  instance  in  one  of  the  new  for- 
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Parisian  Inspiration  and  American  Adaptation  in  Millinery  for  Spring 


Turban  of  fancy  colored  tuscan 
and  horse-hair  coronet ;  high  round 
crown  and  large  headsize  ;  trim- 
ming of  white  ostrich  feathers. 


Of  the  two  hats  shown  below, 
one  will  be  recognized  as  an  em- 
pire poke  of  black  Neapolitan  with 
fancy  straw  brim,  ostrich  satin  rib- 
bon and  jet  cabachons,  while  the 
other  is  a  sage  green  Yeddah  with 
crown  of  natural  marabout ;  pea- 
cock aigrette  and  bow  of  straw 
braid  with  straw  cones  at  ends. 
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est  greens,  was  another  of  these  new  folded  turbans.  In 
this  case  the  head  sunk  so  deeply  into  it  that,  when  in 
position,  the  folds  of  silk  touched  the  eyebrows.  The 
trimming  for  this  turban  was  a  large  Shah  aigrette  htld 
in  place  by  a  large  motif  of  twisted  silk  cords.  These 
turbans  are  almost  identical  with  those  worn  in  1802. 

Hats  that  are  now  being  prepared  by  Parisian  mod- 
istes are  of  quite  moderate  size.  Compared  with  what 
have  been  worn,  the  brims  are  quite  narrow  and  arc  cov- 
ered with  folds  of  silk  or  liberty  satin.  The  crowns  are 
quite  large  affairs,  and  there  is  a  new  straw,  that  re- 
sembles moss  in  appearance,  that  is  much  used.  One  hat, 
of  a  soft  moss  tone,  was  trimmed  with  shirrings  of 
green  mousseline  de  sole,  and  had  a  panache  of  stiff  grren 
feathers  at  the  side.  Another  of  these  hats  was  of  pastel 
blue  Ottoman  silk  with  the  under-brim  lined  with  blac': 
satin.  Draped  around  the  crown  was  fold  upon  fold  of 
the  blue  chiffon  arranged  over  silver  tissue,  through 
which  it  gleamed  at  intervals.  On  one  side  of  the  crown 
the  blue  and  silver  draperies  were  held  in  place  by  a  clus- 
ter of  soft  pink  roses  with  grey  green  foliage.  Rising 
above  the  flowers  was  a  cluster  of  soft  white  plumes. 
This  hat  is  representative  of  the  new  movement  in  favor 
of  pastel  shades. 

Another  hat,  showing  the  fashion  of  veiling  one  fabri:' 
with  another,  had  the  large  full  crown  of  white  chiffon 
veiled  with  black.  The  brim  was  of  pleated  black  satin 
covered  with  a  flounce  of  white  lace.  A  wide  pale  pink 
satin  ribbon  encircled  the  crown,  finished  by  a  series  of 
bows  with  many  loops  and  ends.  Each  end  finished  by 
tinsel  tassels. 

Mention  should  be  made  of  the  extremely  pretty 
styles  in  motor  hats.  These  are  of  the  small  mushroom 
and  bonnet  type,  and  have  a  veil  attached  to  match. 


One  seen  was  of  yellow  straw  of  the  mushroom  shape, 
with  a  four-yard  chiffon  veil  draped  over  it,  and  held 
down  with  three  large  pink  roses  across  the  front.  Motor 
bonnets  of  shirred  silk  straw  and  chiffon  in  the  granny 
shape  have  also  made  a  hit. 

Milliners  are  devising  many  new  ways  of  arranging 
ostrich,  but  though  they  may  he  curled  in  many  new 
ways,  nothing  is  done  to  interfere  with  the  natural  out- 
lines of  the  graceful  plume. 
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Fashionable  Hair  Garnitures. 

Many  stores  are  finding  a  fairly  large  sale  for  coiffure 
ornaments  this  year.  They  can  be  made  to  help  not  only 
to  clear  some  lines  of  goods,  hut  to  contribute  to  the 
profits  of  the  season. 

The  present- style  of  hair-dre.ssing  needs  for  evening 
wear  some  kind  of  garniture  as  a  finish.  These  are  gen- 
erally of  the  wreath  or  filet  order  to  go  with  the  present 
semi-classic  style  of  dressing  the  hair. 

Tinselled  leaves,  fruit  and  flowers  are  very  much  en 
evidence,  as  a  garniture  of  this  kind  shows  up  splendidly 
in  artificial  light.  Tinsel  leaves  are  combined  with  flow- 
ers, or  fruit,  and  again  the  flowers,  etc.,  may  be  of  tin- 
sel and  the  leaves  of  the  natural  shades. 

Grecian  bands  are  formed  of  tiny  flowers  and  tinsel 
leaves,  and  are  most  girlish  and  effective.  Tinselled  grape 
leaves  with  the  dark  fruit  in  groups  at  the  sides  or  piled 
up  coronet-wise  in  the  centre,  are  a  new  form.  For 
matrons  a  combination  of  flowers  often  in  tinsels  and 
paradise  are  much  worn.  A  small  show  case  with  a  few 
made-up  examples  often  means  quite  a  few  sales. 


WHOLESALE  MILLINERY 

Novelty  Dry  Goods,  Children's  and  Ladies'  Wear 
VISIT  OUR  SPRING  OPENINGS 

Wednesday     and    Thursday,    March     17th     and    18th 

Every  MilHner  in  the  Maritime  Provinces  should  visit  our  opening 
this  Spring.  Not  so  much  as  a  buyer — our  ten  salesmen  on  the 
road  will  attend  to  that — but  rather  with  the  idea  that  this  trip 
is  necessary  and  profitable,  to  keep  in  touch  w^ith  the  style  tend- 
encies— the  w^hims  of  fashion,  to  consult  w^ith  our  designers,  use 
our  modern  up-to-date  copy  room,  and  as  a  means  to  start  the 
season  right. 

Note  the  dates  and  come.  We  have  and  are  making  plans,  so  that 
the   visit  will   be   all  that  a   visit   of   this   kind    should    be. 


Mailorders  our 
especial  hobby. 
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LIMITED 


St.  John.  N.fi. 
Halifax,  M.S. 
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First  Examples  of  Parisian  Millinery    Styles   for  Spring 

Several  of  the  New  French  Hats  Photographed  for  the  Review — The  Turban  in  Decided  Favor — 
Shapes  not  Quite  as  Large  but  Every  Bit  as  Unusual  as  Those  of  the  Spring — Sudden  Demand  for  Jet. 

Staff  Correspondence. 


Wliile  the  hats  completely  cover  the  hair,  a 
small  I'ound  bandeau  is  noted  on  nearly  all  shapes. 

All  sorts  of  jet  bands,  crowns  and  pendent  jet 
ornaments  are  in   high   favor. 

Indications  point  to  a  preference  for  rose, 
amethyst   and   their   various  g-iadations     of    shade. 

Trimminff  is  af?ain  being-  used  at  the  left  side. 
Peacocl:  feathers,  a  fad  of  the  hour,  have  made 
their   appearance. 

Rather  unusual  flowers  in  evidence  are  orchids, 
pond   lilies,   calla   lilies,   clover  and   sweet  peas. 

Color  combinations  are  again  taking  the  place 
of   monotone   effects. 


New  York,  Dec.  28.— The  New  York  wholesale  market 
is  beginning  to  show  activity  and  preparations  are  well 
under  way  for  showing  and  selling  Spring  goods.  The 
flower  and  feather  houses  present  quite  a  Spring-like 
appearance,  and  a  few  P''rench  hats  have  arrived,  al- 
though they  are  not  as  yet  on  exhibition  except  to  a 
favored  few.  To  be  allowed  to  |)hotograph  them  for  the 
Review  is  a  privilege  and  that  its  readers  are  appiecia- 
tive  there   is  no  doubt. 

The  hats  illustrated  ai'e  from  such  world  renowned 
designers  as   Germaine,   Marie   Louise,    and   Dalango. 

Present  indications  point  to  turbans,  large  and  set- 
ting very  low  on  the  head.  The  shapes  illustrated  in 
Nos.  2  and  6  are  very  characteristic.  While  the  hats 
completely  cover  the  hair,  yet  a  small  round  bandeau  is 
noted  in  nearly  all  shapes.  Crowns,  it  will  be  seen,  are 
still  very  large  and  brims  still  have  a  way  of  drooping. 
Many  of  the  turbans  and  derby  shapes  are  broader  than 
deep,  and  on  one  very  lovely  sage-green  chip  the  trim- 
ming of  amethyst  satin  ribbon  made  into  loops  resembl- 
ing a  calla  lily,  centred  with  small  bunches  of  violets, 
was  trimmed  at  the  back  and  on  to  the  crown,  the  brim, 
a  narrow  rolled  up  affair,  being  left  free.  It  is  extremely 
difficult  to  tell  which  is  the  front  of  many  of  the  new 
shapes  and  one  is  usually  greatly  surprised  when  the 
man  who  knows  decides. 

If  the  new  hats  are  not  quite  as  large  as  those  of 
the  Winter  they  are  every  bit  as  unusual  and  even  more 
difficult  to  wear.  But  we  will  hope  for  modifications. 
In  the  meantime,  importers  are  being  kept  busy  supply- 
ing a  sudden  demand  for  jet  turbans,  the  latest  call  in 
New  York  and  still  very  much  the  rage  in  Paris.  Jet 
ornaments,  too,  are  in  great  demand,  particularly  large 
cabachous.  All  sorts  of  jet  bands,  crowns  and  pendent 
jet  ornaments  are  in  high  favor  in  Paris,  and  are  being 
shipped  here  to  supply  the  demand,  for  jet  is  the  rage. 
Jet  jewelry  has  been  spoken  of  in  these  pages  pre- 
viously. It  was  but  a  forecast  of  the  fashion  now 
upon  us.  Naturally  jet  cannot  be  expected  to  be  worn 
!r>  the  Summer  to  any  extent,  but  for  early  Spring  and 
immediate  wear  it  is  "the  thing,"  particularly  in  large 
turban  form  and  the  draped  variety. 


Fancy  Bands  and  Braids. 

The  vogue  of  this  style  of  headwear  means  the  re- 
tuin  to  favor  of  fancy  bands  and  also  of  braids.  Quite 
a  few  hats  made  of  fancy  braids  are  noted;  the  rough 
varieties  seem  to  be  more  in  evidence  than  the  finer, 
plainer  braids.  Indications  point  to  a  preference  for 
r(jse,  amethyst  and  their  various  gradations  of 'shades 
as  being  in  the  lead.  They  are  used  together,  in 
wistaria,  of  variegated  shades,  and  in  hydrangias,  both 
flowers  being  well  to  the  fore.  Small  and  large  flowers 
are  combined.  Carnations,  very  natural  in  appearance, 
adorn  some  of  the  hats.  (Jther  rather  unusual  flowers 
are  orchids,  pond  lilies,  calla  lilies  and  clover  and  sweet 
peas. 

Hothouse  rose  buds  in  shades  of  rose  and  reds  were 
airanged  at  intervals  at  the  base  of  a  crown  of  tuscan. 
Each  separate  bud,  on  an  inch  and  a  half  stem,  stood 
upright,  about  two  inches  apart,  and  there  were  twelve 
in  all,  with  a  tight  twist  of  ribbon  at  their  base.  This 
twisting  of  ribbon  into  a  rope  appears  on  many  hats,  a 
heavy  corded  silk  ribbon  being  most  frequently  u.sed  for 
this  purpose.  Ribbons  come  into  their  own  again,  ap- 
parently, for  on  all  of  the  models  with  but  few  excep- 
tions it  appears.  For  lacing,  silver,  bronze  and  gold 
tissues  of  metallic  cloth  as  it  is  called,  in  all  colors,  is 
em|)loyed.  Crepe  is  used  for  this  purpose  as  well  as  for 
drapery,  and  spangled  nets,  particularly  black  with  jet 
.■•equins,    are   much   in    vogue. 

Peacock  Feathers  for  Trimming. 

Tiimming  is  being  used  again  at  the  left  side,  as 
may  be  noted  in  the  hats  shown,  two  of  which,  by  the 
way,  are  trimmed  with  peacock  feathers,  a  fad  of  the 
hour.  Uncurled  ostrich  and  various  fancy  pasted 
aigrettes  are  used  with  flowers.  (3ne  flower  turban,  fresh 
from  the  wooden  box  which  means  Paris,  was  a  large 
oval  affair  with  no  upstanding  trimming.  It  was  com- 
posed of  large  American  beauties,  double  violets  and  the 
darker  single  violet  and  Camillas;  foliage  being  inter- 
mingled. There  is  quite  a  tendency  toward  the  violet 
trimming,  but  rarely  are  they  used  without  being  com- 
bined with  other  bloom.  It  is  the  fashion  now  to  wear 
a  huge  bunch  of  violets,  into  the  heart  of  which  has 
been  inserted  one  or  maybe  two  Camillas,  and  so  this 
idea  has  been  introduced   with  success   in  millinery. 

Mention  must  be  made  of  the  huge  ribbon  or  fabric 
rosettes,  called  rose  or  by  some,  cabbage  rosettes,  the 
ribbon  or  folded  silk  being  caught  in  at  intervals  in 
semblance  of  a  petal.  This  idea  is  seen  on  various  tur- 
bans and  is  an  excellent  idea  for  the  mourning  hat.  A 
turban  such  as  is  shown  in  No.  6  may  have  a  kilted  or 
shirred  band  of  wide  ribbon  arranged  around  the  edge, 
held  at  top  and  bottom  by  a  straw  band  or  narrow  band 
of  small  flowers. 

Dress  Hats  Suggest  the  Poke. 

Hats  for  dress  occasions  show  the  Directoire  ten- 
dency. Many  are  strongly  suggestive  of  the  pok-e.  A 
charming  poke  of  mulberry  filet  net  was  shirred  on  to 
its  wire  foundation  and  trimmed  at  either  side  of  the 
back  with  old-fashioned  bouquets  of  rosebuds  and  forget- 
me-nots.     Heavy  pink  satin  ribbon  ties  crossed  over  the 
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Parisian  Inspiration  and  American   Adaptation  in  Millinery  for  Spring 


Leghorn  hat  faced  with  royal  blue 
metallic  cloth  and  trimmed  with  white 
and  pale  mauve  wistaria,  large  pink 
roses  and  blue  faille  ribbon. 


The  hat  shown  below  on  the  left  is 
an  oval  turban  of  hyacinths  in  bluish 
mauve  colorings,  American  beauties 
and  foliage,  with  peacock  feathers 
The  other  is  a  characteristic  shape  c  j 
grey  Milan,  with  drapery  of  wide 
satin  ribbon  and  shirred  rosette,  catch- 
ng  feather  of  ostrich  and  marabout. 
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coiffure  and  fell  over  the  shoulder,  a  knot  of  flowers  be- 
ing tucked  in  at  the  neck.  Colored  filet  and  figured  nets, 
by  the  way,  are  in  demand.  Hats  fashioned  of  it,  how- 
ever, can  not  be  called  transparent,,  as  they  are  usually 
shirred  on  to  the  frame  and  nearly  always  faced  with 
silk  or  metallic  cloth  and  the  crown  not  infrequently  is 
of  flowers. 

Color  Combinations  Again. 

Monotone  effects  appear  to  have  had  their  day  and 
once  again  we  have  color  combinations  to  reckon  with 
and  to  delight  the  eye.  Two-tone  or  two-colored  straws, 
variegated  featheis,  flower  combinations,  all  bear  out 
this  prophecy,  yet  the  combinations  are  softly  blended. 
Pink  and  mauve  is  one  of  the  newest;  blue  and  mauve, 
and  russet  and  dull  ash  rose  are  among  the  favorite 
color  schemes,  ivis  wings  being  the  only  touch  of 
really   vivid   coloring. 


Braids,  soutaches,  drop-cord  and  braided  orna- 
ments and   tassels  arc  strong  selling   lines. 

Hair  meshes,  and  sen  sen  or  confeti  sports  are 
prominent  features  in  the  veiling  department.  Chif- 
fon, for  motor  veils,  is  shown  with  a  particularly 
soft  finish. 

The  Easter  trade  and  early  Spring  selling  in 
gloves  will  favor  short  lengths  to  a  very  great  ex- 
tent. Glove  buyers  consider  that  the  sleeve  ques- 
tion is  not  by  any  means  settled. 

Black  satin  ribbons  promise  to  have  a  strong 
demand  owing  to  the  vogue  of  the  Directoire  sash. 

The  new,  straight  Directoire  handle  is  the  fea- 
ture in  umbrellas.  The  extra  length  is  a  con- 
venience with  the  present  style  of  hat. 

The  new  models  in  neckwear  are  neither  so 
fanciful,  nor  so  extreme.  Narrower  and  less  fussy 
ruchings  are  used  at  the  neck. 


We  are  still  a  very  long  way  from  the  wearing  of 
the  Spring  hat  and  experience  teaches  that  it  is  well  not 
to  take  the  December  importations  too  seriously.  We 
speak  with  the  voice  of  authority  on  the  jet  turban  and 
indeed  the  entire  turban  situation,  for  that  fad  is  even 
now  an  accepted  fashion,  and  after  faithfully  describing 
the  present  offerings  we  can  only  wait  and  wonder  until 
Paris  sends  us  some  more  to  pass  upon. 


Notes. 

Six  years  ago  on  Monday,  Dec.  14,  .J.  F.  Cairns, 
Saskatoon,  started  business  in  that  town.  The  anni- 
versary was  celebrated  by  the  greatest  sale  ever  held  in 
the  Province,  to  use  the  phraseology  of  the  ad.  Cairns 
states  that  in  five  years  he  has  been  forced  by  the 
volume  of  business  to  enlarge  his  building  five  times. 

By  the  recent  enlargement  of  their  store,  the  N.  D. 
McKinnon  Co.,  Weyburn,  Sask.,  have  doubled  their  floor 
space  and  display  front.  The  building  is  now  of  three 
storeys,  the  dimensions  being  70x70.  Mr.  McKinnon  has 
conducted  a  general  store  in  Weyburn  for  the  past  six 
years,  and  having  a  large  territory  from  which  to  draw 
trade  his  business  has  rapidly  increased.  The  opening 
of  the  enlarged  store  occurred  on  Dec.  14,  and  was  fol- 
lowed by   a  special   sale,   continuing   during  the  week. 

On  January  2nd  the  stock  will  be  divided  and  the 
business  placed  on  a  department  basis.  This  modern  de- 
partment store  in  a  town  of  but  1,700  population  is  an 
example  of  success  under  a  strictly  cash  system. 

W.  R.  Peacock,  European  huyer  for  Robinson  &  Co., 
Winnipeg,  returned  recently  from  his  semi-annual  two 
months'  trip  to  the  Old  Country.  In  an  interview  Mr. 
Peacock  stated  that  while  abroad  he  had  noticed  a 
tendency  to  advance  in  prices.  Silks  had  already  gone 
up.  Old  Country  merchants  and  the  people  generally 
were  looking  for  very  good  times  in  the  Spring. 


Millinery  Department,  Store  of  Northway  Co.,  Chatham. 
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Picturesque    Vestments   to   Satisfy  the  Parisian  Craving 

The  Cassock,  the  Chasuble  and  the  Gabardine  Among  the  Latest  Inventions  of  the  Costumers 
— The  Bolero  Regarded  With  Favor — Fur  and  Feathers  Much  in  Evidence  in  Toque  Styles. 

Staff  Correspondence. 


Paris,  Dec.  28. — In  spite  of  the  exag'gerations  that 
have  marred  some  gowns  broug-ht  out  in  this  style, 
many  charming  and  becoming  models  have  been  worn 
which  were  carried  out  in  modified  Dircctoire  effects. 
Directoire  styles  have  become  common  property,  and 
already  the  class  that  is  constantly  craving  for  novelty 
in  dress  is  forcing  the  great  Parisian  costumers  to  bring 
out   something   new. 

Some  of  them  are  favoring  the  fashion  of  the  Medici 
period  and  are  showing  pointed  waists,  and  tunics  open- 
ing over  an  under-petticoat,  puffed  sleeves  and  toques 
a  la  Henri  deux,  as  well  as  rulfs  a  la  V'alois. 

Others  are  taking  Florentine  dress  of  the  cinque 
cent  period,  and  are  producing  vestments  reminiscent  of 
that  picturesque  time.  They  are  showing  flowing  robes 
over  a  fitting  under-dress,  cut  square  at  the  neck  and 
framed  with  embroidery  such  as  are  found  in*  fifteenth 
century  paintings. 

As  evidences  of  these  changes  the  latest  inventions 
of  the  Parisian  costumers  are  the  cassock,  and  the 
chasuble  gowns,  the  gabardine,  etc.  This  latter  gown  is 
also  known  as  la  tunic  Juive,  and  is  as  its  name  indi- 
cates,  a  long,   stiaight  robe. 

Rich  Damask  Silks. 

These    fashions     pioniise     to     bring     fabi'ics     having 

more  consistency  and 
body  to  the  fiont  in  the 
near  future,  instead  of 
the  soft  draperies  now 
woin.  Lyons  is  already 
producing  lich  damask 
silks  in  supple  weaves  for 
this  purpose,  and  raised 
velvets  are  another  pros- 
pective  novelty. 

Meanwhile  drap  chev- 
ronne  and  faced  cloths 
are  much  worn  for  street 
suits.  For  example,  a 
long,  narrow  dress  of  this 
fabric  in  dark  blue  was 
worn  with  a  long  red- 
ingote  of  the  same  over 
it.  The  skirt  was  trim- 
med with  a  full  draping 
of  velvet  of  a  darker 
shade.  The  most  not- 
able feature  ■  of  the  red- 
ingote  was  the  lapels. 
There  was  a  narrow 
border  of  old  silver  em- 
broidery outlining  the 
collar  and  the  first  lapel. 
The  second  was  of  black 
satin,    and    the     third     of 

Street  Suit  in  Vert  de  Russe  Cloth;  Long   soft    pearl-grey    silk,    with 
Plain  Skirt,  Directoire  Collar,  Revers,       ii       i  .•  .  mi. 

Cuffs  and  Buttons  of  Black  Satin.  black     satm     spots.  the 

cuiTs    were    sim|)ly    turned 

back   with     black   satin  to       withip     an       inch     of     the 

edge.     Big  black  satin  buttons   close  the  coat   in    front 
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over  a  narrow  waist-coat  of  dotted  silk.  The  hat  worn 
with  this  dress  was  of  the  old-time  violine  or  prunelle 
shade,  trimmed  with  a  full  draping  of  velvet  and  with 
just  one  big  bunch  of  KiAsian  violets  and  leaves  at  the 
side.  Silver  fox  furs  and  a  huge  fiat  bag  muff  complete 
this  costume. 

Another  smart  gown  was  of  corinthe,  that  is,  mul- 
berry-red face  cloth.  This  was  in  walking  length  and 
was  bordered  around  the  hem  by  a  band  of  skunk.  The 
gown  was  sheath-fitting  and  cut  in  princess  style.  The 
tightly-fitting  sleeves  buttoned  from  shoulder  to  wrist 
on  the  outside,  where  they  formed  a  rounded  point 
reaching  the  knuckles  of  the  hand.  The  very  narrow 
yoke  of  net  was  framed  by  a  band  of  Bulgarian  embroi- 
dery in  tones  of  dark  blue,  green,  grenat  and  gold.  A 
dainty  throatlet  of  skunk,  velvet,  and  pleating  of  mous- 
seline  de  sole,  was  worn  tied  at  the  back  with  a  big  bow 
of  satin,  while  a  Circassian  toque  of  the  same  fur,  having 
a  quaint  aigrette  of  uncurled  feathers  standing  bolt  up- 
right in  front,  was  worn  with  this  dress. 
Bolero  Returning  to  Favor. 

A  new  feature  that  promises  to  have  some  effect 
upon  Spring  styles  is  the  icturn  of  the  feolero  to  favor. 
They  are  cut  square  in  frtjnt  and  arc  elaborately  trim- 
med cithei'  with  embroidered  Iui-mIs  or  soiitnche.  Wbo'i 
soutache  is  used,  they 
are  frequently  biaided  all 
over.  Coats  are  cov- 

ered with  a  pattern  in 
soutache,  or  all  the 
seams  are  touched  with 
it.  Quite  as  popular  arc 
long  rows  of  covered 
buttons  and  loops.  For 
the  making  of  these  loops 
heavy  silk  or  satin  cords 
made  of  the  fabric  over 
a  heavy  piping  cord,  is 
one  of  the  latest  fancies. 

As  far  as  fabrics  go, 
the  verdict  is  in  favor  of 
plain  goods,  though  many 
narrow,  subdued,  two  - 
tone  effects  in  stripes  are 
being  prepared  for  the 
new  season.  At  present 
nothing  but  rich,  dark 
colors  are  worn,  but  al- 
ready a  change  is  making 
itself  felt.  As  the  Spring 
arrives  brighter  and 
lighter  colors  are  prom- 
ised, and  already  there  is 
some  demand  for  pastel 
shades.  These  are  chiefly  gc 
used  at  present  for  even 


own    o!     Deep     Wine-Red     Cashmere, 
Sleeveless  Bolero,  Trimmed  with  Chif- 
fon to  Match,   Embroidered  in  Black 
ing        wraps.        Tanny      or-         and  Red,  Sleeves  to  Match.  Guimpe 

IT  J        ti   '      •  of  Black  Not. 

ange  shades  and  soft  dois 

nile 


rose,    ceil     and 
included  in  fhis  list. 


are 


Silver  and  pale  smoke,  lime-blos- 
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som  greens,  raspberry,  lake  blue,  fawn  and  maize,  are 
features  of  the  new  shade  card.  Black  promises  to  play 
a  big  part  in  the  early  months  of  the  new  year. 

Quaint  Styles  in  Toques. 

Millinery  novelties  continiu;  to  arrive,  and  at  this 
date  of  the  season  are  particulaily  interesting.  By  far 
the  most  important  models  are  the  many  new  toques 
that  are  shown.  For  the  most  part  these  are  of  long 
haired  furs,  such  as  fox,  lynx,  skunk,  etc.,  but  many  are 
also  of  marabout  and  swansdown.  These  new  toques  are 
quaint  and  baibarous  looking,  the  latter  quality  being 
heightened  by  aigicttcs  of  uncurled  and  fancy  feathers. 
Many  are  of  the  busby  and  mushroom  type,  while  many 
are  decidedly  Oriental  in  ap|iearance. 

A  feature  of  these  toques  is  the  way  in  which  they 
come  down   over   the  head — indeed,    in    some   cases     where 


New  Cabriolet   Hat;  Peacock  Blue   Satin,  Mole  and   Blue   Feathers. 

grey-brown  marabout  is  chosen,  and  where  the  brim 
comes  right  over  the  forehead  and  ears  it  is  hard  to 
decide  just  where  the  hair  begins  and  the  hat  ends. 

Not  only   are  these   toques   most   popular  in  fur  and 
feathers,   but  they  are   beginning  to  be  shown   in  draped 


effects,  in  velvet  and  in  satin,  or  both  combined.  One 
of  these  two  fabrics  was  draped  around  the  head  in  a 
decidedly  Oriental  fashion.  The  shape  of  the  turban  was 
perfectly  round  and  the  folds  of  velvet  fell  right  over 
the  hair.     It   was  raised   slightly   on   the  left  side    by  a 


Street  Costume  in  Trotteur  Style  of  Blue 

Serge,  Black  Satin  Sash,  Buttons 

and  Loops  for  Trimming5. 


wreath   of  berries.      Toques   of  this     class     are   showing 
■with  clusters^  of  violets  for  the  early  season. 

There  are  also  many  really  large  hats  still  in  the 
field,  and  for  their  trimming  nothing  is  so  popular  as 
handsome  plumes. 


Calvert  &  Dwyer,  Toronto,  wool  and  yarns,  J.  L. 
Morrison,  president,  deceased. 

George  Midgeley's  large  clothing  establishment,  St. 
Thomas,  was  damaged  to  the  extent  of  about  $10,000, 
Dec.  17th.  The  loss  is  covered  by  insurance.  The  fire 
started  in  lodge  rooms  above  the  store. 


Telegrams — ' '  Merryf ield, ' '  London. 


Offices 


Paris,  Lyons,  St.  Gall, 
Plauen,  Bruxelles. 


Bastin,  Merryfield  &  Cracknell 


LIMITED 


MANUFACTURERS,    IMPORTERS    AND    WAREHOUSEMEN 


Chiffons,  Satins, 
Crepes,   Laces, 
Tulles,   Scarves 

12  Great  Portland  Street,   .     Qxford    CirCUS, 
1-2-3  Great  Castle  Street,  j  ' 


Blouses,   Millinery, 

Blouse  -  Suits,  Costumes 
and  Tailor- Mades 

LONDON  W.,  England 
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Style    Facts    From    Well    Known    Buyers   and    Sellers 

Forecasts  Confirmed  by  Subsequent  Developments — Values  of  All  Lines  of  Dry  Goods  Advancing 
— Embroideries  and  Silks  Require  Careful  Watching  —  Stocks  Cleaner  Than  in  Many  Years. 


That  The  Review  may  be  fully  equipped  as  an  accur- 
ate help  to  its  readers,  the  system  of  deriving  detailed 
information  of  the  coming  style  life  of  the  season  has 
been  considerably  strengthened.  It  is  thus  possible  to 
give  style  forecasts  nearly  nine  months  ahead;  back  it 
up  six  months  later,  in  the  middle  of  the  buying  sea- 
son, and  round  the  whole  information  with  an  array  of 
interesting  style  facts  from  our  foreign  correspondent. 

In  order  to  point  as  directly  and  plainly  as  possible 
an  endeavor  will  be  made  in  this  article  to  be  descriptive 
in   terms  as  generally  understood. 

Colors  for  Spring  may  be  classified  as  follows:  — 
Circcns,  resedas,  olives,  emeralds  and  myrtles;  fawns, 
champagne,  biscuit,  maise,  straw  and  linen;  grays,  navy, 
sky,  pink,  peacock,  elephant  or  London  smoke  grey, 
wedgewood,  reds,  pearl  grey  and  mauve.  Colors  are 
arranged  in  accordance  with   their  prominence. 

Shades  are  very  often  given  positions  based  on  talk, 
not  on  sale.  For  instance,  cherry  reds  are  affording  food 
for  some  conversation  at  the  moment  and  may  enter  as 
a  minor  factor  in  the  color  requirements  of  the  millinery 
trade  but  certainly  will  not  prove  wide  sellers  for  Spring 
and  Summer  in  the  general  dry  goods  store.  For  this 
reason  it  is  placed  almost  last  on  the  list. 

About  Dress  Goods. 

As  decreed  in  the  Midsummer  letter,  satin  faced  or 
brightly  finished  dress  goods,  light  to  medium  weights, 
will  hold  a  commanding  position.  To  be  more  explicit, 
satin  cloths,  satin  finished  light  weight  broadcloths, 
satin  faced  cashmeres,  and  satin  faced  silk  back  double 
fold  directoire  cloths  will  be  counted  good  property. 

Goods  of  the  rougher  texture  have  been  pretty  gen- 
erally forgotten  in  the  preparation  for  Spring's  require- 
ments. All  indications  point  to  fine,  closely  woven  tex- 
tures of  the  purely  lady-like  variety. 

Fine  worsted  suitings  have  been  firdered  extensively 
by  Canadians  and  Americans,  in  qualities  to  retail  from 
75c  to  $2.50  a  yard.  A  noticeable  characteristic  in  the 
colorings  'of  these  worsted  cloths  is  the  subdued,  the 
harmonious,  the  beautiful  effects  produced.  It  has  been 
many  years  since  the  trade  has  had  the  privilege  of 
making  selections  of  worsteds  from  lines  at  all  approach- 
ing the  beauty  and  variety  of  present  day  ranges. 

In  pattern  goods  both  checks  and  stripes  have  been 
ordered  freely.  The  departure  from"  last  season's  favor- 
ites comes  in  a  greater  call  for  checks  and  a  prevailing 
preference  for  more  modest   patterns. 

Pattern  goods  have  made  their  appearance  at  j, 
somewhat  improper  time.  On  the  one  hand  is  the  in- 
fluence of  the  long,  gracefully-draped  directoire  linc^, 
founded  on  plain  materials,  aiming  at  artistic  simplicity. 
On  the  other  is  an  uni'easonable  call  for  bold  pattern 
goods,  somewhat  curtailed  as  a  Spring  pre''erence,  but 
nevertheless  largely  in  evidence  when  the  length  of  time 
such  class  of  materials  has  been  uppermost  in  the  public 
mind  is  considered. 

Silks  and  Where  they  Lead. 

Duchesse  satins,  single  and  double  fold,  have  been 
well  purchased  for  Spring.  Pailettes  in  plains  and  in 
figures- have  me-t  with  ready  reception  both  for  dress  and 


for  lining  purposes.  Tamalines  have  been  and  will  be 
moved  to  popular  call  for  Spring  purposes,  taking  Lhe 
place  toyquite  an  extent  of  the  time  honored  taffeta. 

Taffeta  silks  should  be  pretty  well  confined  to  the 
chiffon  variety.  It  must  be  remembered  that  the  pre- 
vailing idea  is  in  favor  of  long,  narrow,  close-fitting 
lines  and  that  ordinary  taffetas  or  any  other  silk  of  the 
starchy,  noisy  order  is  hardly  in  keeping  with  that  idea. 
Many  merchants  find  taffeta  silks  strikingly  in  evidence 
in  stock  to-day.  There  will  be  even  less  use  for  taffetas 
in  the  Spring.  Kaw  silks  will  again  command  a  good 
deal  of  attention.  Many  very  pretty  patterns  and  color 
effects  are  shown  for  Spring.  Stripes  and  checks  in  two 
or  three-tone  combinations  have  been  well  purchased. 
There  is  sure  to  be  an  unusually  large  command  for 
natural  raw  silks  or  shantung,-  due  to  two  causes,  the 
fashionable  use  of  raw  silks  and  the  prevalence  of  linen 
colors.  Soft  finished  Japanese  silks,  particularly  in 
ivory  and  in  black,  should  find  a  greater  market  for 
Spring  and.  Summer,   1909. 

In  short,  all  soft,  drapy  makes  of  silks  will  be  sure 
sellers. 

Wash  Goods  for  Summer. 

In  a  letter  from  our  foreign  correspondent,  dated 
Paris,  France,  June  27th,  1908,  and  published  in  the 
July  number  of  this  magazine  it  was  the  coming  use  of 
linen  suitings  that  was  emphasized.  The  following  is  an 
extract:  "Linen  suitings,  which  by  the  way  have  been 
rather  tardy  in  coming  to  prominence  in  this  country, 
are  sure  to  be  sold  freely  this  coming  Spring.  The  people 
are  only  ,jiist  awakening  to  the  style  and  comfort  of  a 
linen  wash  suit.  Be  ready  for  the  call  for  linen  suitings 
in   Spring,    1909." 

We  recall  this  advice  that  we  may  have  the  privilege 
of  reminding  our  readers  that,  although  it  is  not  diffi- 
cult to  tell  to-day  that  the  sale  of  linen  suitings  will  be 
tremendous  for  Spring  and  Summer  trade,  it  does  re- 
quire more  than  ordinary  knowledge  to  be  emphatic 
about  a  style  call  nine  months  ahead,  of  the  sale.  We 
venture  the  assertion  that  nearly  three-quarters  of  the 
Summer  wash  materials  will  be  of  the  heavy  order. 
Fancy  muslins  seem  to  have  run  their  day  for  the  time 
being.  An  item  oS  lesser  interest  in  wash  goods  is  the 
demand  for  fine,  soft,  silk-finished  fabrics.  Some  fair 
trade  may  be  expected  on  such  lines.  We  are  sure  to 
find  some  very  marked  differences  in  the  preferences  of 
wash  goods  customers,  this  Spring.  The  man  who  hits 
it  right  will  be  he  who  is  prepared  to  mould  his  ideas 
and  buy  his  merchandise  to  entirely  new  proportions- 
proportions  as  suggested  in  our  July  letter,  "What  to 
expect  in  fabrics  and  styles  for  Spring,  1909,"  and  again 
made  plain  in  this  writing  to-day.  American  Indian 
heads  ih  plains  and  fancies  have  been  well  sold  through 
this  country.  All  pretty  weaves  in  heavier  weight  wash 
goods  have  been  accepted  without  a  dissenting  voice. 

Millinery  Movements. 

May.vs^e  again  establish  our  opinions  by  referring  to 
our  July  letter?  Our  correspondent  wtote,  "Hats  will 
be  large.  Hats  will  be  small.  The  large  hat  will  be  the 
popular  feature.     The  small  hat  only  amongst  the  better 
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class  of  trade.  Plain  ribbons,  not  fancies,  will  be  used. 
The  popular  shape  has  a  wide  brim  and  a  broad,  medium 
height  crown."     That  is  not  far  from  the  mark? 

Kibbons  as  hat  trimmings,  as  sashes  and  as  dress 
trimmings,  are  likely  to  see  use  not  equalled  in  the  past 
ten  years.  Sellers  should  see  the  largest  ribbon  season 
in  the  history  of  the  business. 

Some  important  features  to  provide  are,  an  abun- 
dance of  Duchesse  ribbons  in  all  widths;  a  splendid  stock 
of  plain  colored  ribbons.  Fancy  ribbons  will  meet  with 
but  meagre  patronage.  IJibbons  will  hold  a  most  im- 
portant place  in  the  wants  of  the  people  this  coming 
season.  An  almost  unequalled  demand  for  wings  this 
Fall  and  Winter  has  led  some  to  imagine  the  need  of 
large  and  well  assorted  stocks  for  Spring.  We  believe 
this  to  be  a  mistaken  idea. 

Already  the  better  class  of  trade  is  tuining  from 
what  has  been  paraded  to  such  an  overwhelming  extent 
and  are  using  an  abundance  of  flowers.  A  few  large 
wings  and  large  wings  only  will  find  good  sale  ^or 
Spring.  There  will  surely  be  some  customers  who,  not 
being  satisfied  with  the  supply  this  season,  will  wish  to 
imitate  some,  or  one  of  the  smart  hats  they  have  seen. 
Here  is  where  the  large  wing  will  find  its  place.  We  be- 
lieve that  at  this  point  wings  live  and  die,  in  the  com- 
ing season's  demands. 

About  Flowers. 

It  is  impossible  at  this  time  of  writing  to  predict 
any  particular  use  of  novelty  flowers.  Oddities  usually 
occur  at  the  last  moment.  Such  information  will  be 
given  in  a  later  letter  from  our  foreign  correspondent. 
We  are  sure  that  large  flowers  still  hold  good.  The 
largest  roses  we  have  seen  have,  been  shown  for  Spring. 
The  hats  advocated  so  far  do  not  lack  for  flowers. 
Abundance  seems  to  be  the  ruling  idea  in  decoration. 
Simplicity  is  an  almost  forgotten  quality. 

Everywhere  the  tremendous  hat  with  its  tremendous 
trimming  is  the  talk  and  show  of  the  trade. 

Embroideries.  Laces  and  Nets. 

Embroideries  in  their  various  branches  point  to 
several  changes  in  popularity,  in  that  the  sale  of  muslin 
dresses  will  not  be  so  great  as  in  former  seasons.  A 
drop  in  the  use  of  dress  embroideries  may  be  expected — 
embroideries  as  sold  last  season  for  trimming  dresses. 
Fronting  embroideries,  24  to  27  inches  wide,  for  waist 
purposes,  will  be  even  more  popular  than  last  season. 
The  drop  in  price  makes  it  most  probable  that  there  will 
be  a  more  general  use  of  frontings  for  the  entire  waist 
rather  than  merely  for  fronts.  Underwear  embroideries 
of  all  kinds  grow  in  sale  as  we  expand  our  business. 
Colored  embroideries — color  on  white  and  color  on  color 
— are  being  offered  rather  extensively,  in  an  endeavor  to 
establish  some  interest  in  this  character  of  work.  The 
great  difficulty  in  arranging  for  any  large  sale  of  colored 
embroideries  lies  in  the  narrow  use  which  may  be  made 
of  this   class  of  temptation. 

As  waistings  they  are  good  form.  As  trimmings 
they  can  hardly  be  classed  in  a  similar  way.  It  would 
be  difificult  to  find  a  first-class  dressmaker  who  would 
use  a  colored  embroidery — color  on  white — to  trim  a 
white  dress.  Of  course,  self  colors  to  match  make  a 
very  fair  order  of  dress  improvement,  but  the  sale  of 
plain  colored  muslins  suitable  for  this  class  of  decoration 
is  rather  limited.  Particularly  will  this  be  so  in  our 
coming  Spring  and  Summer  trade.  Colored  embroider- 
ies have  been  and  will  prove  this  Spring  season  a  much 
better  merchandise  to  talk  about  than  to  sell.  A  little 
showing  may  be  good      .\  stock  is  a  dangerous  quantity. 


Lace  ideas  in  America  centre  around  Oriental  or  net  lace 
varieties.  Ecrus  are  particularly  good.  Tucked  net 
laces,  round  and  square  mesh,  have  been  purchased  with- 
out hesitation,  in  laces,   insertions  and  allovers. 

Nets  of  all  kinds  are  particularly  good  for  yokes, 
sleeves  and  waists. 

A  great  deal  of  lace  work  has  been  shown  on  the 
square  mesh  in  patterns,  imitating  embroidery  work.  We 
do  not  refer  to  colored  silk  and  mercerised  cotton,  em- 
broidered laces  as  shown  for  the  past  three  seasons,  but 
are  on  the  subject  of  net  laces  as  the  term  applies  in  the 
Oriental  variety,  in  either  Plowen  or  Swiss  machine- 
made  qualities.  Pearly  point  laces  have  again  revived 
some  little  interest.  Laces  in  the  undressed,  lighter, 
daintier  effects  and  weights,  are  what  will  be  asked  for 
in  the   Spring. 

The  Price  Situation. 

Values  <jf  all  lines  of  dry  goods  are  advancing.  The 
items  which  have  .suffered  the  most  extensive  declines 
will  recover  most  quickly.  Embroideries  and  silks 
should  be  watched  in  this  respect.  We  see  no  reason  for 
an  immediate  advance  in  flax,  cotton  or  wool,  but  the 
raw  material  is  not  the  only  factor  which  influences 
price.  Stocks  are  clean,  cleaner  than  they  have  been  in 
many  years.  Very  few  risks  are  being  taken  by  manu- 
facturer, wholesaler  or  retailer.  AH  are  working  on  the 
principle  of  "Show  me," — they  insist  on  seeing  orders 
before  providing  the  goods.  The  improved  trade  con- 
ditions which  are  gradually  being  brought  about  will, 
under  these  circumstances,  surely  bring  a  scarcity  of 
goods  and  a  hardening  of  prices.  Some  wise  heads  have 
taken  advantage  of  circumstances  to  cover  their  future 
wants  at  lowest,  necessity-made,  prices.  Some  astonish- 
ing bargains  have  been  the  result  of  the  desire  on  the 
part  of  the  manufacturers  to  keep  their  looms  in  opera- 
tion. A  heavy  stock  is  a  loadstone  round  the  neck  of 
the  profit  maker,  but  a  contract  price  good  for  a  year, 
or  longer  if  possible,  bids  fair  to  prove  a  profitable  and 
pleasant  investment.  Our  letter  on  fr-aks,  fancies  and 
popular  styles  for  Spring,  and  hints  un  Fall  merchandise 
will  be  published  at  a  later  date. 


Business  Changes 

Ray's  Bazaar  Co.,  Montreal,  millinery,  dissolved. 
Mary  A.  Traynor,  Port  Arthur,  millinery,  assigned. 
Jobin  &  Chevrier,  Montreal,  millinery,  registered. 
Mrs.  A.  Maynard,  Ottawa,  millinery,  stock  sold  at  37c. 
Mrs.  Chas.  Vezina,  Montreal,  millinery,  dissolved,  Eva 
Granger,  registered. 


Flowing  robes  over  a  fitting  under-dress,  cut 
square  at  the  neck  is  a  type  of  gown  illustrative 
of  the  novelty  tendency  in  Paris. 

Latest  inventions  of  the  Parisian  costumers 
are  the  cassock  and  the  chasuble  gowns. 

The  fashions  promise  to  bring  to  the  front 
fabrics  having  more  consistency  and  body.  Faced 
cloths  are  much  worn  for  street  suits. 

The  bolero  promises  to  have  a  strong  showing 
in  Spring  styles.  The  very  short  and  sleeveless 
type,  elaborately  trimmed,  are  being  favorably 
spoken   of. 

The  new  toques  now  being  shown  are  a  decid  id- 
ly interesting  development  of  the  season.  Fur  and 
feathers  share  popularity  with  draped  effects  in 
velvet  and  satin. 


ooo 
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Spring  Fashions  as  Indicated  by  New  York  Productions 

Early  Samples  Completed  and  in  Hands  of  Local  Retailers  —  Prospects  for 
Spring  Never  Better — Long  Sleeves  for  Early  Spring  —  The  Newest  Creations. 

Staff  Correspondence. 


Leading  fashion  ideas  foi-  Spring  epitomized : 
Braids  and  buttons,  gilt  and  tinsel  effects  in  trim- 
mings— hand-embroideries  for  garments  and  cos- 
tumes— three-piece  suits  take  precedence  over  all 
other  styles — one-piece  dresses  in  hipless  effects 
— separate  skirts  in  scantier  effects — long  sleeves 
in  waists,  costumes  and  coats  especially  for  the 
early  season — satin  and  soft-finished  taffetas  in 
petticoats — petticoats  to  be  shaped — misses'  and 
juniors'    three-piece   suits,    princess    dresses. 

Children's  coats  and  dresses  simulating  those 
of  women — pique  dresses  and  suits  for  children 
— princess  combinations  in  lingerie — kniekerbocker 
drawers — novelty  under-garments — shoes  in  match- 
ing color  with  suits — slippers,  for  costumes — veils 
in  self-colors  with  hats — ruches  in  novelty  styles 
in  white  and  colors — short  gloves  for  street,  long 
for  dressy  occasions. 


New  York,  Dec.  29. — Considerable  progress  has  been 
made  by  local  garment  and  costume  manufacturers  on 
their  Spring  models.  Many  of  the  lines  are  already  com- 
pleted and  advance  orders  taken  and  delivered.  Most 
noticeable  is  the  interest  shown  in  three-piece  suits  for 
women.  The  suit  question  has  caused  manufacturers 
considerable  worry.  Buyers  now,  however,  consider 
that  three-piece  suits  will  be  a  bigger  feature  next  Spring 
than  they  were  for  fall.  Practically  every  manufacturer 
is  sliowing  them. 

There  are  several  styles  in  three-piece  suits  that  bid 
fair  to  become  great  favorites.  One  is  the  jumper  with 
coat,  necessitating  the  accompaniment  of  a  guimpe.  An- 
other consists  of  a  complete  dress,  with  coat  of  self- 
material.  For  high-class  trade  combinations  of  materials 
will  be  employed  to  some  extent.  For  instance,  a  dress 
of  checked  cloth  with  coat  of  plain  fabric,  either  cloth 
or  Ottoman  silk. 

Reports  from  Paris  indicate  straighter  lines  in  coats 
and  costumes.  The  hipless  and  close-fitted  effects  are 
expected  to  extend  their  vogue  in  all  costumes,  at  least 
throughout  the  Spring. 

In  women's  suits,  the  strictly  tailored  coats  in  cut- 
away effects  and  circular  gored  high-waisted  skirts  give 
promise  of  becoming  popular  in  high-class  trade.  The 
medium  classes  will  continue  to  take  pleated  skirts,  and 
the  coats  in  styles  similar  to  those  favored  in  the  fall. 
Shadow   Stripes  on   Satin-faced  Weaves. 

As  regards  fabrics  for  women's  suits,  stripes  will 
again  occupy  first  position,  for  the  third  consecutive 
season.  The  new  stripes  do  not  differ  radically  from 
those  shown  during  the  last  two  months.  Very  few 
really  conspicuous  stripes  are  shown.  While  serges  are 
mucli  in  evidence,  a  much  larger  pfoportion  of  shadow 
stripes  on  satin-faced  weaves  will  be  seen  than  hereto- 
fore. Checked  dress  goods  will  occupy  a  very  prominent 
position.  Serge  checks,  in  two-tones,  a  little  more  pro- 
ii-^unced  in  design  than  shadow  effects,  are  meeting  with 
favor.  The  new  shadow  stripes  and  checks  are  seen 
among  the  best  mohair  fabrics.     They  are  soft  and  bril- 


liant— two  qualities  that  recommend  them  for  practical 
service.  A  number  of  new  corded  weaves  in  wool  goods 
will  be  introduced  in  Spring  suits.  While  plain  and 
fancy  materials  will  be  used,  it  is  a  safe  prediction  to 
make  that  wool  goods  having  a  satin  face  will  be  one  of 
the  leading  features. 

In  colors,  pastel  shades  will  have  increased  represent- 
ation. The  blue  series,  including  both  staple  and  novel- 
ties, hold  first  place.  The  newest  shade  is  "pine  green." 
It  has  the  dark  and  somewhat  bluish  tint  of  the  little 
pointed  leaves  or  needles  of  the  pine  trees.  Grays,  in 
smoke,  silver,  stone  and  taupe,  will  be  good.  Greens 
and  browns  will  also  find  much  favor.  Many  other 
novelty  shades  will  be  taken,  such  as  wistaria,  amethyst, 
green  blues,  etc. 

Satin  is  not  expected  to  be  as  popular  in  high-grade 
costumes  as  it  was  in  the  fall.  Manufacturers  are  show- 
ing a  few  satins  and  messalines  in  their  lines,  but  taf- 
fetas, Ottomans,  cashmere,  French  serges,  mohairs  and 
chiffons   have   the   preference. 

Directoire  and  classic  effects  will  continue  in  good 
demand  in  costumes,  although  the  styles  are  not  so  severe 
and  are  on  straighter  lines  than  those  previously  in 
vogue. 

Women 's  wash  dresses  and  suits  for  Spring  and 
Summer  are  receiving  some  attention.  They  are  already 
being  displayed  in  the  salesrooms  and  retail  departments, 
being  intended  for  southern  tourists.  All  the  popular 
colors  in  dress  goods  will  be  found  in  these  wash  dresses 
and  suits. 

Buttons  and  braids  are  being  more  extensively  em- 
ployed in  trimming  suits  and  dresses  for  Spring  than 
was  the  case  last  Fall.  Satin  trimmings  are  being 
replaced  to  a  certain  extent  by  tinsel  effects,  in  braids 
and  ornaments. 

The  skirts  of  suits  intended  for  dressy  wear  are  in 
sweeping  lengths,  while  those  for  street  use  are  in  walk- 
ing length.  The  sleeves  of  all  suits  and  street  costumes 
are  long  and  close  fitting.  In  evening  costumes,  they 
consist  of  a  little  puff  at  the  top.  With  such  sleeves, 
twenty-button  gloves  are  worn. 

The  separate  skirt  for  Spring  is  scanty  and  fits  snugly 
about  the  hips.  Some  of  the  models  are  made  with  habit 
backs;  others  simulate  this  mode.  Many  of  the  skirts 
have  fewer  gores;  others  are  scant  at  the  top  and 
arranged  in  fan-pleats  at  the  foot,  thus  permitting  a 
generous  flare. 

Three-Piece  Suits  for  Misses  and  Juniors. 

For  misses'  and  juniors'  three-piece  suits  will  be 
high  style  for  Spring.  These  are  in  mannish  tailored 
effects,  with  smaller  revers  and  tailored  collars.  The 
skirts  are  circular  gored,  with  the  high-waist  line,  and 
inside  belt  to  hold  the  skirt  in  proper  place.  The  blouses 
of  three-piece  suits  are  in  jumper  effects,  or  else  a  com- 
plete dress  and  coat  are  shown,  similar  to  those  worn  by 
women.  The  coats  are  long,  the  average  sizes  for  misses' 
and  juniors'  being  36  to  38  inches.  Self-colored  linings 
are  a  feature.  Braids  and  buttons  are  extensively  em- 
ployed. 

Mohairs,  light-weight  broadcloths,  and  mannish  mix- 
tures, in  plain  or  shadow  stripe  effects,  are  the  materials 
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employed.  In  fact  stripes  are  expected  to  be  belter 
than  ever  and  as  the  season  advances,  stripes  will  be- 
come broader. 

Separate  coats  and  reefers,  developed  in  lii;ht-\veijiht, 
plain  and  fancy  materials,  suitable  for  girls  of  six  to 
sixteen  years,  are  made  in  regulation  coat  styles,  and 
in  fancy,  effects.  The  cutaway  coat  is  the  newest  style 
and  is  expected  to  be  the  most  popular  for  Spring.  One- 
piece  dresses  in  jumper  or  jjrincess  effects  are  shown, 
made  of  mohairs,  cashmere,  s^rgc  and  washable  materials, 
such  as  ginghams,  lawn,  chambray  and  batiste.  The 
kimono  style  dress  is  the  most  appreciated  anuuig  such 
dresses. 

In  children's  wear,  simplicity  of  line  and  design  is 
the  keynote.  In  the  new  season's  productions,  models 
simulating  styles  worn  by  women  are  more  in  evidence 
than  ever.  Wherever  it  is  possible  to  carry  out  the  long 
lines,  they  are  shown.  For  the  child  of  four  years  up 
to  about  ten,  the  coats  are  developed  in  plain,  checked 
and  striped  broadcloths,  serge  and  mixed  fabrics.  The 
cutaw-ay,  kimono  and  Directoire  styles  are  all  strongly 
represented.  Braids  and  buttons  also  are  employed  as 
trimmings  in  these  coats.  Dresses  with  panel  effects  in 
front  giving  a  continuous  line  from  the  yoke  to  the  bot- 
tom of  the  skii't,  convey  the  same  idea  as  dresses  shown 
for  women. 

Tub  Dress  in  Pleasing  Styles. 

Long  sleeves  in  children's  dresses  are  another  feature 
for  early  Spring,  but  it  is  expected  that  as  the  season 
advances,  the  shorter  sleeve  will  be  in  greater  demand. 
Tub  dresses  made  of  pique,  rep,  gingham,  chambray, 
lawn,  batiste  and  other  sheer  fabrics  are  shown  in  many 
pleasing  styles.  Straw  bonnets,  in  all  the  fancy  shapes 
possible  to  get  up  for  children,  will  be  popular.  These 
will  be  extensively  trimmed  with  ribbons. 

The  new  separate  waists  are  not  only  attractive,  but 
show  many  variations  in  styles  from  those  of  last  season. 
They  are  divided  into  three  classes — the  simple  tailor- 
made,  semi-tailored,  and  dressy.  The  simple  tailored 
models  are  developed  in  linen  and  Madras,  and  have 
stiffened  collars  and  cuffs.  Colored  embroidery  on  cuffs 
and  fronts  of  semi-tailored  waists,  in  floral  or  conven- 
tional patterns,  w'ill  be  a  feature  In  the  semi-tailored 
effects,  more  latitude  is  allowed.  These  models  have  just 
a  little  trimming  to  relieve  their  i)lainness.  For  example, 
frills  down  the  front,  and  trimmed  cuffs  or  else  an  em- 
broidered bosom  pleat,  or  hand-embroidered   fronts. 

Many  attractive  styles  are  seen  in  dressy  waists.  One 
of  the  characteristic  features  of  the  new  dressy  waist 
is  the  straight  up  and  down  effect,  giving  the  long  lines 
which  are  so  fashionable.  Hand-embroidery  and  beauti- 
ful hand-made  laces  are  being  employed  extensively  f)n 
these  models;  machine  imitations  have  also  been  brought 
out  successfully. 

Looks  Like  Long  Sleeve  Season.  , 

Practically  all  the  wash  waists  for  the  new  season 
are  shown  with  long,  close,  tight-fitting  sleeves.  Many 
merchants  are  of  the  opinion  that  when  summer  comes, 
long  sleeves  will  be  abandoned  for  the  shorter  ones.  Thus 
far,  there  has  been  little  or  no  demand  for  the  short 
sleeved  waist,  and  from  all  appearances  it  looks  like  a 
long-sleeve  season. 

A  few  novelties  in  colored  waists  are  in  the  new 
lines.  These  include  white  shirtings  and  sheer  fabi'ics, 
with  colored  markings  in  the  form  of  stripes  and  checks. 
Dyed  nets  in  matching  shades  with  suits  are  the  pre- 
vailing style  at  the  moment.  They  are  also  expected 
to  be  good   for  early  Spring. 

The  new  season's  petticoats  show  a  marked  tendency 
toward  close  fit  over  the  hips  and  waistline,  with  fullness 


at  the  foot.  In  the  better  grade  garments  the  natural- 
finished  taffetas  or  satin-surfaced  materials  are  employed. 
For  the  medium  grade,  the  rustling  taffetas  are  favored. 

The  Directoire  vogue  still  has  its  influence  on  styles 
of  silk  petticoats,  and  designers  are  adhering  to  sudi 
ideas  in  cut  and  trinunings,  making  their  models  in  shaped 
effects,  with  simplicity  in  trimming.  The  new  models  show 
little  or  no  change  from  those;  i)opular  during  the  Fall. 
Many  new  irimming  ideas  luuc  developed;  otherwise 
little  change  is  noted.  Ijight  colors  aie  expected  to  be 
good,  as  is  usual  during  warm  weather.  Orays  are 
jxipular,  running  from  the  very  light  shades  to  the  very 
dark.  Taupe,  wistaria,  catawba,  greens  blues,  change- 
ables,  browns  and  stii|)ed  effects  will  all  be  good  in  silk 
petticoats. 

The  tailored  models  will  have  a  larger  vogue  for 
Spring  than  they  had  in  the  Fall.  These  are  in  ankle 
lengths.  The  cotton  petticoats  are  also  in  shaped  effects 
and  as  mucli  care  is  given  to  their  cut  and  fit  as  the  silk 
garments.  Models  made  of  materials  imitating  silk,  and 
machine  embroidered,  are  the  most  attractive.  These 
come  in  ail  colors,  as  well  as  black. 

Washable  fabrics,  such  as  seer-suckers,  sateen,  per- 
cale, gingham  and  chambray,  will  all  be  good  this  season. 
These  are  shown  in  plain  solid  colorings,  in  stripes, 
checks   and   fancy   effects. 

Knickei-bockers  will  continue  to  be  good.  While  these 
are  not  expected  lo  take  so  well  next  Spring  as  they 
did  in  the  Fall,  manufacturers  are  including  a  number 
of  attractive  new  models  in   their  lines. 

Styles  Vie  with  Each  Other. 

Dainty  undergarments  which  accentuate  the  long 
hipless  figure  are  most  extensively  featured  in  the  new 
Spring  lines.  Combinations,  consisting  of  two  and  three 
garments  in  one  are  unquestionably  very  popular  at 
the  moment.  It  is  expected  that  such  models  will  con- 
tinue even  more  popular  throughout  the  Spring  and 
Summer.  There  are  many  styles  that  vie  with  each 
other  for  favor.  The  princess  effects,  with  the  gores 
joined  by  narrow  beading,  are  proving  better  sellers 
every  day. 

The  combination  boned  corset  l)()dy  and  knicker- 
bocker  are  freely  taken  especially  those  developed  in 
good  quality  wash  materials.  A  number  of  novelties  are 
included  in  the  lines.  Among  these  is  the  knieker-bocker 
drawers,  which  is  draw^i  tightly  about  the  knee,  ribbon 
threaded  beading  being  supplied  for  such  purposes.  An- 
other novelty  is  the  combination  modesty  petticoat  and 
knickei'bocker  drawer.  The  circular  closed  drawer  is 
another  new  garment  that  is  selling  well  for  Spring. 
There  is  a  gradual  falling  off  in  the  demand  for  chemise, 
these  being  replaced  by  the  combinations. 

Ruchings  in  medium  widths  are  expected  to  continue 
the  vogue  throughout  the  Spring.  The  shaped  stock 
collar  well  fitted  to  the  neck  and  without  points  is  the 
newest  idea  developed  in  neckwear  for  Spring  and  Sum- 
mer selling.  Broad  Irish  collars  will  be  better  than  they 
have  been.  Lingerie  effects  will  be  seen  to  a  considerable 
extent,  as  well  as  tailored  neckwear,  such  as  stocks, 
jabots,  etc. 

The  Spring  lines  of  laces  do  not  show  much  variation 
from  what  has  been  pi-evalent  throughout  the  past  sea- 
son. A  change  is  not  unlooked  for,  however,  and  more 
voluminous  styles  are  expected  in  the  new  lines  that 
will  soon  be  placed  in  the  market.  Nets  have  a  wide 
representation.  Sets  will  again  be  strongly  featured, 
especially  in  the  band  trimmings  All-overs  will  continue 
good.  Tucked  net  all-overs  will  be  good.  Vals,  torchons, 
point-de-Paris,  are  all  to  be  found.  When  the  importers 
return  more  definite  reports  can  be  given  out. 
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Relation  of   Efficient  Organization   to  Business   Success 

There  is  no  Royal  Road — Integrity  the  First  Essential — Comparison  of  Sales  and  Purchases 
Should   Constantly  be   Made  —  Slackness   in   the  Office   has   Wrecked   Many   a    Business. 

By  Andrew  H.   Pettigrew,   Managing  Director  of  Stewart  &   McDonald. 


Whatever  makes  towards  success  must  be  a  matter  of 
supreme  interest  to  everyone  in  business,  and  everything 
pertaining  to  it  may  be  included  in  the  term  "Manage- 
ment." One  thing  is  certain — that  there  is  no  royal  road 
to  it,  but  it  is  equally  certain  that,  given  a  location  and 
conditions  where  success  is  possible,  there  is  a  sure  road 
to  at  least  satisfactory  results.  Success,  after  all,  is  but 
a  comparative  term. 

Happiness  rather  should  be  the  aim  and  goal  of  all 
human  strivings,  but  it  must  be  readily  admitted  that 
at  least  a  fair  measure  of  success,  in  whatever  position 
of  life  we  may  be  placed,  is  necessary  to  it.  Most  young 
men  beginning  business  are  filled  with  an  ambition  of  a 
sort,  and  picture  a  future  for  the  business  on  a  more  or 
less  great  scale,  and  as  most  businesses  have  had  their 
origin  in  small  beginnings,  it  must  be  evident  that  the 
secret  of  their  success  lies  in  having  the  foundations  well 
laid. 

In  new  countries  or  in  rapidly  developing  communi- 
ties it  may  be  possible  for  a  progressive  and  a  profitable 
business  to  grow  up  on  haphazard  lines,  but  in  "the  Old 
,  Country,"  where  trade  is  congested  and  competition  is 
keen,  and  in  the  present  day  particularly,  when  educa- 
tion is  widespread  and  intelligence  more  on  a  level,  it 
is  absolutely  necessary  fox  the  beginner  to  seek  to  dis- 
cover the  essential  qualifications  that  will  contribute  to- 
wards his  growth  and  success.  The  choice  of  location 
which  oSers  possibility  of  extension,  in  point  of  both  vol- 
ume of  btisiness  and  premises,  is  so  obvious  a  necessity 
that  it  need  scarcely  be  remarked  on.  The  necessary 
capital  also,  in  order  to  enable  the  beginner  to  buy  in 
an  open  market  without  obligation  or  restraint,  is  also 
a  sine  qua  non  (although  too  much  capital  involves  a 
danger  of  its  own),  but  given  these  two  conditions,  there 
are  others  which  are  as  important,  and  which  the  begin- 
ner can  contribute  himself  out  of  his  mind  and  purpose, 
and  the  lack  of  which  will  undoubtedly  mar  his  progress. 

First  on  this  list  I  would  place  integrity — that  is, 
honest  dealing  with  his  customer  and  honest  dealing  with 
himself.  These  are  both  vital  principles,  and  the  founda- 
tions of  a  business  cannot  be  well  and  truly  laid  without 
them,  nor  can  the  fabric  of  a  business,  however  large  it 
may  grow,  be  safe  and  secure  when  they  are  absent. 
Just  as  the  consciousness  of  rectitude  makes  a  man 
strong  in  his  private  life,  so  does  it  make  him  strong  in 
business  and  gains  for  him  the  respect  of  all  with  whom 
he  deals  ;  from  those  he  buys  from,  on  the  one  hand, 
and  to  those  he  sells  to,  on  the  other,  and  also  from  hi? 
employes,  when  he  comes  to  have  any. 

Honesty  with  Customers. 

With  reference  to  being  honest  with  customers,  the 
wisdom  of  this  is  so  obvious  that  it  need  not  be  dwelt 
upon  here.  I  am  more  concerned  to  press  home  the  ne- 
cessity of  being  honest  with  oneself.  The  counting-house 
or  the  office  is  the  instrument  for  applying  this  honesty. 
Many  a  promising  business  has  been  wrecked  through 
slackness  in  the  office,  and  it,  above  all,  is  a  section  or 
department  on  which  expense  should  not  be  spared.  I 
would  place  efficiency  in  the  counting-house  as  being  the 


most  helpful  thing  in  a  business  that  is  destined  to 
grow.  The  purpose  of  the  counting-house  should  be  to 
keep  the  exact  position  of  the  business  before  the  eyes 
of  its  owner.  Comparison  of  sales  and  purchases  should 
constantly  be  made,  abstracts  of  accounts  should  be  pro- 
duced at  least  monthly,  and  stock  should  be  taken  twice 
a  year. 

The  books  ought  to  be  balanced  and  the  accounts 
audited  at  least  every  twelve  months  by  a  paid  auditor 
deal.ng  with  the  business  as  an  outside  party,  and  pre- 
senting to  the  owner  a  true  result  made  up  independently 
by  himself.  If  one  is  progressing,  the  knowledge  unmis- 
takable and  clear  that  he  is  making  headway,  will  give 
him  greater  courage  and  more  enterprise,  and  if  one  is 
going  back  the  sooner  he  knows  his  true  position  the  bet- 
ter, so  that  it  may  be  remedied. 

Concerning  Extensions  and  Changes. 

Given  a  small  business  well  started,  and  money  be- 
ginning to  be  made  and  capital  grow,  the  first  question 
is,  "extension."  in  these  remarks  I  have,  of  course,  a 
retail  business  mainly  in  view.  A  good  and  safe  prin- 
ciple on  which  to  proceed  in  this  matter  of  extension,  is 
to  consider  whether  taking  into  aqcount  the  extra  work- 
ing cost  involved,  the  business  could  continue  to  be  car- 
ried on  supposing  no  extra  trade  was  done  ;  in  other 
words,  making  sure  that  no  disaster  would  follow  any 
disappointment  in  the  expansion  of  trade,  and  also  mak- 
ing sure  that  in  the  enlarged  business  no  sudden  and 
radical  change  is  made  in  the  principle  and  style  in  which 
the  business  has  formerly  been  conducted. 

If  a  change  to  a  better  class  of  business  is  desired 
let  it  come  gradually,  for  the  law  of  average  which 
works  so  wonderfully  in  all  human  aft'aiis  can  be  safely 
depended  on  if  the  conditions  are  not  suddenly  and  radi- 
cally changed,  thus  making  it  certain  that  from  an  ex- 
tension as  is  described  above,  a  paying  increase  would 
result.  Above  all,  in  a  young  business  capital  should 
not  be  tied  up  in  costly  alterations  and  fittings  ;  that 
may  come  with  great  profit  later,  when  the  danger  post 
is  past.  With  one  or  two  extensions  made  on  this  prin- 
ciple the  place  may  assume  the  size  of  a  warehouse,  de- 
partmentalized and  with  buyers  over  each  section.  It  is 
here  where  organization  steps  in  and  where  a  still  firmer 
grip  must  be  kept  on  the  business  in  all  its  operations. 
Organization  in  a  warehouse  means  efficiency,  and  effi- 
ciency, with  certain  moral  qualities  added,  means  suc- 
cess. Every  business  develops  on  its  own  peculiar  lines, 
and  no  two  can  be  organized  alike.  The  most  perfect 
organization  is  the  outcome  of  the  needs  of  the  particu- 
lar business  to  which  it  belongs,  extended  and  perfected 
almost  from  day  to  day  as  the  weak  places  are  dis- 
covered. 

(To  be  continued  in  the  February  Number). 


The  staff  of  A.  W.  Cressman's,  Peterborough,  have 
organized  a  hockey  team,  with  the  following  officers: — 
Hon.  Pres.,  A.  W.  Cressman;  president,  A.  Temple;  sec- 
retary-treasurer, Russel  Patterson;  manager,  John 
Titterson;   captain,    .J.   Duffie. 
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Kleinert's 


Newest  Clasp  for  Supporters 

(Shur-on) 


i     PERFECT    FITTING 


Will  not  tear  the  stockings, 

holds   like   a  vise, 

easily  adjusted. 

Small     and     neat,      highly 
finished. 


Sold  by 

All    the    leading    jobbers,      if     not 

obtainable  from  them  write 

us  direct. 


BELT  SUPPORTER 

PATENTED  DECEMBER  17!!  1900 
PATENT  PENDING  ON  HOOK 


I.  B.  Kleinert  Rubber  Co.,  Toronto, 


Exclusive 
Manufacturers, 


St.  George  Brand 

Underwear  for  Men 


« 


'» 


* 


^ 
^ 


« 


UNSHRINKABLE 

UNDERWEAR 

FOR  MEN 


<!¥ 


(♦ 
^ 


(♦ 


made  in   various  weights  and   textures 

.  WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
^  for      your       protection     and     ours. 


It  May  Seem  a 
Simple  Thing 

to  sell  underwear,  but,  like  many 
apparently  simple  things,  it  is  one 
that  requires  careful  attention  from 
the  retail  men's  wear  merchant. 

You  won't  get  what's  coming  to  you 
from  your  underwear  business 
unless  you  centre  your  efforts  upon 
pleasing  customers,  so  that  they  will 
come  back  from  season  to  season. 

To  ensure  this,  sell  ELLIS  SPRING 
NEEDLE  RIBBED  UNDERWEAR 
—the  kind  that  fits,  because  it's  so 
thoroughly  elastic. 

The  Ellis  Mfg.  Co.,  Ltd. 

HAMILTON,        -        ONT. 
Moneypenny  Bros.  &  Co.,  Toronto,  Selling  Agents 


Please  mention  The  Review  to  Advertisers  and  their  Travelers 
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Our  Wax 

Figures 
and  Forms 

are  the  finest 
on  the  market. 

IF  YOU 

want      latest 
styles     and' 
best    quality 
in    display 

FIXTURES] 

of  every  des- 
cription write 
for  our  new 
catalogue. 


Our 

Metal 

Stands 

Show 
Cases 

Mirrors 


and  in  fact  our 
entire  list  of 

FIXTURES 

takes  First  Place 
in  every  Respect — 
The  appreciation  of 
our  customers  has 
been  expressed  by 
an  enormous 
increase  of  trade — 
which  demands 
larger  premises. 
Announcement 
later. 


In    the    meantime   write    for 
copy  of  our  ?^ew  Catalogue. 


CLATWORTHY  &  SON 

38-40  Adelaide  Street  W.,  TORONTO 


Reputation  is  a  good  Asset 

—if  it's  a  good  reputation— but  we 
do  not  depend  on  reputation  to  sell 
our  goods.  Their  excellent  value 
is  so  apparent  you  can  see  in  the 
goods  themselves  their  worth. 


That's  the  Reason 

for  our  splendid  business  in  Cloaks 
and  Suits.  The  shrew^der  the 
merchant  the  easier  it  is  to  sell  him 
MACKINNON  Garments,  because 
he  readily  recognizes  their  strong 
pomts-OUALITY  and  STYLE. 


Th 


Ri 


e  same  treason 

is  applicable  to  your  Cloak  and  Suit 
trade.  The  points  of  superiority 
w^hich  make  Mackinnon  Garments 
appeal  to  you  w^ill  also  make  them 
easier  to  sell  to  YOUR  customers. 


THE 

MACKINNON  CLOAK  CO. 

LIMITED 

MANUFACTURERS    OF 

COATS    AND    SUITS 

285  and  287  Queen  Street  West 
TORONTO 


ANGUS  L.  MACKINNON. 

President. 


LOUIS  KORN, 

Vice-President 


WALTER  W.  ARNOLD.  Sec.-Treas. 
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rSiinsfdinill. 

Sectional  Elevation  of  the  Passage   Kaufhaus.     The  Entire   Building  to  the  Smallest  Detail  is  Treated 
in  an  Artistic  Style.    The  Total  Cost  was  Over  $5,000,000. 

Sixty  Retail  Stores  Centralized  in  One  Large  Building 

Passage  Kaufhaus  in  Berlin,  Germany,  Consists  of  Independent  Stores  with  Details  of  Manage- 
ment in  Hands  of  Central  Office  —  Artistic  Ideas  in  Architecture  —  Cost  Over  Four  Millions. 


The  time  when  the  German  offices  and  shops  used 
primitive  methods  of  advertising,  buying,  selling  and 
delivering  goods  is  now  over  and  it  is  astonishing  how 
quickly  the  German  business  man  has  adopted  systems 
that  were  familiar  to  the  modern  American  or  English- 
man years  ago.  But  it  is  true  that  if  a  German  does 
anything  especially  new  he  does  it  with  characteristic 
thoroughness.  An  example  of  this  fact  is  the  Passage 
Kaue-Haus  which  was  opened  a  few  weeks  ago  in  Berlin. 

The  new  institution  is  not  a  dry  goods  store  but  a 
combination  of  retail  shops  (at  present  about  sixty, 
with  as  many  different  branches)  arranged  under  one 
roof.  The  shopkeepers  who  have  joined  the  Passage  are 
independent  and  their  profit  depends  on  the  sales  they 
make  in  their  own  department,  yet  they  derive  consider- 
able advantages  from  joining  the  central  institution. 
Among  these  are  the  following:— Shipment  of  goods  at 
reduced  rates  in  large  quantities  from  any  distance  to 
the  Passage  store;  delivery  of  sold  articles  to  the  cus- 
tomer in  Berlin  as  well  as  other  cities  by  the  teams  and 
motor  cars  of  the  central  office,  saving  the  employment 
of  a  cashier  and  bookkeeper  as  this  business  is  done  by 
the  central  office  for  all  participants;  cutting  down  the 
costs  for  advertising,  which  is  done  by  a  special  trained 
staff  who  make  the  ads.  far  more  eSective,  and  besides, 
secure  cheaper  rates,  as  the  advertisements  are  issued 
by  the  central  office  for  the  whole  institution;  and  last, 
being  represented  in  a  big  catalogue  chiefly  intended  for 
outside  customers.  The  public,  on  the  other  hand,  has 
the  advantage  of  buying  in  sixty  special  shops  where 
the  variety  of  articles  is  much  greater  than  in  a  separ- 
ate store  and  yet  finds  comfort  and  easy  shopping  just 
the  same  as  in  the  latter,  because  these  numerous 
branches  are  located  in  one  spot,  under  one  roof. 

There  are  no  doors  between  the  various  shops,  and 
24  elevators,  besides  wonderful  stairways,  communicate 
between  the  floors.  The  goods  are  also  delivered  by  a 
number  of  teams  and  motor  cars  to  any  part  of  Berlin, 
four  times  a  day,  and  also  to  suburbs  and  other  places. 
From  all  this  it  is  clear  that  the  new  organization  offers 
to  the  shopkeepers   as  well  as  the  public  the    combined 


advantages  of  the  big  store  and  the  retail  shop  without 
their  drawbacks. 

Skilled  Staff  of  Advertising  Men. 

It  is  known  that  every  modern  business  man  spends 
a  rather  considerable  sum  for  advertising.  This  is  true 
even  of  Germany,  where  the  value  of  it  has  not  been 
recognized  until  comparatively  recently.  If-  an  ad.  is  to 
bring  good  results  it  must  be  made  up  in  an  attractive 
manner,  but  only  large  firms  are  enabled  to  employ 
specially  trained  people.  Now  the  Passage  Company 
with  a  capital  of  several  millions  can  of  course  stand 
the  expense,  and  a  skilled  staff  of  illustrators  and  ad- 
vertising men  are  kept  employed,  who  make  the  ads.  for 
the  newspapers  and  magazines,  and  also  prepare  cata- 
logues. As  sixty  retailers  have  joined  the  Passage  or- 
ganization, it  is  clear  that  each  has  to  spend  only  the 
sixtieth  part  of  the  whole  advertising  cost  and  yet  they 
are  given  such  an  excellent  service  that  even  the  largest 
stores  cannot  compete  with  it.  The  central  office  makes 
large  contracts  with  the  numerous  papers  and  consider- 
able sums  are  saved  thereby.  Large  placards  and  elec- 
tric signs  are  also  to  be  found  in  various  parts  of  Ber- 
lin, in  addition  to  posters  on  the  many  typical  poster 
columns,  the  railway  cars,  stations,  etc.  Contrary  to 
American  and  British  practice  this  advertising  is  done 
in  an  artistic  manner  with  really  pretty  and  effective 
designs,  not  disfiguring  the  streets  and  surroundings  of 
a  city  in  the  offensive  American  way  where  the  esthetic 
side  is  so  often  neglected.  In  some  ads.  only  certain 
branches  are  mentioned,  the  expenses  of  which  are  to  be 
paid  by  those  particular  retailers,  while  other  ads.  sim- 
ply draw  the  public  attention  to  the  Passage  store  gen- 
erally as  a  good  place  to  buy  at.  For  these  every  re- 
tailer has  to  pay  an  amount,  depending  upon  the  quan- 
tity of  goods  he  sells  per  month. 

Certain  businesses  have  to  spend  excessive  money  for 
advertising  compared  with  their  sales,  for  instance,  soap 
factories,  food  manufacturers,  mail  order  houses,  etc. 
Others  go  to  large  expense  when  they  wish  to  extend 
their  business  or  add  a  new  department.  These  expenses 
become  smaller  only  if  a  firm  exist  for  a  long  time  and 


228 


DRY    GOODS    REVIEW 


build  up  a  large  business  which  becomes  itself  an  ad- 
vertisement. When  the  Passage  was  founded  the  ques- 
tion was  considered  how  to  cut  down  the  advertising 
expenses.  The  management  first  took  into  consideration 
the  fact  that   each   of   the   sixty   shopkeepers   embracing 


the  Passage  is  a  novel  institution  which  has  no  coun- 
terpart in  the  world  and  is  attracting  every  cultured 
person  by  its  wonderful  architecture,  its  fine  parlors, 
reading,  writing,  music  and  refreshment  rooms,  all  of 
which  were  advertisements  themselves.     Other  ads.  cost- 


m 


View  of  One  of  the   Main   Entrances  and   Front  Section  of  Passage  Kaufhaus. 


Rotating;  Table  Receiving  Parcels  from  Four  Chutes  and  Belts.    On  the  Ceiling  Pneumatic  Cash  Tubes. 


the  Passage  organization  had  a  number  of  old  customers 
and  acquaintances  who  would  continue  to  buy  from  him; 
he  would  draw  them  to  the  new  store  and  thus  to  the 
other  departments   where  they  would  always  find  goods 


ing  money  were  cut  down  as  much  as  possible  and  the 
sum  each  shopkeeper  represented  has  to  pay  is  rather 
trifling.  He  thus  becomes  known  and  makes  good  sales 
while  otherwise  in  his  former  little  shop  his  firm  would 


to  interest  them.     Another  feature  considered  was  that      be  rather  obscure.     Because  these  and  the  general  run' 
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ning  expenses  are  cut  down  to  a  large  extent  the  articles 
can  be  sold  cheaper  and  the  public  profits  by  it.  It  Is 
the  purpose  of  the  Passage  to  bring  the  producer  into 
direct  contact  with  the  consumer,  thus  saving  intermedi- 
ate expenses.  In  large  dry  goods  stores  the  store  is 
always  intermediate  while  here  in  many  cases  the" 
manufacturer  has  a  salesroom  in  the  Passage  where  his 
goods  go   directly   to   the  public. 


slow  development  of  the  mail  order  business  is  probably 
due  to  the  fact  that  catalogues  contained  too  few  differ- 
ent articles  and  that  these  were  not  clearly  brought  to 
the  attention  of  the  customer.  The  Passage  organiza- 
tion has  now  issued  one  big  catalogue  where  all  the  dif- 
ferent branches  are  represented  and  each  article  is  very 
clearly  pictured  and  described  as  regards  weight,  size, 
quality,    character,    etc.      It    is   clear     that   every    reader 


Central  Court  of  the  Arcade  Under  the  Cupola. 


Branches  Represented  in  One  Catalogue. 

Another  department  where  almost  revolutionizing 
methods  arc  applied  is  the  mail  order  business.  A  glance 
at  the  map  will  show  that  Berlin  is  excellently  located 
a?:. a.  centre  not  only  of  Germany,  but  of  the  whole  of 
Europe  'and  is  well  adapted  for  a  business  centre.  Rail- 
w-ays,  telegraphs,  mail  connections,-  canals;  etc.,'  are 
abundant  aa'd  in  excelient  condition.    The  reason  for  the 


will  find  in  such  a  general  catalogue  at  least  something 
which  he  needs,  while  he  would  probably  throw  away  a 
prospectus  dealing  with  one  subject  only.  This  catalogue 
is  made  up  by  the  trained  staff  of  the  central  office  and 
has  no  counterpart  in  any  retail  shop  or  big  store.  Yet 
the  cost  to-  each  of  the  sixty  shopkeepers  of-  the  -Pas- 
sage is  low  and  much  less  than  if  he  prepared- a  special 
catalogue  for  himself.     Each  retailer  is  entitled  to  sev- 


230 


DRY    GOODS     REVIEW 


eral  pages  and  his  space  forms  the  basis  for  the  amount 
he  has  to  pay.  Finding  out  the  addresses  to  whom 
such  a  catalogue  is  to  be  sent,  the  work  of  mailing  it 
and  the  future  transaction  of  business  with  the  outside 
customer  is  taken  up  largely  by  the  skilled  staff  of  the 
central  office  which  saves  the  retailer  much  trouble  and 
expense  and  gives  him  a  service  of  greater  perfection 
than  he  could  find  elsewhere.  The  whole  forms  a  new 
era  in  the  mail  order  business  in   Germany. 

When  goods  are  shipped  to  other  places,  all  that  has 
,been  ordered  among  the  sixty  branches  is  collected  m 
the  freight  department  of  the  central  ofifice  and  shipped 
in  one  parcel  by  freight  or  by  parcel  post.     This  shows 


large  billiard  table,  piano,  heavy  safe  or  automobile. 
From  time  to  time  special  trains  will  be  run  from  the 
Provinces  to  the  capital  with  single  fares  to  allow  a 
large  percentage  of  the  population  to  visit  this  unique 
store. 

Expenses  Divided  Among  Stores. 

As  with  the  advertising  and  delivering  of  the  goods 
so  in  a  similar  manner  the  expenses  are  divided  among 
the  sixty  shopkeepers  for  other  privileges.  Among  these 
may  be  mentioned  the  rentals,  the  show  windows,  the 
heating  and  lighting,  the  cleaning  and  repairs,  fire  in- 
surance and  guarding,  telephones,  elevator  service,  post- 


M&SlftWS  l:IOQ. 

Ground  Floor  Plan  of  the  Passage  Kaufhaus.    The  Great  Department  Store  Recently  Completed  in  Berlin,  Germany,  where  60  Independent 

Stores  are  Centralized.    The  Building  Fronts  on  two  Main  Streets,  and  through  the  Centre  runs  a  "  Passage"  or  Arcade,  the  Stores 

Being  on  Either  Side.     There  is  an  Immense  Cupola  in  the  Centre.    The  Building  has  Six  Floors. 


at  once  how  much  is  saved  by  this  economical  delivery. 
Furthermore,  in  larger  towns  agencies  are  being  estab- 
lished which  help  to  make  the  Berlin  house  better  known 
and  to  cheapen  the  transaction  of  business.  As  with  in- 
surance companies  there  will  be  general  and  sub-agencies. 
Only  the  most  modern  and  efficient  methods  for  deliver- 
ing the  goods  to  the  home  customers  and  those  outside 
are  applied.  Pushcarts  take  the  articles  to  special 
elevators  which  go  down  directly  to  the  wagons  and 
automobiles,  while  for  smaller  articles  chutes  are  in- 
stalled. For  transporting  goods  to  be  sold  there  are 
special  lifts  distributing  them  to  the  various  storeys, 
and  anything  can  be  carried  upstairs  from  a  pin  to  a 


age,  taxes,  lawyers  and  music.  The  latter  is  also  a 
novel  feature,  as  a  band  is  playing  every  day  from  four 
until  eight,  when  the  store  is  closed.  Books  could  be 
written  about  other  interesting  features  but  only  a  brief 
review  can  be  given  here.  Not  only  can  any  description 
of  article  be  bought,  but  also  tickets  procured  for 
theatres,  music  halls,  concerts,  museums,  regattas,  races; 
in  another  department  articles  can  be  hired  on  reason- 
able terms,  such  as  costumes,  china,  tables,  chairs,  car- 
riages, linen,  etc.,  which  will  be  welcomed  by  the  house- 
wife receiving  unexpected  visits.  The  central  office  will 
also  provide  for  small  fees,  banquets,  wedding  parties, 
dinners,  etc.     The     trouble  of  finding  reliable  servants, 
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about  which  the  housewives  of  all  cultured  countries  are  workmen  provided,  such  as  plumbers,  joiners,  clockmak- 

now   complaining    will   be  largely   overcome   by   the     em-  ers,    tailors,    locksmiths,    shoemakers,    etc.      Material    of 

ployment  department.     Here  a  customer  will   find   good  any  kind,  such  as  coal,   wood,   ice,  can  be  ordered  here, 

male  and  female  servants,  waiters,  butlers,  cooks,  tutors.  The  stranger  and  foreigner  passing  through  Berlin    will 


View  of  the  Corridors,  Showing  Elaborate  Architecture  cf  the  Building:. 


The  Yellow  Salon  Where  Jewelry  is  Sold. 


gouvernants,  etc.  Clothes  and  linen  can  be  cleaned  here 
chemically  and  by  ordinary  washing,  carpets  beaten  and 
cleaned  by  vacuum  apparatus,  repairs  made  and  reliable 


be  taken  care  of.  The  Passage  makes  up  a  plan  how  he 
can  spend  his  time  in  a  nice  way  without  much  expense 
and  without  missing  the  sights;  the  tourist  ofifice    pro- 
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Resolved 


That    I    will    sell    more 
clothing  in  1  909. 

That  I  will  carry  Camp- 
bell Clothmg. 


That  I  will  feature  Camp- 
bell Special  Order 
Clothmg. 


That  I  promise  to  do 
these  things  for  the 
good  of  my  busmess, 
and  the  satisfaction  of 
my  customers. 

That  I  will  send  to-day 
for  their  attractive  pro- 
position. 


THE 

CAMPBELL  MFG.  Co. 

Limited 


23  Cote  Street, 


Montreal 


vides  him  with  tickets  for  railways,  steamers,  amuse- 
ments, etc.  He  is  also  informed  about  hotels  and 
boarding  places,  and  provided  with  interpreters. 

Sections  Connected  by  Arcade. 

While  this  description  has  shown  the  ■wonderful  and 
novel  organization  of  the  Passage  store  it  is  also  a  re- 
markable building  from  the  architectural  standpoint. 
The  immense  structure  has  two  long  fronts  on  two 
streets.  These  latter  are  connected  by  the  arcade  from 
which  the  whole  has  its  name  (arcade  means  in  German, 
passage) .  This  is  a  curved  walk  covered  by  a  glass 
roof  and  in  the  centre  is  an  immense  cupola  with  a 
diameter  of  30  meters,  and  a  height  of  45  meters.  The 
walk  is  traversed  by  many  bridges  on  the  various  floors 
and  one  is  modeled  after  the  famous  Rialto  bridge  in 
Venice.  Here  high  up  in  the  air  a  band  is  playing  under 
the  cupola,  furnishing  grand  music.  As  is  customary  in 
Germany,  the  whole  building  to  the  smallest  detail  is 
treated  with  exquisite  taste  in  an  artistic  style  and 
made  fiireproof  and  safe.  Several  houses  had  to  be 
pulled  down  to  make  room  for  it  and  the  store  occupies 
a  space  of  8,700  square  meters,  which  cost  alone  8,000,- 
000  marks,    while   the   store  itself  cost   8,500,000   marks. 


Business   Notes. 

G.  Goulet  &  Co.,  Hawliesbury.  tailors,  assigned. 

T.  H.  Jacques,  Edwards,  general  store,  assigned. 

X.  Wartelsky,  Goleljrook,  general  store,  assigned. 

T.  H.  Jacques,  Edwards,  general  store,  assigned. 

Dominion  Fancy  Vest  Co.,  Toronto,  discontinued. 

Howdcn  &  Young,  Caledonia,  furniture,  dissolved. 

J.  H.  Deeks,  \ViIIiams))urg,  general  store,  assigned. 

Ontario  Cloak  Co.,  Toronto,  Moses  Brody,  retired. 

United  Costume  &  Jobbing  Co.,  Montreal,  assets  snhl. 

J.  A.  Thiberl,  Montreal,  men's  furnishing's,  assigned. 

J.  H.  Jones,  Dexter,  general  store,  sold  to  C.  D.  Parker. 

W.  T.  Beatty,  Horning 's  Mills,  general  store,  assigned. 

I.  H.  Jones,  Dexter,  general  store,  sold  to  C.  D.  Parker. 

MacDonald  &  Douglas,  St.  Thomas,  clothing  and  men's 
furnishings,  dissolved,  Douglas  continuing. 

Robinson  &  Wylie,  Strathroy,  dry  goods  and  carix'ts. 
dissolved,  T.  F.  Robinson  continuing. 

G.  W.  Midglcy,  St.  Thomas,  clothing  and  men's  fur- 
nisher, loss  by  fire,  partially  insured. 

Smith.  Clarke  &  Co.,  London,  jobbers,  l)oots  and  shoes, 
dissolved.  Mrs.  Fred.  Smith  continuing. 

The  Dominion  Home  Furniture  Co.,  Toronto,  dissolved, 
succeeded  by  Dominion  Home  Furnishing  Co.  and  I. 
Slipssel  &  Cii. 

Berkinshaw  &  Gain.  Tcn'onto.  tailors,  dissolved,  su!-- 
ceeded  bv  E.  T.  Berkinshaw. 


L  HIRSHSON  &  CO. 

MONTREAL 

The  Bouse  for  General  Dry 
Goods,  Fancy  Goods,  Wool- 
lens and  Tailor's  Trimmings. 


Tel.  Main  2715. 


248  Notre  Dame  St.  West 


Wishing  the  Trade  A  Prosperous  New  Year. 
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Opening  Five  Thousand  Credit  Accounts  in  One  Month 

How  D.  Morrison  Makes  Credit  Amenable  to  Profitable  System  —  Puts  his  Individuality  Into  Ads. — 
Business  Developed  in  Proportion  as  Advertising  Space  Increased — Books  Open  to  Customers'  Scrutiny. 


After  nine  years  in  bnsiness,  D.  Morrison,  Toronto, 
proclaimed  by  broad  billboards  and  bold-type  ads  as 
"the  credit  clothier,"  declares  that  a  large  proportion 
of  the  shopping  public  in  that  city  must  buy  their 
clothes  on  the  instalment  plan. 

The  proof  that  he  is  willing  to  assume  th?  rcsponsi- 
bility  involved  in  that  assertion  was  contained  in  a 
statement  made  over  his  own  name  in  a  recent  ad.  It 
read  thus  :  .'My  experience  during  the  past  twelve 
months  proves  that  I  can  safely  trust  $60,000  worth  of 
clothing  and  furs  with  good  reliable,  well-meaning  per- 
sons on  weekly  payments  of  $1,  $2,  or'  $3  a  Aveek  with- 
out any  money  doAvn.  That's  real  credit."  He  further 
stated  that  the  sale  would  mean  the  opening  of  5,000 
new  credit   accounts  in  December. 

Credit  as  a  Specialty. 

Credit  is  not  a  matter  of  enforced  toleration  witJi 
D.  Morrison.  He  is  one  of  those  with  whom  it  is  a 
specialty.  While  some  merchants  have  been  shaping 
their  plans  with  the  object  of  cutting  that  problem  from 


Great  Credit  Sale 
Clothing  and  Furs 

NO  MONEY  POV#N 

$60,000  00  StocH'.  to 
Co  at  Reduced  Prices 


THAT    MEANS   I    WILL   OPEN 


I  New  Credil  AccouqIs  in  December 

ThU  must  be  dona  qulokly-so  r««ponil  quickly.     Nolhtng  sfanda  \n 
your  way  at  this  salo— no  moiMy  required. 

If  you  want  Winlor  Clothing,  don'l   hacltate  to  open  a  chara*  ao> 
count  during  Iho  aala. 


"My  experience  during  th9  past -tiAelve  montUm 
proves  that  I  can  atifeiy  trust  $0Q,OOO  worth  of  Clothing 
and  Furt  y^ith  good,  reliable,  wlhfneanin'i  persona  vn 
weekly  payments  of  St,  S3, 
Of  $3.  without  any  money 
down-That  s  real  credit. 


\y  ^O^/Vx^^t^-^-^^^d 


gtf-REMEMBCR  THIS  WILL  BE  A  REAL  CREDIT  SALE 

D.  Morrison  v::^!:. 

318  QUEEN  ST.  WEST  »::"  . 


A  Typical  Advertisement  of  D.  Morrison,  the  Credit  Clothier. 

their  business,  he  has  worked  in  another  direction,  his 
idea  being  to  make  credit  amenable  to  system  and  in 
that  way  to  eliminate  the  abuses  and  develop  the  profit- 
able to  the  greatest  degree  possible.  He  has  been  suc- 
cessful. 

Much  has  been  said  about  the  cash  system  in  business. 
No  one  will  dispute  that  it  is  a  desirable  thing.  This 
has  been  proved  wherever  successful  application  has 
been  made  of  it.  To  the  man  of  family,  however,  with 
a  demand  continually  emphasizing  the  deficiency  of 
salary,  the  rigid  enforcement  of  a  cash  system  does  not. 
according  to  Morrison,  admit  of  the  elasticity  necessary 
in  making  both  ends  meet.  Apart  from  that  point  of 
view,  there  are  numerous  other  causes  and  conditions 
which,  he  states,  will  always  make  the  call  for  credit 
persistent.     Economists,   of   course,   will   ever   moralize 


on  the  .iustification  of  demand  in  relation  to  available 
wjierewithal,  but  in  the  meantime  "the  credit  clothier" 
is  delivering  the  goods. 

No  man  pays  closer  attention  to  every  detail  of  busi- 
ness than  lie.  On  hand  from  llic  moment  tiie  store 
opens,  he  is  always  approachable  on  matters  requiring' 
consultation.  His  advertisements  reflect  his  individuality. 
Tliey  are  bright,  practical,  effective  talks.  The  direct 
personal  appeal  he  believes  to  be  the  best.  Being  a 
specialist,  lie  knows  what  he  has  to  say,  and  what  he 
says  never  admits  of  a  double  meaning.  The  store  con- 
firms the  newspapers.  The  ads  are  changed  daily.  Their 
present  dimensions  arc  many  sizes  larger  than  those 
through  which  Mr.  Morrison  first  went  after  publicity. 
Formerly  described  in  inches,  they  are  now  measured  by 
the  column.  He  states  that  his  business  has  grown  in 
similar  proportion.  He  believes  in  the  power  of  his 
ads  to  bring  results.  He  has,  moreover,  spent  much 
money  in  permanent  sign  boards — those  that  attract 
attention  by  their  design  and  which  press  home  points 
relating  to  the  store. 

Straight  Talks  in  Advertising. 

There  are  very  few  pieces  of  advertising  landscape 
in  the  city  which  have  not  been  used  as  the  setting  for 
Morrison's  photo  and  "credit"  facts,  while  newspaper 
space  is  kept  bristling  with  details.  It  is  always  pos- 
sible to  tell  a  Morrison  ad  at  first  sight.  From  'tjie 
time  he  first  began  to  make  advertising  history  for  his 
store  his  own  picture  gave  the  space  a  distinct  identity, 
and  his  straight  talks  to  the  public  never  lacked 
in  news  calculated  to  focus  attention.  No  opportunity 
is  lost  to  emphasize  the  importance  of  quality  and  style 
in  garments.  The  standards  established  in  the  connec- 
tion back  up  the  scope  of  the  advertising,  the  appeal 
having  forceful  application  to  the  most  high-class  re- 
quirement. In  that  way  Morrison  has  discoui'aged  the 
impression  that  credit  is  confined  chiefly  to  the  poorer 
and  less  particular  class  of  trade.  His  experience  he 
declares,  has  proved  the  opposite  to  be  the  case  where 
l)usiness  development  has  been  directed  along  proper 
channels.  !        ^  ||1 

His  Business  Point  of  View. 

"We  have  no  extraordinary  system,"  said  Mr.  Mor- 
rison to  The  Review.  "We  make  our  collections  regu- 
larly— weekly,  fortnightly  or  monthly,  as  the  case  may 
be — and  in  that  way  keep  in  touch  with  our  people. 
When  a  man  buys  an  article,  he  is  given  a  bill  which 
he  can  fold  up  and  put  in  his  pocket.  If  he  arranges 
to  call  at  the  store  and  make  his  payments  well  and 
good;  if  not,  our  collector  attends  to  it.  Of  course,  it 
is  absolutely  necessary  for  us  to  know  something  about 
the  people  Avho  deal  with  us.  We  have  no  great  faith  in 
credentials;  sometimes  a  man  with  the  best  of  these  turns 
out  to  be  the  worst.  On  the  whole,  however,  we  have 
very  little  to  complain  of  in  the  matter  of  payments. 
Seldom  do  we  find  a  man  abusing  one's  confidence.  We 
have  studied  the  credit  system  out  carefully  and  have 
proved  that  it  can  be  successfully  applied  in  this  city. 
Somebody  has  to  do  business  on  that  basis.    Large  stores 
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in  American  cities  have  it  down  to  a  science.  Why  can 
it  not  be  done  here?  There  are  those  who  describe  the 
request  for  credit  as  the  result  of  a  disease.  In  some  re- 
sp(ects  that  may  seem  to  be  the  case,  but  I  prefer  to 
regard  it  as  a  necessity.  That  is  my  business  point 
of  view. ' ' 

Customers  May  Examine  Books. 

The  store  of  "the  credit  clothier"  lias  a  frontage 
of  thirty  feet  and  a  depth  of  one  hundred  and  thirty- 
five.  The  stock  consists  of  ready-to-wear  clothing  for 
men,    boys,    women    and    children;    furs,    and    boots    and 


shoes.  There  is  a  custom  tailoring  department.  The 
garments  are  neatly  arranged  on  tables  or  on  racks. 
Figures  are  freely  used  for  window  and  interior  display 
purposes.  The  store  is  well  lighted,  beyond  the  range  of 
light  from  the  front  windows  a  series  of  roof 
wells  serve  that  purpose.  The  accountant's  and  cashier's 
desks  occupy  a  prominent  position  in  the  centre  of  one 
side  of  the  store.  The  men  in  charge  of  these  sections 
are  within  'easy  consulting  distance.  The  bookjS  are 
there  within  plain  view  of  the  customer.  If  he  wishes 
he  may  scrutinize  every  entry  in  his  own  account  and 
inspect  it  from  time  to  time  if  he  may  so  desire. 


Some  Seasonable    Hints  to  Buyers 

From  information  supplied  by  Sellers,  but  for  which  the  Editors  of  THE  REVIEW 
do  not  necessarily  hold  themselves  responsible. 


APPOINTED    CANADIAN 
AGENTS. 

John  Dearden  &  Co.,  of  Bolton 
and  Manchester,  manufacturers  of 
satin  quilts,  have  appointed  R.  11. 
Cosbie  their  selling  agent  for  Canada. 
This  firm  has  hitherto  sold  through 
the  jobbing  houses,  but,  after  mature 
consideration,  and  after  a  member  of 
the  firm  has  made  a  close  study .  of 
the  conditions  in  Canada,  they  have 
decided  to  change  their  selling  policy 
and  go  direct  to  the  retail  trade. 

This  firm  has  also  introduced  a 
most  convenient  method  of  showing 
patterns,  and  one  that  is  as  useful 
for  the  buyer  as  the  seller,  as  it  saves 
a  great  amount  of  time.  The  patterns 
come  in  book  form,  printed  upon  a 
heavy  coated  paper.  The  ground  of 
the  quilt  is  colored  blue,  to  show  up 
the  design,  which  is  thrown  up  in 
white  and  heavily  embossed  upon  the 
blue  ground.  The  great  advantage 
gained  is  the  clear  and  distinct  man- 
ner in  which  the  patterns  are  pre- 
sented, taking  only  a  few  seconds  to 
run  through  the  line.  Among  the 
many  attractive  designs  shown,  men- 
tion might  be  made  of  the  nursery 
patterns,  showing  all  the  popular 
nursery  rhymes. 

A   "ROYAL  COLLECTION." 

Throughout  the  civilized  world, 
wherever  Christmas  is  celebrated, 
Raphael  Tuck  &  Sons  Co.'s  holiday 
cards,  booklets,  toy  books  and  calen- 
dars are  seen,  sold  and  appreciated. 
To  see  the  name  of  Raphael  Tuck  on 
a  card  or  booklet  of  particularly 
meritorious  design  or  coloring,  creates 
no  surprise;  indeed,  one  would  be  sur- 
prised if  Tucks'  name  did  not  appear. 
For  the  present  season  a  more  than 
usually  artistic  line  of  publications 
have  been  issued  by  this  firm.  Atten- 
tion might  be  called  to  the  high-class 
color  printing  employed  in  all  the 
Tuck  publications,  the  illustrations  of 
meritorious  design  and  the  interesting 
and  appropriate  character  of  the  text. 
This  applies  to  the  lower  priced  lines 


as  well  as  the  most  costly,  on  all  of 
which  are  seen  evidences  of  the  same 
unremitting  care  instanced.  A  "Royal 
Collection"  is  a  term  which  has  been 
aptly  applied  to  the  splendid  range 
of  post  cards  which  tliis  firm  has  add- 
ed this  season  to  the  already  marvel- 
ous collection.  Mindful  of  the  graci- 
ous interest  so  recently  evinced  by 
Her  Majesty  the  Queen,  Her  Royal 
Highness  the  Princess  of  Wales,  and 
other  members  of  the  Royal  Family, 
in  the  post  cards  emanating  from 
Raphael  House,  they  have  endeavored 
this  year  to  make  Tuck's  post  cards 
more  than  ever  deserving  of  both  the 
"Royal"  and  the  "Public"  patron- 
age which  they  are  fortunate  enough 
to  en.joy  in  so  large  a  measure. 

A  HANDSOME  CALENDAR. 

The  Canadian  Underwear  Co., 
Montreal,  has  issued  a  very  handsome 
calendar  for  1909.  It  is  a  piece  of 
work  which  for  its  artistic  merit 
alone  will  be  appreciated  by  its  for- 
tunate recipients.  It  is  a  reproduc- 
tion in  four  colors  of  the  painting, 
"Guilty  or  Not  Guilty?"  a  picture 
that  is  familiar  to  most  lovers  of  art. 
There  is  a  quiet  dignity  about  this 
calendar  which  Avill  make  it  highly 
prized  and  will  ensure  it  a  prominent 
place  in  the  office  of  every  merchant 
who  receives  a  copy. 


OUTLOOK   FOR   STORE   EQUIP- 
MENT. 

New  York,  Dee.  28.— Mr.  E.  T. 
Palmenberg,  of  J.  R.  Palmenberg's 
Sons,  spoke  recently  at  length  to  a 
representative  of  this  journal  about 
commercial  conditions.  He  is  equally 
familiar  with  the  manufacturing  and 
selling  ends  of  his  business;  so  that 
he  can  feel  the  pulse  of  primary  mar- 
kets and  that  of  the  general  trade, 
with  considerable  certainty.  Mr. 
Palmenberg  is  conservative,  and, 
therefore,  when  he  told  the  writer 
that  the  Palmenberg  factories  had 
been  run  tbroug^hout  this  year,  with 


the  exception  of  a  short  interval,  on 
full  time,  it  was  quite  evident  that 
the  firm  had  not  suffered  materially 
from  lack  of  enterprise. 

"I  feel,"  said  Mr.  Palmenberg, 
"that  the  mercantile  interests  of  tliis 
country  are  too  vast  and  too  energetic 
to  lie  idle  for  more  than  a  brief 
period;  no  matter  what  the  climatic 
or  economic  conditions  may  be.  We 
cannot  tell  what  the  trade  will  be  in 
comparison  with  1906  and  1907,  which 
were,  by  the  by,  phenomenal  seasons, 
but  we,  like  others,  are  anticipating 
an  active  spring  trade.  We  have  kept 
our  full  factory  organization  busy 
on  stock  and  have  designed  and  made 
up  the  most  extensive  line  of  novel- 
ties ever  produced  in  the  history  of 
this  institution.  Mercantile  concerns 
are  multiplying  all  over  the  country, 
new  trading  centres  are  developing  in 
every  section;  the  demand  is  for  the 
host  in  store  equipments,  and  we  are 
preparing   oureelves    accordingly. 

"So  far  as  the  present  is  concern- 
ed." concluded  Mr.  Palmenberg,  "we 
are  unusually  busy  for  this  time  of 
the  year.  CoVections  are  very  satis- 
factory and  requests  for  extensions 
are  scarcely  noticeable.  In  short, 
business  in  general,  as  I  see  it.  is 
looking  up  and  1909  should  be  a  dis- 
tinct success." 


SHAER  &  ELIASOPH. 

Shaer  &  Eliasoph,  40  S(.  Aiitoine 
Street,  Montreal,  though  established 
only  in  the  Spring  of  ]908.  have  al- 
ready made  their  mark  in  ready-to- 
wear  garment  industry.  They  have 
succeeded  in  opening  accounts  among 
many  important  stores  on  account  of 
their  good  values  and  prompt  atten- 
tion to  every  detail  of  business. 

Their  collection  for  the  Spring  of 
1909  is  a  range  of  high-class  gar- 
ments at  popular  prices,  adapted  for 
the  Canadian  trade. 

Their  suits  start  as  low  as  $8,  and 
run  up  to  $25.  Their  showing  of 
semi   and   tight-fitting  suits  in  Em- 
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pire,  Directoire  and  Princess  effects 
is  particularly  desirable. 

They  are  making  a  big  bid  for 
trade  with  their  satin  coats  in  semi- 
Directoire  styles,  in  36,  46  and  48- 
inch  lengths.  Their  silk  coats  are 
also  represented.  Short  covert  jack- 
ets will  be  good  sellers  and  they 
show  the  latest  ideas  in  herringbone 
and  striped  effects.  Their  range  of 
skirts  is  described  as  high-class. 

Their  Ontario  representative  is  Mr. 
Dorman,  Quebec  and  the  Maritime 
Provinces,  A.   Tencer. 


WARWICK  OVERALL  COMPANY. 

The  Warwick  Overall  Company, 
Warwick,  Que.,  manufacturers  of 
"Quick  Sales"  overalls,  are  an  ex- 
ample of  the  growth  of  Canadian 
manufactures.  This  firm  was  estab- 
lished in  1902,  and  lias  made  steady 
progress,  in  spite  of  a  setback  in  the 
Fall  of  1903,  when  their  factory  was 
destroyed  by  fire.  Tlrjir  factory  is 
now  of  large  capacity,  equipped  with 
the  latest  machines,  and  they  turn 
out  first-class  goods.  Their  lines  com- 
prise all  kinds  of  overalls  and  special- 
ties for  railroad  men,  engineers,  min- 
ers, etc.  They  make  a  specialty  of 
supplying  goods  by  mail,  and  samples 
will  gladly  be  sent  to  interested  mer- 
chants. 

BROCK  &  PATERSON'S 
OPENING. 

Messrs.  Brock  &  Paterson,  Ltd.,  of 
St.  John  and  Halifax,  are  particular- 
ly well  placed,  as  regards  situation 
and  stock  carried,  for  attending  to 
the  wants  of  the  milliners  in  Nova 
Scotia,  New  Brunswick  and  Prince 
Edward  Island. 

In  their  St.  John  store,  they  have 
35,000  square  feet  of  floor  space,  and 
are  about  adding  four  additional 
rooms  in  the  adjoining  building.  In 
Halifax,  their  premises  consist  of  a 
four-storey   building  and   basement. 

Their  Spring  opening  in  St.  John 
takes  place  on  March  17th  and  18th, 
and  Messrs.  Brock  &  Paterson  are 
preparing  to  make  their  opening  the 
last  word  in  style  forecast  for  the 
coming  season. 

In  conjunction  with  their  business, 
they  operate  a  large  department  for 
the  manufacture  of  trimmed  and 
ready-to-wear  hats,  which  are  very 
popular  with  the  general  and  depart- 
ment stores  trade  of  their  district. 

Their  business  has  been  rapidly 
growing,  last  year,  for  instance,  not- 
withstanding the  trade  depression, 
being  the  largest  in  the  history  of  the 
firm.  This  is  pro!)a!5Ty  explained  by 
the  manner  in  which  they  have  con- 
centrated their  business,  catering 
only  to  the  trade  of  the  three  Pro- 
vinces mentioned.  In  this  way,  they 
hold  their  growing  trade  in  hand,  in- 
creasing ■with  their  older  customers, 
and  assuring  the  many  successes 
achieved  by  those  who  have  begun  in 
the  millinery  business  under  Messrs. 
Brock  &  paterson 's  advice. 


HOFMAN   WARDROBES   AID 
SALESMANSHIP. 

A  complete  HofTman  Wardrobe 
equipment  has  been  installed  by  the 
W.  A.  Murray  Co.,  Toronto,  in  con- 
nection with  their  men's  clothing 
and  furnishing  department.  The 
wardrobes,  of  which  there  are  four- 
teen, not  only  have  a  very  neat  ap- 
pearance, but  are  a  constant  demon- 
stration of  their  value  as  an  aid  to 
salesmanship.  The  strong  point 
about  the  Hofman  Wardrobe,  which 
is  made  by  the  Walker  Bin  &  Store 
Fixture  Co.,  Berlin,  Ont.,  is  the  ease 
with  which  a  line  of  women's  or 
men's  clothing  may  be  adjusted  so 
as  to  admit  of  inspection  by  the 
customer  or  of  definite  selection  by 
the  salesman.  To  the  sliding  fixture 
there  is  attached  a  hanger-bar  which 
when  the  apparatus  is  extended  may 


lacquer,  which  is  the  only  known 
method  of  preserving  brass  surfaces. 
Their  range  of  iron  and  brass  bed- 
steads is  easily  the  largest  of  any  firm 
in  Canada. 

Other  lines  manufactured  by  this 
firm  are  "Dominion"  Wire  Mat- 
tresses, "Cuban"  Woven  Wire  Mat- 
tresses, and  "New  Dominion"  Wire 
Mattresses.  They  also  manufacture 
combination  springs,  cribs,  and  a 
c/niplete  line  of  mattresses,  and 
pillows.  They  issue  a  handsome  cata- 
logue, which  will  be  sent  free  upon 
application   to  retailers. 


SCOTTISH  RUBBER  CO. 

Their  preparations  for  the   Spring 

season    are    described    as    the   best   in 


Hofman    Clothing.Wardrobes   Installed  in   Store  of  W.   A.  Murray  &  Co.,  Toronto, 
by  \Valker  Bin  and  Store  Fixture  Co.,   Berlin. 


be  turned  about  so  as  to  be  parallel 
with  the  front  of  the  wardrobe. 
From  this  bar  the  clothing  is  sus- 
pended. It  is  equal  to  any  strain 
that  may  be  put  upon  it  in  connec- 
tion with  its  purpose  and  is  never 
out  of  balance.  'The  goods  may  be 
shown  to  the  best  possible  light  and 
no  part  of  a  line  of  garments  is  sub- 
ject to  disadvantage.  The  Murray 
people  state  that  the  equipment  is 
giving  an  exceedingly  satisfactory 
service. 

STEADY  GROWTH  OF  GEO. 
GALE  &  SONS. 

Geo.  Gale  &  Sons,  Waterville, 
Que.,  manufacturers  of  brass  and 
iron  bedsteads,  with  warerooms  in 
Montreal.  Toronto  and  Winnipeg, 
were  established  away  back  in  1877, 
and  have  made  steady  growth. 

Their  bedsteads  are  types  of  per- 
fection in  bedstead  art,  and  they  are 
the  only  Canadian  firm  using  English 


the  history  of  this  successful  concern. 
Their  early  orders  have  been  satisfac- 
tory particularly,  from  Western 
ground.  Their  sample  range  consists 
of  a  wide  and  exclusive  variety  of 
ladies'  suits,  ladies'  short  jackets, 
rain  coats  and  silk  an'd  satin  rubber- 
ized garments,  besides  the  usual 
strong  showing  of  men's  rain  coats. 

The  following  representatives  will 
be  on  their  territories  this  month: 
T.  A.  Beauchamp,  Ottawa  Vallev  and 
Eastern  Ontario;  0.  H.  Falls,  West- 
ern Ontario;  Fred.  Secord,  New 
Brunswick;  R.  D,  Adams,  Nova 
Scotia,  and  Prince  Edward  Island; 
Ernest  Hamel,  Quebec  Province,  and 
A.  E.  McNaughton,  British  Columbia. 

VALUABLE    COMMERCIAL    MAP. 

A  valuable  may  of  Western  Can- 
ada has  been  issued  by  the  Stovel 
Company,  of  Winnipeg.  It  is  25x80 
inches  in  size  and  on  it  are  mapped 
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out  all  the  railways  traversing  West- 
ern Canada  from  Port  Arthur  to  Ed- 
monton and  Calgary,  with  the  name 
of  every  station  in  its  proper  posi- 
tion. With  the  exception  of  the  rail- 
way lines  in  colors  and  the  names  of 
the  stations  printed  plainly  in  black 
letters,  the  whole  map  is  a  blank.  In 
this  way  the  commercial  routes  of  the 
West  are  most  clearly  displaj'ed. 

The  value  of  this  map  to  Eastern 
business  men  doing  business  in  the 
West  is  very  great,  and  no  business 
house  should  be  wifhoiit  a  copy. 

IMPERIAL  GLOVE  COMPANY. 

A  combination  of  strength,  fit,  wear 
and  style  i.-^  wliat  the  Imperial  Glove 
Cunjpany.  Duiulas,  offer  in  the  splen- 
i!i(l  line  of  goods  now  being  shown 
hi  I  he  trade.  Nothing  but  the  best 
material  and  most  conscientious  work 
are  put  info^t'he  gloves  and  mittens 
made  liy  this  firm,  and  as  a  proof  of 


dirt  out  of  the  carpet  and  removes 
the  finer  particles  of  dirt  and  dust 
(the  germ  laden  matter)  from  the 
fabric  and  raises  the  pile  of  the  car- 
pet or  rug. 

The   "Duskot"    Sanitary    Carpet 
Cleaner  is  the  best  and  cheapest  de- 


Excellent  Driving:  Glove  —  229  Brown  Napa, 
medium  weight  unlined  glove  with  band  wrist ; 
continuous  thumb;  outseam  ;  no  seams  on  back 
of  hand  or  in  front  of  fingers  ;  wide  extension 
welt ;  string  fastener  on  back. 


their  belief  in  their  own  goods  this 
('(impaiiy  will  guarantee  them.  Made 
in  a  factory  equipped  with  the  most 
modern  machinery,  the  Imperial 
(liove^  Companj-'s  goods  are  of  a  uni- 
form quality  and  may  be  sold  with 
the  assurance  that  they  will  give 
every  satisfaction. 


THE  MARITIME  HAT  &  CAP 
COMPANY. 

The  Maritime  Hat  &  Cap  Co., 
Truro,  N.S.,  are  well  pleased  with 
the  volume  of  their  business  for  1908, 
which  exceeded  any  previous  year. 
They  state  that  nobby  patterns,  made 
in  the  newest  and  most  popular 
shapes,  have  greatly  increased  their 
business.  Their  factory  is  thorough- 
ly modern,  and  equipped  with  the 
latest  labor-saving  devices.  New 
machines  have  been  installed  which 
enable  them  to  turn  out  better  work 
at  less  cost,  permitting  a  better  qual- 
ity of  material  to  be  used. 

SANITARY  CARPET   CLEANER. 

The  "Duskot"  Sanitary  Carpet 
Cleaner  applies  the  pneumatic  prin- 
ciple to  the  cleaning  of  carpets  and 
rugs  by  haiul,    This  cleaner  sucks  the 


vice  that  will  absolutely  remove  all 
dirt  from  carpets  and  rugs  while  floor 
coverings  arc  on  tlie  floor  and  in  use. 
It  restores  the  fabric  to  its  original 
color  by  removing  all  foreign  matter, 
lengthens  the  term  of  use  and  is  ab- 
solutelv  dustless. 

The"  "Duskot"  Sanitary  Carpet 
Cleaner  gathei's  by  suction  and  holds 
the  dirt  that  has  become  imbedded  in 
the  floor  covering,  the  dirt  that  can- 
not be  reached  by  the  ordinary  car-pet 
sweeper  or  broom. 

It  is  manufactured  bv  the  Sanitarv 
Carpet  Cleaner  .Co.  210  Stair  Bldg'.. 
Toronto. 

HOTEL  FOR  CANADIANS. 

There  is  a  splendid  New  York  hotel 
catering  specially  to  Canadian  visi- 
tors, who  are  made  to  feel  at  home 
and  to  Avhom  particular  attention  is 
paid.  Canadian  merchants  who  go 
to  New  York  and  who  are  looking  for 
a  pleasant  and  conveniently  located 
hotel,  should  arrange  to  make  their 
headquarters  at  the  Hotel  Alabama 
and  the  Van  Renaselaer,  13-19  East 
nth  Street,  near  Fifth  Avenue.  The 
rates  in  this  hotel  are  moderate  and 
tipping  is  not  permitted.  The  em- 
jiloyes  are  well  paid,  and  guests  are 
assured  of  the  best  service  without 
tlie  necessity  of  paying  extra  for  it. 

HAVE  NEW  MONTREAL  OPFICE. 

Wm.  P.  King  &  Son,  manufactur- 
ers' agents,  have  opened  a  new  office 
in  Montreal,  at  511  Coristine  Build- 
ing, and  from  that  hranch  they  will 
be  able  with  more  facility  and  great- 
er satisfaction  to  handle  the  increas- 
ing business  in  the  Eastern  portion 
of  Canada.  This  firm  has  the  agencies 
of  a  num'ber  of  leaders  in  their  re- 
spective lines,  and  the  rapidly  grow- 
ing business  which  they  are  doing  is 
evidence  alike  of  the  excellence  of  the 
goods  sold  and  the  progressive  meth- 
ods of  the  fii-m  selling  them.    Wm.  P, 


King  &  Son  now  represent  in  Eastern 
Ontario,  Quebec  and  the  Maritime 
Provinces,  the  C.  TurnbuU  Co.,  of 
Gait,  manufacturers  of  "Ceetee"  and 
"Perfect  Fitting"  underwear,  and 
the  Clinton  Knitting  Co.,  making 
"Wearwell"  hosiery.  They  have  as 
well  the  Dominion  agency  for  "Lith- 
olin"  waterproof  collars,  Corliss  coon 
collars  and  Billiken.  The  Toronto  ad- 
dress of  the  firm  i-^  71  York  Street. 

A  RUST  REMOVER. 

M.  Markus  &  Co.,  21-3  Notre  Dame 
Street  West,  Montreal,  arc  agents  for 
the  Globe  Rust  Remover,  a  discovery 
which  removes  iron  mold  stains  w'ith- 
out  causing  the  slightest  injury  to 
the  linen.  It  is  in  crayon  form,  and  has 
to  be  simply  moistened  and  rubbed 
on  the  stain  wliieh  must  also  be 
m'oistened.  Particulars  will  be  gladly 
given. 

XYLONITE    LINEN   COLLARS. 

Xylonite  linen  collars  possess  some 
decidedly  attractive  features  which 
make  them  easy  to  sell;  easy  the  first 
time  and  easier  still  after  that.  The 
British  Xylonite  Company  has  been 
manufacturing  these  goods  for  nearly 
a  quarter  of  a  century.  This  firm  also 
manufactures  the  product  from 
which  these  collars  are  made.  This 
insures  uniformity  of  quality,  and 
this  constitutes  one  of  the  character- 


istics of  Xylonite  collai's.  They  iiave 
reinforced  button  iioles,  and  tliey  are 
waterproof  and  washable.  They  do 
not  wilt  on  a  hot  day.  All  the  fash- 
ionable shapes  are  represented,  and  a 
large  stock  is  held  at  Toronto  from 
which  orders  will  be  promptly  filled. 
All  the  leading  wholesale  houses  will 
show  you  samples  of  Xylonite  collars. 
Geo.  Ridout  &  Co.,  77  York  Street." 
Toronto,  are  the  Canadian  agents  for 
the  manufacturers. 


LAURENTIAN    WHITEWEAR    CO. 

This  company  was  orgaiiized  and 
started  doing  business  in  the  Fall  bX 
1906,  manufacturing  ladies'  white' 
underwear,  blouses  and  .  r^ady-'made, 
sheets  and  pillow  slips,  with  a  plaiVt 
of   very   moderate   size,   thjir   gooasl 
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being  put  on  the  market  under  a  re- 
gistered trade-mark  known  as  the 


Sti  rapid  has  the  gruuili  of  this  con- 
cern been,  that  several  additions  liave 
already  been  made  to  their  plant  and 
to  keep  pace  with  its  ever-increasing 
volume  of  business,  further  enlarge- 
ments are  now  being  contemplated. 
These  facts,  combined  with  high- 
class  workmanship,  an  energetic  fac- 
tory and  sales  staff,  are  responsible 
for   the   "Laurentian"   success. 

HARVEY    QUILTING    CO. 
DOUBLES  CAPACITY. 

,  The  Harvey  Quilting  Co.,  35  Pearl 
Street,  Toronto,  have  purchased  the 
comforter  and  cushion  business  of  the 
iAlaska  Feather  &  Down  Co.,  Mont- 
real, and  the  machinery  is  now  being 
installed  in  the  Toronto  factory.  With 
a  doubled  capacity  and  a  plant  tliat 
is  up-to-date  in  every  particular,  thfe 
company  are  well  equipped  to  manu- 
facture pure  down,  wool  and  cotton 
comforters,  pillows,  cushions  and 
muff  beds.  Samples  for  1909  are  now 
ready. 

GALT  KNITTING  CO. 

The  Gait  Knitting  Co.,  Limited, 
makers  of  the  well-known  "Tiger 
Brand"  Underwear  and  Eiderdown 
Garments,  are  now  on  the  market  for 
the  Fall  of  1909,  with  a  very  large 
and  comprehensive  range  of  all  lines 
of  underwear  required  by  any  retail- 
er. This  company  have  added  in  ad- 
dition to  their  heavy  lines,  medium 
and  light  weight  goods  for  the  Spring 
and  Fall  trade.  With  the  most  mod- 
ern mill  for  the  manufacture  of  un- 
derwear in  Canada,  their  lines  should 
continue  in  the  popularity  which 
they  so  well  deserve. 

CHANGE   IN   LOCATION. 

The  Doherty  Waist  &  Suit  Manu- 
facturing Co.,  Toronto,  have  removed 
from  College  Street  to  the  corner  of 
Spadina  and  King. 

'  STANDARD  UMBRELLA  MFG.  CO. 

The    Standard   Umbrella   Mfg.    Co., 
:  215  Notre  Dame  Street  West,  Mont- 
real  are  ihnwing  an  extensive  Spring 
line   of  umbrellas   for  every  possible 
want.    They  do  not  cater  to  the  cheap 
,  self-npener  trade,  but  look  for  trade 
-in    the   better  lines.     Their   range  of 
handles  for  ladies'  umbrellas  is  very 


large,  including  gold  and  pearl  com- 
binations as  well  as  gun-metal  effects, 
etc. 

NATIONAL  RUBBER  COMPANY 
OF  CANADA. 

The  National  Rubber  Company  of 
Canada,  Montreal,  desire  to  express 
their  thanks  and  appreciation  to  their 
many  friends  for  the  kind  support 
they  have  given  them  during  the  year 
just  ended.  They  also  wish  to  tender 
to  them  their  best  wishes  for  a  happy 
and  prosperous  1909. 


AN  UNIQUE   CALENDAR. 

The  Keview  is  in  receipt  of  an  uniqiu' 
and  artistic  calendar  from  the  Dr. 
Jaeger  Sanitary  Woollen  System  Co., 
of  Montreal.  The  front  of  the  calen- 
dar shows  an  artistic  Dutch  scene, 
and  the  calendar  is  so  arranged  as  to 
serve  for  the  years  1909  to  1925,  in- 
elusive,  by  adjusting  it  according  to 
a  diagram  given  on  the  back. 

A  NEW  CATALOGUE. 

The  new  catalogue  being  issued 
this  month  by  Delfosse  &>  Co.,  Mont- 
real (size  5.Vx84  in.),  contains  nearly 
200  pages  and  over  600  cuts  of  all 
the  latest  fixtures  for  displaying  all 
lines  of  fancy  goods,  dry  goods, 
millinery,  etc.  One  of  the  features 
of  the  catalogue  is  a  cut  of  a  new 
hat  stand  which  holds  the  hat  firmly 
allowing  it  to  be  shown  without  re- 
moving from  the  fixture. 

Forms  for  the  display  of  ladies' 
and  men's  garments,  and  a  line 
range  of  wax  figures  are  illustrated 
in  the  catalogue. 

A  SALES  HELP. 

"One  Thousand 
^Ways  and  Schemes 
to  Attract 
j  Trade ' '  is  the 
name  of  a  very 
useful  book  for  re- 
tailers, by  Irving 
P.  Fox,  issued  by 
the  Spatula  Pub- 
lishing Company, 
of  Boston,  Mass., 
intended,  'as  the 
name  implies,  to 
be  of  real  use  to 
the  trade  in  doing 
business.  The  suggestions  contained 
in  the  book  are  not  mere  theories, 
but  are  descriptions  of  schemes 
which  have  been  tried  by  merchants 
and  proved  valuable.  The  ideas 
given  are  such  that  might  be  adapted 
to  almost  any  condition,  and  are  also 
valuable  in  suggesting  other  ideas  to 
a  merchant. 

The  book  is  handsomely  illustrated 
with  half-tone  and  line  engravings  in 
a  variety  of  subjects,  and  without 
doubt  is  a  book  which  will  prove  in- 
valuable to  the  retail  merchant. 

MAKING    FEATHER    DUSTERS. 

H.  W.  Nelson  &  Co.,  92  Adelaide 
Street  West,  Toronto,  have  added  to 
their  broom  factory,  a  modern  plant 


for  the  manufacture  of  feather  dust- 
ers. They  have  arranged  for  the 
necessary  supply  of  high-grade 
turkey  feathers  and  goods  will  be 
ready  for  delivery  by  Feb.  1st. 


TEXTILE   BOOKS. 


WlJOLEN  AND  WORSTED  SPINNING.  By 
Miles  Collins,  Superintendent  of 
Abbott  Worsted  Company,  Granitevilk-. 
Mass.  312  pp.,  200  illus.  Hull  Morocco  bind- 
ing. A  comprehensive  reference  work  and 
practical  working  guide  to  the  manufacture 
of  woolen  and  worsted  yarns.  Written  by  a 
mill  expert  of  wide  experience  and  recognized 
as  an  authority  on  the  subject.  Embodying 
the  approved  practice  in  American  mills,  and 
based  on  a  careful  study  of  the  latest  and 
best  types  of  modern  textile  machinery. 
After  treating  of  the  natural  characteristics 
of  the  wool  and  hair-producing  animals  that 
constitute  the  sources  of  supply,  it  takes  up 
the  grading  and  sorting  of  wool  ;  the  pro- 
cesses of  cleansing,  woolen  and  worsted 
carding,  preparing  and  back-washing,  worst- 
ed drawing  and  spinning,  woolen  spinning, 
doubling  and  twisting,  and  the  manufacture 
of  felt.  Price,  $3.  MacLean  Publishing  Co., 
Technical  Book  Dept.,  10  Front  Street  East. 
Toronto. 


WOOLEN  AND  WORSTED  FINISHING. 
By  John  F.  Timmermann,  Textile  Ex- 
l-ert  and  Writer.  332  pp.,  100  illus.  Half 
-Morocco  binding.  A  practical  working  hand- 
book, explaining  the  methods  and  machinery 
used  in  finishing  woolen  and  worsted  goods 
in  general,  and  the  processes  involved  in  the 
special  treatment  of  all  types  of  standard 
fabrics.  Covers  such  details  as  : — Wet  finish- 
ing ;  washing  ;  singeing  ;  stretching  and  roll- 
ing ;  extracting  arid  squeezing  ;  gigging  and 
napping  :  lustering  ;  carbonization  ;  dry 
beating  ;  brushing  ;  shearing  ;  dampening  ; 
pressing  ;  measuring,  rolling  and  packing; 
etc.;  special  finishing  of  cassimeres,  cheviots, 
kerseys,  meltons,  beavers,  chinchillas,  outing 
flannels,  doeskins  and  face  goods,  double 
cloths  and  reversibles,  Thibets,  satinets, 
blankets,  serges,  dress  goods,  poplins,  etc.; 
sulphur  bleaching  ;  troubles  and  their  avoid- 
ance ;  effects  of  humidity  on  yarn,  etc.  Price 
?3.  MacLean  Publishing  Co.,  Technical  Book 
Dept.,   10  Front  Street  East,  Toronto. 


"TEXTILE   DESIGN.     By  Fenwick   Umpleby. 

•*■  Head  of  Department  of  Textile  Design, 
Lowell  Textile  School.  378  pp.,  400  illus. 
Half  Morocco  binding.  A  practical  guide  to 
the  art  of  designing  all  kinds  of  textile 
fabrics.  Prepared  especially  for  home  study, 
and  perfectly  adapted  not  only  to  meet  the 
needs  of  the  beginner,  but  also  to  serve  as 
a  valuable  reference  work  for  experienced 
textile  designer.  The  use  of  mechanical  aids, 
such  as  design  paper,  is  fully  described  ; 
also  the  fundamental  principles  of  drafting 
and  reduction  and  of  the  effects  of  colors 
and  their  combinations  ;  the  design  of  the 
various  kinds  of  fabrics— cloths  backed  with 
filling  and  warp  ;  double  and  three-ply 
cloths,  plain  and  pattern  weaves,  spot 
weaves,  pile  or  plush  fabrics,  Jacquard  and 
gauze  or  Leno  designing,  etc.  The  practical 
applications  of  the  principles  of  textile  col- 
oring are  shown,  and  systematic  and  busi- 
ness-like methods  of  cost  finding  are  describ- 
ed. Price,  $3.  MacLean  Publishing  Co.. 
Technical  Book  Dept.,  10  Front  Street  East. 
Toronto, 
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To  the 

Canadian  Dry  Goods  Trade 


Mr,  A.  Roy  MacDougall,  42  Adelaide  Street  W., 
Toronto,  Manufacturers'  Agent,  has  just  returned  from 
England,  where  he  has  secured  the  exclusive  Canadian 
Agency  for  several  very  strong-selling  lines  of  leather 
goods.  These  will  be  carried  in  conjunction  with  the 
representative  American  lines  he  has  been  carrying  for  the 
past  three  years.  Mr.  MacDougall  is  able  to  offer  the  dry 
goods  trade  some  very  strong  values  in  lines  that  have 
become  popularized  wherever  shown. 


Read  This  List  of 
Exclusive  Leather  Goods 

LADIES'  HANDBAGS. 

Copeland  and  Mittenthal,  New  York. 

POCKET  BOOKS,  LETTER  CASES,  CARD 
CASES,  BILL  FOLDS. 

The  Arms  Manufacturing  Co.,  Deerfield,  Mass. 

DRESSING  CASES,  WRITING  CASES,  BRUSH 
CASES,  COLLAR  and  CUFF  BOXES,  GLOVE 
and  HANDKERCHIEF  CASES,  JEWEL 
CASES,  LADIES'  COMPANIONS,  PURSES 
and  POCKET  BOOKS. 

Rendall,  Underwood  &  Co.,  Ltd.,  Birmingham,  England. 

PURSES,  POCKET  BOOKS,   CARD  CASES. 

M.  Connor  &  Co.,  London,  England. 

A  complete  set  of  samples  of  these  lines  may  be  seen 
in  Mr.  MacDougall's  Sample  Rooms  at  42  Adelaide  St.  W.i 
Toronto,  and  Mr.  Geo.  D.  Scott  will  call  upon  the  trade. 

Donl  huy  fancy  leather  goods  until  you  see  samples  he  Kill  show. 


Please  mention  The  Revieiv  to  Advertisers    and  their  Travelers 
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HOTEL  DIRECTORY. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pleasantly  and  conveniently 
located  on  tlie  east  side  of  Queen  Street.  Ihe 
rooms  are  bright  and  cheerful.  Every  attention 
paid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  MoNicol,  Prop. 


TOWER     HOTEL 

GEORGETOWN,    DEMERARA 

BRITISH  GUIANA 
This  first-class  hotel  is  most  conveniently 
situated  in  tlie  coolest  ami  healthiest  part  of  the 
city.  Five  minutes  from  railway  station  aiid 
steamer  stalliiigs,  and  near  to  all  principal  pub- 
lic buildings.  Cool  and  lofty  bedrooms.  Spacious 
dining  and  ladies' rooms.  BilUard  room.  Elec- 
tric light  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mr*.  J.  F.  SMITH,       -        -       Proprietress 

Oppojite  Victoria    Park   and    Cedar   Ave. 
Private  Board  $12  to  |14  per  week. 
Open  November  Closes  in  May 


WINTER    RESORT 

QUEEN'S   PARK   HOTEL 

Port-of-Spain,  Trinidad,  B.W.I. 
JOHN  McEWEN,         -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPING    &    TRADING    CO. 
29  Broadway,   New  York. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,   N.S. 


A.OCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 

15%  Toronto  St.  465  Temple  Bide. 

Toronto  Montreal 


Collecting  Money 


from  tardy  debtors  may  be  no  ea»y 
task  to  you.  But  we  make  a  specialty 
of  the  business.  Our  work  during  the 
year  we've  been  in  business  has  been 
(and  is  now)  entirely  satisfactory  to 
our  clients. 

Let  us  collect  your  overdue  accounts. 
Wo    can    get    your    money    for    you. 


The  Beardwood  Agency 

313  New  York  Life  Building    -    MONTREAL 


When  writing  advertisers  kindly 
mention  having  seen  the  advertise- 
ment in  this  paper. 
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MANurAOTURERS'  AGENTS      condcnscd  Advcrtisemecls 


S.  W.  STEVENSON  &  CO. 

DRY    GOODS 
COMMISSION    MERCHANTS 


TORONTO 

55Yonge  St. 

Phone  Main  7130 


MONTREAL 

42  Victoria  Sqr. 

Phone  Main  4843 


CabIa  Address 
"MACKER,"  Winnipeg 


Olfxe 
511  tshdown  ikc't 


McRAE  &  WALKER 

Manufacturers'  Agfnts   ard    Wholesale 
Jobbers    WINNIPEG. 

Correspondence  solicited  from  manufacture's 
desiring  live,  up-to-date  representation  in  ll.c 
West. 


J.    SPROUL    SMITH 


Manchester  Building 


TORONTO 


Representing:  Cornwall  S;  York  Cotton  Mills 
Co  ,  Ltd  ,  Cotton  Goods  St  John  V.B. ;  Paris, 
Wincey  Mills  Co  ,  Flannels,  eti-.  Paris,  Out.; 
John  Bri„'ht  &  Bros..  Ltd  ,  Carpets,  etc.,  Roch- 
dale, Eng  ;  Wni.  Clark  &  Sons,  Canvas,  Hollands, 
etc  ,  ITpperlands,  Ireland;  Alhert  Godde  Bedin 
.<i   Cie..  Chiffons.    Laces,  etc.  Paris 


Dieckerhoft  Raffloer  &  Co. 

OF  CANADA    LIVITED 

DRY  GOODS   COMMISSION  MERCHANTS 

AND   MANUFACTURERS'  AGENTS 

Montreal— 40  St     Antoine   .St  ;    Winnipeg— 4C0 

Hammond  Block;  Toronto- l,'i4-160  Wellington 

.Street  West,   cor  .Simcoe   .Street— Head  CflUe. 

Importers  of    Ivuttons.  Smallwares,  lares, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carrieil  in  Montreal  and  Toronto. 


Cable  Address,                              Phone  Main 
"  Kingsons  Toronto." 

W.  p.   KING  &  SON 

GL^iS 

Manufacturers' 
Under-weak,     Hosiery, 
74  YORK  STREET     - 

Agents 

Bl.vnkets,    Etc. 
-     TORONTO 

Canadian    and    Foreign    manufacturers' 
solicited  on  favorable  terms. 

lines 

LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates.  Montreal 

Albert  W.  Atwater,  K.C.,  Consulting  Counsel 

tor    City    of    Montreal;     Chas.    A. 

Dudos;   Henry   N.  Chauvin. 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  198.i 


WHOLESALE  HOUSES. 


ATERSON 

LIMIT'.O 

I  The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


The  Gipe  Carrier  Company 


Manufscturers  of  hlsh-cUss  Store  Service, 
Cash  Carriers,  Package  Carriers,  Cash 
Lifts,  Package  Lifts.  Fully  guaranteed  tor 
a  year.    Send  for  catalogue. 


Toronto,  Ont. 
90  Ontario  St. 


London,  Eng. 

38  Euston  BldK- 
Oaorgt  St. 


DUPLICATING  DEVICES. 

IF  INTERESTED  in  a  Duplicating  Machine  for 
getting  out  circular  letters,  reports,  price-lists, 
etc.,  or  for  printing  various  office  forms,  write 
for  booklet  and  samples  of  work.  The  "POLY- 
GRAPH "  Is  the  newest,  latest  and  best,  and  sells 
for  a  lower  price  than  the  others.  Is  unexcelled  hj 
any  similar  device  on  the  market.  F.  W.  Tenney, 
Canadian  Sales  Agent,  123  Bay  St.,  Room  116 
Stair  Building,  Toronto,  Canada. 


LITHOGRAPHY. 


HIGH  CLASS    COLOR    WORK— Commercial 
stationery,  posters.     Tne  Hough  Llinugrapb- 
ing  Co.,  Limited.     Office,  No.   i  Jarvis  St., 
Toronto.     Telepnone,  Main  1576.     An,  good  work- 
mansDlp,  business  mctbuds. 


MISCELLANEOUS. 


AGENTS  WANTED  — Calling    upon    the   retail 
trade  to  nandie  ine  p''0duciiuns  ol  a  high-class 
lace  and  novelty   Douse.     An  inieresiing  line 
for  any  agent  wiin  good  connection   amongst    high- 
class  retailers.  Address,  Laces,  care  LiKt  oOOuS 
KcVltivV,  88  fleet  bireet,  ti.(_..,  London,   bngiand. 


A 


DDING  TYPEWRITERS  write,  add  or  sub- 
tract in  une  uperaiiun.  hiiioit  Fisher,  Ltd., 
l^in  Bay  Street,  I'urunio. 


BETTER,  CHKAPKk,  iAFER  LIGHTING— 
lue  t'ltner  aystcm  of  Gasoline  Ligniing  is 
tne  best  sysiem  yet  pruauced  for  lignting  a 
store,  notel  or  public  ouiluing.  In  cuiesaud  towns 
Piiner  Systems  arc  used  beciuse  of  the  superior 
quality  and  quantity  ut  ligni  obtained  for  small 
cost.  They  are  just  as  succeosful  in  any  village  or 
country  place.  A  small  ouilay  secures  a  complete 
and  Independent  Piiner  lighting  plant,  tree  illus- 
trated booklet  and  lull  particulars  on  request. 
The  Pitner  Lighting  Co.,   Limited,  Toronto,  can 

NATIONAL  AID— An  aidto  every  retail  merchant 
in   tne   world.     Saves  money,  time,  work  and 
worry.      The  Naiicnal  Cash   kegislcr  Co.,   F. 
E.   Muiton,  Canadian  Manager,  cor.   YoogeSt.  and 
Wilion   Ave.,    Toronto. 

THE  RELIABLE  LIGHT  will  light  your  store 
100/i  better  tnan  gas,  electricity  or  acetylene. 
6JU  candle  powcrligbi  costs  1  cent  per  hour 
to  operate.  Tnousands  in  use.  A  safe,  reliable, 
purewhlie  light  of  intense  brilliancy.  Write  tor 
booklet  M.  1  he  Rice,  Knight  Mfg.  Co.,  Limited, 
40  Lombard  St.,  Toronto. 


WANTED  In  every  town  and  village,  a  represen- 
tative to  take  cnarge  of  tne  circulation  of  our 
various  publications  :— Hardware  and  Metal, 
Canadian  Grocer,  Financial  Post,  Plumber  and 
Steamfitter,  Dry  Goods  Review,  Printer  and  Pub- 
lisner,  BooKseller  and  Stationer,  (.^anadian  Ma- 
chinery, and  Busy  Man's  Magazine.  Good  finan- 
cial standing  and  business  connection  a  strong 
recommendation.  Just  the  position  for  a  retired 
business  man  for  his  spare  time.  'The  MacLeaa 
Publishing  Company,  Limited,  Toronto. 


WARDROBES  FOR  SALE. 

EIGHT  SECTIONS    of    Weir    Clothing   Ward- 
robes,   latest    style,    metal   slides    complete, 
perfect  condition.   A  bargain.   Address '"  Wal- 
bln,"care  DRY  GOODS  REVIEW,  Toronto. 

AGENCIES  WANTED. 


w 


ANTED— Dry  goods  agencies  for  western 
provinces.  Best  of  references.  Write  to 
Box  R,   DRY  GOODS  REVIEW,  Toronto. 


WANTED— A  line  of  dry  goods  samples  for 
Prince  Edward  Island  only.  Can  sell  fifty 
thousand  for  a  house  that  carries  stock  and 
canship  sorting  orders  promptly.  I  have  a  propo- 
sition worth  considering  for  a  first  class  bouse. 
Address  confidentially  P.E.  Island,  care  DRY 
GOODS  REVIEW,  Toronto. 


AGENT  WANTED. 

A  GOOD  class  London  house  requires  Cana- 
dian agent  to  call  on  the  retail  trade  with 
recherche  lace  goods,  blouses,  costumes,  etc. 
The  house  Is  not  unknown  In  Canada  and  somt 
good  accounts  are  at  present  open.  Address  Box 
50,  DRY  GOODS  REVIEW  efflse,  tS  Fletl  St., 
E.G.,  Loadoa,  EB|Ua4. 
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Cable  jiddress,  "  Qordonson,  "  <^ontreal. 


Western  Union  Code. 


John  Gordon  &  Son 


Commission  Merchants 


an( 


Manufacturers'  Agents 


MONTREAL 

316  St.  James  Street 


Toronto  Branch 

80  Bay  Street 


Some  Leading  Lines  sold  by  us  are 


Pennians' 


(  Underwear 

Socks 

Hosiery 

Sweaters 

Flannels 
,  Blankets,  etc. 


Auburn 
Woollen 


Coverts 
Tweeds 
Worsteds 


Co.'s  Beavers  and  Meltons 


Ladies'  Costume  Cloths 


Success  Collars 

Eclipse  Umbrellas 

Campbell's  Linen  Threads 

Alexander's  Cotton  Threads 

Silk  Threads  and    Long   Length    Tapes 

Boot  and  Shoe  Laces  of  all  kinds  in  stock. 
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THREE  NEW  AND  GREAT 
ENGLISH   DRESS  FABRICS 

By 


Ottoman  Royal 

A  Worsted  and  Mohair  Ottoman  Weave  in  a  cloth  that 
will  drape  or  tailor.      Blacics  and  Colors. 

Ottoman  Reina 

Worsted  and  Wool  Dress  Material  that  will  not  spot  or 
cockle,  and  having 


'^ 


PERMANENT 
SATIN    LUSTRE 


Tussah  Royal 

Emphatically  endorsed  by  dressmakers,  women's  tailors 

and  retailers  in  London,  Paris  and  New  York, 

as  it  is  suited  to  the  present  form 

of  Costuming. 


All  three  materials  reach  the  usual  high   Priestley  level  of  merit  and  are  most 
desirable  for  next  year's  business.    WE  RECOMMEND  THEM  TO  YOU. 


So/e  Agents  for  Canada 

Greenshields  Limited 

Montreal 


Please  mention  The  Review  to  Advertisers  and  their  Tra7c!crs 


February,   1909 


Vol.  XX. 


No.  2 


Single    Copy   Twenty-Five    Cents 
Per   Year        -        -        Two  Dollars 


Special    Feature 
Knit    Goods 


/        Paris 


MacLean    Publishing  Company,    Limited, 

Publication    Office,    Toronto,    Canada 

J^onlreal     Winnipeg     New  Yorl( 

Chicago       London,   Eng. 
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Dead  Stock 
An  UnknoAvn 

V/Uailtlty.  Perhaps  not  with  every- 

one, but  it  is  with  customers  of  these  \vorks. 

— Goods  that  are  soiled,  window  faded,  off-color, 
— w^on't  sell,  can  be  transformed  into  bright, 
— clean,    up-to-date     stock     Avhen     sent     here. 

Our  business  is  dyeing  and  finishing  for  the  dry-goods  trade — anywhere 
in  Canada.  Our  customers  are  among  leading  merchants  in  all  the 
Provinces. 

R.    PARKER    &    CO. 

DYERS  AND  FINISHERS 
TORONTO,     -     CANADA 


LINOLEUMS 

1000  pieces  Inlaids,  A  ana 
B  quality,  select  range  or 
patterns,  to  be  cleared  at 
prices  wnicn  mean  BIC 
PROFITS  to  live  retailers. 

Samj>}es    and  Quotations  upon   request 

Artkur  fe?  Co.  (Export)  Ltd. 
GLASGOW  and  LONDON 


Canadian   Headquarters 


232   McGill   Street 


Montreal 


J.  K.  WALLACE 


Rooster  Brand 


Best 


ICrow/lOverAll 


"  Good  wines  are  at  Kaiser  Wilhelm's, 
Good  cakes  are  at  Uncle  Sam's, 
And  in  dear  old  Britain's  larders 
Are  the  best  of  plums  and  jams  ; 
But  bread  and  meat  and  good  OVERALLS, 
A  pipe,  a  mug  and  a  fire 
Are  the  things  that  we  have  in  Canada, 
What  more  can  a  man  desire?  " 

— and  the 

BEST  OVERALLS  IN  CANADA 
are  the   "  Rooster   Brand  " 

If  you  have  not  seen  our 

Blue  and  Black  Overalls  to  Retail  at  75  Cents 

write  for  samples. 

Robert  C.  Wilkins 

Montreal 
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Sorting 
Orders 


Your    immediate    requirements 
filled  promptly  and   satisfactorily — 

The  advantages  of  this  immense  warehouse  may 
be  adequately  gauged  by  our  abihty  to  look  after 
your  sorting  orders — 

This  warehouse  contains  the  largest  stocks  of 
dry  goods  in  Canada. 

Every    department    offers    you 
attractive   values    for    Spring — 


Jylav     Orders     Receive     Prompt 
ana     Accurate     Attention. 


Greenshields  Limited 

Montreal 


During  MILLINERY  OPENINGS  —  March  1st,    Sample  Rooms, 
Carlaw    Building,     28    Wellington    Street   West,    Toronto,    Ont. 
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THREE  NEW  AND  GREAT 
ENGLISH  DRESS  FABRICS 

By 


Ottoman  Royal 

A  Worsted  and  Mohair  Ottoman  Weave  in  a  cloth  tiiat  will 
drape  or  tailor.     Blacks  and  Colors. 

Ottoman  Reina 

Worsted  and  Wool  Dress  Material   that   will   not   spot   or 
cockle,  and  having 


'-       PERMANENT 
SATIN   LUSTRE 


Tussah  Royal 

Emphatically   endorsed   by   Dressmakers,  Women's  Tailors 
and   Retailers  in   London,   Paris  and  New  York, 
as  it  is  suited  to  the  present  form 
of  Costuming. 


All  three  materials  reach  the  usual  high  Priestley  level  of  merit  and  are  most 
desirable    for    next   year's    business.      WE    RECOMMEND    THEM    TO    YOU. 


Sole  Agents  for  Canada 

Greenshields  Limited 

Montreal 


Please  tnention  The  Review  to  Advertisers  and  Their     Travelers 


DRY    GOODS     REVIEW 


"Stocked  by  all  wholesalers  and  the  manufacturers.     Prompt  delivery  always  assured 
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A  Good  Selling  Argument  for 


u 


Old  Bkacb"  Linens 


is  the  fact  that  they  are  entirely  sun -bleached.  They  are  woven  from  the  best  flax  grown 
in  Ireland  and  obtain  their  lasting  snowy-whiteness  from  being  laid  on  the  grass  and  exposed 
to  the  sun's  generous  rays.  An  old-fashioned  method,  to  be  sure;  but  it  gives  infinitely  better 
results  than  can  possibly  be  obtained  by  any  chemical  treatment.  Sun-bleaching  retains  all 
the  extraordinary  natural  strength  of  the  flax.  Old  Bleach  Linens  are  perfectly  woven  and  are 
finished  without  a  grain  of  starch  by  our  special  Old  Bleach  Process — producing  that  lasting  silky 
lustre  and  soft  feel  characteristic  of  Old  Bleach  Linens. 

WE   HAVE  A   BOOKLET  TO   GIVE   YOU 

describing  Old  Bleach  Art  Linens.     Send  for  a  copy  to-day. 

R.    H,    COSbie,    insh  Unen  Agency,  TorOIltO 

Representing 

The  Old   Bleach  Linen   Company,    Limited,   Randalstown,    Ireland 


UNSHRINKABLE 


WOOL 


Nderwea 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


PATENT 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GA  MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

W/iolcsnh-  nnlji  - 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


HE     LEADING     ENGLISH     UNDERWE 
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DEBENHAMS    FOR    NOVELTIES 


We  beg  to  announce  our 

Spring  Millinery  Opening 


for 


March  1st  and 

Follo\ving  Days 

We    shall  exhibit  a  particularly   choice  and    exclusive 

collection  of 

French  Models 

Each  Model  is  an  Original  and 

strictly     imported 

by  ourselves. 


NOTE — At  the  same  time  we  shall  show  a  full  range  of  Hats,  Flowers, 

Feathers,  and  Millinery  Materials  in 
the  latest  ideas 

also 

Novelties  in  Laces,  Silks,  Ribbons,  etc. 

Early  buyers  will  find  our  stock  complete  from  the  15th  February. 

Our  copying  room  will  be  open  for  the  benefit  of  our 
customers    from    Wednesday    the    10th    of     February. 

EBENHAMS    Canada)  LIMITED 


MONTREAL 
18  St.  Helen  Street 


TORONTO 
Bay  and  Wellington  Streets 


T^"|?T>1?'\J'Pr  A  1V4^      Ar     f^f^        /London   (West),  Paris,   New  York,    Melbourne,    Cape  Town, 
l^JLlyJ->Il/i>l  ri.Xl.iVl     iX     KjKJ,     \ London  (City),    Brussels,    Boston,    Sydney,        Johannesburg 


iKi 


:-::>?t;vi^>ia:«B;?sfeA^y.  - 


Miifii 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


DRY    GOODS    REVIEW 


Woollen   Department 

1909  Montreal  1909 


Noted  Belwarps 


These  celebrated  cloths  embrace  Serges,  Vicunas  and  Dress  Suit- 
ings, for  which  the  Gault  Brothers  Co.,  Ltd.,  are  sole  agents  in 
Montreal.  We  guarantee  every  yard  as  to  strength,  colour  and 
general  satisfaction.  Every  three  yards  you  will  find  stamped 
with  the  above  stamp  of  the  lion  and  the  bell,  meaning  as  strong  as 
a  lion  and  as  sound  as  a  bell.  The  Belwarp  Linings  have  given 
great  satisfaction.  Good  trimmings  delight  the  merchant  tailor's 
heart.  Therefore  buy  Belwarp  Linings.  Don't  allow  yourself  to 
be  deceived.  Look  out  for  the  real  Belwarp  stamp.  None 
genuine    without   it. 

We  would  beg  you  to  make  a  point  of  looking  through  our 
great  ranges  of  Suitings,  Trouserings,  Dress  Suitings,  Overcoatings. 
Every  line  right  up  to  date  and  values  right.  We  also  carry 
a  large  stock  of  Tailor's  Trimmings,  which  will  match  the  new 
shades   in   the    woollens    which   we    are   showing. 

Wishing   you   a    good  Spring    business,    we    remain. 

Yours  truly, 

The  Gault  Brothers  Co.,  Ltd. 

We  would  advise  placing  your  orders  at  once,  as  prices  are  advancing. 
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1909  1909 


A  Good  Season  Ahead  Of  Us. 

We  would  like  to  advise  our  many  friends  in  the  Dry  Goods 
business  of  two  or  three  points. 

FIRSTLY.— Stocks  are  light  all  through  the  country,  both 
wholesiale  and  retail,  therefore  do  not  delay  in  giving  your  Spring 
orders  as   goods  will   be  scarce. 

SECONDLY.— Goods  are  going  to  be  dearer  rather  than  cheaper. 

THIRDLY.— We  have  a  grand  range  of  Spring  Novelties  in  the 
following  departments : 

Dress  Goods  and  Cotton  Departments 

We  desire  in  this  number  of  the  Dry  Goods  Review  to  draw 
your  attention  to  these  two  prominent  departments. 

Dress  Goods  Department 

DRESS  GOODS. —All  the  leading  lines  and  shades  for  Spring 
trade,  a  large  range  confined  to  ourselves  to  sell  at  popular  prices. 

PRINTS.— A  magnificent  range  of  beautiful  effects  in  Prints  for 
Spring  trade. 

ANDERSON'S  GINGHAMS— In  a  variety  of  designs.  These 
are  always  picked  up  early.    Don't  you  be  one  of  the  late  ones. 

LINENS  —  Special  numbers  in  Napkins,  Towels,  Tablings, 
Towelings,  Embroidery  Linens. 

Cotton  Department 

White  Shirtings,  White  Sheetings,  Pillow  Cottons.  All  these 
lines   bear  the   stamp  of  the   great 

RED  SEAL 

and  have  carried  the  country  by  storm.  It  might  weary  you  to 
enumerate  the  names  of  all  the  different  articles  that  go  to  make  an 
up-to-date  Cotton  Staple  Department.  We  will  have  them  all  when 
you  are  ready  to  buy,  and  don't  wait  too  long— NOW  is  the  time. 

The  Gault  Brothers  Co.,  Limited 
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We  Are  Offering  You 

To-dayinNo.3Cloth 

the  most  print  value  you  were  ever 
offered  for  the  money.      :     :      :      : 

Just  think  of    it  !       A  30/31  inch 
cloth,  fast  colors,  a  fine   range  of 
patterns;  the  blacks  stamped 
aniline   and     the    blues    ^"^1/ 
indigo J    /2C. 

Now,  we  have  other  just  as  interesting  vakies  in  other  departments, 
and  we  are  looking  for  the  banner  sorting  season,  and  have  made 
special  purchases  in  lines  that  are  bound  to  be  wanted,  and  no  waiting. 
We  are  sure  that  a  trial  sorting  order  will  convince  you  that  Ottawa 
has  a  sorting  house  that  ranks  among  the  best  of  them. 


Will  show  you  good  values  in  Lace  Curtains,  Art  Squares, 
Tapestry  Goods,  Oil  Cloths,  Rugs,  Cushion  Forms  and 
Tops,  Window  Shades  and  Poles. 


Our  House 
Furnishing  Dept. 

Women's 
Furnishing  Dept. 

Smallwares  and 
Notions 

Men's  Furnish- 
ings in  detail 

Make  out  your  sorting  order  to-day.      Use  the  /.  M,  G,  S, 

&  Co.  'j  order  form ^  and  we  will  ship  your  order 

in  time  for  your  next  busy  day, 

John  M.  Garland,  Son  &  Co. 

Wholesale  Dry  Goods  Ottawa,  Canada 


In  this  department  you  will  find  unusual  values  in  $2.00 
and  S2.25  goods,  including  Hose,  Gloves,  Whitewear, 
Knitted  Goods.  This  price  is  often  made  for  goods  worth 
more  money.  Linens  and  Towellings  are  found  in  this 
dept. 

Embroideries  and  Laces  will  be  among  the  nice  trims  for 
Wash  Goods.  Frillings  are  very  good,  and  promise  to  be 
better.  The  discarding  of  the  heavy  wraps  will  increase 
the  sale  of  Ruchings.  Satin  and  Silk  Covered  Buttons  are 
a  very  correct  trim  for  Costumes  and  Fancy  Dresses. 

This  department  is  specially  prepared  for  large  sorting 
orders  and  offer  you  standard  goods  and  other  special  lines 
at  close  prices.  Samples  and  quotations  furnished  to 
lumbering  firms  and  contractors  looking  for  good  goods  at 
right  prices. 
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SPOOL     SII>K 


Our  Dressmakers'  Fashion  Service 


embodies  plans  which  will  make  some    store  in 
every  town  the  centre  of  interest. 


Dressmakers  everywhere  throughout  Canada  are 
right  now  deeply  mterested  in  \j207%^^y/^^ 


Will  you  benefit  by  this  proffered  help  ? 
THIS  IS  THE  OFFER 


We  propose  to  give  free  to  Dressmakers  who  use 


'^s.. 


provided  they    wil 


agree  to  return,  within  one  year,  at  least  five  hundred  empty 


fifty-yard  spools, 


only  by  the  limitations  of  human  ingenuity, 
sewing  silk  is  full  length,  full 
strength,  full  weight,  of  even 
size,  and  comes  in  every  desir- 
able shade.  On  merit  alone  it 
has   outsold    any    sewing     silk 


^ 


ever  made. 


ates  all  problems  of  short  length, 
short  weight,  improper  sizing, 
fuzzy,   knotty  and  inferior  silk. 

Sewing  Silk  has  reached  its  pre- 
sent position  as  the  best  sewing 
silk  m  the  world  through  merit 
alone.  We  produce  a  silk  thread 

method    of    distribution    is    through  the    retail   dealer 


advertising      is     directing     the      attention     of      women      everywhere      toward 
silk,  they  also  learn  that  they  must  go  to  the  retail  merchant  to  be  supplied. 

Our  plans  to  center  the  sewing  silk  trade  in  your  store  will  be  sent  on  application.  The  trade- 


only.      While    our   wide 


pulling   power    of     these    plans    and    a    full    realization    of^  the  superiority 
Sewmg  Silk  will  greatly  interest  you. 


Corticelli  Silk  Company,  Limited, 


°'^ 


Head  Office : 
ST.  JOHNS,  Que. 


Address  nearest  office. 
Sales  Rooms— 22  St.  Helen  St.,  Montreal.         399  Cordova  St.,  Vancouver. 
21  and  2&  Wellington  St.   W^est,  Toronto.         91a  York  St..  Sydney,  N.S.VV^. 


56  Albert  St.,  Winnipeg. 


KPyofUceill 

SPOOI^     SII^K 


A  Fashion  Service  (regular  price  $25.00  per  year).  This  Fashion  Service,  (issued  four 
times  a  year)  Feb.  1st,  Apr.  15th,  Sept.  25th,  Nov.  15th,  is  handsomely  printed  in  four  colors, 
gives,  in  simple  but  attractive  form,  every  fashion  point  and  change  in  style  that  is  important  to  know. 

It  is  an  exclusive  and  high-grade  service  of  a  character  never  before  offered  in  Canada 
A  copy  of  this  handsome  publication,  15x10  inches,  will  be  sent   to  any  merchant  on  request 

,ij  's  70-year-old  sewmg  silk  elimin-      superlatively  good — its  excellence  held  in  bounds 
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The  Popular  Shirt — 
Black  Serge,  Fleece  Back, 
Extra  Large, 
Double  Stitched, 
Full  Yoke,  Pocket, 
$9.00  per  doz. 


Sold  by  all  wholesalers.  This 
Shirt  is  made  from  a  specially 
dyed  and  finished  cloth  guar- 
anteed fast  black. 


The  Canadian  Converters 

Co.,    Limited 
Montreal 
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Perfect  Powder  Puff 


^  Filled  with  American  Beauty  Powder,  the  finest  made. 
The  most  compact,  cheapest  and  best  —  in  fact,  the 
only  novelty  of  its  kind.  Can  be  carried  in  purse  or 
pocket.      A    boon    to    ladies ;    a  convenience  to  shavers. 

^  The  Powder  Puff  is  attached  to  the  inside  of  box  cover, 
is  projected  by  slightest  pressure  of  finger  through  opening 
in  top.     Finished  handsomely  in  imitation  of  red  leather. 

Retails  for  10  Cents 

^  A  wonderful  seller  in  department,  dry  goods  and  notion 
stores.  Is  being  extensively  advertised,  and  should  be  in 
all  stores.  A  good  agency  handling  this  line  for  Canada 
can  do  a  big  business.  Perfect  Powder  Puff  will  be  in 
demand.  Send  for  samples  and  ask  for  special  agents' 
proposition. 


Perfected  Powder  Puff  Co. 

44  Court  Street,  Brooklyn,  N.Y. 


Name  on  a  Dress  Shield  is  a  GUARANTEE  OF  QUALITY-a  MERIT  MARK 
of  TWENTY-FIVE  YEARS'  STANDING 


m^j 


DOVBLB  COVERED, 


WASHABLE 


SOLD  BY  ALL  THE  LEADING  JOBBERS 


I.  B.  Kleinert  Rubber  Co. 


Toronto 
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Established  1832 


CABLE  CODE:    Law -Bradford 


SPRING    1909 


(REGISTERED) 

These    goods    are    rolled    on    special     boards 
and    stamped    every    5    yards    L  A  W  R  U  S  . 

Sp  eciali  t  ies 

Alexandra     Suitings 

Mayfair    Suitings 

SELLING  FREELY 

See  Our   New   Suedena  Finish 

Rainproof  Goods 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD  and  LONDON 
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Ste\vart  &  McDonald  (Export) 


LIMITED 


GLASGOW, 


SCOTLAND 


^®ii  WAREHOUSES    I 

P  BUCHANAN  S' 4  ARGYLE  S' 

,  CLASCOWr 


Dress  Goods, 

Silks,    Prints, 

Ribbons,  Muslins, 

Laces,  Cottons, 

Woolens,  Linens, 

Hosiery,  Carpets, 

Linoleums, 

Lace  Curtains, 

Etc.,    Etc. 


WESTERN  BUYERS 

MR.  MERCHANT  TAILOR— 

Our  Stock  for  Spring  is  almost  complete  in  the  very  latest  in  Fancy  Worsted  and  Tweed  Suitings, 
Serges  and  Worsteds,  Flannels  and  Spring  Overcoating,  Italian  and  Mohair  Linings  in  all  shades,  and 
all  tailors'  trimmings. 

MR.  DRY  GOODS  MERCHANT- 

Stock  is  now  fast  arriving  in  latest  novelties  in  Dress  Goods,  Washing  Fabrics  in  Zephyrs,  Prints, 
Ducks,  Muslins,  Lawns,  Dress  Linens,  Linings,  Sateens,  Etc. 

We  are  carrying  specially  nice  ranges  in  Women's  and  Children's  Hosiery  for  the  Spring  Trade  in 
Cashmere,  Cottons  and  Lisle  Thread. 

MR.  GENTS'  FURNISHER— 

Spring  Underw^ear  in  both  British  and  Canadian  makes  are  to  hand.     Balbriggan,  Natural  Wool. 
Socks  in  Heavy  Wool,   Cashmere,   Cotton  and  Lisle. 
Working  Shirts,    Handkerchiefs   and  Neckwear. 

MR.  HOUSEFURNISHER— 

We  have  now  in  stock  full  ranges  in  Blankets,  Sheets,  Sheeting,  Pillo>v  Cases,  Cretonnes,  Casement 
Cloth,  Art  Muslins,  Lace  Curtains,  Etc. 

SHOULD  ONE  OF  OUR  TRAVELLERS  NOT  HAVE  ALREADY  CALLED 
ON    YOU,     WRITE    US    AT    ONCE    FOR     PATTERNS     AND     PRICES. 


CANADIAN   REPRESENTATIVES : 


Quebec  and  Maritime  Provinces, 
ALLAN  S.  BAIN, 
61  St.  Sulpice  St., 
MONTREAL. 


Ontario, 
J.  H.  JOHNSTON, 
64  Wellington  St.  W., 
TORONTO. 


Manitoba  and  West, 
JAS.  THOMSON  &  SONS, 
353  Water  St.,  Phone  4140, 
VANCOUVER. 
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You  and  The  Review 


The  man  who  tries  to  do  everything  for  himself  never  becomes  a  very  big  man. 

Analyze  the  career  of  any  great  captain  of  industry.  Paramount  among  the  causes  of  his 
success,  you  will  find  ability  to  seize  and  turn  to  his  own  work  "  outside  forces." 

Whether  this  "outside  force"  be  a  man,  a  circumstance,  or  a  trade  impetus  bought  from 
some  other  institution,  it  becomes  immediately  an  enormous  power  in  the  hands  of  the  man  who 
can  rightly  use  it. 

And  no  man  has  ever  become  great  who  did  not  possess  to  a  marked  degree  : — 
(a)  Ability  to  recognize  a  true  "outside  force." 
(A)  Quickness  to  turn  such  an  "  outside  force  "  to  the  furtherance  of  his  work. 

You  know  your  own  business.  I  can,  of  course,  bring  to  your  attention  this  or  that  great 
"  outside  force,"  but  whether  or  not  you  will  turn  it  to  the  furtherance  of  your  work,  not  I,  nor 
anyone  else,  but  you  yourself  must  determine. 

—  Conde  Nast. 


Why  not  take  advantage  of  the  true  "outside 
force*'  for  furthering  your  connection  with  the  entire 
Canadian  retail  dry  goods  trade  ? 

By  Using  The  Dry  Goods  Review 

you  can  do  exactly  that.  Through  it  you  can  concen- 
trate your  attention  upon  practically  all  of  the  good 
Canadian  retail  dry  goods  stores 

and 

Full  page,  twelve  months,  costs  but  $300.00. 


Mr.  Nast  is  a  director  of  the  Home  Pattern  Company,  and  is  known  as  a  power  in  the  advertising  world' 
The  above,  sent  out  in  the  form  of  a  letter,  is  from  a  series  of  ten  letters  exploiting  the  value  of  the  advertising  page 
of  the  Monthly  Style  Book. 
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BEGISTERED 


PATENTED 


Made  from  the  finest  specially  selected  Real  Human  Hair 
99 


EVERY   NET 


Reg'd  Trade  Mark 


NOTE  THE  TIGHT  HAIR  at  the  bollom  of  (he  Net  which 
when  placed  over  the  lorehead,  forms  a  neal  "Baj"  shape, 
keeping  (he  front  dressing  of  hair  "Tidy  "  whilst  allowing 
ample  fulaess. 


All  usual  Hair 
Shades. 

The   strongest 
and  most  dur- 
able fringe  net 
ohtainable. 


A  USEFUL  COUNTER  CABINET  GIVEN  FREE, 

with  orders  for  one  ^ross  and  upwards. 


RO^iFIVWAin     RRH^         London.  PARIS,  and  VIENNA.  sole  manufacturers.      Makers  also  of  popular  Hair  Nets, 
nU  JlJi^  TT  ALiU     OnU;?.,     Hair  Frames,  Hair  Rolls,  Dress  Accessories,  etc. 

Sole  Agents  for  Canada : 
Dieckerhoff,  Raffloer  &  Co.,  Ltd.,    cor,    Simcoe  and   Wellington    Sts.   TORONTO  and  40  St.  Antoine  Street,  MONTREAL. 


BERLIN,  Germany;  Nome,  Alaska;  Ancon,  Central  America;   Salisbury,   South    Africa;    Daves,   Switzerland; 
Ahwaz,  Persian  Gulf,  Asia;  Calcutta,  India;  Brisbane,  Australia;  Paris,   France;    Vienna,    Austria;    Bagdad, 
Turkey-in-Asia.     These  are  some  of  the  places  from  which  subscriptions  have  recently  come  for  Busy  Man's. 
The  magazine  now  goes  into  every  country  of  the  globe. 
You  naturally  seek  the  reason  for  Busy  Man's  favor  abroad.     Simply  due  to  it  reproducing  the  most  timely,   interest- 
ing and  entertaining  article  in  the  month's  periodical  press. 

Think  of  how  much  more  interesting  Busy  Man's  should  be  to  you,  containing  as  it  does  in  addition  to  the  above  the 
live  original  articles  of  interest  to  every  Canadian. 
Some  idea  of  the  richness  of  the  February  number  can  be  gained  from  following  list  of  contents: 

Rules  and  Regulations  No.  1 7 
Miscellaneous 


Original  A  r tides 

A  Canadian  Millionaire  Farmer 
How  Canada  Protects  Her  Fisheries 
Winnipeg's  New  Mayor 
A  Little  Sermon  on  Ideals 

System  and  Business 

The  Anangement  of  a  Private  Office 
Situation  Snapping  and  Situation  Choosing 
The  Business  Manager  of  a  King 
Mapping  Out  a  Career 

Political  and  Commercial  Affairs 
The  Finances  of  the  Past  Year 

$2. 00  per  year 


A  Country  Life  Commission 
The  Law  of  Prosperity 
Unemployment:  A  Difficult  Problem 
Boats  Made  of  Concrete 

Life  Stories  of  Successful  People 
Men  and  Events  in  the  Public  Eye 
Eliot  the  Inscrutable 
The  King  as  Guest 

Thomas  Cook — The  Pioneer  of  Modern 
Travel 

Short  Stories 

Saunder's  Strategy 


Mainly  About  Ourselves 

The  Health  Value  of  Laughing 

The  Truth  About  the  Automobile 

Mortality  in  Relation  to  Weight 

The  All-Concrete  Dwelling 

"Mr.  Dooley"  on  a  New  Literary  Light 

The  Busy  Man's  Book  Shelf 

Contents  of  February  Magazines 

Improvements  in  Office  Devices 

Humor  in  the  Magazines 


The  Busy  Man's  Magazine 


Montreal 


Toronto 


Winnipeg 


20  Cents  a  Copy 


London,  Eng 
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Thia  Is  an  Illustration  of  another 

ENGLISH  ^TTT^    ^^^^"^ 


MADE 


Size  3 
NICKELED  STEEL  DUPLEX  IN  7  SIZES 

Carded  or  Boxed  in  Dozens. 

J.  NIC  KLIN  &  CO.,       -       Birmingham,  Eng. 


w 


ESTERN 


Incorporated 
1851 

ASSURANCE 
•  •  COMPANY, 


FIRE 

AND 

MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -  $3,570,000 

Income  for  1906,  over      3,609,000 

HON.  GEO.  A,  COX,  President, 

W,  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


THE  METROPOLITAN 


Capital  Paid  Up 
$1,000,000.00 


BANK 


Reserve  Fund  and 

Undivided  Profits 

$1,277,404.49 


Every  Department  of  Banking  conducted  with  satisfac- 
tion and  absolute  security. 

Accounts  of  Individuals,  Firms  and  Corporations 
solicited. 

SAVINGS   DEPARTMENT 

$1.00  or  more  opens  an  account.    Interest  allowed  from 

date  of  depos  t  and  compounded  FOUR  times 

a  year.    No  delay  in  withdrawal. 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES— The  ORIGINAL  and  BEST. 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and   Other  Sanitary   Specialties. 

SOUTH  ALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS.       Wellington  Street  West,       TORONTO 


Important 


For  Jobber 
And  Manufacturer 


I  am  a  competent  business  man  acting  as  representative  in 
Western  Canada  of  one  of  tfie  strongest  manufacturing 
firms  in  Canada  and  controlling  a  large  branch .  office  staff 
with  complete  equipment  for  getting  business.  The  busi- 
ness is  growing  each  year,  and  now  amounts  to  about 
$50,000,  but  it  keeps  me  busy  only  four  months  in  the  year. 
I  am  open  therefore,  to  negotiate  with  a  manufacturing  or 
jobbing  house,  with  a  view  to  looking  after  its  interests  as 
well.  Only  gilt  edge  firms  need  apply. 
Results  assured  from  the  start  as  1  have  the  connection  and 
selling  organization  required.  Can  give  references  that 
count. 

Apply,   (Box  5, 
'Dr^  Goods  Review,  IVinnipeg. 


British  America  Assurance  Company 

A.  D.  1833 
FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W,  B.  Meikle,  General  Managers  P.  H,  Sims,  Secretary 

CAPITAL        .......         $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29,833,820.96 


Male  Your  Own  Biiiiis 

WITH   THE 

NEW   DEFIANCE 
BUTTON    MACHINE. 

Make  all  kinds  of  covered  buttons 
rim,  half-ball  or  flat,  complete  to 
make  three  sizes  of  button. 


^7.50 


A  CHILD  CAN  OPERATE  IT 


Call  or  send  for  samples  of  our  work 

Defiance  Button  Machine  Co., 

63  East  8th  St., 
NEW  YORK,  U.S.A. 


Established  1874 


LABROUSSE  &  CIE.  ''a:,Er 

Paria,   Grenoble,  Prague 
THE  WHOLESALE  GLOVERS 

Makers  and  Importers  of  all  kinds  of 

FINE    niD    GLOVES 

We  are  Right 
It  will  pay  you  to  see  our  Canadian  Representatire. 

HAROLD  F.WATSON, 207 St. ja.es St.  Montreal 
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BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These  brauds   rt-preseut    the    batting 
that  your  customei's  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brauds. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^T     (^(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Australian  Trade 


is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia : 

1906. 

Canada    Other  Countries        Total 


Cosies,  Cushions,  etc. 

£,      495 

£     154,047 

£    154.542 

Curtains 

190 

87.675 

87,865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3,297.724 

3,309  618 

Flannelettes 

1,688 

251,965 

253.653 

Boots  and  Shoes 

4.9,51 

114,(103 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlahlngr  Offices 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.C 

New  York,  29  Broadway 


Paton's  Scotch 
Boot  and  Shoe 
Laces  :2   :5   *.• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  while  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 

Church  Brand 
— Needles — 

They    are  indispensable    to 

your  store. 

Your  wholesaler   has  them. 


Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Agents  for  Canada  : 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crai^  St.  West,        -         -        MONTREAL 
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Brophy,  Parsons  &  Rodden 


LIMITED 

Successors  to 

Brophy,  Cains,  Limited 


Specialists  in 

Dress  Goods,       Wash  Goods, 
Silks,       Linens, 

and 

Ladies'    Dress    Requirements. 

Brophy,  Parsons  &  Rodden 

LIMITED 

Victoria  Square,        Montreal 
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Some   Facts  About    Ourselves 


TELLS  HIM  WHAT  A   Review    subscriber    states 

OTHER  that  he  enjoys  reading  the  paper 

MEN  ARE  DOING.  because  it  gives  him   not   only 

information  with  reference  to 
trade  conditions,  styles  and  other  similar  matters,  but 
"because  it  tells  me  what  merchants  in  other  places  are 
doing."  It  is  this  kind  of  news,  he  states,  which  imparts 
by  the  human  interest  route,  is  bringing  the  merchants  all 
over  the  country  into  closer  touch  with  each  other,  tells 
how  this  or  that  problem  is  being  solved,  and  is  of  par- 
ticular value  because  it  facilitates  instructive  comparison. 
This  is  a  department  of  The  Review  which  is  as  wide  open 
to  the  interests  of  the  trade  as  any  other.  It  is  always 
particularly  pleased  to  chronicle  therein  all  matters  relat- 
ing to  the  development,  extension  or  general  progress  of 
retail  establishments  and  to  bave  merchants  consider  it  a 
medium  through  which  to  exchange  their  views  or  ideas 
on  any  matter  relating  to  store  management. 


COVER  ILLUSTRATES  The    Paris    creation    illus- 

ONE  OF  THE  trated  on  the  cover  this  month 

LATEST  MODELS.  is   one    of     the    later    of    the 

newer  models.  It  has  many 
points  of  interest  to  the  fashion  student,  as  it  shows  how 
the  model  houses  are  beginning  to  break  away  from  the 
now  too  popular  Directoire  styles. 

Though  the  shape  of  the  figure  is  the  same  as  now,  with 
the  hips  suppressed,  the  waist  has  assumed  its  natural 
position.  The  gown  is  Princesse  in  shape,  and  has  a  long, 
narrow  skirt  ending  with  a  full  train,  and  has  the  finish, 
now  so  much  seen  in  Paris,  of  a  band  of  fur.  The  ma- 
terial of  which  the  gown  is  made  is  of  soft,  silky  face 
cloth,  prune  in  shade,  and  as  bright  in  finish  almost  as 
satin.  There  is  a  kind  of  sleeveless  overjacket  of  lace  of 
the  same  shade  of  net  worked  up  in  shaded  silks  and  gold. 
The  guimpe  is  of  prune-net  over  gold,  and  there  is  a  band 
of  gold  lace  across  the  corsage.  The  hat  is  of  the  large 
type  which  promises  to  arrive  later  on  in  the  season.  The 
shape  is  covered  with  prune  Ottoman,  the  crown  being  of 
the  natural  shade — that  is,  from  white  to  grey  in 
marabout,  and  the  uncurled  ostrich  feather  is  also  the 
same.  The  feather  is  held  in  place  by  a  large  cabochon 
set  with  amethyst  and  pearl  and  mounted  in  gold. 


REPLIES  ARRIVED  A   Western   advertiser  in   one 

AHEAD  of  the  MacLean  papers  states  that 

OF  HIS  PAPER.  in  reply  to   an  ad  which  he  in- 

serted recently,  he  received,  on 
the  day  the  paper  reached  his  ofiBce,  several  inquiries  as 
the  result  of  the  insertion  referred  to.  These  letters  came 
from  subscribers  not  far  from  Toronto  who  bad  received 
their  papers  earlier  by  a  day  or  two  than  the  Western 
man,  and  had  wasted  no  time  in  taking  the  first  step  to- 
wards prospective  business.  This  instance  is  only  one  of 
many  which  serve  to  demonstrate  that  the  MacLean  papers 
are  covering  their  field,  their  aim  being  to  serve  both 
buyer  and  seller  efficiently,  and,  with  that  object  in  view, 
to  impart  the  best  and  latest  information  calculated  to 
prove  of  interest  and  benefit  to  every  division  of  the 
trade. 


"POSTS  THE  NOVICE         The     Review     has     received 

AND  many  enconiums  by  letter  and 

THE  EXPERIENCED."     otherwise    with     reference    to 

the  special  Spring  number 
issued  in  January.  It  may  not  be  out  of  place  to  publish 
one  or  two  of  these,  since  they  render  further  personal 
comment  unnecessary,  together  with  a  number  of  those 
communications  referring  in  a  general  way  to  The  Review 
and  tlie  manner  in  which  it  is  being  received: 

From  J.  W.  Thomson,  Buckingham,  Que.:  "Your  spe- 
cial Spring  number  to  hand  this  day.  Allow  me  to  com- 
pliment you.  It  is  larger,  more  carefully  prepared  and 
more  handsome  in  every  way  than  before.  It  contains 
everything  necessary  to  post  anyone,  from  the  novice  to 
the  experienced." 

From  Qua  &  Patterson,  Owen  Sound:  "Your  special 
Spring  number  is  to  hand,  and  we  think  it  the  best  number 
you  have  gotten  out  in  every  way — good  cuts,  goods  ads 
and  lots  of  information  for  the  retailer. 

"We  have  a  special  sale  on  this  month,  so  send  you 
one  of  our  ads.    What  do  you  think  of  it?" 

From  T.  Ward  Clarke,  "The  Bon  Marche,"  Bristol, 
Eng. :  "Please  find  cheque  enclosed  herewith.  This  was 
the  price  quoted  me  from  Toronto  when  I  first  took  up 
Dry  Goods  Review.    It  has  been  a  profitable  investment." 

From  Thos.  B.  Clapperton,  Little  Cascapedia,  Que.: 
Enclosed  please  find  $4  in  payment  of  my  subscription  to 
The  Dry  Goods  Review  and  Hardware  and  Metal.  I  am 
very  well  pleased  with  these  two  papers." 

From  Wright  &  Hughes,  Dresden,  Qnt.:  "We  appre- 
ciate your  publications — Canadian  Grocer  and  Dry  Goods 
Review — and  find  many  helpful  ideas  in  them." 


INITIAL     NUMBER     OF  In   an   endeavor   to  serve 

THE  the   millinery   branch   of  the 

MILLINERY   REVIEW       dry  goods   trade   in   Canada 

better  than  it  is  possible 
to  do  in  a  paper,  all  the  energies  of  which  are  not  de- 
voted to  one  branch,  the  Canadian  Millinery  Review  has 
been  established,  and  will  hs  issued  in  conjunction  with  the 
Dry  Goods  Review.  For  the  present  it  will  be  pub- 
lished during  six  months  in  the  year,  in  the  two  millin- 
ery buying  seasons,  January,  February  and  March,  and 
again  in  July,  August  and  September.  This  is  the  first 
time  that  a  serious  effort  has  been  made  to  publish  an 
exclusively  milliner's  paper  in  Canada,  and  there  is 
ample  reason  to  believe  that  the  Canadian  Millinery 
Review  will  be  exceedingly  well  received.  It  will  give 
the  latest  and  most  authentic  information  on  millinery 
styles  and  tendencies,  prepared  by  members  of  our  own 
staff  in  Paris,  London,  New  York,  Montreal  and  Toronto, 
together  with  illustrations  which  will  help  to  make  the 
paper  interesting  and  valuable.  Sample  copies  will  be 
sent  gladly  to  anyone  desiring  them,  and  readers  of  the 
Dry  Goods  Review  are  invited  to  send  us  their  names, 
when  we  will  be  glad  to  send  copies  of  the  February 
issue  free  of  charge.  Get  the  name  of  your  millinery 
buyer  on  our  list.  Advertisers  will  find  in  the  Canadian 
Millinery  Review  the  only  means  by  which  they  can 
reach  the  Canadian  retail  millinery  trade. 
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Toronto 


"Her  Ladyship"  Ready-to- Wear  Garments 

We  desire  to  call  your  particular  attention,  this  month  to  the  splendid 
values  offered  for^Spring  Season  in 

LADIES'   TAILOR-MADE   DRESS   SKIRTS 

These  Garments  designed  by  our  own  designer,  from  New  York 
models,  and  the  very  latest  cut.  They  are  made  of  a  beautiful  fine 
French  Panama  cloth,  which  we  show  in  Black  and  all  the  leading 
shades  of  the  season. 


style 
No.  87 


Style 
No.  88 


la  Pantma,  til  Shades.  Satin  Trimmed.  3.7S  each. 


In  Panama,  all  Shades.  Satin  Trimmed.  $3.75  each. 
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Dry  good  smen  and  their  Methods 


Specialize  in  Advertising. 

THOS.   Miller   &i  Sons,  of  Oshawa,   are  going    to 
celebrate    their    20th    business    anniversary     in 
May  next.    Not  only  will  customers  receive  on 
that  occasion  a  very  handsome  souvenir  tray  as 
a  memento  of  the  occasion,  but  there  will  be  a>  array  of 
special   values   in   keeping   with    20th   anniversary   signifi- 
cance. 

The  "Arcade,"  for  that  is  the  name  of  the  store, 
has  just  concluded  one  of  the  greatest  sales  in  its  his- 
tory— the  "Great  Eruption  Sale,"  it  was  called  The 
Miller  boys  have  made  a  specialty  of  the  advertising  and 
sale  problems.  They  spend  about  $1,000  a  year  in  ad- 
vertising, which  is  the  top  notch  for  Oshawa.  The 
specials  are  brought  on  almost  every  Saturday.  In  ad- 
dition to  newspaper  publicity  the  country  is  well  served 
with   circulars.     On     the     occasion   of   the   big    .January 


"We  believe  in  a  square  deal,"  said  Geo.  Miller  to 
The  Review,  "and  in  giving  the  people  dollar  for  dollar. 
We  are  satisfied  with  ordinary  profits.  In  conducting 
our  sales  we  make  it  a  point  never  to  run  short  of  the 
goods.  If  we  find  that  any  particular  line  threatens  to 
give  out  within  the  time  set  for  the  sale,  we  go  to  the 
'phone  and  have  it  down  by  express  right  away.  In  that 
way  we  educate  the  people  in  the  fact  that  when  we  ad- 
vertise a  thing  they  may  be  sure  of  getting  some  of  it.  At 
the  same  time,  we  never  allow  a  sale  to  run  beyond  its 
advertised  limits. 

"We  have  our  own  views  with  regard  to  ticketing  our 
goods.  It  is  our  opinion  that  it  takes  just  as  long  to  sort 
a  lot  of  old  tickets  out  of  a  drawerful  as  it  does  to  print 
new  ones.  That  is  why  we  have  adopted  the  custom  of 
using  tickets  that  are  absolutely  new  for  every  sale.  We 
print  them  ourselves.    An  old  ticket  is  apt  to  look  mussy, 


WEDNESDAY,  JANUARY  THE  20th. 


januabiCleabanceSale 


MILLER'S^  GRAND  MID-WINTER  SALE. 


r_j^^ 


eiMh  Price*  M  CocU 


ig=::::r 

^ll 

fe-^ 

u  read  lh«  list  Itiraurl)  Ihorouchly.  If  to  take  your  pencil  and  noli  book  and  jot  dou,n  whal  you  »«nl.     We  have 
»lll  full  of  p»d  nadlog,  but  there  are  mM>  lines  let!  out  for  want  ol  «pace.     Ladles'  and  Children"!  l'nder*ear. 
(or  Insianti,  all  foJiKe^l     COME  AT  8  OCLOCK,  WEDNESDAY,  JAU    iOlh. 


WEDNESDAY,  JANUARY  THE  20th, 

IWillei^s Grand  JWid-Winter  Sale 


'^£ 


rd  or  two  of  advlcc—iry  and  aliop  In  the  mornlnE  If  you  can,  and  a  word  («  our  out  of  town  friend*  we  cannot 
lake  due  bills  during  (he  Mie  unlew  »e  deduct  ■«%  off  of  them.     We  want  yoo  to  come  early  and  olien  and  It  poulblc 
lake  amalj   psrcali  with  you.     Vou  an  welcome  to 'come  in  and  ciamlne  any  advertised  good*  (wo  da}*  befort  (he  sale 
•Ufts,  but  you  cannot  buy  them  al  tka  salt  price. 


OSHAWA        e^ 

™"  ^mtotcma  OSHAWA. 

Attractive  Ad.  Issued  by  the  Arcade,  Oshawa,  in  Connection  -with' -Their 'January  i Sale. 


event  the  store  news  was  attractively  contained  in  a 
sheet  24"ix36",  with  the  various  lines  neatly  departmen- 
tized,  and  good  use  of  up-to-the-minute  cuts.  This  lat- 
ter feature  is  always  noticeable  in  "Arcade"  ads.  It 
increases  their  drawing  influence. 

George  and  Thos.  Miller,  who  now  have  the  Arcade, 
are  the  sons  of  the  late  Thos.  Miller,  who,  after  many 
years  in  business  in  Newcastle,  went  to  Toronto  and 
took  a  partnership  in  a  wholesale  men's  furnishing 
house.  Subsequently,  or,  19  years  ago  tO'  be  exact,  he 
went  to  Oshawa,  and  opened  a  dry  goods  store.  He 
was  later  joined  by  his  sons,  who  had  spent  seven  years 
in  the  business  in  New  York.  It  was  a  strong  combina- 
tion and  one  that  has  marked  its  progress  by  up-to-date 
methods  of  merchandising;  Each  succeeding  yeai:,  they 
say,  has  been  a  record.  The  store,  19  years  ago,  had  a 
depth  of  60  feet,  or  half  of  the  present  size,  • 


and  it  creates  a  bad  impression.  Cleanliness  helps  sales- 
manship. 

The  "Arcade"  windows  are  dressed  twice  a  week. 
There  are  four  of  them — two  flanking  the  entrance,  and 
two  in  front — and  the  Miller  Brothers  unhesitatingly  ex- 
press the  opinion  that  well  dressed  windows  are  the  most 
effective  form  of  advertising.  When  the  special  Saturday 
sales  were  inaugurated,  they  were  advertised  as  "after 
supper"  events,  when  nothing  would  be  placed  on  sale 
until  after  seven  o'clock  in  the  evening.  These  were  so 
successful  that  they  gave  place  to  the  "after-dinner"  sales, 
in  which  the  big  feature  came  on  at  one  o'clock.  These 
also  drew  well,  and  it  was  seen  that  it  would  be  advisable, 
on  account  of  their  results,  to  devote  the  entire  day  to 
them.     This  was  done. 

"So  long  as  the  merchant  in.  the  small  town  conducts 
his  business  along  wideawake,  up-to-Sate  lines,  he  need- 
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never  fear  the  city  influence,"  said  Mr.  Miller.  "By  our 
system  of  sales,  we  keep  our  stock  constantly  new ;  in  fact, 
it  turns  over  two  and  one-half  times  a  year.  We  make 
frequent  trips  to  market,  and  in  that  way  always  know 
what's  going  on.  Just  to  convince  the  people  at  home  that 
we  can  give  them  as  good  values  as  the  city  stores,  we 
have  from  time  to  time  run  parallel  sales  on  similar  terms 
and  have  in  that  way  done  much  to  impress  the  local 
mind." 

In  addition  to  general  and  fancy  dry  goods,  and  dress 
goods,  the  "Arcade"  carries  men's  furnishings,  furs, 
ready-to-wear  garments  and  house  furnishings. 


Drygoodsmen  the  People's  Choice. 

It  seems  an  exceptionally  fitting  thing  that  the  chair- 
man of  a  High  School  Board  should  not  only  be  an  able 
business  man,  but  also  one  having  very  fine  literary  tastes. 


Cornwall,  Eng.,  has  been  a  citizen  of  Bowmanville  for 
more  than  forty  years.  Jas.  A.  Johnston,  who  died  a  few 
years  ago,  was  one  of  the  old  residents  of  the  town.  J.  H, 
Cryderman  was  born  in  Darlington  Township.  Prior  to 
his  election  to  the  Council,  he  was  a  member  of  the  Public 
School  Board,  and  was  last  year  elected  chairman.  It 
was  a  rather  unique  condition,  therefore,  that  while  one 
member  of  the  firm  was  a  member  of  the  High  School 
Board,  the  other  was  chairman  of  the  Public  School  Board. 

In  connection  with  their  dry  goods  store,  the  firm  have 
an  exceptionally  large  ready-to-wear  clothing  department. 
This  occupies  an  adjoining  building,  both  floors  being 
united  by  an  archway. 

Discussing  business  methods,  Mr.  Cryderman  stated 
that  the  fact  had  been  firmly  established  that  the  town 
merchant  who  would  retain  the  local  trade  must  make 
town  shopping  attractive.  To  that  end  stocks  had  to  be  large 
and  well  assorted.  An  instance  of  what  an  up-to-date 
town  store  could  do  occurred  recently,  when  a  lady  asked 


Exterior  View  of  Burns  Bros.,  Cranbrook,  B.C. 


Such  a  man  is  W.  B.  Couch,  of  the  dry  goods  firm  of 
Couch,  Cryderman  &  Johnston,  Bowmanville.  He  has,  in 
fact,  been  a  member  of  the  High  School  Board  of  that 
town  for  more  than  a  quarter  century. 

Mr.  Couch  is  the  last  man  in  the  world  to  be  guilty  of 
descanting  upon  these  things,  but  the  citizens,  who  have 
frequently  honored  him  with  positions  of  trust,  have 
privileges  in  that  connection.  For  instance,  one  would 
have  to  wait  many  a  long  day  before  he  heard  from  W. 
Browning  Couch  that  he  was  related  to  the  poet  Browning, 
that  he  was  regarded  as  a  literary  authority  by  the  people 
of  Bowmanville,  or  that  they  appreciated  him  as  a  public 
speaker.  Whenever  Mr.  Couch  is  a  topic  of  discussion  for 
the  benefit  of  the  inquiring  mind,  these  facts  are  almost 
sure  to  be  remarked  upon. 

The  firm  of  Couch,  Cryderman  &  Johnston  was  formed 
over  twenty-five  years  ago,    Mr.  Cdiich,  wljb  is  a  native  of 


whether  a  piece  of  the  dress  goods  which  she  had  bought 
in  the  city  at  $1.50  a  yard  could  be  matched.  It  was 
possible  to  do  so,  and  the  lady  was  very  much  surprised 
that  the  Bowmanville  price  of  the  same  goods  was  $1.00 
a  yard. 

"We  use  plenty  of  printer's  ink  in  emphasizing  our 
specials,"  said  Mr.  Cryderman,  "and  we  find  that  when 
advertising  is  carefully  conducted  along  those  lines  it 
brings  results." 


•  *  Uniformly  Right  Prices. ' ' 

It  may  always  be  taken  for  granted  that,  wherever  the 
name,  J.  Sutcliffe  &  Sons,  appears  in  connection  with  a 
dry  goods  store,  the  motto  which  accompanies  it,  "Trust- 
worthy gfoddg  at  umformly  right  price?,'*  is  backed  by 
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merchandising  which  makes  it  part  of  the  store's  per- 
sonality. 

When  Joseph  Sutcliffe  opened  a  dry  goods  store  in 
Oshawa  six  years  ago,  he  immediately  recognized  that  the 
town  was  growing  rapidly,  and  planned  accordingly.  He 
secured  a  location  on  one  of  the  principal  corners  in  the 
heart  of  the  business  section,  and  by  well-directed  effort 
made  his  store  attractive  to  the  public. 

Mr.  Sutcliffe  went  to  Oshawa  at  the  beginning  of  the 
growing  time,  and  he  states  that  his  business  has  kept 
pace  with  the  general  progress.  The  town  now  has  a 
population  of  6,000,  which  is  about  2,000  more  than  it  had 
six  years  ago,  and  it  is  the  proud  boast  of  the  people  that 
there  are  a  larger  number  of  industries  of  importance  in 
Oshawa  than  in  any  town  of  its  size  in  Canada.  Among 
the  more  prominent  are:  The  Ontario  Malleable  Iron  Co., 
Oshawa  Gas  &  Steam  Fittings  Co.,  McLaughlin  Carriage 
Co.,  Williams  Piano  Co.,  Guy  Carriage  Co.,  Schofield 
Knitting  Co.,  Pedlar  Metal  Roofing  Co.,  Oshawa  Canning 
Co.,  the  T.  Eaton  factories  and  the  Robson  Tanning  Co. 

From  the  outset  Mr.  Sutcliffe  adopted  the  cash  system, 
and  he  reports  that  it  has  met  with  little  difficulty  in  plac- 
ing   it    on    a   smooth    runninsr   basis.     His    stock    ineludos 


or  three.     It  was  a  striking  example  of  the  power  of  the 
bargain  away  from  home. 

Mr.  Torrens  classes  himself  as  a  jobber.  He  has  some 
surprise  coming  every  little  while,  and  to  that  end  buys 
once  a  month.  In  stocking  his  store,  he  goes  just  so  far 
as  notions,  dry  goods  and  household  accessories  will  pos- 
sibly combine.  His  method  of  grouping,  for  example,  does 
not  make  a  pyramid  of  castile  soap  appear  out  of  place, 
although  to  the  lay  mind  dry  goods  and  soap  may  not 
appear  to  be  good  mixers.  The  secret  lies  in  the  arrange- 
ment of  stock,  and  Mr.  Torrens  applies  his  experience  to 
the  elimination  of  incongruities.  When  he  opened  his 
store  twenty-two  years  ago,  the  stock  represented  an  out- 
lay of  $500.  To-day  he  states  it  is  worth  $10,000,  and  he 
has  the  block  in  which  he  is  situated  nearly  paid  for. 

No  Books,  No  Bookkeeper,  No  Credit. 

"Some  of  our  customers  tell  us  that  if  we  had  adopted 
the  cash  system  ten  years  sooner  than  we  did,  they  would 
have  been  richer  to-day."  That  is  what  Ross  Bros.,  of 
Whitby  have  now  to  say  about  the  cash  way  of  doing 
Imsinoss.     It  means  tliat  it  has  boen  so  carofnlly  applied 


Interior  of  Acme  Go's.  Store,  Edmonton,   Alberta,  showing  Men's  Furnishings   and  Men's  Fur.  Department. 


general  and  fancy  dry  goods,  mantles,  ready-to-wear,  car- 
pets, oilcloth  and  other  lines  of  housefurnishings. 

On  the  advertising  question,  Mr.  Sutcliffe  takes  a  very 
decided  stand.  He  states  that  the  merchant  who  does  not 
at  least  keep  his  name  before  the  public,  need  not  com- 
plain if  he  finds  his  business  dropping  behind.  He  not 
only  believes  in  using  the  newspapers,  and  where  they 
probably  do  not  serve  the  purpose,  circulars  have  been 
found  to  be  effective  aids  to  publicity. 

When  Toronto   People  Shopped   in 
Oshawa. 

Samuel  Torrens,  who  has  been  twenty-two  years  in 
the  dry  goods  business  in  Oshawa,  relates  an  incident 
which  proves  that  even  Toronto  people  are  not  averse  to 
shopping  out  of  town  when  shown  a  good  thing.  Mr. 
Torrens  was  conducting  a  special  underwear  sale  and 
values  were  particularly  attractive.  One  day  there  was 
an  excursion  from  Toronto,  and  the  crowd  was  impressed 
by  the  display.  Then  the  money  loosened  up  and  Mr. 
Torrens  states  that  while  a  good  many  returned  to  Toronto 
with  one  mt,  quite  a  few  supplied  themselves  with  two 


that  the  customer  recognizes  it  as  the  better  plan  from 
his  own  point  of  view. 

"No  books,  no  'bookkeeper,  no  credit,"  is  a  sign  which 
has  done  duty  in  the  Ross  store  for  twelve  years.  In  in- 
troducing the  cash  plan  the  firm  issued  a  pamphlet  in 
which  the  following  example  was  stated: 

"Suppose  a  firm,  commencing  a  cash  and  credit  busi- 
ness, do  a  credit  business  of  $15,000  the  first  year.  During 
the  year  they  receive  by  payments  on  account  $5,000, 
which  would  leave  them,  when  the  year  closed,  with  $10,- 
000  on  their  books. 

"From  our  own  experience  we  can  say  that  with  no 
increase  in  the  amount  of  business  done,  this  firm,  in 
future,  never  have  less  than  $10,000  out,  for  in  their 
second  year  they  would  send  goods  out  on  credit  as  fast  as 
they  would  collect  their  previous  year's  account.  Now  see 
the  cost,  in  a  year,  doing  this  $15,000  credit  business: 

Interest  on  $10,000  at  6  per  cent $  600 

Losses  from  Bad  Debts  400 

Stationery,  Postage,  etc 150 

Value  of  time  taken  in  care  of  Books 400 


$1,550 
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or  to  do  the  $15,000  business  on  credit  there  is  an  extra 
cost  of  about  $1,550,  or  over  10  per  cent. 

' '  When  marking  goods  we  have  to  figure  on  the  cost 
of  giving  credit,  just  the  same  as  we  do  for  rent,  taxes, 
freight,  cartage,  etc. 

"We  believe  a  cash  business  will'  be  mutually  bene- 
ficial. Every  person  is  looking  for  the  cheapest  market 
to  buy  in,  and  where  goods  are  sold  on  credit  cannot  be 
the  cheapest  place.  It  is  an  undoubted  fact  that  the  man 
who  sells  the  cheapest  is  the  man  who  sells  for  cash.  We 
invite  you  to  call  and  compare  prices  under  the  cash  sys- 
tem, as  we  feel  confident  it  will  be  to  your  benefit  as  well 
as  to  ours." 

There  were  six  thriving  dry  goods  stores  in  Whitby 
when  H.  M.  &  G.  A.  Ross,  after  clerking  for  several  years, 
set  up  in  business  on  their  own  account.  On  the  north 
there  was  a  particularly  good'  agricultural  country  to  draw 
from,  but  the  field  is  now  so  well  served  by  railways  that 
it  has  been  reduced  one-half.  The  firm  now  carry  general 
dry  goods,  dress  goods,  men's  furnishings,  ready-made 
clothing  and  housefurnishings.  Up  to  a  few  years  ago 
there  was  a  tailoring  department  in  connection  with  the 
store,  but  in  view  of  the  increasingly  strong  hold  taken 
by  ready-made  lines  it  was  deemed  advisable  to  discon- 
tinue this  division.  The  same  course,  it  might  be  observed 
in  passing,  was  taken  by  several  other  custom  tailoring 
establishments  in  Whitby. 

The  Ross  brothers  may  almost  be  regarded  as  pioneers 
in  their  own  town,  so  far  as  the  adoption  of  up-to-date 
store  equipment  is  concerned.  They  state  that  their 's 
were  the  first  plate  glass  windows  in  Whitby,  and  that 
they  had  to  sign  an  agreement  with  the  proprietor  of  the 
store  to  pay  the  difference  in  cost  between  the  small  panes 
and  the  larger  plates.  Their  claim  is  also  that  they  were 
the  first  to  use  cash  carriers  in  their  store.  This  equip- 
ment, they  state,  was  leased  in  those  days,  and  it  cost  the 
firm  $80  a  year,  or  $40  a  line.  They  now  have  a  modern 
system  which  was  installed  for  about  $100. 

"Whitby  did  not  feel  the  depression,"  said  H.  M. 
Ross  to  The  Review.  "This  is  not  a  manufacturing  town, 
and  the  agriculturalists,  generally,  received  pretty  fair 
prices  for  their  produce.  The  year's  record  may  be 
slightly  behind  that  of  the  one  preceding,  but  there  are 
towns  which  came  through  much  worse  off  than  Whitby. 

"So  far  as  our  business  is  concerned,  we  realize  that, 
in  order  to  meet  outside  competitive  influences,  our  stock 
must  be  clean,  and  of  good  variety.  We  are  able  to  attain 
this  object  without  cultivating  the  'special  sale'  habit. 
Specials  have  their  place,  no  doubt,  but  a  reputation  for 
persistent  slaughtering  does  not  do  one's  store  a  great 
deal  of  good. 

"My  idea  of  advertising  is  that  the  more  a  merchant 
can  do  in  direction  of  illustrating  the  actual  patterns  or 
style  of  goods,  the  better.  This  fact  was  emphasized  by 
a  curtain  sale,  when  we  issued  an  ad  which  was  chiefly 
made  up  of  pattern  cuts.  It  was  very  effective,  and  it 
■convinced  us  that  in  appraising  an  ad's  selling  power,  you 
must  first  consider  the  means  which  it  employs  in  describ- 
ing the  goods  to  the  people." 

When  Tailors  and  Cutters  Were  Plentiful. 

To.  A.  M.  Ross,  or,  in  fact,  any.  other  dry  goods  mer- 
chant of  Whitby,  it  is  not  a  difficult  matter  to  recall  the 
time  when  custom  tailoring  was  a  thriving,  industry  in 
that  town,  employing  many  hands.  Cutters  were  numer- 
ous. That  time,  however,  has  passed.  It  is.  the  day  of 
the  ready-to-wear  garment. 

"A  few  years  ago,"  said  Mr.  Ross,  becoming  remin- 
iscent, "there  were  several  thriving  tailor  shopg  in  this 


town.  I  had  one  in  connection  with  my  store,  but  it  had 
to  go.  It  stands  just  as  the  workmen  left  it — machines, 
tables  and  everything  else.  We  had,  of  course,  the  ready- 
made  line  to  fall  back  on,  and  we  have  made  it  a  depart- 
ment in  connection  with  our  business." 

Mr.  Ross  has  been  27  years  in  dry  goods  in  Whitby, 
and  to-day,  besides  having  a  well-ordered  store,  he  has 
interests  which  also  give  him  place  in  the  manufacturing 
class.  A  few  years  ago  he  entered  into  a  partnership 
which  had  in  view  the  equipment  and  operation  of  an 
evaporator  and  vinegar  plant.  Things  had  begun  to  run 
along  nicely  when  the  factory  was  burnt  down.  It  has, 
however,  been  restored,  and  the  members  of  the  firm  are 
looking  forward  to  a  good  year's  business. 


Drygoodsman  for  the  Commons. 

The  electors  of  South  Ontario  have,  in  F.  L.  Fowke, 
chosen  a  drygoodsman  to  represent  them  in  the  House  of 
Commons.  Mr.  Fowke  is  a  capable  business  man,  and 
one  who  will  doubtless  measure  up  to  the  responsibility 
which  accompanies  the  honor  of  the  position.  The  Fowke 
store  is  one  of  the  oldest  in  Oshawa.  While  it  has  de- 
voted particular  attention  to  the  requirements  of  the  agri- 
cultural community,  the  clothing  department  being  strong- 
ly specialized,  the  stock  is,  by  reason  of  its  range  and 
quality,  equally  attractive  to  the  town  shopper. 

F.  E.  Ellis  &  Co.  are  the  only  dry  goods  merchants  in 
Oshawa  having  a  millinery  department  in  connection  with 
their  store.  It  has  proved  a  very  profitable  adjunct  to 
the  store's  business. 

H.  A.  Porter  &  Co.  have  been  in  the  dry  goods  busi- 
ness in  Oshawa  for  sixteen  years.  They  have  developed 
a  very  successful  business  by  specializing  in  staples  and 
notions. 


From  $1,800  to  $15,000. 

W.  G.  Walters,  one  of  the  three  drygoodsmen  in 
Whitby,  has  been  23  years  in  business.  He  began  as  a 
clerk,  and  then  stepped  out  for  himself.  His  stock,  origin- 
ally was  worth  about  $1,800,  whereas  to-day  its  value  is 
estimated  at  $15,000,  and  his  store  has  been  doubled  in 
size.  He  carries  a  full  line  of  general  dry  goods,  dress 
goods  and  ladies'  ready-to-wear  garments,  and  men's 
furnishings,  including  ready-made  clothing.  While  he 
does  not  conduct  business  on  an  absolutely  cash  basis,  he 
states  that  he  has  narrowed  his  credit  down  so  success- 
fully that,  where  formerly  he  carried  from  $5,000  to  $6,000 
on  his  books  annually,  the  amount  at  the  present  time  is 
well  within  $500. 

"The  people  are  not  asking  for  credit  to  the  same  ex- 
tent as  formerly,"  said  Mr.  Walters  to  The  Review. 
"They  want  the  goods  at  the  right  price,  and,  given  that, 
they  pay  cash  in  the  majority  of  cases.  The  great  prob- 
lem to  have  'to  contend  with  here  is  the  influence  of  the 
city  department  stores.  To  my  way  of  thinking  it  is  not 
the  matter  of  price  which  is  the  entire  attraction  to  the 
people  who  shop  out  of  town.  True,  they  get  larger 
variety  to  choose  from,  but  in  many  instances  better 
values  are  available  at  home  than  in  the  city.  It  is  the 
holiday  afforded  by  a  trip  to  the  city  which  is  the  prim- 
ary attraction,  and  that  being  the  case,  it  is  up  to  the 
home  merchant  to  make  his  store  and  his  merchandising 
as  attractive  as  possible. " 

Mr.  Walters  believes  in  special  sales  as  a  means  of 
enlivening  business  and  keeping  stock  clean  and  up-to- 
date.  Not  long  ago  he  made  a  special  of  10,000  yards  of 
laces.' ami  embroideries .  wJ;ich  -was  very  successful,     la 
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January  last  he  put  on  a  sale  in  advertising  which  he  went 
down  into  his  pocket  for  $250,  and  he  considers  that  re- 
sults justified  it.  He  is  of  opinion  that  money  wisely 
placed  in  publicity  is  never  squandered. 


Mayor  Mason,  of  Bowmanville. 

J.  J.  Mason,  elected  Mayor  of  Bowmanville,  in  the  last 
municipal  contest,  has  been  connected  with  the  Town 
Council  for  years.  It  was  in  1895  that  he  joined  forces 
with  his  brother,  T.  G.  Mason,  in  opening  a  large  dry 
goods,  clothing,  boot  and  shoe,  and  grocery  establishment. 
Each  had  previously  been  in  business  for  himself.  At  the 
beginning  the  firm  occupied  a  double  store,  one  side  being 
devoted  exclusively  to  dry  goods.  In  subsequent  years, 
however,  the  clothing  and  men's  furnishings  were  so 
strongly  specialized  that  gradually  the  other  departments 
were  done  away  with  and  to-day  the  Mason  Co.  stand  for 
everything  that  is  best  in  the  clothing  line  for  men.  The 
ready-to-wear  department  has  an  exceptionally  wide  and 
up-to-date  range.  C.  W.  Anderson,  formerly  of  London, 
who,  like  Mayor  Mason,  is  a  specialist  in  things  sartorial, 
is  now  a  member  of  the  firm. 

Some  years  ago  the  firm  adopted  the  plan  of  marking 
the  cost  and  selling  price  upon  their  counter  checks. 
Business  is  done  almost  entirely  on  a  cash  basis,  and  the 
strong  feature  of  the  idea  is  that,  at  the  close  of  each  day, 
the  merchant  knows  the  exact  amount  of  business  trans- 
acted. There  is  some  trouble  in  breaking  in  green  sales- 
men to  the  system,  but  where  goods  are  plainly  marked 
in  cypher  it  is  little  trouble  to  place  it  on  the  slip  along 
with  the  cost  price,  the  latter  being,  of  course,  in  plain 
figures.  Where  there  are  several  articles  entered  on  a 
slip,  the  salesman,  in  order  to  prevent  delay  at  the  cash 
desk,  hands  in  his  book  to  the  cashier  who  copies  off  the 
list,  while  the  original  slip  and  change,  if  any,  is  being 
handed  to  the  customer. 

In  the  rear  of  the  Mason  Co.'s  store,  there  is  shed  room 
for  teams.  This  accommodation  is  appreciated  by  farm- 
ers, and  the  fact  that  there  is  a  rear  entrance  to  the  store 
makes  this  an  important  feature. 


A  Business  with  the  Outgrowing  Habit. 

S.  W.  Mason,  head  of  the  firm  of  S.  W.  Mason  &  Son, 
Bowmanville,  had  his  introduction  to  the  dry  goods  busi- 
ness when  15  years  of  age.  He  joined  his  father,  the  late 
S.  Mason,  in  1873.  The  business  twice  outgrew  the  prem- 
ises in  which  it  was  situated.  The  present  firm  was 
launched  about  eleven  years  ago,  and  its  success  is  due  to 
the  experience  and  the  sound  methods  applied  to  it.  In 
order  that  he  might  concentrate  upon  dry  goods,  and  give 
that  branch  of  the  business  a  still  greater  growing  scope, 
the  firm  recently  eliminated  the  men's  ready-made  cloth- 
ing section.  Even  with  the  additional  room  thus  made 
available,  history  threatens  to  repeat  itself  hy  again  de- 
manding increased  space  for  this  thriving  dry  goods  estab- 
lishment. 


Dry  Goods  House  68  Years  Old. 

The  store  of  John  McMurtry,  in  Bowmanville,  is  a 
good  example  of  departmentizing.  It  represents,  in  mod- 
ern form,  a  business  which  was  started  something  like 
sixty-eight  years  ago  by  the  late  Wm.  McMurtry.  His 
son,  Johji  McMurtry,  toofe  cbarg^e  of  the  busioess  in  1864, 


and  became  owner  in  1875.  A  grocery  department  was 
added  soon  afterwards.  The  store  has  three  sections,  one 
being  devoted  exclusively  to  dry  goods,  men's  furnishings 
and  ready-to-wear  clothing,  the  second  to  groceries  and 
crockery,  and  the  third  to  boots  and  shoes. 

Two  sons,  J.  H.  &  W.  B.  McMurtry,  now  have  charge 
of  the  business,  the  former  giving  his  attention  to  the  dry 
goods  and  clothing  sections.  The  success  enjoyed  by  the 
establishments  reflects  progressive  methods  of  retailing 
on  the  part  of  the  young  men  at  his  head. 

John  McMurtry  was  for  some  years  a  member  of 
Bowmanville  Council,  and  is  now  postmaster. 


Progressive  Western  Store. 

Burns  Bros.,  of  Cranbrook,  B.C.,  are  a  firm  whose 
store  reflects  that  progressiveness  which  is  so  strikingly 
characteristic  of  many  Western  retail  establishments. 
They  have  developed  a  high-class  trade  in  ladies'  wear  and 
sundry  lines,  and  have  given  their  enterprise  the  benefit 
of  most  up-to-date  equipment.  The  Burns  brothers,  F.  J. 
and  R.,  were  born  in  Glasgow,  Scotland,  and  on  coming  to 
Canada,  went  to  Winnipeg.  In  1907  they  bought  the 
business  of  Reid  &  Co.,  Cranlsrook. 


Strong  Merchandizing  Argument. 

In  emphasizing  the  claim  that  the  people  of  Edmonton 
and  surrounding  district  may  shop  as  advantageously  in 
their  home  town  as  in  any  other  place  on  the  American 
continent,  the  Acme  Co.,  of  that  place,  present  the  formid- 
able argument  that  they  buy  for  cash,  take  all  discounts, 
purchase  in  large  quantities,  and  have  the  pick  of  the 
market  both  at  home  and  abroad.  Therein  is  the  explana- 
tion of  the  store's  continued  success. 

The  handsome  three-storey  building  occupied  by  the 
Acme  Co.  has  a  floor  space  of  40,000  square  feet.  Sys- 
tematic departmentizing  has  been  carried  out  along  up- 
to-date  lines.  There  are  three  hundred  feet  of  plate  glass 
display  windows,  and  they  are  always  used  to  excellent 
advantage.  The  store  is  particularly  well  equipped  with 
show  eases,  and  in  other  fixtures  which  aid  salesmanship. 
The  accompanying  cut  confirms  this  statement. 

Having  been  actively  identified  with  important  mer- 
cantile interests  in  New  York,  before  going  to  Edmonton, 
Albert  E.  Ludwig,  president  and  manager  of  the  Acme 
Co.,  has  given  the  business  the  benefit  of  his  wide  experi- 
ence, and  its  excellent  record  is  strikingly  suggestive  of 
his  sound  judgment  and  progressive  ideas. 


New^  Companies  Incorporated. 

John  Thomas  Hagar,  boot  and  shoe  manufacturer, 
Elizabeth  J.  Hagar,  C.  B.  Keenan,  H.  E.  Moyles,  Wm. 
Booth,  W.  V.  Mathews  and  John  Laughton,  all  of  Mont- 
real, have  been  granted  a  Dominion  charter  under  the 
name  of  "J.  &  T.  Bell,"  to  manufacture  leather,  boots 
and  shoes  and  rubber  goods.  The  company  is  capitalized 
at  $300,000. 

The  Edward  Burns  Co.,  of  Toronto,  was  recently  in- 
corporated with  $40,000  capital  to  establish  and  conduct 
a  jobbing  brokerage  and  general  agency  business,  and  take 
over  the  business  of  McClung  &  Burns,  117  Wellington 
Street  West,  Toronto. 


26 


DRY    GOODS    REVIEW 


SUBSCRIPTION    PRICE: 

Canada,  Great  Britain.    United  States,    Australia, 

Soutli  Africa  and  the  West  Indies         ■        -        -    $2  a  year 
Other  Countries     -----  -       $3  a  year 

Single  Copies 2.5  cents 

Invariably  in  advance. 

DIRECTORS : 
J.  B.  MACLEAN,  Montreal    -        -        -        -        President 
W,  L.  EDMONDS,  Toronto         -        -  Vice-Prksident 

A.  B.  CASWELL,  Montreal  -        -      Managing  Director 

Cable  Addre.ss  : 

Macpuhco,  Toronto.  Atabek,   London,   Eng. 

CHIEF  OFFICES: 

CANADA- 
MONTREAL      -        232  McGill  Street 

Telephone  Main  125.i 
Toronto     ....-----     lo  Front  Street  East 

Telephone  Main  7324 
Winnipeg       -        -        -        -       F.  II.  Mnnro,  .ill  Union  Bank  Building 

Telephone  372H 

Vancouvkk. -       -  K.  Bruce  Bennett 

1737  Haro  Street 

GREAT  BRITAIN - 

London,  Eng.      J   M.  Mi;Kiiu,  Kuropean  Manager,  88  Fleet  St,,  E.C. 

Telephone  Central  1296 
Manchester.  -        -        -        H.  S.  .\shburner,  92  Market  Street 

UNITED  states- 
New  York  -       -       -       -       R.  B.  Huestis,  622-H21  Tribune  Bldg. 

Telephone  453.')  Beekinan. 
Cuic.\G()    ■  -        -         .1.  P.  Shari)e,  9.33-9:K  Monadnock  Block. 

FRANCE— 

Pari.-* -     Agencc  Havas.  8  Place  de  la  Bourse 

SWITZERLAND- 

Zurkh  -.---.         Louis  Wolf,  Orell  Fussli  &  Co. 


EUROPEAN  STAFF  CORRESPONDENT: 
MR.  A.  E.  DACAM 


Paris 


ADVERTISING  RATES    12  MONTHS 

One  page $300 

"    half  page 180 

"    quarter  page 100 

"    eighth  page 60 

"    inch 30 

Office  of   Publication,    10   Front   Street   East,  Toronto 
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The  Importance  of  Initiative. 

INITIATIVE  is  sometimes  described  as  "making  an 
opportimity  and  acting  upon  it  without  being  prod- 
ded." The  definition  is  worth  a  whole  lot  of  reflec- 
tion by  merchants  here  and  there.  The  average  store  is 
brimful  of  opportunities  if  the  man  at  the  head  would 
only  hunt  them  up.  It  should  never  be  necessary  for 
him  to  hire  people  for  the  express  purpose  of  developing 
them  for  him,  nor  should  he  allow  himself  to  stumble 
into  that  condition  where  the  stride  of  the  other  fellow 
is  his  chief  est  concern.  It  is  up  to  him  to  fix  the  pace. 
If  he  has  posted  himself,  if  he  has  informed  himself  upon 
things  that  are  best,  he  will  go  a  little  further  than  gen- 
eral conditions  in  his  town  may  call  for.  It  is  no  credit 
to  any  merchant,  for  instance,  to  have  his  display  win- 
dows absolutely  empty.  No  store  is  so  well  fixed  in  the 
matter  of  reputation  that  it  can  aSord  neglect  in  con- 
nection with  this  valuable  advertising  adjunct.  If  he  is 
located  jn  a  town  which  may  not  be  able  to  boast  of 


any  great  degree  of  activity  this  feature  of  merchandis- 
ing is  like  doping  a  somnambulist.  A  real  live  window 
gives  the  town  distinction.  The  people  may  not  have 
been  educated  up  to  it,  but  they  can  be  made  to  look 
for  it,  and  when  a  window  attracts  attention  it  will 
promote  business.  This  is  a  department  of  publicity  work 
which  will  stand  any  amount  of  initiative  and  original- 
ity. The  window  is  often  the  index  to  the  merchant's 
disposition.  It  should  proclaim  to  the  people  that  he  is 
there  to  do  business  on  progressive  lines  in  up-to-date 
goods  and  in  an  up-to-date  way. 


The  Enquiry  into  Express  Charges. 

SOME  consternation  was  created  in  the  ranks  of  the 
express  companies  during  the  past  month  as  the  re- 
sult of  the  cancellation,  by  the  Railway  Commis- 
sion, of  the  now  express  classification.  This  action,  it 
goes  without  saying,  caused  general  satisfaction  in  the 
mercantile  community,  by  whom  the  new  schedule  was 
regarded  as  beyond   reason. 

•Judge  Mabee,  whose  decision  was  given  only  after  a 
great  deal  of  evidence  had  been  taken,  stated  that  before 
he  became  a  member  of  the  board,  an  undertaking  was 
given  on  behalf  of  the  express  companies  that  no  in- 
creases should  be  made  by  them.  By  the  adoption  of  a 
weight  and  measurement  rule,  and  charges  on  returned 
empties  ;  the  increases,  it  was  stated,  would  run  up  to 
nearly  100  per  cent,  in  some  instances.  He  stated  that 
it  was  the  duty  of  the  board  to  see  that  the  undertak- 
ing was  carried  out.  Many  and  important  changes  had 
been  made,  mostly  in  favor  of  the  companies,  but  he 
declared  that  the  confusion  as  the  result  of  the  classi- 
fication "had  been  brought  about  by  reason  of  the  com- 
panies' action  in  filing  and  asking  approval  of  a  classi- 
fication that  materially  increases  tolls,  when  it  was  un- 
derstood that  this  should  not  have  been  done,  and  if  an 
order  has  inadvertently  issued  that  should  not  have  been 
made,  it, is  the  plain  duty  of  the  board  to  recall  it,  and 
its  so  doing  in  this  case  only  reinstates  the  conditions 
that  shippers  are  perfectly  familiar  with  and  upon  which 
they  have  been  doing  business  for  many  years.  The  weight 
and  measurement  rule  is  creating  a  disturbance  that  could 
all  have  been  avoided  if  public  notice  had  been  given,  so 
that  shippers  could  have  adjusted  themselves  to  it,  if  it 
were  thought  a  proper  rule  to  introduce,  as  to  which  we 
say  nothing  at  present." 

Subsequently  the  commissioners  have  been  considering 
other  phases  of  the  problem,  and  it  may  now  be  con- 
fidently expected  that  the  enquiry  will  be  followed  up  by 
a  ruling  which  will  give  definite  interpretation  upon 
points  at  issue.  It  would  appear  that  some  better  rela- 
tionship should  exist  than  that  remarked  upon  by  Judge 
Mabee,  that  although  many  important  changes  were  pro- 
posed, no  notification  of  any  kind  was  given  to  the  pub- 
lic, and  no  opportunity  to  shippers  to  adopt  their  busi- 
ness to  such  changes  as  appeared  reasonable. 

That  the  new  express  schedule  was  cancelled  must 
be  exceedingly  gratifying  to  the  Dry  Goods  Section    of 
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Toronto  Board  of  Trade.  When  it  was  found  that  the 
new  schedule  was  unfair  to  shippers  a  committee  was 
immediately  appointed  from  the  Section  to  take  the 
matter  before  the  Railway  Commission  at  its  sessions  in 
Montreal.  The  matter  was  thoroughly  investigated  with 
the  result  that  the  old  rates  were  renewed.  Every  busi- 
ness man  in  the  countryt  has  been  benefitted  by  this  out- 
come, and  to  the  Dry  Goods  Section  are  due  the  fullest 
commendation  upon  well-timed  activity  and  every  con- 
gratulation upon  the  successful  issue.  The  importance  of 
the  question  of  express  rates  predicts  for  it  a  promi- 
nent place  in  the  consideration  of  the  Section  during 
the  coming  year. 


Outlook  Continues  to  Improve. 

THAT  unmistakable  tone  of  optimism  running 
through  the  dry  goods  trade,  which  was  remarked 
upon  last  month,  becomes  more  notable  as  the 
Spring  season  approaches.  The  outlook  in  the  West 
seems  particularly  encouraging.  The  policy  of  extension 
and  development  which  the  railways  purpose  carrying  out 
in  that  country,  will,  by  reason  of  large  expenditure,  go 
far  towards  reinforcing  the  crop  influence,  to  say  nothing 
of  the  ultimate  effect  it  will  have  in  giving  impetus  to 
industrial  and  commercial  advancement.  So  far  as  the 
East  is  concerned,  reports  from  important  quarters  all 
tell  the  same  story  of  continued  improvement.  The  ad- 
vance in  the  price  of  wool  and  the  stiffening  in  cotton 
are  likewise  regarded  as  decidedly  favorable  signs.  Im- 
porters state  that  Canadian  textile  manufacturers  have 
been  well  represented  in  the  buying  and,  regarding  this 
division  of  industry  as  one  reliable  reflector  of  general 
conditions,  express  their  conviction  that  the  present  feel- 
ing of  confidence  is  well   founded. 

Naturally,  the  period  of  depression  was  productive  of 
methods  of  merchandising  which  could  hardly  be  looked 
for  in  prosperous  times.  The  retail  trade,  for  example,  de- 
pended to  a  great  extent  upon  open  stock  buying.  Now  that 
conditions  are  improving,  the  tendency  in  that  connec- 
tion seems  still  favorable  to  some  continuance  of  that 
idea.  The  statement  is  made  that  merchants,  both  large 
and  small,  appear  content,  for  the  immediate  present,  to 
depend  upon  importers  and  manufacturers  for  deliveries 
at  short  notice;  that  the  retailer,  in  short,  is  very  much 
inclined  to  buy  close  to  his  selling  season.  Whether  this 
condition  will  pass  away  with  reviving  trade,  and  the 
realization  of  confidence,  remains  to  be  seen.  The  head 
of  one  large  wholesale  house  expressed  the  opinion  that 
it  is  only  one  result  of  the  period  of  panic  and  that  it 
would  eventually  disappear. 

So  far,  this  policy,  from  the  viewpoint  of  the  retail 
trade,  has  worked  out  satisfactorily,  as  under  the  gen- 
eral condition  of  things,  he  has  not  met  with  any  par- 
ticular trouble  in  obtaining  goods  when  wanted.  There 
have  been,  however,  some  serious  shortages  due  to  a  rea- 
sonable conservatism  on  the  part  of  the  supply  end. 
Apart  from  alj  this,  it  appears  right  to  say  that,  with 


every  confidence  in  the  future  of  the  country  and  the 
wheels  of  industry  revolving  at  prosperity  speed,  every 
division  of  trade  will  adequately  respond  ;  that  one  will 
not  expect  too  much  or  be  impatient  of  the  other,  and 
that  problems  following  fast  upon  hard  times  will  have 
lost  their  serious  aspect. 

It  is  fitting  to  note  in  this  connection  that  the  ex- 
hibit of  the  combined  Canadian  banks  for  1908,  recently 
issued,  shows  the  amount  to  the  credit  of  depositors  and 
customers  at  the  close  of  last  year  to  have  been  $704,- 
803,000,  as  compared  with  $613,218,693  at  the  end  of 
1907,  and  $655,099,000  at  the  end  of  1906.  It  is  inter- 
esting to  note  that  during  December,  when  the  Christmas 
season  usually  calls  for  heavy  withdrawals,  the  deposits 
continued  to  increase,  a  considerable  portion  of  the  $11,- 
633,282  additional  being  in  savings  accounts.  Current 
loans  in  Canada  decreased,  being  less  at  the  end  of  De- 
cember than  for  some  years.  The  amount  was  $511,808,- 
909  or  over  $126,000,000  less  than  the  total  Canadian  de- 
posits. 


Canadian   Transportation  Development. 

THE  continued  increase  in  domestic  exports  noted 
in  latest  trade  returns  for  the  Dominion  has  its 
greatest  significance  in  the  fact  that  it  points  to 
the  vigorous  internal  development  which  must  give  Can- 
ada the  world-place  predicted  for  her.  In  the  light  of 
conditions  indicated  by  these  returns,  the  article  in  this 
number  on  Canadian  Transportation  by  George  W. 
Stephens,  chairman  of  the  Montreal  Harbor  Board,  is  of 
exfteptional  interest.  Canada,  he  points  out,  must  be  so 
equipped  in  the  matter  of  shipping  and  ocean  terminal 
facilities  that  she  will  not  only  be  enabled  to  handle  her 
own  business  efficiently  and  economically,  but  will  be  in 
a  position  to  compete  for  the  business  of  the  West  on  a 
basis  that  will  produce  satisfactory  results.  The  time 
to  lay  the  foundation  for  that  development  is  the  pres- 
ent. There  are  overwhelming  advantages  in  favor  of 
Canadian  routes  to  the  seaboard,  and  upon  the  conver- 
sion of  these  advantages  into  their  greatest  possible 
worth,  from  the  national  standpoint,  depends,  as  Mr. 
Stephens  observes,  "the  future  integrity  of  the  Domin- 
ion, the  comfort,  wealth  and  power  of  our  people." 

The  Canadian  trade  record  for  December  shows  an 
increase  of  $5,007,333  in  domestic  exports  and  a  decrease 
of  $1,417,389  in  imports.  The  increase  in  exports  ex- 
ceeds the  continued  falling  o5  in  imports  by  over  three 
and  one-half  millions.  The  total  exports  for  the  last 
month  were  $26,502,700,  and  the  total  imports  $23,130,- 
672,  leaving  the  balance  of  trade  in  favor  of  the  Domin- 
ion $3,372,028.  For  the  first  three-quarters  of  the  pres- 
ent fiscal  year  the  imports  have  totalled  $217,958,135,  a 
decrease  of  $66,085,110,  compared  with  the  first  nine 
months  of  1907-8.  Exports  of  domestic  products  have 
totalled  $194,583,189,  an  increase  of  $669,843.  Last  year 
during  the  nine  months  Canada  exported  coin  and  bullion 
to  the  amount  of  $13,114,345  ;  this  year  the  amount  was 
only  $1,335,590. 


28 


DRY    GOODS    REVIEW 


Pointers  on  Good  Salesmanship 


EDMUND   GIBBS  Edmund   Gibbs,   president  of  the 

DISCUSSES  Associated     Advertising      Clubs     of 

SALESMANSHIP.  America  favored  the  staff  of  the  Mac- 
Lean  Publishing  Co.  with  an  address 
on  ''Salesmanship"  recently  while  the  guest  of  the  presi- 
dent, Col.  J.  B.  MacLean.  Mr.  Gibbs  is  a  recognized 
authority,  not  only  upon  salesmanship,  but  on  advertising 
as  well,  and  the  following  points  which  he  emphasized  in 
his  instructive  talk  will  undoubtedly  be  of  considerable 
interest  to  the  men  who  sell  things : 

"The  man  who  possesses  the  ability  to  concentrate 
will  make  a  success  in  any  business. 

"The  heads  of  a  business  under  the  old  plan  kept 
things  to  themselves.  The  new  way  is  to  tell  everything 
about  your  business  to  your  employes,  except  its  inmost 
secrets.  The  greatest  good  will  be  found  in  the  greatest 
number. 

"There  are  two  things  necessary  to  success  in  sales- 
manship— perfect  mental  equipment  and  perfect  physical 
equipment.  The  salesman  must  be  sufficiently  familiar 
with  the  needs  of  his  customer  to  make  an  intelligent 
presentation  of  the  goods  he  is  selling.  Apart  from  mere 
knowledge  of  goods,  his  mental  equipment  must  be  of  a 
high  plane.  He  must  believe  in  the  goods.  You  can  no 
more  sell  a  thing  you  don't  believe  in  than  you  can  walk 
across  the  lake  without  something  under  you. 

"A  wonderful  machine  has  been  invented,  by  which  it 
is  possible  to  know  when  a  man  is  telling  a  lie.  He  is 
brought  into  contact  with  an  electric  appliance,  and 
should  he  not  tell  the  truth  in  reference  to  his  connection 
with  any  matter  under  investigation,  an  indicator  regis- 
ters the  thrill  of  nervousness,  no  matter  how  slight,  in  his 
body. 

"It's  the  same  in  business.  Nature  has  provided  an 
unfailing  index  to  the  dishonest  salesman.  He  may  think 
that  he  does  not  show  it,  but  he  does.  It  betrays  itself 
by  some  form  of  nervousness  or  physical  change  which 
the  purchaser  will  probably  detect. 

"Physical  equipment  is  important  in  so  far  as  it  re- 
lates to  our  bodily  health  and  to  our  personal  appearance. 
Physical  health  is  the  finest  possession  of  any  young  man 
or  woman;  there's  nothing  so  fine.  Take  every  precaution 
to  keep  yourself  in  perfect  health. 

"Your  personal  appearance  will  have  much  to  do  with 
your  success  as  a  salesman.  Avoid  the  creation  of  bad 
impressions.  If  you  smoke,  do  it  after  those  hours  in 
which  you  are  selling  goods. 

The  best  way  to  reach  a  probable  purchaser  is  through 
his  own  point  of  view.     Study  human  nature. 

"In  all  you  do  be  cheerful.  Believe  that  prosperity 
will  reign  in  1909.  Believe  that  your  department  is  going 
to  "be  successful  and  it  will  be  successful.  Have  a  practi- 
cal optimism.  Believe  in  the  prosperity  of  this  country 
because  there  are  the  good  sensible  business  men  back  of 
it  to  make  it  so. 

"There  is  such  a  thing  as  good  salesmanship  in  the 
office;  it  brings  business  into  the  concern  and  makes  good 
friends  of  purchasers,  just  as  much  as  good  salesmanship 
outside.  The  tone  in  which  you  answer  a  telephone  call 
may  make  or  mar  a  sale. 

"When  a  concern  sends  out  poorly  written,  badly  com- 
posed, badly  typed  letters,  it  is  a  reflection  on  their  busi- 
ness methods. 

"If  you  are  big  and  broad  minded  enough  you  will 
look  on  instructive  criticism  as  an  aid  to  yourself  and 
your  salesRianship, 


EMPLOYES' SALES  An    "employes'     sale,"    re- 

WHICH  cently  conducted  by  a  large  city 

BROUGHT  RESULTS,  store,  resulted  in  an  increase  in 
sales  of  over  100  per  cent,  over 
the  corresponding  week  of  the  preceding  year.  In  the 
working  out  of  the  plan,  every  employe  of  the  store  was 
enrolled  in  some  one  of  the  departments.  Even  the  drivers 
had  a  share  in  it.  Prizes  ranging  from  $25  to  $100  were 
awarded  to  the  first  four  departments  leading  in  the  in- 
crease. In  addition  to  these  a  prize  of  $10  was  awarded 
to  the  salesperson  selling  the  largest  value  of  goods,  and 
a  dollar  apiece  to  the  next  ten;  another  $10  was  given  the 
salesperson  writing  the  lai'gest  number  of  sales  checks, 
and  prizes  of  a  dollar  apiece  to  the  next  ten,  while  a  third 
$10  was  presented  to  the  person  bringing  in  the  greatest 
number  of  signatures  of  people  to  printed  slips  furnished 
employes,  stating  that  they  had  read  statements  of  the 
sale  handed  to  them  by  an  employe.  Prizes  of  $1  each 
went  to  the  next  ten.  The  plan  was  extensively  adver- 
tised, and  the  employes  in  each  department  organized 
themselves  under  leaders  in  order  to  obtain  the  best  re- 
sults from  their  unity  of  effort. 


PROMOTING  CLERKS  Which    one   of   their   avail- 

BY  WRITTEN  able    men     was   best    fitted    to 

EXAMINATION.  take  charge  of  a  new  store  was 

recently  solved  by  the  Wash- 
ington Shirt  Co.,  of  Chicago,  in  a  uniquely  satisfactory 
manner.  Securing  a  large  room  containing  six  desks,  the 
president  of  the  concern  conducted  a  written  examination 
of  the  candidates,  and  on  results  the  position  was  finally 
awarded.  This  would  seem  to  be  a  very  fair  plan  when 
the  way  is  open  in  any  large  business  house  for  the  pro- 
motion of  eligible  employes.  The  following  questions, 
which  were  submitted,  contain  many  suggestions  easy  of 
adaptation  in  a  dry  goods  or  other  similarly  conducted 
business: 

1.  What  grade  of  merchandise  would  be  best  adapted 
to  the  proposed  location? 

2.  Which  of  the  various  lines  that  we  carry  would  you 
suggest  as  being  the  best  to  make  a  leader  of? 

3.  Presuming  that  the  new  windows  will  have  five  sec- 
tions and  two  show  cases,  state  what  merchandise  you 
would  use  for  the  opening  display? 

4.  State  your  idea  of  the  best  special  advertising 
medium  to  be  used  and  paid  for  by  the  new  store? 

5.  About  what  per  cent,  should  it  cost  for  wages  to 
sell  our  merchandise? 

6.  How  many  salesmen  would  be  necessary  at  the 
start? 

7.  Would  you  suggest  a  line  of  25c  collars  (in  addition 
to  our  own  brand)  ?  If  so,  would  you  suggest  a  good, 
strong  line  of  them,  and  should  they  be  pushed? 

8.  Do  you  think  it  would  pay  us  to  devote  much  space 
or  effort  to  custom  shirts? 

9.  On  a  onc-thousand-dollar  lot  of  shirts,  state  your 
idea  of  the  percentage  of  $1.00,  $1.50,  $2.00,  etc.,  that 
should  be  bought  ? 

10.  On  a  one-thousand-dollar  lot  of  neckwear  state 
your  idea  of  the  percentage  of  the  various  prices  that 
should  be  bought? 

11.  Would  you  use  price  tickets  in  the  windows? 

12.  Could  you  suggest  any  kindred  line  of  goods  that 
in  your  estimation  it  would  be  wise  to  add  at  the  new 
store? 
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Prompt  delivery  means  a  good 
deal  to  the   busy    merchant. 

We  have  a  splendidly  assorted 
stock  and  ship  all  goods  by  return, 
unless  of  course,  v^^e  receive  instruc- 
tions to  the  contrary. 


This  month  we  are  showing 
some  bargains  in  Cottons  and  Dress 
Goods.     May  we  send  you   samples? 

Remember  —  Our  Letter  Order 
Department  makes  a  specialty  of 
"  rush  "  orders  and  would  like  to 
fill   yours. 


THE  W.  R.  BROCK  COMPANY,  (Limited) 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Canada  Has  Shortest  Water  Route  Between  Continents 

Development  of  Transportation  Facilities  is  the  Key  Which 
Opens  the  Door  of  National  Prosperity  —  Improvement  of  Ter- 
minals at  Montreal— Conditions  Surrounding  the  Problem  To-day. 

By  George  W.   Stephens,  Chairman  of  the  Montreal  Harbor  Board. 


TRANSPORTATION  has  been  defined  as  the 
"keys  with  which  wise  statesmen  open 
the  doors  of  national  prosperity."  There 
can  be  no  subject  which  should  engage 
the  attention  of  the  Canadian  people  equal  in  im- 
portance to  that  of  lessening  the  cost  of  transporting  the 
products  of  the  Western  plains  to  tide  water  and  the 
Eastern  manufactured  products  to  the  homes  of  the 
Western  consumer.  It  is  equally  true  that  upon  the 
efficiency  of  our  country's  transportation  facilities  de- 
pends the  future  integrity  of  our  Dominion,  the  comfort, 
wealth  and  power  of  our  people. 

Canadian  transportation  began  when  Jacques  Cartier 
turned  the  prow  of  his  little  bark  into  the  St.  Lawrence 
and  christened  it  after  the  saint  of  that  name  upon  whose 
birthday  he  entered  its  waters^  and  the  pages  of  its  early 
history  are  filled  with  the  heroic  struggle  of  brave  men 
who  had  the  courage  of  their  convictions  and  carried  the 
visions  of  their  imagination  to  a  practical  conclusion.  The 
names  of  Cunard,  Howe,  Young  and  Allan  are  mile-stones 
along  the  pathway  of  its  early  development,  in  the  same 
big  way  as  Mount  Stephen,  Van  Home,  Shaughnessy, 
Hays,  Mackenzie  and  Mann  are  to-day  in  its  later  expan- 
sion. By  the  imaginative  genius  of  such  men  and  their 
pertinacity  the  outermost  corners  of  our  Dominion  are 
made  accessible,  and  the  farthest  off  inhabitant  of  the 
plains  becomes  the  neighbor  of  him  who  lives  within  the 
sound  of  the  ocean. 

Before  considering  the  actual  conditions  surrounding 
this  problem  to-day  let  me  ask  you  to  look  at  the  primi- 
tive starting  point  from  which  these  same  conditions  have 
been  evolved.  For  that  purpose  let  us  compare  for  a 
moment  the  position  occupied  by  Canada  at  the  opening 
of  the  20th  century  with  that  of  our  great  neighbor  at  the 
opening  of  the  19th. 

In  the  year  1800  the  population  of  the  United  States 
amounted  to  5,300,000  people,  grouped  together  as  a 
fringe  along  the  shores  of  the  Atlantic  Ocean;  behind 
them  to  the  westward  an  undiscovered  waste  of  wilder- 
ness and  plain,  not  a  single  mile  of  railroad,  not  a  single 
mile  of  canal  development,  no  roads  to  speak  of,  no 
wealth,  but  the  indomitable  courage,  perseverance  and 
faith  of  her  people ;  and  upon  this  courage  and  confidence 
has  been  built  up  in  100  years  a  nation  numbering  90,- 
000,000  people,  possessing  217,000  miles  of  railroad,  and  a 
country  extending  from  the  Atlantic  to  the  Pacific. 

The  cause  of  such  wonderful  progress  must  be  sought 
in  the  early,  wise  and  persistent  development  of  her  means 
of  communication  and  transport.  And  while  the  19th 
century  yielded  to  the  United  States  a  marvelous  growth 
in  her  interior  transportation  facilities,  it  is  interesting  to 
note  that  in  1860  she  carried  66  per  cent,  of  her  export 
and  import  trade  in  her  own  ships,  in  1906  she  only 
carried  12  per  cent. 

Possesses  the  Shortest  Route. 

Canada,  on  the  other  hand,  starts  the  20th  century 
with  6,000,000  people,  not  huddled  together  on  her  At- 
lantic Seaboard,  but  stretching  a  continuous  line  of  pros- 


perous provinces  from  sea  to  sea;  her  continent  spanned 
by  the  steel  ribbons  of  three  great  railway  systems;  her 
natural  waterways  linked  together  by  a  canal  system 
which  has  no  rival;  an  annual  trade  development  of  $645,- 
000,000;  $680,000,000  of  the  people's  savings  in  the  bank, 
and  is  doing  a  business  with  6,000,000  people  at  the  be- 
ginning of  the  20th  century  that  was  not  equaled  by  our 
great  neighbor  to  the  south  of  us  until  her  population  had 
reached  the  figure  of  26,000,000. 

Added  to  all  this,  Canada,  as  the  occupant  of  the  north- 
ern half  of  this  continent,  possesses  the  shortest  water 
.route  between  the  continents  of  Europe  and  America  and 
America  and  Asia,  thereby  inheriting  a  natural  strategic 
position,  which,  if  supplemented  by  energetic  measures  of 
transportation  development  within,  will  place  her  in  an 
unassailable  position  for  the  command  of  a  large  portion 
of  the  international  trade  between  the  Mother  Country 
and  the  East. 

This  means  a  business  connection  with  a  market  con- 
taining 450,000,000  people  in  China  alone,  300,000,000  in 
India  and  40,000,000  more  in  Japan.  If  we  can  become 
the  carriers  for  a  portion  of  this  great  international 
trade,  if  we  can  offer  transportation  inducements  for  the 
capture  of  our  share  of  this  business,  then  every  ton  of 
through  freight  handled  over  Canadian  rails  and  by  Cana- 
dian waterways  will  reduce  the  cost  of  transporting  the 
grain  products  of  the  West  and  the  manufactured  products 
of  the  East,  and  will  bring  into  closer  touch  the  growing 
population  of  this  country  in  all  its  parts. 

In  this  connection  one  must  not  forget  that  from  the 
httle  sea-girt  islands  in  the  North  Sea,  which  we  call  the 
Motherland,  over  3,000  miles  of  the  Atlantic,  across  this 
Canada  of  ours,  over  3,000  miles  more,  and  again  for 
6,000  miles  over  the  peaceful  waters  of  the  Pacific,  the 
thin  red  line  of  transportation  ploughing  the  waters  of 
two  oceans,  traversing  the  fertile  plains  of  a  continent, 
over  this  continuous  and  shortest  trade  route  float  the 
folds  of  our  country's  flag.  The  greatness  of  our  Mother- 
land IS  founded  on  her  command  of  the  water-borne  trade 
of  the  world.  If  Canada  is  to  become  likewise  great  she 
too,  must  not  neglect  the  development  of  her  transporta- 
tion. ■^ 

Taking  a  map  of  the  North  American  continent,  one 
finds  three  natural  outlet  channels  for  the  trade  of  the 
great  Northwest,  the  Mississippi  River,  the  St.  Lawrence 
River  and  the  Hudson  Bay.  The  Mississippi  is  navigable 
trom  the  Falls  of  St.  Anthony  to  the  Gulf  of  Mexico  for 
more  than  2,000  miles.  The  great  chain  of  lakes  connecting 
tne  Gulf  and  River  of  St.  Lawrence  give  a  continuous 
navigation  of  2,500  miles  to  the  heart  of  a  great  con- 
tinent. Hudson  Bay  will  be  one  day  tapped,  and  for  a 
portion  of  the  year  at  least  afford  auxiliary  means  of 
transport  for  grain  cargoes  out  of  the  West.  Of  these 
hree  natural  means  of  exit,  the  Dominion  of  Canada  con- 
hv  fJT'-u  ^y/^PPle°^e^ting  her  natural  inheritance 
by  the  building  of  the  Georgian  Bay  canal  she  will  place 
herself  m  the  proud  possession  of  a  water  route  that  will 
not  only  induce  the  trade  of  her  own  great  West  to  follow 
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its  course,  but  will  attract  to  it  a  very  large  portion  of 
the  trade  of  the  Western  States. 

Storage  Requirements. 

The  question  of  Canadian  transportation  has  been 
divided  as  follows  by  the  Transportation  Commission, 
whose  valuable  report  ought  to  be  made  known  to  every 
Canadian  interested  in  the  country's  progress: 

1.  From  place  of  production  to  Canadian  sea  ports. 

2.  From  place  of  production  to  Western  ports  of  Lake 
Superior. 

3.  From  Western  ports  of  Lake  Superior  to  Canadian 
sea  ports. 

4.  From  Canadian  sea  ports  to  Europe,  and  the  reverse 
in  each  case. 

All  this  of  necessity  involves  the  consideration  of  stor- 
age requirements  of  lake,  river  and  ocean  ports. 

The  harbor  facilities  of  inland  lakes,  rivers  and  ocean 
terminals. 

The  conditions  with  regard  to  the  navigation  of  the 
St.  Lawrence  route  and  the  provision  of  a  well-equipped 
terminal  for  use  during  the  winter  months  when  Montreal 
has  no  direct  water  access  to  the  sea. 

This  question  further  involves  the  consideration  of  the 
forces  operating  against  an  all-Canadian  transportation 
plan: 

1.  Competition  by  U.S.  railways. 


In  1906  this  had  grown  to  six  millions. 

In  the  year  1900  the  yield  was  thirty-three  and  a  half 
millions. 

In  1906  the  yield  was  one  hundred  millions. 

This  grain  was  taken  care  of  in  1900  in  533  elevators 
distributed  at  convenient  point  west  of  Lake  Superior, 
with  a  combined  capacity  of  18,000,000  bushels. 

In  1906  the  number  had  increased  to  1,200  elevator* 
with  a  capacity  of  50,000,000  bushels. 

The  railway  mileage  from  the  base  of  the  Rocky  Moun- 
tains to  the  Red  River,  covering  this  wheat  area,  was: 

In   1901    3,309 

In  1905    5,620 

The  wheat  acreage  increased  in  five  years  from  two 
and  a  half  to  six  million  acres. 

The  wheat  grown  from  thirty-three  and  a  half  to  one 
hundred  million  bushels  and  the  mileage  from  3,300  lo 
5,600  miles. 

Now  as  the  whole  of  this  grain,  which  is  shipped  east- 
ward, is  tributary  to  the  Canadian  Pacific,  the  Canadian 
Northern,  Grand  Trunk  and  G.  T.  Pacific  Railways,  car- 
ried to  Port  Arthur  and  Fort  William,  from  thence  to  the 
sea,  it  is  of  the  most  vital  import  that  a  continuity  of 
efficient  transportation  facilities  shall  prevail  from  the 
West  to  the  sea  on  Canadian  soil. 


A  View   of  the  Completed  Alexandra  Pier,  Montreal. 


2.  Competition  by  U.S.  vessels  from  Lake  Superior 
ports. 

3.  Diversion  of  Canadian  product  through  the  Eastern 
outlets  of  Boston,  Portland,  etc. 

The  su'bject  is  too  vast  to  here  consider  in  its  entirety. 
An  idea  of  its  importance  may,  however,  be  realized  if  we 
study  briefly  transportation  as  it  affects  grain. 

Of  what,  therefore,  does  this  grain  trade  consist? 

What  are  its  possibilities  of  growth? 

What  equipment  do  we  Canadians  possess  to  handle  it? 

When  we  speak  of  the  grain  areas  of  Western  Canada 
we  mean: 

Acres. 

Manitoba,   containing    27,000,000 

Saskatchewan,   containing    52,000,000 

Assiniboia,  containing  50,000,000 

Alberta,   containing    42,000.000 

or  a  total  area  suitable  for  cultivation  of  wheat  of  171,- 
000,000  acres. 

Should  only  one-quarter  of  this  area  be  put  under 
cultivation  at  the  average  yield  of  the  past  three  years, 
this  would  give  Snn.Onn.nnO  busliels. 

Out  of  I  lie  171.000  Olio  ncips.  in  I  lip  yn.nr  1000  only  two 
and  a  half  million  acres  were  under  cultivation, 


From  Winnipeg  to  the  commencement  of  water  trans- 
portation at  Port  Arthur  and  Fort  William  is  427  miles. 
The  two  existing  railways  will  be  double-tracked  and  the 
Grand  Trunk  Pacific  will  add  another  available  route,  and 
yet  with  a  continuous  growth  of  population  and  a  continu- 
ous building  of  railways  it  seems  hardly  possible  to  build 
fast  enough.  It  is  a  race  between  the  ingenuity  of  man 
and  the  fertility  of  the  soil. 

On  arrival  at  Port  Arthur  and  Fort  William  the  grain 
is  stored  in  huge  elevators  which  now  have  a  capacity 
of  twenty  millions. 

The  corresponding  lake  ports  on  the  United  States 
side  are  Duluth,  Superior  and  Chicago,  upon  whose  har- 
bors the  United  States  Government  have  spent  already 
ten  millions. 

As  an  example  of  the  colossal  growth  of  Lake  Superior 
tonnage,  the  value  of  craft  in  this  trade  in  1887  amounted 
to  two  millions,  while  in  1904  it  amounted  to  seventy 
millions. 

When  the  grain  is  elevated  at  the  western  end  of  Lake 
Superior  ii  awails  shipment  by  boat  from  there  lo  the 
(ipnriruiii  Hay  ports  of  l)r))ot  Harbor,  Victoria.  Miflland, 
Port  Colborue,  Uuflalo  or  Oswego,  where  it  is  again  di«- 
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charged  into  huge  elevators  and  then  shipped  to  the  sea 
by  rail  or  boats  as  the  case  may  be. 

Canadian  transhipping  points  east  of  the  Great  Lakes 
are: 

Elevator  capacity. 
Millions. 

Midland    4 

Depot  Harbor   li/^ 

*  Victoria  Harbor    4 

Port  Colborne   2 

Kingston  and  Preseott   2 

Total    131/2 

The  U.S.  ports  are: 

Millions. 

Buffalo    22 

Oswego 1 

Toledo   51/2 

Cleveland    2 

Detroit    2 

Total    321/2 

*Building. 

From  the  Georgian  Bay  ports  westward  three  railways 
run  to  the  sea,  and  already  160  out  of  the  190  miles  of 
the  Trent  Valley  Canal  system  are  completed,  joining  the 
Georgian  Bay  with  Lake  Ontario. 

The  Choice  of  Routes. 

This  gives  to  Canada  the  following  choice  of  routes 
from  Fort  William  to  the  sea,  within  her  own  territory : 

1.  The  all-water  route,  via  the  Great  Lakes,  Welland 
Canal  and  the  St.  Lawrence  River  to  Montreal. 

2.  All-water  route,  via  Georgian  Bay,  Trent  Valley  and 
the  St.  Lawrence  River  to  the  sea. 

3.  Water  and  rail,  via  Georgian  Bay  ports.  Grand 
Trunk  and  Canadian  Pacific  Railways  to  Montreal. 

A  comparison  between  the  chief  water  route  from  the 
Great  Lakes  to  New  York  with  the  Canadian  water  route 
from  the  Great  Lakes  to  Montreal  furnishes  interesting 
matter  for  consideration. 


5.  That  the  time  consumed  each  trip  by  the  Canadian 
route  is  less  than  that  by  the  American  route  by  40 
hours. 

6.  That  the  length  of  open  navigation  is  identical  in 
both  eases. 

7.  That  it  takes  a  tow  of  ten  boats  on  the  American 
route  to  carry  what  may  be  carried  by  the  Canadian  route 
in  one. 

8.  That  one  boat  by  the  Canadian  water  route  can 
carry  more  bushels  of  grain  per  season  than  can  be  carried 
by  one  on  the  American  route  by  3,544,000  bushels. 

Yet  notwithstanding  these  overwhelming  advantages  in 
favor  of  the  Canadian  route,  the  Amex'ican  railways  carry 
through  Buffalo  the  business  that  ought  to  go  through  the 
Canadian  canals  and  they  are  able  to  do  this  only  because 
no  adequate  terminal  facilities  have  been  supplied  in  Can- 
ada to  take  care  of  this  business.  When  these  facilities 
are  provided  Canada  will  control  the  grain  export  busi- 
ness of  North  America. 

The  railways,  however,  from  Buffalo  to  New  York  and 
Boston  have  so  developed  their  carrying  capacity  and  so 
reduced  periodically  their  freight  rates  as  to  practically 
kill  the  Erie  Canal  as  the  carrying  medium  of  export 
grain.  It  therefore  becomes  a  question  at  the  present 
moment  for  the  Canadian  water  route  to  join  hands  with 
Canadian  railways  to  bring  this  business  into  its  natural 
channel. 

Taxpayers  of  the  State  of  New  York  have  decided  to 
spend  $110,000,000  to  enlarge  the  Erie  Canal  to  a  depth  of 
12  feet.  By  so  doing  they  propose  to  reduce  the  cost  of 
carrying  a  bushel  of  wheat  from  Buffalo  to  New  York  to 
three-fourths  of. a  cent.  This  would  require  the  railways 
to  reduce  their  price  for  the  rail  haul  from  Buffalo  to 
New  York  from  four  cents  to  three-fourths  of  a  cent, 
which  is  not  thought  a  possibility  by  transportation 
authorities. 

But  the  point  I  desire  to  make  in  connection  with 
these  figures  is  this.  If  our  American  competitors  deem 
it  worth  while  to  spend  $110,000,000  to  get  a  waterway  of 
12  feet  deep  from  Buffalo  to  the  Hudson  River,  is  it  not 
about  time  that  Canadians  awakened  to  the  fact  that 
without  the  expenditure  of  another  dollar  on  canals  they 
are  the  owners  to-day  of  a  through  water  route  of  14  feet 


American  Water 

Route. 

Buffalo,  Erie 

Canal,  Albany, 

Hudson  River  to 

New  York. 

Canadian  Water 

Route. 

Port  Colborne, 

Welland  Canal, 

Lake  Ontario  to 

Montreal. 

In  favor  of  the 

Canadian  Water 

Route. 

Distance      ...... 

Number  miles  of  canal  .... 

Number  miles  of  clear  river  navigation 
Extreme  draft        ..... 

Cargo  capacity     ..... 

Time  consumed  ..... 

Total  hours,  navigation  season 
Possible  trips  per  carrying  unit 
Possible  bushel  capacity  per  carrying  unit 
per  season           .... 

430  miles. 

306  miles. 

124  miles. 

6  feet. 

8,000  bushels. 

86  hours. 
5,040  hours. 
27  trips. 

216,000  bushels. 

320  miles. 
64 
256 
14  feet. 
80,000  bushels. 
46  hours. 
5,040  hours. 
48  trips. 

3,760,000  bushels. 

110  miles  shorter. 

242  miles  less. 

132  miles  more. 

8  feet  more. 

72,000  bushels  more. 

40  hours  less. 

21  trips  more. 
3,544,000  bushels. 

The  advantages  of  the  Canadian  water  route  over  the 
American  water  route  may  be  stated  to  be  as  follows : 

1.  That  the  St.  Lawrence  water  route  from  the  Great 
Lakes  to  Montreal  is  shorter  than  the  American  water 
route  from  the  Great  Lakes  to  New  York  iby  110  miles. 

2.  That  the  number  of  miles  of  slow  speed  canal  navi- 
gation by  way  of  the  Canadian  route  as  compared  with 
the  American  route  is  less  by  242  miles. 

3.  That  the  Canadian  water  route  furnishes  more  draft 
than  the  American  by  8  feet. 

4.  That  a  boat  using  the  Canadian  water  route  can 
carry  in  cargo  more  than  a  boat  using  the  American  water 
route,  each  trip,  72,000  bushels. 


draught,  and  could,  if  they  supply  the  terminals  and  the 
carrying  power,  be  in  an  even  better  competitive  position 
than  the  United  States  will  be  after  it  has  spent  the  pro- 
posed $110,000,000  on  its  Erie  Canal. 

Investigation  into  the  comparative  cost  of  carrying  a 
ton  of  freight  a  mile  by  rail  and  by  water  by  the  highest 
authorities  gives  the  following  result : 

Reducing  Freight  Charges. 

A  6,500  gross  ton  freighter,  costing  $280,000  on  a 
1,000-mile  trip,  will  carry  her  maximum  cargo  at  a  cost 
not  exceeding  0.6  of  a  cent  per  ton  per  mile.  This  is  less 
than  1-10  of  the  average  freight  rate  per  ton  per  mile 
that  is  earned  by  the  railways  on  this  continent.     The 
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6  Months  Insur- 
ance Against 
Darning  Means  ? 


Do  you  realize  by  wearing  Neverdarn  Holeproof  Hosiery  your  customer  can  bid  "good  riddance"  to  that  dreaded,  nerve- 
racking,  weekly  darning  ? 

Do  you  know  the  joy  of  selling  reliable  guaranteed  hosiery  which  gives  your  customers  lasting  "come  back  for  more  of  the  same 
kind  satisfaction  ?" 

Do  you  appreciate  the  fact  that  Neverdarn  Holeproof  Hosiery  is  made  for  particular  people  who  require  comfort,  fit  and 
appearance  in  a  stocking  as  well  as  wear  ?   In  short  do  you  know  ? 


N  EVE  R  DAR  N 


ole proof  -Hosiery 


FOR  MEN  AND  WOMEN 

MADE  TO  WEAR  WHERE  THE  WEAR  COMES. 

Neverdarn  Holeproof  Hosiery  is  made  of  the  finest  quality  long  fibre  Sea  Island  and  Lisle  yarns,  specially  prepared,  which 
renders  it  extremely  tough  and  durable,  yet  soft  and  easy  on  the  feet.  It  is  reinforced  at  the  hardest  points  of  wear  and  will  permanently 
retain  its  original  good  shape.  It  is  dyed  by  new  process  sanitary  dye  which  leaves  the  fabric  absolutely  fast  and  clean.  Made  in  leather 
shade  tan  and  black. 

READ    THIS    GUARANTEE,  ENCLOSED    IN    EACH    BOX 


We  guarantee  any  purchaser  that  these  stockings  will  require  no  darning 
for  six  months.  If  they  should  we  agree  to  replace  with  new  ones  pro- 
vided they  are  returned  to  us  within  six  months  of  date  of  sale  to  wearer. 


You  can  obtain  Neverdarn  Holeproof  Hosiery  from  your  Jobber.  Do  not 
delay.  Get  in  a  stock  of  this  line  and  be  in  a  position  to  tal^e  advantage  of 
our  customer  creating  advertising. 

IMPORTANT 

There  is  no  "red  tape"  about  selling  these  stockings.  Your  clerk  simply  inserts  the  date  of  sale 
on  the  coupon  enclosed  in  each  box.  Your  customer  has  the  guarantee  in  black  and  white.  We  do 
the  rest. 

It  is  the  name  behind  the  GUARANTEE  that  makes  it  good. 


(jg    NEVERDARN      -^    Su^i, 

LI' C-.Z, 


Chipman-Holton  Knitting  Co., 

Hamilton        -        Canada 


Limited 


E.  H.  WALSH  &  CO.,  Sole  Selling  Agents,  Toronto  and  Montreal. 

Please  iiieiitioii  The  Reviezv  to  Advertisers  and  Their   Travelers 
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cheapness  of  the  carrying  power  of  water  as  compared 
with  rail  will_  be  made  more  clear  by  the  fact  that  in  large 
freight  vessels  the  consumption  of  coal  is  five  pounds  per 
100  ton  miles  of  freight  carried,  whereas  the  consumption 
of  coal  on  railw  ays  is  19  pounds  per  100  ton  miles. 

The  problem  of  cheapening  the  cost  of  handling  the 
nation's  business  leads  the  student  of  transportation  into 
figures  the  magnitude  of  which  becomes  almost  stagger- 
ing. The  Canadian  railways  at  the  present  moment  are 
handling  annually  58,000,000  tons  of  freight  and  28,000,- 
000  passengei's.  If  you  can  reduce  the  cost  two  cents  per 
ton  you  make  a  saving  of  $1,160,000  in  the  transportation 
charges  on  your  business. 

It  is  a  curious  fact,  vouched  for  by  a  high  railway 
authority,  that  the  average  daily  work  of  a  freight  car  in 
Canada  to-day  ranges  between  29  and  33  miles,  just  a 
little  over  a  mile  an  hour.  This  presents  a  very  interest- 
ing phase  of  the  transportation  question,  and  shows  that 
the  railways  obtain  but  a  very  small  proportion  of  the 
efficiency  out  of  the  cars  at  their  disposal.  What  is  the 
use  of  perfecting  roadbeds,  reducing  grades,  laying  80- 
pound  rails,  building  huge  Mogul  engines,  and  strengthen- 
ing bridges  in  order  to  increase  the  length  of  trains,  if 
inadequate  facilities  are  provided  at  the  terminals  for  the 
quick  despatch  of  cars  differently  routed  to  their  proper 
destination? 

And  here  is  where  the  problem  of  cheapening  trans- 
portation  is   to  be  solved  by   the  development  on   broad 


steel  concrete  sheds,  having  an  area  of  120,000  .square 
feet  less  than  those  now  being  erected  in  Montreal. 
Montreal's  development  will  place  alongside  of  every  shed 
two  railway  tracks,  whereas  the  New  York  development 
is  inaccessible  to  railways,  and  cars  have  to  be  lightered 
on  ibarges  into  the  ship  and  vice  versa.  This  means  that 
Canada  is  getting  a  port  development  for  four  and  a  half 
millions  that  New  York  has  got  to  spend  twenty-nine  mil- 
lions to  obtain,  and  by  having  the  additional  advantage 
of  direct  inter-communication  between  the  railways,  sheds 
and  ships  it  has  been  possible  during  the  past  season  to 
effect  a  very  considerable  saving  in  the  handling  charges 
of  freight  through  the  Port  of  Montreal. 

Double  Tonnage  at  no  Extra  Cost. 

There  have  been  handled  by  the  Traffic  Department 
of  the  Harbor  Commission  during  the  last  season  1,500,- 
000  tons  of  freight,  carried  in  75;000  cars,  400,000  tons 
of  this  freight  were  handled  direct  between  the  car,  shed 
and  ship,  or  vice  versa.  On  this  400,000  tons  of  freight 
there  has  been  an  estimated  saving  of  50  per  cent.,  or 
.$80,000,  in  the  handling  charges  alone.  In  other  words, 
this  means  that  the  Port  of  Montreal  has  been  able  dur- 
ing the  past  season  to  handle  400,000  tons  of  freight  for 
what  it  used  to  cost  to  handle  200,000  tons;  and  as  almost 
the  whole  of  this  saving  has  been  effected  on  through 
freight  destined  to  all  parts  of  Canada  and  all  parts  of 
the  world,  it  is  a  matter  of  gratification  that  in  the  near 


A  View  of  the  Completed  King  Edw^ard   Pier,  Montreal. 


and  comprehensive  lines  of  our  sea  ports  at  which  our 
rail  and  water  ways  converge.  In  this  connection  I  may 
be  pardoned  for  referring  to  a  national  development  with 
which  I  have  been  personally  associated  for  the  past  year, 
during  which  time  it  has  been  my  privilege  to  stand  at  the 
gateway  of  Canada's  commerce  and  watch  the  ebb  and 
flow  of  that  great  volume  of  trade  which  leaves  our  shores 
in  the  shape  of  exports  and  the  immense  cargoes  for  dis- 
tribution throughout  this  country.  There  is  at  the  present 
moment  going  on  in  the  Port  of  Montreal  a  development 
to  take  care  of  the  import  and  the  export  trade  of  Canada, 
into  which  is  being  put  $4,500,000,  and  she  is  getting  for 
that  expenditure  14  ocean  berths  and  14  double-deck  steel 
concrete  freight  sheds,  with  a  storage  area  of  1,500,000 
square  feet,  and  a  working  capacity  of  150,000  tons  of 
freight  per  week.  It  becomes  a  question,  therefore,  of 
considerable  moment  whether  this  expenditure  is  a  wise 
one,  and  whether  when  completed  the  Canadian  people 
will  possess  in  their  national  port  facilities  and  accommo- 
dation that  will  enable  them  to  hold  their  own  with  the 
rival  ports  of  this  continent.  Looking  around  for  a  com- 
parison, we  find  that  New  York  is  paying  $29,000,000  in 
the  year  of  1907  for  an  improvement  scheme  almost  iden- 
tical with  our  own.  For  that  $29,000,000  New  York 
builds  eight  piers  and  places  upon  them  eight  double-deek 


future  Canadians  may  possess  the  cheapest,  shortest  and 
safest  trade  avenue  on  this  continent.  The  true  national 
significance  of  the  Port  of  Montreal  and  the  interest  that 
every  Canadian  citizen  should  have  in  its  expansion  and 
development  is  evidenced  by  the  following  phase  of  the 
annual  business. 

Canadians  possess  the  only  clear  water  route  from  the 
Great  Lakes  to  the  sea  on  this  continent  which  permits 
vessels  drawing  14  feet  to  carry  their  cargoes  to  and 
from  the  Port  of  Montreal.  Every  railroad  has  direct 
communication  with  the  water  front  of  this  port,  which 
is  owned  and  controlled  by  the  people,  not  a  foot  of  the 
fore  shore  of  the  Haribor  of  Montreal  in  its  entire  extent 
of  ten  miles  of  frontage  being  privately  owned,  thus  mak- 
ing possible  the  only  economic  harbor  development  upon 
this  continent  under  like  conditions. 

This  possession  enormously  increases  the  value  of  the 
Port  of  Montreal  as  a  natural  asset,  and  with  proper 
terminal  development  and  proper  use  of  the  waterways 
already  in  existence  the  Port  of  Montreal  will  afford: 

Canada  Has  the  Shortest  Route. 

To  the  growers  of  grain  in  the  great  Northwest, 
To  the  fruit  and  farm  products  of  the  Provinces  of 
Ontario  and  Quebec, 
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To  the  lumber  interests  of  British  Columbia  and  New 
Brunswick, 

To  the  coal  and  iron  interests  of  Nova  Scotia  and  Cape 
Breton, 

To  the  importing  and  exporting  merchants  of  the  entire 
country. 

To  the  farmers  producing  cheese  and  butter, 

In  short,  to  every  Canadian  citizen  doing  business 
throughout  the  country  the  cheapest,  safest  and  quickest 
delivery  and  receiving  point  on  this  continent. 

The  Port  of  Montreal  takes  care  of  the  imports  of  the 
iron  manufacturer,  now  amounting  to  ten  and  a  quarter 
millions  a  year. 

Of  the  woollen  manufacturer,  who  imports  upwards  of 
seven  millions  a  year. 

Of  the  sugar  merchants,  importing  six  millions  a  year. 

Of  the  cotton  manufacturers,  importing  three  and  a 
half. 

Of  the  users  of  flax,  hemp  and  jute,  who  import  one 
and  a  quarter  million. 

Of  the  grain  plains  of  the  Great  West,  the  grazing 
lands  of  Ontario  and  Quebec,  which  exported  through  the 
Port  of  Montreal  in  1906,  forty  million  dollars  worth  of 
animals  and  their  products. 


its  parts  and  a  development  that  will  enable  Canadians  to 
handle  their  own  business  efficiently  and  economically,  and 
compete  for  the  business  of  the  Western  States  on  a  basis 
that  will  produce  satisfactory  results. 

Growth  of  Population. 

Alongside  of  the  transportation  question  and  insepar- 
able from  it  is  the  question  of  the  growth  of  our  popula- 
tion. The  dream  of  100  millions  of  people  in  this  country 
is  not  so  far  off  as  miglit  be  supposed  at  first  sight. 

Last  year's  crop  of  newcomers  from  all  sources,  on 
reliable  authority,  amounted  to  400,000  people.  Add  100,- 
000  as  the  natural  increase  to  our  own  population  and  you 
have  an  annual  increase  in  1907  of  half  a  million  people. 
If  this  yearly  increase  is  not  exceeded  and  we  go  on  in- 
creasing at  the  rate  of  half  a  million  a  year,  in  25  years 
the  population  of  this  country  would  be  18,000,000;  and 
if  at  the  end  of  25  years  all  outside  immigration  should 
cease,  we  will  then  be  adding  to  our  population  at  the  rate 
of  two  millions  a  year,  which  in  25  years  more,  or  50 
years  from  1907,  would  give  to  this  country  (Canada)  a 
population  of  60,000,000  people. 

This  is  the  great  future  that  Canada  must  now  lay 
the  foundation  for,  that  Canada  must  build  railways, 
canals  and  ocean  terminals  to  take  care  of. 

The  safety  of  this  great  future  must  be  guarded  by 


A   View  of  the  Completed  Jacques  Cartier  Pier,  Montreal. 


Cheese  and  butter  coming  from  Quebec  and  Ontario, 
eighteen  millions  more. 

Manufactured  goods  for  South  Africa,  Australia  and 
the  West  Indies,  four  millions  more. 

The  forest,  fisheries  and  mines,  seven  millions  more. 

And  so  it  becomes  truly  of  broad  national  interest  to 
all  'Canadians  no  matter  w'hat  be  their  occupation,  or 
where  they  may  live,  that  somewhere,  in  Canada  there 
should  be  proper  terminal  facilities  to  handle  Canadian 
business. 

Montreal  happens  to  be  at  the  point  where  the  farthest 
inland  ocean  navigation  on  this  continent  meets  the  deep- 
est artificial  waterway,  connecting  it  with  2,500  miles  of 
water  navigation  into  the  heart  of  this  great  continent. 
For  that  reason  during  seven  months  in  the  year  the 
cheapest,  safest  and  quickest  trade  route  for  the  large 
export  and  import  business  of  this  Country  ought  natur- 
ally to  gravitate  toward  Montreal,  and  it  is  a  national 
duty  that  the  Port  of  Montreal  should  be  developed  on 
broad  and  comprehensive  national  principles.  The  plan 
of  this  development  on  such  a  comprehensive  scale  should 
be  given  'the  best  expert  attention  in  all  its  details  that 
money,  time  and  experience  can  afford.  In  thus  laying 
out  a  definite  and  complete  plan  covering  development 
work  for  the  next  25  years  and  carrying  it  on  in  sections, 
when  the  whole  is  complete  there  will  be  harmony  in  all 


'the  aggregate  individual  integrity  of  her  citizens.  This 
wonderful  panorama  of  development  is  almost  unfolding 
itself  without  our  realizing  what  is  going  on,  and  as  the 
lines  of  our  transportation  are  extending  themselves  to 
the  outermost  corners  of  this  great  Dominion,  unconsci- 
ously is  being  established  a  bond  of  union  under  the  folds 
of  a  common  flag  which  has  been  the  symbol  of  equal 
rights,  justice  and  freedom  to  the  least  of  her  citizens 
since  the  British  Empire  began.  We  may  not  speak  the 
same  tongue  nor  worship  at  the  same  altar,  yet  as  children 
of  a  common  flag  we  are  bound  together  by  the  thread  of 
a  common  patriotism  over  whose  strands — like  the  power 
of  Niagara  passing  over  wires  to  move  in  far  distant 
places  the  wheels  of  mighty  commerce — is  passing  a  force 
of  brothei^hood,  sympathy  and  power  against  which  neither 
the  voice  of  the  demagogue  nor  the  roar  of  hostile  cannon 
can  avail. 


The  shoe  factory  of  C.  B.  Dayfoot  &  Co.,  George- 
town, has  been  recently  enlarged.  A  fireproof  store-room 
has  been  constructed  at  the  west  side  which  includes  two 
storeys  and  a  basement,  the  latter  being  conveniently  ac- 
cessible from  the  main  factory.  There  is  also  quite  a 
large  extension  to  the  rear  of  the  old  building,  and  a 
complete  hot-air  heating  plant  has  been  installed. 
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"Men  Who  Sell  Things" 

Courtesy  and  Enthusiasm  are  Essential  Qualities  in  the  Retail  Sales- 
man—How he  Can  be  a  Help  and  a  Hindrance  to  the  Firm's  Credit 
Man  —  Must  Know  the  Goods  Better  Than  the  Customer   Does. 

By  Walter  T).  Moody.     Serial  rit'hts  for  Canaila  piirchascil  hy  tin-  Macl/Mii  Piihlishiiig  0>.  fnnii  the  piililislK-rs,  A.  McClmx  Si  Co.,  Cliiriijro. 

(Continued  from  January  Dry  Goods  Review.) 
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SOME  men  travel  their  itinerary  with  the  preci- 
sion of  an  advance  agent  for  a  theatrical  com- 
pany. The  office  can  put  its  finger  on  them 
any  time,  anywhere  around  the  circuit,  almost 
the  instant.  And  their  return  home  occurs  on 
very  day  and  hour  of  their  original  schedule 
in  the  office  on  their  departure.  Others  leave 
heliind  a  carefully  prepared  route  list,  and  from  the 
moment  their  backs  are  turned  on  headquarters,  they 
proceed  to  hop,  skip  and  jump  eratically  over  their  ter- 
ritory. They  are  never  to  be  located,  and  seldom  re- 
turn within  three  or  four  days  of  schedule  time.  When 
they  do  come  in,  it  is  ten  to  one  that  a  bee-line  is  made 
for  the  manager's  office,  where  they  begin  to  kick  about 
being-  "neglected"  on  new  samples  and  other  current 
matter  such  as  was  sent  out  to  the  men  every  few 
days. 

Keep  in  touch  with  the  office  if  you  want  the  office 
to  keep  in  touch  with  you. 

Be  orderly  about  everything  pertaining  to  your  work, 
and  your  interests  and  the  interests  of  your  house  will 
move  forward  with  clock-like  precision,  bringing  satis- 
faction of  a  triple  alliance  nature  to  customers,  house 
and  salesman. 


CHAPTER  XVIII. 
Retail  Salesmen. 

Sunshiny   salesmanship   softens   the  frostiest   buyer. 

"Not  yet,  but  soon"— the  "near-salesman's"  motto — 
explains  the  reason  why  more  salesmen  measuring  calico 
at  eight  dollars  per  week  are  not  earning  eighteen  hund- 
red dollars  a  year  or  more  at  the  silk  or  dress  goods 
counter.  Yet  there  is  room  for  real  salesmanship  even 
behind  the  calico  counter,  and  the  essentials  are  the 
same  there  as  anywhere  else. 

It  is  an  honorable  occupation,  to  be  sure;  but  when 
a  young  salesman  is  content  to  remain  at  it  longer  than 
a  year  his  gumption  is  several  degrees  below  ambition. 
If  he  cannot  in  some  manner  raise  it  up  a  few  degrees 
at  a  time,  until  it  reaches  an  ordinary  man's  thinking 
and  working  capacity,  he  will  be  rooted  there  for  the 
remainder  of  his  days. 

Many  retail  salesmen  drudge  along,  satisfied  with  a 
mere  treadmill  existence.  "Oh,  what's  the  use?"  they 
argue,   "there's  no  chance  in  a  retail  store,  anyway." 

If  there  is  no  chance  for  you  where  you  are,  it  is  a 
dead  certainty  that  you  are  not  suited  for  the  work  you 
are  doing,  and  the  sooner  you  get  out  and  give  some 
one  else  a  chance,  the  sooner  will  you  be  giving  both 
yourself  and  your  employer  a  square  deal.  As  a  rule, 
the  salesman's  position  behind  the  counter  is  a  pretty 
fair  measure  of  his  capabilities. 

Some  salesmen  have  the  capacity  to  draw  molasses 
from  the  bung-hole  in  a  barrel  without  smearing  it  over 
the  measure   and   on   the   floor;   they   can   weigh   out     a 


dollar's  worth  of  sugar,  and  do  it  so  well  that  the 
balance  is  a  hair's  weight  in  favor  of  the  customer;  out 
if  they  were  put  in  charge  of  the  general  order-filling 
department,  with  several  salesmen  under  them,  they 
would  fizzle  out  completely.  They  have  not  the  breadth 
of  mind  to  grasp  the  requirements  of  a  large  position, 
and  they  attempt  to  apply  their  small  conception  of 
trotting  from  the  molasses-barrel  to  the  sugar-box  to 
the  more  important  matter  of  mastering  many  details. 
It  can't  be  done;  and  naturally  they  fail. 

As  the  retail  salesman  broadens  his  position,  he  as- 
sumes new  responsibilities,  and  he  must  change  his  view- 
point to  fit  the  expanding  scope  of  his  greater  undertak- 
ing. Floaters,  life-buoys,  and  danger-ropes  are  all  right 
for  timid  surf-bathers,  but  to  swim  out  into  broad,  deep 
water  requires  physical  courage  and  well-seasoned  powers 
of  endurance.  Inability  to  leave  the  shore  line  tnarks 
the  man  who  would,  better  stay  in  close  to  shore,  where 
little  boats  are  safe. 

There  is,  oh,  so  much  for  a  salesman  to  be,  to  do,  to 
get,  to  earn,  to  try,  in  every  retail  establishment,  that 
there  is  little  excuse  and  less  hope  for  the  man  who  says 
there  is  no  chance. 

I  have  no  desire  in  my  heart  to  say  one  thing  deroga- 
tory to  your  position,  no  matter  how  humble  it  may  oe. 

Why  Put  on  Airs? 

The  man  whom  I  am  after,  whether  he  is  at  the 
five-cent  counter  or  taking  orders  that  run  up  into  the 
hundreds,  is  that  self-important,  small-calibre  "near- 
salesman"  who  so  thoroughly  neglects  his  customers 
that  they  grow  chilly  in  his  presence,  even  though  the 
day  is  hot.  Few  retail  shoppers  escape  frequent  experi- 
ences of  that  kind,  and  it  is  safe  to  say  that  no  one  ever 
becomes  a  better  customer  of  the  house  where  sales- 
people of  that  stamp  are  tolerated.  The  house  may  be 
a  good  one,  but  one  goes  away  feeling  that  they  do  not 
appreciate  his  trade. 

Now,  if  you  "near-salesmen"  don't  like  what  I  am 
writing  about  you  and  to  you,  don't  look  at  me.  Get 
your  eyes  open  so  that  you  can  see  yourself — that  is  the 
first  sight  to  look  at. 

What  are  you  cutting  up  about?  Putting  on  air.-5 
with  a  twelve-dollar-a-week  position!  That's  what  every 
one  who  patronizes  your  counter  is  trying  to  figure  out. 

Your  house  does  not  pay  you  to  strut  around  like  a 
farm-yard  bantam  rooster.  All  that  your  customers 
want  from  you,  and  have  a  right  to  expect,  is  courteous, 
business-like  attention,  without  frills  of   any  kind. 

I  want  to  get  you  mad.  That's  why  I'm  using  un- 
ceremonious language  in  developing  your  picture.  When 
a  man  gets  good  and  angry  because  some  one  has  told 
him  the  truth  about  himself,  he  can  generally  be  depended 
upon  to  go  out  and  "clean-up"  in  a  thorough,  wholesome 
manner.  If  he  makes  a  good  job  of  it,  it  won't  be  long 
before  you  hear  of  him  doing  something  of  real  account. 


3<'^ 
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I  never  saw  an  uppish  salesman  in  my  life  in  whose 
salesmanship  I  had  any  confidence.  A  "smart"  salesman 
is  a  man  whom  no  one  cares  to  have  much  to  do  with. 

When  a  man  becomes  inoculated  with  the  germs  of 
true  salesmanship,  he  gets  it  in  his  blood,  muscles,  head, 
and  soul,  all  over  from  head  to  foot,  and  it  makes  a 
sensible,   industrious  man  of  him. 

Carry  a  smile  through  your  work.  Whenever  a  sales- 
man cannot  be  sunshiny  with  his  customers  he  is  in 
need  of  a  liver  tonic. 

"Blessed  is  he  who,  having  found  his  own  work, 
clutches  it,  clings  to  it,  directly,  consecutively,  and 
always." 

Therein  lies  the  secret  of  accomplishment.  When  a 
salesman  has  little  or  no  conception  of  the  obligations 
his  position  imposes  upon  him,  to  say  nothing  of  lack 
of  desire  for  advancement,  then  it  is  that  soft  platitudes 
and  high-sounding  phrases  are  of  no  avail. 

This  book  is  for  negative  salesmen,  not  positive 
ones.  The  man  who  is  surrounded  and  choked  up  with 
weeds  of  indolence,  neglect,  and  carelessness  is  the  one  I 
want  to  reach. 

Pulling  weeds  loosens  the  roots  and  injures  the  grow- 
ing plant  for  the  moment;  but  soon  it  lifts  its  head  and 
takes  on  new  growth  in  the  free  soil,  becoming  sturdy  and 
eventually  fruitful,  instead  of  a  weak,  withered,  inani- 
mate thing  almost  crushed  out  by  the  weeds  that  were 
gradually   sapping  its  life. 

The  safest  and  surest  way  for  the  retail  salesman  to 
advance  from  a  lowly  position  to  a  better  one  is  by  per- 
forming his  daily  work  in  a  thoroughly  satisfactory 
manner.  His  present  surroundings  may  not  be  congenial, 
but  all  that  can  be  changed  if  he  will  set  his  mind  on 
something  better  and  strive  hard  to  reach  it.  Wishing 
will  not  do  it.     He  must  work  and  be  patient. 

Begin  by  being  polite  and  obliging  to  every  customer 
that  visits  your  counter  whether  you  think  there  is  a 
chance  for  a  sale  or  not.  Make  it  plain  that  it  is  not 
only  no  trouble  for  you  to  show  goods,  but  a  pleasure. 
Make  your  customers  feel  at  home  with  you  on  the  in- 
stant by  an  immediate  willingness  to  serve  them  in- 
telligently. Create  desire  by  making  tactful,  helpful 
suggestions. 

There  is  considerable  difference  between  the  salesman 
that  attempts  to  force  facts  down  the  buyer's  throat 
and  the  one  that  offers  information  in  reasonable, 
smooth,  and  pleasing  doses.  Do  not  thrust  your  ideas 
upon  your  customers,  but  in  an  easy,  natural  and  pleas- 
ing way  attract  their  sympathy  and  secure  their  confi- 
dence. You  will  then  experience  little  trouble  in  making 
sales,  even  where  desire  is  totally  lacking,  as  indicated 
on  the  surface. 

Suggestions  to  the  Shoppers. 

Get  over  the  idea  that  where  there  is  no  desire  there 
is  no  chance  to  make  a  sale,  and  that  almost  everyone 
entering  a  retail  store  has  his  mind  fully  made  up  on 
what  he  intends  to  purchase.  Nothing  could  be  farther 
from  the  real  facts.  The  average  shopper  is  glad  to 
have  suggestions  when  he  knows  they  are  honestly  and 
intelligently  given.  But  the  whole  matter  rests  on  con- 
fidence. You  can  do  nothing  to  aid  a  customer  in  mak- 
ing selections  until  you  have  first  secured  his  good-will 
by  that  indefinable  something  in  your  manner  that  leads 
him  to  believe  that  you  are  to  be  trusted,  and  that  you 
really  wish  to  be  of  service  to  him. 

It  is  important  also  that  you  do  not  fool  yourself 
into  believing  that  your  employers  are  unmindful  of  your 
presence  in  their  establishment,  and  that  whether  you 
are  serving  them  ill  or  well  makes  no  difference,  because 
either  way  it  escapes  their  notice. 


That  mi.staken  idea  ife  at  the  foundation  of  many  a 
clerk's  failure.  Depend  upon  it,  your  weekly  sales  are 
closely  scanned,  and  your  general  deportment  keenly 
observed.  That  you  do  not  receive  periodical  lectures 
from  your  superiors,  or  that  you  are  not  discharged,  as 
you  might  have  expected,  is  not  good  evidence  that  you 
are  not  being  watched.  On  the  contrary,  every  move  you 
make  is  mentally  or  otherwise  recorded. 

If  you  are  a  half-hearted,  go-as-you-please  salesman, 
the  chances  are  that  you  would  have  been  discharged 
long  ago,  but  for  the  fact  that  your  employers  know 
from  experience  how  hard  it  is  to  get  capable,  trust- 
worthy salespeople,  and  that  the  best  they  can  hope  for 
is  a  fair  average. 

Where  are  you,  Mr.  Salesman?  Above  or  below  the 
average? 

It  matters  not  so  much  to  your  employers  to  which 
class  you  belong,  so  long  as  the  average  remains  good, 
but  it  is  of  the  utmost  importance  to  yourself.  If  you 
are  below  the  average,  the  responsibility  rests  solely 
with  you  to  get  on  the  other  side  of  the  dead-line.  That 
there  is  plenty  of  room  goesi  withoul)  saying;  it  only  re- 
mains for  you  to  show  your  real  worth,  and  the  transfer 
will  take  place  without  your  giving  notice  that  you  are 
ready  to  move  up. 

There  are  as  many  opportunities  for  advancement  in 
the  retail  as  in  the  wholesale  branch  of  any  business; 
but  if  the  wholesale  salesman  conducted  himself  as  thous- 
ands of  retail  salesmen  are  doing  every  day  all  over  the 
land,  he  would  last  just  about  one  trip,  and  that  would 
end  his  career  on  the  road. 

The  traveling  salesman  goes  out  and  digs  up 
business,  while  his  retail  brother  stays  at  home  to  re- 
ceive it.  In  either  case  the  chances  for  advancement 
are  about  even. 

The  average  traveling  salesman  does  not  miss  many 
towns  •without  making  sales  of  some  sort;  but  hundreds 
of  prospective  buyers  are  turned  away  from  retail  stores 
every  day  without  being  properly  waited  upon,  and  this 
results  in  a  serious  loss  of  business  to  the  house  where 
indifferent  salesmen  are  employed. 

How  many  customers  visit  your  counter  or  depart- 
ment every  month  and  go  away  without  buying  anything, 
is  a  question  for  you  to  decide.  One  thing  is  certain  to 
the  man  who  is  familiar  with  both  branches  of  the  trade, 
and  that  is  that  many  sales  are  lost  at  retail  in  large 
establishments  every  day  from  lack  of  attention  and 
proper  selling  ability,  such  as  is  absolutely  necessary  on 
the  part  of  the  traveling  salesman. 

(To  be  continued.) 


A  Follow-up  System. 

A  salesman  soon  becomes  associated  in  the 
mind  of  a  retailer  with  the  firm  he  represents.  In 
the  same  way,  a  firm  which  advertises  persistently 
in  trade  newspapers  soon  succeeds  in  associating 
its  advertising  with  its  salesmen,  in  the  minds  of 
the  retailers.  It  pleases  a  reader  of  a  trade  news- 
paper to  see  the  advertising  of  a  firm  with  which 
he  has  dealings.  It  tends  to  confirm  him  in  the 
opinion  that  he  deals  with  up-to-date,  progressive 
people.  When  he  reads  the  ad.  he  thinks  of  the 
firm's  traveling  representative.  Thus,  though  per- 
sonal calls  may  be  more  or  less  infrequent,  the  firm 
which  advertises  in  the  trade  press  succeeds  in 
keeping  itself  aii3  its  salesmen  green  in  the  mem- 
ory  of  retailers. 
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THE  SIGN  OF 
THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA. 


CLAIMS  ARE  EASILY  MADE  and  OFTEN  AS  EASILY  DISPROVED 
The  Following  are  FACTS  not  CLAIMS  : 

There  are  more  McCall  Patterns  sold 
than  of  any  other  make. 

There  are  more  merchants  handhng 
McCall  Patterns  than  any  other  make. 

McCairs  Magazine  has  many  more 
subscribers  than  any  other  Fashion 
Magazine  in  the  world. 

There  are  reasons — reasons  which  must  appeal  to  the  wise  merchant.  McCall 
Patterns  are  practical  patterns — they  sell.  They  bring  women  to  the  store. 
They  increase   business. 

The  well  established  McCall  Canadian  Office  and  Factory,  the  largest  and  best  equipped  Pattern  Plant  in  the  Dominion, 
make  it  possible  to  offer  Canadian  Merchants  the  Celebrated  McCall  Patterns  and  Fashion  Publications,  with  ALL  the 
advantages  of  TERMS,  PRICES,  DELIVERIES,  etc.,   United  States  Merchants  enjoy. 

WRITE  NOW  for  free  samples  and  full  particulars  about  the  exclusive  sale  of  our  goods  in  your  town  and  vicinity. 
You  will  incur  no  obligation  except  to  consider  the  question  and  decide  on  its  merits.     Address  Main  Office,  New  York. 


The  McCall  Company 


236-246  West  37th  Street, 
Chicago 


NEW  YORK 
Toronto,  Canada 


San  Francisco 
NOT  IN  THE  TRUST-NO  CONNECTION  WITH  ANY  OTHER  HOUSE 


Please  inciitiuH  The  Review  to  Advertisers  and  Their   Travelers 
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A  Revie^v  of  the  British  Markets 


London,  Jan.  25. — Stock- 
taking is  well  over  in  tlie 
London  wholesale  houses, 
and  good  progress  has  been 
made  upon  the  Spring  cam- 
paign. Stocks  are  for  the 
most  part,  somewhat  heavy 
for  the  period  of  inventory 
time,  but  consist  for  the 
most  part  of  staple  lines. 

The  London  retail  stores 
started  their  semi-annual 
sales  with  the  beginning  of 
the  month,  but  the  weather 
conditions  have  been  against 
good  business.  Fowns  Bros. 
&i  Co.  entered  into  the  pos- 
session of  their  new  warehouse  during  the  last  week  of 
the  old  year.  The  new  building  is  a  thoroughly  modern 
structure,  and  fitted  up  in  every  way  to  expedite  busi- 
ness. 

Though  no  change  has  taken  place  in  the  conditions 
of  the  silk  market  there  is  every  reason  to  expect  better 
business  as  the  year  advances.  Therefore,  holders  of  raw 
silk  are  firm  as  to  prices.  More  business  and  advancing 
prices  are  again  reported  from  Yokohama. 

All  connected  with  the  silk  trade  have  learned,  with 
regret,  of  the  death  of  Sir  Thomas  Wardle,  who  has  been 
the  president  of  the  British  Silk  Association  since  its 
foundation  in  1887.  Sir  Thomas  was  the  author  of  many 
improved  manufacturing  processes,  particularly  in  con- 
nection with  the  utilization  of  wild  tussur  and  waste 
silk.  He  was  the  first  to  introduce  a  practical  process 
for  dying .  tussurs,  and  he  made  the  first  piece  of  seal 
cloth,  or  silk  plush,  out  of  tussur  waste.  He  was  most 
widely  known  from  his  connection  with  seri-culture. 

Bradford. 
,  The  latest  advices  from  Bradford  indicate  that  busi- 
ness is  certainly  improving.  Spinners  are  beter  employ- 
ed and  orders  for  delivery  are  increasing.  The  whole 
market  is  exceedingly  strong  in  tone,  and  a  large  amount 
of  business  is  passing.  Wool  prices  are  daily  firming.  As 
more  of  the  season's  crop  comes  to  hand  there  is  a  great- 
,er  certainty  that  the  supply  of  merino  woo's,  of  good 
^length,  will  not  be  any  too  large.  As  the  consumption  of 
-this  class  of  wool  is  increasing,  prices  are  likely  to  go 
higher.  Cross-breds  are  also  advancing,  owing  to 
the  very  large  quantities  of  this  wool  in  the  scoured  and 
the  combed  state,  which  has  recently  been  exported,  both 
to  the  States  and  to  the  continent.  Top  makers  are  be- 
coming more  independent,  and  are  also  putting  out  high- 
er quotations.  This  is  because  immediate  delivery  is 
called  for  in  the  majority  of  cases.  The  manufacturing 
end  is  not  particularly  well  employed  and  could  well  do 
with  more  business. 

Advices  from  Australasia  state  that  great  fimness  is 
the  rule  in .  all  markets  on  that  side  and  that  a  very 
large  amount  of  business  is  passing.  The  break  in  prices, 
so  confidently  expected  in  some  sections,  gives  little 
promise  of  materializing.  Wool  values  are  fully  10  per 
cent,  over  those  of  October,  and  now  the  Yorkshire  buy- 
ers are  following  the  lead  set  them  by  their  French,  Ger- 
man and   American  competitors. 

After  a  year  of  extreme  depression,  American  buyers 
are  getting  to  work,  and  are  apparently  bent  upon  mak- 
ing up  for  the  lost  time. 


Yorkshire  is  to  have  the  next  annual  meeting  of  the 
Tariff  Reform  League.  The  league's  projects,  it  is  claim- 
ed, are  receiving  more  response  from  the  heavy  woolen 
d  strict,  and  some  very  influential  new  adherents  are 
claimed.  This  is  due  to  the  working  of  hostile  tariffs, 
which  are  cutting  deep  into  Yorkshire's  trade.  As  an  ex- 
ample, the  experience  of  John  Crossley  &  Sons  may  be 
given.  This  firm  are  finding  it  impossible  to  ship  finished 
goods  to  many  markets.  They  are  now  sending  out 
printed  warps,  which  appear  in  the  Board  of  Trade  re- 
turns, as  dyed  yarns.  These  are,  in  reality,  semi-finished 
carpets,  the  pattern  being  on  the  yarn,  to  be  brought 
out  when  woven. 

Manchester. 

Raw  material  values  are  firmer,  now  that  the  new 
year  has  fully  opened  up,  and  values  have  risen  several 
points,  but  the  underlying  situation  is  little  changed. 
Egyptian  cotton  is  hardening,  as  there  is  more  doing  in 
this  staple.  Altogether,  things  look  better  in  the  raw 
material  |  market. 

Y'arns  are  also  in  a  better  position,  and  spinners,  par- 
ticularly those  producing  certain  classes  of  yarns,  are 
fairly  well  employed.  Manufacturers  are  covering  their 
sales  of  cloths  more  freely,  and  taking  things  on  the 
whole,  decidedly  more  business  is  passing. 

The  piece  goods  market  is  showing  some  signs  of  im- 
provement, though  the  majority  of  orders  are  compara- 
tively small.  The  silver  market  is  reacting  unfavorably 
in  the  East,  but  China's  buying  is  better,  in  shirtings 
and  printings.  India  is  taking  some  goods,  and  the  Medi- 
terranean trade  is  looking  up.  Specialties  and  fancies  are 
showing  improvement,  and  the  home  trade  is  beginning 
to  buy  again. 

Nottingham. 

The  new  year  is  opening  well  for  the  Nottingham 
trade,  and  most  lace  and  net  manufacturers  have  more 
orders  on   their  books  than  last  year  at  this  time. 

The  revival  of  net  laces  and  the  large  use  made  of 
nets  is  having  a  good  effect  upon  this  centre,  and  all  the 
machinery  in  Nottingham  and  district  for  the  making  of 
this  class  of  goods  are  being  worked  up  to  the  limit. 
Bobbin  nets,  as  a  matter  of  fact,  cannot  be  obtained 
from  the  manufacturers  as  fast  as  they  are  wanted. 
Plauen  is  taking  a  large  amount  of  these  nets,  and  some- 
thing like  a  record  is  being  made  in  this  direction. 
Mecklin  and  zephyr  tulles  and  Brussels  nets  are  being 
freely  bought  for  millinery  purposes.  Makers  of  Torchon 
edgings  and  insertions  of  Valenciennes  and  all-over  nets 
are  doing  a  particularly  good  business. 

Most  complaint  comes  from  the  curtain  trade  ;  for 
which  outside  competition  is  blamed.  Not  only  is  the 
demand  smaller,  but  prices  are  lower. 

American  buyers  are  still  after  veilings  and  frillings, 
and  more  American  business  is  expected  in  the  near  fu- 
ture, as  not  only  are  buyers  expected  on  this  side  early 
in  the  year,  but  some  of  the  larger  Nottingham  houses 
are  sending  representatives  over  the  Atlantic  to  push 
sales. 

Dundee. 

The  jute  market  is  slow,  and  some  kinds  are  easier. 
It  now  seems  that  the  jute  crop  is  larger  than  antici- 
pated, therefore  the  expected,  high  prices  will  not  be  real- 
ized. There  is  little  doing  in  jute  yarns,  and  jute  goods 
are  more  or  less  dull.  Hessians,  when  wanted,  are  for 
prompt  delivery,  indicating  that  stocks  are  low. 
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Display  and  Arrangement  of  Stock  in  General  Stores 

How  Effort  May  Best  be  Directed  in  Attracting  the  Attention  of 
the  Customer  —  Opportunity  Lost  in  Neglect  of  Display  Win- 
dows   -  Creating    Reserves    and    Writing    Off     for     Depreciation, 

Written  for  the  Dry   Goods  Review  by  Howard  R.   Wellington. 


THE   average   merchant   in   a   country   store    may 
think    that   he   knows   his   own   business   best — 
and  so  he  does — but  from  the  few  hints    given 
below,  gathered  from  different  sources,  we  hope 
a  suggestion  here  or  there  may  be  adopted  with  profit, 
for  this  is  our  purpose  in  discussing  the  subject. 

Is  the  average  country  customer  as  keen  to  notice  the 
general  appearance  and  arrangement  of  a  store  as  an 
outsider  accustomed  to  trading  in  the  larger  places  ?  Do 
}ou  suppose  the  eye  of  the  country  buyer  is  not  attracted 
by  an,  orderly  and  well-kept  stock  ?  If  goods  are  display- 
ed attractively,  will  it  not  increase  sales  to  just  the 
same  extent  in  proportion  to  the  turnover  as  in  the  large 
city  stores  ?  If  certain  lines  of  goods  appear  in  a  promi- 
nent position  in  the  store,  is  not  the  prospective  custom- 
er more  likely  to  make  a  purchase  than  if  it  is  necessary 
for  him  to  ask  for  such  goods  ?  It  may  seem  unnecessary 
to  ask  such  questions,  but  from  certain  observations, 
we  believe  the  average  merchant  would  do  well  to  jdve 
the  matter  some  thought, 

Lack  of  Display. 

Not  long  ago  a  representative  of  a  clothing  ccncein 
went  into  the  store  of  the  oldest  merchant  in  a  town  of 
about  2,000  population,  and  after  the  usual  exchange  of 
greetings,  the  subject  of  a  fall  order  was  discussed.  Ihe 
traveling  man  was  told  in  a  curt  manner  that  goods  pur- 
chased from  his  house  were  not  ready  sellers.  Upon  in- 
vestigation, where  do  you  suppose  the  goods  were  kept 
in  stock  ?  Clothing,  and  good  clothing  too,  was  folded 
in  bins  under  the  counter  at  the  back  of  the  store. 

"Oh,""  but  some  merchant  says.  "We  have  no  room 
in  our  store  to  display  goods  in  this  way." 

Perhaps  not  ;  but  we  feel  confident  that,  if  the  re-ar- 
rangement and  display  of  a  store  is  carefully  planned  out 
with  the  object  in  view  of  attracting  the  buyer  and  show- 
ing all  goods  to  the  best  advantage  ;  a  great  benefit  will 
he  derived  from  the  effort. 

Another  Practical  Case. 

In  another  town  of  about  three  thousand,  one  of  the 
oldest  merchants  in  the  lown  has  a  splendid  store,  does 
a  good  trade  in  most  lines.  Up  to  a  certain  time  in  De- 
cember he  had  sold  only  about  $30  or  $40  in  a  line  of 
garments  and  had  a  considerable  stock  carefully  folded 
away  under  the  counter,  where  the  clerks  could  probably 
find  it  readily  enough,  but  where  it  would  never  come 
under  the  eye  of  the  customer.  What  is  the  result  ?  No 
sales,  and  the  probability  of  carrying  over  a  large  amount 
of  old  stock  until  the  next  season,  on  which  a  consider- 
able loss  would  be  made. 

A  Striking  Contrast. 

Right  next  door  to  this  merchant,  a  young,  progres- 
sive business  man  had  started  a  dry  goods  business  only 
a  year  or  two  before,  devoting  a  great  deal  of  time  and 
thought  to  his  window  dressing,  store  arrangement  and 
departmentizing,  the  result  being  that  his  sales  in  the 
same  line  of  garments  up  to  the  same  period,  amounted, 
instead  of  between  $30  and  $10,  to  $1,250  or  thereabouts, 
with  a  small  stock  on  hand  and  a  good,  substantial  pro- 
fit on  his  turnover. 


These  cases  are  absolutely  true  and  we  firmly  be- 
lieve, are  quite  common  in  many  of  our  towns. 

In  these  days  of  keen  competition,  a  merchant,  no 
matter  how  long  he  has  been  in  business,  no  matter  what 
his  standing  in  the  community,  cannot  afford  to  ignore 
the  fact  that  customers,  as  a  general  rule,  are  inclined 
naturally  to  purchase  where  the  stocks  are  not  only  most 
attractive,  but  most  attractively  displayed. 
A  Practical  Suggestion. 

Might  we  offer  a  suggestion  in  conclusion,  in  regard 
to  the  display  of  clothing,  coats,  etc.,  which  was  noticed 
in  an  up-to-date  store  recently  ? 

The  circular  rack  was  abandoned.  The  oblong  rack, 
used  by  so  many  to  advantage,  had  also  been  discarded, 
and  in  place  of  these,  at  intervals  of  say  two  feet  along 
the  wall  (five  feet  from  the  floor)  were  fastened  poles, 
extending  out  into  the.  department  from  2  to  3  feet, 
braced  and  supported  to  hold  several  pounds.  The  ar- 
rangement was  rather  unique,  occupied  practically  no 
room  in  the  department,  and  the  garments  (from  eight 
to  ten  on  each  pole)  graded  according  to  price,  could  all 
be  seen  at  a  glance  by  the  purchaser. 
Creating  Reserves  and  Writing  Off  for  Depreciation. 

At  the  end  of  the  year  when  the  net  profits  are  as- 
certained, the  question  of  depreciation  arises,  and  then 
the  advisability,  of  creating  a  reserve  to  provide  for  con- 
tingencies which  may  develop  in  the  future.  In  the  case 
of  a  building  it  is  customary  to  write  off,  out  of  the 
profits  each  year,  a  certain  percentage,  or  a  certain 
amount,  according  to  the  volume  of  business  done  during 
the  year  and  the  percentage  of  net  profits. 

The  banks  adopt  a  very  conservative  policy  in  regard 
to  bank  premises  and  write  off  out  of  profits  each  year 
a  large  amount,  so  that  the  value  on  the  books  of  such 
premises  at  the  end  of  several  years  will  be  actually  less 
than  the  real  value  at  the  time.  Similarly,  manufactur- 
ers will  write  off  from  year  to  year  a  certain  percentage 
or  amount  of  the  book  value  of  machinery  and  other 
equipment. 

We  all  know  that,  in  some  cases,  the  property  on  a 
main  thoroughfare  increases  rapidly  in  value,  or  in  other 
cases,  may  decrease,  when  the  trade  is  attracted  in  an- 
other direction. 

Instead  of  continually  decreasing  our  "Real  Estate," 
"Building"  or  "Equipment"  accounts  on  our  books  by 
writing  off  an  amount  each  year,  why  not  maintain  these 
various  departments  of  our  business  in  first-class  shape, 
charging  the  expense  to  a  "Maintenance"  account,  and 
create  a  "Contingency  Reserve,"  or  an  account  with 
some  such  name,  into  which  is  written  each  year  a  pro- 
visional amount  to  take  care  of  remodelling,  rebuilding, 
etc.,  in  years  to  come  ? 

In  case  of  fire,  the  original  value  of  the  buildings 
stands  on  your  books,  together  with  additions  thereto, 
and  while  you  have  a  contingency  account  for  deprecia- 
tion, there  can  be  no  dispute  as  to  the  value  of  your 
property. 

(We  shall  be  glad  to  have  enquiries  and  ideas  from 
our  readers  in  regard  to  these  subjects.) 
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Machinery  of  a  Business  is  Composed  of  Human  Units 

Harmonious  Working  Should  be  Made  as  Easy  as  Possible  by 
Simplicity  of  System  —  Possible  to  Stifle  Expansion  Through 
Niggardly  Buying  —  Frequent  Visits  to  Markets  the  Correct  Idea. 

By  Andrew   H.   Pettigrew,   Managing  Director  of  Stewart  &   McDonald. 

(Concluded   from    January   Number). 


THE  FIRST  thing  that  should  be  sought  for  in 
creating  an  organization  is  simplicity.  A  com- 
plex thing  can  easily  be  costly  and  cumbersome, 
but  it  may  not  be  efficient.  A  simple  thing  can- 
not be  costly  and  it  may  be  efficient.  I  have  in  my  mind 
one  or  two  problems  which  for  months  proved  difficult, 
nay,  seemed  insuperable,  which  were  effectively  solved  by 
the  introduction  of  a  different  colored  paper  or  some  sim- 
ple use  of  numbers  or  letters.  It  should  always  be  re- 
membered that  the  machinery  of  a  business  is  composed 
of  human  units,  and  that  the  system  destined  to  make 
their  efforts  work  out  harmoniously  should  be  made  as 
easy  for  them  as  possible,  and,  as  far  as  is  practicable, 
on  the  lines  of  their  natural  inclination. 

Ask  the  Experience  of  Others. 

Every  business  to  be  successful  must  have  an  organ- 
ization largely  peculiar  to  itself,  and  for  that  reason  no 
hard  and  fast  system  can  be  described  here,  but  I  would 
recommend  all  who  are  in  trouble  over  the  working  of 
any  branch  of  their  business  to  call  on  the  managers  of 
one  or  two  other  successful  businesses  of  a  kind  similar 
to  his  own  in  another  town  if  possible,  and  from  my  own 
experience  I  can  assure  all  such  inquirers  that  they  will 
be  received  courteously  and  assisted  to  the  information 
they  desire  in  every  possible  way,  and  out  of  the  experi- 
ence thus  gained  he  will  be  able  to  find  a  suggestion  cap- 
able of  being  adapted  to  his  own  particular  case.  I  would 
emphasize  this  point  of  asking  the  experience  of  others. 

There  is  a  freemasonry  amongst  large  warehousemen, 
in  the  retail  drapery  trade  particularly,  which  ought  to 
be  taken  more  advantage  of.  In  my  own  experience  not 
only  has  the  information  sought  been  in  every  case  read- 
ily accorded,  but  it  has  been  the  means  of  making  friend- 
ships which  have  proved  continuously  and  mutually  pro- 
fitable. Consultation  with  one's  buyers  and  superintend- 
ents is  also  productive  of  good  results.  It  promotes 
loyalty  to  the  business  and  their  closer  intimacy  with 
departmental  details  makes  their  opinions  of  the  utmost 
value.  Having  reached  the  position  of  a  warehouse ,  with 
an  organization  and  with  sub-managers,  one  of  the  first 
difficulties  that  will  face  the  owner  is  controlling  the 
stocks,  and  this  is  much  more  important  than  it  seems 
because  it  is  this  very  matter  of  the  proper  control  of 
stocks,  which  makes  very  largely  for  profit  making  or 
the  reverse. 

Depreciation  the  Great  Enemy. 

It  is  possible  to  stifle  the  expansion  of  a  business 
through  niggardly  buying,  but  it  is  equally  possible  to 
ruin  a  business  outright  through  over-buying.  In  these 
ultra-fashionable  days,  when  even  the  mill  girl  has  her 
idea  of  how  she  should  dress,  depreciation  is  the  great 
enemy  to  profit  making,  and  in  the  fashionable  depart- 
ments of  a  business  (and  these  when  properly  handled 
ought  to  be  the  most  profitable)  accumulations  of  passe 
stock  not  only  involves  a  direct,  a  large  and  an  inevit- 
able loss,  but  means  with  absolute  certainty  a  decaying 
trade.    Constant  buying  and  frequent  visits  to  the  mar- 


kets  is  the  correct  idea  in  modern  trading.  The  difficulty 
of  controlling  buyers  comes  in  here,  namely,  how  to  hold 
the  balance  everi  so  that  the  enterprise  of  the  buyer  may 
have  full  scope  and  his  abilities  find  free  operation,  or, 
on  the  other  hand,  to  make  sure  that  the  weaknesses  for 
over-buying  having  their  foundations  often  in  other  weak- 
nesses do  not  lead  himself  and  his  department  into  diffi- 
culties. 

Weekly  lists  of  goods  on  order  should  be  required  from 
the  buyers  by  the  counting-house,  and  these  lists  effi- 
ciently checked  from  invoices  as  they  are  received,  and 
copies  of  all  orders  placed  on  behalf  of  the  firm  above  a 
given  sum  in  value  should  be  required  from  the  firms 
with  whom  the  orders  are  placed. 

Let  me  here  say  a  word  to  the  buyers.  They  are  seek- 
ing success  as  their  employer  is,  either  success  in  their 
situations  or  in  ultimately  being  in  business  for  them- 
selves. Let  me  tell  them  that  absolute  honesty  in  the 
management  of  their  departments  is  vitally  necessary  to 
that  success.  If  they  cannot  or  will  not  conduct  the 
business  of  a  department  on  strict,  intelligent,  and  pro- 
fitable lines,  then  they  never  will  conduct  a  business  of 
their  own  to  success  ;  and  let  me  also  say  to  them  that 
in  these  days  of  strenuous  competition  their  doom  as 
buyers  is  inevitable,  as  sure  as  the  sun  will  rise  to-imor- 
row,  if  they  descend  to  deceit  and  misrepresentation  or 
falsification,  even  in  a  minor  degree,  in  the  affairs  of 
their  department.  They  should  remember  that  every 
pennyworth  they  buy  has  to  be  paid  for  in  hard  cash, 
and  also  that  in  the  selling  of  every  article  they  buy 
there  is  either  money  to  be  made  or  money  to  be  lost  ; 
either  a  good  impression  to  bo  made  on  the  purchaser, 
which  is  profit  for  the  future,  or  a  bad  one. 

On  the  Making  of  Profits. 

Let  me  here  say  a  word  about  profit-making.  In  my 
experience,  profit-making  is  not  so  much  the  result  of 
putting  profit  on  as  in  realizing  it  and  saving  loss.  On 
a  well-bought  article,  well  bought  from  every  point  of 
view,  profit  is  easily  made  ;  and  from  over-buying,  from 
careless  stock-keeping,  from  laxitj'  in  management,  profit 
is  more  easily  lost.  Buyers  should  keep  a  set  of  books 
themselves  for  their  own  departments  as  rigidly  as  if 
they  were  the  cashier  or  accountant.  They  should  make 
up  for  themselves  every  six  months  an  intelligent  fore- 
cast of  their  trading  month  by  month  based  on  the  previ- 
ous year's  experience,  get  the  appfoval  of  their  employ- 
ers for  it,  and  seek  strenuously  to  realize  it,  and  go  one 
better. 

One  hint  to  employers  or  managers  regarding  stock. 
Whenever  a  stock  gets  beyond  the  limit,  and  under  pres- 
sure is  found  impossible  to  get  down,  it  is  time  for 
alarm.  Have  it  taken  and  checked  independently  aad  the 
cause  will  be  discovered.  .\  stock  of  this  kind,  impos- 
sible to  reduce,  and  a  lessening  trade,  is  almost  in- 
variably the  accompaniment  one  of  the  other.  Half-yearly 
stock-takings  are  an  absolutely  necessary  corrective,  and 
(Concluded   on  page  48.) 
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Store  Kinks  that  are  Making  Good 


SIMPLE  FORM  Thos.     Miller     &     Sons,     of 

FOR  FILING-  Oshawa,    have    simplified     their 

ACCOUNT  RECORDS,  bookkeeping  somewhat  by  the  use 
of  a  stub  form  attached  to  their 
account  blanks.  When  monthly  accounts  are  rendered  the 
date  of  sale,  the  amount,  and  the  name  of  the  purchaser 
are  placed  on  the  stub  of  each  sheet.  Above  this  record 
is  a  series  of  blank  spaces  for  dates,  amounts,  opposite 
which  may  be  entered  up  payments  from  time  to  time  on 
account.    The  stub  is  arranged  thus: 

Date Amount Date Amount 

Date Amount Date Amount 

Date Amount Date Amount 

Date Amount Date Amount 

Date Amount Date Amount 

Date Amount Date Amount 

Date  Rend.  .Amount M 

The  sheets  are  not  padded  hut  filed  and  for  reference 
purposes  embodies  the  loose-leaf  idea. 

4- 

"ACTUAL  WARFARE"  A  novel  idea  in  the  way  of 

BETWEEN  a  special  sale  was  inaugurated 

THE  DEPARTMENTS.        this  month  by   the   C.   Austin 

'Company,  Chatham.  This  is 
a  "competition"  sale  between  the  various  departments, 
the  object  of  each  department  Tieing  to  secure  the  largest 
percentage  of  increase  over  the  same  month  last  year. 

"Actual  warfare"  between  the  departments  was 
largely  featured  in  the  firm's  advertising  during  the  salo, 
In  the  opening  advertisement  the  following  announcement 
was  made,  of  interest  as  showing  the  style  in  which  the 
sale  is  conducted: 

"The  little  army  of  employes  in  our  store  is  divided 
into  nine  divisions,  each  under  the  coiumand  of  the  fol- 
lowing leaders: 

"Division  1,  Men's  Clothing  Department,  Major-Gen- 
eral  Gray;  Divi-sion  2,  Furniture  Department,  Major-Gen- 
eral  MacArthur;  Division  3,  Dress  Goods  and  Silks,  Col. 
Thomas  Primeau;  Division  4,  Linens  Department,  Lieut.- 
Col.  C.  T.  Northwood;  Division  5,  Staples,  General  W. 
Primeau;  Division  6,  Smallwares,  Field  Marshal  O'Rielly; 
Division  7,  Ladies'  Ready-to-Wear,  Col.  G.  Guttridge; 
Division  8,  Millinery,  Lieut. -Col.  Rice;  Division  9,  China, 
Capt.  C.  Guttridge.  ' 

"These  noble  war  lords  are  going  to  have  a  battle 
royal  amongst  themselves,  and  here  is  the  plan  of  cam- 
paign. During  the  month  of  January  we  are  offering  spe- 
cial inducements  to  each  of  these  divisional  commanders 
to  wipe  all  their  previous  sales  records  clean  off  the  map. 
The  division  that  cleans  up  all  records  most  decidedly, 
will  reap  their  reward.  Now,  as  great  latitude  will  be  al- 
lowed to  each  divisional  commander  as  to  reductions,  yoa 
will  see  the  greatest  bombardment  of  bargains  that  the 
city  has  ever  beheld.  Each  division  will  be,  on  the  alert 
to  outstrip  the  other  in  a  terrific  onslaught  on  your  pur- 
chasing emotions.  Visit  the  battlefield  daily!  Keep  near 
the  firing  line  on  the  lookout  for  LOOT.  Watch  the 
papers  daily  as  to  how  the  battle  sways.  Here  you  can 
see  some  preliminary  firing." 

This  style  is  being  followed  in  the  firm 's  advertising 
throughout  the  sale. 

Li  their  preliminary  announcement,  the  firm  said:  "The 
C.  Austin  Company  have  opened  the  January  sale  ball  in 


a  new  and  very  striking  method.  They  are  advertising  a 
'Competition  Sale,'  in  which  each  department  of  the 
store  will  compete  against  the  other,  as  to  which  shall 
receive  the  most  substantial  reward  for  the  largest  per- 
centage of  increase  over  the  sales  of  the  same  month  last 
year. 

"Decenlralization  of  Management. — The  situation  is 
doubly  interesting  in  that  the  head  of  each  department, 
during  January,  will  be  a  veritable  autocrat,  and  can  go 
about  ibringing  business  by  reducing  prices  or  in  any  other 
way  at  all,  provided  it  is  within  the  bounds  of  "sweet 
reason." 

The  idea  has  aroused  an  exceptional  amount  of  en- 
tliusiasm  and  keenness  in  the  store,  which  the  salespeople 
will  doubtless  make  it  their  business  to  convey  to  the 
hearts  of  the  public  through  the  medium  of  savings  to 
their  purses. 

"The  heads  of  departments  have  declared  war  to  the 
knife  against  eacli  other,  and  some  lively  'cutting'  is 
expected." 

Reports  as  to  the  progress  of  the  combat,  will  be  ad- 
vertised from  time  to  time  during  the  month,  and  it  is 
pretty  certain  that  the  public  will  pick  up  a  multitude  of 
the  spoils  of  war." 

The  novelty  of  the  scheme  has  attracted  quite  a  bit  of 
attention,  and  gives  to  the  sale  a  certain  touch  of  genuine- 
ness which  carries  weight  with  the  purchasing  public,  who 
have  gone  tlirough  so  many  sales  of  the  ordinary  kind  that 
it  takes  something  decidedly  new  to  rouse  their  interest. 


STORE  KEEPS 
RECORD  OF 
GARMENT  SIZES 


A  Western  store  has  adopted  the 
plan  of  keeping  a  record  of  the 
sizes  of  garments  and  other  lines  of 
wear  sold,  upon  which  there  is  al- 
most certain  to  be  at  some  time  or  other  repeat  business. 
A  special  book  is  kept  for  the  purpose.  When  a  man  pur- 
chases a  pair  of  gloves,  for  instance,  his  name,  the  size 
required,  and  his  address  are  entered  up.  That  overcomes 
the  necessity,  on  his  part,  of  charging  his  memory  with 
these  matters  of  detail,  and  it  interests  him  in  that  par- 
ticular store.  The  same  system  is  adopted  on  the  corset 
floor,  and  as  far  as  possible  in  the  ready-to-wear  depart- 
ment. The  store,  by  the  way,  has  developed  a  good  mail 
order  business  in  its  work  of  offsetting  the  effect  of  large 
city  influence,  and  issues  a  catalogue.  The  registration  of 
sizes  here  proves  particularly  useful,  since  customers 
ordering  from  a  distance  know  that  the  store  has  previ- 
ously taken  their  measurements.  The  plan  facilitates 
shopping  by  proxy  where  necessary,  as  in  the  case  of  a 
wife  purchasing  for  her  husband  or  vice  versa,  and  what 
is  also  important  has  built  up  a  good  mailing  list. 


OFFERING  SPACE  FREE  Dupuis  Freres,  of  Mon- 

FOR  FOOD  FAIR.  treal,    have    opened    a    food 

fair  on  the  third  floor  of 
their  departmental  store,  447  St.  Catherine  Street 
east.  It     is     proving     a      very      attractive      feature. 

Recognizing  the  fact  that  manufacturers  of  food 
preparations  are  willing  to  pay  "high  prices  for  demon- 
stration spaces  in  large  establishments,  Dupuis  Freres 
are  offering  such  space  free,  provided  they  are  allowed 
a  commission  on  sales  made  during  the  demonstration. 
The  store  has  all  of  those  essentials  which  render  such  a 
plan  easy  of  adoption — important  mercantile  .'standing, 
central  location,  and  plenty  of  space  for  the  purpose. 
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Preferred  Types  for  Show   Cards  and  Price  Tickets 

Hints  to  Card  Writers  in  Executing  Spurred  Roman  Style 
—  Different  Designs  Exemplified  —  Pointers  on  "  Opening"  Cards 
—Alphabets    Which   May  be  Best  Adapted  in  Effective  Work. 

By  R.  T.  D.  Edwards,  of  the  Simpson  Co.,  Toronto. 


THE  accompanying  alphabet  is  a  heavy  spurred 
Roman  letter.  When  used  on  a  half  or  full  sheet, 
it  is  very  effective,  but  cannot  be  used  to  advan- 
tage on  a  smaller  card. 
For  a  department  card,  and  with  the  use  of  shading, 
a  very  attractive  result  may  be  obtained.  The  narrow 
strokes  are  the  width  of  the  No.  6  brush,  while  the  heavy 
parts  are  outlined  and  filled  in.  Spurs  are  finished  off 
with  the  width  of  the  brush.  No.  1  and  2  cards  show  this 
type  in  use. 

The  group  of  price  tickets  gives  an  idea  of  the  differ- 
ent shapes  and  patterns  for  ordinary  use.     The  top  card 


done  with  the  pens.  Card  (B)  is  entirely  executed  with 
the  brush  and  is  written  on  a  light-grey  mat  board.  The 
word  "Blankets"  serves  to  demonstrate  the  letters  in 
use.  This  style  of  lettering  makes  a  first-class  "opening" 
ticket.  A  dark  grey  color  is  used  to  shade  the  letters  and 
is  made  by  mixing  black  and  white. 

The  "Opening"  Card. 

It  is  a  good  idea  when  a  large  sale  is  on,  to  have  two 
or  three  different-sized  tickets  with  descriptive  words, 
such  as  "January  Sale"  printed  across  the  top.  Note 
cards  2  and  3.    The  printing  saves  the  writer  a  great  deal 


abcdefi^ 
jklmnopq 
FiStuywxyz 

ABCDEFGHI 
JKI/MNQPQ 
RSTDTWXIZ 


JANUkRY  SALE 


55t 


Grcal 

of  Blankets 
All  lhi$  me-ek 


Heavy  Spur  Filled-in  Alphabets  and  Special  Sale  Cards  with  Standing  Heads. 


is  painted  in  a  dark  brown  board,  and  was  used  as  a  title 
card  for  an  oil  painting.  All  of  the  air-brush  tickets  are 
on  white  board  with  gold  beveled  edges.  These  tickets 
may  be  purchased  with  the  air-brush  work  already  execut- 
ed, if  the  card  writer  does  not  possess  a  brush  of  his  own. 

Condensed  "Old  English." 

The  three  cards,  A,  B,  C,  were  written  to  give  an  idea 
of  the  different  layouts  which  may  be  made  of  the  same 
wording.  (A)  is  written  on  a  plain  white  board  11  in,  x 
14  in.,  the  first  two  lines  being  outline  pen  work,  a  brush 
being  used  to  fill  in.  The  bottom  line  shows  another  use 
of  the  pens  in  making  a  condensed  "Old  English"  letter. 
This  makes  a  striking  alphabet.  Card  (C)  shows  the  grey 
board  with  the  white  lettering.  The  first  two  lines  show 
the  upright  brush  stroke  letters,  while  the  bottom  line  is 


of  work  and  makes  a  much  more  uniform  ticket.  Bright 
colors,  such  as  red,  green  and  blue,  may  be  used  for  the 
printing.  The  block  style  of  letters  stand  out  best  for 
this  work. 

Next  month's  number  will  contain  an  article  on 
"Opening"  cards,  with  useful  suggestions  for  millinery 
and  Spring  openings. 


A  very  pleasant  little  dinner  party  was  held  in  the 
manager's  dining  room  of  Eaton's  store,  Winnipeg,  re- 
cently, when  the  office  old-timers,  to  the  number  of  thir- 
teen, who  have  been  connected  with  the  Winnipeg  store 
since  its  inception,  sat  down  with  Messrs.  Gilroy,  Tucker 
and  Minty,  managers,  as  guests.  The  health  of  J.  C, 
Eaton  was  honored,  Mr.  Gilroy  responding. 


DRY    GOODS     REVIEW 


43 


The  Maker  or  the  Jobber. 

By  L.  B.  Elliott,  in  the  Textile  Manufactvircts'  Journal. 

Just  now  there  is  the  most  interesting  business  game 
in  progress,  earnestly  played,  vital  in  its  interest  to  the 
participants  and  far-reaching  in  its  ultimate  effects  upon 
trade. 

The  field  of  action  is  the  textile  industry  and  the 
parties  interested  are  the  manufacturer  and  the  jobber — 
heretofore  yokemates,  if  not  brothers. 

The  past  has  seen  the  manufacturer  content  to  busy 
himself  about  his  mills,  devoting  his  energy  and  his 
capital  to  the  iOperation  of  more  spindles,  more  looms, 
to  the  investigation  and  installation  of  more  labor- 
saving  machines,  to  the  development  of  processes,  the 
study  of  raw  materials,  the  fostering  of  artistic  designs, 
the  pursuit  of  the  fickle  fads  of  fashion — in  fact,  the 
production  of  the  most  perfect  goods  at  the  least  cost. 

He  has  depended  upon  the  jobber  to  market  his  pro- 
duct. He  has  not  concerned  himself  with  the  intricacies 
of  detail  selling.  He  has  been  content  to  unload  his 
product  in  bulk,  and  it  has  been  a,,  matter  of  no  conse- 
quence to » him  what  became  of  his  goods  once  the  bill 
of  lading  was  disposed   of. 

The   past    has    seen    the   jobber    purely    a   merchant. 


The  jobber  must  handle  what  the  dealer  calls  for, 
for  the  dealer  now  knows  what 'he  must  sell. 

Back  to  the  manufacturer  comes  the  loaf  cast  upon 
the  waters,  and  all  along  its  route  it  leaves  the  impress 
of  its  origin. 

The  first  effect  of  this  changed  condition  is  to  create 
restlessness  on  the  part  of  the  jobber.  He  feels  the  free- 
dom which  he  has  known  as  a  heritage  of  his  occupa- 
tion curtailed.  He  can  no  longer  play  one  manufacturer 
against  the  other,  to  chip  the  corners  of  prices.  He  can 
no  longer  substitute  the  products  of  one  mill  for  those 
of  another  when  stocks  run  low,  or  prices  change.  At 
this  point  : — 

Enter  a  jobber  who  has  resolved  to  own  a  brand. 
He  buys  as  before  of  a  mill  that  cares  nothing  for 
trade-marks.  He  puts  his  own  trademark  upon  the 
goods,  and  pushes  their  sale  to  the  retailer.  The  re- 
tailer soon  finds  the  need  to  carry  the  trademarked 
goods  permanently  in  stock.  He  knows  nothing  of  their 
origin.  No  other  jobber  can  supply  goods  under  that 
mark.  The  jobber  is  once  more  a  free  agent.  He  can 
buy  where  he  chooses,  selling  under  his  private  trade- 
mark, any  goods  that  will  measure  up  to  the  standard 
he  has  set  for  his  brand.  The  manufacturer  is  obliged 
to  accept  his  orders  at  whatever  price  the  quantity  de- 
mands, and  with  no   hope  of  ever  receiving  a  particle  of 


CCOCKSfr 


Samples  of  Effective  Show   Cards  — The  Small  Cards,   with   Air-Brush  Illustrations,  are  for  Show  Cases. 


shrewd  to  buy  those  lines  that  could  be  marketed  most 
surely  at  the  least  ■  price.  His  function  was  to  supply 
the  demand  already  existing  for  any  given  textile,  with 
an  article  that  the '  retailer  would  buy,  and  on  which 
the  greatest  profit  could  be  made.  The  course  of 
the  market  and  the  probable  trend  of  next  season's  de- 
mands were  the  two  most  interesting  topics. 

Enter  a  manufacturer  who  has  resolved  that  the  ex- 
cellence of  his  handicraft  shall  be  known  at  its  true 
value,  and  as  coming  from  him  by  the  individual  who 
uses  the  goods.  He  places  his  name  or  his  trademark 
upon  his  product  in  such  a  manner  that  it  cannot  be 
effaced  before  it  reaches  the  consumers'  hands. 

Those  who  buy  them  to-day  find  them  good,  learn 
the  name  by  which  they  are  called,  and  demand  the 
same  next  season. 

A  new   element  in  trade  has  been  created. 


credit  for  the  efforts  he  has  expended  in  perfecting  his 
processes  or  his  plant,  other  than  the  scant  profit  the 
jobber   allows  him. 

It  is  the  realization  of  these  two  conditions  at  the 
present  moment,  and  the  results  they  will  lead  to,  that 
has  aroused  both  the  manufacturer  and  the  jobber  ir. 
the  textile  trade  to  the  highest  pitch  of  alertness.  Ao 
tioo  has  been  taken  by  representatives  of  both  factions 
toward  the  establishment  of  trademarks  and  the  making 
of    these    trademarks    well    known. 

I  need  only  mention  Onyx  Hosiery,  Skinner's  Satin, 
Hydegrade,  Dorothy  Dainty  Ribbons,  Holeproof  Hosiery 
or  Suesine  Silk  to  start  your  thoughts  roving. 

What  is  your  answer  ?  It  depends  on  who  wakes  up 
first  and  acts  quickest  at  the  present  moment  —  the 
maker  or  the  jobber.  Both  have  an  equal  chance  to-day. 
Twenty  years  hence  it  will  be  one  or  the  other. 
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An  Excellent  Spring  Opening   Window,   Dressed   for  Richard   Hall   &   Co.,   Peterborough,  by   H.   C.  MacDonald. 

Valuable  Hints  on  Art  of  Display 


SOMETHING  new  for  the  Spring  windows  is  the 
problem  in  the  minds  of  most  store  decorators 
now.  Soon  the  new  goods  will  come  piling  in, 
and  will  demand  a  good  set-off  from  the  display 
department. 

What  can  the  trimmer  do  to  keep  up  the  interest  in 
his  windows  and  to  make  them  more  attractive  in  the 
future  than  thej-  have  been  in  the  past,  is  the  question 
most  trimmers  are  asking  themselves  now. 

Doubtless,  in  many  cases,  the  answer  would  be  easie/ 
if  the  trimmers  had  more  active  support  from  the  powers 
that  be.  It  is  a  eurious  fact  that,  though  in  theory,  at 
least,  all  merchants  agree  as  to  the  great  value  of  their 
windows,  many  give  the  trimmer  and  his  ideas  only  a 
grudging  recognition.  He  has  often  not  the  proper  author- 
ity in  the  matter  of  choosing  or  rejecting  goods  for  dis- 
play purposes.  His  expenses,  too,  are  sometimes  looked 
upon  as  something  that  brings  no  real  return. 

The  trade  may  think  that  money  and  time  are  spent 
freely  for  store  and  window  decoration  on  this  side  of 
the  Atlantic,  and  it  may  ^be  news  to  some  that  there  are 
stores  in  Europe  that  go  much  further  in  this  direction. 

Nor  is  it  Paris  that  leads  in  the  art  of  artistic  store 
display,  but  it  is  to  Germany  that  one  must  turn  to  find 
the  acme  of  window  dressing.  Wertheims,  in  Berlin,  is 
the  most  magnificent  store  in  Europe — perhaps  in  the 
world.  It  is  more  like  a  public  building  in  architectural 
effect,  and  elaboration  of  decoration  tlian  a  store,  the 
design  being  worked  out  in  marble,  bronze  and  stained 
glass. 

In  even  the  best  of  American  stores  all  the  decorative 
features  are  planned  by  the  head  trimmer  and  are  carried 
out  under  his  supervision  by  his  assistants.  All  the  win- 
dow and  interior  decorations  in  Wertheim's  are  in  charge 
of  a  painter  of  world-wide  renown,  and  he  is  responsible 
for  all  the  color  effects.  In  addition,  he  has  charge  of  the 
housefurnishing  department.  There  is  also  a  consulting 
artist,  who  is  a  painter  of  note.  These  two  artists  go 
through  the  building  every  day  or  so  and  plan  new  effects. 
Then  they  make  sketches  and  notes  for  the  staff  to  follow. 

The  window  displays  are  under  the  direction  of  Elsie 
von  Hahn,  who  is  also  an  illustrator  for  several  of  the 
leading  German  papers.  Miss  Hahn  was  chosen  for  the 
post  because  she  is  particularly  clever  in  securing  ex- 
quisite color  effects. 


When  u  window  is  to  be  put  in  she  goes  to  the  de- 
partment, niul  looks  over  the  stock,  making  notes  of  the 
colors,  etc.,  and  even  going  so  far  as  to  take  articles  and 
fabrics  to  her  studio  at  times.  She  then  works  out  a 
water-color  diagram,  showing  tlie  background,  and  the 
lines  of  the  display.  The  sketch  is  then  turned  over  to 
the  window  tnmmer's  department  to  carry  out,  and 
afterwards  it  is  bound  up  in  an  album  for  future  refer- 
ence. The  color  scheme  of  one  of  her  windows  might  be 
siiggeslivc  to  some  of  oni'  readers  for  an  early  Spring 
window,  particularly  for  a  millinery  setting.  The  goods 
siu)wn  were  sillv  handkerchiefs  in  colors  ranging  from  pale 
yellow  to  deep  tan.  These  were  shown  against  a  back- 
ground of  light  silver  grey  broadcloth. 

The  floor  and  the  background  for  eight  feet  up  were 
covered  as  smoothly  as  possibly  with  the  cloth,  and  the 
handkerchiefs  were  shown  on  stands  of  dull-finished 
brass.  The  edges  and  corners  of  the  background  were 
finished  with  strips  of  silver  trimming.  This  would  be  a 
good  setting  for  a  millinery  window  as  it  would  harmonize 
perfectly  with  the  soft  art  shades  selected  for  the  Spring. 

For  a  small  store,  the  same  window  might  have  this 
grey  background  and  each  day  a  few  exquisite  hats — say 
four  or  six — one  day  in  the  yellowish  tones,  another  day 
in  the  new  rose  .shades,  another  day  in  the  blues,  or  the 
greens  might  be  shown  in  it.  This  would  make  a  striking 
opening.  For  a  larger  store  with  a  series  of  windows,  all 
might  have  the  grey  background,  each  showing  a  mono- 
tone effect  in  the  hats.  This  background  would  form  an 
excellent  setting  for  both  garments,  dress  goods  and  dress 
accessories. 

Millinery  Backgrounds. 

From  its  varied  nature,  millinery  presents  a  hard 
problem  to  the  window  trimmer,  a  problem  which  varies 
each  season  as  the  style  of  background  must  'be  designed 
so  as  to  set  off  the  millinery  styles  of  the  moment. 

Demure  shapes  and  soft  and  dainty  colors  need  a 
totally  different  'background  treatment  to  millinery  that 
shows  such  bold  and  striking  shapes  and  rich  and  un- 
usual color  combinations  as  millinery  takes  this  year.  In 
the  former  case  the  background  chosen  must,  without 
overshadowing  the  goods,  give  the  window  its  character. 

The  millinery  this  Spring  promises  to  be  of  the  latter 
type.     It  will  likely  be  on  lines  that  are  assertive.     The 
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new  models  are  so  different  that  they,  in  themselves,  will 
form  the  paramount  attraction.  Therefore,  a  soft  colored 
effect,  framed  on  the  simplest  lines,  should  surround  the 
display  itself. 

Not  only  are  the  shapes  to  be  striking  and  unusual, 
but  strong  color  combinations,  difficult  to  harmonize,  and 
further  strongly  accented  by  the  lavish  use  of  jet  promises 


Grey,  in  some  of  the  lighter  shades — that  is,  in  the 
greys  now  becoming  popular — is  suggested  to  trimmerfs. 
These  greys  would  show  up  all  the  new  colors  to  perfec- 
tion, and  would  also  be  restful  to  the  eye  after  contem- 
plating the  somewhat,  bizarre  shapes,  and  striking  color 
combinations. 

The  very  plainest  lines  should  be  used.,  in  fact,  nothing 


Good  [Example  of  the  Modern  Manner  of  Arranging  a  Millinery  Display  —  Millinery  is  Displayed  on  Well  Posed  Figures 
as  Well  as  Stands  — Shown  by  Gordon,  Drysdale  &  Co.,  Vancouver.  B.C. 


Good  Millinery  Trim  for  a  Small  Window  —  Shown  by  A.   L.   Garland,  St.  Thomas. 


to  rule.     It  would  follow  that  the  proper  background  to 
use  should  be  quiet  in  color,  and  unobtrusive  in  line. 

When  in  doubt,  use  white,  seems  to  be  the  rule  with 
most  trimmers  when  dealing  with  millinery  backgrounds. 
In  the  majority  of  seasons,  this  rule  works  out  effectively. 
Judging  from  advance  colors,  the  leading  shades  are  too 
dark  and  too  deep  to  use  effectively  with  a  wholly  white 
background,  as  the  contrast  would  be  too  marked. 


could  be  better  than  just  a  plain,  smooth  covering  for  both' 
background  and  floor,  with  a  soft  shade  of  grey  broad- 
cloth, could  not  be  improved  upon,  or,  if  there  is  a  mirror 
background,  just  the  frames  of  the  mirrors  may  be  covered 
with  the  cloth. 

Foliage  and  flowers  as  trimmings  are  always  good,  and 
these  can  be  used  freely  as  a  relief.  Tinsel  foliage  in 
either  gold  or  silver  would  give-  the  finest  effect  with  the 
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grey,   particularly   if   flowers   in   soft   pink   or   in    violet 
shades  could  be  sparingly  added. 

For  a  small  window,  ferns  or  palms  are  always  effec- 
tive when  massed,  either  in  the  centre  or  in  the  corners. 
Growing  plants  always  tone  in  well  with  millinery,  either 
for  window  or  show  room  decoration.  Growing  plants  are 
also  highly  suggestive  of  Spring,  and  are,  therefore,  good 


straight  lines  of  the  background  are  just  what  is  required 
to  set  off  the  often  complicated  curves  of  millinery  models. 
The  architectural  part  of  the  background,  the  pedestal, 
and  the  fountain  upon  which  one  of  the  figures  is  seated, 
are  covered  as  plainly  and  as  smoothly  as  possible  with 
felt  or  cloth.  The  pedestal  carries  a  handsome  jardiniere 
filled   with  ferns,  and  from  which  trails  of  smilax  hang. 


Handsome  Fabric  Display  in  Which  Free  Use  is  Made  of  Millinery —  One  of  Robert  Simpson  &  Go's  New  Windows,  Showing 
the  Effect  of  their  New  Departure  in  Backgrounds  —  Dressed  by  H.  H.  Holingsworth. 


decorations  to  use  to  draw  the  thoughts  of  buyers  to  the 
coming  season.  Where  there  are  a  series  of  windows  to 
be  dressed  or  the  windows  are  large,  a  central  grouping 
is  sometimes  used  to  advantage.  Handsome  fancy  baskets 
trimmed  with  broad  ribbons,  and  filled  with  artificial 
flowers,  are  good,  so  are  fancy  pedestals,  etc. 

Many  of  the  best  decorators  introduce  a  figure  or 
figures  with  good  effect,  into  their  opening  windows.  This 
is  a  particularly  good  plan  as  it  shows  the  harmony  that 


A  similar  arrangement  decorates  the  fountain.  Across  the 
top  of  the  background  is  a  plain  freize  enriched  at  in- 
tervals with  papier  mache  figures.  From  this  hangs  in 
straight  folds  a  handsome  curtain. 

Three  figures  are  used  in  the  display  and  evidently  a 
great  deal  of  study  has  been  given  to  their  posing  which 
is  very  natural,  particularly  so  in  the  case  of  the  figure 
seated  upon  the  fountain.  Besides  the  figures  only  three 
hats  are  shown,  but  these,  as  well  as  the  models  worn  by 


Moorish  Background  used  in  Window  Display. 


exists  between  the  hat  and  the  costume.  In  most  seasons, 
the  new  hat  has  some  particular  tilt  and  when  there  is  a 
figure  in  the  window  this  peculiarity  of  pose  might  be 
featured. 

This  Month's  Windows. 

Window  No.  1  is  an    excellent    example    of    modern 
window   trimming  as   applied   to   millinery.     The   simple 


the  figures,  are  distinctive  styles.  This  window  was  dressed 
for  Gordon,  Drysdale  &  Co.,  Vancouver,  B.C. 

Window  No.  2  has  been  enlarged  from  a  smaller  photo- 
graph, and,  therefore,  does  not  show  out  as  effectively  as 
it  might.  It  has  been  given  because  it  is  a  good  example 
for  a  small  window.  The  smoothly  covered  background 
has  a  panel  effect  worked  out  upon  it,  the  central  panel 
having  a  large  wired  bow  of  fancy  ribbon,  with  the  ends 
arranged  across  the  floor  of  the  window. 
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The  posts  that  show  conspicuously  are  painted  white 
and  are  surmounted  by  an  electric  globe.  Just  five  hats 
are  shown,  and  flowers  and  wings  are  arranged  on  the 
floor  of  the  window.  This  window  was  dressed  for  A.  L. 
Garland,  St.  Thomas. 

Window  No.  3  is  one  of  the  new  windows  of  the  Robert 
Simpson  Co.,  Toronto.  A  ground  plan,  and  the  working 
drawing  of  the  unique  background  of  these  windows  were 
given  last  month.  This  month's  cut  shows  the  effect  of 
tlie  background  when  the  window  is  dressed.  It  is  the  pre- 
sent intention  of  the  firm  to  replace  the  windows  in  the 
old  building  with  windows  built  on  the  same  pl|n  as  the 
one  shown.  The  combined  white  and  mirror  background 
shows  up  the  goods  in  a  very  distinct  manner,  and  does 
away  with  the  uncertain  light  of  many  windows  when  the 
background  is  of  dark  wood. 


Effective  Decoration  Scheme. 

At  the  recent  wash  goods  opening  of  John  Wana- 
maker  &  Co.,  New  Yorl^  which  was  conducted  on  an 
elaborate  scale,  the  scheme  of  decoration  was  most  effec- 
tive. White  cotton  festoons  with  green  leaves  and  violets 
were  used  for  decorations.  These  were  draped  around 
pillars  and  railings,  and  the  gallery  around  the  center 
opening  was  decorated  in  the  same  manner. 

On  the  first  grand  staircase  was  a  large  figure  of  a 
king  in  white  robes  with  purple  silk,  and  a  crown  of 
violets  and  green  leaves.  A  large  placard  announced 
that  "King  Cotton  holds  court  this  week." 

Models  showed  the  new  styles  in  wash  goods  and 
placards  on  the  pillars  showed  an  angel  with  a  trumpet 
announcing  the  fact  of  the  great  display  of  cotton 
goods. 

The  opening  was  a  success  and  the  novel  decorations 
drew  large  crowds. 


Killed  by  Fall  From  Hotel  Window. 

Jacob  A.  Diebel,  dry  goods  merchant  of  Windsor,  fell 
60  feet  from  the  window  of  his  room  on  the  fifth  storey 
of  the  King  Edward'  Hotel,  Toronto,  about  four  o'clock 
on  the  morning  of  Jan.  22,  and  was  almost  instantly 
killed.  The  report  was  subsequently  circulated  that, 
rather  than  face  certain  charges  which  might  have  ser- 
iously implicated  him  in  smuggling  transactions,  Mr. 
Diebel  committed  suicide.  His  friends,  however,  did  not 
entertain  this  story.  They  were  inclined  to  the  belief 
that  Mr.  Diebel  got  up  about  four. o'clock  in  the  morn- 
ing and  crossed  the  room  to  look  out  of  the  window,  or 
raise  it  for  ventilation.  As  the  sill  is. only  about  two 
feet  from  the  floor  of  the  room  which  he  occupied,  the 
supposition  was  that  he  had  lost  his  balance  and  fell 
headlong  to  the  street  below. 

Mr.  Diebel  was  accompanied  to  Toronto  by  his  law- 
yer, A.  St.  George  Ellis,  of  Windsor.  Mr.  Ellis  stated 
that  there  was  absolutely  no  motive  for  suicide  and  that 
the  case  referred  to  was  within  $250  of  a  settlement. 

The  stock  in  Mr.  Diebel's  store  was  estimated  to  be 
worth  $30,000.  He  was  a  very  successful  mercliant,  and 
previous  to  going  to  Windsor  he  had  conducted  a  smaller 
business  in  Essex. 


Co-operation  Through  Welfare  Work. 

"Give  to  the  world  the  best  you  have  and  the  best 
will  come  to  you,"  was  the  message  which  President 
Williams,  of  the  W.,  G.  &  R.  Company,  Berlin,  gave  to  his 


employes  on  the  occasion  of  their  annual  meeting  on 
January  9th. 

"Before  us  there  is  a  year  of  prosperity,"  said  Mr. 
Williams.  "It  is  up  to  us  to  see  that  we  get  our  share  of 
that  prosperity.  We  will  get  pretty  nearly  what  we  de- 
serve. All  the  unpleasant  experiences  of  the  past  year 
are  at  an  end.  Do  not  let  them  cloud  all  the  past  good 
years.  Don't  drag  all  your  1908  troubles  into  1909.  Let's 
leave  them  and  get  down  to  a  better  basis  with  the  feeling 
that  if  we  do  our  share  and  what  is  right,  good  will  come 
to  us." 

The  report  as  to  the  savings  among  employes  was  re- 
ceived with  applause.  In  1907,  when  they  were  presented 
with  the  bank  books  and  a  start  of  an  account,  they  de- 
posited $12,225  and  $5,000  was  paid  off  on  mortgage.  In 
1908,  $10,446  was  deposited. 

During  the  year  the  Visiting  Committee  sent  out  over 
30  bouquets  of  flowers,  fruit,  etc.,  to  sick  employes.  The 
Sick  Benefit  Society  paid  out  over  $200  sick  benefits  and 
$50  in  funeral  benefits.  Every  employe  should  have  this 
protection,  it  costs  but  little  and  means  a  lot  when  you 
need  it.    Ask  your  head  of  department  about  it. 

The  visitors  to  the  factory  during  the  year  represented 
eighty-jsix  towns  and  cities  of  Canada,  five  Canadian  Pro- 
vinces, twelve  States  of  the  Union,  and  one  foreign 
country. 

A  year's  activities  in  welfare  work  was  reported  upon. 
The  Dramatic  and  Literary  and  Debating  Societies  had 
put  on  several  interesting  events,  the  Athletic  Association 
held  a  field  day,  in  addition  to  participation  in  various 
contests,  and  the  Summer  was  marked  by  a  picnic  and 
camp. 

"Welfare  work  is  capital  and  labor  working  together 
for  each  other's  benefit,"  so  runs  the  report.  "For  four 
years  we  received  many  pleasures  and  generous  treatment 
from  the  firm.  When  hard  times  came  it  brought  with  it 
our  opportunity  t,o  pjove  that  we  believed  in  the  principle 
above  stated.  We  were  not  found  wanting;  we  did  what 
we  could,  and  in  the  doing  of  our  part  we  were  an  in- 
spiration to  the  selling  force.  Their  untiring  efforts  have 
given  us  practically  steady  employment  during  the  year." 

Machinery  of  a  Business. 

(Continued  from  page  40.) 

although  in  large  businesses  it  is  impossible  personally 
to  check  every  stock  accurately  to  the  minutest  detail', 
some  kind  of  check  can  be  exercised  on  all  stocks,  and 
every  six  months  three  or  four  selected  stocks  should  be 
taken  thoroughly  in  detail,  either  independently  or  in 
company  with  the  buyer. 

It  is  a  good  plan  not  to  allow  the  stock  sheets  to  be 
extended  in  the  departments.  They  should  be  collected 
by  the  counting-house  every  night  during  the  stock-taking 
l)eriod,  and  extended  by  a  staff  of  temporary  clerks  en- 
gaged for  the  purpose  if  the  ordinary  counting-house  staff 
cannot  manage  it.  There  are  many  other  questions  which 
could  be  dealt  with  and  discussed,  such  as  how  often 
stocks  should  be  turned  over,  what  relation  working  ex- 
penses should  bear  to  the  turnover,  how  much  should  be 
spent  on  advertising,  the  character  of  the  advertising  and 
so  on,  but  the  conditions  controlling  these  are  so  variable 
that  no  hard  and  fast  rule  can  be  laid  down. 

Regarding  the  kind  of  advertising,  I  may  say  in  con- 
clusion that  I  do  not  believe  in  catchpenny  phrases  or 
in  smartness.  A  good  convincing  literary  style  is  neces- 
sary and  can  be  cultivated,  but  the  main  thing  to  be  ob- 
served is  that  the  advertisement  should  have  its  birth  in 
the  merits  of  the  goods  or  of  the  attractions  advertised, 
and  not  in  the  imagination  of  the  writer. 
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Better  I/ightiiii  - 


^s*^-  I/ess  Expense 


You  are  interested  in  a  system  of  lighting  that, 
while  far  cheaper  than  electricity,  gas  or  acety- 
lene, is  infinitely  more  satisfactory. 

That's  the  claim  we  make  for  the  Reliable  Light. 

At  a  cost  of  only  one  cent  per  600  candle  power 

per  hour  (more  than  a  hundred  per  cent,  less 

than  the  cost  of  electricity)  the  Reliable  Light 

will  give  your  store  more  brilliant  illumination 

than  can  be  obtained  by  any  other  means. 

The  Reliable  Light  is  so  powerful,  pure  and  soft 
that  the  most  delicate  shades  of  color  can  be 
matched  under  it.  This  fact  is  of  particular 
importance  to  you — a  dry  goods  merchant. 

With  a  Reliable  Lighting  system  you  not  only  get 
better  light  at  greatly  reduced  expense,  but 
you  own  your  plant — are  entirely  indepen- 
dent of  lighting  monopolies. 

The  Reliable  Light  is  clean  and  absolutely  odor- 
less; perfectly  safe  —  has  the  endorsement 
of  fire  insurance  underwriters  ;  is  always  ready 
to  light ;  never  gets  out  of  order. 

The  Proof  ?— Send  for  Booklet  "  E."  We  will 
tell  you  all  about  the  Reliable  Light  and  what 
your  fellow  merchants  who  are  using  it  have 
to  say  about  it. 


RICE  -  KNIGHT  MFG.  CO.,  Limited 

40-42  Lombard  Street,  TORONTO 

MANITOBA  AGENTS:  The  Reliable  Lighting  Agency.  Winnipeg. 
SASKATCHEWAN  AGENTS  :  The  Canada  Lighting  Co.,  Regina. 
ALBERTA  AGENTS  :     The  Canadian  Lighting  Co..  Calgary. 
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Counter  Check  Books 


"Get  the  Best 


ff 


We  Make  All  the  Latest  Styles 


l-OBI-A\A/ 
OFREDIT     SV 


WRITE    FOR    QUOTATIONS 


IVI 


THE     CARTER'CRUME     COMPANY     LIMITED 


TORONTO, 


WINNIPEG  REPRESENTATIVE 

WM.  DURDEN 

404  Flora  Ave. 
Phone  1370 


Mention  this  paper 


O  NT. 

MONTREAL     REPRESENTATIVE 

W.  W.  JOHNSTON 

200  Birks  Building. 
Phone,  Uptown  1630 


Practical  Store  Fixtures  to  Display  Your  Dry  Goods 


PRACTICAL  RIBBON   CABINETS 

Made  in  eight  sizes.     Holding  from 
50  to  700  bolts  of  ribbon. 


PRACriCAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold    40    pieces. 

Made    for    counter    and    floor. 


PRACTICAL  GLOVE  CABINETS 

For  Me  \'s  and  Women's  Kid  Gloves. 
Several  sizes. 


j 

1 

I'l 

^^ 

PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  or  120  pair  Hose. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


FOR  SALE  BY  THE  WHOLESALE  DRY  GOODS  AND  NOTION   HOUSES. 


SEND  FOR  CATALOGUE. 


A.  N.  RUSSELL  &  SONS  CO..     Manufacturers,     ILION,  N.Y. 
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"The  Hofman  Wardrobe" 


Designed  for  tlie  high- 
class  Giothing  trade. 


The  most  modern  and 
complete  clothing 
wardrobe  on  the  market. 


Ti'«  Walker  Bin  & 
Store  Fixture  Co. 


Limiled 


BerliD,  Ontario 


Clothing  Department,  W.  A.  Murray  &  Co.,  Ltd.,  Toronto.    Fitted  with  Hofman  Wardrobes. 


Inside 

and 

Outside 


C  The  beauty  of  a  Luxfer  Prism  Fanlight  is,  that  it 
lights  up  the  inside  of  a  store,  and  at  the  same  time 
improves  the  appearance   of   the  store    front   outside. 

C  Dulness  vanishes  before  Luxfer  Prisms  for  the  simple 
reason  that  the  prisms  carry  the  daylight  wheie  it  is 
wanted. 

CL  Light  rays  from  the  sky  come  in  an  oblique  direction. 
They  are  caught  by  Luxfer  Prisms  and  refracted 
horizontally  instead  of  ending  on  the  floor  just  within 
the  window. 

C  The  inevitable  results  of  a  Luxfer  Prism  Fanlight  are 
a  brighter  store  and  greatly  reduced  artificial  lighting 
bills. 

C  Ask  your  architect— he  knows  ! 


Luxfer  Prism  Company,  Limited 


TORONTO  AND  MONTREAL 
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HAT  STANDS 


To  make  your  Spring  opening  a  success  you 
require  the  best  kind  of  Hat  Stands.  Old  and 
worn  stands  detract  greatly  from  the  appearance 
of  the  Millinery  displayed  upon  them — you  cannot 
afford  to  use  such  stands.  Our  latest  designs,  made 
of  square  tubing  on 
Roman  bases,  finished 
in  Nickel  Plate,  Brush- 
ed Brass,  Antique 
Copper  or  Antique 
Brass  with  velvet  tops, 
are  very  handsome, 
practical  stands.  Our 
catalogue  shows  a 
variety  of  designs. 

Send  for  a  copy  to-day, 

Toronto  Brass 
Mfg.  Co.,  Limit 

17-21   Tempcance 
Toronto,  Ontario 


•% 


Invaluable 

to 

Merchants 

and 

Window 

Trimmers 


"  j4ttractive  IVindo-wi 
Increase  Trade  " 

This  up  -  to  -  date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

410  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 

10  Front  St.  East,  Toronto 


Our  large  Factory 
is  exclusively  used 
for  the  manufactur- 
ing of  the 

MILBRADT 
ROLLING 

STEP 
LADDERS 

We  are,  therefore, 
in  a  position  to 
meet  all  require- 
ments whatever 
they  may  be,  and 
we  guarantee  every 
ladder  that  we  ship 
out  to  be  perfect 
and  satisfactory  in 
every  respect. 

Address  the 

MILBRADT 
MFG.  CO., 

For  catalogue  and 
price  list, 

1450  N.  8th  Street, 

ST.   LOUIS,    Mo. 


BEST   "MEASURER"    EVER    MADE 

The    customer    places  her  hand  as  shown  in    cut   and    the   slide 
automatically  indicates  the  exact  glove  size. 

Of   highly  polished  metal,  mounted  on  hard  wood.     In  oak  and 
other  finishes,  with  rubber  tips  to  prevent  scratching  counters,  etc 

SIMPLE SERVICEABLE SIGHTLY 

For   all  sizes — Men's,   Women's  and    Children's. 
Details   and    Prices   on   application. 

J.    R.    Palmenberg's   Sons 

ESTABLISHED   1852 

710  Broadway,        -        NEW  YORK 

FACTORY-89  and  91  WEST  3rd  STREET 
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Fancy  Goods  and  Notions  Trade 


The  Year's  Perspective. 

BUSINESS  in  fancy  goods  and  notions  is  fairly  ac- 
tive,  and,    to  all   appearances,    will   continue  good 
throughout  1909.    The  opinion  has  been  expressed 
that  there  will  be  nothing  startling  in  the  fancy 
goods  trade  during  this  year,  but  a  marked  improvement 
IS    looked   for   in    1910. 

Notions  are  always  in  demand,  whether  times  are 
good  or  otherwise,  for  they  comprise  so  many  of  the 
necessities  of  every  day  life  and  work.  New  lines,  or 
improvements  on  staple  articles  are  continually  being 
made,  and  this  always  tends  to  liven  up  business  in  this 
department. 

Great  Variety  of  Hair  Pads. 

New  hair  dressing  styles  bring  out  new  articles  for 
this  department,  and  the  reign  of  the  enormous  hat  has 
had  the  effect  of  bringing  out  a  great  variety  of  hair 
pads,  etc.  There  has  been  the  woven  wire  hair  pad, 
then  the  variety  covered  with  waved  hair  or  imitation 
hair.  Recently,  a  hair  roll  has  been  brought  ;<ut  on  the 
same  plan  as  the  woven  wire,  a  canvas  support  being 
used  instead  of  the  wire,  this  giving  flexibility  and  ven- 
tilation while  forming  a  support  for  the  pompadour. 
This  is  but  one  example  of  the  changes  which  may  be 
hung  on  one  line  in  the  notion  department.  Hair  nets 
have  been  a  prominent  feature,  and  sales,  instead  of 
abating,  seem  to  be  increasing.  The  price  range  is  fairly 
wide,  and  nets  retail  from  15  cents  up. 

The  return  of  the  high  collar  brought  collar  supports 
to  the  fore,  and  these  have  been  brought  out  in  many 
\arieties,  and, are  among  the  active  sellers  in  notions. 

Buying  of  Stocks. 

There  are  few  live  merclianls,  who  are  not  fully 
aware  of  the  fact,  that  though  sales  made  in  tlieii 
notion  department  arc  for  small  amounts,  the  profits 
made  upon. a  propeiiy  bought  stock  is  large.  They  also 
kncjw  that  it  makes  it  more  difficult  to  conduct  busi- 
ness and  to  hold  trade  if  the  notion  stock  is  not  well 
kept.  Women  will  pardon  the  fact  that  the  merchant 
may  not  have  in  stock  some  particular  color  or  fabric 
in  dress  goods,  or  even  some  large  staple  article.  They 
will,  and  rightly  conclude,  that  if  small,  but  necessary 
articles  in  the  notion  stock  are  not  to  be  had,  that  the 
stores  stock-keeping  is  not  what  it  ought  to  be.  There 
may  be  good  reasons  why  the  larger  article  is  not  in 
stock,  but  there  can  he  none,  but  bad  management,  for 
the  fact  that  colors  in  sewing  silk  are  not  carried,  or 
that  numbers  are  missing  fiom  the  thread  stock. 

There  are  always  certain  small  wares  indispensable 
to  the  development  of  gowns  in  a  certain  style,  which 
dressmakers,  in  particular,  must  have.  If  they  have  to 
use  the  mail  order  houses  to  get  these  goods  they  are 
apt  to  influence  customers  in  their  favor. 

There  are  so  many  competing  manufacturers  of  small- 
wares  that  the  careful  buyer  can  usually  buy  his  goods 
so  that  they  can  be  sold  with  more  than  the  average 
profit,  although  in  this  connection,  it  is  not  well  to 
sacrifice  quality  to  profit.  There  are  certain  houses  that 
make  standard  goods  which  have  a  high  reputation,  and 
their  merit  assures  the  satisfaction  of  customers — a  sat- 
isfaction that  it  is  not  wise  to  sacrifice  to  a  little  extra 
profit. 

As  the  notion  stock  is  a  well  displayed  one  and  all 
articles  comprised  in  it  are,  or  ought  to  be,   kept  prac- 


tically forward,  the  stock  requires  little  pushing  ;  some- 
one simply  to  close  the  sale  and  make  the  check  is  re- 
quired. For  this  reason,  help  having  little  experience 
may,  if  well  looked  after,  be  employed  in  this  depart- 
ment. 

The  season  is  opening  up  in  a  promising  manner  for 
belts.  Already  good  orders  have  been  placed.  Novelties 
for  spring  selling  are  on  show,  and  each  week  sees  new 
additions  made  to  an  already  large  line.  As  in  the  past 
few  seasons,  variety  rules  in  the  belt  ficKl,  and  mer- 
chants ha\  e  quite  an  assortment  to  choose  from.  This  ■ 
is  a  condition  that  the  trade  has  found  to  lead  to  good 
business  in  the  past  and  doubtless  it  will  do  so  again 
this  season. 

Elastics,  Tinsels,   Fancy  Galoons. 

Klastics  arc  strong,  and  are  showing  in  embossed  and 
fancy  effects,  while  tinsels  and  fancy  galopns  are  also 
featured.  These  are  seen  chiefly  in  Oriental  and  con- 
ventional patterns  and  in  coloring  harmonizing  with  the 
new    laces   and    trimmings. 

The  most  recent  novelties  in  buckles  are  those  show- 
ing miniature  effects.  These  are  the  latest,  not  only  in 
belt  buckles  and  pins,  but  also  in  hat  pins,  etc.  They 
are  done  on  substitutes  for  ivory  and  are  in  Louis  XIV. 
as  well  as  Empire  styles.  Another  novgl.ty  is  a  buckle 
SO'  constructed  that  a  ribbon  can  be  entwined  in  the 
mount.  These  ribbons  can  be  changed  if  desired,  and 
spiked  ends  are  provided  for  the  ribbon.  Sash  pins  also 
come  in  this  style.  Some  of  these  are  set  with  a  mini- 
ature, and  some  are  colored  and  finished  in  taupe. 
Others  in  Roman  gold  have  the  double  prongs,  one 
pretty  model  has  a  butterfly  with  outspread  wings 
across  the  buckle. 

Fancy  Needlework. 

The  year  promises  to  be  a  good  one  in  the  fancy 
needle  work  department.  This  is  owing  to  the  fact  that, 
the  vogue  for  embroidered  effects  in  trimmings  are 
.strong.  French,  Irish,  padded,  and  eyelet  patterns  for 
waists,  dresses,  corset-covers,  cushions,  etc.,  are  all  sell- 
ing, and  materials  and  patterns  in  the  new  design  should 
be  stocked.  Center  pieces  and  cushions  are  executed  in 
coionation  braid.  There  is  a  new  line  of  center  piece 
or  table  cover,  having  a  row  of  drawn  work  about  six 
inches  or  so  from  the  edge.  The  edge  also  is  scalloped 
and  worked,  and  the  center  piece  can  be  stamped  and 
worked  in  any   pattern  desired. 

There  promises  to  be  quite  a  revival  in  floral  em- 
broidery in  the  natural  colors,  and  this  will  mean  an 
increased   sale  of  embroiderv  silks. 


"I'lic  cnornious  hat  has  had  tlie  cftcct  of  hiingini; 
out  a  great  variety  of  hair  pads. 

The  notion  department  has  assumed  such  pro- 
portions in  the  dry  goods  store  that  stocks  n.ust 
be    particularly    well    assorted. 

The  season  looks  promising  for  belts.  Among 
the  latest  ideas  is  that  which  is  favoring  miniature 
effects. 

Elastics,  tinsels  and  galoons  in  Oriental  and 
conventional  patterns  are  being  featured. 
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Does  It  Pay  a  Young  Man  to  Start  Up  in   Business? 

Solution  of  Problem  Depends  on  Merits  of    Each  Individual  Case 
—  Experiences  Show  That  Some  are    Sorry    and    Some    are     Not. 

By   G.    B.  VanBlaricom. 


THK  world  is  a  peculiar  place  when  taken  all  in 
all.  The  ceaseless  restlessness  ana  agitated 
spirit  of  man  is  deplored  by  many,  and  tne 
quality  of  stick-to-itiveness  is  loudly  pro- 
claimed as  one  of  the  chief  elements  of  success, 
and  so  it  is.  On  the  hand,  everything  has  its 
limitations,  and  too  much  of  a  stated  quality  may 
mar  the  most  promising  career.  The  eccentricities  all 
around  us  manifest  themselves  in  many  ways.  Here  is 
a  young  man  anxious  to  get  married  and  on  the  adjoin- 
ing street  is  another  resident  mentally  cursing  his  fool- 
hardiness  for  ever  undertaking  such  a  step.  Another 
resident  in  a  town  abhors  the  thought  of  paying  rent 
and  is  almost  beside  himself  with  eagerness  until  he 
buys  a  house  in  which  to  reside.  Another  lives  in  his 
own  dwelling  and  is  advertising  it  for  sale  in  the  papers. 
He  wonders  if  a  purchaser  will  come  along  soon,  and  is 
willing  to  sacrifice  his  property  in  order  to  get  rid  of 
the  responsibilities  of  ownership  and  taxes. 
The  Clerk's  View  Point. 

The  field  of  human  activity  and  endeavor  might  fur- 
ther be  surveyed.  Many  a  young  man,  who  has  clerked 
for  years,  perhaps,  in  a  dry  goods  store,  thinks  all  his 
troubles  will  come  to  an  end  as  soon  as  he  can  find  a 
suitable  opportunity  to  go  into  business  and  invest  what 
capital  he  has  saved  up  .  Across  the  way  is  a  dry  goods 
man  who  embarked  in  the  trade  himself  a  few  years  ago 
and  he  is  to-day  heartily  sick  of  his  venture.  He  vv'ishes 
he  could  sell  out  and  avows  that  he  would  never  again  be 
so  unwise  as  to  enter  upon  the  troublesome  path  of 
"Going  into  business  for  himself."  One  man  breaking 
his  neck,  so  to  sjieak,  to  start  business,  and  the  next 
one  madly  desiring  to  get  out  of  it,  thus  demonstrating 
that  it  takes  all  kinds  of  people  to  make  a  world. 
What  If  Ambition  Died? 

And  yet,  if  it  were  not  for  this  constant  wish  for 
change — the  expectation  of  something  better  in  another 
sphere  of  activity — the  uneasiness  of  an  energetic  spirit 
and  the  buoyancy  of  hope — this  would  be  a  rather  slow 
going  world.  It  is  this  impatient  disposition  implanted 
within  us,  and  the  incessant  desire  to  gratify  it,  that 
drives  the  world  of  business.  It  would  never  do  for 
everybody  to  lay  on  his  oars.  The  whole  industrial  and 
mercantile  arena  would  stagnate.  There  would  be  no 
opportunities  created,  no  new  field^  cultivated,  no 
dreams  of  happiness  looming  up,  and  no  wealth  pro- 
duced. The  spirit  of  ambition  would  die,  and  responsi- 
bility would  be  shunned.  Appalling  would  be  the  condi- 
tion of  things  in  general  if  competition  never  held  sway, 
if  all  capital  was  locked  up  and  every  man  was  content 
with  his  lot.  Stagnation  would  become  rife  and  the  pro- 
gressive disposition  of  the  age,  the  desire  to  accomplish, 
to  overcome,  to  master  difficulties,  expire.  Re  thankful, 
then,  for  an  active  mind,  the  gift  of  imagination,  and  a 
happy  outlook,  even  if  your  hopes  are  never  reached. 
An  Abstruse  Problem. 

Does  it  pay  a  young  man  to  go  into  business  for 
himself  ?  is  a  query  almost  as  old  as  the  moral  law.  It 
is  a  problem  which  will  never  be  satisfactorily  solved 
except    on    its    own    individual   merits.    It    depends    to    a 


large  extent  on  the  man  himself,  his  experiences,  his 
qualifications,  his  capabilities  and  his  executive  ability. 
The  question  is  one  too  abstruse  and  perplexing  to  an- 
swer off-hand.  A  merchant  remarked  the  other  day,  "I 
have  gone  into  business  for  myself  three  times  now,  vow, 
ing  if  I  ever  got  out  I  would  never  be  so  rash  as  to 
re-enter  upon  such  a  career,  with  its  attendant  cares 
and  responsibilities,  but  will  seek  the  quieter  and  les-; 
tioublesome  path  of  a  salesman  ;  but  you  see  I  am  in 
the  game  again.  I  simply  cannot  keep  out  of  it.  When 
I  am  in  I  burn  witii  a  desire  to  get  out,  and  when  I  am 
out  I  am  consumed  with  a  passion  to  get  back.  The 
cause  is,  I  suppose,  looking  at  it  from  different  view- 
points." 

Another  young  man  who  had  also  had  similar  exper- 
ience, when  asked  if  it  paid  to  conduct  a  business  for 
himself,  replied,  "Yes,  if  you  invest  your  own  capital 
and  do  not  take  in  a  partner." 

Still  another  said,  "1  would  not  think  of  going  into 
business  on  my  own  caintal  and  would  have  a  partner 
by  all  means  as   two  heads  are  better  than  one." 

Talking  to  one  of  many  years'  experience  in  the  dry 
goods  line,  he  remarked,  "I  waited  ten  years  until  I  ac- 
cumulated enough  money  of  my  own  to  buy  out  a  stock, 
and  now,  after  these  ten  years  of  insight,  if  I  had  to 
start  over  again,  I  would  go  in  on  somebody  else's  ca]-- 
ital  and  not  wait  to  secure  money  of  my  own.  Think 
of  all   the   time   I   have   lost." 

Would  Keep  the  Good  Thing. 

Another  man,  who  had  been  in  business  for  himself 
and  had  held  good  positions  as  a  salesman,  asserted. 
"Whethei-  it  is  profitable  to  go  into  business  and 
whether  there  is  more  money  in  working  for  yourself 
than  for  another  depends  entirely  upon  the  kind  of  job 
which  you  hold.  My  own  conclusion  is,  that  if  you  have 
a  position  offering  a  fair  field  for  advancement  and  if 
you  are  reasonably  well  situated  in  your  present  rela- 
tions, by  all  means  you  should  remain  in  the  service  of 
the  house  or  firm  with  which  you  are  engaged.  At  the 
end  of  ten  or  twenty  years,  in  all  reasonable  probability, 
>ou  will  be  farther  ahead,  not  only  financially,  but  in 
contentment,  peace  of  mind  and  bodily  health." 


Back  Combs 

Side  Combs 

Barrettes 

Granby   Mf^.  Co.,  Limited 

GRANBY,    -    QUE. 
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Spring  Prints 

Make  a  good   showing   now. 

Your  stock  is  not  complete  without 

a  good  showing  of  these  numbers. 

Motor  Suitings, 

Duck  Suitings, 

C.  Prints  and 

D.  C.  Indigo  Prints 

"There's  more  profit  in  Canadian  printed 

goods." 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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Problems  of  the  Staple  Department 


The  Repeat  Demand. 

WHOLESALERS  have  sent  good  repeat  orders 
for  Spring  delivery  on  all  lines  of  woven 
cottons.  Ginghams  are  in  splendid  request, 
as  well  as  cotton  dress  goods  special- 
ties. The  mills  have  a  fair  amount  of  stock,  and  are 
keeping  up  with  the  demand.  This  also  applies  to  all 
lines  of  prints,  and  the  mills  are  making  every 
effort  to  fill  orders.  Deliveries  on  printed  lines  are  slow, 
in  spite  of  the  fact  that  mills  are  working  over  time, 
and  have  been  working  full  time  for  several  months. 

Canadian  indigos  are  asked  for  and  are  appreciated 
by  the  trade  in  general.  They  have  been  submitted  to 
severe  tests  and  have  proven  satisfactory. 


Flannelettes. 

A  good  feature  of  the  flannelette  trade  is  that  the 
better  class  of  goods  seems  to  be  more  in  demand  than 
formerly,  less  of  the  low  lines  being  called  for.  This 
brings  the  wider  widths  into  greater  prominence.  This 
condition  exists  in  practically  all  lines  of  napped  goods 
a  fact  which  is  most  pleasing  to  all  branches  of  the 
trade. 


Tickings,  Denims,  Etc. 

Business  is  picking  up  in  tickings,  and  manufacturers 
of  mattresses,  pillows,  etc.,  are  buying  heavily  in  view 
of  the  spring  trade  in  these  lines.  Retailers  are  also 
taking  a  fair  share  of  ticking  lines. 

Denims  are  in  exceedingly  good  demand.  Orders  from 
retailers  indicate  that  their  shelves  are  nearly  bare  of 
this  class  of  goods.  Black  leads,  blue  is  called  for  to  a 
fair  extent  and  there  is  an  occasional  order  for  gray. 


ting  a  share.     Of  course,  the  seconds  are  billed  as  such, 
and  a  discount  given. 

Canadian  mills  consider  this  method  superior  as  it 
does  not  demoralize  the  price  situation.  This  keeps  the 
entire  retail  trade  free  of  big  job  lots. 


Raw  Cotton  Advances. 

Practically  all  Canadian  cotton  mills  last  month 
had  their  cotton  experts  purchasing  raw  cotton  for  the 
1909  supply.  During  the  month  an  average  advance  of 
one  cent  a  pound  was  scored,  and  this  advance  will  na- 
turally ultimately  be  felt  when  the  Fall  price  lists  are 
made  up.  As  the  trade  is  well  aware,  however,  nearly 
all  Canadian  mills  have  been  running  on  a  close  margin 
of  profit  with  the  view  of  keeping  out  foreign  lines 
directly  competing. 

Canadian  mills  purchased  their  cotton  early  so  as  to 
secure  early  pickings  which  are  always  most  desirable. 
The  later  crop  is  full  of  imperfections.  Speculation  in 
spot  cotton  in  New  York  is  at  fever  heat. 


Mills  Working  Full  Time. 

With  the  exception  of  their  mills  at  Hamilton  and 
Cornwall,  all  the  plants  of  the  Canadian  Colored  Cot- 
ton Mills  Co.,  Ltd.,  were  running  full  time  last  month. 
The  Hamilton  and  Cornwall  mills  worked  five  days  a 
week,  instead  of  four,  and  the  operations  hustled  to 
such  an  extent,  that  the  output  was  practically  normal 
for   a   week's   work. 

The  Magog  Mills  of  the  Dominion  Textile  Co.  are 
running  overtime,  having  commenced  operating  full  time 
at  the  beginning  of  October,   1908. 


White  and  Grey  Cottons. 

Wholesalers  are  not  buying  heavily  in  grey  and  white 
cotton  lines,  but  seem  to  be  devoting  the  greater  share 
of  their  attention  to  colored  cotton  goods.  Where  large 
orders  are  placed,  the  mills  are  generally  required  to 
carry  the  goods  until  the  wholesaler  needs  them.  This 
hand-to-mouth  buying  seems  to  prevail  in  retail  circles 
as  well,  the  heavy  business  in  colored  cotton  goods  ap- 
parently occupying  more  of  the  retailer's  attention  as 
well. 

Manufacturers'  lines  of  cotton  materials,  such  as  bag 
cottons,  rubber  linings,  oilcloth  linings,  etc.,  are  in  par- 
ticularly  good   request 


No  Jobs  in  1909. 

Many  retailers  have  wondered  at  the  lack  of  big 
snaps  in  many  lines  of  cotton  during  1908,  and  the  early 
part  of  this  year.  It  is  entirely  different  from  a  few 
seasons  ago. 

This  is  due  to  the  fact  that  the  Canadian  mills  now 
distributing  their  seconds  pro  rata,  each  wholesaler  get- 


Staple  Goods  at  Retail  in  Montreal. 

Staple  lines  in  the  January  sales  were  a  big  feature 
this  year,  and  retail  merchants  report  a  heavy  trade. 
The  values  offered  were  exceedingly  good  and  customers 
took  advantage  of  them  to  replenish  household  necessi- 
ties in  staple  cottons,  linens,   etc. 

Bedding  lines — hemmed  sheets  and  ready-made  pillow 
slips,  blankets,  comforters,  sheetings,  etc.,  were  a  big 
feature,  and   some  exceptional  bargains  were  offered. 

Prints,  ginghams,  muslins,  and  other  lines  of  wash 
goods  met  with  good  demand,  and  thoroughly  up-to-date 
goods,  at  attractive  prices  were  offered. 

Henry  Morgan  &,  Co.,  Ltd.,  Montreal,  "offered  a  large 
stock  of  medium  and  high  quality  of  household  cottons 
and  linens,  at  a  good  discount,  also  down  quilts,  etc. 
Their  display  of  muslins,  prints,  ginghams  and  other 
wash  goods  attracted  a  good  deal  of  attention. 

The  John  Murphy  Co.,  Ltd.,  Montreal  did  an  excep- 
tional business  in  hemmed  sheets,  pillow  slips,  blankets, 
etc.  The  fact  that  their  staple  department  was  recently 
transferred  to  the  ground  floor  has  been  a  distinct  ad- 
vantage from  every  point  of  view  and  this  was  felt  in 
the  January  sales.  Their  sale  this  year  was  conducted 
upon  somewhat  different  lines  than  the  previous    year. 
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Instead  of  g-iving  a  certain  discount  off  the  face  of  the 
bill,  they  marked  down  their  prices,  in  most  cases  giv- 
ing a  greater  discount  than  the  former  method  gave 
the  customer.  They  report  that  this  year's  sale  was 
considerably  ahead  of  last  year 

W.  H.  Scroggie  Co.  Ltd.,  devoted  a  section  of  their 
top  floor  to  wash  goods,  etc.,  and  the  department  was 
effectively  decorated  in  green  and  white.  They  showed 
a  lot  of  strictly  new  goods  and  offered  splendid  values 
which  resulted  in  successful  sales.  The  household  linen 
department  on  the  ground  floor  offered  most  attractive 
bargains   in  table  linens,    towels,    cottons,   etc. 

Hamilton's,  St.  Catherine  St.  West,  made  a  spec- 
ialty of  wash  goods,  particularly  ginghams  and  zephyes. 
Extensive  window  space  was  given  to  these  and  the  sale 
pro'ved  popular.    White   goods   were   also  a  specialty. 

Household  linens  were  a  prominent  feature  of  the 
.January  sale  at  Jas.  A.  Ogilvy  &  Sons'  store.  Pillow 
slips,  sheets,  table  linens,  towels,  etc.,  offered  a  bii< 
saving  to  customers,  and  met  with  a  gratifying  tr- 
sponse.  Their  wash  goods  department  showed  most  at- 
tractive bargains  in  all  lines. 


Placing  Blame  for  Cotton  Strike. 

Hon.  Rudolphe  Lemieux,  Minister  of  Labor,  has  tabled 
the  report  of  W.  L.  Mackenzie  King,  who  was  commis- 
sioned to  enquire  into  the  series  of  disputes  which  af- 
fected some  f),000  operatives  of  cotton  mills  in  the  pro- 
vince of  Quebec  during  the  summer  of  1908.  The  main 
conclusions  of  Mr.  King's  re))ort  are  as  follows  : 

The  10  per  cent. '  reduction  in'  wages  in  the  cotton 
mills  of  Quebec,  which  occasioned  the  strike  and  lockout 
of  May  of  the  present  year,  was  not  due  to  any  peculiar 
severity  on  the  part  of  the  Canadian  employers,  or  to 
tariff,  or  other  special  conditions,  but  was  an  economic 
consequence  of  the  general  trade  and  financial  d.^pre-ssjoii 
in  which  Canada  has  shared  in  common  with  the  linited 
States  and  Great  'Britain,  and  which  has  aff<;ctcd  the 
cotton  industry   in   all    i)arts  of  the  world. 

(2)  That  similar  and  even  greater  reductions  in 
wages  have  taken  place  in  the  cotton  mills  of  the  f'nited 
States  ;  and  a  greater  shortage  of  work  has  been  occa- 
sioned among  the  operatives  in  that  country,  as  v/ell  as 
in  'Tilngland. 

(3)  That  the  lot  of  many  of  the  operatives  in  the 
cotton  mills  during  the  present  year  has  been  a  [jarticu- 
larly  hard  one,  both  because  of  a  considerable  shortage 
of  work  and  a  considerable  reduction  in  the  rate  of 
wages  paid  : 

(4)  That  the  present  depression  is  temporary  and 
that  the  employers  have  promised  a  restoration  of  the 
former  scale  of  wages  when  trade  improves  ; 

(5)  That  the  strike  in  the  Quebec  mills  was  unwise 
and  ill-timed,  and  would  not  have  taken  place  had  the 
constitution  of  the  labor  organization  been  strictly  fol- 
lowed. 

(6)  That  the  manner  in  which  notice  of  the  intended 
reduction  in  wages  was  given  was  an  aggravating  cir- 
cumstance under  the  then  existing  conditions,  a  longer 
time  and  greater  opportunity  for  conference  between  the 
two  parties   might  have  avoided  it. 

(7)  That  the  personal  enmities  and  ambitions  on  the 
part  of  certain  of  the  leaders  were  responsible  for  dis- 
sensions among  the  operatives  which  were  prejudicial  to 
their  common  interests. 

(8)  That  the  industry  as  a  whole  and  the  interests  of 
both  employers  and  employees  j  have  suffered  much  un- 
necessary loss  in  consequence  of  the  exceptionally  large 


number  of  strikes  which  have   taken   place  during  recent 
years. 

(9)  That  some  of  the  strikes  which  have  taken  place 
would  not  have  occurred  but  for  the  organization  that 
existed  among  the  workers,  and  methods  adopted  by 
some  of  the  leaders,  but  that  in  other  instances  organ- 
ization has  been  the  means  of  avoiding  disputes  and, 
broadly  viewed  (at  least  up  to  last  spring),  has  resulted 
in  a  betterment  of  the  economic  conditions  of  the  oper- 
ators as  a  whole. 

(10)  That  the  employers  on  the  whole  have  not  been 
adverse  to  organization  among  the  employees,  except  in 
the  case  of  some  individuals  ;  that  to  secure  confidence 
on  the  part  of  employeis  leading  to  a  willingness  to  co- 
operate the  unions  must  secure  harmony  within  their 
own  ranks  and  adopt  a  more  conservative  policy  to- 
wards those  with  whom  they  have  business  dealings. 

(11)  That  the  hours  of  labor  of  women  and  children 
in  the  cotton  mills  are  too  long.  The  maximum  working 
hours  in  any  one  day  should  be,  definitely  stated.  The 
Quebec  Factory  Act  provides  for  a  working  day  not 
exceeding  sixty  hours  for  women  and  minors. 

(12)  That  the  present  law  should  be  amended  so  as 
to  leave  no  doubt  as  to  its  intention  in  the  matter  of 
regulating  the  hours  of  employment. 

(13)  That  the  law  respecting  the  employment  of 
child  labor  has  been  evaded,  and  should  be  so  amended 
as  to  provide  against  possible  infractions  in  the  future, 
and  that  in  this  connection  a  special  responsibility 
devolves  upon  shareholders  and  all  others  who  profit  by 
the  results  of  such  labor. 

(11)  That  industrial  peace  might  be  preserved  and 
friendly  relations  between  employees  and  employers  pro- 
moted (a)  by  the  ado!)tion  of  joint  agreements  between 
employers  and  operatives  with  some  system  of  auto- 
matic adjustment  of  wages  ;  (b)  by  each  of  the  parties 
being  required  to  give  at  least  one  month's  notice  before 
attempting  to  enforce  any  contemplated  change  in  wages 
hours,  or  any  other  important  condition  ol  employment; 

(c)  by  the  adoption  of  permanent  boards  of  conciliation 
composed  of  representatives  of  employers  and  operatives, 
to  which  boards  all  matters  in  dispute  should  be  re- 
ferred before  resort  is  had  to   a  lockout  or  strike  ;   and 

(d)  by  the  adoption  of  some  form  of  labor  co-partner- 
ship in  which  the  joint  interests  of  employers  and  em- 
ployees is  made  apparent  to  both  parties. 


Canadian  indigos  have  been  submitted  to 
severe  tests  and  have  proven  satisfactory.  They 
are  asked  for  and  appreciated  by  the  trade  in 
general. 

Ginghams  are  meeting  with  a  good  demand. 
The  mills  have  a  fair  amount  of  stock  and  are 
keeping  up  in  their  deliveries. 

The  better  class  of  flannelette  seems  to  be 
more  in  demand  than  ^,formcrly.  Wider  widths  are 
thus  becoming  prominent. 

Manufacturers  of  mattresses,  pillows,  etc.,  are 
buying  heavily  in  view  of  the  Spring  trade  in 
these  goods. 

Wholesalers  seem  to  be  devoting  the  greater 
share  of  their  attention  to  colored  cotton  goods. 
Buying  in  whites  and  grays  is  not  heavy. 

"Snaps"  in  many  lines  of  cotton  are  not 
likely  to  featurize  the  year.  Canadian  mills  are 
distributing  their  seconds  pro  rata. 
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A  Pioneer  Cotton  Man. 

An  intimate  connection  with  the  Canadian  cotton 
industry  for  40  years  is  the  record  of  C  H.  Blackader, 
of  the  Montreal  sales  office  of  the  Montreal  Cotton  Co. 
Mr.  Blackader  is  authority  himself  for  the  statement 
that  he  is  still  young.  At  any  rate,  he  may  be  found 
any  day  at  234  McGill  St.,  the  Montreal  headquarters 
of  the  Montreal  Cotton  Co.  Few  can  speak  more  au- 
thoritatively or  more  interestingly  of  the  development 
of  the  Canadian  cotton  industry  than  Mr.  Blackader. 
Recently  in  chatting  with  the  Review,  he  spoke  of  the 
early  troubled  days  of  the  industry. 

After  the  American  Civil  War,  raw  cotton  was  as 
high  as  $2.00  per  pound,  and,  naturally,  very  hard  to 
get.  At  that  time,  English  bleached  and  grey  cottons 
coming  into  this  country  were  so  full  of  clay,  that 
clouds  of  it  arose  whenever  a  piece  of  cotton  was 
dropped   on  the  floor. 

Naturally,  Mr.  Blackader  is  somewhat  proud  of  the 
development  of  the  Montreal  Cotton  Co.,  having  been 
connected  with  the  selling  of  its  production  from  its 
inception,  when  it  was  a  comparatively  small  mill  mak- 
ing only  .bleached  cottons,  up  to  the  present  time,  when 
the  JDroduction  of  the  company  in  high-grade  manufac- 
tured cotton  goods  is  equal  to  any  mill  and  they  hold 
the  "Grand  Prix,"  Paris,  in  competition  with  the 
world. 

Mr.  Blackader  recalls  the  cotton  mill  at  Dundas, 
Ont.,  which  turned  out  grey  cottons  about  1867,  which 
were  sold  by  J.  B.'and'.I.  S.  Grafton  (a  firm  which  is 
still  in  existence  as  Grafton  &  Co.).  He  also  spoke  of 
the  firsts  Montreal  cotton  mill,  the  V.  Hudon  Mfg.  Co., 
then  the  Hochelaga  mills  ;  and  referred  to  the  very  im- 
portant work  of  the  late  A.  F.  Gault,  who  did  so  much 
for  the  betterment  of  the  Canadian,  cotton  industry. 

Mr.  Blackader  also  spoke  of  the  ■  improvement  in 
dyeing  and  finishing  of  Canadian  cottons,  which  has 
meant  so  much  to  the  industry.  The  future  of  the  in- 
dustry looks  very  bright,   according  to  Mr.   Blackader. 


Winnipeg  Merchant  for  the  Senate. 

Noe  Chevrier,  merchant,  of  Winnipeg  was  appointed 
to  fill  the  senatorial  vacancy  from  Manitoba,  caused  by 
the  death   of  the  late    Senator  Bernier. 

Noe  Chevrier  was  born  at  Rigaud,  Vaudreuil  county, 
Quebec,  in  the  early  fifties,  and  took  his  classical  train- 
ing at  College  Bourget,  Rigaud.  He  then  joined  his 
father  at  Ottawa,  where  he  launched  out  into  commer- 
cial life  in   the  clothing  business. 

After  a  few  prosperous  years  in  business  in  Ottawa, 
Mr.  Chevrier,  with  his  family  went  to  Winnipeg  in  1871, 
and  was  one  of  the  pioneer  merchants  of  the  west,  start- 
ing a  clothing  and  fur  store  on  Main  street,  which  he 
still  maintains.  In  1881  Mrs.  Chevrier  died  after  a 
short  illness,  and  Mr.  Chevrier  remarried  three  years 
later  Miss  Agnes  McMillan,  daughter  of  Donald  McMil- 
lan, deputy  of  Vaudreuil  county,  Quebec,  and  sister  of 
the  late  Hugh  McMillan,  M.P.,  of  Rigaud.  Prom  this 
union  were  bom  two  children,  Eudore,  now  a  partner  in 
the  establishment  of  Chevrier  &  Sons  and  Agnes,  now 
Mrs.    A.   M.    Kennedy,    of  Winnipeg. 

Mr.  Chevrier  is  now  a  senior -partner  in  the  firm  of 
Chevrier  &  Sons,  one  of  the  largest  concerns  of  the  kind 
west  of  Montreal,  and  is  widely  known  throughout  the 
western  country  as  a  commercial  pioneer  of  high  repute. 


NOW  FOR 

WHITE 
GOODS 

VICTORIA  LAWNS  and 
DRESS  LINENS  ARE  SELLERS. 

DISPLAY 

Your   stock   of   Munster,    Ulster, 
Limerick  and   Belfast  Dress  Linens 

White  and  the  Newest  Colors 

Popular  Prices 
ASK    YOUR    WHOLESALER 

MANUFACTURED  BY 

Montreal  Cotton  Co. 

MILLS    AT  VALLEYFIELD,    QUE. 

SALES   OFFICES: 

Toronto  MONTREAL         Winnipeg 


Have  you  a  copy 
of  our  free  book? 

We  have  some  left  and  shall  be  glad  to 
send  you  one  by  return  mail.  This  book 
is  absolutely  free— positively  no  strings 
are  attached.  It  is  a  souvenir  book, 
handsomely  printed  on  fine  coated 
paper,   illustrating  the   manufacture  of 

Gold  Medal 
Linens 

by  means  of  thirty-two  full  page  engrav- 
ings. 

As  a  souvenir  of  Old  Irish  Industry 
this  book  is  worth  preserving  in  your 
library.  To  the  practical  drygoods  man 
who  likes  to  be  well-informed  on  the 
technique  of  his  stock,  the  book  is 
invaluable. 

SEND   FOR    A   COPY   TO-DAY. 

R.  H.  COSBIE 

Irish  Linen  Agency 
TORONTO 
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TO  THE  TRADE 


All 


Prints 


sold  by   the    leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 


by 


The 


Calico  Printers'  Assn.  ud 


Manchester,  England 

To  be  their 

STANDARD  ^CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 

Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
Calico  Printers'  Association,  Limited,  were  awarded  three  "  Grand  Prix  " 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 

Canadian  Representative :  J.  E.  BIZZEY,  78  Bay  St.,  Toronto. 
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The  Store 
that  sells 
the   BEST 

Black 
Stockings 
will 
always   control  the 
Hosiery  Situation. 

The  hosiery  department  that  carries  Hermsdorf- 
Dyed  Fast  Blacks  doesn't  have  to  strive  to  thrive. 
Milh'ons  know  that 

HERMSDORF 

stands  for  the  most  rigid  fast  black  guarantee  in 
the  world — and  millions  more  are  learning.  Write 
for  that  "Hermsdorf-Week"  plan.  It's  a  sure 
winner. 

The  name  that  sells  the  stocking  :  — 


Works : 

Chemnitz 

Saxony 


American  Bureau 

235  W.  39th  St. 

New  York 


HEALTH  BRAND 


See  samples  particularly  of  Ruben's 
and  Brownie  Vests. 

Health  Brand  cov^ers  the  following 
Hnes  :  COMBINATIONS  for 
Ladies,  Misses  and  Children. 
VESTS  for  Ladies,  Misses  and 
Children.  CORSET  COVERS. 
BLACK  TIGHTS. 

Place  your  orders  now  to  ensure 
prompt  delivery. 


Wholesale    Distributors 

Green  shields   Limited 

MONTREAL 


Here  are  the 
big-selling 
lines  you 
should  order 
right  noAV 


For  men  who  are  more 
than  a  little  hard  to  please 
you  need 


Hew^son's  Heavy 
Unshrinkable 
Nova  Scotia 
Ribbed 
Underw^ear 

and  also  a  line  of  our  fine 
Botany  Wool  Underwear. 

Knitted  Sw^eaters 
Sw^eater  Coats  & 
Ladies'  Golfers 


in  a  wide  range  of  new 
colors  and    stitches.     This 
line  is   the    "leader"    among 
this  class  of  goods.     Seeing  is 
proving,    so   order   a   sample 
lot. 


Hevs^son  Woolen 
Mills,    Limited 

Amherst .  .  .  Nova  Scotia 
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Ho^v  are  You  Fixed  forO 
Children  s  Knit    nV aists  • 


THE 


■■^^j0^^^- 


is  the  one  knit  waist  that  you  can't  afford  to  go  shy  on. 

And  don't  think  because  you  have  nit  waists  on  hand  from  last 
season  that  you  can  hand  them  out  as  just  as  goods. 

There's  where  you'll  fool  yourself  because  the  majority  of  mothers 
know  the  NAZARETH  WAIST  for  what  it  is,  what  it  does  and  what  it 
doesn't. 

The  NAZARETH  WAIST  is  made  so  good  that  it  has  made  good 
with  dealers  and  consumers  for  twenty-three  years. 

No  dealer  ever  lost  a  customer  on  our  account  during  that  time 
and  without  exception  every  one  of  them  has  gained  customers  because 
we  make  our  waists  right  and  guarantee  them. 

We've  had  to  stretch  our  working  days  to  take  care  of  Spring 
orders. 

If  you  haven't  placed  yours  with  your  jobber,  do  so   now — to-day. 


,  NazdrerTn       Mills  at 
,W  I         Nazareth, 

Pa.,    U.S.A. 


0  E.  H.  Walsn  Gt*  Co. 

Toronto  and  Montreal 

350   BroaJ-way,  New   York 
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The  Situation  in  Knitted   Goods 


WWII  Spring  deliveries  about  coinplelcd  and 
every  prospect  of  a  good  season's  business 
in  ri'peats  and  sorting',  liu!  knit  goods  men 
are  now  in  a  better  position  to  allow 
their  attention  to  be  diverted  from  the  middle  distance 
and  to  size  up  conditions  for  next  Fall.  That  is  the 
season  to  which  should  belong  the  last  remnants  of  the 
depression,  so  far  as  it   affected  last  year. 

Fall  placing  for  1908  is  said  to  have  been  light,  and  it 
happened  that  a  long  spell  of  mild  weather  encouraged 
the  hand-to-mouth  process.  It  was  amusing  that,  though 
cold  snaps  in  December  and  January  caused  a  good  move- 
ment in  heavy  lines,  there  were  jobbers,  during  the  Spring- 
like days  of  Januarj^,  who  still  \entured  the  statement 
that  "some  men  are  still  wearing  their  lightweight  stuff.'" 
Weather  and  a  very  cautious  trade  are  two  hard  proposi- 
tions to  work  against,  particularly  in  the  matter  of  heavy 
underwear. 


Ragged  Edges  of  Depression. 

Tn  addition  to  all  this,  there  is  every  reason  to  believe 
from    the   aetivitv    in    heavv   underwear   and    hosierv   dur- 


An  English  type  of  Double-Breasted  Nor- 
folk, showing  front  which  may  be  so  ad- 
justed that  each  side  will  button  back 
forming  long  revers  and  V-shaped  open- 
ing. 


Neat  Double-Breasted 
Norfolk. 


ing  the  cold  spells,  that  stocks  are  light,  and  it  seems 
proper,  therefore,  to  say  that  the  ragged  edges  of  the 
lean  year  ought  to  disappear  in  next  Fall's  business.  The 
low  stock  condition  is  one  of  the  snubbing  posts  for  the 
general  hope.  All  things  being  equal,  it  looks  like  a  good 
reason.  Judged  by  the  Spring  outlook,  which  is  every- 
where regarded  as  most  promising,  the  situation  should 
develop  marked  improvement,  and  the  volume  of  sales 
bo  consistent  with  healthful  strides  t<iwards  better  things. 

While  price-cutting  is  reported  in  some  ((uartcrs.  it  is 
not  a  general  condition,  and  will  hardly  be  allowed  to 
develop  an  element  of  uncertainty  or  another  excuse  for 
backward  placing. 

Summing  up  the  situation  in   a  broad  way,  one  large 


manufacturer  had  this  to  say:  "Wisely  directed  along 
sant,  businesslike  lines,  the  market  should  steadily  de- 
velop its  best  strength,  casting  off  uiulesii'able  conditions 
ami  nujving  forward  consist(Milly  with  the  general  im- 
provement   in    trade." 


Price  Level  Reached. 

As  of  paramount  interest,  the  price  situation  may  first 
be  considered.  The  general  opinion,  as  indicated  last 
month  by  The  Review,  is  having  repetition.  Yarns,  both 
cotton  and  wool,  are  on  the  upward  swing.  Thus,  it 
does  not  seem  unreasonable  for  manufacturers  and  job- 
bers to  declare  that  no  further  price  reductions  may  be 
looked  for. 

Fall  sample  lines  now  on  exhibit  are  described  as 
containing  no  great  change  features.  There  is  a  wider 
range  of  sweater  styles  than  ever,  and  this  fact  certainly 
indicates  that  the  Norfolks  and  golf  and  motoring  jerseys 
will  hold  their  place  in  popularity.  Among  the  latest 
cuts  in  ladies'  lines  are  those  curved  away  at  the  front 
to  a  greater  degree  than  has  been.  In  the  general  de- 
sign of  the  sweater  or  pony  coat  and  Norfolk  there  have 
been  few,  if  any,  changes;  it  is' in  the  collars  the  pockets, 
and  the  trimmings  where  the  genius  of  the  manufacturer 
is  most  seen  and  Fall  lines,  as  distinguished  from  those 
which  came  befor^,  will  exhibit  a  number  of  very  dainty 
innovations.  Greys  and  whites  in  ladies'  wear,  and  a 
very  wide  patronage  of  the  color  cord  for  men  and  boys 
are  indicated. 


Promising  Territory. 

While  on  the  subject  of  heavy,  or  in  fact,  any  kind 
of  underwear  for  men,  it  is  fitting  for  a  moment  to  con- 
sider the  great  business  possibilities  existing  in  Northern 
Ontario.  With  the  opening  up  of  (iowganda,  the  con- 
tinued development  of  the  Cobalt  field,  and  the  likelihood 
that  there  are  further  silver  areas  undiscovered,  it  would 
appear  that  a  most  important  territory  is  opening  for 
those  lines  of  goods,  not  only  adapted  to  climatic,  but 
e(|uai    to    the    wear   required    of    them.      The    field    is    one 


The  low-stock  condition  is  on?  of  the  snubbing- 
posts  for  the  general  confidence  in  next  Fall's 
conditions. 

The  Spring  outlook  continues  very  promising. 
Good  repeat  business  is  anticipated  from  cfuarters 
which    were    unreasonably   conservative. 

Price-cutting  is  reported  to  have  made 
its  appearance,  although  it  is  far  from  general 
•ind  will  not  likely  develop  into  a  widespiea<l 
excuse  for  the  backward  placing. 

The  stiffening  in  raw  material  and  yarns 
strengthens  the  assertion  that  no  further  ])rice- 
reductions  may  be   looked   for. 

Sweater  coats,  Norfolks.  golf  and  motoring 
jerseys  in  fashionable  colors  are  pi-oniinent  fea- 
tures of  the   new  Fall   lines. 
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MARK 


MADE  BY 
■CCDERICH  KNITTING  CO 


"The  Maple  Leaf  Brand" 

of  Hosiery  and  Mitts. 

"  The  brand  that  has  stood 
the  test  of  time. 

Sold  direct  to  the  trade. 
Watch  for  1909  samples. 

Goderich  Knitting  Co. 

Goderich,    Ont. 


LIMITED 


SELLING  AGENTS : 
J.  E.  McCluns,  Toronto,  for  Ontario. 
Fred.  S.  White,  St.  Stephen,  N.B,,  for  Maritime. 
Gerhardt,  Hanley  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que  ,  for  Quebec. 


Your  Fall  Underwear  Order 

Should  include  an  assortment  of  the  high  grade  BRITANNIA 
UNDERWEAR.  It  will  meet  the  requirements  of  the  high 
class  demand--the  demand  for  something  out  of  the  common 
run.  Remember— we  guarantee  Britannia  to  be  UNSHRINK- 
ABLE. ••:::: 


AliWoolUnderclothing 


S^^m,:i 


WASHING. 

EVERT 

GARNENT 

dttRUrUD 


La(lles.(init|eniais  *  Cliiidrciis  Underwear 


inWcichtsSuitable  for  allSEASONS. 


OKUCK      i-KUiVl       YL»UK.      J<JitJBt,R 

Duncan  Bell 

Canadian  Representative 
Manchester  Building       ....       Toronto 


which  should  offer  a  scope  foi-  good  range  of  qualities 
when  one  considers  that  it  is  not  the  workingman  alone, 
but  mining  specialists  and  engineers,  and  office  men  who 
must  enter  into  the  activities  of  this  wonderful  coun- 
liy.  While  many  mining  and  prospecting  parties  have 
been  outfitted  from  the  larger  cities,  it  goes  without  say- 
ing that  the  medium  of  delivery  situated  close  to  the 
market  should  be  able  to  attract  good  business  by  a 
V  ell-assorted  stock. 


The  Hosiery  Situation. 

Discussirg  the  hosiery  situation,  a  large  buyer  stated 
that  the  signs  were  already  evident  that  Spring  would 
be  strong  on  colors.  His  assertion  was  that  even  the 
men  were  becoming  freakish  in  the  matter  of  color. 
There  appeared  to  him  to  be  no  reason  why  ladies  should 
not  endeavor  to  match  the  color  tones  of  their  hose  and 
gowns,  but  when  men  were  displaying  the  inclination 
to  symphonize,  he  regarded  it  as  extraordinary. 

"The  more  sedate,  and  quiet  trade  may  not  be  counted 
among  the  patrons  of  the  rainbow  rage,"  said  he.  "The 
young  sports  are  going  in  for  it  strong.  Solid  colqrs 
appear  to  be  the  favorites." 

Some  of  the  retail  stores  report  an  increasing  de- 
mand for  silk  lines,  although  no  merchant  will  deny  that 
the  holiday  season  may  have  been  responsible  to  a  very 
great  degree. 


Fashions  in  Hosiery. 

Even  the  smaller  stores  are  stocking  fancy  hosiery 
these  days,  and,  in  stores  that  cater  to  the  high-cla,ss 
trade,  practically  all  the  leading  colors  in  fancy  hose 
;a'e  kept  in  stock.  In  addition,  they  are  prepared  to 
have  hose  dyed  to  match  ultra  shades. 

The  latest  craze  in  Paris  is  for  ladies'  hose  and  shoes 
in  the  prunelle  shade.  As  fancy  shoes  these  have  either 
red  or  gilt  heels,  now  the  effect  is  somwhat  vizarre.  Red 
and  gilt  heels  are  pretty  when  the  hosiery  and  footwear 
are  in  soft  grey,  or  golden  tan,  and  gilt  goes  well  with 
the  soft  pastel  shades  now  coming  in  for  evening  wear. 

For  dressy  wear,  it  is  almost  imperative  that  the 
hose  match  the  gown,  but^  save  for  evening  wear,  it  does 
not  follow  so  closely  that  the  shoe  must  match  the 
gown  though  this  is  often  done.  Patent  leather  shoes 
are  worn  with  colored  hose,  and  flashing  Rhinestone 
buckles  of  generous  size  decorate  the  majority  of  these 
shoes.  Black  shoes  can  be  worn  with  any  colored  stock- 
ing. 

Hose  are  of  the  lightest  and  gauziest  texture,  silk  hose 
of  course,  leading  in  the  high-class  demand,  though  there 
is  a  great  demand  for  silk-finished  lisle.  Evening  hose 
are  much  embroidered  and  have  insets  of  delicate  lace. 
For  general  wear,  cloaks  in  a  lighter  shade  of  the  hose 
color  are  meeting  with  a  good  demand. 

Grey  must  be  added  to  tan  and  black,  as  the  staple 
shades  in  the  ladies'  department  this  season.  The  new 
Spring  colors  are  rose,  taupe,  smoke,  prunelle,  wisteria, 
cataba   canard,  bosphore,   and  kiki. 


SelHng  Combinations. 

Some  houses  declare  that  there  is  an  increasingly- 
persistent  call  for  the  union  or  combination  under- 
garment. "The  trouble  seems  to  be,"  said  a  jobber,  re- 
marking upon  this  tendency,  "that  we  do  not  pay  suf- 
ficient attention  to  the  peculiarities  of  body  shape.  One 
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Underwear  of  Quality 

The  above  cut  represents  only  one  of  the  many  styles  of 
Ribbed  Underwear  we  have  produced  for  Fall,  1909.  We  ask 
you  to  look  at  our  lines  knowing  that  they  will  not  only  please  you 
but  also  your  customers. 

Our  Balbriggans,  Merino  and  Silkette  lines  are  now  thorough- 
ly known  by  the  trade  as  the  most  complete  and  best  finished 
goods  on  the  market. 

ZIMMERKNIT"  underwear  means  quality,  being  made 
from  the  finest  of  long  staple  yarns  which  give  them  long  life 
and  comfort  to  the  wearer. 

Sold   by  all  Canadian  Jobbers. 

Zimmerman  Manufacturing  Co.,  Ltd., 

Hamilton,  Ontario 
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St.  George  Brand  i 

Underwear  far  Men        I 


made  in  various  weights  and  textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
for      your       protection      and     ours. 


Pen  -  Angle 
Underwear 


ATUNSHRINKABLE^ 


y/    Trade  A(ar/( 


From  now  until  summer, 
medium  weight  underwear  will 
have  first  call.  How  is  your 
stock  of  Pen-Angle   No.   95  ? 


Pen  -  Angle 

No.  95  is  the 
biggest  selling 
line  of  medium 
weight  natural 
■wool   underwear. 


PENMANS 
LIMITED 

PARIS,    CANADA 


thing  appears  quite  evident  to  me,  and  that  is,  that 
once  a  man  becomes  used  to  a  satisfactory  union  suit. 
he  will  be  loath  to  wear  any  other.  It  does  away  with 
I  he  double-thickness  around  the  hips.  It  does  not  creep 
up  on  hira  when  he  becomes  overheated,  and  if  it  fits 
him  he  is  content.  The  fit  problem  is  the  sticker  Un- 
fortunately we  haven't  specialized  on  long,  lean  and 
short,  stouts,  but  once  the  retailer  is  confident  that  his 
stock  will  back  up  his  measurements,  there  is  going  to 
be  good  trade  in  combinations.  There  is  constant  im- 
prove'*^ent  in  that  direction. 


Knit  Goods  Buyers  Meet. 

It  may  be  of  interest  throughout  the  Canadian  trade 
to  refer  to  one  or  two  matters  transacted  at  the  meeting 
of  the  Knit  Goods  Buyers'  Association  held  recently  in 
J\ew  York.  A  conference  was  held  with  a  committee 
from  the  National  Association  of  Hosiery  and  Under- 
wear Manufacturers,  headed  by  President  Fred.  W. 
Simons,  relative  to  the  matter  of  bo.xes  used  for  packing 
knit  goods.  At  present  many  buyers  desire  the  goods 
they  purchase  packed  in  boxes  of  various  colors.  The 
committee  of  the  association  of  manufacturers  asked  that 
a  uniform  color  be  selected  for  all  boxes — a  suggestion 
which  would  be  of  much  convenience  to  the  manufac- 
turers. The  buyers'  committee  brought  the  matter  be- 
fore the  association,  but  no  action  was  taken. 

A  resolution  was  adopted  asking  manufacturers  of 
knit  underwear  to  eliminate  all  shipments  from  the  mill 
direct  on  goods  costing  $6  or  less.  Certain  jobbers  have 
made  a  practice  of  purchasing  a  quantity  of  goods  and 
having  them  shipped  direct  from  the  mill  in  small  lots, 
thereby  saving  the  expense  of  handling.  Prices  have 
been  cut  as  a  result  of  this,  and  those  who  do  it  have 
become  seriously  in  competition  with  other  jobbers  who 
handle  their  own  goods.  A  similar  resolution  was  passed 
by  the  jobbers'  association,  but  (he  price  limit  named 
ill    thai   time  was  $4.50. 

Tiie  association  also  discussed  Ihe  question  of 
stronger  pajjer  boxes  used  in  packing  knit  goods.  It  is 
claimed  that  the  boxes  used  at  present  by  many  manu- 
facturers are  of  a  flimsy  character.  The  association  also 
discussed  the  policy  of  distribution  pursued  by  many 
manufacturers,  and  it  developed  that  certain  manufac- 
turers were   selling  direct   to   customers   of   the  jobbers. 


A  Will -Timed  Window. 

During  January,  the  Jaeger  Store,  Toronto,  antici- 
pated the  rush  to  Gowganda  silver  fiield,  by  dressing  a 
window  very  attractively  with  cold  weather  lines  suitable 
for  mining-camp  wear.  The  display  was  entirely  of 
camel's  hair  goods  and  included  sleeping  bags,  blankets, 
caps,  sweaters,  cardigan  jackets,  vests  and  scarfs.  The 
window,  which  was  trimmed  by  R.  Stock,  was  well- 
limed   and  attracted  business. 


Eagle  Knitting  Co.  Re-organized. 

J.  R.  Moodie  &  Sons,  Hamilton,  announced  at  the 
beginning  of  the  year,  that  they  had  re-organized  the 
Eagle  Knitting  Co.,  and  its  allied  industries  with  a 
capitalization  of  $1,000,000,  and  that  they  were  even 
more  fully  equipped  than  at  any  former  date  to  main- 
tain the  standard  of  "Hygeian"  underwear 
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Valuable  Manual  of  Instruction. 

A  vnluable  manual  of  instruction  in  the  mechanical 
details  of  knitting  machines  has  recently  been  issued  by 
the  American  School  of  Correspondence,  Chicago.  It  is 
by  M.  A.  Metcalf,  managing  editor  of  the  "Textile 
American.''  Mr.  Metcalf,  in  classifying  the  different 
machines  in   use  and   their  product  states: 

"There  are  several  kinds  of  knitted  fabrics  made  in 
knitting  mills,  each  kind  requiring  a  radically  different 
machine  to  produce  it.  What  are  commonly  called  flat  goods 
are  knit  on  circular  spring  needle  machines.  Ribbed 
goods  are  knit  on  circular  latch  needle  machines.  Shirt 
borders  or  rib  tails,  shirt  cuffs,  or  ribs,  and  dawer  bot- 
toms or  ribs,  with  selvedge  edge,  welt  and  slack  course, 
are  made  on  straight  spring  needle  rib  machines,  thoiigii 
some  ribs  for  sleeves  and  drawer  legs  are  made  on  small 
circular  latch  needle  machines.  Full-fashioned  under- 
wear is  made  on  straight  spring  needle  machines  pro- 
vided with  means  for  narrowing  or  shaping  the  garment 
tu  fit  the  body  and  limbs.  The  latest  type  is  for  knitting 
ribbed  goods  on  a  circular  spring  need'e  rib  machine. 
Hose  is  knit  on  circular  latch  needle  machines  generally, 
but  of  a  different  type  than  the  machines  for  knitting 
ribbed  underwear.  Full  fashioned  hose  is  knit  on  stiaiglil 
spring  needle  machines  with  widening  and  nanowing 
devices  for  shaping  the  stocking,  and  straight  latch  needle 
machines." 

The  great  value  of  "knitting,"  for  such  the  wt)rk 
is  entitled,  consists  in  the  carefully  instructive  descrip- 
tion of  all  types  of  knitting  machinery  and  their  opera- 
tion and  adjustment.  The  work  is  based  on  a  careful 
study  of  machinery,  conditions  and  needs  as  developed 
in  the  best  mills.  The  volume  is  especially  adapted  tor 
purposes  of  self-instruction  and  home  study. 


Making  Shetland  Shawls. 

Ill  the  far-off  treeless  Shetland  Islands,  where  in  Sum- 
mer night  is  unknown,  only  a  soft,  dreamy  twilight,  w 
"gloaming,"  as  it  is  called  in  the  North,  dividing  one 
day  from  another,  an  industry  is  carried  on  which  is  of 
interest  to  ladies  over  all  the  kingdom.  For  what 
daughter  of  Eve  does  not  appreciate  the  beauty  ami  com- 
fort of  a  good  Shetland  shawl?  In  fact,  it  is  agreed 
that  no  knitted  goods  can  exceed  in  lightness  and  warmth 
the  shawls,  spencers,  etc.,  knitted  by  the  light  of  the  peat 
tires  during  the  long  evenings  of  winter.  Nearly  every 
Shetlantl  woman  is  am  accomplished  and  very  rapid 
knitter,  and  it  is  a  feature  of  the  industry  that  one 
woman  makes  a  specialty  of  one  kind  of  goods,  such  as 
"lacy "-like  white  shawls  for  evening  wear,  another 
acquires  proficiency  in  the  knitting  of  the  thick  grey  or 
brown  shawls  with  darker  borders  which  are  so  cosy  to 
wear  as  wraps  during  winter,  the  next  may  excel  in 
spencers,  and  so  on.  "Practice  makes  perfect"  in  every 
sort  of  handiwork,  and  the  women  of  Shetland,  who 
begin  to  knit  in  early  childhood,  acquire  great  dexterity 
in  the  use  of  the  needles. 

An  extraordinary  circumstance  connected  with  the 
industry  is  that  the  wool  is  not  shorn  in  the  ordinary 
way,  but^  is  plucked  from  the  sheep's  back.  This,  to 
the  uninitiated,  would  seem  a  clear  case  of  cruelty  to 
animals,  but  it  is  not  so  in  reality.  At  a  certain  season 
of  the  year  the  sheep  literally  shed  their  wool  as  a  tree 


its  leaves,  a  new  coat  with  a  luxuriant  growth  taking 
the  place  of  the  old.  If  the  owner  finds,  on  attempting 
to  "pluck"  the  sheep,  that  it  is  not  ready  for  the  oper- 
ation, it  is  set  free  until  it  is. 

The  women  take  great  pride  in  their  work,  and  in 
the  case  of  the  thicker  wraps  show  much  taste  in  blend- 
ing the  colours. 

The  shawls  done  in  pure  white  wool  of  spider-web- 
like fineness  are  of  the  most  lovely  patterns,  and  display 
great  individuality  of  design.  Some  of  these  white  evening 
wraps  are  of  wonderful  lightness.  A  shawl  measuring 
from  two  to  three  yards  square,  and  weighing  two  and 
a  half  ounces,  costs  several  pounds  when  offered  for 
sale  in  a  London  shop.  When  finished,  the  shawls  are 
stretched  on  a  frame  made  of  four  pieces  of  wood.  Each 
piece  of  wood  is  provided  with  six  notches,  full  of  gal- 
vanized nails  with  big  heads,  about  three  inches  apart. 
A  piece  of  tape  is  run  into  each  point  of  the  shawl,  and 
then  drawn  tightly  over  the  nails,  and  the  shawl  is  left 
to  acquire  a  proper  shape.     The  size  of  the  shawl  is  fixed 


Latch  Needle  Rib  Knitting  Machine  with  Revolving  Cylinder 

and  Automatic  Change  from  Plain  to  Tucked  Stitches 

—From   "Knitting,"  by  Metcalf. 


by  the  notches,  the  first  score  meaning  a  five-score  shawl, 
the  second  a  six-score  shawl,  and  so  on.  The  shawls  are 
left  on  the  frames  for  a  certain  length  of  time,  until 
they  have  become  firmly  fixed  in  the  proper  shape.  Then 
the  dealer  comes  round  and  takes  them  away,  and  the 
work  of  these  Shetland  women,  who  probably  never 
traveled  beyond  the  rock -bound  coasts  of  their  own  "lone 
islands  in  the  dusky  main" — ^the  result  of  long  hours  of 
patient  labour,  a  labour  in  which,  however,  they  delight 
— eventually  finds  itself  in  "kings'  palaces"  and  the 
halls  of  beauty  and  fashion,  as  well  as  in  humbler  homes, 
where  a  Shetland  shawl  of  the  more  substantial  type,  or 
a  Shetland  spencer,  grey,  brown,  or  white,  is  a  desirable 
possession  for  the  winter  season. 
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Modern  Underwear  Knitting   Room,  Showing  Circular  Web   Machines. 


Many  Processes  Employed  in  Making  Knitted  Garments 

Tracing  the  Manufacture  From  Bale  to  Packing  Room  —  An  Industry  Which 
has  Made  Wonderful  Strides  —  Specialization  a  Strong  Feature  —  How  Bodies 
and  Limbs  are  Knit,  Trimmed  and   Assembled  for  the    Completed    Garment. 


THOUGH  the  manufacture  of  knit  goods  is  an  indus- 
try which  of  recent  years  has  undergone  a  re- 
markable development,  the  number  of  people  who 
really  understand  what  it  means  to  turn  out  a  completed 
garment,  apart  from  those  actually  engaged,  is  very 
slim.  To  trace  the"  process  from  bale  to  packing-room, 
or  from  the  time  the  raw  material  reaches  the  factory 
until  the  garments  aro  ready  for  distribution,  is  to  edu- 
cate oneself  upon  the  intelligence  of  modern  machinery, 
and  the  progress  which  has  been  made  through  concentra- 
tion and  specialization  upon  that  extremely  interesting 
and  important  department  of  industrial  production. 

Flat  and  Ribbed  Goods  and  Hosiery. 

Take  balbriggans  as  an  example.  It  might  first  be  as 
well  to  observe  that  there  are  three  divisions  under  which 
knitting  must  be  considered^flat  goods,  ribbed  goods  and 
hosiery— although  there  is  a  vast  variety  of  other  lines, 
such  as  sweaters,  toques,  mitts,  neck  scarfs  and  ties, 
which,  since  they  represent  a  very  important  branch  of 
the  industry,  may  be  considered  apart  from  the  general 
classification.  In  the  manufacture  of  balbriggans,  the 
great  bulk  of  the  cotton  used  for  American  goods  comes 
from  the  Southern  States,  much  of  which  is  stained  to 
imitate  Egyptian  browns.  Genuine  Egyptian  yarns  are 
made  from  Egyptian  cotton  grown  in  the  valley  of  the 
Nile,  and  which  has  a  shade  peculiar  to  the  color  of  the 
soil  in  which  it  is  raised.  It  is  used  extensively  for  Cana- 
dian balbriggans.  This  cotton  has  never  been  dupli- 
cated, although,  among  the  products  of  the  South  there 
is  a  fine,  long,  staple  cotton,  and  also  a  very  superior 
article  grown  in  the  South  Sea  Islands,  along  the  south- 
ern coast  of  the  United  States. 

Balbriggan  is  a  town  in  Ireland,  and  the  name  was 
years  ago  applied  to  full-fashioned  hosiery  made  from 
unbleached  cotton  and,  still  later,  to  knit  underwear.  At 


the  present  time,  the  name  covers  a  variety  of  cotton 
lines,  including  browns,  stripes,  and  different  effects  in 
mercerized  and  lisle  goods. 

Initial  Processes  in  Factory. 

The  majority  of  the  manufacturers  of  cotton 
underwear  in  Canada  buy  their  yarns  already  spun. 
The  first  process  through  which  the  raw  mater- 
ial passes  in  the  factory  is  that  of  picking,  by 
which  it  is  opened  up  into  a  lap.  Then  it  is  put 
through  a  carder  for  further  cleansing  and  removal  of 
the  short  fibre.  It  issues  as  a  sliver,  the  first  strand 
condition,  and  is  then  passed  through  the  doubling  and 
drawing  processes,  after  which  it  goes  to  the  mules, 
where  it  receives  the  final  twist  which  makes  it  yarn. 
After  passing  from  the  cop,  or  product  of  the  mules,  the 
yarn  is  wound  on  bottle-shaped  bobbins,  each  holding 
about  two  pounds,  and  from  those  bobbins  the  fabric  is 
knit  in  tubular  form  on  a  spring-needle  knitting  machine. 
On  some  machines  these  needles  are  set  in  slots  and  on 
others  in  lead. 

It  is  of  the  utmost  importance  that  the  yarn  be  proper- 
ly fed  into  the  machines.  The  bobbins  used  for  Spring 
needle  machines,  rest  on  stands  underoeath  the  needle 
bed,  and  their  bulk  or  weight  presents  no  serious  prob- 
lem. In  the  latch  needle  machine,  however,  the  feed  is 
from  above  the  needle  bed  and  it  is  necessary  that  the 
racks  contain  the  greatest  possible  amount  of  yarn  with 
minimum  weight.  To  that  purpose  a  paper  tube  winder 
is  used,  the  yarn  taper  and  tension  of  yarn  in  the  cc  ne 
which  is  built  up  thereon  bsing  uniform  and  at  the  same 
time  the  feed  is  unimpaired. 

The  bodies  thus  knit  in  tubular  shape,  are  made  In 
standard  widths  or  diameters  to  conform  to  the  various 
sizes  required  in  underwear.  After  the  fabric  is  knitted 
it  passes  through  wet     and  dry  finishing  processes,  ac- 
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cording  to  the  kind  of  garment,  whether  bleached,  color- 
ed, or  natural.  Shrinking  is  nccossary  to  render  the  fab- 
ric more  capable  of, handling. 

The  tubular  web  is  cut  into  the  required  lengths, 
while  the  sleeves  are  cut  out  from  the  same  kind  of 
fabric,  and  have  to  be  ;■  earned.  The  cufis  are  made  on 
special  rib  machines,  cither  spring  needle  or  latcli,  the 
machine  usually  producing  a  tubular  fabric,  although  flat 
frames  arc  sometimes  used  for  this  purpose.  The  intro- 
duction of  colored  yarns  is  rendered  pos.sible  by  the  ap- 
plication of  a  special  attachment  to  the  knitting  machine. 
Assembling  the  Fabric. 

The  collaret  is  produced  either  on  a  regular  web-head 
by  the  use  of  attachments  for  obtaining  the  tuck  effect 
on  the  edge,  or,  in  some  instances,  it  is  made  spirally 
on  a  balmoral  machine  by  liaving  as  many  feeds  as  may 
be  necessary  to  produce  the  width  of  cloth  required  for 
the  collaret. 

The  fabric  for  the  body,  sleeves,  cuffs  and  collaret 
having  been  assembled,  the  rolls  are  sent  to  the  cutting 
department,  where,  by  the  use  of  specially  designed  pat- 
terns,   the   bodies,    cuffs   and   sleeves   are  cut    and   tied   up 


and  the  buttonholes  made,  after  which  it  is  ready  for 
inspection.  It  then  goes  either  to  the  press  and  then  to 
the  button  sewer,  or  the  reverse,  according"  to  the  nature 
of  the  goods,  after  which  the  folding,  packing  and  label- 
ing is  in  order. 

The  drawers  are  cut  from  the  tul)ular  fabric  in  the 
same  manner  as  the  sleeves,  two  limbs  to  a  width,  and 
the  necessary  gusset  is  cut  from  material  of  the  same 
weight.  The  seaming  operation  assembles  everything,  and 
after  that  there  is  the  requisite  hemming  of  flies,  the 
addition  of  bands,  suspender  tapes  or  eyelets,  and  the 
buttonholes  worked,  and  buttons  applied— all  by  machin- 
ery. In  the  trimming,  sateen  cloths  are  very  much  used. 
The  ankle  is  made  by  the  same  process  as  the  cut!. 

Balbriggans  arc  produced  in  a  standard  variety  of 
tints,  also  in  fancy  effects  and  combinations  of  shades. 

In  ladies'  balbriggan  the  waist  is  shaped  by  cutting 
the  tubular  form  down  the  sides  and  seaming.  The  bust 
pockets  are  cut  from  H-he  fabric  and  are  applied  by  special 
machinery.  Lace  insertion  is  also  sewn  to  the  body  by 
machine.  This  material,  it  is  as  well  to  observe  in  pass- 
ing, is  not  produced  by  the  knit  goods  manufacturer,  l)ut 


The  Making-Up  Room  of  a  Representative  Modern  Knitting  Factory.     Here  the  Different  Parts 
are  Assembled  and  the  Garments  Perfected. 


in  dozens,  to  which  tickets  are  attached.  These  latter 
have  coupons  for  each  operation  in  the  finishing  depart- 
ment, the  operator  cutting  each  one  as  it  passes  through 
her  hands  and  thus  she  obtains  her  voucher  for  work 
done. 

Overseaming  and  Trimming. 

The  garments  have  now  arrived  at  the  seaming  de- 
partment. Here  there  is  a  machine  which  not  only  over- 
seams,  but  previous  to  that  trims  the  edges  and  bridges 
over  the  latter  in  one  operation.  Formerly  this  work 
was  done  on  a  stitching  machine,  with  trimmer  attached. 
A  raw  edge  was  thus  left  which  had  to  be  covered,  this 
work  requiring  an  additional  operation. 

The  collaret  is  applied  by  means  of  a  stitching  ma- 
chine designed  for  that  particular  purpose — an  invention 
of  comparatively  recent  date.  Formerly,  it  was  labor- 
iously attached  by  a  plain  stitching  machine,  thirty 
dozen  being  a  good  day's  work.  With  the  new  machine 
one  hundred  dozen  a  day  are  easily  possible. 

The  required  opening  now  having  been  made  in  the 
front   of    the  garment,    the  necessary   trimming  is   done 


imported.    Skirts  are  hemmed  with  a  blind  stitch    over- 
seaming    machine. 

Full-Fashioned  Goods. 

Full  fashioned  underwear  is  made,  as  a  general  thing, 
wholly  of  wool,  silk  or  merino,  from  two-fold  yarns. 
They  are  made  on  a  spring  needle  flat  machine,  power- 
driven,  each  machine  having  six  to  eight  sections,  each 
section  making  one  bod}'  of  a  shirt  or  one  leg  of  a  drawer, 
thus  knitting  six  or  eight  garments  at  one  time.  These 
machines  narrow  or  widen  automatically,  making  a  sel- 
vedge edge. 

These  full-fashioned  knitting  machines  are  also  equip- 
ped with  parts  for  laying  in  splicing  threads  to  re-in- 
force  the  elbows  of  sleeves,  and  the  knees  and  seats  of 
trousers.  These  machines,  owing  to  their  equipment  with 
narrowing  and  widening  apparatus,  are  particularly 
adapted  for  making  combination  or  union  suits,  and  la- 
dies' shaped  vests — in  fact,  any  shape  of  garment  can  be 
made  with  them,  to  fit  the  body  with  its  curves  and  lines. 
The  cuffs  and  skirts  of  these  garments  are  made  on  a  flat 
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rib  machine,  which  makes  six  to  twelve  at  once,  and  are 
attached  to  the  garments  by  running  the  first  skirt  on 
.needles  of  knitting  machine,  ■  and  working  from  them  to 
the  end  of  the  garment,  the  skirt  on  other  end  being  at- 
tached by  a  linker  or  seaming  machine  consisting  of  points 
extending  horizontally  from  a  cylinder  on  which  each 
stitch  is  run  on  by  hand,  and  as  it  turns,  a  crochet  stitch 
is  formed  by  a  needle  passing  out  and  in  through  these 
stitches.  This  seamer  is  also  used  for  joining  the  selvedge 
edges  on  the  sides  of  the  shirts  and  legs  of  the  drawers. 
After  a  garment  is  thus  made  it  is  scoured,  and  in  some 
cases  fulled  in  a  kicker  which  softens  and  thickens  the 
garment  some,  after  which  they  are  dried  on  forms  to 
keep  them  out  to  the  shape  in  which  they  have  been  knit. 
The  process  of  trimming  and  ironing  is  very  much  the 
same  as  other  knitted  goods,  but  with  more  skilful  opera- 


the  all  wool,  since  the  combination  makes  a  cheaper 
garment.  The  combination  of  wool  and  cotton  in  the 
yarn  is  regarded  as  a  preventative  of  shrinking. 
The  back,  or  inside  of  the  garment,  is  sometimes 
brushed  or  fleeced,  ensuring  the  wearer  a  greater  degree 
of  comfort. 

After  being  assembled,  the  ribbed  garment  goes 
through  much  the  same  process  as  that  applied  in  the 
case  of  flat  goods.  Ribbed  goods  of  wool  are  put  through 
much  the  same  process  as  that  applied  in  the  case  of  flat 
goods.  Ribbed  goods  of  wool  are  put  through  a  steaming 
process  by  some  makers  to  prevent  them  from  shrinking, 
but  different  manufacturers  have  different  methods  to  ob- 
tain that  end.  There  arc  special  machines  by  which  the  final 
trimming    is    done,    and    instead    of    being   put    through    a 


Hose   Knitting  Room  of  a  Representative   Modern  Factory,  in   Which   Automatic  Seamless   Machines 
are  Used,  Producing  20,000  Dozen  per  Week. 


tors,  as  these  goods  require  to  be  finished  with  more  care 
than  ordinarily,  being  all  high-priced  garments. 
How  Ribbed  Goods  Are  Made. 
Ribbed  goods  are  made  wholly  of  cotton,  or  wholly 
of  wool,  or  with  wool  face  and  cotton  back.  They  are 
usually  made  on  a  latch  needle  machine,  which  will  knit 
the  garment  either  in  a  straight  fabric,  or  automatically 
produce  a  plain  shoulder,  a  tucked  bust,  a  plain  waist- 
line, and  a  tucked  skirt,  plain  or  ribbed  at  the  bottom. 
The  sleeves  are  knit  in  the  same  way  on  small  heads  the 
same  size  as  the  sleeve.  The  cuffs  and  skirts  are  over- 
edged  either  with  cotton  or  mercerized  yarns.  The  wool 
face  and   the  cotton  back  are  more  frequently  used   than 


hot   plate  press,   Ihe  garments  are   pressed   with     a  man- 
gle or  flat  iron. 

As  compared  with  that  required  in  flat  goods,  there 
is  no  seaming  to  speak  of  in  the  making  of  certain  lines 
of  ribbed  garments.  The  Summer  goods  are  nearly  all 
straight,  and  the  fabric  is  cut  into  lengths.  In  ladies' 
wear  arms  are  absent  from  the  vest,  and  the  neck  is  low. 
The  greater  portion  of  the  work  is  done  on  the  machine 
which  knits  the  tubular  fabric.  Summer  goods  are  al- 
most universally  white  and  do  not  lend  themselves  to 
the  variety  of  color  effects  found  in  Winter  goods. 

A  fleece-lined  shirt,  as  it  is  marketed  to-day,  is  of 
fine  cotton  yarn  reinforced  on  the  back  in  the  knitting  by 
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a  heavy  cotton  thread  made  on  the  woolen  system,  the 
hacking  consisting  principally  of  cotton.  This  is  napped, 
producing  a  soft,    wooly  surface. 

Specialization  in  the  Industry. 

Woolen  yarns  are  largely  produced  by  manufacturers 
of  knit  goods,  excepting  where  the  yarn  is  of  the  worst- 
ed variety.  These  are  almost  entirely  brought  from 
Great  Britain,  Belgium  and  France.  Specialization  has 
been  a  strong  feature  of  the  industry  ;  that  is,  the  aver- 
age factory,  instead  of  being  equipped  to  take  up  every 
branch,  has  selected  one  division  for  its  operations  and 
has,  for  the  most  part,  emphasized  its  individuality  by 
reason  of  some  style,  trim  or  other  feature.  It  will  at 
once  be  concluded  that  the  work  of  the  designer  must  be 
particularly  trying,  but,  since  the  basic  lines  have  been 
standardized,  the  chief  field  for  his  genius  is  in  the  di- 
rection of  finish,  texture,  color  and  other  important  de- 
tails which  count  when  style  is  the  consideration.  There 
is  a  wide  range  of  materials  and  to  obtain  the  best  pos- 
sible results  from  these,  individually  or  in  combination, 
giving  due  consideration  to  their  adaptability  to  different 
coloring  processes,  and  above  all,  to  requirements  of  tem- 
perature, must  demand  great  skill  on  the  part  of  those 
at  the  head  of  the  industry. 

Knitting  Sweaters. 

One  of  the  most  important  divisions  of  the  knitting- 
industry  is  that  which  has  to  do  with  the  production  of 
sweaters,  Norfolks,  vests,  ties,  scarfs,  tuques,  etc.  In 
these  there  are  a  very  wide  range  of  styles,  which,  even 
to  thos'e  unacquainted  with  the  mai'ked  development  of 
the  industry,  must  suggest,  as  the  outstanding  essentials, 
an  exceedingly  clever  designing  staff  and  the  most  in- 
genious machinery. 

The  ordinary  sweater  is  made  on  a  circular  latch  needle 
machine.  As  in  the  case  of  underwear  it  is  knit  in  tubular 
form  and  at  intervals — the  standard  length  of  the  gar- 
ment— the  webbing  is  narrowed  automatically  to  form 
the  skirt.  The  process  which  follows  is  somewhat  similar 
to  that  performed  in  the  manufacture  of  underwear.  The 
li'.bular  fabric  is  cut  into  lengths,  and  the  garment  then 
goes  through  the  looping,  seaming,  binding  and  other 
departments.  The  arms  are  made  on  circular  latch  needle 
machines  and  are  likewise  woven  in  continuous  web,  nar- 
rowing in  at  the  cuffs.  They  are  then  cut  into  necessary 
lengths.  In  making  the  coat  sweater  tbe  tubular  fabric  is 
cut  to  form  the  front,  and  the  trimming  and  binding  pieces 
are  produced  on  latch  needle  machines.  All  of  the  dif- 
ferent sections,  on  being  assembled,  are  united  by  ma- 
chinery. As  stated  previously,  these  are  the  methods  em-, 
ployed  in  making  the  ordinary  sweater  garments.  The 
higber  grades,  including  full-fashioned  lines,  are  generally 
made  on  flat-bed  machines,  although  these  are  being 
superseded  by  circular  machines  capable  of  producing 
the  same  results.  Stripes  in  sweaters  or  other  garments 
of  that  class  of  fabric  may  be  obtained  by  arrangement 
of  bobbins,  or  by  an  attachment  to  the  knitting  machine. 
Tuques  and  ties  are  likewise  the  product  of  the  latch 
needle  machine.  These  are  lines  which  require  special  ma- 
chinery. It  is  strikingly  evident  from  the  great  variety 
of  product  on  the  market  to-day  that  few  industries  can 
claim  a  greater  versatility  or  more  intelligent  mechanical 
means  of  promoting  individuality  in  production. 
The  Hosiery  Division. 

Up  to  a  few  years  ago  in  this  country  cotton  stock- 
ings were  made  with  cut  and  seamed  feet,  but  these  have 
all  become  obsolete.  Only  the  full-fashioned  stocking  has 
a  seam  in  the  foot,  and  that  is  hardly  distinguishable. 
Practically  all  of  the  stockings  in  this  country  and  the 
United  States  are  produced  on  a  modern  seamless  stock- 
ing machine. 


If  the  stocking  be  a  lady's  or  misses"'  hose,  made  on 
a  "string"  machine,  that  is,  not  having  a  ribbed  leg, 
they  have  only  to  have  the  toe  closed  by  a  process  of 
looping,   and  the  welt  at  the  top  of  the  leg  finished. 

In  making  ribbed  hosiery,  the  leg,  or  rib  top,  has  to 
be  made  previously  on  a  machine  which  turns  out  noth- 
ing but  a  long  string  of  circular  webbing,  and  inserts  the 
raised  stitches  which  form  the  welts  at  regular  intervals. 
These  are  cut  oi!  into  the  lengths  required,  and  each  stitch 
is  placed  over  a  needle  on  the  machine  on  which  the  fool 
is  knit.  This  process  is  called  "transferring,"  and,  given 
a  skilful  operator  on  this  "transferring"  the  stocking  will 
be  absolutely  seamless  at  the  place  of  joining.  After  this 
the  toe  has  to  be  closed  by  the  process  of  looping. 

It  may  be  interesting  to  note,  in  this  connection,  that 
probably  from  75  to  90  per  cent,  of  the  stockings  worn 
are  fast  black.  This  is  particularly  true  in  recent  years, 
since  dyers  have  learned  the  art  of  producing  a  black  on 
cotton  which  will  neither  crock  nor  fade.  Previous  to 
this,  stockings  were  largely  made  in  fancy  effects,  stripe-:, 
etc. 


Circular  Spring   Needle  Machine  for  Making  Plain  Webbing 
-  From   "Knitting,"  by  Metcalf. 


While  a  considerable  quantity  of  the  full-fashioned 
hosiery  sold  in  Canada  are  of  German  and  French  manu- 
facture, there  are  large  plants  in  Canada  running  full- 
fashioned  stocking  machines.  These  require  a  high  de- 
gree of  skilled  labor.  In  the  full-fashioned  goods  the 
shape  of  the  limb  is  obtained  by  reducing  the  num- 
ber of  needles  in  the  narrower  portions  of  the  stocking, 
thus  leaving  a  uniform  fabric  from  toe  to  top  and  re- 
taining elasticity.  In  the  seamless  hose  the  gauge  is 
simply  narrowed  or  increased,  as  the  case  may  be,  to 
conform  to  the  required  shape.  Thus  the  body  of  the 
foot  and  ankle  are  much  more  closely  knit  than  the 
wider  portion.  Re-inforcing  of  the  heel  and  toe  is  done 
automatically,  to  increase  the  wearing  capacity  of  these 
parts,  by  introducing  a  second  or  thickening  thread  with 
the  main  thread. 

Many  wrinkles  are  known  to  the  manufacturer  of 
hosiery  for   the  introduction  of  fancy  effects.    It  is  pes- 
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sible,  for  instance,  to  knit  in  one  operation,  a  stocking, 
which  while  the  rear  is  plain,  will  have  the  front  orna- 
mented with  lace  or  open  work.  This  is  done  by  the 
manipulation  of  loops  and  threads  at  required  intervals. 
In  preparing  cotton  stockings  for  the  fast  black  dye- 
ing process,  they  are  put  into  a  chemical  bath  and  then 
oxidized.  They  are  then  in  condition  to  take  on  the 
black  and  hold  it  fast.  About  the  only  real  fast  blacks 
on  cotton  arc  produced  by  the  use  of  aniline  salts. 


Latch   Needles  Used   in  Manufacture  of  Ribbed  Goods 
—  From   "Knitting,"   by   Metcalf. 

As  a  whole,  knit  goods  are  distributed  through  the 
regular  jobbing  channels,  although  these  is  a  growing 
tendency  on  the  part  of  llic  manufacturers  to  go  direct 
to  the  retail   trade. 

How  Yarns  Are  Mercerized. 

The  general  plan  adopted  in  mercerizing  cotton  yarns 
is  to  emerse  it  under  tension  in  caustic  soda,  which 
changes  the  chemical  content  of  the  fibre  into  a  form  of 
hydro-cellulose,  which  is,  chemically,  silk.  The  process 
imparts  a  permanent  silky  lustre,  causing  it  to  shrink 
and  to  become  thicker  and  softer,  increasing  its  affinity 
for  dyes.  The  artificial  process  of  elongating  the  fibres 
is  exactly  similar  to  that  involved  in  the  production  of 
silk,  for  it  is  the  elongation  of  the  plastic,  glutinous 
thread  from  the  silk-worm  that  gives  lustre  to  the  silk. 

Early  Knitting  Machines. 

The  first  knitting  machine,  whirh  was  invented  by 
William  Lee,  of  Nottinghamshire,  Eng.,  in  1589,  was  de- 
signed for  the  manufacture  of  stockings.  All  of  the  ear- 
lier machines  produced  a  flat  web.  A  circular  knitting 
machine,  which  produced  a  tubular  web,  made  its  ap- 
pearance in  1816.  This  machine  is  technically  described 
as  containing  a  "circular  series  of  vertical  parallel 
needles  sliding  in  grooves  in  a  cylinder  and  raised  and 
lowered  successively  by  an  external  rotating  cylinder 
which  has,  on  the  inner  side,  cams  that  act  upon  the 
needles."  Power  was  applied  to  the  knitting  machine  in 
IS.Sl. 


Meaning  of  Knit  Goods  Terms. 

Balbriggan— Named  for  the  town  Balbriggan,  Ireland, 
in  1845.  Was  first  applied  to  full-fashioned  hosiery  made 
from  unbleached  cotton.  About  1860  the  name  was  ap- 
plied to  knit  underwear  of  the  same  material.  Originally 
it  was  used  only  on  high-class  goods,  but  it  now  covers 
everything  in  light-weight  flat  underwear  made  of  yarn 
stained  to  the  shade  of  Egyptian  cotton. 

Cashmere— When  applied  to  hosiery  or  underwear 
means  goods  made  of  fine  worsted  yarn  spun  from  Sax- 
ony or  other  soft  wools. 

Collarette— A  wide,  knitted  neckband  used  on  men's 
undershirts  in  lieu  of  binding. 


Corduroy— Commonly  known  as  two-and-two  rib,  or 
two  ribs  alternating  on  face  and  back  of  children's  stock- 
ings. 

Cut  Goods— Underwear  made  of  either  ribbed  or  flat 
webbing  knitted  into  long  rolls  and  cut  to  the  proper 
lengths  and  sections  for  garments,  after  which  the  various 
parts  are  sewed  together. 

Derby  Rib— Applied  to  hosiery  having  six  ribs  on  the 
face,   alternating  with  three  on  the  back. 

Double  Sole,  Heel  and  Toe— Means  an  extra  thread 
added  to  hosiery  at  points  mentioned.  Strictly  speaking, 
"double"  applies  only  to  single-thread  goods. 

English  Foot — A  stocking  having  two  seams  in  the 
foot,  one  on  each  side  of  the  sole. 

Equestrienne  Tights— A  tight-fitting,  knitted  drawer 
for  women's  use,  made  of  ribbed  cloth,  either  with  or 
without  feet. 

Extracted — A  term  applied  to  stockings  on  which  wax 
is  applied  before  dyeing  to  form  the  fancy  design  or 
pattern.  After  placing  in  cold  dye  they  are  washed  in 
hot  water  to  remove  the  wax,  leaving  the  pattern  in  the 
natural  color. 

Flat  Underwear— A  term  applied  to  undergarments 
knitted  in  plain   stitch. 

Fleece-Lined — A  term  applied  to  a  variety  of  heavy- 
weight undergarments  knitted  with  three  threads — name- 
ly, face  yarn,  backing  yarn  and  a  third  thread  of  yarn 
tying  the  face  and  back  together.  The  heavy  nap  or 
fleece  is  produced  by  running  the  cloth  through  wire  rolls, 
called  br ushers.  (Note.— The  term  fleece-lined  is  often 
misapplied  to  ordinary  single-thread  underwear  which 
has  been  run  through  the  brushing  machine  for  the  pur- 
pose of  raising  a  light  nap  on  the  inner  surface.) 

French  Foot— Stockings  so  called  because  they  differ 
from  the  English  foot  in  that  it  has  only  one  seam  and 
that  in  the  centre  of  the  sole. 

Full-Fasbioned — Underwear  or  hosiery  finished  wiUi 
flat  seams  having  selvage  edges  throughout  and  knit  in 
flat,  separate  sections  upon  machines  which  automatical- 
ly drop  the  requisite  number  of  stitches  at  various  points 
to  make  the  garments  conform  to  the  natural  shape  of 
the  leg,  foot  or  body. 

Full  Regular  (sometimes  called  looped)— A  term  ap- 
plied to  hosiery  or  underwear  in  whii  h  fie  seams  have 
been  coimccted  by  hand  knitting. 


Unleaded   Spring  Needles  Used   in   Circular  Machines  for 
Making  Flat  Goods  — From  "Knitting,"  by  Metcalf. 

Gauge — Applied  to  the  number  of  meshes  or  wales  to 
the  inch  in  underwear  or  hosiery.  For  example,  a  16- 
gauge  fabric  will  have  16  wales  or  ribs  to  the  inch. 

Herringbone — The  name  of  a  binding  often  used  in 
facing  the  neck  and  front  openings  of  undershirts,  so 
called  because  of  its  resemblance  to  the  backbone  of  a 
herring.  Applied  to  hosiery  it  refers  to  the  stitching, 
which  is  made  to  cover  the  edge  of  the  split  sole. 
(Continued  on  page  80). 
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FALL  SEASON 
1909 


Our  representatives  are  now  on  their 
way  to  you  with  1909  Fall  Samples  of 

Watson's  Under^vear 

For  Men,  Women  and  Children 

You  will  find  them  unbeatable  in  wear- 
ing qualities,   good  Ifit  and  neat  finish. 


REPRESENTATIVES 
EDWARD  BURNS  CO..  Ltd..       J.  A.  MURRAY, 

1 1 7  Wellington  St..  SUSSEX,  N.B.. 

TORONTO. 

BRYCE  &  CO. 

Box  238.  WINNIPEG. 


A.  L.  GILPIN. 

207  St.  James  St., 

MONTREAL. 


WATSON  MANUFACTURING  CO. 
PARIS  and  BRANFTORD,  ONT.  "*"^° 
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The  Bradley  Muffler,  the  best  muffler  ever 
sold  in  America,  is  made  in  Canada  only  by  the 
Monarch  Knitting  Company.  Thousands  of  dollars 
are  being  spent  to  bring  before  consumers  the  merits 
of  this  muffler,  and  it  is  bound  to  have  an  enormous 
sale  next  season.  It  will  retail  at  50c.,  and  at  that 
price  w^ill  pay  you  a  good  profit.  It  is  the  only  one 
of  its  kind,  and  is  so  good  that  your  customers  will 
buy  it  at  sight.  To  be  sure  of  delivery  place  your 
order  now. 


The  Monarch 


of  Dunnville 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Our  iCnitted  CoSltS  for  ladies,  men  and  boys 
represent  the  nearest  approach  to  perfection  that  has 
yet  been  attained  in  these  goods.  That's  saying  a 
lot,  but  the  goods  themselves  prove  it.  This  is  no 
idle  boast;  it's  a  fact  which  needs  only  a  look  at  our 
samples  for  fall  to  be  demonstrated.  Give  our  travel- 
ers a  chance  to  show  them. 


Knitting  Go. 


Ontario 


Limited 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Ontario  F.J.  KiMC 
W.P.  King 
C.M.Clode 

QUEBEC-  yv.f>fiy//G<s  son  3/t 

COROSTINE  Bl/IlDITfG.  MONTBEAL 

Manitoba  and  Saskatchewan 

J.  n  COOffBS.  W/NNIPEC. 

Br/t/sh  cournBTA  '^'■alberta 

■3.P  STEWA/iT.  VnNCOUVEl^ 


IRNBUIL  COMPANY  OF  GaLT 

LIMITED 


A  little  over  fifty  years  ago  there  came  to  the 
t'ity  of  Gait  two  young  Scotchmen  from  that 
home  of  the  knitting  industry,  Hawick.  'I'his 
year  there  is  being  celebrated  the  jubilee 
of  the  business  which  they  founded,  and  which, 
through  the  energy  ami  enterprise  of  its  originators  and 
their  successors,  has  developed  from  the  smallest  of  be- 
ginnings into  one  which  is  known  throughout  the  whole 
Dominion,  from  where  the  broad  Atlantic  surges  beat  to 
where  the  Pacific  floods  wash  the  shores  of  Vancouver. 
Enterprise,  coupled  with  integrity,  has  won  reward  for 
the  C.  Turnbull  Company,  of  Gait,  Ltd.,  and  the  history 
of  the  rise  of  the  tirm  to  its  present  unique  position  is  one 
of  which  citizens  of  the  "Birmingham  of  Canada"  may 
well  be  proud,  for  it  is  one  of  those  histories  that  have 
helped  to  make  Gait  famous,  as  it  justly  is,  as  a  manufac- 
turing centre. 

In  1854,  Robert  Turnbull,  who  had  been  engaged  in  the 
tweed  industry  in  his  native  place,  and  John  Deans,  who 
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had  been  working  in  the  knitting  business,  decided  to  cut 
loose  from  old  associations,  as  so  many  of  their  country- 
men have  done,  and  to  break  a  lance  with  fortune  across 
the  seas.  Exactly  what  reasons  brought  them  to  Gait  are 
not  recollected  by  their  descendants,  but  the  fact  remains 
that  within  four  years  of  their  leaving  Hawick  they  were 
established  in  business  for  themselves  as  knitters  in  a 
little  mill  on  the  banks  of  the  Grand  River.  In  those  days, 
and  for  many  a  year  after,  the  preparation  of  the  wool 
and  the  spinning  and  knitting  were  practically  all  done 
by  hand  labor,  and  outside  of  the  new  firm  there  was  only 
one  ptiier  in  the  lousiness  in  Gait.    The  new  venture  was 


not  a  concern  numbering  its  employes  by  the  hundreds, 
for  the  entire  band  of  workers  operating  in  the  storej--and- 
a-half  factory  numbered  six,  including  the  two  principals. 
But  there  was  an  fmmense  reserve  force  of  true  Scotch 
energy,  backed  by  a  knowledge  of  what  were  then  the  best 
methods,  and  from  the  very  outset  the  business  went 
ahead.  Not  that  it  grew  in  the  manner  in  which  the  ad- 
vent of  modern  machinery  has  enabled  modern  enterprises 
to  grow,  but  it  grew  in  reputation  with  rapidity,  and,  as 
was  commensurate  with  conditions,  more  slowly  in  size. 
In  1897,  however,  the  advance  made  had  been  such  that 
the  accommodation  afforded  by  the  original  factory  was  no 
longer  sufficient,  and  new  premises  were  acquired  on  West 
Main  Street,  where  some  twenty  hand  machines  were  in- 
stalled, necessitating  a  more  than  doubling  of  the  staff. 
Two  years  later  Mr.  Turnbull,  sr.,  died,  having  previously 
bought  out  his  partner,  but  he  left  behind  him  sons  well 
capable  of  fostering  the  plant  that  he  had  raised. 

Mr.  C.  Turnbull  succeeded  to  the  management  of  t'he 
business,  and  it  was  under  his  control  when  what  can  only 
be  described  as  a  revolutionary  change  took  place.  Again 
the  business  had  outgrown  its  habitation,  and,  in  order 
that  it  might  be  suitably  housed,  the  present  site  was  ac- 
quired. More  important  than  the  mere  change  of  factories, 
liowever,  was  that  inaugurated  in  regard  to  the  processes 
of  manufacture.  Machinery  came  to  its  own,  and  for  the 
first  time  the  laborious  methods  of  hand  labor  were  re- 
placed by  wonderful  inventions,  which  performed  the 
functions  of  many  men,  and  seemed  to  do  everything  but 
(hink. 

To  digress  for  a  moment:  In  many  places  the  intro- 
duction of  machinery  to  replace  hand  labor  has  brought 
sorrow  in  its  trail.  This  was  not  allowed  to  happen  in  the 
present  instance.  The  old  hand  laborers  kept  their  posi- 
tions until  one  by  one  they  were  gathered  in  by  Ihe  grim 
reaper,  and  their  machines,  at  which  they  had  worked 
faithfully  and  well,  passed  away  with  them,  until  the  only 
relic  of  those  days  is  the  old  knitting  machine  and  spin- 
ning-wheel stowed  away  in  one  corner  of  flio  now  and 
np-fo-date  factory. 

When  these  changes  were  being  made  there  was  also 
an  alteralion  in  the  conslitulion  of  the  firm,  and  in  1890. 
when  the  old  Wardlajv  mill  was  acquired,  Ihe  present  joint 
stock  company  was  formed,  and  Mr.  C.  Turnbull,  together 
with  his  brother,  Mr.  John  G.  Turnbull,  placed  in  control. 
Again,  in  1898,  the  works  had  to  be  extended  by  the  addi- 
tion of  a  building  137  feet  by  75  feet,  and  in  1907  a  new 
wing,  devoted  entirely  to  packing  and  storing  processes, 
was  erected.  In  short,  this  is  the  history  of  an  industry 
which  had  at  the  outset  only  six  people  on  its  pay  list,  and 
now  controls  the  welfare  of  something  like  200  operatives. 
It  is  interesting  to  note  how  this  great  business  and 
reputation  has  been  built  up.  When  the  late  Mr.  Turn- 
bull  and  his  partner  came  to  Gait  they  brought  with  them 
the  knowledge  of  what  was  even  then  a  great  industry. 
They  and  their  successors  have  developed  it  along  lines 
which  were  suita'ble  to  the  conditions  of  the  country.  At 
first  their  market  was  confined  to  Ontario,    Then  it  ex- 
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tended  to  Quebec  and  the  Maritime  Provinces,  but  the 
West  still  remained  a  closed  book,  until  the  Hood  of 
migration  followed  the  extension  of  the  means  of  com- 
munication, and  now  the  "Ceetee"  brand  of  undercloth- 
ing is  known  from  coast  to  coast.  The  Turnbull  Company 
was  the  first  in  Canada  to  produce  what  is  known  as  "full- 
fashioned"  underwear.  The  very  term  requires  some  ex- 
planation. Briefly,  full-fashioned  is  the  trade  term  for 
that  class  of  wearing  apparel  that  is  automatically  woven 
on  the  machine  to  fit  the  lines  of  the  human  body. 

It  is,  however,  the  quality  of  its  productions  that  has 
won  for  the  firm  the  splendid  business  that  it  now  con- 
trols. The  best,  and  nothing  but  the  best,  is  its  motto, 
and  it  is  only  necessary  to  make  a  most  casual  inspection 
of  the  factory  to  see  how  thorougiily  the  principle  is 
carried  out.  For  twenty-five  yeais  Turnbull  &  Co.  have 
been  supplying  the  clothing  for  the  Royal  Northwest 
Mounted  Police.  That  is  a  testimonial  of  which  any 
manufacturer  might  be  proud,  having  regard  to  tbe 
strenuous  conditions  under  which  that  remarkable  force 
performs  its  duties. 

As  already  stated,  the  firm  has  always  had  before  it 
the  ideal  of  maintenance  of  the  highest  standard.  That 
this  has  been  carried  out  its  success  is  sufficient  proof,  but 
how  it  has  been  done  atifords  an  interesting  study.  It  was 
a  privilege  of  a  special  commissioner  for  The  Review  to 
visit  the  factory  a  few  days  ago,  and  on  such  a  tour  of 
inspection  it  was  impossible  not  to  be  struck  by  the  man- 
ner in  which  the  great  manufacturing  and  producing 
countries  of  the  world  were  daily  being  drawn  upon  in 
order  to  build  up  the  industry.  Not  for  one  moment  must 
it  be  thought  that  there  is  any  lack  of  patriotism,  but 
those  responsible  for  the  management  of  the  business  are 
endeavoring  to  give  Canadians  the  best  that  can  be  pro- 
duced, and  to  do  so  lay  other  great  manufacturing  nations 
under  toll.  There  are  machines  found  to  be  the  best  for 
a  certain  kind  of  work,  which  are  not  made  in  Canada, 
that  have  had  their  origin  in  the  Old  Country,  others  that 
are  the  product  of  fertile  minds  across  the  border,  while 
the  greater  part  of  the  staple  wool  comes  from  that  other 
great  continental  section  of  the  Empire,  Australia. 

Why,  some  will  ask,  could  not  Canadian  wool  be  used? 
Climatic  conditions  affect  many  things,  and  while  sheep 
second  to  none  can  be  raised  in  Canada,  yet  the  wool  pro- 
duced has  not  that  silky  fineness  that  is  desirable  for  the 
production  of  the  fine  grades  of  underwear.  That,  and 
that  alone,  is  the  reason  why  in  the  great  warehouses  are 
to  be  found  the  great  (bales  containing  many  hundreds  of 
fleeces  that  once  were  borne  on  the  backs  of  sheep  that 
roamed  the  sun-warmed  plains  of  those  portions  of  Aus- 
tralia where  winter  is  unknown. 

Another  striking  feature  of  the  works  is  their  perfect 
hygienic  conditions,  showing  not  onlj-  a  care  for  the  cleanly 
manner  and  system  under  which  manufacture  is  con- 
ducted, but  a  regard  for  the  health  of  the  employes.  Each 
room,  alive  with  the  song  of  machines,  from  the  deep 
rumbling  note  of  tlie  carders  to  the  bright  whirr  of  power- 
propelled  sewing  machines,  is  lofty,  giving  plenty  of  pro- 
vision for  air  space,  well  lighted,  and,  while  warm,  well 
ventilated,  and,  above  all,  filled  with  happy-looking,  deft- 
handed  workpeople.  For  the  benefit  of  the  uninitiated,  it 
may  be  explained  that  the  pi-ocesses  of  manufacture  car- 
ried on  by  the  company  are  the  production  of  elastic-rib 
garments,  and  of  full-fashioned  garments  of  which  men- 
tioii  has  already  been  made,  and  which,  under  the  name  of 
fhe  "Ceetee"  brand,  have  made  a  continental  reputation. 
The  difference  is  in  the  knitting,  the  first-named  being 
produced  in  somewhat  shapeless  sections,  while  the  latter 
is  actually  shaped  on  the  machine  and  undergoes  a  secret 
process  whereby  it  is  made  absolutely  unshrinkable. 


The  preliminary  stages  are  exactly  the  same.  First 
the  wool,  which  arrives  in  bales  of  from  two  hundred  to 
five  hundred  pounds,  is  thoroughly  washed.  Then  it  passes 
to  a  machine  which  seems  imbued  with  wrath,  as  with  a 
deep  growl  the  cylinders  revolve  and  the  natural  covering 
of  the  sheep  is  separated  into  fine,  silk-like  strands.  Then 
comes  the  carding.  The  soft,  loose  fibre,  blown  from  the 
picking  machines  through  huge  pipes,  passes  into  what 
are  really  great  cylindrical  combs.  Close-packed  little 
wire  teeth  comb  straight  the  strands  until  the  matted  mass 
becomes  a  kind  of  soft,  untwisted  rope.  Again  and  again 
the  process  is  repeated  until  one  is  irresistibly  reminded  of 
the  old  gardener  who,  explaining  how  his  lawns  were 
given  their  beautiful  velvety  appearance,  said,  "We  cuts 
it  and  rolls  it,  and  then  cuts  it  and  rolls  it  again."  The 
wool  is  combed  and  combed,  the  fleecy  ropes  become 
smaller  and  smaller  in  diameter  until  they  are  fined  down 
to  the  size  of  a  fine  soft  string.  Then  comes  the  spinning 
into  yarn.  The  dear  old  ladies  who  used  to  put  in  their 
spare  time  with  spindle  and  distaff  spinning  yarn  for  the 
clothes  of  husband  and  sons — and,  incidentally,  spinning 
a  yarn  about  somebody  else's  husband  or  brother — would 
literally  gasp  if  they  could  get  a  glimpse  of  modern 
methods.  A  huge  room  apparently  alive  with  dancing, 
bustling  bobbins,  rushing  backwards  and  forwards  in  al- 
most unnatural  haste  to  pick  up  the  wool  and  twist  it 
into  yarn;  other  equally  bustling  busybodies  of  a  similar 
type  then  seize  upon  it,  and,  to  the  accompaniment  of  a 
noise  as  of  a  great  swarm  of  bumble  bees,  unite  the  yarn 
into  two  and  three  ply  known  to  ladies,  and  finally  the 
completed  article  is  wound  into  the  skein  preparatory  to 
the  undergoing  of  another  washing  process. 

The  order  of  the  bath  having  been  conferred   for   a 


MR.   J.    G.   TURNBULL. 

second  time,  the  .wool  is  ready  for  knitting.  Here  comes 
the  parting  of  the  waj's  insofar  as  processes  are  con- 
cerned. Down  either  side  of  a  magnificent  room,  130  feet 
long,  and  more  than  half  as  broad,  are  situated  two  differ- 
ent types  of  machines.  On  the  one  side  is  knitted  the 
elastic  rib  garment,  and  on  the  other  the  more  aristocratic 
machine-shaped  vesture.  The  click  of  grandmother's  knit- 
ting needles  is  replaced  by  a  continual  whistling  whirr 
from  the  first,  punctuated  by  the  periodic  scream  of  the 
other.  A  peculiarity  of  the  production  of  the  shaped  gar- 
ments is  that  it  is  really  an  imported  industry  transplanted 
from  Scotland.     In  the  first  instance,  these  special  ma- 
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chines,  the  only  ones  of  this  kind  in  Canada,  had  to  be 
broug'ht  from  the  Old  Land,  Nottingham — the  Town  of 
ilobin  Hood,  lace,  and  geese — and  Loughborough  being 
their  birthplaces.  Then  the  men  to  work  them  had  also 
to  be  imported,  and  so,  following  in  the  footsteps  of 
Robert  TurnbuU,  have  come  many  of  his  countrymen  seek- 
ing homes  in  a  new  land,  and  by  their  industry  helping  to 
build  up  the  commerce  of  the  country  of  their  adoption. 
Eight  garments  can  be  manufactured  at  the  same  time  on 
one  of  these  machines,  which,  from  the  beginning  to  the 
end  of  the  process,  never  see  knife  or  sewing  machine 
until  the  trimmings  are  put  on.  The  garments  are  abso- 
lutely shaped  automatically  by  a  machine  the  intricacy 
of  which  rivals  the  mechanical  marvel  of  a  watch,  and  the 
result  is  a  product  that  fits,  but  does  not  confine  the  limbs 
in  any  undue  manner.  The  garments  are  produced  in  one 
piece,  and  then  the  edges  brought  together  and  automati- 
cally closed.  Again  to  the  bath,  and  then,  after  passing 
llirough  the  secret  process  that  renders  the  garments  un- 
shrinkable, the  articles  are  aired  on  wooden  frames  to  keep 
lliem  in  shape  and  then  scut  (ui  to  the  finisher. 


the  garment  passes,  and  at  each  short  halt  there  is  the 
brief  buzz  of  a  sewing  machine,  and  another  stage  towards 
completion  has  been  accomplished.  The  place  is  a  verit- 
able storehouse  of  time-saving  devices.  The  arms  are  being 
sewn  to  the  body,  and  at  the  same  time  a  keen  little  knife 
is  trimming  the  rough  edge  of  the  seam.  In  another  case 
one  needle  cannot  do  the  work  quick  enough,  so  two  are 
put  in,  and  two  lines  of  stitching  done  at  the  same  time. 
One  might  imagine  that  those  dainty  little  ribbons  at  the 
neck  are  laboriously  threaded  in  by  hand,  but.  in  fact, 
nothing  of  the  sort  is  done.  The  loops  are  stitched  over 
the  ribbon  by  a  single  process.  Buttons  are  sewn  on  at 
a  pace  that  makes  the  troubled  bachelor  sigh  to  borrow 
the  machine  for  an  hour,  and  buttonholes,  beautifully 
made,  appear  as  if  by  magic.  An  immense  circular  steam- 
heated  iron  takes  out  the  improper  creases  and  puts  the 
proper  ones  in,  the  folder  deftly  pats  them  into  neat  folds 
and  then  the  garments  are  ready  to  be  placed  in  the  boxes 
prepared  for  their  reception  by  another  Gait  industry. 
One  entire  wing  is  devoted  entirely  to  warehouse  purposes, 
and   here   are    to   be   found    undergarments   in    almost   be- 
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Not  so  intricate,  but  equally  interesting,  is  the  making 
of  the  elastic  rib  wear.  In  each  machine  there  are  eight 
hundred  and  twenty  needles  at  work  at  once,  drawing 
yarn  from  eight  or  a  dozen  bobbins,  making  over  one  hun- 
dred thousand  stitches  in  a  minute,  and  steadily  turning- 
out  an  apparently  endless  woollen  tube  of  various  sizes, 
according  as  to  whether  it  is  intended  to  constitute  the 
body  or  limb  of  a  garment.  From  the  machines  the  tubes 
travel  on  to  the  cutter,  who,  with  a  rapidly  revolving  cir- 
cular knife,  cuts  through  masses  of  knitted  wool  as  easily 
as  a  cheese  monger  carves  up  cheese,  producing  by  the 
dozen  woollen  arms,  legs  and  bodies  of  appropriate 
lengths.  Then  these,  what  may  be  called  amputated  odds 
and  ends,  pass  on  to  the  finishers  to  be  united  into  wholes, 
which  will  bring  comfort  to  the  human  body. 

The  striking  feature  of  the  finishing  room  is  the  man- 
ner in  which  the  work  is  specialized.    From  hand  to  hand 


wildering  variety,  suitable  for  every  age  in  life  from  the 
infant  to  the  aged,  and  for  all  conditions  of  pocket  and 
climate.  Perhaps  most  beautiful  are  those  made  from  a 
mixture  of  silk  and  wool  of  the  most  delicate  shades,  al- 
though the  productions  of  soft,  white  wool  may  well  be 
held  to  vie  with  them. 

This  sketch  can  only  give  a  glimpse  of  how  an  im- 
portant business  is  being  carried  on.  It  will  be  sufficient, 
iinwever,  to  show  that  the  reputation  of  the  firm  has  been 
well  earned.  The  best,  and  nothing  but  the  best,  is  the 
object  for  which  they  strive,  and  so  assured  are  they  of 
the  perfect  quality  of  the  materials  used,  the  methods  of 
manufacture  adopted  in  regard  to  the  Ceetee  brand,  that 
they  undertake  to  replace  any  garment  that  shrinks. 

Any  sketch  'Would  be  incomplete  without  some  allu- 
sion to  the  personalities  of  the  two  gentlemen  who  are 
responsible  for  the  management  of  the  concern,  the  foun- 
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WITH  BOTH  MEN  AND  WOMEN 

ELLIS     UNDERWEAR 


IS     CONTINUALLY     GAIN- 
ING     IN      POPULARITY. 

The  reason  is  not  far  to  seek — it's  all  summed  up  in  the  one  word  "  Elastic,"  a  word  which 
applies  with  peculiar  force  to  every  "ELLIS"  garment,  because  all  "ELLIS  UNDERWEAR" 
is  made  by  our  special  Spring  Needle  Ribbed  Process. 

This  process  ensures  remarkable  elasticity,  which  means  a  perfect  fit,  and  complete  satisfaction 
to  the  wearer. 

Now,    don't   you  think    that  such  a    hne  as  this  ivould 
he      a     benefit      to     your      Underwear      Department  '^ 

TRAVELLERS     NOW     ON     THE     ROAD     WITH     FALL     SAMPLES 

The  Ellis  Manufacturing  Co.,  Limited 

HAMILTON,     ONT. 
Money  penny    Bros.   &  Co.,   Toronto    Selling  Agents. 


Fine  Summer  .Underwear 
for  Ladies  and  Chiidren 

If   you  handle   Oxford    brand  you  have   a  sure 
seller,  why,  because  they  are  the 

FINEST 
PUREST 
SOFTEST 
WHITEST 

and  best  finished  goods  in  Canada. 

SUMMER  WEIGHTS  ONLY. 

Speciality   for  summer  of  1909  the  "Ilet"  Elastic 
Porous  Garment. 


MADE   BY 


The  Oxford  Knitting  Co.,  Limited 

Woodstocl(,  Ont. 


The  Gait  Knitting  Co. 

Limittd 

Gait,  Ontario 

Makers  of 

Tiger  Brand 
Under\vear 


MARK 

JISTERED, 
TIGER  BRAND. 


Samples  for  1909  now  on  the  market 

Fleece  Lined      Plain  Knit      Elastic  Ribs 

In  Medium  and  Heavy  Weights 


Ontario  Quebec  Maritime 

i.  E.  McCluns        P.  deGruchy        J.  A.  Murray 
Toronto  Montreal  St.  John 


^M!an.  and  West 
Gerhardt  Hanley  McKay  Co. 


Winnipeg 
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Every 

Our  Advertising 

'^Ceetee" 

is  a  great  aid  to  you  in  selling 
"Ceetee"   Unshrinkable  Un- 

Garment 

derwear.    We  are  proclaiming 
the    unquestioned    merits    of 

"Ceetee"  far  and  wide— tell- 

Guaran- 

ing the    people  that  all    first- 

class  dry    goods    houses   can 

teed 

supply  them. 

We  guarantee  to  replace  any 

Unshrink- 

"Ceetee" garment  that  proves 

to  be  shrinkable. 

able 

Sorting  Orders 

We  guarantee   prompt   ship- 

ment of  sorting  orders  in   all 
lines. 

Fall  Samples 

now  on  the  way  to  you.     Ex- 

amine them— the  goods  speak 

for  themselves. 

^"^  C.  Tui 

nbuU  Co. 

of  Gait 

,  Limited 

Gait,    - 

Ontario 

THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL   and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To   be   had   from  any    of    the    Leading 
:,^:z^^  Wholesale  Dry  Goods  Houses 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 


Adams'  Lock-Stitch  Hose 

Satisfactory 
Stocl(ings 


■«^ 


Sizes  4  to  10  in.— Pure 
Cashmere— 

THE  LOCK  STITCH 


seamless  heels  and  toes, 
10  fold  knees,  6  fold 
ankles  are  some  of  their 
good  features. 

They're  economical  be- 
cause they  wear. 

Adams'  Lock  -  Stitch 
Hose  brings  you  best 
results. 

Ask  your  wholesaler  for  these 
goods.  Full  particulars  of  the  line 
from  our  agents. 

A.  E.  ADAMS  &  GO. 

Manufacturers 
LEICESTER,     -      ENGLAND 

AGENTS 

WALTER  WILLIAMS  &  CO., 

525  St.  Paul  St.,  Montreal 
33  Melinda  St.,  Toronto 


DO   YOU  REALIZE  THAT 


^^OVA  SCOTIA  woor>^ 

is  a  LEADER  in 

Men's  Unshrinkable 

UnderAvear 

and    that   all    PROGRESSIVE 
MERCHANTS  are  stocking  it. 

Made  of  Pure  Nova  Scotia  Wool 
in   all   sizes.      Prompt   Deliveries. 

Nova   Scotia   Knitting 
Mills,  Limited 

EUREKA,   N.S. 
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SALES  and  PROFIT 

The  fact  (hat  we  are  one  of  the  oldest  eslablishfd  manufacturen  of  underwear  in 
Canada,  should  count  for  something.  As  a  matter  of  fact  it  does  count  for  a  great 
deal.  It  means  just  this :  that  during  all  these  years  we  have  been  learning 
things  about  better  methods  of  making  underwear. 

All  this  wealth  of  experience  is  represented  in  Zenith  brand  underwear. 
We  believe  it's  the  best  underwear  that  has  ever  been  made  by  any  Canadian 
mill. 

You're  selling  underwear  for  profit  and  volume  of  sales— as  much  o* 
both  as  you  can  get.  Zenith  brand  underwear  will  help  you  ;  in  fact  it 
will  be  the  MEANS  by  which  both  may  be  secured.  The  reason  is 
that  it's  the  "come-back-for-more"  kind.  You  know  the  sales-building 
value  of  that  quality. 

Traoellcrs    novo    showing    Samples    of  Zenith 
brand  underwear  for  fall.     It  is  manufactured  bv 

S.  LENNARD  &  SONS,  Dundas 

RICHARD  L.  BAKER  &  CO. 

If  100  Wellington  St.  West,  Toronto       -      Sole  Selling  AgenU 


Jaeger  Pure  Wool 

The  value  of  Pure  Woollen  goods  for  Spring  and  Summer  wear  is  being 
recognized  by  a  wider  circle  of  the  buying  public  each  year.  It  is  to  your 
advantage  to  encourage  the  class  of  buyers  who  appreciate  such  goods,  and  the 
"Jaeger  Agency,"  is  the  only  way  in  which  this  can  be  successfully  accomplished. 


Stockinet 
UNDERWEAR 

in  fine  light  weight,  sell- 
ing from  $3.00  to  $6.25 
per  suit. 


White  Wool  Cambric 
UNDERWEAR 

Loose  fitting  Coat  Vests, 
and  Trunk  Drawers, 
$5.00  per  suit. 


NEGLIGE  SHIRTS 
Exclusive  Designs 

Twill  Flannel  -  $3.00 

Wool  Cambric  -  3.50 

Wool  Tussore  -  4.50 

Wool  Taffeta  -  4.50 


These  goods  are  absolutely  Pure  All  Wool  Fabrics  bearing  the  Jaeger  Trade  Mark. 
For  Trade  Terms,  Catalogues,  etc.,  apply  to 

Dr.  Jaeger's  Sanitary  Woollen  System  Co.,  Ltd. 

Wholesale  Warehouse,  301  St.  James  St.,  MONTREAL 
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Dry  Goods  Review 


Wouldn't  it  be 
Avorth  some- 
thing 

to  you  as  a  dry  goods 
merchant  to  have  in  your 
stock  a  Hne  of  underwear 
that  you  could  honestly  re- 
commend as  unshrink- 
able— that  you  knew  ab- 
solutely would  give  your 
customer  satisfaction  ?  If 
you  would  like  to  be  a 
stranger  to  the  experience 
of  meeting  a  customer 
who  comes  back  with  a 
piece  of  underwear  that 
failed  to  bear  out  your 
statement  that  it  "  would 
not  shrink,"  you  will  have 
to  stock  "Perry's  Never- 
shrink."  It  will  never  dis- 
appoint you.  We  are  now 
selhng  our  lines  for  Fall, 
The  problem  of  how  to 
make  your  underwear  de- 
partment produce  the  big- 
gest profit  in  your  history 
is  solved  if  you  have 
"Perry's  Nevershrink  "  to 
help  you. 

G.  P.Perry 
Knitting  Company 


HAMILTON 


Ontario 


datious  of  which  were  laid  so  deep  and  strong  by  their 
predecessors.  To  their  fellow-citizens  they  are  known  as 
being  men  of  the  highest  intelligence,  taking  a  deep  in- 
terest in  the  town's  welfare,  and  ever  ready  to  assist  in 
helping  forward  any  commendable  movement. 

* 

Meaning  of  Knit  Goods  Terms. 

(Concluded   from   page   70). 

Ingrain— A  term  applied  to  raw  material  or  yarn, 
dyed  before  knitting. 

Jacquard' — A  name  applied  to  hosiery  knitted  in  fancy 
patterns  of  two  or  more  colors  on  machines  moving  auto- 
matically, with  separate  threads  working  independently 
of  each  other,  forming  combinations  not  possible  on  or- 
dinary knitting  machinery. 

Lisle  Thread — Used  in  the  manufacture  of  hosiery  or 
underwear  and  so  called  because  made  of  a  long,  staple 
cotton,  combed  and  hard-twisted,  alter  which  it  is  run 
through  a  flame  in  order  to  burn  ofi  the  peach-like  fuzz 
always  to  be  seen  on  other  yarns  made  from  cotton. 

Maco  (Mahko) — Applied  to  hosiery  or  underwear  made 
from  pure  Egyptian  undyed  cotton.  The  name  is  derived 
from  an  Egyptian  cotton  planter  who  was  called  Maco- 
Bey. 

Merino — A  name  applied  to  hosiery  or  underwear  made 
of  part  cotton  and  part  wool  mixed  together.  (Note. — 
The  word  merino  on  a  box  label  is  often  misleading,  as 
it  frequently  happens  that  goods  so  called  are  composed 
wholly  of  cotton). 

Mock  Seam — Applied  to  stockings  made  with  cut  leg 
and  fashioned  foot. 

Opera  Hose — A  name  given  to  women's  stockings  of 
extra  length,  ordinarily  measuring  34  inches. 

Outsize — A  term  applied  to  women's  stockings  made 
in  extra  widths. 

Plated — A  term  applied  to  hosiery  or  underwear  hav- 
ing a  face  of  one  material  and  the  back  of  another  ;  for 
instance,  a  garment  having  a  wool  face  and  cotton  back 
is  called  plated.  The  face  may  also  be  of  one  color  and 
the  back  of  another,  both  of  the  same  material. 

Heiiibrandt  Rib — Is.  applied  to  women's  stockings  hav- 
ing groups  of  five  drop-stitchis,  separated  by  oi  e  inch  of 
|)lain  knitting  running  the  full  length. 

Richelieu  Rib — Applies  to  women's  plain  stccMn^s 
liaving  a  single  dropstitch  at  intervals  of  three-quarters 
of  an  inch  running  tiie  full  length  of  the  stoc'  ing. 

Seamless — The  name  applied  to  stockings  knitted  in 
one  piece  on  a  circular  machine,  leaving  an  opening  at 
the  toe  to  be  looped  together.  The  shaping  of  the  leg, 
heel  and  toe  is  obtained  by  steaming  and  then  drying  on 
boards  of  proper  form. 

Spun  Silk — This  term  is  applied  to  a  low  grade  of 
silk  used  in  the  cheaper  lines  of  silk  hosiery.  It  is  made 
from  floss,  injured  cocoons,  husks  and  waste  from  reel- 
ing. It  bears  the  same  relation  to  silk  as  cotton  waste 
to  cotton  or  shoddy  to  wool. 

Three-quarter  Hose— A  variety  of  ribbed-top  stockings 
made  for  children  and  reaching  nearly  to  the  knees. 

Trunk  Length— Appled  to  women's  hosiery  midway 
between  ordinary  and  opera  length,  and  which  is  usually 
widened   gradually   above  the  knee. 

Twin  Needle— Referring  to  a  double  row  of  interlock- 
ed machine  stitching  used  for  covering  raw  edges  and 
seams  on  knit  underwear. 

Union  or  Combination  Suit— Is  a  style  of  underwear 
combining  the  upper  and  nether  garment  knitted  in  one 
piece. 

Welt — The  double  thick  portion  or  wide  hem  at  top 
of  plain  hose. 
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OUR   TRAVELERS 
ARE  NOW  SHOWING 


"Nobutton"  Vest 

Have  you  seen  it  ?  It's  the  best  yet.  No  buttons  to  be  continuously 
coming  off;  no  rough  facing  down  the  front  to  scratch  and  irritate 
the  skin  ;  close  fitting,  elastic  and  comfortable.  We  are  the  sole 
Canadian  Manufacturers  of  the  "Nobutton"  Vest. 

The  Peerless  Underwear  Co.,  Hamilton,  Ont. 

REPRESENTATIVES  : 

ONTARIO  :     C.  &  A.  G.  Clarke,  Empire  Bldg..  Wellington  St.,  Toronto. 

QUEBEC  :     L.  A.  Prevost,  209a  McGill  St.,  Montreal. 

MANITOBA  :     A.  J.  Snell,  Box  705,  Winnipeg,  Manitoba. 

BRITISH  COLUMBIA  :     Geo.  A.  Campbell,  P.O.  Box  1026,  Vancouver.  B.C. 

MARITIME  PROVINCES  :     G.  A.  Woodill,  70  Granville  St.,  Halifax,  Nova  Scotia. 

Prompt  Shipments  Guaranteed  on 

Repeat  Orders  of 

Peerless  Spring  Goods. 
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News   of   The   Canadian 

Fur    Trade 


1909—1910 

FUR 

SAMPLES 

ON 
THEIR  WAY  TO 

YOU 


Wait,  and  be  convinced 
of  their  value  and  style. 


The  foUo^ving  representatives  will  be  glad  to  demon- 
strate the  line  for  your  benefit : 

Oliver  C.  Diaper— Saskatchewan  and  Alberta. 

Fred  J.  Newton— Eastern  and  Central  Ontario. 

F.  A.  Collins— Northern  Ontario. 

Robt.  W.  McNeil— Ottawa  and  Manitoba. 

J.  W.  Rathbone— Eastern  Townships   and  Maritime  Provinces  and 

Prince  Edward  Island. 


The  showing  of  the  following  lines  is  particularly  strong : 

Ladies'  Fur  Lined  and       All  Men's  Goods  as  Usual 
Fur  Trimmed  Garments 
at  Popular  Prices 


;.  NA/.  J.   &  Oo. 

(Trade  Mark) 


The  Largest  and  Best  Range  in  Our  History 


A  Guarantee  of  Selected  Skins  and  Accurate 
Workmanship 


E.  W.  JACOBS  &  CO. 


"Nothing  But  Good  Furs" 


309    NOTRE    DAME    STREET    WEST,    MONTREAL 
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CANADIAN     FUR    TRADE 


Dry  Goods  Review 


Special  Enlarged  Fur  Section 

March  Dry  Goods  Review 


CONTENTS  : 


READING  MATTER 
1 909 J  910  Fur  Prospects  from  Many   View-points. 
The  New  Fur  Samples,  Stales,  Values,  Etc. 
How  to  Run  a  Fur  Department. 
Retail  Fur  Advertising. 
Buying  Hints. 
The  News  of  the   Trade. 
The  Care  of  Furs. 


ADVERTISEMENTS 


The  Announcements  of  Representative  Fur 
Manufacturers  telling  about  their  Fur  Samples 
and  their  place  in  the  Trade. 


Subscribers  are  requested  to  see  that  their  Fur  Buyer  reads  the  March  issue. 
Sample  copies  will  be  mailed  to  a  select  list  of  Fur  Buyers. 
The  co-operation  of  advertisers  is  requested  in  having  copy  for  their  "ads" 
ready  by  Feb.  22nd. 

Advertising  Rates  Are  Unchanged 

FuU  Page,  $35.00         Half  Page,  $20.00         Quarter  Page,  $12.00 

Yearly  Rates  :     Full  Page,  $300.00 
Half  Page,  $180.00  Quarter  Page,  $100.00 


Fred.  L  Gains,  Ltd. 

WBOLESALE  DRY  GOODS 

(Formerly  of  Brophy,  Cains,  Ltd.) 

A   specialty   is   made   in 
staples  and  clearing  mill 
lots. 

Fred.  L.  Cains,  Ltd. 

301  St.  James  Street 
MONTREAL 

Ihe  First  Requisite 

after    making   a   good   article   of    dry    goods 
is    its    successful    introduction    to    the    trade 
—  to  those  who  sell  again  for  profit. 

Secure  a  broader  and  more  certain 
market  for  yourself  by  judicious, 
persistent  advertising  in  the 

DRY    GOODS    REVIEW 

Good  Values  and  Prompt  Deliveries. 

FURRIERS'  TRIMMINGSsupTP.es. 

Complete  stock  of  Silk  and  Satin  Folds 
and    Cords,   also    the    latest    novelty, 

BENGALINE   FOLDS 

MAIL  ORDERS  PROMPTLY  ATTENDED  TO 
*    ^  y"^  FT  T^  T^        Y^  T^  y^^  ^         30  Si.  Francois  Xavier  St. 

A^^^rlnK    tSKVJo.   MONTREAL 

Kind/y  mention  DRY  GOODS 
REVIEW    when     writing    to 
advertisers. 
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News  of  Canadian  Fur  Trade 


As  regards  the  Canadian  fur  trade  for  January, 
that  month  practically  belongs  to  the  retail 
furrier,  as  the  clearing  of  stocks  for  the  next 
season's  business,  practically  depends  on 
the  way  the  buying  public  take  to  Ihe  annual 
reduction  sales  held  during  that  month.  Manu- 
facturers and  wholesalers  alike  watch  the  trend  of 
these  sales  with  interest,  for  upon  the  retailers  reduc- 
tion of  stock  depends  his  early  orders  for  the  coming 
fur  season. 

Retail  trade  depends  largely  upon  favorable  weather 
conditions,  especially  for  the  sale  of  heavy  furs  and  the 
old  time  winter  weather  which  prevailed  throutfliout  the 
Dominion  during  the  past  month  stimulated  the  trade  to 
a  great  extent,  with  the  result  that  retail  stocks  were 
fairly  well   depleted. 

The  above,  combined  with  the  fact  that  retailers  in 
general  bought  very  lightly  during  the  past  two  years, 
leads  the  manufacturing  end  of  the  trade  to  look  for- 
ward to  a  prosperous  1909-10  season,  and  they  are  act- 
ing accordingly.  The  high  prices  of  raw  furs  also 
plainly  indicates  a  firm  market. 

During  the  past  three  weeks  manufacturers  have 
been  working  hard  and  faithfully  turning  out  their  new 
range  of  samples.  Travellers  will  go  out  on  the  road 
about  the  first  of  March.  Some  firms  will  send  out 
their  men  earlier  while  other  roadmen  will  not  start 
until  about  the  middle  of  March,  but  •  the  bulk  of  the 
fur  travelers  will  be  seen  on  their  respective  grounds 
about  the  beginning  of  Canada's  windiest  month. 


Automobile  Coats. 

As  regards  styles  for  the  1909-10  season,  there  has 
been  nothing  very  definite  stated  as  yet  by  manufactur- 
ers, but  these  will  be  described  in  the  March  issue  of 
the  Review.  As  far  as  can  be  learned,  raccoon,  musk- 
rat,  caracul  and  wallaby  will  be  prominent  in  the  new 
samples  of  fur  automobile  coats.  Long  coats  with 
loose  fronts  and  box  backs  will  again  predominate. 

It  is  also'  expected  that  there  will  be  a  good  de- 
mand for  lynx  and  black  fox  fur  for  all  kinds  of  small 
fur  pieces. 

Cold  weather  and  lots  of  snow,  principally  in  the 
Northwest  and,  in  fact,  all  over  the  country,  has  tended 
to  improve  the  quality  of  all  kinds  of  furs,  and  this  fact 
should  prove  interesting  to  the  retailer  when  placing  for 
next  season's  business. 

Early  Advance  Orders. 

The  Review  has  many  times  pointed  out  the  desira- 
bility of  placing  fur  orders  well  in  advance  of  the  sea- 
son. Early  advance  orders  mean  better  selected  stock, 
as  early  orders  get  the  choice,  naturally,  of  the  best 
grade  of  skins.  It  also  means  good  workmanship  and 
right  prices.  Manufacturers  do  not  anticipate  any  seri- 
ous trouble  in  this  respect. 

4- 

Furs  Not  So  Plentiful. 

A  despatch  from  Gimli,  Manitoba,  states  that  Chief 
Factor  Sinclair,  of  the  Hudson's  Bay  Company  at  Nor- 
way House,  arrived  in  Gimli  to-day  with  ten  dog  trains 
laden   with   many   thousand    dollars'    worth    of   valuable 


furs.  Mr.  Sinclair  made  the  three  hundred  miles  in  nine 
days  and  experienced  rough  weather,  it  being  35  below 
zero  while  crossing  the  lake.  He  states  that  the  fur 
this  year  is  not  so  plentiful  as  in  former  years. 


Raw  Furs. 

There  has  been  quite  a  considerable  change  in  the 
raw  fur  situation  during  the  past  month.  Prices  ruling 
in  November  were  high  and  are  still  higher  at  present 
writing,  and  without  any  definite  reason,  except,  per- 
haps, the  expected  demand  for  nearly  all  kinds  of  furs 
for  the  coming  season. 

The  price  of  lynx  still  remains  exceptionally  high 
notwithstanding  the  competition  of  black  dyed  fox. 
However,  as  regards  this  situation,  it  is  a  question  as 
to  whether  or  not  it  will  remain  unchanged  for  any 
length   of  time. 

The  demand  fur  wildcat  and  wolf  for  black  dyeing 
purposes  is  good. 

Red  fox  at  the  moment  is  very  popular.  However, 
the  feeling  is  not  strongly  towards  black  dyed  and  point- 
ed fox.  It  is  anticipated  generally  among  certain  fur 
manufacturers  that  the  two  last  mentioned  furs  will  be 
exceptionally  popular  for  1909-10  business,  unless  some 
other  fur  unexpectedly  forges  to  the  front.  White  fox, 
while  not  a  strong  favorite  in  the  past,  is  said  to  be 
picking  up  somewhat.  Notwithstanding  the  fact  that 
prices  are  ruling  high  and  strong,  silver  fox  is  rather  a 
scarcity  as  yet  with  this  market. 

Muskrats  are  just  as  popular  as  ever.  The  fact  that 
prices  are  ruling  almost  out  of  sight  seems  to  make  no 
very  great  difference.  There  have  been  a  few  remarks 
passed  regarding  natural  rat  coats,  but  the  matter  has 
not  advanced  as  yet  sufficiently  to  warrant  going  very 
deeply  into  the  matter. 

Skunk  has  also  kept  its  price,  and  in  fact  it  is  a 
little  stronger  at  present,  than  at  the  corresponding 
period  of  last  year. 

Coat  coon  is  keeping  steady  with  very  small  buying, 
as  some  of  the  manufacturers  are  looking  for  a  decline. 

Good  mink  has  kept  its  price  pretty  well  in  spite  of 
the  discouraging  reports  which  have  been  circulating 
around  of  late.  The  lower  grades  are  not  so  much  in 
demand,  however. 

Otter  is  still  a  dull  article  with  Canadian  manufac- 
turers. 


The  manufacturing  end  of  the  fur  trade  is 
looking  forward  to  a  prosperous  1909-10  season. 
Some  firms  will  send  out  travellers  earlier  than 
usual. 

New  samples  of  fur  automobile  coats   are  fea- 
turing  raccoon,    muskrat,     caracue     and     wallaby. 
Long  coats  with  loose  fronts  and  box  backs  will 
again   be   prominent. 

Prices  ruling  in  the  raw  fur  market  are  as- 
cending, lynx  being  exceptionally  high.  Black 
dyed  and  pointed  fox  will  be  very  popular  next 
season. 

Coat  coon  remains  steady  with  very  small 
buying,  in  anticipation  of  a  decline. 
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THE  INCREASES 
CONTINUE 

Greater  Every  MontH 

Average  increase  in  sales  of  Butterick  Patterns 
(Omitting  all  sales  of  Publications) 

Spring'  'OS  over  '07     -     24% 
Fall    08  over    07      -     -     42 


o 
o 


WHY? 


THEY'RE  COMING  BACK 


To-day  tKe  ■women  of  tKis  country,  after  trying  otHer  maKes 
of  patterns,  realize  as  tHey  never  realized  before  tHat  ButtericK 
FasHions  and  ButtericK  Patterns  are  tKe  one  absolutely 
dependable.  To-day  THe  Delineator  stands  admittedly  tKe 
FasKion  AutKority  of  tKe  World.  And  ButtericK  Patterns 
stand  to-day  admittedly,  among  tKe  -women  and  tKe  mercKants 
of  tKis  country,— THE  BEST. 


The  Butterick  Publishing  Company 

33    Richmond   St.   W.,  Toronto,   Ont.,   Canada 

8795 
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They're  Gomind  Back 


To-day  the  -women  of  this  country,  after  tiyin^  other  maKes 
of  patterns,  realize  as  they  never  realized  before  that  ButtericK 
Fashions  and  ButtericK  Patterns  are  the  one  absolutely  depend- 
able. To-day  The  Delineator  stands  admittedly  the  Fashion 
Authority  of  the  World.  And  ButtericK  Patterns  stand  to-day 
admittedly,  amon^  the  -women  and  the  merchants  of  this  country, 
—THE  BEST. 

These  increased  sales,  continuing  and  ^rcwin^  greater 
every  month,  are  proof  conclusive  of  this  fact.  And  no^w  "wise 
merchants  of  this  country  are  coming  bacK. 


THE  HOWLAND 
DRY  GOODS  CO. 

BRIDGEPORT,   CONNECTICUT 


are  advertising: 


"  YES,  Butterick  Patterns  are  once  more  in  their  rightful  home : 
in  this  store. 

We  have  given  other  patterns  a  fair  trial ;  put  them  on  sale  in 
place  of  Butterick's  ;  given  Bridgeport  women  every  opportunity 
to  decide  which  they  preferred  ;  and  we  shall  sell  Butterick 
Patterns  beginning  now." 


Yes,  tKey're  coming  bacK 


G>6e 


Butterick  Publishing  Company 

33   Richmond   St.   W.,   Toronto,   Ont.,   Canada 
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vSiciliemaes 


English   Mohair  has  always  heen  counted  the  fabric  of  superlative 
durability. 

With  the  introduction  of  the  B.D.A.   Finish,   Mohair  became  fashionable 
as  well  as  durable. 

The  B.D.A.  Finish  means  a  lustre  as  brilliant  as  satin;  as  lasting  as  the  life  of  the 
material,  which  is  all  but  limitless. 

The  B.D.A.  Finish  means  color  beauty  that  is  not  excelled  by  any  fabric  woven. 

The  B.D.A.  Brand  assures  patterns  that  echo  the  very  latest  style  note  from  Paris. 

No  feminine  wardrobe  is  too  elegant  to  preclude  at  least  one  costume  of  B.D.A. 
English  Mohair, 

No  1909  Dress  Goods  Department  can  be  classed  complete  without  a  proportion- 
ate showing  of  the  new  patterns. 

For  Spring  and  Summer,  1909,   there  are  new  ideas  in   two-toned  stripes,   satin 
finished  melanges,  pin  stripes  and  English  tailoring  effects. 

New  colors,  too,  such  as  Taupe,  Elephant,  Oyster,  Beaver,  Castor,  Hyacinth,  Iris, 
Amethyst,  Bronze,  Olive. 


Ask  Your  Jobber  for  Samples 


Bradford  Dyers'  Association 


<?/ Bradford,  England 
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Styles  in  Canadian  Dress   Goods 


SAMPLING  is  now  taking-  place  in  dress  fabrics  lor 
the  Fall  and  Winter  of  1909.  The  cloths  favored 
are  of  a  lustrous  finish,  and  of  a  nature  that 
will  make  up  well,  and  are  yet  light  enough  in 
weight  to  give  the  clinging,  soft  effect  now  so 
fashionable.  Following  the  present  trend  of  fashion, 
lirst  place  must  be  given  to  satin-faced  fabrics.  The 
vogue  of  satins  is  still  increasing  and  the  silk  mills  mak- 
ing satins  have  already  received  large  orders  for  Fall. 
Following  on  come  satin  cloths.  The  agents  for  the 
French  mills  who  now  are  over  here,  are  all  showing 
large  lines  of  satin  cloths  in  silk  and  wool,  and  as  these 
come  very  close  to  the  all-silk  fabric  buyers  think  very 
well  of  them  for  the  Fall  season. 

Though  the  Fall  will  be  largely  a  season  of  plain 
fabrics,  fancies  also  will  be  taken,  and  satin  stripes 
promise  to  be  good. 

From  the  standpoint  of  the  quantity  sold,  pieoe-dyed 
worsteds  will  be  the  leading  dress  goods  materials  next 
winter.  And  here,  though  plain  fabrics  will  be  much  en 
evidence,  many  stripes  will  be  seen.     These  fabrics  have 


Serpentine   Crepe  —  Pacific  Mills. 

been  big  sellers  during  the  past  year  and  so  great  is  the 
demand  that  the  mills  making  this  class  of  fabric  have 
all  the  orders  they  can  take  care  of. 

Following  oil  the  trend  of  silk  fabrics  again  where 
Ottomans,  satin  soliels,  and  other  cord  weaves  are  selling, 
satin-finished  coteles,  soliels  and  cord  weaves  are  expect- 
ed to  sell.  The  fact  that  stripes  make  more  pronounced 
the  long  lines,  so  much  desired  in  the  present  style  of 
dressing,  is  all  in  favor  of  these  weaves.  Fabrics  of 
the  Bedford  cord  weave  in  fine  and  in  fancy  stripe  effects 
are  well  shown  in  Fall  lines  and,  to  a  certain  extent, 
promise  to  be  taken  up. 

For  costume  and  dressy  wear  the  tendency  is  for  less 
transparent  fabrics,  therefore,  henriettas  and  fine  finished 
cashmeres  are  coming  to  the  front.  There  has  been  quite 
an  enquiry  for  these  fabrics  in  the  large  retail  stores 
recently,  and  this  tendency  promises  to  become  more  mark- 
ed next  Fall. 

During  the  past  Fall,  broadcloths  have  occupied  a 
very  strong  position,  not  only  with  the  counter  but  with 
the  cutting-up  trade.  This  fabric  has  been  somewhat  of 
a  disappointment  to  the  Canadian  trade  as  it  has  not 
done  as  well  as  expected.  Buyers  therefore,  are  likely 
to  give  it  only  a  fair  representation  next  Fall. 

Color  win  play  an  important  part  in  next  Fall's  sell- 


ing. Broadly  speaking,  color  will  be  more  important  than 
fabric.  Weave  with  the  majority  of  women  who  are 
buying  now,  receives  less  consideration,  than  the  color 
of  the  cloth.  In  the  high-class  trade  the  tendency  is 
strongly  away  from  staple  and  in  favor  of  novelty  colors. 
And  this  tendency  is  more  or  less  pronounced,  according 
to  the  class  of  trade  done. 

Dull  rose  shades  stand  high  in  the  novelty  line.  These 
colors  are  strong  in  millinery  for  the  coming  Spring. 
Already  they  are  being  asked  for  in  the  city  stores,  and 
their  present  strength  gives  them  a  leading  place  in  Fall 
color  lines.  Light  tones  will  sell  for  evening  wear,  deeper 
shades  for  dressy  gowns,  and  dark  shades  running  into 
wine  and  chocolate  will  sell  for  street  wear. 

Green  is  a  color  that  has  been  gradually  climbing  into 
favor  and  soft,  deep  greens  will  be  prominent  in  the 
season's  colors.  Considering  that  taupe  and  smoke  shades 
have  not  had  any  considerable  sales  as  yet,  outside  the 
large  centres,  these  colors  should  be  good  again  next  Fall. 
Novelty  shades  in  blue — the  Chinese  blues,  gendarme, 
wedgewood,  etc. — should  be  in  evidence.  Tans,  castors 
and  wood  brown  are  indicated  in  the  brown  shades.  Navy 
is  always  present,  and  some  showing  will  be  made  in 
amethyst  and  deep  prunelle. 

Wool  has  shown  some  sharp  advances  lately,  and  the 
class  of  wools  from  which  the  fashionable  fabrics  are 
made,  are  in  short  supply.  Advances  have  taken  place 
upon  Spring  repeats.  Prices  are  being  made  now  for 
the  Fall  season  and  though  some  further  advance  may 
be  made,  it  will  not  be  much  above  present  prices. 

High-class  dressmakers  and  the  classy  trade  are  now 
favoring  rougher  weaves  and  for  this  class  of  trade  some 
zibelines  have  been  shown.  There  is  no  indication  for 
zibelines  in  dress  fabrics  for  the  coming  season.  They 
have  been  brought  out  in  mantle  cloths,  however,  and 
the  cutting  up  trade  think  favorably  of  them.  The  class 
of  cloth  shown  shows  black  lines  on  a  dark  ground  and 
the  colors  favored  are  green,  black,  blue  and  taupe. 

Caraculs  are  out  for  the  Fall  of  1909.  There  has 
been  a  big  run  on  these  cloths  in  the  States,  so  much 
so  that  they  have  been  in  short  supply.  Montreal  houses 
have  done  well  with  them,  but  as  j'et  Toronto  has  touched 
them  lightly,  and  another  year  should  see  them  more 
freelv  taken. 


Fabric  Forecast  for  Fall. 

Wool  prices  have  advanced  materially  in  the 
past  few  months.  Spring  repeats  are  showing 
higher  prices.  While  Fall  values  do  not  promise 
to  go  much  higher  prices  on  all  wool  fabrics  will 
be  very  firm.  Long  stapled  merino  wools  used  in 
the  production  of  worsted  yarns  are  in  short 
supply. 

Satins  and  satin  stripes  lead  from  the  fashion 
standpoint  and  worsted  suitings  from  the  point 
of  selling.  Cord  weaves  are  coming  to  the  front, 
and  fine  Bedford  cords  and  soliels  are  indicated. 

To  take  the  place  of  veilings  for  indoor  and 
evening  wear  foules,  cashmire  and  henriettas  are 
expected  to  sell. 

The  tendency  is  strongly  away  from  staple 
shades  and  in  favor  of  fancy  colors. 
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is  the  unique  and  most  satisfactory  of  all  cotton  dress  fabrics,  and  with  its  odd  crinkle,  is  unlike  any 
other  goods  you  ever  saw.  Exclusive  in  designs  and  color  effects,  its  wear-resisting  qualities  make  it 
one  of  the  few  fabrics  of  great  beauty  and  worth  at  small  cost. 

Made  in  all  the  fashionable  plain  shades  and  in  a  large  range  of  figured  patterns.  Unequalled 
for  house  and  party  gowns,  kimonos,  dressing  sacques,  etc.  Special  patterns  of  unusual  interest  for 
draperies  and  curtains. 

The  crinkle  impermanent — it  will  neither  stretch  out — ivas/i  out — iron  out — wear  out. 

The  best  jobbers  sell  the  popular  Serpentine  Crepe  in  all  styles,  patterns  and  colorings.  Ask 
your  jobber  for  it,  and  if  he  does  not  keep  it,  write  us  his  name. 

Retailers  who  are  not  showing  "SERPENTINE  CREPE  "  are  invited 
to  send  for  samples,  and   learn  how  they  can  make  money  selling  it. 

pAClFlCpS,  70Kilbj§t.,  BOSTON 

Among  the  leading  Canadian  Jobbers  handling  Serpentine  Crepe  are:  Greenshields,  Limited,  Montreal;  Gordon  McKay  Co.; 
Burton  Spence  &  Co. ;  John  Macdonald  Co.,  Toronto ;  Manchester  Robertson  Allison  Co.,  St.  John,  N.B.;  J.  &  M.  Murphy, 
Halifax,    N.S. 


ORIENTAL  SILK  CO.,  LTD. 


"WHAT   TRADE    WE   HAVE    WE   HOLD.' 


Length 

Strength 

Smoothness 

Guaranteed. 

MONTREAL, 


Made  in 

Canada 

for  Tailors 

for  Clothiers. 


CANADA. 


'NEVER    LOSES    ITS    GRIP    ON    A   SEAM." 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 

FEATHERS.    SILKS,    VELVETS,    RIBBONS.    LACE,    ETC. 


^^•-  Y,S^?^,?.Vt.?S'^^^^^     MONTREAL 


UNEQUALLED. 


TORONTO 


OTTAWA 


QUEBEC 
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Silks. 

Soft,  wide  satins  are  in  high  favox-  for  Spring  and 
next  to  satins,  there  has  been  a  great  run  upon  messalines. 
Makers  of  these  goods  are  over-sold  and  deliveries  are 
decidedly  slow.  Taffetas  are  said  to  be  out  of  the  run- 
ning, but  the  cutting-up  trade  is  buying  taffetas  particu- 
larly in  black.  There  is  also  considerable  sale  to  garment 
manufacturers  of  Jap  silks  in  black,'  white  and  colors  for 
trimmings,  etc. 

Cord  weaves,  cottes,  Ottomans  solids,  etc.,  are  selling 
well,  and  quite  a  nice  business  has  been  done  in  Shang 
tungs,   particularly   in   the   brighter   finished   fabrics. 

In  the  States  every  indication  points  to  a  big  season 
for  foulards.  This  silk  has  not  figured  strongly  for  many 
seasons  now  but  promises  to  be  a  successful  seller  this 
Spring.  Manufacturers  making  foulards  already  are 
over-sold,  and  there  promises  to  be  some  difficulty  in 
obtaining  deliveries  later. 

Not  only  are  the  New  York  retail  stores  making  big 
displays  of  this  silk,  but  the  garment  trade  has  taken  to 
it  kindly  and  are  showing  handsome  models  in  foulards. 
Few  floral  patterns  are  shown,  but  neat  unobtrusive  geo- 
m«trical  designs  are  those  favored — that  is  with  the  ex- 
ception of  large  spots.  The  ground  colors  show  the  new 
soft  Spring  colorings,  such  as  rose,  amethyst,  pistache 
and  golden  tan. 

Big  Color  Season. 

Indications  point  to  Spring  as  a  big  color  season 
in  dress  goods.  There  are  several  new  shades  which 
are  being  shown  for  the  Spring.  These  include  gendarme, 
rosewood,  amber,  asturgeon,  pompeian,  as  well  as 
wisteria,  catawba,  and  taupe.  The  myrtle  and  bronze 
shades  of  green,  blues,  and  browns  will  be  favored. 

Plain  cloths  are  sure  to  do  well,  and  stripes,  both  self 
and  two-toned,  will  be  good.  Very  smooth  finishes,  such 
as  satin  cloths,  will  lead  from  the  fashion  viewpoint,  and 
fine  smooth  worsteds  will  have  a  strong  showing. 

Corded  materials,  following  the  lead  of  the  Ottoman 
and  Bengaline  silks,  seem  likely  to  be  fashionable  for 
the  Spring  trade. 

i- 
Muslins. 

Bordered  muslins  seem  likely  to  meet  with  consider- 
able favor  for  the  city  trade,  though  the  country  trade 
fights  shy  of  them  on  account  of  the  difficulty  in  making 
them  up.  The  most  popular  design  is  the  Greek  key 
border. 

Spotted  muslins  are  well  shown.  One  very  pretty 
design  has  spots  in  two  sizes,  the  larger  about  one  and 
one-half  inches  in  size,  having  two  half-blown  roses 
breaking  into  the  spot.  These  are  in  delicate  shades  and 
are  very  attractive. 

There  is  considerable  call  for  the  large  pattern  floral 
muslins,  though  they  will  not  be  so  strong  as  last  year. 
Smaller  designs  are  more  in  favor.  These  will  be  used 
for  kimona  and  house  wear.  Silk  crepe  effects  are  strong 
for  house  dresses. 

Linen  and  Duck  Suitings. 

Linen  and  duck  suitings  are  assured  of  another  big 
run  during  the  coming  Spring  and  Summer.  Stripes  will 
again  be  favored  as  well  as  the  plain  materials. 

Manufacturers  are  using  these  materials  for  Sum- 
mer suits  to  a  great  extent  and  expect  to  do  well  with 
them.  Some  of  the  newest  lines  of  ducks  show  the  popu- 
lar cherron  and  two-tone  effects  and  make  most  attrac- 
tive suits. 


The  House  for 

General  Dry  Goods 

Fancy  Goods,  Woollens 
and  Tailors'  Trimmings 

L.  Hirshson  &  Co, 

Montreal 


Tel.  Main  2713. 


248  Notre  Dame  St.  West 


Advertising  attracts  Business — 

Tne  Sales 

Force  gets  it — 

The  House  holas 

it. 

Tke 

Dry 

Goo 

»ds  Revie^v 

IS 

read  oy 

'  all  good  Canadian 

Dry 

Goods 

Stores 

Yearly  Advertising  Rates  — 

Full  Page 
Half  Page 
Quarter  Page     - 

$300.00 
180.00 
100.00 

Samples  Up  to  Date 

Your  patterns  cut  with  gimped  or  serrated 
edge  will  be  twice  as  sightly  as  cut  the  old 
way,  whether  mounted  on  cards  or  in  books. 

"Easicut"  Table  Sample  Cutter 

DOES  THE  WORK 

Made  by  J.  T.  Hardaker,  Engineer.  W  Crowther  St.,  Bradford,  Eng- 


This 
Style 
in  3  Sizes 
to  cut  16, 
igi^i  and 
24  inches 


Carried  in 
stock  at  Mon- 
treal in  all  sizes 
from  8-inch  to 
32-inch  knife 
by 


SOLE  CANADIAN  AGENTS 

Walter  Williams  &  Co. 

525  St.  Paul  Street        :      :      :        Montreal 

CATALOGUES   AND  PRICES  ON  REQUES '^^ 
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400 
Styles 

of 

Shirt 

Waists 


The  Name 
Guarantees  Quality 


The  fit,  finish  and  quality 
of  every  garment  is  guaran- 
teed by  us. 


Always  Something  New 

Don't  wait  for  our  travellers 
if  you  w^ant  a  rush  delivery. 
Write  for  samples,  or  send 
an  order  and  "we  will  see  to 
it  that  you  get  what  you 
want  at  what  you    want   it. 

Eclipse  Whitewear  Co. 

Limited 

Toronto 


400 
Styles 

of 

Shirt 

Waists 
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Suits. 

FASHION  has  decreed  that  the  fashionable  woman 
of  1909  must  follow  the  styles  set  in  1908  of  few 
curves  and  long  straight  lines,  consequently  man- 
ufacturers, will  make  every  efiort  to  preserve  the 
long  lines  made  popular  last   year. 

Spring  lines  of  women's  suits  carry  out  this  idea. 
The  coats  of  practically  all  the  suits  are  semi-fitting, 
made  with  the  hiplrss  effect.  While  the  strictly  tailored 
suit  will  be  a  strong  feature,  a  great  many  trimmed 
suits  will  be  shown.  Fancy  suits  make  a  better  display 
than  the  simple  styles,  consequently  the  more  elaborate 
models  are  desirable  in  making  a  good  showing  at  the 
beginning   of  the  season. 

The  three-piece  suit  is  the  fashionable  feature  for 
spring.  It  is  shown  chiefly  in  high-class  goods  at  pre- 
sent, but  it  is  likely  that  as  the  fashion  gains  ground 
here,  three-piece  suits  will  be  shown  in  cheaper  lines. 
It  is  only  reasonable  of  course,  that  they  will  always 
be  higher  in  price  than  the  two-piece  suit  of  the  same 
quality. 

Many  of  the  dresses  of  these  three  piece  suits  have 
sleeves  and  yokes  of  net  or  chiffon,  often  dyed  to  match 
the  costume.  Some  are  worn  with  a  separate  blouse 
which  serves  as  a  guimpe.  Coats  worn  with  these  dresses 
are  more  or  less  elaborate  and  in  most  instances  show 
the  Directoire  influence  strongly.    Some  are  sleeveless. 

Separate   Skirts. 

Fancy  and  novelty  materials  in  plain  colors,  both 
circular-gored  and  pleated  models,  are  shown,  but  in 
both  there  is  the  same  tendency  towards  straight  lines. 
Pleats,  where  used,  are  pressed  close  and  are  so  arranged 
that  they  keep  their  place.  Some  of  the  new  skirts  have 
pleated  panels  let  in  at  the  sides.  Fold  trimmings,  but 
pressed  flat  are  used  on  some  skirts.  The  latest  models 
are  made  with  a  panel  back  and  front  and  have  the  high 
waist.  Many  skirts  button  at  the  side  or  in  front  and 
a  few  button  at  the  back.  The  high  skirts  have  a  deep 
band  of  belting  inside  the  top.  This  holds  the  skirt  in 
its  proper  place. 

While  the  three-piece  suit  is  finding  favor  as  the  nov- 
elty garment  of  the  opening  season,  many  buyers  do  not 
look  upon  it  as  a  practical  garment  for  later  selling. 
They  contend,  and  with  some  show  of  reason,  that  it  is 
not  a  practical  style  for  the  warm  weather.  Then,  too, 
there  is  the  price  consideration,  as  it  is  perfectly  obvious 
that  of  necessity  a  higher  price  must  be  paid  for  the 
three-piece  suit.  As  the  hipless  coat  has  established  it- 
self during  the  fall,  there  is  no  difficulty  experienced  in 
persuading  buyer's  to  take  if  for  the  spring.  For  spring 
selling,  of  course,  it  has  taken  on  new  touches.  Revers 
are  long  and  narrow,  and  the  high  collar  is  not  so  much 
seen.  Pearl  and  metal  buttons  are  beginning  to  take  the 
place  of  fabric  buttons,  and  jet  buttons  are  spoken  of  as 
the  new  idea. 

About  36  in.  is  the  accepted  coat  length,  though 
longer  models  are  shown.  The  coats  are  generally  longer 
in  the  back  than  at  the  sides,  and  front,  and  many 
models  show  the  slashed  skirts.  The  later,  coats  are  cut 
away  in  front,  and  fasten  with  one,  or  three  buttons. 
Often  there  is  a  scarf  of  soft  satin  finished  with  fringe 
at  the  neck.  Satin  bands  to  match,  and  satjn  revers  are 
the  chief  trimmings. 


Sleeves  are  very  long  and  very  plain,  many  being  of 
the  bell-shape  and  coming  well  down  over  the  hand.  The 
new  skirt  with  the  high  band  is  very  much  in  evidence  as 
a  part  of  dressy  suits.  Linings  are  of  the  same  color 
as  the  suit,  though  they  do  not  of  necessity  match. 

When  the  season  opens,  plain-tailored  suits  are  ex- 
pected to  come  to  the  front. 


Waists. 

A  very  large  proportion  of  the  orders  received  up  to 
date  have  been  tailored  waists.  These  waists  are  in 
\ery  plain  effects  and  show  pleats  of  different  sizes  with 
a  narrow,  or  wider  box-pleat  down  the  front.  Some 
models  have  a  frill  on  one  side  of  the  box-pleat,  and 
buttons  form  an  important  trimming.  A  few  new  waists 
show  a  frill  finish,  and  laundered  cuffs  are  also  shown 
Side  fastenings  are  new,  and  will  also  have  a  place.  Stiff 
collars,  stiff  cuffs,  and  a  stiffened  center-piece  embroid- 
ered or  piped  with  color  are  shown.  The  tailored  waist 
of  course  has  the  long  sleeve.  Last  season  the  tailored 
waist  was  only  talked  of  ;  to-day  we  will  see  it  realized 
in  plain  lines,   zephers,  ginghams,   Irish  lace,   Venise  and 


Illustrating  One  of   the    New    Sleeves 
Shown  by  the  Eclipse  Whitewear  Co. 


Illustrating:  One  of  the  New 
Sleeves  Shown   by  the 
Eclipse  Whitewear  Co. 


Cluny  and  heavy  nets.  The  Zepher  ginghams  in  gray, 
black  and  white,  helio,  brown,  tan  shades,  blue,  pink  and 
green  are  growing  stronger  in  demand  and  are  the  pop- 
ular shades. 

The  fact  that  two-piece  suits  are  selling  has  an  im- 
portant bearing  upon  the  sale  of  lingerie  waists.  Waists 
of  colored  nets,  silks,  etc.,  are  not  suitable  for  warm 
weather  wear.  Therefore  it  is  assured  now  that  lingeries 
will  take  their  place.  This  point  settled,  is  giving  buy- 
ers more  confidence  in  lingeries,  and  again  this  year 
they  will  keep  their  place  in  selling  lines. 

The  sleeve  question  is  still  a  matter  of  dispute.  To- 
ronto manufacturing  houses  are  as  a  rule  filling  orders 
with  the  long   fitting   sle'eVe,   unless   otherwise     .'iesii'^d. 
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Buyers  are  divided  and  while  all  expect  to  sell  many 
three-quarter  sleeves  during  the  heated  season,  are  by  no 
means  at  one  as  to  the  right  proportion.  On  the  one 
hand,  orders  given  for  the  long  sleeve,  will  be  with- 
drawn, and  three-quarter  sleeve  substituted  in  its  place, 
on  the  other  hand  orders  for  the  long  sleeve  in  place  of 
the  three-quarter   are  often   received. 

It  would  seem  that  the  long  sleeve  is  regarded  with 
more  favor  in  Ontario  and  in  the  West,  and  also  in  those 
sections  that  come  in  closer  contact  with  United  States 
fashion  centers.  It  should  be  pointed  out  that  the  close 
fitting  sleeve  is  the  one  most  closely  allied  to  the  pre- 
sent fashion  tendencies.    In  manv  districts  and  centers  it 


New  Style  Rubberized   Garment  — Manufactured  by   National 
Rubber  Co.  of  Canada,  Montreal. 


would  seem  as  though  the  three-quarter  sleeve  would  die 
hard.  Buyers  will  have  to  study  their  community  before 
placing  large  orders  for  summer  waists. 

For  the  Easter  trade,  net  waists)^  and  waists  of  baby 
Irish,  made  in  plain  styles  and  without  any  great  amoimt 
of  tucking  are  shown.  These  are  trimmed  with  soutached 
tafieta  bands,  and  bands  of  silk  studded  with  crochet 
buttons  and  balls.  The  sleeves  are  not"  tucked  or  ruched 
but  have  a  trimming  down  the  outside  of  the  arm. 

Cotton  crepe  is  a  new  fabric  on  the  market  this 
year.    In  the  States  this  fabric  has  been  taken  \i\>  to  a 


very  considerable  extent.  Some  Canadian  houses  also  are 
featuring  it,  and  are  selling  waists  of  this  fabric  in  con- 
siderable quantities.  These  waists  are  trimmed  with 
Cluny  and  Irish  lace.  Some  are  embroidered.  One  fea- 
ture is  that  waists  of  crepe  do  not  need  ironing,  just  a 
shake  is  all  that  is  required. 

While  the  sleeve  question  is  still  causing  consider- 
able anxiety  to  the  trade,  there  is  evidence  that  buyers 
are  more  settled  in  their  minds  as  to  what  it  is  safe  to 
buy  than  they  have  been. 

The  opinion  which  has  been  expressed  by  The  Review 
that  the  long  sleeve  will  be  the  sleeve  most  in  demand  for 
the  Spring  trade  and  that  the  three-quarter  sleeve  will 
likely  be  a  considerable  factor  during  the  farm  months, 
is  further  confirmed  by  the  reports  of  sales  that  have 
already  been  made. 

A  prominent  manufacturing  concern  in  Montreal  mak- 
ing blouses,  report  that  their  sales  of  lawn  blouses  up  to 
the  present  have  been  equally  divided  between  the  long 
and  the  three-quarter  sleeves,  and  it  is  believed  that  this 
ratio  will  keep  up.  The  short  sleeve  now  selling  is  similar 
to  thos.3  of  last  season,  except  that  there  is  not  quite 
so  much  fullness. 

Still  another  concern  gives  practically  the  same  re- 
port, only  more  in  favor  of  the  three-quarter  length. 
Repeat  orders  now  being  received  are  almost  entirely  for 
tile  three-quarter  lengths.  A  certain  proportion  of  the 
long  Directoire  sleeves  are  selling',  as  there  is  certain  to 
be  a  demand  for  these,  particularly  in  the  earlier  part 
of  the  season. 

A  buyer  in  one  of  the  important  Montreal  retail  stores 
speaking  of  the  sleeve  question,  stated  that  in  the  Janu- 
ary sales  very  few  lawn  blouses  with  the  three-quartier 
sleeves  were  called  for,  the  long  sleeves  being  most  in  de- 
mand, but  from  every  indication  he  gave  as  his  opinion 
that  the  three-quarter  sleeve  would  be  strong  in  the  Sum- 
mer months.  This  opinion  was  also  confirmed  by  an- 
other buyer  who  has  been  watching  and  studying  tlie 
question  closely. 


Underskirts. 

Though  the  ultra  fashionable  women  have  dispensed 
with  underskirts,  there  is  little  likelihood  of  a  very  gen- 
ei-al  following  of  so  extreme  a  fashion.  For  the  popular 
trade,  so  far,  the  petticoat  of  soft  satin,  or  soft  iinisiied 
si!k  has  made  little  headway,  the  majority  of  buyers 
though  taking  a  few  of  the  satin  and  soft  silk  models,  are 
stocking  the  old  standby — taffetas — and  the  rustling  taf- 
fetas at  that.  It  is  claimed  that  women,  when  they  wear 
a  silk  skirt  want  it  to  be  known,  and  therefore  the  old- 


It  is  evident  that  every  effort  will  be  made  to 
pre[;erve   the  long  lines  made  popular  last  year. 

While  strictly  tailored  will  be  very  pop- 
ular, a  great  many  trimmed  suits  will  be  shovv-n. 
The  three  piece;  suit  is  the  fashionable  feature  for 
Spring. 

Reports  of  sales  confirm  the  Review's  statement 
that,  while  the  long  sleeve  will  be  demanded  by  the 
Spring  trade,  warm  weather  will  popularize  the 
three-quarter  lengths. 

Many  small  stores  would  do  well  to  consider 
whether  they  are  not  handicapping  their  own  busi- 
ness by  confining  ready-to-wear  stock  to  a  few 
skirts,   blouses   and   separate  coats. 

January  whitewear  sales  in  the  city  stores  are 
reported  to  have  been  very  successful. 
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The  Dunlap  M'f  g  Co. 


525  St.  Paul  Street 

Montreal 


Travellers  are  now  out,  and  will  be  showing  our 
Fall  line  during  this  month.  They  are  also  showing 
some  special  values  for  sorting  in  Whitewear,  Blouses, 
Costumes,  Skirts,  House  Dresses,  Boys'  Suits,  etc. 
We  would  particularly  call  your  attention  to  the 
following 

Duchess  Brand 


LEADERS  IN  WHITEWEAR 

590. — Night  Gown,  trimmed  with  dainty  embroidery  at  neck  and  sleeves, 

with  ribbon  insertion,  per  doz.        -  _  _  _  _  $6.00 

842. — Underskirts,   trimmed    with  4-inch    embroidery,   perfectly   cut  and 

finished,  per  doz.     -------     5.50 

874. — Corset  Covers,   made  with  3-inch  embroidery  with  ribbon  insertion, 

trimmed  with  2-inch  edging  at  neck  and  arms,  per  doz.    -  -     4.25 

636. — Drawers,    wide,    full-fashioned,    perfect  in    fit   and    trimmed    with 

7-inch  embroidery,  per  doz.  -  -  -  -  -     4.25 

WRITE  FOR  SAMPLES  TO 

J.  E.  McClung,  Sales  Agent 

8-10  Wellington  Street   East 

Toronto 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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time  taffeta  promises  to  be  the  seller.  This  attitude  is 
helped  by  the  fact  that  a  really  good  taffeta  silk  petti- 
coat can  now  be  sold  for  $5 — a  skirt  that  the  buyer  can 
contidently  recommend.  As  showing  just  how  little  hold 
soft  fabrics  for  skirts  have  taken  it  might  be  mentioned 
that,  in  some  parts  of  Canada  there  is  quite  an  enquiry 
of  moire  skirts. 

The  present  style  ideas  have  had  more  influence  upon 
the  cut  of  skirts  than  upon  the  fabric.  A  snug-fitting 
skirt  is  demanded  and  fussy  effects  for  trimmings  have 
given  way  to  plain  tailored  styles  of  trimming. 

A  new  model  that  has  been  very  generally  adopted 
in  Paris,  and  that  has  also  done  well  in  the  States  is 
the  circular  sun-pleated  skirt.  The  pleats  start  from 
the  hip,  leaving  the  material  plain  and  smooth  from  that 
point  to  the  waist. 

Skirts  with  silk  jersey  tops  are  also  showing.  These 
mould  the  figure  and  are  finished  with  a  flounce  of  silk. 

Skirts  made  of  the  many  imitation  silk  fabrics  are 
closely  following  the  silk  models. 


Juvenile  Wear. 

Steadily  and  surely,  and  in  spite  of  all  setbacks,  the 
garment  trade  is  developing,  and  in  no  section  is  the 
development  more  noticeable  than  in  that  devoted  to  the 
making  and  marketing  of  little  garments  for  children's 
wear.  It  is  only  quite  recently,  that  the  idea  has  taken 
root,  that  the  making  of  children's  garments  is  a  special 
field  of  activity.  Hitherto,  it  has  been  one  line  among 
the  many,  with  houses  covering  the  garment  field.  Not 
only  are  the  manufacturers  special- 
izing in  children's  wear,  but  the 
retail  trade  is  taking  to  the  idea 
that  it  is  well  to  carry  these 
goods  in  a  separate  department, 
and  in  the  many  larger  stores  this 
department  now  has  its  separate 
buyer  and  staC. 

The  basis  of  this  new  trade  is 
certainly  better  cut,  and  better 
made,  in  the  sense  of  more  appro- 
priately made  models.  That  is 
garments  made  in  such  a  manner 
that  while  smart,  and  well-cut, 
consider  most  thoroughly  the  needs 
and  comfort  of  the  little  one.  The 
mother  is  also  considered,  as  gar- 
ments are  made  in  such  a  way, 
that  washing  and  ironing  are  made 
an  easier  process.  Fabrics,  pat- 
terns and  trimmings  are  suitable 
for  children''s  wear,  and  are,  as  far 
as  possible,  perfectly  fast  as  to 
color. 

Dresses  for  the  smaller  girls 
as  a  general  rule  are  much  in  the 
••ame  style.  A  decidedly  new  and 
pretty  note  has  been  struck  this 
season  with  the  Japanese,  or  butterfly  dress.  These 
dainty  little  gowns,  as  the  name  implies,  are 
modeled  upon  kimona  lines.  There  is  no  seam 
at  the  shoulder,  and  the  sleeves  are  cut  full  and 
wide.  The  prettiest  are  those  that  are  cut  with  heart  or 
V-shape  back  and  front  at  the  neck.  Many,  however, 
are  prettily  rounded,  and  some  of  these  open  in  front 
a  few  inches,  and  are  laced  up.  They  are  only  slightly 
shaped,  and  have  only  the  two  seams.     Some  slip  over 


Girl's  Butterfly  Dress 
with  two  seams  only  and 
a  fastening  on  left  side. 
Can  be  worn  with  or 
without  blouse. 


the  head,  and  some  like  the  little  Paris  model  illustrated 
button  up  in  front. 

For  the  smaller  children,  little  bloomers  are  added 
to  take  the  place  of  the  skirt.  These  button  onto  the 
underwaist.  This  Japanese  idea  is  influencing  sleeves 
and  many  are  loose  and  short  in  the  butterfly  style.  The 
butterfly  styles  have  had  quite  a  run  in  New  York  and 
are  still  the  latest  out  for  children's  wear. 

For  the  older  girls  pinafore  or  jumper  models  are 
very  much  in  evidence.  These  come  in  a  large  variety 
of  styles.  With  some  models  separate  sleeves  of  white 
lawn  are  provided.  Other  models  have  a  guimpe  or 
waist  of  white  lawn  and  lace. 

Misses'  two-piece  suits  in  wash  fabrics  are  a  strong 
line.  These  come  with  the  circular  gored  skirt  and  the 
semi-fitted  coat  like  mother  wears,  and  with  the  pleated 
skirt  and  the  straight  double-breasted  coat.  These  are 
developed  in  stripes  and  plain  suitings. 


Small  Stores  and  Suits. 

Many  Canadian  manufacturers  complain  of  the  lack 
of  co-operation  on  the  part  of  the  small  retailer  in  the 
ready-to-wear  department.  Many  small  stores  still  con- 
sider it  risky  to  carry  anything  but  a  few  skirts,  blouses, 
and  sometimes  a  few  separate  coats.  As  a  result,  accord- 
ing to  important  manufacturers  the  suit  trade  is  confined 
chiefly  to  larger  centres,  and  mail  order  department 
stores.  The  department  stores  with  a  mail  order  depart- 
ment do  a  splendid  suit  trade  among  the  smaller  places, 
and  city  stores  draw  trade  from  the  surrounding  stores 
in  the  ready-to-wear  department.  This  condition  does 
not  apply  generally,  however,  but  this  criticism  should 
be  carefully  considered  by  many  merchants. 


Whitewear  in  the  January  Sales. 

January  sales  were  a  success  in  the  whitewear  de- 
partments in  city  stores.  Most  attractive  lines  were  of- 
fered in  all  kinds  of  whitewear.  A  pleasing  feature  was 
that  there  seemed  to  be  a  better  demand  than  usual  for 
th  better  class  garments. 

Embroidered  petticoats  were  a  big  feature,  and  there 
was  also  considerable  call  for  lace-trimmed  skirts  as  well. 

Two-piece  combination  suits  were  in  good  demand,  and 
these  seem  to  be  growing  rapidly  in  popularity. 

A  style  of  night  gown  which  sold  most  readily  was 
the  Empire   with   short   sleeves. 

Elaborate  styles  of  corset  covers  were  in  demand, 
dainty  effects  in  lace  proving  most  popular. 


Montreal  Garment  Failure. 

At  a  meeting  of  the  creditors  of  the  Empire  Manufac- 
turing Co.,  Limited,  Montreal,  which  was  put  into  liquida- 
tion on  Dec.  1st,  1908,  by  order  of  the  court,  it  was  de- 
cided to  dispose  of  the  assets  by  auction.  This  was  done 
during  the  latter  part  of  January,  and  the  stock  was  dis- 
posed of  in  detail.    A  dividend  will  be  paid  this  month. 

This  flrm  has  had  a  good  record,  and  from  a  small 
beginning,  built  up  what  appeared  to  be  a  healthy  and 
growing  business.  It  therefore  came  as  a  surprise  to  the 
trade  when  the  failure  of  the  firm  was  announced. 

Their  assets  were  $59,700,  and  the  liabilities  $68,000 
direct,  and  $69,000  indirect.  Their  chief  creditors  were 
the  Bank  of  British  North  America,  M.  Vineberg  &  Co., 
the  Montreal  Waterproof  Clothing  Co.,  and  several  for- 
eign firms. 
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KENYON  COATS  are 

BEAUTIFULLY  MADE 

T^HEY   turn  shoppers  into  buyers — your  own  judgment 
will  tell  you  that.     The  moment  you  see  them  you  will 
know  that  you  want  them — you  will  know  that  your 
customers  will  buy  them  on  sight. 

The  prices  will  clinch  your  decision. 
Summer   and    evening    wraps.       Serviceable 
Rubberized  coats.    Rainproof  coats.  The 
New  Kenyon  Gabardine — a  sensation. 

Call  at  our  New  York  or  Chicago  Salesrooms  and 
look  ovei  our  card  file  of  Selling  Plans  prepared  with 
the  purpose  to  help  you. 


Salesrooms 
23  Union  5q  NY 
200  cJacksonBlvd..Chic8i§o 

CKENYON  CO. 
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}Aow    to    Conduct    a     Ready-to- Wear     Department 

Buyer  Should  First  of  all  Know  the  Trade  of  his  Store  Thoroughly  —  The 
Display-Rack  System  Seems  Preferable  for  Stock-Keeping  —  Goods  Should 
Not  be  Allowed  to  Grow  Old  in  the  Department- System  of  Stock-Taking. 

Written  for  the  Dry  Goods  Review  by  a  Prominent  Montreal  Garment  Buyer. 


IN  recent  years  the  ready-to-wear  garment  trade  has 
become  such  an  important  factor  in  the  dry  goods 
trade  of  the  country  that  naturally  stores  of  any 
size,   handling   dry  goods,  find  it  advantageous    to 
carry  a  certain  amount  of  ready-to-wear  garments,   and 
to  give  a  great  deal  of  attention  to  this  branch    of  the 
dry  goods  business. 

Buying  the  Stock. 

In  order  to  achieve  success  in  the  ready-to-wear  de- 
partment there  are  many  things  which  must  be  taken 
into  consideration.  First  of  all,  the  buyer  should  have 
been  at  least  a  year  in  the  store  so  that  he  may  be 
thoroughly  acquainted  with  the  trade  of  that  particular 
store,  and  the  quality  of  stock  which  should  be  carried. 
Next,  the  clientele  of  the  store  must  be  considered  in 
buying.  A  store  catering  to  the  high  class,  fashionable 
trade,  must  purchase  stock  with  this  in  view,  and  the 
store  with  a  trade  taking  only  the  popular  and  medium 
priced  lines  must  beware  of  the  extreme,  high  priced 
novelties. 

Buying  for  the  opening  of  a  season  must  be  done 
with  a  view  to  making  a  good  showing.  It  will  be 
necessary  to  put  in  high  priced  lines  and  novelties,  which 
may  have  to  be  disposed  of  at  a  sacrifice,  but  this  will 
be  more  than  made  up  for  by  the  favorable  impression 
they  create.  The  season's  success  practically  depends 
upon  the  opening  showing.  A  varied  range  of  styles 
and  prices  gives  the  impression  that  the  store  is  head- 
quarters for  ready-to-wear  garments,  and  while  the  first, 
opening  days  may  not  result  in  heavy  sales,  the  store 
will  get  a  great  deal  of  free  advertising  from  visitors 
to  the  department. 

In  regard  to  the  amount  of  stock  to  be  put  in  at 
the  beginning  of  the  season,  a  fair  estimate  is  one-third 
of  what  the  department  is  expected  to  sell  during  the 
season,  permitting  new  goods  to  be  bought,  so  that  the 
stock  may  be  thoroughly  up-to-date.  This  also  keeps 
the  display  of  stock  changing,  and  frequent  visitors  to 
the  store  do  not  get  the  idea  that  the  department  is 
doing  nothing,  and  that  goods  are  old,  from  the  fact 
that  they  do  not  see  any  new,  fresh  lines  displayed. 

In  the  early  part  of  the  season  styles  should  be 
made  the  attraction,  prices  may  come  later,  when  the 
season's   buying  is  practically  over. 

Stock-keeping  Methods. 

In  regard  to  stock  keeping  methods  and  the  fixtures 
to  be  used,  some  stores  prefer  cupboards,  but  from  prac- 
tically every  point  of  view,  except  that  of  delicate  col- 
ors, the  display  rack  system  seems  preferable.  The  ma- 
jority of  customers  seem  to  prefer  to  wander  at  will 
through  the  ready-to-wear  department,  and  by  having 
garments  where  they  may  be  easily  seen  without  the 
assistance  of  a  saleslady  many  sales  will  be  made  that 
would  not  if  it  were  necessary  for  the  customer  to  ask 
to  be  shown  the  goods. 

Stock-taking. 

Stock  should  be  taken  every  month  in  order  to  keep 
a  close  watch  on  the  lines  carried.     This  is  only  a  mat- 


ter of   a  couple   of  hours'  work  after  closing     for     the 
day,  and  is  of  great  value  to  the  buyer. 

A  good  method  of  keeping  informed  regarding  the 
stock  is  to  mark  the  ticket  on  each  garment  with  the 
figure  "one"  when  stock  is  taken  at  the  end  of  the  first 
month  after  a  garment  is  displayed  in  this  department. 
This  will  show  that  the  garment  has  not  been  in  stock 
over  a  month.  At  the  second  stock-taking  it  should 
be  marked  with  the  figure  "two,"  and  at  the  third  with 
the  figure  "three."  This  is  as  far  as  it  should  go.  The 
store  that  is  up  to  date  will  not  let  a  garment  be  mark- 
ed "four."  After  the  third  month  it  should  be  cleared 
out  at  any  price,  thus  ensuring  that  there  are  no  goods 
in  the  department  that  are  four  months  old. 

Advertising  the  Ready-to-Wear  Department. 

The  ready-to-wear  department  should  have  at  least 
three  good  advertisements  each  week  at  the  beginning  of 
the  season,  and  at  least  a  reference  every  day.  This,  of 
course,  refers  to  the  city  stores  which  do  daily  newspa- 
per advertising. 

At  this  time  the  appeal  to  the  buying  public  should 
be  from  the  style  standpoint,  not  price.  Make  sure  that 
goods  are  strictly  new  in  style,  and  talk  this  strongly. 
Later  in  the  season,  when  stock  has  been  pretty  well  re- 
duced, and  the  busy  part  of  the  season  is  over,  prices  may 
be  made  an  inducement,  and  this  fact  advertised,  but  never 
advertise  a  bargain  unless  it; is  a  real  bargain.  A  good 
policy  to  adopt  is,  "Always  tell  the  truth,  and  keep 
your  powder  dry."  Never  misrepresent  the  goods  ad- 
vertised. Be  moderate  in  advertisements,  and  do  not 
be  forever  trying  to  create  the  impression  that  the  de- 
partment is  having  a  clearing-out  sale.  Wait  until  there 
is  really  a  good  thing  to  advertise,  then  make  a  great 
deal  of  noise  about  it,  but  do  not  misrepresent  in  any 
way.  Constant  exaggeration  and  misrepresentation 
bring  a  firm  into  disfavor. 

Alterations. 

There  is  a  variety  of  opinions  existing  regarding  al- 
terations. There  is  no  doubt  as  to  the  necessity  of  an 
alteration  department  in  connection  with  a  ready-to- 
wear  department  of  any  size.  No  garment  should  be 
allowed  to  leave  a  store  until  it  is  perfect  in  fit.  Badly 
fitted  garments  will  cost  the  store  many  customers. 
Some  stores  adopt  the  method  of  charging  for  altera- 
tions, while  others  add  a  certain  percentage  to  the 
price  of  the  goods  to  include  necessary  alterations.  This 
latter  method  seems  preferable,  as  the  necessity  of  pay- 
ing the  full  price  for  an  ill-fitting  garment,  and  then 
adding  the  cost  of  alterations  in  order  to  make  it  wear- 
able does  not  always  strike  a  customer  favorably.  It 
is  better  to  add  a  little  to  price,  and  let  that  be  the 
price  of  a  perfect  fitting  garment. 
Sales  People. 

The  ready-to-wear  department  requires  the  best  of 
sales-people.  They  must  be  polite,  obliging  and  tactful, 
and  should  know  what  they  are  talking  about  when 
making  a  sale.     Sales  ladies  should  be  well  paid  in  this 
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Now  for  a  Big 

February  White  Goods  Sale 


You've  got  to  push 
trade  with  attractive 
displays  of  the  right 
merchandise. 
Laurentian  Whitewear 
and  Blouses  give 
you  the  right  goods. 


Laurentian  Whitewear  and 
Blouses  are  favorably  known 
for  their  style,  fit,  mater- 
ials and  workmanship.     Our 
facilities  are  large  enough 
to  ensure  reasonably 
prompt  deliveries 


Now  send  that  hurry-up  order  to-day 

LAURENTIAN  WHITEWEAR  CO. 


MONTREAL  OFFICE 
703  Mark  Fisher  Building 
Z,  P.  Benolt 


C.  McKarclier 
Eastern  Ontario 


LEVIS,  QUE. 

EASTERN  TOWNSHIPS 
R.  DIonne 


Alex.  Burr 

Maritime  Provinces 

Headquarters,  St.  John,  N.B, 


TORONTO  OFFICE 

715  Empire  Bu  ldln( 

WH.  PIton 


Men  Who  Sell 
Imngs 

By  WahtrD.  Moody 

Business  TAanager  of  Chicago  Association 


This  "Salesman's  Blue  Book,"  written  for  Manufac- 
turers, Merchants,  Employers,  and  all  Sellers  of  Goods, 
gives  the  author's  Observations  and  Experiences  of 
over  20  years  as  Travelling  Salesman,  European  Buyer, 
Sales  Manager  and  Employer.  It  shows  "HOW  TO 
INCREASE  THE  EFFICIENCY  OF  YOUR 
SELLING  SERVICE"  and  "HOW  TO  IN- 
CREASE YOUR  BUSINESS."  Adopting  these 
up-to-date  suggestions  means  MONEY  FOR  YOU. 
Three  of  the  22  subjects  are:  The  Order  Taker,  Right 
Kind  of  Salesman,  Letters  to  the  Trade. 


ofC, 


OTnmerce 


295  pp. 


Net,  $1.00  By  Mail,  $1.10 


Technical  Booh 


10  Front  St.  East,  Toronto 


Our  Spring  Bookings  for  1909 

Are  Exceeding  Our  1908  "Fall"  by  100  Per  Cent. 

That's  all  we  have  to  say  of  our  "Quiet 

Elegance"  Ladies'  and  Misses' 

Suits  for  Spring 

They  attract  and  hold  trade 

WATT  &  SHAPIRO  MFG.  CO.,  monIreaL 


Look  for  the  Tiber's  Head 
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department,  and  should  be  paid,  within  reason,  what 
they  feel  they  can  earn,  and  then  expect  that  much  from 
them.  It  is  poor  policy  to  try  to  save  expense  in  this 
respect. 

They  should  be  able  to  point  out  the  advantages  and 
value  of  the  goods  they  are  trying  to'  sell,  and  to  fit  a 
garment  properly.  Though  not  required  to  do  the  actual 
fitting  in  the  case  of  alterations,  they  must  be  able  to 
judge  whether  a  garment  can  be  made  to  fit  properly. 
The  experienced  fitter  from  the  alteration  department 
must  be  called  in  when  alterations  are  to  be  made. 

Special  Sales. 

Special  sales  should  be  avoided  as  far  as  possible. 
If,  after  goods  are  received,  it  is  discovered  that  a  line 
is  not  proving  popular,  and  that  it  will  not  sell  readily, 
it  is  better  to  clear  this  out,  even  at  a  sacrifice,  in 
order  to  make '  room  for  other  goods  whicli  will  yield  a 
profit  to  make  up  for  the  loss  on  the  other  line. 

When  business  falls  off  towards  the  end  of  the  sea- 
son sales  may  be  made  of  goods  remaining  in  stock. 
When  these  are  cleared  out,  others  may  be  bought,  gen- 
erally at  a  very  low  figure,  which  will  allow  a  good 
profit,  and  yet  sell  at  a  low  price.  This  keeps  things 
moving  in  the  department  when  otherwise  business 
would  be   very  dull. 

There  is  no  reason  why,  with  attention  and  pushing, 
a  ready-to-wear  department  should  not  be  one  of  the 
big  features  of  a  store,  and  a  profitable  investment  for 
a  merchant. 


Whitewear. 

The  demand  is  for  the  snug-fitting  garments,  made 
necessary  by  the  slender  lines  fashion  insists  upon.  In 
high-grade  white  wear  the  slightest  tendency  to  bulging 
is  eliminated.  This  brings  combinations  into  great  de- 
mand. 

The  very  high-class  trade  is  going  in  for  knickers 
and  for  sheath-like  garments.  In  popular  lines  the  same 
tendency  expresses  itself  by  favoring  drawers  cut  upon 
the  circular  plan  and  with  darts  at  the  waist  in  the 
place  of  gathers.  A  very  few  seasons  back  these  gar- 
ments could  only  be  had  in  high-priced  lines;  now  they 
are  universally  shown  at  popular  prices. 

A  new  combination  idea  is  the  corset  cover  and  draw- 
ers, with  the  yoke.  This  yoke  fits  plainly  and  smoothly 
over  the  hips,  and  is  joined  to  the  cover  by  a  beading. 
Attached  to  the  yoke  is  a  frill  of  deep  embroidery  flounc- 
ing so  shaped  as  to  form  the  drawers.  The  cover,  too, 
is  generally  made  from  the  same  flouncing. 

Embroidery  flouncings  are  put  to  many  uses.  The 
new  butterfly  sleeves  in  gowns  are  developed  from  them. 
This  is  the  only  particular  novelty  at  present  in  the 
gowns.  The  new  models  are,  however  very  elaborate  and 
much  embroidery  and  lace  is  used. 

Some  particularly  good  values  in  underskirts  were 
seen  at  the  sales.  Skirts  for  the  most  part  are  simpler 
and  not  cut  quite  so  wide  as  formerly.  Deep  flounces, 
headed  with  a  beading,  are  a  leading  line.  The  beauty 
of  the  skirt  depending  upon  the  pattern  of  the  embroidery 
and  the  quality  of  the  materials. 

A  very  pretty  skirt  sold  at  a  popular  price  was  trim- 
med with  fine  cotton  torchon  insertion.  There  was  three 
rows  of  insertion  trimming,  a  scant  flounce,  and  into  this 
flounce  was  set  a  fuller  one,  also  carrying  three  rows  of 
the  lace.  This  petticoat  was  one  of  the  most  attractive 
values  offered  at  tlie  sales. 

Fine,  soft  finislied  cottons,  nainsooks  and  lawns  are 
the  materials  used   in   the  making  of  present-day     white 


wear.  Jap  silk,  and  dimity  and  checked  muslin  are  used 
to  some  extent.  Embroideries  are  good,  and  almost  all 
patterns  show  eyelet  work.  Laces  used  are  more  varied 
than  usual.  Besides  the  ever-popular  Valenciennes,  tor- 
chons, clunys  and  cotton  Maltese  are  all  used  and  even 
baby  Irish  is  used  on  a  few  models. 


Spring  Styles  in  Toronto. 

Toronto  retail  houses  have  already  made  some  early 
displays  in  ready-to-wear  lines.  A.  E.  Rea  &  Co.  have, 
during  the  past  week,  had  some  interesting  models  on 
display  in  their  new  speciality  store.  The  suits  shown 
were  mostly  of  the  two-piece  variety  with  the  new  high 
skirt,  and  there  were  also  some  of  the  new  princess 
dresses  on  view. 

One  of  the  handsomest  of  the  models  was  developed 
in  a  striped  cord  fabric,  one  cord  in  smoke  grey,  the  other 
in  white.  The  skirt  was  one  of  the  new  five-gored,  high- 
waisted  patterns,  and  had  a  short  train.  The  coat  was 
cut  away,  and  fastened  with  three  buttons. 

A  short  princess  dress  was  developed  in  faded  rose, 
self-striped  satin  cloth.  This  dress  was  noticeable  from 
the  fact  that  the  waist  line  was  lowered  to  its  usual 
place,  and  that  it  was  a  true  princess  shape.  Small  but- 
tons and  embroidered  trimmings  in  rose  shades  were  used 
as  trimmings,  and  there  was  a  yoke  of  net.  The  prettiest 
touch  was  the  sash.  This  was  in  a  darker  shade  than  the 
gown  and  was  put  in  with  the  front  panel,  fan-shape, 
across  the  front  and  tied  in  a  knot  at  the  left  side,  the 
ends  falling  down  the  side  of  the  gown,  and  having  a 
fringe  and  pendants,  at  the  ends.  Another  princess  dress 
was  of  smooth  finished  cashmire  in  soft  forest  green. 

A  decided  Spring  note  was  struck  by  a  pretty  suit 
of  white  foule  serge  with  narrow  stripes  of  mole  grey. 
The  skirt  was  perfectly  plain  and  made  in  the  high  belt 
fashion.  The  coat  fastened  at  the  bust  with  one  large 
button,  and  was  cut  away,  but  in  a  new  fashion,  curving 
at  the  top,  and  coming  to  a  point  at  the  bottom  of  the 
coat.  There  was  a  narrow  inlaid  shawl  collar  of  mole 
satin  and  strappings  of  mole  satin  as  a  further  trim- 
ming. This  suit  was  also  shown  with  the  stripe  of  the  new 
rose  and  trimmings  to  match. 

A  dress  of  a  kind  of  linen  crash  in  the  natural  greyish 
shade,  had  a  panel  in  front  embroidered  in  pale  blue,  and 
with  motives  of  tinted  lace  set  in.  The  yoke  and  sleeves 
were  of  net  strapped  across,  with  bands  of  the  linen. 
Large,  round  ornaments  of  cotton  cord  were  placed  on 
the  bust,  and  at  the  back  of  the  dress,  and  these  were 
connected  with  hanging  cords  and  pendants. 

Eaton's  have  been  showing  a  number  of  lin- 
gerie dresses,  chiefly  in  white,  but  also  in  ceil,  rose  and 
helio.  All  of  these  have  a  panel  trimming  of  lace,  or 
tucked  material  in  front,  and  the  majority  have  the  high 
Spanish  flounce.  The  sleeves  are  long  and  of  the  Direc- 
toire  shape. 

This  firm  is  also  showing  jumper  suits  and  pinafore 
dresses  to  be  worn  with  a  waist.  As  yet  no  linen  coats 
or  tailored  suits  have  been  shown,  but  buyers  expect 
them  to  be  a  big  feature  when  the  season  opens. 


Jacob  Mayer,  of  the  wholesale  dry  goods  firm  of 
Fleischner,  Mayer  &  Co.,  of  Portland,  Ore.,  is  dead.  He 
was  the  oldest  and  best  known  Mason  on  the  Pacific  coast 
and  had  a  world-wide  reputation  in  the  Masonic  order. 
He  was  the  Pacific  coast  representative  of  the  Grand 
Lodge  of  England,  being  appointed  to  that  honorable 
position  by  King  Edward  when  the  King  was  the  Prince 
ot  Wales. 
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Our  Dresses  are   Right 

The  only  way  we  arrive  at 
this  conclusion,  is  by  the  way 
our  orders  are  coming  in. 

Our  line  in  general  hits  the 
mark  of  perfection. 

If  you  handle  Reliable  Gar- 
ments good  results  are  assured. 

See  our  line  and  you  will  be 
convinced. 

Visit  our  showroom  when  you 
are  in  town,  because  we  always 
have  something  new  to  interest 
you. 

The  Reliable  Silk  Waist 
Factory 

40  St.  Antoine  Street,   MONTREAL 

Our  mail  orders  are  promptly  attended  to  . 


Tasbion  Cuts 
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TO  OUR   READERS 

The  Review  uses  monthly  in 
its  reading  columns  late  fashion 
cuts  which  we  secure  from  the  old 
and   new  worlds. 

These  are  only  used  once  by 
us,  and  we  offer  these  cuts  to  our 
supporters  for  their  advertising 
work  at  the  following  low  rates  ; 

8  eentt  ptr  square  Inch  for  half-fonts 
4     zinc  itchlngs 

Only  the  originals  will  be  sold. 

When  ordering  please  mention 
page  and  month  of  the  Review  in 
which  the  cut  appeared. 


Address 


MONTREAL 
232  McGill  Street 


TORONTO 
10  Front  St.  East 


WE  are  showing  a 
full  range  of 
children's 
white  and  colored  dress- 
es from  six  months  to 
sixteen  years.  The 
catchy  styles  and  correct 
prices  are  worth  asking 
about,  and  a  w^ord  from 
you  brings  full  particu- 
lars w^ith  samples  right 
to  your  store.  We  would 
like  to  show^  you  a  few 
of  them. 


Children's 
Dresses 

Children's 
Rompers 

Misses'  Suits 

Bathing  Suits 


Home  &  Watts 

Limited 


Duncan  Street 


Toronto 
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Stylish  Frillings 

at  Popular  Prices 

9o68f  (a:  $2.25  per  doz.  yds. 

Double  Roll  Frilling  with  chiffon  on  top  of  Net 
ground. 

9o82f  (u  $2.25  per  doz.  yds. 

Double  Roll  Frilling,  two  rows  Crepe  Leisse. 

9061  f  @  $3.00  per  doz.  yds. 

Triple  Frilling  with  one  row  of  Net  between 
two  rows  of  Crepe  Leisse. 

9Q45f  @  $2.60  per  doz.  yds. 

Double  Maline  Frilling. 

9079f  (d  $2.75  per  doz.  yds. 

Double  Chiffon  Frilling  with  soft  wavy  ground, 
fan  effect  in  front,  corded  with  three  rows  of 
silk  threads. 

The  above  Hnes  may  be  had  in  any  color  combinations  desired. 

SANDERSON'S,   Limited 

66-68  Wellington  St.  W.  TorontO 


Fancy 
Parasols 


A  complete 

new  line  now 

in  the  hands  of 

our 

travellers 


Your  Inspection 
Invited 


THE  IRVING  UMBRELLA  CO. 

Limited 
Manufacturers 

79-83  Wellington  Street  East,  Toronto 


EASTER,  1909 

TRY  THIS   SEASON 

Pewny's  Kid  Gloves 


THIS    IS   THE   TRADE    MARK 


Greenshields  Limited 

MONTREAL 
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Latest  Ideas  in  Dress  Accessories 


THF]  trade  has  allowed  the  manufacturers  a  very 
short  breathing  spell  this  year,  and  in  most 
houses  the  holiday  ana  stock-taking  periods 
have  been  short.  Evidently,  neckwear  stocks 
have  been  well  cleaned  up,  for  the  early  days  of 
January  saw  many  buyers  in  town.  Travelers  on 
the  road  are  sending  in  good  orders,  and  numerous 
letter  orders  are  to  hand.  Good  business,  in  particular, 
is  coming  from  the  West. 

The  feature,  at  present,  is  the  early  call  for  wash 
neckwear,  from  the  popular  trade.  Usually  at  this  time 
of  the  year,  there  is  a  nice  business  in  dainty  neckwear 


4\t> 
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Novelty  Embroidery  Band  —  Shown   by  Elite  Stocks,  N.Y. 

of  this  class  in  the  classy  trade.  This  comes  largely 
from  those  who  go  south  in  the  Spring.  The  very  general 
acceptance  of  the  tailored  waist,  and  the  increasing  good 
taste  that  recognized  the  .appropriateness  of  wash  styles 
with  this  class  of  waist  accounts  for  this  early, call  for 
wash  lines. 

Retailers  can  help  their  trade  in  this  respect,  by 
showing  a  tailored  waist  or  two,  in  the  department,  on 
figures  wearing  the  newest  and  latest,  in  wash  neckwear. 
Displays  of  this  kind  not  only  attract  attention,  but 
have  an  educative  influence.  The  progressive  man  in  dry 
goods,  and  the  one  whe  makes  his  mark  in  the  trade,  is 
not  the  one  that  just  stocks  the  goods  asked  for  over  the 
counter.  If  the  merchant  makes  a  practise  of  showing 
goods  that  are  right,  he  gains  the  confidence  of  his  com- 
munity for  his  goods,  and  they  will  learn  to  rely  upon 
his  judgement  and   buy  what  he  shows. 

Hunting  stocks  are  good,  and  with  both  long  and 
moderate  ends.  White  leads,  though  there  is  as  well  a 
good  demand  for  stripes  and  colors.  A  new  feature  is 
the  combing  of  soutache  braiding  on  linen  or  cord  fabrics 
with  light  Valenciennes  lace  and  nets.  A  stock  illustrat- 
ed is  of  this  character,  and  shows  the  straight  effect  at 
the  bottom  of  the  collar,  that  is  the  new  shape.  Tucked 
nets  and  net  and  lace  collars  are  well  thought  of  for 
spring   selling. 

Ruchings  continue  to  be  a  great  feature  in  the  neck- 
wear line.  In  the  better  trade  the  new  high  straight 
ruchings  are  beginning  to  sell  best,  but.  the  popular 
trade  st  11  sticks  to  the  wide  fluffy  effects.  The.  new 
ruchings  are  made-  up  in  a  va,ried  range  of  transparent 
fabrics— chiffons,  nets,  tulles  and  malines,  crepelisse,  etc., 
an  being  freejy  used.  Laces  ■  are  also  pressed  into  .  ser- 
vice, and  laces  with'  a  tinted"  edge  are  seen. 


Though,  of  course,  white  sells  best,  colors  stand  high, 
lose,  ceil  and  tuscan  being  the  best  sellers.  Black  also 
sells  well.  Small  nailhead  spangles  on  lisse,  in  gold, 
silver  and  copper  is  a  novelty.  Tourist  ruchings  aie 
beginning  to  sell  particularly  in  the  wider  widths. 

Handsome  lines  of  neck  ruches  for  the  Easter  trade 
are  in  course  of  preparation.  Ruches  by  the  yard  are  al- 
ready on  the  road,  and  there  promises  to  be  a  great  run 
on  them  when  the  weather  moderates  sufficiently  to  allow 
furs  to  be  laid  aside. 

Most  houses  include  a  nice  line  of  jabots  in  the  sam- 
ple line.  Though  they  have  been  well  taken  up  by  the 
high  class  trade  for  the  past  two  or  three  seasons,  there 
has  been  little  doing  in  them  as  yet  for  popular  selling. 
There  is  more  promise  for  the  stiff  collar  this  spring,  and 
if  this  materializes  there  will  be  an  increased  selling  of 
jabots   and   little  fancy  bows. 

Among  the  newest  ideas  in  neckwear  are  the  little 
liows  and  jabots  of  Irish  crochet.  These  are  extremely 
dainty  and  retail  at  25  and  50  cents.  Gibson  collars  in 
Irish  crochet  are  arnong  the  new  spring  lines.  Some  of 
these  are  finished  with  the  bow  at  the  front,  others  have 
the  lace  jabot,  and  some  are  plain. 

An  attractive  line  is  made  of  tucked  net  combined 
with  Irish  crochet. 

Some  of  the  new  lines  of  Oriental  lace  collars  show 
a  wide  frill  at  the  bottom  and  a  narrower  frill  of  net 
at  the  top.  All  are  of  the  Gibson  variety,  the  most  of 
the  newer  ones  having  the  points  rounded  off  instead  of 
sharp. 


Veilings. 

A  big  net  season  is  indicated  in  the  coming  Spring. 
Not  only  are  white,  cream  and  ecru  and  black  nets  sell- 
ing, but  practically  all  the  leading  colors  will  have  to 
be  stocked.  Tinsel  nets  are  a  new  development  and  will 
be  used  for  yokes  and  trimmings,  as  well  as  for  millin- 
ery purposes. 

The  Russian  nets  still  keep  their  high  place  in  veil- 
ing lines.     This  net,   in  its  many   varieties,   has  been  one 


Neckwear. — Gibson  collars  in  Irish  crochet, 
finished  either  with  bow  or  jabot,  are  among  the 
new   Spring  lines. 

Ribbons. — Many  Parisian  hats  show  ribbon  ties 
in  double  satin  or  velvet.  There  is  a  decided 
fancy  for  ribbons  for  sashes  and  belts.  Quite  a 
wide  range  of  novelty  colors  is  shown. 

Veilings. — Russian  nets  seem  to  have  taken  a 
strong  hold  upon  favor,  blacks  being  most  in  re- 
quest, although  a  good  deal  of  taupe  is  called  for. 

Gloves. — There  is  certain  to  be  a  shortage  of 
goods  as  retailers  did  not  order  for  Spring  in 
large  volume.  While  long  gloves  are  selling  in 
good  quantities,  the  heavier  demand  is  for  wrist 
lengths. 

■  Laces  and  Trimmings.— Irish  effects  are  com- 
ing into  "extensive  use.  for  gowns,  lace  coats,- 
\vaists  and  sleeves.  Cluny  is  being  used  more  and 
more  for  tTinjmings.  Lace  medallions  are  return- 
ing" to  favor."    " 
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of  the  best-liked  meshes  ever  introduced.  It  is  not  only 
very  becoming,  but  it  is  one  of  the  best  wearing  veiling 
nets  ever  introduced.  The  sen-sen  efiects  have  also  done 
well  in  advance  selling. 

Novelties  may  be  expected  for  the  opening  of  the 
season,  one  of  which  will  be  the  Mecklin  net  with  a  large 
woven  spot.    'i;'his  is   a   light  and  pretty   veiling,   and  is 


Tucked   Allover   with   Colored    Embroidered    Band 
—  Shown   by   Rossbach   &   Nauman.    Plauen. 

expected  to  take  a  high  place  in  selling  lines  when  the 
season  opens. 

Tuxedos  and  hair-lines  are  shown  in  great  variety, 
and  in  many  new  effects.  The  tufted  spots  are  new,  but 
chenille,  as  usual,  is  the  best  liked  spot  effect.  Black  is 
\ery  strong  in  all  veiling  lines,  and  in  colors  taupe  and 
prunelle  have  been  good  sellers.  White  is  expected  to 
come  to  the  front  when  the  season  is  fully  opened,  and 
Magpie  effects  are  very  strong.  Blues,  browns  and  also 
the  new  fancy  shades  will  be  asked  for. 

The  success  of  this  department  depends  largely  upon 
its  location.  It  should  be  placed  in  a  prominent  posi- 
tion, and  the  goods  should  be  freely  shown.  For  every 
woman  that  goes  into  a  store,  for  the  express  purpose 
of  buying  a  veil,  there  are  ten  who  buy  because  they  see 
something  new  and  striking  displayed  on  the  counter.  A 
counter  glass  is  an  absolute  necessity,  as  few  women 
will   ever  buy   without  first  trying  the  eSect  of  the  net. 

Now  that  the  season  is  opening,  and  the  new  goods 
coming  in,  a  pretty  hat  should  be  borrowed  from  the 
millinery  section,  and  a  millinery  figure  also,  if  the  veil- 
ing department  does  not  possess  one.  This  should  be 
dressed  with  the  hat  and  veil  arranged  in  the  latest  man- 
ner. A  figure  used  in  this  way  should  sell  many  yards 
of  veiling  for   the  department. 

The  properly-draped  veil  shows  the  customer  the  ap- 
pearance of  the  veil  when  worn,  and  gives  a  far  better 
idea  of  the  effect  than  the  customer  can  get  from  merely 
holding  the  veil  before  her  face  at  a  mirror. 

A  saleslady  can  often  make  a  regular  customer  of 
an  occasional  one  by  giving  her  a  hint  as  to  the  popular 
arrangement  of  her  veil,  both  tor  style  and  ootofort,  for 


every  woman  is  not  able  to  tie  a  veil  properly.    This  is 
apt  to  be  remembered  when  another  veil  is  required. 

Veilings  are  not     the     easiest     merchandise   to   sell, 
therefore  intelligent  sales  people  are  a  necessity. 


•!• 


Embroideries. 

Many  retailers  take  advantage  of  the  white  goods 
sales  to  close  out  stocks  of  embroideries,  and  some 
stores  add  to  their  own  goods  job  lines,  making  an 
annual  feature  of  embroidery  sales.  In  this  way  they 
do  a  big  business,  which  materially  helps  to  keep  up  the 
store's  income  during  January.  As  these  goods,  though 
good  value,  are  not  novelties,  they  do  not  interfere  with 
the  sale  of  the  new  patterns  which  are  shown  in  the 
latter  part  of  February  or  the  beginning  of  March. 

As  the  season  opens,  the  position  of  embroideries 
grows  stronger,  as  every  fashion  indication  points  to  a 
great  vogue  for  the  coming  season.  Embroidered  fabrics 
such  as  lawns,  linens  and  batistes,  finished  up  the  Sum- 
mer season  of  1908  strongly  in  evidence.  In  all  fashion 
centres  during  the  late  Summer  gowns  made  of  eyelet- 
patterned  all-overs,  trimmed  with  strappings  of  linen, 
and  elaborate  separate  coats  fashioned  in  the  same  man- 
ner, were  much  worn,  and  though  the  majority  of  these 
gowns  were  white,  many  were  in  colors. 


Model  from  Lentherie,  Worn  by  Mademoiselle    de    Germont, 

Theatre  de  Capuclnes,  Illustrating  Ribbon  Treatment 

—  Shown  by  W.  H.  Barry.  Montreal. 


For  resort  wear,  handsome  one-piece  gowns  are  be- 
ing developed  in  embroidery  bandings,  flouncings,  and 
lace.  The  bandings  are  used  panel-wise,  from  the 
shoulder  to  about  the  knee,  and  the  deep  flounce  tucked 
at  the  top  ig  added  to  make  out  the  skirt.  The  long 
sleeves  are  developed  in  lace  and  embrtridery. 
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R.  D.  Fairbairn  Co.,  Limited 


Manufacturers 


No.  A  352 

Lawn  and  Lace 


$15.00  Gross  Frills 


SKIRTS 

We  make  a  specialty  of 
Fancy  Dress  Skirts,  showing 
the  newest  designs  in  Chiffon 
Panama,  Voile,  Stripe 
Panama  and  Venetians, 
etc.,  in 

Pleated  and 

Gored  Effects, 

trimmed  with  folds  of   si/k 
or  satin  and  buttons. 


We  are  showing  many  new  lines  in 
Frillings  for  Spring,  including  the  latest 
American  and  Parisian  ideas  in  Chiffons, 
Lisse,  M alines.  Lace  and  Net. 

Made  in  our  own  factory. 
Prompt  delivery. 


WAISTS 

Fancy  Lace, 

Tailored  Linen, 
Vestings, 

Lawn  and  Silk. 


Waist  shown  in  accompany- 
ing illustration  is  made  of 
Embroidered  Net,  trimmed 
with  bands  of  silk  and 
soutache  braid  over  silk  slip. 


F  672     $33.00  dozen 


Our  travellers  are  on  the  ground  with  a  full 
range  of  COLLARS  and  BELTS  for  the  Easter 
Trade.  Our  line  comprises  many  new  ideas  in 
Tailored  and   Gibson  Effects. 

Collar  illustrated  is  made  of  pique  and  lace, 
trimmed  with  soutache  braid. 


107  Simcoe  Street, 

HUGH  HENRY, 
204  St.  James  St.,  Montreal 


D208     $3.00  per  dozen 


Toronto 

J.  F.  McGACHIE. 
Vancouver 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Embroideries  witli  touches  of  color  are  making  their 
appearance.  The  colors  used  are  chiefly  soft  pastel 
shades.  There  is  never  any  great  run  on  these  colored 
goods,  but  there  is  more  promise  than  usual  for  them 
this   Spring.     For  one  reason,  the  colors  are  more  per- 


Novelty  Lace  Band;  Fine  and  Heavy  Mesh   Ground,   Dotted 
and  Over-Sewn  Pattern. 

manent  and  stand  the  washing  better  than  ever  before. 

The  new  embroideries  seen  so  far  are  mostly  in  com- 
bination of  eyelet  and  fine  French  work.  There  are  also 
some  bold  effective  spot  patterns  and  some  good  con- 
ventional effects  in  blind  work. 

The  fact  that  the  usual  orders  were  not  placed  in 
the  latter  part^of  1908,  and  that  buyers  who  came  into 
the  market  then  delayed  until  December  or  January,  is 
making  St.  Gall  busy.  New  business  is  coming  in  from 
day  to  day,  and  on  many  lines  later  delivery  is  being 
asked  for.  Prices  are  also  going  up,  and  the  discount 
rate  is  now  5  per  cent,  less  than  at  the  beginning  of 
the  year. 


Parasols  and  Umbrellas. 

Owing  to  the  rainy  days  being  few  and  far  between 
during  the  Fall  and  Winter,  the  usual  umbrella  stock 
has  been  hard  to'  get  rid  of  and  the   January  sales  have 


'"      '  H^P    ^     T     T    ^W 


Large  Mesh  Ground  Pattern  in  Braided  or  Over-Sewn 
Effect  — Shown  by  William  Weindler  &  Co.,  Plauen. 

seen  some,  attractive  prices.  This  has  reduced  the  stock 
held  considerably,  and  prospects  are  good  for  the  Spring 
trade. 


The  new  Directoire  handles  are  the  feature,  and  the 
trade  is  taking  very  kindly  to  these,  where  the  style  is 
not  too  pronounced.  Large  hats  are  expected  for  the 
Summer  season,  and  when  one  of  these  hats  is  worn 
a  longer  handle  on  both  umbrella  or  parasol  is  a 
necessity.  The  handles  of  the  Spring  umbrellas  are 
largely  in  these  long  effects,  and  are  developed  in  pearl 
and  gold,  gold  and  gunmetal,  gunmetal,  and  in  boxwood, 
and  lemon  wood. 

Though  parasol  lines  are  on  the  ro'ad,  and  the  usual 
assortment  of  Dresdens,  fancies,  and  plains  are  shown, 
it  is  as  yet  early  to  say  just  upon  what  lines  the  sea- 
son's trade  will  be  done.  Sample  orders  are  being 
placed,  and  it  is  expected  that  the  repeat  season  will 
be  a  good  one,  as  buyers  (all  expect  an  active  movement. 

Some  extreme  novelties  show  bright  colored  birds' 
heads  on  the  handles.  Little  vanity  boxes  are  also  con- 
cealed in  some  of  the  new  handles. 


Allover  Point  d'Esprit  Ground  with  Tucics  and   Embroidered 
Pattern  — Shown  by  Rossbach   &  Nauman,  Plauen. 


Lace. 

Sample  lines  for  the  Spring  and  Summer  season  are 
pretty  well  complete  now,  and  a  strong  novelty  season 
is  expected.  Following  on  the  Fall  success,  tucked  nets 
are  in  high  favor,  and  new  ideas  and  novelty  designs  on 
this  order  are  shown  in  great  variety.  Indeed,  it  may 
be  said  that  a  great  proportion  of  the  new  all-overs  are 
of  the  tucked  variety.  Clusters  of  tucks  with  the  space 
between  ornamented  with  a  pattern  in  wood  silk,  is  the 
leading  idea.  The  patterns  come  in  heavy  raised  effects, 
cniefly  on  the  spot  order,  and  darned-in  patterns.  ObU)r- 
ed  patterns  on  a  cream  or  ecru  ground  have  been  taken 
up  by  the  leading  buyers,  and  these  goods,  particulaily 
in  Oriental  colorings,  promise  to  be  much  used.  Shaded 
embroideries  done  on  net  of  the  same  color  and  with 
gold  or  silver  freely  introduced,  are  well  shown.  These 
goods  are  very  handsome,  and  as  the  price  is  not  ex- 
cessive, buyers  are  inclined  to  expect  that  they  will  sell 
well. 
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Besides  black  and  cream,  ivory  and  ecru  in  all-overs 
and  bandings,  all-overs  and  bandings  are  shown  in  the 
leading  colors.     A  new  idea  here  is  the  over-sewn  offott, 


Net  and  Irish  Pleated  Jabot  —  Shown 
by  Rhys  D.  Fairbairn  &  Co. 

giving  a  soutache  pattern  effect  to  the  net.  Fine  mesh 
nets  and  the  coarse  hexagon  mesh  are  both  used.  Esprit 
net  grounds  are  also  new.  Some  handsome  effects  in 
bands  and  flouncings  are  shown,  worked  up  in  tlie  line 
and  coarse  nets  outlined  with  the  oversewn  effect  men- 
tioned before. 


Ribbons. 

There  is  every  indication  that  ribbons  will  be  a 
strong  feature  for  the  Spring  trade.  They  will  be  used 
in  the  wide  widths  for  millinery  trimmings  to  a  great 
extent.  Many  Parisian  hats  show  ribbon  ties  of  double 
■  satin  or  velvet  ribbons.  There  is  a  decided  fancy  for 
ribbons  for  sashes  and  belts.  The  latter  are  in  most 
cases  fastened  with  a  bow  at  the  back  or  side.  Scares 
of  ribbon  are  popular,  and  ribbons  are  used  for  ties, 
waistcoats,  and  to  face  the  linings  of  coats. 

High  Directoire  collars  have  a  scarf  of  wide,  soft  rib- 
bon passed  under  them  and  tied  loosely  in  front. 

A  fashionable  variety  of  stock  is  made  of  black  or 
colored  ribbon,  topped  with  a  wide  ruching  and  tied  in  a 


New  Embroidered  Wash  Belt,'  Eyelet  Effect,  Button  Hole   Edge 
GM  and  Pearl  Buckle'-  Shown!by  Rhys  D.  Fairbairn  &  Co. 


bow   with     long-tasselled     ends.    Floral   decorations     for 
evening   wear  are  made  of  ribbon. 

Among  the  novelty  colors  shown  for  Spring  are  bois 
jolis,  araethyste,  vandique,  apricot,  Rouen  blue  and  pla- 


tine.  Among  the  staple  colors  moss,  navy  and  brown 
will  be  strong. 

Satin  ribbons  will  lead  in  popularity  and  there  is  a 
strong  feeling  for  failles.  Taffetas  arc  in  good  demand 
and  velvets  seem  likely  to  do  well. 

Prices  are  on  the  upward  tendency. 


Gloves. 

Without  a  doubt  this  month  will  witness  a  scramble 
for  goods,  and  buyers  who  have  delayed  placing  orders 
may  have  considerable  difficulty  in  getting  their  wants 
supplied.  There  is  certain  to  be  a  shortage  of  goods  in 
this  market,  for  even  though  importers  have,  to  a  cer- 
tain extent  anticipated  a  heavy  demand,  they  have  not 
felt  justified  in  assuming  all  the  risk,  and  retailers  did 
not  order  for  Spring  in  large  volume.  Importers  argue 
that  the  retailer  should  take  at  least  a  share  of  the 
risk  and  place  better  orders  than  they  have  done. 


Hunting  Stock  in  White  Mercerized  —  Shown 
by  Rhys  D.  Fairbairn  &  Co. 

Glove  buying  seems  to  be  going  on  with  less  uncer- 
tainty as  to  lengths.  The  long  kid  glove  is  selling  in 
good  quantities,  but  the  heavier  demand  is  for  the  wrist 
lengths.  In  fabric  gloves  for  Summer  wear  the  sales  of 
long  gloves  are  surprisingly  large.  A  certain  Ottawa 
firm  recently  ordered  600  dozens  of  pairs  of  fabric  gloves 
of  which  half  were  long.  This  seems  to  indicate  that 
glove  buyers  place  some  faith  in  the  three-quarter 
sleeve  for  Summer  wear. 

Sales  of  Ringwood  gloves  have  decreased  remarkably 
during  this  buying  season,  but  this  decrease  has  been 
offset  by  a  corresponding  increase  in  the  sale  of  leather 
and  lined  gloves. 

Imitation  baby  Irish  in  all-overs,  edgings  and  band- 
ings are  called  for.  High  class  waist  houses  are  making 
waists  of  this  lace,  and  are  using  the  bandings,  etc.,  for 
trimming  purposes. 

There  is  a  big  demand  for  torchons  and  clunys,  and 
in  these  laces,   particularly  in   the  close  imitations    of 
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the  real  lace,  early  deliveries  are  impossible.  Valen- 
ciennes laces  are  selling  freely,  and  as  usual  this  will  be 
a  leading-  Summer  lace.  Ball  and  pendent  effects  are 
among  the  newest  ideas  in  trimming  laces.  Oriental 
all-overs,   insertions   and   edgings   are  fashionable. 

Blouse  fronts  in  Oriental  lace  are  selling  well.  Im- 
porters are  showing  some  very  handsome  designs  in  lace 
medallions,   in   imitation   Irish   crochet. 

Metal  effects  are  the  novelty,  and  these  are  being 
taken  up  fairly  well  by  the  high  class  trade. 


Old  Fur  Trader  Retires. 

George  McKenzic,  who  entered  the  service  of  the 
Hudson's  Bay  Company  in  1856  and  is  one  of  the  com- 
niiss  oned  officers  of  the  old  regime,  of  whom  less  than 
two  .score  are  now  alive,  has  retired,  and  is  now  residing 
in  Victoria,  B.C.  Mr.  McKcn/ie  was  born  at  New  Bruns- 
wick House,  Lake  Missanabic,  in  ]'810,  and  entered  the 
service  of  the  Hudson's  Bay  Company  in  1856,  at  the 
age  of  sixteen,  at  Grand  River.  In  1862  he  was  promot- 
ed to  the  rank  of  post  manager  and  was  stationed  at 
.Sageunay.  In  1876  he  was  made  a  commissioned  officer 
and  held  appointments  at  various  places  in  eastern  and 
northern  Quebec,  and  in  Ontario  in  the  Lake  Huron  dis- 
trict. Retiring  from  the  service  in  1879,  Mr.  McKenzie 
took  up  his  residence  at  Picton,  Ont.,  where  he  lived  un- 
til 1881,  when  he  took  the  western  land  fever  and  went 
to  Winnipeg,  and  purchased  a  large  farm  near  Headingly, 
which  he  operated  until  1893,  when  he  re-entered  the  ser- 
vice of  the  H.  B.  Company  with  a  post  in  Quebec.  His 
last  position  was  in  the  James  Bay  district,  formerly 
known  as  the.  southern  department,  nf  which  he  was  the 
officer  in  charge.  This  appointment  he  received  in  1901, 
and  held  it  until  about  a  year  ago. 

Mr.  McKenzie  was  one  of  the  most  successful  traders 
in  the  company's  service,  and  was  highly  thought  of  by 
the  chief  officials  of  the  great  corporation.  He  is  one  of 
the  best  posted  men  in  Canada  regarding  northern  Que- 
bec, the  Ungava  district  and  the  country  between  Lake 
Superior  and  Hudson's  Bay.  Mr.  McKcnzie's  Winnipeg 
friends  greatly  regret  his  decision  to  make  his  future 
home  in  Victoria,  having  hoped  that  he  would  join  the 
old-timers'  colony  in  the  neighborhood  of  the  Prairie 
capital. 


Sound  Sense  for  Manufacturers  and 
Wholesalers. 

"Many  and  many  the  thousand-dollar  note  goes  into 
general  advertising  of  high  quality,  intelligent  appeal, 
carefully  chosen  mediums  and  vigorous  follow-up  among 
customers;  only  to  fall  off  lamentably  when  it  comes 
to^  coaching  the  retail  dealers  who  are  the  middlemen 
b,^tyeen  advertising  and  actual  sales. 
,.,,,  /'Retail  merchants  are  pretty  much  like  other  hu- 
man beings. 

"They  have  sympathies,  feelings,  warm  blood,  am- 
bitions. 

=■"  "They  want  to  make  money,  and  therefore  it  is 
pleasant  and  pertinent  for  the  manufacturer  to  dwell 
pointedly  upon  their  profits.  Show  the  retailer  how 
much  he  can  make  on  each  sale,  and  suggest  ways  for 
bringing  sales  to  a  successful  termination. 

"The  idea  in  enlisting  the  retailer  is  not  to  send 
him  a  warning  to  get  off  the  track,  but  to  impress  upon 
him  that  the  manufacturer's  expenditure  for  general  ad- 
vertising is  a  sort  of  trust-fund  enterprise  in  which    he 


gets  as  much  benefit.  Partnership — that's  the  idea. 
Impress  it  upon  him.  Don't  treat  him  as  a  silent  part- 
ner, or  a  minority  stock  holder  in  the  campaign,  but 
show  him  everything  that  is  being  done — top,  bottom, 
sides  and  insides  of  the  box.  Let  him  know  that  he  has 
a   vote.    Invite  his   suggestions. 

"Let  the  dealer  come  into  the  main  tent. 

"Don't  regard  him  as  the  concert  after  the  big 
show." — Printers'  Ink. 

Romance  —  Wedding  —  Monster  Cake. 

Charles  P.  McColm,  of  Muscatine,  Iowa,  the  son  of 
a  multimillionaire  button  manufacturer,  and  Miss 
Aileen  Davies,  daughter  of  W.  R.  Davies  of  the  Customs 
Department,  Hamilton,  were  wedded  recently.  Thus 
ended  a  romance  which  had  its  beginning  less  than  a 
year  ago  when  the  American  bachelor  met  Miss  Davies 
in  a  .lapanese  flower  booth  at  a  society  function  in 
Hamilton.  It  was  called  the  "P''east  of  Blossoms,"  and 
was  given  by  the  Daughters  of  the  Empire. 

The  wedding  on  Jan.  27th  was  one  of  the  season's 
most  brilliant  social  events.  There  were  600  guests. 
The  cake  weighed  400  pounds  and  was  over  five  feet 
high  with  a  five  foot  base.  All  of  the  fruit  used  was 
soaked  for  days  in  liquor.  Some  of  the  chief  ingedients 
of  the  cake  include  90  pounds  of  sugar,  900  eggs,  60 
pounds  of  butter,  90  pounds  of  currants,  60  pounds  of 
raisins,  62  pounds  of  citron,  37  pounds  of  chopped  al- 
monds, 120  pounds  of  flour,  1^  pounds  of  spice,  15  quarts 
of  Cognac,  and   15  quarts  of  Sherry  wine. 


J  Prndhomme,   Montreal,  tailor,   damaged  by  fire,  in- 
sured. 


It  is  a 


FoAvnes 


That  is  all  you  require 
to  know  about  a  glove 

Fall  1909  samples  now 
being  shown  by  our 
travellers.      :      :      :      : 


Fownes  Bros.  &  Co, 

Coristine  Building 
Montreal 
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Drygoodsmen  Make  Out  Strong  Plea  for  Local  Option 

No  Grave  Apprehension  in  Bowmanville  Over  the  Enforcement  of  the 
By-Law  —  Figures  That  Look  Good  —  Town  Does  Not  Stand  to  Lose 
Great  Deal   to    Neighboring  Places  —  Funds  Guaranteed  for  New  Hotel. 


BOWMANVILLE  is  now  a  local  option  town  or 
rather  will  be  after  May  1st,  when  the  measure 
endorsed  by  the  people    at     the     last    municipal 

—  elections  becomes  law.  The  local  option  ticket 
practically  made  a  clean  sweep  of  it  at  the  polls, 
and  drygoodsmen  were  in  the  thick  of  the  fight. 
One  of  them,  J.  J.  Mason,  was  elected  Mayor,  and  another, 
J.  H.  Cryderman,  of  Couch,  Johnston  &  Cryderman, 
is  a  member  of  the  Council.  In  this  connection 
it  is  fitting  to  mention  that  W.  B.  Couch,  of 
the  same  firm,  is  chairman  of  the  High  School  affairs. 
Drygoodsmen,  therefore,  are  taking  a  prominent  part  in 
Bowmanville 's  civic  affairs. 

"Are  the  merchants  of  Bowmanville  in  a  position,  as 
yet,  to  say  what  effect  local  option  is  going  to  have  on  the 


money  will  be  diverted  in  the  direction  of  savings  ac- 
counts, and  undoubtedly  many  people  will  'be  in  a  better 
position  as  shoppers." 

The  drygoodsmen  appear  united  in  the  opinion  that 
Bowmanville  does  not  stand  to  lose  a  great  deal  to  neigh- 
boring towns  as  the  result  of  local  option.  The  farming 
community,  from  whom  the  merchants  draw  a  large  trade, 
is,  on  the  whole,  very  well-to-do,  and  the  fact  that  it  is, 
generally  speaking,  backboned  by  thrift  and  directed  by 
sound  appreciation  of  the  fruits  of  industry,  would  seem 
to  require  a  better  excuse  for  shopping  and  marketing 
elsewhere  than  the  abolition  of  the  bar.  The  agricultural- 
ists are  the  people  who  in  most  cases  are  regarded  as 
being  more  directly  affected  by  the  conditions  enforced. 


Bowmanville  Drygoodsmen  Honored   by   Election  to  Municipal  Positions 


W.    B.    COUCH 
Chairman  Bowmanville  High  School  Board. 


J.   J.   MASON 
Mayor  of  Bowmanville. 


J.    H.    CRYDERMAN 
Member  of  Bowmanville  Council. 


business    of    the    town?"    was    the    question    which    The 
Review  asked  of  Mr.  Couch. 

"Let  me  answer  that  question  by  giving  you  a  few 
figures,"  said  he,  "and  then  you  may  judge  for  yourself. 
From  the  three  hotels  here,  the  town  receives  something 
like  $300  out  of  the  licenses.  Against  that  it  is  figured  that 
the  annual  receipts  of  the  houses  from  every  source 
amount  to  about  $45,000.  One-third  of  that,  it  is  claimed, 
represents  the  income  from  ordinary  accommodation, 
while  the  remainder,  or  $30,000,  goes  to  the  beverage  de- 
partment. Does  it  not  strike  you  that  the  amount  might 
be  placed  with  better  advantage  to  the  individual  and  to 
the  community?  So  far  as  business  is  concerned,  I  can- 
not see  where  it  will  Suffer.     A  co'nsiiJerable  amo"unt  of 


and  sometimes  as  the  first  to  discriminate  against  the 
towns  affected.  In  this  case,  however,  there  is  no  great 
apprehension. 

Should  the  hotelkeepers  boycott  the  town  in  the  matter 
of  accommodation,  the  merchants  will  he  prepared.  Al- 
ready a  sufficient  sum  has  been  guaranteed  among  them- 
selves to  equip  a  hotel,  and  to  provide  it  with  all  of  the 
facilities  of  an  up-to-date  hostelry  minus  the  bar.  In 
view  of  the  enforcement  of  local  option,  hotel  rates  in 
Bowmanville  are  already  beginning  to  show  an  inclination 
to  advance,  one  of  the  items  which  stick  out  prominently 
in  the  complaints  of  travelers  being  a  charge  of  $1  for 
sample  rdom. 


io8 
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Canadian  Business  Changes 


Ontario. 

R.   Simpson,  Berlin,   dry  goods;   assigned. 

A.   Greenbeig,  Toronto,   clothing;   assigned. 

Ed.  Lock  &  Co.,  Toronto,  tailors;   assigned. 

S.   T.  Morgan,  Doncaster,   dry  goods;   assigned. 

Mrs.  E.  Hunter,  Mountain,  millinery;  burnt  out. 

Mrs.    J.   C.   Ludwig,  London,  millinery;   assigned. 

Sarah   E.   Wilkins,  Hamilton,   clothing;    assigned. 

Metropolitan  Skirt  &   Suit  Co.,  London;  assigned. 

C.  H.  Forster,  Toronto,  men's  furnisher;  assigned. 

Mary   S.   Abbott,   Coldwater,   millinery;   loss  by   fire. 

Max  Asler,   Bracebridge,   general   store;   loss  by   Sre. 

G.    Goulet   &   Co.,   Hawkesbury,   tailors;   assets   sold. 

W.   F.   Fortune,    Port  Arthur,   clothing;   loss  by   fire. 

John  Carruthers,  Bracebridge,  general  store;  loss  by 
fire. 

A.  T.  Gilchrist,  Niagara  Falls  South,  tailor;  as- 
signed. 

Miller,  Cossman  &  Co.,  Brockville,  clothing;  as- 
signed. 

J.  M.  Assaly,  Hawkesbury,  fancy  goods  and  notions; 
deceased. 

Henderson  Bros.,  Port  Arthur,  clothing;  damaged 
by  water. 

Margaret  J.  MacCammond,  Seaforth,  fancy  goods; 
assigned. 

Theodore  Masse,  Chatham,  clothing  and  men's  fur- 
nisher; assigned. 

Toronto  Tenting  &  Awning  Co.;  amalgamated  with 
Tobins,  Limited. 

W.  H.  Hardy,  Port  Arthur,  clothing  and  men's  fur- 
nishings;  deceased. 

Mclntyre  &  Campbell,  Cornwall,  dry  goods;  John 
Mclntyre  deceased. 

T.  H.  Morton,  Little  Britain,  general  store;  suc- 
ceeded by  M.  L.  Tremear. 

Eraser,  McMillan  &  Co.,  London,  W.,  hats  and  furs; 
succeeded  by  McMillan,  Calder  &  Co. 

Geddes  Bros.,  Strathroy,  dry  goods;  dissolved,  Wm. 
Geddes  continuing  at  Strathroy  and  James  R.  at 
Sarnia,  Ont. 

Brickenden,  McCrimmon  &  Nelson,  London,  W.,  fancy 
goods;  dissolved  partnership,  Brickenden  and  McCrim- 
mon continuing  business. 


Quebec. 

Nesbitt   Jobin,  Montreal,   hats;   assigned. 
Henri  Dubois,  Montreal,  clothing;  assigned. 
Bruneau  &  Cie,  Quebec,  furriers;   stock  sold. 
J.  C.   Lamy,  Montreal,   dry  goods;  assigned. 
D.    Lauzon,   Breboeuf,   general   store;    assigned. 
British  Canadian  Fur  Co.,  Montreal;   dissolved. 
A.'  P.   Galipeau;  Farnham,  dry  goods;   assigned. 
C*  H'.   Greenspan,   Montreal,   clothing;  assigned. 
N.  Rosen  &  Co.,  Montreal,  costumes;  assigned. 


Louis  A.  Coderre,  Sherbrooke,  clothing;  assigned. 
Napoleon  Boivin,  Breboeuf,  general  store;  assigned. 
F.  J.  Coderre,  Sherbrooke,  hats,  furs,  etc.;  assigned. 
A.  Tremblay,  Montreal,  men's  furnishings;  assigned. 
A.  .Jacob  &  Fils,  St.  Tite,  general  store;  assets  sold. 
Haskel  Krezmer,   Chambly  Canton,   clothing;   assign- 


ed. 

Chas.  Gaouette,  Kingsbury,  general  store;  assets 
sold. 

Bernstein,  Goldman  &  Co.,  Montreal,  furriers;  regis- 
tered. 

Beaudein  &  Frere,  Thetford  Mines,  tailors;  regis- 
tered. 

Bilodeau  &  Goulet,  Black  Lake,  general  store;  regis- 
tered. 

J.  Bourdeau  &  Son,  Montreal,  hats  and  furs;  dis- 
solved. 

D.  Mercure,  Montreal,  dry  goods;  succeeded  by  Ar- 
thur   Geoffrion. 

Wheeler,  Allardice  &  Co.,  Montreal,  clothing  manu- 
facturers;  assigned. 

G.  A.  Boisey,  Montreal,  dry  goods;  assigned  to 
Chartrand   &   Turgeon. 

Hermann  H.  Wolff  &  Co.,  Montreal,  wholesale  dry 
goods;  style  now  John  Wolff  &  Co. 


The  East. 

Isaac  Bell,  Dartmouth,   N.S.,   dry  goods;   deceased. 

J.    Sayre,   Amherst,   N.S.,   dry  goods,   clothing,   etc.; 
out  of  business. 

Miller,   Cossman   &   Co.,   North   Sydney,   N.S.,   cloth- 
ing and  men's  furnishings;   assigned. 

J.  &  M.  Murphy,  Halifax,  W.,  dry  goods  and  millin- 
ery; succeeded  by  J.  &  M.  Murphy,  Ltd. 

Burchell  &  Gillis,  Dominion  No  6,  N.S.,  ge:!eral  store, 
D.  M.  Burchell,  assigned  and  dissolved. 


The  West. 

Rose   Tufft,    Saskatoon,    Sask.,   millinery;    assigned. 

L.  A.  Tomote,  Buchanan,   Sask.,  general  store;  sold. 

Miss   Dow,    Red    Deer,    Alberta,    millinery;     loss     by 
fire. 

J.  N.  Hammond,  Fruitvale,  B.C.,  general  store;  loss 
by  fire. 

J.  E.  Porter  &  Son,  Andover,  B.C.,  general  store,  loss 
by  fire. 

S.    Fridsteinson,    Icelandic    River,    Man.;    closed      up 
business. 

J.   N.    Stinson,   Brandon,   general   store,    succeeded   ty. 
A.  A.  Dodderidge. 

■  A.  A.  Barber,  Nakomis,   Sask.,  general   store,,  sold  to 
Nafcomis  Mercantile- Co;  .  . 

'  ■  Keyfitz;- Wolfson  Go.,  Hasket,  men's  furnishings,  suC' 
ceeded- by  E.  Wolfsoo.  _    . 
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Brief  Talks  on  Good  Advertising 


IF   you   were   writing  trade-letters   to  one  person   you 
would   make     those     letters  conform    in   length   and 
style   to   your   impression   of    that   person's   circum- 
stances,  calling,   and   general   disposition. 
You  would  write  letters  altogether  different — for    in- 
stance,  to  an    interested  woman   and   to   a  busy  and     in- 
different man. 

The  very  best  you  could  do  would  be  to  group  your 
readers  in  general  classes,  governed  by  like  conditions, 
duties  and  general  environment. 

You  would  not  address  an  assemblage  of  miners  with 
the  same  arguments,  figures  of  speech  and  general  treat- 
ment which  you  would  lay  before  an  audience  of  lawyers 
— not  if  you  were  after  the  best  possible  results. 

Why,  then,  should  you  tell  your  advertising  story  in 
the  same  way  throughout  a  score  of  mediums  ? 

Several  of  these  mediums  go  to  the  same  person.  In 
that  case  you  are  merely  repeating  ;  paying  for  space  in 
several  publications  to  tell  your  reader  the  same  thing 
several   times   in   the  same  way. 

Again,  some  of  these  periodicals  are  "specials."  You 
can  reach  a  certain  class  of  readers  only  through  them. 
Why  then  should  you  tell  your  story  to  them  just  as  you 
have  presented  it  to  totally  different  readers  ?  Tliey  luy 
this  publication  because  it  appeals  very  closely  to  them. 
It  is  built  and  maintained  their  way.  Then  why  not 
write   your   advertisement   that   way  ? 

Here's  an  open  avenue — the  best  possible  avenue — to 
the  convictions  and  sensibilities  of  the  particular  readers 
of  this  publication.  Why  not  take  it  ?  If  you  don't,  you 
will  either  talk  over  or  under  the  heads  of  this  class  of 
readers  and  purchasers. 

You  go  after  them  by  selecting  the  paper  which  they 
read,  but  instead  of  going  to  them — to  their  own  hearth- 
stone— you  drift  off  at  a  tangent  and  shout  in  the  air. 
The  greatest  value  a  good  medium  can  give  you  as  an 
.  advertiser  is  the  force  of  personal  representation.  It 
gives  you  in  every  home  it  enters  a  part  of  its  own  wel- 
come. Is  it  not  reasonable,  then,  that  you  should  talk 
the  way  your  publication  talks  ? 

Specialization  of  copy  is  one  of  the  pressing  needs  in 
modern  advertising.  It  is  demanded  both  by  the  develop- 
ment of  the  periodical  press  and  by  the  exactions  of 
present-day  advertising. 

Take  first  the  development  of  the  press. 
Specialization  is  most   noticeable  perhaps  among   the 
daily  newspapers.  In  the  great  cities  and  in  many  smaller 
ones  the  lines  are  quite  sharply  drawn.    There  are  papers 
for  the  masses  and  for  the  classes. 

All  dailies  cannot  be  so  sharply  divided,  but  most  of 
them  can. 

Many  are  written  editorially,  and  column  by  column 
— illustrated,  too,  perhaps — to  coincide  closely  with  the 
temperament  and  philosophy  of  their  readers.  And  their 
strength  lies  in  this  specialization  of  field — not  alone  for 
their  publishers,  but  for  the  advertiser  as  well.  You 
cannot  reach  these  people  quite  so  surely  or  so  effectively 
as  through  the  papers  they  read  thoroughly  and  believe 
in. 

But  by  all  means  go  after  them  the  way  the  paper 
does.  Make  them  read  your  advertisement  for  the  same 
reason  that  they  buy  and  read  the  paper  every  day,  year 
in  and  out. 

It  is  difficult  for  a  paper  to  appeal  successfully  to 
both  men  and  women.    And  here  at  once  are  two  utterly 


different  classes  for  the  advertiser.  He  cannot  approach 
each   in  the  same  way. 

The  advertisement  which  convinces  a  woman  will 
generally  make  a  man  yawn  or  grow  disgusted. 

A  woman  looks  for  and  expects  a  thorough-going  dis- 
sertation upon  the  article  exploited.  She  will  not  pur- 
chase until  you  get  her  confidence,  and  you  can't  get 
her  confidence  until  you  have  told  her  all  about  the  pro- 
duct. 

She  is  bargain-wise  and  suspicious.  She  expects  a 
complete  anticipation  of  her  many  inquiries,  and  she 
won't  decide  until  she  gets  them.  You  may  have  to 
reiterate,  for  she  often  asks  the  same  questions  twice  ; 
but  you  must  tell  it  all   and  tell   it  plainly. 

It  has  been  shown  by  investigation  that  women  answer 
advertisements  for  two  main  reasons  ;  first,  because  the 
advertisement  compelled  their  confidence,  and,  secondly, 
because  it  made  it  very  plain  and  easy  to  buy  the  arti- 
cle advertised.  Here  are  two  important  facts  which  the 
general  advertiser  cannot  afford  to  overlook. 


Great    January    Clearance    and 
WHITE   SALE 


A  Uniformity  of  Type  Display  Would  Have  Increased 
the  Effectiveness  of  this  Ad. 

Of  course  this  discussion,  like  almost  any  other  view- 
point in  advertising,  reverts  to  the  general  truth  that, 
it  all  depends  upon  the  article  advertised.  But  it  will 
be  found  by  casual  investigation  that  almost  every  ad- 
vcrtisable  product  demands  specialization  of  copy  to  fit 
the  medium. 

This  plan,  again,  calls  for  greater  expense,  in  the 
way  of  plates  and  preparation  of  copy  and  illustrative 
matter.  But  this,  I  believe,  will  be  found  a  most  econ- 
omical expense. 

The  printed  word  is  a  very  costly  thing— although, 
generally  speaking,  the  more  costly  it  is,  the  more  econ- 
omical it  is  found  to  be.  In  any  event,  however,  publi- 
city is  expensive  and  every  ounce  of  it  must  be  utilized 
for  all  it  is  worth— must  be  squeezed  to  the*  last  drop. 

Advertising  is  made  closely  co-operative  with  actual 
selling  work.  It  has  been  made  and  is  regarded  as  a  big 
and  most  practical  selling  factor.    It  is  no  longer  looked 


no 


G.OO.D    A.DVERTISING 


Dry  Goods  Review 


upon  as  a  flag  to  be  nailed  upon  the  top  of  a  factory 
and  left  fluttering  while  the  real  selling  eEort  is  i^oing 
on  under  the  roof. 

Inside  follow-up  work  is  doing  this,  but  its  founda- 
tion is  all  created  by  publicity.  You  must  make  your 
publicity  produce  the  best  possible  results,  if  your  follow- 
up  work  is  to  make  the  best  possible  sales. 

Your  advertisements  will  pull  according,  to  the  close- 
ness with  which  they  reach  the  reader.  And  it  is  evident 
that  the  extra  cost  of  plates  and  preparation  will  count 
little  in  view  of  the  added  returns  of  specialized  copy. 

Many  mediums  to-day  grade  their  advertising  values 
by  the  "purchasing  power"  of  their  readers.  They  pre- 
sent their  claims  to  the  advertiser  upon  this  basis. 

This  term— "purchasing  power" — is  so  commonly  used 
that  its  real  significance  is  overlooked.  As  a  matter  of 
fact  the  advertiser  isn't  greatly  interested  in  the  power 
to  purchase.  The  real  act  of  purchasing  isn't  generally 
governed  by   the  power   to   purchase.    The  very   wealthy 


YOUR  $  WELL  BUY  2  AND  3  TIMK  AS  MUCH  AS  EVER  BEFORE 
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*/  3S  Ccju  Soft  of  flvetKd 
Undenwear  ami  Cashmen 
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Out  DoUar  Specials 
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Dr^ss  Gooes  at  Untieara  of  Prices 
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With  the  Introduction  of  a  Few  Illustrations  this  Would  Have 
Been  Hard  to  Beat.    Standing  as  it  is,  the  Ad.  is  a  Good  One. 

are  the  average  advertisers'  poorest  patrons.  So,  too, 
are  the  so-called  "classes."  He  must  depend  most  great- 
ly upon  the  great  middle  classes  for  the  sale  of  his  pro- 
duct. 

"Purchasing  power"  cuts  very  little  figure  in  the 
matter.  Purchasing  disposition,  purchasing  responsibility, 
purchasing  necessity,]  purchasing  ease  are  the  real  factors. 

The  ad-writer  of  Glanville's,  Calgary,  Alta.,  sends 
us  a  copy  of  full  page  ad.  which  appeared  in  the  Daily 
News  of  that  city,  announcing  a  clean  sweep  sale.  He 
says  '  it  proved  a  great  success,  as  a  money-bringer," 
which  is  the  best  test  of  an  ad's  excellence.  We're  not 
surprised  at  that,  because  it  is  a  good  sample  of  adver- 
tising, from  a  typographical  standpoint  slightly  top- 
heavy  possibly,  but  it  is  a  serious  attempt  to  tell  the 
people  of)  Calgary  that  Glanvilles  are  prepared  to  make 
some  sacrifices  to  get  their  business  during  January.  And 
it  has  a  convincing  tone  about  it.  The  line  which  states 
that     "Thousands     of     dollars  worth  of  seasonable  mer- 


chandise is  to  be  cleared  regardless  of  price,"  seems 
pretty  strong,  and  is  not  exactly  a  new  phrase  in  ad. 
writing.  Iti  belongs,  though,  more  to  type  of  advertising 
which  has  now  come  to  be  looked  upon  as  representing 
the  best.  No  doubt  the  writer  of  that  ad.  could  have 
hit ;  upon  a  phrase  which  would  have  been  a  little  more 
original   and  equally  as   convincing. 

The  lower  half  of  the  page  could  have  been  made  irore 
readable  and  the  general  eflect  improved  had  some  illus- 
trations been  introduced  and  the  solid  panels  broken  up. 
This  would,  of  course,  have  necessitated  the  omission  of 
some  of  the  items,  and  this  would  not  have  been  at  all 
undesirable.  In  his  anxiety  to  let  the  good  people  know 
the  bargains  awaiting  them  he  crowded  too  much  into 
the  page.  We  repeat,  however,  it  is  a  mighty  good  ad. 
and  since  it  brought  the  business  in  satisfactory  volume, 
any  severe  criticism  must  be  discounted  in  the  face  of 
that  fact.  Would  it  have  brought  more  if  the  improve- 
ments suggested  here  had  been  made  when  the  ad.  was 
drafted  ? 

The  ad.  of  Crowell's,  Sydney,  C.B.,  occupying  five 
columns,  half  page  deep  in  the  Record,  has  a  number  of 
good  points,  and  some  not  so  good.  We  would  not  call 
it  a  particularly  egective  ad.,  the  printer  having  failed 
to  make  the  best  use  of  the  material  supplied.  It  does 
not  bear  evidence  of  special  care  in  its  composition,  one 
of  the  faults  being  a  lack  of  uniformity  in  typographical 
display.  The  sub-heads  in  the  panel  at  the  left  are  hand 
set  in  black,  while  in  that  at  the  right  ordinary  machine 
caps  are  used.  Then  in  the  body  of  the  ad.  some  por- 
tions are  machine  set  and  others  by  hand,  and  the  dif- 
ferent type  faces  does  not  tend  to  improve  the  effect. 
The  descriptions  of  the  whitewear  specials  on  sale  are 
good,  and  no  doubt  brought  good  results  ;  the  woman 
who  was  interested  could  obtain  from  these  descriptions 
a  fairly  accurate  idea  of  the  character  of  the  goods. 
Successful  retail  advertisers  are  those  who  have  most 
fully  solved  this  problem  of  presenting  a  word  picture  of 
the  goods,  making  them  so  real  that  the  woman  reading 
the  ad.  sees  the  articles — and  wants  to  possess  them. 

The  advertisement  of  W.  E.  Hooker  &  Son  repro- 
duced in  this  department,  was  not  a  newspaper  ad. 
Scotland  is  a  town  of  a  few  hundred  inhabitants  and 
circulars  form  the  means  by  which  this  firm  announced 
to  their  friends  the  bargains  which  await  them  at  their 
store.  The  writer  of  this  ad.  assures  the  Review  that 
it  proved  a  great  success — judged  by  results,  which  are 
the  best  test  of  an  advertisement's  value.  We  believe 
that  an  improvement  could  have  been  made  in  the  com- 
position of  the  ad.  reproduced.  "Hooker  &  Son's  In- 
ventory Sale,"  is  not  a  particularly  strong  line  with 
which  to  introduce  the  talk.  Farther  on  Mr.  Hooker 
says,  "Come  and  see  how  much  a  little  money  will 
buy."  Why  not  start  o5  with  that  invitation  ?  It 
would  have  at  -once  suggested  to  the  reader  some  benefit 
which  might  come  to  her.  An  advertiser  should  always 
remember  that  it's  the  things  which  seem  to  promise  some 
profit  or  advantage  to  the  reader  that  he  or  she  is  most 
interested  in.  To  Hooker  &  Son,  the  thing  of  greatest 
interest  was  the  "Inventory  Sale,"  but  to  the  women 
not  particularly  interested  in  the  welfare  of  that  firm, 
something  which  will  help  her  to  make  a  dollar  go  the 
farthest  will  claim  her  attention  first.  Arguing  from 
the  same  premises  the  last  sentence  before  the  name  at 
the  bottom  is  a  mistake.  It  suggests  that  by  buying 
at  Hooker's  the  reader  will  be  helping  that  firm  to  ac- 
complish something  they  are  aiming  at,  making  it  "a 
bumper  month"— for  Hooker  &  Son.  Make  your  appeal 
for  business  from  the  other  standpoint  ;  benefit  to  the 
buyer.  If  you  can  convince  the  people  that  you  have 
bargains   waiting  for  them  you  will  have  a  satisfactory 
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volume  of  sales,  but  don't  ask  people  to  help  you  out. 
We  are  quite  ready  to  believe  that  this  ad.  brought  bus- 
iness, and  good  business,  and  while  it  might  not  have 
pulled  any  better  if  it  had  been  written  as  we  would 
suggest  it,  we  think  that  it  would  have  improved  it. 
Very  few  things  are  ever  done  upon  which  an  improve- 
ment could  not  have  been  made  ;  someone  might  be  able 
even  to  improve  this  criticism,  which,  we  may  repeat, 
is  made  with  an  honest  effort  to  suggest  means  by 
which  dry  goods  advertising  may  be  made  more  effective, 
and  not  merely  for  the  sake  of  pulling  things  to  pieces. 


Interesting  Extracts  and  Ideas. 

There  is  no  halt  in  this  store's  schedule — we  are  off 
again  to-day  on  a  new  campaign  and  prepared  to  serve 
you  as  well  as  we  did  through  the  holiday. — John  White 
Co.,  Woodstock. 

"Cairns  needs  money— needs  a  lot  of  it,  and  needs  it 
now.  Cairns  is  going  to  turn  half  his  stock  into  cash 
at  once.  Cairns  oBers  anything  and  everything  in  stock 
for  the  next  few  days  at  wholesale  cost."— J.  F.  Cairns, 
Saskatoon. 

"The  past  month  marks  the  close  of  a  quarter  of  a 
century  of  successful  merchandizing  by  this  firm.  Com- 
mencing Monday,  Jan.  11th,  we  will  celebrate  this  un- 
usual event  by  the  greatest  feast  of  bargains  ever  offered 
to  the  people  of  Peterborough  and  vicinity."— I^obert 
Fair  &  Co.,   Peterboro. 

"Emerson  said  "that  a  man  could  preach  a  better 
sermon,  write  a  better  book,  build  a  better  mouse-trap, 
though  he  lived  in  a  hut  in  the  forest,  the  world  would 
beat  a  track  to  his  door."  It  is  this  continually  doing 
better  that  has  put  "the  shrine  of  fashion"  in  the  front 
rank  for  all  women's  wearables  and  given  supremacy  to 
Bradley  &i  Tuck  in  the  dry  goods  realm."— Bradley  & 
Tuck,  Calgary. 

Clearance  simply  means  that  everything  has  got  to 
go — that  decks  must  be  cleared  for  our  spring  campaign. 
Clearance  is  opportunity  and  opportunity  is  knocking  at 
your  door  and  tremendous  savings  await  your  welcome. 
We  never  carry  goods  over  a  season.  It's  store  policy — 
one  of  the.  unbreakable  rules  of  our  business.  We  dispose 
of  our  goods  while  they  are  new  and  seasonable.  We 
stop  at  no  sacrifice  to  effect  absolute  clearance  of  one 
season's  goods  before  embarking  on  a  new  season's  cam- 
paign. No  eight  months'  rest  in  moth'  balls  for  our 
merchandise." — Richard   Hall   &    Sons,    Peterboro. 

"Biff  !  Bang  !  Another  crack  at  this  $200,000  stock 
of  seasonable  merchandise  which  is  being  bombarded  in 
every  section  by  our  Department  Managers."— J.  F. 
Cairns,  Saskatoon. 

"To  come  right  out  in  the  hustle  bustle  of  the  Jan- 
uary sale  with  an  exhibit  of  the  very  newest  evening 
wear  materials  and  laces  may  seem  a  pecular  action.  It 
is  peculiar.  It  is  a  genuine  Murphyism.  We  want  to  get 
out  of  the  sale  atmosphere,  if  only  momentarily.  We 
want  especially  to  make  you  aware  that  there  are  here 
evening  lace  robes,  dress  nets  and  laces  which  are  too 
new,  too  novel,  too  exclusive  to  have  an  association  with 
sale  prices."— The  John  Murphy   Co.,  Montreal. 


Dividing  the  Losses  of  an  Estate. 

A  subscriber  writes  :  "A  and  B  form  a  partnership, 
A  contributing  75  per  cent,  and  B  contiibuting  25  per 
cent,  of  the  capital.  A,  in  his  will,  provided  that  his  in- 
terest shall  be  left  in  the  business  in  the  event  of  his 
death,  to  be  under  the  sole  control  of  B.    A  dies  within 


a  few  months  afterwards,  and  B  elects  to  carry  on  the 
business.  In  the  articles  of  agreement  the  profits  were 
to  be  divided  equally  between  A  and  B  or  the  estate  of 
A  and  B.  Business  was  continued  under  this  arrange- 
ment for  15  years,  the  balance  sheets  being  signed  yearly 
by  the  executors  of  A,  and  were  always  entirely  satis- 
factory to  them.  The  estate  interest  decided  to  wind  up 
the  business  and  forced  it  into  liquidation,  and  after- 
wards forced  it  into  court  for  settlement.  They  now 
claim  that  in  winding  up  the  business  that  the  loss  of 
aliout  14  per  cent,  on  the  capital  of  the  two  interests 
must  be  divided  equally  between  the  two  interests.  I 
claim  that  this  loss  should  be  divided  pro  rata  with  the 
capital  of  each.  Interests  of  each  at  liquidation  were 
slightly  reduced  from  amounts  as  standing  at  the  time 
of  death  of  A." 

Remarks  :    The  answer  depends  upon  how  the  loss    of 
14  per  cent,   on  the  capital  is  made  up.    If  in   this  loss 

HOOKER  &  SON'S 

Inventory  Sale 

COMMENCES 

Monday,  January  18th,  I909 

and  continues  for  30  days. 
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lt*s  near  stock-taking  time  a^aln 
and  we  are  going  to  make  a  big  enort 
to  convert  everything  Into  cash  before 
Inventory. 
All  Staple  Lines  will  be  reduced,  and  all  Men's 
Underwear,   Shirts,  Pants,  Gloves,  Etc.,   will  fall 
under  the  knife,  and  prices  will  be  so  small  that  It 
will  afford  the  ready  cash  purchaser  opportunities 
that  have  never  been  had  before  in  Scotland. 

Come  and  see  how  much  a  little  money  will  buy. 
and  we  will  show  you  how  much  you  can  sav«  by 
doing  business  with  us. 
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Hand  Bill  Which  Might  Have  Been  Improved  Upon,  but 

Which  Brought  Good  Business.  1 

are  included  any  expenses  of  winding  up  the  business, 
then  B  pays  one-half  of  such  expenses.  H,  however,  the 
accounts  have  been  correctly  kept,  and  the  loss  of  14  per 
cent,  represents  the  difference  between  the  amount  of  cash 
put  into  the  business  and  the  amount  received  in  pay- 
ment for  the  business,  then  the  division  of  the  assets 
should  be  pro  rata  75  per  cent,  and  25  per  cent.,  and  B 
would  therefore  bear  only  25  per  cent,  of  the  loss.  If  B 
were  entitled  to  pay  one-half  of  the  depreciation  he  would 
be  entitled  to  receive  one-half  of  the  assets.  If  A's  execu- 
tor wishes  to  establish  B's  right  to  a  half  interest  in  the 
capital  of  the  business,  they  should  pursue  their  present 
claim.  This  opinion  is  given  on  the  facts  as  presented 
and  on  the  supposition  that  B  had  not  altered  his  posi- 
tion by  any  dofinile  agreement  at  the  time  of  commencing 
the  liquidation.— Editor   Canadian   Grocer. 
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Flowery    Chariot    for    Live    Dry    Goods    Merchants 

Celebrated  New  Year's  Day  in  Carriage  Adorned  with  Marguerites 
and    Smilax  —  Canadians    Rode    Amid    Carnations    and    Violets. 


THERE  is  a  vast  difference  between  a  tournament 
of  roses  and  an  ice  palace  or,  for  that  matter, 
a  tournament  of  snowballs.  Such  a  difference 
must  at  once  be  attributed  to  the  existence  of 
direct  climatic  opposites.  That  is  how  it  comes  about 
that,  while  the  average  Canadian  dry  goods  merchant 
drives  to  the  polls. on  New  Year's. day  well  wrapped  up 
in  furs  or  their  equivalent  to  protect  him  from  the 
winter's  frigidity,  his  i  American  brother  in  Pasadena, 
Cal.,  may  disport  himself  in  a  carriage  decked  with 
roses, .  marguerites,  carnations,  chrysanthemums,  gerani- 
ums, •  or  other  delightful  selections  from  the  floral 
wealth  of  that  summery  country. 

The  people  of  Pasadena  have  been  celebrating  New 
Year's  day  amid  a  carnival  of  flowers  for  the  past  twen- 
ty years.  The  day  would  seem  to  be  possessed  of  a 
certain  amount  of  charm,   for  in  twenty  years  the  festi- 


The  body  of  the  vehicle  was  covered  with  marguer- 
ites while  the  wheels  were  trimmed  with  green  smilax 
with  banks  of  marguerites  at  the  hubs,  topped  by 
a  bow  of  blue  ribbon.  Wreaths  of  marguerites  and 
smilax  were  hung  from  scrolls  at  each  corner  of  thu 
Victoria  and  each  wreath  was  decked  with  a  bow  of  light 
blue  ribbon.  On. a  blue  banner  were  the  words  "Pasa- 
dena Dry  Goods  Merchants,  1909,"  done  in  letters  of 
gold  with  black  border.  Two  black  horses  with  harness 
wrapped  in  white  and  decorated  with  blue  ribbon  drew 
the  Victoria. 

"Canada"  in  White  Carnations. 

The  base  of  a  beautiful  float  by  Canadian  residents 
was  a  background  of  red  geraniums  against  which  stood 
out  the  single  word  "Canada"  in  white  carnations.  A 
maple  leaf  design  was  twined  around  the  top  of  the  base 
and  was  bordered  by  wheat  heads.     Above  the  base  and 


The  Dry  Goods  Men  Rode  in  a  Victoria  Adorned  with  Marguerites  and  Smilax. 


val  of  flowers   has  been   kept   without  interruption     and 
without  failure. 

Every  year  the  Pasadena  pageant  is  made  up  of  re- 
presentative floats  and  carriages,  in  the  adornment  of 
which  floral  designs  enter  into  the  creation  of  richly 
beautiful  effects.  The  school  children,  college  students, 
merchants,  manufacturing  concerns,  governmental  de- 
partments, fraternal  societies,  and  in  fact  every  institu- 
tion and  organization  to  whom  it  is  a  possible  and  ap 
propriate  thing,  takes  part  in  the  celebration. 
Covered  with  Marguerites. 

A  prettily  decorated  two-horse  Victoria  was  the  en- 
try of  the  Pasadena  dry  goods  men.  It  was  decorated 
in  white  with  blue  trimmings. 


leading  to  the  centre,  inlaid  with  carnations  and  violets, 
was  a  representation  of  the  American  and  Canadian 
flags.  Extending  from  the  centre  was  a  throne  on  which 
■was  seated  Miss  Pearl  McAdam,  wrapped  in  the  colors 
of  the  two  countries.  The  corner  posts  were  decorated 
with  sheaves  of  wheat  and  on  the  front  stood  an  im- 
mense moose  head  from  Nova  Scotia.  Roses  and  car- 
nations were  used  extensively  in  the  decorations.  Out- 
riders representing  the  Canadian  Northwest  Mounted 
Police,  0.  A.  Nickerson  and  Max  Smith,  were  headed  by 
Arthur  K.  Wyatt  as  an  officer  of  the  Rocky  Mountain 
Rangers,  The  float  was  drawn  by  four  grey  horses 
wearing  red  blankets  with  the  letter  "C"  in  white 
carnations  and   a  wreath   of  roses  around  their  collars. 
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Men's  Furnisher  and 


Clothi 


ler 


The  Way 


to 


Sell  Clothing 


IS 


Campbell's  Special 
Order  Clothing 


The  theory  that  singles  out  "special  order"  clothing  as  one  of  the  most  scientific  means  of 
selling  clothing  ever  devised,  is  so  well  founded,  w^e  believe,  that  nobody  can  turn  it  down, 
and  anybody  who  takes  the  time  can  prove  it  for  himself. 

Years  ago  we  were  able  to  offer  you  on  behalf  of  Campbell  Special  Order  Clothing  very 
little  but  theory. 

NOW  we  give  you  facts.  Campbell's  Special  Order  Clothing 
has  proved  a  success  with  every  merchant  who  has  given 
us  reasonable  co-operation. 


And  then,  even  though  you  had  no  time  for   theory,    you    cannot    overlook    the    above 
facts. 

And  if  the  combinaton — sound  theory  proved  by  solid  facts  — receives  a  reasonable  amount 
of  your  attention,  we  feel  confident  of  your  interest  and  co-operation. 

Your  inquiry  will  soon  lead  to  your  starting  in  the  most  scientific,  economical  and  profitable 
method  of  selling  clothing  yet  devised. 

The  Campbell  M'Pg  Co.,  Limited 

23  Cote  Street,  Montreal 
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Made  from  a  new  fabric 
of    a    superior    quality. 


Don't  be  misled  when 
buying  from  the  whole- 
sale trade.  Please  insist 
upon  having  the  genuine 
"Excelda." 


The  wholesale  trade  are 
offering  the 


ii 


Excelda" 


Handkerchief  at  a  price 
to  meet  the  require- 
ments of  the  retailer  to 
sell   at    popular    prices. 


A  good  article  com- 
mands respect  from  your 
customers  and  increases 
your  business. 


A  bed  -  rock  reputa- 
tion for  a  good  article 
will  stand  forever  and 
do  justice  to  every  one 
of   your   customers. 


A  small  ticket  stamped  "Excelda"  upon  every  handkerchief 


Gold  Medal  awarded  for 
"Excelda"  Handker- 
chiefs Franco  -  British 
Exhibition. 


Styles  and 

Designs  to 
suit  every  taste 


The  manufacturers  of 
"Excelda"  are  determin- 
ed to  maintain  the  same 
high  standard  of  quality 
every  attention  being 
given  to  all  details  in 
production. 


Travelers  on  the  road 
have  got  samples  of 
"Excelda"  Handker- 
chiefs. 


Mind     you    get 
the  genuine 
"Excelda" 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Men's  Clothing  and   Furnishings 


CLOTHING  manufacturers  are,  as  yet,  not  saying 
a  great  deal  about  styles  for  next  Fall.  De- 
signers, they  state,  are  now  preparing  their 
sample  lines  and  it  would  be  unwise  at  this 
stage  for  any  one  maker  to  give  descriptions  cf  the 
goods  he  intends  to  market.  There  are,  however,  a  few 
things  to  be  said  without  disclosing  innermost  secrets 
or   breaking   confidences. 

While  all  of  the  manufacturing  houses  declare  that 
the  novelty  suit  has  taken  well  for  Spring,  there  are 
those  who  state  that  their  production  in  the  cheaper 
grades  for  Fall  is  an  effective  hint  that  something  more 
exclusive  must  be  secured  for  the  better  class  of  trade. 
So  far  as  overcoats  are  concerned  there  seems  to  be  no 
two  opinions  that  the  ulster  will  be  as  popular  as  ever 
and  probably  weightier  than  ever,  in  fancy  heavy  tweeds 
and  Irish  friezes. 

"It  took  the  general  public  some  time  to  enthuse 
over  this  coat,"  said  a  manufacturer,  "but  now  that  it 
has  taken  a  place  they  seem  to  be  reluctant  to  let  it  go. 
As  a  garment  combining  warmth  and  neat  appearance 
there  is  nothing  that  can  quite  equal  it.  We  made  che 
ulster  for  three  seasons  before  the  trade  took  to  it  with 
any  kind  of  spirit.  Last  season  it  was  the  big  noise 
and  it  certainly  looks  good  for  next  Fall.  The  neck  will 
be  close  fitting  and  collars  both  deep  and  narrow." 


Browns,  Greens,  Olives. 

It  is  the  opinion  of  the  manufacturers  and  of  woolen 
men  alike  that  browns,  greens  and  olives  wrould  hold  the 
predominating  place  in   next  Fall's  productions. 

"Although,  when  we  say  green,  we  do  not  mean 
solid  green,  that  color  is  going  to  be  prominent  in  some 
form  or  other  in  almost  every  design  or  pattern.  No 
matter  how  you  look  at  a  piece  of  cloth  you  will  be 
able  to  see  green  in  it  somewhere,  although  at  a  glance 
it  may  not  appear  to  figure  very  strongly  in  the  fabric. 
It  goes  without  saying,  therefore,  that  stripes  will  still 
be  an  outstanding  feature.  There  seems  to  be  a  slight 
inclination  in  favor  of  the  rougher  finished  goods." 

While  there  were  quite  a  number  of  Canadian  tailors 
in  Toronto  attending  the  Cutters'  Convention,  woolen 
men  state  that  they  noticed  no  great  tendency  on  their 
part  to  take  advantage  of  their  visit  to  do  any  order- 
ing. The  occasion  was  turned  to  good  advantage,  how- 
ever, for  while  the  tailors  were  not  buying,  they  showed 
a  healthy  inclination  to  inspect  goods.  Results  are, 
therefore,  expected.  American  representatives  who 
visited  wholesale  woolen  houses  were  very  favorably  im- 
pressed with  Canadian  goods  shown  them.  One  man 
stated  that  there  were  those  among  his  best  customers 
who  would  wear  nothing  but  the  genuine  Canadian 
homespuns. 


The  Coat  Styles. 

Discussing  coat  styles  for  next  season  a  maker  des- 
cribed one  design  as  having  pleats  down  the  outside 
seams  of  the  sleeves.  The  pleats  are  pressed  down  flat. 
They  seem  to  suggest  the  directoire  sleeve  which  is  now 
the  vogue  in  ladies'  wear,  and  that  recalls  a  statement 
made  to  The  Review  by  one  of  the  Chicago  representa- 


tives  to   the   Custom   Cutters'    Association  held   in     To- 
ronto during  the  latter  part  of  December. 

"We  do  not  care  to  say  a  great  deal  about  styles 
in  advance,"  said  he,  "but  it  would  not  be  out  of  the 
way  to  state  that  for  Spring  the  shaped  back  is  going 
to  give  way  to  a  more  draped  effect^something  after 
the  sheath,  style  that  we  hear  so  much  about.  That  is, 
the  custom  cutter  will  design  his  garment  so  that  it 
will  hug  the  shoulders  nicely,  and  fall  neatly  to  the 
hips." 

Should  that  prove  to  be  a  feature  of  the  custom 
made  garment  next  Spring,  it  is  likely  to  differ  some- 
what from  the  ready-made  styles,  in  which  the  shaped 
back  is  one  of  the  strikingly  dressy  features. 

Another  custom  cutter  told  The  Review  that  the 
next  few  months  would  see  a  sharp  break  in  made-to- 
order  lines  from  novelty  features.  This  seems  interest- 
ing in  the  light  of  a  statement  made  by  a  manufacturer 
of  a  high  class  line  that,  judging  from  present  demand, 
the  novelty  styles  were  in  for  a  good  run  for  some  time 
to  come,  particularly  for  young  men,  and  that  mascu- 
line taste  in  the  matter  of  dress  was  becoming  almost 
as  freakish  as  that  credited  to  the  ladies. 


The  Spring  Outlook. 

Ready-to-wear  men  generally  appear  satisfied  with 
the  outcome  of  Spring  placing.  Those  who  are  behind 
to  any  extent  are  confident  that  with  the  opening  of  the 
season   their  average  will  be  easily  maintained. 

It  is  undoubtedly  the  case  that  any  line  of  goods 
when  properly  handled  and  given  the  effort  to  which  it 
is  entitled  will  never  become  dusty  on  the  shelves.  That 
fact  holds  good  with  reference  to  ready-to-wear  cloth- 
ing. Too  often  is  it  the  case  that  the  merchant  slaugh- 
ters business  as  the  result  of  negligence  in  display  or 
in  otherwise  promoting  the  selling  qualities  of  his  gar- 
ments. 

A  very  good  example  of  retail  specializing  in  ready- 
to-wear  lines  is  the  store  of  the  Mason  Co.,  in  Bowman- 
ville.  Formerly  it  had  a  dry  goods  section,  but  now  it 
is  devoted  entirely  to  clothing  and  men's  furnishings. 
The  garments  are  suspended  from  recessed  racks  on  each 
side  of  the  store  and  from  stout  rods  supported  by 
hardwood  posts  in  the  centre  of  the  floor.  The  custom- 
er, if  he  be  keen  in  the  matter  of  suggesting  his  pre- 
ferences, may  use  his  own  eyes  in  assisting  the  salesman. 
Wideawake  salesmanship  appears  to  be  characteristic  of 
the  staff.  It  was  observed  that  one  clerk  tried  on  no 
less  than  six  coats  of  the  latest  style,  merely  to  please 
the  curiosity  of  a  youth  who  had  "just  dropped  in" 
with  no  intention  of  buying.  It  is  a  fact  that  he  did 
not  make  a  selection,  but  he  became  mightily  interested 
in  the  garments  that  were  shown  him,  and  was  delighted 
with  his  appearance  when  on  trying  on  one  which  suited 
his  fancy  he  squared  himself  up  to  a  convenient  glass. 
Though  there  was  no  actual  sale  •  at  the  time,  the  coats 
being  chiefly  from  Spring  sample  lines,  it  is  safe  to 
predict  that  the  young  man  will  be  around  with  an 
enquiring  mind  when  the  time  comes  for  him  to  look 
summery. 

It  is  this  same  activity  in  salesmanship  which  re- 
duces to  a  minimum  the  amount  of  stock  which  the 
merchant  may  find  necessary  to  sacrifice  at  the  end  of  a 
season. 
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Hat  and  Cap  Styles  for  Next  Fall 


IN   hats   and  caps,  as  in   almost   every  other   division 
of   the  clothing  trade,   manufacturers  are   speaking 
of   the    hand-to-mouth    inclination    on    the    part    of 
buyers,  and  a   very  conservative  feeling  generally. 
The  statement  is  made  by  some,  however,   that  business 
IS  working  toward  desired  results. 

"What  of  the  risk  in  having  to  carry  large  stocks?" 
was  the  question  asked  of  one  manufacturer  in  Toronto. 
"The  risk  is  necessary;  but  when  your  stock  is  right 
it  does  not  work  out  that  way.  That  has  been  our  experi- 
ence. It  is  a  fact  that  our  placing  business  was  away 
behind  what  it  was  last  year,  but  during  December  and 
January  it  developed  so  well  that  now  we  are  in  advance 
ui'  last  year's  record  by  a  nice  margin. 

The  sami  man  had  a  message  for  the  retailer  who,  by 
neglecting  his  stock  scarcely  ever  realizes  well  on  caps 
or  hats. 

Giving  Caps  Their  Due. 

"All  I  have  to  say  is  this,"  he  remarked,  "if  the 
retail  merchant,  who  may  be  dubious  about  his  caps, 
would  only  give  them  better  display  and  a  more  promin- 
ent place  in  his  advertising,  he  would  be  better  pleased. 
To  my  way  of  thinking,  when  caps  are  properly  featured, 
they  pay  almost  as  well  as  if  not  better,  than  any  other 
division  of  the  men's  furnishing  or  dry  goods  store." 

The  plaint  of  the  manufacturer  is  not  without  some 
point.  It  is  very  often  found,  particularly  in  the  dry 
goods  stores  of  the  smaller  places,  that  the  caps  are  not 
given  the  selling  chance  they  are  entitled  to.  They  some- 
times seem  to  be  regarded  by  some  dry  goods  merchants 
as  the  stock  which  they  can  fit  in  to  best  advantage  in 
the  most  remote  part  of  the  store.  They  are  very  seldom 
used  for  exclusive  window  display.  The  men's  furnisher 
treats  them  more  considerately,  but  all  through  there  ap- 
pears to  be  room  for  improvement. 

A  very  good  plan  was  adopted  by  a  West  Toronto 
men's  furnisher  recently.  He  has  specialized  on  caps. 
He  did  not  keep  them  in  boxes  underneath  the  counter, 
but  in  a  fine  glass  case  where  they  could  be  seen.  At 
the  end  of  the  season,  he  saw  the  advisabilitv  of  clean- 


BuU-Dog   Golfer,   one   of   the   Good  Selling  Cap  Lines  for   Spring. 

iiig  up  his  left-overs.  To  advertise  the  sale  he  dressed 
a  window  with  caps,  and  in  the  centre  of  it  fixed  a  gun. 
He  described  it  as  the  weapon  which  would  shoot  cap 
prices  to  pieces.  The  window  attracted  attention,  the 
values  were  good  and  the  sale  was  an  unprecedented  cap 
success.  It  was  simple,  but  it  demonstrated  just  what 
can  be  done  with  caps.. 

Discussing  this  question  of  cap  publicity,  one  of  the 
largest  manufacturers  in  the  Maritime  Provinces  writes: 


Window  Display  Effective. 

"We  find  the  merchants  in  the  Maritime  Provinces 
pay  very  good  attention  to  their  hat  and  cap  trade,  quite 
a  number  of  them  making  a  very  good  window  display, 
and  although  they  do  not  advertise  caps  very  much  in 
their  newspaper  advertisements,  still  they  are  occasionally 
referred  to. 

We  think    however,  the  best  advertisement  for  caps 


New  Buckley  Spring   1909  Shape,  Showing    New    Flat   Ribbon    Guard 

is  counter  or  table  display.  On  interviewing  several  of 
the  different  merchants  we  have  found  them  very  enthus- 
iastic on  this  line,  and  say  that  a  table  of  caps  with 
the  covers  of  the  boxes  off,  has  increased  their  trade  a 
great  deal. 

"Caps  are  not  an  expensive  article  as  a  matter  of 
wear,  and  if  a  customer  entering  a  shop  sees  a  particu- 
larly nice  pattern  he  is  very  apt  to  buy  the  cap,  whereas 
if  it  were  not  displayed  he  would  walk  out  of  the  store 
without  the  slightest  idea  of  buying. 

"Another  thing  that  strikes  us  as  particularly  good 
in  the  matter  of  increasing  the  sales,  is  the  placing  of 
different  styles  and  patterns  in  the  window.  We  have 
noticed  in  window  displays  where  caps  are  shown,  the 
same  cap  is  allowed  to  remain  in  the  display,  whereas, 
if  a  different  style  or  pattern  of  goods  were  shown,  it 
would  be  more  apt  to  attract  attention  of  the  cap  as 
well  as  other  articles  in  the  window. 

"As  to  the  hat  display,  we  find  that  the  brightest  and 
most  up-to-date  stores  are  placing  hat  cases  in  Avhicli 
they  can  display  their  hats  to  a  better  advantage,  and 
which  was  a  great  advantage  to  their  sales." 

Good  Selling  Lines. 

The  bull-dog  golfer  is  a  likely-looking  shape  for  Sum- 
mer. It  is  clean-cut,  straight  in  front,  fits  the  head  snug- 
ly, and  it  is  light.  It  is  regarded  as  one  of  the  best 
sellers.  It  will  make  its  appearance  for  Fall  wear  in 
darker  colors,  along  with  medium  golf,  the  narrow,  egg- 
shaped  crown  and  other  lines  of  which  much  is  now  pre- 
dicted. One  manufacturer  states  that  so  far  his  best  plac- 
ing has  been  done  in  the  three  styles  mentioned.  The 
opinion  is  expi-essed  that  hairy  cloth  goods  are  going  to 
be  in  the  selling  class  this  coming  Fall,  an  opinion  which 
English    styles   are   now   confirming. 

Greys  and  browns  in  checks  and  plain  effects  are 
decidedly  popular  colors  in  the  Summer  lines,  while  for 
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Gloves  and 
Mitts 


This  is  the  Sign  of 
Satisfaction 


Will  you  arrange  to 

see  this  line  before 

placing  your  order  for  1909 

It's  Worth  Your  While 

W.  p.  King  &  Son 


^11  Coristine  Bldg.,  Montreal 


74  York  St.,  Toronto 


Fall  and  Winter  the  darker  tweeds  and  blacks  and  blues 
are  entering  largely  into  the  manufacture. 

Makers  are  promising  something  new  in  the  golfer 
styles  with  flaps  turned  under.  One  manufacturer  has 
already  secured  his  patent  on  a  type  which  he  describes 
as  "a  rattling  good  seller." 

In  some  quarters  corduroys  are  said  to  be  doing  poor- 
ly. One  buyer  states  that  this  was  the  only  cap  that 
did  not  sell  out  this  season,  and  he  is  now  ordering  heavi- 
ly for  next  Fall  in  all  lines  save  that. 

For  children's  wear  one  of  the  newest  lines  is  a 
double-band  skull-cap.  The  band  is  made  either  of  fur 
or  imitation.  This  style  is  being  very  well  received. 
Tams,  either  of  cloth  or  leather,  are  also  reported  to  be 
selling   freely. 


Stripes  Still  the  Thing. 

Shirt  makers  state  that  next  Fall's  lines  will  con- 
tain an  array  of  stripes  equally  as  varied  and  dressy  as 
was  the  case  in  Spring  lines— the  stripes  if  anything 
being  narrower.  The  advance  business  for  Spring  and 
Summer  is  said  to  have  developed  very  satisfactory 
proportions. 


The  Box-Backed   Coat. 

On  the  subject  of  suit  styles  for  next  Fall,  a  larg-e 
manufacturer  expressed  the  opinion  that  the  built-up 
shoulder,  appearing  in  certain  American  lines,  would 
hardly  make  its  appearance  in  pronounced  form  in  Can- 
ada. The  tendency,  however,  he  stated,  was  to  g-et 
away  from  the  shaped  designs  and  to  reinstate  the  box 
back  to  favor.  The  novelty  styles  had  met  with  a  good 
demand  for  Spring,  particularly  for  young  men's  wear. 
Buyers  were  inclined  to  handle  these  lines  very  cautious- 
ly in  prospect  of  a  sharp  change. 

While  some  houses  give  out  the  statement  that  the 
knitted  vest  is  waning  in  popularity,  others  declare  that 
the  opposite  is  the  case,  and  they  produce  a  very  at- 
tractive line  of  garments  with  which  to  back  it  up. 

Colors  are  not  retreating  from  their  place,  so  far 
as  Fall  lines  of  men's  hose  show.  Plain  tones  have 
taken  a  very  strong  position.  Clocked  lines  are  always 
good,  and  are  well  represented  in  sample  lines  now 
showing. 


Wool  Used   in   Canada. 

In  reply  to  a  question  as  to  the  number  of  woolen 
mills  in  Canada  at  the  end  of  the  fiscal  year  ending 
1896,  Hon.  William  Paterson,  Minister  of  Customs, 
stated  in  the  House  of  Commons  that  the  nearest  lie 
could  give  was  what  the  Census  Department  had  fur- 
nished him  with.  This  showed  that  at  the  end  of  1901 
there  were  218  mills,  with  an  annual  output  valued  at 
$11,307,440.  In  1906  there  were  227  mills,  with  an 
annual  output  valued  at  $12,676,642.  The  amount  of 
Canadian  grown  wool  used  by  these  mills  in  1896  was 
2,571  pounds,  valued  at  $346.  While  no  amount  was 
given  for  1908,  the  value  was  placed  at  $405.  The  for- 
eign wool  used  in  1896  weighed  8,992,244  pounds,  the 
value  being  $1,215,584.  In  1898  the  figures  were  11,- 
785,899  pounds;  value,  $1,885,489;  1908,  6,129,216  pounds, 
value,  $1,407,274.  Foreign  noils  and  worsted  taps, 
1896,  $31,945;  1908,  $496,859.  Rags,  all  kinds,  and  waste, 
except  mineral,  1896,  370,224  cwt.,  value,  $241,822  ; 
1908,  323,453  cwt.,  value,  $760,797. 
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You  Want  a 

Waterproof 
Collar 

that  you  can  honestly  re- 
commend to  your  cus- 
tomer as  the  best  imita- 
tion of  a  linen  collar 
made.  There  is  only  one 
collar  that  answers  this 
description  —  it  is  the 
Arlington  Challenge 
Collar.  This  collar  in 
your  stock  will  help  swell 
your  sales,  because  it 
doesn't  stay  on  your 
shelves  long  —  it  moves 
out.  A  collar  that  sells 
readily  and  that  pleases 
the  customer  is  a  pretty 
good  one  for  you  to  stock. 
This  again  applies  on/y  to 
the  Arlington  Challenge. 
It  makes  good  both  with 
the  retailer  and  the  wear- 
er. It's  an  easy  matter 
to  test  the  truth  of  our 
claims.  Let  us  send  you 
a  sample  collar,  and  show 
it  to  one  of  your  custom- 
ers who  wears  rubber  col- 
lars. We'll  take  chances 
on  his  opinion.  All 
wholesalers  will  give  you 
Arlington  Collars  if  you 
ask  for  them. 

Arlington  Collar  Sup- 
ports are  also  good  sellers. 

We  manufacture  Dress- 
ing Combs,  Fine  Combs, 
Martingale  Rings,  Har- 
ness Loops,  etc. 

The  Arlington  Company 
of  Canada 

Limited 

54-64  Fraser  Ave.        -        Toronto 


Western 

J.  A.  CHANTLER  &  CO 

Toronto 


Representatives 

Eastern 

DUNCAN  BELL  &  CO. 

Montreal 


Meetings  Carefully  Guarded. 

Henry  A.  Taylor,  of  Toronto,  was  elected  president 
of  the  National  Desig-ners'  and  Drapers'  Association,  at 
their  annual  convention  in  that  city  last  week.  The 
designers  and  drapers  attending  assembled  as  the  In- 
ternational Custom  Cutters  of  America,  but  the  name 
was  changed  during  the  convention.  Practically  nothing 
of  the  technical  discussion  in  the  meetings  reached  the 
public  through  the  press.  Every  man  who  entered  had 
to  show  a  properly  certified  passport.  It  was  stated 
that  the  representative  of  a  large  ready-made  tailoring 
establishment  offered  a  considerable  sum  to  be  admitted 
to  the  meetings  and  the  style  exhibit,  but  this  was 
denied.  The  drapers  and  designers  took  care  to  guard 
well  their  ideas  and  their  demonstrations. 

In  his  annual  address,  the  president,  John  T.  Berry, 
made  reference  to  the  great  progress  which  the  associa- 
tion had  made  in  the  co'urse  of  the  past  two  years.  The 
association  had  grown  from  nine  branches  to  twenty- 
one  subordinate  associations,  while  the  membership  had 
increased  frcm  350  to  about  800.  He  recommended  that 
the  convention  should  consider  the  establishment  of 
trade  schools  in  connection  with  the  apprenticeship 
question.  He  also  advocated  an  advertising  campaign 
for  the  creation  of  public  opinion  in  favor  of  custom- 
made  garments. 

Several  important  addresses  were  delivered  during 
the  convention.  W.  P.  Walker,  of  Peoria,  111.,  dealing 
with  the  subject,  "Ideal  Clothes,"  contended  that  the 
tape  measure  should  not  be  the  hard  and  fast  guide  in 
the  designing  and  building  of  clothes.  The  tailor,  he 
said,  must  know  his  man  and  his  profession  before  he 
cuts  his  clothes.  Mr.  Walker  sized  up  the  cutter's  ideal 
not  from  his  ability  to  produce  freak  styles,  but  clothes 
which  a  gentleman  would  wear. 

A  motion  was  adopteJi  changing  the  title  of  the  as- 
sociation from  the  International  Cutters  of  America  to 
the   National   Designers'    and   Drapers'    Association. 

As  •  it  was  contended  by  some  that  the  diplomas 
awarded  formerly  in  connection  with  exhibits  had  been 
wrongfully  used  for  advertising  purposes  in  a  good  many 
instances,  and  that  ill-feeling  had  been  occasioned,  it 
was  decided  to  do  away  with  these  awards. 

Many  of  the  delegates  were  accompanied  by  their 
ladies,  and  the  social  side  was  not  neglected.  There 
were  drives  about  the  city,  receptions  at  City  Hall,  the 
National  and  other  clubs,  theatre  parties,  and  a  ban- 
quet on  Thursday  evening  in  the  King  Edward. 

The  officers  elected  were:— President,  Henry  A.  Tay- 
lor, Toronto;  fiirst  vice-president,  P.  J.  Foley,  Washing- 
ton; W.  P.  Walker,  Peoria,  111.,  second  vice-president  ; 
.T.  Scott,  Guelph,  secretary;  C.  S.  McKee,  Columbus, 
Ohio,  treasurer;  and  D.  Sherwin,  Milwaukee,  chairman 
of  iiractical  work. 


Hat  Prospects  Promising. 

It  is  a  trifle  early  to  consider  hat  styles  for  next 
Fall.  Buyers  are  busy  receiving  their  Spring  lines,  and 
makers  have  little  to  talk  about  save  repeats  and  sort- 
ing. These  appear  to  be  shaping  up  very  satisfactorily. 
Retailers  interviewed  gave  expression  to  their  expecta- 
tions that  the  Summer  trade  in  straws  would  be  un- 
precedented. They  had  ordered  heavily  in  the  merry 
widow  styles,  some  brims  having  a  width  of  three  inch- 
ps.  There  is  very  little  showing  of  colored  straws. 
(Jreens  in  telescopes  and  fedora  shapes  also  occupy  a 
prominent  place   in    Spring   orders,   and    a  great   deal    is 
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A  Warnind  to  the  Trade 


about 


(Regd.) 


There  are   some  drawbacks  as  the  result  of  great  successes  ! 
For  Example  : 

A  "  Mackintosh "  is  now  generally  understood  as  meaning  any 
Rubbered  Garment. 

As  a  similar  mistake  is  sometimes  met  w^ith  in  connection  with 
"  CRAVENETTE, "  we  wish  to  point  out  that  this  name  is  a  Registered 
Trade  Mark  belonging  to  us,  and  to  us  only. 

WHEN  PURCHASING  RAINCOATS,  therefore,  remember  that 
they  are  not  genuine  "CRAVENETTE"  unless  they  bear  this  stamp: 


Rec°  Trade  Mark 

proofed  by 

"i;iE  '-^ravenelkV-  \1° 


Insist  on  seeing  it — it  is  your  safeguard  ! 


As  infringements  have  lately  come  to  our  knowledge,  we  here  by 
give  notice  of  our  intention  to  institute  legal  proceedings  in  any  such  cases 
in  the  future. 


The  Cravenette  Co.,  Ltd.,  Bradford,  Yorks. 


s 


(Copyright.) 


BRANCH  OF  THE  BRADFORD  DYERS'  ASSOCIATION,  LTD. 


Wt  will  gladly  send  Showcards  or  Booklets,  Jf  desired. 
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Consider  the  evidence 

Whiteco  Brand  "Kosmo  King"  Workingmen's  Shirts 


Fill  a  long  felt  want 
among  lumbermen,  mill 
hands,  survey  o  rs, 
ranchers,  farmers, 
laborers,  etc. 


Because  they  retail  with 
good  profits  at  a  fair 
price,  free  and  easy  in 
the  wearing  and  above 
all  things,  durable. 


The  best  and    strongest   workingmen's  shirt 
made  in  Canada  to-day. 

Send   for  samples   and   prove   this  statement 

The  White  Mfg.  Co.,  Limited 


OTTAWA, 


ONT. 


STOP  DRIVING  Trade 
Away  From  Your  Store 

•;  Some  people  resent  the  fact  that 
you  haven't  their  size  in  Under- 
wear. They  take  it  as  a  personal 
slight,  especially  as  that  "other 
store  carries  all  sizes." 

"Those  people  are  unreasonable" 
perhaps  but  their  money  is  good, 
and  SALES  are  what  you  are  in 
business  for. 

STANFIELD'S 

Unshrinkable 

UNDERWEAR 

gives  you  ta  range  to^  suit  every 
figure.  Made  in  all  sizes  from  22 
to  70  inches  chest — and  every  garment  fitted  on  models 
to  determine  its  exact  measurements.  We  supply  these 
sizes  in  3  winter  weights  too. 

Write  for  Samples 

STANFIELDS  Limited 


TRURO, 


N.  S. 


THIS  TRADE  MARK 

Indicates  the  Very  Best  Quality 
in  High  Class 

Woolen  Fabrics 


Harris  &  Company,  Limited 


ROCKWOOD 


ONTARIO 


R  tp  resentatinjes 


MONTREAL 
HALIFAX 
LONDON 
WINNIPEG 


HECTOR  PREVOST,  710  St.  Hubert  Street 
G.  A.  WOODILL.  Roy  Buildine 
J.  A.  IRWIN,  341  Princess  Avenue 
McRAE  4  WALKER,  Ashdown  Block 


Please  mention  The  Review  to  Advertisers  and  Their        Travelers 


Dry  Goods  Revietv 


MEN'S     FURNISHER 


123 


The  Price  Consideration 


Your  business  success  depends  a  great  deal  on  selling  your  customers  goods 
of  quality  at  a  reasonable  price.  By  confining  our  efforts  to  Shirts  only,  we 
are  enabled  to  quote  you  some  really  attractive  prices.  Selling  your  customer 
the  most  satisfactory  line  to  be  had  will  be  the  most  profitable  one  for  you 
as  well.  The  Deacon  Shirt  is  a  satisfactory  Shirt  because  it  is  made  right, 
having   all    the  advantages    that   a    well-made    Shirt    ought    to    have. 

DEACON    SHIRTS    ARE     ALL     RIGHT 
BECAUSE    THEY    ARE    MADE    RIGHT 


THE    DEACON    SHIRT    CO. 


BELLEVILLE,    CANADA 


This  Collar  will  go 
for  the  Summer. 

VULCAN 
COLLARS 

Stocked  in  1|  and  2-in. 
•   Get  a  free  sample. 


The 


Canadian  Underwear  Go. 

309  Noire  Dame  SI.  West 

Montreal 


VUlCi 


They  Wear 
Like  Leather 


One  reason  why  "J"  Brand 
Collars  wear  so  long  without 
cracking  at  the  ends  or  developing 
'  'saw' '    edges,    is   because   the   fabric   is 
bleached  in  the  old  fashioned  way  by  the  sun. 
The  modem  way  is  to  bleach   the  cloth 
with  chemicals   which   destroy   the   fibre 
(such  collars  wear  out  after  two  or  three 
trips   to    the   laundry).       "J"    Brand 
Collars  also  have  our  patent  Easy-To- 
Button,  everlasting  Button  Holes. 

Two  grades — 
3  for  50c.,  and  2  for  a  quarter. 

Ask  your  dealer  for 


JX  Brand  Collars 


I'l-I-I-I'I'-I-I-I-M-I-I-I-I-I-I-l-M-I-I-l-I-I-I-I-I-I-I-I-I-I-'J^ 


^k 

Jk 

A  GUARANTEE  OF 

BEST  VALUE 

r^.^-..j 

^^feSESlilA^ 

H 

\x 

MADE  IN    CANADA 

THtBERllN^SUSPENDER 

butt*6n  CO. 

•  ■•j***"I*"I"I**i**l"'l**I**r'r*r'r*i 


Do  you  want  to  increase  your 

profit  and  sales  on  Suspenders 

for  this  year  ? 

The  only  sure  way  of  doing  it  is  to  see  the  Globe  man  before 
placing  your  order.  He  will  show  you  some  neat  and  nobby 
patterns  that  are  trade  winners. 

We  are  also  sole  Canadian  manufacturers  of  the  Gamble  Shoul- 
der Brace,  the  only  recognized  brace  that  will  make  crooked 
people  straight. 

Ask  to  see  the  Boniface  collars  and  cuffs.  They  are  warranted  not  to  tear  or  turn 
yellow.        :        :        Give  us  a  trial  and  we  are  sure  you  will  continue  as  customers. 

GLOBE  SUSPENDER   CO. 

Rock  Island,  Que. 
j.  a.  ouimet.  l.  o.  paquet, 


3bb  St.  Paul  Stmt,  Montrial 


70  Church  Sirerl.   Qurhn 
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Your  Glove  Trade 

will  stay  with  you  and  keep  on  grow- 
ing if  you  are  careful  about  quality.  We 
claim  for  our  gloves  an  unbeatable 
combination  of  high  quality,  finish 
and  good  appearance  that  will  add  to 
the  good  reputation  of  any  house  that 
sells  them. 
Cut  shows  our  No.  719 

"DRAB  HORSE" 

Driving  Glove,  medium 
weight,  unlined,  with 
band  wrist ;  continuous 
thumb  ;  outseam  ;  no 
seams  on  back  of  hand 
or  in  front  of  fingers  ; 
wide  extension  w^elt  ; 
string  fastener  on  back. 

WRITE  FOR  CATALOGUE 

Imperial  Glove  Co.,  Limited 

DUNDAS, ONTARIO 

Manufacturers  of  specially  good  Gloves  and  Mittens 
for  Farmers,  Railroadmen,  Drivers,  Hunters  and 
Automobilists. 


Wreyford   &   Co. 

TORONTO 

WHOLESALE  MEN'S    FURNISHERS 
Sole  Agents  in  Dominion  for  : — 

Young    &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 
Gowns.  Best  selection  Flannel  Shirts  in  Canada. 

FACTORIES  :  London  and  Londonderry. 


T.   H.   Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


Cellular  AERTEX  Underwear 

United  Garments  and  2-piece. 
The  original  Cellular,  the  only  "AERTEX" 


FRESH  SHIPMENT  of  our  Noted 

SWEATER  COATS 

$30.00  for  Men's  size,  all  shades  and  combinations. 


Dressing  Gowns 


Good  values  at 

$5.35  and  $6.00 


Latest  English   Neckwear 

Open-end  Derby,  $4.25  doz. 


also  expected  of  the  brown  derbies.  With  regard  to 
next  Fall,  the  word  is  that  there  will  be  some  move- 
ment away  from  decidedly  flat  brims;  that  while  crowns 
will  still  remain  'full,  there  will  be  a  decided  furl  in 
evidence,  and  that  trimming'  will  be  heavier. 


Rubber  Jobbers'  Officers. 

At  the  annual  meeting  of  the  Rubber  Jobbers'  As- 
sociation of  Canada,  held  last  month  in  the  Windsor 
Hotel,  Montreal,  Mr.  Wm.  Pocock,  of  Toronto,  was 
plocted  president;  Mr.  .Joseph  Daoust,  of  Messrs.  Daoust 
&  Lalonde,  Montreal,  was  re-elected  treasuiei ,  and  Mr. 
N.    L.   Martin,    of   Toronto,    was   re-appointed    secretary. 


Sherbrooke  Firm  Assigns. 

L.  A.  Coderre,  wholesale  and  retail  men's  furnish- 
ings and  furs,  Sherbrooke,  Que.,  has  assigned  for  the 
benefit  of  his  creditors.  The  liabilities  are  estimated  at 
.i;i26,000  and  the  stock  is  valued  at  $40,000.  A  meeting 
of  the  creditors  will  be  held  on  Jan.  15th.  The  largest 
creditors  are  the  Banque  Nationale,  $68,000,  of  which 
$38,000  is  indirect;  Sherbrooke  Building  Society,  $25.- 
000,  and  the  Paquet  Co.,  Ltd.,  Quebec,   $13,000. 


Will  Conduct  Open  Shop. 

According  to  a  despatch  from  South  Norwalk,  Conn., 
a  meeting  of  the  Associated  Hat  Manufacturers  held 
recently  was  representatixe  of  75  factories  employing 
20,000  to  25,000  people.  These  representatives  unani- 
mously agreed  to  open  or  attempt  to  open  their  plants 
on  Tuesday,  February  9,  and  if  the  strikers  do  not  go 
back  to  their  benches  any  hatters  the  manufacturers  can 
secure  will  be    put  on,  everything  to  be  run  "open  shop." 

Thus  far  the  strike  is  said  to  have  been  one  of  the 
most  peaceful  in  the  history  of  labor  troubles  and  has 
been  absolutely  without  disorder.  The  outcome  of  the 
attempt  of  the  manufacturers  to  reopen  before  the  diffi- 
culty is  adjusted  is,  therefore,  looked  forward  to  with 
interest.  The  hatters  have  been  receiving  many  tenders 
of  financial  assistance  from  other  lines  of  trade. 


Report  on  Woolen  Industry. 

An  Ottawa  despatch  states  that  there  is  now  in  the 
possession  of  the  Government  at  Ottawa  the  report  of 
Mr.  Costello,  of  the  Customs  service,  who  was  appointed 
by  the  Government  to  make  a  comparison  of  the  York- 
shire woolen  mills  with  those  of  the  Dominion.  The  re- 
port has  not  been  made  public,  but  unconfirmed  press 
despatches  state  that  the  commissioner  has  reported 
that  the  Canadian  woolen  industry  does  not  require  more 
protection,  and  that  all  that  is  required  to  enable  Cana- 
dian mills  to  hold  their  own  with  those  of  Yorkshire  is 
m'odern  equipment  and  improved  methods  such  as  is  to 
be  found  in  English  mills. 


The  firm  of  Fraser,  Macmillan  &  Co.,  wholesale 
hats  and  furs,  London,  dissolved  on  Jan.  2nd,  by 
mutual  consent.  The  stock  in  trade,  goodwill  and  other 
assets  have  been  taken  over  by  their  successors,  Mac- 
millan, Calder  &  Co.,  who  will  in  future  carry  on  the 
business. 
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BRADBURY  GREATOREX  &  CO.,  = 

ALDERMANBURY 

Also   Fountain   Court  and   Dyers'   Court 
LONDON,    ENG. 

GENERAL  WAREHOUSEMEN 


Departments 


LINENS 

CALICOES 

BLANKETS 

FLANNELS 

FLANNELETTES 

SCOTCH 

TABLE  COVERS 

CURTAINS 

TRIMMINGS 


MANCHESTER 

OXFORD  SHIRTINGS 

VELVETEENS 

OUILTS 

COTTON  DRESSES 

FOREIGN  DRESSES 

BRITISH  DRESSES 

SILKS 

HABERDASHERY 


VELVET  AND  CRAPES 

MANTLES. 

COSTUMES 

HOSIERY 

GLOVES  I 

UMBRELLAS 

FURS 

MEN'S  SHIRTS.  &c. 

CHILDREN'S  OUTFITS 


RIBBONS 

FLOWERS  AND   FEATHERS 

MILLINERY 

NECK   WEAR 

HANDKERCHIEFS 

LACE 

STRAWS 

UNDERCLOTHING 

LADIES'  BLOUSES 


HEAD  OFFICE  IN  CANADA  :    Mr.   C.  I.  W.   Davies,    19  Phillips  Square,   Montreal 
Also  Mr.  R.  H.  McMillen.  Victoria.  B.C.  and  Mr.  W.  MacKenzie.  Toronto 
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LINOLEUM 

MADE  IN  CANADA 

FIVE  GRADES  TWO  WIDTHS 

A,  B,  C,  D,  E  8/4  and  16/4 

DESIGNS — Chosen  expressly  for  Canadian  trade. 
QUALITY— To  suit  the  Canadian  cHmate. 
PRICES — To  meet  Canadian  Purses. 


•^FbOOEJ/iBLEa; 
-^'-■^   DECDPAIIVE  B.: 


J^t.*"*,.T)oMiNiDN  Oil  Cloth 

^♦^'^      ^«*«B  ^      Company  iiMiTED 


Company  uv 


THREE    GRADES 
4/4,  5/4,  6/4,  8/4,  10/4  wide 


Floor  Oil  Cloths 

Table  Oil  Cloths  ^"-'-"'y -^  "^^ -^^ 


best.     5/4  and  6/4  wide. 


We  have  no  hesitation  in  stating  that  all  our  lines  are 
THE    EQUAL    OF     ANY    ON    THE    MARKET. 

WE    ALSO    AIM    TO      GIVE     PROMPT     DELIVERIES. 
Our  Goods  are  handled  by  all  the  Wholesale  Dry  Goods  Trade. 

The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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Housefurnishings  and  Decorations 


Interior  of  Carpet   Department  Acme  Go's.  Store,  Edmonton,   Alberta. 


THE  inactivity  noted  in  the  carpet  trade  by  some 
houses   at   the  present   tims   is   summed   up  by 
them    in    the    two    words    "between    seasons." 
Spring   business   has   been   placed    and   repeats 
are    not   expected   to   put   in   their   appearance    until    the 
Spring  selling  has  been  nicely  under  way. 

In  those  lines  which  retailers  do  not  stock  very 
far  in  advance,  such  as  cretons  and  art  sateens,  there 
is  a  free  movement  at  the  present  time.  Small  conven- 
tional designs  in  art  denim  effects  are  taking  well. 

Carpt  men  are  looking  for  a  good  Spring  season. 
Importers  state  that,  so  far  as  the  Old  Country  manu- 
facturer is  concerned,  some  difficulty  has  been  experienced 
in  having  repeats  filled  promptly.  Manufacturers,  it  is 
pointed  out,  have  not  the  stocks  on  hand  which  they 
had  in  former  years.  The  depression  caught  them  with 
their  hands  full,  and  now  they  are  going  very  very  cau- 
tiously. Output  is  apparently  being  measured  in  some 
cases,  only  by  immediate  demand. 


Conditions  in  England. 

In  regard  to  this  feature  of  carpet  trade  conditions 
in  England,  the  Kidderminster  Shuttle  states:  "Seeing 
that  not  only  the  home,  but  nearly  the  whole  of  the  mar- 
kets of  the  world  have  been  depressed,  it  is  not  sur- 
prising that  such  an  industry  as  the  carpet  trade,  so 
sensitive  to  the  slightest  disturbance  in  financial  circles, 
should  have  suffered  somewhat  acutely  during  the  year. 
It  is  estimated  that  the  output  of  the  looms  of  all  grades 
of  carpets  has  been  quite  15  per  cent,  less  than  that  of 


last  year,  and  even  more  than  that  if  contrasted  with 
1906,  which  was  the  year  of  high -water  mark  in  the 
trade.  But  then  the  very  boom  of  that  year  has  partly 
contributed  to  this  result.  For  with  the  increased  de- 
mand many  manufacturers  enlarged  their  mills,  and  laid 
down  new  plants,  enabling  them  to  considerably  increase 
their  output,  and  now  it  is  abundantly  clear  that  pro- 
duction has  more  than  overtaken  the  consumptive  capa- 
city of  the  people. 

"The  year  has  beyond  doubt  been  a  very  trying  one 
for  carpet  manufacturers  and  weavers  alike.  It  opened 
with  a  slowly  declining  market  for  raw  materials,  which 
was  considerably  accelerated  in  the  Spring.  As  ware- 
housemen were  very  lethargic  in  placing  orders  it  was 
believed  that  they  were  anticipating  reduced  price-lists. 
These  were  issued  soon  afterwards — all  grades  of  Ax- 
minsters,  Wiltons,  Brussels,  tapestry  and  ingrain  car- 
pets pa-ticipating  in  the  reduced  quotations.  The  re- 
sult was  disappointing  to  manufacturers,  for  the  antici- 
pated stimulus  to  industry  did  not  follow;  and  it  is 
now  regarded  as  an  open  question  whether  an  additional 
yard  of  carpet  was  ordered  as  a  result  of  that  substantial 
reduction.  It  is  now  clear  that — with  an  advance  in  all 
qualities  of  woollen  and  worsted  yarns  of  from  15  to  20 
per  cent,  during  the  last  two  months— there  must,  in- 
evitably, with  the  New  Year  be  a  return  to  the  prices 
which  obtained  in  the  Spring  of  the  now  dying  year. 

"There  has  been  very  little  change  in  the  taste  of 
carpet  consumers  during  the  year.  The  development 
of  taste  is  often  a  slow  process,  although  sometimes  in 
some  departments  fashions  are  very  capricious  and  change 
with  remarkable  rapidity.     In  the  best  quality  of  goods. 
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and  especially  in  deep-pile  seamless  carpets,  historic  and 
Oriental  designs  have  been  in  much  favor;  and  in  some 
quarters  there  has  been  a  tendency  towards  greater 
simplicity  and  more  useful  qualities.  Many  firms  have 
given  much  attention  to  the  manufacture  of  large  mag- 
nificent carpets  in  one  piece,  requiring  the  erection  of 
special  machinery  alike  in  the  manufacturing  and  finish- 
ing departments;  and,  while  probably  the  financial  re- 
turn has  not  been  satisfactory,  the  reputations  of  such 
concerns  have  been  greatly  enhanced  by  their  readiness 
to  adapt  themselves  to  meet  the  special  needs  of  con- 
sumers.      Taking   the  trade   as   a    whole,    there    has     not 


A  Formal  Draw^ing  Room 

been  any  very  great  falling  off  in  piece  goods,  and  the 
Jacquard  looms  have  fairly  well   held   their  own." 


The  Trend  of  Taste. 

Statements  from  buyers  returning  from  the  Old  Coun- 
try, bear  out  the  above  treatment  of  the  situation.  With 
reference  to  the  trend  of  taste  a  representative  of  one 
of  the  very  large  departmental  stores  had  this  to  say: 


"There  is  less  featuring  of  any  distinct  color  or  de- 
sign than  in  any  previous  season.  There  is  a  wider 
variety  and  at  the  same  time  a  noticeable  elimination  of 
ostentatious  or  obtrusive  ornamentation. 

"We  find  ourselves  with  a  beautiful  range  of  fabrics 
imitating  the  antique  in  embroidered  goods.  There  is  an 
increasing  use  of  chintzes  and  of  block  print  fabrics  in 
which  copies  of  old  designs  have  a  preferred  place.  These 
designs  are  only  such  as  may  be  sanely  used  in  this 
present  day.     There  is  no  tendency  towards  the  extreme. 

There  seems  to  be  a  desire  on  the  part  of  the  manufac- 
turer to  supply  the  buyer  with  fabrics  which  will  appeal 
to  the  customer's  individuality  of  taste.  The  variety  is 
so  very  wide  that  no  one  finds  himself  under  the  neces- 
sity of  adopting  anything  but  that  which  appeals  to  him. 
So  far  as  colors  are  concerned,  there  is  a  tendency  to- 
wards lighter  shades. 

"What  has  been  said  is  based  on  the  work  which  is 
being  done  by  the  best  decorators  on  this  continent,  and 
on  the  other  side  of  the  Atlantic.  Under  the  circum- 
stances it  is  hard  to  tie  up  to  any  one  particular  season 
or  assign  different  fabrics  to  different  periods  of  the 
year. ' ' 

One  of  the  newest  decorative  appliances  for  the  house 
window  is  a  cornice  to  fit  over  the  top  of  the  frame.  The 
curtain  is  adjusted  to  the  inside  of  the  cornice  which 
is  covered  with  cloth  or  painted  to  match  the  predomin- 
ating tone  of  the  draperies. 

4- 

For  the  Formal  Drawing  Room. 

The  accompanying  cut  from  the  Staunton  Book  on 
Interior  Decoration  illustrates  a  formal  drawing-room 
treatment.  Appropriate  papers  are  in  light  and  dark 
gTeen  velour,  in  the  distinctive  colorings  that  only  velours 
have,  and  in  silk  in  pale  green  and  creamy  white  with 
gold  edging,  buff  and  cream  with  the  gold,  another  and 
paler  green  combination  in  self-tones,  and  in  a  light  tint 
of  Japanese  blue. 

"The  border  is  "cut  out,'  both  along  the  top  and 
the  bottom  of  the  festoons  and  applied  over  a  filler  of 
light  fabric  chambray  of  hr.rmonious  blending  with  the 
stripes  in  the  wall.  The  bold  drawing  of  the  frieze  and 
its  rich  elaboration  in  applique  relieve  the  otherwise 
excessive  formality  of  the  stripe  pattern.  The  woodwork 
should  be  enameled  white  and  the  carpet  should  be  in 
dark,  somewhat  plain  designs  of  the  color  complementary 
to  the  dark  stripe  of  the  wall  hanging.  As  the  walls 
will  show  a  rather  great  expanse  of  unbroken  space  in 


Carpets — There  is  a  general  feeling  of  con- 
fidence that  with  the  opening  of  Spring,  repeats 
and  sorting  will  go  far  to  bring  up  advance  sell- 
ing to  a  good  level. 

Some  difficulty  is  being  experienced  in  having 
repeats  filled  by  Old  Country  houses.  Manufac- 
turers, it  is  pointed  out,  have  not  been  carrying 
large  stocks. 

Curtains  and  Draperies — Buyers  returning  from 
trips  abroad  stated  that  so  far  as  the  trend  of 
taste  is  concerned,  there  is  less  featuring  of  any 
distinct   color  or  design. 

Wall  Paper — The  selling  season  confirms  the 
preference  for  dainter  effects.  Violent  things  have 
been  pretty  well  ignored. 
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No.    195.      Full  2-incli   head,   extra   heavy   hrass,    full   polished   front   and   back 
with   polished   turned   tips.      Extends   50  to   54   inches.      Retails    for    25   cents. 

Also      thirty-seven      other      styles      retailing     from      5      cents     to      75      cents. 

May  be  obtained   or  any  Jobber  or  or 

The   Ne\?v^ell    Manufacturing   Company 

Prescott  -  Ontario 

You    "Jylus   Tav"  J^ewelVs  Patent  Extension  Curtain  Rods.     They  Fit  Any  Vvinaow. 


a 


Why  not  open  a 

Furniture 
Department  ?^^ 


Increase  your 

Business  with 

same  Expense  ! 

"  Ask  1909  Catalogue  and  Prices  " 


'^^^  Victoriaville  Furniture  Co.,  ^-'<^,J-"^' 
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the  average  room  it  will  be  well  to  relieve  this  with  hang- 
ings of  appropriate  color  but  rather  rich  design. 

"The  ceiling  offers  a  fairly  large  range  of  choice, 
though  the  one  most  admirable  plan  (especially  if  there 
were  a  cove  effect)  would  be  to  continue  the  filler  used 
behind  the  applique  border  up  on  to  the  ceiling  to  the 
distance  of  about  two  feet  from  the  walls,  setting  this 
off  with  a  narrow  panel  divider  and  using  a  cream  or 
ivory  ceiling  paper  in  the  centre.  This  would  tend  to 
balance  the  effect  of  the  stripes  and  would  give  the  clus- 
ters of  roses  at  the  apex  of  each  festoon  almost  the  ap- 
pearance of  being  on  the  ceiling  with  the  festoons  them- 
selves hanging  away  from  the  walls.  A  clever  frescoer 
could  add  to  this  illusion  by  the  sparing  use  of  a  light 
shadow  under  each  curve  of  the  festoons. ' ' 


Staunton's  Book  on  Interior  Decoration. 

Staunton's  Book  on  Interior  Decoration  is  one  of 
the  most  informing  and  artistically  illustrative  brochures 
yet  issued  by  the  decorative  department  of  Staunton's, 
Limited,  Toronto,  manufacturers  of  fine  wall  papers.  It 
is  volume  three  of  the  Staunton  Dealers'  Library.  Its 
great  value  consists  in  the  suggestions  which  it  contains 
with  reference  to  mural  treatments.  There  are  sixteen 
different  plates,  illustrating  an  interesting  educational 
talk  upon  as  many  distinct  subjects,  every  one  of  which 
is  entitled  to  the  consideration  of  every  wall  paper  deakr 
whose  aim  is  to  develop  his  department  or  business  along 
lines  which  will  produce  the  best  possible  results,  not 
only  to  himselfj  but  likewise  to  his  customers.  In  this 
connection  a  paragraph  or  two  from  the  foreword  of  the 
Staunton  book  will  be  in  place. 

"A  greater  sanity  is  everywhere  evident — and  room 
decoration  is  now  reaching  a  plane  in  Canada  where 
comparison  with  the  productions  of  the  old  world  de- 
signers brings  the  "glow  of  pride"  rather  than  the 
"blush  of  shame." 

"The  development  of  this  better  taste  in  the  selec- 
tion of  wall  paper  lies  in  no  small  degree  to  the  credit 
of  the  Staunton  dealers.  Their  consistent  and  energetic 
work  has  told  heavily  in  the  fight  for  improvement  and 
the  ammunition  we  have  provided  from  time  to  time  has 
been  well  expended. 

"It  is  with  the  idea  if  giving  them  one  more  weapon 
that  the  Decorative  Department  has  prepared  this  Bro- 
chure. We  believe  the  results  will  warrant  its  publica- 
tion and  that  you  will  welcome  it  as  a  valuable  addition 
to  you  working  library." 


Canada's  Trade  with  United  States. 

The  latest  returns  of  the  importations  into  Canada 
for  the  United  States  fiscal  year  ending  March  ?1,  1908, 
show  that  Canada  bought  175,148  square  yards  of  oilcloth 
and  linoleum  from  American  manufacturers  and  dealers 
valued  at  $45,998.  For  the  same  period  Canada  bought 
2,597,709  square  yards  of  these  goods  valued  at  $874,437 
from  Great  Britain. 

The  statistics  of  carpetings  reveal  the  fact  that  very 
little  Axmins'^er,  Brussels,  tapestry  or  ingrain  carpetings 
are  bought  from  the  United  States,  most  of  the  importa- 
tions being  from  the  mother  country,  which  enjoys  a 
preferential  tr.riff. 

Out  of  a  total  ol  235,260  square  yards  of  Axminster, 
Aubusson  and  Moquette  valued  at  $224,554,  the  United 
States  sold  only  708  yards  valued  at  $1,219.     However, 


the  sale  of  Oriental  carpetings  and  rugs  from  the  United 
States  to  Canada  represented  the  biggest  item,  being 
4,121  square  yards  worth  $590,000  sold  for  the  year,  as 
against  301396  valued  at  $273,024  bought  from  houses 
in   Great  Britain. 


Wall  Papers. 

IL  is  now  possible  to  size  up  the  seiiiug  season  Tor 
recapitulative  information.  It  is  noted  that  browns,  tans 
and  greys  in  their  various  tones  have  taken  a  very  good 
place  in  the  demand.  It  is  also  evident  that  violent 
things  have  been  pretty  well  ignored,  and  that  the  more 
dainty  effects  have  been  well  patronized.  Silks  and  silk- 
embossed  stripes  have  done  well.  So  far  as  prices  are 
concerned,  there  appears  to  be  no  great  change  in  sight. 
One  large  manufacturer  stated  that  while  his  lowest  price 
liiis  year  was  half  a  cent  higher  than  last  year,  prices 
liiroughout   the   line   were,   on    the   whole,   a   siu-.de    lower. 


Change  in  Location. 

The  Textile  Trimmings  Co.  have  removed  from  Queen 
West,  Toronto,  to  larger  and  more  convenient  premises 
located  on  the  corner  of  King  and  Bathurst.  This  change 
has  been  made  because  of  the  increase  in  business  in 
their  established  lines,  and  to  enable  them  to  undertake 
the  manufacture  of  other  branches.  They  have  put  in 
a  new  plant  for  the  manufacture  of  tapestry  curtains 
and  are  building  additional  machinery  for  the  manu- 
facture of  their  regular  lines. 


Permit  to  Run  Night  Shifts. 

The  Toronto  Carpet  Company  have  been  granted  a 
permit  to  run  part  of  their  factory  with  a  night  shift 
of  women  workers.  The  company  had  undertaken  to 
operate  without  a  permit,  but  the  factory  inspector  had 
ordered  a  cessation  and  a  subsequent  interpretation  of 
the  law  made  the  action  permissible.  J.  P.  Murray, 
manager  of  the  company,  stated  that  by  working  thus 
in  shifts  employment  could  be  given  to  many  in  need  of 
work  during  the  present  busy  time. 


Death  of  John  C.  Burt. 

John  C.  Burt,  one  of  the  best  known  commercial  trav- 
elers in  Canada,  died  at  his  home  in  Listowel,  Ont.  on 
January  11th,  after  an  illness  of  about  a  year.  Mr.  Burt 
was  a  native  of  Ontario,  having  been  born  near  Listowel, 
fifty-five  years  ago.  During  the  past  fourteen  years  he 
represented  the  firm  of  Brophy-Cains,  Limited,  of  Mon- 
treal, traveling  west  of  Toronto.  Previous  to  his  con- 
nection with  the  above  firm,  Mr.  Burt  was  engaged  in 
the  dry  goods  business  in  Listowel.  He  was  well  and 
favorably  known  to  the  trade,  among  whom  he  had  made 
many  sincere  friends  during  his  business  career. 


The  Toronto  Glove  and  Tanning  Co.  have  surren- 
dered their  charter  and  the  Lieut.  Governor  has  issued 
an  order  cancelling  the  same.  The  15th  of  February  has 
been  fixed  as  the  date  of  dissolution. 
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Trade  Revival  in  British  Columbia. 

Vancouver,  Jan.  26. — Just  now  retailers  are  stocktak- 
ing, and  only  sorting  up  orders  are  coming  in  to  the 
wholesalers.  The  cold  weather  of  the  past  two  weeks  has 
also  been  a  little  dampener  on  the  casual  trade,  but  alto- 
gether there  is  a  very  optimistic  feeling.  The  Christmas 
trade,  which  was  good  in  all  other  lines,  extended  to  the 
dry  goods  business,  and  it  indicates  that  a  recovery  is 
being  made  from  the  effects  of  the  depression  which  was 
so  marked  last  year.  The  panic  is  over,  and  the  outlook 
for  the  present  year  is  the  most  encouraging  yet.  Travel- 
ers who  are  out,  report  business  good.  Lumber  camps  are 
beginning  to  open,  and  this  will  bring  a  fair  line  of  trade 
in  the  heavier  goods.  It  is  confidently  expected  that  there 
will  be  a  revival  in  the  lumber  industry,  and  that  being 
so,  there  will  be  more  doing  for  the  drygoodsmeu.  Mines, 
too,  are  opening  up,  and  with  copper  advancing  and  a  de- 
mand for  silver  and  lead,  British  Columbia  merchants 
ekpect  the  best.    This  field  is  an  attractive  one. 

New  Westminster  merchants  are  justly  incensed  o\ef 
the  placing  of  an  advertisement  in  one  of  the  Vancouver 
papers,  which  read:  "Wanted  badly — Smart  dry  goods 
store  in  New  Westminster."  It  is  pointed  out  that  if  this 
was  intended  as  a  reflection  on  the  stores  already  then' 
it  is  not  only  in  bad  taste,  but  uncalled  for,  as  it  would 
be  dit3Scult  to  find  better  dry  goods  stores  in  any  city  of 
the  same  size  as  New  Westminster.  Moreover,  the  large 
turnover  in  a  year  shows  that  the  business  methods  of  the 
two  principal  stores  are  satisfactory  to  the  people  as  a 
whole.  It  is  also  suggested  that  very  likely  the  person 
who  is  anonymously  smart  is  one  of  those  who,  whenever 
they  have  an  order,  sends  it  off  to  a  departmental  store  in 
one  of  the  large  cities,  and  fail  in  giving  that  support  to 
home  merchants  that  they  deserve.  It  is  felt  that  if  large 
city  mail  order  houses  were  let  go  for  two  or  three 
months,  there  would  'be  enough  business  at  home  to  place 
any  and  all  stores  in  the  best  of  positions,  so  that  they 
would  be  beyond  the  cavil  of  disgruntled  people. 

James  Stark,  head  of  Stark  &  Sons,  dry  goods  mer- 
chants, recently  met  with  a  painful  accident,  when  he 
dislocated  one  of  his  knees.  The  wheels  of  his  automobile 
skidded  in  rounding  a  corner,  and  the  machine  struck  the 
curb  with  such  violence  that  Mr.  Stark  was  thrown  out  on 
the  sidewalk. 


The  Purchase  Concluded. 

R.  C.  Wilkins,  Montreal,  manufacturer  of  the  famous 
Rooster  Brand  overall  has  concluded  the  purchase  of  the 
premises  which  he  now  occupies.  The  announcement 
with  reference  to  the  transfer  was  as  follows:  "Estate 
McCready  sold  to  Robert  C.  Wilkins  lot  No.  514  in  St. 
Lawrence  Ward,  with  buildings  on  north  side  of  Dowd 
Street,  near  Bleury  Street,  for  $24,871.55." 


New  Wholesale  House. 

Fred.  L.  Cains,  Limited,  301  St.  James  St.,  Montreal, 
is  the  style  of  a  new  Canadian  wholesale  dry  goods  firm. 
Mr.  Cains  withdrew  recently  from  the  business  of 
Brophy,  Cains,  Limited,  Montreal,  and  commenced  busi- 
ness on  his  own  account  in  comfortable  quarters  at  the 
above  address. 

As  a  member  of  the  firm  of  Brophy,  Cains,  Limited 
since  its  formation  he  has  been  intimately  associated  with 
the  history  of  the  Canadian  wholesale  dry  goods  trade. 
Mr.  Cains  has  an  enviable  connection  with  retailers  in 
many  parts  of  Canada. 
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Quality  and  Style 

are  the  two  outstanding  fea- 
tures of  the  comforters  and 
cushions  made  by  the  Harvey 
Quilting  Company.  The 
quahty  enables  you  to  offer 
your  customers  good  value 
and  the  style  insures  quick 
sales.  Our  range  for  Fall 
will  please  you.  See  our  travel- 
ers' samples  before  you  buy. 

Muff   Beds   are   our   specialty. 

The  Harvey  Quilting  Company,  Limited 

33-37  Pearl  Street 

Toronto 


KINC'S 


Established  1771 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  matkct, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   SCOTLAND. 


Sole  Selling  Ageat : 


SYDNEY   MOSS, 


Empire  BIdg.,  58  Wellington  Si.  W, 
TORONTO 
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Spring   Opening 

Monday      March      First 

Ready  for  Early  Buyers 
In  All  Departments 

Monday   15th  Feby. 

The 

Smith-Runciman  Co'y, 

100  Wellington  St.  "West 

Limited 

Toronto 

• 

"An  up-to-date  house 
for  up-to-date  people." 

•                  •                  •                  •                  • 

You  will  find  in  our  warehouse 
an  aggregation  of  millinery  goods 
unequalled  in  both  style  and  value 
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The  Canadian  Millinery   Review 


IN  the  season  just  opening-  the  millinery  trade  has 
the  stimulus  of  improving  trade  conditions  to  give 
confidence  in  buying-.  There  is  also  the  fact  be- 
hind that  in  spite  of  the  financial  troubles  of  the 
past  eig-htecn  months,  millinery  sold  in  Canada  has 
shown  a  big-  advance  in  style.  Better  materials  and 
more  artistically  made  hats  have  been  universally  called 
for.  As  a  fact  the  trade  has,  during  the  period  of  de- 
pression, not,  only  kept  up  to  standard,  but  the  stand- 
ard itself  has  advanced.  Milliners  are  now  able  to  ask 
better  prices  for  their  hats  than  they  did  even  a  few 
seasons  back.  This  is  a  condition  that  every  milliner 
welcomes;  for  there  is  much  of  the  artist  in  the  suc- 
cessful milliner  and  not  only  doe.s  she  feel  the  joy  of 
work  more,  but  she  finds  more  of  that  inspiration  that 
makes  for  success  when  her  work  calls  for  better,  and 
therefore  richer  colored   and   more   artistic  goods. 

The  millinery  fabrics  and   materials   for   the     comins: 
season    should   truly   inspire   milliners    to   their   l^est     cf- 


ways  well  received  by  Canadian  women  for  Spring  wear 
as  they  are  well  suited  to  the  nature  of  our  Spring 
weather. 

The  hats  shown  are  often  spoken  of  as  small,  but 
really  they  are  only  small  by  comparison,  and  some  of 
the  turbans  are  of  certainly  more  tKan  moderate  size. 
Right  here  is  where  the  clever  milliner's  chance  comes, 
as  she  can  make  the  shape  of  the  size  that  best  becomes 
her  customer. 

For  early  selling  nearly  all  the  hats  are  of  the  made 
order,  and  many  milliners  predict  a  big  made  season. 

Braids  in  all  the  old  varieties  and  in  .some  new  one.s 
are  out  in  force,  and  braid-covered  hats,  at  any  rate  for 
the  early   season,   are  those  most   in  evidence. 


Two   French   Pattern   Hats.    The  Large   Flower  Trimmed   Mushroom   by  Delval  and  the  Small   Turban 

by  Lucette  —  Shown   by  D.   McCall  &  Co. 


forts.  The  new  colors  are  of  great  beauty.  There  is  the 
soft  sheen  of  silken  fabrics  and  the  gleam  of  gold  and 
jet;  flowers  come  in  their  natural  tones  and  are  blended 
as  in  nature  with  moss  and  foliage.  Even  the  straws 
are  more  soft  and  pliable  than  ever,  and  fall  into  grace- 
ful shapes  and  folds  under  the  manipulation  of  skilful 
fingers. 

Picturesque  effect  and  a  becoming  softness  of  outline 
are  the  keynotes  of  the  new  mode.  Many  of  the  charm- 
ing shapes  shown  are  very  close  copies  of  those  seen  in 
eighteenth  century  pictures  and  prints.  They  accord 
well  with  the  graceful  gowns  designed  for  Spring  wear, 
and  like  them  have,  besides  their  old  world  charm,  a 
characteristically  modern  note  that  makes  them  emin- 
ently becoming  to  their  twentieth  century  wearers. 

Turbans  and  toques  will  open  the  season,  but  all 
authorities  are  agreed  that  Midsummer  days  will  see  the 
large  shapes  back  again.     Toques  and  turbans  are    al- 


Shapes  and  Models. 


The  advance  lines  of  Paris  models  for  the  coming 
spring  have  arrived,  and,  as  expected,  show  strongly 
the  influence  of  the  turban  shapes  in  fur  and  feathers 
I  hat  have  been  so  marked  a  feature  of  the  later  half  of 
the  winter  season.  Turbans  and  toques  are  strongly  in- 
dicated for  the  early  spring,  and  the  two  favored  shapes 
are  the  Russian  or  moujic  and  the  pot  turbans.  Both 
these  shapes  show  a  tendency  away  from  the  very  flat 
shapes  of  the  winter,  though  perhaps,  the  shapes  are  not 
in  many  cases  any  higher,  the  added  height  is  given  by 
the  manner   in   which   the  trimming  is   placed. 

Many  hats  have  the  bowl  crown,  and  there  are  a 
number  of  smart  little  turbans  that  are  of  this  shape. 

The  turban  of  the  moment  certainly  is  the  jet  tur- 
ban. There  is  a  perfect  furore  for  jets,  and  jet  is  used 
enormously    at    present.      Glittering  turbans  of  jet    are 
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The 


Silk  House 


FOR 


Spring  Trade 

1909 

Japan  and  China  Silks 


Shan  Tungs 
Satins 
TamaUnes 
Peau  de  Soie 
Louisine 


Tussores 
Messalines 
Taffetas 
Ottoman 
Crepe  de  Chine 


Fancy  Silks 

In  Striped  and  Figured  Effects  in 
ALL  QUALITIES. 


Complete  Range  of 

Windsor  Ties 


INCLUDING 


Tartan  and  Fancy  Plaids, 
Checks,  Polka  Dots,  Etc. 


MAIL   ORDERS   RECEIVE 
OUR  PROMPT  ATTENTION 


K.  Ishika\va  &  Co. 

TORONTO 


developed  from  net  closely  studded  with  nail  heads.  The 
brim  is  covered  with  a  bandeaux  studded  with  nail- 
heads,  olives,  and  rounds  of  jet,  and  large  jet  cabochons 
are  used  at  intervals  around  the  crown.  Generally,  a 
large  shah  osprey  fastened  with  a  cabochon  forms  the 
trimming  placed  a  little  to  one  side  of  the  front. 

Turbans  of  this  class  have  the  crown  of  net  and  the 
jetted  brim.  Pot  crowns  of  crin  are  used  with  the  brim 
in  pleated  maline  decorated  with  strings  of  large  jet 
beads. 

There  are  many  large  turbans  in  straw  trimmed 
with  bands  of  spangles,  jet  cabochons  and  feathers  or 
quills.  Many  of  these  cabochons  have  jetted  fringes,  and 
jetted  tassels  are  also  used. 

Large  turbans  of  straw  are  edged  with  a  floral  brim. 
Generally,  there  is  a  mixture  of  flowers  in  these  brims — 
pink  roses  as  a  rule  being  always  used.  Contrary-wise 
flower  crowns  are  used  with  straw  brims.  All  flower 
toques  or  toques  of  flowers  and  foliage  are  very  much  in 
evidence.  Here,  the  violet  comes  into  play,  but  it  is  not 
the  ordinary  bright  mauve  flower  that  is  used,  the 
violets  are  in  the  rich  deep  amethyst  tones  and  are  of 
the  large  single  variety.  Lily-of-t he- valley  and  other 
fme  flowers  are  used  for  toques.  Very  large  Empire  tur- 
bans are  seen  trimmed  with  floral  cloth  and  with  cabo- 
chons of  flowers. 

Many  mushroom  shapes  are  seen.  Practically  all  of 
the  larger  shapes  have  the  new  mushroom  brim — that  is, 
the  brim  droops  without  any  curve,  the  line  being  a 
straight  slant.  There  are  many  small  shapes  that  show 
this  brim.  Sometimes  the  crown  accompanying  is  square, 
but  the  dome  and  bowl  crowns  predominate. 

There  is  some  tendency  in  favor  of  hats  with  the 
brim  drooping  down  at  the  back,  and  of  this  type  are 
all  the  new  poke  or  Directoire  shapes,  and  also  the 
Royal'st  and  the  new  Henry  of  Navarre  models. 

Hats  of  this  type  show  moderately  high  crowns  and 
as  several  of  the  best  Paris  houses  are  favoring  higher 
crowned  hats  it  is  expected  that  the  later  models  will 
go  further  in  this  direction.  The  model  houses  in  Canada 
are  feeling  their  way  by  placing  the  trimmings  higher. 
There  are,  however,  a  number  of  distinctly  flat  effects 
shown  in  the  new  shapes. 

Among  hats  of  the  larger  types,  the  Directoire  pokes 
predominate.  These  vary  from  the  cabriolet  shape  to 
hats  that  while  they  are  large  and  retain  some  of  the  fea- 
tures of  the  shape  have  the  brim  rolling  upwards  in 
front.    Many  so  called  pokes  have  large  rounded  crowns. 

One  of  the  most  notable  French  pattern  hats  was  a 
true  Directoire  poke  covered  with  a  jetted  net  in  nail- 
head  effect.  The  trimmings  were  of  extreme  simplicity 
and  consisted  of  a  handsome  panache  of  black  plumes 
and  ties  of  wide  satin  Duchesse  ribbon.  Another  hand- 
some poke  seen  was  not  so  severe  in  outline.  It  was  of 
rich   black    lace   lined    with    a    soft   shell    pink   crepe,    and 


Better  materials  and  more  artistically  made 
hats  have  been  universally  called  for. 

The  new  colors  are  of  great  beauty.  There  is 
the  so'ft  sheen  of  .silken  fabrics  and  the  gleam  of 
K^olfl   and  jet. 

Flowers  are  shown  in  their  natural  tones  and 
;ne   blended    as   in    nature   with    moss   and   foliage. 

Straw  fabrics  and  wide  braids  that  may  al- 
inost  he  classed  as  ribbons,  are  shown. 

The  colors  for  the  Spring  are  very  much  on 
the  order  of  those  shown  for  last  Fall,  only  softer 
and   in  lighter  tones. 
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The  House  Famed  For  Flowers 
COCKBURN   &   REA,  LIMITED 

54-56  WELLINGTON  ST.  WEST,  TORONTO 

Spring  Opening,  March  ist  and  2nd  and  following  days. 

Our  Paris  creations  will  be  on  display  and  our  stock  ready  for 
early  buyers  on  Monday,  February  15th.  Our  Hat  Department  is  now 
complete,   comprising  all    the   newest   American  and   French   shapes. 

We  have  a  surprise  for  you.  It  is  our  No.  555  Liberty  Satin 
Ribbon,   in  all   the   leading  shades. 


. 


We  are  known 

to  be 

the  strongest 

flower  house 

in  Canada. 

The  proof  is 

here  waiting. 

Sequin  Hats 

are  in 

demand 

for 

early  Spring. 

We  have 
prepared  for 
this  demand. 
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had  a  cluster  of  rich  plumes  in  the  pink  at  the  side.  The 
ties  were  of  black  satin  ribbon.  The  majority  of  the 
black  hats  and  they  are  very  numerous  shown  this  spring 
are  of  the  poke  type.  Pokes  are  developed  in  Leghorn 
ecru  or  Neapolitan  and  chip,   and  rows  of  jet  beads,   jet 


Flower-pot  Shape,  Trimmed  with  Hyacinths,  by  Pouyanne 
— Imported  by  Debenhams  (Canada)  Ltd.,  Montreal. 

cabochons,  and  other  ornaments  of  jet  are  very  much  used 
on  them. 


with  which  they  generally  produce  their  prettiest  trim- 
ming effects. 

Roses,  of  course,  stand  first,  crushed  roses  in  the 
natural  shades  and  in  shades  of  pink  shading  out  to  the 
golden  pinkish  shades  or  to  the  bluish  purples  being 
most  employed.  There  are  roses  in  the  fashionable  tones, 
but  the  best  liked  are  those  that  have  some  semblance 
of  the  natural  coloring.  Moss  roses  are  in  high  favor. 
The  rose  shades  blend  in  with  nearly  all  the  colors  prom- 
inent this  spring  and  roses  are  found  on  nearly  all 
models. 

Fine  field  flowers,  such  as  forget-me-nots,  lily-of-the 
vally,  violet,  clover,  cowslip,  etc.,  are  all  freely  used, 
and  lilac,  hyacinths,  wistaria,  heliotrope  and  many 
others  are  seen.  It  is  seldom  that  one  bloom  alone  is 
seen  on  a  hat,  but  three  and  even  more  kinds  are  used 
together. 

Big  cabochons  formed  of  flowers  are  one  of  the  lead- 
ing novelties.  These  trimmings  are  from  five  to  eight 
inches  in  diameter  and  are  made  up  of  flowers  sur- 
rounded by  moss,  ferns,  or  foliage,  or  of  two  or  three 
different  kinds  of  flowers.  Thus,  a  rose  will  be  surround- 
ed with  wistaria  blooms  or  hyacinth,  or  a  bunch  of  moss 
roses  will  have  a  circle  of  forget-me-nots  for  an  outer 
circle.  Then,  again,  crimson  rambler  roses  will  be 
bunched  with  moss  and  maiden-hair  fern.  The  variety  is 
great  and  the  combinations  almost  infinite. 

Fine  flowers  are  sewn  thick  upon  tulle,  and  a  band 
of  this  flower  cloth  is  used  to  cover  the  brim  or  to  go 
around  the  hat.     Flowers  everywhere  are  used  in  masses. 


MW 


Ornaments. 

.Jet  and  sequins  head  the  list.  Big  jet  cabochons,  jet 
bands,  barrettes,  buckles  fringes  and  bandeaux  are  shown 
as  well  as  ornamental  pins  of  generous  sizes.  Many 
hats  are  complete  masses  of  jet,  and  were  it  not  that 
the  new  jets  are  of  some  extremely  light  substance  the 
weight  would  seem  to  be  unsupportable.  It  may  be  said, 
however,  that  although  all  hats  are  on  the  heavy  side 
as  far  as  appearance  goes  there  never  was  a  season  when 
their  actual  weight  was  lighter. 

Jet  beads  in  strings  and  pendent  effects  are  much 
used.  Sequins  glitter  over  everything.  Sequin  bandeauy 
showing  large  discs  and  rounds  made  up  of  small  cir- 
cular sequins  of  jet,  and  having  high  raised  bosses  of 
the  same,  are  shown.  Other  bandeaux  novelties  are  of 
embroideries  worked  out  upon  net  with  silk  shoe  laces. 

Many  fancy  cabochons  are  seen,  and  straw  quills  and 
straw  pendant  ornaments  are  used  on   many  hats. 


Flowers  and  Fruits. 

There  is  a  complete  turnover  from  the  large  flowers 
used  on  hats  during  the  fall  and  winter.  The  largest 
flowers  seen  on  the  new  hats  are  only  of  the  natural 
size,  and  the  majority  of  the  floral  effects  seen  are  of 
Ihe   small   fine   type. 

This  is  a  favorite  class  of  flowers  for  spring  and 
summer    use    with    the  majority  ot  milliners,  and    one 


The  New  Pot  Turban  in  Jet.    One  of  the   Leading  Models 
of  the  Season  — Shown  by  J.  C.  Green  &  Co. 

Crowns  and  brims  are  coveired  with  these  set  thick  and 
flat. 

Fruit  also  has  made  an  appearance  and  promises  to 
he  very  mucb  used.  Grapes  are  much  in  evidence,  not 
only  in  silver  and  gold,  with  foliag'e  to  match,   and  in 
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Our  Mail  Order  Service 
should  appeal  to  milliners 
who  want  goods  in  our  line. 
Not  only  do  we  procure 
them  if  they  are  to  be  had 
in  Montreal,  but  they  are 
shipped  by  return.  May  we 
fill  a  trial  order  ? 


We  invite  you  to  visit  our 
warehouse  if  in  Montreal 
during  Millinery  Opening, 
We  have  a  large  stock  of 
ribbons,  chiffons,  silk  vel- 
vets, satins,  hat  crepes,  hat 
wires,  etc.,  and  can  fill 
orders  promptly. 


The  W.  R.  BROCK  COflPANY,  (Limited) 


nONTREAL 
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the  natural  size  but  grapes  the  size  of  plums  and  in  all 
the  fashionable  colors  are  shown.  Cherries  are  also 
niuoh  used  and  here  again  they  are  larger  than  life  and 
in  all  the  new  colors  as  well  as  the  natural  shades. 
These  large  fruits  are  made  of  some  very  light  composi- 
tion and  are  practically  feather  weight.  They  lia\'e 
also  the  extra  merit  of  being  unbreakable.  Black  and 
red  currants  and   their  leaves  decorate  some  hats. 


Braids  and  Straws. 

Not  only  arc  braids  used  for  the  making  of  the  new- 
hats,  but  straws  are  immensely  in  vogue  for  trimming 
purposes.  Straw  fabrics  and  wide  braids  that  may  al- 
most be  classed  as  ribbons  are  shown  for  this  purpose. 
All  these  effects  are,  as  before  stated,  of  the  softest  and 
most  pliable  finish,  and  the  milliner  can  bend  and  drape 
them   into   any   shape  desired. 

The  favored  straws  are  those  with  a  rough  bright 
finish,  and  straws  of  tins  class  arc  not  only  scarce,  but 
their  prices  are  advancing.  Practically  all  the  old  fav- 
orites, that  were  in  use  when  biaids  were  in  favor  three 
or  four  years  ago  are  shown  again.  Ycddas,  Japs  and 
ramie  braids  are  all  fashionable.  Wood  silk  and 
pyroxylin  braids  are  shown  in  great  variety.  Fancy 
effects  such  as  fluted  and  tubular-edged  braids  are  all 
selling. 

Hoods  and  plateaux  of  crin  and  Tagel  are  u.scd  fur 
crowns,  and  hats  of  this  class  often  have  the  ',rim  de- 
veloped in  the  rougher  braids.  Wide  soft  Yeddas  are 
sewn  together  for  crowns,  and  there  are  also  straw 
fabrics  from  which  crowns  and  trimmings  are  developed. 

Straw  quills,  straw  bows  and  rosettes,  and  flutings 
of  straw  help  to  trim  many  of  the  hats.  Hanging  balls 
and  ornaments  made  from  braid  are  a  new  decoration. 

Straw  is  made  to  do  duty  in  many  unexpected  ways, 
and  is  put  to  many  uses  beside  the  usual  one  of  making 
the  shape.  The  straw  worked  bandeaux  is  an  idea  that 
has  appeared  before,  but  the  bandeaux  of  tucked  tulle, 
edged  with  tiny  straw  bugles,  are  totally  different  from 
anything  that  has  been  seen  of  late  years.  These  are 
attractively  used  for  fancy  crowns  and  brims. 

Pressed  hats  are  developed  from  the  rough  and  the 
satin  straws,  and  for  the  large  hats  come  to  the  frc^nt 
later  in  the  season,  chips.  Leghorns,  Javas,  Milans, 
Tagels,   Neapolitans  and  pyroxylins  are  shown. 


Colors. 

The  new  syndicate  card  has  been  received  with  un- 
usual satisfaction.  It  is  rarely  that  the  card  so  closely 
indicates  the  colors  that  are  acceptable  to  the  popular 
trade.  This  year,  not  only  are  the  colors  on  the  Ci  rd 
accepted,  but  their  popularity  comes  pretty  much  in  the 
order  they  are  placed  on  the  card. 

The  colors  for  the  spring  are  very  much  on  the 
order  of  those  shown  for  last  fall,  only  softer  and  in 
lighter  tones.  Bois  joli,  the  first  set  of  colors  on  the 
card  is  by  most  houses  placed  as  the  leading  color.  The 
literal  translation  is  "pretty  wood"  or  "rose  wood." 
This  color  is  rather  hard  to  describe,  but  it  may  be 
said  to  be  a  soft  greyish  pink  somewhat  on  tiie  ashes-ot- 
roses  color  only  with  a  suspicion  of  a  yellowish  tinge. 

The  second  set  of  colors  on  the  card  is  also  placed 
high.  Maryolaine  is  the  name  given  to  it  there,  hut 
many  of  the  leading  Canadian  houses  call  it  amethyst.  It 
is  a  soft  greyish   mauve. 

The  third  color  is  also  hard  to  describe  but  may  be 
said  to  be  a  cinnamon  brown  with  a  pinkish  cast. 

The  taupe  shades  that  have  gone  so  well  in  the  fall 
and  winter  arc  shown  again  in  a  very  soft  and  beautiful 
set  of  shades.  There  are  few  colors  that  combine  with 
others  as  well  as  taupe,  and  it  promises  to  be  much  in 
evidence,   particularly   in    the   early   trade. 

In  the  high-class  trade,  the  series  named  .Xbielle  is 
much  talked  of.  This  is  really  the  color  known  as  old 
gold.  There  are  three  shades  and  the  mid  shade  is  the 
one  most  confidently  put  forward.  It  is  a  splendid  foil 
for   jet. 

Blue  shades,  at  any  rate  for  the  early  season,  are 
not  so  much  shown.  The  reason  may  be  becau.se  this 
spring  the  shades  are  so  clear  and  cold  in  tone.  Bosphore 
seems  to  be  the  set  of  blues  most  talked  of.  There  is  a 
beautiful  set  of  Chinese  blues  shown  under  the  name  of 
Pajade. 

Three  good  green  shades,  closely  resembling  Empire, 
arc  named  Veronese.  There  is  also  a  set  of  moss  greens, 
and  three  beautiful  reseda  shades  shown  under  the  name 
of   lichen. 

The  other  pinks  are  framboise,  and  a  rosy  pink  known 
as  ioyuse.  A  color  much  talked  of  is  pan  bruile  or 
Inirnt  bread  or  toast.  This  is  a  new  burnt  shade  that 
promises  to  be  good  in  straw. 


MILLINERY  RIBBONS 


WE   MAKE   A   SPECIALTY   OF 

MILLINERY   RIBBONS, 


BUT  NOT 


AT  MILLINERY  PRICES 


We  do  not  want  your  Ribbon  Orders   unless 
we  can  do  better  than   the   Millinery  Houses. 


INSPECTION    INVITED 


WALTER    H.    BARRY    &    GO. 


The  Ribbon   House  of  Canada. 

Cor.  St.  James  and  McGili  Streets, 
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The  Hall-mark  of  High-grade  Millinery 


THE  Gainsborough  name  in  the  crown  of  the  hat 
IS  like  the  sterling  mark  on  silver — a  guarantee 
of  superior  quality  and  excellence.  Distin- 
guished style  marks  the  entire  production,  and  not  by 
chance.  Every  w^orthy  thought  of  the  wide,  wide 
world  of  fashion  clusters  here  and  shows  to  splendid 
advantage,  with  a  constant  improvement  in  quality 
and  character,  and  a  persistent  betterment  as  re- 
gards values. 

We  also  control  for  Canada  the  far-famed  makes  of 

Gainsborough   Feathers 

and 

Gainsborough   Ribbons 

The  one  idea  is  absolute  perfection  in  Millinery  of    every  sort,  with  nothing 
better  to  be  had  in  the  lines  that  we  control. 

This  house  is  at  your  service  with  all  the  broad  and  liberal  spirit  which  has 
characterized  it  in  the  past. 

Our  Sprmg  Catalogue,  the  handsomest  ever  issued  in  Canada,  is  now  in  press, 
and  will  be  cheerfully  sent  oh  request. 

John  C.  Green  &  Co.,  Limited 

70  and  72  Wellington  Street  West,  Toronto 


Branches  at 
230  McGill  St.,  Montreal  63  Albert  St.,  Winmpeg 

Spring  Opening,  March  1  st,  2nd,  3rd  and  4th 


Sparks  St.,  Ottawa 
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Ribbons  and  Materials. 

There  have  been  seasons  when  more  ribbon  has  been 
used  on  the  new  hats.  The  majority  of  the  pattern  hats 
show  ribbon  in  some  form  or  other,  and  all  the  ribbons 
used  are  in  the  wider  widths.  Satin  Duchesse  ribbons 
are  those  most  used,  but  failletlnes  and  silk  ribbons  are 


JOHN   D.   IVEY 

Of   the   John   D.    Ivey   Co.,   Chairman   of   the  Wholesale 

Dry  Goods  Section  of  Toronto  Board   of  Trade. 


by  no  means  discarded.  The  novelty  ribbons  are  repre- 
sented by  rich  Ottomans,  and  these  are  further  em- 
bellished by  the  addition  of  satin  stripes  and  edges.  Satin 
ribbons  ha\e  an  edge  of  crinkled  or  crepe  stripe.  All 
kinds  of  nets  are  in  high  favor.  Gold  and  silver  nets 
are  shown,  and  some  extremely  handsome  turbans  are 
shown  in  these  metallic  nets  and  jet. 

Chiffons,  tulles,  malines,  crepes  and  mousseline  de 
soies  are  all  used.  Many  of  the  hat  brims  are  lined  with 
these  soft  silken  fabrics.  Faille  and  tafieta  are  also 
used  for  lining  the  brims  of  hats,  and  every  hat  "has  a 
lining  this  year. 

Where  bandeaux  are  used  in  Paris  hats  tulle  is 
swathed  over  them.  Hats  of  shirred  taffeta  with  large 
mob  crowns  have  made  their  appearance  in  Paris. 

Many  of  the  hats  have  long  ribbon  ties,  and  this 
fashion  will  call  for  the  large  use  of  ribbon.  Wide  velvet 
ribbons  are  very  much  used. 


Wings  and  Feathers. 

Paris  hats  always  feature  plumes  and  rich  ospre> 
aigrettes,  and  this  season  sees  no  change  in  this  respect. 
These  effects  are  always  asked  for  in  the  trimming  of 
hats  for  very  dressy  wear.  In  the  fall  they  decorate  the 
tea  hats.  For  the  Spring  and  Summer  there  are  hats 
for  the  races,  the  Horse  Shows,  and  for  weddings,  etc., 
that  need  the  finish  of  graceful  plumes.  The  majority  of 
the  plumes  seen  are  in  demi-lengths,  but  what  they  lack 
in  length  are  made  up  for  in  richness  of  feather  and  the 
length  of  flue.  Graceful  willow  plumes  are  much  seen. 
These  handsome  feather  effects  are  used  in  panaches  and 
clusters   generally  of  three  feathers.     Besides  the    black 


and  colored  eSects  those  in  the  natural  grey  are  seen. 
This  fondness  for  the  natural  effects  runs  right  through 
the  feather  line  and  wings,  quills,  and  birds  all  come 
in  the  natural  effects,  heightened  as  it  often  is  by  a 
dash  of  drake's  neck  at  the  base  of  the  feather. 

Quills  are  of  the  Mephisto  variety — exceedingly  long 
and  curving,  sharply  pointed  at  the  ends.  Antenne— that 
is  a  stripped  quill  with  a  tuft  of  feathers  at  the  end,  is 
a  fashion  more  curious  than  beautiful.  Wings  are  mostly 
of  the  sharply  pointed  variety.  There  are  some  beauti- 
fully-made feather  effects  in  what  may  be  termed  feather 
quills.  Jetted  quills,  jetted  feathers  and  wings  are 
among  the  leading  feather  novelties. 


The  Poise  of  the  Hat. 

How  are  the  new  hats  placed  upon  the  head  ?  At 
what  angle  are  they  worn  ?  is  one  of  the  first  questions 
asked  when  a  new  season  begins.  It  is  gratifying  to  find 
that  the  wearing  of  the  hat  over  the  face  and  shadowing 
the  forehead   is  a  thing  of  the  past. 

The  new  turbans  are  placed  a  little  back  and  fit 
fairly  and  squarely  upon  the  head.  They  show  the  fore- 
head and  also  a  certain  amount  of  the  front  hair.  Direc- 
toires  or  pokes,  of  course,  set  further  back.  Among  the 
very  latest  models  are  some  that  take  quite  a  new  angle. 
Paris   designers   are  producing   hats   that    arc.  not   merely 
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Popular  Braids.     1,  Jap  Braid  in  Two  Tone  and  Naire  Effet; 

2,  Fluted  Peroxyaline ;  3,  Peroxyaline  and  Cotton   Braid 

with  Tubular  Edge:  4,  Yedda— Trimming  Braid. 


placed  right  upon  the  right  hand  side  of  the  head,  but 
many  of  them  are  deliberately  placed  so  as  to  give  a 
iammed  down  effect.  It  is  expected  that  this  new  me- 
thod of  wearing  the  hat  will  directly  influence  the  new 
season.  The  hair  is  banged  and  curled  in  front  to  wear 
with  hats  of  this  type. 
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When  You  Visit  Toronto 


for  the  Millinery  Openings,  Monday  March  1, 
and  succeeding  days  you  will  miss  a  feature  both 
pleasant  and  profitable  if  you  do  not  avail  yourself 
of  the  opportunity  to  visit  our  warehouse,  Bay  and 
Wellington  Streets.  The  facilities  of  the  house  are 
at  your  disposal,  and  we  shall  also  be  glad  to  con- 
tribute to  the  profit  of  your  visit  by  showing  you 
our  wide  range  of  novelties  and  staples  for  the 
Millinery  trade — live,  saleable  goods  in  which  you 
will  be  interested,  including 


Chiffons 
Taffeta  Silks 
Tamaline  Silks 
Japanese  Silks 
Satins,  Blk.  &  Col'd 
Velveteens        *' 
Ribbons 


Laces 

Embroideries 
Allover  Laces 
AUover   Embroideries 
Veilings 
Millinery  Nets 
Milliner's  Supplies 


The  W.  R.  Brock  Co.  (Limited) 


TORONTO 
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TORONTO  WAREHOUSE. 


The  House  famed  for  Millinery 


The  home  of  good  millinery — 
the  birth-place  of  headwear 
novelties  for  the  Canadian  trade 
is  at  the  warehouse  of 
TheD.  McCallCo.,  Ltd.,  Toronto. 
The  Spring  openings  will  be  held 
Monday,  March  first,  and  suc- 
ceeding days.  We  will  be  glad  to 
welcome  you  to  our  warehouse, 
and  have  prepared  for  your  com- 
ing the  most  comprehensive  and 
best  collection  of  millinery  novel- 
ties ever  shown  to  the  Canadian 
trade. 


We  confidently  believe  that 
discriminating  buyers  will 
agree  that  never  has  so  much 
genuine  value — both  from  the 
style  and  price  standpoint — 
been  embraced  in  one  range  as 
in  that  which  we  will  offer  for 
your  inspection  on  March  first. 
One  outstanding  point  of 
superiority  is  presented  for 
your  consideration  on  the 
succeeding  page. 


STAPLE  DEPT. 


The   D.  McCALL   COMPANY,  Limited 

94-96-98  Wellington  St.  West,  Toronto. 
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FLOWER  AND  FEATHER  DEPT. 


Individuality  in  Millinery  is 
what  counts— it's  the  differ- 
ence between  mediocrity  and 
perfection.  The  point  in  which 
McCall  Millinery  scores  high 
is  in  this  essential  of  personal- 
ity. Everything  we  turn  out  is 
a  little  different  from  everything 
else.  As  a  practical  milliner 
you  know  the  value  of  this  as 
a  selling  point.  It  means  that 
we  not  only  provide  you  with 
the  goods,  but  we  also  help  you 
to  sell  them. 


It's  this  individuality  that  turns 
the  scale.  We  are  ready  for 
the  coming  season  with  the 
finest  range  of  hats,  braids, 
flowers  and  feathers,  silks, 
ribbons  and  novelties  we  have 
ever  shown.  We  believe  you 
have  never  seen  their  equal 
either  in  style  or  quality.  It's 
easy  to  test  the  truth  of  our 
statements— and  it  may  mean 
a  lot  to  you. 


HATBAND  BRAID  DEPT. 


The  D.  McCALL  COMPANY,  Ltd. 


BRANCHES- 


94-96-98  Wellington  St.  West,  Toronto 

WINNIPEG  MONTREAL  OTTAWA 


QUEBEC 
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WHOLESALE     MILLINERY 


Spring  Openings 


TORONTO     MONTREAL     WINNIPEG 


WEEK  COMMENCING 


MONDAY,    MARCH  1st,   1909 


QUEBEC,    MARCH    8th,    1909 


Large   Stocks   of   New  Goods  are  on  Dis- 
play at  our  different  Warehouses. 
Well  prepared  to  wait  on  early  buyers. 


^^  JOHN  D.  IVEY  CO.,  l™. 
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New    York  Style  Recommendations  for   the  Spring 

Trade  Recognizes  the  Importance  of  Suits  and  Dresses  —  The  Latest 
Productions  —  Three-Piece  Suits  are  Featured  in  the  New  Lines— Prin- 
cess,    Empire    and    Directoire     Effects     are     Prominently     Displayed. 

Staff   Correspondence. 


New  York,   Jan.   25. 

WITHOUT  question,  Uieie  has  been  a  revolution 
in  the  dress  of  to-day  as  compared  with  even 
so  short  a  time  as  one  year  ago,  and    every 
week  now  makes  the  change  more  noticeable, 
as  the  new  season's  productions  are  shown. 

While  it  is  likely  that  the  Spring  season  will  bring 
forth  any  number  of  new  style  features,  as  every  season 
is  expected  to  do,  fashion  authorities  agree  that,  in  the 
main,  the  style  of  figure  that  has  gained  popularity  dur- 
ing the  Fall  will  be  fashion's  keynote  during  the  coming 
season.  The  Directoire  mode  has  been  the  means  of  in- 
fluencing women's  dress  in  every  instance,  and  the  desire 
for  slender  figures  is  evident.  Hips  are  suppressed  as 
much  as  possible,  and  many  of  the  new  suits  are  made 
with  semi-fitting  coats,  that  is,  coats  which  outline  the 
figure,  but  fitting  loosely  at  the  waist. 

Coats  with  Long  Straight  Lines. 

Suit  coats  giving  the  long,  straight  lines,  and  hip- 
less  effect  are  shown  for  the  Spring  trade.  For  women 
they  are  34  to  42  inches  long,  and  for  misses  and  juniors 
30  to  36  inches.  The  long,  narrow  coat  sleeve  predom- 
inates. 

With  the  arrival  of  warm  weather,  shorter  coats  are 
expected  to  be  worn.  The  cutaway  effects  are  shown 
quite  extensively,  some  having  a  single  button  to  fasten 
them,  others  two,  three  and  four  buttons.  The  side-fast- 
ening effects  will  be  good  for  early  Spring,  but  as  they 
are  warm,  later  in  the  season  they  will  not  be  comfort- 
able. 

The  skirts  to  be  worn  with  the  suits  are  circular 
gored,  and  with  less  fulness  at  the  bottom.  The  high- 
waisted  effects,  with  hipless  lines  are  the  pronounced 
types  shown.  While  many  of  these  skirts  are  plain  and 
untrimmed,  extensive  use  of  braids  and  buttons  is  being 
made  on  the  more  elaborate  models.  The  designs  formed 
by  the  braids  and  buttons  are  in  matching  effects  with 
tliose  on  the  coats,  which  accompany  the  skirts.  Pleated 
skirts  will  be  shown  in  some  popular-priced  suits,   only. 

Three-piece  suits,  comprising  a  complete  dress  and 
coat,  a  sleeveless  dress,  guimpe  and  coat,  or  a  separate 
blouse,  skirt  and  coat,  are  all  featured  in  the  new  lines. 

The  separate  coats  shown  for  Spring  wear  conform  in 
every  detail  to  thej  fashionable  figure,  and  are  of  a  na- 
ture that  should  interest  buyers.  Covert  cloth  coats 
with  tailored  lines  are  expected  to  sell  well  for  early 
Spring.  Clinging  and  draping  coats,  in  classic  effects, 
some  of  them  practically  capes,  with  sleeves,  will  be  high 
style  for  evening  wear.  The  coats  for  general  wear,  tra- 
veling and  touring  purposes,  are  less  ornate. 

Varied  Assortment  of  Dresses. 

Practically  every  garment  manufacturer  is  including 
a  varied  assortment  of  dresses  in  his  new  season's  lines. 
The  materials  comprise  light-weight  fabrics,  messalines, 
silks  and  washable  goods.  The  new  feature  is  the  use  of 
washable  crepe.  However,  such  dresses  are  considered 
novelties  and  it  is  not  very  likely  that  they  will  become 
very  popular.     Lingerie  dresses  are  more  greatly  favored 


and  a  big  business  in  such  models  is  expected.  The  Prin- 
cess, Empire  and  Directoire  effects  are  all  prominently 
displayed  in  lingerie,  beautiful  laces  and  embroideries  be- 
ing employed  to  ornament  them.  The  use  of  Irish  crochet 
laces,  medallions  and  insertion  is  strongly  evident  on 
the  new  washable  dresses.  Colored  dresses  are  also  ex- 
pected to  be  big  sellers  and  retailers  are  putting  in  a 
generous  supply  of  these  models. 

A  good-looking  line  of  linen  suits  in  white  and  colors 
is  shown  for  the  warm  weather.  These  will  sell  better 
as  the  season  advances,  but  at  present,  only  buyers  in 
the  large  cities  are  interested  in  them. 

Careful  Selection  of  Colors. 

Most  careful  attention  is  given  this  season  to  the 
selection  of  colors  in  fabrics. 

Suitings  are  the  most  in  demand  in  materials  of  one 
color,  in  plain  and  fancy  weaves.  Fancies,  in  indefinite 
colors,  and  hair-stripes  are  excellent  sellers  for  Spring. 
Novelty  stripes  are  shown  in  various  lines.  Stripes,  es- 
pecially in  woven  shadow  effects  will  undoubtedly  lead  in 
novelties. 

Many  serge  weaves  in  plain  colors  are  shown,  these 
being  considered  the  most  popular  Spring  fabric.  Mohairs 
are  among  the  largest  sellers.  They  are  developed  in 
many  novel  patterns  for  use  in  tailored  suits  and  dresses. 

Broadcloths  in  lighter  weights,  and  of  a  firm,  close- 
ly-woven texture,  showing  several  new  colors,  color  ef- 
fects and  combinations,  will  be  the  leader  for  dressy 
wear.  Stripes,  new  broken  effects,  hair  lines,  and  pin  dot 
effects,  are  being  brought  out  strongly  in  the  new  lines. 
Tailored  costumes  are  being  constructed  of  these  fabrics 
more  largely  than  ever.  Panamas  and  taffeta  batistes  are 
good  sellers.  Dress  linens  are  looked  upon  as  likely  to 
be  one  of  the  best  selling  fabrics  of  the  Spring  and  Sum- 
mer seasons. 

Opinions  differ  somewhat  when  it  comes  to  a  question 
of  color  for  Spring  dress  goods,  but  it  is  anticipated 
there  will  be  little  change  from  the  prevailing  shades. 
Browns  may  not  be  as  strong  as  they  have  been.  Blues 
in  the  navy  and  blue-green  shades  will  be  very  good. 
Grey  will  hold  the  principal  place  and  smoke  and  taupe 


Shorter  waists  and  no  hips  at  all.  Two-piece 
tailored  suits,  hipless  and  half-fitted  jackets,  with 
long  narrow  sleeves,  gored  skirts  with  less  fullness 
at  foot,  and  a  tendency  of  high-waisted  effects. 
Three-piece  suits,  eompnising  a  complete  dress  and 
coat,  or  a  sleeveless  dress,  guimpe  and  coat,  tail- 
ored dresses  in  Princess  and  raised  waist  effects, 
separate  coats  in  hipless  and  semi-fitted  styles. 
Tourist  and  traveling  coats  in  half-fitted  and  Em- 
pire effects.  Silk  and  satin  coats  in  all  lengths, 
Separate  skirts,  more  extensively  trimmed  with 
braids  and  buttons,  less  fullness  at  bottom.  Wash 
suits  of  linen  suitings  and  linen  imitations,  in 
styles  shown  in  tailored  suits. 
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will   be   the   leading    shades.    Reseda,    olive   and   peacock 
will  be  favored. 

Braids.  Buttons  and  Trimmings. 

The  demand  for  soutache  continues,  as  this  braid 
lends  itself  for  many  purposes.  In  combination  with  gold, 
silver  and  metal  efTects,  it  is  shown  in  many  patterns. 
The  matching  of  braids,  with  materials  for  suits  and 
dresses  is  more  pronounced  than  ever.  Retailers  are, 
therefore,  obliged  to  carry  a  varied  assortment  of 
colors. 

In  addition  to  flat  braids,  a  number  of  bandings  and 
garnitures  worked  up  in  combinations  are  employed  for 
suits  and  dresses.  Embroidery  effects  are  very  strong, 
that  is,  embroidery  done  with  braids,  on  net  foundations. 
The  "rat-tail,"  which  is  a  fine  satir\  tubular  cord,  used 
in  similar  designs  as  soutache,  is  a  new  thing  in  braid. 


GEO.   L.   CAINS 

Of  Greenshields,  Ltd.,  Re-elected  by  Acclamation  Vice-President 
of  the  Board  of  Trade,  Montreal. 

and  one  that  is  expected  to  be  very  popular  with  high- 
class  trade. 

Special  braids  for  wash  materials  are  shown,  which 
are  very  pretty  and  ought  to  prove  of  practical  use  for 
wash  suits  and  dresses.  Buttons  will  be  used  as  ex- 
tensively as  ever.  Many  attractive  wash  buttons  are 
shown,  as  well  as  beautiful  efiects  in  colored  pearl,  of  odd 
shapes.  Pastel  shadings  in  pearls  will  be  favored  con- 
siderably this  season. 

Petticoats  Strictly  Tailored. 

Petticoats  tor  Spring  are  more  strictly  tailored  than 
ever.  The  close-fitted,  shaped  model  is  the  best  seller, 
regardless  of  the  materials  employed.  More  attention 
has  been  given  to  cut  and  shape,  than  trimming,  as  pres- 
ent fashion  demands  the  underskirt  to  fit  as  snugly  as 
possible. 


Soft  finished  taSetas  or  satins  are  mostly  favored  by 
the  better  class  of  trade,  but  the  other  classes  continue 
to  ask  for  the  rustling  taffetas.  The  sun-pleated  effects 
in  petticoats,  such  models  being  developed  in  either  silk 
or  satin,  are  expected  to  become  more  popular  this  sea- 
son than  they  proved  for  the  Fall.  These  models  are 
most  appropriate  for  wear  under  the  close-fitting  cos- 
tumes and  outer  skirts  of  suits. 

For  early  Spring  glove  silk  petticoats,  with  silk, 
satin  or  cotton  flounces,  will  be  good  sellers.  Petticoats 
developed  with  silk  or  satin  tops  and  lingerie  flounces  are 
shown  in  the  new  lines.  These  flounces  are  made  in  de- 
tachable effects,  so  that  they  may  be  easily  removed  for 
laundering.  Striped  petticoats  will  be  very  good.  Greys 
will  lead.  Blues  are  also  favored.  Changeables  continue 
in  big  demand.  Cataroba,  taupe,  wisteria  and  peacock 
blues  and  greens  are  still  popular  sellers  in  silk,  satin 
and  cotton  petticoats.  Washable  petticoats  developed  in 
.sateen,  seer-sucker,  dimity,  percale,  lawn,  ponger  and 
imitation  taffeta  are  all  shown  in  pretty  styles. 

Juvenile  Wear. 

Fashions  for  children  are  very  often  simplified  adap- 
tations of  styles  for  older  people,  and  this  season's  pro- 
ductions strongly  follow  the  lines  displayed  in  the  cos- 
tumes of  their  mothers.  Wherever  it  is  possible  to  pro- 
duce the  long  slender  lines,  they  are  noted,  in  wraps  and 
dresses,  for  the  little  ones. 

The  Grisha  suits  are  creating  quite  some  attention 
in  the  trade.  These  models  are  the  latest  French  con- 
ceptions of  the  Royal  Japanese  dresses,  only  consider- 
ably modified  to  meet  the  favor  of  the  American  chil- 
dren. The  blouses  are  exact  copies  of  a  kimona,  only  the 
necks  are  rounded  and  laces  and  eyelets  accomplish  the 
fastening.  The  skirts  are  pleated  and  attached  to  a 
corset  body.  The  sleeves  are  very  short.  Guimpes  can 
be  worn  with  these  suits,  or  they  can  be  omitted  in 
warm  weather. 

Grisha  suits  are  developed  in  chiffon,  broadcloth, 
serge,  mohair,  kersey,  fancy  mixtures,  linens,  repp,  pique 
and  chambray,  and  are  worn  by  children  from  six  years 
upwards  to  fifteen. 

The  new  lines  of  coats  shown  are  in  fancy  effects,  as 
well  as  the  regulation  box  coat  styles,  the  latter  al- 
ways considered  ready  sellers.  The  side-fastening  efiects, 
as  also  cutaways,  are  among  the  novelty  coats,  ;.nd  they 
are  expected  to  sell  well.  Pongee  coats  will  be  very 
popular  this  Spring.  Capes  developed  in  albatross  and 
serge  are  expected  to  be  big  sellers.  Lined  in  dainty 
shades  of  pink  and  blue  silk,   they  are  very  effectiN'e. 

Combinations  Popular  Garments. 

Combinations  are  by  far  the  most  popular  garments. 
There  are  a  number  of  models  shown  that  vie  with  each 
other  for  favor.  The  Princess  effects  are  the  most  popu- 
lar models,  narrow  beading  joining  the  gurs. 

The  knickerbocker  drawer  is  creating  some  attention 
in  the  market  and  as  a  novelty  it  is  selling  very  freely. 


Millinery  Business  Changes  Hands. 

Miss  M.  Reynolds,  for  twelve  years  head  milliner  lor 
Mickleboroug-h  &  Co.,  St.  Thomas,  will  enter  business 
in  Wingham  for  herself,  having  purchased  the  business 
of  Miss  Boyd  in  that  place.  The  St.  Thomas  Daily 
Times  says: — "Miss  Reynolds  will  be  greatly  missed  by 
the  patrons  of  the  store  and  citizens  generally.  She 
was  an  active  member  of  Trinity  Church.  Before  leav- 
ing she  was  presented  with  a  beautiful  traveling  bag, 
the  gift  of  the  employes  of  the  firm." 
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The  Trade  is  respectfully  invited   to  our  opening  of 

Paris,  London  and  New  York 

Pattern   Hats  and 
Millinery  Novelties 

On  Monday,  1st  MARCH 

and  following  days. 

At  our  branches  in  Montreal  and  Winnipeg  will  be  found  complete  stocks 
of  the  Season's  Novelties,  a  display  of  Pattern  Hats  being  made  at  our 
showrooms  there,  commencing  1st  March. 

Inspection  cordially  invited 

G.  GOULDING  &  SONS 


230  McGill  Street 
MONTREAL 


55  Wellington  Street  West 

TORONTO 


65  Albert  Street 
WINNIPEG 
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Millinery  Styles  Favor  the  Bizarre  and  Unconventional 

The  Huge  Turban  is  Supreme  at  the  Present  Time -Combinations  of  Jet 
and  Feathers  a  Most  Unusual  Development  In  Straws  and  Fabrics 
Rough     Surface     Effects     are     Appearing  —  Latest     Models     Illustrated. 

Stafi    Correspondence. 


New  York,  January  26. 

THE  January  openings  have  introduced  to  the 
trade  some  radical  chang-es  in  millinery  and  some 
very  unusual  features.  At  the  time  of  writing 
there  is  a  decided  furore  over  the  new  turbans. 
Each  display  shows  turbans  in  the  majority,  but  the  wise- 
acres tell  us  that  these  are  for  early  Spring  wear  and  for 
the  Southern  tourist,  while  as  the  sun  climbs  higher  in 
the  heavens,  the  bruad  brimmed  hat  will  come  into  its  own 
again. 

This  is  the  logical  view  to  take  of  the  situation,  and 
ihen,  too,  one  must  take  into  consideration  the  enthusiasm 
with  which  a  new  fashion  is  taken  up  by  the  masses,  much 
to  the  detriment  of  that  particular  fashion  for  high-class 
trade.  It  seems  safe  to  predict  for  the  huge  turban  such 
a  fate,  but  in  the  meantime  it  is  supreme  and  its  influence 
is  felt  in  every  direction.  They  are  huge,  heavy  laden 
affairs,  a  mass  of  rough  braids,  shaggy  flowers  and  fancy 
feathers  very  often  made  further  ornate  by  the  unexpect- 
ed addition  of  a  huge  cabochon  or  buckle,  for  jet  is  the 
fad  of  the  hour. 

This  information  does  not  sound  seasonable,  but  in 
spite  of  appearances  the  hats  are  remarkably  light  in 
weight  and  even  the  heaviest  looking  jets  are  by  some 
mysterious  process  made  feather  weight.  In  fact,  the  jet 
is  jet  in  name  only,  although  it  has  its  outward  semblance, 
it  is  in  reality  a  gelatine  combination,  light  and  all  but  un- 
breakable. Cabochons  literally  the  size  of  saucers  aie 
placed  at  intervals  around  the  rolled  or  draped  turban 
brims,  or  else  adhere  to  the  sloping  crowns  of  the  popular 
brimless  turban. 

Cabochons  of  Many  Shapes  and  Sizes. 

These  cabochons  are  made  of  huge  olive  shaped  jet 
beads,  or  of  round  or  vanilla  bean  beads,  and  are  com- 
bined sometimes  with  sequins  or  with  chrysanthemum  or 
shoe  lace  braid.  They  are  of  as  many  different  shapes 
as  designs,  and  come  usually  in  three  sizes  and  sometimes 
in  connected  bands.  The  jets  are  mounted  on  a  buckram 
foundation,  which,  while  firm,  permits  of  the  ornament 
being  bent  over  the  brim,  a  treatment  frequently  accorded 
them.  From  many  there  are  pendants,  strands  of  beads  or 
fringe.  Bands  on  a  net  foundation  have  their  design  in 
huge  beads,  instead  of  in  sequins  and  very  novel  allover 


The  new  turbans  are  said  to  be  particularly  for 
early  Spring  wear.  The  Summer,  it  is  predicted, 
will  bring  broad  brims  to  their  own  again. 

Cabochons,  literally  the  size  of  saucers,  are 
placed  at  intervals  around  the  rolled  or  draped  tur- 
ban brims. 

Coarser  straws  are  very  much  in  favor.  Burnt 
straw  is  this  year  not  so  deep  in  color. 

While  many  unusual  flowers  are  in  evidence,  an 
effort  is  again  being  made  to  popularize  the  violet. 

Melton,  loaf,  hive,  balloon  and  "inverted  flower 
pot"  are  some  of  the  names  applied  to  the  new 
shapes. 


nets  in  the  nail-head  and  olive  bead  designs  are  used  for 
facings  of  large  hats  and  for  the  construction  of  turbans. 
Several  straw  models  have  been  covered  with  spangled 
net,  and  this,  it  may  be  imagined,  is  a  most  novel  effect, 
particularly  as  a  rough  straw  is  chosen.  Another  novel 
way  of  using  jet,  is  to  outline  a  wing  with  jet  beads. 
Sometimes  jet  flitters  are  pasted  on  the  feathers  all  but 
covering  the  entire  wing.  There  are,  of  course,  all  man- 
ner of  jet  wings,  but  the  combination  of  feathers  and  jet 
is  most  unusual. 

New  Names  for  New  Weaves. 

Braid  manufacturers  and  wire  frame  concerns  are  in 
their  elements  for  braids  are  very  strong  and  frames  are  a 
necessity.  The  coarser  straws  are  most  in  favor.  Lobster, 
bird's  nets,  artichoke  and  elephant  are  a  few  of  the  names 
applied  to  the  new  weaves.  Burnt  straw  is,  this  season, 
not  as  deep  in  color  as  of  yore,  and  is  known  as  Pain 
Brule  or  toasted  or  burnt  bread.  There  is  a  popcorn  braid 
and  a  crepon  braid,  and  the  models  so  far  have  been  fash- 
ioned of  such  straw  which  might  be  described  as  rough  or 
coarse.  In  fabrics  the  same  rough  surface  effects  are  ap- 
pearing. For  example,  on  a  number  of  the  imported  hats 
a  fabric  bengaline  has  been  noted.  This  resembles  Bed- 
ford cord,  and  is  so  called,  although  bengaline  is  more 
commonly  applied.  When  bengaline  silk  is  used,  it  is  so 
designated.  This  material  seems  unseasonable,  and  all  of 
these  things,  together  with  the  fact  that  dark  colors  still 
predominate,  rob  the  Spring  hats  of  much  of  their  gala 
air.  Fish  nets,  coarse  filets  and  Japanese  crepes  are  used, 
the  former  as  in  the  case  of  the  jet  nets  are  used  often  as 
a  plain  covering  over  a  straw  shape.  The  net  is  usually 
of  a  contrasting  color,  for,  while  colors  are  rich  in  tone, 
they  are  combined  with  a  lavishness  and  apparent  disre- 
gard of  harmonies.  Dull  rose  or  bois  joli,  as  it  is  called, 
the  fruity  purples  blending  into  wistaria,  greens,  bines 
and  reds,  are  massed  in  flowers. 

Lavish  Use  of  Flowers. 

Pansies,  forget-me-nots,  threee  varieties  of  roses,  lilacs 
and  mignonette  .were  all  com'bined  on  a  chopping  bowl 
turban  of  violet  straw.  Fuschias,  wistaria,  cowslips,  hy- 
drangeas and  chrysanthemums,  crocuses  and  narcissus  are 
among  the  more  unusual  flowers  now  in  high  favor.  There 
is  a  decided  effort  being  made  to  popularize  the  once  over- 
popular  violet.  The  dark  purple  single  violet  is  the  one 
chosen,  and  of  this  lovely  flower  entire  hats  are  made,  re- 
lieved by  the  introduction  of  a  rose  or  perhaps  a  long  un- 
curled ostrich  in  white  or  even  rose  color.  A  peculiar 
mauvish  pink,  most  conspicuous  in  flowers,  and  indeed, 
in  all  millinery  accessories,  is  called  Rejane,  and  a  slightly 
different  shade  known  as  simone  and  in  three  of  its  grada- 
tions as  muscadine. 

Of  the  many  varieties  of  roses  used,  the  moss  rose  is 
seen  most  often,  There  is  much  talk  of  using  the  small- 
er flowers,  wistaria  vines  in  bud  come  under  that  head, 
apparently.  Mention  has  been  previously  made  of  com- 
bining- small  flowers  with  larger  ones.  Sweet  Williams, 
bachelor's  buttons,  arbitus  and  forget-me-nots,  collective- 
ly or  individually,  are  used  to  surround  a  rose  for  ex- 
ample. 
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Millinery    Styles    Favor    the    Bizarre    and    Unconventional 


The  upper  figure  exemplifies  a 
bowl  turban  of  hydrangeas  in  pale 
pinks  and  lavender;  large  rose  and 
uncurled  ostrich  plume. 

The    lower    hat    on    the   left    is 


raspberry  shade  by  Leontine.  trim- 
med with  gauze  roses  in  wreath  en- 
circling high  crown. 

The  other  is  an  empire  bonnet  of 
rcjanc  fillet  net,  with  ties  of  satin 
and  clusters  of  pink  buds. 
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It  is  certainly  no  slight  feat  to  pick  correctly  the 
front  of  the  models  displayed.  The  bewildered  buyer  has 
a  clue  only,  in  many  instances,  by  a  pin  or  white  thread 
put  there  by  the  Parisian  designer.  It  is  usual  to  be 
found  in  the  most  unexpected  place.  The  headsize,  in  or- 
der to  fit  over  the  head,  as  is  still  the  fashion,  is  of  neces- 
sity so  large  that  one  can  tell  little  from  that.  The  new 
shapes  certainly  make  up  in  depth  what  they  may  have 
lost  in  width  and  there  is  little  tendency  toward  the  flat 
hat  of  the  Winter.  Massive  crowns  continue  in  favor. 
Some  of  the  names  applied,  which  are  descriptive,  are 
melon,  loaf,  hive,  balloon  and  "inverted  flower  pot." 

The  hats  selected  for  illustration  were  taken  fi'om  the 
various  openings  and  are  all  imported,  so  that  a  fairly 
accurate  idea  may  be  obtained  from  them  of  the  trend 
of  fashion.  It  is  certainly  toward  the  bizarre,  the  uncon- 
ventional and  unless  worn  with  the  proper  coiffure,  the 
effect  is  entirely  lost.  The  new  shapes  call  for  a  low, 
wide  coifiure,  parted  at  or  less  sans  pompadour,  the  front 
hair  banged  or  worn  well  over  the  forehead.  Bangs  are 
thp   very   latest. 


Millinery  and  Dry  Goods  Destroyed. 

*  The  millinery  and  dry  goods  store  of  McKendry's, 
Limited,  226  and  228  Yonge  street,  Toronto,  was  dam- 
aged to  the  extent  of  between  $50,000  and  $60,000  by  a 
fire  which  broke  out  about  6  o'clock  on  the  evening  of 
Monday,  Feb.   1. 

The  extensive  stock  of  shoes  in  the  basement  and  the 
millinery  and  dry  goods  on  the  ground  floor  will  be  al- 
most a  total  loss,  practically  everything  that  the  fire 
did  not  touch  being  damaged  by  water  and  smoke. 

The  heavier  damage  was  in  the  shoe  department,  con- 
ducted by  A.  Levy,  as  a  sub-tenant.  Mr.  Levy  estimated 
the  damage  to  the  stock  at  $35,000,  with  insurance  of 
.f;40,000.  J.  N.  McKendry,  who  was  ill  in  bed  when  the 
report  of  the  fire  was  brought  to  him,  came  down  to  the 
store.  He  was  unable  to  estimate  the  damage  to  his 
stock,  but  it  will  probably  run  between  $20,000  and 
$25,000.  The  loss  is  covered  by  insurance.  The  stock 
on  the  upper  floor  of  the  building,  which  is  used  as  a 
millinery  workshop,   was  slightly  damaged  by  smoke. 


Important  Montreal  Change. 

Brophy,  Parsons,  &!  Rodden,  Ltd.,  are  the  successors 
to  the  business  of  Brophy  Cains  Ltd.,  Montreal.  The 
change  in  style  of  the  firm  causes  no  disruption  to  busi- 
ness and  the  same  warehouse  on  Victoria  Square  will  be 
occupied.  The  new  firm  will  work  along  slightly  different 
lines  than  Brophy  Cains  Ltd.,  as  they  will  specialize  in 
every  variety  of  dress  goods,  wash  goods,  silks,  linens, 
as  well  as  all  kinds  of  ladies'  requirements. 

The  members  of  the  new  firm  have  all  been  closely 
identified  with  Brophy  Cains,  Ltd.  Mr.  Thos.  Brophy, 
one  of  the  stalwarts  of  the  Canadian  wholesale  dry 
goods  business  was  one  of  the  founders  of  the  business  in 
1886,  and  has  been  associated  with  the  business  ever  since. 
Previous  to  1886  he  had  experience  with  Greenshields  & 
Co.  as  well  as  McLachlin  Bros  &  Co.  Mr.  Allan  Par- 
sons became  identified  with  Brophy  Cains  Ltd.,  16  years 
ago,  as  their  representative  in  the  Maritime  Provinces. 
He  still  finds  time  to  call  upon  his  friends  there.  For 
the  previous  ten  years  he  represented  Hodgson,  Sumner 
&  Co.,  Ltd. 

Mr.  Frank  Rodden,  whose  name  also  appears  in  the 
firm  name  entered  Brophy  Cains  &  Co.  when  the  business 


was  started.  He  saw  service  in  every  department,  and 
ten  years  ago  began  to  buy  the  dress  goods,  a  department 
of  this  business  which  has  always  had  an  enviable  reputa- 
tion. 

These  three  along  with  W.  T.  Rodden,  and  S.  H.  C. 
Miner  form  the  Board  of  Directors.  The  new  firm  starts 
with  the  good  wishes  of  many  in  the  trade. 


Failure  of  Burton,  Spence  &  Co. 

The  failure  of  Burton,  Spence  &  Co.,  Toronto,  a 
wholesale  dry  goods  house  of  thirty  years  standing,  has 
occasioned  general  regret  in  the  mercantile  community 
of  that  city.  An  investigation  revealed  that  while  the 
firm's  balance  sheets  had  been  audited  for  years,  the 
audit  turned  out  to  have  been  perfunctory  and  incorrect. 
Some  idea  of  the  volume  of  business  transacted  by  the 
firm  in  the  years  of  prosperity  may  be  gathered  from 
the  fact  that  in  1908  alone,  the  turnover  amounted  to 
$623,051,36,  but  on  this  there  is  said  to  have  been  a 
trading  loss  of  $53,982.  The  liabilities  of  the  company, 
including  capital  stock  paid-up  of  $192,411.78,  are  given 
as  $530,134.61,  and  the  assets,  which  include  stock-in- 
trade  of  $179,044.30,  accounts  receivable,  warehouse, 
plant  and  furniture,  endownment  policies,  etc.,  to  $530,- 
134.61,  thus  deducting  from  the  liabilities  the  capital 
stock  of  $192,000,  there  is  a  nominal  surplus  of  assets 
over  liabilities  of  about  $9,000,  the  capital  having  been 
impaired  to  the  extent  of  $183,482.73. 

Of  the  capital,  about  $40,000  is  held  abroad,  and  the 
largest  creditors  are  English  and  French  manufacturers 
and  dealers. 

As  soon  as  the  firm  found  that  they  could  not  pay 
their  debts,  they  had  stopped  delivery  of  goods  in  tran- 
sit. It  is  understood  that  a  proposition  will  be  made  to 
the  creditors  looking  to  a  continuance  of  the  business. 


Passengers  on  the  Republic. 

J  W.  Woods,  president  of  Cordon,  Mackay  &  Co., 
who  with  his  wife  and  daughter,  had  sailed  by  the  ill- 
fated  steamer  Republic,  intending  to  take  the  Mediter- 
ranean trip,  returned  to  Toronto  a  few  days  after  their 
thrilling  experience  at  sea.  They  lost  all  of  their  trunks 
and   other  belongings. 

"Before  I  can  start  out  on  another  pleasure  trip," 
remarked  Mr.  Woods  to  the  Review,  "it  will  be  neces- 
sary for  me  to  see  the  tailor  for  I  left  the  ship  just  as 
you  see  me." 

Mrs.  Woods  and  Miss  Woods  sustained  no  ill  effects 
from  the  exposure  consequent  upon  the  transfer  of  pas- 
sengers after  the  Republic  had  been  struck  by  the  Flor- 
ida. 

James  Monypenny,  of  Monypenny  Bros.  &>  Co.,  To- 
ronto, was  a  passenger  on  the  Baltic  which  carried  the 
Republic's  passengers  into  New  York. 


The  Offer  Accepted. 

At  a  meeting  of  the  creditors  of  J.  M.  Woodland  & 
Co.,  wholesale  milliners,  Toronto,  who  assigned  during 
•January,  Mr.  Woodland  made  an  offer  which  on  being 
considered  was  accepted.  Mr.  Woodland  will  continue 
the  business. 

The  statement  showed  assets  of  $36,889  and  liabili- 
ties of  $22,077,  leaving  a  surplus  of  $14,813. 
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Millinery    Styles    Favor    the    Bizarre    and    Unconventional 


The  upper  illustration  is  that  of  a 
modish  turban,  showing  use  of  pla- 
teau, with  roses,  forget-me-not, 
cabachon  and  moire  ribbon. 

On  the  left  is  a  large  hat  of  pain 


brule  bird's   nest   braid,  with  roses 
and  foliage. 

The  other  hat  is  a  leghorn,  show- 
ing the  use  of  small  flowers,  sweet 
Williams  being  chosen :  mahogany 
velvet  ribbon. 
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First  Hints  of  Spring  Styles  are  Appearing  in  Paris 

The  New  Shade  is  Kaki-Doro,  or  Old  Gold  —  Charming  Frocks  of 
Foulardare  Being  Turned  Out  for  Riviera  Wear -Notwithstanding  Mild 
Weather,    Furs    Have    Predominating    Place    for    Fashionable    Wear. 

Staff    Correspondence. 


Paris,  January  26,  1909. 

THOT'GH  there  has  been  little  cold  weather  so  far 
this  Winter,  our  Parisian  elegantes  are  appearing 
clad  in  costly  furs  from  head  to  foot.  They  are 
not  only  enveloped  in  long  redingotes  of  seal,  sa- 
able,  or  chinchilla,  but  these  are  supplemented  by  long 
stoles,  large  muffs  and  enormous  toques  of  fur.  The  coats 
have  big  rolling  collars,  and  arc  fastened  by  big  jewelled  or 
fancy  buttons.  Muffs  are  monumental,  and  are  cumber- 
some copies  of  18th  century  models,  used  as  arm   warm- 


wrist  on  the  outside  of  the  arm.  Long-haired  furs,  such 
as  fox,  are  chosen  for  this  fur  band,  and  a  short  stole 
and  huge  muff  of  the  same  fur  completes  the  toilette.  The 
large  hat  has  a  crown  of  the  fui,  with  a  rose  and  foliage 
as  a  finish  in  front,  while  a  similar  rose  decorates  the 
muff. 

First  Hints  of  Spring. 

Gowns  worn  on  the  stage,   and   those  now  being  made 
for    the    Riviera   are   giving     the     first     hints     of     Spring 


The   New  Mushroom  Effect  —  Hat  in  Maroc  Shades 
—  Plumes  of  Uncurled  Ostrich. 


Short  Coated  Suit  Models  are 
appearing  in  Paris  -  This  is 
one  of  the  latest. 


ers  when  the  very  short  slieves  were  worn.  These  muffs 
to  say  the  least,  are  rather  unnecessary  now  that  the 
short  sleeves  and  the  long  gloves  are  no  longer  worn. 
As  they  are  considered  picturesque,  there  is  every  chance 
for  their  continuance  in  fashion. 

Some  of  the  loveliest  of  these  coats  are  made  of  pure 
white  ermine,  with  the  Russian  collar  and  cuffs,  and  a 
band  of  dark  sable  around  the  skirt.  There  is  a  toque 
and  muff  to  match.  The  toque,  with  a  Magyar  aigrette 
rising  from  a  jewelled  clasp. 

Straight  up-and-down  gowns  buttoned  from  neck  to 
hem,  have  made  their  appearance  with  a  band  of  fur  at 
the  foot  as  their  sole  trimming.  Sometimes  there  is  a 
guimpe  of  net  as  a  relief,  and  the  long  straight  sleeves 
have  a  row  of  buttons  as  a  trimming  from  shoulder    to 


styles.  Several  suits  with  short  coats  have  made  their 
appearance.  Waistcoats  of  striped  moire  silk  and  exten- 
sion cuffs  of  the  same  fabric  are  used,  and  there  are 
small  revers  and  high  turnover  collars. 

Coats^Eccentric  in  Cut. 

The  new  shade  is  kaki-doro,  or  old  gold,  and  a  cos- 
tume of  this  new  color  had  a  skirt  of  heavy  cloth  with 
a  surface  of  silky  hairs.  The  jacket  was  of  Ottoman 
cord  and,  was  trimmed  with  soutache.  Many  of  the  cos- 
tume coats  of  this  class  are  very,  eccentric  in  cut.  They 
are  almost  straight  in  shape  and  many  have  sashes  of 
black  satin  fastening  with  a  buckle. 

Some  charming  little  frocks  of  foulard  are  being  turn- 
ed out  for  Riviera  wear.    The  designs  are  all  small  and 
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conventional,  and  no  flower  effects  are  seen,  while  the 
grounds  are  in  the  new  rose,  clear  blue,  helio  and  green 
shades.  '   '   I   !   ', 

One  pretty  little  frock  of  this  fabric  was  of  rose  fig- 
ured with  white.  It  was  high-waisted,  and  continued 
over  the  shoulder  in  tiny  brctelles,  which  went  in  with 
the  guimpe.  In  front  it  finished  bib-fashion  and  was  cut 
down  under  the  arms.  The  tucked  under  waist  was  of 
rose  mousseline  de  sole  with  a  lace  yoke.  The  sleeves 
were  long  and  close,  but  had  slashes  at  the  elbow  through 
which  a  lace  frill  was  pulled. 

At  one  of  the  Paris  theatres  one  of  the  actresses  is 
wearing  a  dress  that  has  been  much  admired.  It  is  of 
embroidered  lawn  with  Valenciennes  over  a  pink  soft  silk 
foundation,  for  taffeta  is  not  used  now.  There  are  bows 
of  pink  satin  around  the  neck,  and  a  pink  satin  girdle 
and  trimmings  at  the  bottom  of  the  skirt. 

Another  gown  that  has  created  no  little  sensation  is 
of  sky-blue,  veiled  in  black  tulle,  which  is  richly  em- 
broidered in  tiny  cubes  of  black  and  white  jet.    These  are 


One  of  the  New  Russian  Turban  Shapes  in   Yedda  Straw 

Braid— Wing  Effects  of  the  Straw,  Velvet  Drape   and 

Cluster  of  CowsHps  —  The  Hat  in  Bois  Joli  Shades. 


put  in  as  fringes  and  make  a  soft  tinkle  with  each  move- 
ment of  the  wearer. 

New  Hats  of  Rough  Straw. 

Many  of  the  new  hats  for  the  south  are  of  rough 
straw,  and  the  shapes  are  entirely  new.  A  typical  hat 
is  of  Yeddo  straw  with  a  drooping  brim  that  curves  up 
slightly  at  the  left.  The  crown  is  somewhat  of  the  Tudor 
character.  There  are  two  winglike  ornaments  made  of 
the  straw  in  front  placed  almost  straight  up  and  backed 
by  a  bunch  of  Spring  flowers.  The  crown  is  swathed 
with  a  bengaline  band,  and  a  similar  band,  edged  on  each 
side  with  straw,  hides  the  ends  of  the  straw  ornaments. 

Many  of  the  larger  hats  for  the  Riviera  have  mock 
strings,  not  a  few  of  which  come  from  under  the  hat  at 
the  left  side  and  finish  on  the  hat  with  a  bow  at  the  op- 
posite side. 


Some  of  the  new  linen  gowns  have  strappings  of  the 
linen  applied  to  the  net  in  vertical  lines  instead  of  tucks. 

Hat  pins  are  large  as  ever.  Satin-finished  discs 
have  a  row  of  brilliants  round  them.  Other  pins, 
oval  or  round  in  shape,  are  of  amber,  jade  or 
amythest,  and  these,  by  the  way,  tone  in  splendidly 
with  the  new  colors.  Large  byzantine  discs,  somewhat 
resembling  ox-eye  daisies,  are  made  of  enameled  horn. 
There  are  also  carved  pins  in  the  form  of  birds,  foliage, 
etc.,  carried  out  in  horn.  Many  women  are  having  large 
antique  brooches  mounted  as  hat  pins. 


Greenshields,  Ltd.,  Montreal,  will  have  competent 
representatives  at  their  sample  rooms,  Carlaw  Build- 
ipp,  Wellington  Street  West,  Toronto,  during  the  To- 
ronto  millinery   openings. 


Parisian  muffs  are  monumental,  being  cumber- 
some copies  of  18th  century  models  and  used  as 
arm  warmers  when  short  sleeves  were  worn. 

Long-haired  furs  such  as  fox,  are  in  favor  for 
the  foot  trimming  of  straight,  up-and-down  gowns 
which  are  making  their  appearance  in  Paris. 

A  striking  costume  was  of  the  new  old-gold 
shade,  the  skirt  being  of  heavy  cloth,  with  silky 
hairs. 

Many  of  the  new  hats  for  the  south  are  of 
rough  straw,  and  the  shapes  are  entirely  new. 

There  is  no  reduction  in  the  f-ize  of  hat  pins. 
Many  women  are  having  large  antique  brooches 
mounted   as  hat  pins. 


First  Exhibit  of 

French  Pattern  Hats 


and  the 


Latest  Novelties 


MARCH  1st 


We  respectfully  and  earnestly  ask  all 
buyers  coming  to  this  market,  to 
examine  our  stocks  and  prices  before 
making  purchases  elsewhere.  With 
assurance  of  a  hearty  welcome  to  all, 
and  prompt  and  careful  attention  to 
any  business  that  may  be  given  to  us, 
we  are,  very  respectfully, 

Farrell,  Belisle  &l  Co. 

IMPORTERS 

257  Notre   Dame  Street  West 
Montreal,  Que. 
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Interesting  Items  From  All  Canada 


Quebec. 

John  Baird,  of  Sherbrooke,  Que.,  who  was  with  the 
Paton  Manufacturing  Co.  for  many  years,  as  dyer,  is 
dead.    He  was  a  veteran  of  the  Crimean  war. 

Samuel  McGaun,  youngest  son  of  the  late  Archibald 
McGaun,  Montreal,  and  formerly  with  Greenshields, 
Limited,  Tookc  Brothers  and  the  Dominion  Carpet  Co., 
died  in  Montreal  on  Sunday,  Jan.  24th,  of  heart  failure. 

A  large  real  estate  deal  was  recently  completed  in 
Quebec,  whereby  O.  Lacrox,  director  of  the  Rock  Cloth- 
ing Co.  acquired  the  immense  block  of  buildings  on 
Coloumbe,  Arago,  Alexander  and  Voltigeur  streets.  These 
buildings  occupy  an  area  of  thirty-thousand  square  feet 
and  form  a  square  of  building  actually  occupied  by  sev- 
eral manufacturers,  among  which  we  may  mention  the 
shoe  factories  of  Jobin  &  Rochette,  J.  M.  Stobo,  J.  B. 
Drolct  &)  Co.,  F.  Shryburt  &  Co.,  and  the  Rock  Cloth- 
ing Company.  The  sale  price  is  said  to  have  been  $70,- 
000.  The  Rock  Clothing  Co.  propose,  it  is  understood, 
to  extend  their  activities  by  taking  up  the  treatment  of 
furs  and  manufacture  of  shirts. 

Ontario. 

J.  Buchanan,  of  Deseronto,  has  become  nicely  settled 
in  his  new  store  at  Sterling. 

Richard  Salkeld,  of  Whitby,  a  tailor  with  A.  D. 
Fraser  for  some  years,  died  on  New  Year's  day.  He  was 
73  years  of  age. 

Buck,  Buck  &  McCarthy,  of  Hastings,  report  an  ex- 
ceptionally good  Winter  trade.  The  Christmas  business 
was  the  best  in  years. 

Jacob  Miller,  forty-five  years  of  age,  who  had  been 
in  the  fur  business  in  Toronto  for  eighteen  years,  died 
Jan.  4,  of  heart  failure. 

Edwin  Campbell,  of  Cobourg,  has  succeeded  to  the 
large  and  prosperous  dry  goods  business  so  long  carried 
on  by  his  father,   who  died  lately. 

David  Jardine,  formerly  of  the  clothing  department 
of  "The  Lion,"  in  Gait,  has  gone  to  Los  Angeles  to  take 
a  position  in  the  Bullock  department  store  there. 

V.  Norman  Smallpiece,  manufacturers'  agent,  Toronto, 
has  just  returned  from  a  trip  to  Montreal  and  Ottawa, 
where  he  called  on  the  wholesale  dry  goods  trade. 

F.  A.  Best,  who  was  with  the  Cummings'  Oak  Hall, 
Guelph,  for  three  years,  has  taken  a  position  as  buyer 
and  senior  salesman  for  the  Midgley  Co.,  of  St.  Thomas. 

John  Mclntyre,  senior  member  of  the  firm  of  Mcln- 
tyre  &  Campbell,  and  one  of  Cornwall's  oldest  business 
men,  d-ed  Jan.  9th.  He  had  been  in  business  in  Cornwall 
since   1869. 

W.  A.  McKim,  town  clerk,  of  Goderich,  formerly  a 
dry  goods  merchant,  died  at  his  home  in  that  town  re- 
cently. He  had  been  a  member  of  the  town  council  for 
some  time  and  was  a  prominent  Mason. 

Grafton  &  Co.,  men's  and  boys'  outfitters,  have  pur- 
chased and  moved  into  the  T.  H.  Pratt  &  Co.  building, 
Hamilton.  They  intend  to  make  important  alterations, 
inclnding  an  entirely  new  front,   and  interior   fittings. 

Three  stores  were  burglarized  in  Mount  Forest  on 
the  night  of  Jan.  26.  Two  dry  goods  stores  and  a  jew- 
elry store  were  forced  by  breaking  doors,  but  the  thieves 
seemed  to  to  be  looking  for  cash,  very  little  of  which 
they  obtained. 

Thos.  Hoskin,  for  more  than  half  a  century  a  resident 
of  Toronto,  died  Jan.  5th.    Mr.  Hoskin  was  a  native  of 


Cornwall,  and  was  in  his  82nd  year  at  his  death.  He  was 
in  the  dry  goods  business  in  Toronto  for  some  years,  but 
retired  ten  years  ago. 

Harry  Field,  who  recently  sold  his  hardware  business 
at  Cobourg  to  Barfett  Bros.,  has  been  elected  mayor  of 
that  town  for  1909.  Mr.  Field  is  now  a  member  of  the 
firm  of  Field  &  Brothers,  one  of  the  oldest  dry  goods 
businesses  in  Ontario. 

The  Peterborough  clothiers  adopted  a  good  resolution 
at  the  first  of  the  year.  They  decided  to  close  their  stores 
at  ten  o'clock  Saturday  nights.  It  is  not  known  what 
action  the  other  merchants  will  take.  The  change  will 
be  appreciated  by  the  clerks. 

W.  D.  MacLennan,  of  MacLennan  &  Kennedy,  Strat- 
ford, spent  a  couple  of  weeks  recently  in  one  of  the 
leading  American  schools  of  garment  cutting,  picking  up 
all  that  is  new  in  men's  styles  for  the  coming  season  in 
the  interest  of  the  firm's  tailoring  department. 

John  O'Connor,  who  was  with  the  W.  A.  Murray  Co., 
Toronto,  for  seventeen  years,  has  gone  to  Pittsburg  to 
take  a  position  as  manager  and  treasurer  of  the  0.  C. 
Whitney  Co.,  a  firm  which  was  recently  established  with 
$50,000  capital  to  carry  on  business  in  women's  furnish- 
ings. 

Joseph  Patterson,  clothier,  153  King  St.  east.  To- 
ronto, was  hit  on  the  head  by  an  awning,  which  had 
collapsed  under  a  load  of  snow.  Mr.  Patterson  was 
watching  a  man  lower  it  when  the  whole  apparatus  col- 
lapsed. He  escaped  with  nothing  more  than  a  bruised 
head. 

Arrangements  were  recently  consummated  whereby 
John  C.  Eaton,  who  controls  the  Turbinia  Steamship 
Co.,  also  gained  control  of  the  Hamilton  Steamship  Co. 
The  two  companies  will  remain  under  separate  manage- 
ment. The  boats  will  remain  on  the  same  routes  as  in 
the  past. 

The  death  occurred  recently  in  Dundas  of  W.  H.  Dixon, 
formerly  connected  with  the  Dundas  Woollen  Mills.  Mr. 
Dixon  had  only  returned  a  short  time  ago  from  the 
Coast  where  he,  had  gone  in  the  hope  of  restoring  his 
health.  He  was  born  at  Steeton,  near  Keighley,  York- 
shire, Eng. 

Wm.  Carss,  Orillia,  has  let  the  contract  for  the  en- 
largement of  the  building  in  that  town  occupied  by  The 
Carss  Mackinaw  Co.,  and  D.  L.  Mclntyre,  clothing 
manufacturer.  The  addition  is  made  necessary  by  the 
consolidation  of  the  Lindsay  and  Orillia  branches  of  the 
Carss  Mackinaw  Clothing  Co.,  with  one  factory  at 
Orillia. 

The  news  comes  from  Bracebridge  that  the  linen  fac- 
tory there  will  start  up  again  and  that  the  manager, 
T.  Morrow,  has  gone  to  the  Old  Country  to  purchase  a 
l)leaching  plant  for  the  factory.  He  will  be  gone  about 
four  weeks  and  on  his  return  the  factory  will  be  opened 
up  again  on  a  more  extensive  plan.  It  is  understood 
tliat  additional  capital  is  being  put  into  the  concern. 

The  cash  and  parcel  boys  employed  by  the  W.  A. 
Murray  Co.,  Toronto,  held  their  annual  "sleigh-ride  on 
wheels,"  recently.  They  wound  up  with  a  banquet  after 
which  they  were  addressed  by  their  manager,  Mr.  See, 
who  assured  the  boys  that  he  would  do  everything  in  his 
power  to  propagate  the  good  feeling  which  had  always 
existed  among   them. 

The  death  of  .lames  Gillies,  a  prominent  resident  of 
Carleton  Place,  occurred  after  a  sudden  illness  at  the 
Queen's  Hotel,  Toronto,  while  he  was  on  a  visit  to  that 
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city  with  his  family.  Early  in  life  Mr.  Gillies  identified 
himself  with  lumber  manufacture,  and  in  1880  bought 
the  Code  Woolen  Mill  in  Carleton  Place,  which  he  oper- 
ated for  several  years  and  later  with  his  father  bought 
the  McArthur  Woolen  Mill,  finally  selling  out  to  the 
Canada  Woolen  Mills  Co. 

West. 

Two  hundred  employees  of  the  T.  Eaton  Co.  formed 
a  gay  theatre  party  in  Winnipeg  recently.  A  Bachelor's 
Honeymoon  was  the  attraction. 

A  recent  dissolution  in  the  Canadian  Dry  Goods  Co., 
Winnipeg,  leaves  the  business  in  charge  of  F.  Droxerman 
and  M.  Steinberg,  the  retiring  member  being  H.  Adilman. 

George  C.  Crawford,  manager  of  the  shoe  department 
of  David  Spencer  &■  Sons,  Vancouver,  died  in  that  city 
.Ian.  1st.  The  body  was  brought  to  Brampton,  Ont.,  for 
interment. 

A  good  example  of  effective  community  publicity 
came  from  Calgary.  Early  in  December,  B.  C.  Binning, 
of  Messrs.  Binning  &  Co.,  dry  goods  merchants,  wrote 
to  a  firm  in  I^ondon,  England,  and  also  sent  some  pam- 
phlets and  papers  describing  the  city  and  province  with 
the  object  of  interesting  Old  Country  people  in  the  dis- 
trict. Recently  the  firm  received  a  letter  stilting  that 
as  a  result  of  its  letter,  "twelve  persons  will  be  leaving 
in  March  for  your  country."  The  letter  further  made 
inquiries  as  to  the  probable  profits  to  be  obtained  in 
farming  and  the  chances  for  a  man  who  works  well  to 
make  a  competency. 

East. 

J.  D.  Chambers  &  Co.,  of  Truro,  dry  goods,  house 
furnishings  and  millinery,  have  sold  their  business  to 
F.  C.  Layton  &  Co.,  of  Truro. 

Patrick  LeBlanc,  for  many  years  connected  with  the 
dry  goods  business  in  Moncton,  has  taken  a  position  as 
manager  of  the  establishment  of  Ferguson  &  Thornton, 
Amherst. 

Halifax  business  men  tendered  a  complimentary  ban- 
quet, on  the  evening  of  Jan.  6th,  to  Ernest  E.  Boreham, 
on  the  eve  of  his  departure  for  Toronto  to  take  a  posi- 
tion, which  marks  a  decided  advancement  in  his  business 
career.    The  chair  was  occupied  by  Hon.  Premier  Murray. 

George  W.  P.  Reid,  postmaster  and  merchant,  of 
Elmsdale,  Hants  County,  N.S.,  is  dead.  He  was  at  one 
time  a  dry  goods  clerk  in  British  Woolen  Hall,  Halifax, 
and  in  the  carpet  department  of  Trider  and  Gordon  &j 
Keith,  of  that  city.  He  was  also  a  Fenian  Raid  veteran 
and  was  granted  a  medal  for  his  services. 

Frank  Colwell,  men's  furnisher,  of  Halifax,  has  dis- 
continued the  practice  of  charging.  It  was  found  that 
the  monthly  accounts  which  have  gone  through  the  books 
require  almost  as  much  attention,  and  the  cost  of  office 
help  is  just  as  great  as  it  would  be  for  ten  times  as 
many  accounts.  The  saving  in  expenses,  it  is  announced, 
will  go  to  the  benefit  of  customers  in  the  shape  of  a  ten 
per  cent,    reduction. 

Anthony  J.  Manley,  who  for  some  years  conducted  a 
successful  dry  goods  business  in  Halifax,  died  in  London, 
Eng.,  early  in  January.  Mr.  Manley  was  a  native  of 
County  Durham,  England,  and  his  father  was  prominent- 
ly identified  with  the  English  iron  industry.  When  a 
young  man  Anthony  J.  Manley  accepted  an  oSer  to  go  to 
the  United  States  and  take  charge  of  the  Brooklyn  navy 
yard.  He  went  there  and  remained  a  few  years,  but  did 
not  agree  with  the  methods  of  operation  there  and  re- 
signed. Then  he  came  to  Canada  and  joined  some  Mon- 
treal capitalists  in  a  proportion  to  manufacture  irota  on 


the  St.  Lawrence.  This  venture  was  not  successful.  Then 
he  embarked  in  business  as  a  commercial  traveler  and  it 
was  while  so  engaged  that  he  went  to  Halifax,  and  he 
decided  to  locate  there.  He  married  a  Halifax  lady  and 
for  some  years  conducted  a  successful  dry  goods  business 
there,  which  he  gave  up  some  years  ago  to  take  up  man- 
agement of  the  New  Victoria  hotel,  which  hotel  he  had 
built. 

^ 

Board  of  Trade  Elections. 

Wholesale  dry  goods  and  associated  lines  of  business 
were  well  represented  in  the  elections  of  the  Toronto 
Board  of  Trade  for  1909.  The  president  is  James  P. 
Watson,  vice-president  and  manager  of  E.  &  S.  Currie, 
neckwear  manufacturers,  and  who  is  also  closely  identi- 
fied with  other  progressive  enterprises.  Among  those 
who  had  the  honor  of  election  to  the  council  were:— J. 
D.  Allan,  of  A.  A.  Allan  &  Co.,  wholesale  hats  and 
furs;  Henry  Brock,  of  the  W.  R.  Brock  Co.;  John  D. 
Ivey,  head  of  the  John  D.  Ivey  Co.,  wholesale  milliners; 
Herbert  Langlois,  of  the  W.  R.  Johnston  Co.,  whole- 
sale clothing  manufacturers,  and  Charles  Marriott,  of 
G.   Goulding  &   Sons,  wholesale  millinery. 

Mr.  Ivey,  Mr.  Marriott,  Mr.  Brock,  Mr.  Allan,  Mr. 
Langlois,  J.  W.  Woods  of  Gordon  MacKay  &  Co.,  R.  A. 
Nisbet  of  Nisbet  &  Auld,  wholesale  woolens,  A.  T. 
Reid,  president  of  the  Featherbone  Novelty  Co.;  C.  S. 
Meek,  manager  of  Stewart,  Howe  &  Meek  Co.,  and  T. 
McQuillan,  Ontario  sales  manager  of  the  Dominion  Tex- 
tile Co.,  were  appointed  to  different  committees.  Mr. 
Langlois  is  president  of  the  committee  on  technical  edu- 


JAMES   P.   WATSON 
Elected  President  of  Toronto  Board  of  Trade  for  1909. 

cation;  Mr.  Woods,  president  of  reception,  development 
and  tourist  committee,  and  Mr.  Reid,  president  of  the 
membership   committee. 

The  officers  of  the  Wholesale  Dry  Goods  Section  for 
the  ensuing  year  are:  Chairman,  Jiohn  D.  Ivey;  Vice- 
Chairman,  W.  R.  Smallpiece;  Secretary-Treasurer,  F.  G. 
Morley;  Executive  Committee —  J.  W.  Woods,  Chas. 
Reid,  John  Muldrew,  A.  T.  Reid,  R.  W.  Spence,  J.  D. 
Allan,  C.  B.  Lowndes,  John  Northway,  John  Macdonald, 
A.  W.  Allen,  C.  S.  Meek,  J.  P.  Watson,  A.  M.  Ivey,  R.  A. 
Nisbet,  A.  F.  Rodger,  Henry  Brock,  S.  IJbakata,  and  J. 
C.  Voaglzs. 
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Co-operation  Desirable  on  the  Express  Rate  Question 

Suggested  that  Retailers  Communicate  Individual  Complaints  to  the    Wholesale 
Dry  Goods  Section  of  Toronto  Board  of  Trade— A  Wholesale  Milliner's  Views. 


IT  must  not  be  understood  that  the  millinery  firms 
alone  are  the  ones  chiefly  concerned  in  this  ques- 
tion  of   express     rates.     We  have   behind   us   not 
only  the  dry  goods  section,  but  the  entire  Board 
nf  Trade."     Thus  did  the  head  of  a  wholesale  millinery 
house  in  Toronto  express  himself  a  few  days  ago. 

"At  the  annual  meeting  of  the  dry  goods  section," 
he  continued,  "the  chairman,  John  D.  Ivey,  presented 
his  report.  The  president  of  the  Board  of  Trade,  Mr. 
Watson,  was  there,  and  endorsed  what  was  stated  in 
that  report  as  being  of  as  great  interest  to  every  mem- 
ber of  the  board  as  it  was  to  the  members  of  the 
section. 

"The  people  who  must  pay  the  charges  are  the  re- 
tailers. There  must,  however,  be  co-operation  through- 
out the  trade.  The  wholesale  committee  of  the  Board 
of  Trade  and  the  wholesale  houses  will  do  everything  in 
their  power  to  place  individual  cases  before  the  Railway 
Commission.  If  a  retailer  has  information  or  complaint 
of  any  kind  he  should  write  to  some  wholesale  house 
with  whom  he  is  doing  business,  or  take  other  necessary 
actio'n  to  have  the  matter  considered. 
Profitable  Business. 
"Millinery  men  are  undoubtedly  very  large  shippers, 
but  past  experience  has  shown  that  the  express  com- 
panies have  had  a  very  profitable  business  on  the  old 
basis.  The  conditions  of  trade  in  millinery  last  year 
were  rather  unusual.  There  was  no  very  decided  style 
of  hat  in  the  early  Spring,  and  the  "Merry  Widow" 
sailor  made  its  appearance  without  notice.  It  was  a 
very  large  hat.  Our  customers,  some  of  whom  had 
bought  lightly  for  Spring,  jumped  in  and  bought  very 
heavily.  They  made  up  in  April  and  May  for  any  short- 
age that  had  previously  occurred.  Much  shipping  had 
to  be  done  by  express.  So  far  as  bulk  was  concerned, 
it  was  a  maximum  year,  and  the  express  compani's 
liDiince  upon  it  to  give  color  to  their  statoinoiit  that  we 
crowded  them  out,  o'verlooking  the  seasons  in  whicli 
the  vogue  of  turbans  admitted  of  very  much  smaller 
parcels.  Apart  from  that,  however,  it  appears  to  me 
that  with  additional  packing  required  they  were  getting 
all  they  were  entitled  to  by  reason  of  increased  wcigiit. 
Shipments  of  Trimmings. 
Manufacturers  of  millinery,  they  must  remember, 
also  ship  a  large  amount  of  material  for  trimming 
hats,  such  as  feathers,  flowers,  velvet,  ribbons,  and  the 
like,  all  of  which  will  parcel  in  comparatively  small 
bulk.  Of  these  goods  alone,  the  express  companies 
handle  very  large  quantities,  so  that  their  complaint, 
if  such  it  may  be  called,  cannot  qualify  entinely  on  the 
bulk   question. 

"It  is  my  opinion  that  if  the  express  companies  had 
consulted  with,  or  sought  the  co-operation  of,  shippers 
an  amicable  arrangement  would  have  been  arrived  at 
thereby   saving  a   great  deal    of  trouble." 

•*• 

The  Investigation. 

After  a  thorough  hearing  of  the  specific  complaints 
received  against  the  classification  of  the  express  com- 
panies, which  w.ent  into  effect  .Ian.  1st,  the  Dominion 
Board    of    Railway    Commissioners    summarily    cancelled 


the  new  schedule  and  ordered  the  former  tariff  renewed. 
In  giving  his  decision  .Judge  Mabee  stated  that  the 
commissioners  had  understood  that  the  new  classifica- 
tion would  mean  on  the  whole  a  slight  reduction  in 
rates  to  the  shipping  public,  and  had  relied  on  the  com  • 
panics  keeping  the  agreement  entered  into  with  the 
late  Judge  Killam,  that  no  radical  change  would  be 
made  pending  the  result  of  the  general  inquiry. 

When  the  new  schedule  made  its  appearance  and  its 
actual  working  significance  became  known,  the  dry 
goods  section  of  the  Toronto  Board  of  Trade  immediate- 
ly appointed  a  committee  to  take  the  matter  to  the 
Railway  Commission.  The  question,  apart  from  its 
general  bearing,  was  one  of  outstanding  importance, 
affecting  every  division  of  the  dry  goods  trade,  in  view 
of  the  large  parcel  shipments  in  the  distribution  of 
goods.  Two  wholesale  millinery  men,  John  D.  Ivey  and 
Charles  Marriott,  of  G.  Goulding  &  Sons,  Toronto, 
were  the  first  witnesses  called.  The  Canadian  Manufac- 
turers' Association  was  represented  by  J.  E.  Walsh, 
manager  of  the  transportation  department. 

Shifting  Responsibility. 

Mr.  Ivey  dealt  with  the  new  contract  form  of  the 
express  companies,  clause  by  clause,  pointing  out  those 
to  which  he  took  particular  exception.  He  thought  that 
the  first  clause  implied  that  the  express  companies  were 
trying  to  get  over  the  liability  to  loss  incident  to  trans- 
portation, a  responsibility  that  tliey  should  not  endea- 
vor to  evade. 

He  suggested  that  the  clause  containing  the  proposal 
that  the  express  companies  in  carrying  goods  off  their 
established  route,  shift  responsibility  of  carriage  on 
those  branch  lines,  be  struck  out.  He  was  strongly  of 
the  opinion  that  the  express  companies  should  assume 
all  the  responsibility  in  transportation,  and,  moreover, 
he  did  not  think  it  just  that  the  shipper  be  called  upon 
to  prove  that  the  express  company  was  guilty  of  fraud 
or  gross  negligence  if  such  were  the  cnse.  He  considered 
the  limit  of  liability  as  set  dnwii  in  the  express  com- 
l)anies'   new  tariffs  too  small. 

Regarding  valuation  charges,  it  was  unfair,  he  stat- 
ed, to  ask  the  shipper  to  go  to  the  trouble  of  examining 
and  placing  the  value  on  the  outside  of  the  parcel.  He 
said,  "I  think  that  about  ninety  per  cent,  of  the  people 
who  go  to  the  express  people  with  their  j^arcels,  will, 
after  reading  the  new  contract  form,  refuse  to  entrust 
their  packages  to  the  express  companies."  Reference 
was  then  made  to   the  crating  clause. 

Mr.  Ivey  stated  that  under  the  new  tariff,  as  far  as 
his  business  was  concerned,  the  increase  in  tollage  would 
amount  to  about    100  per  cent. 

Mr.  Marriott's  objections  coincided  practically  with 
those  given  by  Mr.  Ivey.  He  stated  that  he  shipped 
one-third  of  his  goods  by  freight  and  two-thirds  by  ex- 
press. It  rested  with  the  customers  to  direct  the  way 
in  which  the  goods  should  be  shipped. 

More  Information  Desirable. 

J.   E.   Walsh  based  his   criticisms   on  a  document   in  - 
his  possession,  dated   October,    1907,   containing  a    sum- 
mary    of     complaints     from     different    members    of    the 
Manufacturers'  Association.     He  stated  that  he  did  not 
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think  sufificient  information  was  supplied  to  shippers  by 
the  express  companies  relative  to  tariffs  and  classifica- 
tions. He  considered  it  would  be  an  excellent  idea  to 
have  the  express  companies'  freight  classification  either 
identical  with  that  of  the  railroads'  classification,  or 
analogous. 

Ladies'  Hats  Bulky. 

W.  S.  Stout,  general  manager  for  the  Dominion 
Express  Company,  was  questioned  concerning  the  rules 
applying  to  the  acceptance  by  them  of  parcels  of  millin- 
ery for  delivery.  Concerning  the  declaration  of  the 
value  of  millinery  parcels  for  the  purpose  of  fixing  the 
charge,  Mr.  Stout  stated  that  this  rule  was  introduced 
primarily  that  the  express  companies  might  receive  rea- 
sonable compensation  for  the  space  taken  up  in  the  ex- 
press cars.  Said  ('hairman  Mabee,  "When  ladies'  hats 
get  back  to  a  reasonable  size  1  presume  there  will  be  no 
further  necessity  for  this  rule." 

The  express  companies  lost  no  time  in  restoring  the 
old  rates.  The  question  of  claims  for  rebates  or  over- 
charges under  the  new  rates  from  the  first  of  the  year 
until  now  will  be  settled  according  to  individual  cases. 
Notice  of  appeal  from  the  ruling  has  been  given  by  the 
counsel  for  the  Canadian  Northern  Express  Company. 


-^ 


Guaranteed  Hole-proof  for  Six  Months. 

The  Chipmun-Holton  Knitting  Co.,  of  Hamilton,  are 
backing  up  their  "Neverdarn"  Holeproof  Hosiery  with 
a  six  months'  guarantee.  The  wearing  qualities  of  these 
hose  are  attributed  >  to  a  dyeing  process  by  the  ap- 
plication of  which,  it  is  claimed,  a  maximum  strength  of 
fabric  is  retained,  in  addition  to  the  use  of  specially 
prepared,  high-priced  maco  and  lisle  yarns. 


The  hose  are  sold  in  boxes  of  six  pairs  and  the  guaran- 
tee accompanying  eat;h  box  reads  as  follows:  "  We 
guarantee  tiiese  liose  to  wear  six  montlis  without  darn- 
ing, and  will  replace  with  new  pairs,  at  our  expense, 
uiiy  that  fail  to  do  this  if  returned  within  six  months 
from  date  of  purchase."  With  every  box  of  hose  is 
a  coupon  for  each  pair,  and  in  returning  for  exchange  the 
purchaser  must  surrender  the  damaged  hose,  the  guaran- 
tee ticket  and  one  coupon  for  each  pair  returned.  The 
hose  retail  at  $2.00  for  each  box  of  6  pairs. 

In  uuirkeling-  their  "Neverdarn"  goods  through  the 
jobbers,  the  Chipman,  Holton  Knitting  Co.  have  placed 
ilie  entire  retail  trade  upon  a  common  footing  in  the  hand- 
ling of  a  line  of  goods  which  have  particularly  strong  sell- 
ing points.  They  have  wisely  avoided  the  one-store-in- 
eaeh  town  plan,  and  in  that  way  have  ensured  for  their 
hose — the  first  of  the  kind  of  Canadian  manufacture — a 
wider  and  more  satisfactory  distribution  than  would  have 
otherwise  been  the  case. 

The  "exclusive  rights"  system  of  distributing  guaran- 
teed hosiery  has  been  •worked  out  in  the  United  States, 
and  it  has  been  found  that,  while  extensive  advertising 
brought  wondei-ful  resulls,  the  system,  in  the  original  in- 
stance, left  great  gaps  in  which  competitive  lines  obtained 
good  footing  and  through  strong  publicity  carried  away  a 
good  slice  of  the  trade  by  open  distribution. 

In  all  of  these  cases,  however,  it  was  a  re- 
markable fact  that  while  several  guaranteed  hosi- 
ery lines  secured  a  firm  place  in  demand,  the 
goods  returned  were  of  a  negligible  proportion. 
Retailers  were  at  first  inclined  to  see  a  heap  of 
trouble  in  connection  with  the  filling  out  of  coupons  when 
purchases  were  made  or  hose  returned,  but  in  actual  prac- 
tise the  difficulties  did  not  materialize.  The  selling  fea- 
tures were  so  uniquely  attractive  that  they  caused  good 
business  in  the  hosiery  department. 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by:sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


PALMENBERG  AND  THE  SOUTH. 

J.  1\.  Palmenberg's  Sons  will  show 
at  their  Baltimore  agency.  No.  2  South 
fjiberty  Street,  a  much  larger  array 
of  novelties  than  usual,  the  lines  of 
samples  being  more  extensive  than 
ever  before.  This  is  due  to  the  in- 
creasing demand  in  the  South  for  the 
finest  goods  in  fixtures  and  forms  and 
the  growing  tendency  of  southern 
merchants  to  visit  the  wholesale 
houses  of  the  Monumental  City  in 
quest  of  goods  peculiarly  suitable  to 
their  particular  localities.  H.  L. 
Davis  continues  in  charge  of  this 
agency  and  is  prepared  to  meet  his 
trade  in  better  shape  than  ever. 

OXFORD    KNITTING    CO.'S    NEW 
MILL. 

Owing  to  lease  expiring  and  in- 
crease of  business,  the  Oxford  Knit- 
ting Co.,  Woodstock,  have  commenced 
building  a  new  mill  adjoining  the  C. 
P.R.  station.  The  new  mill  will  have 
two  storeys  and  basement,  200  feet 
long  and  55  feet  wide,  Tvith  boiler  and 


bleach  house,  72x32.  The  building 
will  be  modern  in  every  respect,  and 
one  of  the  most  up-to-date  mills  -in 
Canada.  The  company  expect  to  oc- 
cupy it  in  June  or  July  next. 

Since  the  company  commenced  op- 
erations in  1900,  the  business  has 
grown  rapidly.  The  fine  ladies'  and 
children's  Swiss  underwear  is  now 
known  all  over  Canada,  a  marked  fea- 
ture of  their  goods  being  the  extra 
fine  gauge  and  finishing  of  the  gar- 
ments. They  have  been  the  pioneers 
in  this  particular.  The  main  feature, 
however,  of  the  products  is  the  pe- 
culiarly white  bleach  and  soft  finish, 
which  has  caused  the  "OxfoixF' 
brand  to  become  such  a  favorite  with 
the  ladies  of  Canada,  the  dainty  trim- 
mings causing  a  demand  which  has 
far  exceeded  the  expectations  of  the 
makers. 

This  company  is  also  the  only  Cana- 
dian makers  of  the  "I-let"  elastic 
porous  or  bird's-eye  fabric  which  is 
a  big  seller.  These  goods  are  made 
both  in  straight  and  fashioned  styles 


and  the  beautiful  effects  in  lisle  and 
mercerized  are  acknowledged  to  be  the 
most  artistic  garment  ever  made  in 
the  knit  goods  trade  for  Summer 
wear. 

The  company  use  in  the  manufac- 
ture of  these  goods  the  finest  and 
most  expensive  yarns  made  from  the 
soft  and  lustrous  Sea  Island  cotton. 

When  the  new  factory  is  completed 
the  company  will  have  better  facili- 
ties than  ever  to  produce  underwear 
which  will  be  second  to  none  in  the 
world. 


NOVEL  METHOD  OF  SHOWING 
SAMPLES. 

The  customers  of  Watt  &  Shapiro 
Mfg.  Co.,  507  St.  Paul  St.,  Montreal, 
will  appreciate  their  novel  and  care- 
ful method  of  showing  samples  on 
the  road,  as  much  as  do  their  repre- 
sentatives. They  have  had  built  to 
their  order  sample  trunks  which  hold 
in  position  iwenty-five  suits  or  coats. 
They   are    enlarged    wardrobe    trunks 


158 


HINTS    TO    BUYERS 


Dry  Goods  Review 


Window  Display  of  Shirts  and  Collars,  Manufactured  by  Young  &  Rochester,  London, 

England.    This  Display  was  Made  in  the  Store  of  Wreyford  &  Co.,  Toronto, 

Canadian  Selling  Agents  for  these  Goods,  and   is  the  Work 

of  T.  H.  Smith,  of  Wreyford  &  Go's.  Staff. 


which  permit,  the  garments  to  be  hung 
up,  and  thus  appear  in  the  sample 
rooms  without  creases.  Their  repre- 
sentatives are  now  showing  Spring 
lines. 

PALMENBERGi'S     AGENCY     FOR 
THE  NEW  ENGLAND  STATES. 

J.  R.  I'almenberg's  Sons  have 
just  opened  a  permanent  office  and 
salesroom  at  30  Kinsrston  St.,  Bos- 
ton, under  the  management  of  E.  L. 
Joslin  &  Co.  A  comp'ete  line  of  their 
famous  forms  and  metal  fixtures 
will  be  shown  for  the  inspection  of 
buyers.  In  addition,  the  trade  will 
be  regularly  visited.  The  many 
novelties  in  display  devices  recently 
introduced  by  the  house   of  Palmen- 


berg  will   greatly   interest   the   enter- 
prising   merchants    of   New    England. 

BENGALINE    FOLDS. 

Aseher  Bros.,  30  St.  Francois  Xaxier 
St.,  Montreal  are  making  a  specialty 
of  Bengaline  folds.  Leading  gar- 
ment manufacturers  have  taken  these 
up,  and  the  advantages  of  the  stock 
of  Aseher  Bros.,  are  appreciated. 

THE   "EASY"   BELT. 

The  new  belt  for  men  called  the 
Easy  Belt,  which  has  already  taken 
a  hold  in  the  States  and  which  has 
become  very  popular,  is  a  new  crea- 
tion for  men.     It  does  away  with  the 


cheap  harness  buckle  effect  and  has 
an  easy  and  simple  adjustment  very 
plain  and  neat  with  the  front  of  the 
buckle  in  the  style  of  a  plate  which 
can  be  engraved  with  initials,  mono- 
grams or  emblems   of  any  kind..     It 


comes  in  various  finishes,  gun  metal, 
gold,  old  silver,  old  brass,  oxidized 
silver,  oxidized  copper  and  rubber. 
It  is  made  in  all  kinds  of  leathers 
and  it  is  freely  predicted  that  it  will 


PARTLY   CLOSED 


be  the  future  belt  for  men.  A  neat 
dresser  will  not  be  without  the  belt. 
It  is  quickly  adjusted,  has  no  harness 
buckles  and  no  pulling  of  straps  is 
necessary. 


Splendid   Display  of  Serpentine  Crepe— Made  by  W.   H    Scroggie,   Montreal. 
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HOTEL    DIRECTORY. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  liouso  is  pk'iisunlly  and  convetiienlly 
located  on  Iho  oast  side  of  tiueeii  .Street.  Tlie 
rooms  are  bright  and  elieerful.  Every  attention 
imid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  McNicol,  Prop. 


TOWER     HOTEL 

GEORGETOWN,  DEMERARA 
BRITI8H  GUIANA- 
This  first-class  hotel  is  most  conveniently 
situated  in  the  ciiolest  and  healthiest  part  of  the 
city.  Five  minutes  from  railway  station  and 
steamer  slalliiiKs,  and  near  to  all  principal  pub- 
li(-buihliiiu's  Cool  and  lofty  bedroomii.  Spacious 
dinini;  and  ladies'  rooms.  Billiard  room.  Elee- 
Lrie  liKht  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrs.  J.  F.SMITH,       -         -       Proprietress 

Opposite  Victoria   Park   and   Cedar   Ave. 
Private  Board  $12  to  %\i  per  week. 
Open  No^  ember  Closes  in  May 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-of-Spain,  Trinidad,  B.W.I. 
JOHN  McEWEN,         -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPING    &    TRADING    CO. 
29  Broadway,   New  York. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX.   N.S. 


ACCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartered  -Accountants,  Estate  and 

Fire  Insurance  Agents. 

15%  Toronto  St.  465  Temple  Bldg. 

Toronto  Montreal 


LEGAL  CARDS. 


ATWATER,  DUClOS  &  CHAUVIN 

Advocates,  Montreal 

Albert  W.  Atwater,  K.C..  Consulting  Counsel 

for    City    of    Montreal;     Chas.    A. 

Diiclns:    Henry   N,  Chauvin. 


Why  Have  Bad  Debts? 

No  need  to!  Let  us  handle  the 
overdue  debts  of  your  slow-paying 
customers  and  we'll  get  the  money  for 
you.  We've  been  in  business  a  year, 
now,and  allour  clients  are  still  send- 
ing us  business. 

They  are  Satisfied 
You'll  be,  Too ! 

The  Beardwood  Agency 

313  New  York  Life  Building    •   MONTREAL 


HINTS    TO     BUYERS 
MANUFACTURERS'  AGENTS 


159 


^.  W^.  ^tcbenfJon  Sc  Co. 

Drv  ^oobs 
Commission  iWertfjantS 
inantitatturfr's  Agents 

42  l^ictoria  Square,  iHontrcal 

QCoronto  ©((itt,  55  Sonat  g)t. 


Cabig  Address  Offico 

"  MACKER,"  Winnipeg  511  Ashdown  Block 

McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers    WINNIPEG. 

('orrL'spoii(leiR'(!  solicited    from   manufacturers 
desiring  live,  up-to-date  repre.sentation  in  the 

West. 


J.    SPROUL    SMITH 

Manchester  Building  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros,  Ltd.,  Oar- 
pets,  etc.,  Rochdale,  Eng.  ;  Win.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
fiodde  Bedin  &  Cie,  Chiffons,  Laces,  etc.,  Paris, 
France  ;  Perret  Gros  k  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  UlenwiUiauis,  Ont. 


Dieckerhoft  Raffloer  &  Co. 

OF  CANADA    LIMITED 

DRY  GOODS   COMMISSION  MERCHANTS 

AND   MANUFACTURERS'  AGENTS 

Montreal— 40  St     Antoine   St.;    Winnipeg    4C0 

Hammond  Block;  Toronto- 1.54-160  Wellington 

Street  West,   cor.  .Sinicoe   Street— Head  Office. 

Importers  of   Fiuttons,  Smalhvares,  Laces, 

Tailors'  Trimmings.  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


Caljle  Address, 
"  Kingsoiis 

Toronto." 

Phone  Main  fd.W 

w.  p. 

KING 

&  SON 

Manufacturers 

Agents 

Under'wkar,    Hosiery, 
74  YORK  STREET     - 

Blanket.s,    Etc. 
-     TORONTO 

Canadian    and    Foreign    manufacturers'    lines 
soliciteil  on  favorable  terms. 

COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing:  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable   in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  198V 


WHOLESALE  HOUSES. 

^he  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  lyiaritime  Provinces. 

MAIL  ORDERS  O'JR  ESPECIAL  H033Y 


The  Gipe  Carrier  Company 

Manufacturers  of  high-class  Store  Service, 
Cash  Carriers,  Package  Carriers,  Cash 
Lifts,  Package  Lifts.  Fully  guaranteed  for 
a  year.    Send  for  catalogue. 


Toronto,  Ont. 
89  Ontario  St. 


London,   Eng. 

26  Euston  Bldg. 

George  St. 


Condensed  Advertisements 


DUPLICATING  DEVICES. 

TF  INTERESTED  in  a  Duplicating  Machine  for 
1  getting  out  circular  letters,  reports,  price-lists, 
etc.,  or  for  printing  various  office  forms,  write 
for  booklet  and  samples  of  work.  The  "  POLY- 
GRAPH "  is  the  newest,  latest  and  best,  and  sells 
for  a  lower  price  than  the  others.  Is  unexcelled  by 
any  similar  device  on  the  market.  F.  W.  Tenney, 
Canadian  Sale<  Agent,  123  Bay  St.,  Room  116 
Stair  Building,  Toronto,  Canada. 

LITHOGRAPHY. 


HIGH  CLASS   COLOR   WORK -Commercial 
stationery,  posters.     The  Hough  Lithograph- 
ing Co.,  Limited.    Office,  No.  3  Jarvis  St., 
Toronto.     Telephone,  Main  1  576.     Art,  good  work- 
manship, business  methods. 

MISCELLANEOUS. 

AGENTS  WANTED  — Calling   upon    the   retail 
trade  to  handle  the  p'-oductions  of  a  high-class 
lace  and  novelty   house.     An  interesting  line 
for  any  agent  with  good  connection   amongst   high- 
class  retailers.   Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.G.,  London,  England 


A 


DDING  TYPEWRITERS  write,  add  or  sub- 
tract in  one  operation.  Elliott-Fisher,  Ltd., 
129  Bay  Street,  Toronto. 


BETTER,  CHEAPER,  SAFER  LIGHTING— 
The  Pitner  System  of  Gasoline  Lighting  is 
the  best  system  yet  produced  for  lighting  a 
store,  hotel  or  public  building.  In  cities  and  towns 
Pitner  Systems  are  used  because  of  the  superior 
quality  and  quantity  of  jight  obtained  for  small 
cost.  They  are  just  as  successful  in  any  village  or 
country  place.  A  small  outlay  secures  a  complete 
and  independent  Pitner  lighting  plant.  Free  illus- 
trated booklet  and  full  particulars  on  request. 
The  Pitner  Lighting  Co..    Limited,  Toronto,  Can. 

Arn  nnn  ^°'  °"^  "'"'"^  650,000  retail  merch- 
U^U.UUU      ants  who    have    bought  a  National 
'-'  Cash  Registcrwould  think  of  doing 

business  without  it.  The  National  Cash  Register 
Co.,  F.  E.  Mutton,  Canadian  Manager,  cor. 
Yonge  Street  and  Wilton  Avenue,  Toronto. 

WANTED  in  every  town  and  village,  a  represen- 
tative to  take  charge  of  thecirculation  of  our 
various  publications  :  — Hardware  and  Metal, 
Canadian  Grocer,  Financial  Post,  Plumber  and 
Sleamfitter,  Dry  Goods  Review,  Printer  and  Pub- 
lisher, Bookseller  and  Stationer.  Canadian  Ma- 
chinery, and  Busy  Man's  Magazine.  Good  finan- 
ciil  standing  and  business  connection  a  strong 
recommendation.  Just  the  position  for  a  retired 
business  man  for  his  spare  time.  The  MacLean 
Publishing  Company,  Limited,  Toronto. 

AGENCIES  WANTED. 


w 


ANTED— Dry  goods  agencies  for  western 
provinces.  Best  of  references.  Write  to 
Box   R,   DRY  GOODS  REVIEW,  Toronto. 


AGENTS    WANTED. 

A  GOOD  class  London  house  requires  Cana- 
dian agent  to  call  on  the  retail  trade  with 
recherche  lace  goods,  blouses,  costumes,  etc 
The  house  is  not  unknown  in  Canada  and  some 
good  accounts  are  at  present  open.  Address  Bo\ 
50,  DRY  GOODS  REVIEW  otfice,  88  Fleet  St 
H.C.,  London,  England. 


WELL  KNOWN  LONDON  HOUSE,  Dress 
and  M  tnchesier  Goods,  requires  agent  for 
Canada-  Would  prefer  one  already  repre- 
senting i.ther  brarches  soft  goods.  Full  particu- 
lars, references,  etc.,  "Wholesaler,"  care  DRY 
GOODS  REVIEW,  88  Fleet  St.,  E.G.,  London, 
England. 


Salesmen  Wanted! 

Be  a  high  grade  Traveling  Salesman  and  earn 
from  $1,000  to  $10,000  a  year  and  expenses.  We 
will  prepare  you  by  mail  in  eight  weeks  to  be  one 
and  assist  you  to  secure  a  good  position.  Hun- 
dreds of  our  graduates  now  holding  good  positions 
we  secured  for  them,  with  reliable  firms.  Many 
who  had  no  former  experience  now  earn  $100  to 
$500  monthly  and  expenses.  If  you  want  to  secure 
a  good  position  and  increase  your  earnings  our 
Free  Book,  "A  Knight  of  the  Grip"  will  showyou 
how.  _'^"rd  for  it  today.  Address  nearest  office. 
pept.31.5,  NATIONAL  SALESMEN'S  TRAIN- 
ING  ASSOCIATION,  Chicago,  New  York, 
Kansas  City,  Mipneapolia,  San  Francisco. 
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DRY     GOODS     REVIEW 


Established 
1791 


The  Test  of 
Time! 


LONGCLOTHSaSHEETINGS 


I 


HORROCKSES 

Lon^cloths,  Nainsooks,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrockses'  Name  on  Selvedge. 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 


See  Horrockses'  Name  on  Each  Sheet. 


See  Horrockses'  Name  on  Selvedge. 


Flannelettes  of  the  Highest  Quality. 

Horrockses,  Crewdson  &  Co. 


Limited 


PRESTON. 


Cotton  Spinners  and  Manufacturers, 

MANCHESTER.       LONDON,  ENGLAND 


Please  inciitioii  TItc  Rcz'iczc  to  Advertisers  and  Their    Travelers 
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To    the    Trade  February,  1909 


For  the 
Assorting  Season 

We  have  always  given  special  attention  to  the  "  Sorting  Season  Business" 
by  having  our  stock  well  assorted.  This  year  we  have  put  forth  greater 
effort  than  ever  to  supply  your  wants  for  the  Spring  Assorting  Season 
with   goods   of    the    very    best    value    in    the    following   departments  : 

Carpets,  Carpet  Squares 

Linoleums 

House  Furnishings 

Haberdashery 

Smallwares 

Dress  Goods,  Silks 

Muslins,  Laces 

Embroideries 

Hosiery,  Gloves 

Underwear 

Woollens 

Ladies'  Ready-to- Wear  Goods 

Linens 

Prints 

Domestic  and 

Imported  Staple  Cotton  Goods 

Capital  and  experience  in  buying  have  gained  for  us  the  enviable  position 
we  to-day  hold  in  the  markets  of  the  world.  These  two  great  agencies 
enable  us  to  show  better  value  throughout  each  of  our  respective  de- 
partments   than    we    possibly    could    under    any    other    circumstances. 

We  solicit  your  esteemed  Orders.  Filling  Letter  Orders  a  specialty. 

John  Macdonald  &  Co.,  Limited 

Toronto 

Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers 


March,    1909 

Vol.  XX.  No.  3 


Single  Copy  Twenty-Five  Cents 
Per  Year      -      -      Two  Dollars 


Special  Features 

Furs  and 
Ready-to  -  Wear 


'r'y%^ 


MacLean  Publishing  Company),  Limited 
Publication   Office,    Toronto.    Canada 

IVinnipeg  New  York 

London,  England 


r , 


rtv>5 


Montreal 
Chicago 
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R.  PARKER  &  CO. 


Established  Over  30  Years 


Dyers  and  Finishers  to  the  Trade 


Old  Stock 
Made 
into  New 


Nothing  more,  hardly,  need  be  said.  We 
know  how  to  do  the  work.  The  largest  and 
most  modernly  appointed  plant  in  Canada  is 
ours.  This  and  all  the  experience  of  thirty 
years  is  at  your  service. 

Leading  merchants  all  over  Canada  are  our 
customers.      Write  us. 


Plain,  practical,  thoroughgoing  know- 
ledge of  dyeing  and  finishing  is  the 
magical  force  that  enables  us  to 
transform  old  and  unsaleable  stocks, 
feathers  and  plumes  on  the  mer- 
chants' counters  and  shelves 
into  new  and  saleable  goods. 


R.  PARKER  &  CO. 

CANADA'S  GREATEST  DYEING  WORKS 
787-791  Yonge  St.,  TORONTO,  CAN. 


Arthur  &    Co.    (Export) 

Limited 

Glasgow  and   London 


SILKS 


We  can  fill  your  immediate  wants,  by 
giving  you  the  best  values  obtainable  in 
all  lines  now  in  demand. 

Cotele  Silk  in  black  and  colors 
Bengaline        "  " 

Paillette 
Satins 

Also  double  width  Satin  Laine  in 
all  the  newest  shades. 


A  Postal  Card  to 


CANADIAN    HEADQUARTERS 

J.   K.   WALLACE 

232   McGiU  Street,    MONTREAL 


will  bring  samples. 


Rooster  Brand 


BEST  "^^^^^      MADE 

ICrowILOverAll 


■■  We  dont  need  the  marts  of  Europe 
Nor  trade  with  the  Eastern  isles. 
We  don  t  need  the  Yankees"  corn  and  wine 
Nor  the  Asiatics    smiles. 

For  what  so  good  as  our  home-made  cloth  ? 
And  under  the  broad,  blue  dome 
Will  you  tell  me  Tvhere  there  are  Overalls 
Like  those  that  are  made  at  home?" 


''Rooster  Brand      Overalls 


are  tnaae  in 


Cjanada 


Tne  greatest  value  we  have   ever  offered   to  retail  at  75c. 
Black  and  blue,  double  bibs,  patent  pockets,  etc. 

Robert    C.  Wilkins,   Montreal 


Overalls 
Pants 


Skirts 
WKite  Coats 


Outing  Trousers 
Yacnting  Jumpers 
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You  VC^iJJ  A^^recmte    tJie   Advantages 
of  Our  Large  Stocks,    In  Y  our  Own 
Interests  Kee^  Your  Stocks 
vvell  Assorted 

Spring  Trade  is  Opening 

Actively 


S'^ecial  Attention  is  directed  to  the  Immense  Cotton  IJe^artment.      (jinghams  are 
s^/endid  sellers.        Use  our  stock.        Prints  are   having  the  hest  season   in    years. 


Ask  the  Smallwares  Department 

For  the  Special  Sales  Plan   in   your  interest 


Send  us  a  list  of  your  wants  or  see  our  travellers  sani'ples 


Cjreensm  elds  Limited 

Jylontreal 


Please  mention  The  Reviezv  to  Advertisers  and  Their   Travelers 
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THE  LATEST 
ENGLISH  DRESS  FABRICS 

By 


Tussah  Royal 

Emphatically   endorsed  by   Dressmakers,   Women's   Tailors 

and  Retailers  in  London,  Paris  and  New  York, 

as  it  is  suited  to  the  present  form 

of  Costuming. 

Voiles,  Mohairs 

West  of  England 
Broadcloths 


All  three  materials  reach  the  usual  high  Priestley  level  of  merit  and  are  most 
desirable  for  next  year's  business.      WE    RECOMMEND    THEM    TO     YOU. 


So/e  Agents  for  Canada 


Greenshields  Limited 


Montreal 


Please  mention  The  Revieiv  to  Advertisers  and  Their    Travelers 
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The 

Railroad 

Shirts 

Atlantic  and  Pacific 

SPOT  AND  PLAIN  INDIGO 


Guaranteed    Fast  Color.       Alkali  or  any  other  water 
will   not  affect  it.  :  :  :  :  :  : 


Any  IVholesale  House  can  supply  you 


Pacific 


Atlantic 

Cuffs  attached  and 

two  collars  detached 

Full  Fashioned,  Double- 
stitched  Faced  Sleeves 
Patent  Neck  Band,  Full 
Yoke     and     Poc  ke t 

ff^e  Guarantee  these  goods  Pure  Indigo 
and  Absolutely  Fast 

The  Canadian  Converters  Co.,  Ltd. 

MONTREAL 
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Sovereign 
Collars 


Brand 
and  Cuffs 


THE  COLLAR  FOR  EXCLUSIVE  TRADE 


s 

1 

■ 

Wiri 

■ 

OSCAR  11—2",  2J"  and  2i 


VICTOR  EMMANUEL  CUFFS 


MENELEK— 2",  21"  and  2i' 

Hand  Cut  and  Hand  Turned. 
Made  in  all  the  Leading  Styles. 


z 

X 

CO 


Q 
< 
Qi 
O 

H 
C/5 

X 

o 


o 

U 
Q 


ALFONSO 


CHARLEMAGNE— 2"  and  2i" 


HAAKON  VII 


Stitching — Twenty  Stitches  to  the  Inch. 
Stocked  by  all  Wholesalers. 


MANUFACTURED   BY 


The  Canadian  Converters  Company,  Limited 
l^ MONTREAL 
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DEBENHAMS 

for  Novelties 


Millinery  in  our 
Montreal  House 


Tp\|  Acacias, 

r  lowers    Banksia  Roses, 


Cowslips, 
Forget-me-nots. 


xl3<tS    F^^^cy  Straws, 


Crinolines, 
Etc. 


Fashionable    Cxooi 
r    this    season    are 
ell  represented  in  both 
bur  Toronto  and  Montreal 
stocks  : 


Cleopatra,  Satin  l^ri^ oi7 

Paillettes,       liouisines.      Direc- 

toire  Cloths,  Broadcloths,  Voiles, 

Tucked  Notts  and  AUovers,  Chiffons, 

Tulles,    Veilings,    Plain    and    Fancy 

ibbons,  etc. 


Our    Color    Range    contains    an     unlima, 
d  array  of  new  shadings. 


Debenhams 


(Canada) 


Limited 


[ONTREAL 
18  St.    Helen   Street 


TORONTO 
Bay  and  Wellington  Streete 


d 


ic^y^c^r^V^ry-m     Ar  {~^ r\     )  London  (West),    Paris,    New    York,    Melbourne,    Cape     1  owfl 
'CUdlllillli    OL  V><iJ»  'London  <City),      Brussels,      Boston,      Sidney,      Johannesburg 


M^ 


mm 
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Dress  Goods  Department 

Full  Range  of  BLACK  GOODS 

Satin  Cloths,  VoileS,  Eoliennes,  Lorento,  Crepe  de 
Chenes,  Llamas  and  TafFetas. 

Plain  Goods  —  Directoire  Satin  Cloths,  Panamas, 
Roxanas,  Bengalines,  Poplins,  Voiles,  Llamas,  Crepe 
de  Chene,  Veilings. 

Self  Stripes  in  Bengalines,  Pekins,  Satins,  Serges,  etc. 

We  would  draw  your  special  attention  to  our  three 
lines  to  retail  at  25c.,  viz. :  Pekin  Stripes,  Lustres 
and  Delains. 

The  Anderson  Gingham  a  Specialty 

New  Dress  Linen  Suitings,  plain  New   Range  of   White   Wash 

and  striped  at  popular  prices.  Goods  and  Printed  Muslins. 

Print  Department 

Our  special  No.  GG.,  31  inches,  at  7/^c. 

Our  noted  31  and  32  inch  10c.  Prints. 

A  full  range  of  both  lines — of  regattas,  light  fancies,  light  and  dark 

indigos,  two  tones,  navy  and  fast  blacks. 

Curtain  Department 

Swiss  &  Nottingham  Curtains,  newest  and  latest  designs;  Curtain 
Nets  and  Curtain  Muslins;  White  and  Colored  Quilts,  Marseilles 
and  Satin,  Comforters,  Panels,  etc. 

Embroidery  and  Lace  Department 

Specials  in  Embroideries  and  Laces.  We  are  showing  the 
most  fashionable  and  daintiest  designs  that  can  be  procured  in  the 
markets  of  the  world  —  unequalled  values.  Also,  Box  Lots  of 
Embroideries  and  Laces  and  a  large  assortment  of  ranges  in  Orientals, 
Mechlins,  Torchons,  Vals,  Insertions,  All  Overs,  Guipures,  Fine 
French  Vals  Silk,  Plauen  Nets,  Clunys,  Footing,  Embroidery  Setts, 
Frillings,  Veilings,  etc. 


Smallware  Department 


General  Smallwares,  Buttons,  Bibs,  Handkerchiefs,   Belts,   Ribbons, 
Shams,  Ladies'  Whitewear,  Knitted  Wools,  Fingering  Wools,  etc.,  etc. 


The  Gault  Brothers  Co.,  Limited 

13-21  St.  Helen  Street  MONTREAL 
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HOSIERY  AND   GLOVE  TALK 

FOR  SPRING  1909 

Hosiery 

The  consumer  is  becoming  more  critical  in  buying  every  day.  This 
forces  the  manufacturer  who  gets  his  ideas  largely  through  the  whole- 
sale distributor  to  make  practical  goods,  and  these  we  have  to  offer  you  in 
our  hosiery  and  gloves. 

Is  a  Women's  Gauze  Lisle  Hose,  which  has  double  weight  tops,  so 
that  the  hook-on  garter  will  not  tear  it  to  pieces  after  being  worn  a  few 
times.  It  also  has  a  double  sole,,  high  spliced  heel  and  toe,  and  the  black 
is  LOUIS  HERAISDORF  DYE.  It  also  comes  in  the  following  shades, 
all  stainless  fast  dye — White,  Pink,  Sky,  Old  Rose,  Helio,  Browns,  Tans, 
Greys,  Copenhagens,  Champagnes,  Reseda,  and  Ox-Blood,  the  newest 
shade  for  Spring.     This  line  retails  for  25c,  and  is  exceptional  value. 

Which  is  another  leading  number,  is  mercerized  Gauze  Silk  Lisle, 
perfect  dye,  feels  like  silk,  looks  like  silk,  and  wears  better.  Comes  in  all 
the  shades  same  as  Diooo  range,  and  has  all  the  features,  such  as  Double- 
Top,  Double-Sole,  and  High-Spliced  heel  and  toe.  Retails  at  50c,  with  a 
handsome  profit  to  the  retailer.  Plain  colors  are  especially  good  in  hosiery 
for  Spring,  '09. 


Our 
D-1000 


Our 
D-1022 


D-1037 


Buy  Now  to  be  Sure  of  the  Assortment 

Tan  Ingrain  Gauze  Lisle  and  Black  Ingrain  Gauze  Lisle,  Double-Top,   D-1038 
Full-Fashioned,  Double-Sole,  and  High-Spliced  heel  and  toe,  retails  at  50c. 

In  Men's  Half-Hose  we  are  showing  plain  mercerized,  to  retail  at  25c 
and  50c,  and  embroidered  self-colors,  mercerized,  to  retail  at  50c.  Also 
the  largest  range  of  fancies  in  exclusive  designs  to  retail  25c  and  50c. 
Sample   collections   of   ten  dozen   sent  express  prepaid. 

We  also  carry  a  full  range  of  Canadian  Cotton  Hose  in  our  own 
brands,  Sampson,  Hole^Proof,  Countess,  Queen-Quality,  which  are  below 
the  regular  cost  price  to  the  retailer,  and  retail  at  25c  for  the  large  sizes, 
giving  a  handsome  profit  to  the  retailer. 

Gloves 

We  offer  the  CONSTANCE,  which  is  a  REAL  FRENCH  KID 
GLOVE,  made  in  Grenoble,  France,  has  gusseted  fingers,  two  domes 
"Arms  of  Grenoble."  EVERY  PAIR  IS  GUARANTEED.  This  glove 
fully  deserves  the  reputation  it  has  gained  of  being  the  best  DOLLAR 
KID  GLOVE  FOR  LADIES  IN  CANADA. 

All  the  newest  shades  of  Taupes  Beavers,  Modes,  Greys,  Tans, 
Blacks,  Browns,  and  White,  are  in  stock.  Order  your  Easter  require- 
ments  now. 

In  Fabric  Gloves,  Silk  and  Lace,  long  and  short,  we  offer  you  goods 
that  fit,  and  the  lowest  prices  commensurate  with  their  value.  The  lady 
who  buys  our  Fabric  or  Silk  Gloves  will  be  a  regular  customer  of  yours 
after  once  trying  them. 

■    THE    OAKS    is    a    Men's    Cape  Glove  which  retails  for  $1.00  and  is 
GUARANTEED. 

N-133  Is  a  Men's  Grey  Suede  Glove,  three-cord  point  back,  exceptional  value 

to  retail  at  $1.00.    A  trial  order  for  any    of    the    above    lines    will    prove 
satisfactory. 

A  glance  through  any  of  our  travellers'  samples,  or,  still  better,  a  visit 
to  our  warehouse,  will  convince  you  that  we  have  the  most  up-to-date 
hosiery  and  gloves  and  underwear  stock  for  men  and  women  in  the 
DOMINION. 

The  Gault  Brothers  Co.,  Limited,   Montreal 
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Name  on  a  Dress  Shield  is  a  GUARANTEE  OF  QUALITY-a  MERIT  MARK 
of  TWENTY-FIVE  YEARS'  STANDING 


iTHEGEM^ 

POUBLB  COVEREO. 

SOLD  BY  ALL  THE  LEADING  JOBBERS 


I.  B.  Kleinert  Rubber  Co. 


Toronto 


w 


H ETHER  in  work,  pleasure  or  play  it  relieves  monotony 
and  adds  attractiveness  to  any  pursuit. 


Nowhere  is  this  more  in  evidence  than  in  the  matter  of  reading  and  in  the  contents  of  the  Busy  Man's  Magazine  ther 
will  be  found  each  month  a  wide  range  of  subjects,  much  that  will  appeal  to  all  classes. 


The  following  contents  of  the  March  number  will  prove  most  timely. 


System  and  Business 

Revolutionizing  an  Industry. 
The  Virtue  of  Thrift. 
Agricultural  Co-operation  in  Denmark. 
Fitness  in  the  Business  Race. 
The  Business  End  of  Polar  Exploration. 
The  Human   Factor  in  Business  Effici- 
ency. 


Political  and  Commercial  Affairs 

Let  the  People  Know. 

Ye  Story  of  Caviare. 

Who  Owns  the  United  States  ? 

Romance  of  a  Famous  Mining  Camp. 
Life  Stories  of  Successful  People 

The  Romance  of  the  Rothschilds. 

Memoirs  of  a  Great  Editor. 

Brown  of  the  New  York  Central. 

From  Apprentice  to  Baronet. 

Hugh  Chalmers  of  Detroit 

On  sale  at  all  Newsstands 


Short  Stories 

The  Other  Self  of  Jimmie  Thrums. 

Oriented. 
Miscellaneous 

Men  and  Events  in  the  Public  Eye. 

An  Understudy  to  a  Queen. 

Motor  Cars  for  the  Millions. 

Towered  Cities. 

Men  of  the  Sky. 

The  Book  of  the  Month. 

Contents  of  Other  Magazines. 


20   cents  a   copy. 


MONTREAL 


Busy  Man's  Magazine 


TORONTO 


$2.00  per  year. 


WINNIPEG 
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SPOOI^     SII^K 


SPOOI^      SII^K 


European  Fashion  Service 


FOR 


Dressmakers 

Get  in  line  right  now  and  bring  the  Dressmakers  to  your  stores. 
THIS  IS  THE  OFFER 


We  propose  to  give  free  to  Dressmakers  who  use 


agree  to  return,  withm  one  year,  at  least  five  hundred  empty 


/^      Silk,  provided  they  will 


^^^P^  fifty-yard 


spools. 


A  Fashion  Service  (regular  price  $25.00  per  year).  This  Fashion  Service,  (issued  four 
times  a  year)  Feb.  1st,  Apr.  15th,  Sept.  25th,  Nov.  15th,  is  handsomely  printed  in  four  colors, 
gives,  in  simple  but  attractive  form, every  fashion  point  and  change  in  style  that  is  important  to  know. 

It  is  an  exclusive  and  high-grade  service  of  a  character  never  before  offered  in  Canada. 
A  copy  of  this  handsome  publication,  15x10  inches,  will  be  sent  to   any  merchant  on  request. 


If  dressmakers  come  to  your  store  for 


•^^ 


s  up  to  you  to  get  the  balance  of  their  trade. 


Our  plans  will  be  sent  on  application. 


Corticelli  Silk  Company,  Limited, 


Head  Office : 
ST.  JOHNS,  Que- 


Address  nearest  office. 


Sales  Rooms— 22  St.  Helen  St.,  Montreal.  399  Cordova  St.,  Vancouver.  56  Albert  St.,  Winnipeg. 

24  and  26  Wellington  St.  West,  Toronto.  91a  York  St.,  Sydney,  N.S.W. 
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Established  1832 


CABLE  CODE:    Law- Bradford 


SPRING    1909 


REGISTERED 


These    goods    are    rolled    on    special     boards 
and    stamped    every    5    yards    L  A  W  R  U  S  . 

Sp  eciali  t  ies 

Alexandra     Suitings 

Mayfair     Suitings 

SELLING  FREELY 

See  Our   New   Suedena  Finish 

Rainproof  Goods 

Law,  Russell  &  Co.,    Limited 

Converters  of  Bradford  Fabrics 
BRADFORD  and  LONDON 
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Bradbury,  Greatorex  &  Co. 

(Colonial)  Limited 

ALDERMANBURY,  LONDON,  ENGLAND 
Canadian  Headquarters  : — 

Rooms  204,  205  St.  Nicholas  Building,  near  Board  of  Trade,  Montreal,  P.Q. 
Mr.  C.  J.  W.  Davies,  Agent.  (Telephone  Up.  2674). 

Branches  :— VICTORIA,  B.C.,  Mr.  R.  H.  McMiUen.        TORONTO,  ONT.,  Mr.  W.  Mackenzie 


We  would  take  this  opportunity  of  drawing  your  attention  to  the  fact  that  our 

FALL  SAMPLES 

will  very  shortly  be  in  the  HANDS  of  our  Agents,  who  will  be  laying  them  before  you, 
and  we  draw  your  special  attention  to  the  following  DEPARTMENTS : 

Dresses  (British and  Foreign)   Hosiery 

Silks  and  Velvets  Flannels  and  Flannelettes 

Ribbons  Linens  and  Damasks 

Velveteens  and  Cords      Oxfords,  Harvards  and  Linings 


A  WORD  to  those  BUYERS  who,  from  time  to  time,  CROSS  o\er  to  ENGLAND 

and  the  CONTINENT:— 

We  want  to  see  you  in  OUR  WAREHOUSES.  We  can  make  it  worth  your 
while  if  you  give  us  a  CALL  when  over;  there  are  always  NOVELTIES  cropping  up 
during  the  SEASON  which  it  is  not  possible  to  place  in  the  HANDS  of  Represent- 
atives IN  TIME,  but  if  SEEN  in  the  Piece  or  Article  can  be  Snapped  up  and 
SHIPPED  OUT  at  once. 

To  LARGE  USERS  there  are  often  LOTS  that  we  are  able  to  offer  at  PRICES 
that  would  be  WORTH  their  while. 
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Brophy,  Parsons  &  Rodden,  Limited 


(Successors  to  Brophy-Cains,  Limited) 


The  Specialty  Dress  Goods  House 


What  We  Live  Up  To 


Goods  bearing  our  ticket  are  guaranteed 
to  be  exactly   as   represented. 

Quality  always  governing  price. 


The  reputation  already  established  for  Dress  Fabrics  of 
every  description  will  be  enhanced.  Our  motto  in  buying 
is  that  any  article  must  be  the  very  best  thing  in  its  best 
form  that  the  buying  public  demands.  The  article  must 
also  possess  its  stated  value  in  intrinsic  worth.  The  strength 
of  our  offerings  is  above  all  in  their  variety  and  exclusiveness. 


We  aim  to  have  what  you  need  in  Dress 
Materials     always    in    stock    for    you. 

Repeats  of  popular  designs,  shades  and 
materials  are  daily  being  placed  in  stock. 


Soleil  Cloth 
Satin  Cloth 

Popular   lines  in  striped 
and  plain,  all  good  colors. 


Satin  Directoire 


and 


Satin  Duchesse 

The  thing  for  Directoire  gowns, 
in  all  Fashionable  colors. 


Silks,  Satins,  Embroidered  Blousin^s,  Etc. 
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Where  Wash  Goods  Reign  Supreme 

If  you  compare  our  assortments,  number  of  exclusive  and  un- 
common lines  and  values  with  any  house  in  the  trade,  you  will 
appreciate  the  advantages  derived  from  our  specializing  in  wash  goods. 


An  inkling  of  the  wanted  things.    All 

A  Gingham  Season 

The  real  ten-cent  leader  in  the 
trade.     loc. — B  Ginghams — loc. 

A  choice  assortment  of  pat- 
terns, including  two-toned  stripes 
and  shadow  stripes.  Send  your 
order  to-day. 


lines  ready  to  ship.    Samples  if  desired 

4830  Crinkle  Cloth 

One   of  the   novel   lines.      You 
should  get  a  sample  of  this  cloth. 

W36  Zephyrs  at  iic. 

Comes  in  stripes  and  checks.  It 
will  be  a  seller  for  you. 


Prints  are  big  sellers — Gemarter — the  leader.  The  Gemarter 
print  was  bought  in  the  advance  order  season  by  discriminating  buyers 
everywhere.  Gemarter  is  the  best  lOc.  English  print  to  be  had.  It 
has  the  quality,  the  finish  and  comes  in  the  choicest  patterns.  It's  the 
only  print  dyed  with  the  improved  indigo  blue,  guaranteed  fast  colors, 
and  absolutely  perfect  after  washing.  We  control  the  Gemarter  print 
for  Canada.     C)ur  stock  is  fairly  complete.      Don't  delay  your  order. 

Fashion  Says  Linen  Suitings 


in  plain  colors  and  designs,  such  as  tape  and  hair 
ver-checks,   etc.     D10-D12  Linen  Suitings  at  2i|c. 


We  show  the  newest 

checks,  broken  checks,  over- ,   __ ^^ --;.-. 

are  leaders  with  us.     These  lines  come  in  the  neatest  stripes,  and  we  have 
all  popular  colors. 


A  Real  Snap— Just  As  Delaine  at  loc. 
8,000  pieces  delivered,  2,000  to  come, 
250  patterns  to  choose  from.  Fast 
colors— every  good  shade.  The  new- 
est of  designs.  Swatch  of  samples 
upon  request.     Don't  neglect  this  line. 


Big  Range  of  Fancy  Bro- 
caded Linings,  at  16^2^-, 
iSYzC,    285^c.,    35c.     and 

37V2C. 


An  Odd  Lot  of  Cretonnes  at 
71  c.  500  pieces,  35  patterns,  full  27 
inches  wide. 

This  line  will  be  an  eye-opener 
to  retail  at  loc. 

MAIL  ORDERS  ARE  REQUESTED 


The  range  of  Victoria  Lawns, 
India  Linens,  Muslins  in  white  and 
colors.  Dress  Robes,  and  wash 
goods  specialties  is  complete  from 
popular  to  high-class  lines. 

PROMPT   SHIPMENTS 


Brophy,  Parsons  &  Rodden,  Limited 

Corner  Craig  Street  West  and  Victoria  Square 

MONTREAL 
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BURNLEY'S  WOOLS 


Before  placing  your  Fall  order  for  Knitting 
Yarns,  write  our  agents  for  samples  and 
prices,     also    free    samples    for    distribution. 


The,  I 

KNITTING 
YARN 

4  Fold.  I 


"^(XXi^^^^^^^ 


Knitting 

WOOL 


$55^ 


KMITTINGWOOL  , 


'MADE  IN  ENOLANDli 


Manufacturers  of  Knitting  Yarns  for  over  150  Years 


Canadian  Agents 


Thos.  Burnley  &  Sons.  Ltd.     ^^  ^^  ^^^^,^^^  ^  ^^^ 


GOMERSAL  MILLS,  near  Leeds,  ENGLAND 


43  St.  Sacrament  St.,  MONTREAL 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Xr     CO       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Australian  Trade 


is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 


1906. 

Canada 

Other  Countries 

Total 

Cosies.  Cushions,  etc. 

£      495 

£     154,047 

£,    154.542 

Curtains 

190 

87.675 

87,865 

Fancy  Goods 

313 

279,452 

279.765 

Piece  Goods,  Cotton 

and  Linen 

11,894 

3,297.724 

3,309  618 

Flannelettes 

1,688 

251,965 

253,653 

Boots  and  Shoes 

4,951 

114.(103 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlahingr  OfflOM 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.C. 

New  York,  29  Broadway 
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The  entire  store  takes  its  tone  largely  from  the  Dress 
Goods   Department. 

To  rank  as  first-class,  this  department  must  show  the  staples 
of  recognized   pre-eminency. 

B.D.A.  English  Mohairs  and   Siciliennes  head  this  class. 

New  dress  weaves  appear  and  disappear,  but  Mohair  sales 
go   on  and   up. 

There   is   no   monotonous  sameness  about  B.D.A.    Mohairs. 

New   colors,  new   patterns,    new    weave    effects   each   season. 

The  permanency  of  the  dye,  the  lustrous  beauty  of  finish, 
the  quality  of  endless  wear — these  are  features  that  never 
vary   by   a   hair's   breadth. 

See  the  new  numbers  at  your  jobber's. 

Bradford  Dyers'  Association 

of 

Bradford,  England 
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Perfect  Powder  Puff 


^  Filled  with  American  Beauty  Powder,  the  finest  made. 
The  most  compact,  cheapest  and  best  — -  in  fact,  the 
only  novelty  of  its  kind.  Can  be  carried  in  purse  or 
pocket.      A    boon    to    ladies ;    a  convenience  to  shavers. 

^  The  Powder  Puff  is  attached  to  the  inside  of  box  cover, 
is  projected  by  slightest  pressure  of  finger  through  opening 
in  top.     Finished  handsomely  in  imitation  of  red  leather. 

Retails  for  10  Cents 

^  A  wonderful  seller  in  department,  dry  goods  and  notion 
stores.  Is  being  extensively  advertised,  and  should  be  in 
all  stores.  A  good  agency  handling  this  line  for  Canada 
can  do  a  big  business.  Perfect  Powder  Puff  will  be  in 
demand.  Send  for  samples  and  ask  for  special  agents' 
proposition. 


Perfected  Powder  Puff  Co. 

44  Court  Street,  Brooklyn,  N.Y. 


WHITE  HEATHER 


REGISTERED   TRADE  MARK 

Baldwin's  2ad  Quality 
ii 


BALDWIN'S 


BEEHIVE 


99 


BEEHIVE 


AND 


'ReGlSTER,EP 

Baldwin's  Best 


WHITE  HEATHER 


yj 


ARE  THE  BRANDS    FOR 


KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

_j  Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  PARTNERS,  LTD.  ^^  ^^„  ^ell  &  Co. 

HALIFAX,  ENG.  MONTREAL  &  TORONTO 


ESTABLISHED    1785 
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Philips'  Specialities 


in 


Superior  Cotton  Goods 

All     Dry     Goods     Importers     Should     Have     Them 


"Eider"  Lambskin 


(Regd.) 


Aa  entirely  new  fabric  of  beautiful  appearance  and  exquisite  touch,  that  will  be 
in  universal  demand  for  ladies'  and  children's  underwear.  Suitable  for 
shirts,  for  petticoats,  and  above  all,  for  dressing  gowns.  It  will  supersede 
the   inferior  continental    makes. 

"Arpekas"  Flannelette 

New  suede  finish,  close  pile,  warm,  healthy  and  pure.  Made  in  white,  cream, 
coral,  flesh-pink    and    fancy   colors. 

"Own  Make"  Window  Holland 

Made  in  the  best  Whitepark  Irish  Linen  Finish,  and  sold  to  large  importers 
at  20%  off  usual  list.  This  is  really  the  best  cloth  in  the  trade.  It  runs 
sweetly  on  the  roller,  throws  a  delicate  shade  and  gives  unlimited  wear. 
White,  cream,   ecru,    buff,    green,    &c. 


The  ''m£W*  Moire 


(Regd.) 


This  lovely  fabric  is  specially  adapted  for  the  new  skirts  and  fashionable  linings 
for   Directoire  and  other    clinging    dresses.      The    design    will    not  wash   off. 

"Opaline"  and  "Opalette" 

The  only  satisfactory  silk  substitutes.  Spun  and  woven  in  the  unique  humid 
Lancashire  climate.  Warranted  pure  Egyptian  cotton.  Mercerized  and  Schreiner- 
ized.     Made   in    all    fashionable    shades. 


We  only  supply  large  importers  and  quick  payers,  but  our  prices  are 
surprisingly  keen  and  our  goods  are  reliable 


J.  &  N.  Philips  &  Co. 


Manchester,  England 


Mills— Tean  and  Cheadle 


211  Lindsay  Building, 

St.  Catherine  Street  West, 

Montreal 


•OFFICES- 


Branch— 20  Cheapside,  London,  E.G. 

611  Empire  Building, 

Wellington  Street  West, 

Toronto 
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Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :•   :• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  while  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They    are  indispensable    to 

your  store. 

Your  wholesaler   has  them. 

Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Agents  for  Canada  : 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crai^  St.  West.        -         -        MONTREAL 


44 


Old  Bkacb 
Cinens 

Always  retain  their  snowy 
whiteness 


And  for  this  there's  a  reason.  That  is 
because  they  are  bleached  entirely  in  the 
sun  which  gives  results  far  superior  and 
more  lasting  to  any  injurious  and  weak- 
ening chemical  process.  "  Old  Bleach  " 
Linens  are  finished  without  a  grain  of 
starch  by  our  special  patented  bleach 
process. 

The  advantages  are  — 
Lasting  Silky  Lustre 

Better  Appearance 
Delightfull])  Soft  Feel 

Better  Wearing  Qualities 
Wonderful  Strength 

Better  Satisfaction 
(Made  of  Pure  Flax  Onl\)) 

Our  illustrated  booklet  will   tell  you    much 


f  f 


more. 


"  Old  Bleach"  linens  are  sold  in  the 
linen  departments  in  all  the  largest  stores 
from  the  Adantic  to  the  Pacific.  The 
best  merchants  appreciate  the  advantage 
of  stocking  a  good  linen  like  "  Old 
Bleach." 

R.  H.  COSBIE 

Irish  Linen  Agenc}) 
TORONTO 

Representing 

The   Old    Bleach    Linen    Company,   Limited 
Randalstown,  Ireland 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


20 


D  R  Y     G  O  O  T)  S     R  R  \'  1  K  W 


Watch  This  Page 
For  Extra  Values 


DURING  MARCH  WE  WILL  SELL 

500  Pieces,  40  in.  Victoria 

Lawn 


special   Linen  Finish,   15  pc.       ^3c. 
lots         ...  'A 


10  pc.  lots 


8" 


WRITE  TO-DAY  FOR  YOUR  SHARE. 


310  p.  Crash  Toweling  at 

The  best  value  in  Canada. 


4,0. 


Ask   our   travellers    or   write   for   samples. 


p.  S.— To  our  Mail  Order  friends  we  would  advise,  that  you  include  the  above  linesin  your  next  order. 


John  M.  Garland,  Son  &  Co. 


Wholesale  Dry  Goods 


Ottawa,  Canada 
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Facts  of  Interest— Mainly  About  Ourselves 


CONFIRMS  ITS  Those   features    of   The    Review 

FORECAST  whicli  sive  to  the  trade  reliable  ad- 

OF  THE  SEASON,  vanee  market  information  and 
which  describe  siiceessful  merchan- 
dizing inetiiods  employed  in  different  parts  of  the  country 
are  being  greatly  appreciated.  Articles  whicii  correctly 
forecast  market  conditions  nine  months  in  advance  should, 
it  goes  without  saying,  be  of  considerable  value  to  the  dry 
goods  merchant.  They  are  prepared  by  capable  writers, 
very  close  to  the  market,  and  thoroughly  familiar  with 
Canadian  conditions.  The  Review  this  month  contains  a 
letter  from  its  Paris  correspondent,  who,  knowing  the 
Canadian  trade  from  top  to  bottom,  and  having  access  to 
best  sources  of  information,  gives  an  interesting  summing 
up  with  reference  to  the  approaching  season.  The  remark- 
able fact  about  it  is  that  the  letter  is  a  positive  confirma- 
tion of  the  information  which  he  gave  in  his  forecast  nine 
months  ago.  These  articles  are  undoubtedly  a  great  aid  to 
the  buying  end  of  a  business.  The  Review 's  position  lin 
regard  to  its  trade  information  is  similar  to  that  taken 
by  the  merchant  in  relation  to  his  stock  and  salespeople. 
It  aims  at  securing  the  confidence  of  its  readers,  and  to 
that  end,  the  greatest  possible  reliability  in  its  columns. 


EXCHANGE  OF  IDEAS  The    Review   is   in    receipt 

IS  PROVING  of  letters  from  end  to  end  of 

VERY  HELPFUL.  the  Dominion  asking  for  sug- 

gestions with  reference  to  the 
application  of  certain  systems  or  features  of  systems 
under  circumstances  peculiar  to  the  localities  in  which  the 
inquirers  are  doing  'business.  This  information  has  been 
published  from  time  to  time,  and  there  is  every  reason 
to  believe  that  it  has  been  helpful.  Here  is  an  instance. 
Not  long  ago,  a  reference  was  made  to  a  good  premium 
card  system  adopted  by  W.  C.  Forman,  of  Ingersoll.  A 
merchant  of  Bear  River,  N.S.,  read  it  and  wrote  The  Re- 
view for  a  sample  card.  He  intends  to  adopt  the  plan  in 
his  store.  In  the  manner  indicated,  The  Review  feels,  it 
is  serving  the  dry  goods  merchants  of  the  country  to  good 
purpose.  In  facilitating  an  exchange  of  ideas  it  is  solving 
or  assisting  to  solve  some  knotty  merchandizing  problems. 
Quite  a  large  number  of  ads  are  being  received  for  instruc- 
tive criticism.  Enlightenment  on  certain  points  relating 
to  card-writing  or  window  dressing  has  been  asked  for. 
These  matters  are  made  the  subject  of  discussion  in  the 
paper.  The  Review  would  like  to  have  its  readers  feel 
that  it  is  always  at  their  service.  Its  aim  is  to  become 
intimate  with  successful  system,  to  familiarize  itself  with 
problems,  and  to  place  itself  in  a  position  where  it  will  be 
most  useful  in  consultation  or  co-operation. 


CARD  WRITING  That     the     card-writing    de- 

ARTICLES  partment    of    The     Review     is 

PROVING  HELPFUL,  bearing  fruit  ■  is  shown  by  the 
evidences  of  growing  inter- 
est in  this  branch  of  store  advertising.  This  month 
furnishes  an  instance  of  a  young  man  who  mastered 
the  mysteries  of  the  brush  without  the  assistance 
of  a  teacher.  How  he  did  if  is  related  in  his  own  words. 
Now  that  he  is  able  to  produce  a  good  card  he  is  de- 
voting his  attention  to  window  trimming,  and  though 
he  has  very  small  areas  to  work  upon,  his  drapings  and 
backgrounds  indicate  that  he  has  made  good  strides  to- 


wards success.  The  letter  on  card  writing  will  be  of 
exceptional  interest  this  month  since  it  deals  with  air 
brush  work.  The  equipment  for  this  style  of  writing  is 
considerably  more  expensive  than  that  required  for  or- 
dinary work,  but  the  man  who  is  concentrating  upon  the 
art  will  certainly  be  interested  in  this  feature  through 
which  excellent  result.s  have  been  obtained.  The  window 
display  department  is  also  of  special  interest  since  it 
not  only  illustrates  in  striking  manner  a  number  of 
very  seasonable  ideas,  but  also  contains  helpful  hints  in 
Easter  and  Spring  decorative  work.  Windows  for  the 
monthly  competitions  are  coming  in  and  these  will  be 
reproduced  from  time  to  time  according  as  the  seasons 
render  it  appropriate. 

•*• 

THE  COVER  DESIGN  Besides   their   attractiveness, 

OF  THE  The    Review's    monthly    covers 

MARCH  NUMBER.  are  of  use  to  the  trade,  as  each 

one  gives  an  up-to-date  illus- 
tration of  advance  features  of  the  mode.  The  cover  de- 
sign this  month  shows  forth  the  strong  feeling  that  exists 
for  embroideries.  The  smart  little  lady  pictured  is  wear- 
ing one  of  the  much-talked-of  Princesse  gowns,  built  up 
from  yard  embroideries,  and  showing  how  the  popular 
deep  flouncings  and  bandings  can  'be  constructed  into  a 
fashionable  and  attractive  gown. 

This  cover  should  certainly  be  mounted  or  framed,  and 
used  either  in  the  department  or  in  the  window  when  an 
embroidery  display  is  made.  It  would  be  certain  to  influ- 
ence sales.  It  is  shown  by  Billwiller  Bros.,  manufacturers 
and  importers,  St.  Gall  and  New  York. 


REVIEW'S  EDITORIAL       In  its  editorial  columns,  The 

COLUMNS  Review  endeavors  to  print  the 

FOR  NEWS  ONLY.  news  of  the  dry  goods  trade 

and  associated  lines  of  busi- 
ness. From  those  columns  free  advertising  "puffs"  are 
carefully  eliminated.  What  the  manufacturer  or  whole- 
saler may  have  to  say  about  their  own  particular  lines, 
apart  from  his  statements  in  the  advertising  department 
is  contained  in  the  Hints  to  Buyers'  section.  The  items 
there  are  not  paid  for.  The  Review  does  not  attempt 
either  to  "jolly"  its  advertisers  or  to  discriminate  against 
those  who  do  not  see  their  way  clear  to  advertise.  Its 
editorial  columns  are  for  the  news,  and  nothing  but  the 
news.  Those  items  which  in  the  opinion  of  the  editor 
contain  good  readable  up-to-date  infonnation  go.  Those 
that  do  not  pass  such  inspection  do  not  go.  Such  judg- 
ment is  exercised  absolutely  irrespective  of  any  considera- 
tion from  an  advertising  point  of  view. 


NECESSITY  TO  THE  BUSINESS  MAN. 

Harry  C.   Purdy.    Dauphin.  Man.,   writes  :— "  I  consider  the  Dry 
(iooDS  ReviEW  a  necessity  to  every  business  man." 


HELPED  BY  PRACTICAL  ARTICLES. 

J.  A.  Burwash,  Jarvis,  Ont.,  writes  in  renewing  his  subscription  to 
the  Dry  Goods  Review:— "Your  paper  is  a  credit  not  only  to  the  pub- 
lishing business  but  to  the  drygoods  trade,  and  personally  I  do  not  see 
how  I  could  get  along:  well  without  it.  I  derive  a  great  deal  of  help  each 
month  from  the  practical  articles  which  the  paper  contains,  and  it  is 
worth  to  me  a  great  deal  more  than  the  subscription  price." 

Febniary  18,  1909. 
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New  Dress  Goods 

Anticipating  the  phenomenal  demand  which  has 
arisen  for  Satin  Surface  Fabrics,  our  buyer  has 
secured  some  excej)tionally  desirable  materials,  and 
we  invite  your  attention  to  the  following  : 

ZZ.    38/9".    Silk  and  Wool  Directoire  Satin  Cloth, 

En   Taupe,    Pearl,   Sky,    Brown,    Elephant,    Navy,    Reseda, 
Empire,  Peacook,  Cream,  Chandron,  To  Retail  at $1.35 

L336.    38/9".    Satin  De  Luxe, 

Cream,  Sky,  Old  Rose,  Taupe.  Elephant,  Brown,  Chandron, 

Navy,  Black  To  Retail  at 1.50 

PH.    43/4".    Self  Stripe  Duchess  Cloth, 

Brown,    Olive.    Myrtle,    Taupe,    Elephant,    Marine,    Navv 

and  Black.  To  Retail  at' 1.00 

F931.    43  4".    Self  Stripe  Poplin, 

Brown,  Myrtle,  Navy.  Copenhagen,  Marine,  Black, 

To  Retail  at 75 

F943.    40".     Silk  Stripe  Chiffon  Panama, 

Cream.  Sky,  P^earl,  Taupe,  Brown,  Marine,  Navy, 

To  Retail  at 75 

HW78.    42/3".     All  Wool  Chiffon  Finish  Satin  Cloth, 

BroAvn.  Green,  Navy.  Wedgewood.  Plum.  Taupe  and  Black. 

To  Retail  at 75 

O409.     19^".    Pure  Silk  Liberty  Satins, 

White,    Cream,  Sky,   Rose,    Old   Rose,    Copenhagen,   Mole. 
Elephant.   Taupe.  Olive,  Myrtle,  Brown,  Navy  and  Black. 

To  Retail  at 75 

0419.    20".    Pure  Silk  Oriental  Satin, 

White,  Cream,  Black  only,  To  Retail  at 1.00 

GKl.    21/2".    Victoria  Satins, 

White,  Cream,  Sky,  Rose,   Pearl,   Caster,   Brown,   Myrtle. 
Cardinal,  Garnet,  Navy,  Black,  To  Retail  at 50 

GK2.    21/2".    Victoria  Satins, 

White,   Cream,   Sky,   Rose,   Pearl,   Mole.    Brown,    Myrtle. 
Cardinal,  Garnet,  Navy,  Black.  To  Retail  at 75 

F lease  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Dignity  in  Business. 

IT  is  not  often  nowadays  that  one  hears  a  merchant 
describe  his  business  in  a  manner  which  deprives  it  of 
its  dignity  or  places  his  own  personality  in  an  unplea- 
sant light.  Recently,  in  discussing  business  matters, 
generally,  with  the  Review,  a  dry  goods  merchant  refer- 
red to  his  establishment  as  a  "rag-shop,"  and  expressed 
the  opinion  that  at  the  present  time,  there  "is  little 
money  in  rags."  That  man  had  been  in  business  over  a 
score  of  years,  and  his  words  made  a  noise  like  disloyal- 
ty to  his  life-long  effort  in  the  dry  goods  business,  and 
lack  of  appreciation  of  the  fact  that  he  was  still  doing 
well  at  it.  Absence  of  business  dignity  sometimes  indi- 
cates absence  of  business.  A  man's  work,  so  long  as  it 
holds  his  interest,  demands  the  best  that  he  can  give  it. 
If  he  finds  it  to  be  unworthy  of  the  best,  it  is  up  to 
him  to  know  the  reason  why.  It  may  be  that  he  is  un- 
suited  to  that  particular  sphere.  In  this  connection,  it 
is  not     out     of  place  to  recall  an  amusing  instance  in 


which  a  merchant  inadvertently  but  somewhat  appro- 
priately became  mixed  in  his  Biblical  history.  He  had 
neglected  his  business  and  his  store  presented  anything 
but  an  inviting  appearance.  Remarking  upon  the  fact 
that  people  who  used  to  shop  with  him  years  ago, 
now  seldom  entered  his  store,  he  added,  "For 
some  reason  or  other  they  pass  by  on  the  other  side 
and  know   not   .Jonah." 


The  Bank  Deposit  Fever. 


MERCHANTS  complain  that  the  banks,  by  cn- 
fouraging  farmers  to  hoard  their  money,  an- 
causing  funds  to  be  tied  up  which  shoul.l 
find  circulation,  through  the  business  hou.scs  .f 
the  respective  districts,  lor  the  benefit  of  the 
farmer's  household,  the  improvement  of  his  farm  ;in<i 
the  advancement  of  agriculture.  Branches  are  spreading 
out,  and  reports  are  that,  when  liberated  in  the  centre 
of  agricultural  communities,  the  germ  of  competitive  en- 
terprise makes  the  deposit  fever  a  positive  detriment  to 
business  in  the  manner  indicated. 

It  must  appear  to  anyone  who  has  gi\en  the  matter 
any  thought  that  a  policy  on  the  part  of  the  banks 
which  has  the  effect  of  diveiting  from  the  country's  basic 
industry  a  too  large  proportion  of  its  wherewithal  for 
any  considerable  period,  is  decidedly  unwise.  The  man 
who,  engaged  in  any  enterprise  withholds  from  it  the 
means  requisite  to  its  highest  development,  simply  be- 
cause he  desires  to  accumulate  wealth  would  appear  to 
be  either  the  most  conscious  of  business  suicides  or  to 
be  going  it  entirely  blind.  It  cannot  be  said  that  he  is 
amassing  a  fortune  .since  his  procedure  cuts  short  the 
producing  power  of  his  business.  It  looks  like  a  slaugh- 
ter of  the  goose  with  the  golden  egg  monopoly. 

The  complaint  of  the  merchants  is  not  a  new  one, 
but  the  time  has  arrived  when  cause  and  effect  have 
manifolded  a  problem.  It  is  reported  that  many  of  the 
farmers,  in  their  determination  to  develop  a  portly 
wad,  have  allowed  their  farms  to  become  depleted  of 
wealth-producing  stock  and  equipment,  rather  than  draw 
from  their  bank  resources,  that  instances  are  not  want- 
ing in  which  for  the  same  reason  they  expect  extraor 
dinary  favors  from  merchants  in  the  matter  of  credit, 
that  the  widespread  distribution  of  cheque-books  does 
not  appeal  to  these  farmers  as  an  accommodation  but  as 
reminders  that  they  have  accounts  to  be  preserved,  and 
that,  in  order  to  maintain  their  deposits  intact,  there 
are  those  who  do  not  scruple  over  the  temporary  sacri- 
fice of  business  principles.  There  are  exceptions,  but  the 
proportion  on  the  other  side  is  said  to  be  far  too  large 
to  be  overlooked. 

It  seems  a  difficult  matter  to  arrive  at  a  solution. 
The  Ifarmer  is  entitled  to  his  bank  account— it  is  a  good 
thing.  The  banker  is  not  going  to  turn  down  business— 
the  other  fellow  is  waiting  for  it.  The  merchant  de- 
clares that  he  is  not  getting  his  share.  The  farmer's 
wife  states  that  a  nocturnal  search  of  trousers'  pockets 
reveals  nothing  but  cheques,  blank  cheques,  some  of  them 
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nearly  a  foot  long-.  The  farm  in  particular  and  agricul- 
ture in  general  may  suffer  serious  setback.  It  is  not  the 
kind  of  business  approved  of  by  destiny  for  the  country's 
realization  of  its  glorious  heritage.  Where  is  the  line 
to  be  drawn  ?  A  (failure  of  crops  or  a  collapse  of  prices 
is  the  remedy  prescribed  by  some.  If  the  problem  is  as 
serious  as  some  describe,  it  may  in  that  way  work  its 
own  solution.  Quiet,  inoffensive  talks  by  merchants 
with  their  agricultural  customers  when  occasion  makes 
it  proper,  might  help  considerably.  A  Farmers'  Insti- 
tute campaign,  emphasizing  the  evil  effects  of  this  con- 
dition, would  possibly  have  good  results.  In  the  West 
it  is  different;  the  merchant  carries  the  farmer  along 
until  he  realizes  upon  his  crop.  The  precedent  was  set 
by  the  East  years  ago,  and  examples  are  even  now 
available  where  similar  accommodation  is  afforded  by 
the  merchant.  From  that  view  of  the  case  it  would 
seem  that  he  is  entitled  to  more  consideration  than  he 
claims  he  is  receiving. 

An  Ad's  Pulling  Power. 

IT  is  very  often  a  difficult  matter  to  predict  of  an  ad 
that  it  will  promote  good  business.     Instances  go  to 

show  that  ads.  which  were  generally  thought  to  be 
very  attractive  to  the  eye  and  enlightening  to  the  mind 
have  fallen  short  in  the  matter  of  influence.  On  the  other 
hand,  there  have  been  many  notable  examples  of  publi- 
city work  which  though  unlikely  looking,  have  brought 
results.  ~  I 

The  pulling  power  was  there.  The  ads.  probably  did 
not  accord  entirely  with  traditions,  so  far  as  style  or 
make-up  were  concerned,  but  it  goes  without  saying  that 
the  business  germ  within  them  was  neither  smothered  by 
obscurity,  nor  bewildered  by  environment.  It  had  a  fre^ 
hand.  This  brings  home  the  thought,  so  often  expressed 
that  it  is  better  to  have  one,  well  understood,  forcefully 
presented  idea  in  an  ad,  than  a  mass  in  which  one  has 
every  opportunity  to  handicap  the  other,  and  possibly, 
the  collective  or  individual  impression  will  be  far  from 
satisfactory. 

Trade  Inspiration  in  New  Styles. 

IT    requires   no   extraordinary   power   of   observation    to 
inform  one's  self  that  the  approaching  Spring  is  going 

to  be  an  auspicious  one  for  the  dry  goods  merchant 
and  milliner  who  sees  the  key  to  business  inspiration  in 
approved  style  suggestions.    While  doubt  is  expressed  by 
some   authorities   as   to   whether   absolute   originality   of 
design  in  fabrics  is  represented  to  the  extent  it  should, 
no  one  will  question   for  the  moment  that  the  range  of 
preferred     colors     and  the  distinction   which  fashion  de- 
mands in  garments  and  in   millinery,   to  say  nothing  o  _ 
the  great  variety  of  materials  and  accessories  employed 
will   give  the  season   an  unique  charm— and  a  profitabi 
one  at   that. 

While  there  has  seldom  been  a  season  in  which  11 
buyer's  discerning  or  discriminating  powers  have  in  son 
respects,  been  more  severely  taxed,  it  also  appears  righ.' 


to  say  that  trade  incentives  were  never  more  liberally 
distributed  than  is  apparent  in  the  vogue  predicted  for 
spring  and  summer  of  1909.  There  are  striking  features 
to'  talk  about  ;  it,  is  a  long  time  since  dress  was  a  sub- 
ject of  more  general,  and,  at  the  same  time,  more 
critical  comment,  than  at  present  ;  the  revolutionizing 
process  has  been  at  work  and  the  public  press  has  never 
entered  into  the  subject  with  more  evident  interest. 
The  advent  of  the  new  modes  has  given  a  decided  im- 
petus to  evolution  in  the  matter  of  dress. 

How  does  this  interest  the  dry  goods  merchant  ? 
What  kernel  of  reflection  is  there  in  it  for  the  milliner  ? 
With  the  season's  chart  so  decidedly  distinct  it  appears 
unnecessary  to  give  the  wideawake  merchant  the  benefit 
of  suggestion.  He  is  certainly  going  to  do  his  share  in 
giving  the  approaching  month  the  identity  so  clearly 
mapped  out  for  them.  He  will  realize  upon  its  strong 
merchandizing  features.  The  broad  discussion  of  styles 
has  given  the  purchasing  i)ublic  a  good  fund  of  inform- 
ation. It  would  appear  that  a  greater  individuality  than 
has  been  will  characterize  the  season's  business.  Author- 
ities state  that  the  signs  of  trade  revival  are  unmistak- 
able, and  that  the  new  styles  bid  fair  to  become  an  ex- 
cellent tonic  to  recovering  conditions.  It  is  for  the  mer- 
chant to  apply  it  in  its  proper  proportions.  Tastes  have 
been  well  educated  and  must  be  pleased. 


Moving  in  the  Right  Direction. 

STEADY  development,  but  no  boom,  are  the  words 
which  seem  to  best  describe  the  view  taken  by  the 
dry  goods  trade  generally  with  reference  to  the 
Spring  outlook.  Buying  is  still  being  conducted  along 
cautioi/s  lines.  Nevertheless,  it  is  a  pleasure  to  note  that 
there  is  a  marked  improvement.  Some  houses  are  so  w^ell 
pleased  with  returns,  that  they  are  inclined  to  compare 
their  records  with  the  year  1907,  rather  than  with  those 
of  1908.  Fourth-of-February  payments  are  said  to  have 
been  very  fair.  While  there  are  reports  to  the  effect  that 
the  amount  of  paper  on  hand  at  pre.sent  is  in  excess  of 
the  same  period  last  year,  owing  in  some  measure,  it  is 
stated,  to  the  new  credit  terms,  it  is  pointed  out,  with 
emphasis,  in  other  quarters,  that  this  condition  is  not 
general.  There  has  been  a  gdod  ajdvance  movement  in 
staple  lines,  and  this  fact  is,  in  itself,  an  interesting  in- 
dex to  the  condition  of  retail  stocks  throughout  the 
country. 

While  there  is  no  doubting  the  fact  that  the  average 
Canadian  dry  goods  merchant  is  well  read  on  trade  mat- 
ters, it  is  now  stated  of  him  that  he  is  now  concentrat- 
ing his  energies  towards  a  more  aggressive  merchandiz- 
ing policy  than  ever  before,   that  he  is  a  closer  student 
of  those  elements   which   give  character  to   business  and 
which  bring  it  to  the  attention  of  the  people.    His  aim 
s  to  impress  upon  the  public  the  fact  that  progressi^ve- 
ess    enriches     shopping     opportunities    in     the  "locality 
hich  he  serves.     This  truth   is  having  a  wider  recogni- 
on  that,   to  create  trade  and  to  hold  it,  there  must  be 
lat  about  the  .store  which  gives  it  an  individuality  and 
d  distinction. 
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Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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Store  of  T.   C.  Barrie  &  Co.,   High   River,  Alta. 


Canadian  Drygoodsmen  and  their  Methods 


A  Lesson  in  Cash. 

A  DRY  goods  merchant  in   a   town   of  about   6,000 
inhabitants  situated  in  the  heart  of  an  excellent 
agricultural   district,    tells   this   story   about   his 
first  experiences  with  the  cash  plan  in  business. 

"It  was  on  a  Saturday  afternoon,"  said  he,  "when 
the  store  was  pretty  full  of  customers.  A  farmer  came 
in  and  asked  for  mitts.  I  showed  him  the  line  we  carried 
and  he  finally  selected  a  25  cent  pair.  I  wrapped  them 
up   and  handed  them  to   him. 

"  'Now,'    said   he,   leaning   over     the   counter    towards 
me,  'I'll  pay  you  for  them  next  time  1  come  to  town. 

"I  knew  that  farmer  had  enough  money  salted  away 
to  buy  up  all  the  mitts  in  the  country  and  still  have 
enough  left  to  purchase  a  knitting  factory  or  two.  Be- 
sides, the.  store  wad  full  andi  it  wa^  up  to  rae  to  make 
an  example  of  somebody.  Should  I  let  the  man  go,  or 
should  I  firmly  demand  the  cash  ? 

"  'No;  I  can't  do  that,'  said  I,  preferring  the  exam- 
ple end  of  it.  'You  know  this  is  a  cash  store.  I  have 
no  doubt,!,  whatever,  but  that  you  will  pay  me,  but  it 
wouldn't  be  fair  to  these  other  people.  I  am  running 
business  on  a  new  plan,  and  I  must  insist  upon  custom- 
ers respecting  it.' 

"  "That  is  all  right,'  said  he,  smiling  blandly,  and 
turning  tcrwards  the  door,  'I  know  you  don't  mean 
it.' 

"  'Do  you  see  that  sign?'  I  replied,  pointing  to  a 
placard  which  had  the  words  "Please  do  not  ask  us  for 
Credit,"  inscribed  on  it  in  six-inch  letters, 


"  'Certainly  I  see  it'  he  answered  with  another  ir- 
ritating smile,  'I've  seen  those  signs  before.  Pretty 
good  bluff  isn't  it  V 

"The  people  in  the  store  were  getting  interested  and 
I  was  determined  to  win  out  or  know  the  reason  why 

"  'You're  mistaken,  sir,'  said  I,  firmly,  'that 
sign  means  just  what  it  says.  I  must  insist  on  you 
leaving  me  the  mitts  or  the  money.' 

"  'Well,  T  must  say  that  this  is  a  rather  funny  game 
you're  playing,'  he  remarked  with  an  offended  air, 
coming  hack  to  the  counter.  He  saw  that  I  meant  it. 
"  'I  can  pay  you  for  half-a-dozen  pairs  of  mitts  if  I  want 
in.  For  two  pins  I'd  let  you  keep  your  mitts,  hut  here 
is  your  miserable  quarter.' 

"He  had  put  the  parcel  down  on  the  counter,  and  F 
picked  it  up,  alone  with  the  quarter,  and  put  it  on  a 
shelf  behind  me. 

"  'Thank    you,'     said    1,     'now    you 
mitts  in   three  months.' 

"  'Three      months!'       he       roared, 
mean  1    Haven't  I  paid  you  for  them, 
property  ?    What  trick  is  this  1  ' 

"  'I  mean  just  what  I  say.  You  may  have  your  mitts 
in  three  months.' 

"  "Well,  this  is  a  pretty  state  of  affairs.  I  pay  you 
for  a  thing  and  you  won't  let  me  have  it.  This  is  the 
meanest  business  I've  met   with   in  a  good   while.' 

"  'Not  at  all.  Let  me  tell  you  something.  Haven't 
you  been  coming  to  this  store  right  along  and,  whenevisr 
you  purchased  anything,  haven't  you  almost  invariably 
made  me  wait  three  months  for  my  money.' 
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"  'Well,  that  may  be,  but  I've  always  paid  you, 
haven't  I  ?' 

"  'Yes,  but  did  you  ever  think  of  the  consequences 
were  the  merchant  to  turn  around  and  refuse  you  the 
goods  you  boitglit  ?  He  has  as  much  right,  to  do  that 
as  you  have  to  keep  the  money  which  is  undoubtedly 
his.' 

"  'You  may  think  it  a  good  argiument,'  he  growl- 
ed,      'but  it  will  never  work  out.' 

"  'That's  it.  I  just  wanted  to  show  you  that  it 
could  be  worked  out.     Here  are  your  mitts.' 

"He  took  them  without  a  word  and  walked  away. 
T  never  expected  to  see  him  again,  but  both  he  and  his 
wife  have  shopped  here  since.  It  was  a  good  lesson  for 
a  Saturday  afternoon.  If  a  man  is  firm  enough,  he  need 
never  be  afraid  to  adopt  the  cash  system." 


To  Enlarge  His  Store. 

T.  J.  Sheppard,  dry  goods  merchant  and  men's  fur- 
nisher, West  Toronto,  proposes  in  order  to  facilitate  the 
growth  of  his  business  to  increase  his  store  space  by  a 
25-foot  extension  in  the  rear. 


Studied  the  People's  Wants. 

Thirty-eight  years  ago  the  late  Timothy  Eaton  em- 
ployed only  five  salespeople  in  his  store  in  Toronto,  and 
one  of  them  was  H.  Robb  who  now  conducts  a  dry 
goods  store  at  the  corner  of  Dundas  and  Rolyatt  streets 
Toronto.    He  has  developed  a  very  good  locality  trade. 

"There  was  too  much  Irish  between  us  and  we  separ- 
ated," said  Mr.  Robb,  recounting  some  of  his  experiences 
in  the  original  Eaton  store.  Those  were  days  of  uphill 
work,  but,  once  the  corner  was  turned,  progress  was 
rapid.  I  can  well  recall  how  the  fancy  goods  department 
in  that  store  was  run  on  a  commission  basis.  Lavender 
gloves  were  quite  the  style  and  when  they,  along  with  al- 
most everything  else  in  the  department,  were  put  into 
the  window  for  display  purposes,  it  was  not  long  before 
the  sun  had  caused  somei  damage.  Once  out  of  the  win- 
dows, the  goods  disappeared  beneath  the  counters  and  a 
few  days  later  were  hoisted  to  the  top  of  the  wall  fix- 
tures. There  was  a  great  accumulation  of  worthless 
stock  in  that  way." 

When  Mr.  Robb  took  charge  of  the  fancy  goods  de- 
partment he  had  his  Old  Country  experience  to  fall  back 
on.  Mr.  Eaton  then  knew  little  about  the  dry  goods 
business  but  he  was  quick  to  appreciate  the  value  of  op- 
portunity. At  Mr.  Cobb's  suggestion,  several  girls  were 
engaged  in  the  fancy  goods  department.  By  persistent 
study  of  the  sales  from  day  to  day,  Mr.  Eaton  formed 
his  own  ideas  as  to  people's  tastes  and  wants  and  he 
so  conducted  this  business  that  this  knowledge  was  turn- 
ed to  good  value. 

"For  example,"  said  Mr.  Robb,  "I  have  seen  Mr. 
Eaton  standing  at  the  end  of  a  counter  watching  a  cus- 
tomer purchase  a  pair  of  stockings.  When  she  had  gone, 
he  would  a.sk  the  girl  whether  the  goods  would  go  any 
more  rapidly  if  offered  in  groups  of  two  or  three,  pairs 
at  a  price  reduced  in  the  bulk — as,  three  pair  for  2?> 
cent  stockings  at  60  cents.  The  plan  was  no  sooner  con- 
ceived,, and  approved  by  the  selling  end  of  the  staff, 
than  it  was  applied.  The  great  aim  on  the  part  of 
Mr.  Eaton  was  to  secure  a  firm  footing  or  reputation 
in  the^  market  as  a  cash  buyer,  and  to  that  end  his  ef- 
fort was  directed  towards  rapid  turnovers.  Rather  than 
give  credit  in  his  store,  he  would  offer '  to  pay  the 
amount  of  a  bill  out  of  his  own  pocket.    His  instruc- 


tions were  that  members  of  his  own  family  must  pay 
cash. 

'^'Having  secured  a-  footing,  Mr.  Eaton  was  a  large 
patron  of  the  New  York  wholesale  market.  Case  after 
case  came  through  in  bond,  and  the  strange  thing  ^bout 
it  was  that  mention  of  his  name  was  seldom  heard 
among  the  New  York  shippers.  He  was  known  as 
"Cash."  When  a.sked  why  he  did  not  use  his  proper 
name,  he  would  reply,  "you  need  not  worry  about  my 
name,  so  long  as  I  pay  you  cash."  In  that  way,  he 
established  a  reputation  not  only  in  New  York,  but  on 
the  other  side  of  the  Atlantic  as  well. 

"Although  while  the  store  was  still  young,  goods 
were  sometimes  offered  at  quick  selling  prices  irrespec- 
tive of  colors  and  qualities  which  made  them  superior 
to  some  of  those  held  at  higher  figures,  the  fact  still 
remained  that  the  head  of  the  store,  though  compar- 
atively inexperienced,  was  remarkably  successful  in  giv- 
ing the  people  what  they  wanted  and  ir  the  way  they 
wanted  it.  His  advertising  immediately  caught  the  eye 
of  the  public,  and  on  one  occasion,  I  remember,  he  dis- 
played a  huge  sign'  "400  yards  of  cotton  for  five  cents." 
He  meant  spool  cotton,  or  thread,  of  course,  but  a  good 
many  people  had  the  impression  that  it  referred  to  some 
exceptional  sale  of  fabrics.  He  had  firm  faith  in  the 
power  of  advertising  and  he  conducted  it  in  such  a  way 
that  he  never  questioned  its  success. 

"The  member  of  the  staff  who  had  ideas  was  al- 
ways well  paid  for  them.  The  great  department  store 
has  been  built  up  on  good  ideas.  I  remember,  on  one 
occasion,  after  returning  from  a  buying  trip  in  the  Old 
Country,  Mr.  Eaton  presented  me  with  $150.  It  meant 
something  to  me  and  1  know  at  that  time,  it  meant 
something  to  him,  but  it  showed  that  he  appreciated  a 
man's  best  effort. 

Mr.  Robb  made  several  buying  trips  for  the  Eaton 
store  in  the  early  days.  Prints  and  ginghams  were  very 
much  the  vogue  then  and  he  declares  that  some  of  the 
patterns  shown  for  the  coming  Spring  are  exactly  simi- 
lar to  those  which  fashion  favored  thirty-eight  years 
ago.  It  was  he  who  went  to  the  Old  Country  and  pur- 
chased the  first  line  of  dress  goods,  chiefly  mohairs,  ever 
sold  in  the  store. 

The  store  in  which  Mr.  Robb  is  now  doing  business 
is  ju.st  about  the  size  of  the  original  Eaton  store.  He 
too  is  demonstrating  the  wisdom  of  giving  the  people 
what  they  want.  A  study  of  locality  conditions  has  em- 
phasized the  importance  of  specializing  in  lines  which 
have  a  steady  demand  and  in  which  a  bulky  assortment 
such  as  in  dress  goods  is  unnecessary. 


Successful  Business  Women. 

While  it  is  possible  to  discover  a  mere  man  or  two 
in  the  dry  goods  business  in  the  suburbs  of  Toronto 
whose  comments  on  the  general  condition  of  things 
would  lead  one  to  believe  that  they  had  cut  the  cloud 
with  the  silver  lining  out  of  their  business  prospect,  the 
bright,  enterprising  women  who  are  their  competitors, 
indulge  in  no  such  pessimism.    It  is  all  the  other   wav. 

Recently  the  Review  told  of  a  woman  who  had  built 
up  an  excellent  locality  trade  from  an  original  invest- 
ment of  $45  in ''dry  goods  and  ice.  cream.  Two  more  in- 
stances of  success  have  come  under  its  observation.  Tlie 
stores  of  Mrs.  D.  W.  Hall  and  Misses  L.  &  E.  Colvin, 
Toronto  Junction,  are  examples  of  progressive  mer- 
chandising along  lines  best  adapted  to  a  suburban  ren- 
ter. One  great  advantage  of  such  location  is  th^  fase 
with  which  the  wholesale  houses  may  be  communicated 
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with  or  visited.  That  condition  does  away  with  the  ne- 
cessity of  carrying  cumbersome  stocks  or  quantities  es- 
sential in  the  store  at  a  distance  from  the  market. 
Nor  is  it  advisable  to  carry  lines  which  the  larger  city 
stores  can  handle  to  better  advantage,  bwin^f  to  the 
fact  that  it  is  easily  possible  for  them  to  keep  an  as- 
sortment beyond  the  capabilities  of  the  small  suburban 
store.  The  proposition  is  one  therefore,  which  calls  for 
staple  lines  almost  exclusively. 

Mrs.  Hall  was  formerly  the  embroidery  buyer  for  the 
T.  Eaton  Co.,  while  the  Misses  Colvin  were,  prior  to 
venturing  for  themselves,  connected  with  the  sales  force 
of  a  dry  goods  store  in  West  Toronto.  The  two  stores 
therefore,  are  well  supplied  with  experience.  From  the 
display  windows  to  the  most  secluded  shelf  in  the  dark- 
est corner  of  each  store,  the  general  arrangement  sug- 
gests neatness,  newness  and  a  conspicuous  absence  of 
stagnation. 

"I  began  business  about  five  years  ago,  with  a  $500 
stock,"  said  Mrs.  Hall  to  the  Review.  "At  the  present 
time  my  stock  is  worth  about  $12,000.  1  do  all  my  own 
buying  and  when  a  line  comes  into  the  store  which  does 
not  meet  with  a  ready  sale  it  is  never  allowed  to  re- 
main on  the  shelves.  We  get  rid  of  it.  In  selecting  our 
pattern  goods  we  endeavor  to  arrange  it  so  that  they 
will  be  exclusive  so  far  as  this  city  is  concerned.  From  the 
outset  we  adopted  the  cash  principle.  We  have  a  pre- 
mium system  which  is  equivalent  to  a  three  per  cent, 
discount  payable  in  goods.  Sometimes  a  woman  living 
at  a  great  distance  from  the  store  may  not  see  the  va- 
lue of  the  premium  tickets  and  is  indifferent  about  ac- 
cepting them.  In  that  case  we  give'  her  a  spool  of 
thread  or  some  other  article  equivalent  to  the  discount. 
It  is  something  tangible  and  she;  appreciates  it.  These 
little  things  very  often  make   customers. 

The  Misses  Colvin .  conduct  their  store  along  some- 
what similar  lines.  They,  too,  make  it  a  point  in  their 
buying  to  secure  exclusive  patterns  in  prints  and  ging- 
hams. It  thus  seems  to  be  the  case  that  while  these  are 
staple  lines  each  store  is  specializing  in  them  without 
conflicting  with  the  other. 

Asked  with  regard  to  the  success  of  their  mer- 
chandizing, Mrs.  Hall  and' the  Misses  Colvin  stated  that 
they  had  every  reason  to  be  satisfied  with  the  daily 
sales  records  of  their  stores. 


Automatic  See-saw  of  Prices. 

Ecclestone  Bros.,  men's  furnishers,  of  St.  Catharines, 
recently  held  a  see-saw  sale.  The  characteristic  idea  of 
the  event  was  pictorially  suggested  by  a  cut  of  the  store 
surmounted  by  the  three  members  of  the! firm  operating 
a  see-saw.  It  was  a  unique  feature  for  an  ad.  but  the 
practical  working  plan  of  the  sale  was  described  in  the 
form  shown  by  the  accompanying  cut.  From  9  a.m. 
until  9  p.m.  different  lines  alternated  hourly  in  an  au- 
tomatic  see-saw   of  prices.    In   the    words   of  the    advt.. 
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every  hour  at  the  stroke  of  the  gong,  three  prices  go 
up  and  three  prices  go  down.  For  example,  in  the  12 
hours  of  the  day,-  men's  black  and  white  shirts,   regular 


30  icents,  jumped  from  29  to  40  cents,  while  men's  co- 
lored negligee  shirts,  regular  75  cents,  dropped  from  45 
cents  to  34  cents.  Although  the  prices  at  the  starting 
point  were  reduced,  \  the  continuous  change  gave  an  ad- 
ded impetus  to  sales  and  caused  greater  interest  in  the 
store  throughout  the  day. 


Banker,  Machinist,  Men's  Furnisher. 

"Don't  bark  ;  come  back."  Every  hat  purchased  uf 
C.  R.  Vandusen,  men's  furnisher.  West  Toronto,  has  that 
legend  within  it.  The  heraldic  emblem  which  accom- 
panies it  is  a  not  unfriendly-looking  bulldog.  One  might 
imagine  that  a  more  appropriate  inscription  for  a  hat 
would  be  "Always  on  Top,"  but  in  the  light  of  Mr. 
Vandusen's  interpretation,  the  words  he  has  adopted  are 
preferable. 

"When  a  hat  or  anything  else  is  sold  from  this 
store,"  said  he  to  the  Review,  "We  try  to  impress  it 
upon  our  customer  that,  should  he  find  anything  wrong 
with  his  purchase,''  or  should  it  prove  not  as  we  repre- 
sented, we  want  him  to  bring  it  back  to  us  and  we'll 
make  good  every  time.  There  are  those  who  never  give 
a  merchant  a  chance  to  do  that.  The  defect  may  be 
through  no  fault  of  his,  yet  because  of  that  one  thing 
they  go  about  telling  their  friends  that  nothing  good 
can  come  out  of  nis  store. 

"Now,  it  is  .very,  very  rarely  that  we  meet  with  a 
dissatisfied  customer,  but  we  want  our  people  to  under- 
stand that  the  store  and  its  reputation  are  liehind  t!ie 
goods  and  that  if  all  is  not  right  we  are  the  lir.^t  who 
should  know  the  reason  why.  We  liave  emphasized  that 
fact  and  our  customers  appreciate  it  ;  they  know  just 
where  we  stand.  A  few  days  ago  a  man  bought  a  cheap 
pair  of  mitts  from  us.  He  probably  put  them  at  heavier 
work  than  they  were  entitled  to,  ind  he  came  and  told 
us  after  a  few  days,  that  they  had  gone  to  pieces.  We 
picked  out  a  good  strong  pair  and  asked  him  to  try 
them  ;  we  took  no  money  for  thorn.  \\'hat  was  the  re- 
sult? We  have  had  a  splendid  sale  for  those  mitts.  It 
pays  to  give  your  customer  a  sqii.iie  deai." 

More  Congenial  than  Banking. 

It  is  an  interesting  fact  that  Mr.  Vandusen  has  only 
been  in  the  men's  furnishing  business  a  little  more  than 
a  year,  and  he  says  it  suits  him  better  every  way  than 
banking,  insurance  or  running  a  lathe  in  a  machine 
shop.  He  has  tried  all  these.  For  some  years  he  was 
employed  as  a  clerk  in  Molsons  Bank,  then,  wishing 
something  more  congenial  to  health  and  inclination,  he 
went  to  Winnipeg  and  took  up  insurance.  He  was  very 
successful,  but  following  an  attack  of  typhoid  le  return- 
ed East  and,  feeling  that  rougli,  heavy  work  would  as- 
sist him  in  recovering  his  robustness  secured  a  position 
in  a  machine  shop.  He  began  by  filing  castings  but  it 
was  not  a  great  while  before  he  could  run  a  lathe,  and 
had  a  good  position.  Then  he  made  another  change. 
He  took  charge  of  the  West  Toronto  branch  of  the 
Sterling  Bank.  He  had  always  felt,  however,  that  he 
would  like  to  make  a  business  venture  on  his  own  ac-' 
count  and  it  was  not  long  before  he  had  invested  $500 
in  a  men's  furnishing  stock.  He  had  no  previous  know- 
ledge of  the  business,  but  he  had  some  original  ideas 
and  he  proceeded  accordingly.  He  told  "the  other  fel- 
lows" that  he  was  going  into  competition  with  them 
and  that  he  was  going  to  do  it  on  a  cash  basis.  It. was 
as  frankly  i)rophesied  that  he  would  see  his  finish  in 
about  one  year.  In  spite  of  these  things  he  is  in'  busi- 
ness yet  and  he  states  that  he  has  met  with  no  good 
reason  why  he  should   not  remain.    He  has   encountered 
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line   uf    t.vvo    iohkIi    plac-cs    in    vvoikiii^-   out,   Mie   cash    piiii 
liple.    hut    it    is    now    nmninf^   smoothly. 

Treated  Every  Man  Alike. 

It  is  the  only  way  to  do  business  in  a  suhurban 
to'wn,  said  he.  "Of  couisc,  a  merchant  has  to  study  liis 
people.  Tlieie  were  customers  who  could  not  sec  things 
our  way  when  we  began  business.  We  pointed  out  that 
it  was  not  because  we  would  not  trust  thorn,  but  that 
it  was  a  principle  we  had  decided  to  establish  in  con- 
nection with  our  store,  that  we  would  treat  every  man 
alike,  and  that  in  enabling  us  to  buy  for  cash  and  sell 
for  cash  the  customer  would  receive  the  benefit  of  bet- 
ter prices.  1  remember  one  man  who  came  to  the  store 
and  looked  over  some  ties.  He  selected  one,  but  told 
mo  plainly  that  it  was  not  his  intention  to  pay  for  it 
then.  J  simply  informed  him  that  if  1  made  him  the 
exception,  the  man  who  followed  him  could  claim  the 
same  privilege.  He  didn't  think  much  of  my  way  of  do- 
ing business,  but  I  said  that  rather  than  violate  it,  J 
would  give  him  the  tie.  He  took  me  up,  but  from  that 
day  to  this  he  has  been  one  of  my  best  customers,  and 
there  is  never  any  question  about  the  cash.  But  there, 
again,  you  must  know  your  man. 

"From  experiences  I  have  had,  1  could  almost  say 
that  the  customers  who  are  turned  down  the  hardest  in 
their  introduction  to  "cash,"  develop  into'  the  best  pa- 
trons of  the  stoTe.  I  know  a  man  who  called  me  some 
mean  things  when  I  refused  him  credit.  I  explained 
my  position  to  him  thoroughly,  and  he  went  away.  In 
a  few  weeks  he  was  here  again,  and  he  has  been  coming 
right  along.  These  instances  demonstrate  how  necessary 
it  is  for  a  merchant  to  study  his  people  and  to  un- 
flinchingly enforce  his  methods   of  doing   things." 

Specializing  in  Hats. 

Mr.  Vandusen's  place  of  business  is  called  the 
"Eureka  Hat  Store."  He  is  specializing  in  hats  and 
caps  and  in  so  doing  finds  that  a  successful  plan  is  to 
give  his  goods  distinctive  names  or  to  emphasize  certain 
characteristics  which  give  them  an  individuality.  Not 
long  ago  he  placed  in  hisi  window  a  hat  styled  the 
"Wafer,"  and  the  card -which  accompanied  it  stated  that 
it  weighed  just  2^  ounces.  That  fact  caught  the  atten- 
tion of  young  men  passing  the  store.  Pretty  light  hat — 
said  they* — and  one  of  Mr.  Vandusen's  theories  is  that 
when  a  man  is  confronted  with  a  fact  such  as  that,  the 
comparative  qualities  of  his  own  headpiece  are  suggest- 
ed to  his  mind.  The  verdict  is  very  often  in  favor  of  the 
article  displayed,  and  at  that  point  the  salesmanship 
of  the  window  begins  to  work.  At  any  rate,  the  Wafer 
was  a  good  seller.  His  derbies  are  carried  in  glass- 
doored  wall  cases  and  his  caps  are  neatly  kept  in 
drawers  underneath  with  the  range  of  sizes  in  each  sec- 
tion labelled  on  the  upper, -edge  of  the  drawer  front. 

One  window  always  contains  a  good  display  of  hats 
and  caps  while  the  other  is  attractively  dressed  with 
other  lines  of  men's  furnishings.  He  makes  it  a  point 
never  to  carry  over  old  stock  from  season  to  season.  A 
few  months  ago  he  successfully  "gunned"  off  his  left 
over  by  adopting  a  unique  window  display.  He  suspend- 
ed- a  large  shotgun  in  the  centre  of  the  window  and  used 
a  card  with  the  words  "Shooting  off  caps  at  ^Q  cents 
apiece."    It   was  a  successful   sale. 

Advance  Agent  for  Optimism. 

Mr.  Vandusen  is  no  believer  in  slaughters.  He  is  an 
optimist  and  believes  that  optimism  can  be  put  to  prac- 
tical account.  Whenever  a  blue-ruin  sign  appears  in 
West  Toronto  for  merchandising  purposes,  Van.  hangs 
up   a  shingle  bearing  these  cheerful  words,    "We  are  ad- 


\aii(('  agents  ini'  optimism;  no  calaMiilv  liowlcrs  lierc." 
The  only  premium  ))lati  he  ever  ad(jpt(;(i  took  the  I'oirn 
of  a  small  aluminum  |)ockct  piece  with'  his  name  on  one 
.^idc  an(l(  the  woi'ds  "(iood  for  10  (^-nts  on  ever'y  doliaf 
purchase,"  on  the  other.  The  piece  wears  well  and  fic- 
(|uently  bobs  up  in  the  shape  of  a  reminder. 

A  hip-pocket  ledger,  about  -V  .x  2"  and  half-an-inch 
thick,  is  where  Van  keeps  a  record  of  his  invoicea  and 
cheques.  Then  he  has  a  day-book  in  which  he  enters  his 
sales.  At  home,  he  has  a  stock  book  to  which  he  tran.s- 
fers  his  invoices  and  records  the  sales  in  different  de- 
partments. In  that  way  he  knows  at  a  glance  what  is 
coming  or  going  and  what  is  standing  still.  His  store 
is  not  lai-ge,  but  the  stock  is  systematically  arranged 
and,  if  method  were  absent,  could  be  spread  over  double 
the  space  to  poorer  advantage. 


Make  Mail  Order  Stores  Help  Them. 

Tiu!  T.  ('.  Harrie  Co.,  High  Hiver.  Albeita,  give 
their  customers  a  practical  demonstration  of  the  value 
and  advantage  of  trading  at  home,  ('atalogues  and 
order  blanks  are  of  course  sent  to.  hundreds  of  persons 
in  the  vicinity  of  High  River  by  the  big  mail  order 
houses  in  Toionto  and  Winnij)eg,  and  Barrie  &  Co.  take 
advantage  of  this  to  attract  business  to  their  own 
store.  They  ask  the  probable  buyer  of  the  mail  order 
store  to  make  out  their  order  on  the  mail  order  sheet  as 
if  he  were  sending  it  to  Winnipeg;  put  the  mail  order 
prices  down- — and  bring  the  order  to  their  store — where 
every  article  at  the  price  indicated  is  duplicated,  and  the 
business  remains  at  home  because  the  customer  sees  that 
the  values  given  there  are  equal  to  tiiose  offered  by  the 
outside  stores.  Every  person  so  dealt  with  becomes  a 
permanent  customer  of  that  store,  oi'  at  any  rate,  does 
not  send  his  money  to  the  mail  order  houses.  This  is 
one  of  the  methods  by  which  Barrie  &'  Co.  have  built  up 
a  splendid  business  in  High  River,  where  they  have  the 
only  exclusive  dry  goods  store  in  a  town  of  1,800  popu- 
lation. Their  business  is  entirely  cash,  and  as  evidence 
that  the  western  people  are  able  to  pay  for  their  goods 
and  buy  them  in  quantities,  too,  the  results  of  a  10 
days'  sale  are  referred  to.  In  this  sale,  which  was 
termed  a  "Manufacturers'  Outlet"  sale,  $10,000  was 
taken  in  in  ten  days,  the  first  day's  business  amounting 
to  $2,500,  which  in  a  town  of  1,800  people  is  a  pretty 
good  record,  though  of  course  it  must  be  remembered 
that  the  prosperous  farming  country  surrounding  High 
River  contributed  very  largely  to  this  satisfactory  re- 
sult. This  sale  was  held  at  a  period  of  the  year — early 
Fall — when  the  farmers  had  not  yet  realized  on  their 
crops,  but  its  success  demonstrated  that  they  had  the 
money. 

For  the  sale  Mr.  Barrie  bought  special  lines  as  lead- 
ers, but  bought  them  at  a  price  upon  which  a  profit 
could  be  made  and  at  the  same  time  good  value  given. 

Barrie  &  Co.'s  store,  an  exterior  view  of  which  is 
given  in  this  department,  is  a  brick  structure,  60  by  7.5 
feet,  one  entrance  leading  direct  to  the  men's  clothing 
and  furnishings  department. 

Mr.  Barrie  is  a  graduate  of  the  Charles  Ogilvy  store 
in  Ottawa,  where  he  spent  eight  years,  and  obtained  the 
knowledge  of  the  dry  goods  business  which  he  has  jnit 
into  application  with  such  good  results  in  the  west. 


Scovil  Bros.,  &  Co.,  St.  John,  N.B.,  known  as  Oak 
Hall,  celebrated  their  20th  anniversary  by  conducting  a 
large  sale,  during  which  a  booklet  containing  an  iiis- 
torical   sketcli   was  distributed. 
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Gave  Capable  Business  Men  to  the  Mercantile  World 

Many  of  the  Boys  who  Graduated  From  the  Wholesale  Dry  Goods  Firm  of  Burton, 
Spence  &  Co.,  have  Been  Successful  —  Met  Responsibility  Early  in  Their  Careers. 


THE  assignment  recently  of  the  wholesale  dry 
goods  firm  of  Burton,  Spence  &  Co.,  Toronto, 
has  brought  into  prominence  an  interesting  fea- 
ture of  the  history  of  the  house.  It  is  that 
among  the  young  men  who  graduated  from  it  during  the 
30  years  of  its  existence,  a  considerable  number  have 
guided  to  success,  in  some  instances  from  small  begin- 
nings, the  business  enterprises  upon  which  they  subse- 
quently ventured  for  themselves  or  over  which  they  as- 
sumed the  leadership. 

This  statement  is  given  its  proper  significance  by  the 
following  list  of  those  who  have  so  succeeded  : — 

Geo.   T.  Irving,   President,  and  A.   F.   Rodger,   Vice- 
President  of  the  Irwin  Unbrella  Co. 

Geo.  F.  Watson,   President  of  E.  &  S.  Currie,  neck- 
wear manufacturers. 

Jas.    P.    Watson,      President      of    Toronto    Board    of 


Original  Traveling  Staff  of  Burton,  Spence  &  Co.  Rear 
Row  from  Left:— The  late  Chas.  Hamilton;  Thos.  Blake,  of 
the  Blake-Shauldice  Co. ;  R.  Dickson,  Manager,  Carpet  Dept. 
John  Kay  Co.  Front  Row:— G.  F,  Watson,  of  E.  &  S.  Currie; 
Fred  Turner,  of  Turner  &  Hamilton,  Manufacturers'  Agents ; 
H.  S.  Davidson,  now  living  in  England. 


Trade,  vice-president  and  manager  of  E.  &  S.  Currie, 
vice-president  of  Munro  &  Donald,  wholesale  men's  fur- 
nishings, president  of  Watson  &  Haig,  and  also  of  the 
Monarch   Supply  Co. 

Thos.  Blake,  president  of  the  Blake-Shouldice  Co., 
wholesale  dry  goods,  and  president  of  the  Anchor  Screw 
Co. 

Fred  Turner,  president  of  Turner  &  Hamilton,  manu- 
facturers' agents. 

Wm.  McCausland,  president  and  D.  W.  Glass,  vice- 
president  of  the  Continental  Costume  Co. 

J.  W.  Mickleborough,  president  of  Mickleborough, 
Muldrew  &  Co.,  wholesale  woolens  and  tailors'  trim- 
mings. 

Richard  L.  Baker,  president  of  Richard  L.  Baker  & 
Co.,  manufacturers'  agents. 

A.  H.  Winger,  vice-president  of  Northway,  Bratheos 
&  Winger,    wholesale   smallwares   and   dry   goods. 


Majority  Have  Specialized. 

"To  me,  as  perhaps  to  others,  it  is  an  interesting 
flact,"  said  one  of  the  number,  "that'  Toronto  is  the 
base  of  business  activities  in  all  of  these  instances.  It 
indicates  that  the  men  did  not  fear  whatever  competi- 
tion was  then  well  established.  Nearly  every  one  of 
them  has  concentrated  upon  a  specialty  and  their  suc- 
cess eventually  confirmed  their  judgment  and  ability.  It 
is  not  for  me  to  say  what  the  result  might  have  been 
had  they  remained  with  the  firm.  It  is  evident  that  they 
would  be  strong  men  for  any  house  to  have." 

In  one  sense  the  list  given  above  can  hardly  be  con- 
sidered complete,  for  it  does  not  include  those  who  are 
now  hustling  as  the  road  representatives  for  other 
houses,  or  who  may  be  occupying  positions  equally  re- 
sponsible on  the  sales  or  office  forces  at  their  respective 
headquarters. 

It  goes  without  saying  that  the  failure  of  the  firm 
occasioned  great  regret  among  those  who  were  formerly 
connected  with  its  staff.  All  seem  to  have  vei'y  pleasant 
recollections  of  that  period  of  their  business  '•areer  be- 
ginning with  the  day  in  which  they  entered  the  employ 
of  the  house  as  boys  and  ending  with  that  on  which  they 
went  forth  into  the  mercantile  world  with  an  e({uipraent 
in  business  knowledge  and  experience  which  made  Ihem 
fit. 

The  firm  was  organized  in  1879.  The  men  at  it-i 
head  all  came  from  Montreal  houses.  .J.  H.  Burton  was 
buyer  for  J.  G.  Mackenzie,  II.  W.  Spence  and  the  late 
Samuel  Caldecot  were  travelers  for  T.  James  Claxton 
&  Co.,  and  the  late  W.  C.  Harris  who  had  charge  of  the 
office  was  book-keeper  for  Ogilvie  &  Co.  The  acc'.^ra- 
panying  cut  is  from  a  pictur^-  of  the  firm's  first  travel- 
ing staff,  taken  about  twenty-five  years  ago.  Thos. 
Hlake,  of  the  Blake-Shouldice  Co.,  states  that  he  was 
onp  of  the  initial  employes  of  the  firm.  He  was  only  a 
boy  then  and  his  appearance  in  the  warehouse  ante — ■ 
dated  the  arrival  of  the  goods. 

Developed  the  Youngsters. 

To  approach  any  of  the  graduates  on  the  subject  of 
their  experiences  while  in  the  employ  of  the  firm,  is  to 
pave  the  way  towards  the  narration  of  reminiscences, 
most  of  which  are  illustrative  of  the  manner  in  which  the 
youngsters  were  first  introduced  to  responsibility  and  en- 
couraged and  developed  by  the  members  of  the  firm. 

"I  can  remember  one  year  in  which  I  had  worked 
particularly  hard,"  said  one.  "I  found  that  I  had  over- 
drawn my  traveling  expense  account  about  $200,  and  I 
went  to  Mr.  Harris  with  the  object  of  havin;,'  it  canicd 
over  to  the  following  year.  When  I  explained  matters 
to  himi  he  saiid,|  'Well,  ifow,  my  boy,  I  don't  think  you 
are  overdrawn.  Let  me  see.'  On  turning  up  the  books, 
he  pointed  out  that  the  firm  had  credited  me  with  $500 
bonus  and  that  I  was  actually  $300  to  the  good.  1  had 
kno'wn  nothing  of  it  beforehand.  That  is  just  an  exam- 
ple of  the  manner  in  which  the  firm  treated    its  boys." 

"Why  did  I  leave  the  firm?  Why  does  any  young 
man  make  a  change  when  he  sees  what  he  believes  to  ])e 
a  broader  field  cl:  opportunity  before  nim  ?  Xo  man  was 
ever  more  tickled  than  Mr.  Caldecott  or  for  that  matter 
any  other  member  of  the  firm,  when  he  saw  any  of  his 
boys,  as  he  called  them,  doing  well  ofi  their  own  bats." 
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"I  can't  see  that  the  firm  had  any  i>articular  faculty 
in  choosing  its  boys,"  remaiked  another  graduate  to  the 
Review.  "There  is  this  much  about  it  however — when 
they  got  a  new  boy  it  was  not  long  before  he  did  his 
first  bow  to  responsibility.  They  made  him  feel  that  he 
was  there  for  a  purpose,  that  there  was  something  be- 
yond a  broom  and  a  dust  pan.  I  went  in  there  with 
knickers  at  the  downy  age  of  18  years.  Twelve  months 
later  I  was  wearing  long  ones,  and,  what  made  me  more 
of  a  man  than  anything  else,  Mr.  Caldecott  was  teaching 
me  how  to  pack  goods  preparatory  to  my  first  trip. 
They  brought  a  boy  along  quickly." 

Required  Absolute  Honesty. 

"One  of  the  consolations  at  the  present  time,"  said 
Mr.  Burton  to  the  Review,,  "is  that  the  great  majority 
of  our  boys  have  been  successful  in  business.  I  will  not 
say  that  we  brought  any  extraordinary  faculty  into 
l)lay    in    making:    selections.     We    happened    to    get    boys 


were  conscientious,  business  men.  When  the  time  came 
for  a  member  of  the  staff  to  ask  himself  'What  of  the 
future  ?'  his  convictions  on  that  matter  were  always  re- 
spected. There  was  regret  at  losing  good  men,  of  course, 
but  the  reasonable  side  was  always  admitted — that,  hav- 
ing reached  a  certain  point  in  salary  and  position,  a 
man  was  justified  in  looking  about  for  opportunities  or 
for  a  wider  or  more  independent  scope.  I  cannot  help 
thinking  that,  were  these  graduates  merged  into  a  body 
for  business  purposes  to-day  they  would  form  an  excep- 
tionally capable  organization." 

Won  the  Dry  Goods  Review  Shield. 
A  word  with  regard  to  the  accompanying  cuts  is  in 
place.  The  football  team  won  the  championship  of  the 
Dry  Goods  League  in  1891-92,  and  with  it  the  trophy 
shield  presented  by  the  Dry  Goods  Review.  Of  those  in 
the  group  who  are  not  included  in  the  above  list,  J.  H. 
Mimms  is  now  with  Gordon,  Mackay  &  Co.,  W.  G. 
Trimble  is  on   the  travelling  staff  of  Caulfield,   Burns   &• 


Caldecott,  Burton  &  Spence  Football  Team,  Champions  of  Toronto  Dry  Goods  League,  1891-92,  and  Winners  of  Dry 
Goods  RevieAV  Shield.    The  group  contains  several  of  those  who  have  subsequently  made  good  in  business. 

Rear  Rovyr:— J.  H.  Mimms,  now  with  Gordon,  Mackay  &  Co.;  J.  W.  Mickleborough,  President  of  Mickleborough, 
Muldrew  &  Co..  wholesale  woolens;  W.  J.  Trimble,  traveler  for  Caulfield,  Burns  &  Gibson;  G.  T.  Irving.  President  of 
the  Irving  Umbrella  Co, ;  G.  F.  Watson,  President  of  E.   &  S.   Currie. 

Front  Row :  F.  P.  Wastell ;  D.  W.  Glass,  Vice-president  Continental  Costume  Co. ;  C.  H.  Passmore,  traveler  for 
Flett,  Lowndes  &  Co.;  A.  F.  Rodger.  Vice-president  Irving  Umbrella  Co.;  C.  L.  Peniston,  with  Chicago  brokerage  firm; 
W.  M.  Masson,  engaged  in  fruit  farming. 

Ed.  Randall,  mascot,  with  shield,  and  Ed.    Faulds,  traveler  for  the  Eclipse  Whitewear  Co. 


who  had  the  right  stuff  in  them.  The  heads  of  the  firm 
made  themselves  familiar  with  the  members  of  their 
staff,  and  were  always  willing  to  listen  to  ideas  or  give 
information  with  respect  to  goods.  They  required  ab- 
solute honesty  in  dealing  with  customers.  When  vacan- 
cies occurred  the  next  man  best  qualified  was  promoted  ; 
outsiders,  no  matter  how  well  qualified,  were  never  given 
the  preference." 

"'So  far  as  I  can>  recall,"  said  one  of  the  graduates, 
"the  men  referred  to  left  the  firm  within  a  period  of 
less   than   ten   years.    The  heads   of  the  house   always 


Gibson,  C.  H.  Passmore,  traveler  for  Flett,  Lowndes 
&  Co.,  Ed.  Faulds,  traveler  for  the  Eclipse  Whitewear 
Co.,  C.  L.  Peniston  it  is  stated  is  with  a  Chicago 
brokerage  firm,  while  W.  M.  Masson  took  up  fruit  farm- 
ing. 

Of  those  in  the  picture  of  the  original  traveling  staff 
who  have  not  been  previously  referred  to,  R.  Dickson  is 
now  manager  of  the  John  Kay  Co.'s  carpet  department, 
H.  S.  Davidson  is  in  England,  Chas.  Hamilton  who  died 
some  years  ago,  went  into  the  dry  goods  busiaees  in 
Port  Arthur  after  learinff  the  firm's  employ. 
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Store  Kinks  that  are  Giving  Good  Results 


FOLLOWING  UP  Every   merchant    is    justified   in 

THE  expecting    more     than    a   spasmodic 

SPECIAL  SALES,  benefit  from  his  special  sales;  he 
considers  that  they  should  create 
new  customers.  He,  therefore,  finds  it  to  his 
advantage,  at  times,  to  adopt  means  whereby  this 
more  permanent  effect  may  be  retained.  He 
figures,  quite  properly,  that  he  must  have  a  follow- 
up  system.  Many  methods  have  been  worked  out  suc- 
cessfully in  this  connection.  From  Chesterfield,  Ont., 
comes  a  "kink"  describing  the  plan  inaugurated  by  one 
merchant  to  liold  the  custom  which  comes  in  by  the 
"special  sale"  route.  Each  purchaser  is  presented  with 
a  card  bearing  this  legend: — "Call  again:  present  this 
to  your  advantage."  The  cards,  it  is  claimed,  arouse 
the  customer's  curiosity.  They  cause  him  or  her  to 
flock  back  to  the  store  the  next  time  the  buying  inclina- 
tion is  on.  He  or  she  is  allowed  a  certain  discount  on 
the  next  purchase.  The  habit  of  "coming  again"  is 
thereby  developed  in  the  shoppers  who  made  their  first 
appearance  at  the  time  of  the  "special." 


SPECIAL  PRICES 

OFFERED 
TO  EMPLOYEES. 


A  somewhat  unusual  sale 
was  worked  off  in  the  clothing 
department  of  a  large  store 
recently.  The  general  public 
heard  nothing  about  it  in  the  usual  way.  The 
idea  was  to  clear  out  a  line  of  goods  of  which 
there  was  not  sufficient  quantity  to  warrant  a  wide 
open  affair.  It  was  strictly  on  the  inside,  the  news  being 
circulated  among  the  employees  that  they  alone  would 
be  given  the  benefit  of  the  special  offering.  The  goods 
were  sold,  for  values  were  made  so  attractive  that  de- 
partment managers,  clerks  and  cash  boys  recognized  an 
opportunity  worth  while.  Of  course,  the  number  of 
people  employed  by  the  concern  was  almost  equal  to 
the  shopping  population  of  a  small  town.  The  moral 
pointed  out  on  the  occasion  of  the  sale  was  that  the 
satisfaction  which  the  clerks  received  as  customers 
would  add  to  their  efficiency  as  salespeople,  since  the 
sale  would  go  a  long  way  towards  reinforcing  their 
confidence  in  the  goods  carried  by  the  store. 


SECURED  CLOS-  Feeling  a  growing  need  of  closer  touch 
ER  TOUCH  WITH  with  his  trade  and  knowing  that  there 
HIS  TRADE.  were   still  a  good  many  people  in  town 

whom  he  wished  to  make  permanent 
customers,  S.  Heymann  &  Co.,  of  Oshkosh,  Wisconsin, 
adopted  a  novel  course.  Ten  organizations  in  the  city 
were  invited  to  participate  in  a  Church  and  Society  Sale. 
Each  day  for  ten  days  was  then  given  over  to  one  local 
religious  or  social  organization — Monday,  for  example, 
to  the  Baptist  Church  Two  clerks  were  furnished  by  the 
church  for  each  department,  a  dozen  or  more  in  all. 
Briefly,  they  were  explained  the  sales  methods  and  the 
stock  arrangements  of  the  store.  Making  capital  of  the 
novelty,  the  advertising  manager  ran  pictures  of  many  of 
these  participants  in  the  store's  newspaper  space,  caus- 
ing universal  curiosity  and  comment  in  the  city.  On  the 
day  of  the  Baptist  Sale,  almost  every  member  of  the 
church  found  occasion  to  buy  something  of  the  temporary 
clerk,  and  the  church .  treasury  was  enriched  by  ten  per 
cent,   of  all  sucli  sales.    The  immediate  results   were  ex- 


ceptionally gratifying,  and  throughout  the  period  of  the 
sale  the  store  was  the  center  of  a  social  and  commercial 
gathering,  profitable  to  dealer  ana'  customer  alike.  But 
from  the  beginning,  the  dealer  had  seen  beyond  this  tem- 
porary benefit,  for  the  most  important  result  of  the  sale 
was  that  during  the  ten  days  over  a  hundred  of  the  best 
people  of  the  city  had  been  brought  behind  the  counters 
of  the  store,  coming  into  intimate  touch  with  its  stocks 
and  methods  and  working  and  talking  for  its  benefit. 
Just  how  far  their  positive  influence  carried  can  never 
be  definitely  measured,  but  there  could  be  but  one  re- 
sult. The  occasion  worked  the  beginning  of  a  Hrmer, 
more  permanent  trade  with  the  most  desirable  class  of 
customers  that  the  city  afforded,  and  they  come  to  buy 
with  an  actual  personal  interest  born  of  intimate  con- 
tact with  the  inside  workings  of  the  store  itself. 


AUTOMATIC  SYSTEM  A       system      of     automatic 

OF  price       reductions  is       an 

PRICE  REDUCTIONS.       unique    merchandizing    scheme 

recently  inaugurated  by  the 
Filene  Store  in  Boston.  In  this  system  the  first 
price  is  as  low  as  the  goods  can  be  sold  by 
means  of  spot  cash  purchases.  It  is  argued  that 
this  first  price  will  probably  sell  out  the  goods  the 
first  day.  If  in  two  weeks  all  are  not  sold,  the  auto- 
matic reductions  will  be  made  as  follows:  Beginning 
the  third  week,  a  reduction  of  one-fourth;  any  unsold  the 
beginning  of  the  fourth  week,  a  reduction  of  one-half; 
the  beginning  of  the  fifth  week,  a  reduction  of  three- 
fourths;  and  if  still  unsold  at  the  beginning  of  the  sixth 
week,  the  merchandise  in  question  will  be  given  away. 
Nothing,  therefore,  will  remain  in  the  store  longer  than 
five   weeks. 

It  is  further  stated  that:  "Every  sale  ticket  will  be 
stamped  with  the  date  the  article  was  received,  so  that 
it  will  be  very  clear  just  what  the  proper  reduction 
should  be  in  every  instance." 


GIVING  CUPID  A      "Marked-down      wed- 

A  HAND  BY  ding"    is    one    of    the    latest 

BARGAIN  WEDDINGS,  advertising  innovations  intro- 
duced, by  Bernheimer,  of 
Baltimore.  Music,  flowers,  ceremony,  I'ing,  abso- 
lutely everything  but  the  bride  and  groom,  marked 
down  to  $98,  is  supplied  by  the  department  store. 
The  ceremony  may  be  performed  there  or  any- 
where else.  It  is  evident  that  Bernheimer  intends  to 
give  Cupid  a  secret  rebate  on  new  business  and  to  create 
an  epidemic  of  marriages  in  Baltimore  by  low  prices 
and  an  advertising  campaign.  Here  is  his  offer: — We 
will  furnish  a  complete  wedding  for  50  persons  for  $98, 
children  half  price,  each  additional  person  $1.50,  with  a 
dinner  and  dance  to  follow.  We  will  furnish  the  license, 
clergyman  of  any  denomination,  and  carriage  for  the 
bride  and  groom  if  desired.  A  menu  of  fully  a  dozen 
delectable  dishes  is  included.  Everything  is  strictly 
private,  and  above  all,  no  intoxicating  liquors  of  any 
kind  are  allowed  in  the  building,  but  we  furnish  all  soft  ',;o 
drinks.  As  a  wedding  present  Bernheimer  gives  the  ?.'j.i 
couple  the  choice  of  an  extension  table,  couch,  cheffonier, 
set  of  chairs  or  brass  bed.  . 
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HERE'S  A  GOOD  IDEA— SELL 

Guaranteed  Hosiery 


Tliis  plan  has  proven  an  immense  success. 
Instead  of  selling  an  isolated  pair  of  socks 
to  a  customer  you  can  offer  him  a  hox  of 
a  half  dozen  pairs,  fully  guaranteed  not 
to  wear  out  under  six  months.  That  is 
the  proposition  we  are  offering  you  in 


N  EVE  R  DAR  N 

ofeproo|#as|@ 

FOR   MEN   AND   WOMEN 

Every  box  contains  a  six  months'  guaran- 
tee. If  a  hole  comes  in  any  of  the  hose 
within  six  months  after  a  sale  is  made  we 
make  it  good  to  your  customer.  Here's 
the  form  : 

' '  Should  any  or  all  of  this  six  pair  oj  hose 
require  darning  within  six  months  Jroni  the 
date  you  bought  them  we  -will  send  you  at 
our  expense  a  new  pair  for  each  damaged 
pair  returned. 


Be  the  First  Man  in  Your  Town 

to  offer  the  public  guaranteed  hosiery.  Neverdarn  Holeproof  Hosiery  is  of  the 
quality  that  makes  good  the  guarantee.  It  is  made  of  the  finest  quality  long  fibre 
Sea  Island  and  Lisle  yarns,  specially  prepared,  which  renders  it  extremely  tough 
and  durable,  yet  soft  and  easy  on  the  feet.  It  is  reinforced  at  the  hardest  points 
cf  wear  and  will  permanently  retain  its  original  good  shape.  It  is  dyed  by  new 
process  sanitary  dye  which  leaves  the  fabric  absolutely  fast  and  clean.  Made  in 
leather  shade  tan  and  black. 

Order  from  Your  Jobber 


Chipman-Hohon  Knitting  Co. 

Hamilton,  Canada 


Limited 


E.  H.  \yALSH  &  CO.,  Sole  Selling  Agents,  Toronto  and  Montreal 


'E  GiSTE  RED 
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The    Foundation   of    This    Business 
Is  The  Favor  of  Millions  of  Women 

We  ask  merchants  to  supply  an  existing  demand — not  to  create  it.  This 
marks  the  difference  between  the  McCall  Pattern  proposition  and  others. 
McCall  Patterns  and  PubUcations  are  in  demand  everywhere — in  the 
smallest   towns,   and   the   largest  cities.     They  sell  themselves. 

There  is  no  doubt  that  McCall  Patterns  are  the  best  made,  the  best 
known  and  the  best  selling  paper  patterns  in  America.  If  you  want  a 
pattern  the  demand  for  which  already  exists,  a  pattern  that  will  give  your 
customers  satisfaction,  a  pattern  that  you  will  be  proud  of,  a  pattern  that 
you  will  not  have  to  hand  over  the  counter  with  an  apology,  and  a 
pattern  that  women  will  come  to  your  store  for,  that  sells  itself — you 
want  McCall  Patterns. 


Write  for  our  terms.  They  are  fair  and  business-like.  Our  well  established  Canadian  Office 
and  Factory,  the  largest  and  best  equipped  in  the  Dominion,  make  it  possible  to  offer  Can- 
adian Merchants  the  same  advantages  of  TERMS,  PRICES,  DELIVERIES,  etc.,  that  our 
9,000  United  States  Merchants  enjoy. 

The  McCall  Company 


THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA. 


236-246  West  37th  Street, 
Chicago 


NEW  YORK 
Toronto,  Canada 


San  Francisco 
NOT  IN  THE  TRUST-NO  CONNECTION  WITH  ANY  OTHER  HOUSE 
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Advertising  Creates  Business;  Salesmanship  Holds  It 

Ballast  for  the  Man  who  Writes  Ads.  —  System  Safeguards  Business 
—  Study  Your  Constituents      Write  Ads.  that  Will  be  Understood. 


A' 


4'  A  DVERTISINO  creates  business  ;  salesmanship 
retains  business  ;  system  safeguards  busi- 
ness." That  is  the  "trinity  of  business  "  as 
defined  by  Edmund  Gibbs,  president  of  the 
Associated  Advertising  Clubs  of  America.  That 
is  all  that  need  be  said  of  him  in  order  to  estab- 
lish authority  on  behalf  of  the  quotation.  Recently,  while 
a  guest  of  Col.  J.  B.  MacLean,  Mr.  Gibbs  addressed  the 
stag  of  the  MacLean  Publishing  Co.  on  "The  Preparation 
of  Advertisements."  What  he  said  cannot  fa  1  to  interest 
the  men  who  have  charge  of  this  or  that  firm's  adver- 
tising, and,  besidts,  it  contained  a  lot  of  good  basic 
material  for  the  beginner.  He  who  absorbs  the  extracts 
given  below,  will  not  be  without  ballast  for  a  caieer  as 
ad-writer   or    advertiser. 

"Study  your  constituents,"  said  Mr.  Gibbs.  "There 
arc  those  who  hold  that  slang  is  permissible,  that  lan- 
guage may  be  adapted  to  certain  conditions  or  com- 
munities. It  is  a  mistake  to  advance  such  a  theory  be- 
cause no  matter  what  the  condition  of  your  people  or 
what  their  surroundings  may  lie,  you  will  never  find 
any  person  who  is  not  willing  to  be  elevated  in  the  same 
degree  that  you  may  feel  it  necessary  to  depart  from 
the  level  of  literary  rectitude. 

"Make  your  advertising  read  so  that  the  people  whom 
you  wish  to  read  it  will  understand  it.  Find  out  the 
things  that  will  appeal  to  them.  Advertising  is  similar 
to  the  stock  in  a  retail  store  ;  its  patrons  are  the  un- 
taught as  well  as  the  highly  educated. 

"Advertising  is  publicity  and  publicity  is  teaching- 
just  as  much  as  the  teaching  we  received  when  we  were 
school  children.  The  advertising  you  do  in  the  various 
papers  is  only  teaching  the  people  where  and  what  to 
buy  ;  very  often  its  first  effect  is  manifested  in  the 
creation  of  a  desire  to  buy. 

"In  order  to  make  a  success  of  your  buying  you  must 
be  persistent.  Avoid  everything  that  makes  your  goods 
appear  in  an  unfavorable  light.  It  has  been  said  :  'We 
only  live  by  reiteration.'  If  a  thing  is  good,  don't  be 
afraid  to  say  it  and  say  it  often.  Because  you  have 
said  one  good  thing  one  time,  don't  imagine  it  will  not 
stand  repeating.  We  are  apt  to  believe  that  the  people 
who  read  our  advertisements  will  remember  everything 
we  say. 

"Never  put  anything  into  your  advertising  not  ac- 
tually needed  to  convey  an  idea.  The  simple  ad.  is  the 
one  that   is  longest   remembered. 

"Type  is  the  printed  expression  of  a  person's  idea. 
It  lacks  the  strong  convincing  power  of  personal  de- 
livery. Nothing  should  accompany  it  which  will  lessen 
its  force.  The  printed  advertisement  has  no  chance  to 
talk  back,   the  salesman  has. 

"Any  advertisement  ever  written  can  be  set  in  two 
sets  of  type.  Avoid  ornaments.  Eliminate  those  things 
that  do  not  belong  to  advertising. 

"Again,  the  simple  ad.  is  the  one  that  gets  business. 
Do  not  be  afraid  to  use  white  space.  The  prominence  of 
anything  depends  on  its  surroundings.  Display  type  may 
he  used  for  emphasis,  but  too  much  display  type  is  a 
nuisance.  Use  it  to  bring  out  the  point  you  want  brought 
out  and  then  stop. 

"Don't  set  your  matter  too  solid.  Serve  your  din- 
ner a  la  carte.    After  you  have  written   the  ad.   of  your 


life,  cut  it  in  two  and  throw  away  the  other  half.  Better 
have  one  idea  effectively  presented  than  a  cluster  of 
them  so  jumbled  that  they  may  never  be  read.  Don't  be 
afraid  to  have  plenty  of  white  space  between  lines. 

"See  what  the  other  fellow  is  doing  ;  the  chances  are 
that  he  has  never  lost  sight  of  you." 


Sheep  Breeders  and  the  Tariff. 

The  Dominion  Sheep  Breeder's  Association,  at  their 
annual  meeting  in  Toronto,  during  February,  appointed 
a  committee  to  interview  the  Government  with  a  view- 
to  having  further  adjustments  made  in  the  woolen 
tariff.  The  manufacturers  will  al.so  be  asked  to  appoint 
a  committee  to  discuss  the  question  jointly  with  the 
wool  producers  before  taking  tl;e  matter  up  with  the 
Government.  It'  is  proposed  to  have  the  joint  committee 
\isit  some  of  the  large  ranches  in  the  West.  The  co- 
operation of  the  Minister  of  Agriculture  will  be  sought 
in  this  respect. 

That  the  shipment  of  Canadian  sheep  for  .)reed  ng  juir- 
poses  had  been  seriously  interfered  with  by  the  I'nited 
States  embargo  of  thirty  days,  was  the  general  jpinion 
of  the  meeting  and  Dr.  Rutherford,  Dominion  Live  Stock 
Commissioner,  who  was  present,  stated  that  the  Domin- 
ion Government  had  entered  into  negotiations  with  the 
authorities  at  Wasliington  with  a'  view  to  having  the 
regulations  removed,  but  the  matter  was  still  pending. 

In  reply  to  an  observation  by  J.  G.  Hanmer,  of 
Guelph,  to  the  effect  the  sheep-breeder  now  only  gets 
S5,  where  formerly  he  commanded  $20  to  $25  apiece  for 
the  same  quality  of  stock  from  the  American  buyer.  Dr. 
Rutherford  stated  that,  there  was  no  reason  why  such  a 
condition  of  affairs  should  exist.  The  whole  trouble  is 
that  there  has  been  a  tendency  on  the  part  of  the 
breeders  to  cultivate  an  American  market  for  their  stock 
at  the  expense  of  the  C-anadian  trade.  They  have  maoe 
no  effort  to  push  the  trade  in  tiieir  own  country.  There 
are  openings  in  the  other  Provinces,  and  particularly  in 
Nova  Scotia,  which  gives  promise  of  becoming  a  profit- 
able market  for  the  sheep  trade.  The  Government  made 
a  move  in  that  direction  a  few  years  ago,  but  the  breed- 
ers apparently  failed  to  take  advantage  of  the  oppor- 
tunities presented." 


A  rather  odd  situation  was  created  in  Glencoe  follow- 
ing the  recent  local  option  vote.  The  Lewitt  Knitting 
Co.  had  been  taking  water  for  milling  purposes  from  a 
local  hotel  man.  Charles  Lewitt,  the  manager,  is  a 
staunch  temperance  man,  and  took  an  active  part  in  the 
recent  local  option  campaign,  in  which  the  by-law  failed, 
however,  to  carry.  The  hotelman,  who  supplied  the  fac- 
tory with  water  free,  told  Mr.  Lewitt  to  look  elsewhere 
for  his  power,  which  he  did,  in  vain.  In  the  end  the 
plant  had  to  be  shut  down.  The  town  council  here  took 
a  hand,  and  an  arrangement  was  arrived  at  whereby  the 
water  would  again  he  furnished,  ostensibly  to  the  coun- 
cil, and  through  them  to  the  factory,  which  is  now  run- 
ning again. 
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Showcards- Written  by  W.  Stanley  Jenkins,  of  A.  Sweet  &  Co.,  Winchester,  Ont. 

How  One  Clerk  Turned  Spare  Moments  to  Account 

Mastered  Card-Writing  and  is  Studying  Window-Dressing  —  Untiring  Practice  the 
Secret  of  Success— Studied  the  Work  of  Expert  Writers— Use  of  the  "  Idea  Book." 


THE  skilfully  executed  cards  reproduced  in  con- 
nection with  this  article  are  the  work  of  W. 
Stanley  Jenkins,  of  A.  Sweet  &  Co.,  Winchester, 
Ont.,  a  town  of  1,200  population.  The  commendable  fact 
about  it  is  that  Mr.  Jenkins  is  entirely  self-taught.  It 
was  thus  that  he  converted  his  spare  moments  into 
\alue.  He  is  now  studying  window  dressing  and  has 
been  very  successful  in'  obtaining  attractive  and  profit- 
able results  in  window  publicity.  Describing  the  cards 
and  his  methods,   Mr.    Jenkins  writes  : 

"The  cards  have  all  been  used  at  some  time  in  the 
store  or  windows.  The  one  in  the  centre  of  the  group 
'Thanksgiving  Linens,'  is  14"  x  22",  lettered  in  black, 
with  orange  shading.  It  was  used  in  a  linen  display,  the 
color  scheme  of  which  was   black,   orange  and  white. 

"The  cards  'Take  a  Walk  Under  One  of  Our  Hats,' 
'New  Whitewear  Spotless  and  Dainty,'  'Ask  to  See  Our 
};2.95  Suits,'  and  'Special  Offerings  in  the  Whitewear 
dept.'  are  not  intended  for  works  of  art  but  merely  as 
examples  of  everyday  work  and  were  lettered  in  about 
three  minutes.  The  lettering  was  black  with  headlines 
underlined  with  red.  The  illustrations,  on  the  cards, 
were  cut  from  magazines  and  pasted  on.  This  style  of 
card  is  very  attractive  and  they  are  made  with  very 
little  extra  work. 

"The  plain  black  and  white  copy  does  not  give  any 
idea  of  the  colors  which  were  strong  points  in  some  of 
these  cards.  For  instance,  in  the  card  "Xmas  Greet- 
ings" the  colors  were  red,  green  and  gold.  The  lettering 
was  red,  shaded  with  gold,  the  panel  was  green  with 
gold  and  green  leaves,  and  the  holly  leaves  were  green 
with  red  berries. 

"The  egg-shaped  design  on  the  card  "Easter  Gifts" 
was  made  by  cutting  a  piece  of  manilla  paper    the    re- 


quired shape,  placing  it  on  the  card  and  spraying  around 
it.  The  paper,  or  mask,  was  then  removed  and  the  let- 
tering painted  in.  A  design  of  Easter  lilies  was  then 
painted  around  it  in  natural  colors. 

"The  card  'The  Very  Newest'  was  a  dark  green,  let- 
tered in  white  and  the  initial  'T'  was  outlined  with 
gold.  The  flowers  on  the  other  cards  were  all  painted 
in  natural  colors. 

"Ooncerning  paints,  I  have  found  the  ready. mixed 
very  satisfactory.  Distemper  paints  are  also  very  good 
when  properly  mixed.  But  I  would  advise  the  beginner 
to  use  the  ready-mixed  as  they  dry  with  a  gloss  and  are 
easily  thinned  by  adding  a  little  water.  As  for 
brushes,  there  is  one  thing  sure  and  that  is 
that  the  best  are  none  too  good.  I  have  used  almost 
every  kind  of  brush,  and  for  show  card  work  I  prefer  a 
flat  brush  with  long  hair.  Three  or  four  different  sizes 
are  all  that  are  needed  for  ordinary  purposes.  A  couple 
of  pens  will  also  come  in  handy  for  lettering  on  price 
tickets,   etc. 

"The  different  alphabets  are  mastered  only  by  un- 
tiring practice,  striving  each  time  to  do  better  than  the 
last.  An  hour  or  so  each  day  will  make  a  big  improve- 
ment in  a  very  short  time.  A  good  plan  is  to  practice 
on  short  straight  lines  at  first  trying  to  get  each  one 
smooth  and  even  then  practice  on  the  curved  lines  (both 
right  and  left).  Good  strong  manilla  wrapping  paper 
will  do  to  practice  on. 

"I  study  the  work  of  expert  cardwriters  and  find 
this  an  excellent  plan  to  keep  one's  cards  new  and  up- 
to-date.  Another  good  idea  is  to  have  a  little  'idea 
book'  in  your  pocket  and  when  you  see  a  card,  design 
or  letter  that  is  particularly  pleasing  make  a  sketch  of 
it  and  this  will  save  time  sometimes  because  maybe  you 
have  what  you  are  looking  for  in  your  book. 
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the  Salesman  Goes  A-gunning  for  his  Customer 

Siege  Guns  are  not  Necessary  -^  A  Six-Chambered  Small  Arm 
which  has  Done  Some  Bagging  —  Capable  of  Great  Execution. 


T 


()  at-liii-vc  (Mir  Ijcst  we  must  collect  and  focus  our 
powers.  We  must  know  what  we  know — use  the 
tools  we  have  and  fashion  new  ones.  For  tools 
are  as  necessary  in  the  brain  of  the  salesman  as  ham- 
mer, saw,  and  gimlet  in  the  workshop  of  the  carpenter. 
"Ah,"  says  a  satiric  reader,  "I  know  what  is  coming 
now  ;  I  smell  a  device  ;  some  cut  and  dried  dodge,  some 
artificial  trick."  Right,  sir  critic  !  Verily  it  is  so.  But 
which  is  best,  method  or  muddle,  forethought  or  failure? 
The  prejudice  against  artificial  aid  is  seldom  reason- 
able. The  man  who  insisted  upon  sharpening  his  pencil 
with  his  nails  or  teeth  rather  than  employ  the  aid  of  an 
artificial  penknife  would  be  rightly  reckoned  a  madman. 
A  drowning  man  does  not  disdain  the  aid  of  an  artificial 
lifebelt.  Neither  does  the  hunter  of  big  game  throw 
down  his  loaded  and  trusty  but  artificial  rifle  to  attack 
his  leonine  majesty  with  the  natural  "raw  'uns."  The 
fact  is,  of  course,  practically  all  human  helps  are  arti- 
ficial—in the  mental  as  well  as  in  the  physical  world. 

The  Inventive  Salesman. 

The  ambitious  salesman,  conscious  of  limitations, 
must  invent  his  own  mental  contrivances  for  overcoming 
those  limitations.  He  must  make  tools  and  weapons 
which  will  assist  and  improve  his  mind,  light  up  his 
work,  save  his  energy,  concentrate  his  force,  wear  out 
his  order-book,  and  put  gold  in  his  purse.  Business  is 
often  likened  to  a  battle.  Most  of  the  advice  read  on 
the  subject  of  trade  warfare  is  wasted,  because  it  is  not 
remembered.  Without  attempting  the  construction  of  big 
siege  guns  or  engines  to  destroy  armies,  cannot  the  sales- 
man attempt  a  line  in  small  arms  for  use  in  the  com- 
mercial fight  ?  Say,  a  handy  revolver  for  the  right  hip 
pocket.  Here  is  one,  for  instance,  which  may  be  of  use, 
and  which  may  suggest  the  invention  of  others.  It  is 
called  "Acumen"— a  name  easy  to  remember  when  the 
next  target  approaches  or  is  approached.  The  little 
weapon  is  not  quite  so  simple  as  it  looks.  It  is  capable 
of  great  execution  in  the  sales  department. 

Notice  its  six  chambers,  A— C— U— M— E— N.  Each 
holds  a  force  which,  if  well  directed,  will  make  even  a 
raw  recruit  in  salesmanship  far  more  capable  of  effective 
service  than  he  would  be  without  its  aid.  That  "AM 
chamber  means  much  in  introductory  salesmanship.  It 
stands  for  Affinity— the  first  and  best  principle  for  use 
in  turning  a  customer's  mind  from  what  he  has  just 
bought  to  what  he  may  possibly  be  induced  to  buy. 
Having  sold  him  ties,  it  is  more  easy  and  natural  to 
suggest  collars  and  to  build  your  argument  gently  and 
cautiously  on  collars  than  to  fly  off  at  a  tangent  with 
"Can  I  show  you  our  new  flannel  belts,  sir  ">"  The  idea 
can  be  applied  all  round  in  all  departments,  and  should 
be  supplemented  by  that  other  affinity  which  should  be 
established  at  the  outset  between  the  minds  of  the  sales- 
man and  customer.  But  if  the  first  shot  does  happen  to 
miss  fire,  as  it  sometimes  will,  there  are  still  five  cham- 
bers left  in  our  handy  little  gun. 

Well-aimed  Curiosity. 

The  next  is  the  C  chamber.  This  contains  a  cartridge 
that  seldom  fails,  namely — Curiosity.  Well-aimed,  this 
ghot  will '  stop  the  most  elusive  cover-seeker  who  ever 
Qodged  a  sniping  salesman.    It  will  bring  down  the  cynic 


or  the  hustler,  the  sour  or  the  oily,  the  cavalier  or  the 
(Quaker.  Therefore,  out  with  your  freak,  your  unique 
oddity.  Let  the  diminutive  or  enormous  silk  hat,  your 
four-inch  collar,  or  impossible  necktie  stand  forth,  prom- 
inent on  counter  or  bracket.  Your  curio  will  arouse 
curiosity.     Like  breeds  like 

Utility  comes  as  a  natural  transition.  On  the  inter- 
est aroused  by  the  curious,  it  is  simple  and  pleasant  to 
erect  the  useful.  For  instance,  that  absurd  silk  hat  is 
really  only  a  mental  shoe-horn  to  help  you  to  slip  into 
your  green  Alpine  felt  argument.  Another  click  and  the 
I\I  cartridge  is  ready  to  do  its  inspiring  work. 

M  s,  of  course,  for  Memory.  This  discharge  fires  a 
double  train,  one  in  the  customer's  and  ong  in  the  sales- 
man's mind.  The  seller  asks  himself,  "Has  this  man 
given  me  a  tailoring  order  lately  ?"  Or,  if  he  is  now\jn 
the  act  of  doing  so,  "Has  this  man  bought  any  out- 
fitting from  me  lately  ?"  If  the  customer  seems  to  be  a 
stranger  :  "Has  this  gentleman  ever  been  in  the  shop 
before  ?"  If  not,  now  is  the  time  for  me  to  make  special 
efforts  to  bring  him  back  again.  On  the  other  hand,  or 
rather  in  the  other  head,  the  buyer's  memory  must  be 
refreshed  by  good  suggestions.  His  recollection  must  be 
gently  stimulated 

A  Popular  Explosive. 

No  one  can  mistake  the  click  of  the  next  turn.  The 
E  chamber  is  waiting  to  be  emptied.  E,  meaning  Econ- 
omy, is  a  very  powerful  and  popular  explosive  in  the 
warfare  of  commerce.  It  is  widely  used  for  blasting  pur- 
poses in  the  Rock-Bottom  country.  But  its  present  use 
is  to  suggest  to  your  customer  the  advantage  of  buying 
that  extraordinary  special  line  whilst  there  is  yet  time 
and  before  it  is  forever  too  late.  It  also  helps  you  to 
show  the  blessings  of  good  quality  goods  to  buyer  and 
seller,  economy  being  the  best  and  soundest  argument 
available  in  favor  of  better-class  goods 

The  Double  Charge. 

If  by  bad  marlcsmanship  or  by  the  adroitness  of  your 
human  target  you  have  missed  each  time  with  all  these 
five  shots,  there  is  no  need  for  despair  or  for  a  trem- 
bling aim  at  the  last  attempt.  N,  the  final  chance,  may 
save  you  from  defeat,  or  if  not,  it  may  help  to  future 
victory.  N  holds  a  double  charge — Novelty  and  Neces- 
sity. New  goods,  just  unpacked,  or  exposed  as  if  just 
unpacked,  provide  a  splendid  yet  harmless  and  innocent 
means  for  deflecting  a  client's  attention  from  his  ma- 
tured, expressed  wants  to  his  unknown,  potential  ones. 
It  will  disarm  suspicion  and  serve  to  alienate  the  cus- 
tomer's will  from  that  pious  resolution  not  to  be 
tempted  by  this  artful  young  dodger  behind  the  counter. 
When,  however,  the  said  young  tempter  sees  the  bullet 
of  Novelty  has  gone  home  he  will  be  careful  and  quick 
to  probe  for  two  shots  without  really  trying  to  extract 
either.  Tbe  lancet  of  suggestion  will  slip  aside  from 
Novelty  and  the  bullet  of  Necessity  will  be  pronounced 
too  firmly  embedded  to  move.  The  Need  of  the  Novelty 
will  be   proved  by  previously  prepared   argument. 

Let  us  re-load  for  the  next  comer.  Affinity,  Cur- 
iosity, Utility,  Memory,  Economy,  Novelty-Necessity. 
A-C-U-M-E-N— a  safe  and  effective  little  weapon  for 
hand-to-hand  encounter. — Men's  Furnisher. 
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Adjusting  Differences  in  the  Collection  of  Accounts 

Advantages  of  the  Draft     The  Problem  of  Exchange  Charge  —  Paying  Small 
Remittances  by  Money  Order  —  The  Retail  and  Wholesale  Points  of  View. 

Ii  By    Howard    R.    Welliiiifton. 


ONE  of  the  most  difficult,  if  not  the  most  difficult 
department  to  maintain  to  a  high  standard  of 
efficiency,  is  the  collection  department. 
The  methods  pursued  arc  probably  very  sim- 
ilar and  the  system  adopted  would  likely  work  out  sa- 
tisfactorily, but  for  the  reasons  g-iven  at  the  other  end 
such  as,— "No  Bank,"  "Will  not  Accept,"  "Pay  by 
Cheque,"  "Prefer  To  Take  Time,"  and  the  most  common 
one  ftt  all,   "No  Response  to  Notice." 

The  wholesaler  to-day  carrying-  such  a  heavy  stock 
for  the  benefit  of  his  retail  accounts,  finds  it  necessary 
to  use  his  customers'  paper  shortly  after  the  goods  are 
shii)ped— either  by  a  time  draft,  if  the  goods  are  dated 
ahead,  or  a  sight  deaft  at  the  expiration  of  thirty  days. 
As  a  general  rule,  merchants  appreciate  this  fact  and 
honor  the  draft,  the  draft  goes  through  in  the  regular 
way — nothing  more  is  heard  of  it,  the  bank  looking  after 
the  rest.  The  advantages  of  the  draft  system  are  many 
and  may  be  classified  as  follows  : 

1.  It  is  a  quick,  accurate  method  and  saves  consider- 
able time  in  making  up  remittances. 

2.  It  insures  the  saving  of  cash  discount  to  the 
party  accepting  the  draft,  the  drawer  being  responsible 
for  drawing  in  time  to  protect  the  customer  in  this  re- 
gard. 

3.  Accounts  are  cleaned  up  promptly  each  month  by 
sight  or   time   drafts   and   the   ledger   accounts   balanced. 

Returned   Paper. 

There  is,  no  doubt,  an  enormous  number  of  draifts 
returned  for  insufficient  reasons;  for  instance,  an  error 
of  one  dollar  or  even  ten  cents  is  made  in  deducting  dis- 
count, a  difference  in  the  freight  allowance,  an  error  in 
the  extension  of  an  invoice — all  these  mistakes  small  in 
amount  but  nevertheless  mistakes,  which  would  however 
be  adjusted  immediately  upon  attention  being  called  to 
them.  How  much  better  it  would  be  to  accept  the  draft 
under  such  circumstances  where  an  error  is  so  apparent, 
than  to  return  draft  for  correction,  necessitating,  there- 
by, considerable  trouble  and  additional  expense.  As  a 
protection  for  the  customer  in  such  a  case  one  large 
concern  prints  on  the  back  of  each  draft  a  short  letter 
to  the  efTect  that  if  any  such  apparent  mistake  has  oc- 
curred the  error  will  be  adjusted  immediately  upon  ad- 
vice, but  asking  the  customer  as  a  favor  to  accept  the 
draft. 

Of  course,  if  a  dispute  has  arisen  as  to  price,  terms, 
etc.,  it  would  certainly  be  an  unwise  policy  for  the  mer- 
chant to  accept  a  draft  if  he  considered  himself  in  the 
right  and  Ke  would  argue  too  that  it  is  much  better  to 
have  the  difference  adjusted  before  accepting  a  draft  than 
to  run  chances  on  receiving  an  allowance  afterwards. 

Will  Not  Accept    Drafts. 

A  number  of  merchants  throughout  the  country  have 
made  a  rule  never  to  accept  drafts  and  always  pay  by 
cheque. 

With  all  due  respect  to  their  opinions  as  to  the  draft 
system,  we  still  believe  it  is  the  best  and  most  conve- 
nient method  of  paying  accounts,  and  when  one  of  this 
class  of  accounts  becomes  overdue,  it  is  probably  the 
most  difficult  to  handle — the  first,  draft  is  returned,  the 
second  plus  exchange  meets  a  like  fate,  possibly  a  third 


with  more  exchange  follows,  and  then  alter  a  long  in- 
terval, a  cheque  on  his  home  town  arrives  for  the 
amount  less  full  cash  discount.  Should  the  discount  be 
allowed,  and,  sliould  the  wholesaler  pay  exchange  to  col- 
lect such  a  remittance  ? 

The  problem  of  exchange  charges  has  caused  consi- 
derable friction  between  buyer  and  seller.  Who  should 
pay  ?  Frankly  speaking,  we  believe  the  buyer  should 
pay  this  expense — for  this  reason — the  goods  are  bought 
!•'.<). H.  a  certain  point;  why  should  the  seller  pay  ex- 
change to  collect  his  money  any  more  than  pay  freight 
on  his  goods  ?  It  is  the  common  practice  in  the  United 
States  and  Foreign  (.'ountries  to  add  exchange  when  mak- 
ing drafts  on  out  of  town  accounts  ;  whether  this  appli(!s 
throughout  the  entire  country  we  arc  not  in  a  position 
to  say,  but  invariably  charges  are  added  by  New  York 
houses  and  those  of  other  large  cities  ;  when  making 
drafts  for  goods  shipped  to  Canada.  This  method  has 
been  tried  here  but  without  success,  probably  because  the 
retailer  simi)ly  refused  to  pay  exchange. 

The  Retailer's  Point  of  View. 

Of  course,  looking  at  it  from  the  other  side,  possibly 
there  is  some  reason  for  refusing  to  pay  exchange  charges 
and  the  retailer  might  argue  that  the  account  is  not 
due  but  if  the  wholesaler  desires  to  make  dra.tt  so  as  to 
use  the  money,  well  and  good,  but  he  (the  wholesaler) 
will  have  to  stand  the  charges. 

Small  Remittances. 

When  making  up  small  remittances,  say  under  $10.00, 
has  it  ever  occurred  to  the  retailer  that  their  creditor 
has  to  pay  twenty-five  cents  or  sometimes  five  per  cent. 
for  the  collection  of  his  cheque,  whereas  the  cost  of  a 
money  order  foi'  a  similar  amount  would  have  been  from 
three  to  six  cents.  All  accounts  under  $10.00  should  be 
paid  by  money  order,  and  any  wholesaler  would  be  will- 
ing to  allow  cost  of  money  order  if  nefcessary  rather  than 
pay  exchange  on  so  small  a  draft.  Cases  have  been 
known  where  the  cost  ci:  a  money  order  and  even  post- 
age has  been  deducted  when  remitting,  and  some  mer- 
chants have  gone  so  far  as  to  deduct  what  the  exchange 
on  a  draft  would  amount  to,  stating  that  the  wholesaler 
would  have  had  to  pay  it  anyway,  therefore  he  (the  mer- 
chant) was  entitled  to  it — an  extreme  case,  perhaps,  but 
cited  simply  to  show  the  advantage  some  will  take  in 
such  a  case. 

In  the  collection  of  accounts  in  very  small  towns  and 
villages,  the  principal  objection  to  drafts  is  the  fact  of 
there  being  no  bank,  and  the  merchant  instead  of  receiv- 
ing the  draft,  receives  a  power  of  attorney,  to  sign,  and 
by  the  time  this  document  reaches  the  bank,  the  draft 
which  has  been  made  payable  at  some  other  bank,  be- 
comes due,  and  there  is  not  sufficient  time  for  the  draft 
to  be^resented. 

The  best  method  to  be  pursued  in  such  a  case,  pro- 
viding the  account  has  some  time  yet  to  run,  is  to  send 
the  customer  a  note,  asking  that  he  fill  in  the  name  of 
his  bank  where  payable — ^as  a  rule  this  will  answer  the 
purpose — and  the  note  will  then  be  presented  on  the  dup 
date.  A  little  of  the  old  rule  "Do  untc.  others"  applied 
to  the  subject  of  remittances  would  do  much  tn  settle 
some   of    the   differences    as   outlined    above. 

(To  be  continued  in  April   D.   (i.   R.) 
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We  outfit  a  Dry  Goods  Store  from 
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An  Effective  Easter  Window,'  Trimmed  [for  R.  McKay  &   Co.   by   H.   Robinson. 

Valuable  Hints  on  Art  of  Displaying  Goods 


Flowers  for  Easter. 

SPKINO  is  tlie  seasini  of  lluwei-s,  and  mtw   that    the 
long'   winter   mnnth.s   are    drawing   ao   close    when 
the  earth  and  trees  are  bare    there  is  a  naturel 
longing  in  every  breast  for   ihe  siglit  of  a  flower 
or  for  a  green  leaf. 

It  is  the  trimmers'  object  to  turn  the  thoughts  of  the 
buying  public  to  the  coming  season  of  sunshine  and  to 
make  them  think  of  their  sartorial  needs  when  the  time 
of  flowers  arrives.  In  short,  he  wants  to  set  them  buy- 
ing ahead.'  Therefore,  there  is  no  trim  that  can  super- 
sede flowers  for  this  purpose  and  it  is  always  wise  to 
use  flowers  in  profusion  in  the  preparation  of  Spring 
trims.  Nothing  else  can  take  place  or  is  quite  so  ef- 
fective. 

Certainly  the  houses  that  provide  for  the  trimmers' 
needs  for  this  purpose  have  excelled  themselves  this  ye:ir. 


p]ach  season  sees  an  improxement  in  the  quality  and  the 
appearance  of  the  blooms  produced,  and  now  such  a  high 
perfection  has  been  reached  that  it  is  difficult  to  see  how 
much  further  (he  limit  crai  be  pushed. 

Almost  all  of  the  Spring  beauties  are  featured  in  the 
lines  of  the  floral  productions  for  the  coming  Spring, 
There  are  apple  and  cherry  blooms.  These  can  be  had 
in  branches  and  sprays,  or  the  blooms  can  be  had  separ- 
ately and  with  or  without  centres.  These  trimmers  can 
mount  upon  branches  and  twigs  for  themselves.  It  is 
always  easy  to  obtain   natural  branches,  and  when   these 


Good   E\.inipU;>  of  Draping  in  a  Smalt  Window— By  W.  S. 
Jenkins  for  "The  Big  Store."   Winchester.  Ont. 


Winners  in  Window  Competition. 

The  Review  is  now  in  a  position  to  announce 
the  names  of  the  winners  in  the  window  compe- 
titions for  the  months  of  December  and  January. 
Of  the  very  fine  Christmas  trims  submitted,  those 
by  H.  C.  Macdonald,  formerly  with  Richard  Hall 
&  Son.  now  with  W.  A.  Murray  &  Cou,  Toronto, 
and  H.  Robinson,  with  K.  McKay  &  Co.,  Hamilton, 
were  awarded  first  and  second  prizes,  $4  and  $3,  re- 
spectively. 

Another  Peterboro  window,  that  of  a  seasonable 
display  of  linens,  by  Mr.  Macdonald,  has  been 
awarded  the  first  prize  for  January,  while  a  fur 
window  by  E.  Provost,  of  Holt,  Renfrew  &  Co.. 
(Quebec,  took  the  second  prize.  Two  windows  by 
Mr.  Provost  are  appropriate,  at  this  the  beginning 
iif  the  fur  selling  season  and  are  reproduced 
this  month. 

It  is  desirable  that  trimmers  should  send  in  their 
windows  as  near  to  the  date  on  which  they  were 
taken  as  possible,  in  order  that  confusion  may  be 
avoided  in  classifying  them  according  to  the  months 
in  which  they  belong.  Great  care  is  necessary  in 
l)hotographing  a  window,  as  defects  in  a  picture  will 
often  mar  the  prize-winning  features,  of  an  ex- 
cellenl    trim. 
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are  used  and  llie  flowers  wired  in  place  very  pleasing  and 
natural  results  may  be  obtained.  Foliage  can  also  be 
had  loose,  and  can  be  used  most  effectively  with  the 
mounted   blooms. 

A  beautiful  Spring  novelty  is  the  sprays  of  almond 
blooms.  These  graduate  in  size  as  on  the  real  tree  to- 
wards the  ends  of  the  twigs,  and  are  in  the  dainty  soft 
pink  shades  and  tender  greens  that  the  a^lmond  blossom 
comes  in.  To  be  used  with  the  flower  sprays  are  sprays 
of  leaves — as  every  one  knows,  it  is  not  until  the  flower 
is  nearly  over  that  the  leaves  apjiear.  These  almond 
bloom  sprays  would  make  a  very  effective  and  appro- 
priate   decoration    for   opening    windows. 


shades  of  lavender,  in  pink,  yellow  and  white.  This  flow- 
er produces  a  particularly  graceful  effect,  as  both  flower 
and  leaf  are  of  great  beauty.  Garland  effects  are  the 
novelty.  These  are  semi-classical  in  outline  and  are  in 
perfect  accord  with  the  modes  of  the  moment.  Practically 
all  the  flowers  of  the  season  are  worked  up  into  these 
garlands,  there  are  rose  garlands,  magnolia  garlands, 
wisteria  garlands,  and  garlands  of  dogwood,  orchids  or 
apple  blossom. 

A  very  effective  arrangement  seen  by  The  Review 
was  a  natural  tree  trunk  with  the  bark  left  on.  There 
was  one  limb  left  and  to  this  a  number  of  small  branches 
were  fastened.     These  were  covered  thickly  with  dogwood 


A  Striking  Window  of  Labrador  Mink,   Russian  Sable,  Silver  P'ox,  Chinchilla  and   Hudson  Bay  Sable,  trimmed  by 
E.   Provost  for  Holt,  Renfrew  &   Co..  Quebec.      The  Coat  of  Labrador  Mink   was  Valued  at  $2,000. 


A  novelty  this  year  is  small  trees  in  square  jardineres 
of  bark,  etc.  The  list  includes  almond  blossoms,  pussy 
willows,  magnolias,  dogwood,  etc.  These  come  in  various 
sizes  and  are  particularly  to  be  reconnuended  for  small 
windows. 

In  sprays,  trails,  bunches,  and  single  flowers  the  list 
is  a  long  one.  There  are  violets,  daffodils,  Easter  lilies, 
snowballs.  There  is  never  a  season  when  the  rose  is  out 
of  place  and  clusters  and  sprays  of  rambler  roses,  Am- 
erican Beauty,  and  many  other  varieties  are  shown. 
Beautiful  metallic  effects  are  shown  both  in  flowers  and 
foliage.  These  are  shaded  and  tinted  in  soft  colors.  Tlip 
carnation  is  a  flower  that  is  good  all  the  year  round. 

Wisteria  comes  in  beautiful  spray  and  branch  effects, 
and   is  pdrticnlarly  popular  this  season,      Tt  is  shown   in 


foliage  and  blossoms.  There  was  an  immense  bow  of 
fancy  ribbon,  the  edges  held  in  place  by  wiring. 

The  floor  was  carpeted  in  moss  green  velvet  carpet* 
and,  to  complete  the  display  rustic  furniture  was  used 
for   display  fixtures. 

Rather  an  innovation  is  the  use  of  fruit  in  window 
displays  at  present.  Cheri'ies  head  the  list,  but  hand- 
some orange  trees  are  shown  in  the  floral  houses.  These 
bear  ripe  and  unripe  fruit  and  also  flowers.  One  large 
tree  is  made  up  of  a  number  of  branches  that  are  re- 
movable from  the  trunk.  The  tree  is  placed  in  a  tub 
and  would  form  a  handsome  piece  for  any  window.  Where 
electricity  can  be  obtained  bulbs  that  come  in  the  shape 
of  oranges  could  be  mixed  in  with  the  fruit  on  the  tree 
with   splendid    effect. 


Drv  Goods  Review 


THE    ART    OF    DISPLAY 


41 


Rich  Fur  Windows. 

Two  very  rich  windows  were  submitted  in  The  Re- 
view 's  monthly  competition  by  E.  Provost,  of  Holt,  Ren- 
frew &  Co.,  Quebec.  They  are  reproduced  this  month. 
One  is  trimmed  with  the  best  Russian  ermine.  A  beau- 
tiful opera  cloak,  shown  at  the  Franco-British  exhibition, 
and  which  attracted  wide  attention,  formed  the  central 
figure.  The  background  was  of  dark  green  silk  plush, 
pleated,  with  gold  tinsel  streamers  of  two  different 
lengths  applied  on  the  same  with  ermine  skins  between. 
Holly  vines,  shaded  green  and  white,  were  displayed  with 
great  effect,  running  from  one  end  of  the  window  to  the 
other,  as  well  as  on  the  sides  of  the  mirrors  and  on  the 
floor,  the  latter  being  covered  with  the  gathered  silk  plush. 
A  draping  of  gold  tinsel  and  ermine  skins  was  used  for 


As  for  the  other  window,  the  arrangement  was  about 
similar,  save  that  silver  tinsel  was  used  instead  of  gold. 
A  beautiful  Labrador  mink  coat,  valued  at  $2,000,  also 
shown  at  the  Franco-British  exhibition,  occupied  the  cen- 
tral position.  Rich  Russian  sable  sets,  silver  fox,  chin- 
chilla, Hudson  Bay  sable  were  used  in  the  display. 


Attractive  Garment  Window. 

Many  stores  are  adding  children's  and  misses'  gar- 
ments to  those  they  now  carry,  and  it  will  be  up  to  many 
decorators  this  Spring  to  devise  attractive  windows  and 
interior  displays   of  these  lines. 

Now  that  manufacturers  are  specializing  on  children's 


A  Rich  Ermine  Window.   Trimmed  by  E.   Provost  for  Holt,   Renfrew  &  Co.,  Quebec.    This  Window  was  Awarded 
a  Prize  in   the  Monthly  Competition  of  the  Dry  Goods  Review. 


the  top  of  the  background,  but  a  few  inches  from  it,  so 
as  to  avoid  the  flat  effect.  The  same  idea  was  adapted 
for  the  front  of  the  window.  The  oval  in  the  centre  was 
about  20  inches  from  the  background  and  covered  with 
the  same  material.  Gold  streamers  of  two  different 
lengths  were  used  as  a  filling  for  this  basic  arrangement, 
the  background  being  very  effective  for  the  rich  figure 
which  was  placed  a  few  inches  in  front.  On  one  side 
an  electric  shade  with  a  holly  design,  was  suspended  from 
the  ceiling  with  gold  tinsel  surrounding  it.  On  the  other 
side  a  mauve  wisteria  nlant  in  Japanese  vase  completed 
an  attractive  ensemble.  The  window  was  particularly 
effective  when  illuminated.. 


garments,  any  number  of  smartly-cut,  neatly-finished  and 
fitting  little  garments  ai"e  produced.  Garments  of  this 
class  lend  themselves  easily  to  attractive  display  pur- 
poses. 

An  interior  display  in  the  garment  department  made 
by  A.  T.  Apted,  for  the  T.  Eaton  Co.,  was  a  source  of 
great  attraction  during  the  Spring  openings  last  year. 
This  display  was  in  the  form  of  a  children's  play-ground. 

A  low  sta^e  was  erected  with  a  lattice  woi'k  back. 
This  background  was  twiri^d  with  vines,  up  and  down, 
which  climbed  Teddy  bears.  Wax  figures,  wearing  the 
newest  and  latest  in  children's  dresses,  in  outer  garments 
and  in  millinery,  were  grouped  around  in  the  most  na- 
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tural  fashion.  There  was  the  sand-pile  where  youngsters 
in  play  dresses  and  rompers  were  busy  with  shovel  and 
pail.  There  was  a  lawn  swing,  and  a  merry-go-round,  and 
several  tiny  maidens  were  playing  at  a  ring  of  roses  in 
the  centre  of  the  display. 

In  showing  children's  garments  in  the  window,  crowd- 
ing, as  in  other  lines,  should  be  carefully  avoided.     Any 


An  Effective  Window  Draping  by  W.  S.  Jenkins,  Trimmer 
for  "The  Big  Store,"  Winchester,  Ont. 

background  used  should  be  of  the  simplest.  Just  the 
paneled  wood  or  mirror  effect  brightened  by  the  use  of 
Spring  flowers,  is  as  good  as  any. 

If  the  average  trimmer  could  carry  out  the  play- 
ground idea  it  would  certainly  be  a  winner.  If  this  is 
not  possible!  any  one  of  the  described  features,  or  simi- 
lar one  that  suggests  itself  might  be  used. 


Special  Contest  Sale. 

W.  C.  Crawford's  dry  goods  and  departmental  store 
at  Tilbury  boomed  business  during  the  usually  quiet 
month  of  February  by  means  of  a  special  Prize  Contest 
Sale,  lasting  from  Feb.  6  to  Feb.  27.  A  similar  sale 
was  conducted  during  the  same  month  last  year,  and  its 
success  has  doubtless  prompted  a  repetition. 

The  "prize  contest"  was,  of  course,  the  outstanding 
feature.  Twenty  prizes  (and  also  a  consolation  prize) 
were  offered.  The  first  prize  was  a  cheque  for  $100; 
second,  $50,  and  the  remaining  prizes  consist  of  goods, 
ranging  from  a  3-piece  parlor  set  to  a  parlor  lamp.  The 
nature  of  the  consolation  prize  was  not  specified;  com- 
petitors were  left  to'  guess. 

For  every  dollar's  worth  of  goods  sold  for  cash 
during  the  sale,  the  purchaser  receives  a  numbered 
«oupon.  On  the  concluding  day  of  the  sale  the  prizes 
are  awarded  to  the  holders  of  the  "lucky  numbers,"  the 
drawing  taking  place  publicly. 


In  their  announcement  of  the  sale,  the  firm  said:  — 
"One  year  ago  we  put  on  the  greatest  sale  ever  con- 
ducted in  this,  or  possibly  any  other,  part  of  Canada. 
It  was  "A  Hummer"  from  the  hour  it  began  until  it 
closed  that  memorable  Saturday  evening,  a  month  later. 
Why?  Because  the  public  found  everything  just  as  ad- 
vertised— the  bargains,  the  prizes,  the  fair  method  of 
award.  Everything  met  with  the  approval  of  the  people 
and  they  showed  their  appreciation  by  making  the  sales 
of  that  little  short,  dull  month  of  February  double  any 
one  month  in  the  previous  history  of  this  great  store 
"Our  business  has  increased  every  year  since  its  in- 
ception. It  must  increase  this  year.  This  great  Febru- 
ary sale  must  eclipse  last  year's.  It's  simply  got  to. 
We've  slashed  the  prices  away  down  until  on  some  lines 
you  will  be  almost  ashamed  to  take  the  goods  at  the 
money.  And  the  prizes — well,  we've  doubled  the  number 
this  trip,  twenty  instead  of  ten,  and  nothing  small  about 
any  of  them.  Hundred  dollar  cheques  don't  grow  on 
every  bush  or  hang  on  the  door-knobs  of  every  store. 
"No  need  to  go  into  details.  Everybody  within  a 
radius  of  fifty  miles  knows  all  about  last  year's  contest 
and  how  the  prizes  were  awarded.  The  thousands  of 
people  inside  and  outside  the  big  store  that  memorable 
Saturday  evening  can  vouch  for  the  fairness.  Every  per- 
son buying  one  dollar's  worth  of  goods  for  cash  has  a 
chance  to  win  the  first  or  any  one  of  the  other  prizes. 
One  coupon  given  with  every  dollar's  worth  bought  for 
cash   (fractions  of  a  dollar  don't  count). 

"Employees  of  the  store  will  not  participate.  Em- 
ployees of  W.  C.  Crawfard,  in  any  other  capacity,  will 
not  be  awarded  first  or  second  prizes.  We  have  many 
desirable  open  accounts  on  our  books.  All.  such  parties 
may  take  advantage  of  the  sale  prices,  but  will  not  be 
given  prize  coupons  on  a  "charge"  purchase.  Any  cus- 
tomer settling  their  account  (by  cash  or  note)  during 
this  sale  will  be  given  one  prize  coupon  for  every  three 
dollars  so  paid. 

"The  prizes  will  be  on  exhibition  in  the  store  and 
should  be  seen  to  be  fully  appreciated. 

"We  are  not  asking  you  to  spend  your  money  on  'a 
chance.'  You  are  not  paying  for  the  chance  you  are  get- 
ting. We  offer  you  better  value  for  your  money  than 
can  be  secured  in  any  other  store  in  the  country.  We 
will  show  you  a  greater  variety  of  goods  than  can  be 
seen  in  any  other  store  in  the  Province,  outside  of  To- 
ronto city.  This  store  has  a  reputation  for  progres- 
siveness  and  reliability  which  must  be  maintained  and 
when  we  say  our  goods  are  marked  down  from  15  to 
50  per  cent,  you  may  feel  certain  it  is  the  case.  We 
are  showing  goods  in  our  clothing  section  during  this 
sale  at  25  per  cent,   below  cost." 

The  contest  was  widely  advertised,  both  the  Tilbury 
paper  and  weeklies  in  adjoining  towns  were  used.  In 
addition,  a  large  four-page  circular  on  good  paper  was 
issued.  While  of  course  the  contest  was  featured  in  the 
advertising  and  circular,  great  prominence  was  also  given 
to  the  prices,  the  circular  containing  two  large  pages  of 
listed  "bargains"  in  the  various  departments.  In  ad- 
dition there  was  a  long  column  headed  "Just  a  few 
articles  you  can  buy  for  an  even  dollar."  A  facsimile  of 
the  $100  cheque  (the  first  prize)  was  also  featured  in 
the  circular. 


David  Y.uile.  president  of  the  Dominion  Textile  Com- 
pany, has  returned  from  a  visit  to  England. 

John  Walker  has  resigned  as  manager  of  the  Colonial 
Print  Works,  Montreal,  and  is  leaving  for  the  United 
States. 
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Inside 

and 

Outside 


C  The  beaaty  of  a  Laxfer  Prism  Fanlight  is,  that  it 
lights  up  the  inside  of  the  store,  and  at  the  same  time 
improves  the  appearance    of   the    store   front   outside. 

C  Dulness  vanishes  before  Luxfer  Prisms  for  the  simple 
reason  that  the  prisms  carry  the  daylight  where  it  is 
wanted. 

C  Light  rays  from  the  sky  come  in  an  oblique  direction. 
They  are  caught  by  Luxfer  Prisms  and  refracted 
horizontally  instead  of  ending  on  the  floor  just  within 
the  window. 

C  The  inevitable  results  of  a  Luxfer  Prism  Fanlight  are 
a  brighter  store  and  greatly  reduced  artificial  lighting 
bills. 

C  Ask  your  architect — he  knows. 


Luxfer  Prism  Company,  Limited 


TORONTO  AND  MONTREAL 


SECTION  OF  MODERN  STORE 
EQUIPPED   WITH-;  OUR    SYSTEM 


THE  LIQUIDATION 

of  this  business  means  that  cut  prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,  all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  Suits. 

Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 

Hardwood  or  Metal  Roller  Bearing  Slides. 

Centre  Section         -         -         $30.00 
End    Section  -         -         $33  75 

(Metal  Slides  $5.00  extra) 

Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES  being    offered    on    SHOW-CASES   and   SILENT 
SALESMEN. 

Write  for  Illuslraled  Circular. 

Weir  Wardrobe  Co. 

of  Canada,  Limited 


(IN  LIQUIDATION) 

MOUNT  FOREST 


ONTARIO 


Jl 
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The    Milbradt 
Ladders 

CANNOT  BE  ANYTHING  BUT 

Highly     Satisfactory 


There  is  nothing  about  them  to  give  or 
wear  out  or  get  out  of  order,  and  after 
they  are  once  installed  require  no  further 
attention,  with  the  exception  of  a  few 
drops  of  oil  now  and  then. 

They  are  made  of  the  very  best  material 
that  can  be  obtained.  We  ship  them 
subject  to  approval,  hence  they  must  be 
satisfactory. 


Write  for  Catalogue  and  Prices 


MILBRADT  MFfi.  COMPANY 


1438  N.  8th  Street,  ST.  L0UI5,  MO. 


BEST   "MEASURER"    EVER   MADE 

The    customer    places  her  hand  as  shown  in    cut   and    the   slide 
automatically  indicates  the  exacl  glove  size. 

Of   highly  polished  metal,  mounted  on  hard  wood.     In  oak  and 
other  finishes,  with  rubber  tips  to  prevent  scratching  counters,  etc. 

SIMPLE SERVICEABLE SIGHTLY 

For  all  »ize«— Men's,  Women's  and   Children's. 
Details   and    Prices   on    application. 

J.    R.   Palmenberg's   Sons 

ESTABLISHED    1852 

710  Broad%vay,        -        NEW  YORK 

FACTORY     89  and  91    WEST  3rd  STREET 


Invaluable 

to 

Merchants 

and 

Window 

Trimmers 

"  Attractive  If^indowi 
Increase  Trade  " 

This  up  -  to  -  date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

4-10  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 
10  Front  St.  East,  Toronto 


irc^rYvE  SHOW  CARDS 

:ir(;  made  with  rlu- 

FOUNTAIN 
AIR  BRUSH 


Ssi;i" 


It  is  also  used   by   up-to-date  Window  Trimmers   for  tinting 
Artificial  Flowers,  Lamp  Shades,  Draperies,  etc. 


THAYER  &  CHANDLER, 


WRITE   FOR   CATALOG   R-59 

160-164 
W.  JACKSON  BOULEVARD 


CHICAGO 


Important 


For  Jobber 
And  Manufacturer 


1  am  a  competent  business  man  acting  as  representative  in 
Western  Canada  of  one  of  the  strongest  manufacturing 
firms  in  Canada  and  controlling  a  large  branch  office  staff 
with  complete  equipment  for  getting  business.  The  busi- 
ness is  growing  each  year,  and  now  amounts  to  about 
$50,000,  but  it  keeps  me  busy  only  four  months  in  the  year. 
I  am  open  therefore,  to  negotiate  with  a  manufacturing  or 
jobbing  house,  with  a  view  to  looking  after  its  interests  as 
well.  Only  gilt  edge  firms  need  apply. 
Results  assured  from  the  start  as  1  have  the  connection  and 
selling  organization  required.  Can  give  references  that 
count. 

Apply,    Sox  5. 
Dri;  Goods  Review,  IVinnipeg. 
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AW£fl«!R 


SHOWi^R^ 


II  X  I4-"> 
SPACE 


-HOI  )ER 


Stop 


Prosperity  Vacuum  Sign  Frames   display 
your  cards  on  the  outside  of  the  w^indow. 


People  stop  every  time  to  read  the  cards  displayed  in  our  novelty,  the  Anchor  Vacuum 
Show  Card  Holder.  Holds  two  cards  11x14  inches.  Holder  made  of  steel  and  remarkably 
strong.  The  Hit  of  the  Year  in  the  advertising  line.  It  compels  the  attention  of  the 
passer-by  and  sells  goods.  Try  it  for  special  announcements  and  watch  the  increase  in  your 
sales.  Quickly  applied  on  the  outside  of  your  show  window,  directly  on  the  glass,  on  mirrors, 
marble  or  any  other  non-porous  polished  surface.  It  is  held  in  place  securely  by  the  rubber 
vacuum  cups.  No  danger  of  being  blown  down.  Cards  can  be  changed  at  will  without  re- 
moving frame  and  the  holder  itself  removed  in  a  moment.  We  guarantee  satisfaction,  or  will 
cheerfully  reimburse  full  purchase  price.  Why  not  be  the  first  in  your  locality  to  profit  by 
this  novelty.     Order  immediately . 

Agents  Wanted  in  Every  Town 

World  Distributing  Co.,  Box  63  Place  St.  Henri,  Montreal 


Price    $2.00,    delivered. 

(Special  prices  in  quantities.) 


PROPER    DISPLAY!        INCREASE    TRADE! 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold   40   pieces. 

Made    for    counter   and   floor. 


PRACTICAL  GLOVE  CABINETS 

For  Me  I's  and  Women's  Kid  Gloves. 
Several  sizes. 


PRACTICAL  RIBBON  CABINETS 

Made  in  eight  sizes.     Holding  from 
SO  to  700  bolts  of  ribbon. 


PRACllCAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  or  120  pair  Hose. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND   FOR   CATALOGUE    DESCRIBING   THE    FIXTURES 

ILLUSTRATED  AND  A  VARIETY  OF   OTHER   FIXTURES. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION.  N.Y. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,     Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 

FEATHERS.    SILKS.    VELVETS.    RIBBONS,    LACE,    ETC. 


^'-'-  ^SI^uTllIS.''^'^^     MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 
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Canadian  Prints 
For  Spring 


There  is  more  variety  to  be 
had  in  Canadian  prints 
this  year  than  ever  before. 

No  retail  print  department 
can  be  classed  complete 
without  a  proportionate 
showing  of  the  new  pat- 
terns. 

For  Spring  and  Summer, 
1909,  there  are  many 
new  ideas  in  patterns 
and  colors  too. 

SEE  YOUR  JOBBER 


"There's  more  profit  in 
Canadian  printed  goods." 


WW 


DOMINION 


mi2, 
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The  Staple  Department  and  its  Problems 


Retail  Stocks  Low. 

TFIE  outlook  for  business  in  staple  lines  for  Spring 
is  very  encouraging.  Contlilions  generally  are 
better  thau  a  year  ago,  and  while  no  one  is  taking 
any  risks,  trade  is  active. 
Travelers  returning  from  their  trips,  state  that  stocks 
in  the  hands  of  retailers,  generally,  are  low,  but  buying- 
is  being  done  carefully.  Tlacing  orders  vrere  not  heavy, 
and  in  view  of  the  depleted  stocks  on  the  shelves  of  retail 
stores,  heavy  sorting  trade  seems  inevitable.  Should  this 
looked-for  condition  prevail,  there  will  likely  be  a  short- 
age in  many  lines,  as  jobbers  have  been  wary  and  evi- 
dently prefer  a  shortage  to  being  over-stocked. 

»  Manufacturers  are  working  chiefly  to  fill  present 
orders.  Fall  samples  will  be  on  the  road  about  the  middle 
of  this  month.  Prices  for  Fall  are  not  settled  yet,  but 
the  new  lists  will  be  out  before  the  midle  of  the  month. 
It  is  not  expected  that  they  will  show  any  material 
changes,  but  this  will,  of  course,  depend  upon  the  condi- 
tion of  the  cotton  market,  which,  at  present  writing,  seems 
to  be  on  the  upward  tendency.  Some  lines  of  staples  have 
already  shown  a  slight  advance  in  price. 

Some  English  firms,  selling  goods  in  Canada,  have 
given  instructions  to  their  representatives,  not  to  take 
orders  without  cabling  for  the  latest  quotations,  in  case 
of  any  change,  which  goes  to  show  that  a  general  increase 
is  looked  for. 

Prints  and  Ginghams  Big  Sellers. 

Retailers  should  not  fail  to  keep  their  stock  of  prints 
and  ginghams  well  assorted,  showing  a  good  range  of 
patterns  and  colors.  These  lines  of  goods  are  particularly 
attractive  this  season  and  afford  the  retailer  an  opportun- 
ity of  doing  a  good  trade,  when  a  well-assorted  stock  of 
the  new  goods  is  carried.  Deliveries  on  prints  and  ging- 
hams are  slow,  and  where  placing  orders  were  too  small, 
it  will  be  difficult  to  secure  prompt  delivery  of  repeat 
orders. 

The  marked  improvement  in  Canadian  print  lines  for 
Spring,  in  regard  to  dyeing  and  finish,  as  well  as  patterns, 
has  already  shown  good  results;  Spring  business  in  prints 
is  remarkable.  Ducks  are  a  strong  feature,  and  seem  to  be 
increasing  in  popularity.  They  are  specially  desirable, 
owing  to  their  fast  colors  and  wearing  qualities.  These 
ducks  will  be  more  popular,  even  than  last  season  for 
waih  suits.  There  has  been  an  advance  of  from  one- 
quarter  to  one-half  cent  on  some  of  the  better  grades  of 
ducks,  and  there  are  rumors  of  advances  on  other  lines  of 
printed  goods. 

Tickings  and  Flannelettes. 

Tickings  are  in  particularly  good  request.  Ticking 
lines  have  advanced  in  price  in  the  United  States,  so  that 
it  is  impossible  to  repeat  on  goods  coming  from  across  the 
border,  to  compete  with  Canadian  prices.  As  United 
States  prices  almost  invariably  affect  prices  in  this  coun- 
try, it  seems  likely  that  an  increase  will  be  made  in  Cana- 
dian tickings. 

The  flannelette  trade  for  Spring  is  fair,  and  other 
lines  of  colored  cotton  staples,  as  well  as  grey  and  white 
cottons,  are  steady. 

•*- 

Visit  to  Cotton  Mills. 

An  informal  inspection  of  the  mills  of  the  Mount  Royal 
Spinning  Co.,, , Cote  St.  Paul,  Montreal,  by  the  influential 


business  men  of  Montreal,  took  place  lasl  month  on  the 
invitation  of  Wm.  C.  Mclntyre,  and  the  directors  of  the 
company.  The  members  of  the  party,  which  was  con- 
ducted over  the  premises  by  the  officials,  were  very  much 
interested,  and  were  impressed  by  ihe  general  appearance 
and  completeness,  not  only  of  the  buildings,  but  of  the 
machinery  and  other  details,  which  have  been  perfected 
in  the  most  modern  style. 

All  departments  were  visited,  and  the  guests  were 
given  an  opportunity  to  view  the  different  stages  of  manu- 
facture, and  to  visit  the  bleachery  and  print  works,  now 
in  course  of  construction. 


Presentation  to  C.  W.  Macara. 

C.  W.  Macara,  president  of  the  Federation  of  the 
Master  Cotton  Spinners'  Association,  Manchester,  Eng- 
land, was  recently  the  guest  of  honor  at  a  banquet  given 
by  his  fellow  members,  in  recognition  of  his  fifteen  years' 
presidency  of  the  Federation.  The  gathering  was  unique 
in  the  history  of  the  cotton  trade,  being  attended  by  nearly 
three  hundred  members  of  the  Federation,  the  largest 
number  that  have  ever  been  brought  together  on  such  an 
occasion.  All  the  associations  were  represented,  as  well 
as  other  organizations  connected  with  the  cotton  industry. 
During  the  evening  Mr.  Macara  was  presented  with  an 
elaborate  table  centrepiece  of  silver,  with  other  pieces  of 
plate,  and  a  portrait  of  himself  done  in  oils.  Mrs.  Macara 
was  presented  with  a  handsome  necklace. 

The  silver  service  was  from  a  special  design,  showing 
four  centre  figures  representing  Europe,  Asia,  Africa  and 
America,  supporting  a  large  dish,  and  two  other  figures, 
indicative  of  Peace  and  Plenty,  supporting  smaller  dishes. 

J.  B.  Tattersall,  senior  vice-president  of  the  Federa- 
tion, in  proposing  the  health  of  Mr.  Macara.  referred  to 
the  remarkable  growth  of  the  Federation  during  Mi. 
Macara 's  presidency,  the  number  of  .spindles  represented 
having  grown  from  thirteen  millions  to  forty  millions. 


Print  Mill  Closed. 

The  Colonial  Bleaching  &  Printing  Mills  at  St.  Henri, 
Montreal,  one  of  the  mills  of  the  Dominion  Textile  Com- 
pany, closed  down  last  month  for  a  time,  owing  to  a  lack 
of  work.  This  mill  has  formerly  been  closed  during  the 
Summer,  and  will  re-open  later. 


Exports  of  Cotton  Goods. 

The  reports  of  the  cotton  goods  exports  in  the  United 
States  during  1908  have  just  been  made  public,  and  show 


While  retailers  are  taking  no  risks,  business  in 
staple  lines  for  Spring  shows  an  improvement  over 
last  year. 

Heavy  sorting  trade  seems  inevitable;  in  that 
event  there  will  likely  be  a  shortage  in  many  lines. 

It  is  not  expected  that  Fall  prices  will  show  any 
material  changes,  although  this  will  depend  upon 
the  cotton  market. 

Prints  and  ginghams  are  particularly  attractive 
this  season  and  afford  the  retailer  good  trade  op- 
portunities.   Ducks  are  a  strong  feature. 
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Not  -  Silk 

The  Newest  Fabric 
For    Waists    and 
Summer  Dresses 


The  appearance  of  Shantung  better 
service,  and  retails  with  big  profit  to 
you  at  25c. 

Shown  in  all  popular  colors — 31-32 
inches  wide,  30-35  yards  piece. 

Your  wholesaler  can  show  you 
samples. 


MANUFACTURED  BY 


Montreal  Cotton  Co. 


Toronto 


SALES  OFFICES: 

MONTREAL        Winnipeg 


\^^  H  E  latest  proof  of 
f  ^  "Gold  Medal  Linens" 
superiority  is  the 
"Grand  Prix"  awarded  by 
the  Franco-British  Exhibition. 
These  Linens  started  winning 
such  awards  fifty  years  ago, 
and  it  has  now  become  a 
habit.  This  is  evidence  of 
consistent  good  quality. 


WM.  LIDDELL  &  CO.  Ltd. 
BELFAST 

Agent  for  Canada. 

R.   H.   COSBIE 

Irish  Linen  Agency 
TORONTO 


a  marked  increase  over  the  previous  year.  The  manufac- 
tures of  cloth  increased  by  55,854,537  yards  in  1908  over 
1907,  while  the  values  of  the  cloths  increased  during  the 
same  period  by  $2,003,962. 

i- 

Montreal  Cotton  Co.'s  Meeting. 

Some  thirty  or  forty  shareholders  attended  the  thirty- 
lifth  annual  meeting  of  the  Montreal  Cotton  Company, 
held  last  month  at  the  local  sales  office  on  McGrill  Street. 

Announcement  was  made  in  the  president's  address  of 
the  resignation  of  Mr.  Louis  Simpson,  the  manager  of  the 
great  Valleytield  mills  of  the  company,  but  no  suggestion 
was  given  as  to  his  successor. 

The  incoming  Board  turned  out  to  be  exactly  the  same 
as  the  old  one,  and  the  same  officers  were  subsequently  re- 
elected. President,  S.  H.  Ewing;  Vice-President,  H. 
Markland  Molson ;  Secretary-Treasurer,  J.  Lowe,  jr. ; 
Directors,  F.  Orr  Lewis,  Hon.  L.  J.  Forget,  J.  Grenier,  A. 
Hamilton  Gault,  C.  B.  Gordon,  William  Findlay,  H.  S. 
Holt,  John  P.  Black. 

Sales  Fell  Off. 

The  sales  for  the  year,  as  was  to  be  expected,  showed 
a  falling  off  of  over  $1,100,000,  or  about  thirty-five  per 
cent,  of  last  year's  total.  This  is  also  heavily  behind  the 
year  before.  However,  the  profits  were  $251,666,  as 
against  $454,200  in  1907,  and  $315,000  in  1906,  which  was 
considered  a  fairly  satisfactory  showing. 

It  is  slightly  over  eight  per  cent,  on  the  capital,  while 
the  rate  for  the  two  preceding  years  was  15.14  per  cent, 
and  10.50  per  cent,  respectively.  The  shareholders  were 
informed  that  a  balance  of  $10,211.83  was  carried  over 
to  profit  and  loss  for  next  year. 

Concemmg  the  Bond  Issue. 

At  the  last  meeting  a  bond  issue  of  two  millions  was 
authorized,  of  which  it  was  understood  that  only  one  mil- 
lion would  be  immediately  issued.  Concerning  this  the 
president  reported: 

"We  have  succeeded  in  placing  the  recently  author- 
ized five  per  cent,  bond  issue  at  a  very  satisfactory 
figure  on  the  other  side,  the  proceeds  of  which  was  used 
to  pay  off  the  $300,000  bonds  which  fell  due  May  1st, 
1908,  and  in  addition  will  render  the  company  independent 
of  outside  banking  accommodation,  and  will  also  greatly 
reduce  the  annual  charges  for  interest,  and  will  further 
put  the  company  in  a  position  to  secure  their  raw  material 
when  favorable  opportunities  present  themselves." 

Improvement   Looked  For. 

On  the  general  business  the  President's  address  spoke 
as  follows: 

"In  common  with  manufacturing  enterprises  in  the  in- 
dustrial world  at  large,  your  company  has  experienced  a 
trying  year,  and  has  more  or  less  suffered  a  material  re- 
duction in  its  profits  as  compared  with  those  of  former 
years,  but  we  are  pleased  to  state  that  even  under  all  the 
difficulties  which  confronted  the  company,  remunerative 
profits  have  been  made,  the  dividend  has  been  fully  main- 
tained, the  usual  depreciation,  reserves,  insurance  (includ- 
ing the  policy  in  the  event  of  fire  in  force  to  the  extent  of 
.$400,000  to  secure  dividends)  have  been  provided  for,  and 
a  balance  to  the  good  has  been  carried  forward  to  the 
next  year.    We  hope  for  a  further  improvement  in  trade." 

A.  B.  Mole,  general  manager  of  the  Dominion  Textile 
Company,  who  has  been  ill  for  some  time,  has  suffered  a 
relapse,  and  will  be  unable  to  return  to  business  for  some 
months.    He  will  go  South  for  his  health. 
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TO   THE  TRADE 


All 


Prints 


sold  by   the    leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 

by 

^^^Calico  Printers'  Assn.  ud. 

Manchester,  England 

To  be  their 

STANDARD  ^CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 
Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
Calico  Printers'  Association,  Limited,  were  awarded  three  "Grands  Prix" 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 

Canadian  Representative :  J.  E.  BIZZEY,  78  Bay  St.,  Toronto. 
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No  Matter  WKere 

you  buy  your  Linens,  you  will  always  find  surprising  value 
at  Philips'.  In  many  places  you  will  sometimes  get  bar- 
gains in  clearing  lines  and  job  lots,  but  we  give  exceptional 
value  m  regular  makes  all  the  time.  We  hold  one  of  the 
largest  and  most  complete  stocks  of  Linen  Goods  in 
Britain,  and  we  supply  big  stores  only.  Our  system  of 
trading  means  a  great  saving  to  keen  buyers,  and  impartial 
comparison    will    immediately   convince    you    of   this   fact. 

Just  put  your  past  conclusions  and  present  opin- 
ions of  linen  buying  aside  for  a  moment,  and  give 
our  statement  a  practical  test.  Give  us  no  favor 
but  a  careful  examination  and  use  your  own  judg- 
ment.     We  are  not  afraid  of  the  result. 

Our  Linen  Department  has  always  been  a  strong  one, 
and  for  many  years  we  have  made  it  a  specialty.  We  are 
now  devoting  special  attention  to  Canada,  and  a  glance 
over  our  new  Canadian  price  list  will  show  you  what  in- 
terest we  take  in  your  particular  requirements,  and  the 
care  we  devote  to  them. 

When  you  visit  the  European  markets,  don't  fail 
to  give  us  a  call.  Even  if  you  have  no  intention 
of  buying,  we  shall  be  pleased  to  see  you. 

Our  Canadian  offices  contain  full  ranges  of  compact  samples, 
and  our  representatives  are  always  ready   to  wait   on  you. 


J.  ca  N.  PHILIPS  ca  CO. 

MANCHESTER,  ENG. 


211   Lindsay  Building, 

St.  Catherine  St.  West, 

Montreal 


611  Empire  Building, 

Wellington  St.  West, 

Toronto 
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Maie  Your  Own  Buttons 

WITH    THE 

NEW   DEFIANCE 
BUTTON    MACHINE. 

Make  all  kinds  of  covered  buttons 
rim,  half-ball  or  flat,  complete  to 
make  three  sizes  of  button. 


^7.50 


<V  CHILD  CAN  OPERATE  IT 


Call  or  send  for  samples  of  our  work 

Defiance  Button  Machine  Co., 

53  East  8th  St., 
NEW  YORK,  U.S.A. 


W 


ESTERN 


Incorporated 
1851 

ASSURANCE 
•  COMPANY, 


FIRE 
AND 


l^iARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  lor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


THE  METROPOLITAN 


Capital  Paid    Up  D  A  lllf 

$1,000,000.00      DM  HIV 


Reserve  Fund  and 

Undivided  Profits 

$1,277,404.49 


Every  Department  of  Banking  conducted  with  satisfac- 
tion and  absolute  security. 

Accounts  of  Individuals,  Firms  and  Corporations 
solicited. 

SAVINGS   DEPARTMENT 

$1.00  or  more  opens  an  account.        No  delay  in 
withdrawal. 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES -The  ORIGINAL  and   BEST. 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and   Other  Sanitary   Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS.       Wellington  Street  West.       TORONTO 


The  House  for 

General  Dry  Goods 

Fancy  Goods,    Woollens 
and   Tailors'    Trimmings 

L  Hirshson  &  Co. 

Montreal 


Tel.  Main  2715. 


248  Notre  Dame  St.  West 


British  America  Assurance  Company 

A.  D.  /833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 

Robert  Biclierdike,  M.P.,  W.  B.  Melkle,   E.  W.  Cox,  Geo.  A.  Morrow. 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

IV.  B.  Melkle,  General  Manager;  P.  H.  Sims,  Secretary 

CAPITAL        .......         $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29,833,820.96 


Perhaps 

there  are  some  things 
about  your  business 
you  would  not  like 
known  under  your 
signature  to  readers  of 
the  Dry  Goods  Re- 
view. 

Surely 

there  are  many  things 
about  your  business 
you  would  lil^e  known 
under  your  signature 
to  readers  of  the  Dry 
Goods     Review. 

Full  page,    one   year,    costs    $300. 
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CANADIAN     FUR     TRADE 


Dry  Goods  Review 


PECK'S  MARCH  MOVEMENTS 

FURS 


We   will    shew   you    samples    of    the    most    important 
articles    in    connection    with   this    department 

Specializing  COON  COATS,  FUR-LINED  COATS,   LADIES'   FUR- 
LINED  MANTLES  and   MINK  ARTICLES.  :        :         :        :        : 


CAPS 


We  make  every  line  we  shew  and  we  guar- 
antee its  style  and  wearing  qual- 
ities in  every  instance. 


A  (Jiiaratilee  (if  i^uality  and  Durabili 


Don't  Place  Your  Orders  Until 

You  Have  Seen  the 

Fall  Samples 

JOHN  W.  PECK  &  CO.,  Ltd. 


MONTREAL 
CLOTHING 


WINNIPEG 
FURS  HATS 


VANCOUVER 
CAPS  SHIRTS 
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Marked  Preference  for  Natural  Effects  in  Fur  Styles 


Neckwear  is  Being  Made  Upon  Smaller  Lines 
—Fur-Lined  Coats  are  in  Increasing  Demand  - 


-The  New  Muffs  are  Larger  than  Last  Year 
London  Sales  Indicate  Decided  Advances. 


FUR  trav"elers  are  now  covering-  all  parts  of  Canada 
with  1909-1910  fur  samples.  Manufacturers  in 
Montreal,  the  centre  of  the  industry,  have  prob- 
ably sent  out  more  representatives  than  any  pre- 
vious season,  and  other  Canadian  cities  have  done  their 
share.  Notwithstanding  the  remarkable  advances  in 
prices,  and  the  general  condition  of  trade  at  retail, 
manufacturers  look  forward  to  decided  improvements 
over  the  past  year.  Retail  stocks  are  not  as  light  as 
might  be  desired,  but  the  constantly  growing  demand 
for  furs  means  more  business.  Many  of  the  problems 
which  confront  retailers  and  manufacturers  are  discus- 
sed elsewhere  in  this  fur  section. 


•»• 


The  New  Fur  Styles. 

Fur  samples  show  some  changes  over  those  of  the 
past  season.  There  is  a  marked  tendency  towards  the 
use  of  natural  undyed  furs,  and  all  natural  animal  ef- 
fects. Furs,  which  have  formerly  been  dyed  to  represent 
other  furs  are  now  sold  under  their  own  name  without 
any  dyeing  whatever.  This  is  a  fashion  which  has  real 
value  in  itself,  in  view  of  the  fact  that  a  dyed  fur  is 
never  so  satisfactory  as  the  undyed,  on  account  of  fad- 
ing, and  the  danger  of  weakening  the  pelt  in  the  process 
of  dyeing.  Natural  lynx 'will  be  a  strong  feature  for  the 
c&ming  season,   also  fox. 


Fur  Neckwear. 

Fur  neckwear  is  being  made  up  on  smaller  lines,  and 
in  the  novelty  styles,  the  large  stole  is  not  shown. 
Staple  lines,  however,  are  still  much  as  they  have  been 
during  the  past  season.  Narrow  ties,  bow  effects,  collar 
effects,  anything  that  is  novel  in  the  way  of  small  fur 
neck  pieces  have  all  been  introduced  into  the  new  sam- 
ples. Naturally  these  small  pieces  give  the  best  effects 
in  the  short  furs,  such  as  mink,  Persian  lamb,  squirrel, 
etc.  Some  of  these  are  prettily  edged  with  ruchings  of 
chiffon,  or  satin.  One  attractive  line  has  a  band  of  fur 
fitting  closely  around  the  neck,  with  tabs,  and  a  bow  of 
the  fur  closing  the  collar  at  the  front.  The  top  of  the 
collar  is  edged  with  ruching.  Another  is  similar  to  this 
style,  without  the  bow.  The  Pierrot  ruff,  the  straight 
band  of  fur  edged  on  both  sides  with  ruching,  is  again 
shown. 

Animal  effects  are  to  be  strong  for  next  season,  and 
ruffs  made  of  one  skin,  with  the  head,  paws  and  tail  left 
on  will  be  fashionable.  Heads  will  be  extensively  used  as 
trimmings. 


Muffs  Are  Large. 


made  of  fox  skins,  in  some  cases  two  being  used,  making 
the  muff  extremely  large.  These  are  in  the  rug  style, 
handsomely  lined  with'  shirred  satin,  with  the  heads  and 
tails  for  ornaments. 

For  the  plainer  styles  the  pillow  muff  will  be  the 
leader.  This  is  a  flat  muff,  almost  square,  instead  of 
being  narrower  at  the  top  than  at  the  bottom  as  form- 
erly. 


Military   Collars  Fashionable. 

It  is  expected  that  motor  coats,  in  muskrat,  pony, 
etc.,  will  be  in  good  request  next  season.  Manufacturers 
are  showing  some  very  desirable  styles  in  the  new  show- 
ing of  fur  garments.  Combinations  of  furs  will  not  be 
seen,  except  when  specially  ordered  by  the  buyer.  The 
most  fashionable  idea  for  the  new  coats  is  the  military 
collar  instead  of  the  storm  collar.  Of  course  the  storm 
collar  is  shown,  but  the  novelty  is  the  military  collar. 

Fur-lined  coats  have  been  in  increasing  demand  dur- 
ing the  past  few  years,  and  do  not  seem  to  have  reached 
the  height  of  their  popularity  yet.  These  coats  for  next 
season  are  being  made  very  long  and  loose,  and  if  pos- 
sible a  greater  variety  of  furs  is  being  employed  for 
trimming  purposes.  The  shells  are  of  good  material, 
and  the  preferred  lining  is  the  muskrat,  owing  to  its 
wearing  qualities. 

It  is  not  likely  that  Alaska  sable,  lynx,  mink  and 
Persian  lamb  will  sell  as  largely  during  1909  as  in 
former  years.  These  are  the  great  sellers  for  the 
medium,  well-to-do  classes  in  Canada,  but  the  price,  to 
some  extent,  puts  these  furs  out  of  their  reach,  though 
the  volume  of  the  trade  will  be  more  than  made  up  in 
the  actual  money  results. 


London  Fur  Sales. 

Reports  of  London  fur  sales  indicate  a  general  ad- 
vance over  prices  c*'  a  year  age,  particularly  in  popular- 
priced  goods.  With  the  exception  of  black  rats  the  only 
declines  noted  are  marten  and   Russian   sable. 

It  may  be  that  the  quantity  offered  at  the  London 
fur  sales  had  something  to  do  with  forcing  up  prices. 
Buyers  were  there  in  plenty,  and  the  supply  of  furs  offer- 


If  neckwear  is  small  for  the  next  season  the  lack  of 
size  will  be  more  than  made  up  for  by  the  size  of  the 
new  muffs.  These  are  larger,  if  anything  than  the  past 
season.  Here  again  the  animal  effect  prevails.  Muffs 
are  made  of  the  entire  skin  of  one  or  more  animals,  ac- 
cording to  the   size   of  the   skin.     Handsome  muffs     are 


Natural,  undyed  furs,  marketed  under  their 
own  name,  are  likely  to  prove  a  marked  feature 
of  the  new  season. 

Heads  will  be  extensively  used  as  trimmings. 
Ruffs  made  of  one  entire  skin  will  be  fashionable. 

Rug  and  pillow  muffs,  in  styles  even  larger 
than  those  of  last  year,  are  again  very  favorably 
considered. 

Fur-lined  coats  for  next  season  are  being  made 
very  long  and  loose,  and  a  greater  variety  of  furs 
is  being  employed  for  trimming. 

Prices  at  the  London  sales  displayed  a  soar- 
ing tendency.  The  highest  was  lynx,  in  which 
there  was  an  increase  of  60  per  cent,  over  last 
March. 
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ed  for  sale  was  considerably  less  than  a  year  ago.  The 
authoritative  comment  of  Blatspiel,  Stamp  &  Hea<Mcl-, 
London,  Eng.,  is  as  follows: 

"A  favorable,  if  late,  winter,  together  with  an  ac 
tive  demand  for  furs,  caused  buyers  to  flock  to  liiese 
sales  in  increased  numbers.  Again,  it  was  soon  apparent 
that  sui)plies  were  not  adequate  to  meet  the  demand,  so 
that  in  many  cases  prices  were  driven  up  bey(jnd  cvi  ry- 
body's  expectation,  notably  for  red  fox,  lynx,  Australian 
opossum,  skunk  and  wallaby.  Owing  to  rapid  transit, 
quite  large  parcels  of  American  domestic  furs  have  Leon 
dealt  in  on  the  Leipsig  market,  so  that  the  iiiatp.rial 
advances  we  deal  with  in  our  report  had  to  a  certain 
extent  been  discounted.  Prices  for  raw  Ifurs  have  ruled 
very  high  in  the  States,  consequently  shippers  of  ((Mtriln 
articles,  such  as  musquash,  skunk,  and  mink  do  not 
|)rofit  so  much  as  the  prices  realised  would  indicate. 

The  market  for  China  goods,  after  suffering  a  certain 
amount  of  depression  throughout  the  last  two  years,  ii  i^ 
shown  signs  of  revival,  and  prices  realized  during  the.sc 
sales,  although  not  rushed  up  like  American  and  Aus- 
tralian furs,  indicate  a  much  healthier  state  of  trade, 
it  may  be  noted  that  nearly  all  the  accumulations  i\ 
old  stocks  have  been  gotten  rid  of  at  low  prices,  a  fa;-t 
which  tends  to  clear  the  way  for  fresh  goods  at  reason- 
able figures." 

Prices  Are  Advancing. 

At  the  Hudson  Bay  Co.'s  sale,  beaver  sold  5  pc. 
cent,  higher  and  muskrat  15  per  cent,  higher  than  last 
January.  At  C.  M.  Lamps<jn  &  Co.'s  sale  prices  sto(.i>l 
as  follows: — 

Beaver,  5  per  cent,  higher  than  last  January;  lynx, 
60  per  cent,  higher  than  last  March;  otter,  same  as  last 
March;  silver  fox,  same  as  last  March;  wolverine,  same 
as  last  March;  fisher,  40  per  cent,  higher  than  last 
March;  cross  fox,  20  per  cent,  higher  than  last  March; 
white  fox,  20  per  cent,  higher  than  last  March;  chin- 
chilla, 10  per  cent,  higher  than  last  October;  red  fox, 
50  per  cent,  higher  than  last  March;  wildcat,  same  as 
last  March;  house-cats,  20  per  cent,  higher  than  last 
March;  badger,  15  per  cent,  higher  than  last  March; 
hair  seal,  dry,  same  as  last  March;  Australian  opossum, 
25  per  cent,  higher  than  last  October;  wombat,  same  as 
last  October;  wallaby,  25  per  cent,  higher  than  last  Oc- 
tober; skunk,  25  per  cent,  higher  than  last  March;  cat, 
civet,  10  per  cent,  higher  than  last  March;  mink,  25  per 
cent,  higher  than  last  March;  fox,  grey,  30  per  cent, 
higher  than  last  March;  fox,  kitt,  same  as  last  March; 
bear,  black,  25  per  cent,  higher  than  last  March;  bear, 
brown,  25  per  cent,  higher  than  last  March;  raccoon, 
W.&  S.W.,  10  per  cent,  higher  than  last  March;  raccoon, 
N.&i  N.W.,  30  per  cent,  higher  than  last  March;  opossum, 
50  per  cent,  higher  than  last  March;  marten,  10  per  cent, 
lower  than  last  March;  ermine,  American,  30  per  cent, 
higher  than  last  March;  ermine,  Siberian,  same  as  last 
March;  sable,  Russian,  10  per  cent,  lower  than  last 
March;  salted  fur  seal,  N.W.C.,  same  as  last  December; 
salted  fur  seal,  C.  of  G.  H.,  same  as  last  December  ; 
salted  fur  seal.  South  Sea,  sold  well. 

Muskrat,  spring,  10  per  cent,  higher  than  last  Janu- 
ary; muskrat,  fall  and  winter,  20  per  cent,  higher  than 
last  January;  muskrat,  all  N.W.,  20  per  cent,  higher 
than  last  January;  muskrat,  black,  10  per  cent,  lower 
than  last  January;  wolf,  50  per  cent,  higher  than  last 
March;  squirrel,  20  per  cent,  higher  than  last  March. 

A.  &  W.  Nesbilt's  Sale. 

Skunk,  30  per  cent,  advance  on  last  March;  civel 
cat,  20  per  cent,  advance  on  last  Harch;  white  fox,  25 
per  cent,  advance  on  last  June;   opossum,   20  per  cent. 


advance  on  last  .Tune;  raccoon,  15  per  cent,  advance  on 
last  June;  southwest  mink,  10  per  cent,  advance  on  last 
.June;  wolf,  50  per  cent,  advance  on  last  October;  red 
fox,  30  per  cent,  advance  on  last  October;  ermine,  30 
per  cent,  advance  on  last  October;  muskrat,  spring,  20 
per  cent,  advance  on  last  October;  muskrat,  other  sorts, 
10  per,  cent,  advance  on  last  October;  bear,  15  per  cent, 
advance  on  last  (Jctober;  house  cat,  10  per  cent,  ad- 
vance on  last  October;  marten,  7^  per  cent,  advance  on 
last  October;  other  districts,  mink,  otter,  beaver,  silver 
fox,  cross  fox,  lynx,  badger  and  wild  cat,  unchanged. 

China  Fur  Sales. 
Chinese  otter,  about  10  per  cent,  lower;  Japanese 
mink,  no  buyers  in  sale  and  all  withdrawn;  China  weasel, 
of  poor  quality  and  also  remain  unsold;  China  goat 
skins,  consisting  of  38,303  black,  33,691  grey,  5,987 
white,  253  mixed;  China  goat  rugs,  practically  the  whole 
offering  was  withdrawn,  buyers'  offers  being  lower  than 
prices  in  private  market,  whi'-h  is  about  15  per  cent, 
to  20  i>er  cent,  over  last  sale  price;  China  sheep  rugs, 
10  per  cent,  dearer;  China  dog  robes,  smaller  offering 
than  last  yeai',  a  few  lots  selling  "without  reserve"  at 
last    prices. 


High  ir  ui    Prices. 

The  ruling  liigh  prices  for  the  fur  season,  1909-1910, 
ha\e  aroused  considerable  comment.  In  view  of  the  re- 
duced levels  of  many  lines  of  merchandise  many  men 
held  to  the  belief  that  fur  prices  must  tumble.  The 
contrary  is  such.  Fur  prices  have  risen,  soared  in  many 
cases.  They  have  followed  the  steady  increased  ratio  of 
diamonds. 

Where  will  it  end?  is  the  (juery  about  the  trade. 
Will  retailers  pay  prices  asked?  Will  consumers  continue 
to   buj'  furs? 

A  strict  inquiry  into  conditions  soon  discovers  logi- 
cal reasons  for  increasing  fur  prices. 

Canada's  population  is  increasing,  the  world's  popu- 
lation is  increasing,  fur  consumption  is  increasing,  and 
last  of  all,  fur  production  is  in  a  measure  decreasing. 
Price  does  follow  the  line  of  supply  and  demand. 
The  other  side  of  the  question  is  simply  that  Canada's 
wealth  is  increasing  by  leaps  and  bounds.  Consumers 
are  able  and  willing  to  pay  the  price  for  furs.  This 
simple  statement  of  facts  should  set  at  rest  the  worries 
of  the  doubters. 

-i- 
Muff  Chain  of  Black  Pearls. 
A  curious  story  is  going  the  rounds  in  London,  Eng- 
land, just  at  present  which  is  absolutely  true.  A  young 
lady,  niece  of  a  well-known  admiral,  purchased  a  muff 
chain  at  some  old  curiosity  shop  in  the  West  End,  giving 
four  and  sixpence  for  it.  A  week  or  so  afterwards  she 
was  accompanying  a  friend  to  a  jeweler's,  who  asked  to 
look  at  the  chain.  After  a  careful  examination  he  asked 
if  she  would  care  to  sell  it,  saying  he  would  give  £90  for 
it.  The  young  lady  in  question  declined  to  part  with  it 
and  went  away.  A  few  days  later  she  thought  it  worth 
lier  while  to  take  it  to  another  jeweler,  who  asked  to  be 
allowed  to  let  his  expert  see  it.  Finally  he  made  her  an 
offer  of  £5,000  for  the  chain,  which  proved  to  be  composed 
of  black  pearls.  Needless  to  say,  the  owner  parted  with 
her  property  and  has  invested  the  money. 

An  Educalive  Hanger. 

Funsten  Bros.  &  Co.,  the  famous  St.  Louis  fur  house, 
have  had  prepared  for  distribution  to  those  interested  in 
furs  in  any  way,  a  very  striking  hanger,  the  educative 
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1909  A  Banner  Fur  Year 


That's  our  motto,  and  >ve  have 
the    FURS    to    "make     good." 


YOU  are  accustomed  to  expect 
an  unusual,  distinctive  and 
extremely  varied  line  of  furs  from 
us.  The  range  for  1909  is  the 
biggest,  broadest,  and  most 
novel  in  our  history.  V^alues  are 
suprisingly  favorable  for  active  re- 
tailing, considering  the  advances 
in  raw   furs. 


Musk  Ox    Brand 

Everything     in    Hi^h- 

Grade  Ladies'  and 

Men's  Furs. 


TRADE        MARK 


^ESISTCRED 


(,(, 


All  the   Staples   and  everything    that'^s    new    in    Furs 

is  a  summary  of  what  our  samples  contain. 


Here's  an  Inkling  of  some  of  the  new  things  : 
Ladies'  Fur  Lined  Garments.  Ladies'  Fur  Jackets. 


The  variety  is  almost  endless.  It's 
not  how  cheap,  but  satisfaction  we 
aim  at.  The  shells  are  first-class,  and 
the  linings  and  trimmings  are  exactly 
as  we  tell  you.  You  have  the  privilege 
of  choosing  from  the  largest  range  in 
the  trade.  Fur-lined  garments  will 
again  be  big  sellers. 


Wait  and  see  the  new  semi-fitting 
effects  in  30  and  50-inch  jackets,  in 
Squirrel,  Persian,  Seal,  Pony,  Musk- 
rat,  etc. 

Stoles 

The  range  is  the  widest  in  our  history. 


11 


NOVEL  FUR  SETTS 

Natural  efi^ects  predominate  in  a  novelty  way.  Muft's  and  stoles  show  whole 
natural  skins.  Muffs  are  very  large,  throw-overs  and  ties  are  very 
small.  You  will  see  many  novel  treatments  of  furs  in  this  respect.  Note 
particularly  our  uncommon  ideas  in  mink,  ermine,  Alaska  sable,  Hudson 
Bay  sable,  lynx,  red,  black,  blue,  and  white  fox. 

Nothing  finer  has  ever  been  manufactured  than  our  small  ties,  with  ruching 
and  velvet  effects.  Your  selections  will  stamp  you  as  the  fur  style  centre 
of  your  town. 

Our  representatives  are  showing  the  complete  range  all  over  Canada. 
A  post  card  to  us  will  put  you  on  our  visiting  list. 

BOULTER,   WAUjGH    &   CO.,   LTD. 

CANADA'S  FURRIERS,  ESTABLISHED  40  YEARS 

491-493-495  St.  Paul  St.,        57  St.  Peter  St.,  -  -  MONTREAL 


F lease  mention  The  Review  to  Advertisers  and  Thetr   Travelers 


56 


CANADIAN     FUR    TRADE 


Dry  Goods  Review 


value  of  which  is  illustrated,  to  some  extent,  'by  the  ac- 
companying reproduction.  Twenty-four  different  kinds 
of  furs  are  depicted  in  natural  colors.  The  hanger  also 
contains  the  following  suggestions  as  to  the  preparation  of 
furs  for  market.  The  dealer  in  furs  will  find  them  of 
interest : 

The  following  kinds  of  furs  should  be  taken  off  eased, 
that  is,  not  cut  open :  Mink,  Marten,  Skunk,  Opossum, 
Land  Otter,  all  kinds  of  Foxes,  Ermine  (or  White 
Weasel),  Lynx,  Civet,  Ring  Tail  Cat,  Fisher,  Sea  Otter, 
Muskrat  and  House  Cat. 

Wolf  may  be  either  cased  or  open.  The  fine  skins  from 
mountain  or  northern  sections  sell  better  cased,  while  the 
Wolf  and  Coyote  skins  from  western  and  southwestern 
prairie  sections  sell  better  open. 


side  out,  but  suggest  casing  the  fine  dark  skins  from  ex- 
treme north  fur  side  out.  No.  4,  Black  Skunk;  No.  5, 
Short  Stripe  Skunk;  No.  6,  Narrow  Stripe  Skunk;  No.  7, 
Bread  Stripe  Skunk.  All  Skunk  should  be  cased  pelt  side 
out.  No.  8,  Opossum,  should  be  cased  pelt  side  out.  No. 
9,  Square  Handled  Coon,  this  is  one  of  the  best  shapes  for 
Coons,  especially  for  central  and  southern  sections.  It  is 
very  popular  with  all  manufacturers.  No.  10,  Land  Otter, 
should  be  cased  pelt  side  out,  except  we  suggest  that  fine 
dark  skins  be  cased  fur  side  out.  No.  11,  Silver  Fox, 
should  always  be  cased  fur  side  out.  This  picture  is  taken 
from  a  very  valuable  skin.  No.  12,  Red  Fox,  should  be 
cased  fur  side  out.  No.  13,  Ermine  (or  White  Weasel), 
should  be  cased  fur  side  out.  No.  14,  Beaver,  should  be 
open  and  stretched  as  nearly  ronnd  as  possible.     No.  15, 


Reproduction  of  Colored  Hanger,   issued   by   Funsten  Bros.   &   Co.,  St.   Louis,  together  with 
Instructions  on  How  to  Prepare  Furs  for  Market. 


Cut  tails  off  of  Opossum  and  Muskrat  only.  Leave  all 
other  tails  on,  removing  the  bone  by  splitting  the  tail  part 
of  the  way  down  if  necessary.  It  is  best  to  remove  the 
tail  bone  to  prevent  tail  from  becoming  tainted.  Especi- 
ally on  fine  or  high-priced  skins.    Leave  all  legs  on  Lynx. 

The  following  kinds  of  sbins  should  be  taken  off  open : 
Raccoon,  Bear,  Badger,  Beaver,  Wolverine  and  Wild  Cat 
(Mountain  Lion  or  Lynx  Cat  may  be  taken  off  either 
open  or  cased).  In  taking  off  skins  open,  they  should  be 
cut  down  the  centre  of  the  belly  from  chin  to  tail.  See 
that  no  fat  or  meat  is  left  on  the  skin.  Stretch  respective 
skins  to  shapes  shown  in  above  picture  and  dry  carefully. 

No.  1  Raccoon  should  be  taken  off  open,  as  picture 
shows.  This  style  of  handling  is  popular  with  the  north- 
ern trappers.    Nos.  2  and  3,  Mink,  should  be  cased  pelt 


White  Fox,  should  be  cased  fur  side  out.  No.  16,  Cross 
Fox,  should  be  cased  fur  side  out.  No.  17,  Lynx,  should 
be  cased  fur  side  out.  Leave  all  legs  on.  No.  18,  Civet, 
should  be  cased  pelt  side  out.  No.  19,  Ring  Tail  Cat, 
should  be  cased  pelt  side  out.  Picture  shows  Civet  and 
Ring  Tail  Cat  fur  side  out  to  show  nature  and  color  of 
the  fur.  No.  20,  Fisher,  should  be  eased  fur  side  out.  No. 
21,  Wolf,  should  be  eased  fur  side  out  from  mountain  and 
northern  sections,  and  taken  off  open  from  western  and 
southwestern  sections.  No.  22,  Sea  Otter,  should  always 
be  cased  fur  side  out.  No.  23,  Muskrat,  should  be  cased 
pelt  side  out.  No.  24,  Marten,  should  be  cased  fur  side 
out. 

Some   trappers  deviate  slightly  in   detail  of  handling 
from  above  suggestions. 
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Furs  on  Consignment. 

One  of  the  sad  evils  of  the  fur  trade  in  recent  years 
has  been  the  increasing  number  of  retailers  who  sell  furs 
on  the  consignment  basis.  This  is  esi)ecially  true  in  the 
larger  centres  where  keen  competition  for  orders  has 
resulted  in  carrying  consignments  to  an  extreme  degree. 
Some  city  stores  doing  a  good  dry  goods  business  do 
not  care  to  invest  largely  in  furs.  Usually  there  is  not 
a  competent  man  in  charge  of  the  department,  and  the 
proprietor  of  the  store  dislikes  taking  the  risk  of  invest- 
ing in  furs.  Along  comes  a  manufacturer  who  solves  the 
problem  temporarily  by  placing  his  furs  on  sale-  in  that 
store  on  a  basis  of  "pay  for  what  you  sell  and  return 
the  rest." 

The  date  of  return  as  well  as  the  percentage  of  furs 
to  be  returned  varies. 

The  retail  fur  dealer  selling  furs  on  a  consignment 
basis  is  usually  handicapped  by  inferior  values.  More 
disastrous  even  than  this  is  the  apathy  of  clerks  who 
get  to  know  the  furs  are  on  consignment.  As  a  result, 
there  are  very  few  stores  that  sell  furs  on  the  consign- 
ment basis  that  can  claim  the  department  is  profitable. 
What  otherwise  might  develop  into  a  good  paying  de- 
partment loses  prestige  with  customers. 

The  manufacturer  who  is  forced  into  this  method  of 
selling  is  in  a  bad  plight.  He  never  knows  where  he 
stands. 

Doubtless  the  new  season  will  start  off  on  the  part 
of  many  manufacturers  with  a  resolution  to  avoid  this 
evil. 

•i* 

Fur  Trade  Notes. 

A.  J.  Alexander,  of  Montreal,  returns  this  month 
from  a  foreign  fur  buying  trip. 

He  is  now  busy  on  his  Fall  and  Winter  range,  and 
hopes  soon  to  call  on  his  old  friends  in  Ontario  with  a  full 
line  of  the  latest  novelties  in  furs  for  the  coming  season. 

Mr.  T.  E.  Cunningham,  known  to  many  in  the  fur 
trade  as  representative  for  many  years  of  Boulter,  Waugh 
&  Co.,  Ltd.,  has  joined  the  firm  of  Swift,  Copland  &  Co., 
Limited,  Montreal. 

D.  E.  Williams,  Winnipeg  manager  of  John  W.  Peck 
&  Co.,  Montreal,  and  W.  J.  Taffe,  Vancouver,  manager 
for  the  same  firm,  who  are  both  directors  of  that  con- 
cern, were  in  Montreal  last  month  attending  the  direc- 
tors' meeting. 


Pelts  Plentiful  at  Lac  Suel. 

R.  A.  M.  Clifford,  Hudson's  Bay  factor  at  Lac  Suel, 
some  fifty  miles  from  Lake  Superior  Junction,  is  credited 
with  the  statement  that  furs  in  that  district  this  Winter 
are  much  more  plentiful  than  they  have  been  for  a  number 
of  years  past.  The  Indian  trappers,  he  states,  have  been 
particularly  successful.  Besides  scores  of  mink,  black  and 
brown  bear,  red  and  black  fox,  ermine  and  musk  rat  pelts, 
Mr.  Clifford  brought  the  skins  of  seven  silver  foxes,  which 
animals  have  been  considered  almost  extinct.  The  seven 
skins  alone  were  worth  considerably  more  than  $2,000. 
He  states  that  whilg  there  is  a  slight  scarcity  of  mink,  an 
unusually  large  number  of  other  fur  bearing  animals  are 
being  caught.  Some  idea  of  the  plentifulness  of  ermine 
in  the  Lac  Sue!  district  may  be  gleaned  from  the  fact  that 
an  ermine  recently  was  found  by  Mr.  Clifford  in  the  store 
building  at  Lac  Suel.  Tt  was  caught  in  the  drippings  from 
a  syrup  barrel. 
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C  A  N  A  D  I  A  N     FUR     TRAD  E 


Dr\  Goods  Revictv 


THE  DIFFERENT  PREMISES  OCCUPIED  BY  US  SINCE  1852 


MANUFACTURERS  OF  HIGH  GRADE  FURS 

WE  OFFER  THE  FOLLOWING 

LADIES'  WEAR 

Fur  Jackets  and  Cloaks,  Fur-lined  Mantles,  Muffs,  Neckpieces,  Gauntlets,  Caps. 

MEN'S  WEAR 

Fur-lined  Coats,    Duck  and  Corduroy  Coats   (fur-lined).   Coats,  Caps,   Collars, 
Gauntlets. 


CHILDREN'S  WEAR 

Fur  Jackets,  Caps,  Muffs,  Neckpieces. 

SLEIGH  ROBES 


CLOTH  CAPS 


OUR  REPUTATION  HAS  BEEN  MAINTAINED  FOR  57  YEARS  BY  ADHERING  TO  QUALITY. 
Together  with  perfection  in  outward  appearance  of  Moose  Head  Brand  of  Furs  is  linked  the  fact  that  the 
furnishings  are  of  a  corresponding  high  grade,  attaining  the  maximum  of  reliabiUty  throughout.  There  be- 
ing no  thread,  canvas,  buttons  or  other  necessity  produced  that  is  too  good  for  our  use ;  AND  WE  USE 
THEM. 

In  manufacturing  w^e  give  close  attention  to  all  details  on  every  article  irrespective  of  value,  high  or  low,  and 
the  result  is  an  output  of  goods  that  are  sold  on  honour. 


WE  STILL  NUMBER   AMONG   OUR   CUSTOMERS   THOSE  WHO   HAVE 
PURCHASED   FROM   US    WITH   UNBROKEN   RECORD   SINCE    1852 


THESE  FACTS  ARE  WORTHY  OF  SERIOUS  CONSIDERATION  BY  BUYERS 

L.  GNAEDINGER,  SON  &  COMPANY 


90,  92,  94  St.  Peter  Street 


MONTREAL 


Please  mentwn  The  Review  to  Advertisers  and  Their   Travelers 
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Established  1852 


The  Brand  that  Qualifies  the 
Standard  of  Fur5 


/^UR  strength  might  prove  our  weakness  were  we  content  to  trade  upon 

the  good  reputation  earned,   but    we    only    carry  with  us  the   benefit 

of  the  experience  gained  during  fifty-seven   years   of   successful  competition^ 


L.  Gnaedinger,  Son  &  Co. 


Montreal 
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Fur  Trade  Conditions. 

Canada,  as  a  country,  uses  furs — plenty  of  them. 
To-day,  if  reports  be  true,  many  retailers  find  furs  un- 
profitable. What  is  the  reason?  The  history  of  the  fur 
trade  proves  that  many  manufacturers  and  many  retail- 
ers wax  wealthy.  Improved  manufacturing  and  retail 
conditions  have  evidently  not  benefited  the  Canadian  fur 
trade  as  a  whole.  The  past  fur  season  has  furnished  a 
climax  to  an  interesting  development.  Some  retailers 
found  their  fur  departments  highly  profitable.  A  few 
others  cleared  only  a  small  profit.  Many  were  satisfied 
to  break  even,  and  a  regrettable  number  lost  money  on 
their  fur  investments. 

A  student  of  the  problem  must  conclude  that  con- 
ditions have  changed.  Fifteen,  even  ten  years  ago,  when 
retail  fur  demand  was  staple,  and  styles  did  not  play 
such  an  important  part,  retailers  and  manufacturers 
both  made  money.  Then  the  retail  trade  was  in  the 
hands  of  experienced  retail  furriers.  These  men  had  to 
make  money  out  of  furs;  selling  furs  was  their  only 
source  of  profit.     They   were   largely     specialty   furriers. 

Naturally,  a  profitable  business  soon  attracts  com- 
petition, and  other  stores  began  to  carry  furs.  For  a 
time  all  went  well.  Trade  increased,  profits  were  good, 
price  cutting  did  not  creep  in,  and  everybody  was  happy. 

In  those  days  retail  furriers  relied  upon  their  buying 
supply  as  a  guide  to  buying.  Manufacturers  realized 
their  success  was  one  with  the  retail  trade.  Travelers 
carefully  studied  local  conditions,  and  advised  custom- 
ers. Retailers  learned  all  they  could  about  furs,  and 
gave  furs  close  attention.  Gradually  other  lines  of 
trade  became  envious  of  the  reported  profits  on  furs. 
Men  without  requisite  knowledge  began  to  stock  furs. 
Eetailers  who  had  made  money  out  of  furs  became  in- 
evitably self  sufficient  and  pompous.  They  no  longer 
relied  upon  the  word  of  the  manufacturer.  The  bargain 
cry  became  effective,  and  price  the  consideration  in 
buying. 

As  competition  became  keener  furs  were  treated  to 
the  drastic  pushing  similar  to  many  other  lines.  Bar- 
gains were  offered,  prices  were  cut,  and  retailers  didn't 
wait  till  the  end  of  the  season.  The  so-called  wise  ones 
started  in  November  or  December  to  cut  prices.  The 
others  felt  they  must  follow  suit. 

How  far  this  condition  has  developed  any  large 
manufacturer  or  experienced  traveler  can  tell.  To-daj' 
Canadian  manufacturers,  vieing  with  one  another  for 
business,  have  opened  accounts  in  many  towns  in  many 
kinds  of  stores.  Carriage  men,  implement  dealers,  now 
sell  fur  coats  and  robes.  Hardware  stores  often  take  a 
fling  at  furs.  Even  jewelery  stores  have  been  known  to 
stock  furs.  The  fur  trade,  from  being  in  the  hands  of 
specialty  furriers,  has  got  largely  into  the  hands  of  dry 
goods  stores,  and  incidentally  clothing  stores  for  men's 
furs.  General  stores  still  handle  the  usual  staples, 
though  the  mail  order  fur  trade  has  encroached  in  this 
respect. 

Fortunately  there  are  numerous  dry  goods  stores 
that  give  the  fur  department  adequate  attention.  These 
stores  find  furs  profitable.  They  buy  furs  intelligently, 
and  sell  them  wisely. 

The  past  season,  at  retail,  is  conclusive  evidence  that 
conditions  are  changing.  Retailers  who  will  not  give  the 
fur  department  attention  are  getting  behind  in  the  race. 
The  consignment  evil  is  killing  itself.  Furs  must  be 
bought  by  competent  men  from  reliable  houses.  It  may 
be  that  the  future  will  prove  that  fewer  stores,  in  pro- 
portion to  population,  will  sell  furs,  but  aggregate  sales 
will  be  larger.  Retailers  must  learn  to  study  local  re- 
tail fur  demand,   and  buy  accordingly.     Better  care    of 


furs  will  be  taken,  more  display  given  to  furs,  and  more 
reasonable  form  of  retail  advertising  of  furs.  Ridiculous 
slashing  of  prices  will  lessen. 

Then,  and  only  then,  will  manufacturers  and  retail- 
ers reap  the  just  benefits  of  this  great  industry.  Canada 
is  a  highly  important  fur  country.  The  fur  industry  is 
large.  Manufacturers  and  retailers  have  an  opportunity 
this  season  to  start  working  along  mutually  profitable 
lines. 


Gnaedinger's  Travelers. 

During  the  present  selling  season  the  following  tra- 
velers will  represent  L.  Gnaedinger,  Son  &  Co.,  Montreal, 
looking  after  the  interests  of  Moose  Head  brand  of  furs 
in  the  different  provinces:  W.  E.  Smith,  throughout  west- 
ei'n  Ontario;  F.  G.  B.  Hamilton,  along  the  C.P.R.  main 
line  through  Manitoba  and  West;  R.  Brosseau,  in  eastern 
Quebec;  W.  Y.  Mills,  central  Ontario;  A.  Lefort,  southern 
and  western  Quebec ;  E.  G.  Amery,  New  Brunswick,  Nova 
Scotia  and  P.E.I. ;  R.  Brown,  eastern  Ontario;  J.  H. 
Cossey,  on  all  branch  lines  in  Manitoba. 


FURRIERS'  TRIMMINGS  DE^scRypToN 

Large  stock  carried  and  quick  deliveries. 

Correspondence  solicited. 

A    Qy'^TJT^T^        DD/^C        30  Si.  Francois  Xavier  St. 

AO^^ncK    tSK^^O.   MONTREAL 
The  Furriers'  Supply  House 


Important 
Features  "  om 

190g-'10  Fur  Samples 


Ladies'  Fur  Lined  Jackets,  not  only 
the  largest  variety  in  our  history,  but 
the  best  values. 

COON  COATS 

Another  specialty  with  us.  Look  at 
the  samples  and  you'll  be  convinced 
of  the  unusual  values. 

We've  prepared  for  an  increased 
business  and  our  values  will  get  it. 

M.  SILVER  &  CO. 

'C/ie  Quality  Fur  House 

12-14  St.  John  St.  Montreal 
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Helpful   Monthly  Talks    on   Advertising 


As  A  GENERAL  rule^  it  may  be  accepted  as  an 
established  fact  that  it  usually  pays  to  take  the 
persons  to  whom  you  expect  to  sell  goods  into 
your  confidence  to  a  pretty  considerable  ex- 
tent. If  you  are  advertising  a  special  sale,  the  people  may 
be  curious  to  know  just  why  this  sale  is  being  held,  and 
the  gratification  of  this  curiosity  may  have  a  decided  ef- 
fect on  the  success  of  your  sale.  A  case  in  which  it 
was  demonstrated  that  it  paid  to  give  the  public  the  rea- 
son why  certain  action  was  taken  is  related  by  C.  Hopkins, 
who  is  reputed  to  be  the  highest  paid  advertising  writer 
in  the  world.    In  a  recent  address  he  related  this  story: 

"One  June  a  certain  clothing  concern  found  itself  in 
a  hole.  The  Spring  had  been  backward,  their  stocks  were 
heavy,  their  bills  overdue.  They  were  face  to  face  with 
bankruptcy. 

"In  this  emergency  they  sent  for  a  famous  ad-writer. 
This  man  advised  them  that  the  only  way  to  get  rid  of 
their  stock  was  to  tell  the  people  the  truth.  'Tell  them 
what  you  owe,  and  tell  them  that  you  are  bankrupt  un- 
less you  can  raise  that  money.' 

"The  firm  refused  that  method.  It  would  be  suicide, 
they  said,  to  let  their  creditors  know  their  condition.  So 
they  advertised  their  sale  in  the  old  pusillanimous  way. 
'Great  June  sale  of  clothing.  Prices  cut  40  per  cent.'  It 
was  the  old  cry  of  wolf,  and  the  public  did  not  respond 
to  it. 

"In  sheer  desperation  they  again  sent  to  this  ad-writ- 
er and  told  him  to  go  ahead.  The  next  week  their  ads. 
read:  'We  are  face  to  face  with  bankruptcy.  We  owe 
$641,282,  of  which  $562,973.42  is  overdue.  These  are  our 
creditors,  and  these  the  amounts  we  owe  them,  These 
are  the  prices  we  make  on  our  clothing  to  lose  part  in- 
stead of  all.' 

"  'If  you  come  in  crowds  to-morrow  our  creditors  will 
wait.  If  you  don'fe,  they  will  close  our  doors  before 
night.  For  this  ad.  will  tell  them  for  the  first  time  our 
exact  condition.' 

"The  crowds  did  come  and  the  firm  was  saved." 


An  Ad.  That  Appeals. 

Two  ads.  of  G.  B.  Ryan  &  Co.,  Guclph,  are  repro- 
duced in  this  department.  They  are  selected  from  a 
number  submitted  by  N.  C.  Ryan  of  that  firm  for  crit- 
icism. The  overcoat  ad.  appeals  to  us  strongly,  as  we 
believe  it  will  also  appeal  to  every  man  who  read  the 
issues  of  the  paper  in  which  it  was  printed.  "Mr.  Man, 
you  left  your  overcoat  at  Ryan's,"  is  an  out  of  thej  or- 
dinary statement  ;  it  will  arrest  attention,  which  is  one 
of  the  chief  functions  of  any  ad.  Then  it  is  followed  up 
by  some  strong  talk  about  the  overcoats  G.  B.  Ryan  & 
Co.  sell.  It  should  have  produced  good  results,  and, 
backed  by  the  reputation  which  this  firm  has  gained,  we 
are  much  surprised  if  it  did  not  move  out  some  of  those 
overcoats.  Quality  talk  is  strongly  dominant  in  all  the 
advertising  of  this  firm  ;  quality  and  style,  and  those 
are  two  mighty  good  points  to  emphasize  in  appealing 
to  the  class  of  trade  G.  B.  Ryan  &)  Co.  cater  to.  While 
the  subject  matter  of  these  ads  is  good,  the  appearance 
could  have  been  improved.  E.  D.  Gibbs,  the  Chicago 
advertising  expert  would  strongly  object  to  the  use  of 
the  "Curlicue"  border.  This  belongs  to  a  style  of  ad- 
vertising not  now  followed  by  the  most  advanced  thought 
in  this  field,  and  the  printers  of  Guelph  might  be  able 
to  give  advertisers  there  better  service  if  they    studied 


the  advertising  of  some  of  the  big  city  stores,  both  in 
Canada  and  the  United  States.  They  would  gain  a  great 
many  ideas  which  could  be  incorporated  into  the  work 
they  do  for  their  local  advertisers,  to  the  latter's  ad- 
vantage. There  is  nothing  wrong  with  the  matter  con- 
tained in  the  Ryan  ads,  but  they  could  be  greatly  im- 
proved by  the  introduction  of  some  new  type  and  a  more 
attractive  style  of  composition.  The  New  Year's  Eve 
talk   initialed   by   N.C.R.   is   splendid,   and  is  on   a  plane 


LIFE  AND    THE  NEW  YEAR 
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GtB.Ryan&Co. 


MR..    MAN! 

You  Left  Your  Overcoat  at  R_yan's 


ewustlns  It  sllll  here 


CLEARING  PR.ICES 


CHEV:OTS      MEI.TONS 

■>*50S  ?"' 


TWEEDS 


"On  The  way" 


G.  B.  RYAN  ®.  CO. 


T^fo  Advertisements  Published  on  Different  Days  by  G.  B. 
Ryan  &  Co.,  Guelph,  in  the  Mercury. 

with  the  high  grade  of  the  advertising  which  this  firm 
does.  It  will  not  sell  goods  directly,  of  course, — it  was 
not  intended  that  it  should,  but  while  ordinarily  that 
is  the  function  of  a  retail  store's  advertising,  there  is 
no  good  reason  to  suppose  that  a  departure  from  the 
business-getting  line  occasionally  is  not  productive  of 
good  results. 

•*• 

They  Take  It  Seriously. 

If  there  is  any  town  in  the  country  where  the  dry 
goods  merchants  do  better  advertising  than  those  in 
Peterborough,  the  Review  hasn't  heard  of,  it.  They  take 
their  advertising  there  seriously,  as  a  necessary  part  of 
their  business.  There  is  no  more  progressive  advertiser 
in  Peterborough  than  A.  W.  Cressman,  four  of  whose 
ads.  are  reproduced  in  this  issue.  These  were  announce- 
ments of  an  annual  "Mark  Down"  sale,  a  common  name 
for  an  uncommon  event.  This  sale,  the  advertising  man- 
ager informs  The  Review  was  held  during  February,  and 


62 


GOOD    A.DVERTISING 


Dry  Goods  Review 


four  departments  furnished  the  leaders  for  five  days  in 
four  weeks.  Each  of  these  four  departments,  staples, 
smallwares,  ready-to-wear  and  dress  goods,  was  given  an 
opportunity  of  leading  during  four  successive  weeks  in  the 
effort  to  make  February  one  of  the  fat  months  in  the 
year's  selling  instead  of  the  leanest.  This  result  was 
accomplished,  according  to  J.  C.  Kdwards,  who  writes 
the  advertising  for  this  store,  and  does  it  well.  There 
is  one  decidedly  strong  point  about  this  advertising,  the 
use  made  of  descriptions  of  goods.  The  woman  who 
reads  the  Cressman  ads.  will  gain  a  pretty  good  idea  of 
the  goods,  and  will  be  able  to  decide  before  she  visits 
the  store  whether  they  are  the  goods  she  wants,  and  we 
believe  this  is  the  most  successful  way  to  appeal  to 
jirobable  buyers.  Tell  them  as  much  about  the  goods 
as  you  can,  and  don't  forget  to  mention  Ihe  i)rice. 

It  will  be  seen  from  the  series  of  Cressman  ads. 
reproduced,  that  prices  play  an  important  part  in  them. 
It's  hard  to  criticise  ads.  like  this,  because  they  have 
demonstrated  that  they  are  good  ;  they  must  be  good 
or  they  would  not  have  produced  such  good  results.  They 
are  well  balanced  and  easily  read.  Those  that  are  illus- 
trated   are   specially    attractive,    though     we    are    of     the 


experience  of  the  last  one,  and  that  tho  present  event 
was  a  success  is,  we  have  no  doubt,  largely  due  to  the 
fact  that  the  confidence  of  the  public  had  been  secured.. 
-Vs  to  the  sale  bill  sent  for  criticism,  we  believe  it  is 
too  large  and  unwieldy.  Such  an  announcement  should 
be  in  such  shape  that  it  can  be  easily  handled  and 
studied,  and  kept  for  reference  until  the  customer  visits 
the  store,  but  imagine  a  woman  pulling  from  her  shop- ■ 
ping  bag,  a  bill  24  by  18  inches  and  spreading  it  on  the 
counter  to  look  for  a  certain  item.  We  would  have  used 
half  as  much  paper — and  used  both  sides,  making  a  four 
page  circular  of  it,  each  page  12  by  9  inches.  The  cost 
should  not  have  been  any  higher,  and  a  much  more  at- 
tractive advertisement  could  have  been  obtained.  On 
the  first  page  we  would  have  told  about  the  sale,  the 
reason  for  it,  much  the  same  as  in  the  introduction  on 
the  bill  that  was  used,  and  illustrate  it  with  an  appro- 
priate cut  which  the  printer  could  have  supplied  if  he 
had  a  modern  equipment.  Then  in  the  remaining  three 
pages  we  would  give  the  prices,  but,  instead  of  putting 
them  in  the  form  of  a  list,  we  would  describe  some  of 
them — there  would  have  been  ample  room,  and  promi- 
nently  display    a   few   leaders     that   were   specially     good 
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Some  Samples  of  Good   Advertising  Done   in  tlie  Peterborough  Examiner   by  A.   W.   Cressman. 


opinion  that  the  heading  could  have  been  varied  with 
good  effect.  Instead  of  repeating  the  "marked  down 
sale"  heading,  if  the  departments  furnishing  the  leaders 
had  been  played  up  stronger,  an  improvement  would  have 
been  effected.  These  ads  are  hard  to  beat  though.  They 
do  not  waste  space,  they  are  definite,  telling,  the  reader 
aist  what  to  expect  in  the  goods,  and  what  she  will  have 
to  pay  for  them.  They  brought  the  business  in  a  satis- 
factory volume,  and  an  ad.  that  does  this  is  good,  irre- 
spective of  what  anyi  critic  may  say. 


Good  Bill,  But  Un'wieldy. 

■  I.  D.  Cummings,  Grenfell,  Sask.,  sent  to  500  homes 
in  the  vicinity  of  that  town  a  bill  announcing  a  mid- 
winter Clearance  Sale,  which  he  states  brought  good 
business.  Mr.  Cummings  is  fortunate  in  having  built  up 
for  his  store  a  good  reputation.  He  is  not  afraid  to 
remind  the  people  of  "our  last  big  sale,"  which  is  evi- 
dence that  he  gave  them  genuine  bargains,  and  is  willing 
that    they   shall   judge   the  merits   of    this   sale  by     their 


\'Hlue,  and  endeavor  to  interest  the  reader  definitely  in 
some  one  or  two  particular  articles  which  were  season- 
able, and  of  recognized  value.  We  would  print  one  or 
more  cuts  on  each  page  of  the  circular,  which  would  make 
it  more  attractive.  We  feel  satisfied  that  a  circular  pre- 
pared on  these  lines  would  be  more  effective  than  that 
used  by  Mr.  Cummings,  because  it  would  be  more  easily 
read — and  an  advertisement  that  is  not  read  is  of  no  use 
whatever.    This  is  the  first  essential  of  a  successful  ad. 

Gives  Definite  Information. 

Moore  &  McLeod,  Charlottetown,  P.E.I.,  realize  that 
women  like  to  see  pictures  of  things  to  wear,  and  in 
tlieir  full  page  ad.  reproduced  here,  and  announcing  their 
whitewear  sale,  this  feminine  characteristic  is  catered  to. 
The  cut  across  the  top  of  the  page  is  appropriate  to  the 
"White  Fair"  idea,  and  will  attract  the  attention  of 
women  readers  of  the  paper  in  which  the  ad.  appeared. 
This  Moore  &  McLeod  ad.  is  good  because  it  possesses 
two  essential  qualifications  ;  it  is  attractive  in  appear- 
ance and  because  it  gives  definite  information  about  the 
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Roods  advertised.  Take  night  gown  No.  317,  which  is 
descrihcd  as  "a  dainty  gown  of  fine  nainsook,  open  front, 
has  round  yoke,  formed  of  rows  of  line  val,  and  muslin 
('mbr()idcr\-  inseiiion,  neck  finished  with  wide  beading  and 


New  Curtains 

New  Mats 

at 

at 

Carlisle's 

Carlisle's 

New  Rugs 

at 

Carlisle's 

Table  Covers 

Wallpaper 

at 

at 

Cairlisle's 

Carlisle's 

An    Advertisement   which  Occupied    Space   in   the 
Standard,    St.    Catharines. 


rinos,  does  not  in  itself  constitute  a  good  reason  why 
one  should  go  to  that  store  to  buy  these  goods,  which 
may  also  be  procured  in  other  good  stores  in  the  same 
city.  It  is  generally  accepted  that  an  ad.  which  will 
jiermit  of  the  name  of  the  merchant  or  store  being  re- 
placed by  that  of  any  other  merchant  or  store  and  de- 
scribe them  equally  well  is  a  poor  ad.  Judged  by  this 
standard,  one  could  hardly  characterize  the  Carlisle  ad. 
as  a  signal  success.  We  do  no,t  believe  that  it  justified 
the  use  of  the  100  lines  of  space  which  it  occupied.  There 
must  have  been  something  to  say  about  these  goods 
beyond  the  fact  that  they  were  new,  and  that  they  were 
at  Carlisle's.  One  might  naturally  ask,  "What  kind  of 
curtains  are  they,  lace,  chenille,  tapestry  or  damask  ?" 
"What  is   the  price  ?"     "What     colors     are    they     in  ?" 
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ribbon,  three  quarter  sleeve  edged  with  insertion  and 
deep  embroidery."  As  she  reads  this  a  woman  will  pic- 
ture the  garment  in  her  mind  and  it  will  look  attracti'^e 
to  her  ;  she  will  want  to  possess  it.  The  function  of  an 
ad.  is  to  make  the  reader  want  the  article  or  goods 
advertised  ;  niak-e  her  want  it  badly  enough  to  pay  out 
real  money  to  get  it.  If  more  merchants  had  the  faculty 
of  playing   up   the  qualities  of  their   goods    in   their   ads. 
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A  Full  Page   Advertisement,   and   a   Very   Creditable    One, 
from  the  Guardian,   Charlottetown,  P.E.I. 

as    well    as    Moore    &'   McLeod  do,    there    would    be     less 
money  wasted. 

4- 

Not  Enough  Particulars. 

The  fact   that   there  are  "New  curtains,   mats,   rugs, 
table   covers   and   wall  paper   at   Carlisle's,"    St.    Catha- 
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Just  a  wora  or  two  of  advice.— Try  and  shop  in  the  momingr  if  you  can;  and  a  word 
to  our  country  fii^ends — we  cannot  take  produce  at  the  above  prices  as  some  of  them  are 
away  below  cost.  Come  early  and  as  often  as  possible.  You  are  welcome  to  come  m  and 
examine  any  advertised  goods  before  the  sale,  but  you  cannot  buy,  except  at  re(,'ular  pnces. 
until  8  o'clock  Saturday  morning,  January  30th,  We  must  apologize  for  not  havmg-  our 
spring  embroideries  in  for  this  sale,  but  m  case  they  come  in  during  the  sale  they  will  be 
put  out  at  sale  prices. 

Come  at  8  o'clock  Saturday,  January  SOtb 


J.  D.  GUMMING, 


THE  FARMERS'  STORE 
CRENFELL 


A  Sale   Bill  About  the  Size  of  a   Newspaper   Page 
from   Grenfell,   Sask. 

"What  about  the  design  ?"  These  arc  all  points  which 
affect  a  woman's  decision  to  buy  curtains.  She  knows 
that  nearly  every  dry  goods  store  sell's  them.  Then  why 
should  she  go  to  Carlisle's  in  preference  to  the  dozen 
other  stores  in  that  city  ?  That  is  just  what  the  ad 
should  have  told  her,  but  it  didn't.  We  do  not  criticize 
this  ad.  simply  to  depreciate  the  efforts  of  an  advertiser, 
but  we  aim  to  be  of  genuine  service  to  merchants,  who 
want  to  do  better  advertising  ;  to  make  advertising  more 
profitable.  We  are  not  infallible  ;  we  simply  express 
our  own  opinion.  Several  persons  whose  ads.  we  have 
criticized  have  expressed  appreciation  of  the  advice  given 
and  say  they  have  benefitted  from  the  suggestions vmade. 
This  is  the  onlv  reason  for  offering  the  criticism. 


Gr&at  After-Inventory  Sale.— Friday  morning  ushers 
in  the  opening  day  of  this  great  annual  event.  Thousands 
of  people  have  waited  for  it  since  the  first  of  the  year. 
Values  are  greater  than  ever  before.- CroweU's  Limited, 


Sydney. 
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THE  INCREASES 
CONTINUE 

Greater  Every   MontK 


Sales  of  ButtericK  Patterns 
Omitting  all  sales  of  Publications 

JAMES  McCREERY  &i  CO. 

NEW  YORR  CITY 

23rd  St.  Store,  Fall  *08  over  *07    61% 
34th  St.  Store,  Fall  08  over  '07    927o 

WHY? 

TKey  Ve  Coining  BacK 

To-day  the  women  of  tHis  country,  after  trying  otKer  maKes 
of  patterns,  realize  as  tKey  never  realized  before  that  ButtericK 
FasKions  and  ButtericK  Patterns  are  tHe  one  absolutely 
dependable.  To-day  THe  Delineator  stands  admittedly  the 
FasKion  Authority  of  the  World.  And  ButtericK  Patterns  stand 
to-day  admittedly,  among  the  w^omen  and  the  merchants  of  this 
country, — THE  BUST. 

The  Butterick  Publishing  Company 

33  Richmond  St.  W.,  Toronto,  Ont.,  Canada 

8746 

i^lease  mention  The  Review  to  Advertisers  and  Their    TravelTrs 
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HOWLAND'S 
Butterick  Patterns 


Yes,  ButtericK  Patterns  are  once  more 
attKeir  ri^Ktful  Home*,  in  tKis  store. 

We  Have  ^iven  otKer  patterns  a  fair 
trial;  put  tHem  on  sale  in  place  of 
DuttericK's;  ^iven  Bridgeport  -women 
every  opportunity  to  decide  -wKicK  tHey 
preferred; — and  "we  sHall  sell  ButtericK 
Patterns  beginning  no-w. 

THE  HOWLAND 
DRY  GOODS  CO. 


TKe  How^land  Dry  Goods  Company  of 
Bridgeport,  Conn.,  gave  up  ButtericK 
Patterns  two  years  ago  to  put  in  a  different 
and,  at  tKat  time,  mucK-advertised  maKe, 

The  above  announcement  in  a  recent 
advertisement  of  tKeirs*  tells  its  ow^n  story. 

WRITE  US 


THE  BUTTERICK  PUBLISHING  COMPANY 

33  Richmond  St.  W.,  Toronto,  Ont.,  Canada 
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Month's  Review  of  Trade  Activities  in  British  Markets 

Canadian  Buyers  Were  Very  Much  in  Evidence  During  February 
—  Firmer  Quotations  for  Cotton  are  Said  to  Have  Lessened 
Business    for    the    Spinners  —  Competition     Keen    at    Wool    Sales. 

Staff  Correspondence. 


London,  Eng..  Office,  l>r>    (.oods 
Review,  88  Fleet  St.,  E.C. 


Oiricc  of  The  Dry  Goods  Review, 
«8  Fleet  Street,   K.t'., 

London,  Eng-.,  Feb.  19: 
The  clear,  brig-ht  weath- 
er of  the  past  few  weeks 
has  been  a  big  benefit  to 
the  trade.  The  London  sales 
in  particular,  have  profited, 
and  city  travelers,  who  are 
nut  for  Spring  business,  are 
linding  buyers  in  a  much 
more  receptive  mood.  Many 
Iniyers,  including  a  large 
contingent  frotu  Canada,  are 
in  town,  and  while  the 
wholesale  houses  are  in  re- 
ceipt of  numerous  orders 
which  total  fairly  large,  the 
individual  orders  ate  small. 
Signs  are,  however,  that 
fairly  large  orders  will  come 
to   hand  later. 

While  not  altogether  un- 
expected, the  numerous  company  reports  of  the  year's 
trading  in  many  of  the  big  wholesale  and  manufacturing 
firms  makes  rather  depressing  reading,  and  indicates  the 
condition  of  trade  during  the  past  year.  The  Fore 
Street  Warehouse  Co.'s  balance  sheet  discloses  a  net  loss 
on  the  year's  trading,  due,  according  to  the  report 
tendered  the  shareholders,  to  the  record  fall  during  the 
year  in  the  prices  of  silk,  wool  and  cotton,  and  also  to 
the  sudden  change  in  fashions  against  ribbons.  Foster 
Porter  &  Co.  is  another  prominent  company  that  has 
not  escaped  the  effects  of  trade  depression. 
«    *    ♦ 

Canadian  readers  will  be  interested  to  know  that  the 
Lelfridge  store  in  O.xford  Street  is  now  nearing  com- 
pletion. All  the  outer  scaffolding  is  down,  and  the 
workmen  are  busy  with  the  interior.  The  foundations 
extend  60  ft.  below  the  level  of  the  street  and  80  ft. 
above,  the  building  having  four  storeys  of  15  ft.  each, 
and  three  basements.  The  interior  of  the  building  is 
entirely  of  steel  work  and  is  fireproof  throughout. 

•  *    « 

The  much-disputed  living-in  question  is  brought  into 
extra  prominence  by  publication  of  the  findings  of  the 
Truck  Act  Committee.  The  minutes  of  the  committee 
are  very  voluminous  and  exhaustive.  Not  only  were  a 
large  number  of  the  heads  of  leading  wholesale  and  re- 
tail drapery  houses  called  to  give  evidence,  but  also 
many  heads  of  firms  from  the  provinces,  and  from 
Scotland  and  Ireland.  The  outlook  seems  to  be  for 
some  measure  providing  government  inspection  for  the 
premises  of  those  firms  who  still  adhere  to  the  practise 
of  living  in. 

•  •    • 

The  London  silk  market  is  quiet,  but  advices  from 
Yokohama  record  an  advance  brought  about  by  European 


and  American  purchases.  Buyers  in  the  Lyons  market 
are  again  holding  back,  and  are  only  covering  for  present 
needs. 

Bradford. 

It  looks  noAv  as  though  Bradford  would  have  to 
accept  the  fact  that  wool  values  have  made  a  further 
advance  at  the  present  series  of  London  sales.  Before 
the  series  opened  it  was  thought  that  the  large  amount 
of  wool  to  be  offered  would  keep  prices  down.  Over 
200,000  bales  were  listed,  or  a  daily  offering  of  about 
12,500   bales   for   each   of  the   sixteen   days   of  the     sale. 

The  attendance  of  buyers  at  the  sales  was  large,  and 
competition  keen.  Continental  buyers  were  the  largest 
purchasers  of  the  better  merinos.  American  buyers  are 
after  medium  cross-breds,  and  the  home  trade  is  purchas- 
ing greasy  cross-breds  at  full  values.  All  through  the 
series  there  has  been  sharp  competition  between  the 
home  buyers  and  the  American  contingent  for  fine  grades 
of  merinos  and  greasy  and  light  cross-breds,  and  these 
wools  have  brought  top  prices,  the  only  wool  not  selling 
freely  being  coarse  and  heavy  qualities. 

Though  Paris  and  New  York  are  taking  kindly  to 
the  new  mohair  fabrics  brought  out  for  Spring,  there  is 
some  disappointment  felt  here  because  the  London 
houses  are  reluctant  to  stock  this  fabric.  Mohairs,  as 
now  produced,  have  the  soft  finish  that  allows  them  to 
be  made  up  successfully  in  the  new  draped  dress  models. 


Manchester. 

Though  the  Census  Bureau  report  for  the  first  of 
the  year  gives  the  cotton  ginned  up  to  that  date  as 
being  over  12,470,000  bales  against  9,951,000  last  year, 
higher  rates  are  being  quoted  for  American  cotton.  This 
is  due  to  improved  trading  conditions  and  to  a  slight 
falling  off  in  the  receipts  on  this  side.  Egyptian  cotton 
is   steady. 

The  finer  quotations  for  raw  cotton  has  lessened 
business  for  the  spinners,  and,  where  business  has  trans- 
pired, spinners  complain  that  the  margin  is  on  the  wrong 
side.  Coarse  yarns  are  going  better  than  the  finer 
yarns.  On  orders  for  present  delivery  low  prices  have  to 
(Concluded   on   page   68.) 


Old  Country  travelers,  out  for  Spring  business, 
are  finding  buyers  in  a  more  receptive  mood. 

Reports  of  an  advance  in  silk  are  coming  from 
the  Far  East.  The  London  market  is  quiet  and 
buyers  at  Lyons  are  said  to  be  covering  present 
needs  only. 

The  tendency  in  Manchester  is  towards  im- 
provement. Attractive  prices  of  cotton  goods  are 
expected  to  have   an   effect  in  the   right   directio^n. 

Some  disappointment  is  expressed  in  Bradford 
over  the  reluctance  of  the  London  houses  to  take 
kindly  to  the  new  mohair  fabrics. 
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Uses    of    the    Air-Brush    in     Show    Card     Writing 

Producing  a  Very  Attractive  Card  for  Special  Occasions— How  Designs  and  Letter- 
ings are  Treated  —  A  Word  as  to  Order  Forms  —  How  to  Make  White  Paint. 

By  R.  T.  D.  Edwards  of  the  Simpson  Co. 


THERE  are  those  who  deem  it  inadvisable  for  the 
show  card   department  to   use  air-brush     tickets 
all   the   time,  because  they  have  a   tendency    to 
develop  a  common  appearance.  If  they  are  used  on 
special    occasions    such     as     Spring   opening,    Christmas 
time,    etc.,    they   tend    to   attract   the   attention   because 
they  are  out  of  the  ordinary. 

Some    cardwriters,    wishing    to    tell    the    people     that 
they  possess  an  air-brusli,  splash  on  all  the  colors  of  the 


lower  side,  repeat  the  process.  The  pattern  should  be 
kept  flat  and  secure  by  means  of  small  weights.  Cards 
Nos.  1  and  2,  show  our  specimens  of  air-brush  tickets  in 
use. 

Oval  Letters. 

The  best  type  to  use  for  ovaling  is  the  block  letters. 
See  card  No.  3.  In  this  case  black  board  is  used  with 
white  letters.     Apply   the  shading   to   the   left  and    lower 


Samples  of  Air-Brush  Work  in  Show  Cards. 


rainbow.  This  may  suit  a  certain  class  of  stores,  but 
not  the  good  ones.  It  has  a  tendency  to  injure  trade 
rather  than  attract  people  to  the  store.  The  cardwriter 
should  be  very  careful  as  to  the  colors  used.  Be  sure 
that  they  harmonize  with  the  window  or  the  goods  that 
surround   them. 

An   ink   used   a  great  deal   is   waterproof   Indian   ink. 
It  has  proved  very  serviceable  and  will  not  fade. 

Air-Brush  Designs. 

The  writer  flattens  his  designs  out  on  oiled  paper  (a 
manilla  paper  oiled  with  raw  oil  is  best)  so  that  the  ink 


side  of  the  letters  white  letters  on  any  sort  of  dark  card- 
board gives  a  ntat  oval  effect.  Red  letters  on  a  white 
board  stand  out  well  when  made  oval  with  the  black  ink. 
(See  receipt)  at  end  of  article  for  making  first-class  white 
paint.) 

No.  4  card  is  about  the  most  diflioult  to  make  in  the 
air-brush  line.  It  is  necessary,  first,  to  mark  out  the 
lettering  with  lead  pencil.  This  must  be  done  very  heavy 
so  that,  after  the  ink  is  sprayed  on,  the  pencil  marks 
may  be  readily  followed.  Spray  over  the  letters, 
allowing  it  to  overlap  considerably  on  both  sides,  but 
much  heavier   on   the   left   and   lower   sides    than    on     the 


New 

3prin& 
Styles 


Striking  Air-Brush  Effects  in  Show  Cards. 


will  not  cause  it  to  curl.    When  this  is  done  he    cuts  out 
his  pattern  with  a  small  pair  of  scissors. 

This   pattern   is    then   spread    out   on    the   cardboard 
aud  sprayed  around  the  edge.  To  make  heavier  on  right  and 


right  and  upper.  (Study  No.  4  card  carefully).  Now,  it 
is  necessary  to  apply  the  white  paint.  Follow  the  pencil 
lines  and  cover  well.  Don't  have  the  black  showing 
through. 
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No.  5  card  gives  the  cloud  efiect  and  is  the  most 
quickly  made  of  the  bunch.  It  may  be  used  on  any  size 
card. 

The  "Hat"  card  illustrates  another  use  of  the  air- 
brush. In  this  style  it  is  necessary  to  use  a  great  deal 
more  color  than  cloud  effect.  In  fact  it  is  advisable  to 
have  the  centre  as  dark  as  possible,  so  that  the 
white  letters  will  stand  out  in  good  relief. 

The  air-brush  may  be  used  in  numerous  other  ways 
but  these  are  the  principal  ones.  The  operator  must 
bring  his  own  originality  with  practice  in  working  out 
designs. 

Order  Forms. 

The  system  used  by  the  writer  requires  each  depart- 
ment to  order  its  cards.  The  prices  shown  in  the  speci- 
men order  blank  are  merely  to  indicate  the  expense  con- 
nected with  writing  the  cards,  and  the  cost  of  the  card 
board  combined.  To  buy  these  tickets  already  written 
at     a    sign     shop     would   cost  at   least   three   times    the 

Window  Cards  riust  be  Ordered  a  Day  3 head 

Dale Stie ^ 

CARD    WRITER 

Please   have  the   following    rtady  (or-  


Dep(    6j 


Ordered  bv  . 


UZM 

■MU 
Fuioy 

4«  4 

3C 

7«SX 

7  «9 

7  »  11 
4' 
6c 

Sill 
4C 
8c 

9  I  II 

IOC 

11  I  14 

14  s  11 
soc 

aoc 
4oe 

Cards  will  be  cbarf;ed  lo  iha  Department  by  which  they  are  Ofdered  at  the  above  rate. 

Order  Form  used  in  Connection  with  the  Window  Card 
Department  of  the  Simpson  Co.,  Toronto. 

amount.  The  different  sizes  are  always  kept  on  hand, 
and  cut  into  the  full  sheet  board  with  very  little  waste. 

Fancy  board  includes  the  more  expensive  kinds  such 
as  mat,  photo  mount  board,  etc.  This  board  costs  over 
twice  the  amount  of  the  plain  white  and  comes  in  most 
all  dull  colors  such  as  light  and  dark  grey,  drab,  all 
shades  of  brown,  green,  etc. 

For  all  bright  colors  in  card  board,  what  are  known 
as  railroad  boards  are  used.  This  comes  much  cheaper 
than  mat  boards. 

How  to  Make  White  Paint. 
First  of  all  you  require  a  pestle  and  mortar,  put  in 
one  cup  of  zinc  white,  add  two  tablespoons  of  mucilage, 
with  one  tablespoon  wood  alcohol,  add  water  to  the 
consistency  of  syrup,  grind  thoroughly  to  avoid  lumps. 
Bottle  in  screw  top  glass  jar  and  let  stand  for  at  least 
two  weeks.  The  longer  it  stands  the  better  it  gets.  All 
water  color  white  will  settle  to  the  bottom,  and  it  is 
necessary  to  use  a  small  wooden  paddle  to  keep  it  thor- 
oughly mixed  while  in  use. 


The  erection  of  a  new  factory  building  for  the  Oxford 
Knitting  Co.,  Woodstock,  is  shortly  to  be  commenced. 
The  main  building  will  be  200  feet  long  and  56  feet 
wide,  and  will  be  two  storeys  high  with  a  basement.  It 
will  be  of  brick.  In  addition  there  will  be  a  dye  house, 
70  feet  by  30  feet.  The  company,  in  its  present  quarters, 
is  employing  sixty  hands.  By  Fall  it  is  expected  that 
there  will  be  one  hundred  hands  on  the  pay  roll,  and  the 
new  building  will  be  capable  of  accommodating  150  to 
175  employes.  The  Oxford  Knitting  Co.  is  a  progressive 
concern  with  a  steadily  incoming  business. 


Trade  Activities  in  British  Markets. 

(Continued  from  page   66.) 

be  taken.  Some  orders  are  around  for  export  business, 
but  they  are  of  no  great  size.  Egyptian  yarns  are  also 
slow. 

The  home  trade  is  looking  up,  and  as  employment  is 
certainly  better  in  the  North,  particularly  in  the  manu- 
facturing districts,  the  general  prospects  are  improving. 
Stocks  of  high  priced  goods  are  now  getting  low,  and 
the  attractive  prices  of  cotton  goods  at  present  should 
make  for  better  business. 

The  export  demand  continues  to  improve,  and  prices 
are  slightly  firmer.  Good  business  has  been  done  with 
China,  but  the  higher  prices  asked  are  reducing  sales. 
Stocks  are  still  heavy  in  Calcutta,  but  there  is  an  im- 
provement with  Bombay. 

Arthur  B.  Wight  man  has  been  appointed  manager  of 
the  Manchester  warehouse  of  Richardson,  Lee,  Rycroft 
&  Co. 

Wardle  &  Davenport,  silk  manufacturers,  have  de- 
cided to  transfer  their  Macclesfield  departments  to  Leek. 

A.  &  S.  Henry  &  Co.,  and  Tootal,  BroadJiurst,  Lee 
&  Co.,  have  each  contributed  £100  to  the  Manchester 
relief  fund  for  the  Messina  sufferers. 

Lister  &  Co.  is  one  of  the  many  firms  that  has  felt 
the  depression  of  last  year.  In  spite  of  bad  trade  it  is 
satisfactory  to  note  that  they  are  able  to  pay  a  divi- 
dend of  4  per  cent. 


North  of  Ireland. 

Not  only  is  the  shipping  trade  showing  more  activity 
but  the  home  trade  is  maintaining  the  improvement 
made  in  demand.  Orders  received  from  the  States  con- 
tinue to  improve,  both  in  size  and  number,  and  Canada, 
on  the  whole,  is  buying  more  freely,  but  orders  from 
this  quarter  are  somewhat  irregular.  Fair  business  is 
passing  with  Australia  and  the  East,  but  there  is  little 
buying   from   the   continent. 

The  influence  of  the  steadily  increasing  output  is 
.shown  by  the  increasing  activity  in  all  lines  and  the 
same  cause  is  responsible  for  the  upward  tendency  of 
prices.  > 

Home-grown  flax  is  selling  l!reely  at  good  prices. 
Russian  flax  is  firmer  and  better  rates  are  being  obtained 
for  that  produced  in  Holland  and  Belgium. 

Yarns  are  in  increasing  demand,  and,  particularly  in 
the  coarser  numbers,  have  advanced. 

Manufacturers  are  doing  a  better  business,  and  in 
some  lines  are  booked  ahead,  and  are  holding  out  for 
better  prices.  The  demand  is  strong  on  dress  linens, 
blouse   linens,   damasks,   etc. 

•*- 

Scotch  Notes. 

With  the  movement  in  favor  of  colored  cotton  goods 
comes  a  better  time  for  the  Scotch  manufacturers,  and 
the  fact  that  the  American  markets  are  getting  back  to 
normal  is  shown  in  the  orders  received  l^rom  the  other 
side  of  the  Atlantic. 

The  improvement  in  the  linen  market  is  fully  re- 
flected in  Scotland,  and  not  only  are  the  Americans 
buying  freely,  but  they  are  hurrying  delivery  of  goods. 
Prices  are  firm,  and  buyers  are  beginning  to  understand 
that  the  tendency  of  the  market  is  set  against  them. 
Fine  damasks  and  household  linens  are  all  in  good  re- 
quest. 

The  outlook  is  decidedly  brighter  for  the  linoleum 
trade  and  manufacturers  state  that  there  is  already  a 
decided  improvement. 
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Trade's  Vie\vs  on  Fancy  Goods  and  Notions 


NOTWITHSTANDING  the  promised  vogue  of  the 
princess  and  one-piece  dress,  belt  manufactur- 
ers are     confident  of  a  good  season,  and  have 
put     out     a  big  line,  to  which  from  time    to 
time  they  are  adding  new  ideas. 

Since  the  beginning  of  the  year  quite  a  nice  business 
has  been  done  in  belts,  and  as  the  season  opens  up 
prospects  are  improving.  Belt  lines  are  varied.  Tinsels 
are  shown  in  large  variety  of  new  patterns  and  as  gold 
and  silver  are  so  much  in  evidence  in  trimming  schemes, 
there  is  every  reason  to  suppose  that  they  will  sell. 
Elastics  are  also  well  considered.  Novelties  in  leather 
are  shown.  These  are  soutached  and  many  new  elTects 
are  gained  by  strapping.  Thus,  a  tan  leather  will  be 
strapped  into  a  white  belt,  making  a  striped  effect. 
Many  fancy-tinted  leathers  make  most  effective  belts. 

Wash  belts  may  be  regarded  as  staple,  and  the  manu- 
facturers are  out  now  with  a  varied  line  for  Summer 
selling.  These  came  this  year  in  better-worked  patterns. 
Even  in  the  cheaper  belts  there  is  less  of  the  coarse, 
long  stitch  embroidery  seen  and  quite  a  nice  appearing 
belt  is  on  the  market  for  sale  at  50c.  Some  of  the  new 
belts  show  the  button-hole  finish  instead  of  the  bound 
edge.  Pearl  is  the  material  for  the  season's  buckle  and 
these  come  in  round,   square  and  heart  shapes. 

Though  the  trade  is  somewhat  overstocked  in  hat 
pins  of  the  cheaper  kind,  some  effective  novelties  are 
shown.  The  large  placques  in  imitation  of  miniature.s 
are  one  novelty,  but  the  newest  of  all  is  the  pin-headed 
with  Rhinestones.  These  come  in  the  long  shapes,  m 
discs  and  in  take  balls  and  tone  in  with  the  present 
craving  for  something  that  glitters. 

Combs  are  not  particularly  strong  sellers,  but  are 
by  no  means  out  of  style.     The  hair  ornaments    elf    tlic 


Embroidered  Belt,  Showing  Extra  Fine  Design  jn  Embroidery. 
Shown  by  Ladies'   Wear  Limited,  Toronto. 

moment  are  the  curved  barettes,  known  as  the  'Mary 
Garden."  Fancy  pins  are  much  used,  either  in  sets  of 
the  barette  and  two  pins,  or  just  the  four  pins.  Many 
of  these  are  studded  with  Rhinestones.  Filets  of  shell 
and  ribbon  filets  are  also  worn. 

Retailers  who  are  stocking  up  for  the  fancy  needle- 
work department  should  take  notice  of  the  iminenj.c 
vogue  of  hand  embroideries.  This  vogue  is  c^ivia;^  a 
new  impetus  to  the  sale  of  stamped  articles  for  personal 
wear,  such  as  gowns,  corset  covers  and  drawers  frills  to 
match  for  making  up  into  the  fashionable  combination 
garments.  Stamped  lengths  of  lawn,  cross-bar  muslin 
and  the  new  cotton  crepes  are  to  the  fore  also.  Not 
only  are  embroidery  patterns  represented,  but  many  are 
designed  for  braiding.  Some  of  the  designs  are  designed 
for  working  out  in  color,  generally  in  two  tones  of  the 
one  color,  are  in  heavy  padded  work,  to  be  done  in  long 
stitch.     This  is  a  very  effective  kind  of  embroidery  and 


docs  not  take  any  great  amount  of  working.  Tlic 
best  way  to  display  this  embroidery  is  to  have  the 
sample  waist  made  up  and  show  it  on  a  stand  in  the 
department. 

So  long  as  fashion  denies  woman  the  use  of  a  pocket 
the  bag  trade  will  flourish.  Among  the  more  practical 
novelties  is  a  bag  somewhat  on  the  order  of  the  popular 
"Merry   Widow."      For   the     Easter   trade   there     is       a 


Novelty  Belt  in  Leather  —  Shown  by  Rhys  D. 
Fairbairn  &  Co.,  Toronto. 

beautiful  line  of  fancy  bags  showing.  Many  of  these  are 
beaded,  and  floral  and  tapestry  effects  are  very  popular. 
Leather  vanity  bags  are  shown  in  delicate  shades  and 
tintings,  a  new  effect  being  given  by  applied  patterns  in 
leather.  A  bag  of  this  class  had  cut-out  leather  leaves 
applied,  the  veining  being  tooled  and  tinted  in  a  darker 
shade. 


Picture  Post  Card  Department. 

The  picture  post  card  department,  if  properly 
handled,  should  be  a  good  feature  of  Canadian  dry  goods 
stores.  The  rapidly-growing  population  of  the  country 
and  the  constant  influx  of  foreigners  assure  view  cards  a 
steady  sale.  Merchants  in  the  smaller  centres,  particu- 
larly in  the  newer  sections  being  opened  up  by  the  in- 
coming tide  of  immigration,  should  be  able  to  do  a 
good  trade.  The  department  will  require  attention  and 
care,  and  stock  should  be  kept  as  fresh  as  possible.  It 
is  better  to  display  only  a  few  cards  of  a  kind,  and  to 
fill  in  often,  as  a  large  number  of  cards  will  soon  lose 
their  new,  clean  appearance  from  being  handled  by  cus- 
tomers. Good  local  views  should  be  stocked,  also  desir- 
able views  of  Canada  in  general. 


Back  Combs 

Side  Combs 

Barrettes 
Granby   Mf^.  Co.,  Limited 

GRANBY,    -    QUE. 


DRY    GOODS    REVIEW 


Many  Trade-Inspiring  Features  in  New  Spring  Styles 

The  Range  of  Colors  Absolutely  Required  is  Wide  and  Varied  —  Have  the 
Necessary  Stimulants  to  Originality  in  W^eave  and  Pattern  Been  Weakened  ? 

Staff  Correspondence. 


Oflice  of  The  Dry  Goods  Review, 
8  Place  de  la  BoursCj 

Paris,   France,   Feb.   18. 

REALIZING  the  importance  of  being-  in  touch 
with  the  latest  style  movements,  The  Review  has 
succeeded  in  arranging  to  have  the  Parisian 
field  covered  with  exceptional  care.  The  infor- 
mation given  here  does  not  come  solely  from  the  seller 
or  the  buyer,  but  from  The  Review's  correspondent, 
whose  information  requires  no  further  test  of  accuracy 
than   the   memory   of  its   readers. 

The  trade  does  not  take  kindly  to  the  fact  that  there 
are  really  no  new,  or  at  least  no  radical  differences  in 
fashion  or  form,  likely  to*  act  as  a  stimulant  to  those 
who    must   keep    absolutely    up-to-date. 

It  would  be  a  most  uncertain  task  for  one  to  en- 
deavor to  name  any  one  or  two  coloi-s  likely  to  engross 
the  attention  of  the  masses.  It  is  true  that  the  color 
scheme  for  Spring  has  taken  on  entirely  new  proportions, 
but  this  is  not  an  individual  but  a  collective  arrange- 
ment. Just  what  this  arrangement  means  is  fully  com- 
prehended when  one  comes  to  purchase  any  line  of  colored 
goods.  The  range  of  coloi's  absolutely  required  is  wide 
and  varied.  A  staple  range  to-day  includes  reseda, 
champagne,  taupe  or  elephant,  peacock,  burgomaster — 
a  rose  with  a  tendency  to  crimson — light  tan,  moss, 
myrtle,  navy,  amethyst,  brown,  black  and  ivory,  and  in 
many  instances,  according  to  the  nature  of  the  goods, 
sky  and  pink  must  also  be  included. 

Some  of  these  coloi-s  may  appear,  at  the  moment, 
as  fanciful,  but  there  is  no  doubt  whatever  that  all  of 
these  will  be  well  known  preferences  before  the  Spring 
season  has  journeyed  to  selling  height.  The  best  houses 
have  included  all  of  the  above  colors  as  popular  shades. 

Now  as  to  originality  in  weave  and  pattern.  It  is 
right  here  where  the  creative  is  lacking.  It  may  merely 
be  the  pause  before  the  rush  or  it  may  be  that  financial 
buffeting,  such  as  most  manufacturers  have  experienced 
recently,  has  weakened  the  necessary  stimulants  to 
originality. 

Wholesale  and  retail  off^erings  in  Canada  will  not 
create  a  stir  along  the  line  of  positive  originality,  but 
because  of  an  established  use  of  fabrics  and  colors,  here- 
tofore considered  a  novelty,  but  to-day  made  stale  and 
moderate  in  price.  This  is  true,  or  almost  true  of 
Spring  showings.  It  is  more  than  true  of  what  has  been 
shown  so  far,  for  Fall. 

In  the  Millinery  World. 

Having  spent  many  hours,  in  the  past  few  days,  with 
the  leading  millinery  mode  creators  of  Paris,  visiting  in 
turn  Germain,  Avenue  de  L'Opera;  Lewis,  Rue  Royale; 
Georgette!  Rue  Scribe,  and  some  other  hat  houses  of 
lesser  note,  the  following  few  facts  are  of  interest.  Hats 
are  still  very  large,  at  leasts  most  of  them  are.  Direc- 
toire  styles  with  the  wide  crown  and  wide  brim;  Em- 
pire hats  with  high  crowns  and  brims  turne(i  clowij  oyer 


the  forehead,  and  toques  are  occupying  nearly  all  of  the 
popular  attention. 

The  love  of  change,  the  wish  for  something  other 
than  the  large  hat,  is  expressed  in  Empire  and  toque 
styles.  Although  many  of  the  Empire  hats  are  really 
large,  they  are  not  wide,  and  do  not  resemble  in  any 
way  the  styles  of  the  past  few  seasons. 

Another  bud  in  the  garden  of  possibilities  is  the  poke 
hat  with  lines  somewhat  similar  to  an  old-fashioned 
sun-bonnet.  The  idea  was  originated  as  a  style  for  even- 
ing or  theatre  headwear,  wrought  in  chiffons,  tulles,  nets, 
soft  silks  and  liberty  satins.  A  loose  head  cover  shaped 
like  a  child's  hood,  trimmed  with  rosettes  and  long  flow- 
ing ribbon  ties,  was  the  original  novelty.  Most  of  these 
lines  have  been  embodied  in  the  new  straw  shape  which, 
though  rather  extreme,  is  certainly  very  becoming. 
Whether  it  dies  in  the  bud  or  grows  to  be  a  full-fledged 
flower  of  popularity — let  some  one  else  predict.  This 
is  certain,  it  will  be  shown  in  Canada  this  Spring. 

Millinery,  sparkling  with  jet,  has  taken  quite  a  hold 
upon  the  fashionables.  Festoons  of  heads^  ferns  of 
maiden  hair,  medium  large  roses,  small  flowers  variegated 
and  beautiful,  nickels  and  ornaments,  chiffons,  tulles  and 
fancy  nets  are  worked  up  into  attractive  forms  which 
glitter  gloriously. 

Jet-trimmed  wings  flowers  and  ostrich  feathers  come 
as  a  novelty.  Nets  with  gold  and  silver  threads  or 
patterns  are  seeing  plenty  of  millinery  use.  Ribbons 
have  by  no  means  been  forgotten,  but  they  are  pretty 
well  limited  to  plain  numbers  of  the  cord  and  duchess 
varieties. 

Hats  are  worn  turn  down  on  the  head.  Many  of  tlie 
new  Empire  shapes,  with  turndown  brims,  almost  cover 
the  eyes. 

Silks   and   Their    "  Turn." 

The  use  of  soft,  drapy,  clinging  materials,  gives 
ample  opportunity  for  the  popularity  of  some  makes  of 
silks.  That  the  use  has  been  discovered  is  displayed  in 
the  enormous  yardages  purchased. 

Duchess  satins,  paillettes,  satin-de-chines,  soliels  or 
corded  silks,  single  and  double,  hold  mighty  sway. 
English  liberty  silks,  or  wash  silks,  are  revived  as  lin- 
ings. Ordinary  taffetas  have  been  thoroughly  wanted  and 
have  retreated  for  shelter  behind  price  temptations. 

It  is  possible  to  buy  on  the  market  at  the  moment, 
some  16fc  taffetas  of  eight  months  ago,  for  12|c.  Blacks 
have  suffered  the  greatest  reductions. 

The  silk  market  just  now  offers  the  greatest  price 
temptations  we  have  had  for  many  years.  Bow  silk  has 
advanced  10  p.c,  so  that  it  is  not  so  much  with  the 
manufacturer  as  it  is  with  the  wholesaler  or  jobber,  that 
these  advantages,  due  to  the  anxiety  or  necessity  of 
making  sales  in  dull  lines   may  be  obtained. 

Fancy  silks  have  arrived  at  the  place  predicted  for 
them  in  June,  1908.  China,  or  Dresden  silks  are  read, 
only  fancy  work  has  a  use  for  them.  The  few  pattern 
silks  brought  forward  are  neat  figures  in  self  tones  on 
pretty  grounds. 

Even  though  raw  silks  in  this  side  are  not  very  ener' 
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getic  competitors  for  favor,  we  firmly  believe  in  them 
for  Canadian  and  American  trade.  The  buying  done  from 
that  quarter  is  sufficient  evidence  of  the  fact. 

Dress  Goods. 

It  would  be  ratiier  tedious  were  we  to  furnish  details 
in  our  endeavor  to  describe  the  popular  cloths  for 
Spring,  knowing  that  it  would  be  impossible  to  get  very 
far  away  from  what  we  have  predicted  and  have  been 
writing  about  for  the  past  nine  nidullis.  We  Avill  pass 
(he  subject  hurriedly. 

Satin-finished  cloths  are  pretty  nearly  everything  in 
the  composition  of  what  is  required  for  Spring. 

•  Duchess  cloths,  with  satin  face  and  silk  or  wool 
back,  are  shown  and  purchased  by  every  house  in  the 
trade.  Soliels — ribbed  cloths — are  gored,  with  satin 
finish,  or  real  satin  ribbed  top,  in  dress  and  suit  weights, 
are  accepted  by  everyone  and  no  stock  is  complete  with- 
out them. 

Silk  mixture  materials  with  raised  cords  have  taken 
rather  well.  Yeddoline  is  a  new  fabric,  similar  to 
eolienne,  finer  in.  the  cord  and  softer  to  the  touch.  It 
has  the  happy  habit  of  draping  becomingly  and  is  most 
suitable  for  the  styles  of  the  hour. 

Soft  silk  and  wool  mixture  taffetas  have  found  a 
place  in  the  order  of  good  things. 

Satin  cloths,  plains,  self  stripes  and  with  colored 
hair  line  stripes  have  sold  well  to  the  popular  trade. 
Cashmeres  and  henriettas  have  by  no  means  been  for- 
gotten. Chiffon  broadcloths,  soft^  and  of  very  bright 
satiny  finish  have  proved  exceptionally  welcome  mem- 
bers. 

Fine  sheer  worsteds  in  dull,  quiet  colorings  have 
been  accepted  freely.  Imitation  tussores  of  wool  and 
mohair,  and  wool  and  silk,  have  sold  well  in  plain 
colors. 

To  the  disappointment  of  some,  pattern  goods  are 
left  but  small  space  in  the  collection  of  good  things  for 
Spring. 

Summer  Wash    Goods. 

Search  has  revealed  very  little  new  in  this  line  of 
requirement.  Apart  from  information  contained  in  Janu- 
ary issue,  we  have  only  found  in  the  way  of  something 
new  and  something  likely,  silky  cotton  fabrics,  con- 
structed to  drape  like  a  Directoire  cloth. 

Real  novelties,  in  either  weave  or  pattern,  are  like 
pearls  in  oysters.  They  may  be  there  but  your  corres- 
pondent hasn't  found   one. 

How    Ribbons   Are   Selling. 

In  duchess  and  cord  ribbons^  plain  effects  predominate. 
Ill  the  ribbon  departments,  taffetas,  duchess,  satin  and 
some   Dresden   ribbons  are   shown. 

In  the  trimming  departments,  the  overwhelming  in- 
troduction of  gold  and  silver  has  brightened  possibilities 
in  this  direction.  Jet,  gold  and  silver  form  subjects 
worth  immediate  consideration.  He  who  has  been  nurs- 
ing a  grievance  in  the  shape  of  a  dead  and  heavy  stock 
of  jet  trimmings  has  overtaken  a  long-lost  opportunity. 

Notion,  or  fancy  goods  departments,  should  do  well 
with  novelty  hair  ornaments.  In  the  theatres,  both  in 
Paris  and  London,  many  well  dressed  women  wore  pearl 
and  gold  bead  ornaments.  Some  of  these  are  in  the 
shape  of  bands  1^  to  2  in.  wide  with  pearl  fringes.  Some 
of  them  surely  must  be  inspirations  sought  in  Holland. 
Many  of  the  curious  and  very  ornate  head  dresses  that 


are  worn,   resemble   (he   banded   styles,  ever  in    vogue   in 

that  country.  a  1  r->  ■ 

About    Prices. 

There  is  lit  lie  (o  add,  on  the  price  situati<jn,  to  that 
which   was  contained  in  our  January  letter. 

Apart  from  technical  differences,  such  as  any  live 
dressmaker  or  tailor  might  create,  there  is  nothing  pos- 
itively new  to  say  about  dress  or  suit  styles  for  Spring. 

Nearly  all  lines  and  styles  are  inspirations  traceable 
to  Directoire  or  Empire  ideas.  Exceptions  to  this  in- 
fluence are  merely  the  retaining  of  the  old,  the  accus- 
tomed dress  or  suit  lines — neat,  comfortable  and  so 
acceptable. 

The  Sleeve    Question. 

The  all  important  length  of  sleeve.  The  signs  of  the 
times  do  not  promise  great  things  for  (he  long  glove 
possibilities.  The  fact  that  the  trade  is  placing  its 
surplus  stock  into  the  market,  at  ridiculous  prices,  looks 
like  short  life  to  the  long-favored  fad. 

It  is  impossible  to  feel  that  Summer  demands  will 
be  other  than  partially  appeased  with  the  long  sleeves. 
America  is  not  quite  ripe  for  an  unwavering  acceptance 
of  the  long  sleeve  and  so  there  still  remains  the  Summer 
trade.     After  that,  warch  out. 

In  going  the  rounds  of  the  large  departmental  stores 
in  Paris  and  London,  one  is  struck  with  the  informa- 
tion that  glove  sales  have  dropped  nearly  30  per  cenr. 
Not  so  much  due  to  the  decrease  in  the  number  of  pairs 
sold,  as  to  the  drop  in  price  between  long  gloves  as 
have  been  sold,  and  short  gloves  as  are  now  being  ac- 
cepted  by   everyone. 

The   Stimulants   of    the  Hour. 

The  great  hopes  of  interest,  the  possibilities  for  good 
Spring  business  consist  in  being  thoroughly  alive  to  op- 
portunities of  the  season. 

They  are  there — satin  finishes,  Directoire  and  Empire 
styles;  the  fresh  and  very  acceptable  life  of  the  new 
millinery,  jet,  gold  and  silver  trimmings;  the  wide  ap- 
peal of  the  new  color  scheme,  Enthusiasm  must  be 
created  by  using  their  features  as  the  temptations. 

A  shoulder  to  shoulder  movement  in  that  direction 
will  bring  the  profitable  reward  to  (he  Canadian  side. 


Dry  Goods  Firm  Won. 


Chatham,  February  16.— A  case  of  interest  to  the  dry 
goods  trade  was  decided  before  County  Judge  Dowlin 
last  week. 

The  local  dry  goods  firm  of  Applebe,  Stone  &  Applebc 
brought  action  against  the  C.P.R.  company  for  damages 
alleged  to  have  been  sustained  to  goods  while  in  the 
custody  of  the  company. 

The  goods  consisted  of  rugs  imported  from  Germany. 
They  came  from  Germany  to  England,  thence  by  Allan 
Line  to  Montreal,  thence  by  the  Intercolonial  Railway 
to  St.  Hyacinthe,  and  thence  by  C.P.R.  to  Chatham. 
After  delivery,  it  was  discovered  that  there  were  two 
large  holes  in  the  rugs,  as  if  a  hook  had  been  pierced 
through  them.  As  a  result,  the  firm  entered  suit  against 
the  railway  company  for  $25,  at  which  amount  the  dam- 
age was  placed. 

The  case  was  keenly  contested.  It  was  a  difficult 
matter  to  decide  whether  the  goods  were  damaged  while 
in  the  custody  of  the  C.P.R.  or  in  that  of  the  other  com- 
panies by  whom  they  were  transported.  It  was  shown, 
however,  that  the  C.P.R.  had  given  the  Intercolonial  a 
clear  receipt  for  the  goods  ;  and  the  judge  consequently 
entered  judgment  in  favor  of  Applebe,  Stone  &  Applebe. 
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Audacity  of  Extreme  Paris  Gowns  Becoming  Modified 

Merging  of  Picturesque  Styles  is  Developing  an  Antique  Note  —  Dyer  and 
Dressmaker  are  Vieing  with  Each  Other  in  Production  of  Color  Effects. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 
8  Place  de  la  Boursej 

Paris,  France,  Feb.  22. 

CERTAIN  chang-es  that  are  now  appearing  in  the 
later     models     designed  by  the     leading     Paris 
dressmakers,    indicate     the   direction   which    the 
spring  fashions  will  certainly  take.  The  Empire 
and  Directoire  gowns  are  merging  into  picturesque  styles 
that  show  the  antique  note.     The  audacity  of  the  present 
extremely  clinging  gowns  is  becoming  more  modified  and 


Princesse  Gown,   in   Walking 

Length,  of  Blue  Cloth  with 

Vest  Effect  and  Guimpe. 


The  Waist  Line  is  Dropping 
and  the  Princesse  Gown  is 
the  Mode  of  the  Moment. 


skirts  are  becoming  more  ample,   and  the   waist-line    is 
coming  down. 

Evening  gowns  are  all  of  the  clinging,  high-waisted 
type,  and  are  extremely  scanty  as  to  material.  Though 
the  majority  of  these  gowns  are  beautiful  and  artistic, 
the  boundry  line  between  good  and  bad  taste  is  easily 
passed  and  many  of  those  worn  by  women  of  daring  and 
biaarre  taste  are  spectacular  and  conspicuous. 

Just  now,  color  is  everything,  and  the  dyer  and 
dressmaker  seem  to  be  trying  to  out  do  each  other  in 
the  production  of  lovely  color  effects.  The  dyer  is  using 
his  tints,  while  the  dressmaker  is  working  wonders  with 
the  overlaying  of  gauzes  of  many  tones.  A  lovely  ex- 
ample was  seen  in  a  dance  frock  produced  by  a  leading 
house.     This  was  of  pale  mauve  chiffon   over  pale  blue. 


Another  fancy  is  the  trimming  of  white  with  colored 
lace  or  embroideries.  Thus  a  smart  little  gown  of 
white  chiffon  cloth,  embroidered  in  blue,  is  trimmed  with 
blue  lace  and  a  white  net  gown  has  a  garnishment  of 
emerald   green.      Valenciennes   lace   lends   itself   best     to 

Coiffure  Follows  the  Period. 

Not  only  do  gowns  suggest  a  picture,  but  the  coif- 
fure, as  well  as  the  cloaks  and  other  accessories,  must 
follow  the  period,  and  many  women  look  as  though  they 
had  literally  stepped  out  of  the  frame  of  some  of  the  old 
and  priceless  paintings  with  which  the  French  galleries 
abound.  Many  of  them  show  tunics  of  classic  drapery, 
the  handsomest  of  which  are  bordered  with  gold  and 
silver  spangle  work,  and  embroidery.  The  edge  is 
bordered  with  a  silk  or  bugle  fringe.  Jet  is  rapidly 
coming  to  the  front  as  a  trimming.  A  gown  of  black 
meteor  crepe  had  the  top  of  the  corsage  cut  in  little 
squares  edged  and  inset  with  jet  over  a  guimpe  of  finely 
jetted  net.  The  white  skin  shone  through  the  little 
meshes  in  a  truly  dazzling  fashion. 

Jet  trimmings  are  used  in  a  marked  degree  on  gowns 
of  every  description.  A  Beer  gown  of  liberty  gauze, 
lightly  frilled  at  the  hem,  had  hung  over  it  a  lattice 
work  of  small  and  large  jet  beads  and  bugles.  A  deep 
pointed  edge  bordered  with  a  wide  jet  fringe  was  raised 
high  at  one  side  and  held  by  a  large  jet  placque  with  a 
long  hanging  tassel. 

There  is  little  lace  used  at  present,  even  on  lingerie 
and  dishabille  gowns,  its  place  being  taken  by  fine  em- 
broideries. 

Many  lovely  shades  of  blue  are  seen  in  the  new,  soft, 
coarse  serges,  of  which  a  large  number  of  the  short 
walking  suits  are  made.  These  useful  and  smart  suits 
have  skirts  so  cut  as  to  give  the  prevailing  silhouette. 
The  more  moderate  models  are  buttoned '  from  hem  to 
waist  on  either  side,  the  front  lapping  over  onto  the 
back,  and  the  button  holes  being  really  worked.  Three 
or  four  are  left  unbuttoned  at  the  hem  to  allow  for  a 
longer  stride  than  the  scant  width   will  permit. 


Color  is  everything,  and  beautiful  examples  are 
shown  in  deference  to  this  feature  of  the  vogue. 

The  trimming  of  white  with  colored  lace  or 
embroideries  is  one  of  the  fancies  of  the  present 
day  in  Paris. 

Many  women  look  as  though  they  had  stepped 
from  the  frame  of  pictures  which  belong  to  the 
long  ago. 

Foulard  silks,  in  striped,  dotted  and  figured 
patterns  promise  to  be  much  worn  during  Spring 
and  Summer. 

Watered  silk,  of  subtle  and  delicate  marking, 
is  one  of  the  latest  materials  for  black  costumes, 
very  many  of  which  are  now  worn. 

Paris  is  advancing  the  season  in  hats.  Crin 
and  Neapolitan  straw  are  favorites.  Crowns  will 
not  be  materially  lower  this  season. 


DRY     GOODS     REVIEW 


73 


Foulard  silks,  which  have  been  out  of  favor  for  some 
tiinei,  promise  to  be  much  worn  during  the  spring  and 
summer.  They  will  be  made  with  slightly  fuller  skirts 
than  are  now  seen,  and  with  neat  little  easy  fitting 
bodices,  with  a  girdle  or  belt  at  the  waist-line.  The 
patterns  shown  are  striped,  dotted,  and  in  small,  simple 
figures  on  a  ground  of  blue,  green,  rose,   brown  or  grey. 

Black  Watered  Silks. 

Very  many  black  costumes  are  worn,  and  the  latest 
comer  in  black  materials  is  watered  silk.     The  waterings 


Picturesque  Motor  Hat  Made  of  Soft  Straw   Plait,    wiifi 

a  Large  Cabochon  of  Cherries  to  hold   the  Motor 

Veil   in  the  Correct  Position. 


and  markings  on  these  new  silks  are  particularly  subtle 
and  delicate.  Whole  costumes  are  made  of  the  watered 
silk,  but  it  is  more  often  used  for  long  plain  half  or  three- 
quarter  coats  for  wearing  with  dresses  of  pale  colored 
crepe  or  wool.  A  Riviera  costume  is  typical  of  its  use,  and 
is  made  with  a  modified  Directoire  coat  with  wide,  square 
revers  held  flat  by  large  black  velvet  buttons,  and  hav- 
ing a  high  collar  of  black  satin  embroidered  in  shades  of 
grey,  the  tight  sleeves  buttoning  to  the  elbo'W  and  hav- 
ing frills  of  lace  over  the  hands.  The  coat  opens  widely 
and  shows  a  sash  or  girdle  of  black  satin.  This  girdle 
eomes  high  up  under  the  bust,  and  passing  through  one 
side  seam  across  the  back  and  reappears  at  the  ot)ier 
side.     It  knots  in  front  and  has  long  fringed  ends. 

Just  at  present  the  fashionable  coat  is  the  long 
plain  one,  either  of  velvet,  plush  or  of  seal  imitation. 
These  coats  are  cut  straight  up  and  down,  with  no  de- 
fining curves,  and  reach  to  the  knee.  With  them  are 
worn  furs — the  wide  scarf  thrown  over  the  shoulder  and 
worn  with  a  large  muff. 

Advancmg   the   Season. 

Paris  is  advancing  the  season  this  year  and  even  at 
this   early  date   straw   hats   are  beginning   to   be   worn. 


some  of  the  latest  seen  at  the  Ritz  tea  room  being  com- 
posed of  straw  and  flowers.  These  hats  were  of  fine 
Mack  Neapolitan  and  Crin.  The  brims  were  about  six 
inches  wide  and  fully  as  high  ;  thus  indicating  that 
crowns  will  not  be  materially  lower  this  season.  The 
brim  at  the  back  rested  almost  upon  the  shoulders,  while 
it  was  caught  up  over  the  left  eye  with  one  large  crim- 
son rose,  and  the  other  side  was  bent  over  in  such  a 
manner  as  to  almost  hide  the  head.  The  most  stylish 
of  these  hats  was  trimmed  with  pliable  cream  straw 
used  as  one  would  do  a  ribbon,  and  with  tight  little 
bunches  of  roses.  Such  hats  have  a  decidedly  floppish 
Pierriot  air.  Milliners  are  using  much  old  rose,  and  it 
is  highly  probable  that  this  color  will  be  strong  in  the 
hat  world  when  the  season  fully  opens.  Many  of  the 
new  models  are  decidedly  on  the  cap  order  and  are  very 
wide  and  high.  If  the  hair  is  not  properly  dressed,  the 
effect  attained  is  highly  ridiculous  as  the  head  is  utterly 
lost  in  the  dimensions  of  its  covering.  The  back  of  the 
hair  show  and  must  be  so  dressed  as  to  catch  the 
chapeaux  and  hold  it  in  place.  A  great  deal  of  false 
hair  in  the  form  of  pufi's  and  curls  are  used,  which  arc 
posed  at  the  back  about  half  way  down.  The  pompadour 
is  worn  , quite  as  broad  as  ever,  and  sets  well  out  every- 
where except  on  the  top  of  the  head. 

Suede  shoes  have  bten  succeeded  by  pumps  of  that 
leather.  They  are  ornamented  in  various  ways,  the 
smartest      being     the     square   buckle   covered    with    suede 


Dainty  Hat    of  Gauged   Blue   Crepe,  Strings  to  Tie  Under 

the  Chin  and  Clusters  of  Moss  Rosebuds  and  Blue 

Forget-me-nots  on  Either  Side. 


leather.  Tan  and  grey  are  just  now  most  in  demand. 
Later,  white  will  be  asked  for,  and  it  is  possible  to 
have  them  made  to  order  in  other  colors. 

A  new  idea  is  the  veiling  of  blouses  with  net  or 
maline.  These  coverings  are  cut  like  a  plain  blouse  and 
can  be  slipped  over  any  waist. 
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Still   Leading 

with  the  latest  fashions,  smartest  styles,  and  the  best  possible 
value.  Our  Ne'W  Fall  Samples  are  now  ready  and  in 
the  hands  of  our  representatives.  A  few  of  the  latest  creations 
will  not  be  out  of  the  looms  before  the  end  'of  this  month,  but 
we    can    describe    them    minutely     with    illustrated    specimens. 

Our   leading   English    Speciality    for   Winter   wear    is    the    new 

"CKevera"    ClotK  (Regd) 

40  and  48  inches  wide.  Unshrinkable  and  unspottable.  It  is  made  in  all  colors,  and 
is  both  stylish  and  durable,  as  well  as  being  wonderful  value.  It  is  strictly  confined  to 
us.     Other    specialities    are : 

Soliel  Ottomans,  MoKair  TussaHs,  Satin  Royals,  "Pirle" 
FinisKed  CHeviot  Serges,  "Permo"  Stripes,  Wool  Onduli- 
ennes.   Heavy  Satin  Directoires,  "ViKin^"    Coating   Series. 

Also  Priestley's  leading  fabrics  expressly  for  Canada,  including  Silk  Warp  "Henri- 
ettas," Drap  d'  Almas,    itc,    &:c. 

Our   leading   French    Speciality    for   next    season  is   the   unique 

"CacKemir   Recamier'* 

(Duplex  Satin  Finish) 

Exquisitely  soft  and  brilliant,  and  suits  the  new  style  of  draping  better  than  any  other 
fabric  invented  this  season.  Nothing  more  refined  and  artistic  could  be  desired  by  the 
most  fastidious  of  fashionable  ladies.  It  is  manufactured  expressly  for  us,  and  cannot  be 
had  elsewhere.  To  prevent  inferior  imitations,  our  representatives  are  forbidden  to  send 
their  samples  out  or  leave  them  in  any  store.  They  will  call  with  these  exclusive  samples. 
A  few  other  fashionable  specialities  are 

"Raye  CacKemir  de  L'Inde  Cloth,"  "Suede  Satin  Amazons," 
"Raye    Sedan    Cloth,"     "Reflex*'     Satin    Stripe     Broadcloths, 
Phantom  Stripe  Habit   Cloths,  and  the  latest  craze,    "Meroving'- 
ian"    Fabric. 


J.  Ca  N.  PHILIPS  OL  CO. 

Manchester,  Eng'. 

(Branch — 20  Cheapside,  London,  E.C.) 


211  Lindsay  Building, 

St.  Catherine  St.  West 

Montreal 


611  Empire  Building, 

Wellinton  St.  West, 

Toronto 
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Trend  of  Styles  in  Canadian  Dress  Goods 


Illustrations  of  the  Latest  Vogue  in   Foulards,   Which   Promise  to  be  a   Leading 
Material  for   the   Late  Spring  and   Summer  Trade. 


THERE  is  a  strong  feeling  in  favor  of  silks   this   season   and   everylliing 
points    to    an  excellent  business  in  silk  fabrics.     The  satin  craze  still 
dominates,   and    the  wanted  materials  have  all  the  bright    lustrous    finish. 
So  great  is  the  run  upon  this  class  of  fabrics  that  the  supply  promises 
lo    be    shortj    and    trouble  has  already  commenced  with   deliveries.     One  reason 
is  that  it  taken  more  time  to   dye   the  fancy  shades  now  in   vogue  than  when 
staple  colors  rule. 

There  is  a  strong  coi'd  tendency  manifested),  and  Ottomans,  coteles,  soliels, 
Bengalines,  etc.,  are  in  a  high  position.  Shantungs  and  pongee  weaves  are 
again  indicated,  and  notwithstanding  their  past  vogue,  these  fabrics  will  be 
very  much  worn.  In  the  States,  this  class  of  silk  may  be  said  to  be  stronger 
than  ever,  due  in  a  great  measure  to  the  many  new  effects  and  weaves  that 
have  been  produced.  One  of  the  latest  is  a  ribbed  pongee  that  is  very  effective. 
There  is  also  a  very  lustrous  satin-finished  Shantung  that  is  a  very  popular 
silk. 

Foulards  are  having  a  distinct  revival  in  the  Ameri- 


can market,  and  this  is  so  strong  that  its  elTects  are 
sure  to  be  felt  in  this  market.  This  silk  has  been  for 
quite  a  time  out  of  vogue  but  promises  to  be 
a  leading  material  for  the  late  Spring  and  the  Summer 
trade.  With  satins  in  the  leading  place  it  is  superfluous 
to  say  that  it  is  the  bright  satin  foulard — not  the  twill- 
ed variety — that  is  selling.  The  Directoire  colorings  now 
worn  look  lovely  in  this  fabric,  and  it  is  shown  in  all  the 
new  colors,  rose,  blues,  greens,  amethysts,  golds,  tans, 
and  smoke. 

No  floral  patterns  are  shown,  but  all  the  designs  are 
on  the  classic  and  the  conventional  order. 


Wash  Fabrics. 

Quick  selling,  is  the  rule  now  in  cotton  fabrics,  and 
in  some  lines  a  decided  scarcity  is  making  itself  felt. 
Just  at  present,  there  is  a  big  call  for  the  sheerer  goods 
in  the  new  silk  and  cotton  fabrics.  The  cotton  crepes 
are  coming  to  the  front,  and  promise  to  become  a  con- 
siderable factor  in  the  season's  trade.  The  waist  houses 
have  taken  up  this  fabric,  and  are  making  up  some  high- 
ly attractive  models  from  it,  that  the  trade  is  taking  very 
kindly  to.  From  the  counter  point  of  view,  white  is  the 
best  seller,  but  dressmakers  are  finding  that  the  colored 
crepes  make  up  into  dainty  little  gowns.  One  merit  of 
the  material  is  that  it  requires  no  ironing,  only  a  little 
attention  in  the  way  of  pressing  being  necessary.  Dress 
linens,  linen-finished  suitings,  etc.,  are  indicated  for  a 
big  season,  not  only  in  white,  but  in  all  the  leading  col- 
ors. Plain  colors  are  the  first  favorites,  but  stripes  and 
some  cheeks  are  also  shown.  Plain  colors  in  cotton  pop- 
lins and  reps  are  also  in  request. 


Dress  ginghams  are  in  a  very  strong  position,  and,  in 
the  lower  priced  goods,  there  is  some  scarcity.  Plain 
goods  and  medium  stripes  are  in  the  lead. 

Stripes,  dotted  patterns  and  checks  are  the  patterns 
shown,  and  in  about  the  order  indicated.  Side  bands  and 
bordered  effects  are  shown  and  are  expected  to  go  well 
with  the  better  trade.  Floral  effects  are  selling  for  spe- 
cial uses,  but  the  stripe,  check  and  spot  patterns  are 
those  most  in   vogue. 

As  the  season  opens,  white  cotton  fabrics  become 
better  sellers.  Reps,  poplins,  etc.,  in  both  plain  and  jac- 
quard  weaves  are  in  good  demand.  Dress  linens  are  sell- 
ing freely.  Batistes,  mulLs,  lawns,  and  linens  are  im- 
proving, and  there  is  an  increasing  demand  for  cross- 
bar and  stripe   fancies,   in  muslins,  dimities,  etc. 


Spring  Dress  Goods  at  Retail. 

Dress  goods  departments  offer  an  opportimity  for 
good  business  during  the  Spring.  Stocks  become  reduced 
during  the  Fall  and  Winter  and,  as  a  result,  retailers 
will  be  showing  a  range  of  fresh  goods  which  will  be 
sure  to  pull  business.  Spring  lines  from  the  viewpoint 
of  both  colors  and  finish  are  beautiful  and  offer  every- 
thing desirable  for  making  striking  displays,  both  in  the 
department  and  for  window  displays.  Every  attempt 
should  be  made  to  encourage  early  buying  on  the  part 
of  consumers.  Spring  openings  should  be  held  at  an  early 
date,  and  marked  attention  should  be  paid  to  window 
displays,  which  are  a  powerful  selling  force. 

Plain  color  fabrics,  and  self-oolor  stripes  will  have 
the  main  call,  and  the  lustrous  g^tin  flnisbeg  >vill  be  most. 
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in  demand.  This  is  favorable  for  trade^  as  it  naturally 
means  that  the  higher  grades,  and  better  qualities  will 
be  called  for,  in  order  to  secure  the  high  finish,  which  has 
been  applied  with  success  to  almost  every  class  of  ma- 
terial. 

Another  thing  in  favor  of  Spring  trade  is  the  fact 
that  the  strong  vogue  for  these  lustrous  finishes  is  only 
securing  a  really  strong  footing  for  the  Spring  trade, 
and  the  marked  difference  between  the  goods  shown  for 
Spring  and  those  of  the  Fall  and  Spring  of  1908  make 
it  necessary  for  the  woman  who  desires  to  be  in  style 
to  have  the  new  goods. 

Satin  cloths,  soleils,  lightweight  Venetians  and  broad- 
cloths and  bright  finished  worsteds  are  among  the  mosl 
popular    materials. 

The  Spring  range  of  colors  is  wide,  there  being  sev- 
eral shades  to  be  classed  among  the  ultra-fashionable. 
The  faded  shades  are  strong  such  as  the  faded  shades 
of  old  rose,  bois  jolie,  amethyst,  mauves,  faded  cadet  in 
the  blue  series,  etc.  Taupe,  elephant  gray,  and  a  new 
shade  called  donkey  gTey,  in  the  grey  series,  will  be 
fashionable.  Castor  tints,  chocolate  and  walnut  are 
figuring  well  in  the  trade.  Owing  to  the  face  that  green 
held  such  a  strong  position  at  the  close  of  the  Fall  sea- 
son, it  is  expected  that  there  will  be  considerable  de- 
mand for  all  shades    especially  the  olive  tints. 

Brightness  of  finish  and  beauty  of  color  aVe  the  high 
characteristics  of  the  new  materials,  and  these  features 
also  promise  to  continue  in  the  lead  in  Fall  fabrics.  Weave 
is  not  so  much  sought  after  as  color  at  present,  and  pro- 
vided the  material  has  the  requisite  lustrous  finish  and 
that  it  drapes  well,  and  is  of  the  fashionable  weight,  it 
is  the  color  that  is  the  deciding  point  with  the  woman 
in  search  of  a  new  gown. 

In  very  light  weight  materials  voiles  will  have  a  call 
in  all  the  pastel  shades.  Silk  and  cotton  fabrics  will  be 
in  request,  and  all  crinkled  or  crepe  effects  seem  likely 
to  meet  with  marked  success  for  Summer  wear,  there 
being  a  renewed  interest  in  such  goods,  particularly  cie- 
pon. 

Manufacturers  making  these  bright  finished  worsted 
goods  are  exceedingly  busy  and  buyers  are  finding  goods 
of  this  class  slow  in  coming  to  hand.  The  manufactur- 
er, however,  is  not  wholly  to  blame — it  is  in  the  dyeing 
and  finishing  end  that  some  of  the  wait  occurs.  The 
number  of  new  shades  and  the  decidedly  fancy  nature 
of  the  colors  now  in  vogue  make  the  dyeing  a  much  slower 
process. 

In  view  of  the  fact  that  goods  are  being  held  up  by 
the  dyers,  and  that,  therefore,  it  will  be  difficult  to  get 
repeats  in  time^  some  manufacturer^  it  is  hinted,  are  con- 
templating sending  goods  over  in  the  grey,  to  be  dyed  and 
finished  in  Canada. 

The  selling  tendency  is  favoring  plain  fabrics,  and 
I  lie  only  strong  feature  in  fancies  being  the  stripes  in 
the  weave.  A  few  shadow  effects  in  checks  are  shown, 
but  beyond  a  small  showing  for  the  very  classy  trade,  very 
few  checks  are  seen.  An  exception  can  be  made,  how- 
ever, in  favor  of  shepherds'  checks,  and  these  will  have 
some  selling  strength.  White  serges  in  chevron  and  fancy 
stripe  weaves  promise  to  be  big  sellers.  White  ground 
serges  with  a  narrow  stripe  of  black  or  color  are  in- 
cluded  in   the   novelty   lines. 

,'  Black  is  of  more  importance  than  for  a  long  time 
back.  Not  only  is  the  smart  woman  buying  black,  but 
owing  to  the  minor  position  of  staple  colors  many  of  the 
more   conservative   dressers   are   compromising   on   black. 


An  Optimistic  Outlook. 

In  a  recent  interview 
with  a  representative  of 
the  Dry  Goods  Review, 
A.  J.  Dugal,  manager  of 
the  dress  goods,  and  sta- 
ple departments  of  the 
departmental  store  of  W. 
H.  Scroggie,  Ltd.,  Mon- 
ttreal,  was  very  optimistic 
regarding  the  Spring  out- 
look for  the  dress  goods 
trade  at  retail. 

Mr.    Dugal    stated     that 

conditions  favor  a  healthy 

business.       Retail     stocks 

have  become  well  reduced, 

and     merchants     are  able 

to   show  a  good  stock  of 

new,   fresh  and  up-to-date 

A.  J.  DUGAL  goods,  which  enables  them 

Manager  of  the  Dress  Goods  and        to    make    attractive      win- 

Staple  Department  of  w.  H.         dow   and   department   dis- 

Scroggie.  Ltd..  Montreal.  ^j^^^  ^j^.^    ^^    contrary 

to  last  Spring,  when  re- 
tailers had  carried  over  heavy  stocks,  and  the  percent- 
age of  new  goods  was  small.  The  vogue  for  satin  and 
all  lustrous  finishes  is  in  favor  of  active  business  at  the 
dress  goods  counter,  as  during  the  past  two  seasons, 
fashion  favored  mixed  colors  and  fancy  weaves  in  pre- 
ference to  finish.  This  makes  it  necessary  for  the  woman, 
who  is  to  be  in  style,  to  wear  the  Spring  fabrics.  The 
fact  that  finish  is  the  main  consideration  assures  a  better 
trade  in  the  high  grade,   better  class   goods. 

Speaking  further  on  the  question  of  Spring  business, 
Mr.  Dugal  stated  that,  according  to  his  belief,  merchants 
should  force  early  Spring  business.  Earlier  openings, 
more  elaborate  window  and  department  displays  are  ad- 
visable. These  are  a  powerful  selling  force,  and  should 
be  given  great  consideration  and  attention. 

When  asked  his  opinion  in  regard  to  the  leading 
fabrics  for  Spring  and  Summer,  Mr.  Dugal  laid  great 
stress  on  all  fabrics  with  a  lustrous  finish,  and  gave  in- 
stances of  the  ready  sale  of  such  goods.  He  also  spoke 
of  the  increasing  popularity  of  crinkled  or  crepe  finished 
floods,  such  as  crepons,  and  seersuckers,  which  are  readily 
licing  taken  up. 

Speaking  of  colors  he  referred  to  Spring  as  a  big 
color  season,  and  was  enthusiastic  in  regard  to  the  beau- 
tiful colors  and  shades  to  be  seen  in  the  Spring  showing. 
Among  those  mentioned  were  the  rose  shades,  bois  jolie, 
amethyst,  wisteria,  catawba,  mauve,  taupe,  elephant, 
donkey  grey,  faded  cadet  blue,  gendarme,  light  and  dark 
navies,  and  the  greens,  particularly  the  olive  tints, 
castor,  chocolate  and  walnut. 

Mr.  Dugal,  who  has  been  with  Messrs.  W.  H.  Scrog- 
gie, Ltd.,  during  the  past  ten  years,  is  a  native  of 
Quebec  City,  and  served  his  apprenticeship  in  the  store 
of  Glover,  Fry  &  Co.,  of  Quebec.  After  six  years  with 
this  firm  he  was  in  the  employ  of  his  present  firm  for  a 
year,  after  which  he  took  up  the  manufacturers'  agency, 
representing  several  firms.  After  a  short  period  Mr. 
Dugal  again  entered  the  employ  of  Messrs.  W.  H. 
.Scroggie,  Ltd.,  and  has  remained  with  them  to  the  pre- 
sent time.  He  was  appointed  first  as  floor  manager  of 
the  linen  department,  and  was  then  given  the  position  of 
buyer  for  the  staple  and  dress  goods  department.  He 
was  the  first  buyer  to  be  sent  to  Europe  for  the  firm. 
Mr.  Dugal  takes  an  active  interest  in  the  general  busi- 
ness of  the  store  outside  of  his  immediate  department, 
and  is  chairman  at  the  managers'  monthly  meetings. 
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IS  the  unique  and  most  satisfactory  of  all  cotton  dress  fabrics,  and  with  its  odd  crinkle,  is  unlike  any  other  goods 
you  ever  saw.  Exclusive  in  designs  and  color  effects,  its  wear-resisting  qualities  make  it  one  of  the  few  fabrics 
of  great  beauty  and  worth  at  small  cost. 

Made  in  all  the  fashionable  plain  shades  and  in  a  large  range  of  figured  patterns.     Unequalled  for  house 
and  party  gowns,  kimonos,  dressing  sacques,  etc.     Special  patterns  of  unusual  interest  for  draperies  and  curtains. 

The  crinkle  is  permanent — it  will  neither  stretch  out  — wash  out — iron  out—  wear  out. 

The  best  jobbers  sell  the  popular  Serpentine  Crepe  in  all  styles,  patterns  and  colorings.     Ask  your 
jobber  for  it,  and  if  he  does  not  keep  it,  write  us  his  name. 

Retailers  who  are  not  showing  "SERPENTINE  CREPE"  are  invited 
to   send  for  samples,  and  learn  how  they  can  make  money  selling  it. 

pACincp§.70Kllby§t,.B(^TON 

Among  the  leading  Canadian  Jobbers  handling  Serpentine  Crepe  are  :    Greenshields.  Limited,  Montreal ;  Gordon  McKay  Co. ;  Burton 
Spencfc  &  Co.;  John  Macdonald  Co.,  Toronto;   Manchester  Robertson  Allison  Co.,   St,  John,  N.B.;  J.  &  M.  Murphy,  Halifax,  N.S. 
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TO  OUR    READERS 

The  Review  uses  monthly  in 
its  reading  columns  late  fashion 
cuts  which  we  secure  from  the  old 
and    new  worlds. 

These  are  only  used  once  by 
us,  and  we  offer  these  cuts  to  our 
supporters  for  their  advertising 
work  at  the  following  low  rates  : 

8  cents  per  square  Inch  for  half-tones 
4     ' "    "    zinc  etchings 

Only  the  originals  will  be  sold. 

When  ordering  please  mention 
page  and  month  of  the  Review  in 
which  the  cut  appeared. 


Address 


MONTREAL 
232  McGiil  Street 


TORONTO 
10  Front  St.  East 


THIS  TRADE  MARK 

Indicates  the  Very  Best  Quality 
in  High  Class 

Woolen  Fabrics 


Harris  &  Company,  Limited 


ROCKWOOD 


ONTARIO 


MONTREAL 

HALIFAX 
LONDON 
WINNIPEG 


Rtpresentati'ves 

HECTOR  PREVOST,  710  St.  Hubert  Stree, 
G.  A.  WOODILL.  Roy  Building 
J.  A.  IRWIN,  341  Princess  Avenue 
McRAE  4  WALKER.  Ashdown  Block 
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the  trade  of  people  who  want^  exclusive^  goods 
and  who  have  the  money  to  spend, —  goes  to  the 
man  who  has  the  most  fashionable  assortment. 

Ladies  Wear  Limited  is  the  house  of  exclusive- 
ness  in  fashionable  neckwear  and  dainty  dress 
accessories.  Our  designs  are  made  up  from  the 
latest  decrees  of  the  leaders  of  fashion  in  Pans 
and  New  York. 

By  specializing  on  our  lines  you  may  corner  the 
Automobile  Trade  in  your  locality. 


58-64We]]in^ton  Slreel  West 

TORONTO 
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Latest  Ideas  of  Fashion  in  Dress  Accessories 


A  Good  Lace  Season. 

THE  outlook  is  bright  for  a  good  lace  season  and 
one  along  somewhat  novel  lines.  The  demand  is 
turning  towards  such  laces  as  torchon  and  cluny. 
Irish  crochet  laces  are  coming  strongly  to  the 
front.  In  New  York  the  greatest  interest  possible  is  being 
manifested  in  the  real  Irish  crochet  laces.  Robes,  coats, 
waists  and  neckwear  are  entirely  of  this  lace  or  lavishly 
trimmed  with  it.  Following  the  mode,  popular-priced 
articles  of  dress  show  the  imitation  crochet  lace  as  their 
chief  trimming.  Only  second  to  the  imitation  crochet 
laces  come  Cluny  and  torchons.  Not  only  are  these  used 
in  the  real  lace,  which  can,  by  the  way,  be  had  at  very 
moderate  prices  for  real  lace,  but  there  ai;e  .-also  close 
ma(!hine-made  imitations, that  are  highly  effective.  Not 
only  are  these  laces  freely  used  upon  linen  and  lingerie 
dresses,  waists,  etc.,  'but  they  are  coming  into  wide  use 
for  the  trimming  of  underwear. 

The  favor  for  insertions  and  l)ands  continues  as  long, 
close  lines  are  those  in  vogue.  Bandings  give  these  long 
lints  most  effectively,  and  are  most  used.  Edgings  and 
flouncings,  therefore,  play  only  a  minor  part. 

Colored  laces  are  beginning  to  be  very  much  used,  and 
the  universal  Irish  is  seen  dyed  to  match  the  color  of  the 
gown. 


Imported  Lace  Jabot  for  Wear  with  Embroidered  Collar 
—  Shown  by  Ladies'  Wear,  Limited,  Toronto. 

Colored  net  laces  on  a  very  light  ground  and  often 
worked  up  with  gold  or  silver  are  shown  for  use  with  the 
lightweight  Spring  fabrics.  These  light  net  grounds,  with 
heavy  ball  and  spot  patterns,  are  also  shown  in  white  and 


ecru,    and   sometimes    the   ball    or   spot   is   in    color   on    a 
white  ground. 

There  is  some  idea  that  venise  and  guipure  may  be 
more  used  than  at  present  a  little  later  on  as  many  of 
the  inoie  oxclusivc  model  houses  are  using  these  laces  par- 


Imported  Lace  and  Pleated  Lawn  Jabot  — Shown 
by  Ladies*  Wear,  Ltd.,  Toronto. 


ticularly  in  the  form  of  medalions.    These  are  used  to  de- 
fine the  waist  line  and  to  join  the  waist  and  skirt. 

Valenciennes,  which  has  been  so  long  in  high  favor, 
has  sunk  to  its  normal  use.  For  many  purposes  this  lace 
is  indispensable,  and  it  must  always  have  a  staple  place  in 
tliii  department. 


Ladies'  Neckwear. 

There  has  been  little  of  the  between-seasons  wait  about 
the  neckwear  business,  and  ever  since  the  beginning  of  the 
year  a  good,  steady  business  has  been  done.  As  the 
Spring  trade  opens  up  this  demand  is  growing  in  volume, 
and  on  some  lines,  at  least,  prompt  delivery  is  impossible. 
This  is  because  the  manufacturer  is  hehind  in  his  orders 
for  nets  and  other  materials  used  in  making  neckwear. 

For  the  Easter  trade,  fancy  neckwear  is  always  good 
and  this  year  is  an  exception.  These  are  taking  the  form 
of  the  (Jibson  collar,  but  without  the  high  points.  Net, 
Vals  and  other  fine  laces  are  all  used  in  their  production. 
Thtre  is  also  little  point  to  the  front  of  these  collars. 

Neck  ruffs  are  also  indicated  for  popular  selling  for 
the   Easier  season.     These    come   in    ribbons   and   pleated 


Lace. — The  demand  is  developing  a  preference 
for  Cluny,  torchon  and  Irish  crochets.  The  favor 
for  insertions  and  bands  continues. 

Neckvveai-.— The  Gibson  collar,  without  the  high 
points,  in  net,  vals  and  other  fine  laces  is  a  favorite. 
Ruchings  are  strong  with  the  popular  trade.  The 
new  Dutch  collar  and  kindred  low  set  styles  are 
coming  forward. 
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silks,  and  in  cMffons  and  malines  in  all  the  new  art 
shades.  Quite  a  tasty  little  ruff  is  on  the  market  in  net 
and  maline  that  can  be  sold  at  50e.  This  ruff  can  be  had 
in  all  the  new  season's  colors. 

Ruchings  still  keep  up,  but  are  decidedly  stronger  with 
the  popular  trade  than  with  the  exclusive  end.  Still  the 
smaller,  less  fluffy  effects  now  selling  promise  to  continue 
in  vogue  for  a  long  time.  Manufacturers  of  ruchings  have 
had  a  busy  time  since  the  beginning  of  the  year,  and  are 
still  receiving  good-sized  orders. 


on  the  white  ground.     In  short,  the  outlook  is  decidedly 
bright  for  a  good  neckwear  season. 

For  wear  with  smart  costumes,  beautiful  long  scarfs  of 
chiffon  are  shown.  These  come  in  all  the  new  shades  and 
in  black.  They  are  beautifully  embellished  with  gold  and 
silver  embroideries,  and  many  are  seen  gathered  in  at  the 
end  and  finished  with  a  large  gilt  tassel,  while  some  have 
gold  and  silk  fringe  at  the  ends.  These  scarfs  are  worn 
over  the  shoulders  in  true  Empire  fashion  and  accord  well 
with  the  new  Spring  millinery. 


Ne^v  Lingerie  Stock  Collar,  Trimmed  Imitation  Irish  Lace 
—  Shown  by  Rhys  D.   Fairbairn   &   Co.,   Toronto. 


Gloves 

Late  buying  has  had  a  marked  effect  upon  the  glove 
trade,  and,  as  a  result,  deliveries  are  slow.  Importers  are 
e.xperiencing  a  great  deal  of  inconvenience  owing  to  de- 
layed shipments  in  short  kid  gloves.  Foreign  glove  manu- 
facturers were  obliged  to  dispense  with  many  of  their 
hands  when  business  was  bad,  and,  as  a  result,  now  that 
the  rush  has  come,  they  are  finding  great  difficulty  in 
securing  sufficient  help  to  turn  out  the  goods  asked  for. 

Long  kid  gloves  are  selling  in  fair  quantities  for  even- 
ing wear,  but  the  big  demand  is  for  the  wrist  lengths.  In 
fabric  gloves  both  long  and  wrist  lengths  are  called  for. 

There  seems  to  be  a  renewed  interest  in  white,  modes 
and  greys  in  wrist  length  kid  gloves.  Blacks  are  good 
sellers,  and  there  is  a  heavy  demand  for  tans.  Other 
colors  are  called  for  to  some  extent. 


Veilings  and  Nets. 

In  spite  of  the  fact  that  they  are  not  new,  the  Russian 
nets  promise  to  be  the  leading  veiling  net  of  the  season. 
This   is  due  to  the  fact  that  added  to  their  excellent  wear- 


The  call  for  wash  neckwear  has  come  extra  early  this 
year,  and  there  is  every  indication  of  a  big  season  in  ad- 
vance along  this  line. 

In  New  York,  Irish  crochet,  both  real  and  imitation 
are  indicated  as  the  Summer  neckwear  laces.  This  is  a 
new  note  that  should  be  welcomed  as  it  is  just  one  of  those 
changes  that  lead  to  business. 

Round,  low  collars  are  coming  forward  strongly  and 
everything  points  to  a  big  business  in  this  class  of  neck- 
wear. These  Dutch  collars,  as  they  are  called,  are  shown 
in  real  and  in  imitation  crochet,  in  linen,  embroidered  and 
trimmed  with  Irish  crochet  and  Cluny,  and  in  many 
muslins,  lawns  and  other  wash  fabrics. 

To  wear  with  these  Dutch  collars  are  many  new  forms 
in  jabots  formed  of  sheer  linen,  lawn,  and  and  with  Cluny 
lace,  or  real  or  imitation  Irish  as  the  trimming.  These 
are,  for  the  most  part,  pleated,  and  come  in  single,  dou'ble 
and  triple  effects.  The  majority  are  in  white,  but  some 
of  them  show  a  touch  of  color  in  the  form  of  embroidery — 
just  a  few  spots,  or  a  spray  in  ceil,  pink,  helio,  or  green. 

Jabot  and  bow  effects  in  crochet  laces  are  shown  in 
great  number,  and  there  are  many  lace  bows  in  the  same 
laces. 

Though  these  low,  flat  affairs  promise  to  be  very  popu- 
lar, the  higher  collars  will  be  by  no  means  driven  out. 
Lovely  collars  in  stocks,  etc.,  are  shown  in  embroidered 
and  lace  trimmed  models.  The  laces  used  here  are  also 
the  popular  Cluny  and  Irish. 

Ascots  are  showing  in  big  variety,  chiefly  in  the  reps 
and  poplins  and  mercerized  fabrics  in  white.  Some  few 
striped  effects  are  shown,  but  the  newest  idea  dn  colors  is 
the  embroidered  spot  effects— that  is  the  spot  in  pale  color 


Irish  Crochet  Imitation,  Showing  Insertion  and  Edging 
—Shown   by  Konig  &  Stuffmann.   Montreal. 

ing  qualities  they  are  one  of  the  most  flattering  forms  of 
net  that  have  ever  been  introduced. 

All  sizes  and  forms  are  selling.  Just  at  present  black 
is  the  most  in  demand,  but  as  the  Spring  opens  up  more 
colors  will  sell.  Magpies  are  very  good,  particularly  in 
Die  finer  meshes  and  dots. 

The  call  for  veilings  at  present  is  almost  wholly  for 
yard  goods.  Made  veils  show  their  strength  in  chiffon  and 
crepe  goods  for  auto  wear.  This,  of  course,  is  not  very 
pronounced  at  present,  but  will  become  stronger  as  the 
season  opens. 
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THE  RIBBON  HOUSE  OF  CANADA. 


A/onYred/      March   3rd,    1909 


Mr.  Retailer, 

Everywhere, 

Canada, 

Dear  Sir: — 

Years  ago  this  business  was  a  theory.   Our  idea  was 
that  ribbons  should  be  handled  as  a  specialty.   We  have 
proven  this. 

To-day  we  stand  aces  high — the  acknowledged  Ribbon 
House  of  Canada.   To-day  we  appeal  for  your  business  on  the 
basis  of  theory  plus  fact. 

Haven't  we  demonstrated  our  right  to  this  title?  If 
you're  a  customer  you  will  agree  with  us. 

What  has  brought  this  to  pass?   Surely  not  talk — but 
values  and  prompt  delivery. 

Realizing  from  the  outset  of  our  business  career, 
that  our  Success  lay  in  really  serving  you,  we  fixed  that 
as  a  principle. 

Merchandise,  merit,  value,  not  favor,  is  the  real 
road  to  lasting  success. 

Why  not  buy  from  us  when  we  can  serve  you  for  your 
own  profit?   When  we  fail  in  this  seek  others.   We  take 
import  orders  at  import  prices,  but  also  carry  actual  stock 
of  every  line  we  show  for  import. 

At  any  rate,  if  you're  not  a  customer,  investigate 
our  offerings  in  ribbons.   Do  it  this  Spring. 

Trusting  to  hear  from  you. 

Very  truly  yours, 

W.  H.  BARRY  &  CO. 

By    0^  IKUw /)k^  (Xaam/ 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Dress  nets  are  popular  and  in  varied  styles.  Fine  nets 
are  good,  and  the  large  meshed  nets  are  also  selling.  The 
large  hexagon  meshes  and  many  varieties  of  fish  nets  are 
very  much  in  vogue.  Besides  cream,  white  and  ecru,  all 
the  colors  popular  in   millinery  and   in  dress  fabrics  are 


The  novelties  of  the  season  have  all  been  before  de- 
scribed in  the  pages  of  The  Review,  and  there  is  nothing 
new  to  add  at  present.  Colored  effects  in  delicate  shades 
of  pink,  blue,  emerald  and  lavender  promise  a  fair  run 
in  the  larger  centres,  though,  of  course,  even  here  the  big 
business  will  be  done  in  white. 

Deep  flouneings  and  matched  bands  give  excellent 
pri<mise.  Corset  cover  embroideries,  headings  and  ali- 
overs  are  also  selling.  The  ffgure  on  the  cover  of  the  pre- 
.'^ent  issue  should  be  deeply  studied  by  all  embroidery 
buyers,  and  it  would  not  be  a  bad  plan  to  mount  it  and 
use  it  in  either  the  window  or  in  the  department.  The 
gown  shown  is  in  excellent  style  and  many  gowns  of  the 
tj'pe  it  indicates  are  sure  to  be  worn. 


Parasols  and    Umbrellas. 

Tlie   early   showings   of  advance   lines  have   now  been 
made  and  buyers  are  beginning  to  consider  the  next  move 


Tucked   Button  Effect    Plauen  Net  Insertion— Shown 
by  Konig  &   Stuffmann,  Montreal. 

called  for.  In  addition  to  these  gold  and  silver  mesh  nets 
and  tinsel  cloths  are  selling. 

The  dress  or  over-dress  is  made  from  these  popular 
nets,  and  yokes,  etc.,  are  developed  in  net,  often,  of  one 
net  placed  over  the  other.  The  latest  idea  is  to  veil  a 
waist  of  lace  or  silk  with  an  unlined  waist  of  net  and  gold 
and  silver  nets  are  often  employed  for  the  purpose. 

The  call  for  nets,  both  plain  and  tucked,  is  large  and 
increasing,  and  deliveries  are  none  to  good  on  this  class 
of  goods.  Therefore  buyers  will  do  well  to  watch  stocks 
carefully,  and  re-order  in  plenty  of  time. 


Embroideries. 

The  outlook  is  for  a  busy  season  for  the  em'broidery 
department,    and    there    is    every    favoring    feature    that 


Silk  and  Net  Fancy  Collar— Shown  by   Ladies'  Wear,  Ltd.,  Toronto. 

makes  for  a  large  sale.  To  begin  with,  fashion  is  partial 
to  embroideries,  and,  due  to  causes  known  to  every  buyer, 
prices  at  present  are  attractively  low. 


Chapeau,   Maison  Chaigneau,  Illustrating  the  use  of  Ribbons 
—  From  iPortfolio,!  by   Walter  H.   Barry  &  Co. 


in  the  game.  So  far,  colored  coachings  have  met  with 
most  favor.  There  is  also  a  call  for  10,  12  and  16-rib 
parasols. 

The  popular  trade  is  taking  taffetas,  but  the  more 
handsome  parasols  come  in  the  newer  satin-finished  silks. 

Later  on,  white  will  come  to  the  front  strongly  and 
tlio  embroidered  linen  and  lingerie  effects  are  still  in 
favor.  A  lovely  white  satin-finished  parasol  seen  had 
three  deep  tucks,  and  was  finished  by  three  scant  frills,  the 
edges  of  which  were  button-holed. 

In  silks  striped  effects  and  Dresden  and  floral  stripes 
are  shown.  The  handles  are  generally  tinted  or  enameled 
to   match    the    cover,    and    preference   is   given    to    long. 
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Pewny  &  Caret 

announce  that  they  have 
in  stock  a  full  range  of 
all  kinds  and  colours  of 
Glace,  Suede  and  Cape 
goods    in    all    lengths. 

Samples  on  request 
Every  Glove  Guaranteed 

Grand  Prix  Gold  Medal 


St.  Louis 

London 

1904 

1908 

Sole  Agents  for  Canada  ; 

Greenshields  Limited 

MONTREAL 


It  is  a 


Fownes 


That  is  all  you  require 
to  know  about  a  ^love. 


Ready    to    Fill    Your 
EASTER   NEEDS. 

Fownes  Bros.  &  Co. 

Coristine  Building, 
MONTREAL 


straight   effects.     Pongee   is   making  its   appearance   and 
promises  to  take  a  high  place  when  the  season  opens  up. 


Braids,  Trihimings,  Etc. 

Manufacturers  of  braids  and  trimmings  report  that  the 
big  end  of  the  trade  at  present  is  being  done  in  fringes 
and  tassels.  The  demand  for  these  is  heavy,  and  manu- 
facturers are  experiencing  difficulty  in  getting  sufficient 
silk  for  manufacturing  purposes.  The  cliief  demand  is 
for  black  and  colors  are  also  selling  actively. 

Soutache  is  the  leader  in  braid  trimmings  at  present 
and  is  worked  up  into  a  great  variety  of  ornaments,  etc. 


Dutch  Collar  and  Jabot,   made  of  Fine  Insertion    and   Lawn  ;   a 

Popular  Feature  in  the  New  York  Market  at  Present 

-  Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

Not  only  are  tassels  and  fringes  good  in  silks,  but 
metal  effects  are  to  the  fore  both  in  gold  and  in  silver. 

Growing  out  of  the  vogue  for  jet  in  millinery,  has  come 
a  revival  in  trimmings  also.  In  New  York  at  the  present 
time  jet  trimmings  are  strongly  featured,  and  many  beau- 
tiful effects  are  shown.  These  trimmings  are  not  in  the 
old-time  cut  jet  which  is  very  heavy,  but  are  in  the  new 
molded  composition.  This  is  very  light.  The  vogue  of 
jets  has  also  brought  spangles  to  the  front  and  not  only 
jet  but  metal  spangles  are  much  used.  Silver  in  this  con- 
nection is  better  than  gold.    These  trimmings  come  on  fine 
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BELDING'S 
FASCINATING   RIBBONS 

That  will  play  so  important  a  part  in  dress  garniture. 


Directoire  Satins 


Directoire  Taffetas 


Very  Fashionable,  in  New  Colorings. 


Broche  Effects 


Dresdens,  plain  and  checks 


With  Satin  Borders  and  Printed  Warps. 

Wash  Ribbons 

All  Colors  for  Spring  Underwear. 

Ribbons,    from   No.    i    Baby,   to   7   inch   width   in    Stock. 

ORDER  DAILY  NEEDS  QUICK  DELIVERY 


mimi 


Samples  and  Prices  on  Application. 

"Ribbons  and  Their  Uses." — A  large  pam- 
phlet on  ribbons,  illustrating  how  to  make 
Bows,  Directoire  Sashes  and  Girdles,  Neck- 
wear, Bags,  etc.  Very  useful,  and  will  in- 
crease your  ribbon  sales.      lOC.  per  copy. 


Our  Values  Best  in  the  Trade. 

To  the  Buyer. — The  battle  is  easy  for  the 
man  who  is  thoroughly  posted  in  market 
happenings,  therefore  do  not  miss  the  oppor- 
tunity of  looking  at  our  ribbon  samples 
when  our  traveller  calls. 


BELDING,  PAUL  &  CO.,  LIMITED 

Silk  Manufacturers,  MONTREAL 


mim^ 


The  Serpentine  Continuous  Hair  Roll  Patent 


Any  desired    length   can   be 
cut  to  meet  any  customer's 
requirements,  each  end 
quickly    fastened 
with  cotton 
thread. 


Boxed    in    6    and    12    yard 
lengths.  Stocked  in  all  the 
natural    shades.      This 
article  is  guaranteed 
hygienically  treat- 
ed and  is  always 
comfortable 
and  cool. 


Copyri(gr/7f? 
STOCKED   BY    EVERY   DRY  GOODS   STORE   IN   CANADA. 

ORDER  NOW.     DON'T  MISS  THE  BOOM 


Made  /a/  £^ola/^d. 


Ask  for  the 

Serpentine 

and  insist  on 

above  label. 


BURNET     &L    TEMPLE,      Manufacturers, 

3  FITCHETTS   COURT,   NOBLE   STREET,   LONDON,    ENG 
I    WE  ARE  SO    PROUD    OF   OUR    GOODS    THAT   WE    BRAND    THEM  ALL.     I 
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and  on  heavy  nets,  and  the  designs  are  strictly  conven- 
tional. 

While  jet  is  selling  now,  it  is  regarded  strictly  as  a 
Winter  fashion,  and  must  drop  as  soon  as  the  warmer 
weather  arrives.  There  are  not  wanting,  however,  good 
authorities  who  predict  a  strong  revival  in  the  Fall. 

At  the  present  moment  pearl  buttons  are  being  freely 
ordered  for  use  on  the  wash  materials.  As  a  trimming 
button,  very  free  use  is  made  of  crochet  balls  and  buttons. 


Lingerie  Collar  and   Cu/f  Set;  Turn-down  Collar  and  Long  Cuffs 

to  Wear  Over  the  New    Directoire    Sleeves     Shown 

by  Rhys  D.   Fairbairn  &  Co.,   Toronto. 

The  demand  for  these  goods  is  so  great  that  they  are  in 
short  supply.  Cotton  soutaches  and  cotton  trimming 
braids  and  cords  are  coming  into  use  for  the  embellishment 
of  wash  fabrics. 

Jet  buttons  are  the  novelty  of  the  moment,  and  it  looks 
as  though  they  would  enjoy  a  revival  in  the  near  future. 


Ribbons. 

Indications  point  to  a  good  ribbon  season.  There  will 
be  the  usual  counter  demand  which  promises  to  share  the 
improvement  in  all  business.  The  later  millinery  models 
also  show  an  increased  use  of  ribbons  for  trimming  pur- 
poses, though  upon  somewhat  restricted  lines.  WidiC 
widths  in  satin  duchesse,  and  in  other  satin-finished  makes 
and  wide  velvet  ribbons  are  very  much  used. 


Belt  manufacturers  are  confident  of  a  good 
season  in  belts,  notwithstanding  the  promised 
princess  and  one-piece  vogue. 

A  varied  line  of  wash  belts  is  sliown,  some  of 
the  new  lines  showing  the  button-hole  finish  in- 
stead of  the  bound  edge. 

The  hair  ornaments  of  the  moment  are  the 
curved  barrettes,  known  as  the  "Mary  Garden." 
Fancy  pins  are  much  used. 

With  the  rapid  increase  in  population  a  picture 
post  card  department  should  be  a  strong  feature 
for  the  Canadian  dry  goods  store. 


The  novelties  come  in  Ottomans,  striped  satins  and 
failles,  but  it  is  the  plain  satins  that  promise  to  be  the 
hig  end  of  the  business. 

Owing  to  the  delay  iu  the  placing  of  orders,  deliveries 
so  far  have  been  somewhat  of  a  problem,  and  many  i-e- 
tailers  have  doubtless  wondered  at  slow  shipments  and 
incomplete  orders.  Ribbon  manufacturers  have  had  a 
deluge  of  orders,  and,  as  a  result,  the  dyers  have  not  been 
able  to  cope  with  the  demand  made  upon  them. 

It  must  be  borne  in  mind  that  ribbon  manufacturers, 
as  a  rule,  do  not  do  their  own  dyeing,  but  send  the  ma- 
terial in  the  raw  to  be  dyed,  and  it  is  put  on  the  looms 
after  dyeing. 

Importers  who  had  contracted  for  deliveries  during 
January  had  not  their  goods  during  February.  When  in- 
voices did  arrive  quantities  were  very  small. 

Of  course  it  is  expected  that  this  condition  will  be  only 
temporary. 


The  Lace  Demand. 

Irish,  baby  Irish  and  Cluny  laces,  both  real  and  imita- 
tion, are  in  greater  favor  than  they  have  been  for  some 
time.  The  tendency  in  the  use  of  laces  is  toward  all  the 
heavier  lines.  Irish  goods  are  used  freely  in  robes,  coats, 
waists  and  neckwear,  and  insertions  are  also  employed. 
Irish  medallions  for  trimming  purposes  are  fashionable 
and  are  meeting  with  ready  sales.  The  rose  pattern  and 
the  ball  and  button  effects  lead  in  popularity. 

Cluny  laces  follow  the  Irish  goods  closely  in  popular- 
ity, and  are  freely  used.  They  are  taking  the  place  of 
Vals  to  a  great  extent  for  lingerie,  waists,  etc. 

Ball,  button  and  pendant  effects  are  in  good  request 
and  the  latest  samples  received  by  importers  show  many 
desirable  lines  in  these  patterns. 

Owing  to  price,  the  heavy  end  of  the  Irish  and  Cluny 
lace  trade  is  in  the  imitations,  which  are  really  very  good 
in  the  better  grades.  The  high  price  of  the  real  laces  puts 
lliem  beyond  the  reach  of  the  majority  of  consumers. 

Net  trimming  bands,  embroidered  in  gilt,  tinsel  and 
colored  silk,  still  continue  in  good  request,  and  ara  suit- 
able for  use  on  lightweight  materials. 


Fine  Lawn  Jabot  —  Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 
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Konig  &  Stuff mann 

Victoria  Square,  Montreal 

SPRING,  1909,  A  BIG  LACE  SEASON 

Fashion  calls  for  the  use  of  Laces.  Irish  Laces  and 
imitations  are  very  good  property.  Our  stock  of  Laces 
further  exemphfies  our  unique  buying  facihties,  and  our 
determination  to  give  you  the  latest  novelties  at  the 
earliest   possible  moment  they  can  be  procured. 


Veilings 


Russian  Net  Effects  are  strong. 


Embroideries 

are  again  good  sellers.      You  will 
appreciate  our  stock. 

THE  NEWEST  YET  ! 


Ladies'  Neckwear 

Stock    comprises    wanted    lines. 


No.  1084.— Imitation  Irish  Crocliet  Boav,  as  cut  $2.25  dozen 

Send  your  order  to-day 


Buying  from  us  minimizes  your  risk  of  unsalable 
stock,  creates  a  reputation  for  you  of  having  the  newest 
goods,  and  pays  you  a  better  profit.  Inspection  invited, 
either  in  the  house,  or  through  our  representatives. 


New  Companies  Incorporated. 

The  Household  Economy  Co.,  of  Toronto,  has  been 
incorporated  with  $40,000  capital,  to  manufacture,  repair, 
repair  and  renovate  household  articles,  such  as  rugs,  car- 
pets, furniture,  clothing,  etc.  The  provisional  directors 
are :  A.  C.  Bedford-Jones,  R.  W.  Hart,  0.  Heuman  King, 
H.  P.  Strang  and  T.  S  Webb. 

A  Bradshaw  &  Co.,  Toronto,  have  been  incorporated  with 
$112,000  capital,  to  carry  on  a  general  dry  goods  and 
manufacturing  business.  The  provisional  directors  are : 
W.  Bradshaw,  Thos.  Bradshaw,  R.  A.  Bradshaw,  Geo.  S. 
Watt,  F.  Heacock,  R.  Richardson  and  Ed.  Phillips 

A  Dominion  charter  has  been  granted  the  Jas.  H.  Cle- 
ment Co.,  of  Montreal,  to  carry  on  business  as  wholesale 
and  retail  merchants,  manufacturers,  importers  and  ex- 


porters of  furs,  hats,  caps,  gloves,  mittens,  soft  shoes, 
wool,  silk,  leather  and  of  all  articles  in  connection  with 
the  said  trade  or  business.  The  company  is  capitalized 
at  $45,000. 

The  Union  Bag  Co.,  of  Montreal,  manufacturers  of  bags 
of  every  description,  and  of  jute,  linen  and  cotton  cloths 
and  twines,  have  been  granted  a  Dominion  charter.  The 
company  is  capitalized  at  $99,000. 

According  to  a  despatch  from  Niagara  Falls,  plans  are 
under  way  for  the  construction  in  that  city  of  a  Canadian 
branch  of  a  large  American  Hnen  manufactory.  Negotia- 
tions are  now  being  carried  on  between  the  promoters  of 
the  new  mill  and  members  of  the  Board  of  Trade  and  City 
Council. 
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Business    Changes    Throughout    Canada 


Ontario 

Corrigan  &  Co.,  Gananoque,  dry  goods.     Loss  by  fire. 

Margaret  M.  Houston,  Victoria  Harbor,  millinery;  as- 
signed. 

Anna  L.  Felion,  Peterboro,  milliner;  succeeds  Allen 
&  Felion. 

Laidlaw  &  Oles,  Peterboro,  men's  furnishings;  dis- 
solved. 

Miss  M.  F.  Reynolds,  Wingham,  milliner;  successor 
to  Agnes  Boyd. 

Marker  &  Webber,  Hamilton,  dry  goods  and  men's 
furnishings:   dissolved. 

McKendry's,  Toronto,  millinery  and  women's  furn- 
ishings; loss  by  fire. 

Fraser,  Weir  «&  Lind,  London,  wholesale  liats  and 
furs;  succeed  Forsythe,  Morrison   &   Co. 

Diekison,  Nicholson  &  Co.,  London,  wholesale  mil- 
linery and  fancy  goods;  K.  B.  D.  Nicholson,  deceased. 

Quebec 

A.   Tremblay,  Montreal,  men's  furnishings;   sold. 

Abbis  &  Cid,  Quebec,  fancy  and  dry  goods;  registered. 

F.   Zachaib,   Sherbrooke,   fancy   goods,   etc.;   assigned. 

Brophy,  Parsons  &  Rodden,  Montreal,  wholesale  dry 
goods;  registered.  I 

Wheeler,  AUardice  &  Co.,  Montreal,  manufacturers 
clothing;   sold. 

M.  Salhani  &  Co.,  Montreal,  wholesale  and  retail  dry 
and  fancy  goods;  dissolved. 

Alexander  Millinery  Co.,  Montreal;  dissolved.  John  C. 
Brennan,  registered. 

A.  Setlakwe  &  Co.,  D 'Israeli,  dry  and  fancy  goods; 
succeed  E.  J.  Jarjour  &  Co. 

The  Montreal  Ruching  Mfg.  Co.,  Montreal;  J.  R.  Kis- 
sock   and   N.   C.   Kissock,   registered. 

The    East 

Amherst   Suspender  Mfg.   Co.,  Amherst;   sold. 

Dunlap,  Cookie  Co.,  Amherst,  N.S.,  wholesale  and 
loss  by  fire. 


Factories  for  Canada. 

A  despatch  from  Washington  states  that  the  fact  that 
the  Franco-Canadian  treaty  now  being  concluded  will  give 
Canada  all  of  the  minimum  rates  of  the  French  tariff,  will 
be  sufficient  to  cause  many  American  manufacturers  to 
build  factories  across  the  Canadian  lines,  so  that  their 
product  may  be  sent  to  France  with  the  benefit  of  the 
low  tariff.     This  course  is  considered  all  the  more  likelv 


in  view  of  the  probability  that  the  French  Government 
within  the  next  year  will  put  into  operation  a  revised 
tariff  which,  it  is  believed,  will  have  the  effect  of  very 
seriously  discriminating  against  imports  into  France  from 
thvi  United  States.  The  French  tax  now  on  many  articles 
of  American  production  is  prohibitive. 


Mr.  Geo.  Milligan,,  managing  director  of  Debenham's 
(Canada)  Ltd.,  returned  early  last  month  from  a  visit  to 
tlie  London  house. 


Gloves. — While  long  kids  are  selling  in  fair 
((uantities,  cliefly  for  evening  year,  the  great  de- 
mand is  for  the  wrist  lengths.  In  fabric  both 
styles  are  called  for. 

Veilings  and  Nets. — The  Russian  nets  promise 
to  be  the  leading  veiling  for  the  season.  The  pre- 
sent demand  is  almost  entirely  for  yard  goods. 
Chiffons  and  crepes  are  popular  for  auto  wear. 
Besides  cream,  white  and  ecru  all  the  good  millinery 
shades  are  called  for. 

Parasols  and  Umbrellas. — The  popular  trade  is 
taking  to  taffetas.  The  newer  satin-finished  silks 
are  making  their  appearance.  There  is  a  call  for 
10,  12  and  16-rib  parasols. 


Fancy 
Parasols 


A  complete 

neAV  line  now 

in  the  hands  of 

our 

travellers 


Your  Inspection 
Invited 


THE  IRVING  UMBRELLA  CO. 

Limited 
Manufacturers 

79-83  Wellington  Street  East,  Toronto 
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R.  D.  Fairbairn  Co.,  Limited 


MANUFACTURERS 


Two  Leaders  for  Easter  Selling 


Waist  as  illustrated  is  made  in  White 
and  Ecru  Bretonne  Net,  daintily  tucked 
broad  shoulder  effect ;  front,  back  and 
yoke  trimmed  with  Oriental  Lace  and 
Insertion ;  front  also  trimmed  with  four 
covered  Taffeta  Buttons ;  collar  and 
sleeves  trimmed  with  Oriental  Insertion 
edg:ed  with  Valenciennes  Lace  and  lined 
with  good  quality  Jap  Silk. 


No.  F710,  $30.00  per  dozen 


Skirt  as  illustrated  is  made  in 
excellent  quality  Panama  Cloth  a 
full  9  -  gored  cape  effect  trimmed 
with  buttons  and  wide  fold  of  self 
material.  Well  tailored  and  comes 
in  Black,  Brown  and  Navy. 


No.  B125,  $33.00  per  dozen 


107    Simcoe    Street,    TORONTO 


HUGH  HENRY 

204  St.  James  St.,  Montreal 


J.  F.  McGACHIE 

Vancouver 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


88 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Allen  Manufacturing  Co.,  Ltd. 


Directors : 


A.  W.  Allen, 


Fred.  Woodland, 


A.  P.  Allen 


Merchants  Are  in  Danger 

YOU  ARE  IN  DANGER 

of  being  caught  "without  the  goods."  When  we  say  "goods" 
we  mean  MUSLIN  WAISTS.  The  merchant  who  delays  his 
buying  will  surely  lose.  It  is  now  settled  that  certain  style 
tendencies  will  prevail  for  the  coming  season.  We  have  embodied 
these  in  our  new  models,  a  few  of  which  are  shown  here.  We  say 
they  are  correct  because  we  KNOW  it.  You  cannot  buy  safer 
waists  than  Allen's,  and  we  are  prepared  to  show  you  that  our 
waists  will  sell,  because  women  will  WANT  them.  Call  at  our 
warehouse  when  you  are  in  Toronto,  or  write  to-day  for  samples, 
don't  wait  for  traveller  to  call  on  you.  We  can  give  you  good  de- 
liveries now.  Our  customers  KNOW  that  ALLEN'S 
WAISTS  always  fit  properly. 

Allen  Manufacturing  Company,  Ltd. 

Cor.  Simcoe  &  Pearl  Sts.      TORONTO  Phone  Main  1150 
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Best  Vogue  in  Ready-to- Wear  Garments 


New  York  Styles. 

THOUGH  the  three-piece  suit  is  certainly  the  model 
for  the  openings,  the  two-piece  suit  is  most 
favored  by  buyers.  This  is  because  it  is 
more  suited  to  warm  weather  wear.  Of 
course  the  coat  of  the  three-piece  suit  could  be 
left  off,  and  the  result  would  be  a  fashionable  one-piece 
dress.  This  dress  is  at  present  decidedly  high-waisted,  the 
skirt  and  waist  joined  by  a  piping  or  line  of  trimming,  or 
else  concealed  under  a  Direcloire  sash.  Later  models,  it 
is  predicted,  will  see  the  waist  line  drop  into  its  proper 
place,  producing  the  Princess  effect.  The  new  model, 
howevei',  follows  closely  the  figure  of  to-day,  and  is  wide 
in  the  waist  and  hipless  in  effect. 

In  linens  and  wash  suitings  the  one-piece  frock  cut 
upon  tailored  lines,  promises  to  be  one  of  the  leading 
modes  of  the  season. 

It  is  not  suprising  that  this  type  of  gown  is  finding 
favor  as  it  is  so  very  becoming. 

The  suit-coat  is  invariably  built  upon  the  hipless  model 
and  so  far  the  three-quarter  length  coat  has  had  the  lead. 
Many  new  coats  show  points  at  the  bottom.  Less  trim- 
ming is  used  and  the  inclination  of  fashion  is  towards 
plainly-tailored  models.  The  collar  is  flatter  and  less  im- 
portant. Many  are  inlaid  and  those  that  are  not  are 
narrow  and  flat.  The  coats  are  cut  away  in  front  in  a 
kind  of  cross-over  fashion,  and  fasten  with  either  one  or 
three  buttons  in  front.  Buttons  are  still  freely  used  and 
are  as  fashionable  as  ever.  The  latest  button  is  the  cut 
jet,  and  metal  buttons  are  more  seen.  Many  piped  button- 
holes are  used,  some  of  them  being  of  large  size — that  is, 
the  silk  or  satin  used  is  quite  wide.  These  button-holes  are 
generally  slanting. 

•I- 

White  wear. 

January  sales  have  been  generally  successful,  and  the 
retail  departments  are  now  settling  down  to  a  steady 
business.  One  feature  developed  is  the  selling  strength 
of  combinations.  Women  are  buying  them  freely  and 
buyers  are  demanding  of  the  manufacturer  these  gar- 
ments to  sell  at  popular  prices.  This  means  a  plainly 
trimmed  garment,  but  one  that  is  made  of  fine  soft-finished 
cotton.  The  corset  cover  and  drawers  is  the  most  favored 
combination,  and  there  is  some  demand  for  the  three- 
piece  garment. 

Manufacturers  are  now  busy  with  Fall  sample  lines. 
Flannelette  garments,  of  course,  form  the  greater  part  of 
the  Fall  business.  For  some  years  there  was  a  decided 
decline  in  the  sale  of  flannelette  garments.  They  have 
been  in  better  demand  in  the  past  few  seasons,  and,  this 
year,  the  business  promises  to  be  larger  and  more  im- 
portant than  ever.  Based  upon  the  selling  lines  at  the 
January  sales  there  will  also  be  submitted  a  line  of  white- 
wear  for  the  Fall  season. 


Skirts  Severely  Plain. 

Skirts,  in  the  majority  of  cases  are  severely  plain,  and 
when  ornamentation  is  used,  it  is  a  slight  repetition  of 
the  trimming  on  the  coat.  The  circular,  gored,  and  gored- 
circular  models  are  all  used.  Many  of  the  circular  skirts 
boast  a  front  and  back  panel.  The  remontante  skirt,  as 
the  Empire  garment  is  called,  is  frequently  used. 


For  more  formal  occasions  the  suit  has  the  train,  but 
street  suits  have  the  short  skirts,  and  there  is  a  tendency 
to  make  these  skirts  quite  short.  A  new  idea  is  to  have 
the  back  half  of  the  skirt  button  over  onto  the  front 
breadth. 

Smooth-finished  worsteds,  satin  cloths,  satin  striped 
suitings,  fine  serges,  and,  in  cheaper  suits,  striped  pana- 
mas  are  the  materials  most  used.  Broadcloths  and  striped 
Venetians  are  also  seeen.  Bright  finished  cashmeres,  wool 
satins  and  soft  satins  are  used  for  the  dressy  suits.  Shang- 
tungs  and  pongees  receive  high  recognition,  and  Ottomans 
and  ribbed  and  corded  effects  are  also  shown.  A  new 
fabric  is  the  cotoline  or  Bedford  cord.  This  fabric  gener- 
ally comes  in  two-toned  stripes,  each  alternate  cord  in  a 
darker  shade. 

In  New  York,  at  any  rate,  the  one-piece  suit  promises 
to  be  the  whole  thing  in  linens,  but  for  the  out-of-town 
trade  quantities  of  two-piece  suits  have  sold.  Colored 
linens  are  in  high  favor,  and  all  the  new  colors  are  seen 
in  linens.  Soutache,  buttons  and  lace  are  the  favored 
trimmings. 


Misses'  and  Juvenile  Wear. 

This  is  a  branch  of  the  business  that  is  showing  rapid 
expansion.  Merchants  are  finding  that  it  is  profitable,  to 
stock  these  lines.  Much  of  the  credit  is  due  to  one  house 
that  is  specializing  on  misses'  and  children's  models.  This 
firm  is  producing  smart  and  snappy  styles  that  are  right 
up  to  the  minute  with  New  York  styles.  Their  girls  and 
misses'  suits  are  men-tailored,  and  the  most  painstaking 
care  is  taken  in  the  selection  of  materials  that  will  stand 
the  strain  of  wash  and  wear,  and  that,  moreover,  are  in 
patterns  and  fabrics  such  as  a  fastidious  mother  would 
herself  select.  Wherever  possible,  by  an  arrangement  of 
buttons,  etc.,  the  garment  is  made  to  open  flat  out  so  that 
the  ironing  problem  is  much  simplified — and  every  mother 
knows  what  that  means.  These  are  all  splendid  talking 
points  in  the  selling  of  the  goods,  and  the  wise  buyer  will 
see  that  his  selling  staff  makes  the  most  of  them. 


Though  the  present  dress  styles  favor  the  very 
high  waist,  later  models,  it  is  stated,  will  see  the 
waist  line  in  its  proper  place,  producing  the  princess 
effect. 

The  one-piece  frock,  cut  upon  tailored  lines, 
promises  to  be  a  leading  mode  in  linens  and  wash 
suitings. 

The  suit  coat  is  invariably  built  upon  the  hip- 
less model.  So  far,  three-quarter  lengths  have  the 
lead. 

In  whitewear,  combinations  have  developed  con- 
siderable selling  strength.  Flannelette  garments 
form  a  prominent  part  of  Fall  lines. 

Misses'  and  juvenile  lines  of  ready-to-wear, 
containing  many  good  selling  features  which  the 
selling  staffs  should  make  use  of. 

Simpler  styles  of  wash  dresses  are  preferred. 
The  plain  Russian  model  is  much  favored. 

Manufacturers  of  lawn  waists  are  extremely 
busy.  Some  reports  are  that  orders  for  Spring 
delivery  are  better  than  ever  before. 
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Your  Trade  in 
Children's  Dresses 

and 

Misses'  Wash  Suits 


Can  be  largely  increased  if  you  have 
garments  which  appeal  to  women  who 
want  their  children  to  present  a  good 
appearance.  This  department  may  he 
made  one  of  the  most  profitable  in 
\()nr  store. 


This  is  where  we  help 
you.  We  are  Special- 
ists in  children's  wear 
and  misses'  wash  suits, 
that  is  all  we  make. 
Our  lines  in  your  stock 
will  bring  trade  to 
your  store. 


We  give  you  stylish  dresses  for 
children,  at  prices  that  will  interest 
you.  Let  us  send  you  a  sample  selec- 
tion. We  are  willing  to  trust  to  your 
business  judgment  for  the  outcome. 


Home  &  Watts,  Ltd. 

Children's  Outfitters  Exclusively 
Duncan  and  Pearl  Sts.,    TORONTO 


Tailored  styles  in  plain  and  striped  cotton  suitings  are 
selteted  for  misses'  and  girls'  wear. 

Misses'  and  girls'  suits  are  built  upon  strictly  tailored 
lines,  the  coats  being  of  the  box  or  Norfolk  models,  best 
suited  to  the  immature  figure  of  the  growing  girl.  Inlaid 
collars,  strappings  and  collars,  cuffs,  patch  pockets,  etc., 
of  plain  on  strij^e,  or  of  a  contrasting  color  form,  with 
buttons,  the  chief  trimming.  The  skirts  are  in  gored  cir- 
cular and  in  pleated  models,  and  for  the  older  girls  are 
shown  buttoned  up  the  front.  These  suits  have  the  man- 
nish cut  and  finish  that  only  men  tailoring-  can  give. 

In  wash  dresses  the  simpler  styles  are  preferred.  The 
plain  Russian  model  with  box-pleats  back  and  front,  and 
with  various  neck-finishes  is  a  style  much  favored. 
Many  pretty  numbers  are  shown  in  ginghams,  prints, 
linen-finished  suitings  and  other  wash  fabrics.  These  col- 
ored dresses  come  in  a  big  variety  of  styles. 

Girls'  sailor  dresses  are  always  in  style,  and  many 
models  of  this  class  are  shown  in  a  wide  range  of  suitable 
fabrics,  both  striped  and  in  solid  colors. 


Lawn  Waists  Popular. 

JVIaniifacturers  of  lawn  waists  are  extremely  busy  in 
the  effort  to  overtake  orders.  The  fact  that  buyers  could 
not  make  up  their  mind  as  to  the  proper  sleeve,  is  going  to 
mean  that  there  will  be  a  short  supply  of  waists  when  the 
selling  season  fully  opens. 

While  Princess  dresses  in  wash  materials  are  increas- 
ing in  popularity,  the  lawn  blouse  is  losing  nothing  of  its 
prestige,  and,  in  fact,  seems  to  be  in  greater  favor  than 
ever.  Some  manufacturers  report  that  orders  for  Spring- 
delivery  are  belter  than  ever  before,  and  that  they  were 
filled  up  with  orders  early  last  month  to  such  an  extent 
that  they  could  not  accept  any  orders  for  delivery  before 
some  time  in  April. 

This  state  of  affairs  is,  of  course,  due,  in  part,  to  the 
fact  that  orders  usually  placed  early  were  delayed  as  long- 
as  possible,  prdducing  a  rush  when  buyers  could  liold  off 
no  longer. 

Evidence  that  lawn  blouses  are  stronger  than  ever  may 
be  had  in  the  fact  that  many  merchants,  who  placed  orders 
early,  and  received  the  goods  in  December,  have  been 
obliged  to  place  heavy  repeat  orders. 

Values  in  the  goods  being  delivered  to  merchants  are 
exceedingly  good,  owing  to  the  fact  that  embroideries, 
which  are  extensively  used  in  the  Spring  and  Summer 
lines,  were  bought  at  a  low  figure.  The  price  tendency  on 
St.  Gall  lines  is  upwards,  and  this  will  doubtless  affect  the 
next  buying  of  the  manufacturers. 

Besides  the  fact  that  the  long  sleeves  entirely  alter  the 
character  of  the  Spring  waist,  there  are  many  new 
l(juches.  One  of  the  most  noticeable  is  the  use  of  new 
trimming  laces.  The  imitation  crochet,  and  the  Clunys 
and  torchons  are  growing  in  favor,  and  are  much  used  by 
the  leading  Canadian  waist  makers.  Of  course,  Valen- 
ciennes and  embroideries  are  freely  used  on  the  popular- 
priced  waists.  Valenciennes  is  a  lace  that  is  never  out  of 
fashion. 

Quite  a  number  of  manufacturers  are  taking  up  the 
new  cotton  crepes  and  handsome  waists  made  of  this 
fabric  are  proving  acceptable  to  the  better  class  trade. 
There  is  a  movement  in  favor  of  simplicity  of  trimming 
and  all  trimmings  are  so  arranged  as  to  give  the  long-  line. 
The  newer  sleeves  show  flat  trimmings  of  insertions  and 
often  a  line  of  trimming  runs  down  from  the  shoulder  to 
the  wrist,  and  crochet  buttons  are  used  on  both  crepe  and 
lawn  waists. 
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Lace,  Net  and  Silk  Waists 

For  Spring  we  show  an  unusually  varied  and 
attractive  line  of  models.  A^e/5  and  Laces 
are  combined  with  the  very  latest  ideas  in 
embroideries  and  trimmings. 


A  wide   range 

of  prices 
from  $2.00  to 
$10.00  each. 


^fm 


Am 


Pi 


At  every  price 
a  striking 
variety  of 

beautiful  styles. 


No.  8007— Tailored  Messaline  Silk 
Waist — in  all  the  leading  colors. 


(( 


Eclipse"  Brand  Waists 


stand 


everywhere  and  always  for  guaranteed  fit,  finish  and  quality. 

In  view  of  the  unexpected  remarkable  revival  of  trade,  we  request  our 
customers  everywhere  to  order  early  so  as  to  ensure  satisfactory  delivery. 

The  Eclipse  White  wear  Co.,  Limited 

TORONTO 
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Some  of  the  New  Ideas 
in  Rainproof  and 
Waterproof  Garments 

For  SPRING  1909 


Ladies'  Rubberized  Silk  Garments, 
plain,  stripes  and  moire  effects.  The 
newest  and  most  stylish  garment  for 
outdoor  wear. 

Fashion  also  calls  for  Lightweight 
Paramatta  and  Canton  Ladies'  and 
Gentlemen's  waterproofs. 

Highly  Mercerized  Fabrics,  both 
rubberized  and  not,  are  a  development 
of  the  spring  season  for  Ladies'  Gar- 
ments. 


Get  Our  New  Catalogue 

And  learn  full  particulars.  It  is  just 
off  the  press,  and  shows  accurate  illus- 
trations of  the  new  styles  and  fabrics. 
It  is  a  decided  selling  aid  for  you. 


Send    for  Your  Copy   To-day 


National  Rubber  Go.  of  Canada 


16  Craid  Street  West, 


MONTREAL 


Tailored  waists,  so  far,  have  been  decidedly  good.  Some 
of  the  models  that  are  not  so  severe  have  frills  down  the 
side  of  the  pleat.  Solid  colors  in  linens,  striped  linens, 
striped  madras,  ginghams,  and  other  cotton  fabrics,  are 
in  evidence.  New  York  is  showing  the  tailored  waist  with 
the  Dutch  or  Gretchen  collar  and  finished  with  a  jabot. 

In  lingerie  and  semi-tailored  lines,  while  the  all-white 
waist  is  the  decided  leader,  there  is  a  tendency  to  use  a 
little  color  in  the  trimming.  Embroidery,  showing  a  line 
of  colored  spots,  is  much  used  for  this  purpose. 

Net  waists  continue  to  be  shown,  and  will  be  good  for 
the  Easter  trade.  White  is  selling  best,  but  ecru  and 
other  colors,  particularly  grey,  navy  and  brown,  are  the 
leading  colors.  Black  is  much  seen,  particularly  when 
made  of  the  coarser  mesh  net.  The  tendency,  even  in  net 
waists,  is  towards  simple  styles  and  buttons  play  a  very 
important  part  in  the  trimming  of  these  waists.  Satin 
pipings  are  a  much  used  finish. 


Utility  Garments. 

Coats  of  rubberized  silk  and  satin,  mercerized  fabrics, 
and   various  special  cloths  are  selling  to  some  extent  in 


'[One  loil  the  New  Modes  Sho^vn   by    the  Eclipse 
Whitewear  Co.,  Toronto. 

nearly  every  section  of  Canada.  Merchants  will  display 
them  prominently  at  garment  opening  time.  These  coats 
are  not  only  sightly  but  useful  for  many  occasions. 


A  Manufacturer's  Dream. 

Are  manufacturers  of  suits,  coats  and  skirts  to  de- 
velop into  tailors  and  dressmakers? 

When  one  is  particularly  pessimistic,  present  condi- 
tions of  trade  lead  one  to  believe  that  small  orders  now 
prevalent,  mean  that  manufacturers  as  a  class  will  have 
to  meet  the  changed  conditions. 
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Jets  and  Spangles  are 
the  coming  feature  in 
triirmingr  lines.  The 
gown  is  in  Greek  style, 
with  jet  outlining  the 
tunic  and  decolette.  The 
shoulders  and  arms  veil- 
ed in  spangled  net. 


^ 
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Dean  Swift  said  "The  first  man  who  ate  an 
oyster  had  courage."  It  does  not  require 
courage  to  eat  an  oyster  to-day. 


The  Mark  of  Quality  for  Whitewear, 
Blouses,  Hemmed  Sheets  and  Pillow  Slips. 


Laurentian  Whitewear 

Is  a  Success 


It  does  not  take  courage  to 
try  an  established  line  like 
Laurentian  Whitewear. 


LAURENTIAN  WHITEWEAR  will   give 
Satisfaction  to  You  and  Your  Customers 

LAURENTIAN  WHITEWEAR  CO. 

LEVIS,        -        QUE. 


MONTREAL  OFFICE 

703  Mark  Fisher  Building 

Z.  P.  Benoit 


C.  McKercher  EASTERN  TOWNSHIPS  Alex.  Burr 

Eastern  Ontario  R.  Dionne  Maritime  Provinces 

Headquarters,  St.  John,  N.B. 


TORONTO  OFFICE 

715  Empire  Building 

W.  H.  Piton 


A  Skirt  Value 

Price  $4.00 


Style  223 


11  Gored  Skirt,  imita- 
tion Sheath  effect,  made 
with  fan  pleats  and 
Satin  folds.  Trimmed 
with  2  rows  of  satin 
folds  at  bottom.  Comes 
in  self-striped  Venetian 
or  Panama  in  Black, 
Blue,     Brown,     Green. 


This  skirt  is  a  "seller  " 

with  us.    It  ■will  be  w^ith 

you.     We  have  a   line 

of     Skirts,     Suits     and 

Covert  Coats  that  is  full 

of     good      styles     and 

values. 

First   corw — 
First  served! 


Montreal  Skirt  and  Cloak  Mfg.  Co. 


1114  St.  Lawrence  Blvd. 


MONTREAL 


BERGER'S 

THE  place  for 

SKIRTS 

All    the     Staples     and 
Everything  that's  New. 

Prompt  Deliveries 

for 

Your  Easter  Garment  Opening 

Inspection  Invited  When  in   the  City. 

BERGER  &  CO. 

385  St.  Paul  Street,     -    Montreal 
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Expert  designers  and  highly 

s 

killed     operatives     unite    to 

make  "Invader"  Blouses  and         1 

\ 

Vhitewear  better  value,  dollar 
for    dollar,    than    any 
other     brand     in     the 

lj(" 

'jdiiK^  ■ 

^^Vy  \    1 

trade. 

1    \ 

^^^ 

^               N  ot    o  n  1  y   are   the 

<liiPI 

\          goods  up  to  the  minute 

Mmm 

^^        perfect    in    fit    and 
k             finish — we  have  never 

«• 

had  a  complaint. 

Better    see    our    samples 

before  placing  your  order. 

Remember  —  We  make  a 
specialty  of  "rush"  orders. 
Let's  fill  yours.  * 


The  W.  R.  Brock  Company  (Limited) 


Montreal 
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The  time  has  passed  when  large  suit  orders  of  certain 
styles  and  materials  are  possible.  The  fastidious  woman 
desires  exclusiveness.  To-day  one  cannot  dress  the  town 
or  city  with  similar  garments.  As  a  result,  many  manu- 
facturers worry  seriously  over  this  phase  of  the  order 
problem. 


One  of  the  New  Modes  from  the  Range  of    Eclipse 
Whitewear  Company,  Toronto. 

It  simply  means  that  manufacturers  have  to  show  a 
wide  range  of  styles  which  means  a  heavy  expense  in  the 
matter  of  samples  and  a  large  variety  of  materials,  in 
order  to  meet  successfully  the  demands  of  retailers  and 
consumers. 

The  Dry  Goods  Review  will  welcome  opinions  from 
either  retailers  or  manufacturers  regarding  this  problem. 


Fire  Destroys  Chatham  Store. 

The  dry  goods  store  of  H.  W.  Ball  &  Co.,  Chatham, 
was  destroyed  by  fire  on  the  afternoon  of  Feb.    10.     The 


fire  started  in  the  basement,  apparently  from  a  gas  furn- 
ace. The  loss  was  estimated  at  $40,000,  with  $31,000  in- 
surance. A.  Harker  and  Parnell  Welsh,  employees  in  the 
store,  were  badly  burned  in  attempting  to  extinguish 
the  blaze  when  it  first  broke  out.  It  is  estimated  that 
$10,000  damage  was  caused  by  water  in  the  shoe  store 
of  Geo.  W.  Cowan,  adjoining.  The  shoe  store  of  Wm. 
Somerville  &  Son  was  also  drenched  with  water,  the  dam- 
age being  $7,000.  In  the  two  latter  instances,  the  loss 
is  fully  covered  by  insurance. 

Mr.  Ball  has  made  no  announcement  as  yet  of  his  in- 
tentions. Following  the  adjustment  of  his  losses,  he  re- 
moved the  damaged  stock  to  the  Scane  Block,  where  for 
some  days  it  was  the  centre  of  a  rush  of  bargain  hunters. 

Mr.  Ball  came  here  about  three  years  ago,  when  he 
purchased  the  business  previously  conducted  by  J.  U. 
Thibaudeau.  He  originated  the  Monday  bargain  day  in 
Chatham,  and  seemed  a  veritable  genius  for  evolving 
unique  selling  and  advertising  schemes.  He  also  started 
the  first,  and,  so  far,  the  only  automobile  delivery  in 
Chatham.  Since  the  fire,  he  has  been  the  recipient  of  ex- 
pressions of  sympathy  from  all  classes  of  citizens,  and 
not  the  least  from  his  business  rivals.  A  noteworthy  in- 
stance was  that  furnished  by  the  rival  dry  goods  firm 
of  Applebe,  Stone  &  Applebe,  who,  on  the  day  following 
the  fire,  in  place  of  their  usual  advertisement!,  ran  the 
following  brief  announcement : 

"We  desire  to  extend  our  sympathy  to  our  respected 
competitors,  Messrs.  H.  W.  Ball  &  Co.,  in  their  loss  by 
fire  yesterday,  and  to  express  the  hope  that  their  affairs 
may  soon  be  so  adjusted  as  to  enable  them  to  continue 
business  without   undue  loss   of  time." 


CAPITAL  WANTED 

in  a  wrell-established  Ladies'  Wear 
manufacturing  concern.  The  trade- 
mark is  well  and  favorably  known  in 
every  Province  of  Canada.  One  who 
can  invest  between  $5,000  and  $10,000 
required.  A  man  who  is  capable  of 
taking  an  active  interest  is  preferred. 
Also  willing  to  consider  ofifer  from 
wholesale  concern  that  will  sell  out- 
put, and  supply  capital.  Apply  in  first 
instance  by  letter  to  Box  X,  Dry 
Goods  Review,  Montreal,  Que. 


There's  A  Warmer  Time  Coming! 

When  your  lady  customers  will  be  clamouring 
for  a  wash  suit— stylish,  cool  and  inexpensive 

That    describes    the    "  Quiet  Elegance  "   Line 
and    we    are    ready    to    show    the    range 

Watt  &  Shapiro  Mfg.  Co. 

507  St.  Paul  St.,  MONTREAL 


Look  for  the  Tiger's  Head 
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The  Glove  House  of  Canada 


Spring  Stocks 


are    unusually    complete     and 
your  hurry-up  wants  for  Easter 


will    have    immediate    and    satisfactory    attention. 


Long  Gloves 


assorted  stock, 
ticipated. 


are  still  selling. 
Take   advan- 
tage of  our  well- 
Every  possible  want  is  an- 


Popular   colors   and  styles  in  Kid,  Chamois, 
and     Fabric    Lines    await    your     choosing. 


Short  Gloves 


Our   stock   of  all  styles  is  parti- 
cularly well-assorted.    Try  us  on 

your   Fabric   Glove  Repeats  and   you'll   not  be   disappointed. 

In  your  own  interest  keep   your   stock   complete   on   standard 
lines  of  Gloves. 


The  Fall  range  of  Kid  and  Wool  Gloves 
is  now  on  the  Road.  One  of  our  15  sales- 
men will  be  glad  to  demonstrate  its  value. 


Our  advertising  campaign  for  1909  is  still 
more  extensive.  The  demand  thus 
created  is  directed  right  to  your  counters. 


Perrin  Freres  &  Cie. 


Mark  Fisher  Building 

MONTREAL 
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SALES  and  PROFIT 

The  fact  ihat  we  arc  one  of  iHe  oldest  establislied  manufactutf  r$  of  underwear  in 
a.  should  count  for  something.  As  a  matter  of  fact  it  does  count  for  a  great 
deal.  It  means  just  this  :  that  during  all  these  years  we  have  been  learning 
things  about  better  methods  of  making  underwear. 

All  this  wealth  of  experience  is  represented  in   Zenith  brand  underwear- 
We  believe  it's  (hebsst  underwear  that  has  ever  been  made  by  any  Canadian 
mill. 

You're  selling  underwear  for  profit  and  volume  of  sales^as  much  o* 
both  as  you  can  get.  Zenith  brand  underwear  will  help  you  ;  in  fact  it 
will  be  the  MEANS  by  which  both  may  be  secured.  The  reason  is 
that  it's  the  "come-back-for-more"  kind.  You  know  the  sales-building 
value  of  that  quality. 

Travellers    now    showing    Samples    of   Zenith 
brand  underwear  for  fall.     It  is  manufactured  hv 

S.  LENNARD  &  SONS,  Dundas 

RICHARD  L.  BAKER  &  CO. 

1 0)  Wellington  St.  West,  Toronto      -     Sole  Selling  Agents 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses 


St.  George  Brand  i 

Underwear  for  Men        t 


2  made  in  various  weights  and  textures 

I       WOOLNAP 

£  (For  extra  warmth) 

^  Also  bears  the  St.  George  Trademark 

2  for      your       protection      and     ours. 
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Beauty  of  Color  and  Grace  of  Line  in  Spring  Garments 

Simple  General  Effects  Observed  in  Trimming  Arrangements  —  Many  Novelties  Offered 
in  Suits,  Dresses  and    Waists  —  Long,    Straight    Lines    a    Feature    of    New    Models. 

Staff  Correspondence. 


Office  of     the     Dry    Goods   Review,    622-624,   Tribune 
Building,    New   York,    Febru'ary   27. 

THE  Spring  lines  of  ready-made  garments  shown 
by  the  various  houses  impress  one  with  the 
grace  of  their  lines  and  beauty  of  colors,  as 
well  as  the  marked  simplicity  of  their  design- 
ing. After  the  extreme  and  elaborate  garments 
of  the  Fall  and  Winter,  it  is  interesting  to 
note  the  more  6simple  styles,  which  are  a  strong 
feature  of  this  season/s  productions.  While  trim- 
med garments  have  a  strong  representation,  the  plain 
tailored  suit,  many  times  devoid  of  trimming,  holds  a 
high  position  in  the  estimation  of  both  manufacturer 
and  retailer. 

The  keynote  of  fashion  which  doubtless  will  be  re- 
tained for  some  time  to  come,  is  long,  straight  lines, 
slender,  hipless,  sylph-like  figure.  Practically  every  gar- 
ment which  lays  claim  to  being  fashionable  and  up-to- 
date  is  constructed  on  these  lines. 

Tailored  suits  are  classed  in  three  types  this  season, 
iiamely  ;  the  one-piece  Princess  costume  for  street  wear  ; 
tlie  SQ-called  three-piece  costume,  consisting  of  Princess, 
Empire  or  one-piece  costume  and  coat  ;  and  the  regula- 
tion two-piece  walking  suit. 

The  principal  features  embodied  in  the  plain-tailored, 
serviceable  street  or  walking  suits  are  the  hipless  coats 
of  medium  lengths,  ranging  from  32  to  42  inches,  with 
round  or  pointed  cutaway  fronts,  spreading'  in  blazer 
effect,  to  be  buttoned  with  one,  two  or  three  buttons, 
often  lapping  over  bias  far  to  the  left  side.  The  nearly 
straight  hanging  backs  of  these  coats  have  a  tendency 
to  broad  effects,  the  seams  being  often  placed  near  the 
shoulders  or  starting  right  at  the  shoulder  point.  The 
split  centre  back  is  another  interesting  evolution  in- 
tended to  show  as  much  as  possible  of  the  skirt  or 
dress  underneath.  The  sleeves  of  these  suits  are  long 
and  close-fitting  and  inserted  into  the  armholes  with 
little  or  no  fullness.  While  collars  in  the  usual  notched 
form  are  the  most  favored,  a  good  many  models  are 
shown  with  flat  inlaid  collarless  effects,  or  with  a  mili- 
tary turn-down  collar.  Skirts  to  the  suits  are  tight 
and  clinging  with  very  moderate  width  at  the  bottom 
and  most  of  them  are  raised  above  the  waist  line  in 
Empire  effect  and  mounted  on  a  boned  inside  girdle. 

Sleeveless  Coats. 

A  few  sleeveless  coat  suits  are  shown  by  high  class 
houses.  Such  models  have  sleeves  in  the  dress  which 
are  made  of  self  material  as  the  suit  so  that  when  the 
coat,  which  is  simply  finished  off  in  the  natural  size 
armhole,  is  worn,  the  sleeves  appear  to  form  the  coat 
sleeve.  Last  year  sleeveless  coats  were  introduced  as 
novelties,  but  their  popularity  was  of  short  duration. 
This  was  due  to  the  materials  employed  to  form  the 
sleeves,  as  well  as  the  styles,  which  called  for  the  three- 
quarter  sleeves.  Now  many  of  the  three-piece  suits  have 
long  sleeves  in  both  costume  and  coat,  which  makes  the 
garment  very  warm,  especially  for  Spring  wear,  there- 
fore, the  sleeveless  coat  is  expected  to  become  very 
popular   this   season. 

Many  garment  manufacturers  have  made  up  their 
samples  in  small  woman's  sizes  and  buyers  are  selecting 


such  sizes  in  34,  36,  38  and  40-inch  bust  measures,  as 
they  claim  less  alteration  is  necessary  than  when  a 
small  woman  selects  a  regulation  woman's  model  which 
is  many  times  too  large  for  her.  Formerly  a  small 
woman  selected  a  miss's  model,  but  as  garments  for 
misses  do'  not  conform  exactly  with  the  figure  of  a  small 
woman  who  is  fully  developed,  the  making  of  small 
woman's  models, is  an  interesting  departure,  and  ought 
to  meet  with  a  ready  reception  in  the  trade. 

Serges  in  Demand. 

Serges,  from  the  finer  to  the  coarser  weaves,  are 
greatly  in  demand  for  suits,  and  it  is  anticipated  they 
will  be  very  popular  for  Spring.  Plain  cloths  are  given 
the  preference,  although  many  pretty  effects  in  self-color 
stripes  are  shown.  Satin-surfaced  cashmeres,  Tussah, 
pongee,  rough  silks  of  all  weaves,  linen,  and  fancy 
worsteds  in  chevron  and  diagonal  effects  are  extensively 
employed  in  the  suits  of  all  descriptions. 

There  is  a  marked  tendency  to  .trim  plain  materials 
with  self  colors  or  to  employ  trimmings  dyed  to  match 
the  color  of  the  garment.  This  is  much  noted  where 
folds,  buttons  and  braids  are  used  to  trim  the  suits. 

In  separate  coats,  coverts  in  plain  and  striped  effects 
are  shown,  made  on  strictly  tailored  lines,  in  both 
fitted  or  semi-fitted  styles.  Ottoman  silk,  satin  and 
rough  silk' coats  are  also  favored.  A  novel  style  shown 
is  made  of  Tussah,  in  full '  length  Directoire  effect.  It 
simulates  the  coat  dress  so 'closely  that  one  can  scarcely 
discern  the  difference.  The  vogue  of  the  costume  idea 
should  certainly  aid   the  sale  of  separate  coats. 

Houses  catering  to  the  manufacture  of  separate 
skirts  are  displaying  many  new  features  in  the  design- 
ing of  the  Spring  lines,  which  are  meeting  with    ready 


Brief  summary  of  popular  Easter  offerings  : 
Simplicity  of  style  is  the  most  noted  feature  in 
suits,  costumes  and  accessories — Foulards  and 
rough  weaves  of  silks,  such  as  Tussah  and  pongee 
most  popular — Lace  coats  for  dressy  wear — Three- 
piece  lingerie  suits  in  semi-hipless  directoire  ef- 
fects for  Summer  use— Separate  skirts  in  high- 
waisted  effects — Crepe  waists  handsomely  em- 
broidered— Scarfs  made  of  silk,  crepes  and 
chiffon,  with  embroidered  edges  finished  with 
fringe,  and  embroidered  motifs  shown  across  the 
back  when  the  scarf  is  worn  over  the  shoulders — 
Ribbons  in  big  demand,  in  fancies  and  plain  color- 
ings— Pretty  opera  bags,  glove  cases  and  work 
bags  developed  in  ribbons  shown — Veilings  in  black 
and  colorings  which  are  conspicuous  for  spring, 
will  be  popular — ^Close-fitted  lines  in  petticoats- 
Sunburst  designs  most  popular — Corsets  in  extreme 
lengths  being  brought  out  by  American  manu- 
facturers— Low  bust  corsets  in  popular  demand — 
Less  demand  for  long  gloves  and  more  for  short 
lengths  in  all  colorings — Novelties  in  belts,  sash 
pins,  brooches,  hat-pins,  shirt-waist  sets,  combs 
and  barrettes,  etc. 
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reception  by  the  visiting  trade.  In  the  better  grade 
models  the  high  waist-band  or  Empire  effect,  supported 
by  an  inner  canvas  belt,  the  long  hipless  lines  with  flare 
below  the  knee  are  being  generously  taken.  Habit 
backs  are  much  favored.  All  the  materials  favored  in 
suitings  are  represented  in  the  new  skirt  lines.  Plain 
materials  as  well  as  invisible  stripes  and  effective  color 
combinations  are  shown  in  a  variety  of  effective  designs. 

Marked  Simplicity. 

The  vogue  for  costumes  is  quite  apparent  in  the  new 
lines.  The  one-piece  effect  prevails,  and  marked  sim- 
plicity is  noted  in  the 'models.  Foulards  as  well  as 
rough  weave  silks  are  regarded  most  favorably  for  the 
coming  season's  costumes.  Soft  lustrous  silks  and 
satins  are  also  employed  in  the  higher  price  models.  The 
Directoire  effects  are  shown  in  costumes  of  all  kinds,  the 
long  hipless  effect  being  forcibly  brought  out  in  every 
instance.  The  skirts  are  plain  and  full  in  straight  lines, 
and  are  invariably  made  with  a  slightly  raised  waist- 
line. The  waists  are  more  elaborate  and  the  yokes  and 
sleeves  are  of  lace  or  net.  Collars  are  either  very  high 
or  low,  cut  in  Dutch-neck  effect.  The  sleeves  are  always 
long  and  have  very  little  fullness  at  the  top. 

Washable  suits  and  dresses  developed  in  linens  and 
repp  are  expected  to  be  very  popular  for  the  coming 
Summer  season.  The  lines  were  more  attractive  than 
ever  this  year.  In  suits,  the  tailored  effects  are  good 
and  are  made  on  practically  the  same  lines  as  the 
cloth  suits.  In  the  trimmed  linen  suits,  heavy  laces 
are  employed.  Three-piece  effects  are  quite  a  feature  of 
the  washable  lines  and  promise ,  to  become  very  popular 
this  season.  The  jumper  model  in  these  suits  is  popular 
in  medium  priced  three-piece  suits.  The  one-piece  dress 
is  more  favored  by'  the  high  class  trade.  Lingerie  dres- 
ses are  also  shown  in  many  beautiful  designs. 

Garments  made  of  rubberized  silk  and  satin,  or  rain- 
coats of  cloth  are  very  interesting  this  season.  There 
are  many  new  styles  in  detail  of  trimming  and  cut  that 
are  very  modish.  These  garments,  like  all  other  pro- 
ductions, are  simple,  and  strongly  emphasize  the  Di- 
rectoire effects,  such  as  long,  hipless  and  slender  lines. 
These  models  are'  particularly  desirable  for  automobiling. 

Tailored  Suits  for  Misses  and  Children. 

Tailored  suits  are  the  most  interesting  productions 
of  fashion  for  the  young  girl  and  child.  Such  garments 
are  being  featured  more  extensively  this  season  than 
ever.  The  smartest  numbers  are  simple  in  the  extreme 
and  the  models  simulate  those  to  be  worn  by  women,  so 
that  the  girl  or  child  is  gowned  as  well  and  up-to-date 
as  her  mother. 

The  coats  to  these  suits  are  made  hipless,  and  while 
many  novelties  are  shown,  the  plain  hipless  coat,  semi- 
fitted,  and  hanging  straight  from  the  shoulders,  is  con- 
sidered the  best  seller  to-day.  Practically  all  the  coats 
are  cut  away  to  some  extent  in  the  front.  Less  trim- 
mings  are  used   on   suits  this   Spring  than  last  season. 

In  coats  for  the  infants  the  same  lines  are  observed 
in  the  new  Spring  showings  as  last  season.  For  the 
baby  of  ten  years  some  garments  displaying  novelty 
ideas  are  developed  in  Directoire  effects.  Lingerie  coats 
on  colored  foundations,  also  pongee  and  rough  weave 
silk  coats   will  all  be  popular. 

Simple  Effects  in  Waists. 

Tlie  new  lines  of  waists  shown  for  Spring  are  simple 
in  every  particular.  This  is  practically  necessary  in 
order  to  carry  out  the  prevailing  modes  of  fashion. 
Laces  and  embroidery  are  used  extensively,  but  simple 
designs  are  brought  out.  The  long  and  tight  sleeves 
also  give  them  simple  effects  as  the  short   puffy  sleeves 


give  the  waists  a  dressy  look.  The  sleeves  in  the  lin- 
gerie waists  are  nearly  always  trimmed,  as  the  long 
lines  in  the  plain  effects  are  not  attractive. 

More  and  more  favor  is  being  shown  for  the  tailored 
waists  which  are  being  displayed  in  many  attractive 
styles.  The  stiffened  linen  collars  and  cuffs  are  prefer- 
red in  the  tailored  models. 

Embroidered  effects  are  to  be  a  favored  trimming  for 
both  lingerie  and  tailored  waists,  some  of  the  embroi- 
deries having  a  touch  of  color.  Drop  trimmings  and 
buttons  in  crochet  effects  are  the  most  favored  trim- 
mings this  season  for  washable  waists.  French  crepes 
as  well  as  its  imitations  are  very  popular  now  and  are 
expected  to  be  even  more  so  in  the  Spring.  ; 

Novel  Features  in  Parasols. 

Parasols  for  the  coming  Summer  promise  to  show  a 
number  of  novel  and  effective  features  which  should  prove 
of  great  interest  to  the  trade.  One  of  the  most  pro- 
nounced features  is  the  tendency  for  Japanese  effects. 
Gilt  frames  are  also  a  new  feature.  The  longer  handles 
are  expected  to  be  most  in  favor,  some  of  them  measur- 
ing 48  inches,  but  the  shoulder  length,  or  possibly  a 
little  longer,  will  be  the  prevailing  length.  Prints,  in 
stripes,  Persian  and  floral  designs,  and  solid  colors,  arc 
all  well  represented.  Pongees,  in  solid  and  embroidered 
effects,  also  cretonne  parasols,  promise  to  be  used  again 
this  season. 

Tailored  Effects  in  Petticoats. 

The  sunburst  designs  in  some  of  the  novelty  gar- 
ments are  creating  favor  in  the  trade.  In  fact,  such 
styles  are  considered  very  adaptable  for  wear  under  the 
close-fitted  gowns  worn  to-day.  Tailored  effects  in 
petticoats  promise  to  be  an  even  greater  feature  for  the 
coming  'Spring  than  ever  before 


HAT  STANDS 


To 


make  your  Spring  opening  a  success  you 
require  the  best  kind  of  Hat  Stands.  Old  and 
worn  stands  detract  greatly  hom  the  appearance 
of  the  Millinery  displayed  upon  them— you  cannot 
afford  to  use  such  stands.  Our  latest  designs,  made 
of  square  tubing  on 
Roman  bases,  finished 
in  Nickel  Plate,  Brush- 
ed Brass,  Antique 
Copper  or  Antique 
Brass  with  velvet  tops, 
are  very  handsome, 
practical  stands.  Our 
catalogue  shows  a 
variety  of  designs. 

Send  for  a  copy  to-day. 

Toronto  Brass 
Mfg.  Co.,  Limited 

17-21  Temperance  St. 
Toronto,    Ontario 
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"IF  IT'S  THE  BEST 

WE  HAVE  IT" 


Two  months  ago  we  advertised  that  we  had  ''  two 
buyers  in  Paris  "  and  to-day  we  advise  the  trade 
that  as  a  result  of  their  work  we  have  on  hand  the 
most  beautiful,  most  complete  and  most  up-to- 
date  stock  of  millinery  in  Canada. 

An  announcement  like  this  is  too  short  for  an  ex- 
tended list  of  goods  but  in  passing  would  mention 
Bandeaux  goods  in  jet,  jet  and  gold,  and  Dresden  ; 
also  crowns  in  fancy  jet  combined  with  coloured 
straw  ;  and  fancy  Gauze  trimming  in  ribbed 
effects.  All  these  goods  are  of  French  manufac- 
ture direct  from  Paris  by  last  steamer.  They  are 
the  most  desirable  goods  in  the  trade  and  are  in 
great  demand. 

Our  warehouses  are  full  of  just  the  goods  you 
need.  We  sell  nothing  but  millinery,  but  in 
millinery  we  handle  everything  that  is  worth 
handling. 


The  Smith-Runciman  Co.,  Ltd. 

Toronto  Ottawa  Hamilton  Winnipeg 
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THK  new  milliiun-y  lias  now  boi'ii  passed  upon  and 
approved  by  the  trade.  Paris  ideas  have  been 
adopted  and  in  many  eases  adapted  by  the 
Canadian  milliners,  ami  it  is  now  possible  to 
jrain  some  accurate  idea  as  to  tiie  styles  tiiat  will  lead 
for  the  early  season.  There  is  every  promise  of  a  pic- 
turesque season — gowns  are  built  upon  picturesque  Dircc- 
toire  and  Empire  lines,  and  the  new  millinery  follows 
on  and  completes  the  picture. 

The  hats  in  reality,  save  in  the  case  of  a  few 
models,  are  by  no  means  small,  for  if  they  do  not  show 
the  far-reaching  brim  they  are  wide  and  high.  P'ashion 
is  taking  her  inspiration  from  the  turbans  and  caps  worn 


Directoire  Poke  — Shown   by  D.  McCall  &  Co. 

during    the    Directoire    and    Empire    periods — though    the 
smart  bonnet  shapes  come  from  the  later  1830  period. 

The  most  distinctive  feature  of  the  new  millinery  is 
tlie  exaggerated  crown  of  almost  any  shape  as  long  as 
it  is  large.  Another  point  is  the  softness  of  outline,  for 
even  where  the  pressea  shape  with  the  clear  cut  outline 
is  seen  J  it  is  softened  and  broken  by  the  trimming 
masses.  This  is  one  feature  that  makes  for  the  success 
of  the  new  millinery  as  it  makes  it  becoming  to  almost 
every  type  of  face.  Many  brims  roll  slightly,  and  not  a 
few  of  the  new  turbans  are  brimless.  There  are  many 
hats  that  show  the  mushroom  influence  in  the  brim — not 
the  curved  mushroom  so  popular  the  last  few  seasons, 
but  in  a  straight  drooping  effect.  Cavalier  shapes  are 
beginning  to  make  their  appearance.  Some  of  the  later 
of  these  are  of  quite  large  size  and  indicate  the  lines 
that  summer  millinery  will  take. 

Good  Braid   Season. 

This  is  to  be  a  larger  braid  season  than  for  some 
time.    Milliners  arc  welcoming  the  pretty  soft   braids,  as 


they  work  up  so  beautifully  into  pretty  and  individual 
hats.  Pressed  shapes  in  Milan,  hemp,  Jap  and  crin  are 
all  shown.    Flowers,   too,  will  have  a  large  place. 

One  of  the  most  successful  hats  has  been  the  floral 
turban.  These  are  made  in  almost  all  the  fruit  or 
flowers  of  the  season  and  with  or  without  the  admixture 
of   foliage. 

The  showing  of  flowers  is  a  large  one  and  all  author- 
ities are  at  one  in  predicting  a  big  flower  season.  Fashion 
favors  at  present  the  small  fine  flowers  so  dear  to  every 
milliner's  heart,  but  larger  flowers  are  not  absent,  and 
even  very  large  flowers  are  shown.  The  fact  is  it  is 
flowers  that  is  to  be  worn. 


Nets  Are  Much  Used. 

Nets,  both  flne  and  of  coarse  mesh,  are  very  much 
used,  crepe  is  indicated  and  silks  of  the  bengaline  order. 

Many  milliners  are  using  fruit — berries,  apples,  cher- 
ries, etc.,  and  mixed  flowers,  foliage  and  grasses  are  all 
Used.  Flower  cabochons,  flower  bands,  flower  rosettes 
and   even  bows  are  seen. 


Hair  Supports  the  Hat. 

Just  a  word  about  the  hair.  P'or  wearing  with  the 
new  hats  the  hair  is  dressed  out  at  the  back  and  sides, 
forming  a  support  for  the  hat  to  rest  on.  There  is  no 
pompadour  and  the  hair  is  dressed  fiat  at  the  top.  The 
larsi'e  head  size  still  rules,  and  in  many  shapes  there  is 
nothing  but  the  facing  underneath.  This  is  wired  and 
when  the  hat  is  on  the  head  its  own  weight  places  it  at 
the  proper  angle.  Many  of  the  later  shapes  arc  posed 
on  the  side  of  the  head  and  it  is  because  of  these  models 
that   the  bang   is   back  again. 


Rose  is  Queen. 

The  rose  is  queen  of  the  garden,  and  also  is  always 
queen  in  the  millinery  world  and  is  shown  in  tiny  moss 
and  Banksea  roses,  as  well  as  the  larger  effects.  Almost 
all  of  the  popular  garden  and  field  flowers  are  shown 
generally  in  their  natural  coloring,  but  in  many  cases 
such  as  hyacinths,  lilac,  cowslips  and  other  flowers  in 
all   the  new  colorings.    There  is  a  determined  effort  made 


Millinery  styles  are  in  accord  with  the  outstand- 
ing features  of  a  picturesque  season,  giving  addi- 
tional emphasis  to  the  Directoire  and  Empirg 
vogue. 

The  most  distinctive  feature  of  the  new  millinery 
is  the  exaggerated  crown.  Still  another  point  is 
the  softness  of  outline. 

Braids,  flowers,  and  foliage  have  a  prominent 
place  in  trimmings.  One  of  the  most  successful 
hats  is  the  floral  turban. 

Wings,  particularly  in  the  natural  shades  are 
much  used  in  street  hats.  For  dress  models,  os- 
trich paradise  and  mephisto  effects  are  popular. 
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The 


Silk  House 


FOR 


Spring  Trade 
1909 

Japan   and   China   Silks 


Shan  Tungs 
Satins 
Tamalines 
Peau  de  Sole 
Louisine 


Tussores 
MessaHnes 
Taffetas 
Ottoman 
Crepe  de  Chine 


Fancy  Silks 

In  Striped  and  Figured  Effects  in 
ALL  QUALITIES 


Complete  Range  of 

Windsor  Ties 


INCLUDING 


Tartan  and  Fancy  Plaids 
Checks,  Polka  Dots,  etc. 


MAIL  ORDERS  RECEIVE 
OUR    PROMPT   ATTENTION 

K.  Ishikawa  &  Co. 

TORONTO 


to  popularize  the  violet  for  the  early  trade,  and  as 
shown  in  the  new  faded  purple  shades  it  is  a  beautiful 
flower. 

Wings,  particularly  in  the  natural  shades,  are  much 
used  on  street  hats  and  for  the  dress  models  lovely 
ostrich  and  paradise  is  used.  Mephisto  effects  in  quills 
are  seen  and  the  curious  antennae  mounts — those  with 
the  striped  quills  and  the  feather-tufted  ends.  The 
latest  feather  to  take  the  milliner's  fancy  is  the  double 
uncurled  ostrich  plume  in  the  natural  tone. 

Every  milliner  has  bought  some  jet,  and  for  the 
early  season  it  will  be  decidedly  good.  That  it  will  sur- 
vive the  early  season  is  not  expected,  but  its  reappear- 
ance is  looked  for  in  the  fall.  Jet  is  decidedly  a  fall 
feature.  Ribbons  in  the  plain,  weaves  in  satins  and 
velvets  are  very  much  used.  Long  ribbon  ties  are  very 
much  in  evidence. 


Jas.   Rodger  'Retires, 


Jas.  Rodger,  one  of  the  most  widely  know  dry  goods 
men  in  Canada,  through  his  long  connection  with  the 
Gault  Bros.  Co.,  Montreal,  has  retired  from  the  active 
office  and  financial  management  of  that  firm^  He  still 
continues  on  the  Board  of  Directors  of  the  Montreal 
house,  and  will  still  be  seen  occasionally  at  the  ware- 
house.   Mr.    Rodger,    of   course,    continues     as   vice-presi- 


JAMES  RODGER 
Retiring  from  Active   Office  Management. 

dent  of  Gaults,  Ltd.,  Winnipeg,  and  president  of  the 
Gault  Bros.,  Vancouver,  besides  his  connection  with 
other  interests. 

One  of  the  chief  reasons  of  Mr.  Rodger's  decision  to 
lay  aside  active  work  and  responsibilities  was  to  give 
him  (freedom  to  devote  more  time  to  religious  and  bene- 
volent work. 

Mr.  Rod'ger  entered  the  employ  of  Gault  Brothers 
Co.,  Montreal,  nearly  thirty-seven  years  ago,  and  has 
seen  service  in  every  branch  of  office  work  until  he 
finally  directed  the  financial  affairs  of  the  concern.  For 
three  years  previous  to  his  connection  with  Gault  Bros., 
Mr.  Rodger,  as  a  very  young  man,  was  connected  with 
Thos.  May  &i  Co.,  Montreal. 
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Spring  -  1909 

The  Leading  Millinery  House  of  Canada 

Cockburn  &  Rea,  Limited 

54-56  Wellington  St.  West 
Toronto 

MILLINERY  NOVELTIES 

that  are  in  demand  and  at  popular  prices. 

Ribbons 

A  special  feature  in  following  lines. 

Black   and  Colored  Taffetas  No.  5912 
Black   and  Colored  Liberty    No.     444 
Dresden  Ribbons,  various    designs 
Black  and  White  Checks,  various  designs 


We  have  a   splen- 


Stra^v  Braids 

Everything  indicates  that  this  will  be  a  big  braid  season, 
did  stock  and  a  complete  range  of  shades. 

Flowers 

Our  Novelties  in  Flowers  fully  sustain  our  reputation  as  the  leading  flower  house. 

Sequin  Trimmings  and  Jets 

We  are  showing   an  exceptionally    large   range   of    Black    and    Colored    Sequin 
Trimmings  in  exclusive  designs.     This  article  is  very  strong  for  coming  season. 

WRITE  FOR  SAMPLES  AND  QUOTATIONS. 

Letter  orders  specially   attended  to. 

COCKBURN  &  REA,  Limited 


Wellington  Street  West, 


TORONTO 
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G.  Goulding  & 
Sons 

55  Wellington  St.  W.,    Toronto 


230  McGill    Street,  Montreal 
65  Albert  Street,     Winnipeg 


Originality  and 
Exclusiveness 


are  the  characteristics  of  High- 
class  Millinery.  Hosts  of  people 
can  copy,  but  few  can  originate 
things  that  are  really  desirable. 
This  applies  particularly  to  Mil- 
Hnery,  and  it  is  just  in  this 
quality  of  originality  that  we 
claim  to  excel.  It  is  the  point 
about  our  stock  which  will  im- 
press you,  as  a  practical  milliner, 
most  forcibly. 

On  the  basis  of  your  own  bene- 
fit, we  present  our  claims  for 
your  consideration. 

There  is  always  one  best  millin- 
ery store  in  every  town. 

If  you  are  a  customer  of  ours, 
you  will  have  taken  an  import- 
ant step  towards  making  your 
store  the  one  best. 
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UR    reputation    for  all    per- 
taining   to     Millinery    has 
been  fully  maintained  and 
added  to  this  season.    Showings 
in  all  Departments  are  meeting 
with  unprecedented  success. 

Should  our  Travellers  not 
call  on  you,  or  if  you  are  not 
on  our  mailing  list,  w^e  request 
that  you  write  us. 


THE  JOHN  D.  IVEY  CO.,  limited 


WAREHOUSES: 

TORONTO 
MONTREAL 
QUEBEC 
WINNIPEG 
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We  Don't  Ask  for 
Your  Business 

now  on  the  strength  of  the  service 
we  were  able  to  give  you  in  the 
past.  We  don't  depend  on  our  re- 
putation in  spite  of  the  fact  that  no 
house  in  Canada  could  make  out  as 
good  a  claim  even  on  this  score. 

We  do  ask  you  to  judge  us  by  our  ability 
to  serve  you  now.  We  know  we  have  never 
been  able  to  do  it  as  well.  For  exclusive 
millinery  novelties — the  goods  which  reflect 
discriminating  judgment  and  a  thorough 
knowledge  of  style  tendencies — as  well  as  for 
the  style  lines,  we  lead  to-day,  as  we  have  led 
in  the  past.  You  can  easily  test  the  truth  of 
this  claim. 

THE  D.    McCALL    COMPANY, 


94-96-98  Wellington  Street  West. 
TORONTO. 


LIMITED 


Branches  at  Winnipeg, 


Montreal, 


Ottawa, 


Quebe 
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Millinery  Pictorial  Post  Cards 

Are  the  best  advertising  medium.  They  are  Souvenirs  that  w^ill  be  retained  by  the  receiver. 
They  are  the  best  kind  of  opening  card.  A  regular,  direct-to-your-customer  advertisement. 
The  latest  New  York  and  Parisian  models  sold  in  assortments  and  by  special  selections. 
Your  name  and  address  or  any  other  advertising  matter  printed  on  same. 


PRICES 


250 

500 


$3.75. 
$6.50. 


1000 
2000 


$11.00. 
$18.00. 


Special  quotations  for  large  quantities,  or  on  special  designs. 
These  cards  are  on  special  photo  imitation  finish. 

ORDER  TO-DAY  FROM 

The  Illustrated  Post  Card  Company 


106  NOTRE  DAME  ST.  EAST, 


MONTREAL,  QUE. 


Highest  type  of  Parisian  Sculpture  Work.     Price  upon  request. 


Be  a  Leader 

and  get  one  for  your 
Millinery  Opening 

New  catalogue  upon 
request. 

DELFOSSE  &  GO. 

Canada's  Greatest  Fixture 
House. 

5   Hermine    Street, 

MONTREAL. 


Men  Who  Sell 


Tk 


ings 


By  Walter  D.Moody 

Business  J^anager  of  Chicago  Association 
of  Commerce 


This  "Salesman's  Blue  Book,"  written  for  Manufac- 
turers, Merchants,  Employers,  and  all  Sellers  of  Goods, 
gives  the  author's  Observations  and  Experiences  of 
over  20  years  as  Travelling  Salesman,  European  Buyer, 
Sales  Manager  and  Employer.  It  shows  "HOW  TO 
INCREASE  THE  EFFICIENCY  OF  YOUR 
SELLING  SERVICE "  and  "HOW  TO  IN- 
CREASE YOUR  BUSINESS."  Adopting  these 
up-to-date  suggestions  means  MONEY  FOR  YOLL 
Three  of  the  22  subjects  are:  The  Order  Taker,  Right 
Kind  of  Salesman,  Letters  to  the  Trade. 


29Spp. 


Net,  $1. 00  By  Mail,  $1. 10 


Technical  Booh 


10  Front  St.  East,  Toronto 


If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now.  Dry  Goods  Review  Subscription  Department,  10 
Front  Street  East,  Toronto. 
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New  Hats  Suggest  Days  of  Romney  and  First  Empire 

The  Turban,  the  Poke  and  the  Cavalier  —  PrevaiUng  Mode  is  Contradicted  in  Some  of 
the  Prevailing  Models  —  Several  Novel  Effects  Making  their  Appearance  in  Trimmings. 

Staff   Correspondence. 


Office  of  the  Dry  Goods  Review, 
622-624   Tribune  Bldg., 

New  York,  Feb.   26th. 

THE  millinery  sensation  of  the  month  is  the  poke. 
It  is  the  latest  from  Paris  with  the  possible 
exception  of  the  Cavalier  hat,  an  elongated 
model  which  is  almost  a  direct  contradiction  to 
the  prevailing  mode.  The  Cavalier  hat  as  its  name 
implies  is  picturesque.  It  is  long  from  front  to  back  and 
dips  slightly  at  those  points.  It  is  decidedly  narrower 
than  the  other  hats  worn  and  its  crown  is  therefore  not 
so  extreme,  its  height  varies.  This  shape  is  at  its  best 
trimmed  with  sweeping  feathers,  or  one  feather  mounted 
so  as  to  fall  low  over  the  crown. 

Such  a  hat  may  be  regarded  not  as  the  present 
mode,  but  as  the  mode  to  come  when  we  will  have  be- 
come weary  of  the  mushroom  ana'  the  poke.  Of  the 
numerous  pokes  shown,  the  most  ultra  is  a  creation  of 
Marie  Louise.  The  usual  order  of  things  is  here  reversed 
ana'  we  find  the  brim  lying  flat  on  the  forehead,  coming 
to  the  brows,  and  poking  out  at  the  sides  and  back  in 
a  most  unusual  manner.  This  is  ultra,  but  the  poke  that 
is  really  practical  is  the  short-backed  or  cut  away  back 
poke  of  medium  size,  made  of  Leghorn,  Tuscan  or 
Neapolitan  and  daintily  trimmed  with  small  flowers  and 
ribbon,  with  of  course  ribbon  ties.  Some  of  these, 
notably  a  lovely  Leghorn,  trimmed  in  corded  velvet,  in 
two  of  the  golden  brown  shades  known  as  chamois,  are 
examples  of  the  1830  period — and  are  pure  Directoire. 
The  model  under  discussion  was  also  trimmed  with  a 
cluster  of  three  ostrich  tips  mounted  well  toward  the 
back.    Mme.  Lore  was  the  designer. 

The  Chin  Tie  is  Coming. 

While  experience  has  taught  us  that  ties  are  always 
a  feature  of  the  openings  this  season  seems  to  argue 
that  the  ties  will  be  worn  for  they  are  very  much  in 
the  picture  so  to  speak.  It  is  true  that  all  pokes  have 
not  tics,  but  the  majority  have  and  many  of  the  picture 
hats  as  well.  The  Directoire  tie  crossing  the  hair  at  the 
back  has  been  in  vogue,  but  now  we  have  the  chin  'tie 
finished  under  one  ear  with  a  saucy  made  bow,  the  bow 
fastening  on  to  the  long  end  which  comes  from  the  left 
side  of  the  brim.  Velvet  ribbon  seems  to  be  the  favorite 
for  this  idea,  indeed  is  used  in  many  attractive  ways. 
Fancjr  ribbons  are  noted.  There  are  many  two-tone 
effects  ;  indeed,  the  two-tone  idea  is  the  keynote  of  the 
season's  color  scheme,  two-tones  of  one  color  being 
found  in  straw,  ribbon,  silk  and  indeed  all  materials. 
This  effect  is  frequently  obtained  by  using  one  material 
over  another,  crepe,  chiffon  or  net  over  silk  or  straw 
for  example.  This  fad  adds  greatly  to  the  cost  of  a 
hat.  The  same  may  be  said  of  the  fashion  of  facings, 
which  at  present  are  of  straw,  a  rough  straw  facing,  a 
fine  straw  or  vice  versa. 

All  Varieties  of  Straw. 
The  question  of  straw  is  an  interesting  one.  Practi- 
cally all  varieties  are  used  ;  Georgette  used  no  coarse 
straws  at  all,  the  hats  made  by  her  being  Neapolitans, 
fine  Milans,  chips  and  crin,  while  Camille  Roger  runs  to 
the    other    extreme    using    Jumbo    braids.    Esther   Meyer 


and  Suzanne  Talbot  use  the  coarse  straws,  while 
Louison  favors  the  finer  weaves,  consequently,  we  use 
coarse  and  fine,  and  what  is  more,  not  infrequently  com- 
bine them.  It  is  about  the  same  as  to  shapes.  Georgette, 
as  usual,  favors  large  hats  and  her  brims  show  no  mush- 
room tendency,  while  some  of  the  other  designers  fhow 
practically  nothing  but  mushrooms,  large  and  small, 
the  latter  only  by  courtesy,  as  literally  speaking,  there 
are  no  small  hats,  the  smallest  being  cumbersome  and 
looking  out  of  all  proportion  for  they  are  mostly  crown. 
Turbans  are  brimlcss  and  very  bulky.  It  must  be  re- 
corded that  head  sizes  are  still  very  large,  the  head 
entering  well  up  into  the  hat,  and,  jthat,  in  many,  Lan- 
deaux  are  used.  Tliey  are  not  trimmed  although  a  ten- 
dency to  under  brim  decoration  is  noted,  for  some  de- 
signers are  placing  one  or  two  small  flat  roses,  or  a 
velvet  bow  flat  against  the  brim,  near  its  edge.  This 
is  a  very  quaint  fashion,  as  the  hats  though  setting 
low  on  the  head  are  tilted  a  little  to  one  side  and 
do  not  cover  the  brow  as  formerly. 

Practically  all  hats  are  high,  crowns  and  feathers, 
bows  and  other  trimmings  accentuating  the  height.  Flow- 
ers are  arranged  in  tight  bands,  chains,  rosettes  and 
similar  devices,  and  as  has  been  previously  stated  are 
combined  with  fruits.  Fruit,  particularly  the  smal'er 
variety  are  among  the  most  prominent  features.  Cherries 
lead.  They  too  are  stiffly  arranged.  A  flat  saucer-like 
cabochon  was  made  of  cherries,  the  whole  being  sur- 
lounded  by  a  fringe  of  lilies-of-the-valley.  Gooseberries 
huckleberries,  blackberries  and  small  grape  clusters,  mul- 
berries and  small  green  apples  are  among  the  offerings  in 
fruit.  Fruit  and  flowers  are  often  combined,  colors  run 
riot  in  such  arrangements,  but  most  of  them  are  dark 
and  tone   more  or  less  successful   together. 

A  daring  color  scheme  was  a  hat' of  violet  straw  and 
ribbon  .trimmed  with  cherries,  .\nother  was  a  stunning 
model  in  hyacinth  blue,  trimmed  with  wistaria,  which 
fell    from   a   crescent   shaped   band   of    American   beauties. 


The  Cavalier  hat  is  decidedly  narrower  than  the 
.)ther  hats  worn,  and  its  crown  is  therefore  not  so 
extreme. 

The  season  seems  to  argue  that  ribbon  ties  will 
be  worn  with  pokes  and  picture  hats,  the  chin  tie 
being  the  latest   idea. 

Practically  all  varieties  of  straw  are  used.  The 
finier  weaves  are  sometimes  combined  with  the 
coarser. 

The  great  majority  of  hats  are  high,  crowns  and 
feathers,  bows  and  other  trimmings  accentuating 
the.  height. 

Fruit,  particularly  the  smaller  varieties,  are 
imong  the  most  prominent  trimming  features.  They 
as  well  as  flowers,  are  'somewhat  stiffly  arranged 
in  bands,   chains,   rosettes  and  similar  devices. 

Elongated  Mephisto  quills  of  aigrettes  give  an 
elegant  appearance,  uncurled  ostrich,  particularly 
in  natural  colors,  is  much  worn.  Novel  effects  in 
foliage  are  making  their  appearance. 
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New  York  Hats  Illustrative  of  Latest  Styles 


A  picturesque  hat  from  Marie 
Louise.  Made  of  fine  black  Milan 
pressed  shaped,  is  the  top  illustra- 
tion, The  hiuh  crown  is  draped 
with  turquoise  velvet,  side  trim- 
ming of  black  paradise.  Egyptian 
scarf  of  blue  chiffon  and  black  gold 
threaded  lace. 


On  the  left  is  a  turban  of  pain 
brule  chip,  with  pleated  maline  col- 
lar, cherries,  and  red  velvet  ribbon- 
By  Esther  Meyer. 

The  other  is  a  leghorn  poke,  trim- 
med with  ruche  of  fine  lace  and 
chains  of  forgret-me-nots,  roses  at 
side,  high  standing  foliage.  Block 
ties  of  green   ribbon. 


no 
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Violets  are  winning  favor.  The  deep  purple  single  violet 
leads.  These  are  often  combined  with  roses.  They  are 
arranged  into  chains  and  festooned  over  crowns,  an  ar- 
rangement for  which  small  flowers  are  most  appropriate. 
A  lovely  large  hat  in  sautern-colored  straw  had  a 
wide  band  made  of  a  double  row  of  La  France  roses,  the 
rose  overlapping  and  no  foliage  being  used.  Soft  pink 
satin  ribbon  was  arranged  in  a  wide  Alsatian  bow  at 
the  back.  The  lavish  use  of  trimming  was  illustrated 
by  a  Leghorn,  model  banked  with  wistaria,  falling  like  a 
fringe  from  the  Incroyable  crown.  A  spider  bow  of 
bright  cerise  velvet  ribbon  sprawled  across  the  entire 
back  over  the  wistaria. 

Laces  to  the  Fore. 

It  will  be  good  news  for  many  that  laces  are  once 
more  to  the  fore.  The  fine  laces  are  mostly  favored. 
Gold  lace  as  well  as  silver  appears  in  many  handsome 
hats.  Lace  scarfs,  drape  brims  and  the  Egyptian  shoulder 
scarf  is  a  picturesque  fad.  The  jet  craze  is  still  rampant 
and  it  is  believed  that  for  early  wear  and  also  for 
next  season  they  will  be  very  strong. 

There  is  an  efiort  to  reinstate  pearls,  strings  and 
cabochons  are  noted  but  as  yet  they  are  not  frequent 
enough  to  be  really  taken  seriously.  Jet  buckles  and 
bands  of  jet  feature  on  the  large  hats.  Paradise  is  a 
costly  but  elegant  trimming  and  has  first  place  for  high 
class  dress  hats.  Elongated  Mephisto  quills  of  aigrettes 
are  very  elegant.  Uncurled  ostrich  particularly  in 
natural  colorings  is  very  much  worn.  Bleached  and  dyed 
peacock  is  an  excellent  substitute.  Very  smart  are  some 
of  the  quill  arrangements.  The  quills  are  frequently 
shaven  at  either  side  of  the  stiff  quill  centre,  these  long 
stifi  ornaments  being  very  smart  and  inexpensive.  Quills 
fashioned  from  small  flowers  are  charming. 

Novel  Flower  Effects. 

Flower  bows,  stiff  wreaths  and  buckles  of  flowers  are 
features.  Lilies-of-the-valley  in  all  colors  are  strong  ; 
indeed  colors  entirely  at  variance  with  the  laws  of  na- 
ture are  in  great  favor.  Blue  and  mauve  roses,  blue 
cherries  and  other  unnatural  effects  are  prominent.  There 
are  also  jet  fruits,  notably  cherries.  Hand  made  bats 
are  once  again  in  demand.  Straw  braids  are  used  in 
many  novel  ways.  Flower  crowns  are  a  feature  of  many 
hats  made  of  braid.  Flower  hats  are  very  strong.  Ger- 
aniums are  being  used  for  this  purpose.  There  are  sev- 
eral novel  effects  in  foliage.  Small  flowers  often  are 
used  with  tiny  velvet  leaves.  The  larger  flowers  have 
chiffon  foliage  and  leaves  made  of  metallic  tissue. 

Great  Range  of  Color. 

As  to  color,  rose  in  all  its  various  shades  leads  with 
mauves,  lilacs,  violets  and  kindred  shades  following. 
There  is  a  pale,  indefinite  yellowish  green  that  is  seen 
on  many  of  the  French  hats.  It  is  called  sulphur  by 
some,  but  is  no  where  near  as  yellow,  lichen  seems  to 
be  the  name  most  frequently  given,  green-gage  might 
describe  it,  it  is  a  clear  cold  green  not  at  all  brilliant 
in  character.  This  color  in  ribbon  and  feathers  is  most 
frequently  combined  with  black.  A  facing  of  straw  in 
the  same  shade  was  a  feature  of  a  black  Neapolitan  sug- 
gestive of  a  Romney  picture,  the  crown  piled  high  with 
tips  falling  across  each  other  from  every  possible  direc- 
tion. Old  blue  is  another  color,  and  by  the  way  olive 
and  blue  is  a  combination  charming  and  practical. 

Naturally  we  must  expect  modifications  of  these  ex- 
treme styles,  for  they  are  most  extreme  and  unusual,  in 
line,  texture  and  color,  but  principally  in  line. 


Dominion  Textile  Co.  Not  Affected. 

Justice  Demers,  the  latter  part  of  February,  canceled 
the  lease  of  the  Dominion  Cotton  Mills  Co. 's  property 
to  the  Dominion  Textile  Company,  Limited.  The  judg- 
ment was  rendered  in  the  suit  of  Geo.  E.  Amyot,  Quebec, 
and  F.  B.  Mathys,  Montreal,  against  the  Dominion  Cot- 
ton Mills  Company,  and  the  Dominion  Textile  Company. 
Messrs.  Amyot  and  Mathys,  with  a  few  other  holders  of 
Dominion  Cotton  Mills  stock,  had  persistently  resisted 
the  advice  of  their  directors  to  exchange  their  stock  for 
stock  and  bonds  in  the  Dominion  Textile  Company,  and 
when  the  majority  of  shareholders  adopted  the  lease  of 
the  Dominion  Cotton  Mills  Company  to  the  Dominion  Tex- 
tile Company  on  Nov.  10th,  1905,  they  voted  against  it. 
Their  suit  was  based  upon  the  legality  of  the  lease. 

Justice  Demers  in  commenting  on  and  explaining  the 
decision,  stated  that  the  majority  could  sell  the  property 
of  the  company  by  public  competition,  but  could  not  sell 
out  their  business  profits,  and  that  a  business  may  be 
leased  when  it  is  found  the  business  cannot  be  carried 
on.  The  Dominion  Cotton  Mills  Company,  at  the  time 
of  the  lease  was  not  insolvent.  Besides  a  company  in- 
corporated by  letters  patent  cannot  transfer  its  business 
even  for  a  time  to  another  company,  unless  by  will  of  all 
the  shareholders,  or  by  authority  of  a  statute.  A  dis- 
sentient shareholder,  as  in  this  case,  may  prevent  the 
sale. 

As  the  trade  is  well  aware,  the  Dominion  Cotton  Mills 
comprise  eleven  mills,  two  in  Montreal  and  Brantford, 
and  one  each  at  Hochelaga,  Magog,  Coatieook,  Moncton, 
Kingston,  Halifax  and  Windsor,  N.S.  Along  with  the 
Merchants  Cotton  Co.,  Colonial  Bleaching  and  Dyeing 
Co.  Montmorency  Cotton  Company,  the  Dominion  Cotton 
Mills  Co.,  formed  the  Dominion  Textile  Company.  The 
Dominion  Textile  Company  own  outright  the  Merchants. 
Colonial  and  Montmorency  Cotton  Mills,  and  27,000  of 
the  30,000  shares  of  the  Dominion  Cotton  Mills  Com- 
pany. 

Inasmuch  as  the  Textile  Company  own  such  an  over- 
whelming majority  of  the  Dominion  Cotton  Mills  stock, 
it  may  easily  be  seen  that  their  business  will  not  be  af- 
fected. 

Discussing  the  upsetting  of  the  lease  with  The  Review, 
C.  B.  Gordon,  managing  director  of  the  Dominion  Tex- 
tile Company,  stated  that  matters  would  go  on  practically 
unchanged.  They  would  simply  act  as  selling  agents  for 
the  Dominion  Cotton  Mills  Company,  and  no  ripple  on 
the  business  surface  would  appear.  He  pointed  out  that 
the  leasing  of  the  Dominion  Cotton  Mills  to  the  Dominion 
Textile  Company  appeared  the  simplest  solution  of  the 
problem  of  consolidation.  It  saved  a  good  deal  of  trou- 
ble in  bookkeeping  and  other  expenses.  The  Dominion 
Textile  Company  will  now  operate  the  Dominion  Cotton 
Mills   Company   as   a   subsidiary   concern. 


A  Cheerful  Statement. 

The  annual  report  presented  to  the  stockholders  of 
the  Associated  Merchants'  Co.,  New  York,  by  John  J. 
Claflin,  the  president,  is  of  unusual  interest,  since  it  is 
a  notable  exception  to  ,  the  statements  one  frequently 
hears  with  reference  to  the  effects  of  the  year  of  depres- 
sion in  the  United  States.  The  net  income,  it  was 
pointed  out  showed  only  a  slight  decrease  over  1907,  and 
the  outlook  was  hopeful. 

"In  resuming  extra  dividends,"  said  Mr.  Claflin,  "it 
seems  wise  to  carry  this  season's  surplus  income  beyond 
regular  dividend  requirements  to  extra  dividend  account, 
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so  that  we  may  have  an  ample  fund  for  contingencies 
while  tarifi  revision  is  pending.  That  disturhing  condi- 
tion removed,  we  should  soon  enjoy  a  fair  measure  of 
prosperity. 

"It  is  gratifying  to  note  that  the  net  income  of  the 
year  1908  would  have  enabled  us  to  pay  extra  dividends 
at  the  rates  of  1007  without  encroaching  on  our  surplus. 
Trade  improved  gradually  throughout  the  season  now 
ended  and  we  have  no  doubt  that  190!)  will  prove  more 
profitable  than  1908." 

In  its  income  account  the  company  shows  the  follow- 
ing  results  : — 

Net    income    $1,273,237  Dec,    .i;il5,176 

Balance  after  dividends  ...      237,620  Inc.,      117,017 

Surplus   20,648  Dec,        98,836 

Profit  and  loss  surplus...  1,662,429  Inc.,  20,648 
The  company  only  recently  declared  an  extra  dividend 
on  the  common  stock  of  h  per  cent.  The  dividends  for 
the  year  ended  February  1,  amounted  to  $301,300  on  the 
first  preferred,  $304,428  on  the  second  preferred  and 
.1:429,889  on  the  common  stock. 

For  the  half  year  ended  February  1  the  company 
showed  an  increase  in  net  income  of  $57,028.  The  bal- 
ance after  dividends  was  $216,922,  an  increase  of  $173,786. 
In  the  balance  sheet  as  of  February  1  cash  on  hand 
amounted  to  $1,033,210.  Total  assets  were  $19,177,040, 
a  gain  of  $247,239.  Stock  of  the  II.  B.  Olaflin  Company 
aggregated  $5,000,000.  Other  securities  amounted  to  $8,- 
100,000  and   junior  securities   to   $5,000,000. 


Death  of  Donald  MacKay. 

By  the  death  of  Donald  MacKay,  head  of  the  whole- 
sale dry  goods  house  of  Gordon,  Mackay  &  Co.,  Toronto, 
on  Feb.  19,  a  notable  mercantile  career  which  had  its  be- 
ginning during  a  troublous  period  in  Canada's  history, 
came  to  a  close.  Mr.  MacKay  was  in  his  94th  year,  and 
up  to  a  couple  of  months  prior  to  his  death  frequently 
visited  the  warehouse. 

Donald  MacKay  was  a  native  of  Lybster,  Scotland. 
He  was  born  in  1815,  and  coming  to  Canada  in  the  early 
thirties,  with  many  another  loyal  young  man,  he  bore 
arms  during  the  rebellion  of  1837.  With  his  two  elder 
brothers,  he  first  identified  himself  with  Canadian  mer- 
cantile life  in  Montreal.  Their  business  grew  steadily 
and  after  15  years  Mr.  MacKay  moved  to  Hamilton  and 
there  joined  the  late  John  Gordon  in  a  wholesale  dry 
goods  business.  They  transferTed  to  Toronto  in  1859. 
The  opening  of  the  Lybster  Cotton  Mills,  Merritton,  in 
1861,  marked  an  important  expansion  of  the  firm's  enter- 
prise. 

Ten  years  later  saw  the  erection  of  a  large  warehouse 
at  the  corner  of  Bay  and  Front  Streets.  This  was  de- 
stroyed in  the  big  fire  Avhich  played  havoc  with  Toronto's 
business  district,  but  the  company  rebuilt  on  the  same 
site.  Mr.  Gordon  died  in  1882,  and  the  business  was  then 
oi-ganized  as  a  limited  liability  company  with  Mr.  Mac- 
Kay as  president.  The  large  wholesale  house,  Avith  its 
Tissoeiated  enterprise,  did  not  represent  the  entire  sphere 
of  Mr.  MacKay 's  activities.  He  held  the  office  of  Vice- 
President  of  the  Ontario  Bank  for  some  years  and  was  a 
director  at  the  time  it  became  defunct.  He  was  also  a 
director  of  the  London  and  Canadian  Loan  and  Agency 
Co.  He  is  survived  by  a  widow,  three  sons  and  a  daughter, 
William  J.  Drummond  and  J.  Gordon  MacKay,  of  Toron- 
to, and  Mrs.  Dr.  Senkler,  of  Vancouver. 

The  last  annual  meeting  of  Gordon  MacKay  &  Co. 
considered  it  due  Mr.  MacKay  that  he  be  relieved  of  the 
responsibilities    of    the    presidency,    and    J.  W.  Woods, 


formerly    vice-president,    was    appointed.      He    was 
ceeded  by  A.  G.  Malcolm,  one  of  the  directors. 


suc- 


Death  of  Philip  Jamieson. 

The  death  of  Philip  Jamieson,  men 's  outfitter,  who 
was  identified  with  the  mercantile  activities  of  Toronto 
for  over  30  years,  occurred  at  his  home  in  that  city  on 
the  morning  of  Feb.  20th.  He  had  been  ill  since  early 
in  January.  Mr.  Jamieson  was  born  in  Edinburgh,  Scot- 
land, 59  years  ago.  Following  his  marriage  in  1873,  he 
decided  to  go  to  Australia,  and  on  his  way  thither 
stopped  over  at  Toronto,  where  his  brother-in-law  in- 
duced him  to  go  into  an  established  business  with  him. 
In  1876  Mr.  Jamieson  opened  a  store  on  the  north-west 
corner  of  Queen  and  Yonge  Streets.  The  building  was 
burned  in  the  Simpson  fire,  but  was  immediately 
re-erected.  Only  a  month  prior  to  his  death  Mr.  Jamie- 
son sold  his  store  to  S.  Knox  &  Co.j  and  was  con- 
sidering plans  for  a  trip  around  the  world. 

His  First  Full-Page  Ad. 

]\Ir.  Janaieson  held  decided  views  with  reference  to 
the      value      of     advertising      as       a      business     stimu- 


THE  LATE  PHILIP  JAMIESON. 

lant.  He  no  sooner  launched  out  for  himself 
than  he  created  somewhat  of  a  sensation  among 
the  more  conservative,  by  the  manner  in  which  he  went 
after  business  publicity.  This  was  thirty  years  ago.  It 
is  related  of  him  that  his  was  the  first  full-page  ad.  in 
the  Toronto  Globe,  and  that,  when  he  spoke  of  the  pro- 
position, previous  to  publication,  his  sanity  was  ques- 
tioned. He  knew  what  he  was  doing,  however,  and  the 
ad.  went.  Hon.  Geo.  Brown  is  said  to  have  had  a  hand 
in  its  publication.  From  the  outset,  the  ads.  relating  to 
the  Jamieson  corner  in  Toronto  were  built  on  snappy, 
attractive  lines. 


F.  J.  Knight,  of  R.  D.  Fairbairn,  Toronto,  went  to 
Europe  during  the  latter  part  of  February  on  a  trip  for 
his  firm.  -,,,«, — 
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Greenshields  Limited 

MONTREAL 

Health  Brand  Underwear 

Our  salesmen  are  now  showing  samples  of  Health 
Brand  Underwear  for  Fall,  1909.  We  have  improved 
the  quality  of  every  number  and  have  reduced  the 
prices.  We  guarantee  the  sizes  to  be  correct  in 
every  number.  We  have  a  complete  stock  on 
hand  and  can  supply  you  at  once  with  Long 
or  Short  Sleeves  in  white  or  natural.  We  think  it  will 
increase  the  sales  of  your  Ladies'  and  Children's 
Underwear  if  you  stock  Health  Brand. 

Gloves  and  Hosiery 

Ask  our  salesmen  to  show  you  their  samples  of  the  following  numbers,  or  send 

us  an  order  for  sample  dozens 

Plain  Black  Cotton  Hose,  BPl  $1.00,  BP2  $1.25,  BP4  $2.00,  BP5  $2.25. 
Plain  Black  Lisle  Hose,  LI  $2.25,  507  $3.60,  509  $4.25. 
Plain  Tan  Cotton  Hose,  TPI  $1.25,  TP2  $1.65,  TP3  $2.00,  TP4  $2.25. 
Plain  Tan  Lisle  Hose,  TL4  $2.25,  TL5  $3.00,  TL6  $4.00. 
Natural  Wool  Sole  Black  Cotton  Hose,  W.S  105  $2.25. 
Balbriggan  Sole  Black  Cotton  Hose,  M.S.  100  $2.25. 

Lace  Ankle  Hose  at  $2. 25  per  dozen  in  black,  white,  tan,  sky,  pink,   cardi- 
nal, navy,  nile,  helio  and  grey. 


Short  Gloves 

109  2  Dome  Lisle  $2.00  all  sizes  all  colors 
1113  2  "  "       2.25  *'       " 

115  2  "  Silkette  2.25  "  " 
122  2  "  Lisle  3.00  "  " 
150  2  *'  Tafetta  2.25  "  " 
174  11"  Jersey  Silk  2.25  "  " 
182  2  Dome  Silk  3.25  "  "  Blk.  white 
194  2     "  '*       4.50  dble.  tips,  all  sizes, 

all  colors. 

These  are  only  a  few  of  our  special  values. 
Gloves  at  popular  prices. 


16  to  20-inch  Gloves 


316  Mous.  16-in.  Lisle  $2.25  all  sizes  all  cols 


320     " 

17  "       " 

3.00 

330     " 

18  "       " 

4.00 

359     " 

18  "  Silk 

6.00 

368     " 

20  "      " 

8.00 

384     " 

18  "  Lace 

2  25 

1386  " 

1  Q     u         Merc, 
AO               Lace 

4.25 

Black  and 
White 


We  have  a  complete  stock  of  Hosiery  and 
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Has  your  Wholesale  House  your 
requirements  for  Spring  ? 

You  want  the  Goods  NOW. 
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At  the  end  of  a  season  the  merchant 
who  specializes  in 


has  clear  shelves  in  his  Underwear  de^ 
partment.  Quality  does  it  I  Hygeian 
Underwear  is  perfect  in  material,  fit  and 
finish — it  is  all  that  a  real  good  under^ 
garment  should  be. 


ASK  YOUR  JOBBER  FOR 


"Hygeian"  Underwear  and  "Hygeian"  Waists 


Eagle  Knitting  Co.,  Limited 

HAMILTON,     -     CANADA 
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Look  Ahead   on 
Your   Knit    \Vaist   Supply 


THE 


is  the  one  children's  knit  waist  that  you  won't  find  sleeping 
by  the  wayside  waiting  for  you. 

We're  producing  over  1200  dozen  Nazareth  Waists  every 
working  day  and  it's  a  continuous  performance  with  us  to 
keep  pace  with  demand. 

That  proves  most  mothers  know  the  waist  they  want. 

Best  way  to  make  sure  of  your  supply  is  to  place  your 
orders  early  with  any  of  the  following  jobbers. 

They  all  have  the  genuine. 


Calgary,   Alta. 

W.  R.  Brock  Co.,  Ltd. 

Halifax,  N.S. 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  &  Minnes 

London.Ont. 
R.  C.  Struthers  4  Co. 
Robinson,  Little  &  Co.    ' 

Montreal 
W.  R.  Brock  Co.,  Ltd. 
Gceensliields,  Ltd. 
Hodgson,  Sumner  &  Co. 
A.  Racine  &  Co. 
Brophy,  Parsons  A  Rodden 
Kyle,  Cheesbrouffh  &  Co. 
Mclntyre   Son  &  Co. 


St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  A  Co. 
Manchester,  Robenson  A  Allison 
Scovil  Bros.,  Ltd. 

Toronto 

John  Macdonald  ,t  Co, 
Beatty,  Kerr  &  Verner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  &  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Winnipeg,  Man. 
R.  J.  Whitla  &  Co.,  Ltd, 
Robinson,  Little  &  Co. 


,  Nazaremy     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


J^OMM^top^l 


350  Broad-way, 


New   YoA 


Canadian     Representatives  :— 

E.  H.  Walsh  y  Co. 

Toronto  and  Montreal 
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Athletic  Shirts 

The  above  cut  is  but  one  of  the  many  splendid 
Hues  of  Athletic  and  Outing  garments  manufac- 
tured by  us  for  the  coming  season.  There  is  sure 
to  be  a  great  demand  for  these,  and  it  would  be 
well  for  you  to  make  sure  by  ordering  same  early. 
They  may  be  had  in  the  following  popular  colors: 
Solid  Navy,  White  and  Green,  Navy  trimmed 
with  Cardinal  or  White,  White  trimmed  with 
Navy,  Royal,  Sky,  Cardinal  and  Green.  These 
garments  are  fully  up  to  the  high  standard  main- 
tained by  our  well-known  "Zimmerknit" 
Underwear. 

Sold  by  all  Canadian  Jobbers. 

Zimmerman  Manufacturing  Company,  Limited 
Hamilton  -  -  -  Canada 
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News  of  Season's  Trade  in  Knitted  Goods 


THK  siliiatioii  in  kuiUed  goods  is  t-oiisisteiil  willi 
the  general  improveiueiit  Ihruiiglioiit  the  dry 
goods  trade.  While  February  is  in  some  respecls 
an  off  month,  so  far  as  the  approacliing  Spring 
season  is  concerned,  Fall  business  is  being  vigorously 
pushed  and  the  result  is  pretty  much  all  in  favor  of  the 
optimist.  While  there  was  some  jockeying  in  prices  at 
the  get-away  of  the  season,  the  steadying  process  is  mak- 
ing towards  a  desirable  result— one  that  is  more  in  keep- 
ing with  the  very  hopeful  outlook.  Among  the  wholesale 
houses,  one  hears  the  echo  from  general  conditions 
throughout  the  country.  Here  and  there  the  rift  in  the 
cloud  lias  not  yet  made  its  appearance,  but,  on  the  whole, 
business  is  looking  up  nicely.  Some  houses  report  that 
December  was  a  record  numth,  and  that,  should  the  trend 
of  trade  continue  on  that  basis,  1909  will  make  an  excep- 
tional showing.  The  crop  is  the  thing,  and  should  the 
Dominiini's  agricultural  areas  repeat  the  story  of  last 
vear,  it  is  felt  tliat  Canada  will  soon  be  herself  again. 


Evidences  of  Caution. 

At  present  there  remain  unmistakable  evidences  of  cau- 
tiousness. That  explains  the  predictions  that  are  being 
made  to  the  effect  that  there  is  going  to  be  a  shortage 
where  manufacturers  did  not  choose  to  produce,  while 
there  were  few  positive  assurance  of  demand.  No  one 
section  of  the  trade  can  fairly  be  held  responsible  for  this 
conservatism.  It  appears  to  have  been  part  and  parcel  of 
tht-  dull  period.  People  did  not  appear  to  want  to  buy, 
the  retailer  had  his  excuse  for  measuring  his  orders  by 
immediate  demand,  the  wholesaler  was  not  indisposed  to 
ignore  the  same  course,  and  the  manufacturer  was  not  in- 
clined to  carry  the  entire  responsibility.  The  better  feel- 
ing that  is  apparent,  however,  indicates  that  conditions 
are  working  around  towards  a  decided  improvement. 

A  lively  spurt  in  balbriggans  is  reported  by  one  house 
to  have  occurred  during  February.  Probably  this  activity 
may  be  taken  as  the  forerunner  of  the  sorting  and  repeat 
season  upon  which  anticipation  is  being  anchored.  Should 
the  outcome  increase  up  to  present  prophesies,  the  Spring 
and  Summer  season  will  have  little  in  it  to  complain  about. 

The  present  word  is  that  Fall  prices  are  not  going  to 
see  any  marked  change.  In  some  of  the  cheaper  lines  there 
will  'be  better  values  at  the  usual  prices,  but  actual  figures 
will  not  be  affected.  The  firming  tendency  in  wool  and 
cotton  is  the  outstanding  argument  applied  to  expectation 
of  further  decreases.  Discussing  the  tendency  towards 
conservatism,  an  importer  told  The  Review  that  the  sell- 
ing season  was  becoming  later  every  year,  owing  to  the 
fact  that  buyers  would  not  take  a  hand  in  the  market 
until  they  had  to.  Recently,  however,  they  had  an  oppor- 
tunity to  purchase  in  full  view  of  an  upward  movement, 
an  1  he  expresses  the  opinion  that  the  Canadian  manufac- 
turer has  been  fairly  well  supplied  at  prices  on  the  better 
side  of  the  high  notches. 


Colors  and  Embroidery. 

What  has  been  said  of  Spring  sorting  in  underwear  is 
confidently  expected  with  regard  to  hosiery.  Duplicate 
orders  are  allowed  a  large  place  in  advance  considerations 
of   the   season's  business.      Solid   colors   and   embroidered 


cllVrts  arc  ()i'(imiiiciii.  [<\)V  Kali,  lliis  feature  is,  of  course, 
not  so  noticeable.  It  is  altogether  likely  that  numerous 
novelty  effects  will  make  their  appearance  by  way  of  the 
color  route  when  the  season  actually  opens.  In  sartorial 
matters,  it  is  going  to  l)e  an  extraordinary  season  from 
more  than  one  point  of  view,  and  I'ani-y  footwear  will  un- 
doubtedly play  a  part. 


The  Sweater  Coat. 

Buyers  state  that  the  coal  sweater  styles  are  increasing 
ill  sti'ength  and  that  they  are  showing  a  tendency  to  fol- 
low, to  some  extent,  the  lines  of  the  season's  costume 
coats.  In  the  realm  of  knitted  novelties,  coats  that  sug- 
gest the  prevailing  drapiness,  but  which,  at  the  same  time 
retiiin  their  best  utilitarian  features,  are  making  their  ap- 
pearance. The  knitted  coat  is,  in  fact,  being  worked  out 
in  a  great  variety  of  styles,  adaptable  to  as  many  different 
jiuiposes.  This  usefulness  is  what  has  given  the  coat 
styles  their  impetus  towards  favor.  While  the  athlete 
may  still  cling  to  the  rolled  neck  sweater  for  training  pur- 
poses, there  will  always  be  a  good  market  for  the  other 
garments  among  the  great  general  public. 


Demonstrating  Knit  Goods. 

Some  valua'ble  suggestions  as  to  methods  which  might 
be  employed  by  a  merchant  with  a  fair-sized  store  in  ad- 
vertising his  knit  goods  department,  were  contained  in  the 
industrial  exhibition  held  by  the  T.  Eaton  Co.,  Toronto. 
Among  other  processes  of  manufacture  were  those  em- 
ployed in  the  production  of  ties,  hosiery,  mittens  and 
toques.  The  spaces  fenced  off  for  the  machines  and  opera- 
tives were  always  surrounded  by  an  interested  crowd.  It 
gave  them  something  to  talk  about. 

"Very  few  people  know  exactly  how  their  knitted  gar- 
ments are  produced  nowadays,"  said  one  of  the  buyers  of 
the  knit  goods  department  to  The  Review.  "This  idea 
has  an  educative  object  in  view.  It  demonstrates  methods 
and  it  verifies  statements  with  regard  to  materials  in  the 
goods  we  advertise.  It  is  a  matter  of  bringing  the  con- 
sumer riglit  back  to  the  raw  material.     It  convinces  him 


There  is  a  decidedly  better  feeling  with  regard 
to  the  year's  prospects.  Spring  sorting  is  considered 
as  likely  to  give  the  season  an  exceptional  record. 

Fall  business  is  developing  nicely.  Price  cutting- 
is  said  to  have  succumbed  pretty  well  to  steadying 
influences. 

With  wool  and  cotton  showing  a  firming  ten- 
deiicv,  no  further  easing  off  in  prices  mav  be  looked 
for.  " 

The  sweater  coat  styles  are  still  a  very  strong 
feature  of  the  market.  For  ladies'  wear  some  of 
the  new  garments  suggest  the  prevailing  costume 
lines. 

Retailers,  with  a  small  area  of  space  availabli' 
in  their  stores,  might  do  well  to  consider  the  plan 
of  giving  demonstrations  in  their  store  on  processes 
employed  in   the  nianiifaeliire  of  knitted  goods. 
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Profit  ior 
You 


The  unshrinkaole  qualities  of 
Perry  s  Underwear  make  the 
selling  of  these  goods  an  easy  mat- 
ter— that  s  a  mighty  important 
consideration.  Isn  t  it  more 
pleasant  to  handle  goods  that  you 
Know  will  commend  themselves  to 
your  customers,  than  those  you 
have  to  j^ush  ?  \Vhen  you  have 
sold  Perry  s  J^evershrink  Under- 
wear once,  it  s  pretty  sure  to  hring 
that  customer  hack  to  your  store 
not  only  to  fill  the  next  underwear 
want,  hut  for  other  goods  as  well, 
hecause  there  will  he  the  natural 
assumption  that  a  store  which 
sells  dependable  underwear  like 
Perry  s  J\evershrink  will  also 
handle  other  r  eliahle  goods.  This  is 
where  you  get  a  douhle  gain  hy 
stocking  P  e  rr  y  s  JHevershrink 
Underwear. 

Fall  samples  are  now  heing  shown 
and  they  are  s;pecially  good  value. 

You  should  see  them   hefore  plac- 
ing   your    Underwear   Orders. 


G.  B,  Perry  K^nitting 
Com;^any 


Hamilton 


C/anada 


on  tlie  subject  of  merit,  and,  besides,  gives  him  a  chance 
to  learn  a  lot  of  things  he  should  know." 

"Do  you  think  the  merchant  with  a  little  room  to  spare 
could  give  a  demonstration  on  the  manufacture  of  knit 
goods'/"  was  the  question  asked  of  a  manufacturer. 

"Certainly  he  could,  and  he  might  find  a  manufactuivr 
willing  to  help  him  out  on  the  proposition,"  he  replied. 
"A  knitting  machine  does  not  occupy  a  great  amount  of 
space.  A  small  motor  could  be  temporarily  instated  to 
run  it.  Backed  up  by  proper  advertising  that  machine 
would  draw  a  crowd  to  the  store.  I  should  say  that  the 
merchant  could  find  it  possible  to  run  such  a  machine  in 
one  of  his  windows  along  with  a  display  of  goods.  An 
intelligent  operator  could  get  up  a  little  speel  which  would 
explain  the  goods  to  the  people.  It  would  set  the  people 
talking.  I  will  venture  to  say  that  with  a  little  demon- 
strating of  this  kind  a  merchant  could  introduce  a  sale 
which  would  make  the  cost  worth  while." 


Lace  Hosiery  Machine. 

A  lace  hosiery  machine  has  recently  been  invented  in 
Germany  by  which  the  jackquard  loom  mechanism  and  the 
full-fashioned  hosiery  machine  are  combined.  One  of 
several  advantages  claimed  for  it  is  that  it  will  produce 
any    number    of    exclusively    fancy    hose    designs 


To  Become  More  Aggressive. 

The  thirteenth  annual  meeting  and  dinner  of  the 
Toronto  Retail  Merchants'  Association  was  held  on  the 
evening  of  February  23rd.  The  occasion  was  remarkable 
for  its  straight-forward  discussion  of  matters  pertaining 
to  the  interests  of  retail  merchants.  Following  up  his 
assertion  that  the  merchants  had  not  been  sufficiently  ag- 
gressive in  behalf  of  their  rights,  E.  M.  Trowern,  Secre- 
tary of  the  Retail  Merchants'  Association,  stated  that 
in  future  they  were  going  to  invite  their  representatives 
in  the  Dominion  Parliament  to  meet  with  them  once  a 
year  to  tell  them  what  they  had  done  on  their  behalf. 
He  stated  that  the  aim  was  to  secure  such  legislation 
as  would  cut  the  "fake"  out  of  business  and  would  es- 
tablish the  square  deal.  Referring  to  the  evils  of  the 
parcel  post  system,  he  stated  that  it  allowed  the  mam- 
moth stores  to  ship  goods  out  to  the  small  towns,  with 
the  result  that  the  local  storekeepers  were  placed  at  a 
great  disadvantage. 

H.  C.  Beckett,  of  Hamilton,  urged  the  co-operation 
of  the  wholesale  and  retail  branches  of  business,  and 
advocated  the  establishment  of  a  permanent  commisision 
to  superintend  the  business  interests  of  the  country,  and 
the  governmental  recognition  of  trade  associations. 

Hon.  Geo.  E.  Foster  agreed  that  legislation  should 
receive  all  the  information  possible  but  demands,  he 
stated,  should  be  in  concise  form  and  placed  in  the  hands 
of   every   member  of  Parliament. 

Not  exactly  approving  of  Mr.  Trowern's  tone,  W.  K. 
McNaught,  M.P.P.,  stated  that  the  government  was  leg- 
islating for  the  whole  of  the  country  and  he  would  not 
support  any  proposition  that  injured  one  class  to  benefit 
another. 

There  were  over  one  hundred  business  men  at  "the 
meeting,  and  F.  C.  Higgins,  president  of  the  Toronto 
Branch,  presided. 


Fire   in.  the   Ideal   Clothing   Factory,  Port   Hope,   on 
February  13th,  caused  about  $1,000  damage. 
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Wl  E   li  o  1  d    patents  on 

^^    the  BRADLEY    and 

MONARCH    MUFFLERS 

and  will  prosecute  any  one 
manufacturing  or  offering 
for  sale  Mufflers  that  are  in- 
fringements on  our  patents. 
RETAILERS  are  also  liable 
under  the  patent  laws  of 
Canada  if  they  offer  for  sale 
infringements  on  any  patented 
article. 


VARSITY 


JERSEY  COAT 


We  Are  Booking  Very  Large  Orders  for  Mufflers  and  Other  Lines  of  Knitted  Goods 

Orders  placed  with  our  travellers  or  mailed 
direct   will  receive  our   prompt  attention 

See  our  range  of  Knitted  Neckwear 
THE  MONARCH  KNITTING  CO.,  Limited 

DUNNVILLE  ONTARIO 


Canadian  Patent 

No. 

112770 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Absolutely 

Unshrinkable 

"  Ceetee  " 

Underwear 


The 
Larger 
Outlook 


is  what  the  dry  goods  merchant 
possesses  who  handles  our  garments 
and  the  things  which  give  him  this, 
are  their  unquestioned  merits,  freedom 
from  roughness,  full-fashioned  shape, 
perfect  quality  of  materials  used, 
methods  of  manufacture  and  our 
positive  guarantee  to  replace  any 
garment  that  shrinks. 

Our  "Ceetee"  Brand  of  garments 
have  a  national  reputation  for  worth 
and  wear. 

Prompt  attention  given  to  all  sort- 
ing orders.  Have  you  seen  our  Fall 
samples  ?  Inspect  them ;  they  are 
leaders  beyond  a  doubt. 

The  C.  TurnbuU  Co. 

of  Gait,   Limited 

Gait,  -  -        Ontario 


Adams'  Lock-Stitch  Hose 

Satisfactory 
Stockings 

Sizes  4  to  10  in.— Pure 
Cashmere— 

'^       THE  LOCK  STITCH 

seamless  heels  and  toes, 
10  fold  knees,  6  fold 
ankles  are  some  of  their 
good  features. 

They're  economical  be- 
cause they  wear. 

Adams'  Lock  -  Stitch 
Hose  brings  you  best 
results. 

Ask  your  wholesaler  for  these 
goods.  Full  particulars  and  sales 
helps  of  the  line  from  our   agents. 

A.  E,  ADAMS  &  CO. 

Manufacturers 
LEICESTER,     -      ENGLAND 

AGENTS 

WALTER  WILLIAMS  &.  CO., 

525  St.  Paul  St.,  Montreal 
33  Melinda  St.,  Toronto 


UNSHRINKABLE 


NDERWEAR 


LADIES' 

Combinations  fitted  witti 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion   where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Sill<  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

If'/iolisah-  out II   - 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWEAR. 


PATFNT 
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Back  of  ^he 

Ellis  Underwear 

is  the  record  of  a  magnificent  idea,  carried  to  a 
practical  completion.  "ELASTICITY"  js  the 
idea,  and  we  secure  it — to  the  point  of  perfec- 
tion— by  our  special  "spring  needle"  process. 

Ahead  of  the 

Ellis  Underwear 

is  a  future  of  assured  success  such  as  comes 
only  to  the  line  with  a  real  selling  point,  and 
that  can  lay  claim  to  highest  quality. 

The  Ellis  Manufacturing  Co. 

LIMITED 

HAMILTON 

Moneypenny  Bros.  &  Co.,  Montreal  and  Toronto 
SELLING  AGENTS 


If  you  want  a  line  of 

Men's  Unshrinkable 

Under^vear 

that  will  give  your  Customers 
better  satisfaction  than  the 
ones  you  sold  last  year. 

Buy 


^OVA  SCOTIA  WOoT^ 

Samples  on  application. 

Nova   Scotia  Knitting 
Mills,  Limited 

EUREKA,  N.S. 


You  can  throw  some  real  enthu- 
siasm into  your  Underw^ear-selling 
if    you    w^ill    wear    a   suit    of 

Pen  -  Angle 
Underwear 


You  will  understand  then  why  so  many 
of  your  customers  won't  have  anything 
else.  And  you  can  give  it  the  strongest 
personal  recommendation  to  those  cus- 
tomers who  are  still  strangers  to  Pen- 
Angle  comforts. 


ATUNSHRINKABLE^ 


^/y    Trade  A(ar/( 


PENMANS 
LIMITED 

PARIS.    CANADA 
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Fall  Season 

1909 


Our  representatives  are  now  on  their 
way  to  you  with  1909  Fall  Samples  of 

Watson's 

Underwear 

for  Men,  Women  and 
Children 

You  will  find  them  unbeatable  in  wear- 
ing qualities,  good  fit  and  neat  finish. 

REPRESENTATIVES 

EDWARD  BURNS  CO.,  Ltd. 

1  1  7  Wellington  St. 
TORONTO 

J.  A.  MURRAY 

SUSSEX,  N.B. 

A.  L.  GILPIN 

207  St.  James  St. 
MONTREAL 

BRYCE  &  CO. 

Box  238 
WINNIPEG 

Watson 
Manufacturing 

y^O.y  Limited 

Paris  and 
Brantford,  Ont. 


TELL  THE  TRUTH  ABOUT  THE  DYE 

C  You  can  de- 
scribe any  kind 
of  a  black  stock- 
ing as  fast  black. 
But  the  frut/i  will 
come  out  in  the 
first  washing  or 
wearing. 

C  It's  not  dif- 
ficult to  "tell  the 
truth  about  the 
dye"  if  you  sell 
onlv  HERMS- 
DORF-DYED 
black  stockings. 
C  Why  not  iden- 
tify your  store 
with  the  rea/  fast 
blacks  by  running 
a  "  Hermsdorf 
Week?" 
C  If  you've  got 
the  goods,  we've 
got  the  power  to 
move  them.  We 
supply,  yr^^,  store 
hangers,  window 
signs,  cuts,  book- 
lets —  in  fact  a 
complete  campaign  to  every  merchant  who  wants  to  get  a 
tighter  grip  on  the  hosiery  trade  in  his  town. 
C  Write  now.      Let  us  co-operate. 


Works,  Chemnilz,  Saxony.  Americao  Bureau,  235  W.  39th  St.»  New  York* 


The  Art  of  Giving  Satisfaction 


TRADE* 


MARK 


MADE  BY 
'meGODERICH  knitting  CO 


We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a 
pleasure  to  you. 

"The  Maple  Leaf  Brand" 
of  Hosiery  and  Mitts 

gives  the  utmost  satisfaction. 

YOU    WILL    BE     INTERESTED    IN 
OUR  1909  SAMPLES  AND  PRICES. 

Goderich  Knitting  Co. 

Goderich,    Ont. 


LIMITED 


SELLING  AGENTS : 
J.  E.  McClung,  Toronto,  for  Ontario. 
Fred.  S.  White,  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt.  Hanley  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que.,  for  Quebec. 
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Britannia 


Unshrinkable 
Underwear 


Your   Fall  underwear  order   should   in- 
clude an   assortment  of  the  high   grade 

Britannia    Under \vear 

It  is  the  underwear  for  high-class  demand 

Britannia   is    Unshrinkable 

See  your  wholesaler  for  the  goods 

Ask  us  for  attractive  sales-helps 

We  help  you  sell  Britannia 


Duncan  Bell 


Canadian 
Representative 


Manchester  Building,  TORONTO 


301  St.  James  St.,  MONTREAL 


Jaeger  Pure  Wool 


TRADE    /^/^\     MARK. 


REMOVAL  NOTICE 


To  meet  the  increasing  demands  of  our  business  we 
are  removing  our  Wholesale  Warehouse  to  more 
modern  and  up-to-date  premises  in  the  Victoria 
Building,  52  Victoria  Square,  where  we  shall  be 
pleased  to  welcome  our  customers  when  visiting  Montreal. 

NOTE    THE    ADDRESS 

Dr.  Jaeger's  Sanitary  Woollen  System  Co.,  Ltd. 


32  Victoria  Square, 


MONTREAL 
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Should  Banks  Encourage  Farmers  to  Hoard  Money  ? 

Merchants  Claim  that  They  are  not  Getting  their  Fair  Share  From 
Agricultural  Districts  and  that    Some    Farms    are    Being    Stinted. 


THE  merchant  in  the  manufacturing  town  does 
not  have  to  wander  far  afield  in  order  to  locate 
the  causes  for  apparent  scarcity  of  money  in 
his  particular  centre.  He  figures  that  the 
stringency,  due  in  some  considerable  measure,  to  the 
tightening  up  of  credits,  had  .its  effect  in  curtailed  out- 
put, that  a  general  policy  of  conservatism  adopted  by 
manufacturers  during  the  depression  resulted  in  scarcity 
of  labor,  and  that  the  shopping  public  practised  econo- 
mies not  heard  of  in  more  prosperous  times. 

When  there  has  been  a  falling  off  in  business  in  a 
country  town,  surrounded  by  a  good  farming  district, 
however,  the  same  diagnosis  will  not  serve.  The  farmer 
has  been  having  fairly  good  years  and  prices  have  ad- 
vanced very  considerably  in  many  respects.  When  there 
are  few,  if  any,  factories,  the  mercliants  must  look  to 
the  farmers  for  a  reasonable  patronage.  They  realize 
that  he  should  be  in  a  position  to  buy  well,  and  that 
with  the  generally  good  footing  which  Ontario's  agricul- 
tural community  is  now  occupying,  there  should  be  a 
commensurate  flow   of  ready  cash  from  that  direction. 

Building  Up  Deposits. 

How  is  it  working  out  ?  Discussing  the  .situation  re- 
cently with  the  Review  one  merchant  contended  that  the 
banks,  in  their  untiring  zeal  to  build  up  deposits,  were 
educating  the  farmer  in  the  wrong  direction — to  hoard 
their  earnings  from  the  farm  unreasonably — and  that  the 
tendency  was  being  further  encouraged  by  the  introduc- 
tion and  use  of  cheques  as  mediums  of  payment,  first,  as 
between  the  buyer  of  farm  produce  and  the  farmer  and 
second,  as  between,  the  farmer  and  retail  merchant.  Once 
a  bank  account  had  begun  to  develop  proportions,  he 
argued,  most  farmers  hated  to  see  it  shrink.  It  appears 
to  be  a  condition  which  demonstrates  that  the  bank  and 
the  farmer  are  a  strong  combination,  but  the  complaint 
in  the  present  instance  is  that  it  is  not  conducive  to  the 
greatest  good  to  the  greatest  number  deserving. 

"When  the  farmer  has  money  in  his  pocket,"  said 
the  merchant,  "he  is  a  different  man.  A  few  years  ago 
his  house  was  rarely  without  cash.  The  banks  had  not 
begun  to  spread  out.  The  farmer  bought  readily  enough, 
then,  but  this  present  day  custom  of  carrying  nothing 
more  tangible  than  a  blank  cheque  book  in  his  pocket 
and  an  inordinate  disinclination  to  disturb  a  fat  bank 
deposit,  is  creating  an  undesirable  merchandizing  propo- 
sition. I  think  I  may  safely  say,  from  instances  I  have 
encountered,  that  it  is  having  a  demoralizing  influence 
upon  the  farmer's  business  principles.  He  does  not  draw 
the  line.  He  keeps  on  depositing,  and  I  contend  that 
some  d  the  money  belongs  to  us.  Backed  by  an  account 
in  the  bank,  there  are  those  who  apparently  consider 
that  they  may  demand  an  unlimited  amount  of  credit. 
They  expect  the  merchant  to  stand  for  it. 

Frame  Up  Excuses. 

"Not  having  the  ready  cash,  some  of  them  frame  up 
excuses  for  postponing  payment,  even  though  they  know 
that  our  store  is  run  on  the  cash  plan.  This  man  puts 
forward  the  plea  that  his  money  is  deposited  in  another 
town  and  that  he  will  settle  up  next  time.  Another 
man's  wife  says  her  husband  filled  out  a  cheque  at  home 


to  make  a  withdrawal  but  that  he  came  away  and  for- 
got it.  The  husband,  of  course,  doesn't  show  up.  These 
are  some  of  the  excuses,  and  I  claim  it  is  demoralizing. 
Of  course  there  are  exceptions — very  notable  exceptions, 
I  am  grateful  to  be  able  to  say. 

"I  have  noticed  this  condition  developing  for  the 
past  three  years  and  I  claim  that  it  is,  not  only  having 
a  serious  efTect  upon  business,  but  that  the  farm  itself 
is  not  getting  all  that  it  is  entitled  to  in  order  that 
the  highest  standard  in  agriculture  might  be  developed. 
A  few  years  ago,  when  the  farmer  brought  his  hogs,  his 
cattle,  his  hay  or  other  produce  to  market,  he  received 
the  cash.  His  wife  comes  to  market  with  butter  and 
eggs  it  is  true,  and  receives  cash  in  payment,  but  that 
represents  a  very  small  part  of  the  proceeds  from  pro- 
ducts of  the  farm.  Nowadays,  when  the  tarmer  brings 
his  hay  or  hogs  to  town,  he  either  receives  a  cheque  or 
a  ticket  which  is  as  good  as  a  cheque.  He  then  goes  to 
the  bank  and  deposits  it.  The  entire  system  is  one 
which  plays  into  the  hand  of  the  banker. 

"The  competition  for  these  deposits  has  developed  a 
plan  which  appeals  to  most  farmers.  He  has  been  told 
that  it  is  more  businesslike  to  use  cheques.  The  banks 
have  accordingly  equipped  him  with  the  means,  but  it  is 
evident  that  the  willingness  to  draw  is  not  in  it  with 
the  willingness  to  deposit.  The  bank  book  is  the  farm- 
er's visible  financial  thermometer,  and  naturally,  he  likes 
to  have  the  indicator  soar  as  high  as  possible  above 
zero." 

Withholds  More   Than  He  Should. 

"  'Do  you  not  think  it  a  good  thing  for  a  farmer 
to  have  a  bank  account  ?'  "  was  the  question  asked  of 
me  recently  by  a  banker  and  T  agreed  with  him  that  it 
was,  but  I  pointed  out  that  the  banks  had  so  oamjiaigned 
after  the  farmer's  money,  that  he  was  now  withholding 
more  than  he  should  from  the  merchant  as  well  as  fiom 
his  own  farm  and  even  his  own  household.  The  agricul- 
turalists of  Ontario  are,  on  the  whole,  now  in  a  position 
to  live  more  comfortably  than  was  the  case  in  the  early 
days.  Nowhere  will  you  see  tables  so  well  supplied  as 
in  some  of  our  farming  districts.  A  man's  ambition, 
however,  should  create  in  him  a  desire  to  be  so'mething 
more  than  a  hewer  of  wood  and  a  drawer  of  "vvater. 
Farmer's  wives  have  told  me  repeatedly,  however,  that 
it  is  now  very  difficult  to  secure  money  from  their  hus- 
bands. They  state  that  the  farm  itself  is  being  stinted 
by  this  regardless  craze  for  bank  accounts.  True,  the 
money  is  there  for  investment,  but  should  the  farm  be 
neglected  ?  Should  the  agriculturalist  cut  himself  down 
to  a  purely  hand-to-mouth  existence  ?  The  country  re- 
quires something  better  of  him  than  that.  The  banks, 
I  claim,  are  responsible. 

Trade  Picked  Up. 

"Here  is  an  example.  A  merchant  in  a  small  to'wn 
remarked  to  me  some  time  ago  that  trade  then  had 
picked  up  wonderfully.  HA  could  not  explain  it,  but 
when  he  told  me  that  the  only  bank  in  the  place  had 
gone  out  of  business  1  said,  'If  any  man  comes  to  you 
to  sign  a  petition  for  another  bank,  kick  him  out  of  the 
store.'  There  is  a  bank  in  that  town  now  and  trade  has 
again  gone  back. 
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"The  farmer  will  feel  it;  of  that  1  am  sure.  The 
other  day  a  Carmer  whom  I  knew  to  be  very  well  '..ff, 
came  into  my  store  and  I  asked  his  opinion  of  the  out- 
look. He  replied  that  while  the  year  just  closed  had 
been  very  good,  so  far  as  he  was  concerned,  the  f-jL'ow- 
ing  year,  he  said,  would  fall  short.  T  couldn't  under- 
stand it  and  asked  him  why.  His  answer  was  that  he 
would  have  no  stock   to  sell. 

"  *Why  not  Ibuy'more  stock?'  "  I  asked,  'You  have 
plenty  of  money  in  the  bank  1" 

"  'That  is  the  trouble  !'  "  replied  his  wife.  "  'li! very- 
thing  has  gone  to  swell  that  bank  account.  He  will  nt  i 
draw  out  the  money  necessary  to  re-stock  the  (arm.'  " 

"We  are  doing  what  we  can  by  friendly  talks  to  the 
farmers  and  bankers,"  said  the  merchant,  "to  combat 
this  evil,  but  it  looks  to  me  that  the  only  remedy  is  a 
crop  failure  or  a  collapse  of  prices." 

The  story  is  told  of  a  farmer  who,  though  he  had 
$10,000  in  the  bank,  asked  to  have  a  note  for  $125  dis- 
counted. 

"But  you  have  plenty  of  money  here,"  said  the 
banker,  "why  should  you  want  to  discount  a  note  and 
pay  7  per  cent,  interest  ?" 

"Well,"  said  the  farmer,  "I  don't  want  to  draw  <  ut 
any   money  just  now." 

Debtor  Suggested  a  Loan. 

Here  is  one  which  illustrates  the  altogether  unrea- 
sonable proportions  which  sometimes  confront  the  mer- 
chant. A  farmer  owed  a  storekeeper  $100.  He  was  well 
off,  but  the  merchant  was  short  just  then.  The  farmer 
was  unwilling  to  tap  his  bank  account. 

"But  I  must  have  the  money,"  said  the  hard-pressed 
merchant. 

"Well,  then,"  suggested  the  farmer,  "why  nut 
borrow  the  money  off  me  ?  I'll  let  you  have  it  for  6 
per  cent  f" 

And  the  merchant's  finances  were  at  that  time  in 
such  a  condition  that  he  had  to  accept  the  farmer's  very 
generous   proposal. 

Still  another  story.  A  farmei'  in  a  small  town  ran 
up  a  bill  with  the  merchant  to  the  extent  of  about  $80. 
He  was  a  well-to^do  farmer,  and  that  is  why  the  account 
was  allowed  to  grow.  It  was  an  hereditary  custom. 
The  time  came,  however,  when  the  merchant  decided  to 
get  after  his  man.  One  day  the  farmer  entered  the  store. 
To  the  merchant  he  looked  like  $80. 

"Dropped  in  to  settle  that  little  matter?"  he  asked. 

"No,  not  exactly,"  replied  the  farmer  hesitatingly. 
"It's  just  this  way.  The  young  banker  here  was  over 
to  my  place  last  night  and  he  convinced  me  that  it 
would  be  a  good  thing  to  have  a  bank  account.  He's 
an  awfully  decent  chap,  and  he  suggested  that  it  would 
be  nice  if  I  had  an  even  $100  to  start  on.  Now  I've  only 
got  about  $80  and  I  want  to  know  if  you  could  lend  me 
enough  to  make  up   the  balance." 


Wm .  W.  Sneath,  formerly  representing  Prime  & 
Rankin,  of  Toronto,  is  now  with  Konig  &  Stuffmann, 
Montreal,  representing  them  in  Eastern  and  Northern 
Ontario. 

The  marriage  took  place  recently  in  New  York  of  Mr. 
Louis  Vineberg,  representing  the  National  Rubber  Co.,  of 
Canada,  to  Miss  Reta  Cowan,  of  New  Y''ork.  A  reception 
was  held  at  the  Knickerbocker  Hotel,  New  York,  and  at 
tho  Corona,  Montreal.  Mrs.  Vineberg  will  accompany  Mr. 
Vineberg  on  his  Western  trip. 


Tiger  Brand 


MARK 

REGISTERS, 

TIGER  BRAND. 


Nos.  R35,  R77  and  R90  should  be 
stocked  by  all  merchants 

T//e  Popular- Priced 
Underwear 

The  Gait  Knitting  Co. 


Limited 


Ontario 

J.  E.  McClung 


Gait,  Ontario 


Quehrt 

P.  deGruchy 


Mdrilt/flf  Pnilinces 

J.  A.  Murray 


Gerhardt  Hanley  MacKay  Co.,  Limited 

Agents 


Another  WOLSEY  Year 


WOLSEY  Pure  Wool 
Unshrinkable  Underwear 

is  guaranteed  by  the  manufacturers. 

Jobbers  now  showing  Fall  1909  samples. 

WOLSEY   will   be   advertised  more  extensively 
than   ever   this   coming   Fall. 


izi 


MEN'S     FURNISHER 
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EXCELDA 

Handkerchiefs 


» 


Made  from  a  new  Fabric  of  a  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  Good  and 
Reliable  Article 


Happy  and  Contented  We  Use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 
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Men's    Clothing    and    Furnishings   News 

Novelty  the  Keynote  in  Fall  Suit  and  Overcoat  Styles  —  Greys  and  Olives  Prominent  Colors 
—  Symphony  of  Color  in  Hosiery  and  Neckwear  will  be  a  Feature  of  Spring  and  Summer, 


WHILE  maimfacliirers  are  not  disposed  lo  speak 
freely  as  yet  with  reference  to  the  pre- 
dominating styles  for  next  Fall,  private 
views  give  a  fair  idea  of  the  trend  of 
fashion  in  men's  wear  for  that  season.  So  far  as 
novelty  is  concerned,  designers  have  again  proved  their 
resourcefulness.  It  is  still  evident  that  they  have  aimed  to 
please  both  the  smart  young  man,  who  is  not  averse  to 
the  nouveau  styles,  and  likewise  he  who  prefers  something 
quieter.  Nevertheless,  if  reports  be  true,  it  is  these  new 
styles  that  account  for  much  of  the  activity  of  the  Spring 
season.  They  form  a  good  talking  subject  for  the  traveler, 
and,  as  introduced,  contain  no  features  which  the  sane 
young  man  cannot  pati'onize  with  safety.  As  it  stands  at 
present,  one  safe  deduction  may  be  made — the  Fall  styles 
indicate  that  the  multiplicity  of  oddities  in  the  way  of 
buttons,  patch-pockets,  collars  and  lapels  have  taken  well 
in  the  Spring  trade.  The  manufacturer's  word  is  behind 
that  deduction;  and  he  further  declares  that  he  anticipates 
a  good  repeat  and  sorting  season.  Let  it  not  be  under- 
stood, however,  that  the  condition  of  trade  at  the  present 
time  is  altogether  as  the  selling  end  would  wish  it.  There 
is  not  yet  that  freedom  about  the  buying  which  is  always 
indicative  of  prosperity,  although  the  present  movement 
is  in  that  direction.  In  fact,  here  and  there,  one  hears  of 
cancellation  of  back  orders,  but  these  very  infrequent 
notes  have  no  significant  volume  and  are  merely  regarded 
as  incidental  to  a  steady  recovery  from  the  period  of 
depression. 


Novelty  Touches. 

The  ulster  with  the  close-fitting  collar  is  again  going 
to  be  a  popular  garment  for  next  season.  Novelty  touches 
in  collars,  cuffs  and  buttons  have  been  introduced.  One 
manufacturer  showed  The  Review  a  coat  of  heavy  brown 
cloth  of  herring-bone  pattern  which  had  patch  pockets, 
with  button  lapels,  a  perfectly  plain  collar  of  a  shade 
somewhat  lighter  than  that  of  the  coat,  and  cuffs  of  the 
same  material.  The  latter  did  not  completely  encircle  the 
sleeve-end,  but  were  slashed  away  and  thus  made  room  for 
a  row  of  eight  buttons.  It  was  by  no  means  an  unsightly 
garment,  nor  when  a  coat  of  grey  was  shown,  treated  in 
the  same  manner,  did  it  appear  to  present  an  appearance 
incompatible  with  a  smart  young  man 's  sartorial  sanity. 

Suits  for  Fall  will  still  cling  to  novelty.  There  will  be 
changes  to  give  them  seasonable  distinction.  Some  houses 
give  out  the  word  that  coat  lengths  will  be  a  trifle  shorter, 
and  that  the  dip  and  the  shaped  back  will  continue  as  fea- 
tures of  the  vogue.  Others  state  that  a  full  drapey  back 
is  going  to  make  its  appearance.  There  seems  to  be  some 
echo  in  this,  of  the  custom  cutters'  convention,  at  which 
the  suggestion  was,  it  appears,  that  built-to-order  designs 
should  show  as  great  variance  as  possible  from  the  lines 
in  the  ready-mades. 

"It  strikes  me,"  said  a  manufacturer's  representa- 
tive, "that  men  are  becoming  as  particular  as  women  in 
the  matter  of  dress.  Looks  to  me  as  though  suits  would 
soon  be  like  millinery — every  man  have  to  wear  an  outfit 
constructed  on  different  lines.  That  strikes  me  as  a 
somewhat  impossible  proposition,  and,  eventually,  I  can 
only  see  a  return  to  the  vogue  of  yesterday  when  styles 


could  be  more  judiciously  discussed  from  a  general  point 
of  view.  I  will  admit,  howevex",  that  the  present  styles 
have  done  a  lot  for  business.  The  young  man  of  to-day 
probably  is  riot  so  particular  about  the  durability  of  his 
suit,  so  long  as  the  style  is  in  it.  How  long  can  the  manu- 
facturer continue  to  please  him?  There  seems  no  end  to 
possibilities,  and,  after  all,  one  of  the  best  points  for  the 
trade  to  work  on  is  to  educate  taste  along  lines  consistent 
with  good  business.  There  will  always  be  fancy  dresses 
and  there  will  always  be  quiet  dressers.  One  looks  more 
picturesque  than  the  other,  but  the  general  effect  is  one 
which  throws  no  discredit  upon  Canadian  taste  and  judg- 
ment in  the  matter  of  dress. 


Trousering  Demand  Slow. 

At  the  present  time  there  is  no  great  demand  for 
separate  trouserings  or  trousers.  The  novelty  styles  are 
said  to  be  in  a  measure  responsible.  The  young  man  who 
attires  himself  in  the  fashion  of  the  day  invites  no  discord 
in  the  color  or  constructive  features  of  his  raiment.  The 
continued  popularly  of  blues  still  leave  an  opening  for 
ti'ouserings,  and  there  is  always  a  certain  proportion  of 
trade  which  requires  attention  in  that  particular. 

Greys,  browns  and  olives  are  again  said  to  be  promin- 
ent in  the  color  card  for  next  Fall.  The  truth  of  this  is 
indicated  in  the  sample  lines  of  ready-made  clothing  which 
have  made  their  appearance.  The  opinion  is  expressed  by 
some  that  browns  are  beginning  to  wane,  and  that  the 
movement  is  causing  exceptional  emphasis  upon  brown 
and  olive  combinations.  The  color  range  is  one  that  is 
particularly  adapted  to  merging  patterns,  and  neat  stripes 
and  checks  are  therefore  good.  Fancy  effects  in  frieze 
overcoatings  are  making  their  appearance. 


Tailoring   Classes, 

The  clothing  business  is  reaching  such  proportions  in 
Canada  and  the  future  of  the  country  is  of  such  great 
promise  that  the  question,  "How  may  skill  in  workman- 
ship be  best  maintained?"  must  sometimes  appeal  seri- 
ously to  the  maker  here  as  in  England.  The  Bradford 
Tailors'  Association  took  up  the  matter  recently,  and 
tailoring  classes  were  introduced  in  connection  with  the 
Commercial  Institute.  Reporting  upon  results,  the  Secre- 
tary stated  that  he  thought  that  they  had  started  at  the 
right  end  in  having  commenced  with  the  young  people,  and 
that  tailoring  would  get  the  support  that  it  really  needed. 
They  had  got  into  such  a  state  lately  in  the  trade  that  it 
was  the  cry  of  every  first-class  tailor  that  there  was  a 
scarcity  of  really  good  men.  They  had  any  amount  of 
cutters,  but  few  tailors.  The  syllabus  of  the  classes  had 
been  made  to  coincide  fairly  with  their  views.  The  stu- 
dents had  all  been  tested  as  to  how  far  they  had  previous- 
ly gone  in  knowledge  of  the  trade,  and  had  then  been 
divided  into  two  sections,  according  to  their  respective 
capacities.  The  instruction  began  with  an  elementary 
course,  and  moved  gradually  upwards.  He  had  the  assur- 
ance of  the  instructor  who  had  been  appointed,  that  no 
man  would  start  to  learn  cutting  until  he  (the  instructor) 
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Can  you  sell  clothing?  Just  as 
easily  as  you  sell  cloaks  or  dry  goods. 

How  can  you  get  orders?  Show 
CaniiVhell's  Special  Order  samples. 

How  about  stock?  We  carry  it  for 
you. 

How  about  deliveries?  We  fill 
your  orders  as  you  take  them  and 
ship  promptly. 

How  about  store  space?  A  counter 
will  do  if  you're  crowded. 

How  about  help  ?  Any  bright  sales- 
man can  sell  clothing  our  way. 

How  about  starting?  Write  us — 
we'll  send  you  complete  details  of  the 
Campbell  Special  Order  plan,  and 
plenty  of  reasons  why  you  should 
start  a  Special  Order  Clothing  De- 
partment in  1909. 

Campbell  Clothing  is  known  for  its 
honesty  of  workmanship  and  ma- 
terials, and  its  fine  fit  and  fa.shion. 

If  we  are  not  represented  in  your 
town,  we  would  like  to  hear  from  you. 


The 

Campbell  Mf  ^.  Co. 

Limited 
23  Cote  Street 

Montreal 


waii  perfectly  satistied  that  the  studeut  was  a  tlmruughly 
practical  tailor.  They  need  have  no  fear  that  these  classes 
were  going  to  throw  on  the  market  a  lot  of  inexperienced 
cutters  who  were  not  i-eally  tailors.  They  were  going 
to  pnt  on  the  market  a  lot  of  really  good  tailors.  That 
was  what  all  members  of  the  trade  wanted,  and  the  whole 
trade  serionsly  lacked. 


Good  Spring  Business, 

In  men's  furnishing  lines  reports  are  that,  so  far, 
Spring  business  has  been  good  and  that  once  the  season 
has  nicely  opened,  it  will  improve  very  materially.  Houses 
covering  Canada  from  end  to  end  state  that,  although  there 
are  a  few  exceptional  localities,  the  country  is  in  excellent 
condition  for  a  steady  revival.  The  business  already  done 
on  men's  wear  lines  for  next  Fall,  particularly  heavy 
underwear,  sweaters  and  hosiery,  is  reported  to 
have  made  a  very  fair  showing,  and  thai'  as  a 
feeler  on  the  advance  buying  inclination,  it  goes  to 
contirm  statements  to  the  effect  that  stocks  were  low,  that 
the  wideawake  retailer  was  by  no  means  inclined  to 
neglect  the  life-giving  essentials  of  his  business  and  that 
times,  generally,  contained  untjuestionablt'  elements  of 
encouragement. 

There  is  little  new  to  be  said  about  styles.  So  far  as 
hosiery  and  ne_ckwear  are  concerned,  the  Spring  season  is 
going  to  be  an  extraordinary  one.  There  were  few  people 
who  a  couple  of  months  ago  thought  that  the  symphony- 
fever  would  catch  in  Canada,  but  it  is  now  evident  that 
the  germ  has  been  busy.  Recognizing  a  strong  talking 
point,  retailers  have  been  careful  to  select  colors  in 
hosiery,  ties  and  bordered  handkerchiefs,  which  will  har- 
monize, hoping  in  that  way  to  create  a  simultaneous  inter- 
est in  all  three.  Wholesale  houses  have,  on  their  part,  ob- 
served the  same  feature  in  their  selling.  Embroidered 
effects  and  solid  colors  appear  to  be  the  outstanding  char- 
acteristics of  the  hosiery  line,  but  when  one  considers  the 
requirements  of  the  staple  demand  the  season's  opera- 
tions broadens  out  to  such  an  extent  that  it  becomes  a 
problem  to  state  just  what  styles  are  being  left  absolutely 
alone. 


Collars  and  Neckties. 

While  the  season  has  brought  out  a  number  of  new 
collars,  all  of  which  have  taken  well,  careful  consideration 
has  been  given  in  the  retail  stocks  to  those  types  which 
have  longstanding  merits  as  mediums  of  comfort  in  the 
hot  Summer  months.  It  is  hard  to  tell  just  where  the  life 
of  a  good  collar  ends.  ^  Improvements  and  modifications 
are  continually  being  made,  and  types  have  been  evolved 
which  answer  every  purpose  that  neck,  shirtband,  indivi- 
dual taste,  or  neckwear  require  of  them. 

The  long  bias  stripe  is  the  thing  in  ties,  but  it  is  a  diflfi- 
cult  matter  to  fasten  down  any  particular  set  of  colors 
when  combinations  are  considered.  The  narrow  tubular  tie 
— narrow  only  by  comparison — which  is  so  favorably 
spoken  of  at  the  present  time,  is  adopted  to  the  close- 
fitting  collars.  Knitted  lines  are  pronounced  good  by 
some  houses  and  not  so  good  by  others,  the  explanation 
probably  being  that  the  affirmatives  have  successfully  spe- 
cialized in  those  goods.  There  has  been  a  good  demand 
for  wash-ties,  and  in  this  connection  polka  dot  effects  are 
said  to  be  showing  well,  although  even  in  this  section  of 
the  neckwear  business  it  is  difficult  to  effect  a  cleanage 
in  the  popularity  for  striped  goods.  Basket  weaves  are 
also  said  to  have  taken  a  likely  place  in  the  advance 
demand. 
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What  are  the  latest  shapes  and  ne\vest 
patterns  in  goods  for  next 
Fall  and  Winter  Caps  ? 

If  you  examine  MARITIME 
samples,  you  will  find  the  correct 
and  most  up  -  to  -  date  line  on 
the  road      ::::::: 

THE  MARITIME  HAT  &  CAP  COMPANY 

Manufacturers  TRURO,  N.S. 

STOBART  SONS  &  CO.,  Limited,  WINNIPEG,  MAN.         :        :         Representatives,  Port  Artliur  West 


KOSMO  KING  "^"liSS""'' 

Will  satisfy  you  and  your  customers. 

Kosmo  King  is  the  strongest  shirt  made  in  Canada. 

1.  Seams  are  doubled  stitched,  4.  Cuff   vents  are   made  with 

gives  double  strength.  continuous    facing,    can- 

not rip. 

2.  Edges    are   double   folded,  ^-  ^^^  ^^^^^^  ^^^  ^"*  ^'^^^  ^^^^• 

cannot  ravel.  6    Each  shirt  has  two  pockets 

with  flaps,  military    style, 
adjustable     in      carrying 

3.  Button  holes  are  bar  tacked,  capacity,    a  very  popular 

cannot  break,  feature. 

The  White  Mfg.  Co.,  Limited 

OTTAWA,        -        ONT. 
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MADE  FOR  THE 


B.VD. 


BEST  RETAIL  TRADE 


ON 

Coat  Cut  Undershirts, 
Knee  Length  Drawers, 
Union  Suits  and 
Sleeping     Suits 

guarantees   your   customer   a 
garment  absolutely  correct  in 

CUT. 
FINISH, 
FIT  and 
MATERIAL. 

B.  V.  D.  CORRECTNESS 

IS  THE  CAUSE  OF 

B.  V.  D.  POPULARITY. 

THIS  coming  Spring  and  Summer, 
the  story  of  B.  V.  D.  correctness 
will  be  told  to  the  consumer  m  an 
advertising  campaign  larger  in  scope  and 
more  far-reaching  than  the  effective 
sales  creatmg  effort  that  w^as  put 
forward    last    season    to     exploit 

B.  V.  D.  MERIT. 

The  demand  for  B.  V.  D.  Products  will 
be  great.     Are  you  prepared  to  meet  it  ? 

THE  B.  V.  D.  COMPANY 

NEW  YORK 

CANADIAN  WHOLESALE  DISTRIBUTORS: 

aulfeild.  Burns  &  Gibson,  Ltd.;  The  W.  R.  Brock  Company,  Ltd- 
Montreal— Matthews,  Towers  &  Co.;  Mclntyre,  Son  &  Co. 
Winnipeg,  Man.— Stobart,  Sons  &  Co.,  Ltd. 
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Indications  point  to  a  big  demand 

for  Spring  Underwear  as  soon  as 

the  season  opens. 

Are  you  prepared  with  an  adequate 

assortment  of  PEERLESS  Spring 

lines? 

ORDER  NOW  and  be  sure  of  the 
goods  when  the  rush  comes. 


We  are  in  a  particularly  favorable 
position  to  fiil  orders  promptly  on 
all  PEERLESS  lines. 

Ask  the  man  who  has  seen  PEER- 
LESS Brand  and  he'll  tell  you  it  is 
the  superior  of  anything  on  the 
market  in  quality,  appearance  and 
finish. 


ONTARIO 

C  &  A.  G.  CUrk*.  Empir«  BuUdins 

WallinttOD  St.  W..  Toronto 

QUEBEC 

Gooldin*  &  Co.,  30  Wellincton 

St.  Ea*t,  Toronto 


REPRESENTATIVES 


MANITOBA 

Frank  Clark. 

Wianipoc 

and 

N.  W.  Torritorie* 


BRITISH  COLUMBIA 

Geo.  A.  Campbell.  P.O.  Box  1026 

Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woodill,  70  GranTUle  St. 

HaUfas.  N.S. 


The  Peerless  Underwear  Co. 

Hamilton  Ontario  Canada 
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Items  From  All  Canada 


Ontario. 

R.  Fitzpatrick  &  J.  D.  O'Connell,  of  Lindsay,  intend 
opening  a  men's  furnishings  store  in  Vancouver. 

H.  A.  Webster,  formerly  of  Hamilton,  recently  took 
charge  of  the  Windsor  store  of  the  Lyons  Tailoring 
Co. 

James  Porteous,  who  conducted  a  shoe  store  in  Gait 
for  many  years,  is  dead.  He  was  eighty-seven  years  of 
age. 

To  inaugurate  their  fourth  year  in  business,  Mills 
Bros,  of  Sarnia,  put  on  aruanniversary  sale  which  proved 
very  successfuL 

Guelph's  baby  industry,  the  Colonial  Whitew^ear  Co., 
is  now  employing  one  hundred  hands  and  the  annual  pay 
roll  is  over  $30,000. 

A  modern  store  building  is  being  erected  for  Gladney, 
McDonnell  &  Co.,  dry  goods  merchants,  of  Marmora,  Ont. 
It  will  be  completed  at  an  early  date. 

Thos.  Ij.  Morris  has  purchased  the  dry  goods  and 
clothing  business  of  Lucy  &  Co.,  Fredericton,  N.B.  He 
will  continue   the  business   under  the  same  name. 

The  dry  goods  stock  of  Hodgins  Bros.,  Clinton,  was 
recently  disposed  of  to  J.  W.  Newcombe  and  while  the 
stock  of  carpets  was  purchased  by  Tozer  &   Brown. 

A  burglar  who  broke  into  the  wholesale  clothing  house 
of  H.  E.  Bond  &  Co.,  Toronto,  helped  himself  to  a  new 
outfit  of  clothing  and  several  other  articles  and  left  his 
old  suit  behind. 

The  firm  of  Ward  Bros.,  merchant  tailors,  662  West 
Queen  Street,  Toronto,  has  been  dissolved.  Martin  J. 
Ward  is  retiring  and  the  business  will  be  continued  by 
George  W.  Ward. 

In  a  tire  which  caused  a  loss  estimated  at  about  .$150,- 
000  in  Gananoque  on  the  morning  of  January  31st,  the 
dry  goods  store  of  P.  Corrigan  &  Co.,  sustained  about 
$3,000  damage. 

The  Robson  Mercantile  Co.,  of  Wingham,  Ont.,  enter- 
tained the  members  of  their  staff  of  twenty  to  a  skating 
party,  and  afterwards  to  a  social  and  musical  evening  on 
Tuesday,  February  9th. 

A.  J.  Anderson,  Aylmer,  Ont.,  is  having  his  store  re- 
modeled. He  has  acquired  an  additional  flat,  and  when 
improvements  are  completed  he  will  have  an  up-to-date 
dry  goods  and  clothing  store. 

The  men's  clothing  and  furnishing  business  formerly 
conducted  by  Koenig  &  Co.,  Brockville,  has  been  taken 
over  by  Neville  B.  Colcock,  who  was  formerly  with  E.  &  S. 
Currie,  neckwear  manufacturers,  Toronto. 

Herman  Eby,  for  many  years  a  resident  of  Berlin, 
Ont.,  is  dead.  During  his  active  business  career  he  was 
engaged  in  the  knitting  industry,  the  real  estate  business 
and  also  employed  as  manufacturers'  agent. 

Lang  &  Maher,  who  opened  a  new  clothing  and  fur- 
nishings store  in  Lindsay  about  one  year  ago  have  de- 
cided to  withdraw  their  interests  from  that  town  and  to 
combine  their  forces   in  their  Peterboro  store. 

J.  Webb,  dry  goods  merchant  and  men's  furnisher  of 
-Mlandale,  has  recently  erected  an  addition  to  his  store 
which  has  not  only  greatly  improvea  its  appearance,  but 
has  given  his  business  better  expanding  facilities. 

A  fire  broke  out  on  the  afternoon  of  February  21, 
in  BIythe  and  Co's.  dry  goods  store,  Ottawa.  Several 
adjoining  properties,  all  containing  shops  and  offices, 
were  damaged  by  fire  and  water.  The  loss  was 
$25,000,  fully  covered  by  insurance. 


The  late  T.  M.  Bayne,  who  for  eleven  years  was  man- 
ager of  the  Walker  House,  Toronto,  taught  school  in  his 
younger  days,  but  gave  up  that  profession  to  enter  busi- 
ness as  a  commercial  traveler.  He  was  with  the  Cromp- 
ton  Corset  Co.  for  several  years  and  then  entered  into 
partnership  with  Chas.  Reid,  present  secretary-treasurer 
of  S.  F.  McKinnon  &  Company,  and  Robt.  Taylor,  now 
president  of  the  firm  of  Taylor  &  Smart.  The  firm  was 
engaged  in  the  millinery  business,  and  on  the  partnership 
being  dissolved  Mr.  Bayne  assumed  the  management  of 
the  Walker  House. 


The    East. 

Mr.  T.  A.  Comeau,  of  Moncton,  N.B.,  who  for  many 
years  was  associated  with  the  Peter  McSweeney  Co.,  has 
accepted  the  position  of  manager  in  the  dry  goods  store 
of  John  O'Neil,  in  Moncton. 

E.  C.  Cole  &  Co.,  Moncton,  N.B.,  received  an  inquiry 
from  a  gentleman  living  in  Dawson  City,  asking  for  sam- 
ples of  cloth  and  prices  on  a  suit  of  clothes.  The  inquiry 
was  promptly  answered  and  some  days  later  the  firm 
received  an  order  from  the  gentleman  for  a  suit  and  other 
clothing,  to  be  made  and  forwarded  to  him. 

Edward  Alonzo  Barker,  a  veteran  dry  goods  salesman, 
of  Fredericton,  N.B.,  is  dead.  He  was  in  his  seventieth 
year.  Mr.  Barker  learned  the  dry  goods  business  with  the 
late  Marvin  Hartt,  and  when  still  a  young  man  removed 
to  the  United  States.  He  spent  about  twenty-five  years  in 
New  York  and  Boston,  being  employed  by  some  of  the 
leading  dry  goods  concerns  in  those  cities.  For  some  time 
he  was  connected  with  the  dry  goods  esta'blishment  of 
John  J.  Weddall,  but  of  late  had  been  in  the  employ  of 
the  F.  B.  Edgecombe  Co.,  Ltd. 

•*• 

The  West 

H.  H.  Layfield,  dry  goods  merchant  of  Vancouver,  died 
suddenly  on  the  morning  of  Saturday,  February  9th. 

Roland  Billings,  formerly  manager  of  the  silks  and 
dress  goods  department  of  the  Playfair  f^reston  Co., 
Midland,  has  gone  to  Winnipeg  to  take  charge  of  the 
Geo.   Craig  Co.'s  store. 

Owing  to  the  retirement  of  Mr.  Clark  from  the  firm  of 
More  &  Clark.  Vancouver,  B.C.,  the  business  has  been 
taken  over  by  Mr.  More,  who  has  decided  to  do  away 
with  all  yard  goods  and  household  lines  and  to  conduct 
an  exclusive  and  up-to-date  ladies'  outfitting  establish- 
ment. 

The  men's  furnishing  store  of  H.  D.  Crowe,  Virden, 
Man.,  has  been  entirely  remodelled  and  repainted.  This 
combined  with  the  addition  of  a  modern  clothing  ward- 
robe capable  of  holding  several  hundred  suits,  makes  the 
appearance  attractive  and  adds  materially  to  the  conveni- 
ence of  the  clerks  in  serving  the  patrons  of  the  store.  Mr. 
Crowe  has  a  firm  belief  in  the  future  progress  of  Virden 
as  a  centre  of  business. 

Managers  in  the  Winnipeg  store  of  the  T.  Eaton  Co. 
tendered  a  complimentary  'banquet  to  John  C.  Eaton,  the 
president,  on  the  evening  of  February  4th.  and  in  the 
course  of  the  affair,  surprised  A.  A.  Gilroy,  the  resident 
director,  by  presenting  him  with  an  illuminated  address  in 
recognition  of  his  services.  At  the  conclusion  of  the  din- 
ner many  speeches  were  made,  among  the  happiest  being 
that  of  John  C.  Eaton  in  replying  to  the  toast  to  the 
president  of  the  company. 
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Canadian  Trade  Enquiries. 

A  firm  in  Germany  wishes  to  obtain  a  Canadian  agent 
for  Plauen   laces. 

A  French  silk  manufacturer  of  Lyons  would  like  to 
have  a  reliable  representative  in  Canada. 

A  London  firm  manufacturing  fancy  leather  goods 
wishes  to  appoint  an  agent  in  Montreal. 

A  correspondent  at  Berne,  Switzerland,  makes  enquiry 
for  the  names  of  some  firms  in  Canada  manufacturing 
wood  wool. 

A  Scotch  firm,  manufacturing  twine  ropes,  sailcloth, 
canvases,  etc.,  are  enquiring  for  the  names  of  parties 
in  Western  Canada  and  British  Columbia  open  to  repre- 
sent them. 

A  Yorkshire  firm  of  yarn  spinners  are  inquiring  for  the 
names  of  Canadian  houses  importing  flax-waste  yarns 
and  twines. 

A  London  firm  manufacturing  gold  and  silver  lace, 
accoutrements,  etc.,  wishes  to  open  up  business  connec- 
tions in  Canada. 

A  Yorkshire  woolen  manufacturer  wishes  to  appoint 
agents  in  the  provinces  of  (Quebec  and  Ontario  having  a 
connection  among  tailors. 

A  correspondent  in  the  eastern  English  counties 
wishes  to  hear  from  a  Canadian  importer  of  woolen  rugs, 
shawls,   blankets,   horse  cloth,   etc. 

A  South  Wales  correspondent  wishes  to  be  placed  in 
touch  with  Canadian  firms  dealing  in  all  kinds  of  skins, 
rugs,  heads,  muffs,  collarettes,  stoles,  etc. 

The  Department  of  Trade  and  Commerce,  Ottawa,  has 
received  the  following  enquiries  relating  to  Canadian 
trade.  Addresses  may  be  obtained  from  the  Trade  En- 
quiries Branch  of  the  Department  : 

A  North-of-England  firm  of  sailmakers,  flagmakers, 
waterproof  cover  makers,  canvas,  rope  and  twine  mer- 
chants and  tent  makers,  wishes  to  open  up  business  con- 
nections with  Canada,  particularly  in  the  flag  line. 

A  well-established  manufacturer's  agent  representing 
home  and  foreign  manufacturers  of  underwear  and  hosiery 
among  wholesale  buyers  in  England  would  like  to  hear 
from  any  Canadian  manufacturers  seeking  to  open  up 
trade  in  these  lines. 

A  manufacturer's  agent  in  Germany  is  anxious  to  get 
in  touch  with  manufacturers  of  display  tables,  wooden 
trunks,  camp  furniture,  wooden  novelties,  etc.,  in  Canada 
who  can  supply  him  for  export  trade  in  West  Africa. 
Payment  by  approved  credit  through  New  York.  Refer- 
ences. 

A  Scottish  firm  manufacturing  cordage  from  manila, 
cotton,  sisal.  New  Zealand  coir,  etc.,  ropes  and  twines 
of  all  kinds,  sailcloths,  tentcloths,  ducks,  awnings,  tar- 
paulins, waterproofs,  wagon  covers,  etc.,  asks  for  the 
names  of  parties  in  Western  Canada  and  British  Colum- 
bia open  to  take  up  their  representation. 


Frank  Roddeu,  of  Brophy,  Parsons  &  Rodden,  Ltd., 
Montreal,  is  now  in  Europe  buying  Fall  lines  of  dress 
goods. 

W.  F.  Goforth  and  A.  J.  Westlake,  of  Ladies'  Wear, 
Toronto,  left  on  the  "Adriatic"  on  March  3  for  a  trip 
through  Austria,  Germany,  Holland  and  Sweden. 


The 

Spring 

Season 

1909 

Promises 

to  open 

Early 

and 

Hat  Stocks 

Should 

be  as 


Sole 
Agents 

for 

The 
Popular 

Royalty 
Hat 


Complete  as  Possible 


We  have  a 

Splendid  Assortment 

Ready  for  Immediate  Shipment 

in  All  the 

Newest  Shapes. 

And 
DON'T  FAIL  to  see 
Our  Fine 
Range  of  Cloth 

^  CAPS,  TAMS, 

^jr\  \  LINENS, 
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Features  of  Our 

Engineers' 

Overalls 


Very  high-cut 

Waist, 


Large  and   roomy 
pockets, 


Plenty  of  cloth  in     Extra    wide    corn- 
thigh  and  seat,  fortable  legs, 

Safety  watch   and     Wide,  roomy 
pencil  pocket.  sleeves. 

Samples  upon  Request 

Warwick    Overall    Company 

Warwick  -  -  Quebec 


Satisfaction 

to  the  Wearer 

means  much  to  the  customer  who  buys  as 
well  as  to  the  merchant  who  sells.  It  en- 
sures confidence,  continued  patronage  and 
increased  turnover  in  any  department. 
Back  of  all  IMPERIAL  Gloves  and  Mittens 
is  our  guarantee  of  quality,  finish,  appear- 
ance, softness,  wear  and  flexibility. 


No.  767. 

Stylish,  neat  fit- 
ting Anto  Gaunt- 
let glove  for  heavy 
service.  Made  of 
first  quality  Mo- 
cha horse. 


Write  us  for  prices. 


Imperial  Glove  Co. 

Limited 

Dundas  -  Ontario 

Manufacturers   of  specially  good   Gloves   and   Mittens 

for  Farmers,  Railroadmen,  Drivers,  Hunters 

and  Automobilists. 


It's  Easy 
for  You 


to  sell  Arliui^ton  Challenge 
Collars  because  in  the  first  place  they 
are  the  best  imitation  of  a  linen  col- 
lar ever  inade — your  customers  can 
see  that — and  because  we  create  a 
demand  for  them  among  your  cus- 
tomers. The  best  magazines  are  used 
to  tell  men  the  advantages  possessed 
by  Arlington  Collars.  This  is  done 
primarily  for  your  sake  to  help  you 
do  a  bigger  business  in  Arlington 
Challenge  Collars.  Will  you  take 
advantage  of  this  outside  help  we  are 
giving  you?  If  you  doubt  the  value 
of  the  goods  let  us  send  you  a  sample 
collar.  Or  send  a  trial  order  through 
your  own  wholesale  house.  You  will 
be  surprised  at  the  result  on  your 
collar  sales. 

We  are  also  the  largest  Canadian 
manufacturers  of  collar  supports, 
dressing  combs,  fine  combs,  Martin- 
gale rings,  harness  loops,  etc.,  and 
they  are  all  made  in  the  Arlington 
quality — which  means  that  they  are 
the  best. 


The  Arlington  Company 
of  Canada 


Limited 

54-64  Fraser  Ave.,     - 


Representatives 
Western 
J.  A,  CHANTLER  &  CO, 
Toronto 


Toronto 


Eastern 

DUNCAN  BELL  &  CO. 

Montreal 
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Good    Selling    Features    in    Men's    Hats    and    Caps 

Appearance  of  Spring  Lines  is  Having  a    Stimulating  Effect  Upon  Busi- 
Olive    Shades     in    Soft    Hats    and    Caps    are    Decidedly    Popular. 


ness 


HAT  and  cap  manufacturers  and  wholesalers  report 
that  the  volume  of  Spring  business  has  been 
very  encouraging,  and  to  repeat  and  sorting 
business  they  attribute  a  considerable  portion  of 
it.  Retailers  state  that  while  business  was  inclined  to 
be  somewhat  spasmodic  during  February,  the  appearance 
of  Spring  styles  is  having  a  decidedly  stimulating  effect. 
In  soft  hats  and  in  caps,  the  mild  green  shades  are  de- 
cidedly popular.  Browns  are  still  good,  but  the  hat  of 
emerald  line  is  the  outstanding  feature  of  the  season. 
What  is  more,  it  is  very  favorably  spoken  of  in  predic- 
tions for  next  Fall.  IJnes  already  on  the  roa('(  empb.i- 
si/,e  this  fact. 

A  consideration  ol  the  exclusive  features  claimed  l)y 
manufacturers  for  their  respective  line*  of  hats  and  caps 
suggests  the  question.  Are  these  features  pointed  out 
to  the  retailer  in  such  a  way  that  he  may  make  good 
selling  arguments  out  of  them  ?  This  query  was  recently 
put  tf)  a  large  manufacturer  of  caps. 

Helping  Out  the  Retailer. 
"There  is  no  doubt  about  it,"  said  he,  "that  the 
manufacturer  could  sometimes  assist  the  retailer,  by 
making  information  ava  table  to  him  whith  might  be 
used  as  good  salcspoints.  I  have  in  my  mind  at  the 
present  time  the  case  of  a  man  who,  although  he  had 
no  previous  knowledge  of  the  business,  opened  up  a  hat 
store  in  a  good-sized  city.  He  came  to  me  and  he  ad- 
mitted that  he  knew  nothing  about  hats  and  caps.  We 
might  have  loaded  him  up,  but  that  is  not  good  business. 
We  took  particular  pains  to  see  that  he  got  the  very 
latest  stuff,  and  we  also  gave  him  pointers  on  keeping 
his  stock.  We  enlightened  him  in  the  manufacture  of 
hats  so  that  he  could  talk  intelligently  to  his  custom- 
ers. He  had  good  ideas  and  he  applied  them.  To-day, 
he  is  doing  the  best  hat  trade  in  his  town.  He  has 
peculiarities  of  weight,  varieties  of  shape,  oddities  about 
brims,  and,  what  is  more,  a  lot  of  head  statistics  oft 
at  his  finger  ends.  It's  almost  as  good  as  an  education 
to  hear  him  talk  about  hats.  He  has  studied  hats  until 
he  knows  them  off  by  heart,  and  from  time  to  time  we 
inform  him  on  new  things  which,  we  think,  he  ought 
to  know.  It  always  pays  to  keep  the  retailer  thor- 
oughly posted,  either  through  the  trade  press  or  by 
personal  communication.  It  should,  in  turn,  be  his  aim 
to  interest  the  customer  in   the  same  manner. 

Window  Displays. 
'  A  great  deal  depends  upon  the  manner  in  which 
the  merchant  treats  his  window  displays.  My  experience 
has  been  that  the  dry  goods  merchant  who  is  carrying 
caps  is  too  much  inclined  to  begrudge  them  a  special 
window  trim.  He  considers  that  the  space  might  better 
be  taken  up  by  other  lines.  In  a  small  town  or  city  a 
merchant  could  establish  hat  or  cap  reputation  by 
setting  apart  a  definite  day  in  every  fortnight  for  a 
display  of  caps.  Let  him  advertise  that  day  as  his  cap 
day.  He  will  in  time  attract  attention  to  that  depart- 
ment. There  are  a  sufficient  number  of  points  of  interest 
about  hats  and  caps  upon  which  to  build  an  individual- 
ity. They  certainly  will  not  do  their  best  underneath 
the  counter  spread  out  on  a  back  table  or  conccaleJ  in 
boxes." 

Popular  Shapes  and  Shades, 

Telescopes,    in   their   various   styles    represent   a     large 
portion  of  Spring  business.    In  these,  olives  and  browns 


are  as  previously  stated,  the  prominent  shades.  Brown 
shares  the  popularity  with  black  in  stiff  hats.  Straws 
had  done  exceptionally  well  both  in  plain  and  sennitt 
straws.  While  the  wide  brim  has  taken  hold,  the  predic- 
tion is  that  extreme  sizes  will  not  be  very  conspicuously 
in   evidence. 

Small  shapes  in  soft  hats  are  being  taken  up  in  the 
larger  towns  and  cities  for  the  young  men's  trade.  The 
telescope  and  trooper  shapes  predominate.  Light  colored 
soft  hats  with  contrasting  bands  are  among  the  novel- 
ties. Sage  green  is  a  big  seller  among  the  odd  shades 
shown. 

In  natty  shapes  in  stiff  hats  for  young  men,  shanes 
of  green  are  the  key  note  in  the  novelty  line. 


A  Fancy  Vest  Season. 

It  is  going-  to  be  a  great  season  for  fancy  vests.  The 
furnishing;  houses  are  apparently  agreed  on  that.  It  is 
also  evident  from  stocks  they  have  on  hand  and  from  de- 
liveries already  made.  The  expectation  is  that  the  Sum- 
mer will  bring-  a  strong  repeat  business.  Many  very  dain'iy 
patterns  are  shown,  the  general  styles  showing-  a  tendency 
to  conform  with  those  of  the  suits.  Novelty  has  been  a 
consideration,  although  on  the  other  hand,  there  is  a  good 
range  of  vests  for  the  man  who  is  conservative  in  the 
dress  question.  The  knitted  vest  has  become  an  exceed- 
ingly neat  article  of  apjjarel  and  has  a  strong  place  in 
manv  of  the  lines  shown. 


Men's  Fur  Garments. 

Manufacturers  are  looking-  forward  to  a  good  19U9- 
1910  season  in  men's  fur  garments.  Though  prices  in 
some  cases  are  higher,  there  has  not  been  sufficient  in- 
crease in  price  to  prevent  active  business. 

During  the  past  few  years,  fur-lined  coats  have  been 
increasing  in  sales,  and  even  better  things  are  antici- 
pated for  this  season.  Muskrat  has  shown  a  marked  in- 
crease in  price,  but  the  recent  rise  will  not  affect  this 
season's  goods  to  any  extent,  but  will  be  felt  in  the  nt'xt 
buying  of  manufacturers. 

The  demand  for  raccoon  coats  continues  steady,  and 
prices  do  not  show  much  change.  "Wombat  is  practically 
out  of  the  running.  The  very  he.avy  demand  for  this  fur 
in  the  past  few  years  had  the  effect  of  diminishing  the 
supply  seriously,  and  so  much  of  the  wombat  now  obtain- 
ed is  used  in  the  United  States  for  motor  coats  that  the 
high  prices  are  maintained.  Wallaby  is  staple,  and  the 
demand  is  steady. 

Owing  to  the  high  prices  of  raccoon,  wombat,  etc., 
manufacturers  have  made  every  effort  to  supply  the  de- 
mand for  cheap  durable  fur  coats  for  the  country  dis- 
tricts. A  new  variety  offered  to  the  trade  this  year  is 
a  clipped  fur,  closely  imitating  beaver,  which  will  be  sold 
to  the  trade  under  different  names  by  different  houses, 
The  price  is  moderate  and  the  line  seems  likely  to  give 
satisfaction,  both  in  its  wearing  qualities  and  appear- 
ance. This  is  a  line  which  should  do  well,  particularly  in 
Quebec  and  the  western  provinces. 

Among  other  lower  priced  lines  Japan  bear  and  Rus- 
sian calf  are  in  steady  demand  with  the  country  trade. 
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BIG  CHANGE  in  the  HAT  TRADE 

THE  WHOLESALE  HAT  BUSINESS 
of 

Messrs.  M.  Vineberg  &  Co.,  St.  Paul  St.,  Montreal  has  been  bought 

By 

^^^  Waldron  Drouin  Co.,  Limited 


who  will  fill  all  orders  taken  by  Messrs.  Vineberg  for  Spring 
delivery  and  from  whom  the  well  known  Hats,  BENSON 
and  MORTIMER  CO.  can  be  now  obtained  in    future. 

We  also  advise  the  Trade  that  after  May  1st  we  will  be  in 
our  New  7  Floor  Fireproof  Warehouse,  164  McGill  Street, 
where,  with  the  increased  Floor  Space  and  facilities,  we 
will  be  in  a  position  to  better  handle  the  phenomenal 
increase  in  our  Hat  Trade  throughout  Canada. 


"The  Right 

Styles  at 
The  Right 

lime 


Buckley  &  Sons,   London 


'^^^  Waldron  Drouin  Co.,  Limited 

Wholesale  Hatters  and  Furriers 
McGill  Street  -  -  -  Montreal 
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SHIRTS  FOR  FALL  OF  1909 

Our  Travellers  are  now  out  with  new  Fall  Samples.  ■ 

Our  assortment  embraces  a  carefully    selected  stock  of  imported  and  domestic  Cotton 
and  Woolen  Fabrics  from  the  leading  manufacturers— all  having  the    best  wear-resist- 
ing qualities. 
When  you  buy  Deacon  Shirts  you  are  sure  of  quality. 

DON'T     FAIL     TO     SEE     OUR     SAMPLES. 
OVER  250  VARIETIES  TO  CHOOSE   FROM. 


THE    DEACON    SHIRT    CO. 


BELLEVILLE,    ONTARIO 


He^vson  Tweeds 

for  spring  are  sho\vn  in 
many  ne\v  stylish  designs. 

Your  line  of  cloths  for  spring  will 
be  Still  more  attractive  with  the 

addition  of  some  of  our  stylish,  new  designs  of 
Tweeds.  We  can  ship  promptly,  and  our  prices 
are  highly  reasonable.  The  quality  is  the  same 
pure  wool  kind  that  has  made  Hewson  Tweeds 
famous.       Just    send    for   samples    by   next  mail. 


Hewson  Woolen 
Mills,    Limited 

Amherst,      -      -      Nova    Scotia 


ORIENTAL  SILK  CO.,  LTD. 


"WHAT   TRADE    WE    HAVE    WE    HOLD.' 


Length 

Strength 
Smoothness 
Guaranteed. 

MONTREAL, 


ijA         REGISTERED 
"NEVER    LOSES    ITS    GRIP    ON    A    SEAM." 
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Canada 

for  Tailors 
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Wreyford   &    Co, 

TORONTO 

WHOLESALE  MEN'S   FURNISHERS 
Sole  Agents  in  Dominion  for  : — 

Young    &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 
Gowns.  Best  selection  Flannel  Shirts  in  Canada. 

FACTORIES  :  London  and  Londonderry. 


T.   H.   Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


Cellular  AERTEX  Underwear 

United  Garments  and  2-piece. 
The  original  Cellular,  the  only  "AERTEX" 


FRESH  SHIPMENT  of  our  Noted 

SWEATER  COATS 

$30.00  for  Men's  size,  all  shades  and  combinations. 


Dressing  Gowns 


Good  values  at 

$5.35  and  $6.00 


Latest  English  Neckwear 

Open-end  Derby,  $4.25  doz. 


"  Sorry,  but  We  Haven't 
Your  Size  " 

How  many  times  have  you  had  to  say  that  this 
winter  ? 

And  remember,  it's  not  so  much  the  profit  on  the 
Underwear  sales  that  you  lose,  it's  the  fact  that  you 
are  driving  good  customers  away  from  your  store  by 
not  having  the  size  or  weight  they  want.     With 

Stanfield's 

Unshrinkable 

Underwear 

You  have  what  every  customer 
wants.  All  sizes  from  22  to  70 
inch  chest. 

i  winter  weights  for  all  Canadian 
climates  from  Nova  Scotia  to  the 
Klondyke. 

All  Wool  Underwear,  guaranteed 
absolutely  unshrinkable. 
Write  us  for  Samples. 

Stanf  ields  Limited 

Truro,  N.S. 


Do  you  want  to  increase  your 

profit  and  sales  on  Suspenders 

for  this  year  ? 

The  only  sure  way  of  doing  it  is  to  see  the  Globe  man  before 
placing  your  order.  He  will  show  you  some  neat  and  nobby 
patterns  that  are  trade  winners. 

We  are  also  sole  Canadian  manufacturers  of  the  Gamble  Shoul- 
der Brace,  the  only  recognized  brace  that  will  make  crooked 
people  straight. 

Ask  to  sec  the  Boniface  collars  and  cuffs.  They  are  warranted  not  to  tear  or  turn 
yellow,        :        :        Give  us  a  trial  and  we  are  sure  you  will  continue  as  customers. 

GLOBE  SUSPENDER   CO. 
Rock  Island,  Que. 
j.  a.  ouimet.  l.  o.  paquet, 

3bb  St.  Paul  Streit.  Monlrial  70  Church  Street,  Quebec 


vi-i-i :  I  .i..i-M»i»M"i"i"i"i"i"i"i"M"i"i"i"i"i"i"i"i"i"i-':-;^ 

** 


^ 

^ 

ACLARA.NTEEOF 

BEST  VALUE 

r^.^««.^ 

^^^SMSUImII 

^1 

V 

MADE  IN   CANADA 

THtBERUN^SUSPENDER 
BUTTON  CO. 

y.;.,I..I..I..I„I.,i.,}..i..i..i..M.i..i.,i,H,i..|..H..H-I"M"I"l"I"I"I-T. 


Gloves 


and 


Mitts 


This  is  your  safeguard 


^'=>AC>E      M'^* 


Do  not  order  before  seeing  our 
samples 

Our  travellers  are  now  on  the  road 


W.  p.  King  &  Son 


511  Coristine  BIdg., 
Montreal 


74  York  Street, 
Toronto 
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I    CANADIAN 
I    LINOLEUMS 

OIL  CLOTHS 

SPRING,   1909 

LINOLEUMS  FLOOR  OIL  CLOTHS 

TABLE  OIL  CLOTHS,  STAIR  OIL  CLOTHS 

ENAMELLED  OIL  CLOTHS 

Designs,  Quality  and  Prices 

are 

Right 


Our  range  for 
Spring  is  the  best 
we  have  ever 
shown  —  man  y 
new  and  original 
designs  in  a  vari- 
ety of   colorings. 


SEE 

OUR 

SAMPLES 


Spring 
Samples 

now  in  the 
hands  of  all 

Wholesale 
Dry  Goods 
Jobbers 


Manufactured    by 

The  Dominion  Oil  Cloth  Co.,  Ltd. 

Montreal 
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Furnishings  and  Decorations  for  the  Home 


WITH  Ihe  Spiiiig'  housecleaning-  season  ap- 
proaching, the  housefiirnishing  department 
commands  the  merchant's  attention.  No  sec- 
tion of  it  is  worthy  of  more  careful  consid- 
cralion  than  those  devoted  to  rugs,  carpets  curtains  and 
draperies.  Supply  houses  report  a  very  good  advance  de- 
mand, and  are  basing  anticipations  upon  the  advent  of 
the  season  when  the  housewife  will  take  stock.  Deliveries 
for  Spring  have  about  been  completed.  Next  comes  sort- 
ing. 

A  survey  of  the  selling  season  discloses  that  favor 
has  been  pretty  well  distributed  over  all  makes.  It  is 
reported  that  there  has  been  a  noticeable  demand  for  bet- 
ter goods  and  this  fact  is  explained  by  a  manufacturer 
in  this  way:  He  states  that  while  the  workingman  has 
not  been  in  a  position  to  l)iiy  with  any  great  freedom,  (he 
wealthier  class  of  trade  lias  been  fairly  active.  In  this 
way,  it  is  figured,  the  industrial  revival  may  cause  a 
loosening-up  of  that  patronage  which  for  the  past  year 
has  felt  itself  more  or  less  restricted.  At  the  same  time, 
Canada's  population  and  wealth  are  steadily  increasing. 
Many  new  homes  are  finding  places  throughout  the  Do- 
minion and  it  is  only  reasonable  to  attribute  a  portion 
of  the  increase  to  these  causes.  That,  at  least,  is  the  ex- 
planation ottered  by  some  of  the  mei'chants  in  the  larger 
cities. 

As  before  intimated,  wholesale  and  retail  houses  state 
that  it  would  be  a  different  matter  to  fasten  faSvor  to 
any  particular  kind  of  carpet.  "All  are  selling,"  said 
a  large  retailer  to  The  Review,  and  enquiries  elsewhere 
make  his  statement  almost  unanimous.  The  Square  is 
still  the  thing.  The  medallion  centre  has  taken  a  firm 
place,  although  in  some  localities  all-over  effects  hold 
good.  At  the  present  time,  there  is  apparently  no  ac- 
counting for  tastes.  FaAvns  and  greens  are  the  decidedly 
popular  colors. 

As  to  piece-goods — that  is  a  question.  It  is  possible  to 
find  dealers  who  declare  that  there  is  a  marked  improve- 
ment in  that  section,  and  others  say,  "little  doing."  The 
statement  of  a  prominent  Canadian  manufacturer  is  that 
ingrains  are  coming  into  decided  favor,  and  piece  goods 
with  them.  He  points  out  that  for  some  years  certain 
lines  of  imported  ingrains  were  of  such  a  poor  quality  that 
they  killed  the  demand  for  that  class  of  goods  outright. 
The  people  became  absolutely  tired  of  them.  Of  lata 
however,  a  superior  article  has  been  placed  on  the  mar- 
ket by  Canadian  houses,  and  he  states  that  the  solid  value 
of  ingrains  is  reinstating  them  to  their  former  place. 

•l- 

Oriental  Rugs  m  Demand. 

In  many  quarters  an  improvement  in  the  demand  for 
Oriental  goods  is  reported.  It  is  interesting  to  note  in 
this  connection  that  the  large  city  stores  are  making  a 
larger  showing  of  these  lines  than  probably  ever  before. 
In  this  connection  it  is  frequently  pointed  out  that,  or- 
dinarily, the  enquirer  for  a  genuine  Oriental  rug  has 
little  knowledge  of  that  class  of  goods.  This  is  a  de- 
partment in  "which  the  utmost  confidence  between  the 
merchant  and  the  shopper  is  absolutely  necessary  as  to 
the  merit  of  the  goods.  An  amusing  incident  is  related 
by  a  buyer  for  a  large  house.  It  has  reference  particu- 
larly to  the  fad  for  antique  goods.  A  well-dressed  lady 
entered  the  department  and  asked  to  be  shown  an  Ori- 
ental   antique.      The     salesman     displayed    a   particular 


ancient  piece.  It  looked  as  though  one  of  the  I'liaroahs 
had  used  it  for  a  door  mat,  but  the  quality  was  there  j 
it  only  needed  cleaning.  "And  is  that  an  antique?"  ask- 
ed the  lady,  turning  up  her  nose.  The  clerk  informed 
her  that  it  was.  "Looks  as  if  it  had  been  used  before," 
she  remarked.  "Probably  it  has,"  replied  the  salesman. 
"It  may  have  adorned  a  Moorish  palace  for  all  I  know." 
"Well,  no  antique  for  me,"  said  the  lady.  "Show  me 
something  that  hasn't  been  used."  All  nf  which  goes 
to  show  that  it  is  a  difficult  matter  to  convince  the  un- 
taught of  ihe  actual  value  of  an  Oi-icnial  rug  which  does 
not  look   the  part. 

Prices  Holding  Firm. 

So  far  as  caroec  prici^s  are  concerned,  the  unaninimis 
wind  is  "No  lower."  Prices  of  wool  are  firm.  Import- 
ers of  carpet  yarns  state  that  from  the  present  aspect 
of  things  they  can  predict  little,  if  any,  easing  off.  One 
Canadian  representative  of  an  English  house  expressed 
the  opinion  that  while  manufacturers  in  this  country 
had  been  pretty  well  supplied  before  the  rise  reached  its 
maximum,  he  also  pointed  out  that  the  buying  season, 
so  far  as  Canada  is  concerned,  was  becoming  later  each 
year  owing  to  the  tendency  to  hold  off  for  probable  ad- 
vantage. On  this  point  a  carpet  manufacturer  ventured 
the  observation  that  Canadian  manufacturers  were  well 
able  to  look  after  themselves  in  the  matter  of  buying, 
and  were  no  more  inclined  to  be  unreasonably  conserva- 
tive   than    those   of  other  countries. 


Canada  Largest  Consumer. 

The  same  manufacturer  is  authority  for  ihe  statement 
that  Canada  is  the  largest  consumer  of  carpets  per  capita 
of  any  country  in  the  world.  He  declares  that,  five  or 
six  years  ago,  the  proportion  credited  to  the  Dominion 
was  about  68  cents,  and  to  the  United  States,  63  or  64 
cents.  In  subsequent  years,  Canada's  position,  he  believes, 
has  improved  in  this  respect. 

Referring  to  the  fact  that  the  United  States  manu- 
facturers have  been  giving  their  goods  to  the  consumer 
at  prices  lower  than  those  which  the  Canadian  maker 
can  offer,  he  said,  "The  United  States  manufacturer 
has  a  larger  market,  and  he  also  has  the  benefit  of  what 
I  would  call  a  prohibiti\e  tariff.     Here  is  a  good  example. 


A  review  of  the  selling  season  discloses  that 
all  lines  have  been  pretty  well  patronized. 

The  opinion  is  expressed  in  some  quarters  tliat 
ingrain    carpets   are   returning   to   favor. 

Rug  departments  are  showing  an  exceptionally 
large  assortment  of  Orientals.  This  is  said  to  be 
entirely  consistent  with  improved  demand. 

A  Canadian  manufacturer  is  authority  for  the 
statement  that  Canada  is  the  largest  consumer  of 
carpets  per  capita,  of  any  country  in  the  world. 

The  tendency  in  wall  paper  is  towards  a  more 
refined  taste  in  the  use  of  colors.  Browns  are  said 
to  be  taking  a  very  good  place. 

As  a  means  of  clearing  out  remnants,  suggests 
an  opening  sale  with  odd  ends  used  as  a  drawing 
card. 
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Carpet 
Perfection 


is  Represented  by 
Brinton's  Carpets. 


In  the  Old  Land  Brintons'  goods  have 
for  years  been  recognized  as  the  best 
of  the  Kidderminster  products.  In 
the  Canadian-made  goods  the  Kidder- 
minster qnaHty  is  retained  and  the 
carpets  and  rugs  are  made  in  the 
latest  styles  suitable  for  the  Canadian 
trade.  Men  from  the  most  highly 
specialized  carpet  centre  in  the  world 
were  brought  out  to  make  these  Can- 
adian carpets,  and  the  accumulated 
knowledge  of  generations  is  represent- 
ed in  Brinton's  goods.  You  want  the 
best  carpets  and  rugs  on  which  to 
build  a  trade  ;  then  you  should  see 
our  lines  of  Wiltons  and  Brussels,  and 
our  Regina  Axminster. 


The 

Brinton  Carpet  Co. 
of  Canada,  Limited 

PETERBORO,  ONTARIO 

Sales  Agent : 

W.   E.    Whitehead,    28    Wellington  St.    W.,  Toronto, 

also  Kildare  Irish  Hand  Tufted  Carpets. 


Supposing  thatj  in  the  manufacture  of  cottons,  I  turn  out 
100,000  yards  a  year,  that  my  general  expenses  at  the 
mill  are  $10,000,  or  10  cents  a  yard.  Then  supposing 
that  the  Government  came  along  and  said  they  were  go- 
ing to  enlarge  my  market,  whereby  I  could  dispose  of 
200,000  yards  a  year.  My  expenses  are  the  same,  I  can 
sell  my  goods  at  5  cents  a  yard  less  and  make  a  better 
percentage  of  profit.  That  is  how  it  is  working  out  in 
the  United  States." 

Wall  Paper. 

Browns  are  said  to  have  taken  a  very  strong  place 
in  wall  paper  popularity.  They  admit  of  a  fair  variety 
of  treatments  in  keeping  with  the  very  noticeable  ten- 
dency towards  a  refined  taste  in  the  use  of  colorings. 
Manufacturers  state  that  next  season's  lines  will  show  a 
growth  along  lines  indicated  this  year — a  greater  pre- 
ference for  the  tertiary  shades  with  the  primaries  ac- 
centuated. Greys,  fawns,  tans  and  soft  russets  are, 
therefore,  among  the  most  popular  shades  spoken  of. 
Fabric  designs  have  taken  a  place  beyond  any  accusation 
of  faddishness.  There  is  said  to  be  no  sign  of  them  dis- 
appearing. While  moires  are  not  entirely  despised  for 
ceilings,  light,  delicate  tints  in  pattern  papers  are  com- 
ing into  favor. 

High  class  decorators  are  giving  some  consideration 
lo  leather  effects  in  preference  to  burlaps,  although  the 
latter  have  lost  none  of  their  prestige  with  the  popular 
trade.  In  spite  of  the  feeling  in  favor  of  browns  in 
wall  paper,  reds  and  greens  are  still  the  leading  colors 
in  burlaps. 

* 
His  Eighty-second  Birthday. 

On  the  occasion  of  his  eighty-second  birthday,  John 
Brinton,  of  Brinton's,  Limited,  the  noted  carpet  manu- 
facturers of  Kidderminster,  Eng.,  received  many  felicitous 
t  legrams  from  friends,  among  1]  em  being  several  from 
the  weavers  at  the  firm's  factory  in  Peterborough.  The 
Kidderminster  Shuttle  stated: 

"For  six  years  Mr.  Brinton  represented  his  native 
borough  in  Parliament,  giving  a  general  support  to  Mr. 
Gladstone's  Governments  of  1880-5  and  1885-6.  He  has 
always  been  deeply  interested  in  the  work  of  education, 
and  was  chairman  of  the  old  school  board  for  some 
years.  He  was  elected  a  magistrate  for  the  borough  more 
than  half  a  century  ago,  and  has  been  a  county  magis- 
trate for  more  than  thirty  years.  He  has  been  high 
sheriff  of  the  county,  and  continues  to  render  splendid 
public  service  as  a  member  of  the  county  council,  not 
as  a  talking  member^  but  one  taking  a  full  share  of  ad- 
ministrative workj" 

Linoleums  and  Oilcloths. 

Oilcloths  and  linoleums  are  said  to  be  meeting  with 
a  very  good  demand  which  will  improve  as  Spring  ap- 
proaches. In  the  cheaper  lines,  large  floral  effects  are 
prominent,  while  in  that  department  of  trade  where  bet- 
ter taste  means  more  expense,  weave  effects  and  small 
patterns  are  well  to  the  front.  As  a  floor-covering  for  bed- 
rooms in  conjunction  with  small  mats,  the  latter  are  said 
to  be  having  a  growing  demand.  This  tendency,  it  is 
stated,  is  particularly  noticeable  in  the  lower  provinces. 
An  improving  activity  is  also  reported  by  some  in  cork 
carpet  for  private  houses,  the  thinner  grades  being  used 
for  this  purpose. 

<  Japanese  and  Chinese  mattings  are  again  making 
their  appearance.  These  goods  are  a  sure  harbinger  of 
Spring.     Nothing  much  can  be  said  with  regard  to  de- 
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This  Is  The 

Canadian  Home 


OF    THE 


Fife  Linoleum  Co. 

LIMITED 

Makers  of  high  grade  Oilcloths  and  Linoleums. 
Fife    goods    are    sold    by    the    leading  jobbers. 


J.  B.  JAMIESON, 


Canadian  Manager 


54-58  Wellington  Street  West,    Toronto 


KING'S 


Established  177( 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,    SCOTLAND. 


Sole  Selling  Agent : 


SYDNEY   MOSS, 


Empire  BIdg,,  5S  Wellington  St.   IV. 
TORONTO 


The   first    roll   of  <u>all  paper    made    in    Canada    ivas    marked 
' '  Staunton. ' '       The   best   is  still  marked  so. 


We  have  a  little  booklet  we 
would  like  to  send  you.  It 
will  be  forwarded  to  you  free 
if  you  will  write  for  it.     This 

little  book  deals  quite  frankly  with 
the  question  of  wall  paper  as  a 
stock  to  be  carried  in  connection 
with  dry  goods.  It  tells  of  profits, 
costs,  etc.,  etc.  You  cannot 
very  well  afford  to  be  without  the 
information  it  contains.  Send  for 
it,  mentioning  the  Dry  Goods 
Review  and  we  will  include  a  free 
copy  of  the  interesting  wall  paper 
magazine,    Gilt  and  Glimmer. 

Stauntons  -  Limited 

941  Yonge  Street 
TORONTO 


The  Staunton  Diamond  Trade  Mark  on  ixjall  paper  (orresfqnds  luith 
^  the  Sterling  mark  on  silver. 
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signs.     There  are  no  striking  changes,  either  in  that  par- 
ticular or  in  prices. 

Among  the  retail  houses^  it  is  reported  that  the  be-^ 
tween-seasons  business  in  housefurnishings  has  been  some- 
what fluctuating,  the  improving  tendency  being  attri- 
butable to  favorable  shopping  weather.  Confidence  is 
expressed  that  the  alternating  bright  and  dull  spells  will, 
with  the  breaking  up  of  an  uncertain  Winter,  steadily 
give  place  to  the  vigor  which  the  Spring  season  always 
imparts. 


Albert  Giles  Promoted. 

The  W.  R.  Brock  Co.,  Ltd.,  Montreal,  recently  pro- 
moted Albert  Giles,  who  has  been  in  the  employ  of  the 
liouse  during  the  past  five  years,'  to  the  position  of 
manager    of    the    ready-to-wear    department.      Mr.    Giles, 


BURTON-SPENCE    STOCK    SOLD. 


ALBERT  GILES 

Manager  of  the  Ready-to-Wear 

Department  of  the  W.  R. 

Brock  Co.,  Montreal. 

thougli  a  young  man,  is  capable  of  filling  the  position, 
as  during  his  connection  with  this  hrm,  he  has  had  ex- 
perience in  all  departments  of  the  house.  lie  is  a  son 
of  H.  ,J.  Giles,  of  the  firm  of  II.  .J.  Giles  &  Bro.,  La- 
chutc,  Que. 


Travelers'  Tax   Repealed. 

The  bill  repealing  the  tax  on  commercial  travelers  in 
Prince  Edward  Island,  which  yielded  a  revenue  of  about 
$8,000  to  that  province,  was  passed  in  the  last  week  of 
February,  and  is  effective  from  Jan.  1.  Prince  Edward 
Island  is  the  last  province  to  abolish  this  tax,  which  had 
aroused  much  unfavorable  comment  in  the  mainland 
press.  The  Opposition  in  the  Legislature  offered  no  objec- 
tion to  the  measure. 


The  Colonial  Whitewear  Co..  of  Guelph  were  at  home 
to  the  ladies  of  that  city  on  the  afternoon  of  February 
8th.  The  officers  of  the  company  conducted  their  guests 
upon  a  tour  of  inspection,  explaining  to  them  the  different 
processes  of  manufacture.  The  Colonial  Whitewear  Co. 
has  a  floor  space  of  over  15,000  feet,  and  100  operatives 
are  employed.  The  concern  has  made  marked  progress 
during  the  past  eighteen  months,  and  to-day  is  one  of 
Guelph 's  flourishing  enterprises, 


Blake-Shouldice  Co.   Purchasers  at  62  Cents  on  the   Dollar 
— Gordon,  MacKay  Co  Control  New  Dyeing  Co. 


The  dyeing  and  finishing  works,  established  in  con- 
nection with  the  wholesale  dry  goods  house  of  Burton, 
Spence  &  Co.,  Toronto,  who  assigned  some  weeks  ago  is 
to  be  continued  as  a  separate  enterprise  by  the  Canadian 
Dyers'  Association,  on  whose  behalf  a  charter  has  been 
applied  for.  It  is  understood  that  Alfred  and  Edgar  S. 
Burton,  sons  of  P.  H.'  Burton,  will  have  charge  of  the 
business  which  will  be  exclusively  confined  to  the  dyeing 
and  finishing  of  dress  goods.  Very  satisfactory  results 
are  being  obtained  at  the  plant  in  the  treatment  of  mate- 
rials imported  in  the  grey.  It  is  claimed  that  the  great 
value  of  such  a  concern  to  the  trade  consists  in  the  fact 
that  unfinished  dress  goods  so  imported  may  be  dyed  in 
any  color  wiiich  happens  at  the  time  to  be  in  demand. 

In  the  new  company,  Gorfon,  Mackay  &  Co.,  have 
obtained   the   controlling  interest. 

The  stock  in  the  Burton,  Spence  Co.'s  warehouse 
was  sold  by  auction  on  March  2.  It  was  purchased  by 
the  Blake-Shouldice  Co.    at   62  cents  on  the  dollar. 


Stewart  Smith,  who  has  conducted  a  elotliing  and  IxmiI 
and  shoe  business  in  North  Bay  fur  a  little  over  a  year, 
has  sold  his  business  to  A.  T.  Smith,  of  tlie  firm  of  Smith 
&  Greenberg.  The  latter  has  moved  the  stock  into  his 
new  store  in  the  Pardiac  Block  and  opened  up  for  busi- 
ness on  Mniulay,  February  8th. 


35,37  PEARL  ST 


TORONrO. 


Quality  and  Style 

are  the  two  outstanding  fea- 
tures of  the  comforters  and 
cushions  made  by  the  Harvey 
Ouilting  Company.  The 
quality  enables  you  to  offer 
your  customers  good  value 
and  the  style  insures  quick 
sales.  Our  range  for  Fall 
will  please  you.  See  our  travel- 
ers' samples  before  you  bu)\ 

Muff   Beds   are   our   specialty. 

The  Harvey  Quilting  Company,  Limited 

33-37  Pearl  Street 

Toronto 
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raa® 


Established 
1791 


The  Test  of 
Time! 


.LONG  CLOTHS  aSHEme 


a^ttMMi«MNH«qMa«yHa 


HORROCKSES 

Longcloths,  Nainsooks,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrockses'  Name  on  Selvedge. 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockses'  Name  on  Each  Sheet. 


Flannelettes  of  the  Highest  Quality. 


See  Horrockses'  Name  on  Selvedge. 


Horrockses,  Crewdson  &  Co. 


Limited 


PRESTON. 


Cotton  Spinners  and  Manufacturers, 

MANCHESTER.       LONDON,  ENGLAND 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


140 


HOUSEFURNISHINGS 


Dry  Goods  Review 


Quality  and  Style  m  Fine  Embroidered  Belts 
at   Sanderson  s   Limited,   Toronto 


Running  patterns  m 
Frencn  NV^asn  Belts 
at    $4.00    dozen. 


No.  1564  -  $4.00  Dozen 


Order  a  sample  dozen; 
you  Avill  be  surprised 
to  see  now  quickly 
they    \vill    move    out. 

Sanderson  s    Limited 

66-68   Wellington   St.    West,   Toronto 


No.    1565 -$4.00  Dozen. 


THE"CRAVENETTE"CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Rainproof  purposes. 


mu-aajsi^jsasBni 


/^eg?TradeMari^ 


PROOFED  BY 

Facsimile  of  Stamp, 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Rainproof  proper- 
ties but  also  of  the  quality  of  the 
material. 

Buyers   of   Rainproofs   should   ask 
for  those  proofed  by 


( Copyrighi ) 


DUST-PROOF 

as  well  as 

RAIN-PROOF 


The    < 


Limited 


Proofers  to  the  Trade,  BRADFORD,  YKS. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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UAGAM  neckwear  C?  Limited 


AM  ERIC/LN  JTYLE^ 
OFNECKWB^IC 


,  mrm  wmm'mmmwmt^ 


DOMINION  SUSPENDER  CO. 

JSiJJlG  A  R  v^  F  v«  \^^ 


'^m' 


U^PENDER^ 

cuAitidM'rCEo 
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Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


BRINTON  CARPET  CO. 

For  a  number  of  years  the  Cana- 
dian buyers  and  consumers  have  had 
the  impression  that  all  textiles  dyed 
in    this    country    will    not    hold    their 


W.  E.  WHITEHEAD,  SALESJ  MANAGER. 

color,  compared  with  these  dyed  in 
the  old  lands.  One  of  the  chief 
causes  stated  for  this  is  that  the 
Canadian  water  is  unsuitable. 

The  manufacture  of  carpets,  al- 
though a  much  younger  industry  than 
some  others  in  Canada,  has  fallen 
lieir  to  these  statements. 

When  the  Brinton  Carpet  Co.,  of 
Canada,  Ltd.,  decided  to  establish 
works  in  Canada,  with  a  century's  ex- 
perience at  their  back  in  dyeing 
worsted  carpet  yarns  in  Kidderminster, 


H.   E.  WADLEY.   MANAGER. 

England,  naturally  they  were  not  un- 
mindful of  what  was  necessary  in  tliis 
department,  and,  therefore,  one  of 
their  first  considerations  in  selecting 
a  location   (in  addition  to  being  cen- 


tral), was  to  obtain  one  with  watei' 
suitable  for  dyeing.  Both  these  at- 
tractions were  found  in  Peterborough, 
Ont. 

The  Otonabee  Kiver  upon  which  the 
factory  is  situated,  contains  all  the 
qualities  necessary  in  water  for  the 
most  successful  dyeing  of  carpet 
yarns. 

Following  the  practice  of  Brintons, 
Ltd.,  the  Brinton  Carpet  Co.,  of  Can- 
ada, Ltd.,  buy  their  dye  stuffs  from 
the  best  makers  in  the  world  and  buy 
only  the  best  and  fastest  colors  ob- 
tainable. 

A  force  of  one  hundred  skilled 
operatives,  trained  at  the  parent 
l)lant  in  Kidderminster,  is  employed, 
and  the  output  is  sold  in  all  parts  of 
the  Dominion.  They  manufacture 
Wilton,  Brussels  and  Axminster  car- 
pets, and  rugs  in  all  their  various 
weaves,  and,  as  the  machinery  is  of 
the  latest  improved  patterns  and  the 
raw  material  the  best  that  can  be  pur- 
chased, the  carpets  made  by  the  Brin- 
ton Carpet  Company  occupy  an  envi- 
able position  in  the  commercial  world. 
H.  E.  Wadley  is  manager  of  the  mills 
at  Peterborough.  W.  E.  Whitehead, 
with  offices  at  28  Wellington  Street 
West,  Toronto,  is  sales  manager. 


JAEGER  CO.  IN  NEW  QUARTERS. 

The  offices  and  warerooms  of  the 
Dr.  Jaeger  Sanitary  Woollen  System 
Co.,  Ltd.,  have  been  removed  from 
their  former  headquarters  at  301  St. 
James  St.,  Montreal,  to  the  Victorin 
Building,  Victoria  Square,  Monti'eal. 
The  removal,  which  took  place  about 
the  first  of  March,  is  a  decided  ad- 
\aiilage,  to  the  firm,  as  thcii-  new 
quai'ters  are  in  a  new,  thnnuighly 
modern  and  fireproof  building,  sp'en- 
didly  situated,  and  thoroughly  equip- 
ped with  all  up-to-date  facilities  for 
conducting  business. 

The  firm  occupies  the  sixth  floor, 
about  three  thousand  square  feet,  and 
both  warerooms  and  offices  are  well 
lighted. 


either  side.  These  signs  have  caught 
on  like  wild  fire  in  Montreal,  and  mer- 
chants are  making  good  use  of  them. 
They   are   sold   at    the  small   price   of 


WINDOW  SIGN  FRAMES. 

A  novel  yet  simple  and  effective 
form  of  advertising  has  been  devised 
in  tlie  form  of  window  sign  frames, 
attached  to  the  outside  of  windows 
where  desired.  The  sign  frame  is  tri- 
angular  in    shape,    holding   cards    on 


ANCHOR 


II   X   14  in 
SPACE 


$2    each    by    the    Wurld    Distributing 
Co.,   P.O.    Box     No.     ()3,     St.    Henri, 

Montreal. 

PARIS    HAT    STAND. 

Milliners  will  appreciate  the  Paris 
Hat  Stand  as  illustrated.  This 
stand  avoids  the  handling  of  hats 
by  customers,  as  the  hat  may  be 
shown  to  the  customer  on  the  stand, 
since  once  the  hat  is  put  on,  it  is 
held  firmly  in  position.  The  Paris 
Hat  Stand  is  attractive  in  appear- 
ance, is  made  in  5  sizes,  nickel  fin- 
ish. It  is  detachable  when  not  in 
use.  Delfosse  &  Co.,  the  manufac- 
turers, 5  Hermine  St.,  Montreal, 
state  the  Paris     Hat     Stand  is    the 


Paris  Hat  Stand    Manufactured  by 
Delfosse  &  Co. 


most  successful  stand  t.hey  have  ever 
introduced. 

James  B.  Janiieson,  Canadian  re- 
presentative of  the  Fife  Linoleum 
Co.,  Kirkcaldy,  Scotland,  has  return- 
ed from  a  trip  to   the  Old  Country. 


Dry  Goods  Review 

HOTEL   DIRECTORY. 


HINTS    TO    BUYERS 


143 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pli-iisantly  "'hI  conveniontly 
loi-ateil  on  the  cast  sick-  (if  Chua-n  Street.  The 
rooms  are  liright  anil  eheerful.  Every  attention 
paid  to  guests.  BiUiarda  ami  Pool.  Hot  and 
eohl  water  haths.     A.  MoNieol,  Prop. 


TOWER     HOTEL 

GEORGETOWN,    DEMERARA 

PIMTISH  CUIANA 
This  first-class  h.itc-1  is  most  eonvclliently 
situated  in  the  eoolest  and  he:ilt  hiest  part  of  tlie 
city.  Five  minutes  from  railway  station  and 
steamer  stallings,  and  near  to  all  principal  puh- 
liclMiililiuLjs.  Cool  ami  lofty  bedrooms.  Spacious 
diniiit;  and  ladies'  rooms.  I'.illianl  room.  Elee 
trie  lij,'ht  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrs.  J.  F.  SMITH,       -        -       Proprietress 

Opposite  Victoria    Park    and    Cedar   Ave 
Private  Board  $12  to  $14  per  week. 
Open  November  Closes  in  Ma\ 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-of-Spain,  Trinidad,  B.W.I. 
JOIIX  McEWEX,         -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPINt;    &    TKADING    CI) 

29  Broudway,    New  York. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAME.S  K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,   N.S. 


A.CCOUNTANTS    AND    AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartereil  Accountaiit.s,  Estate  au 

Fire  Insurance  Agents. 
15%  Toronto  St.  465  Temple  Bid- 

Toronto  Montreal 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates,   Moiitre;il 

Alliert  W.  .Atwater.  K  C:.,  Consulting  Con  is 

for    City    of    Montreal;     Chas.    A. 

Duclos;    Henry    N.  Chauvin. 


LET  US  COLLECT 

Your   Overdue    Accounts 

During  the  year  we've  been 
in  business  we've  collected  a 
heap  of  money  forour  clients. 
Send  us  your  slow  collec- 
tions ;  and  we'll  make  your 
slow-paying  customers  hustle 
to  pay  up. 

Send  Them  in  To-day ! 

The  Beardwood  Agency 

313  New  York  Life  Building    ■    MONTREAL 


MANUFACTURERS'  AGENTS      coDCleiised  Advertiscmecls 


^tebenston  Sc  Co. 

Commission  iflerctjants 
iHanufacturer'B  9aents 

42  Victoria  fequarf .        .  iBontrral 

^Toronto  €>Hiu,  55  gonof  fe(. 


Cable  Address 
'MACKER,"  Winnipeg 


Oitice 
511  Ashdown  Block 


McRAE  8l  walker 

Manufacturers'   Agents    and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondence  solicited  from  manufacture' s 
desiring  live,  up-to-date  representation  in  t!  e 
West 


J.    SPROUL    SMITH 

Manchester  Building  TCRONTO 

Representing  :  Paris  Wincey  MilKs  Co.,  Flannel-s, 
etc..  Paris,  Out. ;  .John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  Wm.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
(iodde  Bedin  k  Cie,  Chiffons,  Laces,  etc.,  Paris, 
France  ;  Perret  Cros  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliams,  Ont. 


Dieckerhoff  Raffloer  &  Co. 

OF  CANADA    LIMITED 

DRY  OOODS   COMMISSION   MERCHANTS 
AND   MANUFALTURERS    AGENTS 

Montreal— 40  St     Antoine   St  ;   Wimiipeg— 4C0 

Hannnond  Ulock  ;  Toronto- 154-160  Wellinpton 

Street  West,   cor  Simcoe   Street— Head  (.iffice. 

Importers  of    I'.uttons,  Small«-ares,  Laces, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


Cable  A.lilress. 
"  Kingsons 

Toronto." 

Phone  Main  CI.:3 

W.  P. 

KING 

&  SON 

Manufacturers' 
Underwear,    Ho.sikry, 
74  YORK  STREET     - 

Agents 

Blankets,    Etc. 
-     TORONTO 

Canailian    and    Foreign    nKinufacturers'    lines 
.solicited  on  favoralile  terms. 

COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reh'able   in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 


WHOLESALE  HOUSES. 


^ — _a— =-^  M  LIMIT^.O 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR    ESPECIAL  HOBBY 


The  Gipe  Carrier  Company 

Manufacturers  of  high-class  Store  Service, 
Cash  Carriers,  Package  Carriers,  Cash 
Lifts,  Package  Lifts.  Fully  guaranteed  for 
a  year.    Send  for  catalotue. 


Toronto,  Ont. 

99  Ontario  St. 


London,   Eng. 

26  Euston  BIdg. 

George  St. 


AGENCIES  WANTED. 

T'^RAVELER,  experienced,  wints    two    or  three 
1      good   lines   on  commission.     Box    100,  DRY 
GOODS  REVIEW,  Winnipeg. 

AGENTS    WANTED. 

A  GOOD  class  London  hcuse  requires  Cana- 
dian agent  to  call  on  the  retail  trade  with 
recherche  lace  goods,  blouses,  costumes,  etc 
The  house  is  not  unknown  in  Lanada  and  some 
good  accounts  are  at  present  open.  Address  Box 
50,  DRY  GOODS  REVIEW  otfice,  88  Fleet  St 
E.C  ,  London,  England. 

DUPLICATING  DEVICES. 

IF  INTERESTED  in  a  Duplicating  Machine  for 
1  getting  out  circular  letters,  reports,  price-lists, 
etc.,  or  fur  printing  various  otfice  forms,  write 
for  booklet  and  samples  of  work.  The  "POLY- 
GRAPH "  is  the  newest,  latest  and  best,  and  sells 
for  a  .ower  price  than  the  others.  Is  unexcelled  by 
any  similar  device  on  the  market.  F.  W.  Tenney, 
Canadian  Sales  Agent,  123  Bay  St.,  Room  116 
Stair  Building,  Toronto,  Canada. 

LITHOGRAPHY. 

HIGH   CLASS    COLOR    WORK. -Commercial 
stationery,  posters.     The  Hough  Lithograph 
ing  Co.,  Limited.     Office,   No.   3   Jarvis  5t., 
Toronto.     Telephone,  Main  1576.     Art,  good  work- 
manship,^business  methods. 


MISCELLANEOUS. 


AGENTS  VVANTED-Calling    upon    the    retail 
trade  to  handle  the  P'-oductions  of  a  high-class 
lace  and  novelty   house.     An  interesting   line 
torany  agent  with  good  connection   amongst   high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.G.,  London,   England 


A 


DOING  TYPEWRITERS  write,  add  or  sub- 
tract in  one  operation.  Elliott-Fisher,  Ltd, 
129  Bay  Street,  Toronto. 


IF  interested  in  a  scheme  of  any  description,  in 
which  you  wish  to  give  a  prize,  do  not  fail  to 
take  the  second  "  think''  and  decide  upon  the 
famous -Acme"  Talking  Machine.  We  will  sell 
this  machine  to  any  general  store  or  wholesale 
house  for  scheme  purposes  in  lots  of  from  ten  to 
one  hundred.  Special  prices  on  application. 
Toronto  Phonograph  Company,  Limited,  Mail 
Orderand  Wholesale  Department,  40  Melinda  St.. 
Toronto,  Canada.  P. S.— Dealers  wanted  for  Co- 
lumbia Graphophones  and  Records  where  we  are 
not  now  properly  represented. 

A  N  KXTRA  1  PER  CENT.  PROFIT.-A  Nation- 
£\  al  Cash  Register  will  earn  at  least  an  extra  1 
percent,  profit  forany  retail  merchant  The 
National  Cash  RegisterCo,  F.  E.  Mutton,  Cana- 
dian Manager,  cor.  Yonge  St.  and  Wilton  Ave., 
Toronto,  Ontario. 

NOTICE— Users  of  Pitner  Gasoline  Lamps  are 
warned  against  being  induced  to  purchase 
parts  of  other  makes  of  lamps  to  be  used  on 
the  Pitner.  The  most  vital  part  of  any  lamp  is  its 
generator,  and  the  Piiner  Generator  has  been 
granteda  patent  in  Canada,  the  United  States,  and 
othercountries,  on  the  principle  of  its  improved 
method  of  generating  gasoline  vapour.  Supplies 
and  parts  for  the  Pitner  lamps  can  be  received  by 
return  mail  by  applying  to  our  representatives  or 
directloTHE  PITNER  LIGHTING  CO.,  Liiiit- 
ed,  36-38  Lombard  St.,  Toronto,  Ontario. 


TO  LET. 


lUEW  store  to  rent  in  Gait,  Ont.,  opposite  the 
l\  Post  Office.  One  of  the  best  locations  in 
town.  It  is  now  under  construction,  will  be 
completed  about  the  first  of  April,  1909.  Size,  40 
ft.  front,  100  ft.  deep.  1  ine  basement  under  whole 
building.  For  particulars  address  J.  C  Dietrich 
Box  915,  Gait,  Ont. 


Salesmen  Wanted! 

frn'^m  *^  nnl^  ^ t'',«''n„T"'''^''"S  Salesman  and  cam 
from  $1,000  to  $10,000  a  year  and  expenses.  We 
will  prepare  you  by  mail  in  eight  weeks  to  be  one 
and  assist  you  to  secure  a  good  position.  Hun- 
dreds of  our  graduates  now  holding  good  positions 
we  secured  for  them,  with  reliable  firms.  Many 
Jin?  u",°  ^°™"  experience  now  earn  $100  to 

$500  monthly  and  expenses.  If  you  want  to  secure 
a  good  position  and  increase  your  earnings  our 
tree  Book  A  Knight  of  the  Grip"  will  show  you 
now.  s-.nd  for  It  today.  Address  nearest  office. 
pept.31.5,,NATIONAL  SALESMEN'S  train! 
ING  ASSOCIATION,  Chicago.  New  York. 
Kansas  City,  Minneapolis,  San  Franciaco. 


144 


DRY     GOODS     REVIEW 


ALPHABETICAL    INDEX 


Accountants'    Directory    143 

Allen   Mfg.    Co 88 

Arlington    Co.,    The    129 

Ascher    Bros 60 

Australasian  Draper  H 

B 

Baldwin.    J.    J.    &    Partners    17 

Barry.    W.    H.,    &   Co 80a 

Beardwood    Agency    143 

Belding    Paul    &    Co 83 

Berger    &   Co 94 

Boulter    Waugh    &    Co 55 

Berlin    Suspender    &    Button    Co 133 

Bradbury.    Greatorex   &   Co H 

Bradford    Dyers'    Association    15 

Brinton    Carpet    Co 136 

Britannia    Underwear      121 

British-American  Assurance  Co 51 

British- American    Dyeing    Co 43 

Brock,    W.    R..    Co..     ...   .: 22—25—  95 

Brock   &  Paterson  143 

Bfophy,   Parsons  &  Rodden  Ltd 12 —  13 

Burnley,    Thos.    &   Sons   Ltd    14 

Burnet    &    Temple    83 

Busy    Man's    Magazine    8 

Butterick   Pub.    Co.,    Ltd 64-65 

B.    V.    D.    Co 128 


Calico   Printers'    Assn 49 

Campbell    Mfg.    Co 126 

Canadian  Converters  Co..  The,  Ltd 3 

Chipman,   Holtcn   Knitting   Co 32a 

Clough,    Pike    &    Co 16 

Cockburn    &    Rea   Ltd 103 

Corticelli  Silk  Co..   Ltd ,  9 

Cosbie.    R.    H 19—48 

"Craftana"    97 

"Cravenette"    Co 140 


Debenhams    (Canada)    Limited    5 

Deacon   Shirt    Co 132 

Defiance    Button    Machine    Co 51 

Delfosse  &   Co 107 

DieckerhofT,    Raffloer   &   Co 143 

Dominion   Textile    Co 46 

Dominion    Oil    Cloth    Co 134 

Dominion    Suspender    Co 141 

Dominion  Wadding   Co 14 

"Duchess"    Brand    Inside    back    cover 

E 

Eagle  Knitting    Co 112a 

Eclipse   Whltewear   Co.,  The,    Ltd 91 

Ellis    Mfg.    Co lis 

"Excelda"    Handkerchiefs      124 


Fife    Linoleum    Co.    .. 
Fownes    Bros.    &    Co. 


Gait   Knitting   Co 

Garland,    John    M..    Son    &    Co. 

Gaults,   Ltd 

Gipe   Carrier   Co 

Globe    Suspender    Co 


13-? 
82 


123 
20 
6-7 
143 
133 


Gnaedinger,    S.   Son   &   Co 58-59 

Goulding,    G.,    &    Sons 104 

Goderich   Knitting   Co 120 

Granby    Mfg.    Co 69 


Greenshields   Limited     

H 

Harris   &   Co 

Hermsdorf,   Louis  

Harvey    Quilting    Co..    The 
Hewson    Woollen    Mills    


1-2    112 


77 
120 
139 
132 


Hirschon,   L.,   &  Co 51 

Home    &    Watts    90 

Horrockses,    Crewdson    &    Co 139 

Hotel    Directory    143 


Irving    Umbrella   Co 

Imperial    Glove    Co 

Ishikawa,    K.,    &  Co 

Illustrated    Post   Card   Co.    . 
Ivey,    The    J.    D.    Co.,    Ltd. 


Jaeger,    Dr.,    (^o 

"Jay    Finish"    Underwear 


129 

1C2 
107 
105 


121 
lil8 


13; 
133 


Fairbairn,    Rhys.    D. 


K 

King.    John.    &   Son   

King,    W.    P.,   &   Son   

Kleinert,    I.    B.,    Rubber    Co. 
Konig   &    StufTmaun    


Ladies'    Wear    Ltd 78 

Laurentian    Whitewear    Co 94 

Law,    Kussell   &   Co 10 

Legal    Directory    143 

Lennard,    S.,    &    Sons    97 

Liddell,    William.    &    Co 48 

Luxfer    Prism    Co 43 

M 

McCall    Co.,    D 106 

McCall  Co.,    The   33 

Macdonald,  John    &    Co..  outside    back    cover 

Maritime    Hat    &   Cap    Co 127 

Merchantp'    Mercantile   Co 143 

McRae    &    Walker   143 

Metropolitan    Bank    51 

Milbradt    Mfg.    Co 44 

Monarch    Knitting    Co.,    The    117 

Montreal    Cotton    Co 48 

Montreal    Skirt    &    Cloak    Mfg.    Co 94 


N 

National   Rubber   Co 92 

Nazareth    Waist    Co 113 

Niagara    Neckwear    Co 141 

Nova    Scotia    Knit    Mills.    The,    Ltd.    ...  119 


"Old   Bleach"    Linen    Co. 
Oriental   Silk  Co.   Ltd   ... 


19 
132 


Pacific    Mills    77 

■Palmenberg's   Sons,    J.    R ' 44 

Parker,    R.,    &    Co Inside    front    cover 

Peerless   Underwear   Co 12£a 

Peck,    J.    W.    &    Co 52 

Penman    Mfg.    Co 119 

Perfected    Powder    Pufi    Co IT 

Perrin    Frcres   &    Cie 96a 

Perry,    G.    B.,    Knitting    Co 116 

Pewny    &    Carret    82 

Philips,    J.    &   N.    &  Co 18—50      74 


R 


Ross,    G.    D..    Co 

Russell,   A.    N.,   &   Sons   Co. 


•19 
45 


140 


Sandersons,    Ltd 

"St.    George"    Brand    Underwear    97 

Silver,    M.    &   Co 60 

Smith,    J.    Sproule    143 

Smith,    Runciman    Co.,    Ltd 100 

Southall    Bros.    &    Barclay    51 

Stanfields    Limited    133 

Stauntons   Ltd 137 

Stevenson.   S.   W..   &   Co 143 

"Success"    Collars    4 

Swift,    Copland   &    Co.    57 

T 

Thayer   &   Chandler   44 

Toronto   Brass   Mfg.    Co.,    The    99 

Toronto    Show   Case   Co.,    Ltd 38 

Turnbull,    C,    Co.,    of    Gait 118 

w 

Wallace,     J.    K Inside    front    cover 

Waldron,    Drowin    &    Co 131 

Warwick    Overall    Co 129 

Watt    &    Shapiro    Mfg.    Co ,  96 

Watson    Manufacturing    Co 120 

Weir    Wardrobe    Co.    Ltd.,    The     43 

Western    Assurance   Co 51 
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BRAN  D 


The  line  of  Whitewear,  Blouses,  Underskirts, 
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Kimonos,  Costumes,  Children's  Dresses,  etc. 


W 


E  help  you  sell  Duchess  Brand 
garments — Duchess  Brand  will 


he  advertised  this  spring  and  con- 
tinuously to  your  customers  through 
the  newspapers  of  Ontario.  Take 
advantage  of  our  co-operation.  We 
assist  the  retail  merchant  to  actively 
increase  his  business. 


Ladies'  stylish  suit,  made  from  a 
splendid  heavy  quality  of  taffeta 
silk.  Waist  is  made  with  stitched 
and  pin  tucks.  Latest  mousque- 
taire  sleeve.  Cuffs  pin  tucked 
and  finished  with  silk  covered  but- 
tons. Gibson  pointed  collar,  four 
rows  of  pin  tucks.  Skirt  is  the 
very  latest  modified  directoire  full 
ffare,  panel  front,  all  seams  tailor 
stitched,  inverted  pleated  back, 
finished  with  silk  covered  buttons 
on  panel  front  and  sides.  Price 
SILOO  each. 


No.    910.      Tailnred  Shin   Waist  Suit 


J.  E.  McClung,  Sales  Agent 


8-10  Wellington  St.  East 


Toronto 


* 


1»    i3. 


»?7 


To  the  Trade 


March,  1909 


The  great  number  of  successful  merchants 
doing  business  with  us  is  a  living  illustration 
of  the  value  of  our  goods  and  the  superior- 
ity in  our  methods  of  buying  and  selling. 
It  is  no  exaggeration  to  say  that  many  of 
our  cu^omers  are  among  some  of  the  mo^ 
prominent  men  of  the  day. 

The  great  movement  of  merchants  and 
their  buyers  is  tow^ards  our  warehouses  to 
see  the  progressiveness  of  our  business,  at 
present.  We  are  therefore  expecting  a 
call  from  you  and  will  be  prepared  to  show 
you  through  our  different  departments  and 
demonstrate  to  you  the  advantage  of  doing 
business  with  us. 


I 


John  Macdonald  &  Co.,  Ltd. 


TORONTO 


April,     1909 

Vol.  XX.  No.  4 


Single  Copy  Twenty-Five  Cents 
Per  Year       -       -      Two  Dollars 


MacLean  Publishing 
Company,       Limited 

Publication     Office, 
Toronto,    Canada 

Montreal  Winnipeg  New  York 
Chicago       London,   England 
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Dyers 

Quality  is  a  mark  of 

and 

Promptness  m  filling 

all  work  done  here. 

Finishers 

all  orders  is  sure  here. 

Over  30  years  actual 

to  the 

The  largest  and  most 

experience   has  long 

Dry  Goods 

modernly   equipped 

since  taught   us  the 

and 

works  in  Canada,  oper- 

" know  how  "  in  dyeing 

Millinery 

trades 

of  Canada 

ated  by  a  large  staff  of 

and  finishing. 

Our  customers  are 
found  among  the  trade 

skilled  work  people  is 
the  guarantee. 

Write    for  any  par- 

in all  parts  of  Canada. 

R.  PARKER  &  CO. 

ticulars. 

Toronto,  Can. 

ronto,  Can. 

R.  Parker  & 

I  Co.,   I'o 

iKeBELDlNG 


♦*^-i 


Silk  Sewed 


Will  Stand  a  BuU  Dog  Strain 

SPOOL  SILK 

Smooth,    Lustrous, 
Free    from    Knots. 

Full  Length  Absolutely  Guaranteed. 

The  supplementary  Fashion  Shade  Card 
(90  colors)  of  Spool  Silks  is  just  completed. 
A  copy  for  you  upon  request. 

Belding,  Paul  &  Co.,  Limited 

Silk  Manufacturers  MONTREAL 


Rooster  Brand 


BEST  ^^1(^^      MADE 

ICrow/I^OverAll 


'■  We  are  the  young  and  the  strong. 
And  who  so  fit  for  the  fight  as  -we? 
With  our  hands  of  steel  and  our  iron  heel 
And  hearts  like  the  oaken  tree ! 
For  -we  are  the  sons  of  Canada, 
The  pride  of  a  princely  land, 
And  the  Overalls  made  in  Canada 
Are  those  that  her  sons  demand. 


''Rooster  Brand      Overalls 


are  maae  in 


I  da 


Full  Sizes  Double  Stitclied  Patent  Pockets 

Patent  Wrist  Snaps  Inaigo  Dye,  Etc. 

Robert   C.  Wilkins,   Montreal 


Overalls 
Pants 


Shirts 
White  Coats 


Outing  Trousers 
Boys    Knickers 
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Spring  Sorting 

JjinCS  for  Quick  Shipment 


To  get  your  share  of  Spring  business  you  will 
want  a  few^  lines  to  brighten    up    your    stock. 

The  importance  of  having  the  right  goods  at  the 
right  time  is  each  season  becoming  more  impor- 
tant. That  is  w^here  you  appreciate  the  advantage 
accruing  from  this,  the  largest  wholesale  dry 
goods  business  in  Canada. 


Throughout  the  various  departments  in  our  immense  warehouse 
stocks  w^ere  never  in  finer  and  more  attractive  shape  than  now^. 

Cottons  Ginghams  Prints 

Wash  Goods       Dress  Goods       Silks 

In  these  departments  you  will  find  the  newest 
patterns  and   latest   colorings    at   closest    prices. 


Dress  Accessories,  Em- 
broideries and  Laces  are 
extremely  active.  Take 
advantage  of   our  stock. 


Smallwares,  Carpets  and 
House  Furnishings.  Sea- 
sonable lines  are  featured 
here.  Our  assortments 
are  easily  the  largest  in 
the  trade. 


Send  us  a  list  of  your  wants  or  see  our   travellers'    samples.      Our  Mail   Order 
Department  will  look  after  them  promptly. 


Greenshields  Limited 

MONTREAL 


® 
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® 
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THE  LATEST 
ENGLISH  DRESS  FABRICS 

By 


Tussah  Royal 


Emphatically   endorsed    by    Dressmakers,    Women's 

Tailors  and  Retailers  in  London,  Paris  and 

New   York,    as    it    is    suited   to   the 

present   form   of   costuming. 


New  Materials  for  Fall 
1909 


Wool  Satin  Travers 

(Self  Colors — Stripes) 


Soleils 

(Self  Colors  — Stripes) 


Poplins  Chiffon  Broadcloths 

Silk  Warp  Eudoras  —  Wool  Saloma  Stripes 

Rosettas  Lucida  Voiles 


Sole  Agents  for  Canada 

Greenshields  Limited 

Montreal 
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C 


C 
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COLLARS 

NEW    STYLES 
STILL    THEY    COME 

OLYMPIC 


The  most  popular  hit  of  the  season.  Combines  the  features  of 
close  fit  and  plenty  of  tie  room.  Just  the  combination  you 
have  been  looking  for.      Get  your  orders  in  at  once. 


ORDER    FROM   YOUR  WHOLESALER 


Manufactured   by 


The  Canadian  Converters'  Company 

Montreal 


u 


c 


c 


E 


s 


Limited 


Success 
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BUCK  PRINCE 

The  1909  Shirt 

Black  Serge  Fleece  Back 


Extra  Large 


Double  Stitched 


Full  Yoke  and  Pocket 

A?iy  Wholesaler  Can  Supply  It 

This  Shirt  is  made  from  a  specially  dyed  and  printed  cloth 
guaranteed  fast  black. 

The  Canadian  Converters'  Company 

Montreal  l""'**^^ 
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Fall 
Import 


Our  SampI^WHW!^  ready,  and  in  tl 
hands  of  our  Travellers. 

Dress  Goods       Silks      Velveti 
Cloths  Ribbons         Gauzes 

Velveteens  Laces  etc. 
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A  Btrd'>-Br«  View  of  OUR  World 


t  is  a  Fact  that 


all  our  numbers,  even  those  at  the  lowest  prices,  bear  that  tn 
Parisian  touch  of  style  and  coloring  which  nothing  but  a  close 
connection  with  the  Fashion  Centre  of  the  World  and  its  votaries 
can  give. 


Q  We  Have  That  Connection 


Debenham  &  Co. 


PARIS  NEW  YORK  MELBOURNi 

CAPETOWN    BRUSSELS    BOSTON  SYDNEY 

JOHANNESBURG        LYONS        ST.  ETIENNE 

TORONTO    si-<st-r-^  -  MONTREAL 

y  ft  WeUingtHMttiliBH^^^H'a  St.  He(<fn 
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Woollen  Department 

Oar  representatives  are  now  showing  a  complete  range  of  Fall  samples 
such  as  Coatings,  Serges,  Suitings,  Pantinga  and  Tailors'  Trimmings. 

Your   particular    attention   is    drawn    to    the 
following    lines,    and    inspection    is    invited. 

The  range  is  the  largest  and  most   representa- 
tive shown  in  Canada. 

Coatings  and  Serges 


LANDSLIDE   COATING: 

The  name  originated  at  the  time  of  tho 
landslide  of  the  terrace  at  Quebec.  It 
became  popular  at  once  and  has  retained 
its  position  ever  since  as  the  King  of 
all  Coatings.  It  is  thoroughly  shrunk 
and  sells  at  a  popular  price. 

THE  NAVARRE: 

A  new,  fine  set,  clear  cut  serge,  just 
being  put  on  the  market  by  us  at  a 
most  popular  price  for  all  classes^  of 
the  trade  and  in  a  weight  suitable  for 
all  the  year  round  wear. 


THE  CURRAGH: 

This  cloth  is  probably  the  best  known 
of  all  the  Belwarp  Serges.  A  fine  set, 
clear  cut  serge  and  as  is  the  case  with 
all  Belwarps,  is  guaranteed  to  be  sea- 
proof  and  sunproof. 

"51810": 

To  see  this  cloth  is  to  buy  it.  To  buy 
it  once  is  to  repeat  it,  and  again  repeat 
it  There  was  never  a  cloth  made  and 
sold  at  $1.75  Indigo  that  could  come 
within  striking  distance  of  it.  Write 
for  a  sample  at  once  if  you  have  not 
already  purchased  this  cloth. 


Tailors'  Trimmings 

Without  fear  of  successful  contradiction  we  claim  to  carry  the  largest 
and  best  assorted  stock  of 

Tailors'  Trimmings  of  any  house  in  Canada. 

Some  of  the    brands    which   have    made    this 
department  famous : 


THE    CANADA: 

A  Belwarp  Mohair  Serge  Lining,  sold  at 
75c.  Every  piece  is  stamped  with  the 
lion  and  the  bell  trade-mark  which 
guarantees  to  our  customers  the  finish 
and  wearing  quality. 

THE   TYRON: 

A  green  edge  linen  duck,  proved  by 
years  of  use  in  the  trade  to  work  well 
under  the  iron  and  a  delight  to  the 
garment  maker. 


THE   EARTHQUAKE: 

A  permanent  finish  Black  Mohair  Serge 
sold  at  65c.  A  cloth  that  the  best 
tailor  can  use  with  impunity. 

MINERVA: 

These  linings  are  64  inches  wide,  made 
in  Mohair,  Emperor  twills  and  diagon- 
als, both  black  and  colors.  We  are 
the  first  to  introduce  this  width  into 
Canada,  and  we  propose  to  maintain  our 
position  as  first  in  the  field. 


The  Gauh  Brothers  Co.  Ltd.,  Montreal 
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Important  Announcement 

GAULTS' 

Embroidery  and  Lace  Display 

Our  buyer  has  just  returned  and  reports  one  of  the  largest  purchases 
ever  made  for  this  well-known  department. 

Embroideries  Are  Good 

and  stocks  should  be  well  looked  after,  as  you  will  certainly  be  called 
on  to  supply  an  increasing  demand,  as  fashion  in  all  lines  favors  them 
this  season. 

Gaults'  Quarter  to  Half-million  Yards  Sale 

comprises  new  and  up-to-date  Swiss  Flouncings,  Allovers,  Frontings, 
Corset  Covers,  both  check  and  latest  novelty  in  stripe  effect,  with 
galoon  to  match,  as  well  as  hundreds  of  boxes 

Insertions  and  Edgings 

piece  goods,  coupons,  mill  remnants,  firsts  and  seconds. 

Magnificent  Range 

newest  trimming  laces  and  insertions  in 

Irish  and  Cluny  Effects 
40-inch  colored  dress  nets  and  gold  embroidered  allovers  and  insertions. 


N 


ow  as 


toP 


rices- 


All  we  want  is  an  inspection  and  close  comparison  by  your  buyer.  You  can  de- 
pend that  we  intend  to  give  our  customers  all  possible  benefit  of  the  many  conces- 
sions secured  through  the   combined    buying    power    of    our    three    warehouses — 

MONTREAL,    WINNIPEG.    VANCOUVER 

Jibove  Goods  are  now  on  view  in  the  Montreal  Warehouse 

IMMEDIATE  DELIVERIES 

The   Gault   Brothers    Co.,    Limited 

Montreal 


PA 

i 

i 


i 
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FLANNELETTE 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make,  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by  the  manufacturers  of  the  celebrated 
Longclothsy     Twills  ana  Sheetings) 

are  the  best 


SEE  "HORROCKSES"  '""'''"  °"  ""''^' 


every  5  yards. 


Horrockses,  Crewdson  &  Co. 

Limited 

Cotton  Spinners  and  Manufacturers, 
PRESTON.  MANCHESTER.  LONDON,  ENGLAND 
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SPOOL     SII^K 


Spool  Silk 

AND   OUR 

European  Fashion  Service 

Focus  your  eyes  on  this  combination.  It  is  CERTAIN 
to  increase  the  general  business  of  dealers  who  use  it 
and  to  multiply  the  sales  of  your  big  profit-maker — 
Corticelli  Sewing  Silk. 

Our  European  Fashion  Service — a  big  thing  in  itself — 
is  simply  a  means  to  an  end  — to  bring  you  more  Corti- 
celli  Silk  business.  This  service  is  for  dressmakers.  It 
centers  the  dressmakers'  trade  at  your  store— it  gives 
them  a  Fashion  Service  that  cannot  be  obtained  else- 
where— it  increases  the  prestige  of  Corticelli  Sewing 
Silk — the  silk  that's  full  length,  full  strength,  of  even 
size,  free  of  knots  and  snarls — in  short,  the  most  pop- 
ular and  best  selling  Sewing  Silk  on  the  Canadian  or 
any  other  market. 

Write  us  Jor  full  particulars  concerning  this  trade-bringing, 
profit-winning  plan. 

Corticelli  Silk  Company,  Limited 


Head  Office 


St.  Johns,  Que. 


Address  Nearest  Office 

Sales  Rooms:      22  St.  Helen  St.,  Montreal;     399  Cordova  St.,  Vancouver;    56  Albert  St.,  Winnipeg 
24  and  26  Wellington  St.  West,  Toronto:   91a  York  St.,  Sydney,  N.S.W. 
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B.D.  A.  MOHAIR 

AND 

SICILIENNES 

No  line  of  dress  materials  more 
suitable  to  the  season  can  be 
displayed. 

B.D. A.    ENGLISH    MOHAIRS 

are  good  the  year  round,  but 
Spring  timeis  pre-eminently  Mohair 
time. 

In  textile  value — beauty  of  weave, 
patterns,  finish  and  coloring,  they 
EQUAL  any  fabric  woven. 

In  practical  value  —  dust -shedding 
and  well- wearing  qualities  they 
EXCEL  all  others. 

BRADFORD    DYERS' 
ASSOCIATION 

of 

Bradford,  England 
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II 


No  Sewing  Required  if  You 
Wear  this  Shield 


No  Rubber 


La  Mode 


Lace  Edge 


Extra  Good  for  Stout 
Person 


OF 


Dress  Shields 


WHICH  ARE 


Unequalled 
Made  in  all  Sizes 


AND 


Guaranteed 


Has  the  Largest  Sale  in 
the  World 


These  Shields  can  be  washed 
in  warm  water  and  ironed 
when  dry.  Have  iron  moder- 
ately hot. 

SOLD  BY  ALL  THE 

Leading  Jobbers 

/.  B.  Kleinert  Rubber  Co. 

I   Mincing  Street 

Toronto       ^^^^ 


Attached  Without  Sewing 


WASHABLE 


Double   Covered 
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Free  Trip  to  "Toronto 
National  Exhibition" 

and  Return,  \vith  Six  Admission  Tickets  thrown  in  for  Good  Measure. 


To  anyone,  living  in  Canada,  who  sends  us  new,  full-year,  paid-in-advance  subscriptions  as  per 
schedule  below,  will  be  furnished  Free  First-Class  Railway,  or  Steamship,  Transportation  (as  preferred) 
to  Toronto  and  Return,  over  any  Canadian  Railway,  or  Steamboat  Line,  together  with  Six  Regular 
Admission  Tickets  to  the  Toronto  National  Exhibition  this  fall.  Tickets  good  during  the  Exhibition, 
subject  to  the  regulations  of  the  transportation  company  issuing  them. 

Begin  now,  and  see  how  easy  it  is  to  earn  this  outing.  Subscriptions  may  be  sent  in  any  time 
before  July  15th  next,  but  not  later,  as  the  remaining  time  before  the  fair  is  required  to  complete 
arrangements  for  traveling  accommodation  for  those  who  respond  to  this  offer. 

There  is  no  competition,  or  other  element  of  chance  or  risk  about  this  offer.  The  distance  you 
reside  from  Toronto  regulates  the  number  of  subscriptions  you  must  send.  When  you  have  sent  that 
number  you  may  rest  assured  that  our  undertaking  will  be  carried  out  to  the  letter.  The  regular  rail- 
way time-tables  will  be  used  to  determine  the  distance,  which  is  to  be  calculated  by  the  shortest  pas- 
senger route.  By  consulting  your  railway  time-table  you  will  get  this  information,  or  we  will  supply 
it.  Should  you  fail  to  secure  the  full  number  of  subscriptions  required,  proper  remuneration  will  be 
made  by  sending  you,  in  lieu  of  the  tickets,  their  pro  rata  equivalent  in  cash. 

Notify  us  early  of  your  intention  to  accept  this  offer ;  for  convenience  you  may  use  the  form 
below.     This  offer  is  open  to  ANYONE,  whether  a  subscriber  or  not. 

THE  BUSY  MAN'S  MAGAZINE, 

10  Front  St.   East. 

Toronto,  Ont. 

Gentlemen  : 

I  hereby  accept  your  offer  of  "Free,  First-Class  Transportation  to  the  Toronto  National  Exhibition  and  Return  ; 
together  with  Six  Regular  Admission  Tickets  to  the  Fair-Grounds,"  in  consideration  of  which  I  will  undertake  to  send  you  the 
number  of  new,  full-year,  paid-in-advance  subscriptions  to  The  Busy  IV'an's  Magazine,  indicated  by  my  X,  on  the  schedule 
below.     I  reside  no  further  from  the  city  of  Toronto  than  is  indicated  in  the  schedule  opposite  my  X. 


Miles  from 
Toronto. 

Number  of 
subs. 

Mark 
X 

Ncitnc 

25  to            50 

3 

51 

mo 

5 

7 

101 

150 

151 

200 

9 

^trppt 

201 

250 

11 

251 

300 

13 

3U1 

350 

15 

351 

400 

17 

Town 

401 

450 

19 

451 

500 

21 

501 

600 

23 

601 

70' 

25 

701 

800 

28 

Province. 

801 

900 

31 

901 

1000 

34 

1001 

1100 

37 

"*■ 

1101 

1200 

40 

Mv  Ticket  to  b^  Via  * 

1201 

1300 

43 

1301 

1400 

47 

1401 

1500 

50 

1501 

1600 

53 

Rail  way 

16U1 

1700 

56 

1701 

1800 

S9 

1801 

1900 

63 

1901 

2000 

66 

Boat  Line                  -  —   -  ■  -   -■ 

2001 

2250 

72 

2251 

1500 

80 

2501 

2750 

89 

2751 

3000 

97 

Write  plainly  ;  this  will  insure  immediate  acknowledgment  of  your  communications  and  safe  and   prompt  delivery  of  your  tickets. 


J 
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UNSOLICITED 
TESTIMONIALS 


1  consider  The  Busy  Man's  Mag- 
azine the  best  }  have  yet  come  in 
contact  with. 

Henry  Wilson.  Toronto, 

We  have  subscribed  to  many 
British  and  American  magazines, 
but  found  none  to  equal  yours  as  a 
Business  or  Busy  Man's  Magazine. 
The  articles  are  so  admirably  select- 
ed that  one  can  start  at  the  first  and 
read  right  through  to  the  last  page 
and  enjoy  superior  reading  all  the 
way. 

AuLD  <t  Co..  South  Dunedin, 
New  Zealand 

We  would  not  like  to  miss  the 
future  copies  of  The  Busy  Man's 
Magazine. 

Ingersoll  Packing  Co. 

The  Busy  Man's  Magazine  is  the 
best  magazine  I  have  had  the  pleas- 
ure of  perusing.  If  my  subscrip- 
tion should  lapse,  do  not  stop  it  ; 
jar  me  up  on  remitting. 

A.  B.  BuRRETT,  Amigari 

It  is  pleasing  to  record  that  Can- 
ada can  boast  of  such  a  publication, 
whereby  the  man,  who  can  devote 
only  a  short  time  to  reading  each 
day,  may  become  thoroughly  con- 
versant with  all  that  the  brightest 
minds  are  producing,  and  what  the 
world's  leaderd  of  thought  and  re- 
search arc  doing,  discovering  or 
planning. 

Such  a  publication  is  The  Busy 
Man's  Magazine,  which  is  replete 
with  the  latest  contribution  of  the 
world's  centres  in  political  and 
commercial  affairs,  science  and  in- 
vention, labor,  business,  industry, 
art.  etc.  The  Busy  Man's  Maga- 
zine is  a  Canadian  publication,  and 
places  before  its  readers  the  greatest 
amount  of  instruction  and  profit  in 
the  handiest  form  and  most  attract- 
ive manner.  It  indeed  fills  a  long 
felt  want.  —  Peterborough  Daily 
Review. 

The  Busy  Man's  Magazine  takes 
first  position  in  my  opinion.  It  has 
more  interesting,  concentrated, 
common-sense  information  in  one 
issue  than  most  periodicals  have  in 
a  whole  year. 

C.  C.  Nash,  d.d.s..  Bath. 

The  articles  in  The  Busy  Man's 
Magazine  are  just  what  we  wanti 
short  and  so  well  written  that  a 
busy  man  can  afford  time  to  read 
them  and  feel  benefitted  for  the 
short  time  given  to  each  article. 

Wm.  Thoburn,  Almonte 

The  Busy  Man's  Magazine  is  the 
only  publication  that  1  keep  a  file 
of;  in  fact  I  have  to.  because  prac- 
tically every  article  in  the  various 
issues  has  been  blue  pencilled  by 
me  for  future  reference.  You  have 
certainly  succeeded  in  obtaining  all 
of  the  articles  of  value  from  the 
principle  magazines  of  the  world, 
and  as  a  consequence  I  have  not 
only  been  able  to  save  a  great  deal 
of  time  by  reading  your  magazine, 
but  also  a  good  deal  of  money.  For 
instance,  I  had  subscribed  for  32 
different  publications.  I  now  find 
that  Busy  Man's  Magazine  covers 
the  gist  of  the  majority  of  tbem. 
C.  Edgar  Wood. 
Sales  Manager  Dominion  Cart* 
ridge  Company.  Montreal. 


Any  Article,  to  reach 
the  page  of  Busy  Man's, 
must  possess  the  sparkle 
of  merit. 


It  reproduces  each  month  such  articles  as  measure 
up  to  its  standard.  To  secure  these  articles  scores  of 
the  best  magazines  are  ransacked.  Each  number  also  con- 
tains many  original  articles  by  clever  Canadian  Writers. 

Thus  condensed  into  Busy  Man's  are  the  most  attractive  features  of  the  lead- 
ing periodicals,  including  in  the  selections  something  good  for  every  member 
of  the  family.  Other  good  articles,  for  which  space  cannot  be  found,  are  classi- 
fied in  a  section  furnishing  information  as  to  where  they  may  be  found. 

"The  Busy  Man's  Magazine   policy  is  as  Wide 
as  this  Great  Dominion." 

The  offer  on  the  opposite  page  is  the  broadest  one  ever  attempted  by  any 
publication  in  Canada.  Only  a  magazine  with  unbounded  faith  in  its  merits, 
in  the  people  and  in  the  country,  backed  up  by  ample  resources,  could  attempt 
such  an  offer  as  this.  Without  restrictions,  anyone  living  in  this  wide  Domin- 
ion, whether  in  Nova  Scotia  or  British  Columbia,  can  have  this  trip  by  First- 
class  regular  trains.  "No  special  excursion  crowding  at  second-class  rates." 
These  tickets  will  afford  you  every  comfort  that  any  first-class  ticket  will  or 
can  afford   during  the  Exhibition. 

The  management  of  this  trip  is  in  the  hands  of  a  committee  that  will  han- 
dle it  carefully,  liberally,  and  to  the  satisfaction  of  all  who  accept  it.  This 
great  offer  is  made  to  popularize  Busy  Man's  Magazine,  and  every  detail  will 
be  carried  out  in  a  manner  to  insure  this  end. 

Busy  Man's  is  only  two  dollars  per  year;  any  Man,  Woman,  Boy  or  Girl 
can  earn  this  trip  at  a  very  small  tax  on  their  time.  Send  in  your  acceptance 
and  we  will  send  you  sample  copy  and  order  forms. 

This  announcement  first  appeared  a  few  days  ago;  already  we  are  receiving 
acceptances  from  all  parts  of  Ontario  (those  from  other  provinces  have  not  had 
time  to  reach  us  yet).  Take  this  offer  at  its  face  value,  accept  it  and  win  the 
trip.    We'll  help  you,  and  carry  out  the  offer  in  its  entirety. 


The  Busy  Man's  Magazine 
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PHILIPS'  SPECIALITIES 


in 


SUPERIOR  COTTON  GOODS 

All     Dry     Goods      Importers     Should       Have      Them 


"Eider"  Lambskin 


(Regd.) 


An  entirely  new  fabric  of  beautiful  appearance  and  exquisite  touch,  that  will  be 
in  universal  demand  for  ladies'  and  children's  underwear.  Suitable  for 
shirts,  for  petticoats,  and,  above  all,  for  dressing  gowns.  It  will  supersede 
the  inferior  continental  makes. 

"  Arpekas "  Flannelette 

New  suede  finish,  close  pile,  warm,  healthy  and  pure.  Made  in  white,  cream, 
coral,  flesh-pink  and  fancy  colors. 

"Own  Make"  Window  Holland 

Made  in  the  best  Whitepark  Irish  Linen  Finish,  and  sold  to  large  importers 
at  20%  off  usual  list.  This  is  really  the  best  cloth  in  the  trade.  It  runs 
sweetly  on  the  roller,  throws  a  delicate  shade  and  gives  unlimited  wear. 
White,  cream,  ecru,  buff,  green,  &c. 


The  ''mjBU"  Moire 


(Regd.) 


This  lovely  fabric  is  specially  adapted  for  the  new  skirts  and  fashionable  linings 
for   Directoire    and    other  clinging    dresses.     The    design  will  not  wash  off. 

"Opaline"  and  "Opalette" 

The  only  satisfactory  silk  substitutes.  Spun  and  woven  in  the  unique  humid 
Lancashire  climate.  Warranted  pure  Egyptian  cotton,  Mercerized  and  Schreiner- 
ized.     Made  in  all  fashionable  shades. 


We   only  supply  large   importers  and  quick  payers,  but  our  prices  are 
surprisingly  keen  and  our  goods  are  reliable 


J.  &  N.  Philips  &  Co. 


Manchester,  England 


Mills— Tean  and  Cheadle 


211  Lindsay  Building, 

St.    Catherine   Street   West, 

Montreal 


OFFICES 


Branch— 20  Cheapside,  London,  E.G. 

611    Empire   Building, 

Wellington   Street  West, 

Toronto 
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Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,     STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 


i6  DRY    GOODS    REVIEW 


Established  1832  Cable  Code:  Law-Bradford 

FALL  1909 


REGISTERED 


These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  "Lawrus" 

Mr.  Haley  will  be  at  the  Windsor  Hotel,  Montreal,  and  the  King  Edward  Hotel, 
Toronto,  during  April    and    May    with    a    complete    collection    of    these  fabrics. 

SPECIALTIES 

Mayfair  Suitings 

in  our  Combination  finish 

(Pirle  and  Suedena) 

ShoAverproof  Goods 

in  the  latest  styles 

Mohair  Linings 


La^v,  Russell  &  Co,  Limited 

Converters  of  Bradford  Fabrics 

BRADFORD  and  LONDON 
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NoAv's  The  Time 

For  Wash  Goods  Repeats 


Use  our  complete  stocks. 


Write,  wire  or  see  our  travellers'  samples 


Orders  filled   the  same  day  as  received. 

Our  wash  goods  stocks  have  received  recent  additions  of  desirable  novelties  and 
specials,  picked  up  by  our  Mr.  Rodden  in  Europe,  as  well  as  fresh  selections  from 
American  mills.  Orders  are  invited  from  merchants  who  wish  to  keep  _  thoroughly 
awake  to  what  is  most  desirable.     Such  novelties    add  distinction   to  a  retail  store. 

Here's  a  list  of  the  good  staple  and  novelty  wash  goods.  All  of  these  lines 
are  in  stock.      Look    this    over    carefully. 


Victoria  Lawns 

Four  extra  special  Ibes  just  received.  All  40  in.  per- 
fect goods,  and  20  per  cent,  under  the  market.  Make 
sure  of  your  share 

RA— 10c. 
RB-ll5^c. 

Our  stock  of  Victoria  Lawns, 
Muslins,  Persian  Lawns,  Swiss  Muslins  and  Organdies 
is  known  as  one  of  the  most  comprehensive  and  select 
in  the  trade. 


/2C. 


RC- 
RD-15c 
India    Linens,    Plain 


1 ,000  pieces  of  fancy  muslins  just  delivered. 

Tivoli   Stripe   Organdie,  25  in. —  7c. 

Organdie  Gazonette,  -         -    8c. 
Tape  Stripe,         -         -  -        9^c. 

New  shades  and  all  good    patterns  in    florals,   stripes, 
dots,  etc. 


The    stock    of   Gemarter    Print,    the    10c.  leader,  is 


complete. 


Ginghams 


B  Gingham  I  Oc.  Good  assortment  of  patterns. 
Anderson's   Silk    Zephyr    at    25c.,     novelty     stripes, 
broken  checks,  etc. 


American  Novelties 

Three  special  lines  typifying  the  latest  in  wash  goods, 
have  just  been  put  in  stock.  They  will  liven  your    trade. 

Crepe  Javanaise— one  of  the  big  successes,  crepe  con- 
struction, perfect  self-colorings,  staple  colors  and  all  the 
new  shades,  as  taupe,  rose,  wistaria,  etc.  Samples  on 
request.     27  in.  wide,  18^c. 

Silk  Tissue — Another  self-colored  material.  Very 
desirable  at  22^/2C. 

Monotone  Silk — Desirable  weave,  expressed  in  wide 
and  narrow  stripes,  in  present  day  fashionable  shades, 
25c. 

Dyed  Piques 

Special  Shrunk    Finish 

Comes  in  browns,  navy,  white,  champagne,  Copen- 
hagen, sky,  pink,  etc.  These  are  good  sellers.  Order 
by  the  numbers. 

WM  41        —       27  in.   wide  -  18^c. 

WM  42      —     27      "  -        24Hc. 

Dress  Linens  Big  Sellers 

All  popular  colors,  such  as  corn,  Copenhagen,  brown, 
natural,  etc. 


Leading  lines  are 
G  300,  plain    cloth 
G  400,      " 


G  500,     " 
Good  stripes— D 1 0—1 8^2  c. 
G  700  stripes — I9^c.  G  710  broken  checks- 


ll^c. 
15c. 
I8^c. 
DI2- 


-21c. 
-191/ 


'2C. 


Send  your  orders  by  mail.     All  lines  are  exactly  as  represented. 

Brophy,  Parsons  &  Rodden,  Limited 

The  Specialty  House 

Corner  Victoria  Square  and  Craig  St.,      MONTREAL 


Mtwfl 
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NORTH  STAR,  CRESCENT 
and  PEARL 

These  bi-ands  represent    tlic    hatting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  beitts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^     C(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Invaluable 

to 

Merchants 

and 

Window 

Trimmers 

"  Attractive  ff^indowi 
Increase  Trade  '* 

This  up-to-date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

410  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 
1 0  Front  St.  East,  Toronto 


Australian  Trade 

is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 

1906. 

Canada    Oth*r  Countries        Tatal 


Cosies,  Cushions,  etc. 

£      495 

£     154.047 

£    154.542 

Curtains 

190 

87.675 

87,86ij 

Fancy  Goods 

313 

279,452 

279,7fti 

Piece  Goods,  Cotton 

and  Linen 

11.891 

3,297.724 

3,309  618 

Flannelettes 

1,688 

251,965 

253.653 

Boots  and  Shoes 

4,951 

114.n03 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlahlng  OffloM 

Melbourne,  Fink'e  Buildings 

Sydney,  Post  Offloe  Chambers 

London,  112  Wood  St.,  E.G. 

Now  York,  29  Broadway 


"Forewarned   is  Forearmed" 

in  investment  making 

THE   FINANCIAL  POST   OF  C4NADA 

is  a  weekly  newspaper  for  investors, 
published  every  Saturday. 

Its  weekly  summary  of  stock  fluctua- 
tions is  the  most  complete  published  in 
Canada. 

Its  editorial  comment  on  market  move- 
ments is  based  on  facts  obtained  at  first 
hand  from  "the  men  behind." 

Its  special  articles  on  the  making  of 
investments  are  interesting,  practicaJ 
and  authoritative. 

It  is  endorsed  by  Canada's  leading 
bankers  and  financial  authorities  and 
carries  the  advertisements  of  a  large  pro- 
portion of  the  important  financial  insti- 
tutions and  brokerage  houses. 

Read  "  THE  FINANCIAL  POST  " 

for  the 

Facts  About  Cobalt 

A  regular  perusal  of  "The  Financial 
Post"  leads  to  more  careful  selection  of 
investments  and  consequently  to  greater 
profit  from  your  invested  funds. 

Single  copies,  10  cents  at  all  newstands 
$3.00  per  year 

THE  FINANCIAL  POST   V"oronto%nT 

Montreal  Winnipeg  New  York  Chicago 


Paris 


London 
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Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :5   :• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  w^hile  to  get 
samples  and  prices.. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They    are  indispensable    to 

your  store. 

Your  wholesaler    has  them. 

Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Agents  for  Canada  : 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Craii  St.  West,        -  MONTREAL 


SSi- 


# 


White  Linen 
Suitings 


MADE  FROM 


ii 


s» 


Vl> 


J« 


Old  Bleach''  L\m% 


Have  a  lustre  and  appearance 
known  to  no  other  linens. 


They  drape  perfectly  because 
they  are  soft,  and  without 
chemical  dressing  or  sticky 
matter. 

They  are  particularly  adapted 
for  embroidery  or  drawn 
work,  warp  and  woof  being 
of  the  same  yarn. 


"Old  Bleacb"  Linens  are  sold 
in  all  Canada's  leading  stores 
for  they  have  more  features  to 
recommend  them  than  any 
competitor  in  the  linen  depart- 
ment. 


Our  Booklet—Write  for  it 
Will  tell  you  more. 


R.  H.  COSBIE 

Irish  Linen  Agency 
TORONTO 


S» 


s» 


Please  mention  The  Reziew  to  Advertisers  and  Their   Travelers 


=^ 


Facts  of  Interest— Mainly  About  Ourselves 


THE  REVIEW  An    outstanding    evidence    of    the 

AS  A  GUIDE  fact  that  The  Review  is  giving  a  dis- 

TO  BUYING.  tinct    service    as    a    guide    to    buying 

was  revealed  recently,  when  a  review 
by  a  Paris  correspondent  of  the  occurrences  in  the  fashion 
world  for  Spring  and  Summer  corroborated  the  fore- 
cast given  by  The  Review  nine  months  before.  This  ad- 
vance word  upon  the  situation  was  prepared  by  a  Cana- 
dian authority  in  the  markets.  His  prognostications  were 
the  more  significant  because  of  his  knowledge  of  the 
Canadian  field  based  on  actual  merchandising  experience 
There  are  evidences  that  his  information  has  proved  of 
great  value  to  Canadian  buyers,  since  it  preceded  the 
travelers  and  placed  them  in  that  advantageous  position 
where  they  were  familiar  with  the  developments  in 
original  sources  of  fashion.  In  the  development  of  this 
service,  the  aim  of  The  Review  is  ito  make  available  a 
guide  to  buying -which  will  be  absolutely  authoritative 
and  which  will  place  in  the  hands  of  the  re- 
tail merchants  another  means  toward  the  realization  of 
that  style  distinction  which  can  only  be  obtained  by  close 
study  of  conditions  and   tendencies  in  world  centres. 


ELIMINATES  THE  The  department  in  The  Review 

GERM  OF  devoted  to  a  description  of  methods 

EMPTY  FLATTERY,  employed  by  dry  goods  merchants 
is  not  open  to  the  aims  and  objects 
of  the  "puff"  fiend.  Its  outstanding  purpose  is  to  give 
the  merchants  a  medium  through  which  their  ideas  may 
be  exchanged.  One  man  may,  for  instance,  be  successfully 
.solving  a  knotty  problem.  A  merchant  in  another  town 
may  have  a  heart-break  because  of  its  existence  and  his 
ii^ability  to  cope  with  it.  The  aim  of  The  Review  is  to 
convey  the  idea  by  which  the  question  may  be  properly 
handled.  How  this  man  has  departmentized  his  store, 
how  the  other  fellow  has  worked  out  the  cash  system,  what 
the  merchants  in  this  particular  town  are  doing  to  abate 
the  dead-beat  nuisance,  what  views  the  merchants  in  an- 
other town  may  have  with  regard  to  advertising  and  the 
success  they  are  making  of  it — these  and  a  hundred  other 
questions  are  of  interest  to  merchants,  and  through  this 
department  of  "Men  and  Methods,"  The  Review  is  en- 
deavoring to  describe  practical,  working  plans.  There  is 
no  intention  to  give  any  merchant  a  write-up  in  the  sense 
known  to  newspaper  readers.  It  may  deal  with  his  ex- 
periences if  he  be  a  merchant  of  long  standing,  but  every 
effort  is  made  to  keep  the  department  free  from  the  germ 
of  empty  f^atterJ^ 


interest  to  the  general  merchant  who  may  find  it  advisable 
to  consider  plans  for  altering  his  store  arrangement.  It 
is  proposed  to  make  this  one  of  the  prominent  features  of 
the  paper,  and  The  Review  would  like  to  have  its  readers 
feel  at  liberty  to  make  suggestions  or  enquiries  or  other- 
wise use  its  columns  to  the  end  that  it  may  be  of  real 
benefit. 


MANUFACTURER  That    a    manufacturer's    oppor-J 

SAW  HIS  t  unities   are  very   often   measured 

OPPORTUNITY.  by  the  degree  to  which  he  is  wide- 

awake and  progressive  is  a  fact 
which  has  had  striking  demonstration.  In  The  Review 
a  few  months  ago  appeared  an  interior  view  of  a  well- 
arranged  department  store.  The  manufacturer  who  gives 
this  instance  states  that,  by  examining  the  illustration  he 
saw  that  by  a  convenient  re-tarrangement,  the  merchant 
eould  find  space  for  a  department  in  which  to  carry  the 
line  of  goods  he  was  producing.  The  manufacturer  com- 
municated with  the  merchant  and  made  a  suggestion  along 
the  lines  indicated.  The  result  is  that  negotiations  are 
progressing  towards  the  placing  of  a  good  order  on  one 
hand,  and  the  opening  of  what  should  prove  a  very  pro- 
fitable department  on  the  other.  All  of  which  goes  to 
sliow  that  the  man  who  takes  his  business  seriously — eats 
it,  sleeps  it,  thinks  it  and  works  it,  as  the  saying  is — is 
doing  a  little  more  than  merely  taking  chances.  It  also 
s'aows  the  importance  of  I'cading  The  Review.  ' 


COVER  ILLUSTRATES  The   gown   illustrated    up- 

LATE  on   the  cover  of  The  Review 

DIRECTOIRE  MODE.  shows    one    of  the   later    de- 

velopments of  the  Direcloire 
modes.  The  skirt  of  the  gown  is  fuller  and  gives  raorC 
freedom  of  movement.  Not  only  the  gown,  but  the  coat 
also  is  developed  in  net.  Paris  dressmakers  are  using 
nets  and  chiffons  to  veil  soft  satins  often  of  a  different 
color;  or  the  over-dress  will  be  of  net  over  chiffon  or  an- 
other shade.  Heavy  lacet  embroideries  worked  up  with 
beads  and  cabochons  in  gold  and  jewels  are  the  ti'immings 
of  the  day.  The  hat  worn  illustrates  the  larger  shapes 
that  are  coming'  to  the  front  for  Rummer  wear.  Many 
hats  are  in  black  with  plumes  in  color  or  white.  Plumes 
have  long  flues  and  ai'e  pieced  to  give  the  required  length. 
Long  ribbon   ties  decorate  many  of  the   dress  hats. 


REVIEW  ALWAYS  The  Review  is  always  at  the 

AVAILABLE  service  of  merchants  endeavoring 

FOR  CONSULTATION,  to  work  out  problems  in  regard 
to  which  they  may -feel  it  is  in  a 
position  to  give  or  obtain  useful  information.  Only  re- 
cently The  Review  was  asked  to  suggest  a  plan  for  re- 
modelling a  triple  section  store.  Another  man  asked  for 
pointers  on  departmentizing.  The  requests  were  given 
careful  consideration  and  expert  advice  returned  on  the 
(juestions  referred  to.  The  proposed  re-arrangement  of 
the  store  is  made  the  subject  of  a  special  article  this 
month.     This  is  a  department  which  cannot  fail  to  be  of 


TWO  DOLLARS    WORTH  OF  IDEAS. 

From  the  Bowmanville  Statesman  : — *'  Thedr>  goods  n-erchant  who  can- 
not get  $2  worth  of  ideas  from  the  March  Dry  Goods  Review  must  be  blind,  or 
has  a  '  big  head.'  1  liis  number  is  a  great  credit  to  the  trade  and  the  MacLean 
Publishing  Co."" 


CONTAINS  HELPFUL  SUGGESTIONS. 

From  K.  II.  Hartwick,  of  Fisherville,  Ont..—  "  Your  paper  is  good,  and  I 
can  hardly  wait  for  the  next  issue.  '  The  Review'  is  npt  only  good  tor  large 
stores,  but  a  merchant  in  a  country  store  can  derive  a  great  many  helpful  sug- 
gestions. " 
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McCall 

Fashion 

Sheets 


In  this  advertisement  we  are  going  to  speak  of  McCall  Fashion  Sheets.  In  all  we 
do  in  this  business,  and  in  our  methods,  we  try  to  be  practical.  McCall  Fashion 
Sheets,  like  all  McCall  productions,  are  practical.     They  sell  patterns. 

McCall  Fashion  Sheets  are  the  kind  the  women  want.  .  They  illustrate  patterns 
that  are  at  once  stylish  and  practical  and  simply  described.  The  most  prominent 
space  in  the  McCall  Fashion  Sheet  is  devoted  to  the  individual  merchant's 
advertisement.    There  are  no  other  advertisements. 

The  publication  and  distribution  of  McCall  Fashion  Sheets  are  principally  for 
two  purposes,  namely,  to  sell  patterns  and  to  advertise  the  merchant's  business; 
in  other  words,  to  bring  women  to  his  store,  to  increase  his  entire  business.  For 
nearly  forty  years  McCall  Fashion  Sheets  have  been  accomplishing  both  these 
purposes.  How  well,  is  shown  by  the  fact  that  there  are  many  more  McCall 
Patterns  sold  than  of  any  other  make  and  many  more  merchants  handling  McCall 
Patterns— and  distributing  McCall  Fashion  Sheets— than  any  other  make. 

If  you  wish  to  increase  your  business,  Mr.  Merchant,  write  for  more  facts  about 
McCall  goods  and  methods.  They  will  interest  you.  You  will  be  under  no 
obligations  whatever.  Our  well  established  Canadian  Office  and  Factory,  the 
largest  and  best  equipped  in  the  Dominion,  make  it  possible  to  offer  Canadian 
Merchants  the  same  advantages  of  TERMS,  PRICES,  DELIVERIES,  etc.,  that 
our  9,000  United  States  Merchants  enjoy. 

The  McCall  Company 

THF.  LEADING  PAPER  PATTERN  HOUSE  OF   AMERICA 

236-246  West  37th  Street,  -  -  -  NEW   YORK 

Toronto  Chicago  San  Francisco 

NOT  IN  THE  TRUST.  NO    CONNECTION    WITH   ANY   OTHER  HOUSE 
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"Her  Ladyship"  Tailored  Shirt  Waists 


From  a  grand  collec- 
tion of  superbly  tailored 
waists,  which  is  bring- 
ing a  deservedly  large 
volume  of  business,  we 
select  for  particular  men- 
tion the  following  num- 
.  >   bers : 


G388.— Black  Sateen,  of  a  good 
heavy  cloth,  dull  or  bright,  just 
as  shown  in  cut,  $9.00  ;  others  at 
$12.00,  $13.50,  and  $15.00. 


No.  G,382. — Gingham  seems 
peculiarly  adapted  for  the  plain 
tailoring,  and  will  be  immensely 
popular  this  season.  We  are 
showing  an  extra  choice  variety 
of  stripes,  narrow  and  wide,  and 
checks,  large  and  small,  some 
with  white,  others  with  self  col- 
lars and  cuffs.  All  are  clever, 
dressy,  mannish  creations,  strict- 
ly tailored,  and  each  one  exhibits 
high  quality  material  and  super- 
ior ^vorkmanship.  Style  382,  as 
illustrated,  $12.00,  made  of  Cham- 
bray,  other  lines  in  print,  cam- 
bric, and  gingham  at  $6.75,  $7.50, 
$9.00,  $12.00,  $13.50  and  $15.00. 


No.  G287.— Made  of  a  splendid 
French  Taffeta  Silk,  tailored 
and  well  made,  long  sleeves 
with  cuffs,  $3.25. 
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MONTREAL  AND  TORONTO,  APRIL,  1909. 

Greatly  Improved  Tone. 

Wrril  the  actual  appearance  of  Spriiifr,  the  decid- 
edly (iptiniislic  tone  which  ha.s  been  remarked 
upon  (Inrinj!;  the  past  few  months  continues  to  deveh))) 
in  .siunitieaiiee.  Bu.siness  men  lemark  upon  x  much  better 
Ceelinjj  throughout  the  country.  There  are  those  amony 
them  wlio  venture  to  predict  tliat  Canada  is  on  tlie  eve  of 
a.  period  of  great  prosperity  and,  in  doing-  so,  they  are 
careful  to  observe  that  the  recovery  will  be  so  tempered 
Ity  recent  experience  that  there  need  be  little  fear  of  in- 
excusable boom  or  spasmodic  spurt.  The  approach  to- 
wards prosperity  will  be  steady  and  well  directed.  There 
is  now  not  the  same  tendency  to  compare  the  lean  year 
with  fatter  ones  that  went  before.  It  is  not  an  uncommon 
thing'  to  hear  a  merchant  state  that,  up  to  the  present 
time,  the'  year  so  far  has  doubled  and,  in  some  cases, 
trebled,  upon  the  record  of  the  same  pei-iod  last  year. 
Hex'c  and  there  one  hears  of  advances  on  the  best  quarters 


in  the  histories  of  firms.  Reports  from  travelers  are  also 
indicative  of  the  returning  confidence.  In  many  towns, 
particularly  those  surrounded  by  good  farming  districts, 
merchants  state  that  the  depression  did  not  there  make 
itself  manifest  to  any  generally  disagreeable  extent.  In 
industrial  centres,  there  was  a  curtailment,  but  it  is  now 
evident  that,  with  the  arrival  of  Spring,  the  activity 
which  tlie  sea.son  always  inspires  is  again  restoring  some- 
thing like  normal  speed  to  the  wheels  of  production.  Re- 
ports from  the  West  are,  so  far,  such  as  to  warrant  the 
continued  hope  on  the  part  of  eastern  concerns  that  the 
coming  Summer  will  see  a  repetition  of  last  year's  yield, 
tiiven  that,  they  declare,  the  country  will  have  received 
its  license  to  anticipate  the  best  of  the  future. 

So  far  as  Fall  business  is  concerned,  merchants  state 
that  orders  on  lines  already  roaded  have  been 
particularly  encouraging.  If  staple  lines  arc  any  cri- 
terion, the  year-end  promi.ses  to  be  equally  as  favorable 
as  the  beginning.  The  tendency  to  buy  light  is,  of  course, 
still  noticeable  in  some  quarters.  The  continued  unfav- 
orable weather  is  blamed  to  a  certain  extent,  but  it  is 
held  by  some  that  the  situation  thus  created  by  this  dis- 
inclination to  buy  freely  is  likely  to  have  its  salvation  in 
a  heavy  sorting  trade.  Particularly  is  this  proving  true 
of  Spting.  The  undesirable  feature  of  it  is,  however,  that 
following  close  upon  a  year  of  depression,  the  conserva- 
tism which  extended  from  one  end  of  the  trade  to  the 
other  ma}'  have  its  effect  in  the  early  depletion  of  some 
stocks  for  which  -there  may  be  later  demand.  With  a 
return  to  normal  conditions,  optimists  declare,  the  hand- 
to-mouth  plan  will  give  place  to  more  considerate  methods. 
Payments  are  reported  as  being  fairly  satisfactory. 


Value  of  Organization. 


ORGANIZATION  is  a  good  thing.  Hardware 
merchants  are  apparently  unanimous  on  that 
point.  Their  recent  convention  in  Hamilton  served 
as  a  demonstration,  and  it  need  not  be  wondered  at 
if  the  success  which  they  have  achieved,  inspires  repre- 
sfMitativo  nu'ii  in  other  linos  of  business  to  attempt  some- 
thing along  (lie  same  plan.  If  it  accomplished  no  other 
purpose?  than  an  exchange  of  helpful  ideas,  or  brought 
.ihont  discussion  of  knotty  problonis  and  best  means  to 
solve  them,  such  a  convention  and  such  an  association 
wculd  fully  warrant  its  existence.  Not  infrequently  one 
hears  of  the  merchants  of  a  town  uniting  for  definite  pur- 
pose, such  as  the  taking  of  action  on  the  dead-beat  or 
slow-pay  question.  Had  these  merchants  the  opportunity 
to  convoiie  annually  and  of  considering  these  matters  as 
a  body,  it  is  easy  to  see  where  a  great  amount  of  good 
could  be  accomplished.  Very  often  it  is  found  in  some  of 
the  small  towns  throughout  Ontario  that  petty  jealousies 
exist  between  merchants  in  the  same  line  of  business  and 
lotard  development  towards  best  standards  in  business. 
Were  these  merchants  organized  along  proper  lines,  did 
thev  see  that  the  confidence  of  one  was  the  confidence  of 
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all,  they  would  undoubtedly  have  different  stories  to  tell. 
How  much  more  satisfactoi-y  to  all  eoucerned  would  be  the 
results  from  their  business?  It  cannot  be  denied  that  there 
are  towns  and  cities  in  Canada  where,  for  instance,  the 
most  considerate  spirit  prevails  among  merchants,  where 
"throat-eutling"  in  unheard  of,  and  where  one  man  does 
not  duplicate  the  offerings  of  another  merely  with  the 
object  of  dividing  the  spoils  from  the  results  of  the  first 
man's  initiative.  It  is  The  Review's  intention  to  secure 
opinions  from  dry  goods  mercha.nts  on  the  suggestion  that 
conventions  similar  to  those  held  by  the  hardwaremen  be 
ca'led  annually,  and  that  organization  along  similar  lines 
be  considered. 
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Where  Personality  Counts. 

NO  CLASS  of  men  are  keener  for  business  than 
commercial  travelers.  In  season  and  out  of 
s&ason,  rough  weather  and  mild  weather,  early  in  the 
morning  and  late  at  night,  they  are  eager  to  do  business 
and  to  take  orders; 

There  are,  unfortunately,  exceptions  to  this  rule.  The 
other  day  a  commercial  traveler  reached  a  certain  town 
during  a  storm.  As  he  did  not  like  stormy  weather  he 
utilized  the  telephone  in  his  efforts  to  get  orders.  He 
represented  a  tirm  that  manufactured  a  line  of  goods  in 
which  there  is  a  great  deal  of  competition  and  did  not 
get  any  orders.  He  did  not  deserve  to  get  them.  A  lazy 
man  never  deserves  success  of  any  kind. 

A  telephone  is  useful  in  many  ways,  but  is  a  poor 
order-getting  medium.  It  eliminates  personality,  and  per- 
sonality counts  for  a  great  deal  in  salesmanship.  Don't 
be  a  "telephone"'  traveler. 

i 

The  Exemplary  Course. 

THE  STATEMENT  made  by  a  country  merchant 
that,  in  their  desire  to  develop  fat  bank 
accouut.s,  farmers  were  sometimes  inclined  to  ignore 
the  cash  or  restricted  credit  regulatinn  of  the 
stores  at  which  they  deal  or  endeavor  to  evade  it  by 
putting  forward  all  manner  of  excuses,  points  to  a  eond.'- 
:ion  which  .siiould  not  be  encouraged  by  laxity  in  business 
methods.  It  would  appear  that  the  merchant  whose  own 
course  in  this  respect  is  exemplary,  is  in  the  best  position 
to  take  a  firm  stand  on  the  problem.  A  reputation  for 
payment  of  accounts  with  unfailing  regularity  is  an  asset 
to  any  merchant.  Stories  of  the  late  Timothy  Eaton, 
which  have  reference  to  his  own  merchandizing,  almost 
invariably  recall  his  unswerving  adherence  to  this  prin- 
ciple in  business.  He  paid  cash,  and  required  others  to 
do  the  same.  Tlie  notable  fact  about  his  store  was  that 
it  gave  the  people  what  they  wanted  and  his  methods  en- 
abled him  to  do  this  to  their  and  his  advantage.  It  would 
appear,  then,  that  the  merchant  who  establishes  a  repu- 
tation as  a  cash  buyer  is  fortifying  himself  with  a  strong 
argument  ag-ainst  iiny  influence  which  threatens  to  create 
a  breach.  His  light,  of  course,  must  not  be  hidden  under 
a  'biLS'tiel.  ■  Bu.siness-  ethics  permit  him   to  make   what   use 


he  may  of  it.  There  would  appear  to  be  little  excuse,  un- 
der ordinary  circumstances,  for  indignation  on  the  part  of 
any  man  who,  while  silently  practising  the  greatest  rec- 
titude in  this  matter  himself,  allows  others  to  take  liber- 
ties which  he  can  ill  afford.  A  dignified  self-assertion,  or  a 
\Vv.ll-starched  backbone,  is  sometimes  the  Best  remedy  for 
many  of  the  evils  which  creep  into  a  merchant's  business 
plan  from  the  outside.  Half-measures  very  often  serve  no 
other  pui'pose  than  to  aggravate  the  difficulty. 


Deception  in  Business. 

13  USINESS  men  who  practice  deception  arc  not  wise. 
-^-^  Possibly  for  a  time  deception  may  appear  to  pay, 
but  as  a  paying  proposition  all  the  time  there  is  no  ques- 
tion of  its  futility. 

The  very  foundation  of  successful  and  permanent  busi- 
ness is  confidence.  It  is  as  impossible  to  build  up  con- 
fidence on  a  foundation  of  deception  as  it  is  to  build  an 
enduring  superstructure  on  quick  sand. 

Up-and-above-board  ways  of  dealing  with  customers, 
creditors  and  employes  may  not  make  all  rich  in  dollars, 
who  practice  it,  but  it  will  create  a  name  for  probity, 
and  that,  after  all,  is  more  important  than  even  cash  as 
a  basis  of  commercial   credit. 


Thresh  Out  Express  Problem. 

THE  Dry  Good.s  section  of  Toronto  Board  of  Trade  is 
taking  steps  which  it  is  lioped  will  result  in  a  thor- 
ough threshing  out  of  the  express  rate  problem.  The  com- 
mittee to  whom  the  question  was  referred  has  been  enlarged 
and  a  special  fund  placed  at  its  services.  It  is  now  pro- 
posed to  secure  information  from  merchants  throughout 
tlie  country  with  reference  to  local  conditions,  and  to  ob- 
tain expert  evidence  bearing  on  the  question  with  the  ob- 
ject of  submitting  it  to  the  consideration  of  the  Dominion 
Board  of  Railway  Commissioners.  That  there  is  room 
for  a  better  understanding  between  the  public  and  the  ex- 
press companies  is  patent  to  anyone  familiar  with  the 
general  problem.  Merchants  have  instances  of  apparent 
inconsistencies  in  charges  when  compared  with  rates  as 
understood,  and  it  is  patent  to  anyone  conversant  with 
the  problem  that  a  well-defined  adjustment  of  the  schedule 
which  will  leave  no  part,  of  the  shipping  public  in  perplex- 
ity-will be  thoroughly  welcome. 


Fires  Due  to  Carelessness. 

OUT  of  about  11,000  fires  in  the  United  States  last 
year  twenty-three  per  cent,  were  caused  by  care- 
lessness, and  of  this  number  more  than  one-half 
was  attributed  to  carelessness  with  matches.  He  is  a 
wise  merchant  who  requires  of  his  employees  the  utmost 
caution,  with  the  object  of  minimizing  the  danger  from 
fire.  It  is  advisable  to  have  a  well-understood  store, 
warehouse  or  facttjry  regulation  on  this  matter,  and 
notices  might  be  posted  on  the  different  floors  of  an 
establishment   to  good   purpose. 


Advantages  and  Disadvantages  of  the  Statement  Draft 

Collection    of    Accounts  —  A    Plan    Which  Saves  Time  and    Expense 
and  is  Convenient  Both  to  the  Buyer  and  Seller— How  it  Works  Out. 

By  Howard  R.  Wellington. 


DURING  the  year  1&08  there  was  probably  more 
business  paper  returned  unpaid  than  for  some 
years  past,  owing  to  the  fact  that  the  merchants 
were  unable  not  only  to  move  their  stock,  but 
collections  from  their  customers  were  also  very  slow.  It 
may  not  be  generally  known  by  the  retail  merchants  that 
this  returned  paper  is  scrutinized  very  carefully  by  the 
banks,  and  if  a  certain  dealer  is  in  the  habit  of  not  meet- 
ing his  paper  when  due,  it  is  very  often  difficult  for  the 
wholesaler  to  use  this  paper  again  for  discount.  A  stren- 
uous effort  should  be  made  to  pay  a  portion  of  the  draft 
at  least  on  the. due  date,  or  if  this  is  found  impracticable, 
the  creditors  should  be  written  to  explaining  the  situation 
and  requesting  the  necessary  extension.  Retail  merchants 
who  are  in  the  habit  of  meeting  paper  when  due  or  ar- 
ranging for  a  settlement  would  be  surprised  at  the  num- 
ber of  drafts  which,  although  accepted,  are  returned  un- 
paid and  no  attention  whatever  given  to  the  matter. 

Cash  Discount. 

Quite  frequently  there  is  an  exception  taken  to  the 
cash  discount  being  charged  back  in  case  an  extension  of 
a  month  or  two  months  is  agreed  to,  the  debtor  maintain- 
ing that  the  net  amount  of  the  account  should  be  used 
when  redrawing,  adding  exchange  and  interest.  The 
wholesaler  has  already  paid  for  import  goods,  sometimes 
months  before  shipping  to  the  dealer,  prices  are  figured 
on  a  certain  basis  to  permit  of  allowing  a  rebate  in  the 
form  of  cash  discount,  providing  the  account  is  paid 
within  the  discount  term;  once  this  term  has  passed  the 
account  becomes  "net,"  and  the  original  amount  of  the 
charge  should  be  taken  when   redrawing  for  the  account. 

The  Statement  Draft. 

A  number  of  large  houses  now  are  using  a  form  intro- 
duced in  the  United  States  several  years  ago,  which  we 
call  the  statement-draft,  which  obviates  the  necessity  of 
mailing  a  statement  to  the  customer,  thereby  saving  time 
and  expense.  Some  of  the  points  in  favor  of  this  form 
are: 

1.  Saving  of  time — the  name  of  the  customer,  instead 
of  being  written  three  times  (once  on  the  statement,  once 
on  the  envelope,  and  a  third  time  on  the  draft)  is  only 
written  once  on  the  draft  form. 

2.  Saving  of  expense — the  item  of  postage  does  not 
enter  into  the  question  as  the  bank  collects  the  account 
with  the  statement  attached  to   draft. 

3.  It  is  convenient  and  effective,  both  for  the  drawee 
and  drawer,  as  it  is  not  necessary  to  look  up  the  state- 
ment when  draft  is  presented. 

The    Disadvantages. 

There  are,  however,  one  or  two  objections  to  the  use  of 
this  form.  As  a  rule  a  statement  is  not  mailed  on  the 
first  of  each  month,  for  the  purpose  of  the  statement-draft 
is  to  do  away  with  this  system;  now  if  the  statement  is 
not  received  until  the  draft  is  presented  it  affords  no  op- 
portunity to  check  up  the  account  and  have  any  existing 
difference  adjusted. 


Another  case  when  this  fomn  will  prove  to  be  very  un- 
satisfactory is  in  the  small  places  where  no  bank  exists 
and  where  it  is  necessary  to  mail  the  debtor  a  power  of 
attorney  for  acceptance  of  draft;  in  such  eases  a  state- 
ment should  be  mailed  to  the  customer  before  making 
draft. 

We  shall  be  glad  to  have  the  views  of  our  readers  on 
this  form,  which  is  coming  into  such  general  use: 
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On  the  reverse  side  of  the  statement  may  be  written 
some  explanation  of  the  system  of  making  drafts  in  this 
way,  the  advantages  of  the  plan,  etc.,  as  follows: 

THE  PROMPT  PAYMENT  SYSTEM. 

"This  system  of  collecting  is  for  the  mutual 
benefit  of  buyer  and  seller. 

"It  relieves  the  buyer  from  the  necessity  of 
watching  payments  so  that  discounts  may  be 
earned,  saves  him  the  cost  of  postage,  stationery, 
time  and  work  involved  in  remitting,  and  saves 
him  his  cash  discount  sure. 

"The  seller  is  enabled  to  stand  the  expense  of 
Bank  collection  charges,  as  he  is  not  put  to  the 
expense  of  postage  and  stationery,  and  is  assured 
the  payment  of  his  accounts  promptly. 

"Should  there  be  any  error  for  which  we  are 
responsible  please  do  not  return  Draft,  but  notify 
us  promptly  of  the  difference  and  we  will  remit  by 
first  mail  the  amount  of  the  error." 

In  the  above  form  there  are  two  points  we  desire  to 
call  attention  specially,  viz.,  First — The  account  number 
or  ledger  pages,  as  the  case  may  be,  is  inserted  in  the 
body  of  the  draft,  so  that  if  returned  for  any  reason  with 
statement  detached,  it  will  not  be  necessary  to  look  this 
up  further.  Second — The  discount  is  also  entered  in  the 
body  of  the  draft,  so  that  in  case  of  return  or  doubt  as 
to  how  the  draft  is  mad^.  up,  is  can  easily  be  ascertained 
without  the  use  of  statement. 

In  our  next  issue  we  will,  in  response  to  a  request,  out- 
line a  plan  for  the  departmentizing  of  general  stores. 


At  one  of  the  series  of  profitable  and  interesting  en- 
tertainments which  the  executive  of  the  Guelph  Retail 
Merchants'  Association  have  arranged  for,  Col,  Davidson 
gave  an  address  on  business  insurance,  pointing  out  some 
of  the  pitfalls  which  the  unwary  business  man  or  merchant 
is  apt  to  fall  into  in  connection  with  his  insurance. 
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Killing  the  Fatted  Calf 


Two  months  ago  The  Home  Pattern  Company 
lost  one  of  its  valued  agents— a  store  in  Bridge- 
port. The  fact  is,  of  course,  of  not  more  than 
passing  interest  to  you,  and  was  of  no  vital  impor- 
tance to  us.  Only  because  "The  Women  of 
Bridgeport"  have  already  been  given  so  much 
publicity  that  one  word  more  can  matter  little,  do 
we  venture  to  mention  the  subject  at  all. 

Even  so,  we  would  be  reluctant  to  break  in  on 
an  esteemed  competitor's  natural  and  perfectly 
legitimate  joy  of  achieving  another  agency,  did 
not  the  expression  of  their  unrestrained  exultation 
seem  to  wander  a  bit  from  the  facts. 

Here  are  the  facts,  if  you  care  to  bother  with 
them :  The  leading  store  in  Bridgeport  used  to 
sell  the  best-known  of  the  older  patterns.  Two 
years  ago  they  changed  to  The  Ladies'  Home 
Journal  Patterns.  Last  fall  they  found  that  it 
was  possible  for  them,  at  that  time,  to  make  a 
peculiarly  advantageous  arrangement,  provided 
they  were  willing  again  to  go  back  to  their  old 
pattern.  The  Home  Pattern  Company  was  given 
opportunity  to  meet  the  competition  by  complying 
with  certain  suggestions  made  by  the  Bridgeport 
Manager.  Following  our  rule  of  treating  all  agents 
alike,  however,  we  were  compelled  to  decline 
absolutely  to  make  the  exceptions  desired.  And, 
as  any  shrewd  buyer  would  have  done,  the  enter- 
prising Manager  at  once  put  in  the  line  of  patterns 
which  circumstances  probably  enabled  him  prac- 
tically to  dictate  terms  and  conditions. 

That  is  absolutely  all  there  is  to  the  Bridgeport 
incident.  At  no  time  during  the  whole  discussion 
was  it  a  question  of  the  relative  merits  of  the 
patterns  themselves— all  implications  to  the  con- 
trary notwithstanding. 

For  an  agent  to  change  his  pattern  at  the  expira- 
tion of  his  contract  is  one  of  the  commonest  things 


in  the  business.  No  pattern  company  has  ever 
existed,  or  ever  will  exist,  that  could  give  absolute 
satisfaction  to  several  thousand  merchants  oper- 
ating under  every  possible  condition.  It  would  be 
almost  a  miracle,  therefore,  if  the  scores  of  com- 
peting pattern  salesmen  were  not  able,  here  and 
there,  to  persuade  merchants  to  change  their 
pattern  service.  Such  changes  are  but  incidents 
of  the  business. 

Particularly  noteworthy,  therefore  -and,  inciden- 
tally, the  very  best  possible  testimony  to  the  rarity 
of  such  changes  among  the  agents  of  The  Ladies' 
Home  Journal  Patterns  is  the  extraordinary 
advertising  capital  so  recently  made  out  of  the 
return  of  a  single  agent.  As  for  ourselves,  we  are 
perfectly  satisfied  to  keep  gaining  forty  or  fifty 
stores  for  every  one  or  two  we  lose.* 


Therefore,  we  do  not  want  to  seem  in  the  least  to 
begrudge  our  esteemed  friends  their  happiness  or 
to  belittle  their  conquest.  Nor,  on  the  other  hand, 
have  we  anything  but  admiration  for  the  Bridge- 
port Manager's  enterprise  in  taking  advantage  of 
circumstances  to  secure  so  favorable  a  contract. 
If  our  friends  can  afford  the  luxury,  and  if  none  of 
their  other  agents  object,  surely  the  whole  thing 
amounts  to  little.  And,  as  we  said  in  the  begin- 
ning, we  would  never  have  mentioned  it  if,  in 
celebrating  their  "prodigal's  return,"  they  had  not 
persistently  attempted  to  "  kill  their  fatted  calf"  on 
our  front  lawn. 


But  let  the  individual  agents  come  and  go  as  they 
will,  this  one  great  fact  remains  :  Look  for  the 
lioe,  growing  store  in  any  town  or  city  in  the  United 
States,  and  in  nine  cases  out  of  ten  you  will  find 
that  store  selling  THE  LADIES'  HOME 
JOURNAL     PATTERNS. 


('For  record  of  last  ten  weeks  see  page  opposite) 


THE  HOME  PATTERN  COMPANY 


TORONTO 


NEW  YORK- 


CHICAGO 


SAN  FRANCISCO 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Not  in  a  spirit  of  boastfiilness,  but  merely  to  show  that  The  Home 
Pattern  Company  is  still  keeping  up  its  wonderful  record  of  the 
last  four  years,  we  give  below  the  names  of  fifty  merchants  who, 
during  the  past  ten  weeks,  have  given  up  one  of  the  old  patterns  and 
have  received  "opening  stocks  of  The  Ladies  Home  Journal  Patterns : 

rarclrids^e  &  Blackwell,  Detroit,  Mich.  Goddard  Bros.,  Lynn,  Mas.s. 

\j.  S.  Ayres  &  Co.,  Indianapolis,  lud.  J.  S.  Patterson  &  Sons,  Findlay,  0. 

F.  N.  Joslin  &  Co.,  Maiden,  Mas.s.  The  Barden  Store  ('o.,  Kenosha,  Wis. 

M.  Schlosberg-  &  Co..  Henrietta,  Tex.  The  People's  Trading  Co.,  Warren,  Minn. 

W.  F.  Lindeniann  Co.,  Viroqua,  Wis.  f'liatfield  &   Smitii,  Bigg-s,   Cal. 

Richardson,  Twigg:  &  Co.,  St  Albans,  Vt.  -T-  H.  Wliithor.spoon,  Cleveland,  Tenn. 

Strasburger  &  Ver  Veer,  Albia,  la.  W.  &  W.  L.  Robinson,  Mansfield,  Mass. 

John  Schreiner  &  Son,  Lancaster,  Wis.  W.  W.  Mast,  Coatesville,  Pa. 

D.  C.  Murray  &  Co.,  Streator,  111.  C.  E.  Finney,  Lincoln,  Cal. 

The  M.  W.  Tanner  Co.,  Saginaw,   Mich.  Humphreys  Merc.  Co.,  Webb  City,  Mo. 

Tlip  (}eo.  W.  Williams  Co.,  Knightstown,  r    Munter  &  Bro.,  Gridley,  Cal. 
Ind. 


S.  Ruramelsburg,  Colusa,  Cal. 
F.  J.  Pool  Co.,  Ashland,  Wis. 
Lampton  &  Rawls  Co.,  Mt.  Olive,  Mi.ss. 
Minear  D.  G.  Co.,  Greensburg,  Ind. 


Wolf  Habein  &  Co.,  Blue  Earth,  Minn. 

Ullman  Bros.,  Anniston,  Ala. 

Hitt  &  Fuller,  Urbana.  0. 

Hart  &  O'Donnell,  Medway,  Mass. 


T   TT    T    1  ri  L  rx  i.     /-c  E.  P.  Cufife,  Norwood,  Ont.,  Can. 

J.  H.  Jackson,  Georgetown,  Ont.,  Can.  ' 

ni   \\T   n         i\T     J  i.    ^     rw  :.    r<  E.  B.  Cromptou  &  Co.,  Brantford,  Ont., 

T.  W.  Gray,  Woodstock,  Ont.,  Can.  .  '  '  ' 

TT  T-i    Ti      Ti      oi^       •      TIT-  1  The  Robinson  Co.,  Napanee,  Ont.,  Can. 

Harry  E.  Beadle,  Sturgis,  Mich.  >        i  >  ) 

T.  J.  Kelly  Co.,  Santa  Cruz,  Cal.  ^^  ^-  ^'''''''  ^oylestown.  Pa. 

11.  M.  Swcnsen,  San  Pedro,  Cal.  Tighe-Breyfogle  Co.,  Madera,  Cal. 

H.  A.  Brown  &  Son,  Waseca^  Minn.  Herman  C.  Schmidt,  Hemet,  Cal. 

Grieve  &  Walker,  Rochelle,  111.  J-  ^-  Everett  &  Son,  Mt.  Pleasant,  la. 

Garrett  &  Horrell,  Coldwater,  Can.  The  R.  Stirrett  Co.,  Petrolia,  Ont.,  Can. 

The  Warden  Emery  Co.,  Waterville,  Me  Wm.  E.  Davis  &  Co.,  Alliance,  0. 

W.  M.  WTjitney  &  Co.,  Albany,  N.Y.  Geo.  Benkert  &  Co.,  Piqua,  Ohio. 

Not  a  bad  showing,  is  it  ?  Particularly  when  it  is  remembered 
that  all  these  stores  came  in  the  regular  course  of  business,  and  that 
not  one  was  "bought''  to  make  this  advertisement  possible.  It  must  be 
remembered,  too,  that  this  list  consists  entirely  of  agents  who 
have  changed  their  pattern  ;  it  does  not  include  the  large  number 
of  new  agents  who  are  handling  a  pattern  for  the  first  time. 

Every  day  this  one  great  fact  becomes  more  and  more  apparent : 
Look  fo]-  the  live,  growing  store  in  any  town  or  city  of  the  ITnited 
States,  and  in  nine  cases  out  of  ten  you  will  find  it  selling  the 
patterns  that  excel  in  fit,  style,  simplicity  and  economy — 

The  Ladies^  Home  Journal  Patterns 

Please  mention  The  Review  to  Advertisers  and  Their    Traveler$ 


Canadian  Dry  good  smen  and  their  Methods 

Thomas  Mulcahy,  the  "Father  of  Advertising"  in  OrilHa— 
Where  Dry  Goods  Merchants  Make  Good  Use  of  Local  Press  — 
A    Penmanship    Competition     for    Boot    and    Shoe    Department. 


ORILLIA  newspaper  meu  refer  to  Thos.  Mul- 
cahy as  "the  father  of  advertising"  in  that 
town.  It  is  said  of  him  that,  when  the  initial 
medium  of  publicity  made  its  appearance  in 
Orillia,  he  was  the  first  to  hand  in  his  copy.  He  has 
been  advertising-  ever  since  and  has  developed  a  very 
successful  business.  That  his  sons,  M.  T.  and  Charles 
Mulcahy,  who'  have  charge  of  the  business  during  his 
absence  in  Caftfornia,  regard  the  value  of  well-applied 
advertising  from  much  the  same  standpoint  as  their 
father,  is  evident  from  the  fact  that  their  space  in  the 
local  papers  generally  represents  a  good  proportion  of 
that  which  is  regularly  taken  by  the  dry  goods  mer- 
chants. 

It  must  be  said  in  passing  that  there  is  a  remarkable 
unanimity  about  the  advertising  habit  in  Orillia — so  fai 


more  particularly  so  when  he  was  there  to  back  it  up. 
The  accompanying  cut  shows  that  the  store  of  1871  was 
not  what  might  be  called  an  imposing  structure.  It  was 
burned  down  in  a  conflagration  which  all  but  wiped  out 
an  entire  block.  The  present  store  is  a  combination  of 
three.  One  is  used  for  men's  furnishings,  the  second  for 
boots  and  shoes,  the  two  being  united  in  the  rear  for  a 
men's  ready-to-wear  section,  and  the  largest  is  for  dry 
goods  and  groceries,  the  latter  department  having  its  loca- 
tion in  the  rear.  The  next  ste])  to  be  taken  in  the  im- 
provement of  the  store  is  the  removal  of  the  walls  divid- 
ing three  sections.  There  are  5,500  feet  of  floor  space. 
At  the  present  time  there  is  an  archway  dividing  all 
three  floors  about  midway  of  the  store's  depth. 

In  addition  to  the  regular  newspaper  advertising  the 
store  issues  a  small  pamphlet  at  the  beginning  of    each 


Original  Store  of   Thos.  Mulcahy,   OriUia  —  From    a   Photo 
taken  in   1871.      Mr.   Mulcahy   is   wearing  the  silk   hat. 


Store  of   C.  E.  Chappie,   Bracebridge,   showing 
well-arranged  Display   Windows. 


as  the  dry  goods  men  are  concerned.  Thos.  Mulcahy, 
however,  was  the  pioneer.  Oshawa  was  the  t(jwn  of  his 
choice,  when  he  came  to  Canada  sixty  years  ago.  Those 
were  the  days  when  digging  was  good  in  California  and 
it  was  not  long  before  Mr.  Mulcahy,  then  a  mere  boy, 
found  himself  in  the  state  of  golden  promise.  Returning 
to  Canada  in  the  sixties,  he  opened  a  store  in  Oshawa 
and  another  in  Manilla,  but,  after  a  few  years,  closed 
both  and  went  to  Orillia.  There  he  launched  the  "Cali- 
fornia Store."  It's  a  far  cry  from  Couchiching  to  the 
Golden  Gate,  but  in  that  name  Mr.  Mulcahy  saw  that, 
jn  those  days  at  least,   it  had   some  advertising    value, 


season.  These  are  distributed  throughout  the  town  and 
district,  and  still  further  emi)hasize  the  merchandizing 
value  of  new  goods.  One  season's  stocks  are  not  allowed 
to  handicap  the  selling  possibilities  of  those  which  fol- 
low after,  but  are  cleaned  out  flush  with  the  finish.  In 
the  books  of  the  store  each  department  is  kept  distinctly 
separate.  A  special  ruling  was  recently  worked  out  by 
M.  T.  Mulcahy,  which  so  simplifies  the  accounting  that 
the  only  two  principal  books  required  is  one  for  parti- 
culars with  reference  to  stock,  and  the  other  for  sales. 
Each  department  has  a  series  of  columns  and  it  is  an 
easy  matter  to  turn  up  these  records  for  reference  as  to 
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sales,  for  information  as  ho  the  standing  of  stock  in 
each  department  or  other  purpose. 

The  store  features  Saturday  evening  sales.  Promptly 
at  seven  o'clock  a  line  of  special  values  is  put  out.  The 
people  look  for  them  every  week,  and  the  idea  is  proving 
effective  as   a   week-end  business  stimulant. 

Mr.  Mulcahy  has  been  a  subscriber  to  The  Dry  Goods 
Review  for  some  vears. 


Goods  Open  to  Close  Inspection, 

It  is  the  opinion  of  C.  E.  Chappie,  of  Bracebridge, 
that  the  store  which  makes  a  practice  of  displaying 
goods  in  such  a  way  that  shoppers  may  examine  them 
closely,    is    stimulating    the   buying    inclination.      In    the 


standard  of  value.  The  arrangement  is  one  which  has 
done  excellent  service  by  way  of  introduction  and  sug- 
gestion  of  goods. 

Mr.  Chappie  opened  his  store  in  Bracebridge  only  a 
few  years  ago.  He  overcame  his  handicap  by  well  ap- 
l)lied  advertising,  one  of  the  most  effective  departments 
in  that  coTiriection  being  his  display  windows.  A  small 
glass  case  about  five  feet  high,  on  the  pavement  at  the 
entrance  has  proved  a  valuable  supplementary  advertising 
medium  for  small-wear  articles. 

A  well-equipped  dressmaking  establishment  is  located 
on  the  same  floor. 

Mr.  Chappie  is  opening  a  store  in  Fort  William,  his 
intention  being  to  open  an  extensive  stock  of  ladies' 
ready-to-wear  and  furnishings.  He  has  secured  an  excel- 
lent location  in  the  ,Tohn  King  block  and  expects  to  open 


The  present  Store 
of  Thomas  Mulcahy, 
Orillia.  It  is  divided 
by  walls  into  three 
sections,  which  are 
connected  by  arch- 
ways about  midway 
of  the  depth.  It  is  pro- 
posed to  remove  the 
walls,  thus  convert- 
ing the  sections  into 
one  store. 


Mr.  Mulcahy's  first 
place  of  business  in 
Orillia  was  known  as 
the  California  Store. 
The  views  of  the 
original  and  tnodern 
stores  here  given  are 
of  particular  interest 
because  of  the  strik- 
ing contrast. 


centre  of  his  store  and  on  one  side  are  arranged  a  series 
of  tables  upon  which  are  neatly  arranged  ladies'  blouses 
and  other  similar  ready-to-wear  lines  representing  values 
which,  in  the  opinion  of  the  merchant,  should  be  of  inter- 
est to  the  customer.  While  every  store  has  a  certain 
amount  of  stock  on  display  for  inspection,  Mr.  Chappie 
finds  that  it  pays  to  make  a  specialty  of  the  idea.  He  has 
"separate  departments  for  low  and  high-priced  lines  and 
uses  two  floors  in  working  out  the  plan.  The  tables  are 
divided   into   sections,    each   one   representing   a     different 


about  .June  1st.  In  order  that  he  may  be  at  liberty  to 
devote  his  entire  attention  to  the  new  establishment,  Mr. 
Chappie  may  dispose  of  his  Bracebridge  business. 


Dignified  but  Attractive  Advertising. 

When  the  store  now  occupied  by  Perry  &  Alport  in 
Orillia  was  first  opened  by  Mr.  Perry  about  thirty-five 
years    ago,    the   forest    primeval    was    scarcely    a    stone's 
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throw  distant.  His  first  stock  was  brought  in  by  boat 
from  Belle  Ewart,  for  there  were  then  no  railways  serv- 
ing that  part  of  the  country.  Mr.  Alport  joined  aim 
thirty  years  ago.  There  have  been  great  changes  in 
subsequent  years.  The  means  of  communication  now  are 
such  that  the  merchants  in  the  thriving  inland  towns  of 
Ontario  may  keep  in  constant  touch  with  their  market. 

The  Perry  &  Alport  store  has  also  undergone  change, 
it  is  double  its  original  size.  Althoug-h  its  sphere  of  ac- 
tivities would  still  give  it  classification  as  a  general 
store,  the  location  of  each  department  is  such  that  the 
individuality  of  one  does  not  clash  with  that  of  the 
other.  The  dry  goods  section  occupies  a  flooc  about  two 
feet  above  the  level  of  that  allotted  to  boots,  shoes, 
men's  wear  and  groceries,  and  combines  all  the  essen- 
tials of  a  separate  store.  It  is  divided  from  the  other 
departments  by  a  wall  with  a  connecting  arch  midway. 
Dress  goods  and  staples  are  located  on  one  side  and 
fancy  goods  aad  accessories  on  the  other.  The  millinery 
department  on  the  second  floor  is  approached  by  a  wide 
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Rough  Plan   of  the  Store  of  Perry  &   Alport,   Orillia.    The 

Stairs  in  the  rear  lead  to  the   Millinery  Department  on 

the  Second   Floor.    The   Arrangement   is   Considered 

a  Particularly  Good  one  for  a   General   Store. 


stairway  from  the  dry  goods  store.  The  same  well- 
planned  arrangement  of  stock  is  noted  in  the  adjoining 
departments.  Men's  furnishings  and  boots  and  shoes  occu- 
py the  front  section,  while  groceries  are  on  one  side  and 
men's,  ready-to-wear  clothing  on  the  other  side  of  the  rear. 
The  floor  has  a  good  width  and  is  well  lighted  from  both 
front  and  rear.  The  display  windows  have  been  well 
equipped  for  effective  advertising.  The  background,  Woui 
and  sides  are  of  quarter  cut  oak.  The  trim  on  all  occa- 
sions is  emblematic  of  the  firm's  ideas  in  publicity — a 
dignified,  but  attractive  presentation  of  goods  with  the 
emphasis  on  quality.  Unsightly  massing  of  materials  i.s 
carefully  avoided. 

Perry  &  Alport  have  been  subscribers  to  The  Dry 
Goods  Review  for  some  years.  Referring  to  the  paper 
recently  Mr.  Perry  stated  that  he  considered  it  of  edu- 
cative value  to  his  staff  and  that  he  placed  it  at  their 
service  monthly. 


An  Alert  Publicity  Department. 

It  requires  no  amount  of  research  to  discover  that 
the  Northway  Co.  are  in  business  in  Orillia  for  all  there 
is  in  it.  When  one  hears  about  a  store  before  he  gets 
there,  a  particularly  effective  publicity  department  may 
be  looked  for  as  the  explanation.  It  is  so  in  this  case. 
The  advertising  end  is  enthusiastic.  The  Northway 
space  in  the  local  papers  is  always  a  bright,  newsy  array 
of  store  facts.  It's  a  way  the  drygoodsmen  have  in  Orillia 
anyhow.  Take  this  particular  establishment  as  an  ex- 
ample.   If  one  may  judge   from   an  ad.   which     made   its 
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The  NORTHWAY  Go. 


Try  3  lbs. 
Northway's  Tea 
Biscuits,  2Sc. 


Ad.  by  which  the  Northway  Co.,  Orillia,  announced 
the  arrival  of  New  Spring  Goods. 


appearance  in  the  Packet  on  March  11th,  the  exponents 
of  publicity  have  nothing  on  the  store's  ad.  man.  The 
phraseology  which  he  employs  to  inform  the  people,  by 
way  of  introduction,  that  new  stocks  were  arriving,  wa.s 
not  only  decidedly  proper,  but  brief  and  striking.  Here 
is  the  way  he  told  about  it  :  "New  goods  rolling  in 
from  the  world  over.  This  business  has  the  passport  to 
the  world's  best  markets.  That  passport  contains  just 
four  words  most  welcome  to  every  manufacturer.  Ready 
cash,  big  orders  *  *  *  *  New  goods,  new  everything — 
are  being   unpacked     and   rushed     to     the  counters   and 
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shelves  as  fast  as  they  can  be  checked  olT.  There's  big 
interest  every  day  to  the  shopper.  No  matter  about 
the  vveathei,  yoii  can  fairly  see  Spring  coming  now  in 
the  store  and  almost  smell  the  buds  and  blossoms." 
That  is  an  ai)peal  which  gives  the  advent  of  new  stocks 
the  benefit  of  their  newness.  The  ad.  is  built  on  that 
principle.  It  enumerates  and  describes  values  in  a  man- 
ner which  assists  salesmanship  and  tliat  is  one  of  ihe 
chief  objects  of  advertising. 

The  Northway  store  was  opened  20  years  ago.  It  is 
thoroughly  departmenti/od  and  has  modern  equipment, 
including  a  centralized  package  carrier  outfit.  New  dis- 
play windows  weie  installed  not  long  ago.  The  busi- 
ness occupies  three  floors — one  for  general  dry  goods  and 
groceries,  one  for  house  furnishings  and  ready-to-wear 
clothing  and  one  for  millinery.  As  is  the  case  with  all 
o£  the  Northway  stores,  system  is  an  outstanding  fea- 
ture. P^ach  department  has  a  separate  head  who  is  re- 
sponsible for  its  development  and  progress.  Stocks  are 
charged  and  sales  credited  to  the  departments  where 
they  belong,  and  in  that  way  it  is  easily  jjossible  to 
note  the  standing  of  each,  and  to  compare  with  previous 
records. 

Thos.  Grant,  who  is  the  present  manager  of  the  store 
was  a  member  of  the  staff  twenty  years  ago.  He  has 
had  charge  for  about  fifteen  years. 


Salesmen  Introduce  Goods. 

The  one  point  which  John  Carruthers  of  Orillia  aims 
to  have  emphasized  in  his  store  has  to  do  with  the  in- 
troduction of  goods  by  his  clerks  which,  while  not  hav- 
ing been  suggested  by  the  customer,  frequently  paves  the 
way  to  a  purchase.  Much  good  business  owes  its  origin 
to  this  feature  of  his  merchandizing.  It  is  the  opinion 
of  Mr.  Carruthers,  and  of  E.  W.  Cooley,  his  partner,  that 
the  skilful  salesman  will  know  his  people,  and  be  able 
to  interest  them  beyond  their  original  intention  when 
they  enter  the  store.  New  goods,  for  exainple,  always 
make  an  attractive  talking  point,  and  their  apt  introduc- 
tion requires  clever  salesmanship. 

Recently  Mr.  Carruthers  broadened  his  sphere  of  mer- 
cantile activities  by  operating  two  stores,  one  in  Brace- 
bridge  and  one  in  Orillia.  Some  weeks  ago  the  Brace- 
liridge  store  was  destroyed  by  fire.  It  is  a  noteworthy 
fact  that  the  Orillia  store  was  originally  owned  by  his 
former  employer,  T.  A.  Main,  with  whom  he  was  first  a 
salesman  and  latterly  manager.  The  store  was  next 
owned  by  Geo.  Vickers,  of  Barrie,  from  whom  it  was 
purchased  by  the  former  salesman.  The  stock  consists 
of  dry  goods,  clothing,  boots  and  shoes.  Mr.  Carruthers 
has  not  made  known  defiiiitely  his  intention  with  refer- 
ence to  his  Bracebridge  store.  It  is  understood  that  he 
may,  in  the  near  future,  equip  a  store  with  the  object 
of  specializing  in  ladies'  ready-to-wear  garments. 


Drygoodsman  and  Printer. 

E.  A.  Wood,  of  Orillia,  is  a  self-made  printer,  but, 
first  of  all,  he  is  a  successful  dry  goods  merchant,  it  is 
said  of  him  that  he  knows  how  to  locate  the  pulse  of  an 
ad.  That  probably  explains  the  compliment  paid  him  by 
an  Orillia  newspaper  man  that  "he  writes  rattling  good 
material  and  has  ideas  on  its  arrangement."  It  came 
about  in  this  way.  One  day  some  years  ago,  before  he 
went  to  Orillia,  he  interviewed  the  printer,  in  the  town 
where  he  was  located,  on  the  price  of  a  certain  line  cf 
circulars.  The  printer  asked  $35  a  thousand.  After 
Mr.  Wood  had  heard  him  say  it  twice,  he  decided  to  look 


about  him  for  something  just  as  good  on  a  more  reasoji- 
able  basis.  This  hapiiened  to  take  the  form  of  a  small 
printing  plant,  valued  at  about  $200.  There  was  enough 
of  it  to  produce  a  fair  bill,  and  Mr.  Wood,  considering 
it  a  good  investment,  took  it.  Jn  a  few  months  the 
plant  paid  for  itself,  at  current  rates.  Of  course,  no- 
l)ody  is  advocating  that  dry  goods  merchants  equip 
themselves  with  printing  plants,  but  it  is  O'nly  an  in- 
stance of  one  man's  way  in  working  out  the  publicity 
problem  in  the  early  days. 

Prices  have  changed  since  then,  but  not  so  Mr.  Wood's 
belief  in  the  importance  of  advertising.  He  has  done 
his  share  in  promoting  Orillia's  reputation  as  "the  best 
advertising  town  in  (Canada."  His  plant  still  proves 
useful  for  show-card  and  price-ticket  work. 

Mr.  Wood  has  his  own  ideas  with  reference  to  store 
publicity  as  well  as  of  newspaper  advertising.  The  di.s- 
play  card  which  does  not  satisfy  his  critical  eye  comes 
down.  His  belief  is  that  a  cai'd's  general  appearance  is 
very  often  just  as  important  as  the  wording  of  it.  A 
red-ticket  sale  was  recently  a  merchandizing  feature 
which  proved  very  successful.  The  choice  bargains  on 
that  occasion  were  designated  by  cards  that  stood  out 
prominently  by  reason  of  their  color  and  were  effective 
because  of  the  figures  which  they  contained.  The  sale 
was  limited  strictly  to  the  time  specified,  and  the  prices 
were  worth  while.  As  much  advertising  as  possible  was 
done  in  red,  it  became  for  the  time  being,  a  fashionable 
color.  The  people  at  any  rate  showed  a  remarkable  pre- 
ference for  it   throughout  the  sale. 

Mr.  Wood  has  been  15  years  in  business  in  Orillia. 
His  store  has  a  depth  of  about  100  feet  and  width  of 
about  25  feet.  The  same  area  on  the  second  floor  is  oc- 
cupied by  the  millinery,  ready-to-wear  and  ditssmaking 
departments. 


Local  Option  in  Orillia. 

Orillia  is  a  local  option  town  ;  has  been  for  the  past 
year.  Recently  the  Review  interviewed  seveial  of  the 
merchants  there  with  reference  to  the  effect  of  the  dry 
spell  on  business. 

"We  cannot  say,"  remarked  one,  "that  we  have  suf- 
fered any.  Probably  last  year  was  a  poor  one  to  judge 
from  owing  to  the  general  depression,  but  so  far  as  we 
can  see,  it  has  proved  a  good  thing  and  will  undoubtedly 
continue  to  be  so.  Fortunately  the  business  men  fore- 
saw the  danger  that  was  predicted  through  boycott  by 
the  hotelmen,  and  organized  with  the  object  of  taking 
over  the  Daly  House.  This  was  remodeled  and  equipped 
with  the  object  of  giving  the  traveling  public  first-class 
accommodation.  While  farmers  are  asked  to  pay  a 
slight  fee  for  stable  or  shed  service  for  their  horses,  they 
are  beginning  to  .see  the  reasonable  side  of  it.  I  cannot 
but  see  that  local  option  is  going  to  work  out  all  right 
in  Orillia." 

"Certainly,  local  option  has  been  worth  while,"  said 
another  merchant.  "If  you  expect  me  to  look  at  what 
some  people  consider  the  purely  selfish  side  of  the  pro- 
blem, I  will  say  that  it  cannot  injure  business.  Orillia 
stores  are  too  well  conducted  for  that.  The  man  who 
formerly  spent  his  money  over  the  bar  is  going  to  have 
more  for  the  uses  of  his  family.  The  farmers  of  the  sur- 
rounding district  are  a  thrifty,  sensible  lot,  and  I  think 
I  am  safe  in  saying  that  they  will  back  up  the  town  in 
the  stand  it  has  taken.  I  have  only  seen  one  or  two 
drunken  men  in  Orillia  in  the  past  year,  and  I  don't 
think  they  belonged  here.  So  far,  I  for  one,  am  pleased 
with  the  result  of  the  experiment,  as  it  is  sometimes 
called. 


London,  Eng.,  Office,  Dry  Goods 
Review,  88  Fleet  St.,  E.G. 


The  Month's  Revie>v 
of  Trade  Activities 

in  BritishllMarkets 


Office  of  the  Dry  Goods  Review, 
88  Fleet  St.  E.G.,  London,  Eng.,  March  22. 

IT  is  felt  that,  with  the  better  weather  conditions 
■which  are  now  due,  the  three  weeks  between  now 
and  Easter  should  be  exceptionally  busy. 
The  half-yearly  profit  and  loss  accounts  of  the 
large  drapery  companies,  both  wholesale  and  retail,  are 
always  a  matter  of  keen  interest,  not  only  to  the  pro- 
vincial drapers,  but  to  the  trade  over  the  seas.  Judging 
from  their  statements,  firms  have  come  through  a  period 
of  depression  in  a  very  satisfactory  manner. 

The  annual  report  submitted  at  the  directors'  meet- 
ing of  Swan  &  Edgar,  showed  a  net  profit  earned  of 
£27,000.  An  interim  dividend  of  8  p.c.  per  annum  !iad 
been  paid  for  the  half  year  ending  July  31st,  upon  all 
preference  and  ordinary  shares.  A  further  dividend  at 
the  rate  of  22  p.c.  per  annum  will  make  up  the  dividend 
to  15  p.c.  for  the  whole  year.  This  would  have  been 
larger  but  for  the  increased  expense  to  the  company  of 
the  living  out  system — a  change  adopted  during  the  past 
year — and  for  the  expenses  incurred  in  connection  with 
the  Franco-British  Exhibition. 

The  difectors  of  Paquins  have  recommended  a  divi- 
dend of  10  p:c.  for  the  current  half  year  which,  with 
the  interim  dividend  of  5  p.c.  already  paid,  will  make  a 
total  distribution  for  the  year  of  15  p.c.  The  sum  of 
£35,376  was  carried  forward. 

The  directors  of  D.  H.  Evans  &  Co.  recommended 
that,  subject  to  a  final  audit,  a  final  dividend  of  2s.,  8d., 
per  share,  making  a  total  dividend  for  the  year  of  3s.  8d., 
per  share,  shall  be  paid  upon  the  founders'  shares  ;  also 
a  dividend  of  17^  p.c,  making  22^  p.c.  for  the  year,  on 
the  old  ordinary  shares,  and  £8.10  per  share  making 
£10.10  per  share  for  the  year  upon  founders'  shares, 
carrying  forward  £11,699  to  the  credit  of  the  ordinary 
and  £90  to  the  credit  of  the  founders'  shares. 

The  directors  of  James  Colmer  announce  that  in 
spite  of  the  general  depression  the  financial  results  have 
been  satisfactory  and  that  they  can,  for  the  fifteenth 
year  in  succession,  pay  a  dividend  of  12  p.c. 

The  accounts  of  Liberty  &  Co.  show  a  net  profit  of 
£55,098,  and  the  directors  recommend  a  dividend  of 
16  p.c.  and  a  bonus  of  4  p.c.  will  be 'paid  to  the  share- 
holders. In  addition  £16,000  is  added  to  thfe  reserve 
fund,'  bringing  its  total  up  to  £86,000,  and  £7,168  is 
passed  b^^er  to  the  rest  account,  which  now  totals 
£162,278. 

A  6  p.c.  dividend,  and  a  bonus  of  3  p.c.  on  the  or- 
dinary shares   and   a  balance  carried  forward  of    £7,663 


as  against  £1,787  last  year  is  the  record  of  Samuel 
Courtauld  &  Co.  The  accounts  of  this  firm  for  the  year 
show  a  net  profit  of  £46,968.  Pim  Bros,  report  a  net 
profit  last  year  of  £15,527.  A  dividend  of  7  p.c.  is  to 
be  paid  upon  the  ordinary  shares,  aad  £1,000  is  placed 
to  the  reserve  account,  while  £4,153  is  carried  forward. 

The  French  Tariff. 

The  proposed  changes  in  the  French  tariff  are  aot 
viewed  with  the  eye  of  favor  in  England,  as  they  will 
in  many  cases  prove  prohibitive  to  British  goods  and 
will  also  cause  extensive  complications  and  difficulties 
in  the  clearing  of  goods  at  the  customs  house.  This 
matter  is  being  exhaustively  discussed  in  trade  centres 
and  the  Chambers  of  Commerce  of  London,  Liverpool, 
Manchester,  Birmingham  and  others  are  joining  in  that 
of  Sheffield  in  a  protest  to  the  Chambers  of  Commerce 
of  France.  They  point  out  that  Great  Britain  is  the 
best  customer  France  has  and  that  already  the  balance 
of  trade  is  largely  in  favor  of  France.  British  imports 
consist  largely  of  highly-finished  manufactured  articles 
which  furnishes  well-paid  employment  to  millions  of 
French  subjects.  The  greater  number  of  these  articles 
come  into  Britain  duty  free,  and  many  of  these  articles 
have  taken  the  place  of  similar  articles  of  British  man- 
ufacture. It  is  also  pointed  out  that  a  change  is  coming 
over  public  opinion  in  the  British  Isles  upon  the  matter 
of  fiscal  policy,  that  customs  changes,  as  proposed,  are 
sure  to'  strengthen  the  hands  of  the  tariff  reformers,  and 
that  the  bulk  of  the  British  people  would  naturally 
take  the  placing  of  heavier  burdens  upon  British  goods 
entering  France,  as  a  slap  at  the  "entente  cordiale." 

The  Battle  of  the  Giants. 

The  fifteenth  of  March  was  the  day  set  for  the  open- 
ing of  the  magnificent  new  store  that  Selfridge  &  Co. 
have  built  in  Oxford  St.  This  firm  inaugurated  a  novel 
advertising  scheme  in  the  provinces,  by  adopting  posters 
sumilar  to  those  used  by  the  newspapers.  The  accom- 
panying plan  shows  the  lay-out  of  the  store  and  the 
departments.  On  the  day  chosen  for  Selfridge's  open- 
ing, the  celebration  of  the  Diamond  Jubilee  of  Harrod's 
stores  in  Brompton  Road  was  begun  and  on  this  occa- 
sion, to  quote  Messrs.  Harrod's  announcemnt,  "a  pi'o- 
gramme  of  attractions  of  a  magnitude  never  yet  at- 
tempted in  the  annals  of  commerce,"  was  given.  This 
programme  included  a  series  of  concerts  by  a  number  of 
leading  artists — Madame  Kirby  Lunn,  Madame  Donalda, 
Sir  Charles  Santley,  Mark  Hamburg,  Jean  Gerardy,  Ben 
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The  Modern  Way  of  Selling  Hosiery 


poleprooftiosiery 

Six  Months  Insurance 
Against  Darning 


^e  G'STE  RCO 


IT  IS  THE  NAME  BEHIND 
THE  GUARANTEE  THAT 
MAKES  IT  GOOD. 


Does  it  pay  you  better  to  sell  six  pairs  of  hose  than  it 
does  to  sell  one  pair  ?  It  does — the  profit  on  each 
sale  is  greater  and  the  total  turnover  is  more  rapidly 
accomplished.  That's  precisely  the  reason  Never- 
darn  Holeproof  Hosiery  is  supplanting  the  ordinary 
kind  in  progressive  stores. 

Here's  the  plan  : 

NEVERDARN 

ol epropf  fjosi ery^ 

FOR    MEN   AND  WOMEN 

comes  neatly  boxed  in  half-dozens,  and  each  box 
contains  the  following  guarantee: 


We  guarantee  any  purchaser  that  these  stockings  will  re- 
quire no  darning  for  six  months.  If  they  should  we  agree 
to  replace  with  new  ones  provided  they  are  returned  to  us 
within  six  months  of  date  of  sale  to  wearer. 


There  is  no  red  tape"  about  selling  these  stockings.  \'our 
clerk  simply  inserts  the  date  of  sale  on  the  coupon  enclosed  in  each 
box.  Your  customer  has  the  guarantee  in  black  and  white.  We 
do  the  rest. 

The  fact  remains  that  your  customers  will  in  few  instances  find 
it  necessary  to  take  advantage  of  the  guarantee,  as  Neverdarn  Hole- 
proof Hosiery  is  so  well  made  that  it  practically  eliminates  the 
wearing-out  tendencies  characteristic  of  ordinary  hosiery.  It  is 
re-inforced  at  the  hardest  points  of  wear,  and  is  dyed  by  a  new 
sanitary  process  which  leaves  the  fabric  absolutely  fast  and  clean. 
It  is  soft  and  easy  on  the  feet  ;  in  fact,  it  is  everything  a  stocking 
ought  to  be.      Made  in  leather  shades,  tan  and  black. 

Order  From  Your  Jobber 


Chipman  -  Holton  Knitting  Co. 

HAMILTON,  CANADA 


Limited 


E.  H.  WALSH  &  CO.,  Sole  Selling  A^«nfs,  Toronto  and  Montreal 
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Davis  and  many  others.    The   Grenadiers'   Hand,   and  tlio 
London  Symphony  Orchestra  assisted. 

A  concert  hall  was  fitted  up  in  the  now  building  to 
seat  1,500  people  and  concerts  were  held  every  afternoon, 
tickets  for  which  were  distributed  by  Messis.  Harrods 
among'  their  customers,  for  which  no  charge  was  made. 
Nor  was  this  all.  Not  only  was  the  store  transformed 
into  a  vei^itable  bower  of  Spring  flowers,  but  each  cus- 
tomer was  presented  with  an  elalxirate  pictorial  album 
describing  the  rise  and  progress  of  the  Harrods  stores 
in  the  sixty  years  of  their  existence.  Last,  but  by  n  > 
means  least,  three  of  the  Cabinet  Ministers,  the  Hon. 
H.  B.  Haldane,  the  Hon.  Reginald  McKenna,  and  the 
Hon.  Sydney  liuxton  attended  the  first  day  of  the  com 
memoration  week  and  Mr.  Haldane  delivered  a  speech. 
This  was  a  feature  that  laiswl  a  storm  of  i)rotest  from 
many  (|uarters  inclu<l'ing  a  large  section  of  Ixith  the 
wholesale  and  the  retail   trade. 

Manchester. 

The  Jiigher  tendency   in   raw   cotton,  noted  during  the 
iiast  week   is   now   turning  to   lower  rates   due  to   the  re- 


Ipss,  being  :il,173,000  as  compare<l  with  r2,(i00,0()()  lbs. 
in   the   first    two   months  of   1!K)8. 

Manchester  is  to  be  the  headquarters  of  the  British 
.Manufacturers'  Protection  Association.  The  capital  will 
be  .i;!, 000, 000  and  the  object  is  tO'  work  foreign  patents 
under  the  piovlsions  of  the  new  patents  and  designs  act. 

Alexander  S.  Wylie,  .LI'.,  who  formerly  represented 
.L  &  N.  Philips  &"  Co.  in  Scotland,  is  dead  at  Paisley, 
in   his  80th   year. 

Bradford. 

In  the  March  series  of  sales  in  Coleman  St.  Ijoth 
merinos  and  cioss-breds  were  very  firm,  and  the  manufac- 
turing end  is  now  realizing  that  this  firmness  is  to 
continue.  They  entered  the  market  with  more  confidence. 
The  season  has  closed  in  Australia  with  values  firm  and 
since  then  there  have  been  further  advances  in  Antwerp. 

Spinners  of  mohaii'  yarns  continue  to'  be  well  em- 
ployed as  these  yarns  arc  required  for  tlie  new  makes 
of  mohair  and  wool  fabrics  and  for  the  production  of 
braids,  etc. 

It  is  evident  now  that  satin  finished  dress  fabrics  are 
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Floor   Plan    of  the  Selfridge   Go's.    D.?partm»nt    Store,   recently    Opened    in  London.   England. 


port  of  heavy  rains  in  Texas,  which  have  improved  the 
outlook  for  the  new  crop.  There  is  little  doing  in  Egyp- 
tian cottons  and  values  are  irregular.  In  yarns  there  is 
an  increasing  tendency-  to  stop  machinery  rather  than 
accept  unremunerative  rates.  Buyers  cannot  take  the 
entire  production  of  the  spindles,  and  deliveries  can  be 
secured  as  required. 

Though  the  tendency  is  for  small  jjuichases,  the  ship- 
ping trade  shows  a  slight  imi)rovement.  Light  goods 
are  in  better  leciuest  for  India,  and  some  small  lots  (jf 
bleaching  goods  have  gone  to  China.  A  small  Ijusiness 
is  coming  from  the  Levant  and  when  the  price  can  Iw 
met,   South  America  is  buying. 

The  cotton  trade  does  not  find  much  cheer  in  the 
Board  of  Trade  returns,  for  they  show  a  falling  off  in 
all  quarters.  In  the  first  two  months  of  the  year,  there 
has  been  a  decline  of  199,613,000  yards  in  the  export  of 
piece   goods.       Tlie    yam      exports   are   also    considerably 


to  be  strong  sellers.  This  will  mean  an  increased  call 
for  fine  merino  wools.  These  wools  now  are  5c  per  lb. 
above  the  lowest  price  that  combed  fiO's  merinos  have 
touched. 

Nottingham. 

Though  theie  has  licen  no  great  rush  for  goods,  some 
good  orders  for  Nottingham  products  ha\e  been  received 
from  the  States,  and  nn)re  will  likel>-  foiiow.  The  goods 
called  for  are  chiefly  torchons  and  fancy  laces  and  nets, 
in  the  plain  net  section,  oi'ders  are  coming  for-ward  in 
large  quantities,  and  1909  ])romises  to  prove  a  record 
year  for  bobbin  nets.  The  medium  and  Hue  ((ualities 
are  those  in  demand  and  spotted  nets  and  cotton 
meclilins   are  about  the  average. 

The  business  in  colored  laces  has  jjioved  somewhat 
disappointing  so  far,  as  buyer's  will  only  order'  as  wanted. 
(Continued   on   page   35.) 


The  Use  of   Pictures  for  Decorating   Display  Cards 

How  Style  Cuts  from  Catalogues  and  Magazines  May  be   Made    Use 
Of  —  Important  Points  to  Observe  in  Lettering  and  in  Color-Blending. 

By   R.  T.  O.   Edwards  of  the  Simpson   Co. 


EVERY  merchant,  no  matter  how  small  his  town, 
receives  catalogues,  magazines  and  other  liter- 
ature from  which  he  may  obtain  pictures  or 
cuts  of  the  latest  styles.  He  will  find  it  an 
excellent  idea  to  lay  some  of  these  aside  for  use  in  dis- 
play cards.  The  accompanying  illustrations  convey  the 
idea.  It  is  not  advisable  to  use  mucilage  in  applying 
the  pictures  to  the. board.  A  thick  paste  is  preferable, 
as  it  does  not  penetrate  in  the  same  way  as  the 
mucilage. 

No.l   card   is  a  half  sheet   of  blue-grey  board.       The 
cut   was   taken   from     a   Si)ring  and    Summer   catalogue. 


The  boot  ticket  shows  another  form  of  very  catchy 
cut  tickets. 

The  long  and  narrow  ticket  is  !)  inches  by  22  inches. 
It  makes  a  very  effective  ticket  for  a  window.  Tlie 
rulings  may  be  executed  with  a  small  pen  in  diluted 
black  paint. 

To  brighten  tiie  cuts  and  make  them  appear  like  the 
original  drawing,  procure  a  box  of  transparent  photo 
colors.  With  these  it  is  possible  to  color  the  clothes, 
tint  the  skin  and  work  in  a  background.  This  gives 
them  a  very  natural  effect  and,  at  a  distance,  it  is  hard 
to    tell    them    from    the    original.     I'ictures  of    actresses, 
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An   Apt   Illustration    very  Often   Gives  Tone  to  a  Display  Card. 


The  letters  arc  a  brush  stroke  and  shaded  up  in  black, 
the  scrolling  being  light  blue. 

Card  No.  2  is  a  half  sheet  blue-grey.  The  two  cuts 
were  taken  from  one  of  the  latest  fashion  plates.  The 
card  is  finished  off  much  the  same  as  the  first. 

No.  3  card  is  a  half  sheet  of  white.  The  lettering 
is  a  semi-script  style.  The  frame  effect  around  the  cut 
shows  one  of  the  hundred  different  ways  in  wliich  a  cut 
may  be  made  to  stand  out. 

No.  4  is  a  very  catchy  original  idea.  The  cuts  are 
taken  from  a  late  hat  journal.  The  black  back-ground 
gives  a  relief  effect. 

Use  a  compass  for  applying  the  double  line  arches 
over  the  figures.  The  words  "Men's  Hats"  are  in  a 
Roman  outline  letter,  executed  with  a  No.  3  Soernnecken 
pen.  The  balance  of  the  wording  is  done  in  Roman 
italics  with  a  No.  2  pen. 


taken  from  the  front  pages  of  magazines,  treated  in 
this  manner,  show  up  well  on  special  display  tickets. 

Flowers  from  wall  paper  and  pasted  on  cards  also 
make  showy  tickets,  especially  when  the  air  brush  is 
used  on  them. 

The  card  "Rubbers"  is  a(Cut-in  letter.  In  this  style, 
instead  of  painting  the  letter  itself,  the  writer  paints 
all  around  it.  It  is  much  slower  than  in  the  usual  style 
of  lettering,  but  nevertheless,  it  is  well  to  know  how  to 
do  it.  Any  person,  artistically  inclined,  may  easily 
learn  the   "scroll"  effect. 


Albert  Brunke,  furrier,  of  Hamilton,  died  on  the  morn- 
ing of  March  23rd.  He  was  born  in  Hamburg,  Germany, 
and  had  been  a  resident  of  Hamilton  for  30  years.  He 
established  a  furrier's  business  there  about  30  years  ago. 
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Trade  Activities  in  British    Markets 

(Concluded  from  page  33.) 

It  is  said,  however,  that  there  is  likely  to  be  a  brisk 
business  in  colored  laces  before  the  summer  season  ends. 

The  Russian  veilings  are  cutting  into  the  demand  for 
chenilled  goods,  and  the  veiling  manufacturers  and  deal- 
ers are  exceedingly  busy.  Colored  veilings  are  in  the 
greatest  demand.  In  this  section  of  the  trade  some  of 
the  houses  are  making  large  profits,  as  the  capital  le- 
(luired  is  not  large. 

The  houses  engaged  in  the  making-up  trade  are  also 
busy,  particularly  those  specializing  on  waists,  neck- 
wear, frillings,  etc.  Competent  machinists  are  scarce 
and,  where  the  Factory  Act  allows,  overtime  is  being 
worked. 

North  of  Ireland. 
Canadian  business  shows  a  steady  improvement,   and 
oi-dors   from     the     States     are   not  only   large,  but    are 


the  exhibition  it  is  hoped  will  have  an  educative  influence 
in  behalf  of  Irish  made  goods. 

Scotch  Notes. 

Prospects  for  spring  business,  on  the  whole,  show  a 
marked  improvement  over  last  year,  due  to  the  fact 
that  stocks  in  retailers'  hands  are  low.  Though  the  re- 
cent spell  of  bad  weather  has  slowed  things  down 
somewhat,  retailers  are  inclined  to  hurry  forward  spring 
purchases. 

'I'hcre  is  not  quite  so  good  an  outlook  in  the  man- 
ufacturing end,  and  it  is  said  that  two  of  the  leading 
spinning  firms  in  East  Glasgow  are  going  on  half  time, 
duo  to  the  fact  that  there  is  no  market  for  the  larger 
part  of  their  output. 

Glasgow  firms,  in  the  colored  dress  trade,  are  re- 
ceiving some  good  orders  from  the  United  States,  but 
are  uneasy  because  of  the  possible  effect  of  the  present 
tariff  revision.  The  French  tariff  matters  are  also  caus- 
ing concern,  as,  if  the  proposed  increases  aie  made,  many 
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wanted  for  immediate  delivery,  and  dress  linens,  power- 
loom  linens,  sheetings  and  all  kinds  of  household  linens 
are  in  urgent  request.  The  home  and  the  continental 
market  continues   qu'iet. 

Though  buying  is  pretty  strictly  confined  to  goods 
that  are  needed,  the  manufacturers  find  themselves  being 
pressed  for  deliveries.  There  are  few  idle  looms,  and 
orders  in  hand  will  keep  the  mills  busy  for  the  next  two 
or  three  months.  In  some  lines,  small  advances  lia^e 
been  obtained,  but  there  has  been  no  general  increase  in 
the  price  of  linen  fabrics. 

There  is  a  good  demand  for  Belgian  and  Dutch  flax, 
and  values  are  firm.  Supplies  of  home  gfovni  flax  are 
running  low  and  are  quickly  bought  up,  but  the  call  for 
Russian   flax   is  not  so   great. 

It  has  been  decided  •  that  during  the  first  week  in 
August,  when  the  All-Ireland  Industrial  Conference  meets 
in  Belfast,  an  exhibition  of  Irish-made  goods  will  be 
held.    This  week  is  now  recognized  as  Irish     week,   and 


of  the     productions     of     the     Glasgow   and     the  border 
woolen  centres  will  be  shut  out  of  the  French  market. 

Stewart  &  McDonald,  have  just  about  completed  the 
extensive  re-modeling  and  re-arranging  of  their  various 
departments. 


No  Tax  on  Travelers. 

There  is  no  tax  on  travelers  doing  business  in  the 
cities  of  British  Columbia.  There  used  to  be  a  provin- 
cial tax  but  this  is  not  now  in  force.  Travelers  going 
into  unorganized  districts  are  taxed  but  this  is  more  of 
a  pedlar's  tax  and  varies  according  to  wares.  With  the 
exception  of  a  few  from  Vancouver  and  Victoria,  trav- 
elers do  not  go  into  these  unorganized  districts.  The 
above  only  holds  good  in  connection  with  merchandise 
other  than  liquors  and  cigars.  The  tax  on  travelers 
selling  these  in  British  Columbia  is  $50  for  six  months. 
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Dry  Goods  Revieiv 


Silent  Salesmen 


and 


Store  Fittings 


Dry   Goods   Crystal  Counter 


We  Outfit  a  Dry  Goods  Store  from 
the  front  window  to  the  back  door 


oronto  "Show  Case  Company 

Limited 
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Spring   Ready-to-Wear   Window  —  Trimmed   by   J.    H.   Ray   forjjhe   Paquet   Co.,   Quebec. 

Valuable  Hints  on  Art  of  Displaying  Goods 


The  Spring  Opening. 


SLNC'K  llie  lirsl  days  nf  the  month  in  Toronto  the 
Spring  opt'iiiugs  held  in  one  ov  other  part  of  the 
big  stores  ha\'e  provided  a  pretty  strenuous  time 
for  the  store  decorators.  The  advance  openings  in 
tlie  millinery  department  came  with  the  first  days  of  the 
month,  and  for  this  important  event  some  handsome  win- 
dows were  planned.  For  ihe  K.  Simpson  Co.,  H.  Hollins- 
worth  used  a  hacdiground  effect  that  was  planned  by  (1. 
I'raser.  and  used  by  him  in  the  Marshall  Field  Co. 's  win- 
dows, Chicago.  As  is  the  case  in  ali  of  the  trims-  pro- 
duced by  this  master  of  the  art,  these  backgrounds  are 
unique,  l)otli  in  their  production  and  conception.  The  cen- 
tral design  I'epresents  an  arched  French  window  in  the 
[joiiis  slyle,  (.])ening  out  seemingly  onto  a  garden  terrace. 
llie  renuunder  (}f  the  design  being  in  panels  representing 
the  side  of  the  room.  These  panels  are  of  dove-grey  sa- 
tin, stenciled  over  with  a  flat  conventional  pattern  in  dull 
rose. 

The  window  is  set  some  six  inches  or  so  from  the  back 
and  between  a  large  mirror  and  the  background  is  placed 
a  bush  of  metallic  ro>es  and  foliage,  sprays  of  which 
push  in  through  the  oix'ii  window  as  though  growing. 
This  window  is  festooned  by  a  silken  curtain  in  a  deep 
r<ise   shade. 

The  other  windows  Iiaxc  large  panels  of  satin  in  x'ari- 
iius  art  shades  ti-amed  in  the  dove-grey,  and  outlined 
with  moldings  of  iliill  hiii'iiished  gilt.  Thus,  the  blue  cen- 
tre [>anel  has  the  slcnciled  patlei'ii  in  soft  green — the 
green  in  a  coid  walir  blue,  and  the  rose  in  a  deepei-  shade 
of  the  sauH'  color,  besides  this  stenciling,  the  large  panels 
bear  a  painted  f)attei'n  in  wreaths,  ribbons  ami  baskets  in 
subdued  natural  shades.  Handsome  consols,  with  giran- 
doles, each  light  having  a  colored  glass  shade,  finished 
with  fringe  of  beads  are  placed  at  each  side  of  the  panels. 
Tiiei'e  are  lln'ce  lar^c  lights  at  the  top  of  the  window 
shaded    \\itli    frosted    glass,    from    which    depeiuls    an     ir- 


regular  fi-iiige  of  glass   tubes  each  iinished  with   a  ball  of 
frosted  glass. 

Store  Nearing  Completion. 

Though  it  is  by  no  means  Iinished,  yet  the  Simpson 
Co.  are  gradiuilly  getting  into  their  magnificent  new 
store.  The  latest  mo\'e  has  lieeii  that  of  the  dress  de- 
partment. Pi'actically,  when  all  arrangements  are  made, 
the  half  of  the  hrst  floor  will  be  taken  up  by  silks,  and 
W()(den  and  wash  fabrics,  millinery  and  boots  and  shoes 
being  the  other  lines  to  be  carried  on  the  same  floor.  The 
whole  of  tlie  floor  is  carixMed  in  a  soft  green  plain  pile 
carpet,  ami  this,  in  conj'unction  with  the  ])eautiful,  pol- 
ished mahogany  counters  and  tables,  has  a  very  rich  ef- 
fect. The  goods  show  up  si)lendi(lly  in  their  new  quar- 
ters. There  is  lU)  (|iu>stion  of  ihe  fad  that  this  is  ihe 
most  handsome  dress  department  in  Canada,  ami  one  thai 
is  exceeded  by  few  in  Ihe  I'liited  States.  No  trimmei', 
making  a  visit  to  Toronto  during  the  Summer,  should 
fail   to  spend   some   time   in   the   new   Simps(m   stoi-c. 


The  Eaton  Windows. 

Til  the  T.  Katon  store,  millinery  was  shown  in  the 
series  of  large  wimlows  above  the  mn'tli  entrance  on  Yonge 
Street,  incduding  the  large  coi-nei-  window  and  the  win- 
ddws  fronting  (Ui  Albert  Street.  The  liackground  was  a, 
|)illai'  and  aridi  effect  of  aichaic  design,  with  the 
capitals  of  Ihe  laige  s(|u,-ire  pillars  and  ihe  arch  effect  of 
|)apier-mache  in  old  ixury.  the  pilhu's  t  hi  inselvCs  being 
pl.-iinly  and  smoothly  coxcred  with  dead  white  felt,  as 
was  the  floor  of  the  wiiidnw.  Rack  of  the  pillars  was 
placed  looking-glass  ]ianels,  and  the  arches  canu'  over 
to    the    piers    between    the    windows.      luises    and    foliage 
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were  the  floral  decorations  in  the  many  fashionable  shades, 
and  thp  color  of  the  roses  matched  the  millinery  shown. 
The  flowers  used  in  the  large  centre  window  were  pink 
and  it  was  here  that  the  colors  that  could  not  be  group- 
ed were  placed.     Just   here  came  the  touch   that  marred, 


one  display,  and  a  beautiful  costume  window  came  later. 
Within  the  store  a  highly  attractive  idea  was  the 
showing  of  high-class  fabrics^  and  semi-made  robes  on 
an  improvised  platform.  This  platform  was  about  18  ins. 
high  and  covered  with  the  palest  possible  shade  of  grey- 


Suit  tWindowI  for   Opening  by  Napoleon"  Simard, 'for  Gimbel  Bros.,  Milwaukee." now  with' Carsley  &  Co.,  Winnipeg.     A 

similar  design  could   be  used   for  Spring  and  Summer  Openings.    Flowers  used   are   Brown 

.Poppies,  Upa  Grass,  with  shade  to  match. 


to  some  extent,  the  full  beauty  of  the  display — the  flow- 
ers used  were  a  shade  too  bright  to  tone  in  well  with  the 
soft  art  tints  of  the  millinery  this  year.  Pedestals  and 
jardinieres  in  the  old  ivory  effect  filled  with  growing 
plants  and  ferns  were  used  throughout  the  display. 

Nothing  but  the  highest  praise  could  be  giver;  to  the 
grouping  of  the  millinery  on  display.  Each  hat  stood  out 
distinctly,  ami  was  carcPnlly  placed  at  jiisl   the  angle  and 


green  felt.  Palms,  ferns  and  handsome  show  cards  il- 
lusti'ative   of   the   Spring   season   were   used. 

This  is  an  idea  that  is  capable  of  being  profitably 
followed  out  in  any  store  where  there  is  siifficiont  space 
in   the  dress  department. 

Later  on,  in  the  month  came  an  opening  in  the  rcady- 
lo-wear  department.  Here  trellis  work  in  wliilc  and 
|)nrpl(>    \visl('ria    blooms    n,nd    foliage   were   used.      \    large 


Window   Display  of  Raw  Silk,   Gum  Silk  and  Dyed  Silk  Threads,  as  made  by   the  Corticelli  Silk   Co.,   Limited, 
during  Eaton's  Industrial  Exhibition  —  Trimmed  by  A.   E.  Apted. 


position   that   showed  its  lines  and   trimming  best.     Sev- 
eral figures  were  used,  and  also  a  few  accessories. 

Since  the  millinery  windows  were  shown,  several  not- 
able displays  have  been  made  with  the  same  background. 
The   new   satin-faced   fabrics   were   splendidly   shown   in 


space  clear  across  the  immense  department  was  covered 
with  grey  linen.  At  one  end  was  a  large  touring  car  with 
its  occupants  attired  in  the  latest  and  newest  in  motoring 
gear.  At  the  other  end  was  a  carriage  and  pair,  the  fair 
occupant   of  which  was  dressed  in   a  handsome   carriage 
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The 


Buckingham  Sunflower  Skirt  Rack 


will  sell  skirts  for  you. 

The  skirts  are  preserved  in  the  best  possible 
condition  by  its  use. 

The  rack  revolves  and  all  of  the  skirts  are  dis- 
played before  the  purchaser  and  to  best  selling 
advantage. 

Every  garment  is  readily  accessible. 

You  do  not  have  to  be  bothered  with  single 
hangers,  which  are  a  nuisance,  being  often  lost, 
broken  or  stolen. 

No  customs  to  pay,  as  the  rack  is  $16.50,  ship- 
ped from  Guelph,  Ontario. 

Send  orders  to 

BUCKINGHAM  RAECO. 

177-179  ADAMS  STREET      ^     CHICAGO,  ILL. 


Will  You  Accept  This 

Business  Book  if  We 

Send  it  Free? 

Sign  and  mail  the  coupon  below.  Send  no  money! 
Take  no  risk! 

One  hundred  and  twelve  of  the  world's  master  business 
men  have  written  ten  books — 2,079  P^gfs — 1.407  \'ital  businee^s 
secrets,  ideas,  methods.  In  them  is  the  best  of  al!  that  they 
know  about 

—Salesmanship 

—Advertising 

—Correspondence 

— Sellin?  Plans 

— Handling  Customers 

—Office  Systems 

— Short-  cuts  and 

Meiliods  for   ev  ry 

line  and  department 
A  9,059-\vord  booklet  has  been  published  describing,  explaining,  picturing 
the  work.  Pages  2  an<i  3  tell  about  managing  businesses  great  and  small;  pages 
4  and  5  deal  with  credits,  collections  and  with  rock-bottom  purchasing;  pages 
6  and  7  with  handling  and  training  men  :  pages  7  to  IJ  with  salesmanship,  with 
advertising,  with  tlie  marketing  of  goods  through  salesmen,  dealers  and  by 
mail ;  pages  IJ  to  IS  w  ith  the  great  problem  of  securing  the  highest  market 
price  for  your  services— no  matter  what  your  line;  and  the  last  page  tells  how 
you  may  get  a  complete  set— bound  in  handsome  half  morocco,  contents  in 
colors— for  less  than  your  daily  smoke  or  shave,  almost  as  little  as  your  daily 
newspaper.  jrillyon  read  the  book  iftve  send  it /reef 

Sen.i  Jio  money.       Sinipiy  stgn  the  coupon. 

—The  System  Co..  151-153  Wabash  Ave.,  Chicago 

M  tliere  are,  in  your  books,  any  new  ways  to  increase  my  business  or 
y  salary.  1  shouhl  like  to  know  them.  So  send  on  your  16-pagc  free 
scripiive  booklet.     I'll  read  it. 

D.  C.  R. 

ame   , . 


— Purchasing 

—  Credits 
—Collections 
—Accounting 
^Cost-keeping 
— Organization 
—Retailing 

—  Wholesaling 
— Manufacturing 


—Position-Getting 

—Position-Holding 
—Man-Handling 
— Man- Training 
—Business  Generalship 
— Competition  Fighting 
and  hundreds  and  hun- 
dreds of  other  vital  busi- 
ness subjects. 


Address  — 

Business. 

Position 


LAMSON' 

Showing  absence  of  overhead  obstruction    Lamson  Cable 


Don't  Scatter  —  Cenlralize 

Scatter  responsibility  and  you  breed  mistakes,  but  FIX 
responsibility  and  you  suppress  them.  Lamson  Cash 
or  Parcel  Carriers  do  the  centralizing  for  most  of  Amer- 
ica's leading  stores. 

Pneumatic  -  Cable- Wire  -  Belt 
or  Pick-up  Carriers 

SYSTEMS  LEASED  OR  SOLD. 

H-riU  m  f„r  Btillrlin  N. 

Lamson  Consolidated  Store  Service  Co. 

126  Wellington  St.  West,   Toronto,  Ontario 

'SERVICE' 
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Clothing   Window   by  Napoleon  Simiird.   for   Gimbel    Bros.,    Milwaukee,    Wis.,    now    with    Carsley    &    Co.,    Winnipeg. 

In  window  such   as  this   the  floor  must   be  of  color  to   match  the  flower   design  and 

perfectly   flat.     Do   not   crowd  clothing   by  any   means. 


U'liwii  and  I  lie  lalcsl  in  SprinLi'  millinery.  Tlif  j)nsini;'  nf 
lliesf  llircc  li^uri's  and  llic  cnicl'iil  iiiannci-  in  wliicli  caidi 
detail  of  llifir  dress  had  been  allendod  to.  would  have 
proved    a    \'aluable   lesson    to    any   young   decorator. 

Anolliei-  fVatiire  of  this  display  was  the  showing  of 
garments  from  the  new  Spring  stock  upon  living  models. 
This  method  of  attracting  the  trade's  attention  always 
draws  a    crowd   into   the   departnient. 

•i- 

Murray  Company's  Opening. 

The  general   Spring  opening  of  the  W.   A.  ^furray   Co. 

was   held    abimf    the   middle    nf   the    month,    and    here    also 


The   Milbradt 
Ladders 


CANNOT  BE  ANYTHING  BUT 


Highly    Satisfactory 


There  is  nothing  about  them  to  give  or 
wear  out  or  get  out  of  order,  and  after 
they  are  once  installed  require  no  further 
attention,  with  the  exception  of  a  few 
drops  of  oil  now  and  then. 

They  are  made  of  the  very  best  material 
that  can  be  obtained.  We  ship  them 
subject  to  approval,  hence  they  must  be 
satisfactory. 


Write  for  Catalogue  and  Prices 

MILBRADT  MFG.  COMPANY 


1438  N.  8th  Street,  ST.  LOUIS,  MO. 


an  aieliite<-l  ui-al  backgi'onnd  was  used.  This  was  in  lale 
Knipii-e  or  colonial  style  and  consisled  of  jiancding  and 
ai-(dies.  This  backround  was  built  up  in  wood  and  paint- 
arches.  This  background  was  built  up  in  wood  and  paint- 
arcaes,  topped  with  a  painted  panel  to  fill  up  the  space. 
These  were  tyjiical  of  Spring,  one  being  a  flight  of  swal- 
lows, another  a  ]iair  of  doves  in  an  aj)i:)le  branch,  an- 
other blne-bii'ds,  and  anolhci-  a  gi'oup  of  love  birds.  The 
Hal  jiancds  carried  an  Empire  feslo(ni  of  Spring  flowers, 
datfodils.  periwinkle,  daisies  and  ai)ple  blossoms.  Beauti- 
i'ul  gowns  on  well-posed  figures,  dainty  millinery  and  haiid- 
s.iine   accessories   made    uj)    the   material    display. 


DISPLAY  FIXTURES 


Most  merchants  realize 
that  neat,  artistic  display 
fixtures  are  one  of  t  h  e 
essentials  of  a  Dry  Goods 
Store. 

It  does  not  pay  to  continue 
using  fixtures  that  are 
shabby  or  out-of-date,  as 
such  fixtures  detract  from 
the  good  appearance  of  the 
articles  being  displayed. 

Our  new  catalogue  of  dis- 
play fixtures,  forms  and 
figures,  card  stands,  mir- 
rors, etc.,  will  give  you 
many  valuable  suggestions 
for  brightening  up  your 
store  for  the  spring  trade. 

Write  for  it  to-day. 

Toronto  Brass 

Maoufactnring  Co.,  Limited 
17  -  21  Temperance  Street 
Toronio,      •     •     •     Ontario 
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PROPER    DISPLAY!        INCREASE    TRADE! 


PRACTICAL   RIBB-^N   CABINETS 

Made  in  eiijiii   si^ei.      Hi)lding  from 
SO  10   700  bolts  of  ribbon. 


PRACTICAL  COUNTER  NOTION 
CABINETS.    Made  in  five  lengihs. 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold    40    pieces. 

Made    for    counter    and    floor. 


PRACTICAL  GLOVE  CABINETS 

For  Me  I's  and  Women's  Kid  Gloves. 
Severa    sizes. 


PRACTICAL   HOSIERY 

RACKS.     Two  sizes,  holding 

72  or  1  20  pair  Hose. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
HoU  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


FOR  SALE  BY  THE  WHOLESALE   DRY    GOODS    AND    NOTION  HOUSES.    SEND    FOR    CATALOGUE    DESCRIBING    THE    FIXTURES 

ILLUSTRATED  AND  A  VARIETY  OF   OTHER   FIXTURES. 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers,     ILION,  N.Y. 


Let 
the 
Daijlight 


in 


with 

Luxfer 

Prisms 


The  well  lighted  store  is  the  one  that  captures 
the  trade.  It  invites  confidence,  courts  investi- 
gation and  comparison  and  commands  admira- 
tion. Why?  Because  it  has  nothing  to 
conceal. 

Abundance  of  light  is  an  attraction  in  itself.  It 
drives  away  shadows,  dispels  gloom,  banishes 
dinginess  and  creates  an  atmosphere  of  geniality 
and  cheerfulness. 

In  no  business  establishment  are  these  elements 
needed  more  than  a  drygoods  house  where  the 
matching  of  colors,  patterns  and  textures  is 
constantly  required. 

The  most  effective  and  economical  method  of 
brightening  up  your  premises  and  revealing  the 
character  and  quality  of  your  goods  is  by  means 
of  Luxfer  Prisms. 

Luxfer  Prism  fanlights  permit  the  rays  to  be 
caught  up  and  refracted  horizontally  over  the 
entire  interior  instead  of  ending  at  the  floor  as 
they  otherwise  would. 

Consult  your  architect  -he  knows  ! 

Luxfer  Prism  Company,  Ltd. 

TORONTO  and  MONTREAL 


Please  mention  The  Reiiew  to  Advertisers  and  Their    Travelers 
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W.  A,  REID 


Tel.  2008  Main 


REID  &  PORTER 


Manufacturers' 
Agents 


and 


S.  E.  PORTER 

Commission 
Mercliants 


230  McGill  Street: 


Montreal,  Canada 


Headquarters  for  Wood  Display  Fixtures        Representing:    John  C.   Green  &  Co.,  Ltd.,    Wholesale  Millinery;    Canada  Neckwear  Ltd., 
Catalogue  upon  Request  Purple  Seal  Neckwear  and  Vests;  Pim  Bros.  &  Co.,  Dublin,  Irish  Poplin  Silks  and  Neckwear. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and   Best 
Equipped 

DYE  WORKS 

In    the    Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND     PUT    UP 

Also 

FEATHERS.    SILKS,    VELVETS,    RIBBONS,    LACE.    ETC. 


^"^  ^S^^u^A^tlS'^^^"^     MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


SECTION ^lOF  MIODERN   STORE 
EQUIPPED   WITH    OUR    SYSTEM 


THE  LIQUIDATION 

of  this  business  means  that  cut  prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,   Stairways  or  Dummy   Fronts,  all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  Suits. 

Low  Boys — 25  Suits  and  25   pairs  odd  Trousers. 

Hardwood  or  Metal  Roller  Bearing  Slides. 

Centre  Section         -         -  $30.00 

End    Section  -         -         $33.75 

CMetal  Slides  $5.00  extra) 

Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCED  IN   PROPORTION. 

CUT    PRICES  being    offered    on    SHOW-CASES   and   SILENT 
SALESMEN. 

Write  for  Illustrated  Circular. 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION) 

MOUNT  FOREST  -  ONTARIO 


If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now.  Dry  Goods  Review  Subscription  Department,  ]0 
Front  Street  East,  Toronto. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Remodeling  a  Three-Section  Store  to  Modern  Plans 

How  Divisions,  now  Separated  by  Walls,  may  be  Thrown  Into  One 
Store  and  Adjusted  to  Up-to-date  Plans  — The  Bargain  Department 
an     Innovation  —  Keeping    Men's     Furnishing     Department    Separate. 


AS  requested,  The  Review  gives  a  detailed  plan 
for  the  remodelling  of  the  store'  described  in 
the  accompanying  plan.  At  present  it  is  divid- 
ed into  three  separate  sections  connected  in  the 
rear  by  arches  broken  through  the  partition  walls.  One 
of  these  sections  is  devoted  to  the  sale  of  men's  furnish- 
ings and  ready-made  garments,  the  centre  is  occupied 
by  a  stock  of  women's  I'eady-to-wear  garments  with  a 
fur  department  in  the  rear,  while  in  the  third  store  is  car- 
ried the  dry  goods  stock  proper  with  a  millinery  section 
ill    the    rear. 

in  the  p'ace  given  for  remodelling,  the  men's  sec- 
tion is  untouched,  as  experience  has  taught  that  it  is  pre- 
I'erable  to  have  this  department  separate,  though  it  may 
be  connected  with  the  larger  store  by  an  archway. 
Opinions   expressed    by   merchants   go   to   show   tiiat    l)est 


The  position  of  pillars  and  fixtures  in  relation  to  each 
oilier  will  require  careful  planning  a.s,  owing  to  the  fact 
that  The  Review  lias  not  the  exact  dimensions  of  the 
store  plan,  they  are  only  approximately  placed,  that  is, 
as  to  number  and  position. 

As  the  entrance  is  located  in  the  centre,  The  Review 
has  placed  the  fixtures  also  in  that  position,  as,  thus 
placed,  the  appearance  of  the  store  will  be  greatly  im- 
proved. Thus  it  was  impossible  to  put  the  supporting 
I)illars  exactly  in  the  centre  of  the  middle  shelving,  and 
they  are  placed  to  one  side.  This,  it  is  felt,  will  be  a 
minor  matter  as  they  are  well  out  of  the  way. 

This  central  double  shelving  should  not  be  more  than 
five  feet  high,  and  about  forty-eight  inches  wide.  Many 
of  the  fixtures  now  in  the  store  could  be  utilized,  but  The 
Review  would  advise  the  free  use  of  modern  glass  cases. 


^/w   A.rr^^ 

fh^iJyUya^ 

ttixJ^    ^  ^^ 

l\\JlM/^     JkJVYVuJ^U^Q<^ 

^h^^lijj^^^ 

Plan  of  Triple  Section  Store  submitted  to   the  Review  for  Remodeling.      It  will  be   Noted  that  the  Divisions 
are  Separated  by  Walls  and   that  the   Middle  Store  has  no  Direct  Entrance. 


results  in  such  a  department  cannot  be  obtained  when  it 
adjoins  dress  goods  and  kindred  sections.  As  it  stands  at 
present,  therefore,  the  men's  department  could  not  be 
better  placed.  The  only  other  line  in  which  men  are  per- 
sonally interested  is  furs,  and  that  is  easily  reached  by 
means  of  the  arch  between  the  stores,  without  passing 
through  any  other  department. 

The  main  change  that  has  been  made  is  in  the  removal 
of  the  party  wall  between  the  dry  goods  store  and  the 
women's  garment  section.  This  will  throw  the  two  stores 
into  one  large  floor.  With  low  fixtures,  and  shelving  in 
the  centre,  this  will  entirely  change  the  appearance  of  the 
interior,  and  will  bring  it  up  to  the  plane  of  a  modern 
store. 

A  section  of  the  wall,  as  far  as  the  millinery  depart- 
ment extends,  has  been  left  standing,  as  no  good  purpose 
can  be  served  by  taking  it  out.  As  a  fact  the  millinery 
and  the  fur  departments  will  be  more  attractive  -for  its 
being  there,  that  is,  provided  the  light  is  good  enough. 


They  give  a  smart  appearance.  These  cases,  by  keeping 
the  stock  in  full  view  of  the  customer,  make  the  many 
sales  that  would  otherwise  be  lost.  No  provision  has 
been  made  for  aisle  tables  in  the  di'y  goods  section,  but 
those  used  should  not  be  over  twenty-four  inches  wide. 

An  innovation  is  the  bargain  section  located  behind 
the  centre  fixtures.  This  is  a  feature  appreciated  by 
many  of  the  stores  where  it  has  been  adopted.  As  a  mat- 
ter of  general  policy,  it  is  not  a  good  rule  to  close  out 
bargain  and  broken  lines  in  the  department,  as,  in  many 
instances  they  hinder  the  sale  of  the  regular  goods.  This 
is  where  the  bargain  section  comes  in.  Properly  run, 
this  bargain  section  ought  to  draw  customers  to  the  back 
of  the  store.  If  made  attractive,  few  customers  will  sel- 
dom leave  without  paying  it  a  visit. 

Now,  as  to  display  windows,  these  will  be  of  good 
dimensions  for  the  exclusive  use  of  the  dry  goods  and 
women's  wear  stocks  alone.  The  strong  advice  of  The 
Review  is,   do  not  make  their  depth  less  than  six  feet. 
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The  mcxlein  tendency  is  all  in  favor  of  deep  display  win-  Hardwood   paneling,   or  mirror   Ijackyronnds  are   those 

dows,    and    when    modern    methods    are    used    it    does    not  niosl   j>enerally   addpted.  The   Simi)S(ui    Co.,   Toronto,   have 

take    a    large   quantity    of  material    to    build    up    a    ijood  adopted  a  combination  of  the  two  in   their  new  windows, 

display.     As   a  matter  of  fact,   the   country  trimmer    as  The  effect  is  both  novel  and  atti-active  and  displays  goods 

a   rulej  when  the  size  of  the  windows  are  taken  into  ac-  to  great  advantage. 
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Suggested  Arrangement   for  the   Conversion  of  the   Main  Floor  of  a  Triple  Section   Store   into   one.      It    is    Consid- 
ered Advisable  to   have   the  Men's   Furnishing  Department  Separate,   although   it  may  be   Connected 
with   the  other  Divisions  by  an  Archway   in   the  Rear. 

count,   puts   more   goods    into   his    windows    than    his   city  Possibly  the  position   of   I  lie   different   slocks,   and   the 

confrere.       Nor   need   the   window   be   tiimmed   in   all    its  space   assigned   to  them  may   not    tit   in    with   plans.     Re- 

lenglh    wilh    one   kind    of  goods.    Divisions   might    be   used  (piiri'd    changes    may    easily    l)e    nuule.      The    arrangement 

and  mixed  trims,  as  in  the  large  department  stores.  suggested  is  based   on   the   amount  of  information  given. 


ih^rII^Vve  show  cards 

;iic  iiiailf  with   ilu- 

FOUNTAIN 
AIR  BRUSH 


It  is  also  used   by    up-to-date  Window  Trimmers   for  tinting 
Artificial  Flowers,  Lamp  Shades.  Draperies,  etc. 


THAYER  &  CHANDLER, 


WRITE   FOR   CATALOG   R-63 

160-164 
W.  JACKSON  BOULEVARD 


CHICAGO 


MANUFACTURER 


Do  you  want  to  place  your  lines  for  the  West 
with  a  practical  business  man,  that  can  make 
things  go?  I  am  Western  manager  for  one  of  the 
big  manufacturing  firms  of  Canada,  operating  a 
branch  here  and  complete  office  equipment  for 
getting  business,  with  strong  connections  every- 
where.    Can  give  references  that  count. 

ROOM  FOR  ANOTHER  BIG  LINE 

What  have  you  to  offer  ?     Write  for  fuller 
particulars  now. 

Apply  Box  5,   Dry  Goods  Review,  Winnipeg,    Man. 


BEST   "MEASURER"    EVER    MADE 

The  customer  places   her  hand    as   shown  in    cut    and   the   slide 
automatically  indicates  the  exact  griove  size. 

Of  highly  polished  metal,  mounted    on  hardwood.     In   oak   and 
other  finishes,  with  rubber  tips  to  prevent  scratching  counters,  etc. 

SIMPLE SERVICEABLE SIGHTLY 

For  all  sizes     Men's,  Women's  and  Children's. 
Details  and   Prices  on  application. 

J.  R.  Palmenberg's  Sons 

ESTABLISHED  1852 

710  Broadway,  -  NEW  YORK 

FACTORY    89  and  91   WEST  3rd  STREET 


This  Picture  and  Chnrt  Show  how  Conveniences  for  Customers  are  Concentrated  in  the  Accommodation 

Room  of  a  Large  Department  Store,  where  Patrons  are  Enahled    to    Attend    to   Details 

of  Business  and  Pleasure  while  Resting  Quietly. 

Trade-Marking  Service  as  an  Element  of  Distinction 

Retailers  can  Impress  Upon  the  Buying  Public  the  Efficiency  of  their  Store 
Facilities  —  Meeting  and  Waiting  Upon  the  Customer  -  Helping  the  Shopper. 

By  Alex.  H.  Revell  in  System. 
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HI';  nianufactiiicr  jiuls  (Mil  a  .siu'cially,  a  ufv, 
line  of  goods.  lie  fastens  a  name  on  it,  puts 
it  in  an  unique  package,  gives  it  a  distinc- 
tive  label.  Then  he  trade-niarl<s  the  name  and  design, 
and  the  value  which  comes  to  that  name  because  of  the 
((uality  and  the  growing  reputation  of  that  product  for- 
ever accrues  to  him. 

A  merchant  is  a  go-between  in  the  distribution  of 
goods.  His  own  firm  name  is  the  only  foundation  for 
his  prestige.  But  that  cannot  be  trade-marked.  Yet 
indirectly,  he  can  make  it  even  of  greater  power  by 
making  it  stand  for  service — quality  in  goods  and  accom- 
modations. Service  will  be  the  trade-mark  giving  his 
firm  name  a  meaning. 

Trade-marking  service  is  a  possibilitv,  open  to  the 
merchant,  whether  he  sells  dry  goods  over  the  counter, 
furniture  from  the  warehouse,  steel  beams  from  the  mill 
— a  possibility  equal  to  the  privilege  of  the  specialty 
manufacturer  who  can  legally  trade-mark  the  name  of 
his  article.  A  retailer  can  so  impress  upon  the  buying 
public  the  actuality  of  the  efficient  service  he  gives  that 
iiis  name  and  fine  service  will  become  generally  synony- 
mous, wh(>never  his  nam(>  is  spoken  the  buying  public 
will  think  of  good  service,  and  whene\er  they  think  of 
good  service  his  name  will  come  uj)  as  the  tangible 
synonym.  The  service  embodies  everything  from  dci'en- 
ilable  goods  and  keeping  of  promises  right  down  to  the 
most  insignificant  details,  the  wa\-,  for  instance,  delivery 
boys  ring  the  back  door  bell.  .And  this  trade-marking  of 
service  is  app'icable  by  every  business  man,  whether 
manufacturer,    distributor  or   merchant. 

The  Service  Trade  Mark. 

The  means  by  which  this  service  trade-mark  can  be 
secured   are  three  : — 

First,    the   merchandizing   policy    of    the   firm   and     its 


general  attitude  toward  the  public  in  every  activity  in 
which  tlie   two  come  in  contact. 

Second,  the  character  which  the  firm  bears  in  the 
business  world  as  the  result  of  its  commercial  transac- 
tions ;  the  way  it  meets  its  obligations,  the  honor  of  its 
given  word,  its  relations  with  its  banks,  its  activity  in 
co-operative  movements  with  othei'  industries,  and  in 
community  interests. 

Third,  the  treatment  extended  customers  by  sales 
people  and   other   employees   of   the  house. 

Anything  is  service  that  satisfies  the  customer— that 
gives  the  customer  return  for  his  money,  As  applied  to 
merchandizing,  it  has  come  to  include  every  detail  from 
the  designing  of  goods,  the  making,  the  distribution, 
down  to  seeing  that  they  do  their  work  as  represented 
when  in  the  hands  of   the  customer. 

(^lality  of  goods  implies  service.  It  is  service,  for 
to  secure  uniform  ([uality  in  any  product  or  in  any  stock 
of  goods  requires  organization  either  in  the  manufacture 
or  in  the  selection  and  gathering  of  the  stock.  Giving 
quality  is  so  generally  accepted  as  good  business  policy 
that  its  i)art   m  trade-marking  service  needs  no  emphasis. 

The  services  which  appeal  to  the  customer  first,  al- 
though not  necessarily  the  most  important,  are  those 
which  are  tangible  ;  the  attention  at  the  counter,  living 
up  to  promises,  promi)t  delivery,  physical  conveniences 
in    the   store. 

Meeting  the  Customer. 

Perhaps  there  is  nothing  more  important  in  a  retail 
store  than  that  branch  of  the  service  which  has  to  do 
with  meeting  and  waiting  on  the  customer.  While  the 
floor  organization  often  looks  expensive,  we  have  found 
that  it  pays  to  have  a  dignified  and  authoritative  official 
meet  customers  at  the  door,  learn  their  wants  and  direct 
them  most  quickly  to  the  department  which  will  supply 
their    needs.     Many    a    retailer    grudges    iiigh-priced     men 
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iot  this  puipobf,  since  they  are  non-prodiicers.  1'liey  are 
the  ones,  however,  who  give  tlie  visitor  his  first  impres- 
sion. In  the  store  they  create  an  atmosphere  of  consid- 
eration for  customers,  and  it  is  very  likely  that  the 
visitor  will  remember  this  consideration  after  he  has 
left.  At  the  entrance  of  each  floor,  therefore,  we  station 
the  most  tactful  and  efficient  man  we  can  find. 

The  delivery  system  of  the  great  department  store 
is  a  conspicuous  example  of  service  to  customers.  In 
nearly  all  of  them,  if  a  woman  makes  a  purchase  at 
2.45  in  the  afternoon,  and  makes  the  request  that  the 
article  be  delivered  the  same  day,  it  is  sent  out  without 
extra  charge.  The  salesman  fills  out  a  special  ticket, 
the  package  is  hurried  to  the  shipping  room,  despatched 
on  the  proper  wagon — yet  the  routine  of  business  is  not 
interfered  with.  This  is  a  special  development  and  is 
particularly  good  service  because,  while  the  purchaser  is 
guarded  against  feeling  that  she  is  asking  a  favor,  the 
delivery  is  made  promptly  and  invariably. 

The  handling  of  change  offers  another  opportunity  for 
unusual  service.  There  is  one  large  furnishing  store  in 
Chicago  where  I  believe  many  men  buy  because  there  is 
a  cashier  behind  every  counter  to  whom  the  clerk  gives 
the  purchases  and  money,  and  who  returns  the  package 
with  the  change  in  the  time  required  for  wrapping.  This 
store,  knowing  the  delays  in  making  change  in  most  large 
retail  stores  and  seeing  the  value  of  exceptional  speed 
in  serving  men,  has  worked  out  a  system  which  gives 
quick  service. 

Convenience  in  store  management — making  it  easy  for 
a  customer  to  find  what  she  wishes  to  buy — is  another 
element  of  service  more  difficult  to  achieve,  and  yet  well 
worth  the  doing.  Many  department  stores  are  arranged 
for '  the  convenience  of  the  management  rather  than  of 
patrons.  In  shoe  departments,  for  instance,  shoes  for 
both  men  and  women  will  be  thrown  together  while 
neckties  and  gloves  will  be  in  other  parts  of  the  build- 
ing. This  is  convenient  for  the  management,  perhaps 
economical,  but  decidedly  inconvenient  for  the  purchaser 
who  comes  into  the  store  wishing  to  buy  different  arti- 
cles for  personal  use. 

Value  of  Concentration. 

A  man  coming  in  with  such  a  purpose,  will  probably 
have  to  traverse  the  entire  first  floor  before  lie  gets  what 
he  wants,  or  even  travel  to  a  different  storey.  One  store 
has  recently  concentrated  all  its  men's  furnishings,  for 
instance  in  adjoining  departments.  This  is  a  great  ser- 
vice for  a  busy  man  who  has  but  a  short  time  in  which 
to  make  his  purchases.  Unquestionably  it  is  of  advan- 
tage to  the  store.  Coming  in  to  buy  shirts,  he  may 
be  struck  by  the  values  offered  in  shoes  or  gloves  or 
pipes  and  so  make  purchases  he  did  not  contemplate. 
This  p'.ement  of  time-saving  for  customers  prompted  the 
issue  recently  by  one  of  the  largest  stores  in  the  coun- 
try of  a  booklet  containing  charts  of  the  whole  store 
by  floors,  so  drawn  that  the  reader  could  tell  in  an 
instant  exactly  on  what  corner  of  the  building  the  goods 
she  desired  were  located.  Ten  minutes'  study  of  this 
chart  by  a  shopper  on  her  way  downtown  enables  her  to 
save  many  times  those  minutes  on  each  visit  she  makes 
to  the  store,  for  she  can  go  directly  to  the  counters 
where  she  wants  to  buy.  Another  feature  of  this  same 
booklet  is  a  chart  of  the  window  displays  which  enables 
a  purchaser  to  know  exactly  what  sort  of  goods  are  be- 
ing displayed  in  each  window,  thus  making  it  easy  for 
her  to  see  in  broad  daylight  any  goods  in  which  she  is 
interested. 

Accommodations  for  the  convenience  and  comfort  of 
customers  have  been  developed  to  a  high  degree  and  are 
important   elements  of   business   service.    These  have  be- 


come features  of  every  large  retail  and  ilepartment  store; 
yet,  in  only  a  few  have  they  been  carried  to  a  point 
where  they  afford  the  conveniences,  comforts  and  luxuries 
of  the  average  home  or  club.  The  rest  rooms,  the  atten- 
dants, the  telephone  and  telegraph  facilities,  the  direc- 
tory shelves,  the  libraries,  the  writing  rooms — all  these 
enhance  the  idea  of  store  service  and  give  a  store  a  re- 
putation for  taking  care  of  its  customers. 

Service  in  Selling. 

Another  branch  of  store  service  not  quite  so  tangible 
as  these  physical  conveniences,  but  probably  in  the  end 
more  important,  is  service  in  selling.  The  character  of 
this  service  is  very  important.  Not  only  must  there  be 
enough  sales  people  behind  the  counters  and  on  the  floor, 
not  only  must  they  be  courteous  and  tactful,  but  they 
must  have  a  knowledge  of  the  goods,  they  must  give 
actual  service  to  the  buyer — which  means  that  they  must 
help  her  in  her  proper  selection  of  goods.  This  intelli- 
gence simply  means  merchandizing  knowledge  put  at  the 
disposal  of  the  customer  by  the  clerk — information  which 
the  customer  docs  not  possess,  but  which  the)  sales  person 
should  acquire  as  part  of  his  equipment.  Suitability  to 
the  customer''s  needs  counts  as  much  as  intrinsic  quality  : 
value  comes  out  in  use. 

Therefore,  while  every  mercliant  is  in  business  to 
sell  goodis,  as  many  goods  and  the  most  profitable  goods 
possible,  tlie  most  valuable  salesman  is  the  one  who 
clinches  customers  to  the  house  by  selling  them  what 
they  really  want  and  can  use  to  the  best  advantage. 

In  securing  the  proper  handling  of  customers  by  sales- 
people it  is  necessary  that  the  house  teach  employees  the 
fundamental  ideas  underlying  the  policy  of  the  house  and 
the  attitude  employees  must  observe  toward  the  public. 
Tliis  cannot  be  done  by  simply  giving  mechanical  instruc- 
tions and  framing  rules.  There  must  be  a  specific  state- 
ment of  the  policy  of  the  house  ;  definition  of  the  lines 
of  conduct  which  make  for  better  relations  between  firm 
and  employees  on  one  hand,  and  the  buying  public  on 
the  other.  Organization  and  understanding  must  precede 
the  co-operation  which  alone  produces  perfect  service 
for  the  customer. 

Helping  the  Shopper. 

Providing  right  conditions  under  which  a  sale  may  be 
made  in  the  fairest  manner  is  also  an  element  of  selling 
service.  When  a  woman  is  buying  a  chair,  a  table  or  a 
rug,  the  style  and  the  color  and  the  finish  may  appeal 
to  her  as  the  article  stands  in  the  store.  Will  she  be 
satisfied,  however,  when  it  is  placed  in  her  home  ?  Will 
it  fit  the  dimensions  of  the  room  in  which  she  designs 
to  place  it  ?  Although  a  sale  is  supposed  to  be  complete 
when  an  order  is  given,  still,  to  prevent  any  possibility 
of  dissatisfaction  on  the  part  of  the  customer,  it  is  our 
custom  to  maintain  in  our  store,  several  rooms  fitted  up 
exactly  as  are  the  rooms  of  a  house.  One  month  we 
may  have  a  dining  room,  a  bed-room  and  a  drawing- 
room  ;  in  varying  the  styles  and  finishes  the  next  month 
we  may  entirely  change  the  arrangement. 

By  this  means  the  customer  can  see  just  what  furni- 
ture and  rugs  will  fit  into  her  own  home.  The  woman 
who  is  tempted  by  the  intrinsic  beauty  of  a  chair  or 
cabinet  can  actually  know  whether  it  will  harmonize  with 
the  furniture  she  already  has.  Added  to  this  service  in 
the  store,  if,  on  delivery  the  article  fails  to  please,  it 
may  be  returned  and  exchanged  for  one  more  suitable. 

In  our  rug  department  we  show  goods  when  desired 
under  a  strong  concentrated   electric   light. 

Embodying  the  same  idea,  some  stores,  for  instance, 
in  the  department  where  dress  goods,  hats,  costumes 
are  sold,  have  difierent  kinds  of  artificial  lights  so  that 
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the  piiicliasor  may  see  liow  a  certain  shade  will  look  un- 
(Ifi  a  certain  li{;;lit — a  while  iiglit,  or  a  yellow  one.  In 
the  same  way,  fabrics  that  are  to  he  worn  during  the 
(lay   only    are  displayed   in   the  daylight. 

St-ore  service  conies  up  to  the  standard  nf  quality  <>f 
j;<(ods  when  consideration  is  f^iven  to  style  and  dependa- 
liility.  Many  a  /inn  name  has  ac(iuired  a  trade-maik 
significance  hecausc  of  the  dependahility  of  its  goods, 
and  this  must  he  considered  part  of  the  store's  service. 
As  already  suggested,  this  is  due  to  the  selling  policy 
as  well  as  to  the  buying  policy  of  the  store.  The  right 
quality  of  goods  must  be  bought,  and  once  on  the  shelves 
or  floor,   they  must  he  sold  on  tiieir  merit. 

Customer  Wants  a  Standard. 

The  customer  docs  not  necessarily  ask  for  perfection 
in  everything  she  buys,  but  she  wants  a  certain  standard 
of  goods,  and  if  it  is  the  practice  of  a  store  to  claim 
this  standard  for  goods  which  are  under  quality,  tlie 
store  sacrifices  its  precious  name  for  dependability.  Our 
policy  in  selling  requires  that  the  customer  be  told  ex- 
actly the  value  of  the  goods  shown  her  and  that  the 
price  be  commensurate  with  this  value.  Whether  it  is 
quality  or  material,  workmanship  or  style,  an  article 
honestly  sold  will  give  satisfaction  to  the  fair-minded 
customer. 

Service  goes  one  step  farther  when  it  insures  satis- 
factory attention  to  customers  by  means  of  an  adjust- 
ment bureau.  The  best  planned  organization  will  have 
things  go  wrong. 

Many  large  retailers  create  an  independent  depart- 
ment responsible  only  to  the  management,  whose  duty 
it  is  to  listen  to  complaints  from  customers,  to  inves- 
tigate their  claims  and  to  adjust  any  reasonable  griev- 
ance to  the  purchaser's  satisfaction.  The  bureau  stands 
in  the  proprietor's  place,  and  in  effect  holds  a  brief  for 
the  disgruntled  customer  in  running  down  any  failure  to 
deliver  the  quality  bought  or  any  error  on  the  part  of 
the  house  organization,  in  placing  the  blame  on  the  de- 
partment at  fault  and  making  prompt  amends  to  the 
customer. 

In  any  store  where  the  proprietor  himself  cannot 
spend  part  of  his  day  "on  the  floor" — a  court  of  instant 
icsort  in  continuous  session — there  should  be  an  adjust- 
ment bureau  of  some  sort,  even  if  the  duties  are  so 
light  they  can  be  delegated  to  a  clerk  in  the  general 
ofTice  or  to  a  manager's  secretary. 

Service  may  be  made  as  important  a  factor  in  the 
reputation  of  the  manufacturer  and  the  wholesaler  as  of 
the  retailer.  All  have  customers,  and  whenever  there  is 
a  transaction  between  seller  and  buyer,  there  enters  the 
element  of  service.  Perhaps  the  most  conspicuous  ex- 
ample of  a  prestige  and  business  built  on  service  in  the 
manufacturing  line,  is  a  certain  maker  and  wholesaler  of 
iron  and  steel.  To  supply  any  customer's  demands  as 
soon  as  his  wants  develop,  is  the  idea  of  this  manufac- 
turer's service.  It  means  time-saving,  and  that  is  an 
important  element  in  the  business  of  builders  and  man- 
ufacturers who  need  the  supplies.  It  means  absolute 
assurance  of  delivery  on  the  part  of  the  buyer.  It  means 
that  any  customer  of  this  house  need  never  be  in  that 
constant  fear  that  something  is  going  to  prevent  his 
getting  the  goods  he  needs  when  he  wants  them. 

The  wareliouse,  the  production  departments,  the 
shipping  and  order  departments  of  this  house  are  organ- 
ized and  conducted  to  this  one  end  of  giving  prompt, 
efficient,  accurate  service  to  customers.  In  this  whole 
industry  the  name  of  this  house  is  a  synonym  of  certain 
and  deijendahlc  service. 

The  same  possibilities  are  open  to  every  manufacturer. 
There  arc  certain   wholesale     houses    here  that   are    or- 


ganized with  the  idea  of  supplying  rusli  orders  from  theii 
(ustomers.  They  have  become  so  impressed  with  llie 
value  of  giving  this  service  that  they  have  practically 
become  warehouse  annexes  t(j  the  establishments  of  theii 
customers. 

Regarding  the  Public's  Rights. 

Service  has  its  negative  sidi — the  guarding  of  the 
linn's  name  against  any  imputation  of  carelessness  or 
disregard  of  the  public's  rights.  Every  man  and  woman 
in  a  manufacturer's  or  retailer's  zone  of  influence  is  a 
potential  customer  ;  consideration  must  be  shown  for 
him  or  her  as  well  as  for  actual  buyers.  The  imperti- 
nent driver  or  delivery  boy  would  be  dismissed  for  an- 
tagonizing a  customer.  What  about  the  employee  who, 
v/hen  his  identification  with  the  house  is  certain,  imposes 
on    tlie   public. 

In  this  connection  let  me  quote  a  house  service  note 
of  recent  date  which  covers  this  point  as  I  conceive  it. 
It  was  addressed  to  the  manager  of  our  shipping  depart- 
ment : 

"I  desire  that  you  call  the  attention  of  our  drivers 
and  chauffeurs,  in  a  way  that  will  be  plainly  understood, 
that  so  far  as  possible  I  would  be  glad  if  they  will  be 
careful  in  crossing  all  streets,  but  especially  those 
where  there  is  likely  to  be  congestion,  either  of  pedes- 
trians or  of  vehicles." 

There  are  several  reasons  for  this.  Always  the  first 
consideration  is  the  matter  of  safety  of  life  and  limb. 

Next,  is  the  matter  of  ordinary  courtesy  and  com- 
mon justice  to  those  who  are  compelled  to  be  on  the 
street  level,  some  of  whom  may  he  dear  relatives  of  the 
driver  himself. 

And  thii'dly,  an  important,  though  least  worthy  con- 
sideration,  is  the  matter  of  business. 

For  a  retail  store,  especially,  it  is  wise,  it  seems  to 
me,  to  show  the  consideration  and  carefulness  I  have 
above   referred   to. 


United  States  Mills  Busy. 


A  despatch  from  New  York  states  that  woolen 
mills  all  over  the  United  States  report  a  marked  revival 
in  business.  Naturally  the  return  of  financial  confidence 
generally  is  the  first  reason  for  the  boom,  but  there  is 
another  and  probably  .just  as  potent  a  reason.  The  very 
hard  times  that  the  trade  had  been  through  for  these 
many  months  prior  to  the  first  of  the  year  would  in  it- 
self force  the  present  activity  in  the  trade.  The  lack  of 
money  and  business  in  1008  practically  killed  off  all  buj-- 
ing  by  the  dealer  and  in  turn  by  the  manufacturer.  This 
resulted  in  rows  upon  rows  of  empty  shelves  from  Maine 
to  California  and  when  1909  dawned  it  was  either  a  ca.se 
of  fill  the  shelves  or  nail  up  the  shops. 


♦ 

Death  of    W.  J.  Ferguson. 

W.  J.  Ferguson,  ex-mayor  of  Stratford,  and  a  prom- 
inent mei-ehant  of  that  city,  died  on  the  evening  of  March 
4th,  after  a  bi-ief  illness.  Mr.  Ferguson  was  born  near 
Southampton  58  years  ago,  and  had  been  a  resident  of 
Stratford  for  upwards  of  thirty  years.  For  two  years  he 
was  alderman  and  for  two  mayor  of  the  city.  Seven  years 
ago  he  was  one  of  the  Canadian  representatives  to  the 
Ecumenical  Conference,  London,  Eng.  Mrs.  Ferguson, 
formerly  Miss  R.  C.  M.  Meberry,  of  Peterboro;  two  sons, 
Morton  and  Brophy,  and  four  daughters,  Edna,  of  the 
leaching  staff  of  the  Maedonald  Institute.  Guelph ;  Elma, 
Marion  and  Muriel,  sui-vive.  Mr.  Ferguson  leaves  three 
brothers.  Mi-,  Ferguson,  of  the  Boston  Herald;  Hugh,  of 
Arthur,  and  a  brother  in  Denver. 
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Dry  Goods  Review 


You  Snould  Be 
Prepared 

for  a  record  spring  underwear  season.  There  is  bound  to 
be  a  big  demand  for  tbe  "Zimmerknit  Spring  and  Summer 
lines.  Tbe  principal  reason  for  this  is  the  excellent  quality 
and  finish  of  tbe  goods  themselves.  You  will  surely  find 
that  they  will  move  out  quickly,  and  when  your  stock  is 
low  don't  forget  that  -we  are  well  able  to  handle  sorting 
orders  promptly.  We  can  promise  that  you  will  not  have 
to  Avait.  This  applies  to  all  our  "Zimmerknit  goods, 
including  Ladies',  Misses'  and  Children's  and  Men  s  Under- 
■wear  in  Balbriggan,  Lisle,  Silkette,  Cashmere  and  Merino, 
as  well  as  Mens  Mesh  Coat  Shirt  and  Knee  Length 
Dra\vers.  and  Men  s  and  Boys    Athletic  Shirts.  :  : 


All  Johhers   Handle    ''Z,, 


rhnit       Goods 


Zimmerman  Manufacturing 
Company,  Limited 


Hamilton,  Ont. 


Health  Brand 
Underwear 


Our  salesmen  are  now  showing 
samples  of  Health  Brand  Under- 
wear for  Fall,  1909.  We  have  im- 
proved the  quality  of  every  number 
and  have  reduced  the  prices.  We 
guarantee  the  sizes  to  be  correct  in 
every  number.  We  have  a  complete 
stock  on  hand  and  can  supply  you  at 
once  with  Long  or  Short  Sleeves  in 
white  or  natural.  We  think  it  will 
increase  the  sales  of  your  Ladies' 
and  Children's  Underwear  if  you 
stock  Health  Brand. 


Greenshields  Limited 

Montreal 


The  Art  of  Giving  Satisfaction 


MARK 


MADE  BY 
'heGODERICH  knitting  CO 

We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a 
pleasure   to   you. 

"The  Maple  Leaf  Brand" 
of  Hosiery  and   Mitts 

gives  the  utmost  satisfaction. 

YOU    WILL    BE     INTERESTED    IN 
OUR  1909  SAMPLES  AND   PRICES. 

Goderich  Knitting  Co. 

Goderich,    Ont 


LIMITED 


SELLING  AGENTS : 
J.  E.  McClung,  Toronto,  for  Ontario. 
Fred.  S.  White,  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt,  Hanley  McKay  Co.,  Ltd.,  Winnipeg.  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que.,  for  Quebec. 


Perfect    Fit  —  Comfort 
and   Unshrinkability 

These  are  the  qualities  which  hav^i 
placed  "CEETEE"  Unshrinkable  Un- 
derwear in  a  class  by  itself.  No  in- 
fluence is  so  great  in  making  an 
underwear  department  successful  as  a 
good   assortment  of 

"CEETEE" 

Unshrinkable     Underwear 

Our  positive  guarantee  goes  with  every 
garment.  We  will  cheerfully  replace 
any  "CEETEE"  garment  that  shrinks 
in  the  washing.  This  guarantee  is  a 
telling  argument   with    your  customers. 

The  C.  TurnbuU  Co. 

of  Gait    Limited 

GALT,  -  -  ONTARIO 
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G(M)LUCK 


is  certain  in  your 
underwear  department  when 
you  carry  an  adequate  assortment  of 


Registered 

\}n  DERWEAB 

It  has  been  Canada's  leading  line  of  underwear 
for  years  past,  and  still  holds  the  lead,  with 
the  next  best  a  considerable  distance  be- 
hind.   You  ought  to  see   Hygeian  Fall 
samples.      They  bring  the  gleam  of 
satisfaction    to    the    eyes    of  every 
dealer  who    examines    them.      See 
these  samples  before   placing  your 
orders. 

Hygeian 

Waists 

Too! 

EAGLE  KNITTING  CO.,  Limited 

HAMILTON,  ONTARIO 
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UINSHRINKABLE 


NDERW 


LADIES' 


Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion   where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 


'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and   Merino. 

ANY  GA  MENT  SHRUNK  1,^  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wlltih'sith-  out  It    - 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,Lon,,  ENG. 


PATENT    STAR  SCATS 


E     LEADING     ENGLISH     UNDERWEAR. 
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We  absolutely  guarantee  to  every  retailer  a 
square  deal,  protection,  prompt  attention,  and 
full  profits.  Our  prices  will  be  maintained  and  we 
shall  refuse  to  sell  dealers  who  sell  the  Bradley 
Muffler  for  less  than  50c. 


PATENTED  IN  CANADA 


Never  Mind  the  Arms 

Just  look  at  the  Mufflers.     Bradley  full  fashioned  Mufflers  are  the  best  Mufflers 
on  the  market  to-day.     Place  your  orders  now. 

Monarch  Knitted  Coats   for  Ladies,  Misses,  Children,  Men  and  Boys  represent 
the  nearest  approach  to  perfection  yet  attained  in  these  goods. 

See  our  range  of  Knitted  Neckties  to  retail  at  25  and  50c.       Place  your  orders 
with  our  traveller  when  he  calls,  and  insure  prompt  delivery. 

The  Monarch  Knitting  Co.,  Limited 

DUNNVILLE, ONTARIO 
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News  of  Season's  Trade  in  Knitted  Goods 


Willi. !•;  there  is  still  apparent  teiuleiiey  on  the 
part,  of  the  retailer  to  hold  hack  in  acivanee 
buying  until  his  season  is  immediately  at 
hand,  manufacturers  and  jobbers  expect  a 
steady  improvement  as  the  result  of  the  decidedly  im- 
l)r()vcd  feeling  throughout  the  country  with  reference  to 
the  future.  What  has  been  noticed  in  other  lines  is  also 
making  itself  manifest  in  the  knitted  goods  tradc^-that, 
though  placing  business  for  spring  was,  on  the  whole, 
backward,  the  sorting  trade  is  coming  along  nicely  and  it 
woulil  not  be  surprising  if  scarcity  developed  in  somie  of 
the  active  lines.  Such  a  condition,  it  is  pointed  out, 
would  hardly  be  an  unmixed  evil.  A  good  many  jobbers 
hold  that  trade  will  never  be  itseU  again  until  a  shortage 
or  some  such  situation  brings  the  different  sections  of  the 
business  face  to  face  with  the  fact  that  on'e  cannot  ex- 
pect the  other  "to  do  all  of  the  gambling,"  as  one  man 
put   it. 


iK'coniing  more  marked  than  was  anticipated  and  it  is 
placing  in  the  hands  of  the  retailer  a  merchandizing  fea- 
ture which  has  seldom  been  brought  into  prominence. 
That  they  have  not  been  slow  to  recognize  its.  importance 
is  evident  from  the  color  specifications  in  orders  being 
taken. 

The  tendency  to  harmonize  color  in  ditierent  articles 
of  apparel  is  becoming  more  marked  than  was  anticipat- 
ed. 

Color  specifications  in  spring  and  summer  orders  show 
that  plain  effects  predominate.  Daintily  embroiden  <1 
goods  are  received  for  hosiery,  both  for  men  and  women. 
Plain  colors  predominate,  but  tliere  is  no  ignoring  tin' 
fact  that  dainty  stripes,  embroidered  and  lace  efiecls  will 
lilay  a  strong  part  in  the  season's  business.  Importing 
houses  are  showing  a  great  range  of  silks  and  faiu  y 
lisles.  Wholesalers  state  that  while  there  is  some  lit  lie 
imi)rovement  in  the  demand  foi-  silk  lines,  it  is  still  a  vcr\ 
limited   trade  in  Canada. 


Steady  Growth  Predicted. 

That  there  is,  nevertheless,  an  encouraging  trend  in 
the  right  direction  at  the  present  time,  cannot  be  denied, 
and  it  is  regarded  as  almost  wholly  due  to  conditions 
making  for  the  general  revival.  There  will  be  no  excite- 
ment, and  while  there  is  little  evidence  of  that  warmth 
which  makes  its  appearance  in  more  prosperous  times, 
there  will,  it  is  predicted  by  the  optimistic,  be  a  steady 
growth  along  lines  which  will  employ  the  sympathetic 
co-operation  of  all  sections  of  the  trade. 

Remarking  upon  this  view  of  the  situation,  a  large 
wholesaler  of  knitted  goods,  regarded  it  as  unfortunate 
that  unwarranted  price-cutting  should  have  made  its  ap- 
]iearancc. 

"While  certain  manufacturers  engaged  in  a  somewhat 
lively  tilt  on  a  fleece-lined  garment  whereby  there  was  a 
drop  of  about  30  cents  a  dozen,"  said  he,  "there  was  lit- 
tle excuse  for  the  jobber  to  adopt  the  same  tactics.  When 
trade  is  struggling  toward  a  recovery,  these  slashes  have 
a  tendency  to  place  tho  day  of  normal  things  still  further 
ofT." 

"Here  we  have  a  line  of  garments  going  to  the  job- 
ber at  $8.70  per  dozen.  These  arc  going  to  the  retailer 
at  from  $4.00  to  $4.25  a  dozen,  and  I  figure  that  the  job- 
ber to  sell  to  a  man  who  pays  the  cash  and  takes  every 
advantage  available  in  the  matter  of  terms,  will  have  a 
gross  profit  of  from  38  to  40  cents  a  dozen  or  between  it 
and  10  per  cent,  for  express,  handling,  selling  and  other 
expenses.  Htow  can  it  be  done  ?  I  am  not  saying  that 
this  is  a  general  feature  of  the  present  situation  in  knit- 
ted goods,  but  I  look  at  it  merely  as  an  instance  that 
the  jobber  is  sometimes  short-sighted.  The  retailer  ex- 
pects him  to  make  a  reasonable  profit  and  why  he  should 
particularly  at  the  present  time  do  business  in  that  way, 
is  more  than  I  can  understand.  We  have  reached  that 
point,  in  our  merchandizing  where  things  should  be  con- 
ducted on  a  steady,  sane  basis." 


Harmony  in  Color. 

Much  has  already  been  said  about  the  elaborate  color 
card  for  spring  and  summer.  Some  houses  report  that 
the  tendency  to  harmonize  difTerent  articles  of  apparel  is 


Kick  Against  Stocking  Tax. 

Chicago  clubwomen  are  endeavoring-  to  enlist  the 
National  Federation  of  women's  clubs  in  an  attack  on 
the  schedule  of  the  I'ayno  tariff  bill  in  its  application  to 
stockings  ami  stocking  materials.  A  despatch  explains 
that  thiough  the  heads  of  the  various  organizations 
making  up  the  National  Federation  the  women  of  the 
nation  will  be  urged  to  unfurl  the  banner  of  the  stocking 
and  march  under  it,  a  tremendous  army  to  defeat  inter- 
ests at  Washington  which  are  supporting  the  tax  on 
stockings. 

Features  of  the  Payne  bill  which  retain  the  present 
high  tariff  on  wool,  silk  and  cotton  stuff's  and  even  in- 
crease the  tariff  on  cotton  stocking  of  every  description 
are  being  discussed  in  thousands  of  Chicago  residences, 
stores  and  clubs  and  the  protest  against  conditions  is 
loudly  acclaimed.  Fuder  the  Payne  schedule,  cotton, 
wool  and  silk  tax  remains  as  it  was  in  the  Dingley  law. 
Raw  wo<5l,  which  local  manufacturers  will  use,  is  re- 
duced. There  is  an  actual  increase  in  the  tariffs  on  cot- 
ton hosiery.  Dealers  in  stockings  pointed  out  that  the 
prices  of  all  varieties  had  been  steadily  increasing  for 
the  last  twenty  years  and  that  within  the  last  three 
years  the  piices  have  gone  up  by   leaps  and  bounds. 


Tariff  Agitation. 

While  on  the  subject  of  hosiery,  it  may  be  of  interest 
to  refer  to  the  agitation  aroused  in  the  Cnited  States  as 
the  result  of  the  changes  proposed  in  the  tariff  by  the 
Payne  Bill.  A  vigorous  protest  was  made  to  the  Ways 
and  Means  Committee  by  the  dry  goods  jobbers'  interests 
against  the  demands  of  the  domestic  hosiery  manufac- 
turers for  a  high  tariff. 

It  was  pointed  out  that  the  schedule  proposed  by  the 
hosiery  manufacturers  would  practically  make  the  full- 
fa.shioned  hosiery  industry  a  trust  "as  at  least  80  per 
cent,  of  the  full-fashioned  hosiery  in  America  is  now  con- 
trolled by  one  family  of  manufacturers  of  this  grade  of 
merchandise,  who  are  represented  by  the  same  selling 
agents,  the  agents  themselves  being  part  owners  in  many 
of  the  mills." 
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Don't  Listen 

to  any  traveller  who  tells  you 
there's  any  other  brand  o  f 
Underwear  "just  as  good  "  as 

Ellis  Spring  Needle 
Ribbed   Underwear 

No  other  Underwear  can  be  as 
good — because  no  other  under- 
wear is  made  with  the  Spring 
Needle  stitch — which  we  con- 
trol for  Canada.  It  gives  the 
garments  great  elasticity — 
makes  them  fit  the  form. 

The  Ellis  Manufacturing  Co. 

LIMITED 

HAMILTON,  ONT. 

Monypenny  Bros.   &  Co.,  Montreal    and  Toronto 
SELLING  AGENTS 


The  proposed  tariff  on  hosiery  is  as  follows  : — 

"Stoclvings,  hose  and  half-hose,  selvcdged,  fashioned, 
narrowed  or  shaped  wholly  or  in  part  by  knitting  ma- 
chines or  frames,  or  knit  by  hand,  including  such  as  are 
commercially  known  as  seamless  stockings,  hose  and  half- 
hose,  and  clocked  stockings,  hose  and  half-hose,  all  of  the 
above  composed  of  cotton  or  other  vegatable  fiber,  finish- 
ed or  unfinished,  valued  at  not  more  than  $1  per  do/,  pairs, 
70c.  per  do/,,  pairs,  (formerly  50c.);  value  at  more  than 
%l  per  do/en  pairs,  and  not  more  than  $1.50  per  do/en 
pairs,  85  cents  per  do/en  pairs,  (formerly  (iOc.)  ;  valued 
at  more  than  $1.50  per  do/en  pairs  and  not  more  than  $2 
ju'r  do/en  paits,  $1  per  do/en  pairs  (formerly  70c.)  ;  va- 
lued at  more  than  .$2  per  do/.en  pairs,  and  not  more  than 
$8  per  do/en  pairs,  .$1.50  per  dozen  pairs  (formerly  $1.20); 
valued  at  more  than  $3  per  dozen  pairs,  and  not  more 
than  $5  per  do/en  pairs,  $2  per  do/en  pairs  (formerly  $2 
and  15  per  cent.)  ;  and  in  addition  thereto,  upon  all  the 
foregoing  15  per  centum  ad  valorem  ;  valued  at  more  than 
$5  per  do/en  pairs,  55  per  centum  ad  valorem." 

At  a  representative  meeting  of  manufacturers,  imixir- 
ters  and  retailers  of  hosiery  from  all  over  the  United 
States,  held  in  New  York  on  March  22,  a  protest  was 
raised  against  the  proposed  increase  on  the  chc^aper  grades 
(if  hosiery  and  a  committee  was  appointed  to  raise  money 
with  which  to  secure  legal  talent  with  which  to  present 
Ihe  case  to  Congress.  It  was  pointed  out  that  all  the 
houses  should  take  the  matter  up  with  their  local  news- 
papers and  ask  them  to  show  in  detail  what  the  eft'cit. 
would  be  if  the  schedule  is  adopted  as  it  stands. 

Refering  to  the  Payne  bill,  a  Canadian  manufacture! 
of  knitted  goods  said  :i — "We,  of  course  have  not  reached 
that  stage  where,  so  far  as  knitted  goods  are  concerned, 
we  need  view  with  concern  any  changes  in  the  United 
States  tariff.  The  schedule  is  of  chief  interest  to  us  mere- 
ly as  it  shows  what  may  be  expected  by  countries  whose 
exports  to  the  Ignited  States  are  of  large  volume." 

The  proposed  tariff  on  imderwpar,  differs  little,  if  any, 
from  that  of  the  Dingley  bill. 


Branch  Factor'y  in  Buffalo. 

The  IMonarch  Knitting  Co.,  of  Duiuivillc,  recently  se- 
cured a  large  contract  for  a  nuinher  of  its  leading  lines 
in  the  l:nit('i(l  States,  and  has  leased  a  factory  in  Hufl'alo 
which  will  he  ecjuipped  with  modern  machinery  for  the 
I)ro(liiction  of  the  recjuired  goods. 


Bought  Partner's  Interests. 


Ellis  Fischer,  formerly  president  of  the  Elf  Knitting 
Co.,  has  bought  out  his  partner's  interests,  and  will  con- 
tinue the  business  under  the  same  name  at  101  Fifth  Ave., 
Mr.  Fischer  has  prepared  an  extensive  line  of  fancy  knit 
goods.    He  is  now  on  the  road  seeing  his  trade. 


Shorter  Garments. 

Repeats  on  light  summer  goods  are  beginning  to  make 
their  appearance.  Some  growing  demand  for  combination 
garments  is  noted.  Manufacturers  of  women's  underwear 
iire  giving  greater  attention  to  trimming  than  ever  be- 
fore, and  it  is  here  that  one  of  the  best  means  towards 
promoting  distinction  in  a  line  is  being  developed.  It 
would  be  somewhat  surprising  if  the  directoire  fashions 
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Prepare   No\\^ 
For  Your   Summer   Sales 


THE 


-■JSm^^ 


is    an    indispensable    item    during   the    dog   days. 

It's  a  light  —  porous  —  self-ventilating  -  perspiration 
absorbing  undergarment  without  an  equal. 

Most  youngsters  wear  them  next  the  skin  when  heavy 
togs  are  tabooed. 

Keeps  kids  cool  as  a  cucumber  and  prevents  catching 
cold. 

Try  a  windowful  of  them  this  summer —  a  small  ad  in 
your  newspaper,  and  put  our  show  cards  where  they'll  be 
seen.      Copy,  cuts  and  cards  from  us  on  request 


Calgary,  Alta. 

W.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macncc  <t  Minnes 

London.  Ont. 
R.  C.  Struthcrs  *  Co. 
Robinson.  I.itllc  A  Co. 

Montreal.  Qae. 
W.  R.  BrorkCn..  I.l.i. 
flault  Bros.  *  (.'o..  Ltd, 
nrtenshiclds.  Ltd. 
Hodgson.  Sumner  A  Co. 
A.  Racine  .V  Co. 
Brophy.  Parsons  .t  Rodden 
Kyle.  Cheeshroueh  A  Co. 
Mclntyre    Son  .t  Co. 
P.  P.  Marlin  A  Co. 
A.  O.  Morin  4  Co. 


Ottawa,  Ont. 

John  M.  (;arlan(l  Son  ,t  Co. 
St.  John,  N.B. 

The  \assie  Co..  I.td. 
Frank  Skinner  ,t  Co. 
Manchester.  Robertson  .V  Allison 
•Scovil  Bros..  I.td. 

Toronto,  Ont. 

John  Macdonald  .1  Co. 
Bealtv.  Kerr  A  \'erncr 
W.  R.  Brock  Co..  I.td. 
fjordon.  Mackay  .1  Co. 
Denton.  Mitchell  <<•  Duncan 

Vancouver,  B.C;. 

1  he  (;aull  Bros.  Co. 

Winnipeg,   Man. 

R.  J.  W  hitia  .<■  Co..  I,ld. 
Robinson,  Little  .*  Co. 


1  Nazarerh7     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


J*<apsB(SSP4 


350  Broadway, 


New   York 


Canadian    Representatives  : — 

E.H.  Walsli&?Co., 

Toronto  and  Montreal 
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Unshrinkable 

ladies.fenllemeni  jt  e^i  Wrens  UniJerwedr 


"^^^^^^^^^J" 


WASHING  ' 
WILL 


REPLACED 


Britannia 

Unshrinliable 
Un(ferwear 


inWeichts Suitable  for auSeasons. 


Ask  any  wholesaler's  salesman,  and  we'll 

leave  the  order  question  to  your 

own  judgment. 

Show  Cards  that  attract  will  he  gladly  sent 
upon  request.      W^e  help  you  sell  Britannia. 

Duncan     Bell     Representative 
Manchester  Building  301  St.  James  St. 

TORONTO  MONTREAL 


^UNSHRINKABLE^ 
r»iox/A  ACOTIA  WOoT^ 


Underwear  Value 

IF  there  is  one  things  more  than  another  in 
which  men  judge  the  standing  of  a  store 

that  sells  men's  wearables  it  is  in  the 
value  of  the  underwear  sold  by  it. 

And  there  is  no  cause  for  wonder,  when 
the  long  and  cold  winters  we  have  are  taken 
into  consideration;  indeed  warm  underwear  is 
as  essential  to  the  Canadian  as  is  food.  For 
this  reason  the  buying  of  underwear  is  a 
matter  that  should  receive  the  greatest  care 
of  buyers. 

If  you  sell  men's  heavy-weight  underwear 
you  will  not  be  doing  your  business  justice 
unless  you  stock  up  on  the  five  lines  Of 
Eureka  Unshrinkable  Underwear.  It  is  un- 
shrinkable through  and  through.  It  fits  well, 
wears  well  and  is  neatly  finished. 

And  we  can  prove  to  you  that  Eureka 
Unshrinkable  Underwear  is  the  best  under- 
wear value  on  the  market. 

Samples  n.vill  be  sent  on  application. 

Nova  Scotia  Knitting  Mills,  Limited 


■—     Eureka,  Nova  Scotia 


did  not  exert  some  influence  in  ladies'  unBerwear.  One  of 
the  concessions  to  the  vogue  is  a  shortening  of  the  gar- 
ment to  accompany  the  long-boned  corset,  thus  facilitatr- 
ing  the  slender  figure.  These  goods  are  being  sold  in  Great 
Britain,  and  English  firms  are,  it  is  stated,  finding  quite 
a  large  sale  for  them  in  Canada. 

Fall  lines  have  now  been  fairly  launched  and  in  some 
sections  very  satisfactory  advance  business  has  been  done. 
The  sweater  coat  is  still  proving  one  of  the  very  attrac- 
tive lines  and  manufacturers  have  not  been  slow  to  endow 
it  with  those  features  which  make  it  all  the  more  adapt- 
able to  stylish  and  serviceable  wear. 


Death  of  Paul  Perrin. 

Paul  Perrin,  one 
nf  llie  most  active 
parhiers  of  the 
firm  of  Perrin, 
Freres  &  Cie.,  the 
famous  <;l()\-e  manu- 
facturers, founded 
iu  IStiO,  died  on 
Saturday,  Feb.  27, 
at  his  Villa  de 
Montfieury,  n  e  a  r 
(irenoble,  France. 
He  was  tio  years  of 
age.  Mr  Perrin  was 
one  of  the  three 
sons  of  the  widow 
who  founded  the 
business,  and  was 
l)orn  at  Nantes,  in 
Rattier;  was  elected 
municipal  councillor  of  Corenc.  then  couuciller  for  the 
eastern   district   of  Grenoble,  since  August,  1904. 

Ho  served  as  lieutenant  throug^hout  the  Franco-Ger- 
man wai',  1869-70,  with  his  brother,  the  lalte  Command- 
ant Magnus  Perrin  au  2nd  d 'Artillerie.  Leaving  the 
army,  he  entered  into  partnership  with  his  three  bro- 
thers, of  whom  Mr.  Valerien  Perrin  alone  survives,  and 
who  with  Mr.  A.  L.  Douillet  his  nephew,  constitutes 
the  firm  of  V.  Perrin  and  Cie.,  of  Grenoble,  the  name  un- 
der which  the   firm  is  now   trading. 

Mr.  Perrin  was  a  true  man  of  the  work  people  and 
was  regarded  as  a  model  master  in  example  and  precept. 
With  signal  success  he  fulfilled  the  various  functions  of 
president  of  the  Union  of  Glove  Manufacturers,  of  arbi- 
trator to  the  Grenoble  Board  of  Trade,  and  of  member 
of  the  Upper  Council  of  Work.  More  than  2,000  people 
attended  the  funeral. 


Cash  Business  in  St.  John,  N.B. 

F.  E.  Kee,  of  F.  W.  Daniel  &  Co.,  Ltd.,  St.  John, 
N.B.,  was  among'  the  eastern  buyers  in  Montreal  last 
month.  Mr.  Kee  spoke  of  the  improved  retail  conditions 
in  his  district,  and  believes  that  their  store's  policy  of 
doing  business  for  cash  is  instrumental  in  securing  for 
them  desirable  business.  The  firm  is  made  up  of  F.  W. 
Daniel,  President,  and  three  active  directors,  F.  E.  Kee, 
who  buys  smallwares,  wash  goods,  and  linens,  B.  H. 
Huestis,  dress  goods,  and  A.  E.  Raymond,  staples.  The 
new  firm  was  formed  about  two  years  ago,  although  the 
store  is  one  of  the  oldest  in  St.  John.  The  store  prem- 
ises are  35x100  feet,  three  storeys  front,  and  two  at  the 
back,  and  besides  general  dry  goods  they  have  extensive 
millinery   and   ready-to-wear  departments. 


PAUL  PERRIN 

One  of  the  most  Active  Partners    of  the 

Firm  of  Perrin,  Freres  &  Cie,  who 

died   February  27th. 
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Ladies*  Fine  swiss  Ribbed  Undcrwear 


We  are  anticipating 
the  wants  of  the  Can- 
adian Merchant,  and 
will    be     ready     to    fill 

Repeat  Orders 

at  short  notice. 


OXFORD  BRAND 


The   Oxford   Knitting  Co.,  Limited 

Woodstock  -  Ontario 


TRADE 


JAEGER  PURE  WOOL 

FOR    IMMEDIATE     DELIVERY 


1     I  1^  /-I  /-v  Y*wrr^^  f*  '"  f'"^  ^"<^  medium  weights  forspringand  summer 


all  sizes  for  men,  women  and  children. 


Neglige  Shirts 

I.Q^f     ^\VG3t'Gf'S     '"  ^^''  colours  and  with  coloured  borders,  selling  from  $4.00  to  $7.00  each. 


Exclusive    designs    in  our    celebrated    Pure    Wool    Cambrics,    Taffetas, 
and  Tussores. 


Fancy 


T  T  ji  I  p     T  T  r\ty  /-\.     ^"""^    Wool    in    new   greens,    tans,    clocked,    embroidered,    and 


striped,  to  sell  50c.  to  $1.25. 


Catalogue  and  Trade  Terms  on  Application  to 


T\T>         TATHr^lnO'Q     SANITARY     CVCT^dV/l    COMPANY 

UK.   J/\CLjijK  O   woollen   o  I  O  1  ClVl  limited 

52  Victoria  Square  -  ........         Montreal 
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Another  WOLSEY  Year 


WOLSEY  Pure  Wool 
Unshrinkable  Underwear 

is  guaranteed  by  the  manufacturers. 

Jobbers  now  showing  Fall  1909  samples. 

WOLSEY   will   be   advertised  more  extensively 
than   ever   this   coming    Fall. 


Tiger  Brand 


TIGER  BRAND. 


The  Leading   Underwear 
For  Men  and  Boys 

All  Weights.  All  Sizes. 

The  Gait  Knitting  Co. 

Limited 

Gait,  Ontario 


Omar  in 

i.  E.  McCluiiK 


Qiuhr 

P.  deGruchy 


Maritimf  Prnfinrft 

J.  A.  Murray 


Gerhardt,  Hanley,  MacKay  Co.,  Limited 

Agen/s 


St.  George  Brand 

Underwear  for  Men 


made  in  various  weights  and  textures 

WOOLNAP 

A  (For  extra  warmth) 

^  Also  bears  the  St.  George  Trademark 

4^  for      your       protection      and     ours. 


THE  HALL-MARK  OF  Registered  No.  '-'62.00.5 

Maximum  Gomtort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and   starting  with  TWO  THREADS 
in   the   TOP,   it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as   it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

TH£  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 
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Pen  -  Angle 
Underwear 


Stock  the  Pen- 
Angle  line  of 
Natural  Wool 
Underwear  and 
you  will  be  re- 
warded with  a 
big  demand. 


An^le 


ATUNSHRINKABLEa^ 


PEN  MANS,  LI  M I  FED,  PARIS,  CAN  ADA  ^^^'■"''^ '^'"■'^ 


Improved  Defiance  Button  Machine 

Make  Your  Own 

COVERED  BUTTONS 


Makes  all  sizes  covered  buttons  from  1  2  to 
60.     Flat,  Half  Ball  or  Ivory  Rim 

PRICE  $7.50 

Including  any  3  of  the  following  sizea :  16,  18,  20,24, 

Patented  30, 36. 

Oct.  25,  1892        Additional    Dies   and    Cutter   from    12  to  36.  $2.00 
per  set.     38  to  60,  $3.00  per  set. 

Set  includes  Die  and  Cutter. 
Send  for  Catalogue. 

DEFIANCE  BUTTON  MACHINE  CO. 

53  EAST  8th  ST.,  NEW  YORK 


Joint  Deposit   Accounts 

are  a  special  convenience  arranged  for  customers  of 
THE  METROPOLITAN  BANK.  Money  can  be 
deposited  or  withdrawn  by  husband  or  wife.  Partic- 
ularly valuable    for   farmers  and     town   residents. 

Money    Orders    and    Dratts     sold     at     lowest     rates. 
Farmer's     Sale     notes    collected     and   advances   made 

thereon. 
SAVINGS  DEPARTMENT-$1.00  or  more  opens  an 

account,    interest  allowed  from    date  of  deposit. 
You   may    deposit     or     withdraw     money     by      mail. 

The   Metropolitan  Bank 


Capital  Paid  Up  : 
$1,000,000 


Reserve  Fund  and) 
Undivided    Profits  I 


$1,277,404,49 


SOUTHALLS' 

SANITARY  TOWELS 

FOR  LADIES-The  ORIGINAL  and  BEST. 

SOUTHALL'S  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and    Other   Sanitary    Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,        TORONTO 


British  America  Assurance  Company 

A.  D.  1833 

FIRE  &   MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  VicePresideni 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,    E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NichoUs,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W,  B.  Meikle,  General  Manager!  P.  H.  Sims,  Secretary 

CAPITAL        .......  $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29.833,820.96 


Tasbion  £nu 


vwvw%ww 


TO   OUR    READERS 

The  Review  uses  monthly  in 
its  reading  columns  late  fashion 
cuts  vi^hich  we  secure  from  the  old 
and    new  worlds. 

These  are  only  used  once  by 
us,  and  we  offer  these  cuts  to  our 
supporters  for  their  advertising 
work  at  the  following  low  rates  : 

8  cents  oer  square  inch  (or  half-tones 
4 '       "    "    zinc  etchings 

Only  the  originals  will  be  sold. 

When  ordering  please  mention 
page  and  month  of  the  Review  in 
which  the  cut  appeared. 


Address 


MONTREAL 
232  McGill  Street 


TORONTO 
10  Front  St.  East 
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Pointers  of  Practical  Value  to  the  Salesman 


Ability  to  Suggest  Often  Nails  Large  Orders. 

TllH  ABILITY  to  suggest  and  to  demonstrate  is 
(iiie  (if  the  most  useful  constituents  in  a  sales- 
niau'.s  resourcefulness.  Often  has  it  been  the 
means  of  nailing  an  order  which  was  in  danger 
of  going  to  the  other  fellow.  M  the  critical  moment 
the  skilful  salesman  will  find  that,  in  a  great  many  cases, 
tiie  customer's  mind  is  still  open  to  conviction  and  he 
frequently  finds  it  possible,  as  the  result  of  his  thor- 
ough knowledge  of  the  departmenit  in  which  he  is  engag- 
ed to  throw  out  a  hint  which  proves  to  be  tlie  final  word 
in  decision.  This  happy  faculty  was  recently  illustrated 
in  one  of  the  large  city  stores.  A  particularly  large  con- 
tract was  to  be  let  for  house  furnishings.  To  one  of  the 
curtain  departments  the  pers(ni  entrusted  wiili  arrange- 
ments went  with  the  o1).ject  merely  of  looking  over  tlie 
goods.  The  salesman  was  a  bright  fellow,  knew  s(une- 
thing  about  ai't,  and  when  the  dimensions  of  a  particularly 
large  jjiece  of  business  dawned  upon  him,  he  got  busy. 
Hastily  sketching  a  design  for  window  draping,  lie  out- 
lined suggestion  after  suggestion  until  the  prospective  cus- 
tomer found  herself  discussing  relative  prices,  and  final- 
ly gave  her  order  based  on  one  of  tiie  designs  which  the 
salesman  had  drafted.  It  was  but  a  rude  outline  on  a 
piece  of  wrapping  paper,  bu't  it  gave  the  customer  an 
idea  which  probably  had  never  entered  hev  mind  before 
and  Avhicli  at  the  same  time  convinced  her  that  the  sales- 
man knew  his  business. 

Giving  Young  Salesmen  an  Opportunity. 

J.  C.  Irwin,  one  of  Barrie's  successful  dry  goods 
merchants,  believes  that  the  proper  way  in  which  to  de- 
\eh)i>  a  young  salesman  is  to  introduce  him  to  responsi- 
bility at  as  early  a  stage  as  possible.  "Probably  bdtter 
results  would  be  obtained,"  said  he,  "if  merchants,  see- 
ing good  material  in  a  man,  would  not  confine  his  growth 
to  certain  limits.  We  are  too  prone  to  check  a  man  at 
tiiat  stage  in  his  career  when  we  feel  he  is  earning  all 
we  can  pay  him.  He  gains  the  impression  thalt  there  is 
nothing  more  ahead  of  him  there,  and  so  he  moves.  Tlie 
right  kind  of  material  is  not  any  too  plentiful,  and  it  is 
my  opinion  that  by  enlarging  their  opportunities,  such 
as  affording  them  a  chance  to  familiarize  themselves  with 
the  buying  end  or  in  taking  charge  of  a  backward  de- 
partment, the  executive  side  of  iiis  nature  would  bo  de- 
veloped and  we  would  in  time  find  that  man  a  decided 
asset    to   our  business." 

Make  the  Customer  Subject  of  Special  Study. 

Of  the  importance  of  studying  one's  constituents 
there  can  be  no  (juestion.  The  salesman  who  is  repeat- 
edly rubbing  his  customers  tiie  wrong  wia,y  is  not  in  the 
riglit  place.  On  the  other  hand,  there  are  instances 
which  go  to  show  remarkably  good  sales  records  have 
been  made  by  some  men  who,  while  not  altogether  at- 
tractive in  appearance  or  temperament,  li^aid  that  some- 
times inexplicable  power  of  creating  a  good  impression. 
A  case  wbieh  would  almost  prove  that  the  most  unlikely 
proposition  has  some  encouraging  point  of  contact  was 
cited  recently  by  a  former  representative  of  a  large 
manufacturer  of  cash  registers.  Local  agents  had  fallen 
down  in  their  efforts  to  place  one  of  these  machines  in 
a  store  which,  while  doing  a  good  business,  had  at  its 
head  ?,  maii  who  considered  that  the  ordinary  cash  draw- 


er with  its  wooden  bowls  was  good  enough  for  him.  Tlie 
agent  decided  to  make  a  special  study  of  the  case.  He 
was  taken  around  and  duly  introduced  by  the  local  agent. 
No  reference  was  made  to  cash  registers.  The  new  man 
on  the  projxisition,  however,  saw  in  a  glass  case  behind 
the  counter  a  particularly  fine  fish  mounted.  He  im- 
mediately concluded  that  the  man  was  an  angler.  "That's 
a  particularly  fine  perch  you  have  lliere."  remarked  the 
agent.  i)ointing  to  the  fish.  "That's  not  ,a  perch,"  re- 
plied the  man,  with  an  aii-  of  disgust,  "that's  a  mas- 
kiiionge."  It  was  just  what  the  salesman  wanted — some- 
thing to  talk  about — and  while  he  didn't  know  as  much 
about  the  piscatorial  tribe  as  he  did  of  cash  registers,  he 
recognized  that,  with  the  old  man,  Hsh  were  always  good 
malerial  for  conversation.  They  talked  of  boyhood  days, 
(jf  plieiioinenal  catches,  and  of  good  fishing  holes  and 
finally  within  a  few  days,  the  t'wo  men  went  off  on  an 
expedition  l)y  themselves.  "By  the  waA","  remarked  the 
merchant  one  day,  "what's  this  machine  that  your  man 
has  l)een  fussing  around  al)out'?"  That  ojiened  llie  way 
nicely  and  it  was  not  many  days  before  the  finest  cash 
register  in  the  land  wa,s  installed  in  that  store  and  a  last- 
ing friendship  had  sprung  up  between  the  salesman  and 
his  customer. 

The  Importance  of  Co-operation. 

A  man  who  sets  out  to  accomplish  a  thing  succeeds 
because  he  lives  it,  eats  it.  sleeps  it.  dreams  it,  and  builds 
air  castles  about  it.  This  was  the  thought  which  F.  B. 
Silverwood  gave  to  the  employes  of  his  Los  Angeles 
siiu-e  ill  a  recent  address.  It  lakes  less  time  to  learn  to 
do  a  thing  right  than  to  explain  why  you  did  it  wi^nig. 
was  the  observation  with  which  lie  emphasized  the  im- 
jtortance  of  thoroughness  in  salesmen.  He  added: — 
"When  a  man  asks  you  for  an  18  shirt  or  a  IG  pa- 
jama  oi-  a  101/2  sock,  never  substitute  the  size.  Miss  the 
sH.le  first  and  don't  take  it  for  granted  the  size  is  riglit 
because  the  box  is  marked  IcS  or  Iti  or  KM  2'.  Look  at 
the  article  itself.  The  loss  of  at  least  ten  good  custom- 
ers can  be  traced  to  the  direct  cause  of  being  given  the 
wrong  size.  During  the  past  year  I  personally  know  of 
four  or  five  customers  who  left  us  in  disgust  because 
their  goods  were  noit  delivered  as  ordered.  If  a  man  asks 
you  to  have  tbat  shirt,  hat  or  suit  at  his  home  at  6  o'clock, 
have  it  there  if  you  have  to  take  it  yourself,  or  send  me 
with  it.  Xone  of  us  is  too  proud  to  deliver  a  package 
in  an  emergency  case,  aaid  'I  forgot'  never  did  nor  never 
will  fatten  a  pay  envelope.  The  man  who  gets  results 
need  not  worry  about  the  glory.  Excuses  do  not  go  in 
this  age.  I  want  it  said  that  the  Silverwood  stores  are 
the  best  ccniducied  stores  on  earth.  We  are  just  emerg- 
ing from  a  panic.  The  prospects  for  a  revival  of  busi- 
ness are  good.  You  boys  have  good  positions.  We  are 
paying  you  all  we  can,  but  we  want  to  pay  you  more. 
The  more  business  you  do,  tlie  more  you  make  for  us  both, 
SI)  let  us  line  up  shoulder  to  shoulder  a,nd  make  1900  a 
record  brea,ker.  .lust  one  more  thought.  I  want  the 
]>ublic  to  not  only  feel,  but  know,  that  the  Silverwood 
stores  are  honest  stores  and  the  Silverwood  salesmen  are 
honest,  truthful  and  gentlemanly  salesmen,  whether  they 
trade  with  us  or  not."  There  is  a  -Avealth  of  thought 
in  this  inspiring  little  speech,  not  only  for  the  salesmen, 
but  likewise  for  managers.  The  keynote  is  co-operation 
throughout  the  entire  staff,  la.nd  an  interest  in  responsi- 
bility extending  beyond  mere  pay-envelope  expecta- 
tions. 
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The  Brand  that  Qualifies  the 
Standard  of  Furs 

Oi/r  streng;t/i  mi^ht  prove  our  weakness  were  we  content  to  trade 
upon  the  good  repiitatmi  earned,  but  we  only  carry  with  us  the  hejie- 
fit  of  the  experience  gained  during  57  years  of  successful  competition. 

Among  the  Special  Lines  our  Travelers  are  now  Showing  are: 


Ladies'  Fur  Mantles 

38,  46  and  50  inches,  semi  and 
quarter  fitting,  in  Persian  Lamb, 
Muskrat,  Poney,  Near  Seal,  Baltic 
Seal. 


Ladies'  Neck^vear 
and  Muffs 

All  the  good  staple  styles  and  many 
novelties    in  all  classes  of   Furs 
The  natural  animal  effects  are  par- 
ticularly striking. 

Men's  Fur-Lined  Coats 


Ladies'  Cloth 
Fur-Lined  Cloaks 

448  combinations  of  collars  and 
linings,  4  grades  of  cloth  and  6 
shades  in  each    grade — 13   styles. 


Every    line    shown    is    made     in    our    own    factory. 
Our  large  facilities  ensure  right  workmanship  and  value. 

WE  WILL  GLADLY  PUT  YOU  IN  TOUCH   WITH  OUR  REPRE- 
SENTATIVE IN  YOUR  TERRITORY-WE  COVER  ALL  CANADA. 

L.  GNAEDINGER,  SON  &  CO. 


90-92-94  ST.  PETER  STREET 


MONTREAL 


Flease  mention  The  Review  to  Advertisers  and  Their   Traveler^ 


Higher   Fur  Prices  Cause  Activity  in  Better  Grades 

Fall  Samples  are  Meeting  With   Favor   and  There  is  Very  Promising 
Outlook  —  Novelty    in  Styles    is    Assisting  in  Increase    of   Demand. 


FT'R  TKA^'ELERS  who  have  been  on  the  road  for  a 
few  weeks  are  enthusiastic  regarding'  the  pros- 
pects for  1909-1910  business.  The  new  samiDles 
are  meeting  with  favor  and  early  orders  indicate 
good  business.  Orders  already  placed  are  for  fair  quanti- 
ties and  a  good'featnre  is  the  amount  of  high-grade  furs 
taken.  Evidently  the  high  prices  seem  to  be  in  favor 
of  high-class  furs,  as  many  buyers  learning  the  high  prices 
demanded  for  the  cheaper  grades,  prefer  to  pay  a  little 
more  and  get  the  real  article.  This  is  satisfactory  to  all 
concerned  as  the  high  class  goods  give  satisfaction  to 
I  lie  customer,  and  this  adds  to  the  standing  of  the  re- 
tailer as   a   fur  dealer. 

The  West  seems  to  be  starting  the  season  well.  Early 
orders  from  western  sections  are  satisfactory  and  the 
high-class  goods  are  in  demand. 

Novelties  in  styles  are  helping  to  in- 
crease the  demand  fVr  furs  for  the 
next   season. 


Fur  Neckwear  and  Muff?. 

Tile  trade  in  general  seems  inclined 
to  faviir  the  novelties  in  neckwear  shuwn 
[\iv  Fall  li'ade.  The  small  rutfs,  some 
in  (iil)son  collar  et't'ei-ts,  others  a  straight 
banil  either  with  or  witlunit  tabs,  are 
vei-y  attractive,  and  the  small  amount 
of  I'ur  retpiired  in  each  brings  the  price 
of  even  high-]iriccd  furs  within  the  range 
of  the  ordinary  purse.  These  small 
pieces  slnin.ld  be  profitable  for  fur  de- 
pai'lnients  to  handle.  They  can  be  s.ild 
at  a  small  price  and  yet  pay  a  good  i)ii)- 
lit.  They  a.lso  make  a  good  showing  in  a 
department. 

Throw-over  ties  are  in  good  request, 
and  stoles  are  doing  well.  In  almost 
every  fur  piece  the  animal  effect  is  seen, 
even   in    the  small   ruffs. 

The  new  muff  styles  fav(n-  active  .sales. 
They  are  very  elaborate  in  most  in- 
stances, tlie  rug  or  saddle  muff,  witli 
sliiri'ed  lining,  being  a  fa.vorile  style. 
For  the  ])lain  unt  rimmed  styles  the 
s(|uni'e  oi-  oblong  ])illow  muff  is  pnpular. 
In  niulTs.  as  well  as  neckwear,  animal 
effects  are  iMominent. 
4, 

Ladies'  Fur  Cloaks. 

l^adies'  long  fur  cloaks  arc  doing  well, 
and  the  samples  for  the  season  1909-1910 
are  meeting  with  marked  favor.  It  is 
believed  t'hat  these  will  increase  in 
popularity  as  the  season  advances.  Musk- 
rat  and  electric  seal  are  the  furs  prin- 
cipally used  for  'these  long  cloaks,  and 
there  is  a  growing  demand  for  Russian 
pony.  The  majority  are  very  loose,  but 
there  is  a  showing  in  the  Fall  range  of 
a  semi-fitting  style,  which  is  meeting  with 
marked  favor  in  the  United  States,  and 
which  will  sell  to  some  extent  for  city 


shadow   the  Direetoire  styles  which   will  probably  be   de- 
veloped   later   in    fur  garments. 


Ladies'  Fur-lined  Cloaks. 

Indications  for  Fall,  judging  b^'  first  orders,  are  that 
even  more  fur-lined  garments  will  be  in  demand  than 
ever  before.  Fall  lines  are  very  dsirable,  and  tiie  new 
semi-fitting  coats  should  do  well  with  the  trade.  There 
is  a  call  for  loose  garments,  l)ut  fashion  favors  the  semi- 
Ht'ling.  Muskrat  is  used  almost  entirely  for  linings. 
Shells  are  trimmed  in  many  cases  witJi  self  strappings. 
The  principal  colors  are  black,  navy,  and  brown,  with 
an  occasional  call  for  green,  taupe,  etc. 


ll-ade   in    Canada,      These  ^g-annentS   fore-       Two  New  Fur-Iined  Cloak  styles-Manufactured  by  L.  Cnaedinger,  Son  &  Co.,  Montreal. 
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Be  Specific  in  Ordering. 

Soiiio  iiKiiiii I'iicl iircrs  eoini)laiii  of  the  confusion  often 
cnusod  ))>■  nniil  oi-  wire  orders  from  retailers  for  fur  coats 
or  fur-lined  crnls.  not  speeifyinj;'  whether  for  men  or 
ladies.  When  an  order  is  received  f(u-  a  fur  coat  or  fur- 
lined  ciiat,  llic  nianufaelurer  naturallv'  eonoludes  that  it 
is  ai  man's  coal  thai  is  wauled.  'I'o  do  away  willi  this 
confusion,  rclailers.  in  ordei'in.n'  coats,  should  specify 
whclhcr  it  is  men  's  coais  or  hidics '  clo.aks  I  ha  I  .ii'e  waiiieil. 


particular  line  left  over  from  last  season,  or  halving- 
hought  raw  furs  befoi'e  the  advance.  Still  others  use 
cerlain   lines  as  a  leader,  and   put    the  [irice  at    about    ccst 


Indicalions   \^o\n[    lo   an 

increasinu'   dcniand    foi- 

I'nr-lined   ii-arinenls. 

'i'lie    principal      colors 

are     black,      navy    and 

brown,    willi    an    occasional 
elc. 

call    f(M'    sreen.    taupe, 

The  Advance  m  Prices. 

HelailiTs    now    forcibly    realize    thai    e\'ery    fur   ai'ticle 
is  worth   inoic   nioney  for  deliverv  next    season.  TTowever, 


Elaborate  set  of  Mink  Furs,  showing  the  New 

Large  Muff  —  Manufactured  by  Boulter, 

Waugh,  &  Co.,  Ltd.,  Montreal. 

this  is  tempered  by  individual  offerings  and  there  are 
certain  lines  of  a  range  of  furs  on  the  road  at  about  old 
prices.     This  is  accounted  for  by  such  firms  having  that 


Vm/ 


Real   Ermine  Set,  showing  Small  Tie,  with 

High  Ruching— Manufactured  by  Boulter, 

Waugh  &  Co.,  Ltd.,   Montreal, 

of  production.  In  the  aggregate,  however,  a  thorough 
inspection  of  a.ny  line  of  fur  samples  proves  that  ad- 
vances must  be  asked.  Where  furs  are  offered  at  very 
low  prices  it  is  always  well  to  make  sure  that  they  are 
not  imitations,  such  as  sable-dyed  coon  in  the  guise  of 
Alaska  sable. 

The  consignment  evil,  and  exceptional  discounts,  are 
not  heard  of  to  any  extent  this  year.  Manufacturers 
have  learnt  their  lesson. 

Handsome  New  Fur  Emporium. 

The  new  retail  fur  store  of  Messrs.  Chas.  Desjardins 
&  Co.,  at  130  St.   Denis   Street.  Montreal,   is  one   of  the 
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most  luxurious  in  the  trade,  and  is  said  to  be  the  largest 
of  its  kind  in  Canada.  This  firm,  which  has  been  in  busi- 
ness since  1877,  formerly  occupied  premises  at  485  St. 
Catherine   Street   East. 

The  new  building-,  wliii-li  has  a  frontage  of  90  feet, 
with  a  depth  of  268  feet,  presents  a  striking  appearance, 
(iwing  to  tiie  spacious  show  windows  on  either  side  of 
the  entrance.  The  window  at  the  left  is  devoted  to  men 's 
hats,  and  the  right  to  a  wide  variety  of  furs.  The  store 
comi:)rises  three  storeys,  the  two  upper  storeys  being  in  the 
form  of  wide  balconies.  The  interior  is  finished  in  white, 
and  the  rich  carpets,  and  fur  upholstered  sofas  and  chairs, 
combined  with  the  simple  interior  design,  present  a  most 
attraictive  appearance. 

The  ground  floor  is  devoted  to  the  hat  department, 
and  to  the  raw  and  unmanufactured  furs.  Broad  stair- 
cases lead  up  to  the  first  balcony,  where  the  manufac- 
tured furs  are  located.  Supporting  the  balconies  are  two 
i-invs  of  square  i)illars,  and  arouiul  two  rows  of  these  pil- 
hirs  are  glass  show  cases,  about  five  feet  in  height,  for 
the  display  of  white  furs  and  small  fur  pieces.  Similar 
show  cases  on  the  ground  floor  are  used  for  the  display 
of  men's  hats.  Numerous  tables  and  figures  are  used 
for  showing  furs,  and  fixtures  for  the  keeping  of  furs 
are  ranged  on  both  sides  the  entire  length  of  the  store. 
The  office  of  Mr.  Langlois,  the  manager,  is  also  on  this 
floor. 

The  third  balcony  is  devoted  to  manufacturing  pur- 
poses, and  the  l)uilding  is  supplied  with  adequate  lire 
protection. 
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News  of  Fur  Dealers. 

Messrs.  Alex.  Nelson  &  Co.,  retail  furriers,  are  closing 
their  down-to'wn  store  at  304  Notre  Dame  Street,  West, 
Montreal,  the  first  of  May.  and  will  occupy  the  store  at 
380  St.  Catherine  Street  only.  This  store  will  be  con- 
siderablj-  enlarged  and  improved  for  the  accommodation 
of  the  increased  business. 

Chas.  Desjardins,  of  the  firm  of  Chas.  Desjardiiis  & 
Co.,  Montreal,  is  in  Europe  on  his  annual  visit  to  Euro- 
pean fur  markets.  Mr.  Desjardins"  trip  will  take  in  the 
sales  at  Moscow  and  Nijni,  also  the  leading  fur  houses 
of  London,  Paris  and  Leipsie.  Mr.  Desjardins'  visit  to 
Europe  is  of  special  interest  this  year,  in  view  of  the 
fact  that  he  is  gathering  the  stock  for  t'he  firm's  new  fur 
emporium  on  St.  Denis  Street,  which  is  claimed  to  be  the 
largest  of  its  kind  in  the  Dominion.  Mr.  Desjardins  will 
return  by  way  of  southern  France,  intending  to  make  a 
pilgrimage  to  the  shrine  of  Notre  Dame  de  Lourdes. 


Increased  prices  seem  to  be  creating  a  demand 
for  the  better  goods.  This  is  regarded  as  a  satis- 
factory condition  from  every  jjoint   of  view. 

It  is  apparent  that  style  novelty  is  having  a 
tendency  to  improve  the  fur  demand  for  next  sea- 
son. 


Failure  of  Fred  &  Co. 

The  failure  of  M.  Fred  &  Co.,  Winnipeg-,  fur  dealers, 
took  place  last  month,  the  amount  of  the  liabilities  be- 
ing- given  as  about  $65,000,  and  the  assets  insufficient  to 
pay  the  assignee.  Shortly  before  the  failure  was  an- 
nounced the  firm  is  said  to  have  secured  a  large  amount 


Well  matched  Muskrat  Coat,  showing:  con- 
tinuous stripe.  Six  nine-hour  days  -work  of 
an  expert  cutter  was  necessary  and  two  and  a 
half  days  to  sew  the  skins.  Four  thousand 
yards  of  thread  -were  used  and  eighty  skins 
The  coat  is  semi-fitting  and  shows  the  new 
ripple  back.  Manufactured  by  L.  Gnaedinger, 
Son  &  Co..  Montreal. 

of  furs,  representing  that  they  were  worth  $20,000  or 
$25,000.  On  the  strength  of  this  the  creditors  thought 
it  advisable  to  have  Mr.  Fred  arrested  on  a  charge  of 
obtaining  goods  under  false  pretenses.  As  a  result  of 
the  trial,  the  judge  pronounced  a  sentence  of  a  fine  of 
$700,  or  in  default  of  payment  of  the  fine,  imprisonment 
for  one  year.  The  judge  stated  that  this  light  sentence 
was  due  to  the  fact  that  the  court  had  been  asked  to 
be  lenient   on  account  of  his  family.    This  judgment  did 
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not  prove  sat islactoiy  to  the  ci editors,  and  as  a  result 
further  charj^os  ag-ainst  him  will  be  made  in  the  near 
future. 


How  to  Select  Furs. 

'I'he  majorit.\'  of  customers  in  purchasing-  furs  lely 
almost  entirely  upon  the  word  of  the  salesman  as  to 
the  quality  of  tiie  fui-,  as  very  few  understand  the  dif- 
ference in  grades.  If  a  reliable  dealer  assures  a  customer 
that  a  certain  i)iece  of  fur  is  good  value,  this  is  suf- 
ficient. With  this  in  view,  the  retailer  who  wishes  to 
maintain  a  favoiable  standing  as  a  fur  dealer  must  lie 
able   to  judge  fui'   values  for  himself. 

Theie  are  seveial  things  to  be  taken  into  considera- 
tion in  grading  furs.  One  is  the  pelt,  the  wearing 
t|ualities  of  which  must  be  considered.  The  skin  should 
be  pliable,  when  at  its  l)est .  This  will  depend  upon  the 
cui'ing  of  the  raw  pelt.  The  fresh  skins  are  siiuply  salt- 
ed by  the  trappers  until  they  have  sui'licient  to  take  to 
the  trading  stations.  This  is  where  trouble  often  arises, 
for  if  the  skins  are  held  too  long  the  hair  becomes  loose 
and  falls  out  when  the  fur  is  worn.  An  excess  of  fat 
left  on  the  skin  will  cause  a  decay  to  set  in  which  will 
ultimately  cause  the  skin  to  crack.  When  this  happens 
there  is  really  nothing  which  can  be  done  to  prevent  it. 
To  make  sure  that  the  skin  is  soft  and  pliable,  and 
that  there  is  no  danger  of  cracking,  the  buyer  can  pinch 
ui)  the  skin,  which  will  show  him  its  condition. 

Another  consideration  is  the  fur  itself,  the  texture 
and  thickness  of  which  depends  upon  the  time  of  the  year 
when  taken.  I'elts  taken  in  the  Fall  are  not  so  thick 
nor  glossy  as  those  taken  in  the  latter  part  of  the  Win- 
ter, owing  to  the  fact  that  all  animals  shed  their  fur 
in  the  Summer,  and  as  a  result  the  fur  is  not  at  its 
best  until  several  months  have  passed.  The  buyer  can 
judge  when  a  pelt  was  taken  by  the  density  of  the  hair 
and  by  the  degree  of  glossiness  and   softness. 

Occasionally  fur  garments  which  are  guaranteed  genu- 
ine and  of  excellent  quality,  are  sold  at  a  remarkably 
low  figure.  The  ordinary  purchaser  will  not  discover 
that  this  is  due  to  piecing,  but  the  fur  buyer  should  l)e 
able  to  readily  detect  the  seams  by  close  scrutiny. 

Imperfect  dyeing  is  another  thing  which  deti'acts 
from  the  quality  of  furs.  What  is  known  as  burnt  furs 
are  furs  which  have  been  overdyed,  the  hair  of  which 
will  become  rusty  and  fall  out.  There  are  means  by 
which  such  fuis  can  be  temi)orarily  restored  to  their 
natural  silkiness.  Bad  dyeing  may  be  detected  by 
breathing  into  the  fur  until  it  becomes  slightly  moist, 
and  rubbing  it  with  a  white  cloth.  If  the  color  comes 
off  to  an  unreasonable  extent  the  dyeing  is  not  what  it 
should  be.  All  black  furs  are  dyed,  and  as  it  is  almost 
impossible,  even  at  the  best,  to  make  the  color  abso- 
lutely fast,  it  really  depends  upon  how  much  color  comes 
off    whether    the    dyeing    will    prove    satisfactory    or    not. 


Large  Clothing  House  for  Glace  Bay. 

At  a  meeting  held  recently  in  Sydney,  N.S.,  a  com- 
pany was  organized  and  incorporated  to  he  known  as 
"Brasbie's  Limited."  The  company  is  capitalized  at 
one  hundred  thousand  dollars  for  the  purpose  of  carrying 
on  a  clothing  and  men's  outfitting  business  in  Glace  Bav, 
Sydney  Mines  and  a  number  of  other  large  centres  in 
Nova  Scotia.  The  following- officers  were  elected  :  W.  H. 
Btt'asbie,  president ;  G.  A.  R.  Rowling's,  vice-presfdent ;  D. 
X.  McDonald,  sec.-treas.  Mr.  Brasbit  is  general  manager, 
Mr.  McDonald,  manager  for  Glace  Bay,  and  W.  G.  Good- 
win, manager  of  the  Sydney  Mines  store. 


You  Will  Soon 

be 

BUYING 

Your 

FURS 

for  Next  Fall 


Our  travelers  are  now  out 

with    a    very    fine 

range   of    samples 

which  we  would 

be    pleased 

To  have  you  inspect  and 

with    which    we    feel 

sure  we  can  secure 

at  least  a  good 

portion   of 

your  trade. 

These  goods  are  sellers.   Don't  fail 

to  see  this  line.     Drop  us 

a  card  if  you  are 

not  on  our 

list. 

Swift,  Copland  &  Co. 

517-525  St.  Paul  Street, 
MONTREAL 
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Dry  Goods  Review 


Trade  Inquiries, 


During  ,the  month  of  March  the  following  enquiries  were  made 
rtlating  to  Canadian  trade.  The  names  of  the  firms  making  these 
enquiries,  with  their  addresses,  may  be  obtained  by  those  specially 
interested  in  the  respective  commodities,  upon  application  to  "Trade 
Inquiries  Branch,  The  Department  of  Trade  and  Commerce,  Ottawa." 
The   reference    number   should    be    quoted   in   all   cases  : — 

230.  A  Duiuk'e  firm  manufacUiriiig  jute  good-s  of  all 
descriptions  i.s  prepared  to  appoint  representatives  in 
.Montreal,  Toronto,  London,  Hamilton  and  Winnipeg. 

255.  A  resident  of  Jersey  Side,  Plaeentia,  Nfld.,  de- 
sires to  represent  Canadian  lirms  wishing  to  do  bvisiness 
in  Newfoundland. 

206.  .V  French  firm  would  like  to  appoint  good  repre- 
sentatives in  t'anada,  for  tlie  sale  of  sponges  and  chamois. 

208.  A  firm  in  Lyons,  manufacturing  laces  and  em- 
broideries would  like  to  iiave  an,  agency  in  Canada. 

226.  A  London  firm,  manufacturing  a  new  patent 
cloth,  wish  to  have  it  introduced  into  the  Dominion  of 
Canada,  and  are  prepared  to  appoint  an  experienced  Can- 
adian resident  agent  for  that  purpose. 

298.  A  London  firm  seek  suitable  Canadian  agents  for 
the  sale  of  two  special  preparations  for  cleaning  cloth  and 
also  leather  gloves  and  silk. 

341.  A  London  firm  seek  a  first-class  agent  in  British 
Columbia  for  the  sale  of  silk  and  other  linings  and  tail- 
ors' trimmings. 

328.  A  Yorkshire  firm  of  woolen  manufacturers  and 
shippers,  established  1859,  will  consider  applications  from 
well-recommended  houses  in  Montreal,  Toronto,  Halifax, 
Winnipeg  and  Vancouver,  to  actively  represent  their  in- 
terests for  the  sale  of  worsted  fabrics  and  manufactures, 
dress  goods,  astrachans,  Italian  cloths,  woolen  cloths,  etc. 


323.  A  St.  Lucia  dry  goods  firm  wishes  to  hear  from 
Canadian  firms  manufacturing  boots  and  shoes,  coisets 
and  umbrellas. 

319.  Canadian  firms  -ixporting  dry  goods  are  invited 
to  correspond  with  a  well  established  dry  goods  firm  in 
Dominica. 

309.  A  St.  Kitts  firm  of  dry  goods  dealers  wishes  to 
hear  from  Canadian  manufacturers  of  boots  and  shoes. 


Small  Parcel  Rate. 

A  Collingwood  merchant  to  whom  the  Review  re- 
cently wrote  for  an  opinion  upon  the  express  rate  pro- 
blem and  a  description  of  local  conditions,  ireplies  as 
follows  : 

"We  have  a  great  many  small  parcels  that  come  by 
express,  and  the  rates  have  certainly  been  a  source  of 
trouble  between  the  merchant  and  ourselves  times  too 
numerous  to  mention,  as  the  rates  they  charge  are 
sometimes  away  out  of  proportion  with  the  size  of  the 
parcel. 

"We  think  tJicre  should  be  a  special  small  parcel  rate 
to  take  the  place  of  the  charge  of  10c  or  50c  on  the 
little  fellow — that  being  the  rate  at  which  they  carry  par- 
eels  nuK'li  larger.  We  have  no  chance  in  a  great  many 
cases  to   charge  express  on  the  smaller  parcels. 

"In  our  opinion  the  express  comi)anies  would  make 
considerably  more  business  for  themselves  if  they  were 
to  give  the  country,  or  especially  the  merchants,  a  spec- 
ial .small  parcel  rate.  What  we  ask  is  a  more  libeial 
treatment  in  rates. 

"Mr.  Ivey  spoke  particularly  on  this  point  in  Mon- 
treal, as  he  knows  the  small  parcel  trouble,  and  is  put- 
ting up   a  good  fight  for  the  merchants." 


TRADE        MARK 


RCSISTIftED 


Musk  Ox 

Brands  Furs 

Are  Your  Safeguard 


Your  criticism   of  1909  - 1910 
Fur  Samples  is  invited. 

l^ont  wait.     Get  o?i  our  calling  list.      The  following 
capable  representatives  are  glad  to  show  you  samples. 


REPRESENTATIVES 


H.  A.  Anderson.  Maritime  Pro\'inces 

V.  B.  Pelltier,  Quebec 

O.  M.  Kerr,  East  Ontario 

I'.  I).  Cliisholm.  Central  Ontario 

A.  A.  Alexander.  Ontario,  west  of  Toronto 

R.  j.  Morrison,  Alberta 


Walter  (;.  Helleur.  Quebec 

J.  M.  E^  (;odin.  Montreal 

H-  W.  Horsfall.  Ottawa  and  Northern  Ontario 

George  \V.  Mills.  North  of  Toronto 

R.  C.  Lawrence,  Mauitolia  and  Saskatchewan 

R.  L.  Tavlor.  British  Columbia 


BOULTER,  WAUGH  &  CO.,  LTD. 


CANADA'S  FURRIERS,  ESTABLISHED  40  YEARS 

491-493-495  St.  Paul  St.  57  St.  Peter  St. 


MONTREAL 
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Dry  Goods  as  an  Index  to  the  Condition  of  the  Country 

Opinions  Give  Premier  Position  to  Iron  and  Steel  —  Agriculture  also 
Entitled  to  Some  Consideration— One  Authority  Considers  Dry  Goods 
as    Somewhat    of    a    Weather    Barometer  —  Opinions    of    Merchants. 


WHICH    is  the  better  index  to  the  general    condi- 
tion of  the  country — dry  goods,  or  iron  and 
steel  f    This    has    practically    been    the    sub- 
ject   of    a    discussion    which    the    New    York 
Herald  has  recently  been  conducting  and  which  developed 
a   great  variety  of  opinions  all  of  which  seemingly     had 
some  claim  upon  serious  consideration. 

During  the  past  few  days  the  Review  has  been  put- 
ting this  same  question  to  representative  drygoodsmen, 
and  while  the  result  gives  first  position  to  the  iron  and 
steel  industry,  due  weight  is  given  to  the  standing  of 
dry  goods  in  relation  to  that  great  regulator  of  all  en- 
terprise— the  law  of  supply  and  demand.  The  general 
opinion  was  that  the  agriculturalist  should  be  given  a 
prominent  place  in  the  argument  since  his  is  one  of  the 
country's  basis  industries  and  always  the  first  to  be 
considered. 

Importance  of   Dry  Goods. 

"Assuredly  iron  and  steel  industries  are  very  impor- 
tant to  Canada,"  said  Leslie  Gault  of  the  Gault  Bros. 
Co.,  Montreal,  "but  dry  goods,  in  its  general  sense,  is 
equally  so.  As  far  as  trade  barometers  are  concerned, 
all  industries  seem  equally  affected.  If  the  dry  goods 
trade  is  good,  so  are  other  lines,  and  if  iron  and  steel 
industries  are  busy,  the  dry  goods  trade  is  active.  Iron 
and  steel  trade  make  for  our  mills  and  factories,  and 
they  in  turn  depend  upon  the  population  at  large.  How- 
ever, there  is  this  to  be  considered  :  that  the  demand  for 
dry  goods  affects  practically  every  one,  more  directly 
than  iron  and  steel.  Iron  and  steel  industries  are  dis- 
cussed as  a  trade  barometer  more  than  the  dry  goods 
trade,  but  this  does  not  necessarily  mean  that  dry  goods 
is  not  equally  as  important." 

All  Claim  First  Plnce. 

"It  would  be  a  dif3Bcult  matter,  it  seems  to  me,  to 
get  some  men  away  from  the  idea  that  their  own  i)arti- 
cular  lines  are  entitled  to  first  place,"  said  W.  R.  Brock, 
O'f  the  W.  R.  Brock  Co.,  Toronto.  "The  hardware  mer- 
chant will  undoubtedly  declare  that  he  is  as  close  to  the 
people  as  is  the  dry  goods  merchant  or  grocer,  and  quite 
possibly  he  is.  My  opinion  is,  however,  that  the  iron 
and  steel  industry  is  entitled  to  first  consideration  since 
it  is  so  inseparably  connected  with  everything  which 
makes  for  progress  in  this  country,  such  as  transporta- 
tion, agriculture  and  manufacturing.  At  first,  one  would 
almost  be  disposed  to  give  premier  position  to  the  farm. 
True,  it  must  be  so  honored  when  one  is  considering 
the  natural  resources  of  a  country,  but  on  the  other 
question  one  must  look  at  the  activities  which  make 
for  development,  and  relationships  must  be  duly 
weiTghed." 

Dependence  Upon  Iron  and  Steel. 

"The  farmer  must  have  implements  with  which  to 
till  the  ground,"  said  John  Peace  of  the  John  Macdon- 
ald  Co.,  Toronto.  "That  is  one  of  the  primary  thoughts 
which  enter  into  his  plans.  The  same  may  be  said  of 
dry  goods.  The  manufacturer  must  have  machinery  to 
produce  his  particular  line.  To  the  efficiency  of  a  coun- 
try's iron  and  steel  industry  much  of  the  manufacturing 
ambition   appeals  for  facilities  .whereby   to   find   its   out- 


put. It  is  almost  invariably  the  channel  through  which 
inventive  genius  demonstrates  itself.  It  is  steel  after 
all  which  knits  the  Dominion  together,  and  I  do  not 
think  one  can  reasonably  get  away  from  it  as  the  fun- 
damental guide  to  tiie  coimtry's  condition.  Of  course, 
there  is  this  much  about  it  :  dry  goods  are  far  more 
directly  identified  with  the  actual  life  of  the  people,  but 
it  strikes  me  that  they  are  too  suddenly  susceptible  to 
change  to  be  the  index  of  last  resort.  I  think,  if  I  were 
going  to  a  strange  country,  with  the  object  of  studying 
its  actual  condition,  I  would  first  acquaint  myself  with 
the  standing  of  the  iron  and  steel  industry,  its  develop- 
ment and  the  extent  to  which  it  is  then  actually  em- 
ployed in  the  upbuilding  of  that  country  and  of  manu- 
factures. I  would  then  make  enquiries  about  the  agri- 
cultural conditions,  the  grain  shipments  and  the  stand- 
ard achieved  by  this  industry  as  compared  with  that  of 
other  countries.  Then,  I  would  enquire  the  price  of  liv- 
ing and  that  would  probably  bring  me  into  touch  with 
the  dry  goods  merchant,  the  grocer  and  the  hardware- 
man." 

"Although  iron  and  steel  is  the  big  thing  in  the 
United  States,"  said  (ieo.  B.  Fraser,  of  Greenshields, 
Ltd.,  Montreal,  "on  the  face  of  it,  it  looks  as  if  Canada 
paid  more  attention  to  dry  goods  and  its  general  manu- 
factures. The  only  way  to  settle  the  relative  importance 
of  the  two  great  lines  O'f  business  is  to  get  statistics 
from  Ottawa." 

Different  Viewpoints. 

"Good  times  and  bad  times  certainly  affect  every 
branch  of  trade,"  said  R.  A.  Brock,  of  the  W.  R.  Brock 
Co.,  Montreal,  "yet  iron  and  steel  are  perhaps  a  truer 
index  of  trade  conditions  than  dry  goods,  beeaiise  dry 
goods  trade  is  somewhat  of  a  weather  barometer.  A 
mild  winter  or  late  spring  plays  havoc  with  the  dry 
goods  business  and  is  not  so  seriously  felt  in  hardware, 
iron  and  steel.  As  far  as  Canada  is  concerned,  looking 
at  the  question  from  another  viewpoint,  the  farm  is  the 
great  thing.  Perhaps  three-quarters  of  our  population 
are  interested  in  farming  and  the  rest  of  us  live  off 
them.  It  simply  revolves  then  whether  a  farmer  owns 
more  hardware  or  dry  goods.  Looking  at  the  matter 
from  an  investment  standpoint,  hardware  in  all  its 
branches,  including  agricultural  implements,  seems  more 
important  to  Canada.  Further,  the  investment  in  indus- 
tries in  iron  and  steel  is  very  large,  and  doubtless  is 
greater  than  the  investment  in  the  manufacture  of  dry 
goods.  From  the  merchant's  viewpoint,  dry  goods  is  cer- 
tainly the  biggest  end  of  business  and  represents  the 
most  valuable  part  of  merchants'  stocks  in  Canada.  Yes, 
I  would  think  that  iron  and  steel  is  really  the  more  ac- 
tive barometer  as  dry  goods  is  affected  too  much  by 
weather  conditions.  When  the  farmer  is  prosperous  he 
buys  implements  and  puts  up  new  buildings  to  a  greater 
extent  than  increasing  the  purchase  of  dry  goods." 

E.  C.  B.  Fetherstonhaugh,  of  Greenshields,  Ltd., 
Montreal,  had  this  to  say  :  "All  trades  are  closely 
allied.  All  go  up  and  down  with  the  possible  exception 
of  groceries.  As  far  as  Canada  is  concerned,  iron  and 
steel  does  not  seem  of  greater  importance  than  dry 
goods,  and,  further,  the  dry  goods  demand  gets  closer  to 
the  real^ulse  of  th«  people  than  iron." 
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AA  Duck 

The  Hit  in  Printed  Goods 


A  A  Duck  (25-26  in.)  fast 
colors.  Indigo  with  staple 
white  designs,  also  red, 
cadet,  cardinal  and  black 
grounds.  Retails  with  big 
profit   from   15  to  20   cents. 


AA  Duck  is  suitable 
for  children's  dress- 
es, outing  suits, 
blouses,  skirts,  etc., 
and  conforms  t  o 
present  fashion  ten- 
dencies- The  enor- 
mous sale  is  a  criter- 
ion   of    its     worth. 


Ask   your  Wholesaler  for  A  A   Duck 

Merchants  whose  judgment  is  unquestioned  are  every- 
where placing  Canadian  Printed  Goods  before  the  public. 

New  Wrapperette  Range 

Wholesalers  are  now  selecting  from  the 
new  range  .of  wrapperettes,  which  they  pro- 
nounce the  best  yet  from  the  viewpoints 
of    patterns,   finish,   colorings    and    values. 


Empress  Suitings 
and  Empire  Twill 

are  particularly  worthy  of 
attention.  Your  wholesaler 
will  show  you  samples  early 
next  month. 
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There^s  More  Profit  in    Canadian   Printed  Goods'''' 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


The  Staple  Department  and  its  Problems 

Outlook  for  Fall  Business  is  Encouraging  Western  Canada  Show- 
ing Great  Improvement  New  Price  Lists  Reveal  Little  Change  —  Mills 
are    Optimistic      Advance  Demand  for  Flannelettes  and  Wrapperettes. 


EARLY  in  March  manufactiirei's  of  cotton  stapii' 
floods  sent  out  their  new  ransc  of  Fall  samples 
to  wholesalers.  Judging  by  the  favor  immed- 
iately accorded  their  first  appearance,  theic 
seems  to  be  no  doubt  that  Fall  trade  will  •  ue 
active.  Orders  already  placed  are  heavy,  and  tliere 
seems  to  be  a  decided  improvement  in  the  general 
tone  of  the  trade  in  all  parts  of  the  country.  In  view  of 
business  already  booked,  the  mills  are  decidedly  optimis- 
tic, and  wholesalers  are  looking  for  active  Fall  trade. 

The  sales  manager  of  one  of  the  prominent  cotton 
mills,  speaking  of  the  indications  for  Fall,  stated  that 
while  business  in  general  showed  a  great  improvement, 
conditions  were  not  normal  as  yet,  and  probably  would 
not  be  until  after  another  harvest.  Western  Canada,  ac- 
cording to  business  being  done  in  western  sections,  seems 
to  be  showing  the  greatest  improvement  owing  to  the 
good  harvest  of  last  year,  the  effects  of  this  being  felt 
to  a  greater  degree  in  that  part  of  the  country  than  m 
eastern  sections. 

Comparing  the  outlook  for  Fall  1909,  with  former 
years,  he  stated  that  business  this  year  could  hardly  be 


year.  Owing  to  light  stocks  in  the  hands  of  retaileis, 
and  light  placing  orders,  heavy  lepeats  have  been  neces- 
sary. This  applies  to  practically  all  line.s  of  staple  (;<  t- 
ton  goods. 


* 


L 


mens. 

Belfast  reports  that  tlie  linen  inaniifac.tun'rs  aie  di-- 
fidedly  busy,  many  of  them  lia\ing  at  llie  pit 
sent  time  enough  orders  to  keej)  tiieir  mac,hi:i<a>- 
running  for  three  or  four  months.  There  iuis 
been  a  decided  change  in  the  linen  situation  In 
Canada  since  the  turn  of  the  year,  and  orders  since  that 
date  have  come  in  steadily,  the  majority  being  for  early 
delivery.  Merchants  evidently  were  in  need  of  goods,  and 
even  at  the  present  time  the  stocks  in  merchants'  hands 
are  by  no  means  heavj-. 

April  will  see  the  travelers  out  for  sorting  and  fall 
business,  and  the  prospects  for  the  new  season  are  de- 
cidedly bright.  Household  linens,  table  linens,  napkins, 
towelings,    towels,    individual    towels,    etc.,    are      all     in 
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mentioned  in  comparison  with  1908,  as  at  this  time  last 
year  things  were  dead.  In  view  of  the  phenomenal 
amount  of  business  done  in  1907  this  year  could  not  be 
expected  to  equal  that  year,  but  to  all  appearances  it 
might  be  expected  that  1909  will  equal  1906.  This  ap- 
plies to  the  staple  trade  as  well  as  the  dry  goods  trade 
in  general. 

The  new  price  lists  show  very  little  change.  A  few- 
lines  show  a  very  slight  reduction,  but  this  is  almost 
immaterial.  A  good  many  lines  show  a  slight  adjust- 
ment in  favor  of  the  buyer. 

4- 

Spring  Trade  in  Staples, 

The  first  three  months  of  1909  were  exceedingly  busy 
ones  in  wholesale  staple  departments,  and  compare  fav- 
orably    with     the     same  three  months  of  any    previous 


demand.  A  feature  that  merchants  will  do  well  to  note 
is  the  increasing  demand  for  individual  towels.  This  is 
a  sensible  fashion  and  judging  from  the  manner  in  which 
sales  are  increasing  housekeepers  evidently  regard  it  with 
favor.  The  new  designs  are  very  attractive  and  many 
of  them  match  those  of  the  larger  sized  towels. 


Wrapperettes. 


Wholesalers  are  very  enthusiastic  regarding  the  new 
Fall  range  of  wrapperettes  and  anticipate  an  active 
trade  in  these  lines.  The  orders  being  received  by  the 
mills  prove  that  this  opinion  of  Fall  samples  is  general 
throughout  the  wholesale  trade.  In  the  majority  of  cases 
orders  are  twice  as  large,   and  in   some  instances    even 
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three  times  as  large  as  last  year.  Values  are  better 
than  a  year  ago  and  the  patterns  and  colors  show  a 
marked  imi)rovement.  Some  of  the  new  lines  are  in  the 
high-class  French  flannel  designs  and  these  are  particu- 
larly attractive.  Stripes  are  included  in  the  new  design.s, 
following  the  tendency  towards  stripes  in  dress  mater- 
ials. 

One  wholesale  house,  speaking  of  the  Fall  range  of 
wrappercttes,  stated  that  in  Canadian  goods  there  had 
never  been  a  better  showing  in  colors,  variety  and 
beauty  of  the  designs  and  qualities. 

On  some  lines  there  is  a  slight  reduction  in  price,  the 
only  change  in  prices  worthy  of  note  being  a  reduction 
of  one  cent  on  Empire  twills. 


Flannelettes. 

Fall  samples  of  flannelettes  and  other  napped  goods 
are  on  the  road  and  judging  by  the  amount  of  business 
already  done  in  these  lines,  the  Fall  showing  is  proving 
attractive  to  •  the  wholesale  trade.  The  new  patterns 
are  better  than  ever,  and   qualities   are  good. 

The  new  Canadian  price  list  shows  very  little  change 
from  the  Spring  price  list.  Prices  are  low.  One  or  two 
lines  of  flannelettes  and  a  couple  of  lines  of  the  Saxonies 
show  a  small  reduction,  but  this  is  so  slight  as  to  bo 
almost  immaterial. 


D 


enims. 


The  Fall  range  of  denims  show  exceedingly  good 
values.  Orders  already  placed  are  encouraging  and  there 
has  been  an  adjustment  in  prices  on  a  few  lines.    In    a 


few  Instances  where  the  price  has  not  been  convenient  for 
the  retailer  the  fraction  has  been  removed. 

Tickings  have  done  fairly  well  for  the   Spring  trade, 
and  the  Fall  lines  show  no  change  in  price. 


Prints  and  Ginghams. 


The  very  heavy  demand  for  ginghams  and  prints  has 
had  the  effect  of  clearing  u))  wholesalers'  stocks  to  such 
an  extent  that  it  is  difficult  to  get  any  quantity  of  the 
.same  pattern.  Evidently  the  mills  have  very  little  stock 
as  wholesalers  find  it  difficult  to  secure  goods. 


Cotton  Ceylon  Flannel. 

A  new  fabric  now  being  introduced  to  the  Canadian 
trade  is  known  as  Lamba,  which  is  a  Ceylon  Flannel  m 
patterns  and  appearance  but  is  made  entirely  out  of  cot- 
ton and  can  lie  retailed  at  20c.  It  is  an  ideal  fabric  lor 
l)yjamas  and  the  price  is  distinctly  in  its  fa\or.  Tlu' 
process  of  manufacture  is  a  secret. 

•4- 

Montreal  Cotton  Co.'s  Fall  Range. 

The  new  Fall  price  list  of  the  Montreal  Cotton  Co. 
shows  a  slight  reduction  to  wholesalers,  of  about  n\e 
per  cent,  on  foulards,  and  from  five  to  ten  per  cent,  on 
the  better  qualities  of  linings.  The  leading  sellers,  such 
as  Saxony  silk,  peau  de  sole  and  soiette  show  reduction. 
The  better  lines  of  pocketings  and  sateens  are  also 
slightly  reduced.  The  new  range  of  sateens  show  a  bet- 
ter finish  and  the  Victoria  lawns  are  also  improved  in 
finish  and  values  are  better. 


LAMBA 


Regd. 


is  going  to  be  a  big  seller  this  season,  and  you'll  want  to  know  more  about  it— Listen! 
"LAMBA"  is  an  entirely  new  fabric  infinitely  superior  to  Flannelette  both  in 
appearance  and  wear.  Moreoyer  it  is  absolutely  safe— Beautifully  soft,  it  is  equal 
to  the  best  Ceylon  Flannel  at  half  the  price.     Just  the  thing  for 

Shirts,  Pyjamas,  Blouses  and  all  Under\vear 

A  distinctive  feature  of  "L\MBA"  is  the  woolly  softness  of  the  finish.  This  is  not 
lost  in  the  washing  but  is  retained  throughout  the  wear  of  the  garment.  Made  in  a 
magnificent  range  of  attractive  designs  (all  fast  colours)  and  the  prices  are  sufficiently 
reasonable  to  make  your  customers  ask  for  it. 

See  TRADE   MARK    on   every   piece 
Has  been  imitated  already— so  must  be  good 

Don't  place  your  season's  order  for  Flannels  and  Flannelettes  until  you  have 
seen  "LAMBA."  It  will  supersede  Unions  of  every  description.  Your 
customers  will  demand  it,  and,  as  you'll  want  to  be  handling  such  a  seller,  see 
samples  and  place  your  orders  now. 

STOCKED   BY 

J.  &  N.  PHILIPS  &  CO. 

35  Church  Street 
MANCHESTER,  ENGLAND 


211  Lindsay  Building 

St.  Catherine  St. West 

MONTREAL 


611    Empire    Building 
Wellington  St.  West 

TORONTO 
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No  Matter  Where 


you  buy  your  Linens,  you  will  always  find  surprising  value  at  Philips'. 
In  many  places  you  will  sometimes  get  bargains  in  clearing  lines  and 
jol)  lots,  but  we  give  exceptional  value  in  regular  makes  all  the  time. 
We  hold  one  of  the  largest  and  most  complete  stocks  of  Linen  (ioods 
in  Britain,  and  we  supply  big  stores  only.  ( )ur  system  of  trading  means 
a  great  saving  to  keen  buyers,  and  impartial  (;omparison  will  inmiediately 
convince   you  of  this   fact. 


.Ju.st  put  your  past  coticlusicjiis  and  pre.sent 
opinions  of  linen  buying  aside  foi-  a  niointMit, 
and  give  our  statement  a  practical  test. 
Give  us  no  favor  but  a  careful  examination 
and  use  your  own  judguicnt.  We  ai-e  not 
afraid    of   the   result. 


(^ur  Linen  Department  has  always  been  a  strong  one,  and 
lor  many  years  we  have  made  it  a  specialty.  We  are  now 
devoting  special  attention  to  C'anada,  and  a  glance  over  our 
new  Canadian  price  list  will  show  you  what  interest  we  take 
in  your  particular  requirements,  and  the  care  we  devote  to  them. 


We  never  buy  manufacturers'  stock  lines.  Everything  is  made  expressly 
for  us  l)y  contract.  Most  of  our  Damasks  are  exclusive  designs,  and 
many   are   made   from    our   own   sketches. 

Our  (yanadian  offices  contain  full  ranges  of  compact  samples,  and  our 
representatives   are   always    ready    to    wait   on   you. 

J.  &  N.  PHILIPS   &  CO. 

Manchester  -  -  England 

OFFICES : 

211  Lindsay  Bldg.,  St.  Catherine  St.  W.  611  Empire  Bldg.,  Wellington  St.  W. 

MONTREAL  TORONTO 
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TO   THE  TRADE 


All 


Prints 


sold  by   the    leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 

by 


^^^Calico  Printers' Assn. 


Ltd. 


Manchester,  England 

To  be  their 


STANDARD  'CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 


Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
Calico  Printers'  Association,  Limited,  were  awarded  three  "Grands  Prix" 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 
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Business    Changes    Throughout    Canada 


Quebec 

The  Quebec  Fur  Mfg.  Co.;  registered. 
Dominion   Shirt    Co.,   Quebec;   assets   sold. 
W.  Abinovitch,  Montreal,  tailor;   assigned. 
L.  Seheffer,  Montreal,  dry  goods;  assigned. 
American  Rug  Works,  Montreal;  dissolved. 
A.  Morin,  St.  Marcil,  general  store;  assigned. 
Chas,   Jean,   Sayabec,  general  store;   assigned. 
A.  Champagne,  Sorel,  tailor;  burnt  out;  insured. 
Robert  Scott,  Scottstown,  general  store;  assigned. 
Achille  Caron,  Fraserville,  general  store;  assigned. 
Lemelin  &  Samson,  Levis,  fancy  goods;  registei-ed. 
Posentzvieg  Bros.,  Montreal,  dry  goods;  dissolved. 
Dame  L.  T.  Canton,  Quebec,  dry  goods;  registered. 
J.  T.  Benoit  &  Co.,  Montreal,  hats,  etc.;  dissolved. 
Osias  Ouellet,  Chicoutimi,  general  store;  assigned. 
Renaud  &  Giguere,  Quebec,  dry  goods;  registered. 
Alf.  Roy,  East  Broughton,  general  store;  assigned. 
W.  J.  Denis,  Quebec,  merchant  tailor;  assets  sold. 
T.  Vineberg,  Sherbrooke,  clothing,  etc.;  registered. 
The  Merchants'   Clothing  Co.,   Montreal;   dissolved. 
J.  E.  Benoit,  St.  Helene,  general  store;  assets  sold. 
Marieville  Knitting  Co.,   winding-up  order  granted. 
J.   P.   Rivard,   Chicoutimi,  general   store;   assets  sold. 
Jos.   Gervais,   St.    Canute,   general   stoi-e;    assets   sold. 
J.  Rosenbloom  &  Co.,  Sherbrooke,  clothing;  dissolved. 
Gauvin  &  Frere,  Cap  Rouge,  general  store;  assets  sold. 
Larviere  &  Mahoney,  Montreal,  ladies'  wear;  assigned. 
L.  0.  Martineau,  Montreal,  men's  furnishings;  assets 


sold. 


Charland   &    Co.,   St.   Gertrude,   general   store;    assets 


sold. 

Mrs.  Z.  P.  Maheux,  St.  Joseph,  general  store;   assets 
sold. 

Jos.  Belisle,  Bonaventure  River,  general  store;   assets 
sold. 

P.  E.  Lizotte,  Sorel,  dry  goods;  damaged  by  fire,  in- 
sured. 

M.    Jodoin    &    Co.,    Montreal,    men's    furnishings;    as- 
signed. 

Epiphane    Miehaud,    St.    Arsene,    general    store;    as- 
siii'iied. 

A.   Koun    &    Co.,    Victoriaville,    general    store,    regis- 
tered. 

St.   Johns    (Que.)    Straw  Works;   burnt   out.   partially 
insured. 

Hector  Constant,  St.  Dominque  Station,  general  store; 
assigned. 

M.   L.    Steinberg   &     Son,     Montreal,   clothing,     etc., 
deceased. 

0.  S.  Ledoux  &  Co.,  Montreal,  men's  furnishings;  as- 
sets sold. 

J.  E.  Benoit   &)  Co.,   Ste.  Helene,  general  store,    re- 
gistered. 

D.   Simoneau,    Ste.    Sophie  D'Halifax,  general     store, 
a.ssigned. 

Maison   Bissonette,    Victoriaville,    general   store,     re- 
gistered. 

The  Boston  Dry  Goods  Store,  Montreal;   Max  Aizer, 
registered. 

Langhoff  &  Co.,  Montreal,  dyeing,  etc.;  Eugene  Saure, 
registered. 

■  L.    A.    S.    Plamondon,    South    Duriuim,    general    store; 
assets  sold. 


J.  C.  Miousse,  St.  Alphonse  de  Caplin,  general  store; 
assets  sold. 

A.  L.  Deseve,  Magog  and  Windsor  Mills,  dry  goods; 
assets  sold. 

H.  Rolland  &  Son,  Montreal,  clothing,  etc.;  successors 
to  A.  Amyot. 

James  Aird  &  Co.,  Montreal,  boot  and  shoe  manufac- 
turers; registered. 

F.  H.  Bender,  Quebec,  wholesale  and  retail  hats  and 
furs,  assigned. 

L.  A.  S.  Plomondon  &  Co.,  South  Durham,  general 
store,  registered. 

A.  Prevost  &  Co.,  Ste.  Agathe,  Romso  Narbonne.  dry 
goods;  registered. 

J.  P.  Lacroix,  Laurentides,  general  store;  burnt  out, 
partially  insured. 

L.  0.  Desautels,  St.  Jean  Bte.  de  Rouville,  general 
store;  assets  sold. 

Cohen  Bros.,  Montreal,  wholesale  clothing  manufac- 
turers; registered. 

J.  B.  Marsolais  &  Co.,  Montreal,  dry  goods;  Florida 
Marsolais,  registered. 

J.  &  T.  Bell,  Montreal,  wholesale  shoe  manufacturers; 
John  T.  Hagar,  deceased. 

Dominiun  Hat  «fc  Cap  Co.,  Montreal;  dissolved;  Samuel 
&  Louis  Goldner,  registered. 

Boutara  &  Kanage,  Montreal,  dry  goods;  dissolved.  J. 
Boutara  and  G.  Saad,  registered. 

Robitaille  Bros.,  Lake  Megantic,  men's  furnishings; 
Max  Robinowich,  alias  Robitaille,  registered. 


SUCCESS 

Then  More  Success 

That's  the  story  of 

Everbloom 


Jlie  Canadian  fabric  suitable  for 
underskirts,  linings,  etc.,  etc. 

Looks  like  silk  taffeta— but  quarter 
the  price  —  and  wears  four  times 
as  long. 

Everbloom  may  be  had  from  your 
wholesaler  in  Black  and  all  fashion- 
able shades.  It  is  double-fold  .%" 
wide,  retails  at  25  cents. 

(Jet  Everbloom  to-day — 

Manufactured  hy 

Montreal  Cotton  Co. 


Toronto 


Sales  Offices: 

Montreal 


Winnipeg 
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Ontario. 

J.  E.  Braniff,  Broekville,  tailor;  assigned. 

Hugli  Jones,  Dresden,  shoemaker;   deceased. 
Albert  Brunke,  Hamilton,  furrier,  deceased. 

Eduuiud  Beltz,  Loudon,  hats  and  furs;  loss  by  lire. 

W.  J.  Cain,  Port  Laniblon,  general  store;  sold  out. 

Myles  Bourke,  Temaganii,  general  store;  assigned. 
W.  J.  Ferguson,  Stratford,  dry  goods,  deceased. 
John  McKellar,   Avonton,  general  store,   deceased. 

i).  Ostrosser,  Straifordville,  general  store;  sold  out. 

C.  A.  Lafleche,  Delta,  tailor;  assigned  to  Omer  Brown. 

I.  Jacobson,  Cobalt,  general  store;  sold  to  Wm.  Irvin. 

K.  Slater,  London,  boots  and  stoes;  moving  to  Embro. 

John  Carey,   Southampten,  boots  and  s'hoes;  assigned. 

(t.   A.   Porter,   Welland,   men's   furnishings;   assigned. 

Alex.  Abdo,   Leamington,   boots  and  shoes,   assigned. 

liargnive   Bros.,    Sombra,   general  store ;   sold    to   Del. 
Davis. 

H.    and   Otto    Donatt,    Toronto,    dyers    and    furs;    loss 
by  fire. 

Iluth    Campbell   Martin,    Toronto,    fancy    goods,     as- 
signed. 

James  Ritchie,   South   Bay   Mouth,  general   store;   as- 
signed. 

Kinzie   &   Co.,   Southwold   Station,  general   store;     as- 
signed. 

Hayden    &   Hamilton,    Hagersville,   general   store;    as- 
signed. 

L.    M.    Peters,    Ottawa,    fancy    goods;    assets    sold    at 
32  cents. 

Samuel  La,nib,   Springfield,  general  store;   sold   to  W. 
l\.  Johnson. 

J.  A.  Perry,   Toronto,   hats  and  furs,  succeeds   Perry 
&  Bourdon. 

A.  K.  Aziz  &  Co.,  Sunderland,  general  store;  succeeded 
by  Aziz  &  Co. 

W.  A.  Day,  Port  Stanley,  general  store;  sold  to  Fin- 
lay  &  Glover. 

J.   W.    Taylor,   Arnprior,   fancy  goods;   succeeds   Miss 
N.  V.  Hickson. 

J.    W.    Saunders,    Moncrief,    general    store ;    succeeded 
by  John  Hislop. 

Doyle  Bros.   &  Co.,   Smith's  Falls,  general  store;   dis- 
continued there. 

S.  J.  MeCreery,  Glencoe,  general  store;   succeeded  by 
E.  Mayhcw  &  Co. 

Robert    Baird,    Ottawa,    general    stoi-e;      assigned    to 
Royal  Trust  Co. 

M.    .J.    O'Ncil,    Osceola,    general    store,    succeeded    by 
P.  W.  Mulligan. 

J.  B.  Kerr,  Sault  Sle.  JMaric,  bfiols,  shoes  and  hosiery; 
sold  to  Morin  &  Co. 

Goodsir  &   Waite,  AVolIand.   funiitnre,   etc.;   dissolved. 
J*'.   P>.  Wail(^  continues. 

J.    P.    Hai't.    Hillsljurdi,   general    Klore;    sold    lo    R.    .L 
(luring,  Wellandpoii. 

Hyman    Siegcl,    Toronto,    dr\v    gmxls    and    men's     fur 
nishings,  loss  by  fire. 

Wright   Hats,    London,    wholesale  and    reta'il,    loss    l)y 
fire  in  retail  store  ;  insured. 

Sarjent    &   King,   Barrie,   dry   goods,   furs    and    men's 
furnishings;  obtained  charter. 

The  Smith  Mfg.  Co.,  Toronto,  wool  stock,  shoddy,  etc.; 
George   Smit'h,  president,   deceased. 

A.   R.   Clarke  &   Co..   Toronto,   leather,  gloves,   shirts, 
etc.;  fire,  loss    covered  by  insurance. 

H.    A.    Turnpenny.    St.    Thomas,    clothing   and    men's 
furnishings;   sold   to  E.  W.  Cummings. 

Lang  &  Mahei-,  Peterboro   and  Lindsay,  clothing  and 
men's  furnishings;  closed  branch  at  Lindsay. 


F.  D.  DeSauzea  &  Co.,  Toronto,  manufacturers  and 
wholesale  ribbons;  succeeded  by  Toronto  Silk  Mills. 

The  West 

C.   J.   Leitch,  Neepawa,   tailor;   assigned. 
Peace  &  Co.,  Winnipeg,  clothing;  dissolved. 
Silver  Bros.,  Winnipeg,  clothing;  assigned. 
J.  H.  More,  Tyvan,  general  store;  selling  out. 

C.  J.   McClocklin,   Carberry,  Man.;   assets  sold. 

J.  W.  Caswell,  Hewarden,  general  store;  sold  out. 
A.  McGregor,   Stevenfield,  general  store;  assigned. 

G.  R.  McCall  &  Co.,  Regina,  general  store;  sold  out. 
Neil  Black,  Spuzzum,  B.C.,  general  store;  deceased. 

D.  A.  Moore,  Oakville,  Man.;,  sold  to  Thos.  Stait. 
M.  Tarter,  Winnipeg,  clothing;  sold  to  X.  Narvolansky. 
J.  W.  Mitchell,  Mowbray,  Man.;  sold  to  Wilson  Bros. 
Reichart  &  Gafke,  Kronsgart,  general  store;  dissolved. 
W.  R.  Morgan,  Round  Valley,  general  store,  assigned 
Betsy  Kidd,  Fairmede,  Sask.,  general  store;  deceased. 
F.  J.  Musgrove,  Estevan,  Sask.;  succeeded  by  Arthur 

Kelly. 

S.  Friedman,  Winnipeg,  general  store;  sold  to  M. 
Rose. 

Tritt  &  Finklestein,  Neepawa,  Man.,  general  store;  as- 
signed. 

A.  D.  Tracey,  Theodore,  Sas.,  general  store,  de 
ceased. 

Rose  &  Sidelkovsky,  Cujiar,  Sask.,  general  store;  dis- 
solved. 

Taylor  &  Creffield,  Asquith,  Sask.,  dry  goods;  as- 
signed. 

McKay,  Williams  &  Co.,  Winnipeg,  dry  goods;  as- 
signed. 

Crerar  &  McTavish,  Oak  Rivei',  Man.,  general  store; 
assigned. 

C.  E.  Gutteridge,  Birniinglnini,  Sask.,  general  store; 
sold  out. 

Andrew  McDonald,  Prince  Albert,  Sask.;  sold  to  A. 
R.   Shea. 

Jackson  &  Hayward,  Dawson,  Yukon,  general  store; 
dissolved. 

S.  McBurnie,  Elk'horn,  Man.,  men's  furnishings;  dis- 
continued. 

D.  W.  Runiohr,  Perdue,  general  store;  sold  to  C.  W. 
Longbottom. 

Halter,  Lechtzier  &  Co.,  Yorkton,  Sask.;  assigned  to 
r.  H.  Newton. 

J.  K.  Rennie,  Fenton,  Sask.,  general  store;  sold  to  T. 
.\.    T.    Adams. 

J.  A.  Ball,  Dauphin,  Man.,  tailor;  succeeded  by  John- 
SDii    &    Andrews. 

The  Grunlhal  (Man.)  Trading  Co.,  general  store;  sold 
hi    S.    Chardirker. 

Bi'adsky  Bros.,  Tonloii,  Man.,  grnoral  store;  assigned 
Id   C.   H.   Newlon. 

William  .Tanzen,  Herbert,  Sask.,  general  store,  re- 
ported burnt  out. 

Thurston  &  Creary,  Rocanville,  Sas.,  general  store, 
sold  to  C.   B.   .Mitchell. 

Wesley  Cavanagh,  Antler,  Sask.,  general  store,  suc- 
ceeded by  B.   .7.  Hunter. 

Phillips    &    Smith.    Winnipeg,      tailors;      succeeded    by 
Phillips,  Morris  &  Smith. 

Florence  A.  Stewart,  Grenfell,  Sask.,  milliner;  suc- 
ceeded by  Miss  Fleming. 

R.  P.  Langford  &  Co.,  Wolseley,  Sask.,  general  store; 
succeed  McLeod  &  Langford. 

Leon  Bay,  Jarrow,  Man.,  general  store;  removed  to 
Whitemouth,  succeeding  Eli  Bay. 


Store  Kinks  that  are  Giving  Good  Results 


The  Revikw  is  willing:  ^o  pay  $1.00  for  each  article  which  may  be  of  use  in 
this  department.  It  is  not  necessary  that  these  paragraphs  be  already  prepared 
for  publication;  a  statement  describing  the  manner  in  which  the  "kink"  is 
applied  and  how  it  is  working  out  is  all  that  is  recessary. 

GAVE  PRIZES  Compel itious  of  all  sorts  and  con- 

FOR  ditious  have  been  worked  out  by  mer- 

NEEDLEWORK.  chants  with  the  idea  of  promoting  the 
interests  of  their  store  or  of  some 
one  particular  department.  The  needlework  competition 
is  not  the  latest,  but  it  can  be  made  one  of  the  best,  judg- 
ing from  results  obtained  by  a  dry  goods  merchant  re- 
cently. He  gave  it  the  benefit  of  good  advertising.  The  one 
condition  of  entry  was  that  the  materials  had  to  be  pur- 
.  chased  from  his  store.  The  original  voucher  or  counter 
check  had  to  be  produced  at  the  time  of  entry.  Prizes, 
eight  in  number,  ranged  from  .$1  to  $10  in  cash  or  goods. 
Sufficient  work  was  received  to  form  a  very  creditable 
exhibition.  All  entries  had  to  be  in  by  a  certain  date. 
Judgment  was  based  on  the  expressed  approval  of  the 
patrons  of  the  store,  who  viewed  the  specimens  on  exhibi- 
tion there.  The  store  was  thereby  made  the  centre  of  con- 
siderable interest.  The  articles  entered  were  afterwards 
returned   to  those  who  had   executed   them. 


INTRODUCING-  Many  a  merchant  would  adopt  the 

THE  cash   system   in    connection    with   his 

CASH  SYSTEM,  store  if  he  only  knows  how  to  go  about 
it.  The  first  step  is  the  problem.  A 
western  merchant's  initial  movement  in  that  direction 
was  rather  unique.  He  placed  a  barrel  in  his  window  and 
on  top  of  it  dumped  .$15  worth  of  pennies.  The  window 
made  a  noise  like  a  mint.  On  the  side  of  the  barrel  he 
nailed  a  placard  containing  a  heart-to-heart  talk.  His 
proposal  was  (hat  people  paying  cash  for  purchases  over 
.$1  would  receive  five  per  cent,  discount.  A  receipt,  given 
the  customer  at  the  time  of  purchase,  was  her  authority  for 
demanding  the  amount  of  discount  on  the  occasion  of  her 
next  visit.  In  connection  with  this  plan,  he  inserted  an 
advertisement  in  the  local  paper  stating,  in  well-chosen 
words,  that  he  intended  changing  from  credit  to  cash, 
and  that  be  regarded  his  customers  entitled  to  the  five 
per  cent,  by  reason  of  lessened  cost  on  accounting  and 
collections. 


YOUNG  PEOPLE  No    merchant    can    entirely   af- 

MUST  NOT  ford   to   ignore   the   young   people. 

BE  FORGOTTEN.  He  who  adopts  plans  wliereby  they 

may  be  attracted  In  his  store  is 
taking  a  wise  eoursp.  not  necessarily  on  Mi-coniit  of  any 
great  volume  of  business  that  may  be  obtained  thereby, 
but  merely  with  the  object  of  developing  I  he  habit  of 
visiting  his  store.  Anything  that  causes  the  children  to 
talk  about  the  establishment  must  be  regarded  as  an  as- 
set. Very  often  a  blotter,  a  pretty  card  or  an  inexpensive 
souvenir  of  some  kind  does  an  amount  of  advertising 
which  supplements  newspaper  publicity,  and  is  almost  sure 
to  have  results  at  those  times  of  the  year  when  children 
are  prominent  in  the  shopping  proposition.  Schemes 
which  arouse  friendly  competition  are  often  very  effec- 
tive. Not  long  ago  a  store  in  a  small  country  town  launch- 
ed an  advertisement  competition;  the  pupil  of  the  local 
school  who  turned  in  the  best  ad.  every  week  received  a 
prize  of  $2.  The  boy  or  girl  who  captured  the  purse  one 
week  was  barred  for  the  following  three  weeks,  so  that 
opportunities  were  equalized.  The  competition  made  the 
young    people    familiar   ^vith    an    important    department, 


caused  them  to  concentrate  their  attention  upon  the  goods 
of  their  store  and  was  in  every  way  a  good  scheme.  It  also 
brought  to  light  a  number  of  very  clever  boys  and  girls. 

Many  uniiiue  plans  have  been  worked  out  in  infants' 
wear  departments.  A  merchant  can  work  wonders  in 
mobilizing  the  infantry  of  the  surrounding  country  by 
the  use  of  a  pair  of  scales,  supplemented  by  any  pro- 
position which  makes  it  worth  while  for  a  fond  parent 
to  drop  into  the  store  with  her  bairn.  A  plan  which  work- 
ed out  particularly  well  recently  was  that  whereby  a 
prize  of  $.5  each  was  presented  to  the  heaviest  and  light- 
est child  under  a  certain  age,  weighed  during  a  day. 
Special  prizes  were  given  twins  and  triplets  under  one 
year.  The  statistics  of  the  day  were  carefully  preserved, 
and  prizes  mailed  to  the  parents  wlien  comparison  de- 
cided  the   winners. 

COLLAR  BUTTONS  Ordinarily,  there  is  not  a  great 

IN  AN  .  deal  of  individuality  about  a  collar 

EDUCATIVE  SALE,  button.  So  far  as  "its  general  pur- 
poses are  concerned,  however,  its 
proverbial  habit  of  disappearing  has  done  a  lot  to  give 
elasticity  to  the  vocabulary  of  the  profane — but  that  is 
another  story.  This  paragraph  deals  with  the  collar  but- 
ton from  a  merchandising  point  of  view — how  it  may  be 
used  to  make  a  noise  like  real  business.  It  was  noticed  in 
a  large  store  the  other  day  that  in  promoting  collar  button 
publicity  the  decorator  had  transformed  the  counter  into 
a  booth,  and  that  he  had  literally  faced  the  supports  and 
top  of  the  superstructure  with  cards  of  gold  collar  buttons. 
A  gigantic  stud  occupied  each  outside  corner  of  the  coun- 
ter. There  were  thousands  of  buttons  in  the  display,  and 
that  the  booth  was  something  more  than  an  exhibit,  was 
evident  from  the  crowd  gathered  about  investing  in  these 
neckwear  adjuncts.  TJie  story  does  not  end  here.  This 
button  bonanza  was  put  on  in  a  big  departmental  store. 
That  same  week  a  merchant  in  a  town  of  6,000  inhabitants 
noticed  what  the  city  store  was  doing  and  he  became  in- 
terested in  buttons  also.  He  secured  a  supply  and  found 
that  he  was  able  to  offer  them  at  the  same  price  as  the 
city  estalilishment.  They  went  well,  and  now  the  town 
merchant  declares  that  it  was  not  the  first  lesson  he  has 
applied  in  educating  the  home  people  that  they  gain  little 
in  shopping  out  of  town,  wlien  there  is  a  wideawake  local 
store  to  patronize. 

INTERESTING  THE  The    country      merchant    who 

FARMERS  seeks   to   improve  his   relationship 

DIPLOMATICALLY,  with  the  farmer  on  a  basis  of 
mutual  interest,  rather  than  that 
which  has  the  purely  merchandizing  idea  in  view,  is  adopt- 
ing the  better  course.  Instances  are  numerous  where  en- 
terprising merchants  have  developed  the  farmer's  patron 
affp  by  endeavoring  to  make  the  town  in  general,  and 
that  store  in  particular,  as  attractive  for  them  as  they 
possibly  can.  In  a  western  town  there  is  a  merchant,  who, 
when  a  matter  affecting  the  interests  of  the  farmers  comes 
before  the  municipal  council  or  Board  of  Trade,  he  is 
iliere  to  see  that  if  receives  due  attention.  He  has  a 
small  area  in  the  rear  of  his  store  partitioned  off  which 
may  be  used  as  a  women's  waiting  room  and  where,  on 
cold  Saturdays  in  Winter  time,  they  may  help  themselves 
to  a  cup  of  hot  tea  or  coffee.  There  are  scores  of  inex- 
pensive ways  in  which  the  farmer  may  be  made  to  feel 
that  the  merchant  is  not  interested  in  him  solely  be^ 
cause  of  his  purse. 
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Fall  Dress  Goods,  1909 

Materials  and  colors  for  Fall,  1909,  show  the  requisite  novelty 

for  active  retailing,  >vithout  too  radical  departure. 

Our  Fall  samples,  which  will   shortly  be   show^n   you,  are  of 

a  diversity  and   character  to   interest  you,  and  prove  highly 

profitable. 

WE   ASK   YOUR   CO-OPERATION   IN   GIVING  EARLY   ORDERS. 


Popular  Fall  Materials 

shown  in  many  varieties  and  prices. 

Satin  Directoires,  Satin  Cloths,  Soleils 
(plain  and  stripes),  Chiffon  Broadcloths, 
Venetians  and  Worsteds.  Such  novelties  as 
Warp  Coteles,  etc. 


Popular  Fall  Shades 

Ashes  of  Rose,  Wistaria,  Olive,  Snake, 
Moss,  Myrtle,  Sea  Green,  Smoke,  Taupe, 
and  in  darker  tints,  Russian  Blue,  Royal 
Navy,  Navy,  Feu  Burgundy  Caroubier, 
Capucin.  Black  will  show  a  ma'-ked 
improvement. 


IT  WILL  BE  WORTH   YOUR  WHILE  TO  AWAIT  OUR  TRAVELLER. 

GREENSHIELDS  LIMITED 

MONTREAL 


HEWSON 

Sold  from  Sydney  to  the  Yukon 


Pure  Wool  Tweeds 
Fine  Wool  Suitings 
Unshrinkable  Underwear 
High   Grade  Coat  Sweaters 


Investigate  our  new  lines  for  next  season  when  one  of  our  travellers  calls. 

Hewson  Woolen  Mills  Ltd.,  Amherst,  N.  S. 
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Trend  of  Styles  in  Canadian  Dress  Goods 


Imitation  silk  linings  are  being  extensively  used 
and  mills  are  reported  to  be  behind  in  orders. 

Waist  manufacturers  arc  buying  crepe  de  Chine 
in  black  for  the  approaching  season. 


THE  outlook  for  the  fall  season  is  excellent,  con- 
ditions are  prosperous,  stocks  are  low,  the  job- 
bers and   the  cutting-up  houses  have  placed  heavy 
advance     orders    for  fall  goods,  and    everything 
points  to  a  good  placing  season,  when  travelers  go  to  the 
retail  trade  for  orders  for  the  fall  of  1909. 

As  The  Review  intimated  in  the  January  issue,  the 
color  question  is  the  keynote  to  the  situation  this  fall. 
It  favors  the  dark  pastels  or  art  shades,  and  there  never 
was  a  season  when  the  color  range  was  so  extensive  as  it 
is  for  the  coming  season.  Another  fact  to  be  borne  in 
mind  is  that  the  color  tendency  is  away  from  the  staple 
colors — the  well  known  browns,  navys,  etc.,  that  are  al- 
ways shown.  The  better  the  class  of  trade  done  by  a 
merchant  the  more  this  applies.  This  docs  not  refer  to 
black,  which  is  now  gaining  strength.  The  conservative 
woman  who  does  not  approve  of  fancy  shades  is  buying 
black.  It  is  also  in  great  and  increasing  favor  with  the 
fa.shionable  woman,  and  her  wardrobe  is  not  considered 
complete  if  she  does  not  possess  at  least  one  black  gown. 


Buying  by  Color. 

This  being  the  case.  The  Review  repeats  the  advice 
given  in  the  January  number.  That  is,  that  the  merchant 
in  buying,  shall  buy  by  color  rather  than  by  fabric. 
Fabrics  and  weaves  are  a  continuation  of  those  selling 
for  the  present  season.  Satin-finished  fabrics  lead,  and 
bright,  smooth-finished  worsteds  are  in  high  favor.  Though 
there  is  a  strong  tendency  for  plain  cloths,  stripes  are 
very  prominent  as  they  help  materially  to  give  the  long 
line  in  garments  so  much  sought  after  now.  The  stripe 
fabrics  are  all  in  solid  color,  being  piece-dyed  with  the 
pattern  found  in  the  weave.  The  variety  in  this  class 
of  goods  is  large  and  highly  attractive  and  promises  to 
be  the  leading  feature  with  the  popular  trade.  Close 
twills  and  diagonal  effects  are  strong. 

All  cord  weaves  promise  to  be  strongly  in  evidence  in 
the  coming  fall,  both  in  the  cotele  and  in  the  striped  ef- 
fects in  solid  color.  Soleils  are  also  strong.  Other  no- 
velties are  the  raye  cloths,  and  the  new  divergent  weaves 
in  serges.  This  latter  novelty  is  intended  for  the  produc- 
tion of  the  plain  tailored  suit  as  in  the  accompanying  il- 
lustration. 


Zib 


elines  an 


dP 


anamas. 


Zibeline  stripes  have  been  put  forward  in  mantle  cloths 
and  plain  zibeline  cloths  exceedingly  bright  and  smooth  in 
finish  are  being  shown  for  the  fall  season.  These  are  some- 
what of  a  venture  and  their  course  will  be  watched  with 
interest  by  the  trade. 

Panamas  have  been  ordered  out  for  the  fall  in  quan- 
tities by  the  cutting-up  trade  and  it  is  still  the  popular 
skirt  fabric. 

The  new  lightweight  mohair  and  wool  fabrics  of  the 
resilda  order  are  also  showing,  and  the  manufacturers  are 
also  producing  some  handsome  fabrics  of  this  nature. 


Bright-finished,  smooth,  twilled  cashmeres  are  favored 
by  most  buyers  for  the  fall  season.  This  is  an  ideal 
fabric,  because  of  its  draping  qualities  and  it  shows  up 
the  colors  now  in  vogue  so  effectively. 

light  weight  chiffon  broadcloths  are  again  favored 
but  not  to  the  same  extent  as  for  the  fall  of  1908.  Both 
cashmeres  and  broadcloths  in  fancy  shades  promise  to  be 
the  fabrics  most  used  in  the  development  of  the  dressy 
gown. 

Silks. 

There  is  little  doing  in  silks  at  the  present  moment  ; 
stocks  at  retail  are  hardly  broken  into  and  the  fall  sea- 
son has  not  yet  begun.  Foulards  are  the  novelty  and  the 
majority  of  the  city  stores  are  featuring  the  satin  va- 
riety in  their  opening  displays.  The  ground  colors  are 
all  in  the  new  art  shades,  taupe,  serpent  or  water  green 
and  amethyst  being  the  leading  sellers. 

Shantungs  are  selling  in  the  same  shades  as  foulards. 

In  the  very  high  class  trade  crepey  weaves,  with  a 
smooth  duller  finish  are  being  asked  for.  Crepe  de  Chine 
is  coming  to  the  front  again.  Waist  manufacturers  are 
l)uying  this  fabric  particularly  in  black  for  waists  for  the 
coming  fall  season. 

The  Care  of  Sedan  Cloths. 

The  vogue  of  broadcloths  and  kindred  fabrics  has 
brought  in  its  wake  a  great  deal  of  trouble.  Retailers 
who  have  guaranteed  materials  to  be  shrunk  and  unspot- 
<^able  have  had  to  contend  with  irate  customers  who  de- 
mand new  dress  material  on  account  of  spots  or  shrink- 
age in  the  material  guaranteed  to  be  otherwise. 

The  explanation  for  these  irritating  experiences  exo- 
nerates the  manufacturer.  The  secret  is  that  consumers 
do  not  properly  use  broadcloths.  The  material  is  essen- 
tially a  man's  and  should  be  iised  accordingly.  The  dress 
clothes  of  the  ordinary  man  are  used  with  care  and  broad- 
cloths for  women  should  have  like  usage. 

First  of  all  retailers  should  recommend  to  their  cus- 
tomers that  the  cloths  be  left  entirely  alone,  particularly 
if  they  are  a  good  quality,  and  warranted  shrunk  and  un- 
spottable.  However,  if  a  customer  insists  on  a  cloth  being 
again  shrunk  the  retailer  should  get  it  done  by  a  com- 
petent ladies'  tailor  and  not  allow  customers  to  try  it 
themselves.  The  cloth  should  he  spread  wrong-side-up 
with  a  damp  cloth  over  it.  Then  the  cloth  should  be 
liressed  on  the  wrong  side  with  a  hot  iron.  Finally  the 
cloth  is  turned  right-side-up,  and  the  iron  run  with  the 
pile,  never  passed  to  and  fro.  This  not  only  preserves  the 
finish  but  shrinks  the  cloth. 

As  far  as  spots  are  concerned,  men  do  not  get  excited 
if  caught  in  a  shower  and  their  best  clothes  become 
spotted.  They  simply  have  the  clothes  properly  pressed 
and  the  spots  disappear,  in  fact  the  finer  the  broadcloth 
the  quicker  do  the  spots  disappear.  The  more  highly  finished 
satin  surfaces  are  the  most  sensitive  to  shower  spots,  yet 
those  spots  disappear  quicker  than  upon  any  other  sur- 
face when  lightly  pressed  with  a  warm  iron. 


Zibeline  cloths  are  being  shown,  and  panamas 
have  also  been  ordered  out  in  quantities. 

Bright-finished,  smooth  twilled  cashmeres  are 
favored  by  most  buyers  for  the  fall  .season. 
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THE  FALL  OF  1909 

will  reveal  many  new^  beauties  in  our 

Ladies'  Suitings 

and 

Mantle  Cloths 

The  effects  are  pleasing,  the  patterns 
original  and  the  ^vearing  qualities  unex- 
celled  in  all  our  plain  and  fancy  fabrics. 

Harris  &  Company,  Limited 


ROCKWOOD 


ONTARIO 


Representatives 
MONTREAL      HECTOR  PREVOST.  710  St.  Hubert  Street 
HALIFAX      .    G.  A.  WOODILL.  Roy  Building 

LONDON         -     J.   A.IRWIN,  141   Princess  Avenue 

WINNIPEG    -    McRAE  &  WALKER,  Ashdown  Block 


Samples  Up  to  Date 

Your  patterns  cut  with  gimped  or  .serrated 
edge  will  be  twice  as  sightly  as  cut  the  old 
way.  whether  mounted  on  cards  or  in  books. 

"EASICUT"  Table  SAMPLE    CUTTER 

DOES  THE    WORK 
Made  by  J.  T.  Hardaker,  Engineer,  99  Crowther  St.,  Bradford, Eng, 


THIS 
STYLE 
IN  3  SIZES 
TO    CUT  16, 
19^  AND 
24  INCHES. 

Carried  in 
stock  at  Mon- 
treal in  all  sizes 
from  8-inch  to 
32-inch   knife 
by 


SOLE  CANADIAN  AGENTS 


Walter   Williams   &  Co. 

525  ST.   PAUL    STREET,    MONl  REAL 

CATALOGUES  AND  PRICES   ON    REQUEST 


Exclusive  Dress  Goods 

We  are  still  leading  with  the  latest  fashions,  smartest  styles,  newest 
shades  and  best  possible  value.  Our  new^  Fall  and  Winter  samples  are  in 
the  hands  of  our  representatives.  It  will  always  pay  you  to  see  our  samples 
before  placing  your  season's  orders,  as  we  are  confident  that  our  large 
variety  and  choice  selection  will  please  you. 

We  only  deal  with  first  rate  importers  and  quick  payers,  who  can 
appreciate  good  taste,  practical  knowledge  and  exceptionally  keen  prices. 

Our  three  Dress  Departments  are  divided  into  eight  sections  and  are 
the  most  extensive  in  the  Kingdom.  Each  department  is  under  separate 
management. 

In  our  Bradford  Department  we  hold  reserve  stock  in  the  grey,  and 
dye  and  finish  our  blacks  and  self  colors.  All  our  British  stuffs  are  now 
blocked  in  our  warehouse  on  new  patent  machines,  and  every  yard  is 
numbered  with  a  small  metal  disc  on  the  selvedge.    No  measuring  is  required. 

Particular  attention  is  devoted  to  Canadian  requirements,  and  special 
fabrics  may  be  confined  to  certain  dealers  in  each  city  by  arrangement. 

J.  &  N.  Philips   &  Co.,  Manchester,  England 


BRANCH:  20  CHEAPSIDE,   LONDON,   E.  C. 

OFFICES  : 


211  Lindsay  Building, 
St.  Catherine  St.  West,  MONTREAL 


611  Empire  Building, 
Wellington  St.  West,  TORONTO 
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Cashemir  Recamier,  Re^d 

(Duplex  Satin  Finish) 

This  unique  fabric  is  the  leading  speciality  in  our  French  Dress  Goods  De- 
partment for  next  season.  It  is  exquisitely  soft  and  brilliant  and  suits  the  new  style 
of  draping  better  than  any  all-wool  fabric  invented  this  year.  Nothing  more  refined 
and  artistic  could  be  desired  by  the  most  fastidious  of  fashionable  ladies,  and  the  at- 
tractive get  up  in  two  tone  art  paper  will  please  the  most  exacting  window  trimmer 
and  progressive  sales  clerk.  It  is  manufactured  expressly  for  us  and  cannot  be  had 
elsewhere.     Other  Fashionable  French  Novelties  are : — 

Cotele  Premiere  Cotele  Strasburg  Cashemir  de  I'Inde 

"Travere  Elegans"  "Travere  Sedan"  "Travere  Vigoureux" 

Cote  Cheval  Cote  Cheval  Raye  Zibeline 

Raye  Satin  Cloth  Raye  Venetienne,  Raye  Sedan 

Raye  Zibeline  Raye  Cheviot  Raye  Soliel 

"Satin  Directoire"  (new  velvet  finish)  "Satin  Directoire  De  Luxe" 
and  the  very  latest — Directoire  Serge,  Diverging  Weave. 


"Chevera"  Cloth, 


Registered 


This  is  the  leading  speciality  in  our  Bradford  Department  for  winter  wear. 
A  more  serviceable  cloth  at  a  popular  price  could  not  be  desired,  because  it  is  not  only 
durable  but  unshrinkable  and  unspottable.  It  is  made  for  us  by  special  contract  and 
comes  in  all  the  leading  shades.     Other  fashionable  English  specialities  are: — 

"Permo"  Reps,  "Permo"  Cotele  "Permo"  Stripes 

Soliel  Ottomans  "Pirle"  Serges  Fancy  Stripe  Worsteds 

Self  Stripe  Satin  Cloths   "Reflex"  Satin  Cloth 
and  the  new  "Wulmella"  Heavy  Pile  Lustre  Satin  Cloth. 

Blacks  will  be  very  much  worn  this  fall  and  we  anticipate  a  big  demand  for  our 
far-famed  Brilliant  Blue-Blacks. 


J.  &  N.  PHILIPS  &  CO. 

Manchester,  England 

and  20  Cheapside,  London,  E.C. 

211  Lindsay  Building,  611  Empire  Building 

St  Catherine  St.  West,  MONTREAL  Wellington  St.  West,  TORONTO 
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Present  indications  point  to  the  neckwear  circle  as  being  one  of  the  busiest  in 
the  store  this  spring. 

Stiff  and  semi-stiff  embroidery  collars,  along  with  bows  and  jabots,  are  pro- 
nounced the  correct  thing  for  early  spring,  and  our  designers  have  brought  to 
light  many  natty  creations. 

The  "Dutch  Collar"  is  expected  to  play  a  prominent  part  in  the  neckwear  sit- 
uation and  in  fact  is  noticeable  already. 

The  importance  of  having  a  completely  stocked  neckw^ear  circle  cannot  be 
over-estimated  as  a  paying  proposition  and  as  a  draw^ing  card. 

Merchants  will  find  that  our  salesmen  carry  a  most  complete  line  of  up-to-date 
novelties  which  are  supplemented  weekly  as  new  ideas  originate. 

See  our  salesmen  or  w^rite  for  samples. 

58-64  Wellington  Street  West 

Toronto 
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Latest  Ideas  of  Fashion  in  Dress  Accessories 


Ladies'  Neckwear. 

NECKWEAR  is  in  large  demand  and  the  home 
aiaiuil'acLufers  are  tinding  incieasiug'  difficulty 
in  turning  out  their  work.  The  majority  of 
lirnis  are  working  overtime  and  yet  cannot  keep 
up  with  their  orders.  This  is  a  hint  to  merchants  to 
watch  stocks  carefully  for  it  will  be  practically  impos- 
sible  to  get  deliveries  in  short  order. 

Lingerie  neckwear  is  the  order  of  the  day,  and  the 
usual  chiffon,  lace  and  silk  lines  produced  for  Easter 
lire  uncalled  for  in  isolated  centres.  The  wide,  flat  Dutch 
styles  are  the  novelty,  and  in  this  market  have  made  an  in- 
stant success.  These  are  worn  with  immense  lace  trimmed 
jabots.  Jabots  are  shown  in  great  variety,  and  the  heavy 
laces,  Cluny,  Irish  especially,  are  the  favored  trim- 
mings. Some  use  is  made  of  colored  embroideries,  par- 
ticularly in  the  form  of  heavy  raised  spots.  Bows  are 
selling  in  big  selection. 

Gibson  collars — the  style  with  the  high  back,  rather 
than  the  points — ^is  a  big  seller,  many  being  developed 
ill  the  popular  heavy  laces  and  nets.  A  good  selling  style 
which  wo  illustrate  has  a  double  pleated  jabot  of  net  and 
lace.  A  fancy  turn-down  collar  has  as  a  finish  besides 
the  jabot,  a  velvet  ribbon  tie  with  tassel  ends. 

The  increasing  vogue  of  low-necked  waists  and  dresses 
promise  a  large  field  for  neckwear.  Fashion  is  favoring 
the  waist  cut  down  at  the  neck  and  this  dema,nds  some 
form  of  wide,  flat  collar  as  a  neck  finish.  This  form  of 
neck  finish  opens  up  a  large  field  for  not  only  collars,  hut 
for  jabots  and  bows.     For  those  who  cannot  becominaly 


crochet  is  selling  and  the  imitation  for  the  popular  trade 
Gibson  collars,  Dutch  collars,  bows  and  jabots  are  all  fea- 
tured. 

These  arc  \'ery  dainty,  and  for  popular  selling  very  fair 


New   Gibson   Collar  of  Net  and  Irish, 

with  Large  Pleated  Jabot  —  Shown 

by  Rhys  D.   Fairbairn. 

wear  this  kind  of  neck  dressing,  Gibson  collars  and  both 
soft  and  stiff  turn-downs  will  have  to  be  provided. 

The  most  prominent  feature  of  neckwear  to-day  is  the 
vogue  of  Irish  lace.     For  the  high-class  trade  real  Irish 


Fancy  Turndown  Collar  of  Net  and  Irish 

Lace   Jabot    to  Match,  and    Directoire 

of  Ribbon  Velvet— Shown  by  Rhys 

D.    Fairbairn. 

copies  of  the  real  lace  can  bo  had  to  retail  at  25c,  35c  and 
50c,  and  these  collars  are  very  ready  sellers  at  these 
prices. 

Dutch  collars,  both  embroidered  and  plain,  are  be- 
ing well  taken  up,  and  will  certainly  be  in  great  demand 
for  the  Summer  trade. 


Laces  and  Nets. 

Tiie  tendency  is  all  in  favor  of  the  heavier  laces,  Irish 
and  Cluny  being  the  laces  now  in  best  demand.  The  high- 
class  trade  is  taking  a  great  deal  of  the  real  lace,  both 
in  the  form  of  bands,  and  in  made-up  garments.  Heavy 
hand-made  crochet  is  made  up  with  Cluny  into  hand- 
some waists,  coats  for  evening  and  day  wear,  and  also  in- 
to handsome  semi-made  robes.  The  design  most  favored 
seems  to  be  the  rose  and  balls.  Irish  crochet  ball  trim- 
mings  are   extensively    used. 

In  the  popular  trade  the  place  of  real  lace  is  taken 
by  attractive  imitations.  Allovers  are  used  for  yokes, 
collars,  cuffs,  etc.,  and  there  is  a  strong  call  for  trim- 
ming bands  and  insertions  and  also  for  the  narrower 
edgings.  Not  only  are  linen  dresses  extensively  trimmed 
with  these  imitation  laces,  but  waists,  neckwear  and  even 
lingerie  garments  show  extensive  use  of  this  lace. 

Torchons,  Clunys,  and  cotton  Maltese  are  to  be  good 
counter  sellers  for  the  Summer  season,  and  in  Valen- 
ciennes there  is  a  tendency  towards  the  heavier  round 
mesh  effects. 
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Colored  all-overs  are  selling- — the  shades  most  in  de- 
mand  at  present  being  taupe  and   the   new   rose  shades. 


Novelty  Stiff  Embroidered   Collar  — Shown   by  Ladies' 
Wear,  Limited,  Toronto. 


Metal  effects  are  prominent  and  wood  silk-embroider- 
ed laces  are  still  popular. 

The  immense  vogue  of  nets,  both  tucked  and  embroider- 
ed, is  evinced  by  the  numerous  counter  and  window  dis- 
plays made.  The  later  novelties  are  the  gold  embroidered 
nets  worked  up  with  both  gold  thread  and  beads.  Not 
only  are  white  and  cream  grounds  shown,  decorated  in 
this  manner,  but  gold-colored  net  grounds  are  also 
shown. 

These  nets  are  the  forerunners,  it  is  predicted,  of  a 
large   line   of  jeweled,   spangled   and  jetted   effects. 

•!• 

Ribbons. 

Retail  buyers  who  have  recentlj'  visited  the  New- 
York  market  and  importers  wh6  keep  watch  on  tendencies 
there  report  the  exceptional  demand  for  ribbons.  In 
Canadian  centres  as  well  as  New  York,  ribbons  are  given 
prominent  position.  For  millinery  purposes  they  are 
widely  used,  and  the  introduction  of  the  ribbon  sash  is 
now   assured. 

As  the  season  advances  milliners  are  making  much 
greater  use  of  ribbons  for  trimming  purposes,  and  as  the 


Silk  Bow  in  all  Colors  of  a  Large  Design  — Shown 
by  Ladies'   Wear,  Limited,  Toronto. 

ribbons  used  are  in  the  wider  'widths  they  soon  run  into 
money.     Wide   ribbon   velvets  are  indispensable   at  pres- 


ent  and    are    very   extensively   used   both   in    colors    and 
black. 

Satin   ribbons  both   single   and    double    faced   are    the 
most  called  for,  and  more  fancy   ribbons  are  used   upon 

liats  than   at   the  opening  up  of  tlie  season. 


Handkerchiefs. 

Travelers  are  out  with  handkerchief  lines  for  the 
mid-season  and  for  the  holiday  trade,  and  are  well  satis- 
lied  with  the  manner  in  whoich  orders  are  coming  in. 
Orders  for  mid-season  delivery  are  unusually  numerous. 
This  is  a  step  in  the  right  direction,  for  rightly  featured 
handkerchiefs  are  a  good  line  for  Summer  selling.  This 
applies  particularly   well   this  year  when  so  many  color- 


Embroidered  Dutch"  Collar— Shown  by  Konig  &  Stuffmann. 

ed  effects  have  been  brought  out  by  the  manufacturers. 
More  colored  goods  than  for  many  seasons  past  are 
selling   in    the   wash    goods    department,   and    even    when 


Stiff  Embroidered   Collar  showing    Pleated    Lawn    Trimming. 

Shown   by   Ladies'   Wear,  Limited,  Toronto 

t 

white  is  worn,  colored  accessories  are  the  vogue.  There- 
fore, if  shown,  dainty  and  attractive  handkerchiefs  to 
match  either  the  gown  or  the  other  accessories  ought  to 
find  a  ready  sale,  particularly  in  popular-priced  goods. 
In  the  shamrock  lawns  many  desirable  lines  are 
shown,  both  in  the  plain  lawns  and  in  the  cross-barred 
effects.     Simplest  of  all,  but  not  the  least  attractive,  are 


Large  retail  stores  found  it  difficult  to  obtain 
adequa.te  glove  supplies  for  Easter  selling  and  there 
is    some    complaint    regarding    deliveries. 

Fall  orders  show  a  falling  off  in  the  amount 
of  Ringwood  and  cashmere  gloves.  Silk-lined 
goods   are   taking  their  place. 
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THE  RIBBON  HOUSE 
OF  CANADA 


CARRIES  A  COMPLETE  STOCK 


Spring,  1 909,  a  Banner  Ribbon  Season 

Ribbons —  Ribbons —  Ribbons — 
You  see  them  everywhere.  This 
s  a  Ribbon  Season.  Spring  Mil- 
hnery  favors  Ribbons.  Fashion 
calls  for  Ribbons  for  many  purposes. 

Consistent    effort  —  specialization    in     Ribbons     has 
brought  our  hnes  to  the  highest  point  of   efficiency. 


You  can  always  get  delivery  of  Ribbons  here 
to  fill  in  stock  as  required. 


THE  USE  OF  RIBBONS 


HERE  ARE  SOME  SUGGESTIONS: 


Duchesse  Satins 


in    narrow  widths,   from 
\\  to  30. 


j^^^        The  largest  variety  of  qual-        Wide  Widths  in 


Narrow  Taffetas 


Duchesse    and    Taffetas 

in    all    prices    and    widths. 
Tell  us  what  you  want. 

Watch  your  Staples  and  remember  our  Mail  Order  Department 


Full  range  of  shades  in   three 
qualities. 


ities  and  shades 

earned  in 

Canada 


To  get  all  the  business  you're  entitled  to,  you  must  keep  your  stocks  well  assorted. 
We  have  the  Ribbons.     Prices  and  samples  on  request. 


Please  Note —  IVe  only)  sell  lo  reliable  retailers. 


WALTER  H.  BARRY  &  CO. 

Cor.  St.  James  and  McGill  Streets,  Montreal 
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I  lie  narrow  colored  hem-hemstitched  to  either  a  plain  or 
a  cross-barred  centre.  The  colors  are  all  delicate  and 
match  those  showing  in  the  present  range  of  Sprin^;' 
I'iibpcs. 

Neat  printed  border  patterns  are  used  in  conjunction 
with  cross-tbar  effects  which  are  indifferently  confined 
to  the  border  or  are  patterned  over  the  surface  of  the 
handkerchief.  Colored  patterned  centres  and  white  cross- 
barred  borders  are  also  shown. 

Pretty  embroidered  floral  corners  in  the  natural 
sli;i(I(s  are  an  attractive  novelty.  Generally  patterns  are  se- 
lected that  come  lin  green  land  w'hite — 'as  snow-drop, 
daisy,  etc..  and  sprays  of  shamrock  tied  with  a  lavender 
ribbon. 

Floral  corners  are  anoilier  idea  that  is  responsible  for 
some  pretty  effects  and  there  is  also  a  large  line  in  em- 
broidei'ed  g-oods.  both  with  the  scalloped  edge  and  finish- 


Pleated   Lawn  Jabot,   showing  Soutache  Braid    Insertion. 
Shown   by   Ladies'    Wear,   Limited.   Toronto. 

ed  with  the  hemstitched  hem.  TiiLre  is  the  usual  line  of 
lace-trimmed  goods  with  lawn  and  Jap  silk  centres  and 
in  cheap  goods  showy  numbers  can  be  had  to  retail  as 
low  as   five   cents   apiece. 

'^ 

Veilings. 

Advices  from  Nottingham  state  that  the  manufacturers 
(jf  veilings  are  exceedingly  busy.     The  demand  is  centered 


There  is  an  increasing  vogue  for  low-necked 
waists  and  dresses,  and  the  wide,  flat  collar  is 
coming   into  favor. 

Lingerie  neckwear  is  the  order  of  the  day  and 
the  usual  chiffon,  lace  and  silk  lines  are  having 
an   encouraging  call  for  Easter  trade. 


.''.1  the  Kussian  veilings,  which  are  superseding  for  the 
time  being  the  one-time  popular  chenilled  spotted  goods. 
Russian  nets  are  being  shown  in  a  variety  of  new 
patterns,  as  well  as  in  the  first  introduced  effects.  The 
demand  is  now  for  colored  2'oods — the  colors  beino-  those 


Fine   Lawn   and   Lace   Stock  — Shown  by   Ladies' 
Wear,   Limited,  Toronto. 


popular  iu  the  millinery  section.  Some  two-tone  effects 
are  shown,  but  buyers  seem  to  J'Mvor  the  plain  solid 
CI  dors    mosl. 

Though  made  veils  are  showing  and  are  selling  to 
some  extent,  the  big  business  is  being'  done  in  the  yard 
goods. 

Around  Easter  is  always  a  big  season  in  this  depart- 
ment   and    departnuMit    heads    should    use    every    effort    in 


Lingerie  Dutch  Collar,  with  Large  Jabot 
—Shown   by   Rhys  D.    Fairbairn. 

the  next  few  weeks  to  secure  trade.  Novelties  should 
be  placed  on  show,  and  one  or  two  figures  wearing  a 
fashionable  hat  with  the  veil  arranged  to  match  should 
be  on   view  in   the  department.     The  help  should  always 
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R.  D.  Fairbairn  Co.,  Limited 


A  27-3 

Tourist  Ruching 

i  yds.  to  box 


MANUFACTURERS 


New  Dutch  Collar  of  fine  inser- 
tion and  lawn,  with  detachable  bow, 
can  also  be  worn  with  jabot.  Latest 
New  York  design. 


D  294.    $2.25  Per  Dozen 


$13.50  Gross  Boxes 


Dress  as  illustrated  is  a  Dainty 
Empire  Dress  of  fine  Swiss 
mull,  in  white,  sky  or  pink.  Yoke 
of  line  allover  tucking,  trimmed 
with  Valenciennes  insertion  and  lace, 
new  mousquetaire  sleeve  elaborately 
trimmed  with  Valenciennes  lace  and 
insertion. 


We  have  added  lo  our  exclusive 
novelty  range  an  assortment  or 
Pretty  Street  and  Party  Dresses, 
also  a  showy  line  of  natty  tailor 
made  Waists. 


New  Fancy  Braid  Belt  with  Dip  Buckle 


No.  C  274.    $4.50  Per  Dozen 


$27.00 

Per  Gross  Boxes 


107  Simcoe  Street    -   Toronto 
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The  Exclusive  Button 
House  of  Ontario 

TheOntario  Button 
Co.  of  Berlin  has 
bought  a  large 
button  making 
plant  formerly 
operated  in  Toron- 
to, and  after  April 
1st  this  will  be 
added  to  the  equip, 
ment  in  Berlin 
when  the  enlarged 
factory  will  be  in 
full  operation.  We 
are  the  only  button 
manufacturers  sell- 
ing direct  from  the 
machine  to   the 

trade.     Our  travelers  will  be  on  the  road  calling  on  the 

trade  regularly  with  samples. 

Our  French,  Austrian  and  Canadian  Pearl  Cabinets 
are  meeting  with  ready  sale. 

The  Ontario  Button  Co. 


Berlin 


Ontario 


It 


IS  a 


FoAvnes 


That  is  all  you  require 
to  know  about  a  ^love. 


Ready    to     Fill    Your 
Immediate  Wa  nts 


Fownes  Bros.  &  Co. 

Coristine  Building, 
MONTREAL 


1)0  pcM-fcclly  posted  lii  (lie  latest  veiling  fashions,  and 
siiould  he  eompetenl  In  aid  ensloiners  in  making'  their 
selections,  should  know  tlie  best  lengths,  and  he  able 
to  show  the  latest  mode  oi'  arranging  the  veil.  Help  of 
I  his  kind  will  make  and  hold  enstomers  for  the  dej)art- 
iniMit. 
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Embroideries. 

As  the  season  advances  the  fact  that  embroidery 
trimmed  and  embroidered  gowns  are  going  to  be  ex- 
tensively worn  becomes  more  evident.  Lovely  semi- 
ready  robes  arc  now  shown  in  the  city  stores  worked 
up  with  Swiss  bands  and  flouncings,  as  well  as  em- 
broidered upon  the  fabric,  and  either  with  or  without 
the  addition  of  lace  as  a  trimming. 

Gowns  and  costumes  of  linen,  lawn,  mull  and  the 
new  crepe  fabrics  are  to  be  freely  trimmed  with  em- 
broidery bands  and  flouncings.  Manufacturers  have  large 
orders  on  hand  for  one-piece  dresses  of  this  kind 
with  wide  embroideries  used  in  panel  effect,  or 
forming  the  entire  upper  part  of  the  robe.  So 
large  has  been  the  call  for  wide  bands  for  this  purpose 
that  at  the  present  time  they  are  entirely  out  of  the 
market. 

Embroidery  trimmed  undergarments  are  increasing 
in  favor  and  the  counter  sale  has  been  very  great  for 
insertions,  edgings,  flouncings  and  corset  cover  embroid- 
eries, headings,  etc.  There  are  many  pretty  effects  in 
colored  embroideries  shown,  the  best  liked  of  which  are 
spot  and  simple  patterns  in  pastel  shades.  These  are 
going  fairly  well,  but  the  large  demand  is  for  white. 

Advance  lines  of  embroideries  for  the  season  of  1909 
are  now  being  shown — the  leading  idea  being  the  heavy 
spot  patterns,  and  heavy  embroidery  motifs  worked  up 
with   Irish  and  s-uipurc  lace  effects. 


Gloves. 

The  expected  shortage  of  desirable  lines  of  kid 
glo'ves  materialized  last  month.  Large  retail  stores 
found  it  extremely  difficult  to  obtain  adequate  supplies 
for  Easter  selling.  Importers  consider  this  condition  a 
blessing  in  disguise,  as  it  is  a  severe  lesson  to  retailers 
of  the  necessity  of  adequate  advance  orders.  With  this 
in  view  fall  buying  of  kid  gloves  is  proceeding  rapidly, 
and  this  month  the  bulk  of  the  orders  will  be  ])laced. 

There  has  been  complaint  from  so'me  quarters  re- 
garding deliveries.  It  has  not  been  so  much  a  case  of 
bad  deliveries,  as  the  fact  that  retailers  did  not  place 
orders  until  very  late.  They  were  uncertain  as  to 
lengths,  and  as  a  result  of  the  hesitation  of  the  retail 
trade,  importers  were  obliged  to  delay  also.  FWally  it 
was  necessary  to  place  orders,  as  stocks  were  so  re- 
duced, and  then  came  a  rush.  In  view  of  the  fact  that 
goods  have  to  be  made  specially  for  the  Canadian  and 
American  market  by  the  foreign  houses,  on  account  of 
the  difference  in  styles,  it  requires  about  three  months  or 
more  after  the  placing  of  the  order  for  goods  to   reach 
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OUR  NAME  NEVER  APPEARS 

in  any  advertisement  unless  we  have  something  special  to  otf'er,  or  something  new  to 
interest  you.  In  this  case  we  have  both.  We  have  really  surprising  value,  and  the 
very  latest  fashions  in  Gloves.  All  our  representatives  are  now  showing  the  newest 
and  smartest  sets  of  winter  samples  you  have  seen  this  year.  Each  of  these  sets  con- 
tains the  largest  variety  of  Glove  samples  ever  carried  by  one  man.  You  will  admit 
this  when  you  see  them.     Here  we  will  only  mention  two  kinds. 


Kassan 


The  stylish,  flat,  .square  muff  has  completely  changed 
the  fashion  in  skin  gloves  for  winter  wear.  The 
clumsy-looking  lined  glove  is  now  getting  unpopular, 
and  a  new  unlined  leather  has  become  necessary.  Real  Russian  Kassan 
Leather  will  take  the  place  of  all  other  leathers  for  winter  gloves.  No  other 
leather  can  appi'oach  it  for  style,  smartness,  warmth  and  comfoi't.  Kassan  is 
nearly  as  heavy  as  English  Cape  and  (juite  as  durable.  It  is  the  .same  color 
right  through,  and  the  outside  is  finished  like  fine  kid  while  the  inside  re- 
sembles Mocha,  with  a  touch  like  velvet.  Made  in  four  qualities,  "Cassine, " 
"Alexandra,"  ''Zeka"  and  "Czarina,"  to  retail  at  prices  from  $1.00  to  $3.00 
(guaranteed) 

Like  a  Painted  Hand ! 

That  is  exactly  how  our  new  Kid  Gloves  will  fit  your  customers.  When  a 
lady  puts  on  a  pair  of  "Primrose"  or  "Enchantress"  Gloves  they  immediately 
assimilate  themselves  to  her  hands  perfectly,  and  fit  her  so  neatly  that  she 
does  not  feel  them.  The  fingers  will  feel  as  free  and  the  touch  as  natural  as 
if  the  hand  itself  had  been  tanned.  The  cut  and  style  of  these  gloves  differ 
from  ordinary  kid  gloves  as  much  as  a  tailor-made  coat,  cut  and  fitted  to  your 
own  figure,  does  from  a  factory-made  coat  in  a  ready-to-wear  store.  These 
two  new  gloves  belong  to  a  range  made  expressly  for  Canada,  broad  cut  and 
very  elastic.  They  are  the  finest  kid,  first  choice,  gusseted  fingers,  two'  or 
three  domes.     "Primrose"  can  be  retailed  at  $1.00,  and  "Enchantress"  at  $1.25. 

Fabric  Gloves 

Our  stock  is  one  of  the  largest  in  England  and  cannot  be  surpassed  for  variety, 
style  and  value.  Our  Fall  and  Winter  samples  of  Cashmeres,  Knits  and 
Ringwoods  were  all  made  last  month  and  are  therefore  genuine  1900-1910 
patterns,  specially  suited  for  the  new  sleeves.  Our  trade  is  a  very  select  one, 
and  our  prices  are  surprisingly  keen. 

J.    &   N.   PHILIPS   &   CO. 

London  and  Manchester,  England 


OFFICES 


211  Lindsay  Bidg.,  St.  Catherine  St.  W. 
MONTREAL 


611  Empire  Bldg.,  Wellington  St.  W. 
TORONTO 
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Pewney  &  Carret 


FALL  1909 


By  placing  an  import  order  with  us, 
secure  your  Kid  Gloves  at  old  prices. 

2  Leaders 


Ladies'  English  Cape 

$8.00 

"        Real  French  Kid      - 

8.00 

Both  guaranteed. 

Grand  Prix, 

Gold  Medal, 

St.  Louis, 

London, 

1904. 

1908. 

SOLE    AGENTS    FOR    CANADA: 

Greenshields  Limited 

MONTREAL 


Fan  cy 
Parasols 


A  complete 

new  line  no>v 

in  the  hands  of 

our 

travellers 


Your  Inspection 
Invited 


THE  IRVING  UMBRELLA  CO. 

Limited 
Manufacturers 

79-83  Wellington  Street  East,  Toronto 


the  buyer.  Therefore  it  seems  to  be  that  retailers  are 
looking  for  goods  before  a  reasonable  amount  of  time 
])asses,   rather  than   the  faet  that  deliveries  are  bad. 

The  orders  for  Fall  show  a  falling-  off  in  the  amount 
of  Ringwood  aad  Cashmere  gloves.  Their  place  is  being 
taken  by  silk  lined  kid  gloves.  Ringwood  gloves,  how- 
ever, are  still  being  taken  to  a  considerable  extent  in 
country  towns,  and  by  the  general  store  trade.  Season 
after  season  it  has  been  proven  that  orders  should  he 
placed  early,  and  apparently  merchants  are  profiting  by 
their  experience  of  this  Spring  in  placing  their  orders  for 
Fall. 


Montreal   Buyer   Moves  Up. 

W.  B.  Mowatt  is  the  new 
manager  of  the  import  dry 
goods  department  of  Revillon 
Bros.,  Ltd.,  Montreal.  He 
took  charge  the  beginning  of 
last  month,  and  sailed  the 
Ki-st  week  of  April  for  an 
extensive  foreign  buying 
trip,  making  a  selection  of 
popular  and  high-class  mer- 
chandise. Mr.  Mowatt  was 
one  of  the  best  known  retail 
l)ii\ers  in  ilontreal  through 
his  connection  with  the  John 
Murphy  Co.,  Ltd.,  as  buyer 
of  all  piece  goods.  His  suc- 
cess in  that  particular  is 
well  known  to  the  trade,  and 
this  augurs  well  for  his  suc- 
cejs  in  a  wholesale  way,  par- 
ticularly when  connected  with  a  firm  with  the  worldwide 
connection  that  the  Revillon  Bros.,  Ltd.,  enjoys.  Previ- 
ous to  his  lengthy  Canadian  experience,  Mr.  Mowatt  was 
innnected  with  Wm.  Whiteley.  London,  and  J.  R.  Car- 
mi  t'hael,    Liverpool. 


Retail  Business  Transferred. 

The  Simpson  Co.,  Toronto,  have  taken  over  the  retail 
ladies'  wear  business  of  A.  E.  Rea  &  Co.,  168  Yonge  St., 
and  assumed  possession  Monday  morning,  April  5th.  The 
lease  of  the  store  runs  for  33  years,  .nud  it  is  understood 
that  the  consideration  was  in  the  neighborhood  of  $100,- 
000.  It  was  reported  at  the  time  the  lease  was  trans- 
ferred that  the  Simpson  Co.  had  actually  begun  negotia- 
tions for  the  purchase  of  the  property,  which  is  in  the 
centre  of  the  Simpson  block,  but  the  owner,  John  Wan- 
less,  stated  that  he  had  heard  of  no  such  deal,  and  that, 
in  fact,  the  press  reports  referring  to  the  transfer  were 
the  first  he  had  heard  of  it.  The  Rea  Co..  it  is  stated, 
made  a  profit  of  about  $50,000  on  their  investment. 
While  it  was  reported  that  they  intended  opening  in  larg- 
er premises  on  Yonge  Street  in  the  near  future,  Mr.  Rea 
stated  on  Monday.  March  5th,  that  he  was  not  in 
a  position  to  make  a  statement.  Although  the  building  is 
not  a  large  one,  it  had  been  remodelled  on  an  elaborate 
scale,  on  being  vacated  by  John  Wanless  &  Co..  jewelers. 
The  striking  feature  of  the  store  is  its  display  windows, 
which  are  built  on  the  (huible-deck  plan,  and  flank  the 
open  vestibule.  It  was  an  arrangement  particularly  well 
adapted   to   the  display  of  costumes. 


W.  B.  MOWATT 
Of  Revillon   Bros.,   Montreal. 
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The 


QUEENSWAY 


PLAITS  and  KNOTS 


STOCKED  BY  EVERY 
DRY  GOODS  STORE 
IN  CANADA 


""•;i25 


Cents 


REGD. 
Copyright 


Plaits 
Stocked  in 
12,  15  and 
18-inch 


Can  Be  Worn  Front  or  Back 


Sole  Manufacturers 


Cables,  "'Hairnets,"  London 

Burnet    &  XcmplC     3  and  4  Pitchetts  Coun  London,  England 

THE  HAIR  GOODS  AND  NOTIONS  CREATORS 


Headquarters 


For 


Dutch    Collars 

(White  Embroidered  Cotton,  St.  Gall   Manufacture). 

From  $2.00  to  $10.00  per  dozen. 
Open  Orders  Filled  In  Rotation. 

KONIG   &   STUFFMANN 

Importers  and  Manufacturers,   Laces,  Embroideries,  Trimmings,  etc. 

Victoria  Square,     MONTREAL 
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Star 


Brand 


The  Sign  of  Quality  on  Ladies'  Wear 

Our  Range: 

Ladies'  Blouses 

Shirtwaist  Suits 
Princess  Dresses 
Summer  Wash  Suits 
White^vear 


u 
u 
u 
u 


Not  a  great  many  lines,  but  every  one  of  them 

A    LEADER 

Look  for  the  STAR  LABEL  on  every  garment 


Our  new  suits  are  decidedly  "CHIC' 

Examine  them  before  placing  your  order 


The  STAR  WHITEWEAR  MFG.  CO. 


HEAD  OFFICE  AND  FACTORY 

BERLIN,  ONT. 

Long  Distance  Phone  108 


MONTREAL  SALESROOMS 

204  ST.  JAMES  STREET 

HARRY  T.  JOHNSON, 

Representative 

Phone  Main  2179 
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Best  Vogue  in  Ready-to- Wear  Garments 


THREE  piece  suits  arc  raeeting  with  some  demand 
with  the  high-class  trade.  The  high  price  of 
these  garments  prevents  them  being  sold  exten- 
sively. The  bulk  of  the  trade  is  in  the  two- 
piece  suits.  Some  of  the  newest  three-piece  suits  are 
shown  with  the  alms  bag,  a  small  bag  of  the  same 
material  as  the  costume,  suspended  from  the  waist.  Jt 
is  expected  that  the  three-piece  suit  with  the  sleeveless 
coat  will  achieve  a  certain  amount  of  poi)uIarity  in  the 
near  future,  but  as  yet  it  has  not  been  taken  up  to  any 
extent  in  (^anada. 


Cloaks  and  Wraps. 


Among  the  newest  styles  in  the  line  of  wraps  the 
dolman  idea  is  prominent.  The  high  class  trade  is 
taking  these  novelties  readily  and  almost  any  variety  of 
l(jose  wrap  seems  to  sell.  The  Dalmatian  cloak,  in  its 
different  variations,  is  a  leader  in  the  novelty  lines,  and 
under  this  heading  may  be  classed  the  .Japanese  effect, 
the  bat  cloak,  the  name  being  suggested  by  the  shape 
of  the  wrap  produced  by  the  wearer  raising  the  arms,  the 
butterfly  coat,  and  the  Grecian,  which  is  perhaps  one  of 
the  most  graceful  designs.  The  Grecian  'is  a  long  one 
piece  garment,  somewhat  like  a  large  circular  cape, 
slashed   to   a   considerable   distance   from   the   lower   edge 


A  New  Waist  shown  by  the 
Eclipse  Whitewear  Co. 

on  either  side  near  the  opening.  The  ends  thus  pro- 
duced are  worn  thrown  over  the  shoulders,  the  left  side 
being  thrown  over  the  right  shoulder  and  vice  versa. 
The  cape  d'Arabie  is  another  attractive  design.  These 
garments  are  trimmed  with  braid  and  fancy  bands,  and 
are  shown  in  the  hew  colorings. 


Wash  Suits. 

The  idea  in  the  minds  of  retailors  and  manufacturers 
seems  to  be  that  immediately  following  the  season  for 
the  wearing  of  cloth  suits,  wash  suits  will  come  into 
prominence  without  the  usual  lighter  weight  costumes 
of  silk  or  other  light  weight  material.  Indications  arc 
that  the  wash  suit  trade  will  be  heavy.  Some  manu- 
facturers have  been  so  busy  with  Spring  suits  that  they 
have  not  given   very  much   attention   to   wash   suits,   but 


Tailor-made  Waist,   featuring  the  Dutch  Collar. 

To  be  Worn  with  Jabot  or  Bow— Shown  by 

Ladies'   Wear,   Ltd,,  Toronto. 

in  spite  of  this  they  have  already  done  a  fair  amount  of 
business  in  them. 

The  three-piece  suit,  the  princess  dress  and  coat, 
seems  likely  to  become  popular.  These  are  made  up 
similar  to'  the  three-piece  cloth  suits.  The  princess  dress 
in  most  instances  has  a  yoke  of  lace  or  is  worn  with 
a  guimpe.  Some  of  these  suits  are  shown  with  the 
sleeveless  coat.  Of  course  the  two  piece  suit  will  be  in 
heavier  demand,  and  these  follow  the  lines  of  the  plainer 
cloth  costumes.  The  more  elaborate  of  the  linen  or 
repp  costumes  show  the  Directoire  influence  and  have  the 
high  waist  line,  large  revers  and  hipless  effects. 

High-class  goods  are  chiefly  in  plain  materials  but 
popular  priced  suits  are  shown  principally  in  stripes.  In 
plain  goods  a  very  light  shade  of  tan  with  touches  of 
black  in  the  form  of  braids  or  cords  is  very  fashionable. 
Other  popular  colors  are  pink,  sky,  mauve  and  reseda. 
These  colors  are  principally  shown  in  the  more  elaborate 
costumes  made  up  with  imitation  Irish  insertion  and 
medallions. 

Manufacturers  who  have  featured  the  one-piece  prin- 
cesse  dress  in  mulls,  batiste,  etc.,  are  finding  considerable 
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difficulty  in  getting  out  their  orders,  so  great  is  the 
demand.  Since  January  this  class  of  dress  has  been  a 
big  seller  with  the  large  department  stores,  and  as  the 
season  advances  this  sale  is  extending  and  is  assuming- 
such  proportions  that  it  is  certain  that  garments  of  this 
class  will  be  very  extensively  worn. 

The  trimmings  are  wide  embroideries  and  val  and 
the  heavy  laces,  used  in  panel  form  front  and  back, 
and  waist  and  skirt  are  joined  by  lace  insertions.  in 
front  the  waist  is  about  normal  length,  but  it  has  the 
high    back.    This    garment    the    trade    has    found    present 


Made  and  Shown  by  the  Eclipse 
Whitewear  Company. 


few  alteration  problems,  which  is  one  reason  why  it  is 
taking  so  kindly  to'  it.  The  sleeve  is  invariably  the 
long  Directoire  style  and  is  generally  composed  of  lace 
and  tucks.  The  skirt  is  often  finished  with  a  deep  ela- 
borately trimmed  Spanish  flounce.  Besides  white,  pink, 
ceil  and  helio  are  the  big  selling  colors.  Prices  at  retail 
run   from  .$6.50  up  to   $22.50. 


In  the  realm  of  whitewear,  there  is  an  increas- 
ing call  for  princess  garments. 

Manufacturers  are  preparing  their  sample  lines 
for  1910,  and  these  may  make  their  appearance 
somewhat  earlier  than   usual. 


Whitewear. 

Sales  at  retail  are  keeping  up  well  and  in  many  sec- 
tions of  the  country,  particularly  out  west,  retailers  are 
finding  it  is  not  an  easy  matter  to  keep  up  assortments. 
In  all  centres  there  is  an  increasing  call  for  princess 
garments  ;  generally,  the  drawers  and  corset  cover  are 
combined,  but  the  corset  cover  and  skirt  are  often  in 
one.  The  princess  cut  is  one  of  the  latest  novelties,  and 
in  the  large  centres  there  is  some  sale  of  princess  slips — 
not  just  in  white,  but  in  colors. 


June  sales  are  the  next  event  in  the  whitewear  year, 
and  buyers  are  beginning  to  make  active  preparations 
for  this  event.  During  the  last  few  years  their  impor- 
tance has  been  increasing,  both  as  a  means  of  clearing 
up  stock  and  the  tiding  over  of  what  otherwise  would 
be  a  dull  period  in  the  whitewear  department. 

Manufacturers  are  beginning  to  prepare  for  the  mak- 
ing up  of  sample  lines  for  1910  and  it  would  seem  us 
though  they  would  make  their  appearance  somewhat 
earlier  than  they  have  done  for  some  seasons  i^ast. 
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Misses'  and  Children's  Wear. 

Re-orders  for  misses'  and  children's  garments,  parti- 
cularly from  8  to  16  years,  arc  nearly  all  for  the  simpler 
styles — that  is,  preference  is  given  to  the  little  plain 
dresses,  and  the  tailored  two-piece  suits  described  in  last 
months'  issue.  Manufacturers  are  extremely  busy,  and 
their  plants  are  taxed  to  the  utmost  to  turn  out  goods. 


One  of  the  New  Modes  sho>vn 

by   the  Eclipse   Whitewear 

Company,  Toronto. 

The  C'anadian  firm  that  specializes  on  children's  lines 
exclusively  is  finding  it  hard  to  keep  up  in  any  shape 
with  its  orders.  Smart  practical  styles  for  children's 
wear,  when  i)ut  int(j  the  proper  materials — those  trat 
are  carefully  selected  not  with  an  eye  to  the  largest 
amount  of  profit  that  can  be  made  on  them,  but  because 
they  will  wash  and  wear — are  proving  a  drawing  card 
in  the  departments  that  have  given  them  a  proper  re- 
presentation and  the  result  is  a  crop  of  orders  for  the 
manufacturer  that  can  only  with  difficulty  be  filled.  It 
is  a  peculiar  fact  that   the  West  is  leading  the  East    in 
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filackeye  Silk  Moire  Underskirts 

Blackeye  Underskirts  are  the  Ideal  Underskirts 

They  Outlast  Several  Skirts  of  Other  Materials.     They  are 

Lightweight,    Shed   Dust   and   Come   at 

Remarkahly  Reasonable  Prices. 

Get  Them  in  Time  for  the  Spring  Trade 


BLACKEYE 
SKIRTS 

Made  in  Many  Styles 
and  Seven  Colors, 

BLACK  NAVY 

BROWN 

GREY  HELIO 

GREEN      RED 

Sizes  are  full,  fit  per- 
fect, opens  in  front, 
at  left  hip  with  plaq- 
uet,  no  opening  at  the 
back,  adjusted  to  size 
with  draw^string. 


GUARANTEE 

Dealers  are  author- 
ized to  refund  full 
purchase  price  of 
any  Blackeye  Skirts 
not  proving  satis- 
factory. 


BLACKEYE 
SKIRTS 

are  made  from  our 
ow^n  patented  material 
and  can  be  had  only 
through  our  regular 
distributing  channels, 

The  Leading 
Wholesalers 

of   C  a  n  a  d  a 
No    other    manufac- 
turer can  show  this 
garment    in    Canada. 

Prices  from 

$30  to  $52 

a  dozen.  Delivered 
at  once. 


This  Label  Sewn 
on  Every  Skirt 
-  Look  for  it.  * 


MANUFACTURED  BY 


THE  CANADIAN  CONVERTERS  CO.,  Ltd.,  Montreal 
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7\adt 


HAOC    IN  CANADA 


WAISTS 


FOR 


SPRING 


Lawn  —  Net  —  Lace  —  and  Silk 
Newest  Trimming  at  all  Prices 


Anticipating  that  you  want  your  repeat  oiders  for  Waists  in  a  hurry,  we 
have  made  special  provision,  and  are  prepared  to  ship  many  lines  on 
three   days'    notice. 

We  have  an  exceptionally  choice  range  of  tailor-made  Coat  Suits  in 
White  and  Colored  LINEN  -  CRASH  —  PIQUE  —  and  DRILL  for 
immediate   delivery. 

New   samples    of   Princess   Combination    Coreet    CoAcr   snd    Skirt. 

Allen's  goods  always  fit   properly. 
See  Samples  w^ith  travellers  or  write. 


FALL  GOODS 


Our  representatives  are  also  carrying  our  full  range 
of  Fall  Samples,  including  Ladies'  and  Children's 
Flannelette  Underwear,  Ladies'  Fall  Blouses, 
Kimonas,  Dressing  Jackets,  Dressing  Gowns, 
Wrappers,    Skirts,   and   Children's   Dresses. 

Your  Inspection  Solicited. 


Allen  Manufacturing  Company 

Simcoe   and   Pearl  Streets,  Toronto 


LIMITED 
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Women 
Want 


a  store  where  they  can  buy  ready- 
to-wear  dresses  for  their  children  and 
wash  suits  for  girls.  They  want  these 
garments  to  have  style ;  to  be  correct 
in  this  respect,  and  to  give  service. 
If  you  realize  this  demand  in  your 
town  —  for  there  most  assuredly  is 
one  —  we  can  make  it  possible  for 
you  to  meet  it,  and  to  capture  the 
trade  in  children's  dresses,  which 
means  that  you  will  get  the  mother's 
trade,  too,  with  the  hundred  and  one 
things  she  will  buy  for  herself  and 
the  home. 

We  make  it  easy  for  you  be- 
cause we  spend  all  our  time 
and  energy  making  Children's 
Wear  and  Misses'  Wash  Suits  in 
which  we  are  specialists. 

Our  lines  have  brought  increased 
business  to  other  stores.  They  will 
do  the  same  for  yours.  May  we  send 
you  a  sample  selection  of  our  garments  ? 

We'reM^illing  to  take  the  risk 
on  their  appeal  to  you 


Home  &  Watts,  Ltd. 

Children's     Outfitters    Exclusively 


Duncan  and  Pearl  Streets 


Toronto 


the  matter  of  selling  children's  garments.  In  Vancouver 
there  is  a  specialty  store  that  sells  nothing  but  child- 
ren's, infants'  and  misses'  wear.  This  is  in  imitation  of 
United  States  methods  where  in  all  cities  and  towns  of 
any  size  there  is  one  or  more  specialty  houses  of  this 
class.  As  there  are  no  alteration  problems  when  properly 
made  and  cut  garments  are  stocked,  it  is  not  a  difficult 
trade  to  do. 

Dressmakers  do  not  care  for  children's  business  and 
the  factory-made  garments  can  be  sold  cheaper  than 
mother  can  make  them — it  is  all  a  matter  of  style  and 
the  selection  of  materials,  and  when  these  are  right  busi- 
ness is  easily  done. 

For  the  next  few  months  there  is  sure  to  be  a  steady 
demand  for  rompers  and  bloomer  dresses.  For  the 
summer  holidays  bathing  suits  will  be  big  sellers.  Child- 
ren's bathing  suits  are  now  a  quick  selling  line.  For 
the  older  girls  the  two  piece  suit — that  is,  the  bloomers 


One  of  the   New   Season's   Modes 

from  the  Range  shown  by  the 

EcHpse  Whitewear  Co. 

and  blouse  attached  with  a  separate  skirt,  is  best  liked  ; 
for  smaller  children  the  one-piece  suit  is  the  seller.  The 
favorite  material  is  lustre,  and  the  colors  are  black, 
navy,  red  and  brown,  while  white  cotton  braid  is  the 
universal  trimming. 


Waists. 

Manufacturers  of  waists  are  exceptionally  busy,  and, 
almost  without  exception,  are  working  overtime.  As  is 
al\vays  the  case,  when  a  rush  time  arrives,  there  is  com- 
plaint  about   the   scarcity  of  competent  operatives. 

The  advent  of  the  Princess  dress  has  had  very  little 
effect  upon  the  blouse  business,  the  fact  being  that  both 
the  blouse  and  the  Princess  dress  have  their  own  well- 
J-.lned  sphere  of  usefulness.  Perhaps  in  the  high-class 
trade  the  costume  will  secure  some  business  that  would 
otherwise  have  gone  to  the  blouse  department,  but  the 
fact    remains    that    for    the    medium    and    popular-prieed 
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BRAN  D 


The  DunlapMfg.  Co. 

Montreal 

Manufacturers  of  Blouses,  white- 
wear,  underskirts,  costumes,  chik''- 
ren's  dresses,  etc.  The  only  gar- 
ments of  this  character  widely  ad- 
vertised to  Canadian  public. 


Popular  Priced  Tailored  Shirt 
Waists  Made  in 


White  Cambric,  Fine  white 
Lawn  or  Corded  Madras, 
New  styles  in  stripes,  per 
dozen, 

Scotch  Ginghams  in  neat 
stripes  and  checks,  per 
dozen. 

Imported  Fine  French  Shirt- 
ings, latest  designs,  per 
dozen, 

Fine  2100  Pure  Linen  with 
Linen  Collar  and  Cuffs, 


per  dozen, 


$8.50 


$10.50 


$13.50 


$15.00 


J.  E.  McClung,  Sales  Agent 

8-10  Wellington  St.  East         -        Toronto 
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READY-TO-WEAR    GARMENTS 


Dr\  Goods  Reviciv 


Telegrams—"  Merryfield,"  London. 


Offices,  Paris,  Lyons,  St.  Gall,  Plauen,  Bruxelles. 


Bastin^  Merryfield  &  Cracknell 


12  Great  Portland  St.  1-2-3  Great  Castle  St.,     Oxford  Circus 

London    W.,    England 

MANUFACTURERS,    IMPORTERS,    WAREHOUSEMEN 


LIMITED 


Chiffons,  Satins, 
Crepes,  Laces, 
Tulles,  Scarves 


Blouses,  Millinery, 
Blouse-Suits,  Costumes 
and  Tailor-Mades. 


Walter 


Representative  for  Canada  : 
C^aldeCOtt.  Empire  Building,  Wellington  Street  West 

TORONTO 


Wash  Suits!       Wash  Suits!       Wash  Suits! 

Every  Woman  Will  Buy  One 

Get  our  "Quiet  Elegance"  Range,  from  $3.50  to  $7.00, 
and  meet  a  sure  demand. 

Watt  &  Shapiro  Mfg.  Co.,  st  Pa'J! keet,  Montreal 


Men  Who  Sell 
Imngs 


By  WalurD.  Moody 

Business  Manager  of  Chicago  Association 
of  Commerce 

Technical  Books 


This  "Salesman's  Blue  Book,"  written  for  Manufac- 
turers, Merchants,  Employers,  and  all  Sellers  of  Goods, 
gives  the  author's  Observations  and  Experiences  of 
over  20  years  as  Travelling  Salesman,  European  Buyer, 
Sales  Manager  and  Employer.  It  shows  "HOW  TO 
INCREASE  THE  EFFICIENCY  OF  YOUR 
SELLING  SERVICE"  and  "HOW  TO  IN- 
CREASE YOUR  BUSINESS."  Adopting  these 
up-to-date  suggestions  means  MONEY  FOR  YOU. 
Three  of  the  22  subjects  are:  The  Order  Taker,  Right 
Kind  of  Salesman,  Letters  to  the  Trade. 


295  pp. 


Net,  $1.00  By  Mail,  $1.10 


10  Front  St.  East,  Toronto 
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.indc,  the  blouse  in  Cniiada  (jcciipies  an  aliiiosl  unassail- 
able position. 

The  sleeve  ([ueslion  is  not  now  quite  as  acute  as  ioi-ni- 
erly.  The  long  sleeve  in  all  waists  is  the  undoubted 
sleeve.  As  a  t'aet,  the  new  sleeve  has  been  t'he  business 
getter.  It  has  imparled  just  I'hat  Iciuch  oi'  injvelty  to 
blouse  lines  that  makes  for  buyins'.  The  long  sleeve  will 
sell  right  through  the  season,  but  many  buyi'rs  arc  looking 
for  a  shorter  sleeve  to  make  its  appearance  for  Mid- 
Summer  trade.  Just  what  form  this  sleeve  will  take  they 
are  not  prepared  to  say,  but  it  will  be  something  in  the 
nature  of  the  present  sleeve,  only  three-quarter  or  seven- 
eighths  long.  There  is  a  tendency  to  drop  the  points  off 
the  Direetoire  sleeve  and  to  adopt  a  straight  tinish  to  the 
sleeve. 

As  the  season  advances  the  lingerie  waist  comes  more 
prominently  to  the  front.  There  is,  however,  less  frilli- 
uess  a,nd  fussyness  than  heretofore — plain,  flat  trimming 
elfects  that  give  long  lines  being  those  most  favored. 
There  is  an  increasing  use  of  Irish,  Cluny  and  torchon 
laces  for  trimming  these  garments.  Tlie  high-class  trade 
is  taking  kindly  to  the  crepe  waist  and  many  good 
models  are  shown.  This  fabric  washes  perfectly  a,nd  re- 
quires no  ironing.  Cross-bar  muslins  are  in  favor  but  the 
difficeulty  experienced  in  getting  material  promises  to  in- 
terfere with  its  vogue. 

The  tailored  waist  in  both  plain  and  striped  effect 
promises  to  be  a  large  factor  in  tlie  trade  all  the  season 
and  for  mid-season  selling  many  houses  are  showing  a 
large  range  of  striped  fabrics  made  up  into  smart  tailor- 
ed styles. 

The  net  waist  usually  drops  out  of  the  selling  for  the 
Summer  season,  but  will  re-appear  in  Fall  lines.  Manu- 
facturers are  beginning  to  figure  on  Fall  lines.  There 
will  be  for  Fall  selling  more  fulness  at  the  top  of  the 
sleeve — more  in  the  modified  leg-of-mutton  style.  This 
will  be  a  welcome  change,  as  the  sleeve  will  be  both  easier 
to  fit  and  easier  to  wear. 

The  black  waist  will  have  more  prominence  than  for 
some  seasons  past,  and  besides  messalines,  chiffon,  taf- 
feta and  Jap  silks,  crepe  de  Chine,  a.nd  fine  wool  delaines 
rt'ill  be  fashionable  waist   materials  in  the  coming  Fall. 


Underskirts 

Preparations  for  fall  are  under  way  in  nio'st  houses 
and  traveleis  will  bo  on  the  road  shoitly,  with  Fall 
lines. 

Though  the  Direetoire  fad  has  not  eliminated  skirts 
from  the  lines  of  garments  carried,  it  is  cheering  to 
know  that  dress  skirts  are  to  be  wider.  Soft  finished 
taffetas  are  the  big  sellers  in  silk  lines,  though  the  satin 
skirt  is  the  leader  from  the  style  view-point — but  the 
rustling  taffeta  is  by  no  means  out  of  it,  for  many 
women  when  they  buy  a  silk  skirt  like  to  have  one  that 
announces  its  presence.  "Taffeta  cuts"  is  the  biggest 
bar  to  the  sale  of  the  taffeta  skirt. 

Underskirts  of  moire  and  moirette  are  finding  an  in- 
creasing sale  here.  This  may  be  traced  to  the  fact  that 
besides  good  appearance  a  moderately  priced  skirt  gives 
good  wear.  Not  only  are  these  skirts  selling  in  black 
and  black  and  white,  but  colored  striped  effects  are  fea- 
tured. These  are  made  up  in  many  fancy  styles  cut  on 
the  bias,  or  in  bayadere  fashion.  Knife  pleated  flounces 
are  much  in  evidence  in  moire  and  moirette  skirts,  as  in 
this  manner  the  close  fitting  top  can  be  combined  with 
the  proper  and  comfortable  fullness  around  the  feet.  The 
sun-pleated  skirt  promises  to  come  into  more  prominence 
this  Fall.  The  black  sateen  skirt  is,  because  of  the  price 
consideration,  the  big  seller  in  popular  priced  goods. 


OUR  FALL 
SAMPLES 


are  now  being  shown  by  our 
travellers  in  Ontario,  Quebec 
and  Maritime  Provinces. 


Values  and  Assortments  Invite 
Your  Close  Attention 

SOME  OF  THE  LINES  WE  SHOW 

Waists,  Ladies'  and  Children's 

Underwear,  Skirts,  Ladies' 

and  Children's  Hosiery, 

Underskirts,  Ladies' 

Handkerchiefs, 

etc. 

Men's  Furnishings 

Negligee  and  Stiff  Shirts,  Men's  and  Boys* 
Underwear,  Handkerchiefs,  Men's  and  Boys* 
Hose,  Boys*  Fancy  Collars,  etc. 

Household  Goods 

Table  Linen  and  Covers,  Laces,  Table  Nap- 
kins, Curtains,  Towels,  Toweling,  Portieres,  etc. 

Special  Lines  for  Sorting,  in- 
cluding Many  Clearing  Lots 

Let  Us  Have  Your  Enquiries 

L.  Hirshson  &  Co. 

248  Notre  Dame  Street  Wefl 
MONTREAL 


Items  From  All  Canada 


Queb 


ec 

Geo.  Kent,  with  Greeiishields  Limited,  Montreal,  has 
returned   from   a   foreign    buying    trip. 

V.  Dowker,  of  the  Crescent  Mfg.  Co.,  Ltd.,  Montreal, 
left  the  end  of  last  month  for  his  si.x  weeks'  foreign 
buying  trip. 

The  death  of  James  Tobin,  who  was  connected  for 
several  years  with  the  Dominion  Textile  Company,  oc- 
curred in  Montreal  eaa-ly  last  month. 

C.  H.  Aives,  buyer  of  embroideries,  laces,  etc.,  for 
the  Gault  Brothers  Co.,  Ltd..  Montreal,  returned  the  first 
of  the  month  from  a  seven  weeks'  foreign  buying  trip. 

W.  T.  Ritch,  of  J.  &  N.  Philips  &  Co.,  Manchester, 
Eng..  visited  Montreal  and  Toronto  last  month,  placing 
the  Fall  samples  with  their  agents.  He  is  now  in  the 
Maritime  Provinces  calling  upon   the  trade. 

Upon  the  occasion  of  his  retirement  from  the  firm  of 
John  Fisher,  Son  &  Co.,  Montreal,  Mr.  O.  Lemire,  was 
tendered  a  banquet  at  the  Place  Vigor  Hotel,  Montreal, 
by  the  members  of  the  firm  and  the  employees. 

At  the  annual  meeting  of  the  S.  Carsley  Co.,  Ltd., 
Montreal,  the  following  officers  were  elected:  President, 
W.  F.  Carsley;  vice-president  and  treasurer,  S.  Carsley, 
secretary,  C.  W.  Batho.  Directors,  W.  F.  Carsley,  S. 
Carsley,  J.  Gf.  Carsley  and  C.  L.  Carsley. 

On  Saturday,  April  3rd,  the  Mount  Royal  department 
store,  corner  M(Uint  Royal  a.nd  St.  Lawrence  Blvd.,  in 
the  northern  part  of  Montreal,  was  opened  by  J.  0. 
Gareau,  who  has  had  a  wide  experience  in  Montreal  re- 
tail circles.  Thcuiarh  this  location  has  not  as  yet  proved 
profitable,  the  store  is  re-opened  under  favorable  aus- 
pices. 

J.  K.  Wallace,  lepresenting  Arthur  &  Co..  Export, 
Ltd.,  Glasgow,  with  Canadian  headquarters  at  232  Mc- 
Gill  Street,  Montreal,  returned  on  the  SS.  Virginian  on 
the  12th  of  March,  from  a  visit  to  Glasgow.  Mr.  Wallace 
left  Montreal  on  the  4th  of  February  and  had  an  enjoy- 
able and  profitable  business  trip.  He  speaks  of  the  gen- 
eral improvement  in  trade  in  foreign  markets,  and  the 
gradiuil  stiffening  of  prices  in  most  lines.  Warehouse 
men  on  the  other  side- are  all  anticipating  advances  in 
prices  and  are  making  purchases  accordingly. 

H.  Symington  has  joined  the  selling  force  of  Arthur 
&  Co..  Export.  Limited.  Glasgow,  with  Canadian  head- 
([uarters  at  Montreal.  Mr.  Symington  will  represent  them 
in  Quebec  Province  and  part  of  eastern  Ontario.  He  has 
had  an  extensive  Canadian  dry  goods  experience  and  was 
recently  manager  of  the  ready-to-wear  department  nf 
Greensiiields  Limited.  W.  J.  Egan  continues  to  repre- 
sent Arthur  &  Co.  from  Toronto  to  Windsor,  while  J.  K. 
Wallace,  the  Canadian  manager  of  the  firm,  tra.vels  in  the 
northern  purt  of  eastern  Ontario  and  the  far  western 
provinces. 

•*• 

Ontario 

W.  W.  Winfield  has  become  a  partner  in  the  E.  C. 
Currie  Co.,  Fort  William. 

Harry  Clarke,  formerly  of  Colborne,  intends  opening 
a  dry  goods  store  in  Lethbridge.  Alta. 

L.  L.  Corley  and  C.  A.  Griffiths  have  opened  a  ladies' 
and  children's  clothing  and  furnishing  store  in  Midland. 

Burrows  &  Hart,  of  Port  Arthur,  have  added  a 
ladijes'  clothing  and  'furndshings  department  to  their 
store. 


Mrs.  Ruth  Martin,  who  conducted  a  small  dry  goods 
store   in   Toronto,   has   assigned. 

The  store  of  McKendry's,  Limited,  Toronto,  has  been 
completely  remodelled  since  the  fire  of  two  months  ago. 

Fire  in  the  shirt  factory  of  A.  R.  (Clarke  &  Co.,  Toronto, 
on  .March  25,  caused  .$1,100  damage  to  contents,  covered  by 
insurance. 

R.  J.  Score,  one  of  the  leading  merchant  tailors  and 
men's  furnishers  of  Toronto,  celebrated  his  67th  birthday 
on  March  9th. 

R.  Neil,  of  Peterboro.  has  purchased  the  shoe  business 
of  L.  W.  Johnston,  Gait.  The  store  will  be  in  charge  of 
W.  W.  Perkins. 

Witte  Bros.  &  Co.,  of  Newark,  N.J.,  manufacturers  of 
cloth-covered  buttons  and  dies,  intend  opening  a  branch 
Factory  in  Berlin,  Ont. 

Babcock  &  Co.,  Sarnia,  have  installed  a  complete  plant 
for  the  manufacture  of  tents,  awnings,  cosy  corners,  dress 
boxes,  mattresses  and  upholstery. 

Lawrence  C.  Long  has  opened  a  new  clothing  store 
in  Stratford.  Mr.  Long  was  formerly  with  J.  B.  Chis- 
well  &  McLean  Bros.,  Stratford. 

L.  P.  Long  has  opened  a  retail  clothing  and  men's 
furnishing  store  in  the  premises  formerly  occupied  by 
the  English  Woolen   Mills  Co.,  Stratford. 

The  Kennedy  &  Davis  Co.,  of  Lindsay,  are  taking  up 
the  manufacture  of  coat-hangers.  They  recently  com- 
pleted a  large  order  for  Dundas  &  Flavelle. 

The  town  council  of  Seaforth  has  closed  an  agreement 
with  the  Anderson  &  Taylor  Co.,  of  Lucknow,  for  the 
establishment  of  their  clothing  factory  in   Seaforth. 

A.  W.  Arnott.  of  Geo.  Ridout  &  Co.,  77  York  St.,  To- 
ronto, representing  the  British  Xylonite  Co.,  of  Hale  End, 
was  a  recent  caller  at  the  London  office  of  The  Dry  Goods 
Review. 

J.  II.  and  Bert  Ruetell.  two  Kincardine  Old  Boys, 
have  opened  a  new  clothing  store  in  the  Widlund  Block. 
Grand  Forks,  Dakota.  They  have  also  a  similar  store  in 
Crookston,  Dakota. 

John  P.  Smith,  of  Windsor,  N.S.,  formerly  with  the 
Windsor  Foundry  &  Machine  Co.,  is  now  traveling  foi- 
the  Oxford  Clothing  Co.,  R.  C.  Wilkins,  Montreal,  and  the 
Amherst  Suspender  Co. 

R.  C.  Burns,  who,  for  the  past  ten  years,  conducted 
a  dry  goods  business  in  Brantford.  recently  sold  his  stock 
and  interests  to  H.  J.  Hollinrake,  of  Toronto.  The  amount 
is  said  to  have  been  about  .$23,000. 

Begg  &  Co.,  of  North  Bay,  purchased  the  general  dry 
goods  stock  of  the  Nipissing  Dry  Goods  Co.  of  that  place 
on  March  10.  Richard  Tew,  the  assignee,  announced  the 
])urchase  price  as  being  $13,.500  or  .'io  cents  on  the  dollar. 

The  stock  of  the  Dominion  Manufacturing  Co..  Gait., 
manufacturers  of  white  goods  and  overalls,  has  been 
sold  at  54  cents  on  the  dolla.r  to  R.  A.  Briscoe,  of  that 
town.  It  is  understood  thai  Mr.  Briscoe  intends  to  con- 
tinue   the    operation    of    the    factory. 

Mayor  Stevely.  of  London,  Out.,  has  received  a  let- 
ter from  a  corset  firm  in  London,  Fng.,  making  inquiries 
about  that  city  as  the  possible  location  of  a  corset  fac- 
tory. The  firm  is  said  to  be  one  of  the  largest  in  the 
Old  Land  and  will  establish  a  branch  in  Canada. 

It  is  reported  that  the  woolen  mills  at  Galetta  are 
again  to  be  operated.  The  plant,  it  is  understood,  has 
been  taken  over  by  a  company  of  Arnprior  men  who  have 
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organized  a  joint  stock  cfinipany.  (ins  Charbomicau.  foini- 
erly  of  the  Laciiute  mills,  will  be  mauager. 

Harry  D.  Warreiij  president  and  treasurer  of  the 
Gutta  Percha  &  Rubber  Manufacturing  Co.,  Toronto,  died 
on  the  evening  of  March  5th.  He  had  been  ill  for  some 
time.  Mr.  Warren  was  born  in  Brooklyn,  N.Y.,  on  May 
8,  1861,  and  was  educated  at  Princeton  University. 

The  plan  adopted  by  Guelph  retail  merchants  in  ap- 
pointing an  official  collector  to  look  after  dead-beats  on 
their  behalf  has  aroused  interest  in  many  centres  through- 
out the  country.  Brantford  is  the  latest  to  sit  up,  and 
the  merchants  there  want  a  deputation  of  Guelph  mer- 
chants to  show  them  how  to  put  the  scheme  into  opera- 
tion. 

At  a  special  meeting  of  the  Campbellford  council,  S. 
J.  Moore,  manager  of  the  Trent  Valley  Woolen  Mills, 
asked  that  a  fixed  assessment  of  $50,000  be  placed  on 
their  mill  property  for  20  years.  He  stated  that  the 
company  would  erect  a  large  addition  to  the  south  end 
of  the  mill,  78x178  feet,  and  would  employ  70  more  hands 
than  at  present.  The  council  will  consider  the  proposi- 
tion. 

Caudwell  Bros.,  of  Brantford,  have  added  a  millinery 
department  to  their  dry  goods  store.  The  entire  second 
floor  of  their  building,  measuring  2  700  square  feet,  is 
used  for  this  purpose.  "Upstairs,  nothing  but  hats," 
was  the  sign  used  at  the  foot  of  the  staircase  to  direct 
those  interested  in  millinery  to  the  showrooms  on  open- 
ing day.  The  fixtures  are  of  weathered  oak  in  mission 
style  and  individual  fitting  tables  have  been  installed,  eacii 
with  an  adjustable  mirror  and  hat  to  match. 

Macdonald  Bros.,  men's  furnishers,  Sarnia,  are  now 
occupying  a  very  handsome  store.  The  front  has  re- 
cently been  transformed  by  a  modernizing  process.  The 
windows  extend  back  twelve  feet  on  either  side  of  the 
entrance,  and  terminate  in  a  large  plate  glass  panel  door 
of  handsome  design.  The  walls  are  of  a  buff  tint,  and 
the  ceiling  of  white  enamel.  The  woodwork  is  of  golden 
oak,  the  north  side  containing  magnificent  wall  cases  for 
liats  and  clothing,  while  the  south  side  is  fitted  with 
shelving  for  gents'  furnishings.  In  the  rear  is  a  stair- 
way to  the  basement,  where  special  lines  of  boys'  cloth- 
ing are  carried. 


The  [East 

Solmon  Kerner.  of  Fredericton.  N.B.,  returned  recent- 
ly from  a  two  weeks'  trip  to  Montreal,  where  he  bought 
his  Spring  and  Summer  supply  of  dry  goods. 

J.  N.  Harvey,  tailor  and  men's  furnisher,  St.  John, 
N.B..  celebrated  his  eighth  anniversary  of  his  business 
by  an  eight-day  sale  beginning  March  19th. 

James  Sinclair,  brother  of  John  A.  Sinclair,  of 
MacRae,  Sinclair  &  McRae,  and  who  was  employed  with 
the  Union  Clothing  Co.,  St.  .John,  N.B.,  died  on  Jan. 
18th,  from  paralysis. 

A  despatch  from  Halifax  states  that  a  company  known 
as  the  Atlantic  Wool-growers,  capitalized  at  $100,000,  pro- 
poses to  start  sheep-raising  on  the  South  Shore.  Kelp 
will  be  used  largely  as  food  for  the  sheep. 

Au  Bon  Marche,  of  Black  Lake,  Que.,  has  been  in- 
corporated with  $75,000  capital,  to  take  over  the  general 
store  conducted  by  E.  Slade  and  J.  A.  Larachelle  and 
continue  the  business  on  a  departmental  basis. 

Charles  H.  Hatt,  manager  of  the  Canadian  Colored 
Cotton  Co.  's  mills  at  Marysvi'.le,  N.B.,  recently  inspected 
cotton  mills  in  Bangor  and  Waterville,  Me.  Extensive 
improvements  are  being  made  at  the  Marysville  mills. 


The  West 

ii.  T.  Fitzpatrick  and  J.  D.  O'Connell,  who  recently 
opened  a  new  men 's  furnishing  store  in  Vancouver,  B.C., 
have  now  become  well  established  in  that  city.  Their  es- 
tablishment is  located  opposite  the  post  office. 

The  venture  of  Mitchell,  Hembroff  &  Maybe,  of  Moose 
Jaw,  Sask.,  into  the  wholesale  mercantile  field  is  reported 
to  be  meeting  with  marked  success.  A  good  district  has 
been  developed  between  Estevan  on  the  south.  Outlook 
and  Saskatoon  on  the  north.  Maple  Creek  on  the  west 
and  Broadview  on  the  east.  A  shipment  of  sixty-«ix 
cases  of  rubbers  was  recently  rushed  through  from  To- 
ronto. The  goods  were  sent  on  Tuesday,  March  9,  and 
reached  their  destination  on  the  12th. 

Miss  Mann,  Wm.  Purvis  and  Les.  Manshall,  three 
valued  employes  of  Brown's,  Limited,  Portage  la  Prairie, 
were  the  recipients  of  handsome  presentations  and  ex- 
pressions of  appreciation  from  their  fellow  employes,  on 
the  eve  of  their  departure  from  the  firm's  service,  Mr. 
Purvis  to  take  a  traveling  position,  and  Mr.  Marshall  to 
enter  one  of  the  large  establishments  of  Winnipeg.  The 
gift  to  Miss  Mann  was  a  gold  ring,  to  Mr.  Purvis  an  Odd- 
fellows' signet    ring,   and   to   Mr.  Marshall   an   umbrella. 


Opened  a  Winnipeg  Branch. 

For  the  convenience  of  western  wholesale  buyers  and 
manufacturers,  John  Gordon  &  Son,  manufacturers' 
agents,  Montreal  and  Toronto,  representing  some  of  the 
leading  domestic  and  foreign  factories,  have  opened  up  a 
Winnipeg  branch,  with  quarters  at  406  Hammond  Block. 
T.  D.  McClintock.  who  is  known  to  the  western  trade,  is 
in  charge,  although  the  Toronto  branch  will  still  send 
representatives   to  show  certain   lines. 


Every  Woman  Wants 

A  "National"  Auto  Coat 

1909  will  be 
A  Good  Coat  Season. 

Automobile  Styles 

THE  LEADERS. 

Full  Length  Auto  Coats  go  well  with 
Spring  and  Summer  styles. 

National  Styles  are  developed  in 
Rubberized  Silk,  Satin,  Mohair,  Serge, 
Paramatta,  Canton,  etc. 

CATALOGUE  UPON   REQUEST. 

National  Rubber  Co.  of  Canada 


16  Craig  St.  West, 


MONTREAL 


"Men  Who  Sell  Things" 

The  Place  of  Enthusiasm  in  Business  —  The  Why  and  the  Wherefore 
of    Helping   the  Customer   Along  —  Sunshiny    Methods    as  an  Asset. 

By  Walter  D.  Mooily.     Serial  rights  fur  Canada  purchast'il  by  the  MacLeaii  Puhlishiiii,'  Co.  from  tile  publishers,  A.  MeChirg  ^i  Co.,  Chicago. 

(Continued  from  February    Dry    Goods  Review.) 


IF  every  retail  .salesman  could  take  a  trip  on  the  road 
for  a  few  weeks,  he  would  return  to  his  counter  and 
increase  his  sales  fifty  per  cent,  the  first  month 
thereafter. 

The  best  way  for  a  retail  salesman  to  decide  on  how 
to  treat  his  customers  is  to  pay  an  occasional  visit  to 
other  retail  houses  for  purchases,  and  to  take  particular 
notice  of  the  treatment  accorded  him  by  the  salesmen  in 
each  place,  and  the  effect  it  has  upon  him.  Then  he 
should  remember  to  put  himself  in  the  place  of  the  sales- 
man who  made  the  best  impression  on  him,  whenever 
his  customers  come  to  buy. 

Visit  Other  Retail  Houses. 

When  a  prospective  buyer  approaches  you,  who  "'las 
just  been  treated  in  a  cold-blooded  manner  by  an  inefifi- 
cient,  neglected  clerk  in  a  competitor's  store,  and  you 
greet  him  with  a  pleasant  smile  and  obligingly  show  him 
everything  he  wants  to  see,  and  especially  something 
that  he  will  be  much  interested  in,  you  will  generally 
succeed  in  making  a  sale,  and  your  new-found  customer 
will  go  away  feeling  that  he  has  done  well  to  change  his 
trade  from  the  cold-blooded  house. 

Now,  Mr.  Retail  Salesman,  stop  and  give  this  matter 
some  thought.  Remember  that  while  behind  the  counter 
in  your  employer's  store,  you  take  the  place  of  your 
employer  to  every  customer  with  whom  you  come  in 
contact.  Also  remember  that  in  other  stores,  and  per- 
haps at  other  counters  in  the  one  in  which  you  are  em- 
ployed, there  are  plenty  of  salesmen  who  are  cold  and 
"chesty"  to  their  customers,  and  that  if  you  can  manage 
to  be  never  out  of  sorts  with  any  customer,  you  gain  a 
signal  advantage  over  your  grouchy  neighbors. 

Which  salesman  do  you  think  it  will  best  pay  you  to 
copy— the  one  who  made  the  best  impression  on  you  ^n 
your  own  purchasing  tour,  or  the  one  who,  with  a  cold 
look  and  an  impudent  sneer,  freezes  the  very  buying 
instinct  out  of  every  possible  customer  that  comes 
within  his  reach? 

Do  not  think  that  because  your  neighboring  salesman 
is  discourteous  and  neglectful  of  his  trade  without  losing 
his  position  you  can  afford  to  be  that  way  whenever  you 
feel  like  it.  Your  worst  competitor  is  yourself.  The 
most  important  battles  to  fight  are  from  within,  and 
not  without. 

By  always  being  pleasant  to  your  customers,  great 
and  small,  by  showing  your  appreciation  of  their  trade, 
and  by  interesting  yourself  in  the  things  you  know  will 
interest  them,  you  can  soon  out-distance' your  ill-natured 
neighbor  in  the  race  for  success.  A  continuation  of  the 
same  kind  of  treatment  which  puts  him  out  of  the  race 
will,  also,  soon  show  results  in  the  fight  you  are  making 
for  promotion. 

You  can  'be  sure  of  one  thing — if  you  try  your  best 
to  be  friendly  and  accommodating  to  all  customers  and 
show  them  you  appreciate  them,  you  will  be  doing  all  that 
any  one  could  possibly  do  to  get  and  hold  their  trade,  all 
that  was  ever  done  by  those  who  were  once  struggling  as 
vou  are  for  a  foothold,  but  who  now  enjoy  liigh-salaried 


positions,  and  a  share  in  the  i^rofits  in  the  house  where 
you  are  employed. 

Every  successful  retail  merchant  started  where  you 
are  and  won  out  by  being  faithful  to  his  trust. 

Your  very  biggest  club  with  wliich  to  despatch  all 
doubt  as  to  your  advancement  is  the  good-will  and  confi- 
dence of  those  above  you  in  authority,  and  the  friendly 
feeling  of  every  one  with  whom  you  have  dealings  of  any 
sort.  With  this,  a  thorough  knowledge  of  your  particular 
line  of  goods,  and  a  careful  study  of  the  duties  of  the 
man  just  ahead  of  you  in  a  more  responsible  position,  you 
will  find  you  are  in  mighty  good  shape  to  hold  your  own 
against  all  newcomers,  and  to  be  a  candidate  for  promo- 
tion on  the  first  opportunity  that  arises.  There  is  no  such 
thing  as  good  salesmanship  without  enthusiasm.  I  know 
we  have  what  we  call  "near-salesmen,"  but  they  do  not 
possess  that  precious  quality. 

I  do  not  believe  you  can  separate  enthu.siasm  and  true 
salesmanship.  In  fact,  enthusiasm  is  the  life  of  sales- 
manship. 

The  salesman  who  is  enthusiastic  in  the  sense  that  he 
pays  more  attention  to  the  sporting  edition  of  the  daily 
papers  than  to  his  customers,  who  hands  out  a  yard  and  a 
half  of  unbleached  cotton  and  a  mile  and  a  half  of  self- 
importance  for  twelve  cents,  does  not  know  the  meaning 
of  enthusiasm. 

And  I  want  to  say  to  you  men  who  profess  to  be  sales- 
men, but  who  are  just  plain  every-day  shams,  that  I  do 
not  intend  to  lose  a  single  chance  to  pour  hot  shot  and 
grape  and  canister  into  your  ranks.  You  are  the  gentle- 
men I  am  after. 

The  Sham  or  Shirking  Salesman. 

Now.  if  the  sham  salesmen  who  iiappen  to  encounter 
these  lines  want  to  conlinue  to  'be  shams  in  the  open,  I 
say,  "Go  it,  go  it,  boys";  but  if  you  members  of  the  pro- 
fession who  are  only  "near-salesmen"  posing  as  the 
genuine  article  want  to  continue  so  to  pose,  I  will  brand 
you  as  no-accounts  until  you  either  reform  or  renounce 
your  faith  in  the  profession  of  salesmanship,  and  start  to 
look  for  some -other  kind  of  employment. 

Somebody  has  a  right  to  say  a  few  things  along  these 
lines,  and  I  propose  to  have  it  out  with  your  class  before 
I  get  tlirough  with  you,  whether  you  interpose  any  objec- 
tions or  not.  I  want  to  talk  to  you  men  who  have  made 
your  sham  pretences  in  the  world  of  salesmanship  and 
drawn  pay  for  work  wretchedly  done,  keeping  a  real  sales- 
man out  of  the  game  that  you  are  trying  to  play.  You 
have  been  at  it  long  enough  to  be  a  stumbling-block  and  a 
disgrace  to  the  science  of  the  greatest  of  all  professions. 

I  can  stand  anything  better  than  T  can  stand  a  sham 
or  shirking  salesman.  I  always  did  have  a  hatred  for 
near-things,  humbugs,  and  cheats,  and  of  all  the  humbugs 
that  ever  plied  a  profession,  the  "near-salesman"  is  the 
"humbuggest." 

When  a  man  who  things  he  is  a  salesman  gets  a  little 
swell-headedness,  a  little  "I'ra-it-ness. "  and  a  little  of 
almost  everything,  and  is  made  up  out  of  a  hundred  dif- 
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ferent  sorts  of  negative  things,  and  attains  a  little  twelve- 
dollar-a-week  position,  then  he  is  a  first-class  humbug  in 
every  sense  of  the  word. 

With  your  salesmanship  right,  with  the  fountain  clear, 
tiie  stream  will  be  clear.  With  a  good  tree  the  fruit  will 
be  good.  And  i  declare  to  yon,  "near-salesmen,"  that 
the  hardest  work  a  man  ever  tried  to  do  is  to  he  a  sales- 
man without  salesmanship;  to  be  a  good  salesman  with  a 
sliallow  nature  and  a  sham  heart. 

Thawing  Out  Frosty  Buyers. 

There's  no  denying-  the  fact  that  every  salesman  is  at 
times  sorely  tried  with  people  who  look  at  the  world 
through  blue  glasses,  but  the  professional  salesman  knows 
that  sunshiny  salesmanship  softens  the  frostiest  buyer.  It 
is  difficult  to  keep  patient  while  waiting  on  a  grumpy  cus- 
tomer, but  it  pays  in  the  end  to  keep  your  temper,  even 
with  the  most  obstinate  and  surly. 

The  salesman  who  is  intent  on  achieving  the  greatest 
selling  results  literally  burrows  into  the  business  of  selling 
g'oods.  He  must  have  a  nose  for  salesmaking  as  true  and 
keen  as  the  scent  of  the  bloodhound.  That  is  enthusiasm. 
It  can  be  developed.  Fall  in  love  with  your  work,  and 
you  cannot  help  becoming  enthusiastic. 

Enthusiasm  is  a  soul  quality  springing  from  knowledge 
and  confidence.  The  more  knowledge  you  have,  the  greater 
becomes  your  confidence,  and  your  enthusiasm  increases 
in  the  same  proportion. 

Look  on  the  brig-ht  side  of  things.  Nothing  so  paralyzes 
enthusiasm  as  pessimism. 

Ne.xt  to  honesty,  enthusiasm  is  the  most  essential  qual- 
ity in  successful  retail  salesmanship. 

Arguments  are  of  no  avail,  and  tact  is  worse  than 
wasted,  if  you  do  not  present  your  subject  with  all  the 
enthusiasm  yi)U  can  muster. 

The  listless  answers  and  hesitating  manner  of  "near- 
salesmen"  cause  all  shoppers  to  wonder  wliy  these  men 
are  not  displayed  in  the  show  cases  in  front  of  them  in 
place  of  the  goods  they  represent. 

Put  the  goods  on  top  of  the  case  and  crawl  inside,  Mr. 
Near  Salesman.  Almost  any  article  of  merchandise  in 
your  department  is  able  to  plead  its  own  case  much  more 
eloquently  and  effectively  than  can  you,  if  you  will  give 
it  half  a  chance. 

Who  has  not  been  angered  and  driven  away  in  disgust 
by  having  their  goods  'banged  down  in  front  of  him  and 
the  price  hurled  in  his  teeth  by  a  dyspeptic  salesman  with 
a  makes  -  little  -  difference  -  to-me-whether-you-take-it-or- 
leave-it  expression,  who.  believing  his  whole  mis.sion  is 
performed,  stands  glaring  at  him.  waiting  for  his  decision  ? 

In  truth,  the  only  thing  the  customer  is  trying  to  decide 
upon  is  whether  to  land  on  his  brainless  cranium,  report 
him  at  the  office,  or  go  across  the  street  and  get  what  he 
wants  from  .Toy,  Gladhand  &  Co.  If  he  is  of  a  peaceful, 
retiring  nnture.  and  does  not  want  to  create  a  scene,  he 
hastily  selects  s;miething  that  he  wouldn't  have  as  a  gift 
under  othei-  circumstances;  but  he  is  determined  to  have 
no  more  dealings  with  that  house.  He  will  keep  on  trad- 
ing Avith  .Toy.  (rlad.hand  &  Co. 

Then  tliei'e's  a  twin  brother  to  our  dyspeptic  friend, 
a  few  doors  down  the  street.  His  name  is  Meander  Gad- 
good.  You  walk  blithely  np  to  his  counter,  feeling  at 
peace  with  all  the  universe,  and  stand  there,  first  on  one 
foot  and  then  the  other — two,  three,  five  minutes — waiting' 
for  Meander  to  separate  himself  from  a  group  of  pennant- 
winning  judges  in  council  at  the  other  end  of  the  counter. 

,Tust  as  you  are  thinking  of  going  over  to  Joy.  Glad- 
hand  &  Co.'s  Meander,  with  a  ten-mile  look  in  his  eyes, 
saunters  up.  Never  a  word  does  he  speak.  With  one  eye 
menacing-lv  raking  you  over  from  head  to  foot,  and  the 
other  regretfully  focussed  on   the  other  boys,  he  stands 


there,  his  gray  matter — what  little  there  is  of  it — follow- 
ing his  favorite  ball  team  ou  a  distant  diamond. 

Though  there  is  a  reasonable  excuse  for  homicide  on 
ycuir  part,  you  smother  your  wrath  and  politely  ask  to 
be  shown  the  latest  styles  in  tiiree-dollar'  fancy  shirts. 
Listlessly  reaching  into  the  ease,  Meajider  paws  over  the 
slock,  extracts  a  couple  of  patterns,  slides  them  over  to 
you  with  the  air  of  one  administering  absent  treatment, 
and  stalks  back  to  see  how  the  judges  have  settled  the 
matter. 

About  the  time  you  have  concluded  that  you  don't  need 
any  more  shii-ts  anyway,  back  he  comes  and  hovers  like 
a  phantom  long  enough  for  you  to  say,  in  tones  that  indi- 
cate a  gathering  storm,  that  if  he  is  through  with  his  more 
important  business  than  wailing'  on  his  customers  you  wil! 
look  at  a  few  more  shirts,  including  some  of  the  good 
sellers. 

Not  being  an  adept  at  human  barometer  reading, 
Meander  fumbles  around  in  the  stock,  finally  lugging  out 
one  or  two  more  patterns  that  any  man,  to  say  nothing  of 
a  shirt  salesman,  might  know  were  selected  with  poor 
taste.  Bombarding  you  with  his  new-found  relics  of  a 
p:ist  season's  success,  he  retreats  again  in  perfect  order 
to  the  rearguard  for  another  confab.  Intuitively  feeling 
the  angry  glances  cast  in.  his  direction,  he  determines  to 
renew  the  attack  by  rushing  things,  and  sails  back  only 
to  be  repulsed   with   a  fusilade  of  indignant  protests. 

Without  a  moment's  further  loss  of  time,  you  are  well 
on  your  way  to  Joy,  Gladhand  &  Co.'s,  where,  when  you 
ask  to  see  shirts  in  any  style  (u-  price,  no  effort  is  spared 
until  the  entire  line  is  prcunptly  displayed,  if  necessary, 
to  please  a  customer  and  insure  a  sale. 

Are  you  that  kind  of  salesman?  If  you  recognize  your 
portrait  and  it  fails  to  please  you,  don't  blame  the  photn- 
ffraplier.  He  cannot  improve  on  nature  by  making  a  pleas- 
ing likeness  from  an  unattractive  subject. 

Courtesy  and    Enthusiasm. 

Mr.  Near  Salesman,  the  time  has  gone  by  when  repre- 
sentation without  courtesy,  or  life,  or  enthusiasm  can  pro- 
duce profitable  sales.  You  must  show  the  spirit  of  accom- 
modation and  be  interesting  and  convincing  in  your  argu- 
ments. You  cannot  do  that  successfully  unless  you  are 
full  of  your  subject,  have  the  utmost  faith  in  your  pro- 
position and  are  running'  over  with  enthusiasm. 

A  new  spirit  rules  the  world  of  salesmanship  in  place 
of  the  old  go-as-you-please  regime.  It.  is  an  expression  of 
the  mighty  force  that  does  things — enthusiasm.  If  your 
blood  corpuscles  are  not  saturated  with  it,  you  are  out  of 
date,  and  you  will  soon  be  out  of  salesmanship  if  you  do 
not  find  a  waj'  to  cultivate  it. 

Enthusiasm,  the  first  requisite  in  salesmanship,  a  sin- 
cere interest  in  the  thing  to  be  sold,  and  a  desire  to  sell 
it  decently — that  is.  really,  nearly  all  there  is  to  it;  for 
enthusiasm  must  perfcu'ce  lead  to  a  study  and  a  knowledge 
of  the  thing-  to  be  sold,  as  well  as  a  study  of  those  to  whom 
we  wisli  to  sell  it.  You  cannot  cultivate  enthusiasm  with 
(uie  eye  on  the  clock  and  the  other  on  everything  else  than 
the  customer  wh'o  is  patiently  waiting  an  opportunity  to 
spend  some  of  his  money  at  your  counter. 

A  good  salesman  nuist  know  more  about  his  goods  than 
the  man  he  is  selling  to  knows  about  them.  Knowledge 
and  enthusiasm  beat  oratoi-y  every  time.  Enthusiasm  in 
a  salesman  begets  enthusiasm  in   a  customer. 

You  must  know  your  business  and  you  must  work,  if 
you  wish  to  hold  trade,  get  new  trade  and  draw  a  bigge-- 
salary  than  the  common  average  salesmen. 

The  law  of  nature  is  yet  to  be  discovered  that  will 
prevent  a  salesm.Tu  being  diphunatic.  enthusiastic,  honest 
■and  hard-working-  all  the  time.    Look  about  you,  and  you 
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will  discover  a  few  like  that  in  the  very  ranks  in  which 
you  serve.  Keep  your  eyes  on  them,  they  will  not  remain 
with  you  long.  You  will  see  them  advanced  to  managing- 
positions  or  owning  their  i)vvu  businesses  in  a  few  years. 

There  is  a  chance  for  you  if  you  will  abont  face  and 
take  up  the  line  of  action  in  real  earnest. 

One    Salesman's    Success. 

In  an  interview  by  a  well-known  writer  on  business 
.subjects  with  one  of  the  leading  State  Street  department 
stores  in  Chicago,  he  was  told  by  the  manager  that  a 
young  man  once  applied  to  his  house  for  a  position  as 
salesman.  He  was  asked  what  his  qualifications  were,  and 
lie  answered,  "My  stock  in  trade  consists  of  knowing  the 
faults  of  ordinary  salespeople  through  having  to  put  up 
with  them  during  ni^any  years  of  shopping." 

He  was  given  a  place,  and  the  first  day  sold  more 
goods  than  any  other  salesman  in  his  department.  He  had 
the  knack  of  putting  customers  into  a  good  humor  by  lay- 
ing himself  out  to  please.  He  studied  his  customer's  first 
iuquiry  intently,  and  followed  that  up  instantly  and  in- 
telligently. At  the  end  of  a  year  he  was  earning  twenty- 
five  dollars  per  week  in  that  store.  .\  short  time  after- 
wards he  was  offered  fifty  dollais  a  week  by  a  gentleman 
accompanying  a  cross-drained  customer  whom  he,  with- 
out losing  his  temper,  had  successfully  waited  upon  un- 
der exceedingly  vexing  circumstances. 

Sympathy   With  Customers. 

On  leaving  to  accept  the  new  position,  one  of  his  fel- 
low-salesmen asked  him  how  he  accounted  for  his  remark- 
able ability  to  effect  sales. 

Promptly  came  the  reply:  "The  great  majority  of 
salespeople  lack  tact,  enthusiasm  and  sympathy  with 
customers." 

A  great  many  high-salaried  traveling  salesmen,  and 
nearly  all  of  the  nios't  successful  retail  merchants  in  the 
country,  have  themselves  been  behind  the  counter.  There 
is  no  better  place  to  get  a  selling  education. 

CHAPTER  XIX. 
Credit    Builds   up    Business,    Truth  Builds  up  Credit. 

The  fortune  of  a  business  house  rests  on  the  wisdom 
and  courage  of  the  credit  man. 

There  ai'e  three  vital  branches — buying,  selling,  and 
credits. 

The  credit  department,  while  last  in  the  logical  line-up, 
is  first  in  real  importance  in  the  final  analysis  of  the 
house's  prosperity  as  a  whole.  The  woods  are  full  of 
salesmen — bright  men  who  can  argue  and  ably  defend  the 
right  of  the  selling  branch  to  claim  paramountcy  over  the 
other  two;  and  buyers  are  ever  ready  to  fall  back  on  the 
">ld  axiom,  "Goods  well  bought  are  half  sold";  but  in 
reality  the  credit  department  is  the  foundation  stone  up<in 
which  rests  the  prosperity  of  salesmen,  buyers,  and  all. 

These  three  great  departments  are  so  closly  interlinked 
that  perforce  they  miist  go  forward,  shoulder  to  shoulder, 
supporting  one  another.  T-ike  the  engine,  tender  and  cars 
of  a  train,  they  must  i)ull  together.  The  engine  hauls  the 
train;  the  tender  carries  the  coal  and  water  with  which  to 
ffet  up  steam,  and  the  cars  bear  the  load.  Each  has  its 
work  to  perform.  The  breaking  of  a  coupling  threatens 
disaster  and  means  a  standstill  all  around. 

The  object  of  a  train  of  cars  is  to  get  somewhere  with 
something.  The  something  is  its  freight.  A  great  busi- 
ness house  is  a  commercial  train  in  charge  of  engineer  and 
conductor. 

Somewhere  in  a  book  on  salesmanship  I  have  seen  the 
salesman  described  as  the  ens'ine,  steam,  coal  and  the 
vvhole  paraphernalia.     Not   so.     The  salesman  is  just  the 


engineer  furnishing  the  force.  The  buyer  is  the  tender 
supplying  the  material.  The  credit  ma.-i  is  the  car  that 
carries  the  load.     The  track  is  its  trade. 

The  real  object  of  the  entire  outfit  is  the  load.  In  busi- 
ness the  lo'ad  is  its  credits.  Credits  properly  made  mean 
profits  and  salaries.  The  credit  man  is  the  conductor  of 
the  train.  The  best  thing  the  salesman  can  do  if  he  wants 
ro  ge  aboard  is  to  keep  near  the  cars. 

Cre(^it  men  are  the  commercial  conductors,  and  sales- 
men aie  the  commercial  engineers;  there  you  have  it 
right. 

Every  salesman  should  seek  to  establish  a  close  friend- 
ly relationship  with  the  credit  man  of  his  house.  The 
man  who  thinks  he  can  get  along  well  enough  by  himself 
makes  a  great  mistake,  encountering  many  pitfalls  that 
could  easily  have  been  avoided  by  advising  with  his  credit 
man.  In  the  end  he  must  do  that  anyway,  for  no  sale  is 
final  until  it  passes  the  credit  department.  The  salesman 
who  thinks  he  could  get  along  very  nicely  if  it  were  not 
for  the  "old  man"  at  the  desk  would  get  along  a  great 
deal  better  if  he  took  him  entirely  into  his  confidence  and 
freely  .sought  his  advice  concerning  his  trade. 

The  Salesman  and  the  Credit  Man. 

In  turn,  information  to  the  credit  man  from  the  sales- 
man, under  ordinary  conditions,  is  peculiarly  valuable.  The 
salesman  is  posted  as  is  no  one  else,  by  frequent  visits, 
knows  the  buyers'  strong  and  weak  points,  the  general 
condition  of  trade  in  the  towns  and  surrounding  country, 
and,  if  shrewd,  can  intuitively  sense  the  hazard  of  an  ac- 
count from  actual  contact  with  all  conditions  surrounding 
it.  If  a  salesman  reports  his  opinion  of  each  risk  assumed 
by  the  house  on  his  territory,  it  does  not  take  long  to  tell 
the  value  of  his  observations  and  whether  he  possesses 
the  capacity  of  giving  a  dependable  rating. 

The  credit  man,  like  the  salesman,  must  know  more  of 
a  man  than  he  knows  himself. 

The  two  classes  of  men  resemble  each  other  in  the  deli- 
cacy and  the  onerousness  of  the  duty  they  have  to  perform 
in  reading  the  signs  of  the  coming  stoppage  of  an  account. 

Xo  salesman,  however  efficient  in  other  respects,  who 
saddles  his  firm  with  uncollectable  or  troublesome  ac- 
counts, can  hope  to  succeed  in  the  long  run.  He  is  a 
source  of  loss  instead  of  a  medium  of  profit. 

In  reality,  the  salesman  is  the  first  judge  of  credits  for 
his  iiouse.  No  matter  what  fate  may  attend  his  choice  of 
accounts,  when  they  reach  the  credit  man  the  first  selec- 
tion is  entirely  in  his  hands.  If  he  is  bent  on  rolling  up 
sales  at  any  hazard  more  than  to  the  more  important  work 
of  carefully  picking  his  way  and  keeping  the  credit  de- 
partment posted  on  the  changing  complexion  of  his  cus- 
tomers' affairs,  he  will  find  himself  continually  in  hot 
water.  He  is  the  first  judge  of  credits  in  every  transac- 
tion. The  credit  man  may  exercise  supervision,  may  ac- 
cept or  reject  his  orders,  but  he  depends  upon  the  sales- 
man's judgment  more  than  any  other  source  of  informa- 
tion, and  looks  to  him  as  the  man  on  the  ground. 

Exercise  your  discretion  to  the  best  of  your  ability, 
and  where  the  slightest  doubt  exists  as  to  a  basis  for 
credit,  tell  the  credit  man  all  about  it.  Many  salesmen, 
like  the  ostrich  that  hides  his  head  in  the  sand,  point  only 
to  the  bright  side,  in  the  blind  hope  that  the  other  side 
will  not  be  detected.  One  thing  is  certain  where  this  is 
practised:  if  the  credit  man  is  unable  to  verify  the  nega- 
tive side,  accepting  the  salesman's  report,  and  ship  the 
goods,  sooner  or  later  the  telltale  truth  will  come  out  in 
the  ledger.  "Be  sure  your  sin  will  find  you  out";  there 
is  no  escaping  that  ledger  in  its  work  of  separating  the 
sheep  from  the  goats.  Then  it  is  that  the  salesman's  weak- 
ness is  discovered  and  his  measure  taken. 
(To  be  continued.) 
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THEY'RE 
COMING  BACH 

A.nd  faster  every  hour.  TKe  increased  sales  of  ButtericK  Patterns, 
continuing  and  gro-wing  greater  every  month,  are  proof  conclusive 
of  this  fact.  A.nd  no-w  -wise  merchants  -who  Keep  a  finger  on  the  pulse 
of  -womandom  are  coming  bacK. 

THE    HOWLAND 
DRY  GOODS  CO. 

BRIDGEPORT.  CONN. 

are  advertising : 

"YES,  Butterick  Patterns  are  once  more  in  their  riglitful  home  :  in  this  store. 
"We  have  given  other  patterns  a  fair  trial ;  put  them  on  sale  in  place  of 
Butterick's  ;  given  Bridgeport  women  every  opportunity  to  decide  which 
they  preferred  ;  and  we  shall  sell  Butterick  Patterns  beginning  now^," 

And  There  Are  OtKers  Coming 

Merrimac,  Mass. 

Nortonville,  tlans. 

Oxford,  N.C. 

Midland,  Ontario 


H.  H.  STORY        _        -         -         - 
KAUFMAN  CgL  HAINES 
LANDIS  Ca  EASTON 
THE  FLAYFAIR-PRESTON  CO. 


Are  the  fe-w  -we  may  mention  among  those  Avho  gave  up  ButtericK 
Patterns  to  try  another  maKe  and  have  come  bacK.  Others  have 
come  -whose  names  -we  are  obligated  not  to  give — and  still  others  are 
coming,  though  contract  obligations  continually  get  in  the  -way  of 
business  inclination. 

It  TaKes  a  Man  of  Courage 

To  admit  a  mistaKe — especially  a  mistaKe  in  merchandising  To  let 
go  one  line  of  goods  to  put  in  another  of  the  same  character,  and  then 
at  the  end  of  t-wo  or  three  years  to  thro\<r  out  the  ne-w  line  and 
restore  the  old,  taKes  a  man  of  special  courage. 

Is  ever  one  so  great  he  can't  o-wn  up? 

WHO  IS  THE  NEXT  MAN  OF  COURAGE  ? 

The  Butterick  Publishing  Co.,  33  Richmond  street  West.  Toronto,  Ont.,  Canada 
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"EXCELDA" 

Handkerchiefs 

Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  Good  and 
Reliable  Article 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 
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Attractive  Display  of  Niagara  Shirts  by  Trudell  &  Tobey,  Hamilton.l 
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Men's    Clothing    and    Furnishings    News 


The  Easter  trade  is  making-  much  of  the  idea 
in  favor  of  harmony  of  color  in  different  articles 
of  apparel. 

Fine  stripes,  with  a  curtailment  of  the  color 
range,  are  likch'  to  he  a  feature  of  Fall  shirtings. 
Tliei'e  seems  to  be  a  s-rowing'  feeling  in  favor  of 
staple    tones. 


Fall  suitings  and  overcoatings  are  lurw  one  of  the 
most  interesting  topics  that  tailoring  houses  have  to 
talk  about.  While  a  glance  at  many  of  the  lines  dis- 
played does  not  reveal  that  greait  variety  of  color  which 
one  would  naturally  look  for  in  Summer  goods,  there  is, 
nevertiieless,  a  richness  in  tone,  and  a  marked  beauty  of 
pattern,  which  give  the  Fall  season  a  character  all  its 
own.  In  nearly  all  of  the  lines  displayed,  it  is  possible 
to  find  in  some  form  or  other,  almost  all  of  the  popular 
colors  w'hich  had  so  decided  a  run  during  the  past  two 
seasons.  Here,  for  instance,  is  a  fancy  worsted  in  which 
brown,  blue,  grey  and  green  have  been  employed  in  a 
very  effective  treatment,  while  in  a,nother  striped  pat- 
tern, various  shades  of  grey,  from  medium  to  dark,  have 
been  adopted.  A  third  piece,  a  soft  finish  worsted,  is  an- 
other symphony  of  greys,  olives  and  browns.  The  Lon- 
don smoke  grey,  and  in  fact,  all  greys,  are  a  prominent 
tone  in  the  new  Fall  goods,  and  it  would  appear  that 
the  popularity  of  a  blend  of  browns  and  olives  is  being 
shared  to  a  large  extent  by  that  of  olives  and  soft  greens. 


Stripes  Still  the  Vogue. 

Stripes  are  still  an  outstanding  feature  of  the  new 
worsteds.  The  accompanying  cuts  illustrate  the  tendency, 
although  they  cannot  do  justice  to  the  color  character  of 
the   pattei-ns.      There    is    nothing   of   a   boisterous    nature 


about  these  designs,  and  where  stripes  and  checks  are 
prominent  they  harmonize  agreeably  with  their  grounds. 

Wholesale  woolen  men  state  that  there  is  a  growing 
enquiry  for  tweeds,  and  in  Fall  lines  t'hey  have  been  given 
a  better  showing.  The  demand,  it  is  stated,  is  coming 
chiefly  from  the  high-class  trade  and  is  sure  to  develop, 
although  some  doubt  is  expressed  as  to  the  likelihood  of 
'heir  regaining   their  lost  position. 

There  is  a  decidedly  strong  showing  of  Scotch  ulster- 
ings  in  checks,  stripes  and  all  shades  of  green,  olives, 
browns  and  greys.  The  herring-bone  stripe  and  the  large 
diagonal  patterns  have  a  strong  place  in  this  class  of 
goods.  The  continued  vogue  of  the  heavy  ulster  for  cold- 
weather  wear  is  causing  the  demand   in   these  lines. 

Woolen  houses  report  that  Easter  trade  has  been  quite 
satisfactory,  and,  in  common  with  other  branches  of  the 
trade,  they  anticipate  a  good  repeat  and  sorting  season. 
Returns  from  Fall  lines  cannot,  as  yet,  be  regarded  as  a 
criterion  of  the  season,  but  there  are  many  encouraging 
indications. 

Gloves  and   Belts. 

Even  in  gloves  there  is  noticeable  the  tendency  to 
harmonize  colors.  The  delicate  olive  and  taupe  shades 
seem  best  adapted  to  this  idea,  and  some  of  the  smart 
furnishing  houses  are  making  a  display  argument  of 
Easter  hosiery,  gloves,  neckwear,  etc. — all  having 
something  of  a  sympathetic  color  scheme  to  them.  Gloves 
of  chamois  in  fawns,  egg  shades  and  different  tones  of 
brown,  also  have   their  place  in   window  displays. 

There  has  been  a  good  demand  for  belts.  Here  also 
the  olive  shades  have  had  a  strong  run,  although  the  con- 
ventional black  and  deep  ta,n  have  held  their  place.  There 
has  also  been  some  call  for  dark  shades  of  brown. 

Manufacturers  of  fancy  vests  report  a  very  satisfac- 
tory  Spring  a,nd   Summer  business. 
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Wool  Not  Keeping  Pace. 


Commenting-  upon  the  activity  in  Australian  wool, 
D.  H.  Ross,  Trade  Commissioner  for  Australia,  writes  : 
"SincQ  July  1,  1908,  the  sales  of  Australian  wool  within 
the  Commonwealth  to  the  latest  available  dates  totalled 
1,199,325  out  of  1,211,232  bales  offered.  The  wool  fcx- 
ports  to  the  close  of  January  show  an  increase  of  198,- 
278  bales  as  compared  with  the  same  period  last  season. 
The  abnormal  increase  is  the  result  of  great  activity  m 


pender  Co.,   and  the     Niagara     Neckwear  Co.,   two  con- 
cerns which  have  had  steady  development. 


Display  of  Wool  Shirtings. 

A  window  display  which  was  strikingly  illustrative 
of  the  vogue  in  wool  taffetas  and  tussores  was  made  by 
the  Toronto  branch  of  the  Dr.  .Jaeger  Sanitary  Pure 
Wool  Co.    The  trimmer,  R.  Stocks,  secured   a  very  effective 


[Samples  from   Fall   Lines  shown   by  John  Macdonald   &   Co.    A  striking  Herrinj»-bone  Ulstering  Pattern  is  seen   on   the  Right. 
The  third  from   the   Left   is   a   Tweed   Pattern.      Woolen   men  state   that    Enquiries   for   Tweeds    are  [Improving, 


the  local  sales  as  compared  with  a  stagnant  period  last 
year.  Later  returns  will  reduce  the  present  increase  as 
very  little  wool  will  be  available  towards  the  close  of 
Ihe  season. 

"According  to  reports  from  Bradford,  'the  one  ar- 
ticle of  world  wide  consumption  the  production  of  which 
is  not  keeping  pace  with  the  world's  requirements  is 
wool.'  A  steady  demand  has  set  in  from  the  United 
States,  contrary  to  January  and  February,  1908,  with 
the  result  that  better  values  are  obtained  by  the  grower. 
The  outlook  is  considered  to  be   a   satisfactory   one   and 


arrangement  by  artistic  draping  of  the  window  in  these 
dainty  shirting  materials,  with  a  central  grouping  of 
made-up  garments. 

The  Toronto  branch  of  the  Dr.  .Taegcr  Co.  was  one 
year  old  on  March  17th.  A  very  satisfactory  first-year 
iccord  is  reported. 

Call  for  Domestic  Goods. 

Canadian-made  goods  are  meeting  with  a,  growing  de- 
ninnd.     'I'Iumc   never  wns  n   nmre  select  range  of  patterns 


Samples  from   the    Nisbet  &    Auld   line   of   Fall    Suitings   and  Ulsterings.     On    the   Right    ih  an   Illustration   of   the   Herring-Bone 

Pattern  much   in  Vogue   for    Overcoatings,   while  on   the  Left  are  two  Diagonal   Designs  in  Scotch  Vicunas.     In 

Suiting  lines  the  Hair  Line  Stripe  is  being  Accorded  good   Place. 


it  is  expected  that  present  prices  will  be  maintained  for 
some  months  ahead." 


Effective  Shirt  Display. 


The  accompanying  illustration  of  an  effective  treat- 
ment for  a  shirt  window  was  supplied  by  Trudell  & 
Tobey,  men's  furnishers  of  Hamilton.  The  background  is 
one  mass  of  wistarias  and  the  entire  window  is  dressed 
in    Niagara   shirts.     It    will   be   noticed    that   emphasis    is 


shown  by  dninestic  mills  ilian  those  now  on  display  in 
many  oi'  Ihe  wliolesale  houses,  and  surprise  ds  frequently 
expressed  by  tliose  in  tlie  trade,  a,t  the  standard  of  qual- 
ity  and   style   thus   dejjicted. 

It  will  be  of  interest  here  to  note  a  recent  comment  by 
liie  Textile  Mercury,  with  reference  to  thu  prestige  en- 
joyed by  the  Knglish  manufacturers  and  its  influence  in. 
t'he  price  situation.  The  article  cannot  certainly  be  re- 
garded as  a  reflection  npim  goods  of  Canadian  ma.nufac- 
ture.     There   are  sample  bi)(iks  available  which  show   rhat 


Samples   from   the   Line  of  Fall  Woolens   shown    by   W.   R.    Brock   &   Co..  Toronto.      On    the   extreme   Left 
is  a  Sample  of   Heavy  Scotch   Ulstering    in   the  Popular  Diagonals   Pattern. 


placed  on  the  fact  that  this  is  the  first  display  of  these 
goods  in  Canada.  By  way  of  introduction,  it  may  be 
said  that  the  Niagara  shirt  represents  the  success 
achieved  by  a  Canadian  firm  in  producing  goods  embody- 
ing those  ideas  which  give  class  to  American  lines.  The 
factory  is  located  at  Niagara  Falls,  Ont.,  and  stands 
for  another  progressive  departure  by  the  Dominion  Sus- 


Canadian  worsteds  are  taking  a  significant  position  in 
home  trade.  The  comment  of  the  Textile  Mercury  refers 
particularly  to  a  feature  of  the  situation  of  which  some 
English  manufacturers  are,  in  fact,  unconscious,  and  re- 
flects in  no  way  upon  the  merit  of  Ca.nadian  goods.  Tlie 
Mercury  states: 

"In    tlie    worsted    trade    firms   are    well    known    wiiicli 
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The  Man  Who  Looks  Ahead 
Is  the  Man  Who  Gets  Ahead 

Look  ahead  to  next  winter — and  lay 
your  plans  now  to  handle 


Stanfield^s 

Unshrinkable 

Underwear 


Do  this  now — and  you  will 
find  yourself  way  ahead  in 
sales  and  profits  next  winter. 

We  are  always  pleased  to 
submit  samples  and  prices— 
or  arrange  to  have  a  repre- 
sentative call.        Write  us. 


Stanfield^s  Limited     -     Truro,  N.S. 
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Campbell  Special  Order 
Clothing    is  the    pro- 
fitable   and  economical 
way   of  selling    Clothing 


No  Bad  Stock 


No  Capital  Invested 


YO  U and  the 

Campbell 
SpeeialOrder 


Analyze   the    Career     of    Any    Great 
Merchant. 

Prominent  among  the  causes  of  his 
success  you  will  find  ability  to  seize  and 
turn  to  his  own  work  "outside  forces." 

Campbell  Special  Order  Clothing  is  a 
Real  Trade  Impetus. 

Ask  any  merchant  who  sells  Campbell 
Special  Order  Clothing. 

You  yourself  must  determine  whether 

you  will  have  the  Campbell  franchise 

in  your  town. 

Campbell  Special  Order  Clothing  is  splendid  co-operation, 
but  a  hard  competitor. 

Some  men  insist  on  rnade-to-measure  clothing.     You  can 
sell  them  Campbell  Special  Order  Clothing. 

Campbell    Clothing   is    known     for    its   style,    fit,    finish 
and  materials. 


The  Campbell 

Mfg.  Co.,   Limited 


23  Cote  Street 


Montreal 


command  their  threepence,  sixpence,  and  even  ninepence 
per  yard  more  than  their  neighbors.  .  .  .  Stay-at- 
home  manufacturers  do  not  all  appreciate  the  fact,  but 
they,  whether  they  know  it  or  not,  are  themselves  the 
possessors  of  some  prestige  abroad. 

"In  Canada  the  explanation  familiar  in  London  re- 
peats itself.  The  Ca,i)adian  worsted  manufacturer,  with 
Ids  salesmen  and  patterns,  is  at  hand.  He  presents  and 
extols  a  cloth  that  is  identical  in  major  respects  with  the 
one  that  the  merchant  in  buying  from  England,  and 
points  out  that  the  price  is  Ty^d  a  yajd  less.  But  the 
customer  is  inflexible.  He  repeats  the  self-same  words 
that  the  London  buyer  not  improbably  gave  to  the  now 
prized  and  appreciated  English  manufacturer,  and  the 
Canadian  finds  that  there  is  no  getting  over  this  o>stacle. 
The  circumstances  are  taken  from  the  memories  of  one 
who  has  had  a  liberal  experience  of  selling  Canadian- 
made  goods,  and  who  avows  that  this  prestige  of  which 
manufacturers  at  home  know  so  little  is  an  offset  of  10 
per  cent,  to  the  tariff. 

' '  Such  reckonings  can  seldom  be  exact,  but  it  mty  be 
believed  that  without  prestige  worsted  exports  would  be 
lower  to  Paris,  for  instance,  or  to  New  York.  Although 
the  reminiscence  ends  here,  leaving  the  Canadian  in  pos- 
session of  a  grievance,  it  might  well  be  continued.  The 
buyer  with  predilections  which  lead  him  in  certain  cir- 
cumstances to  ignore  price  is  likely  enough  to  prefer 
one  to  another  even  among  the  limited  few  of  Canadian 
worsted  mills.  It  is  the  case  that  some  of  the  Canadian 
woolen  mills  enjoy  a  prestige,  and  there  is  reason  to  sup- 
pose that  degrees  of  reputation  run  round  the  world, 
and  in  a  few  instances  rise  superior  to  the  considera- 
tion of  cheapness.  Well  it  is  that  England  'has  earned 
so  large  a  prestige." 


Spring  Clothing  Trade. 

Somewhat  divergent  opinions  are  expressed  among 
clothing  manufacturers  with  reference  to  the  result  of 
Spring  business.  In  some  quarters  the  statement  re- 
ceived is  that  the  record  has  been  very  saitisfactory,  while 
in  others  the  business  is  reported  to  have  fallen  below 
expectations.  There  appears  to  be  unanimity  in  the  opin- 
ion, however,  that  with  the  opening  of  the  Spring  and 
Summer  seasons  people  who  have  been  holding  off  will 
make  their  appearance  in  the  market  and  that  averages 
will  measure  up.  The  novelty  styles  have  taken  well  and 
some  houses  report  an  increasing  interest  in  small  boys' 
wear.  The  West  has  been  an  exceptionally  good  patron 
of  the  ma,rket.  For  Fall,  manufacturers  have  done  their 
best  to  perpetuate  novelty  styles  for  young  men,  and, 
judging  from  road  reports  already  to  hand,  state  that 
rhey  are  warranted  in  expecting  good  business.  As  be- 
fore stated,  the  heavy  ulster  will  again  occupy  a  prom- 
inent place  in  the  overcoat  class.  Some  novelties  have 
made  their  appearance  in  this  garment,  as  for  instance, 
the  military  ulster,  with  double  overlapping  front,  giv- 
ing something  of  a  flare  effect,  the  flaps  being  buttoned 
at  the  corners  to  the  breast  of  the  coat.  In  last  Fall's 
styles  the  majority  of  designs  had  the  straight  up  and 
down  front,  with  double-breasted  or  fly  effect. 


Woolen  Mills  Shut  Down. 

The  Montreal  Woollen  Mills,  which  in  prosperous  times 
{;ave  employment  to  200  hands,  has  been  shut  down,  and 
the  premises  will  be  sold.  The  machinery  is  being  taken 
down,  and  some  of  it  has  already  been  sold.  The  best  of 
the  remainder  will  be  sent  to  England  for  sale. 
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Trade  Mark  Registered  U.STaieni  Office. 

COAT  CUT  UNDERSHIRTS 

KNEE  LENGTH  DRAWERS. 

UNION  SUITS  and  SLEEPING  SUITS 
are  identified  by  this  label 

MADErFOR"TTHE 


BEST^ETAJLTRADE 

Garments  that  bear  this  label 
insure  satisfaction  to  yo\xv 
custonxers;  — sales  to  jyou. 

THE    B.V.D.    COMPANY, 
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There's  Something 
Satisfying 


about  selling  Arlington 
Challenge  Waterproof  collars ; 
the  satisfaction  of  knowing 
that  you  are  giving  your 
customer  absolutely  the  best 
collar  he  can  buy.  With  this 
satisfaction  you  combine  profit 
and  in  selling  Arlington  Collars 
you  not  only  have  the  profit 
on  the  first  sale  but  the  man 
who  buys  them  once  will 
come  back  for  more.  There's 
nothing  about  the  Arlington 
Challenge  collars  of  which  we 
are  ashamed.  In  wearing 
qualities,  appearance  and  style 
they  meet  our  ideals ;  which 
means  that  they  are  really  the 
best.  Let  us  send  you  a 
sample  order  through  your 
wholesale  house.  We  make, 
too,  Arlington  Collar  Supports, 
Dressing  Combs,  Fine  Combs, 
Martingale  Rings,  Harness 
Loops,  etc., — and  make  them 
well. 


The  Arlington  Company 
of  Canada,  Limited 


54-64  Fraser  Avenue 


Representatives 
Western 

J.  A.  Chantler  &  Co. 
Toronto 


Toronto 


Eastern 

Duncan  Bell  &  Co. 

Montreal 


Making  Use  of  Easter  Season  for  Hat   Introduction" 

THE  Easter  season  has  been  fittingly  sciz«d  upon 
by  men's  furnishers  as  the  opportune  time  for 
the  introduction  of  the  very  latest  constituents 
of  spring  styles.  Nowhere  was  this  more  appar- 
ent than  in  the  hat  department.  Many  very  effective  win- 
dow treatments  made  their  appearance.  One  of  particular 
merit  had  for  its  central  setting  a  large  Easter  egg,  with 
side  broken  open  revealing  a  large  number  of  diminutive 
straw  hats.  Festoons  of  purple  ribbons  were  caught  up 
in  the  middle  by  a  tiny  cherub  suspended  from  the  ceil- 
ing. The  floor  of  the  window  was  covered  with  purple, 
and  the  general  arrangement  made  a  rich  ground  for  the 
hat  display.  Another  window  used  as  a  background  a 
large  cluster  of  Easter  lilies,,  centered  by  a  huge  flower  of 
the  same  class  in  the  heart  of  which  was  set  an  electrical 
globe  of  a  deep  yellow.  In  all  of  the  windows,  whether  of 
special  design  or  not,  show  cards  proclaimed  the  merits 
of  goods  and  emphasized  the  prestige  of  Easter  hat  tra- 
ditions. 

Retailers  report  that  the  Spring  season  has  opened  up 
very  favorably,  and  that  with  slight  improvement  in  tem- 
perature there  will  develop  a  still  better  demand.  The 
displaj'^  may  be  regarded  as  a  somewhat  comprehensive 
index  to  the  color  situation  in  head  wear  for  the  season. 
Olives  have  a  firm  place  in  the  crushable  department.  It 
is  a  tone  which  has  taken  a  decided  hold  in  all  depart- 
ments of  men's  wear.  Even  in  derbies,  some  attempt  has 
been  made  to  still  further  promote  "the  wearing  of  the 
gieen,"  but  such  a  move  is  regarded  as  somewhat  over 
the  line  and  is  not  likely  to  have  an  extensive  run.  The 
shade  has  its  best  call  in  the  trooper,  telescope  and  other 
snappy  crush  shapes.  Browns  have  a  more  general  appli- 
cation. Some  opinion  was  expressed  early  in  the  season 
that  the  strength  of  the  color  movement  would  detract 
from  the  standing  blacks,  but  retailers  declare  that  they 
cannot  see  any  remarkable  development  in  that  direction. 
By  some  dealers  blacks  are  said  to  be  doing  somewhat 
better  than  holding  their  own  in  spite  of  the  reign  of 
colors. 

The  trade,  on  the  whole,  is  well  prepared  for  the 
straw  season.  In  some  sections  of  the  country,  particu- 
larly those  centered  by  large  cities,  there  has  been  an  ex- 
ceptional demand  for  straws.  The  popular  dimension  is  in 
the  vicinity  of  2f  x  2\.  This  is  not  an  extreme  size,  but 
it  is  safe  to  say  that  when  the  season  is  fully  opened 
si/.es  which  go  considerably  better  than  this  measurement 
will  make  their  appearance.  The  general  run  of  orders, 
however,  indicates  that  nothing  of  a  strikingly  odd  char- 
acter, so  far  as  area  is  concerned,  may  be  initially  look- 
ed for. 

In  the  cap  department,  it  has  been  a  season  of  encour- 
aging results.  It  is  not  at  all  surprising  that,  until  the 
Spring  season  is  well  under  way,  advance  Fall  business 
will  be  somewhat  spotty,  but  even  at  that,  there  are 
houses  which  speak  of  very  encouraging  returns  and  a 
bright  outlook  with  regard  to  the  Fall  demand.  Some 
manufacturers  have  found  it  very  difficult  to  secure  de- 
liveries of  lining  silks,  and  have  had  to  scurry  about  for 
sufficient  materials  to  execute  orders.  Similar  complaints 
are  made  with  regard  to  poplins. 

A  number  of  fancy  effects  are  making  their  appearance 
in  children's  lines.  The  majority  of  these  are  the  result 
of  exclusive  orders.  One  high-priced  tam,  rated  at '$25 
tlie  dozen,  was  made  of  gold-covered  goatskin  worked  al- 
most to  the  softness  of  velvet,  while  another  specimen 
was  of  white  serge.  This  line  was  listed  at  $18  the 
dozen. 
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We  are  sure  we  can  interest 
you  if  you  carry  Men's  Furnish- 
ings, for  we  have  a  range  that 
is  second  to  none  In  the  trade. 

In  shirts  particularly,  we  are 
showing  excellent  values,  and 
there's  lots   of  room    in   them. 

We  also  carry  "Holeproof" 
hose, 

Don'i  you  think  it  would  pay 
to  look  through  our  samples 
the  next  time  our  traveller  calls, 
cr  visit  our  warehouse  when 
you  are  in  the  city  ? 

Remember,  we  have  a  Letter 
Order  Department.  Let's  fill 
your  "hurry-up"  orders. 


^^^  W.  R.  Brock  Company,  Limited 


MONTREAL 
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SHIRTS  FOR  FALL  OF  1909 

Our  Travellers  are  now  out  with  new  Fall  Samples. 

Our  assortment  embraces  a  carefully  selected  stock  of  imported  and  domestic  Cotton 
and  Woolen  Fabrics  from  the  leading  manufacturers— all  having  the  best  wear-resisting 
qualities. 

When  you  buy  Deacon  Shirts  you  are  sure  of  quality. 

DON'T     FAIL    TO     SEE     OUR     SAMPLES. 
OVER  250  VARIETIES  TO  CHOOSE  FROM. 


THE  DEACON  SHIRT    CO. 


BELLEVILLE,  ONTARIO 


i^»^^^wWw^^ww*^»*w^*w*w*w*w*w'«^iMWw'«w»VV>»^W^»w^V*<*w'W'^*S»»»»«VS»i*»*»*^>V^^V'V'V'w"w^>^^^^^<^^^^^ 


Oriental  Standard  Spool  Silk 


Our  written  guarantee  in  every  box. 

Offers  you  a  better  profit. 

Order  from  your  jobber. 

Our  shade  card  on  request.     Price  40c. 


■WHAT   TRADE    WE    HAVE    WE    HOLD. 


Oriental  Silk  Company,  Limited 


REGISTERED 
NEVER    LOSES    ITS    GRIP    ON    A    SEAM.' 


Montreal 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Rainproof  purposes. 


/fiEG?TRADEMARK 


PROOFED  BY 

Facsimile  of  Stamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Rainproof  proper- 
ties but  also  of  the  quality  of  the 
material. 

Buyers   of   Rainproofs   should   ask 
for  those  proofed  by 


The    f 


m 


(Copyright) 


DUST-PROOF 

as  well  as 

RAIN-PROOF 


Proofers  to  the  Trade,  BRADFORD,  YKS. 
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Wreyford   &    Co. 

TORONTO 

WHOLESALE  MEN'S    FURNISHERS 
Sole  Agents  in  Dominion  for  :  — 

Young    &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 

Gowns.  Best  selection  Flannel  Shirts  in  Canada. 

THE    NEW  VESTS   have  military  edging. 

FACTORIES  :  London  and  Londonderry. 


T.   H.   Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


Cellular  AERTEX  Underwear 

United  Garments  and  2-piece. 
All   weights   and   sizes   now   in   stock. 


New  Knitted  Neckwear 

from  $3.00  dozen. 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Fall  order. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


The 

Men 

Who  Sell 

Globe  Suspenders 


J.  M.  Gilmdre,  Rock  Island,  Que.,  Eastern  Town- 
ships. 

J.  A.  Ouimet,  366  St  Paul  St.,  Montreal,  Montreal. 

L.  O.  Paquet,  70  Church  St.,  Que.,   Quebec  City. 

J.  O.  Brunet,    Fraserville,  Que.,    Eastern    Ouebec 
and  Northern  New  Brunswick. 

A.  M.  Reed,   Middleton,   N.S.,    Nova   Scotia   and 
New  Brunsw^ick. 

J.    P.    Hawn,   Cooper  St.,    Ottaw^a,    Ottawa    and 
New^  Ontario. 

H.  T.  Thompson,    Eastern   Ontario. 

J.  J.  Kerr,  Gait,    Ont.,    Western   Ontario. 

Western    Commission  Co.,   Ben   Accord  Block, 
Winnipeg,  Western  Provinces. 


Globe    Suspender   Co. 

Rock  Island,  Quebec 


WHY  YOU 

SHOULD  SELL 

XYLONITE 

LINEN  COLLARS 


The  British  Xylonite  Company 
has  been  making  collars  since 
1885,  and  as  a  result  Xylonite 
Waterproof  Collars  are  the  best 
imitation  of  linen  on  the  market. 
These  collars  are  all  interlined : 
the  button  holes — where  collars 
go  first — are  re-inforced,  making 
them  specially  durable.  They 
are  made  in  all  the  new  shapes; 
cut  by  experts  after  25  years 
experience.  The  Xylonite  collars 
will  bring  you  profit  and  your 
customers   satisfaction. 

All  wholesalers  fill  orders  for 
these  collars.  Large  stocks  are 
held  in  the  following  warehouses: 


TORONTO 
77  York  St. 
Main  3003 


MONTREAL 

123  Coristine  BIdg. 

Main  3921 


WINNIPEG 

56  Albert  St. 

Main  3864 


Geo.  Ridout  &  Company 

Canadian  Selling   Agents 

77  York  St.,  -  Toronto,  Ont. 
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The  Home  of  The 


Rock  Island  Overall  Company 


QUALITY  AND  VALUE 

have  built  this  business 

All  goods  are  full  size.  Factory  facil- 
ities assure  thorough  and  economical 
workmanship.  :  :         :         :         : 


LINES  COMPRISE 

Staple  and 

Specialty 

Overalls 

Coats  to  Match 

Grocers'  Coats 
Outing  Pants 
Working  Pants 
Working  Shirts 

Samples  and  prices  gladly  sent 


Our  travellers  cover  Manitoba, 
Ontario,  Quebec  and  the 
Maritime  Provinces.     :     :     :    : 


Rock  Island 

Overall  Company 

Rock  Island     :     :     :     Quebec 


LETTER  YOUR  CARDSlWITH 

SHOW-CARDINE 


BEAUTIFUL  GLOSS  BLACK 


BRILLIANT  COLORS 


Use  IDEAL  W^ATERPROOF  INKS 

FOR   THE   AIR   BRUSH 
The  equal  of  India  inks  at  a  fraction  the  cost. 


CARD -WRITERS'  SUPPLIES  of  all  kinds 

P.  THOMPSON  CO. 

136  Victoria  Street,  TORONTO 


»j'i"i"i"r'M"i"i"i"i-i"i"i"i"i"i-i"i"i"i"i"i"i"i"i"i"i"i"i"H"i< 


.lilii.  Jk 


A  GUARANTEE  OF 

BEST  VALUE 


f     ^ 


MADE  IN    CANADA 

THt BERLIN  SUSPENDER 
BUTTON  CO. 


'■■T.ttiitiiTiiT..TiiT..Ti.T..T..' 
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Had  a  Good  Year. 

The  annual  meeting  of  the  shareliolders  of  the  Riche- 
lieu Woollen  Mills  Company  was  held  at  the  head  ofTKe 
on  March  8  last.  Satisfactory  financial  reports  were  pre- 
sented and  plans  discussed  for  the  extension  of  the  com- 
jiany's  business.  The  directors  elected  for  the  ensuing 
year  were  :  W.  J.  Raflerty,  W.  J.  Henderson,  Major  D. 
Aylmer  Mackay,  E.  D.  Paul  and  G.  J.  Bonefant.  At  a 
subsequent  meeting  of  directors  W.  J.  Rafi'erty  was  elect- 
ed president  and  E.   D.  Paul  manager. 


Color    Inspiration. 

Tlie  Easter  season  was  not  entirely  without  its  in- 
spiration to  the  retail  stores  and  it  was  there  that  the 
full  style  significance  of  the  season  made  its  appearance. 
Windows  contained  the  very  latest  in  neckwear,  collars, 
handkerchiefs,  shirts,  gloves,  'hats  and  fancy  vests,  and 
it  goes  without  saying  that  full  use  was  made  of  the  color 
fancy.  Attractive  cards  emphasized  this  feature  of  the 
season,  and  enquiry  of  merchants  shows  that  it  has  taken 
hold  nicely.  Manufacturer,  wholesaler  and  jobber  have 
evidently  co-operated  in  this  particular  to  an  exceptional 
degree  and  it  must  be  admitted  that  business  suffered 
nothing  as  a  result. 

It  will  be  welcome  news  to  the  houses  who  have  al- 
ways predicted  a  continued  run  for  knitted  neckwear, 
that  knitted  scarfs  in  plain  colors  and  in  narrow  widths 
of  one  inch  and  an  eighth  or  one-quarter  a,re  the  vogue. 
These  are  being  worn  with  the  collar  of  the  meeting- 
folder  type. 

Whites  and  Blacks. 

Some  manufacturers  state  that  they  would  not  be  at 
all  surprised  to  see  a  sharp  turn  from  the  "color  craze," 
as  they  call  it,  to  a  preference  for  plain  whites  a,nd 
blacks,  and  some  opinions  are  expressed  which  favor  a 
strong  showing  of  these  colors  in  Fall  goods.  The  latest 
word  from  Europe  is  that  the  relapse  has  already  set 
in.  United  States  journals  remark  upon  its  appearance 
in  the  leading  cities  and  state  that  by  many  it  will  be 
regarded  as  a  decided  relief  after  a  season  of  exceptional 
emphasis  on  colors. 

So  far  as  shirts  a,re  concerned  the  first  word  that 
has  gone  abroad  is  that  stripes  are  still  to  hold  their 
present  position  in  styles,  but  they  will  be  somewhat  finer 
and  on  light  grounds.  The  representative  of  an  English 
house  who  visited  Canada  recently  made  the  comment 
thait  best  dressers  here  and  in  the  United  States  followed 
London  styles  closely.  His  prediction  was  that  dainty 
stripes  of  black,  dark  blue  or  deep  olive  on  white,  grey 
or  other  light-colored  grounds  would  be  the  feature  of 
the  next  season's  shirt  styles,  and  that  very  decided  col- 
orings, such  as  in  the  Spring  and  Summer  lines,  would 
materially  not  take  so  pronounced  a  place  for  Fall 


Would  Reduce  Rate  of  Fronting  Linen. 

Discussing  the  collar  situation,  the  representative  of  a 
lai'ge  house  stated  that  he  saw  no  good  reason  why  the 
Canadian  Covei-nment  should  not  reduce  the  rate  on  front- 
ing linens  from  171/2  to  .5  per  cent.,  thus  giving  the  Cana- 
dian manufacturer  an  opportunity  to  obtain  his  just 
share  in  that  business  which  is  now  going  to  foreign 
manufacturers.  Such  a  step  would,  he  held,  do  no  injury 
to  Canadian  industry  and  would  tend  to  further  develup 
the   don:!estie   manufacture   of  collars. 


Five  Points  to  Hammer  Home 

IMPERIAL 

Gloves  and  Mittens 

FIT  WEAR  QUALITY 

STRENGTH    and    APPEARANCE 

No.  767 

A  stylish  Gaunllci 
Glove  for  heavy 
service— a  medium 
weight,  u  n  I  i  n  e  d 
glove  with  gauntlet. 

Every  pair  guaranteed. 

Write  us  to-day  for  prices.     No  better  goods  to  handle. 

Imperial  Glove  Co.,  Limited 

Dundas  -  -  Ontario 

Manufacturers  of  specially  good  Gloves  and  Mittens  for  Farmers, 
Railroadmen,  Drivers,  Hunters  and  Automobilists. 


Overall 
Improvements 


You  cannot  know  exactly  the 
forward  steps  made  in  this  in- 
dustry until  you  see  our 


Engineers'  Overalls 


Roomy,  comfortable,  well-made 
overalls,  that  pay  you  a  good 
profit,  and  give  satisfaction  to 
the  wearer. 


Samples  and  prices  gladly  sent 


WARWICK  OVERALL  CO. 


WARWICK, 


QUEBEC 


Trade's  Vie\vs  on  Fancy  Goods  and  Notions 


There  is  an  increasing  call  for  staple  and 
novelty  lines  in  ladies'  belts.  The  department  has 
not  been  interfered  with  by  prevailing-  fashions. 

Embroidered  wash  patterns  are  designed  along 
neater  and  more  attractive  lines.  Buckles  are  of 
[icarl  in  square,  round  and  heart-shaped  patterns. 

The  approach  of  the  tourist  season  is  causing 
activity  in  traveling  accessories.  Many  quick- 
selling  novelties  have  made  their  appearance. 

Great  interest  is  centering  in  hair  goods  lines, 
and  to  wear  with  the  masses  of  curls  rc((uired,  a 
numerous  array  of  ornaments  is  sliown. 


SLVC'E  the  beginning  of  the  year  belt  manufacturers 
have  been  very  busy  and  naturally  as  ithe  selling 
seasou  opens  up  there  is  a  constantly  increasing 
call  for  both  staple  and  novelty  lines  in  ladies' 
belts.  Neither  the  vogue  of  the  Directoire  nor  the  Prin- 
cesse  gown  has  at  all  interfered  with  sales  in  this  de- 
partment, and  the  reason  is  not  far  to  seek.  There  are 
many  women  who  will  not  adopt  these  extreme  styles 
and  therefore  cling  to  the  separate  waist  and  skirt,  then, 
too,  the  woman  who  adopts  the  Princesse  for  her  dressy 
gowns  uses  the  waist  and  skirt  for  useful  wear. 

Wash  belts  are  free  sellers  in  the  lines  that  can  be 
retailed  at  a  popular  price,'  and  are  particularly  attrac- 
tive at  the  money,  the  embroidery  patterns  used  this 
season  being  better  designed  in  a  neater  and  more  at- 
tractive manner.  Round  and  hemstitched  edges  aie 
used  and  the  higher  priced  belts  have  the  button-hoieU 
edge.  Buckles  are  of  pearl  in  square,  round  and  heart- 
shaped  i)attcrns.  The  materials  used  are  as  a  rule  reps 
and  poplins. 

Elastics  still  retain  their  hold  upon  the  trade  and  are 
selling  in  quantity.  Embossed  elastics  and  fancy  and 
tinsel  effects  are  shown  in  a  large  number  of  styles  and 
prices.  Handsome  belts  in  solid  colors  are  seen  with 
heavy  gilt  buckles.  Steel  nail  head  effects  are  also 
shown  and  in  spite  of  their  long  run  buyers  are  taking 
them. 

•I- 

Great  Line  of  Tinsel  Belts. 

There  is  an  immense  line  of  tinsel  belts  to  choose 
from  aud  practically  every  dress  color  can  be  suited 
with  a  tinsel  belt.  The  buckles  used  this  year  are  de- 
cidedly heavy  and  massive-looking  and  are  of  Renais- 
sance and  art  nouveau  designs. 

Belts  of  white  kid  are  showing  for  the  summer  trade. 
Many  have  the  shaped  pointed  front  fastened  with  studs 
and  with  elastic  let  into  the  back.  Plaited  belts  with 
straj)  fronts  drawn  through  a  gilt  harness  buckle, 
tailored  belts  with  fancy  buckles  and  back  pieces,  and 
crush  styles  are  all  shown  in  leather  and  kid.  The 
leading  colors  arc  bhick,  white,  tan,  brown,  blue  and 
grey. 

Traveling  Goods. 

The  fact  that  money  is  circulating  more  freely  and 
that  people  have  more  money  to  spend  will  result  in  an 
increased  demand  for  articles  and  accessories  that  trav- 
elers need,  ft  is  only  natural  to  suppose  that  when 
the   tourist   season   arrives   more   people   will   be   moving 


about,  and  also  because  better  supplied  •  with  the  ready 
cash  this  year  they  will  buy  more  and  better  equipment. 

Cane,  wicker  and  fibre  trunks  and  suit  cases,  trav- 
eling bags,  etc.,  are  sure  to  appeal  because  of  their  light 
weight  and  neat  appearance.  These  goods  are  not  only 
light  weight,  but  will  stand  a  good  deal  of  rough  usage. 
'I'he  trunks  have  bent  wood  battens  and  leather  corners, 
while  the  suit  cases  and  traveling  bags  have  leather 
corners  and  firmly  sewn  leather  handles.  There  are  also 
brass  locks  and  division  trays  in  some  of  the  numbers. 
( 'arry-alls  and  hold-alls  of  brown  canvass  with  inner 
pockets  and  leather  straps  and  handles,  and  some  with 
leather  bottoms   are  other   quick  selling  novelties. 

Leather  hand  bags  and  traveling  bags  are  also 
shown.  There  is  also  a  large  assortment  of  ladies'  and 
gentlemen's  dressing  bags,  cases,  bags  containing  opera 
or  race  glasses  and  pow"der  puff,  looking  glass,  etc.; 
l)urse  and  card  cases  combined,  handkerchief  and  purse 
bags,  etc.  These  come  in  sheep  leather,  fine  grain  seal, 
and  various  fancy  leathers. 

Other  articles  that  tourists  need:  and  which  help  to 
make  traveling  comfortable  are  rubberised  sponge  bags, 
roll-ups  and  holders  for  hair  brush,  ,comb,  tooth  brush 
and  manicure  outfit.  These  come  in  dainty  cretonnes, 
pongee,  and  in  plaid  silks,  etc.  These  arc  all  specialties 
that  show  a  good  profit. 


Demand  for  Hair  Goods, 

In  this  day  of  elaborate  coiffures  the  hair  goods  de- 
partment, if  properly  managed,  even  if  a  woman  does 
not  use  false  hqir,  and  a  very  large  number  do,  to  gain 
anything  like  the  fashionable  contour,  rolls  and  puffs  of 
all  descriptions  are  used.  Many  of  these  rolls  are  made 
of  natural  hair  and  retail  at  a  fairly  high  price. 

The  department  stores  are  going  extensively  into  the 
sale  of  all  kinds  of  false  hair.  Adjustable  fringes  and 
temple  curls  are  amongst  the  latest  novelties,  and  there 
are  in  addition  curly  pompadours  which  are  worn  as 
rats,  clusters  of  curls,  chignons,  coils,  braids  and 
switches. 

To  wear  with  these  masses  of  hair  is  a  numerous 
array  of  hair  ornaments.  First  and  foremost  are  the 
carved  and  jewelled  barrettes.  These  are  very  broad  and 
are  used  to  preserve  the  outline  of  the  underpart  of  the 
couffure. 

Jewelled  bandeaux  are  also  much  worn  and  the 
Greek  ribbon  bandeaux  are  often  worn.  Silver  and  gold 
ribbons  finished  with  tassels  are  often  seen.  The  in- 
creasing use  of  jet  is  bringing  jet  hair  ornaments  in  the 
Form  of  barrettes,  bandeaux  and  iiins  to  the  fore.  This 
is  a  development  that  will  be  more  freely  exploited  next 
fall. 


Latest  Puzzle  Craze. 

Jig-saw  puzzles  are  the  latest  developing  craze  that 
come  in  the  wake  of  Diabolo,  etc.  Such  a  hold  has  this 
game  taken  in  England  that  jig-saw  parties  are  common, 
and  "come  and  puzzle  with  me"  is  a  recognized  form  of 
invitation — a  large  Toronto  store  is  selling  the  puzzles 
at  from  25c  to  $1.50  up.  And  jig-saw  puzzles  promise  to 
become  a  common  verandah  amusement  this  summer. 
This  also'  is  a  hint  for  toy  buyers  for  the  Christmas 
trade,  as  also  is  the  fact  that  Billy  Possum  has  de^ 
throned  the  Teddy  Bear  in  the  States. 
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Ladies'  Hand  Bags 

Our  l'.>09  Spring  Line  is  one  of  the  largest 
and  best  we  have  ever  shown.  Buyers 
are     invited     to     inspect     the     collection. 


R7-" 


Ladies'  Hand   Bag  No.  7687 
Send  for  Illustrated  Catalogue   "C" 


Manufactured    by 

C.  F.  RUMPP  &  SONS 

Jfine  ILcatfjer   <^oobfi! 

PHILADELPHIA 

New   York   Salesroom.   68.<  and   685   Broadway    (Cor.    Third   St. I 


F.STABLISMFD 

issn 


KING'S 


Establlahed  1776 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflfective  shading 
for  the  money  In  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,    SCOTLAND. 


Sole  Selling  Agrent : 


SYDNEY   MOSS, 


Empire  BIdg.,  58  Walllngton  St.   W, 
TORONTO 


Consistent 
Good  Quality 


This  has  been  the  strong  characteristic  and 
distinctive   feature   for   over   fifty   years   in 


GOLD   MEDAL 
LINENS 


They  are  the  finest  production  of  a  country 
pre-eminent  in  the  manufacture  of  linen  and 
have  held  the  highest  awards  for  superiority 
—a  record  that  is  still  sustained. 


Wm.     Liddell    &    Co.,   Ltd. 

BELFAST 
Canadian  Representative: 

R.  H.  COSBIE 

Irish  Linen  Agency,         -        TORONTO 


W 


ESTERN 


Incorporited 
1851 

ASSURANCE 
•  •  •  COMPANY, 


FIRE 

AND 

MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  lor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


Back  Combs 

Side  Combs 

Barrettes 

Granby  M(^.    Co.,  Limited 

GRANBY,    -    QUE. 
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Fall  Styles  Ready 

The  Fall  range  of  Men's  Rain- 
coats and  Overcoats  is  now  being 
shown   by  our  travellers. 

Our  reputation  in  this  respect  will 
be    further   increased    this  season. 


Ladies'  Fall  Coats 


Assured  popular  styles  in  a  wide 
range  of  materials  are  now  on 
the  road. 


A  Large  Assortment 
of  Silk  and  Rubber- 
ized Garments  for 
immediate  and  Faii 
Deiivery. 


Our  large   factory    facilities  assure 

prompt    deliveries     of    immediate 

wants  in  popular  styles  of   Ladies' 

and   Men's  Coats. 

MONTREAL  WATERPROOF  CLOTHING  CO. 

MONTREAL,  QUE. 
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Montreal  Openings  Indicative  of  Prevailing  Optimism 

Effective  Window  and  Interior  Displays  by  Henry  Morgan  &  Co., 
the  John  Murphy  Co.,  W.  H.  Scroggie  Co.,  Jas.  A.  Ogilvy  &  Son, 
the    Hamilton    Company,    Dupuis    Freres  and   A.   I.   Vallieres  &  Co. 


MONTH EAL  Spring  cipeuings  at  iTtail  rcflt'clcd  tlie 
oj)tiinism   tliat  prevails,  and   wore  particularly 
beautiful.     The  ric'hness  of  the  new  materials 
and   coloringSjthe  handsome  costumes  and  mil- 
linery creations  lend  themselves  to  the  production  of  most 
effective  window   and   intciior   displays. 

Henry  Morgan  &  Co. 

Henry  iMorgan  &  Co. 's  opening  windows  were  artis- 
tically arranged.  Great  attention  was  paid  to  the  color 
schemes,  the  plan  adopted  being  that  of  showing  several 
of  the  new  Spring  materials  in  as  many  of  the  new  shadesi 
gracefully  draped  so  as  to  show  both  colors  and  materials 
to  the  best  advantage.  This  divided  the  spacious  front 
into  color  sections  in  each  of  which  was  the  yardage 
material  in  the  shade  chosen  for  that  particular  section, 
trimmings  suited  to  that  material,  a  figure  showing  a  cos- 
tume in  that  shade  with  a  hat  to  match,  or  a  black  hat, 
and  dress  accessories  to  correspond.  A  unique  effect  was 
produced  by  showing  a  small  table  in  each  section  on 
which  was  a  vase  or  other  piece  of  pottery,  in  as  near  as 
possible  the  shades  shown  in  that  part  of  the  window. 
One  of  the  large  corner  windows  was  arranged  as  a  draw- 
ing-room and  showed  some  of  the  new  indoor  costumes. 
Interior  displays  in   all   departments  were  good. 

The  John  Murphy  Co. 

The  John  Murph}'  Co.  made  a  splendid  display  of  cos- 
tumes. The  background  used  was  green  in  dull  shades, 
and  each  window  was  devoted  to  one  of  the  new  shades, 
showing  a  costume,  hats  luid  dress  accessories  of  the  same 
shade. 

One  of  the  large  front  windows  was  devoted  to  dress 
goods.  A  good  feature  of  this  window  was  that  each  of 
the  new  colors  shown  was  indicated  by  a  p'ain  card  giving 
the  name  of  the  color.  This  proved  an  attractive  feature 
and  drew  a  gi'eat  deal  of  attention. 

The  Spring  opening  of  costumes  in  this  store  found 
the  department  most  attractively  arranged.  Large  tables 
were  devoted  to  different  colors,  and  on  each  was  a  figure 
showing  a  Spring  suit,  a  fancy  dress,  petticoat,  parasol 
and  other  dress  accessories  to  match.  The  millinery  de- 
partment was  in  gala  attire,  and  transparent  colored  signs 
throughout  the  store  announced  the  opening. 

W.  H.  Scroggie  Co. 

This  store's  window  display  for  the  Spring  opening 
was  most  attractive  and  some  original  features  were  intro- 
duced. White  felt  flooring  was  used  in  the  windows,  and 
the  background  had  a  border  about  eighteen  inches  deep 
in  the  shade  shown  in  each  window,  decorated  with  an 
applied  design  in  white,  thus  presenting  a  finished  appear- 
ance. An  artistic  touch  was  added  in  the  form  of  a  screen 
matching  the  color  used  in  each  window,  with  a  conven- 
tional cut-out  design  in  white  felt.  A  good  feature  of 
these  windows  was  that  there  was  no  suggestion  of  crowd- 
ing, and  the  harmonious  arrangement  of  colors  and  shades 
in  crstumes,  millinery,  etc.,  proved  a  good  drawing  fea- 
ture. 

The  windows  of  one  side  of  the  store  were  devoted 
chiefly  to  dress  goods  in  the  new  coloring.  These  win- 
dows had  a  background  in  the  new  rose  shades.  The 
drapery  of  the  materials  was  most  effective. 

The  arrangement  of  goods  in  the  various  departments 
was  well  planned  and  carried  out.     More  space  was  given 


to  displaying  the  novelty  shades  and  materials  in  the 
dress  goods  departments,  and  a  further  touch  of  Spring 
was  given  by  baskets  of  flowers  here  and  there. 

The  millinery  department  was  beautifully  arranged. 
The  Spring  opening  was  announced  by  a  plain  card,  with 
the  word  "Spring,"  suspended  from  a  floral  arch  over 
the  main  entrance  to  the  department.  A  pretty  effect  was 
prcduced  in  the  untrimnicd  millinery  department,  by  a 
bower,  covered  with  the  flowers  and  foliage  fashionable 
this  season. 

All  over  the  store  attention  was  called  to  the  opening 
by  cards,  with  an  artistic  sketch  of  a  lady  in  dainty  color- 
ings, and  the  words  "Spring  Opening." 

James  A.  Ogilvy  &  Son. 

This  firm,  as  usual,  showed  elaborate  windows  for  the 
Spring  opening.  Perhaps  the  most  striking  design  em- 
ployed was  the  rose  background  with  Venetian  garden 
effect.  Another  window  was  decorated  in  lavender  tones. 
A  good  sliowing  was  made  of  novelties  in  millinery,  cos- 
tumes and  dress  goods. 

The  Hamilton  Company. 

The  spacious  windows  of  this  stoi'e,  with  the  dark  wood 
background,  are  effective  in  displaying  goods  to  advan- 
tage. These  were  made  the  most  of  for  the  Spring  open- 
ing. While  no  attempt  was  made  to  produce  elaborate 
and  striking  effects  the  simple  arrangement  of  the  Spring 
goods  was  most  attractive.  The  interior  arrangement 
of  the  store  in  the  various  departments  was  calculated 
to  suggest  the  Spring  season  to  visitors  to  the  store. 

Dupuis  Freres. 

This  store  was  in  gala  attire  for  the  Spring  opening. 
On  every  floor  dark  green  crepe  paper  was  used  for 
decoration.  This  was  cut  into  long  fringes  and  suspended 
from  the  ceilings  in  varying  lengths,  of  from  about  18  to 
.36  inches,  separating  the  different  departments.  This 
was  also  used  in  the  background  of  the  windows  in  which 
were  displayed  the  Spring  novelties  in  costumes,  millinery 
and  dress  goods.  The  dress  goods  department  showed  con- 
siderable originality  in  draping.  Different  materials  in 
the  new  shades  were  gracefully  draped  on  the  ledges  over 
the  shelves  so  as  to  show  off  these  goods  to  the  best  ad- 
vantage. The  ready-to-wear  and  millinery  departments 
were  attractively  arranged  for  the  openings. 

A.   1.  Vallieres  &  Co. 

This  firm  decorated  their  entire  store  for  the  Spring 
opening,  floral  decorations  being  used  extensively.  Large 
hand-painted  ovals  framed  in  white  were  used  for  decora- 
tive purposes  througliout  the  store  and  in  the  windows 
where  costumes,  millinery,  dress  goods  and  dress  acces- 
sories were  displayed.  Though  there  were  commendable 
features  in  these  windowsi  the  general  effect  would  prob- 
ably have  been  improved  had  an  attempt  not  been  made 
to  show  too  much  in  the  space  available. 

All  these  stores  are  on  St.  Catherine  Street,  the  main 
retail  centre,  but  throughout  the  city  merchants  were 
never  more  energetic  in  displaying  Spring  goods  than  this 
season. 

Advertising  announcements  were  unique  and  more 
space  was  used  than  at  any  previous  season.  High  class 
fashion  cuts  were  shown,  and  bold  announcements  were 
made.  These  Mere  followed  up  with  definite  news  of 
Spring  fashions. 


Costumers  Delve  Deep  Into  History  for  Style  Features 

A  Transition  Period  —  Lengthened  Waist  Line  Newest  Turn  —  Immense 
Vogue  for  Princess  Effects  —  New  York  Preparing  for  Retail  Spring 
Openings  —  What     the    Leading    Houses    are     Showing     for    Easter. 

Staff   Correspondence. 


Office  of  The  Dry  Goods  Review,  622-C24  Tribune 
Building.  New  York,  Marcli  27,  1909. 

THERE  has  never  been  a  time  when  the  'to  be 
or  not  to  be"  in  the  realm  of  fashion  has  been 
a  niure  difficult  problem  to  solve.  A  number 
uf  very  extreme  styles  have  been  brought  out 
wlnTein  are  introduced  many  cle\'er  ideas  reminiscent  of 
tli^  Renaissance  period,  as  well  as  that  of  Louis  the  IGth. 
but  there  is  little  likelihood  that  these  effects  will  meet 
with  the  ajjproval  of  the  general  American  trade,  at 
least  this  year. 

Paris  dressmakers  are  linding  new  ideas  in  the  dresses 
worn  in  the  ninth,  tenth  and  eleventh  centuries,  and  many 
of  the  new  gowns  will  have  the  Merovengian  or  "Moyen 
Age"  effect,  the  "Moyeu"  the  chief  feature  of  which 
is  the  lengthened  waist-line.  Into  practically  every'  high- 
class  line  models  of  this  character  have  been  introduced. 

Another  _  orm  of  dress  that  is  creating  some  comment 
in  the  garment  trade  is  that  on  the  line  of  the  eccles- 
iastical gown.  Still  another  new  idea  from  Paris  is  a 
form  of  the  church  cassock.  It  has  an  apron  decorated 
Avith  bangles,  vegetable  floss  and  gold.  These  aprons  are 
worn  on  all  sorts  of  beautiful  dresses,  forming  the  trim- 
ming. 

Tailor-made  Suits. 

The  Directoire  or  hipless  cut  has  been  applied  with 
great  success  to  all  classes  of  garments.  That  this  influ- 
ence— though  marked  by  modifications  and  accompanied  by 
a  gi'adual  growth  into  the  new  forms — will  be  apparent 
throughout  the  season  is  unquestionable.  There  has  been 
no  division  regarding  it,  the  only  point  in  question  being 
the  individuality  and  cleverness  put  into  the  design.  The 
smart  woman  this  Spring  will  appear  in  a  strictly  tailored 
suit  made  with  a  hipless  coat  and  high-waisted,  gored 
skirt.  Many  of  the  coats  are  bing  diversified  by  the 
cutting  of  odd-shaped  effect-  in  h.ick  .md  front,  and  by 
setting  in  pieces  unde:  liif  mitm:  however,  the  best  sellers 
are  are  plain-cut  garments  and  these  are  expected  to  re- 
main the  vogue  all  of  this  season. 

The  most  marked  feature  of  the  cut  of  the  new  gar- 
ments is  the  accentuated  waist-line,  either  in  the  shaji- 
iug,  the  side  forms  or  through  the  adjust uieut  of  a  bell 
ti'innuing  extending  across  and  over  the  hips. 

Indications  are  that  three-piece  suits  will  only  remain 
popiihn-  during  the  Spring.  However,  there  is  a  universal 
feeling  that  this  idea  will  be  even  more  generally  adopt- 
ed for  Fall  and  that  the  three-piece  suit  will  be  the  fea- 
tui-e  of  that  season. 

The  sleeveless  Ihree-jiiece  suit  is  the  present  ideal,  and 
it  is  expected  to  become  more  popular  as  the  season  pro- 
gresses. Some  of  the  coats  are  very  simple,  while  others 
are  mucli  elaborated  with  trimmings,  buttons,  etc.  Some 
have  the  close  armhole,  others  have  the  free  and  unusual- 
shaped  armhole,  oftentimes  following  the  line  of  the  cut 
of  the  side  of  the  garment.  The  models  which  show  the 
overlapping  underarm  -earn  show  this  idea  more  fre- 
quently than   the  others. 

In  some  instances  the  elaboration  is  put  entirely  on 
the  costume;  and  the  coat,  which  is  sleeveless,  is  very  sim- 
ple.    Then  again  the  costume  is  of  one  material  and  the 


coat  of  another,  the  elaboration  being  principally  on  the 
coat. 

Due  to  the  large  sale  of  the  one-piece  and  separate 
dresses,  the  popularity  of  the  separate  coat  for  Spring  is 
assured. 

There  are  any  number  of  attractive  styles  in  the  lines 
that  vie  with  each  other  for  favor.  Those  in  full  length. 
more  commonly  called  the  "automobile"  coat,  developed 
in  rough  weave  silks,  serge,  mohair,  fancy  mixtures  and 
rubberized  silks,  are  the  most  favored.  In  all  the  models, 
the  long,  slender  hipless  effect  is  accentuated. 

Simple  coats  in  tailored  styles  developed  in  rough 
weave  silks,  ottoman,  and  covert  cloth,  are  also  among 
the  favored  models. 

Wraps  of  a  more  dressy  type  are  shown  in  cape  or 
mantle  effects.  P)roadcloths.  silk  cashmere,  satin  cloths, 
prunellas,  etc.,  in  all  the  light  pastel  shades  are  con- 
sidered high  style  for  this  use.  It  is  expected  that  these 
wraps  will  have  a  large  vogue  throughout  the  season.. 

Lace  and  net  coats  are  expected  to  be  very  big  this 
year — even  more  than  was  noted  last  season.  There  are 
also  many  styles  in  these  nmdels  that  bid  fair  for  recog- 
nition. The  models  are  long  in  nearly  all  instances  and 
the  use  of  real  laces  is  a  feature,  either  in  making  up  the 
entire  coat  or  as  a  trimming. 

Princess  and  One-piece  Dresses. 

An  inmiense  vogue  for  the  Princess  costumes,  during 
the  ensuing  few  months,  is  assured.  The  modi  Is  are  of 
the  half-fitted  shape,  following  the  lines  of  the  waist  just 
loosely  enough  to  escape  the  definite  curve  between  it 
and  the  hips.  Others  again  are  in  modified  Directoire 
effect,  strongly  accentuating  the  hipless,  and  long  straight 
lines  that  are  so  popular  in  all  styles  of  dress  this  sea- 
son. 

Jumper-effect  Princess  models  are  expected  to  be 
strong  favorites,  and  are  especially  desirable  for  three- 
piece  suits.  With  such  models  are  worn  separate  guimpes 
of  lace  or  embroidered  net.  When  the  sleeves  are  of  the 
self  material,  the  coat  sleeve  is  often  omitted,  thus  pro- 
ducing  the   sleeveless   Princess   three-piece   costume. 

The  most  favored  materials  are  rough  weave  silks, 
pongee,  mohair,  satin  surfaced  materials,  linen,  rep,  and 
all  kinds  of  washable  fabrics  thai  have  sufficient  body 
in    them    to   allow    tailoring. 

In  lingerie  dresses,  everything  is  on  the  Directoire 
line,  with  natui-al  and  exaggerated  waist-lines,  and  high 
backs,  though  .some  of  the  newest  models  just  brought 
out    have   the  long-waisted   effects. 

The  Dutch  neck  models  seem  to  take  very  well  and  the 
collarless  effect  forms  one  of  the  most  iniporlani  features 
brought  out  this  year.  There  is  no  question  of  a  doubt, 
but  that,  before  the  season  is  well  advanced,  its  popular- 
ity will  be  enormous.  Of  course,  with  this  fact  in  view 
conies  the  question  of  the  long  sleeves,  as  it  seems  so 
ridiculous  for  any  one  to  wear  a  low  neck  and  long 
sleeves,  still  it  is  the  prevailing  style  and  there  is  every 
indication  that  it  will  remain  so  during  the  season  Some 
manufacturers  of  dresses  are  making'  the  three-quarter 
length  sleeves,  but  the  majority  aro  continuing  to  make 
the  full  lengths. 
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Fashionable  Waist  Styles. 

Indications  at  present  point  to  a  good  deujand  i'or  the 
coUarless  blouse,  collarless  in  the  sense  that  there  is  no 
attached  collar  and  that  the  Dutch  or  Eton  collar  is  the 
supplementary  tiuish.  in  some  of  the  models  the  necks 
are  cut  a  trifle  low — ju.st  the  slightest  V,  and  with  them 
are  shown  the  lingerie  collar,  shaped  like  the  Eton  and 
to  be  used  dn  combination  with  a  net  or  lace  jabot  or  Di- 
rectoire  rabat.  In  connection  with  the  collarless  blouse 
is  the  question  of  sleeve  lengths,  and  if  the  three-quarter 
sleeve  is  to  make  its  appearance  in  the  Summer,  it  will 
unduobtedly  be  in  a  blouse  having  the  collarless  neck. 
The  long  sleeve  is  the  one  must  in  demand  and  is  shown 
in  all  styles  and  garments. 

Buyers  have  shown  considerable  interest  in  crepe 
waists,  especially  in  the  imported  and  moi-e  expensive  qual- 
ities. Hand  embroidery  is  largely  employed  on  the  bet- 
tor grade  ones  and  real  Irish  laces  are  considerably  used 
as  trimming  features.  There  are,  of  course,  many  inex- 
pensive numbers  in  cotton  crepe  that  are  taking  very  well 
in  the  stores. 

The  marcjuisetle  waists  are  being  taken  to  some  ex- 
tent, as  well  as  lace,  chiffon,  tucked  mull  and  fine  handker- 
chief linen  effects. 

Net  waists  have  taken  a  decided  drop  and  they  are 
no  longer  considered  high  waists,  except  in  embroidered  ef- 
fects. There  are  a  number  shown,  but  these  are  being 
taken  by  the  medium  classes  rather  than  women  who  are 
after  fashionable  models. 

Season  of  Rich  Deep  Color. 

Of  the  many  popular  tones,  the  most  prominent  are 
the  deep  prunelles,  old-rose  shades,  tapestry  greens,  beau- 
tiful violets  and  the  whole  gamut  of  dull  red-purple 
shades.  The  catawba,  wistaria  and  other  colors  of  this 
class  are  lovely,  alike  in  the  new  silks,  wools  and  linens, 
and  with  the  fabrics  that  are  being  displayed,  hats  and 
gloves  in  the  same  tone,  would  seem  to  speak  well  for  a 
vogue  of  matched  costumes  being  at  hand. 

Small  checks  and  plaids  are  a  pending  feature.  These 
come  in  light  shades  of  grey,  tan  color,  black  and  white, 
blue  and  white.  It  is  a  little  startling  at  first  to  see  a 
suit  of  such  material  trimmed  with  jet  buttons,  but  we 
shall  soon  be  too  familiar  with  the  combination  to  give 
it  a  thought.  Stripes  and  plain  materials  are  equally  con- 
spicuous. 

Among  the  new  colors  shown  are  sand-brown,  which 
is  something  like  (he  old  camel's  brown,  Thames  grey, 
wood-rose,  lichen  and  Niagara.  The  sand  colors  come  in 
a  range  of  shades  from  light  to  dark.  Then  there  is  a 
closely  allied  color  known  as  gravel,  whieli  runs  from 
almost  white  to  almost  black.  Many  of  the  browns  have 
a  hint  of  gold  in  their  composition.  The  Thames  grey 
is  a  variation  of  the  taupe  color  with  more  warmth  in  it. 
The  taupes  and  smoked  colors  have  a  reddish  cast.  The 
lichen  color  is  a  grey  with  a  green  in  it. 

Fashionable  Materials. 

Materials  of  one  color  in  plain  and  fancy  weaves  are 
undoubtedly  the  principal  sellers  this  Spring.  This  is 
due  to  the  marked  simplicity  of  the  vogue  in  costumes 
and  suits  which  liM\e  characterized  the  models  thus  far. 
These  fabrics  consist  of  a  combination  of  fine  twills  and 
fancy  weavings  principally  in  the  form  of  stripes,  al- 
though cheeks  will  doubtless  develop  considerable  power 
later  on  in  the  season. 

Pine  French  serge  of  a  satiny  finish  and  fabrics  on  the 
cashmere  order  have  found  a  great  favor.  Foulards  are 
to  be  favored.  They  are  to  be  the  fancy  silks  of  the 
season.     The  outlook  for  taffetas  is  a  great  deal  better 


than  any  one  thought  possible  at  the  beginning  of  the 
season,  notwithstanding  the  vogue  for  satin-tinished  ef- 
fects. Most  of  the  taffetas  taken  have  been  of  the  softer 
finish,  in  deference  to  the  demand  for  pliable  fabrics. 

Ottomans  are  one  of  the  ultra  novelties  in  weaves  that 
have  taken  well,  chiefly  for  outer  garments,  although  they 
will  be  good  also  for  millinery  purposes.  Cashmere  de- 
signs on  tills  and  other  ribbed  weaves  are  among  the  suc- 
cessful novelties. 

Pongee  and  rough  weave  silks  have  lately  developed  a 
strong  call  in  a  smoother  finished  fabric  than  those  former- 
ly- shown  suitable  for  not  only  dressy  costumes,  but  tailor- 
ed suits  as  well. 

Wash  Fabrics. 

This  season's  wash  fabrics  are  so  beautiful  that  they 
place  themselves  in  strong  competition  with  the  dref-s 
goods  and  silks.  Woven  fabrics  have  been  making  steady 
gain  for  some  seasons,  and  are  being  brought  into  more 
prominence  by  the  number  of  beautiful  colors  in  which 
they  have  been  brought  out.  Zephyrs,  Madras  cloth  and 
ginghams  are  easily  the  leaders  in  the  estimation  of  buy- 
ers generally. 

Styles  in  the  belter  grades  of  wash  goods  follow  closely 
the  designs  brought  out  in  silks,  and  like  silks  and  dress 
goods,  designs  are  unobtrusive  and  quiet.  There  are  num- 
erous high  novelties,  however,  which  show  extreme  pat- 
terns, introducing  bar  or  cross-over  effects  on  grounds 
of  neat  and  conventional  designs. 

A  cotton  fabric  similar  to  a  pongee  with  a  beautiful 
silk  finish  is  much  thought  of  and  this  fabric  has  been 
successfully  produced  in  conjunction  with  lace  or  open 
stripes. 

Shantung  Anglaise  is  another  very  beautiful  fabric 
simulating  the  silk  of  the  same  name,  and  this  comes  in 
plain  weaves  and  with  a  rough  stripe  on  the  plain  sur- 
face. 

Mercerized  poplins  are  favored,  brought  out  in  a  very 
light  weight  fabric  similar  to  a  batiste,  but  with  a  light 
poplin  cord. 

Linen-finished  fabrics  in  stripes  and  in  beautiful  bor- 
dered designs  in  rich  colors  on  natural  and  colored 
grounds,  promise  to  be  one  of  the  most  popular  materials 
of  the  season. 

Big  Embroidery  Season. 

A  great  amount  of  embroidery  will  be  used  this  com- 
ing season.  Even  more  than  we  saw  during  the  Winter. 
Bordure  effects  also  will  be  modish,  embroidered  by  hand 
or  machine.  Among  very  fine  lingerie  materials,  one  will 
find  bordure  effects  lavishly  used.  Exquisite  embroidered 
patterns  and  double-width  materials  are  shown  in  all 
white  or  delicate  colorings  with  marvellous  borders  in  self 
tones. 

Much  English  open-work  is  employed,  and  with  this 
are  combined  other  embroideries.  Drawn-work  consorts  with 
heavy  cushion  embroidery,  as  does  inset  lace.  One  filmy 
white  batiste  noted  was  embroidered  all-over  in  little  eye- 
lets and  had  a  very  deep  border  of  heavy  embroidery  in 
which  lace  motifs  were  set. 

Embroidered  bands  of  great  beauty  are  to  be  had  in 
all  widths,  some  of  them  showing  fine  and  delicate  em- 
broidery designs  on  plain  batiste  or  mull,  the  material 
being  left  with  rough  edges  and  meant  to  be  used  in  such 
fashion  that  the  embroidery  will  have  the  air  of  having 
been  executed  for  the  frock. 

Manufacturers  of  the  better  grade  silk  petticoats  are 
showing  some  beautiful  patterns  of  garments  in  messa- 
lines.  in  plain  colors  and  brocades.  These  models  are  in- 
tended more  for  dressy  purposes,  however,  and  are  elabor- 
ately trimmed. 


Laymen  Criticise  Quaint  Styles  in  the  Easter  Millinery 

Development  in  Favor  of  the  More  Dignified  Hat  Which  Flares  at 
the  Side  and  Does  not  Bury  the  Wearer- Huge  Bows  are  Favored  — 
The   Rococo   Rose  in    Many   Colors  —  Flowers  of  Grandma's   Time. 

Staff  Correspondence. 


Office  of  the  Dry  Goods  Review, 
622-624  Tribune  .Building,  New  York,  March  23. 

ANYONE  with  a  sense  of  humor  must  be  amused 
at  the  way  the  layman  takes  the  Easter  mil- 
linery. To  those  who  have  watched  the  evolu- 
tion of  the  present  styles  they  are  of  course 
not  so  striking  but  to  watch  the  expressions  on  the 
faces  turned  to  greet  a  fashionably  attired  woman  en- 
tering a  car  for  instance,  or  to  listen  to  the  remarks  a 
window  display  calls  forth  is  very  amusing. 

The  general  public  refuse  to  accept  the  precious 
creations  of  the  Parisian  modiste  seriously.  The  invert- 
ed peach  basket  is  the  shape  which  has  come  in  for  tiie 
lion's  share  of  criticism  and  yet  this  very  extreme 
model  is  a  strong  seller.  The  public  seem  to  be  deriving 
some  comfort  from  the  fact  that,  after  Easter,  the 
styles  will  moderate.  Changes  in  millinery  occur  witli 
lightning  rapidity  and  now  we  have  a  return  to  the 
more  dignified  hat,  which  flares  at  the  side  and  does  not 
completely  bury  one. 

Stralghter  Brim  Hats. 

Along  the  Avenue — by  which  term  "Fifth"  is  under- 
stood— at  the  small  restaurants  and  wherever  smartly 
dressed  women  congregate,  the  straighter  brim  hats 
with  their  side  rever  or  roll  are  noted  as  well  as  turban 
with  a  coronet  instead  of  mushroom  brim.  The  newest 
importations  show  this  tendency — which  does  not  mean 
at  all  that  the  bowl,  basket  or  pot  shaiicd  hat,  is  passe 
for  undoubtedly  it  is  the  hat  of  the  masses.  The  posi- 
tion of  the  trimming  seems  to  be  a  matter  of  individual 
choice,  altogether,  as  far  as  ribbons  are  concerned, 
bows  have  a  way  of  being  toward  if  not  directly  at  the 
back. 

Huge  bows  are  favored  and  as  wide  ribbons  have 
the  lead  this  means  good  times  for  the  ribbon  people. 
Moire  and  velvet  ribbons  lead,  velvet  having  first  place. 
It  is  rather  unusual  for  velvet  ribbon  to  be  used  in  such 
wide  weaves  as  is  fashionable  at  present.  The  taffeta 
backed  velvet  is  the  one  most  called  for  ;  indeed  a  ten- 
dency is  noted  toward  the  stiffer  ribbons.  Fully  ten 
yards  are  used  for  any  kind  of  a  bow  and  often  much 
more.  There  is  a  demand  for  fancy  ribbons  for  trimmmg 
the  Panama  and  summer  outing  hat  be  it  felt  or  straw. 
Stiff,  flat  cravatte  or  dude's  bows  of  the  wide  velvet 
ribbons  are  a  feature.  Ties  are  being  worn  on  the 
dressy  hat  for  garden  party,  driving  or  other  dressier 
events  for  which  occasions  they  are  certainly  most  ap- 
propriate. The  importance  of  ribbon  in  the  present 
scheme  of  things  millinery  cannot  be  too  forcibly  im- 
pressed upon  you. 

Flowers  of  Grandma's  Time. 

Naturally,  flowers  are  in  great  demand,  particularly 
the  variety  that  grew  in  grandma's  garden.  In  the 
flowers,  the  poke,  the  shoulder  scarf  and  the  parted 
coiffure  with  its  immense  chignon,  one  is  carried  back 
pleasantly  to  the  days  when  our  mothers  were  girls. 
The  flowers  are  charming  and  so  quaintly  arranged.  The 
novelty  of  novelties  is  the  stiff  rosette-like  silk  rose 
known  as  the  Marie  Louise,  or  as  the  Rococo  rose.    This 


is,  as  its  name  would  imply,  a  revival  of  ye  olden  days. 
The  Rococo  rose  comes  in  many  colors,  all  of  the  dull 
variety,  bronze,  sage,  saffron,  goblin  and  old  rose,  be- 
ing combined  on  one  hat,  say  of  black,  natural  or  indeed 
any  color  of  straw.  The  Rococo  rose  has  a  glace  or 
metallic  surface,  and  very  small  velvet  leaves,  in  the 
more  expensive  variety.  The  dark  glossy  leaf  is  sub- 
stituted, but  the  real  Rococo  has  the  small  seined  leaf 
which  is  laid  flat  against  the  hat,  primly  as  our  grand- 
mothers might  have  arranged  it.  Early  in  the  season, 
one  never  saw  the  Rococo  rose  except  in  chain  or  fes- 
toon effect,  or  maybe  in  a  cluster  of  three,  each  rose 
being  a  different  color,  but  latterly  they  have  been 
massed  and  may  be  found  covering  the  entire  top  of  a 
hat  for  which  effect  they  are  costly  and  not  altogether 
pleasing.  They  appear  to  greater  advantage  when  separ- 
ated, for  the  colors,  while  harmonizing,  must  be  treated 
skilfully  or  the  effect  will  be  lost. 

White  and  Black  Hats. 

Mention  has  already  been  made  of  the  fact  that  dark 
hats  are  smartest.  At  one  Fifth  Avenue  establishment 
the  writer  was  told  that  white  hats  were  not  considered 
in  the  best  taste  and  that  with  the  lingerie  dress,  would 
be  worn  either  the  all  black  hat,  the  black  hat  with 
Rococo  shades,  the  pointed  fox  shades  or  the  Leghorn 
massed  with  rich  color.  The  newest  thing  to  be  worn 
with  the  light  gown  is  the  hat  in  pointed  fox  shades, 
this  being  more  elegant  even  than  black.  Pointed  fox 
was  the  fashionable  fur  of  the  winter  and  its  soft  color- 
ings proved  so  becoming  that  the  color  has  been  adopted. 
It  is  much  more  brown  than  taupe,  yet  is  faintly  sug- 
gestive of  this  shade  which,  having  served  its  purpose,  is 
gradually  disappearing.  The  colors  in  vogue  are  still 
the  vague  and  half-tone  shades  so  difficult  to  find  a  name 
for.  Pointed  fox  is  the  newest  shade  in  millinery.  Last 
month  mention  was  made  of  the  green  which  is  now 
called  glace  or  water  green. 

Demand  for  Two-tone  Straws 

There  is  a  decided  demand  for  two  tone  straws.  A 
coarse  straw  facing  may  appear  on  a  fine  hat  of  differ- 
ent color  or  at  least  shade.  Crowns,  still  very  large, 
are  often  huge  banks  of  flowers,  or  ruches  of  ribbon  or 
puffing  of  net  or  silk,  the  brim  being  of  straw.  There 
is  really  no  decrease  in  size.  The  modish  hat  is  still  of 
enormous  proportion,  although  its  brim  hugs  the  head 
rather  than  springing  out  from  it.  The  new  elongated 
or  cavalier  hat  dips  slightly  at  the  back.  Where  the 
brim  turns  back  or  up  at  one  side,  it  curves  with  the 
headline  at  the  other  side,  toward  the  back.  The  low 
hat  is  the  exception.  Often  the  trimming  does  not  ex- 
tend above  the  crown,  but  the  crown  itself  will  be  high. 

Fruits,  particularly  berries,  are  having  quite  a  run. 
,Tust  here,  let  me  tell  you  of  a  charming  effect  in  win- 
dow decoration  recently  noted  on  2.Srd  Street.  A  tuscan 
hat  of  the  peach-basket  variety  was  laid  on  its  side  and 
filled  with  luscious-looking  peaches,  grapes  and  cherries, 
which  were  spilling  out  over  the  floor  of  the  window. 
The  effect  was  charming. 

While  on  the  sub.ject  of  display  mention  must  be 
made  of  the  idea  of  having  a  large  round  hat  box  or  a 
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Marie  Crozet  Model  of  Black  Yeddah,  with 

Ribbon  Crown  in  Grey  and    Blue, 

with  Large  Pink  Rose. 


t^6 
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square  one,  if  you  prefer,  laying  on  the  floor  of  the 
window,  the  cover  leaning  against  its  side,  so  uncover- 
ing the  beautiful  hat  with  it.  One  of  ooir  most  exclusive 
establishments  has  used  this  idea  with  most  artistic 
effect,  sometimes  a  soft  scarf  trailing  over  one  s'ide  of 
the  box. 

All  of  the  retail  stores  are  carrying  neck  or  shoulder 
scarfs  of  crepe,  chiffon  or  spangled  net.  These  do  not 
match  the  hats,  but  are  to  be  worn  with  them.  The 
idea  of  having  one's  hat  match  one's  gown  is  not  in 
vogue.  The  hat  is  usually  darker  than  the  costume.  The 
purple  violet  has  been  enthusiastically  taken  up,  but  it 
is  usually  combined  with  other  bloom  or  else  with  a 
contrasting  and  brighter  ribboo. 

In  spite  of  the  bulkiness  of  the  Easter  hat,  it  is 
lovely  when  properly  worn,  but  the  wearer  must  have 
her  hair  "just  so"  and  be  gowned  in  the  flowing,  if 
scant,  skirt  of  the  day  and  the  long  sleeved  hipless 
coat,  otherwise  the  effect  is  top-heavy  and  unlovely. 
So,  in  defense  of  the  prevailing  styles,  it  must  be  said 
that  in  themselves  they  are  lovely  and  only  unlovely 
when  improperly  worn  by  a  woman  who  has  no  saving 
sense  of  the  fitness  of  things. 


The  inverted  peach  basket,  though  a  good  seller 
is  severely  criticised  in  New  York. 

Moire  and  velvet  lead  in  materials  used  for 
monster  bows. 

Flowers  of  the  kind  that  grew  in  grandma's 
garden  are  in  great  demand. 

There  is  a  decided  demand  for  two  tone  straws. 
Crowns  are  usually  huge  banks  of  flowers. 

New  York  retailers  are  now  carrying  shoulder 
scarfs  of  crepe,  chiffon  or  spangfles. 


Thinks  It  Will  Do  Them  Good. 

Naturally  not  only  the  United  Stales,  but  Canada 
also,  is  greatly  interested  in  the  fortunes  of  the  Selfridge 
enterprise,  which  opened  its  doors  to  the  buying  public 
on  the  15th  of  last  month  in  London,  Eng. 

According  to  Mr.  Selfridge 's  own  statement  there  is 
no  intention  on  the  part  of  the  management  to  teach  the 
British  storekeeper  how  to  do  business,  or  to  show  the 
British  public  the  advantage  of  American  shopping 
methods.  It  is  .safe  to  say  that,  due  to  the  American 
training  of  the  head  of  the  firm,  and  to  his  experience 
gained  when  in  control  of  one  of  the  leading  stores  on 
this  side  of  the  Atlantic,  some  Americanisms  will  creep 
in. 

The  staff  of  assistants  are  all  British,  and  all  the  buy- 
ers of  the  hundred  departments  have  been  selected  for 
their  long  experience  of  London  trade. 

In  an  interview  given  to  a  representative  of  the  Ad- 
vertising World,   Mr.    Selfridge   said: 

"Selfridge  &  Co.  are  not  out  to  take  away  other  men's 
trade.  I  not  only  do  not  think  that  our  store  will  injure  oth- 
ers, but,  for  the  reasons  I  have  given,  I  think  it  will  do 
them  good.  If  the  area  and  population  of  London  were 
limited,  if  its  traders  had  so  organized  their  businesses 
that  the}-  were  doing  all  the  business  possible,  then,  of 
course,  we  should  have  to  take  some  of  their  trade  away 
to  form  our  own ;  but  the  field  is  by  no  means  covered, 
and  we  shall  attract  people  to  our  store  to  spend  money 
that  they  would  not  have  spent  elsew^here. 


To  Tempt  Trade. 

"In  Chicago  they  figure  out  that  2>euple  spend  one- 
fifth  of  their  income  upon  dry  goods — that  is,  clothing, 
fancj-  ware  and  personal  outfitting  and  equipment  of 
every  kind.  Selfridge  &  Co.  will  supply  both  men  and 
women  with  these  things,  and,  by  our  advertising,  by  the 
attractiveness  of  our  store,  by  the  quality  of  our  goods, 
by  the  best  service  that  we  can  give  the  public  in  every 
department  and  detail  of  our  business,  we  shall  induce 
them,   tempt   them,   to   spend  money  with   us. 

"You  know  perfectly  well  that  trade  can  be  created; 
that  jieople  may  be-  tempted  to  buy  articles  that  they 
did  not  think  they  wanted.  We  shall  make  our  store 
a  place  which  women  will  like  to  visit  for  its  own  sake, 
whether  they  have  any  immediate  intention  of  purchasing 
anything  or  not.  They  will  be  at  liberty  to  wander  through 
the  house  and  inspect  and  examine  everything,  and,  when 
we  have  got  them  there,  we  shall  expect  them  to  be 
tempted  to  buy,  not  merely  because  the  goods  are  cheap, 
or  novel,  or  of  superior  quality,  but  because  they  are  at- 
tractive. 

The  Keen  Shopper. 

"One  of  the  first  inquiries  I  made  when  I  came  to 
London  was  as  to  the  shopping  skill  of  the  English 
women.  I  was  told  that  they  were  keen  buyers,  and  I  was 
pleased.  The  keener  they  are  the  better  for  us.  We  do 
not  want  the  woman  who  cannot  apjjreciate  values.  If 
she  does  not  know  whether  Selfridge 's  goods  and  Sel- 
fridge's  service  suit  her  better  than  other  people's,  then 
we  shall  have  to  teach  her.  In  Chicago,  women  were 
taught  how  to  test  the  quality  of  various  goods;  they 
were  told  all  the  storekeepers  themselves  knew,  and  they 
could  apply  that  knowledge  not  only  to  one  firm's  goods, 
but  to  all.     We  want  them  to  make  comparisons." 


The  Dead  Beat  Problem. 

At  the  annual  meeting  of  the  Chatham  branch  of  the 
Retail  Merchants'  Association  a  co'mmittee  was  ap- 
pointed to  consider  a  system  of  dealing  with  dead  beats 
and  collecting  bad  debts,  similar  to  that  in  use  in 
Guelph.  At  a  subsequent  meeting  a  proposition  was 
made  by  W.  M.  Murdock  to  take  charge  of  the  collection 
work  for  the  city  at  a  salary  approximating  between 
50c  and  75c  per  member  per  month.  The  scheme,  as 
roughly  outlined  was,  as  soon  as  any  debtor  had  reached 
the' "dead  beat"  stage  to  notify  the  members  of  the  as- 
sociation, and  to  present  all  the  accounts  against  him 
in  a  bunch.  Mr.  Murdock  also  proposed  to  look  after 
general  collections  as  well,  presenting  accounts  against 
customers  who  were  slow  pay  but  nevertheless  "good," 
in  this  way  saving  the  merchant  postage  or  the  time  of 
a  clerk.  This  portion  of  the  propostion  did  not  meet 
with  unanimous  approval.  One  member  urged  that  in- 
stead of  leaving  collections  entirely  in  the  hands  of  the 
collector,  debtors  should,  if  possible,  be  induced  by  that 
official  to  go  direct  to  the  merchant  and  make  arrange- 
ments with  him,  thereby  avoiding  friction.  The  matter 
was  referred  to  a  committee — Peter  Cunningham,  T.  W. 
Poile  and  H.  G.  Hodges. 

There  is  said  to  be  a  strong  underlying  sentiment  in 
favor  of  cutting  loose  from  the  central  organization  and 
setting  up  a  purely  local  association. 

The  Chatham  Association  elected  the  following  offi- 
cers :  President,  A.  D.  Wcstman  ;  first  vice.-pres.,  Aid. 
,Tohn  McCorvie  ;  second  vice.-pres.,  T.  Walter  Poile  ; 
secretary,  J.  W.  Powers  ;  treasurer,  .Joseph  A.  Poile. 


Favor  in  Paris  for  Wider  Skirts  and   Lower  Waists 

Costumers  Show  no  Great  Unanimity  on  any  one  Style  —  Divergent 
Tendencies  Noted  in  Some  Comparisons  Leading  Millinery  Shapes 
are  Decidedly   Directoire  —  The    Latest    Vogue    in    Dress  Trimmings. 


yiniiing'  of  a  change  tliat  promises  a  s'ood  development  as 
the  season  advances.     Tliis  ^-own   illnsi  rates  tlie  eampaii;-n 


oriice  ol'  The  J)ry  (ioods  lleview,  8  Place  de  la  Bourse,  linin"-   the   eorsao'e   ihrou.nh    the    i'olds   of   the   liehii.      (Jold 

Paris,  France,  March  24.  embroidered  nets  are  the  latest;  idea  in  blouses. 

TlllO  l.KADIN'O  Paris  costumiers  have  now  shown  'i'l'e  same  artist  who  launched  these  blouses  of  gold  net 

their  Spring  models,  but  all  that  tiiey  have  '«  showing  a  remarkable  gown  that  has  caused  much 
achieved  has  certainly  not  added  to  the  clarity  ('(.mment,  as  many  fashion  authorities  see  in  it  the  be- 
ef the  fashion  situation.  Nor  have  they  each 
elected  to  feature  some  one  style,  but,  due  allowance  be- 
ing made  for  natural  bias  and  tendencies,  they  are  all 
.s'howing  a  number  of  distinct  styles — Empire,  Directoire, 
Venetian,  Moyen  Age  and  Greek,  as  well  as  tiie  leading 
18th  century  Louis  styles. 

Indeed,  dresses  are  seen  that  combine  two  distinctly 
opposite  style  tendencies,  as  in  the  ease  of  a  dinner  gown 
seen  at  one  leading  house  which,  while  fashioned  in  the 
high-waisted  Empire  effect  in  front,  was  purely  Louis  XV. 
in  outline  at  the  back.  There  was  a  watteau  pleat  that 
started  from  the  decolletage  and  lost  itself  in  the  train. 
To  bring  the  bodice  into  conformity  with  the  front  of  the 
gown,  the  bodice  at  the  back  is  cut  much  lower  than  in 
the  time  of  Louis-  XV.  The  Empire  note  on  most  gowns 
appears  in  the  jeweled  and  embroidered  trimmings  at  the 


Gown  of   Blue  Net,   gold    em- 
Showing  how   Pleats  are      broidered,  over  soft  gold   color- 
introduced     to    give    full-      ed  satin.    This   is  one  of  the  new 
ness  to  the  lower  part  of      style    types    some    of     the     Paris 
the  skirt.  houses  are  showing. 

bust  and  at  either  side  of  the  front  width.  There  is  also 
a  new  form  of  the  Marie  Antoinette  fichu.  This  is  made 
in  fine  gold  tulle  and  is  outlined  with  pearl  embroidery. 
With  a  fichu  of  this  class  the  sleeves  would  be  of  the  gold 
net  almost  tight  to  the  arm  and  finished  below  the  elbow 
with  touches  of  pearl  embroidery,  while  a  wider  band  of 
the  pearl  and  jeweled  passementerie  is  dimly  seen  out- 


I;  ^% 


Tunic  Dress  in  Foulard. 


Gown  of  the  Moyen   Age   Type 


that  is  going  on  in  some  quarters  for  more  fulness  in  the 
skirts.  Not  only  has  the  waist  assumed  a  more  normal 
ji  sition,  but  the  skirt  is  frilled  on  to  it.  The  dress  is  of 
Sufi,  tawny,  gold  satin  and  the  overdress  is  of  steel-blue. 
(■:nbruidered  in  gold.  There  is  a  deep  band  of  the  em- 
embroidery  edging  the  net  skirt,  which  is  shorter  than 
tliat  of  the  satin  skirt,  giving  a  tunic  elieci.  There  is  much 
embroidery  on  the  waist,  but  it  is  placed  in  an  unusual 
position,  namely,  below  the  bust.  The  waist  is  gathered 
into  a  band  at  the  decolletage,  and  this  band  is  finished 
with  a  narrow  line  of  embroidery.  Above  is  a  tucker  of 
white  net  finished  in  the  Dutch  fashion.  The  sleeve  is 
of  the  net  only  and  from  the  manner  in  which  it  is  em- 
broidered, displays  a  goodly  portion  of  the  upper  part 
of  the  arm.  It  is,  as  many  of  the  new  sleeves  are,  in 
three-quarter  length.  This  gown  is  shown  in  one  of  the 
illustrations. 

Wider  Skirts,  Lower  Waists. 

It  must  not  be  inferred  that  the  day  of  the  clinging 
high-waisted  gown  is  over,  for  this  is  very  far  from  the 
ease,  the  fact  being  that  the  popular  trade  took  up  this 
type  of  gown  so  enthusiastically  that  the  exclusive  woman 
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The 


Silk  House 


FOR 


Spring  Trade 
1909 

Japan   and    China   Silks 


Shan  Tungs 
Satins 
Tamalines 
Peau  de  Sole 
Louisine 


Tussores 
Messalines 
Taffetas 
Ottoman 
Crepe  de  Chine 


Fancy  Silks 

In    Striped    and     Figured    Effects    in 
ALL  QUALITIES 


Complete    Range  of 

Windsor  Ties 


INCLUDING 


Tartan  and  Fancy  Plaids 
Checks,  Polka  Dots,  etc, 


K. 


MAIL    ORDERS   RECEIVE 
OUR     PROMPT    ATTENTION 


Ishikawa     &     Co. 

TORONTO 


is  demanding'  a  change.  But  even  the  dingers  are  feeling 
the  influence  of  the  growing  idea  in  favor  of  wider  skirts, 
and  another  change  that  is  gradually  being  brought  about 
is  to  the  lowered  waist  line^  such  as  in  the  so-called  Me- 
rovingian styles.  Here  the  tendency  is  to  place  the  waist- 
line abnormally  low.  An  outcome  of  this  style  are  the 
gowns  with  the  long  corslet  below  which  the  skirt  is  plisse 
— not  always  all  the  way  round,  but  in  various  style.s, 
Plisse  skirts  are  revived  for  day  wear,  ))tit  evening  skirts 
are  all  Empire  or  Greek. 

From  indications  discei'nible,  many  fashion  authorities 
predict  that  in  the  end  the  Greek  styles  will  predominate. 

The  draping  at  the  side  is  taken  to  point  to  a  revival 
of  the  Louis  panniers,  from  which,  however,. they  are  far 
removed,  being  more  nearly  allied  to  the  over-skirt  and 
tunic  effects  seen  in  Greek  models. 

A  new  feature  is  tlie  tunic  of  tulle  net,  some  veiling 
fabric  over  cloth  or  silk,  or  pallietted  embroidery.  Ofleii, 
ioo,  the  tunic  will  be  of  quite  a  different  color  to  the  gown 
it  veils.  Thus  a  grey  net  was  seen  over  rose,  and  a  tunic 
of  black  tulle  veiled  a  dress  richly  embroidered  in  jet. 

It  seems  as  though  dressmakers  had  determined  tluU 
tiie  robe  fourreau  should  be  restricted  to  gowns  of  floth 
of  the  class  known  as  French  tailor-mades.  A  typical  gown 
of  this  class  is  a  Princess  in  marine  blue  cashmere-laine. 
The  long  sleeves,  and  the  upper  part  of  the  bodice  are  of 
tucked  mousseline  de  soie.  On  the  upper  part  of  the 
sleeves  was  an  arrangement  of  pompadour  ribbon,  and,  at 
the  bottom  of  the  sleeves,  motifs  of  the  same.  Around  the 
decollette  of  the  corsage  was  an  edging  of  black  passemen- 
terie. With  this  costume  was  worn  a  small  stylish  jacket 
(if   black  satin. 

Another  fourreau  model  in  moss  green  cloth  had  a 
trimming  of  satin  bands  simulating  a  tunic.  Many  of  the 
new  tailor-mades  are  in  cote  de  cheval,  a  new  zibeline 
cloth  that  is  very  bright  and  lustrous. 

Crowns  Getting  Higher. 

In  millinery,  the  crowns  seem  to  be  getting  both  high- 
er and  larger.  The  leading  shapes  are  decidedly  Directoire 
and  there  are  some  decidedly  pretty  cloche  models  shown 
that  turn  up  slightly  at  the  sides.  Two  colors  that  pre- 
dominate in  the  straws  are  bronze  and  mushi'oom.  The 
big  trimming  features  are  flowers,  berries  and  wide  ribbon 
velvets.  Large  splash  feathers  are  used  witli  remarkable 
effect  upon  some  of  the  new  hats. 

An  interpretation  of  some  names  of  fabrics  or  styles 
may  not  be  out  of  place: 

Robe  fourreau,  tlie  sheath  or  one-piece  gown;  cashmere 
de  soie,  silk  cashmere ;  cashmere  de  laine,  wool  cashmere ; 
mousseline  de  soie,  silk  muslin;  tablier.  an  apron  or 
panel;  en  bias,  slanting,  on  the  slope;  a  plis,  pleated,  fold- 
ed; a  la  Greque,  in  the  Greek  fashion;  pannier,  an  over- 
skirt  draped  up  on  each  side;  corslet,  a  fitting,  long  bodice; 
collant,    tight,   cln.se;   cloche,  bell-shaped. 


Enlivened  Competition. 

A  despatch  from  London,  Eng.,  states  that  the  opening 
of  the  first  of  the  American  departmental  stores  in  that 
city  during  the  week  beginning  March  15  was  a  memor- 
able event  in  the  history  of  English  retail  business.  By 
way  of  counter-attraction,  other  firms,  it  is  stated,  resorted 
to  costly  methods  to  attract  the  people  from  the  opening 
of  the  American  store.,  such  as  concerts,  anniversary  cele- 
brations and  other  en'  irtainments  on  a  large  scale,  even 
employing  gi'and  opera  singers,  military  bands  and  music 
hall  performers  to  attract  tiie  crowd.  All  the  newspapers 
have  printed  long  accounts  of  the  new  enterprise  and  the 
personality  of  the  chief  movers. 
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THERE  IS  A  REASON 


behind  our  claim  for  superi- 
ority. When  we  tell  Can- 
adian Milliners  that  we  can 
serve  them  better  than  any 
other  millinery  house  they 
very  naturally  and  properly 
ask  "why?"  The  purpose 
of  this  advertisement  is  to 
answer  that  question  and 
tell  you,  a  milliner  looking 
for  the  best  service,  just 
why  the  house  of  Smith- 
Runciman  Company, 
Limited,  is  the  one  best  qualified  to  handle  your  trade. 
The  fact  that  we  are  securing  a  steadily  increasing  list 
of  permanent  customers  is  evidence  that  our  service  is 
a  satisfactory  one.  The  succeeding  pages  tell  you  some 
of  the  reasons  for  our  success  which  are  also  reasons 
why  you  should  be  counted  among  our  list  of  perman- 


ent customers. 


OVER 


The 


Smith -Runciman  Co., 

TORONTO 


Ltd. 
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The  PRINCIPLE 

Underlying 

This  Business ! 


STYLE,  that  indefinable  necessity  in  all  good  millinery,  is  our  first 
great  consideration  in  seeking  for  which  no  effort  or  expense  are  spared. 
The  markets  of  America,  England,  and  Continental  Europe  are  searched 
year  in  and  year  out  for  those  things  which  will  carry  the  atmosphere  of 
Distinctive  Style  into  our  own  warehouse  and  the  stores  of  our  customers. 

INTRINSIC  VALUE  is  our  next  effort  and  is  secured  principally  in 
three  ways :  By  continual  discriminating  comparison  of  values ;  by  being 
ever  on  the  alert  for  new  markets ;  and  by  having  as  our  London  (England) 
representative  a  member  of  the  firm  in  continual  close  touch  with  the 
English  and  Continental  manufacturers,  and  always  prepared  to  take  prompt 
advantage  of  market  fluctuations — by  which  our  customers  benefit. 


THE 


SMITH-RUNCI 


WHOLESALE    MILL! 

100  WELLINGTON 


BRANCHES  AT 
OTTAWA 
HAMILTON 
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"To  SERVE  You 

Faithfully 

and  Well." 


SERVICE  is  our  third  reason.  Careful  filling  of  orders,  prompt  ship- 
ments, and  painstaking  attention  to  those  various  details  which  mean  so 
much  in  the  rapid  and  successful  dispatch  of  affairs.  We  are  in  business  to 
serve  and  please  our  trade  and  the  pleasant  relations  existing  between  this 
house  and  its  customers  is  an  evidence  of  the  cheerful  and  generous  spirit 
of  service  actuating  the  entire  organization. 

These  three  — STYLE,  VALUE  and  SERVICE  — the  watchwords  of 
this  house,  —  mean  to  our  customers,  DISTINCTION,  PROFIT  and 
COMFORT,  and  are  the  chief  reasons  for  our  phenomenal  success.  They 
are  also  good  reasons  why  all  progressive  millinery  merchants  everywhere 
should  be  counted  among  our  rapidly  growing  list  of  pleased  and  satisfied 
customers. 


MAN  COMPANY, 


NERY    IMPORTERS 

STREET  WEST 


Nto 


LTD. 
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SPECIAL 

LETTER-ORDER 

DEPARTMENT 

AH  we  ask  of  you  is  an  opportunity  to  prove 
the  correctness  of  foregoing  statements.  The 
sorting  season  is  now  here  when  goods  will  be 
required  hurriedly  and  where  delay  would  often 
mean  considerable  inconvenience.  Send  us  your 
letter-orders  and  you  will  learn  that  our  Letter- 
Order  Department  can  render  you  service  which 
is  beyond  criticism.  This  would  be  a  beginning. 
We  know  that  if  we  first  secure  your  letter  orders 
we  shall  later  secure  your  permanent  trade — 
AND  THAT  IS  WHAT  WE  ARE  AFTER. 

T"E  SMITH- 
RUNCIMAN 

COMPANY,  LTD. 

TORONTO 
OTTAWA 
HAMILTON 
WINNIPEG 

WHOLESALE 
MILLINERY 


Dry  Goods  Rcviav 


MILLINERY 


T20 


You  Sell  Millinery  to  Women 

Why  Not  Sell  Them  Neckwear,  As  Well? 


To  develop  this  into  a  profitable  department 
you  must  stock  a  line  of  neckwear  which  will 
appeal  to  women  ;  show  them  the  novelties 
while  they  are  novelties.  This  is  just  where 
Sanderson's  Neckwear  stands  out  strongly.  It 
embraces  all  the  desirable  new  features  ;  the 
features  that  stamp  the  goods  with  the  dis- 
tinguishing mark  of  style.  The  result  is  this — 
they  sell  quickly  at  a  good  profit  and  bring 
prestige  to  your  store.  This  applies  to  one  line 
of  Neckwear  more  strongly  than  to  any  other. 
That  one  is  Sanderson's.  Order  a  sample  selec- 
tion. The  experiment  is  well  worth  v\hile. 
You  will  also  be  interested  in  our  range  of 
veilings  and  frillings  for  the  same  reason — they 
will  bring  you  profitable  trade. 


Sanderson's,  Limited 


66-68  Wellington  Street  West, 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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HE  insistent  demand   for  prompt 
service  during  the  busy  Aveeks. 


At  no  time  are  the  require- 
ments of  the  trade  so  exacting, 
and  the  foresight,  judgment  and 
organization  of  a  Wholesale  House 
so  tested  as  during  the  height  of 
the  season. 


By  keeping  in  close  touch  with 
us  you  will  have  gone  a  long  way 
towards  providing  for  your  re- 
quirements and  insuring  a  supply 
of  scarce  and  desirable  lines  when 
most  needed. 


THE  JOHN  D.  IVEY  COMPANY,  limited 


WAREHOUSES 

TORONTO 

MONTREAL 

QUEBEC 

BRANCHES : 

WINNIPEG 
OTTAWA 
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The   Canadian   Millinery  Revie^v 

There  is  a  Noticeable  Tendency  in  Favor  of  Holding  Openings  Earlier 
in  the  Spring  Season  —  Modifications  are  Taking  Place  in  the  New 
Styles  —  There    is     Good     Demand     for     Material     and     Trimmings. 


IT  looks  as  thougli  llicre  was  a  settled  teiideiuy  to  be- 
gin tlie  season  earlier.    Many  stores  hold  their  open- 
ings now  on  the  same  date  that  the  openings  in  the 
importing  houses  are  held  or  almost  immediately  al- 
ter.   Even  those  houses  that  delay  until  the  middle  of  the 
month  show  millinery  earlier. 

The  importing  houses  have  been  doing  a  big  trade 
since  the  season  opened,  and  it  looks  as  though  the  figures 
of  last  season  would  easily  bo  passed. 


are  black  cherries,  white  hearts,  led  cherries,  half-ripe 
and  green,  green  cherries,  also  cherries  in  old  blue,  mauve, 
bright  yellow  and  in  other  new  shades.  Berries  are  very 
much  used,  not  only  in  red,  but  in  all  colors  and  also  in 
jet.  Grapes,  apples  both  green  and  ripe,  pears,  peaches 
and  even  small  oranges  are  used  to  trim  the  summer 
hats. 

Velvet  ribbons  are  in  great  demand,  both  in  black  and 
colors.  Ribbons  have  made  a  big  gain  since  the  season 
opened  and  are  now  as  important  in  the  trimming  field  as 
even  the  manufacturer  could  wish.  The  ribbons  used  are 
wider,  5  in.  being  a  popular  width.  Plain  satins  are  a 
favored  ribbon,  but  taffetas,  peau  de  sole,  failles  and 
moires  and  ottomans  are  all  used.  Fancy  ribbons  arc 
more  seen   than  at   the  openings. 

There  are  many  contraidictory  features  of  the  jirescnt 
modes  and  the  matter  of  placing  trimmings  is  one  of 
them.  Hats  are  trimmed  at  the  side  or  at  the  front  or 
back,  the  trimmings  may  be  evenly  or  unevenly  balanced 
at  either  side.  In  fact  there  seems  to  be  no  set  fashion 
of  the  arrangement  of  trimmings. 


Selected  from  the  Models  shown  by  the  D. 
McCall  Company,  Limited. 

With  the  exception  of  the  very  ext.reme  styles  the 
trade  has  taken  kindly  to  the  new  millinery.  Already  it 
is  noted  that  modifications  are  taking  place.  For  one 
thing  straighter  brims  are  showing  and  many  have  the 
becoming  roll  at  tlie  left  side.  In  all  shapes  the  crown 
is  large  and  important  and  the  large  dome  beehive  and 
mob  shapes  are  in  high  favor.  The  modified  pot  shapes 
ai'*  decidedly  good  and  many  pokes  or  cabriolets  are  sell- 
'  ing,  and  while  the  tendency  seems  to  be  for  large  shapes, 
quite  a  number  of  small  hats  are  selling. 

The  colors  most  in  demand  in  straws  are  the  burnt  or 
melon  shades,  black,  and  white  is  also  showing — that  is, 
dead  white.  Two-tone  braids  are  also  good.  The  made 
hat  is  equally  as  popular  as  its  rival,  the  pressed  shape. 
The  novelty  is  the  new  effects,  but.  the  list  of  favored 
straws  is  a  long  one  Rustics,  chips,  Milans,  Japs,  Yedda 
Tuscans  and  Leghorns  are  all  selling.  Chip  promises  to 
be  the  popular  braid  for  the  larger  shapes. 


Fruit-trimmed  Hats. 

Fruits  are  in  great  favor,  cherries  taking  the  lead,  in- 
deed the  cherry-trimmed  hat  is  much  seen.  Cherry  cabo- 
chons  surrounded  by  leaves  are  used,  cherry  wreaths  show- 
ing fruit.  Boughs  and  leaves  encircle  many  crowns,  and 
dangling  bunches  of  cherries  arc  seen  on  some  hats.  There 


One  of   the  Models  shown  by  the  D.  McCall  Co.,  Limited. 

Large  Stocks  Necessary. 

Almost  everything  in  the  shape  of  materials  and 
trimmings  seems  to  be  selling  ;  the  only  complaint  the 
millinery  people  are  making  is  as  to  the  large  stocks 
that  have  to  be  carried  because  of  this  diversity. 

Fine  flowers  and  ribbon  velvets  are  trimmings  that 
have  the  most  pronounced  vogue.  As  is  always  the  case 
roses  are  best  liked.  Medium  sized  half  opened  roses, 
roses  in  the  bud  and  also  globular  tightly  closed  roses  are 
very  much  used.  While  the  popular  trade  favors  roses  in 
soft  natural  shades,  the  high  class  trade  is  taking  these 
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MILLINERY 
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THE    NATURAL   PREPARED 

Rose  Hatpin 


Smill  Size,  IV/z'Loai 


The  Hit  of  the  Season. 

Order  Now. 

This  hat  pin  shows  the  roses  in 
their  natural  beauty,  in  red, 
pinii  or  yellow.  They  are  guar- 
anteed  to  retain  their  natural 
shape,  color  and  beauty,  im- 
pervious to  rain  or  sun. 

Small  size  (bud),  $1.30  per 
doz.,  $15.00  per  ^ross 

Lar^e  size  (full  flower),  $2.50 
per  doz.,  $18.00  per  ^ross. 

Make  sure  of   your    share. 
Send    your    order    to-day. 

To  introduce  the  Rose  hat  pin, 
we  offer  for  30  days  only,  one 
dozen  small  and  one  dozen 
large  for  $3.00. 


Rose  Hat  Pin  Co. 


334  Notre  Dame  St.  West, 


MONTREAL 


Milliners 


No.  202 
Boy's  Form 


No.  660 
Waist  Form 


$10 


Mr.  Clerk 
Mr.  Window  Trimmer 


Here  s  the  best  opportunity  you  ever  had  to  multiply  your 
earning  powers.  Write  at  once,  enclosing  .'^lO,  and  we  will 
send  you  a  complete  course  in  Card  Writing,  including 
instructions  in  Air  Brush.  Cost  hundreds  of  dollars  to 
publish.  This  valuable  outht  consists  of  one  book-  ^  instruc- 
tion (size  54x8  in.),  hard  bound  and  illustratetl;  1 1  .  rdboard 
charts  put  up  in  a  portfolio  (size  10x13  in.)— thesc  bL  *  w  de- 
signs in  actual  color  and  half-tone;  3  of  the  best  red  sable 
riggers  made  especially  for  this  work  ;  12  Sotinicken  lettering 
pens  with  double  ho[der;  6  tins  show  cardine  colors,  ready 
for  use  ;  1  pair  callipers,  all  neatly  packed  in  a  box. 


WRITE  TO-DAY 


P.  THOMPSON  CO., 


will  appreciate  a  copy  of  our  new 
176  page  catalogue,  illustrating  and 
describing  everything  necessary  to 
an  up-to-date  millinery  store. 

A  copy  is  yours  upon  request. 
We  make  all  kinds  of  fixtures  for 
almost  any  kind  of  business. 

DELFOSSE  &  CO. 

Canada's  Greatest  Fixture^Factory. 
7  Hermine  St.,  Montreal 


$10 
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globular   roses  in   the  dead   art   shades,     'riicse   go   by    the 
name  of  Marie  Louise  or  Kococo  roses. 

Flower  crowns  are  strong,  either  composed  of  the  one 
llower  or  of  many  varieties  mixed.  Lilacs  are  very  much 
used  for  this  purpose,  so  are  wistaria,  cowslips,  pan- 
sies  and  many  other  flowers.  It  should  he  noted  that 
llowers  are  all  arranged  stiffly  on  the  smartest  hats. 
Caboehons  or  saucers  of  all  kinds  of  flowers  set  stiffly  in 
the  old  fashioned  "posey"  style  and  edged  with  a  stiff 
border  or  foliag-e  are  much  used;  stih  trails  of  leaves  and 
set  bunches  of  flowers  are  much  seen  ;  also  the  side  of 
the  crown  will  be  banked  with  close  set  rows  of  (lowers 
following  the  outline  of  the  hat.  Sometimes  a  large 
rose  will  be  used  as  the  center  of  a  cluster  of  smaller 
(lowers.  The  list  of  flowers  comprises  all  the  familiar 
held  and  garden  (lowers,  such  as  mysotis,  daisies,  cow- 
siijjs.  bells,  larkspur,  lilac,  clover,  violets,  pan- 
sies,  butter-cups,  cornflowers  and  many  more.  Ferns, 
grasses  and  foliage  are  also  freelv  used. 


Montreal  Trade. 

Already  there  seems  to  be  a  tendency  to  do  away 
with  the  extremes  in  millinery  that  charactei  i/ed  the 
Spring  openings,  and  it  is  certain  that  the  .Summer  open- 
ings will  see  some  marked  changes  in  millinery  styles, 
particularly  in  regard  to  shapes.  Naturally  Spring  styles 
will  still  hold  their  own,  but  in  more  modified  forms. 

The  large  hat  with  quite  a  decided  upward  roll  to  the 
brim  on  the  left  side,  and  with  a  medium  sized  low  round 
crown  appears  to  be  gaining  ground.  The'  large  toque  has 
lost   much  of  its  popularity. 

The  colors  most  in  demand  are  black,  burnt,  navy, 
new  rose,  vieux  bleu,  and  amethyst.  Hlack  and  burnt  in 
combination  are   used   extensively. 

Millinery  houses  have  done  a  good  .Spring  business  in 
millinery  trimmings.  Large  quantities  of  flowers,  parti- 
cularly small  roses  and  other  small  flowers,  are  in  strong 
demand.  Fruit  is  a  feature  of  this  seascui's  millinery, 
and  it  is  large  compared  to  tlie  fruit  used  in  previous 
seasons.  Apples,  large  grapes,  pruiu'S,  and  other  varieties 
aie  shown,   and   sell  readily. 

It  is  dilficult  to  supply  the  demand  for  Mephisto  q,uills 
or  skeleton  quills  as  these  seem  to  meet  with  marked 
favor.     \'ery  long  curved  quills  are  extensively  used. 


Gold  Cloth  for  Bows. 

Lace  and  nets  are  freely  used  botli  for  the  brim  and 
the  crown  of  hats.  (Jold  cloth  is  used  for  stitli'  bows  set 
among  other  trimmings.  Ornaments  particularly  of  let 
and  peai Is  aro  used. 

.V  feature  of  the  larger  hats  is  the  under-brim  trim- 
mings, a  large  rose  or  a  cluster  of  roses  or  bows  of  lib- 
bon  being  used  for  this  form  of  decoration  in  many  of  the 
large  shapes.  Ties  are  seen  on  dress  hats,  but  are  seldom 
used  on  those  for  street  wear. 

The  old-fashioned  dead  rose  shades,  the  rose  fane,  or 
faded  tints,  the  mauve  fane,  and  the  old  gold  shades  are 
strong  in  the  new  millinery.  Tan  and  the  leather  shades 
are  good,  and  taupe  has  not  yet  become  passe  in  Canada 
Many  soft  clear  blues  are  used.  Odd  shades  talked  aboui 
are  gravelle,  chewing  gum,  and  pointed  fox. 


All  kinds  of  fruits  are  entering  into  the  trim- 
ming of  the  new  hats.     Berries  are  very   much  used. 

Montreal  millinery  houses  have  done  a  good 
spring  business.  It  is  predicted  that  summer  styles 
will  reflect  marked  changes  from  those  of  spring. 
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It  Has  Been  Demonstrated 


beyond  doubt  that  the  way 
to  a  large  and  more  profit- 
able millinery  trade  is  by 
buying  the  goods  upon 
which  to  do  this  trade  from 
The  D.  McCall  Company. 


n 


The  service  upon  which  we  have 
helped  our  customers    to  build 
successfully  in    the    past    is  at  your 
command    now.       The    aim    of   this 
house  is  to  give  value  and  to  have  the 
goods  when    they   are   in   demand — 
when  you  can  turn  them  over  at  a  profit.      In  our  offerings  for 
the  summer  season  these  qualities  are  dominant.      Our  travelers 
are    now   on  the  road   with   full    assortments    of   all    the    newest 
productions   of   the   American    and    European    markets,    together 
with  the  most  attractive  Millinery  novelties  of   decided  style  and 
price  value.      In  the  staple  lines   the  strength  of  The  D.  McCall 
Company  is  recognized,  and  you  can  buy  our  goods  with  the  assur- 
ance that  you   are  being  given  the  best  possible  value.       Buying 
from  us  is  no  experiment.      Our  long  and  successful  record  is  a 
striking  evidence  of  our  ability  to  serve  progressive  milliners. 

For    sorting   needs   and   midsummer   millinery  requirements   you 
should  see  the  lines  we  offer. 


The  D.  McCall  Company,  Limited 


94-96-98  WELLINGTON  STREET  WEST 

BRANCHES  AT 
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CANADIAN  -  MADE 

LINOLEUMS 


FIVE  GRADES  A-B-C-D-E  8/4  and  16/4  wide 

PLAIN   AND    PRINTED 

The  increasing  demand  for  our  Linoleums  proves  that  their  value  is  becoming 
widely  known,  and  but  confirms  our  statement  that  they  are  the  best  value 
on  the  market. 


Floor  Oil  Cloths 


Three  Grades       1st,  2nd,  3rd       4  4,  5/4,  6/4,  8  4  and  10/4  wide 

Our  aim  has  always  been  to  maintain  a  high  standard  of  quality  and  designs,  and 
this,  combined  with  the  prices  charged,  makes  our  Floor  Oil  Cloths  extremely 
popular   with   dealer   and    consumer. 


Table  Oil  Cloths 


ONE  GRADE  5/4  and  6/4  wide 

This  line  is  so  well  and  favorably  known  to  dealers  the  country  over  that  it  is 
unnecessary  to  point  out  their  sterling  worth  to  those  who  already  handle  them ; 
for  those  who  have  not,  we  desire  to  say  that  we  are  showing  a  large  collection  of 
original  and  up-to-date  patterns — one  quality  and  that  the  best. 


Handled  by  all  H^holesale  Dry  Goods  Houses 

CORK  CARPET  ENAMELLED  OIL  CLOTH  STAIR  OIL  CLOTH 

SHELF  OIL  CLOTH        CARRIAGE  OIL  CLOTH        KEY  BORDER  LINOLEUM 

PREPARED  DECORATIVE  BURLAPS 

NOTE. —We  have  recently  issued  a  catalogue  showing' a  fair  assortment  of  designs  in  Linoleums  and 
Floor  Oil  Cloths  in  their  actual  colors,  and  this  has  been  sent  to  all  dealers  in  Canada  w^hom 
we  thought  might  be  interested  in  these  lines.  If  for  any  reason  you  have  not  received  one 
of  these  catalogues  and  you  are  handling,  or  intend  to  handle.  Linoleums  and  Oil  Cloths,  one 
w^ill  be   sent   on  request. 

MANUFACTURED  BY 

The  Dominion  Oil  Gloth  Co.,  Limited 

MONTREAL 
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One  of  the   Loom    Rooms   inl  Urinton   Carpet   Company's    Factory. 


Furnishings  and  Decorations  for  the  Home 


DURING  the  past  two  weeks  a  decided  improv'j- 
mont  in  the  demand  for  housefurnishiuijs  I'as 
been  noted.  The  advent  of  Spring  und  the 
housecleanang  season  is  regarded  as  largely 
accountable  for  that  state  of  affairs.  It  must  also  be 
remembered  that  advance  buying  was  conducted  on  a 
somewhat  conservative  scale,  so  that  with  the  arrival  of 
April  and  all  that  the  month  stands  for  to  the  ;iou;ic- 
furnisher,  it  became  necessary  for  him  to  prepare  "or  the 
demand  which  was  sure  to  come.  Sorting  business  is 
therefore  developing  good  ))roportions,  and  there  ;.ppcars 
to  be  every  reason  to  anticipate  very  satisfactory  re- 
sults from  the  season  as  a  whole. 

The  great  demand  Is  still  for  squares,  althou,i,''h  i  licre 
are  those  who  predict  that  a  revival  of  piece-goods  will 
shortly  develop.  Reasons  for  this  do  not  appear  to  be 
very  definite,  and  chiefly  rely  upon  that  peculiarity  of 
taste  which  manifests  in  recurring  cycles.  Be  that  as 
it  may,  the  wholesale  houses  still  maintain  that  squares 
have  by  far  the  greatest  call,  and  that,  so  far  as  they 
have  been  able  to  discover,  they  are  being  used  not  oi.ly 
for  the  parlor,  dining-room  and  den,  but  also  for  bed- 
rooms. 

There  is  likely  to'  be  little,  if  any,  change  in  prices. 
As  viewed  from  this  side  of  the  water,  it  is  considered 
that  Old  Country  manufacturers  have  about  depleted 
their   yarn    stocks   secured    at     former     prices,    and     new 


The  (iiitlotjk  for  linoleums  and  oilcloths  is  im- 
[)roving.  The  great  variety  of  choice  patterns  is 
giving  these  goods  an  entrance  to  a  larger  sphere 
than  that  to  which  they  were  formerly  confined  by 
the    housekeeper. 

Tjinoloum  and  cork  carpets  are  meeting  with  a 
growing  demand  for  office  floors  of  all  descriptions. 


goods,  manufactured  from  material  purchased  at  the 
advances  which  have  featurized  the  wool  sales,  are  ex- 
pected to  show  some  effect  of  the  stiffening.  That  is  the 
way  some  Canadian  buyers  are  sizing  up  the  situation. 


British  Enterprise. 

Remarking  upon  another  phase  of  conditions  in 
England,  the  head  of  a  large  wholesale  department 
stated  that  quite  a  number  of  houses  had  eliminated  the 
January  trip  of  their  representatives  to  the  carpet, 
market  this  year.  That  Old  Country  firms  are  paying 
greater  attention  to  the  field  by  personal  representation 
was,  he  said,  one  explanation,  but  it  was  also  thought 
inadvisable  to  visit  the  markets  at  a  time  when  stocks, 
following  the  year  of  depression,  were  still  'heavy,  and 
when  such  new  features  as  were  being  introduced  for 
Fall  -were  satisfactorily  presented  through  agents  or  re- 
presentatives. The  Kidderminster  Shuttle  reports  that 
the  carpet  trade  as  a  whole  shows  a  distinctly  better 
tone.  In  London  and  the  South,  business  is  somewhat 
sluggish  and  uncertain,  but  in  the  North  and  the  Mid- 
lands there  are  marked  evidences  of  improvement. 

The  enterprise  of  the  British  manufacturer  is  well 
illustrated  by  success  which  has  attended  his  efforts  in 
building  up  a  profitable  market  in  South  America,  under 
the  eyes  of  his  competitors  in  the  United  States.  Latest 
statistics  show  that  England's  carpet  exports  to  the 
Argentine  Republic  for  the  month  of  January,  1909,  were 
147,300  square  yards  as  against  66,200  square  yards  for 
January  of  last  year.  In  that  period  the  total  exports 
to'  all  countries  from  Great  Britain  fell  off  211,400  square 
yards,  while  the  exports  to  the  United  States  decreased 
from  18,000  to  9,500  Sfiuare  yards.  The  Argentine 
Trader,  the  first  trade  paper  to  be  published  in  South 
America,    is  shortly  to  be  issued  bv  a  British  firm. 
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Linoleums  and  Oilcloths. 

There  is  a  good  prospect  for  linoleums,  oilcloths  and 
matting-s.  Spring-  always  g-ives  an  impetus  to  that  end 
of  the  housefurnishing-  trade,  and  wholesalers  are  already 
remarking  upon  it.  The  multiplicity  of  carpet  patterns 
in  linoleums  was  never  more  striking  than  at  the  present 
time,  and  the  artistic  color  effects  obtained  seem  to  be 
finding  new  uses  for  these  floor  coverings  than  the  some- 
what limited  areas  to  which  they  were  generally  con- 
fined. For  bedroom  floors  they  are  regarded  as  not 
only  cheery,  but  sanitary,  and  it  is  stated  that  in  many 
of  the  best  residences  and  apartments  their  use,  in  con- 
juction  with  small  mats  or  rugs,  has  been  approved  of 
for  this  purpose,  and  even  for  dens  and  dining-rooms. 
Of  coTk  linoleum  or  carpet  it  may  certainly  be  said  that 
it  is  coming  to  its  own.  In  concrete  office  buildings,  it 
is  necessary  that  the  cold,  hard  floor  be  covered  with 
a  durable  carpet  which  is  resilient  to  the  tread  and  non- 
conductive  of  heat.  These  qualities  exist  in  cork  carpet 
and  the  growing  demand  for  these  goods  for  that  pur- 
pose, and,  in  fact,  for  office  floors  of  all  descriptions,  is 
not  to  be  wondered  at. 

According  to  reports  from  the  Ignited  States  manu- 
facturers of  automobiles  are  placing  large  orders  for 
linoleum  this  season.  When  the  price  of  rubber  went  up, 
automobile  manufacturers  naturally  looked  for  a  sub- 
stitute and  this  was  found  in  linoleum,  which  has  i)rovcd 
to  be  an  excellent  covering  for  the  floor  and  steps  of 
motor  cars.  We  learn  that  a  maker  of  one  line  of  cars 
used  5,000  yards  in  one  season  alone,  and  he  was  by  no 
means  the  largest  consumer.  This  is  not  surprising  when 
the  wearing  qualities  of  linoleum  are  considered.  Besides, 
the  new  art  styles  make  it  particularly  attractive.  Lin- 
oleum is  impervious  to  water,  resilient  to  the  foot  anrl 
never  becomes  slippery,  and  since  it  costs  something  like 
50  per  cent,  less  than  rubber,  it  seems  destined  to  dis- 
place it  to  a  large  extent. 


Three  Wallpaper  Factories  Affiliated. 

Stauntons  Limited,  Toronto,  has  consummated  ar- 
rangements with  the  Imperial  Wall  Paper  Co.,  of  Glens 
Falls,  N.Y.,  and  the  Wm.  Campbell  Wall  Paper  Co.  of 
Hackensack,  N.J.,  whereby  these  three  representative 
wallpaper  factories  are  affiliated  in  a  close  community 
of  interests.  Stauntons  Limited  will  manufacture  in 
Toronto  all  the  grades  which  can  be  economically 
printed  here  for  their  Canadian  trade,  while  the  grades 
which  can  piost  advantageously  and  with  least  cost  be 
made  in  the  United  States,  will  be  manufactured  for 
Stauntons  Limited  in  The  Imperial  and  the  Campbell 
plants.  Stauntons  Limited  will  be  the  sole  distributors 
for  Canada  of  all  goods  made  in  the  two  American  fac- 
tories. 


Auspicious  Retail  Season. 


In  wallpaper,  the  retail  season  is  reported  to  have 
had  an  auspicious  opening  and  the  sorting  trade  indicates 
that  there  is  a  very  considerable  volume  of  business  yet 
to  be  credited  to  the  season.  Manufacturers  remark 
upon  an  increasing  interest  on  the  part  of  retail  mer- 
chants in  wall  paper  as  a  profitable  department,  and 
that  greater  attention  is  being  paid  to  the  most  ap- 
proved arrangement  of  stocks  and  adoption  of  selling 
methods. 

"The  dealer  who  would  be  successful,"  writes  A.  C. 
Lewis  in  the  Wall  Paper  News,  "must  lift  his  business 
above   the   plane   of  simple     merchandising.       The     wall- 


paper business  calls  forth  the  artistic  and  aesthetic  in 
your  customer,  as  well  as  in  yourself,  and  the  salesman 
who  would  be  successful  must  have  some  knowledge  of 
art,  color  scheme  and  proper  room  treatment. 

"A  possible  customer  comes  into  your  store.  She 
wishes  to  look  at  papers  for  a  parlor,  for  instance.  If 
she  had  gone  into  a  grocery  store  and  asked  the  sales- 
man for  five  pounds  of  fine  granulated  sugar,  it  would 
probably  take  about  three  minutes  to  complete  the  sale. 
Why  ?  She  wanted  sugar  ;  she  knew  just  what  she  want- 
ed.   Not  so  when  she  selects  a  parlor  paper. 

"The  average  customer  knows  very  little  about  what 
she  w'ants.  She  simply  wants  a  pretty  paper.  That  is 
where  a  salesman^ — I  mean  an  up-to-date  wallpaper  sales- 
man— can  and  will,  if  he  knows  his  business,  skillfully 
guide  her  selection  so  that  the  room  when  comi)leted 
will  not  only  please  its  owner,  but  so  that  it  will  reflect 
credit  on  the  establishment  in  which  the  i)aper  was 
selected,   and   incidentally  upon  the  salesman   himself. 

We  have  an  arrangement  whereby  we  show  each  pat- 
toi'n  by  the  roll.  Sann)le  books  are  kept  out  of  sight 
and  only  referred  to  as  a  last  I'esoit.  Our  wallpaper 
salesroom  is  about  fifteen  feet  wide  by  thirty  feet  long. 
We  have  arranged  along  one  side  three  spaces  about 
seven  by  eight  feet,  divided  by  paneled  partitions  painted 
white.  A  row  of  small  pictures  framed  in  mahogany 
has  been  hung  along  the  top  row  of  the  panels  on  either 
side  of  each  partition.  For  seats  we  have  settees  ui)- 
holstered  ini  leather,  made  to   fit  the  spaces. 

"Before  each  space  is  placed  a  wallpaper  disi)lay 
i-ack  five  feet  high  by  three  and  one-half  feet  long,  al- 
lowing two  rolls  to  be  shown  side  by  side.  Directly  op- 
posite, along  the  other  rfide  of  the  building,  are  our  wall- 
paper sample  racks.  These  we  have  classified  somewhat 
as  follows.  One  section,  two-band  blanks,  one-band 
blanks,  bedrfiom  strips,  florals,  tapestries,  self-toned 
papers,  leathers,  ingrains,  fabric  effects,  tile  jiapers, 
ceiling  papers,  etc.  We  have  in  these  racks  or  shelves, 
which  are  about  twenty-four  inches  long  by  four  inches 
high,  built  in  the  form  of  a  case,  sami)le  rolls  of  every 
paper  in  our  stock,  about  eighteen  hundred  patterns.  We 
have  sampled  the  end  of  each  roll  and  tagged  the  sample 
with  cost,  selling  price,  number  of  bin  in  stock-room 
where  the  paper  is  located,  and  border,  if  any,  with  the 
width.  Many  of  our  best  crown  papers  and  papers  with 
cut-out  borders  we  have  mounted  on  screens  three  feet 
by  five  feet.  Thus  we  have  directly  at  hand  a  complete 
line  of  sample  rolls  of  our  stock  so  classified  and  tagged 
that  when  a  sale  is  made  it  is  a  matter  of  but  a  few 
moments  to  locate  the  impor  and  tie  up  the  packages. 
We  handle  all  of  our  ti'ade  in   this  way." 


Clearing  Out  Odd  Ends. 

"One  of  the  best  plans  that  wall  paper  dealers  can 
use  in  regard  to  stocks  that  are  left  on  their  hands 
from  a  previous  season  is  to  have  a  regular  opening 
sale,"  said  a  manufacturer  to  The  Revie\V  recently.  "The 
idea  of  this  is  to  be  able  to  put  fair  prices  on  what  odd 
ends  are  left  over  and  use  them  as  advertising-  leaders 
to  get  people  into  their  stores.  Aa  a  matter  of  merchan- 
dizing, it  is  more  profitable  to  sell  remnants  at  no  ad- 
vance over  cost,  than  it  is  to  carry  them  over  to  another 
year.  This  is  due  to  the  fact  'that  every  season  lessens 
the  value  of  old  papers.  Furthermore.,  if  a  man's  stock  is 
kept  free  from  these  odd  end  lots,  he  can  find  room  for 
the   disposal   of  considerably  more  new  papers. 

"One  of  the  most  frequently  noticed  causes  for  un- 
der-buying is  the  fact  that  a  couple  of  years'  accumula- 
tif)n  of  remnants  makes  a  dealer  believe  that  he  is  pretty 
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The  Moore  Carpet  Company 

Sherbrooke,  Quebec 

Manufacturers  of  High-Grade 
Wilton  «»'J  Brussels  Carpets  «"<»  Rugs 

We  respectfully  wish  to  announce  to  the  Trade  that  we  have  prepared 
an  unusually  attractive  line  of  Carpets  and  Rugs  for  the  Fall 
Season.  In  order  to  meet  the  constantly  increasing  demand  for 
Carpet  Size  Rugs,  we  have  brought  out  a  large  range  of  Medallion 
Designs  in  the  ever  popular  9x12  size. 

All    the    effects    most    admired    in    Oriental    Rugs,    such    as    the 

Kheva,    Bokara, 

Sarabend,     Kazak, 

Gorovan,  Kermanshah 

etc. 

have  been  faithfully  reproduced.  We  also  have  a  line  of  conventional 
designs  in  small  effects  which  can  be  had  in  all  sizes. 

Our  popular  "  Windsor  Brussels  "  will  be  again  on  the  market  and 
the  line  of  patterns  has  been  greatly  strengthened  by  many  new  and 
original  designs. 

"  Togo    Bath    Rugs "     in    a    variety    of    designs     and    colorings. 

Our  travellers  will  be  calling  upon  the  trade  in  due  season  and  we 
think  it  will  be  to  your  interest  to  inspect  our  new  offerings  in 
carpets  and  rugs  before  placing  your  Fall  orders. 

The  Moore  Carpet  Company 
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Carpet 
Perfection 


is  Represented  by 
Brinton's  Carpets. 


In  the  Old  Land  Brinton's  goods  have 
for  years  been  recognized  as  the  best 
of  the  Kidderminster  pj-oducts.  In 
the  Canadian-made,  goods  the  Kidder- 
minster quality  is  retained  and  the 
carpets  and  ru?s  are  made  in  the  latest 
styles  suitable  for  the  Canadian  tra_e. 
Men  from  the  most  highly  specialized 
carpet  centre  in  the  world  were  brought 
out  to  make  these  Canadian  carpets,  and 
the  accumulated  knowledge  of  genera- 
tions is  represented  in  Brinton's  goods. 
You  want  the  best  carpets  and  rugs  on 
which  to  build  a  trade;  then  you  should 
see  our  lines  of  Wiltons  and  Brussels 
and  our  Regina  Axminster. 


The 


Brinton  Carpet  Co. 
of  Canada,  Limited 

PETERBORO,  ONTARIO 


Sales    Agent : 

W.  E.    Whitehead,    28    Wellington    St.   W.,  Toronto. 
AUo  Kildare  Irish  Hand  Tufted  Carpets. 


Avell  stocked  up.  lie  could  better  afford  to  burn  up  his 
old  stufi:'  than  to  lia\e  it  cai'iied  along  to  upset  profit- 
making  plans. 


The    "  Opening  "    Idea. 


"In  ordei-  to  make  a  success  of  the  opening  idea, 
tlie  dealer  should  take  some  of  his  remnants  to  the  town 
piinter  and  have  him  cut  it  up  into  pieces,  about  6x6  ins., 
and  on  tlie  back  of  the  samples,  he  could  print  a  regular 
circular  ad.  If  he  distributes  enough  of  them  he  can 
attract  the  people  and  clear  out  his  remnants  in  shore 
order. 

"If  other  terms  than  'remnants'  are  adopted  for  these 
odd  ends,  they  can  sometimes  be  sold  ac  a  very  respect- 
able profit.  To  call  six  or  eight  rolls  a  remnant,  is  to 
make  it  far  less  desirable  in  the  average  shopper's  eyes, 
than  to  call  it  a  closet  paper.  As  a  matter  of  interest,  it 
should  be  stated  here,  'that  all  closets  ought  to  be  paper- 
ed. The  bare  plaster  rubs  on  dark  clothes  and  there 
is  always  a  certain  amount  of  dampness  in  such  a  room. 
These  defects  may  be  easily  overcome  by  the  use  of  wall 
paper,  and  odd  lots  can  almost  invariably  be  moved  out 
for  such  Tiurposes. 

"A  great  manj-  dealers  to  whom  the  queiy  has  been 
put.  'How  do  you  take  care  of  your  remnants?'  answer 
that  they  never  have  any.  One  plan  adopted  in  order 
to  escape  this  trouble  is  to  try  to  sell  the  few  rolls,  that 
might  be  left  over  after  the  last  sale,  to  the  purchasei' 
of  the  room  lot.  If  a  sufficient  price  interest  is  attach- 
ed to  these  few  additional  rolls,  most  women  will  fall  to 
the  bargain-hunting  temptation  and  buy  it  either  for  a 
small  room  or  other  use,  in  a  closet  or  elsewhere. 

"A  still  better  plan  to  avoid  the  remnant  trouble  is 
to  sell  paper  by  the  room  lot,  rather  than  by  the  roll 
at  a  roll  price.  Some  dealers  will  be  astonished  to  know 
that  others,  and  perhaps  the  most  successful,  in  the  coun- 
try, first  ascertain  the  size  of  the  room  from  the  pros- 
pective purchaser  and  quote  prices  accordingly,  never 
mentioning  the  number  of  rolls.  To  follow  this  plan  is 
to  practically  eliminate  the  remnant  trouble,  as  such  close 
l)uying  will  not  be  necessary  and  dealers  will  not  be 
bothered  with  the  return  of  a  roll  or  two  over  and  above 
the  actual  needs  for  the  room  lot,  as  would  undoubted- 
ly 1)0  the  case  where  buying  was  on  the  basis  of  so  many 
rolls  at  so  many  cents  a  roll. 

"Dry  goods  merchants  have  excellent  opportunities 
to  make  a  success  of  wall  paper.  It  is  given  to  them  lo 
be  able  to  treat  wall  paper  from  a  millinery  standpoint, 
rather  than  from  a  merchandizing  point  of  view.  Any 
drygoodsman  of  the  most  casual  experience  will  realize 
the  profit  difference  between  selling  millinery  and  selling 
hats.  Just  as  great  a  difference  exists  between  selling 
room  decorations  and  wall  paper.  If  the  right  sort  of 
man  is  in  charge  of  (he  department,  the  right  sort  of 
goods  carried  there  to  back  up  his  efforts,  he  can  show 
as  big  a  profit  as  other  departments  with  twice  or  even 
three   times  the  turnover. 

•I- 

Curtains  and  Draperies. 

The  improNcment  noted  in  the  cari)et  department 
is  also  noticeable  in  the  draperies  section.  There  nas 
been  a  steady  revival  in  lace  curtains,  art  sateens  and 
denims.  Madras  muslins  have  also  figured  in  the  ac- 
tivity. March  being-  reg-arded  as  somewhat  of  an  off- 
month,  and  unfavorable  weather  having  encroached  upon 
that  p;irt  of  it  which  tradition  allots  to  the  lamb,  that 
dullness  which  was  reported  in  some  quarters  with  re^ 
ference  to  these  goods,  was  easily  diagnosed. 
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Just   One  Corner 


of   the      large      Canadian 
warehouse  of  the 


Fife  Linoleum  Co., 

LIMITED 


Whenever  you  feel  that 
your  trade  requires  some- 
thing especially  good  in 
High-grade  Linoleums  and 
Cork  Carpets  you  will 
find  Fife  Linoleums  are 
the  goods  to  fill    the    bill. 

Your  jobber  can  supply 
you.    If  not  write  us  direct. 


James  B.  Jamieson 

Canadian  Manager 

64   Wellington    Street   West 
TORONTO 


TORONTO. 


Quality  and  Style 

are  the  two  outstanding  fea- 
tures of  the  comforters  and 
cushions  made  by  the  Harvey 
Quilting  Company.  The 
quality  enables  you  to  offer 
your  customers  good  value 
and  the  style  insures  quick 
sales.  Our  range  for  Fall 
will  please  you.  See  our 
travelers'  samples  before  you 
buy. 

Muff  Beds  are  our  specialty. 

The  Harvey  Quilting  Company,  Limited 

33-37    Pearl   Street 

Toronto 


The    first   roll  of    will   paper    made   in    Canada  was    marked  "Staunton.'' 
The  best  is  still  marked  so. 


We  have  a  little  booklet  we 
would  like  to  send  you.  It 
will  be  forwarded  to  you  free 
if  you  will  write  for  it.      This 

little  book  deals  quite  frankly  with 
the  question  of  wall  paper  as  a 
stock  to  be  carried  in  connection 
with  dry  goods.  It  tells  of  profits, 
costs,  etc.,  etc.  You  cannot 
very  well  afford  to  be  without  the 
information  it  contains.  Send  for 
it,  mentioning  the  Dry  Goods 
Review  and  we  will  include  a  free 
copy  of  the  interesting  wall  paper 
magazine,  Gilt  and  Glimmer. 

Stauntons  -  Limited 

941  Yonge  Street 
TORONTO 


The    Staunton    Diamond     Trade    Mark    on    wall    paper    corresponds    with 
the    Sterling    mark    on    silver. 
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Poles, 

Pins, 

Rings, 

Shoulders, 

Brass  Rods, 

Brass 
Fittings, 

Wood 
Trimmings, 

Stair  Plates, 

Cottage 
Rods. 


In  emphasizing  the  good  qualities  of  Ingrain  Carpets 
■we  don't  "want  to  give  the  impression  that  we  confine 
ourselves  to  one  line  by  any  means.  We  have  quite  a  trade 
in  Wilton  Art  Squares,  and  are  equal  to  all  the  business 
there  is  in 

Oriental  Styles  in  Smyrna  Rugs 
Yamaska  Washable  Bath  Rugs 
Alberta  Rugs  in  High-Class  Wiltons 

with  every  carpet  and  every  rug  guaranteed  precisely  as 
represented.  We  make  sure  of  your  satisfaction  by  selling 
only  such  makes  as  "we  can  thoroughly  recommend.  And 
all  that  we've  been  saying  about  the  good  quality  of  Ingrains 
applies  to  every  Carpet  in  stock. 
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WRITE  FOR  SAMPLE  DOZEN  ASSORTED. 

We  will  send  you — King  Pin  Values — 
Don't  neglect  a  department  that  will  pay 
you    such    attractive  profits. 

John  M.  Garland,  Son  &  Co. 

Dry  Goods,  Carpets  and  Woollens  OTTAWA 
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Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


CANADIAN  REPRESENTATIVE 
CHOSEN. 

It  will  l)e  of  interest  to  the  trade 
in  many  pai'ts  of  Canada  to  learn 
that  Bastin,  Merrytield  &  Cracknell 
Ltd.  of  (ircat  Portland  Street,  Lon- 
don, Kng.,  have  recently  a|)i)ointed  a 
Canadian  representative  in  the  per- 
.son  of  Walter  Calde<-ott,  Kmpiic 
Huildin}?,  Toronto.  The  name  of 
Caldecott  ha.s  lung  been  familiar  to 
both  wholesale  and  retail  buyeis, 
and  Hastin.  Merrytield  &  Co'.'s  new 
representative  inherits  no  little  pres- 
tige from  his  father,  who  wa.s  nntil 
lately  Canadian  jjartner  of  Deben- 
hams,  for  which  erjncern  Waltei-  Cal- 
decott  was  on  the  road  for  a  period 
of  eight  years,  and  in  whose  London 
house  he  had  a  year's  valuable  ex- 
l)erience. 

l^astin,  Merryfield  &  Cracknell  are 
best  known  foi-  their  high-class  shirt 
waists  and  blouses,  tulles,  chiffons, 
laces,  silks  and  i^aris  novelties.  Be- 
sides their  London  house  they  have 
five  continental  ofHces,  with  which 
they  are  in  constant  inter-communi- 
cation. 

Mr.  Caldecott  has  just  returned 
with  a  complete  line  of  samples, 
which  he  will  be  ready  to  show  to  the 
let  ail  trade  on  or  about  April  1.5th. 
Meanwhile  communications  addressed 
to  him  at  Empire  Building,  Welling- 
ton Street,  Toronto,  will  be  well 
taken   care  of. 

SUNFLOWER    SKIRT    RACKS. 

The  Buckingham-Rea  Co.,  of  Chi- 
cago, manufacturers  of  the  celebrat- 
ed Sunflower  Skirt  Rack,  have  es- 
tablished a  factory  in  Guelph,  Can- 
ada, and  in  future  all  Canadian 
orders  will  be  filled  from  their  fac- 
tory in  this  country.  This  step  has 
been  made  necessary  by  the  rapid 
increase  in  the  number  of  the  Buck- 
ingham racks  which  have  been  sold 
to  Canadian  firms  during  the  past 
few  years.  This  rack  has  so  many 
points  to  commend  itself  that  pro- 
gressive dry  goods  men  have  not 
been  slow  to  appreciate  its  value. 
That  it  actually  sells  skirts  without 
the  aid  of  a  salesman  is  proven  by 
hundreds  of  dry  goods  merchants 
who  have  i^laced  this  rack  in  stock. 
It  displays  skirts  in  an  attractive 
way  and  to  the  besb  possible  selling 
advantage.  Canadian  merchants  will 
have  no  customs  duty  to  pay  on 
these  racks,  and  the  price  $lfi..50  is 
F.O.B.   Guelph,  Ontario. 


JOINED   CRESCENT   MFG.    CO. 

P.  Lemaistre,  known  for  many 
years  in  the  waist  trade,  has  joined 
ithe  Crescent  Mfg.  Co.,  Ltd.,' Mon- 
treal, looking  after  their  waist  and 
whitewear  departments.  He  will  also 
represent  them  on  the  road.  Mr. 
Lemaistre  has  been  a  member  of  the 
Salem  Co.,  Ltd.,  Montreal,  since  its 
'inception  years  ago.  He  has  a  splen- 


did connection,  and  is  known  not 
only  as  an  eiUM'gctic  salesman,  but 
as  a  practical  manufacturer.  lie 
commenced  his  new  duties  the  first 
of   the  month. 


BOUGHT  LARGE  BUTTON  PLANT, 

The  Ontario  lluttori  Co.  of  iJerlin, 
()nt.,  have  bought  the  plant  of  a 
large  button  factory  hithei'to  oper- 
ated in  Tor'O'nto,  and  this  has  been 
ruovcd  to  Jicrlin  where  it  has  luen 
added  to  the  already  extensive  e^iuip- 
mcnt  of  the  Ontai-io  Button  Co.  This 
fir'm  will  now  make  its  own  covered 
birttons  and  will  sell  its  product 
direct  to  the  trade,  thus  eft'ecting  a 
saving  which  letail  nuuchants  will  be 
t;iven  advantage  of. 


ALLAN'S    BOOK    FOR    1909. 

A.  A.  Allan  &  Co.,  of  Toronto, 
have  issued  their  catalogue  for  1909. 
It  is  a  comprehensive  index  to  styles 
in    men's,    boys'    and    children's     hats 


and  caps.  Every  tyi)e  of  block  is  il- 
lustrated and  this  feature  has  been 
so  well  developed  that  the  book 
cannot  fail  to  be  of  interest  to  the 
men's  furnisher.  The  cover  of  the 
catalogue  is  worked  u]>  in  two  tones 
of  olive,  with  a  cut  of  the  Allan 
building  in   the  centre. 


SHERBROOKE  CARPET  FACTORY 
STARTED. 

The  trade  will  welcome  the  news 
that  the  Moore  Carpet  Co.  has 
started  the  carpet  factory  at  Shei- 
brooke.  The  factory  formerly  run 
by  the  Moore  Carpet  Co.,  Ltd.,  was 
closed  for  about  one  year.  The  new- 
company  under  the  style  of  the 
Moore  Carpet  Co.,  commences  under 
favorable    conditions.        They      have 


plenty    of   cai)ital,    experienced     men, 
an    ideal   factory   and   power. 

.John  I'.  lilack,  Montreal,  is  very 
heavily  intereste<l  in  the  new  concer^n. 
He  is  one  of  the  most  widely  Known 
business  men  in  dry  goods  lines  in 
Canada.  H.  A.  Mooie,  who  has  been 
associated  with  the  car|)et  factory 
in  Sher-bi'ooke  for'  a  good  many 
years,  will,  as  former'ly,  supervise 
the  manufacture  of  the  var'ious 
grades  of  goods.  He  has  had  a 
\aried  experience  in  the  car|)et  trade, 
and  brings  to  the  concern  a  ripe 
experieru-e.  W.  H.  Eager,  Montreal, 
who  is  also  interested  in  the  business, 
is  the  office  manager,  and  looks  af- 
ter the  various  costs  departments. 
He  was  formerly  with  the  Montreal 
Cotton    Co. 

.1.  N.  Green w(jod,  who  f(jrmerly  re- 
presented the  Moore  Car()et  Co., 
Ltd.,  in  Ontario,  represents  the  new 
concern  in  that  territory.  Other  re- 
presentatives have  been  secur-ed,  and 
their  lines  will  be  shown  from  coast 
to  coast. 

Their  Fall  samples  show  a  marked 
specialty  of  high  grade  Wilton  rugs 
"in  carpet  and  smaller  sizes.  The  line 
of  Windsor  brussels  for'inerly  manu- 
factured by  this  concern,  has  been 
strengthened  by  many  new  and  effec- 
tive  colorings. 


A  USEFUL  BOOKLET. 

The  most  ambitious  and  useful 
booklet  on  floor  oilcloths  and  lino- 
leums and  kindred  lines  ever-  sent  to 
the  Canadian  retail  trade  has  been 
issued  bv  the  Dominion  Oilcloth  Co., 
Ltd.,  Montreal. 

The  booklet  is  in  the  form  of  a 
folder,  tJx.3.^  inches,  and  illustrates 
in  actual  colors  32  designs  of  floor 
oilcloth,  four  designs  of  canvass  and 
painted  back  stair  oilcloth,  two 
oilcloth  mats  or  rugs  and  28  designs 
of  lincdeum.  The  patterns  in  each 
case  are  reduced  to  one-sixth  of  the 
actual  size,  yet  the  three  color  pro- 
cess of  engraving  and  printing  is  so 
satisfactory  that  it  is  difficult  to 
trace  var-iation  cjf  the  pattern  in  the 
booklet  from  the  original  pattern. 
Furthermore  the  booklet  contains 
useful  suggestions  for-  the  car-e  of  lin- 
oleums and  floor  oilcloths,  and  full 
information  regarding  quality  and 
widths  of  their  lines.  The  cover 
design  and  back  page  are  in  attrac- 
tive colors,  and  the  wording  is 
|)rinted  in  French  as  well  as  Eng- 
lish. 

The  patterns  shown  are  the  de- 
signs for  1909,  and  the  booklet  is 
not  only  a  splendid  aid  to'  the  whole- 
sale trade  who  distribute  Dominion 
Oilcloth  lines,  but  is  useful  to  re- 
tailers in  making  sales  at  retail.  The 
distribution  has  been  quite  wide,  but 
they  will  gladly  serul  an  extra  copy 
to  any  retailer  who  will  make  use  of 
it,  or  to  any  retailer  who  has  not 
received  a  copy. 
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A  USEFUL  GIFT. 

The  Oriental  Silk  Co.  have  iileas- 
ed  a  great  many  of  their  customers 
by  their  useful  g-ift  to  them  in  the 
form  of  a  weight,  picturing  their 
"Bulldog"  trade  mark.  The  bulldog 
rests  upon  a  substantial  base,  and 
is  finished  in  bronze.  Tailors  and 
others  will  make  good  use  of  it  as 
a  weight.  The  inscription  on  either 
side  reads,  "What  we  have  we  hold. 
Never  loses  its  grip  on  a  seam." 


PALMENBERG'S    SOUTHERN 
AGENCY. 

J.  R.  Palmenberg's  Sons  are  re- 
presented in  the  South  by  The  Gros- 
raan  Co.  with  headquarters  at  366 
Jackson  Street,  Dallas,  Texas,  where 
a  full  line  of  the  iPalmenberg  display 
form  and  window  fixtures  will,  at  all 
times,  be  ready  for  inspection.  The 
territory  covered  by  this  agency  in- 
cludes Texas,  Arizona,  Oklahoma, 
New  Mexico,  Kansas,  Arkansas  and 
Louisiana. 


DEMAND    FOR    MACKINAW 
CLOTHING. 

Wm.  Carss  &  Co.,  manufacturers 
of  mackinaw  clothing,  report  a 
steady  demand  for  the  product  of 
their  factory   in     Orillia.      For  mine 


workers,  lumbermen,  farmers,  or 
those  engaged  in  railway  work,  the 
material  used  in  garments  of  this 
kind  is  of  a  particularly  durable 
character,  is  absolutely  waterproof 
and  is  serviceable  for  cold  weather 
wear.  Mackinaw  cloth  is  made  in 
different  weights  and  the  wooly,  ex- 
terior finish  gives  to  it  the  qualities 
referred  to.  Some  years  ago,  while 
on  a  trip  to  the  North  shore,  it  oc- 
curred  to  Mr.    Carss   that   garments 


of  this  material  were  just  what  the 
lumbermen  wanted.  He  manufactur- 
ed a  line  which  at  once  took  a  dis- 
tinct place,  not  only  in  the  estimate 
of  lumbermen,  but  also  with  miners 
and  railroad  builders.  The  Orillia 
factory  last  year  produced  between 
fifty  and  sixty  thousand   garments. 

BUSY  WITH  FALL  WAISTS. 

iVlrs.  M.  K.  Curtis  lias  severed  her 
connection  with  the  Rhys  D.  Fa,ir- 
bairn  Co.,  Toronto,  and  is  now  with 
the  McElroy  Mfg.  C'o.  She  is  at  pre- 
sent busy  with  the  new  waist  lines 
for  the  Fall  season,  and  will  have 
many  practical  novelties  to  show  to 
the  trade  when  McElroy's  travelers 
start   on  the   road   for   the  Fall   trip. 


CATALOGUE    FOR   MILLINERS. 

Delfosse  &  Co.,  manufacturers  of 
all  kinds  of  display  fixtures,  7  Her- 
mine  St.,  Montreal,  have  issued  a 
176  page  catalogue  which  contains  a 
great  deal  of  information  for  mil- 
liners, as  it  shows  all  the  up  to  date 
fixtures  for  window  and  interior  dis- 
plays for  the  millinery  store.  Copy 
will  be  sent  upon  request.  This 
firm  is  having  a  very  busy  season, 
and  has  more  than  doubled  its  staff 
to  cope  with  the  demand. 


THE  ROSE  HATPIN  CO. 

The  Rose  Hatpin  Co.,  334  Notre 
Dame  St.,  West,  Montreal,  have 
made  a  hit  with  their  natural  pre- 
pared rose  hatpins.  The  roses  are 
shown  in  buds  or  full  blossom  and 
come  in  yellow,  pink  or  red.  Neither 
sun  nor  rain  will  injure  them,  and 
they  are  very  useful  for  present  mil- 
linery styles. 

HEWSON    WOOLEN    MILLS,  LTD 

Hewson  Woolen  Mills  Limited, 
Amherst,  N.S.,  state  that  Canadian 
merchants  appreciate  their  wide- 
spread continuous  consumer  adver- 
tising, which  co-operates  with  re- 
tailers in  selling  their  lines.  Hewson 
heavy  ribbed  underwear  is  one  of 
their  latest  successes. 

HOLDING  LINEN  EXHIBITS. 

The  Spring  is  always  a  busy 
season  in  the  linen  department — 
many  new  homes  are  being  fitted  up. 
The  bride  of  next  June  is  buying  her 
outfit,  and  her  friends  are  looking 
out  for  something  handsome  and 
useful  to  give  her  for  a  wedding  pre- 
sent. This  is  the  class  of  profitable 
trade  that  so  often  escapes  the  local 
merchant  and  goes  to  the  big  city 
store. 

One  way  to  overcome  this  and  to 
keep  the  business  at  home  is  to  hold 
a  linen  exhibit.  R.  H.  Co.sbie  of  the 
Iri.sh  linen  agency  has  been  giving 
these  exhibits  in  stores  for  the  past 
few  years,  and  the  merchants  who 
have  tried  them  have,  in  the  major- 
ity of  cases,  made  them  an  annual 
event.  Mr.  Cosbie,  who  represents 
.such  firms  as  the  "Old  Bleach"  Co., 
and  the  Gold  Medal  linens  made  by 
Wm.  Liddell  &  Co.,  will  bring  a  full 
range  of  his  samples.  These  consist 
of  high-class  table  linens  and  house- 


hold linens,  towels  and  individual 
towels,  embroidered  bed-spreads, 
sheets  and  pillow-covers,  as  well  as 
fancy  linens,  runners,  centrepieces, 
doileys,  etc.  Customers  may  make 
their  selections  and  give  orders,  the 
goods  of  course  being  bought  through 
the  store  making  the  exhibit.  For 
a  small  extra  charge  each  piece  will 
be  marked  with  a  handsome  hand 
cmbioidered   monogram. 

Merchants  making  these  exhibits 
usually  send  an  announcement  card 
to  those  customers  they  wish  to  be 
present,  and  whom  they  think  would 
be  interested.  Many  of  them  serve 
afternoon  tea  in  the  store  in  connec- 
tion with  the  event. 

The  Review  recently  was  shown 
one  wedding  outfit  of  household 
linens  that  came  tO'  over  $400  that 
was  only  one  order  taken  at  one  of 
these  exhibits.  For  dates  and  fur- 
ther particulars  apply  to  R.  H. 
Cosbie,  The  Irish  linen  Agency. 


AMERICAN   PNEUMATIC 
SERVICE  CO. 

The  Commissioner  of  Patents  in 
Washington  has  just  handed  down  a 
decision  in  favor  of  the  Lanison 
Consolidated  Store  Service  Co.,  the 
principal  subsidiary  company  of  the 
American  Pneumatic  Service  Co.,  in 
a  patent  case  between  the  Lamson 
Consolidated  Store  Service  Co.  and 
the  Universal  Pneumatic  Transmis- 
sion Co.,  of  Chicago,  involving 
broadly  an  invention  on  what  is 
known  as  "Bell-mouth  Pneumatic 
Power  Saving  Apparatus,"  this  be- 
ing the  third  decision  in  this  case 
all  of  which  have  been  in  favor  of  the 
Lamson    Co, 


Condensed  Advertisements 

ADVERTISEMENTS  under  this  heading  2e. 
per  word  first  insertion,  and  Ic.  per  word  for 
subsequent  insertions. 

Cash  remittances  to  cover  cost  must  accompany 
all  advertisements.  In  no  case  can  this  rule  be 
overlooked.  Advertisements  received  without  re- 
mittance cannot  be  acknowledged. 

Where  replies  come  in  our  care  to  be  forwarded, 
5c.  must  be  added  to  cost  to  cover  postage,  etc. 


AGENCIES  WANTED. 

AGENCIES  WANTED,  for  Western  Canada,  for 
different  lines  of  men's  wear.     Excellent   ref- 
erences.     Box  6,  DRY   GOODS  REVIEW, 
Winnipeg. 


T  CAN  SELL  $50,000  a  year  in  Prince  Edward 
1  Island  for  a  good  wholesale  house.  I  cover 
only  the  Island,  and  do  it  thoroughly;  have  a 
good  connection  and  know  the  trade.  Does  any 
liousewant  me  to  represent  it  there?  Confiden- 
tial. "P.  E.  Island,  '  care  DRY  GOODS  RE- 
VIEW, Toronto. 


AGENTS    WANTED. 


WANTED— Bya  large  silk  concern  in  Vienna, 
Austria,  making  all  silks  and  cotton  backs, 
an  energetic  agent  for  Canada.  Good  ref- 
erences required.  Gentleman  with  knowledge  of 
the  German  language  preferred,  although  not  ab- 
solutely necessary.  Strictly  confidential.  Address 
Gustav  Puller,  208  Fifth  Ave.,  Paterson,  N.J., 
U.S.A. 
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LITHOGRAPHY. 


HOTEL    DIRECTORY. 


MANUFACTURERS'  AGENTS 


HIGH   CLASS    COLOR    WORK^Coniniercial 
stationery,  posters.     The  Hough  Lithograph 
ine  Co.,  Limited.     Office,  No.   3   Jarvis  St., 
ffironto.    Telephone,  Main  1576.     An,  good  work 
manshlp,  business  methods. 


MISCELLANEOUS. 


AGENTS  WANTED-Calling    upon    the    retail 
trade  to  handle  the  p<-oductions  of  a  high-class 
lace  and  novelty   house      An  interesting  line 
for  any  agent  with  good  connection   amongst   high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.C..  London,   England. 

A  MARKET  OF  BUYERS,  backed  up  by  money 
tospend,  is  open  to  you  in  the  Busy  Man's 
Magazine.  If  you  have  something  to  sell, 
something  you  want  to  buy,  a  condensed  advertise- 
ment in  the  Busy  Man's  Magazine  will  put  you  in 
touch  with  the  classes  you  want  to  reach.  Four 
cents  perword  will  carry  your  message  from  Atlan- 
tic to  Pacific.  Send  copy  of  your  advertisement 
along  with  order  to  cover  cost  of  insertion  not 
later  than  lOth  of  month.  Busy  Man's  Magazine, 
Montreal,  Toronto,  Winnipeg. 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make    toil    easier.      Elliott-Fisher 
L'mlted.  513,  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street,  Toronto. 


IF  interested  in  a  scheme  of  any  description,  in 
which  you  wish  to  give  a  prize,  do  not  fail  to 
take  the  second  "think"  and  decide  upon  ibe 
famous  "Acme"  Talking  Machine.  We  will  seil 
this  machine  to  any  general  store  or  whi)lesale 
house  (or  scheme  purposes  in  lots  of  from  ten  to 
one  hundred.  Special  prices  on  application. 
Toronto  Phonograph  Company.  Limited.  Mail 
Orderand  Wholesale  Department,  40  Melinda  St., 
Toronto,  Canada.  PS.— Dealers  wanted  for  Co- 
lumbia Graphophones  and  Records  where  we  are 
not  now  properly  represented. 

[T  PAYS  FOR  ITSELF. —  The  money  you  are 
1  now  losing  because  you  haven't  a  National  Cash 
Register  would  pay  for  one  In  a  short  time. 
The  National  Cash  Register  Co  ,  F.  E.  Mutton, 
Canadian  Manager,  cor.  Yonge  St.  and  Wilton 
Ave.,  Toronto. 
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[OTICE— Users  of  Pitner  Gasoline  Lamps  are 
warned  against  being  induced  to  purchase 
parts  of  other  makes  of  lamps  to  be  used  on 
the  Pitner.  The  most  vital  part  of  jny  lamp  is  its 
generator,  and  the  Pitner  Generator  has  been 
granted  a  patent  in  Canada,  the  United  States,  and 
other  countries,  on  the  principle  of  its  improved 
method  of  generating  gasoline  vapour.  Supplies 
and  parts  for  the  Pitner  lamps  can  be  received  by 
return  mail  by  applying  to  our  representatives,  or 
direct  to  THE  PITNER  LIGHTING  CO.,  Limit- 
ed, 36-38  Lombard  St.,  Toronto,  Ontario. 

THE  WALES  VISIBLE  ADDING  AND  LIST- 
ING MACHINE  is  superior  to  any  other 
machine  for  these  reasons,  among  others  :- 
Visible  Printing,  Flexible  Keyboard,  Columns 
Space  Bar,  Automatic  Clear  Signal,  Adjustment  for 
Carbon  Copies,  Eliminating  Keys,  enabling  the 
op;rator  by  the  mere  pressure  of  a  key  to  add 
without  listing  or  list  without  adding.  30  days 
free  trial  to  responsible  people.  Write  us  for  free 
illustrated  catalogue.  Adder  Machine  Company, 
Wilkesbarre.  Pa. 

WINDOW  TRIMMER-Smart  and    active,  de- 
sires a   position  in   large   dry   goods   store. 
Original  ideas.     Can  furnish   best  of   refer- 
ence from  presentemployer  and   others;  also   have 
copies   of  my  work.     Box  Y,   DRY  GOODS   RE- 
VIEW, Montreal. 


TO  LET. 

NEW  store  to  rent  in  Gait,  Ont.,  opposite  the 
Post  Office.  One  of  the  best  locations  in 
town.  It  is  now  under  construction,  will  be 
completed  about  the  first  of  April,  1909.  Size,  40 
ft. front.  100  ft.  deep.  Fine  basementunder  whole 
building.  For  particulars  address  J.  C.  Dietrich, 
Box  915,  Gait,  Ont. 


Salesmen  Wanted! 

Be  a  high  grade  Traveling  Salesman  and  earn 
from  $1,000  to  $10,000  a  year  and  expenses.  We 
will  prepare  you  by  mail  in  eight  weeks  to  be  one 
and  assist  you  to  secure  a  good  position.  Hun- 
dreds of  our  graduates  now  holding  good  positions 
we  secured  for  them,  with  reliable  firms.  Many 
who  had  no  former  experience  now  earn  $100  to 
$500  monthly  and  expenses.  If  you  want  to  secure 
a  good  position  and  increase  your  earnings  our 
Free  Book,  "A  Knight  of  the  Grip"  will  show  you 
how.  Send  for  it  today.  Address  nearest  office. 
Dept.31.5,  N  ATION AL  SALESMEN 'S TRA I N- 
ING  ASSOCIATION.  Chicago,  New  York, 
Kansas  City,  Minneapolis,  San  Francisco. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

Thi»  UiMM-  i.s  pU-asaiitly  arnl  Luuveniciitlj 
l.xiited  on  thf  cust  aide-  uf  C>Ufeii  .Street.  The 
i...,in.suie  lirighl  uinleheerfiil.  Every  utlentinn 
l.ai.l  I"  liuests  liilliarils  iiml  I'oiil  Hnl  iin.l 
cdlil  water  l.iitli.i.     .\    MeNieiil,  I'rop. 


TOWER     HOTEL 

GEORGETOWN,    DEMERARA 

HHITISH  CUIANA 

Thi.s  (iist-clasa  hotel  i.s  most  eonveiiieiUly 
situated  in  the  cooIbsI  aiiil  healthiest  part  of  the 
city.  Five  minutes  from  railway  station  ami 
steamer  stalliiigs,  and  near  to  all  principal  puli- 
lieliiiiiainas.  Cool  and  lofty  bedrooms.  Spaci.ms 
dining  and  ladies'  rooms.  Billiard  room.  Elee 
I  lie  li^'lit  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrs.  J.  F.  SMITH,       -        -       Proprietress 

Opposite  Victoria    Park   and    Cedar   Ave. 
Private  Board  $12  to  $14  per  week. 
Open  November  Closes  in  May 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-of-Spain,  Trinidad,  B.W.I. 

.JOHN  MeEWEN.         -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPING    &    TRADING    CO 
29  Broadway,    New  York. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


.lAMES  K.  PAI.SLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


A.CCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartered  Accountants,  Estate  anil 

Fire  Insurance  Agents. 

Uy,  Toronto  St.  46.5  Temple  Bldt;. 

Toronto  Montreal 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advorates.  Montreal 

Albert  W.   Atwater,   K.C.  Consulting  Counsel 

for    City    of    Montreal;     Chas.    A. 

Dnelns;    Henry   N.  Chauvin. 


Collecting  Money 

from  tardy  debtors  may  be  no  easy 
task  to  you.  But  we  make  a  specialty 
of  the  buiincM.  Our  work  during  the 
year  wre've  been  in  business  has  been 
(and  is  now)  entirely  satisfactory  to 
our  clients. 

Let  us  collect  your  overdue  accounts. 
We    can    get    your    money   for    you. 

The  Beardwood  Agency 

313  New  York  Life  Building    -    MONTREAL 


^. 


^tebenfiion  &  Co. 


Commission   Mtxchmts 
jnanufatturer'B  9gtnt6 

42  IJitloria  Stttuart.  iHoiitiral 

QToronto  iBlUit,  55  i^oiigt  d>t 


Cable  Aildress 
'MACKER."  Winnipeg 


Office 
511  Ashilown  BlocSt 


McRAE  &.  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondetiee  solicited    from   manufacturers 
desiring  live,  up-to-date   representation   in  the 

West 


J.    SPROUL    SMITH 

Manchester  Building  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  Wm.  Clark  &  .Sons,  Can- 
vas. Hollands,  etc.,  ITpperlands,  Ireland;  Albert 
(iodde  Bedin  &  Cie,  Chiffons,  Laees.  etc.,  Paris, 
France  ;  Perret  Cms  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Olenwilliams,  Ont. 


Dieckerhott  Raffloer  &  Co. 

OF  CANADA    LIMITED 

DRY  COODS   COMMISSION   MERCHANTS 

AND   MANUFACTURERS    AGENTS 

Montreal -40  St  Antoine  St;  Winnipeg- 4(0 
Hauniiond  Block  ;  Toronto- 154-160  Wellington 
Street  West,   cor   Siiiicoe   Street— Head  Office. 

Importers   of    I'uttons,  .Smallvvares,  Lace.". 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 
Stock  carried  in  Montreal  and  Toronto. 


Cal^le  Address, 
"  Kingsoiis 

Toronto." 

Phone  Main  Gl.'iS 

W.  P. 

KING 

&  SON 

Manufacturers 

Agents 

Undekweak,     Hosikrv, 
74  YORK  STREET     - 

Bla.nkets,     Etc. 
-     TORONTO 

Canadian    and    Foreign    manufacturers'    lines 
solicited  on  favorable  terms. 

COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE  CO. 

260  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.   Main  198) 


WHOLESALE  HOUSES. 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


The  Gipe  Carrier  Company 


Manufacturers  of  high-class  Store  Service, 
Cash  Carriers,  Package  Carriers,  Cash 
Lifts,  Package  Lifts.  Fully  guaranteed  for 
a  year.     Send  for  catalogue. 


Toronto,  Ont. 

09  Ontario  St. 


London,  Eng. 

26  Euston  BIdg. 

George  St. 
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Cable   Address,     "Gordonson,  "  Montreal. 


IV ester n    Union    Code. 


John  Gordon  &  Son 


COMMISSION  MERCHANTS  AND 
MANUFACTURERS'       AGENTS 


MONTREAL  Toronto  Branch  Winnipeg  Branch 

3  1  6  St.  James  St.         80  Bay  Street         406  Hammond  Block 


Some  Leading  Lines  Sold  by  us  are 


Shirts 
Overalls 


Canadian 

Converters      Whitewear 
Co.,    Ltd.  Blouses 


Underskirts,  etc.,  etc. 


Underwear 
Socks 
PenmanS  j  Hosiery 
Ltd.  Sweaters 

Flannels 
Blankets,  etc. 


^  Coverts 
Auburn  Tweeds 
Woollen     Worsteds 

Co. 


Beavers  and  Meltons 
Ladies'  Costume  Cloths 


Success  and  Sovereign  Brand 
Collars 

Eclipse  Umbrellas 
Campbell's  Linen  Threads 
Alexander's  Cotton  Threads 


Silk  Threads  and  Long  Length  Tapes 

Boot  and  Shoe  Laces  of  all  kinds 
in  stock  in  Montreal  and  Toronto 


/ 
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To  the  Trade  April,  1909     '^ 


During  This  Month 


We  are  going  to  make  the  wheels 
of  commerce  whirl  with  a  velocity 
unprecedented  in  Wholesale  Dry 
Goods,  Men's  Furnishings,  Carpet 
and  House  Furnishings  Trade. 

The     motive-power    producing    such 

an  effect  is  the  superior  value  of  new,  j 

fashionable  goods  greatly  in  demand 

passing  through  our  warehouses  from 

the  manufacturer  to  the  retailer. 

We  anticipate  your  esteemed  orders. 


Filling  Letter  Orders  a  Specialty 


John  Macdonald  &  Co.,  Limited 

Toronto 


May,   1  909 

Vol.  XX.  No.  5 


Single  Copy  Twenty-Five  Cents 
Per  Year      -       -      Two  Dollars 


MacLean  Publishing 
Company,       Limited 

Publication      Office, 
Toronto,     Canada 

Montreal  Winnipeg  New  Yor 
Chicago       London,   England 


DRV     GOUDS     REVIEW 


I    Dyeing  for  Canada's 
Merchants  and  Milliners 


It  is  over  thirty  years  since  we  commenced  dyeing  and  finishing" 
for  the  dr\'  goods  and  millinery  trades  of  Canada. 

The  years  have  shown  a  wonderful  expansion  in  business,  and  as 
a  result  in  the  size  and  completeness  of  these  works. 

One  will  travel  far  at  home  or  abroad  before  they'll  find  a  more 
modernly  equipped  plant — none  in  Canada  so  large — not  many 
elsewhere  larger. 


JVe  are  prepared  to  meet  all  calls  of  the  trade— dye  and  finish 
rnost  any  fabric — dye,  clean  and  curl  fine  plumes  and  featliers. 


R.  Parker  &  Co.,     Toronto,  Canada 


Khaki  Lines 


Riding  Breeches 
Outing  Trousers 
Norfolk  Coats 
Shooting  Coats 
Prospectors'  Suits 
Surveyors'  Shirts 
Miners'  Shirts 
Lumbermen's  Shirts 
Outing  Shirts 
Overalls 
Auto  Coats 
Shop  Coats 
Boys'  Bloomers 
Boys'  Norfolk  Coats 
Brownie  Overalls 


M 


White  Goods 


ICrow/I.OverAll 


Duck  Trousers 
Duck  Riding  Breeches 
Duck  Coats 
Waiters'  Coats 
Cooks'  Coats 
Cooks'  Caps 
Aprons 
Porters'  Coats 
Barbers'  Coats 
Bar  Coats 
Bar  Vests 
Butchers'  Coats 
Dentists'  Coats 
Surgeons'  Coats 
Yachting  Jumpers 
Gym  Knickers 
Boys'  Bloomers 


Flannel  and  Cream  Serge  Outing  Trousers,  Fancy  Vests,   Fancy  Outing  Shirts 

with  Stock  Collars  and  Ties  to  match,  and  "Ascot"  Gilt  Pins. 

Dress  Trousers,  Working  Pants,  Overalls  and  Jackets 
Boys'  Wash  Suits,  Boys'  Knickers. 


Robert  C.  Wilkins, 


Montreal 
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STOCKTAKING 


On  May  31st  we  take  stock. 
Before  that  date  our  immense 
warehouse  must  be  cleared  of 
Spring  lines.  The  values 
offered  in  our  various 
departments  make  it  worth 
your   while    to    make    a 

VISIT  TO  OUR  WAREHOUSE 

You  will  find  many 

TRADE  STIMULATORS 

Let  us    help  your  May  sales. 

Greenshields    Limited 

MONTREAL 


Please  luciitiou  The  Rcfierv  to  Advertisers  and  Their   Travelers 
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The  Vogue  of 
Satin  Finished 
Materials  Reaches  its 
Height  in 


Austrian  Satin 

Shown  for  the  Fall  of   1909 

Because  Austrian  Satin 
is  an  even  perfect  weave  with 
the  Stylish  Satin  sheen. 

It  is  of  lasting  quality  and 
splendid  draping  propensities 
and  sells  at  popular  prices. 

The  color  range  conforms 
with  fashion's  demands. 

Look  at  the  new  soft 
shades  and  pastel  tints. 

Other  new  PRIESTLEY 
Materials  for  Fall  1909. 


Wool  Satin  Traverse,  Soleils  in  Self  Colors  and  Stripes 
Sole  Agents  for  Canada 

Greenshields  Limited,  Montreal 


Please  mention  The  Review  to  Ad'^isrtisers  and  Their   Travelers 


DRY     GOODS     REVIEW 


Dress  Goods  Problem 

Good  J udgmciil    is    a    Prime    Essential  in    Selecting   a    Stock    of   JJress    Goods 

We   have   oiven    years  of  close  and  careful  scrutiii),  aiming-  at 
a    high    ideal    oi   perfection    in    this    hranch    of    our    business. 

After  a  lengthened  search  amongst  the  best  British  and  Foreign  Dress  Goods 
Manufacturers,  we  are  enabled  to  assure  our  friends  that  the  collection  we  are 
showing-  contains  the  choicest  assortment  o^  desirable  lines  required  b)  li\e 
Merchants  anxious  to  offset  competition,  and  to  stimulate  and   increase  business. 


Never  did  we  specialize  with  more  desire  to  meet  the  Retail  Merchants'  needs.  Desirable 
Styles,  Coloring's  and  Qualities,  exclusive  Patterns  and  Designs,  together  with  the  best 
intrinsic  values,  which  have  made  our  selections  distinguished  throughout  the  trade 
for  their  excellence,  are  fully  mainlaiued  \'ov  Fall,   1909.  :  :::::: 


SATINS  AND  BRIGHT  FACED 
PLAIN  CLOTHS  WILL  BE 
VERY  STRONG,  owing-  to  their 
serviceable  nature,  and  fashionable 
draping-  qualities         :         :  :  : 

While  Venetians,  Broadcloths  and  Fine  Faced  Box  Cloths  ivill  be  in  demand  in 
Black  and  the  deeper  tones  of  the  present  fashionable  shades. 


STRIPES  IN  SELF  AND  SUB- 
DUED TONES  IN  EVERY 
CONCEIVABLE  FORM  WILL 
PREDOMINATE  :  :  : 


The  Color  Movement 

for  Spring  has  been  largeh'  along  the  novelty  lines. 
There  is  every  indication  that  this  will  continue  for 
Fall.  The  Popular  New  Colors  are  well  described 
as  dark  "Pastels,  "  (entirely  different  from  what  were 
formerly  known  as  Pastel  Shades),  as  they  have  a 
marked  depth  of  tone,  adding  richness  and  warmth 
to  the  appearance.  :::::: 


Merchants  wishing-  to  add  a  spice  o\ 
novelt)-  to  their  I])ress  Goods  De- 
partment will  hnd  our  selections  well 
adiDted  to  that  purpo.se.  Many  lines 
cannot    be    obtained     elsewhere, 

and  it  is  such  exclusive  novelties  which  add  distinction 
to  a  retail  stock.  ::::::: 


Our  Samples?  for  the  coming  season  are  now  in  the  hands  of  oiu-  Travellers, 
who  will  in  due  course  submit  them  for  inspection  on  their  respective  routes. 
Should  you  miss  seeing  our  Samples  through  one  of  our  representatives,  write 
us  direct  stating  what  class  of  goods  you  are  in  want  of,  and  we  will  forward 
you  samples  by   return   mail.  ::::::::: 

The  "Specials"  we  receive  daily  for  Dress  Goods  by  Mail  are  most  gratifying-,  and 
our  great  desire  is  to  develop  and  increase  our  business  through  that  medium, 
and   we   will   spare    no   effort   to   accommodate    and    satisf\    our    friends. 


Brophy,  Parsons  &  Rodden,  Ltd. 


"  Tiie  Specialty  Honse  " 


25  Victoria  Square,  Montreal 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Philips'  Specialities 

in 

Superior  Cotton  Goods 

All     Dry     Goods      Importers     Should       Have     Them 


"Eider"  Lambskin 


(Regd.) 


An  entirely  new  fabric  of  beautiful  appearance  and  exquisite  touch,  that  will  be 
in  uuiversal  demand  for  ladies'  and  children's  underwear.  Suitable  for 
shirts,  for  petticoats,  and,  above  all,  for  dressing  gowns.  It  will  supersede 
the  inferior  continental  makes. 

"Arpekas"  Flannelette 

New  suede  finish,  close  pile,  warm,  healthy  and  pure.  Made  in  white,  cream, 
coral,  flesh-pink  and  fancy  colors. 

"Own  Make"  Window  Holland 

Made  in  the  best  Whitepark  Irish  Linen  Finish,  and  sold  to  large  importers 
at  20%  off  usual  list.  This  is  really  the  best  cloth  in  the  trade.  It  runs 
sweetly  on  the  roller,  throws  a  delicate  shade  and  gives  unlimited  wear. 
White,  cream,  ecru,  buff,  green,  &c. 


The  'mjem''  Moire 


(Regd.) 


This  lovely  fabric  is  specially  adapted  for  the  new  skirts  and  fashionable  linings 
for   Directoire   and    other  clinging   dresses.     The   design  will  not  wash  off. 

"Opaline"  and  "Opalette" 

The  only  satisfactory  silk  substitutes.  Spun  and  woven  in  the  unique  humid 
Lancashire  climate.  Warranted  pure  Egyptian  cotton,  Mercerized  and  Schreiner- 
ized.     Made  in  all  fashionable  shades. 


We   only  supply  large  importers  and  quick  payers,  but  our  prices  are 
surprisingly  keen  and  our  goods  are  reliable 


J.  &  N.  Philips  &  Co. 

Manchester,  England 

Mills— Tean  and  Cheadle  Branch— 20  Cheapside,  London,  E.G. 

OFFICES 


211  Lindsay  Building,  611  Empire  Building, 

St.   Catherine   Street  West,  Wellington   Street  West, 

Montreal  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Debenham  &  Liompany 

LONDON,  ENG. 


I. 


acbs 


^tc. 


o«R 


NOV    O^'^sZl^^^ 


COM' 


pleT^ 


DEBENH AMS  Canada)  LIMITED 


TORONTO 

BAY  AND  WELLINGTON  STS. 


MONTREAL 

18  ST.  HELEN  STREET 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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THE  GAULT  BROTHERS  CO.,  LIMITED 

Montreal 


Dress  Goods  and  Ladies'  Suitings 

Department 

Ask  to  see  our   Fall   range  for    1909. 

Stocks   well  assorted   in 
Prints  and   Anderson's   Zephyrs. 

Costume  and  Mantle  Cloths 
Department 

•    Fall  lines  now  on  the  road. 

Satin  finished  Cloths  in  stripes  Our  range  of  Soleils  in  good 
and  Bayadere  effects  will  be  weights  will  please  you.  Solid 
good    property    for    the    Fall.       grounds  with   black   stripes   is 

one  of  the  novelties. 

Fine  Twill  Serges  in  dark  Broadcloths  and  Venetians, 
tones   are   also  recommended.       The  range  is  complete. 

Darker  tones    of   the   late    Spring 
shades  will  form  a  leading  feature. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Curtains  and  House  Furnishings 

OUR  BUSIEST  DEPARTMENT  DURING  THE  MONTH  OF  MAY,  AND  WHY? 

Wc  ;iro  carrying"  the  largest  stock   in    the   trade,  and   from    the    v$2.oo    a  div.en   paiis 

Nottingham  hice  curtains  to  the  $25.00  pair  fine  Swiss  nets, 

we  are  "Leaders"  on  all  lines. 


A  special  clearing  lot  just  opened  from  the  . 
mill,  of  1700  pairs  of  fine  lace  goods,  S'A  yards, 
consisting  of  12  different  designs,  worth  $2.25 
to  $3.25  per  pair.  Clearing  them  out  to  be 
retailed  at  $2.98.  Order  a  sample  lot  at  once, 
then  you  can  repeat. 

Another  big  feature  of  this  sale  is  a  shipment 


of  curtain  muslins  in  coin  spots,  shadow  stripes 
and  Madras  effects,  both  plain  and  frilled. 
There  are  some  500  odd  patterns,  which  the 
manufacturer  cleared  out  to  us.  At  the  price 
we  have  marked  them,  they  can  be  of  use  in  a 
big  10c  retail  sale.  Order  a  sample  lot  to  the 
value  of  $25.00,  and  be  in  the  game. 


Ill   Wliite   Quilts   we   li;i\'e,   umonj^'  otlicrs,    two   luimbcrs   scllini,-'  all   oxer  Canada. 

D20— Our   Full   Size    11/4   White  Satin   Quilt   to  sell   at  -  -  $2  00 

DlO-Our   Full   Size    11/4  White  Crochet   Quilt   to  sell   at  -  -        0.99 

Get    sample   dozens   for  yoiu'  furnishing-s  sale. 

All   samples   in   travellers'   hands,    and  all   snoods  aclually  in   stock.      No  delays. 

The  Gault  Brothers  Co.,  Limited 

Montreal 


Carpet  Department 

You  will  appreciate  the  advantages  of  our  well-assorted   stocks 
of  all   desirable    lines  of  Carpets,  Linoleums   and    Oil    Cloths. 


Tapestry  Squares 

3  X  2H  to  4  X  5 

in  popular  colorings,  from 

$3.75  to  $20.00. 

The  assortment  is  complete   of 

Hemp,  Tapestry,  Brussels  and  Axminster 
Stair  Carpets. 

2/4  to  4/4  from  7>2C.  to  $3.00. 

Printed  16/4  Linoleum  (Imported). 

All  standard  qualities. 

Parquet  Surrounds. 

From  22c.  tO  $1.25. 

In  Floor  Cloth,  Linoleum  and  Inlaid. 


Brussels  Squares 

3  X  2  ■{  to  5  X  ^H- 

from  $8.10  to  $30.00. 

Body  Tapestry  and  Brussels  Carpets. 

A  comprehensive  ranye  to  choose  from.  Our 
sales  are  g-ood  in  spite  of  the  demand  for  squares. 
The  new  greens  and  tans  and  oriental  designs 
are  here. 

C  Inlaid  Linoleums. 

About  fifty  patterns  to  choose  from.  All  in 
stock.      Samples   and   quotations  upon  request. 

Mats  and  Rugs. 

Complete  assortment.  Every  useful  size  and 
make. 


The  Gault  Brothers  Co.,  Limited 

Montreal 


Please  )ne)Uioii  The  Review  to  Advertisers  and  Their    Travelers 


DRY     GOODS     REVIEW 


OLYMPIC-2  in.-2M  in. 


"Big  Sellers 
for  Summer" 


IN 


SUCCESS 
BRAND 


MARCONI 


Any  wholesaler  can  supply  you 

Success  Collars 
at  $  1  per  dozen 

A  stock  of  the  three   shapes  shown 
here  will  get  the  Summer  trade     :     :    : 

MANUFACTURED  and 
STOCKED  BY 


CONNAUGHT 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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"Militia  >'  Extra  Heavy  Military  Clotli 

-LT  AXXX  LXd  In  Two  Styles 


No.l 


No.  2 


This  Shirt  is  made  with  extra  wide  seams  to  prevent  any  possibility  of  ripping ;  but  the 
"selling  feature"  is  the  special  heavy  military  cloth  from  which  it  is  manufactured,  which  is 
being  made  for  and  confined  to 


^illanVieaC 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Established 
1791 


HORROCKSES 


The  Test  of 
Time  ! 


LQNGClDTHS&.SHEEriNliSi 

— i**-*— — — — ■— >^M^—i W^^WIWW    IWH  I  ■— l^^iMMM— ^O— — W—  IIIIWII   111  III    II  ■   Wfcl  -. 


HORROCKSES 

LongclotHs,  NainsooKs,  Cambrics,  India  Long'cloths,  etc. 

See  Horrockses'   Name  on   Selvedge. 

Sheetings,  Ready-Made  SKeets  (Plain  and  Hemstitched) 

See   Horrockses'  Name  on   Each   Sheet. 


Flannelettes  of  tHe  Highest  Quality. 


See   Horrockses'    Name   on   Selvedge 


Horrockses,  Crewdson  &  Co. 


Limited 


PRESTON. 


Cotton  Spinners  and  Manufacturers, 

MANCHESTER.       LONDON,  ENGLAND 
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SPOOI^     SILK 


SPOOL      SILK 


The  Dressmaker|~]is  a  Power  in  the  Land 
Harness  the  Dressmaker's  Influence  to  YOUR  Store 


Did  it  ever  occur  to  you  that 
POWER  and  INFLUENCE  are  not  con- 
fined to  the  seats  of  the  mighty — and  that 
GREAT  RESULTS  can  be  obtained  by 
CONCERTED  ACTION  of  individuals 
who,  alone,  are  weak,  but  banded  together 
have  irresistible  force  ? 

Take  the  dressmakers  for  instance  ; 
ONE  dressmaker  can  influence  only  hund- 
reds of  women,  but  THOUSANDS  of 
dressmakers  can  influence  MILLIONS 
of  women  when  all  have  the  same  idea 
and  the  same  purpose  in  view. 

To  HELP  OTHERS  is  a  GREAT 
THOUGHT.  To  transform  the  thought 
into  action  is  the  HIGHEST  USEFUL- 
NESS. 

Isn't  it  something  to    be    proud    of 


to7make  CORTICELLI,  THE  BEST 
SPOOL  SILK  IN  THE  WORLD,  and 
then  to  promote  its  sale  by  a  clever,  help- 
ful, useful  service  for  dressmakers? 

We  are  proud  of  CORTICELLI 
Spool  Silk  because  of  its  SUPERIORITY. 
We  are  proud  of  CORTICELLI 
EUROPEAN  FASHION  SERVICE  for 
DRESSMAKERS  because  of  ITS  SUP- 
ERIORITY. 

THINK  OF  IT!  Thousands  of 
dressmakers  everywhere  throughout  this 
country  using  and  recommending  CORTI- 
CELLI because  they  have  been  convinced 
of  its  superiority. 

Do  you  realize  what  this  means  in 
the  sale  of  OTHER  goods  in  stores 
where  CORTICELLI  is  sold?  If  you 
don't— well,    THINK  AGAIN  and  ACT. 


This  is  the  offer  for  the  European  Fashion  Service. 


We   give  free  to   Dressmakers  who 


return,  witliin  one  year,  at  least  five  hundred  empty 


provided   they   will  agree    to 


fifty-yard  spools 


A  Fashion  Service  (regular  price  $25.00  per  year).  This  Fashion  Service,  ^.ssued  four  times 
a  year)  Feb.  ist,  Apr.  15th,  Sept.  25th,  Nov.  15th,  is  handsomely  printed  in  four  colors,  gives,  in  simple 
but  attractive  form,  every  fashion  point  and  change  in  style  that  is  important  to  know. 

It  is  an  exclusive  and  high-grade  service  of  a  character  never  before  offered  in  Canada.  A 
copy  of  this  handsome  publication,  15  x  10  inches,  will  be  sent  to  any  merchant  on  request. 


Will  YOU  take  advantage  of  our  help? 

Corticelli  Silk  Company,  Limited, 


Head  Office: 
ST.  JOHNS,  Que. 


Address  nearest  office. 


Sales  Rooms— 22  St.  Helen  St.  Montreal. 
24  and  26  Wellington  St.  West,  Toronto. 


399  Cordova  St.  Vancouver. 
91a  York  St.,  Sydney,  N.S.W. 


56  Albert  St.,  Winnipeg. 
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Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,     STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 
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vS  i  cilienTiLes 


B.  D.  A.  Mohairs 
and  Siciliennes 


Feature  both  lines  prominently  in  your  Opening-s  of 
Spring"  Dress  Goods  and  you'll  be  rewarded  with 
admiration,  plus  sales,  for  the  profit  of  displaying 
known    merchandise    is    self-evident. 


Women  may  "admire"  the  "no  name"  g'oods,  but 
they  "buy"  the  materials  that  have  recog^nized,  tried 
and  proved   quality,    plus  exceeding-  style  and  beauty. 


The  quality  of  B.  D.  A.  ENGLISH  MOHAIR  is 
always  the  same,  but  each  successive  season  new 
beauty    of  coloring^s    and    patterns    are    evolved. 

BRADFORD    DYERS' 

ASSOCIATION 

of  BRADFORD,  ENGLAND 


Bra<lforclI)>)ers* 

Ass  ociatLoii 


r^ 


'A' 
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Established  1832  Cable  Code:  Law-Bradford 

FALL  1909 


REGISTERED 


These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  "Lawrus" 

Mr.  Haley  will  be  at  the  Windsor  Hotel,  Montreal,  and  the  King  Edward  Hotel, 
Toronto,  during  April   and    May    with    a    complete    collection    of    these  fabrics. 

SPECIALTIES 

Mayfair  Suitings 

in  our  Combination  finish 

(Pirle  and  Suedena) 

ShoAverproof  Goods 

in  the  latest  styles 

Mohair  Linings 


La\v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 

BRADFORD  and  LONDON 
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WAREHOUSES:  69  lo  74  Si.  Paul's  Churchyard.  43  lo  .50  Paleroosler  Row.  1  lo  8  Londoii  House  Yard. 
MA^UFACTORIES :    Warwick  Lane  and  Palernosler  Bldgs. 
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^°  ICUll.W»RWICKL/.Nt 


Mantle,  Costume  and  Millinery  Manufacturers 

ST.  PAUL'S  CHURCHYARD 

LONDON,    ENGLAND 

Telegrams-" CHURCHYARD,  LONDON,"— A.B.C.  Code.     Telephone-No.  162  G.P.O.  Central. 

Q  Represented  by  Mr.  A.  W.  Cliffe,  Central  Quarters,  Windsor  Hotel,  Montreal,  from 
March  J I  st  tojiinc  20th  and  from  Oct.  ist  to  Dec.  lotJi.  Our  representative  carries 
samples  of  R/hbous,  Laces,  A^cts,  Chiffons,  British  and  Foreign  Dress  Goods,  Printed 
Cotton  Dresses,  Si/hs,   Velvets,  etc.   in  the  latest  novelties. 

q  CANADIANS,  WHEN  VISITING  LONDON,  are  invited  to  call  and  inspect 
the  above  departments  and  our  Showrooms  for  Mantles,  Costumes,  Ladies  and  Child- 
ren's Millinery,  Felt  Liats,  Floivers,  Feathers,  Maids  and  Children  s  Costumes, 
Underclothing,    Curtains,  etc. 
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Bradbury,  Greatorex  &  Co. 

(Colonial)  Limited 

ALDERMANBURY,  LONDON,  ENGLAND 
Canadian  Headquarters  : — 

Rooms  204,  205  St.  Nicholas  Building,  near  Board  of  Trade,  Montreal,  P.Q. 
Mr,  C.  J.  W.  Davies,  Agent.  (Telephone  Main  780). 

Branches  :— VICTORIA,  B.C.,  Mr.  R.  H.  McMillen.        TORONTO,  ONT..  Mr.  W.  Mackenzie 

BRIGHT  FALL  OUTLOOK 

Special  preparations  have  been  made  for  the  Can- 
adian trade,  as  we  believe  the  coming  Fall  will  witness 
a  return   to  bright  and   prosperous  conditions. 

FALL  SAMPLES  IN  OUR  AGENTS'  HANDS 
reflect  this  belief.  We  show  you  a  larger  variety  suit- 
able for  the  Canadian  trade  than  in  any  previous  season. 

DRESS  GOODS  (British  and  Foreign) 

Fall  samples  are  now  complete,  and  comprise  the 
very  latest  ideas  in  weave  and  color.  An  inspection 
will  be  an  education  in  what  is  really  desirable. 

Your  attention  is  also  drawn  to  the  following  departments  : 
SILKS  and  VELVETS  RIBBONS 

VELVETEENS  and  CORDS  HOSIERY 

FLANNELS  and  FLANNELETTES  LINENS  and  DAMASKS 

OXFORDS,  HARVARDS  and  LININGS 

To  Buyers  Visiting  England  and  the  Continent 

We  invite  you  to  visit  our  warehouses.  To  large 
users  we  can  often  offer  lots  of  merchandise  at  prices 
that  are  attractive.  Further,  there  are  always  novelties 
worthy  of  your  inspection. 
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WHITE  HEATHER 


REGISTERED  TRADE  MARK 

Baldwin's  2nd  Quality 


BALDWIN'S 


BEEHIVE 


BEEHIVE 


» 


AND 


'ReeiSTEREO 

Baldwin's  Best 


jy 


WHITE  HEATHER 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  leading  Wholesale  Houses.       SampUs,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  PARTNERS,  LTD.  ^^^^^  r,,,  ^  ^o. 

HALIFAX,  ENG.  MONTREAL  &  TORONTO 


ESTABLISHED    1785 


Dress 


KLEINERT 

/MARKX 


'1^\^^^T7 


Shield 


Has  the  largest  sale  in  the  world. 

Every  pair  gfuaranteed. 

Sold  by  all  the  leading  jobbers. 

L  B.  KLEINERT  RUBBER  COMPANY  -  Toronto 
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KNITTING 
YARN 


4  Fold. 


Van^w^^ 


Reg? 


Knitting 

WOOL 


r^EJ^  EhJCLAND^ 


Sv^e- 


.  KHITTINGWOOL 


BURNLEY'S 
WOOLS 

Samples  and  prices  will  substantiate 
our  claim  to  your  business.      Ask  our 

Canadian  Agents 

D.  M.  Chorlton  &  Bro. 

43  St.  Sacrament  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfr's.  of  Knitting  Yarns  for  over  150  Years 


OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BRANDS 


W 


ESTERN 


Incorportted 
1851 

ASSURANCE 
•  •  •  COMPANY, 


FIRE 

AND 

MARIISE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  for  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


nJiln   Cff-J 


Improved  Defiance  Button   Machine 

Make  Your  Own 

COVERED  BUTTONS 

Makes  all  sizes  covered  buttons  from   1 2  to 
60.    Flat,  Half  Ball  or  Ivory  Rim. 

PRICE  $7.50 

Including  any   3    of  the  following  sizes :  16,  18,  20. 
24,  30,36. 

Additional    Dies  and    Cutter  from    12  to  36,  $2.00 
per  set.      38  to  60,  $3.00  per  set. 

Set  includes  Die  and  Cutter. 

Send  for  Catalogue. 

DEFIANCE  BUTTON   MACHINE  CO. 

53  EAST  8th  ST.,  NEW  YORK 


British  America  Assurance  Company 

A.  D.  1833 

FIRE  <&   MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W,  B.  Meikle,  General  Manager;  P.  H,  Sims,  Secretary 

CAPITAL        .......         $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29.833,820.96 


SOUTHALLS' 

SANITARY    TOWELS 

FOR  LADIES-The  ORIGINAL  and  BEST. 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  All  Requisities,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and  Other  Sanitary  Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,        Wellington  Street  West.        TORONTO 
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BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  bi'ands. 


Order  of  your    Wholesaler. 


ROBERT    HENDERSON 

f^T     r^(~)        Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co. ,  Toronto 


Australian  Trade 

is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 


1906 

Canada 

Other  Countries 

Total 

Cosies.  Cushions,  etc. 

£      495 

£     154,047 

£    154,542 

Curtains 

190 

87  675 

87.865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3,297,724 

3,309  618 

Flannelettes 

1,688 

251,965 

253.653 

Boots  and  Shoes 

4,951 

114.(103 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing:  Offices 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.C. 

New  York,  29  Broadway 


iheBELDlNG 

Silk  Sewed      y^^ 

Seam   ^"^-^^  ^ii 


Will  Stand  a  BuU  Dog  Strain 

SPOOL  SILK 

Smooth,    Lustrous, 
Free    from    Knots. 

Full  Length  Absolutely  Guaranteed. 

The  supplementary  Fashion  Shade  Card 
(90  colors)  of  Spool  Silks  is  just  completed. 
A  copy  for  you  upon  request. 

Belding,  Paul  &  Co.,  Limited 

Silk  Manufacturers  MONTREAL 


T/ic  JVe^v  Address  of  iJic  Montreal 
Offiee  of  The 

Dry  Goods 
Review 

IS 

E.  T.  Bank 
B  uilding 

Corner  Victoria  Square  and  St.  James  St. 
(diagonally  opposite  our  old  office  J 

RETAILERS  and  the  TRADE 
GENERALLY  ARE  INVITED 
TO  CALL  WHEN  IN  MONT- 
REAL. 


Members  of  the  staff"  are  in   the   office  from   9  to 
10  a.m.  and  5  to  6  p.m. 
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You  Can  Depend  on 
Brisk  Linen  Business 

only  when  you  can  show  your 
customers  the  best  Hnens.  And 
it  certainly  pays  you  better, 
both  in  immediate  profits  and 
enhanced  prestige,  to  sell 
linens  of  high  quality  rather 
than  the  inferior  kind.     :     :     : 

Vo2c  knoiv  that  Irish  Linens 
are  the  best;  and  we  can  prove 
to  you  that 

Old  Bleach  Linens 

are  the  best  of  all  Irish  Linens. 
They  are  entirely  sun-bleached 
and  have  a  lustre  and  appear- 
ance unknown  to  other  linens. 
Recommend  them  for  Linen 
Suiting-s  — they  are  soft  and 
entirely  free  from  chemical 
dressing"  or  sticky  matter  and 
they  drape  perfectly      :       :       : 

Recommend  themforembroid- 
ery  or  drawn  work — the  warp 
and  woof  is  of  the  same  yarn. 

Our  free  booklet  describes  the 
Old  Bleach  method  of  linen 
zveaving and  bleaching.  Write 
lis  for  a  copy.       :      :      :      :      : 


R.   H.   COSBIE 

Irish  Linen  Agency  Toronto,  Ont. 


Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :•   :*• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  while  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They    are  indispensable    to 

your  store. 

Your  wholesaler   has  them. 

Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Aijents  for  Canada  ; 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crairf  St.  West,        -         -        MONTREAL 
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Swiss    Edge.      For    dainty    use 

with  muslin  gowns,  to  retail   5,  8,  10, 

12>^,  15,  20,  25,  35  and  50c.  These 

are  all  good  values  and  smartly  made  designs.     Orders  by 

mail  will  receive  our  best  attention. 

For    Immediate    Sorting   we   have    placed    into 

stock  new  range  of  Silk  Brussels  Net  Ruchings,  all  popular- 
priced  lines ;  the  very  goods  you  need  for  the  season  at  hand. 

Swiss  Embroideries.  Reinforce  your  stock  of  these 
goods,  as  the  demand  will  be  greater  than  the  supply.  A 
white  season  is  assured. 


Trimmings 

Basket  Coven  Buttons  in  the  proper  sizes:  New 
Green,  Grey,  Taupes,  Amethyst,  Browns,  Wines,  Blues, 
Blacks  and  Creams. 


Placing  Orders  for  Leather  Goods 

A  special  representative  of  the  firm  is  now  out  with  the 
greatest  range  of  Leather  Goods  that  we  have  ever  shown. 
Look  them  over.      He  will  quote  you  very  close  prices. 


John  M.  Garland,  Son  &  Co, 

OTTAWA 
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HE  Montreal  offices  of  The 
Di-y  Goods  Revuew,  winch 
for  several  years  have  been 
at  232  McGill  Street,  have  during 
the  past  week  been  removed  to  the 
handsome  office  structure  erected 
by  the  Eastern  Townships  Bank. 
The  new  building  is  one  of  the 
finest  in  Montreal,  standing  ten 
storeys  high.  It  occupies  a  com- 
manding- position  at  the  corner  of 
Victoria  Square  and  St.  James  St. 
It  has  been  especially  designed  for 
commercial  purposes  and  is  one  of 
the  most  costly  and  capacious  in 
the  Canadian  metropolis,  is  of  ab- 
solute fireproof  construction  and  is 
built  of  granite  and  Ohio  sand- 
stone. 

The  corridors  throughout  the 
building  are  finished  with  Mosaic 
floors  and  marble  wainscotting.  The 
offices  are  finished  in  mahogany 
and  possess  an  abundance  of  light. 


From  Other  Side  of  the  World. 


T. 


A.  PAULDEN,  sales  and  ad- 


Eastern  Townships  Bank  Building  in  which 

the  new  Montreal  Offices  of  the  Dry 

Goods  Revie'w  are  located. 


Waverley  Woolen  Mills,  of 
Launceston,  Tasmania,  writes  The 
Review  as  follows:  "The  first  num- 
ber of  my  year's  subscription  to 
The  Dry  Goods  Review  is  just  to 
hand,  and  I  want  to  say  that  it  has 
far  exceeded  my  expectations.  I'll 
readily  admit  1  had  expected  to  see 
a  good  magazine  come  to  hand,  but, 
as  I  have  said,  this  is  GOOD.  The 
brigjit  particular  stair  about  thd 
journal  that  first  attracted  my  at- 
tention was  the  manner  in  which 
the  reading  matter  is  interleavec^ 
with  the  advertising  matter;  to  my 
way  of  thinking  this  is  the  very 
essence  of  advertising,  so  that  the 
advertisement  will  be  Rure  of  at 
least  being  seen  by  each  and  every 
reader.  We  know  that  there  are 
— sad  to  say  for  the  advertiser — 
a   number   of   readers   that   do   not 


From      every      quarter      the      outlook      is      a     delightful      bother   to   read    the   advertisements,  but   your  manner  of 
one     and     from     the     suite     of     apartments     for     busi-      mixing    up    absolutely    makes    these    people    see    whether 


ness  and  editorial  purposes,  which  have  been 
leased  for  a  term  of  years  by  the  IMacLean  Publishing 
Company,  a  fine  view  of  the  harbor  and  the  new  piers 
is    obtained,    while    from    the    front    the    beautiful    green 


they  want  to  or  not,  and  then  it  depends  on  the  ad.-writ- 
er  as  to  whether  he  has  made  his  own  page  striking  or, 
shall  I  say,  new  enough  to  catch  and  hold  the  reader's 
eye.     Do  you  know  the  first  thing  I  did  when  the  journal 


sward,  splendid  trees,  statues  and   fountains  of  A^ictoria  arrived    was   to    open      and    look     at    the   advertisements. 

Square   are   in   full   view.  That's     how    I    was    so      taken  because  I    had    to    look 

The  new  offices  of  the  MacLean  Publishing  Company  '^^  both— simply  could  not  help  doing  so,  and  to  my  way 

have  been  specially  fitted  up  for  their  convenience  with  "^   thinking   this   should  be   a  powerful  lever   to   use  on 

every   degree   of   comfort   and   facility   for   the   transac-  ^^^  ^^^  ^'^o  should  advertise  in   trade  papers, 
tion  of  business.     The  ceilings  are  high  while  there  is  an  ^^  occurred  to  me   that  you  may  be  interested  as  to 

abundance  of  floor  space  for  the  members  of  the  large  ""^i''^.'^  ^^  on  the  other  side  of  the  world  think  about  The 

staff,  the  business  and  editorial  rooms  being  separate  yet  Review,   and   as   one   who   is   very   much     interested     in 

within    easy   reach   of   each    other.      There    is    a    special  '^'^'^^  matters,  I  have  not  hesitated  to  let  you  have  my 

elevator   accommodation,   three   high    speed   traction    ele-  opinion   at   least.   I  have  not  yet  had  time  to  finish   all   the 

vators  being   installed.     This   is   the   only  instalation   of  '^«'«''^'"i?  matter,  but  I  wanted  you  to  know  what  I  thought 

about   the  advertising  features  at  least." 


•i* 


its  kind  in  Montreal,  a  feature  of  which  is  the  rapidity 
and  ease  with  which  they  can  be  operated.  The  cars  can 
be  reversed  at  top  speed  without  any  noticeable  dis- 
comfort to  the  passengers.  Each  floor  of  the  building 
has  its  own  vaults.  There  are  mail  chutes,  electric  light, 
telephones,  electric  bells  and  other  modern  features  on 
every  floor  which  make  the  new  premises  of  this  paper,      Merest   created  by   the   former   series    was   such   that     ar- 


Interest  in  Card-writing. 

WITH  this  number  the  Dry  Goods  Renew  begins  a 
new    series   of   articles   on   card-writing.    The     in- 


which  are  within  a  few  yards  of  the  late  offices,  ide^l  and 
central  from  every  stan'^point. 

In  its  removal  to  'ji'[,"'i'er  and  more  modern  preini-^os 
the  Montreal  office  of  the  MacLeau  Publishing  Comp^mv 


rangements  were  made  whereby  the  subject  will  be  treat- 
ed in  greater  detail  than  ever  before.  The  articles  will  be 
prepared  by  P.  Thompson,  an  experienced  card  writer. 
and  will  be  so  illustrated  that  every  phase  of  his  sub- 
ject may  be  thoroughlj'  understood  by  the  beginner.  He 


is  only  keeping  step  with  the  constant  developments  and  ^j^    ^^^^      ^.^^^^^      materials,     color    blending,    novelty 

expansion,  which  have  been  characteristic  of  what  is  now  ^^^^^^    ^^^    air-brush    work.      The    Review    would     have 

the  largest  publishing  house  m   Canada    since  its  mcep-  ^^^^^^^  ^^^j   ^.j^^^   ^^^^   ^^^  ^^   ^.^^^^^^  ^^  ^^^  questions   on 

"°^-  any  point  or  sugf^est  subjects.    These  will  be  submitted 

The  members  of  the  editorial  and  business  staffs  will  to   Mr.      Thompson   and     dealt     with     in   the   succeeding 

be  pleased   to   meet   in   their   new   quarters   all   their   old  issue.    Not    a   few   card   writers   have   asked   for     further 

friends  or  any  visitors  who  may  be  in  Montreal  on  busi-  treatment  of  this  very  interesting  and  profitable  branch 

ness  or  pleasure.     Business  men  going  to  Montreal  may  of   work    and   the  Review   is   pleased   to   be   able  to     an- 

have   their   letters   and    telegrams    addressed   in    the   care  nouce  that  it  has  completed  arrang-ements  whereby  those 

of  the  MacLean  Company.  requests  may  be  complied  with. 
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How  McCall  Patterns  Sell 

CI  We  give  below  the  sales  of  McCall  Patterns  in  several  towns  of  varying  population 
during"  the  year  1908 — a  )ear  marked  by  general  trade  depression.  The  cases  cited 
are  not  exceptions  but  the  ruh\  and  the  figures  are  dollars  and  ceiits^  not  pei'centages. 
Names  and  addresses  will  be  gladly  furnished  on  request,  together  with  any  number  of 
other  McCall  dealers,  whose  business  is  equally  good. 

1,000  Population,  Sales  of  McCall  Palierns,  1908,  $  330 
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ABOVE  FIGURES  ARE  FOR  PATTERNS  ONLY;   PUBLICATIONS  ARE  NOT  INCLUDED 

tfll  Just  figure  out  how  many  women  these  sales  bring  to  the  store  during  the 
year.  Take  the  10,000  town  for  instance.  At  least  11,424  women  visited  this 
store  during  the  )ear  to  buy  McCall  Patterns.  What  else  did  they  buy  in  the  way  of 
accessories  ?  Figure  what  it  would  have  cost  in  newspaper  advertising  to  get  these 
women  to  the  store. 

M]|  As  stated,   the  above  are  not  exceptional  cases.      There  are  exceptional  cases,   of 

course,  but  we  have  not  cited  them   because  they  arc  unusual.      For  instance,  in  a 

Colorado  town  of  3,500  population  the  annual  business  done  in  McCall  Patterns  is  $1,500. 

tfjl   Compare  these  figures  with  those  \\-\  your  Pattern  Department,   Mr.  Merchant,  and 
you  will  realize  why  hardly  a  day  passes  that  some  merchant  does  not  substitute 
McCall  Patterns  for  some  other  make. 

tfll   McCall  Patterns  and  Fashion   Publications  are  those  the  majority  of  women  want, 
and  therefore  they  are  to  be  found  in  the  majority  of  progressive,   up-to-date  dry 
goods  and  general  stores. 

tfll   Let  us  tell  you  more  about  it  whether  you  have  or  have  not  a  Pattern  Department. 
You  will  incur  no  obligation. 

The  McCall  Company 

THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA 
236  to  246  West  37th  Street,  New  York 

CHICAGO  SAN   FRANCISCO  TORONTO,  CANADA 

Not  In  The  Trust  No  Gonnection  With  Any  Other  House 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Toronto 


HOUSE  FURNISHING  DEPARTMENT 

The  demand  that  has  lately  sprung  up  for 

CARPETS,  SQUARES,  LINOLEUMS,  CURTAINS,  Etc. 

indicates  that  the  house-cleaning  season  is  now  on  and  every 
merchant  should  have  his  stock  well  assorted  to  meet  the  refur- 
nishing requirements  of  his  customers.  We  invite  attention  to 
the  following: — 

ENGLISH  VELVET  CARPETS,  with  5/8  borders  to  match,  to  retail 
at  $1.15,  worth  regular  $1.35. 

ENGLISH    BRUSSELS    CARPETS,   with    5/8    borders  to  match,  to 
retail  at  90  cents,  regular  $1.00,  $1.10,  $1.20. 

SQUARES.     A   complete   range  of  Tapestry,  Brussels,  Velvet  and 
Axminster  in  all  sizes  and  colors. 


LINOLEUMS,    8/4  to   retail   at  40,   45   and   50  cents   square  yard. 
16/4  "        '•    50,  60      "      70 

16/4  Special,  5   patterns,  to   retail  at  60c.,  reg.  70c. 
8/4  "       12   patterns,  inlaid,        "    85c.,     '      $1.00 


CURTAINS,  -    3    patterns     Lace     Curtains,     to     retail     at    $1.50, 

regular  $2.00. 
1  pattern  Lace  Curtains,  to  retail  at  $1.35,  reg.  $1.60. 
1  '•        "      1.25,     "        1.45. 


CRETONNE,     27  inch  Domestic  fmish,  to  retail  at  10c. ;  30/31  inch 

Crepe  and  Domestic  fmish,  to  retail  at  123^c  ; 
30/31  inch  Duplex,  to  retail  at  12>^c.  j  36  inch 
Duplex,  to  retail  at  ^8}4c. 
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Worse  Monoply  Than  Ever. 

THE  local  retail  merchant  must,  ere  this,  have  become 
impressed  with  the  gravity  of  the  fact  that,  in 
securing  from  the  Ontario  Government  the  contract  for 
supplying  the  province  with  public  school  readers,  the 
T.  Eaton  Co.  have  pulled  off  a  coup  which  practically 
gives  them  a  monopoly  of  the  school  book  business  in 
Ontario.     Further  than  that,  they  have  obtained  control 


of  a  means  whereby  they  may  push  their  interests  in 
opposition  to  the  local  store  far  more  effectively  than 
has  heretofore  been  possible.  As  the  contract  stands  at 
present,  the  Eaton  Co.  may  place  their  imprint  on  every 
reader  they  send  out.  In  that  way  they  have  their  name 
continually  before  the  young  people  who  use  the  books 
they  produce.  The  dangerous  influence  that  the  local 
merchant  will  see  in  this  is  that  it  reinforces  through 
the  children,  any  opinions  that,  the  older  people  may  have 
been  induced  to  form.  It  thus  paves  the  way  towards 
first  impressions.  In  fact,  it  may  safely  be  assumed  that 
the  proposition,  as  it  stands,  is  one  that  further  pro- 
motes the  inclination  to  shop  away  from  home.  The  ad- 
vertising value  of  the  "bargain"  that  the  T.  Eaton  Co. 
have  given  the  Government  has,  therefore,  enabled  them 
to  quote  a  ridiculously  low  price — about  25  per  cent,  be- 
low the  next  highest  tenderer — in  competition  with  men 
who  are  exclusively  in  the  publishing  business,  who  could 
not  possibly  figure  on  that  basis  and  keep  a  reasonable 
profit  in  view,  and  who  in  no  wa,y  encroach  upon  the 
territory  of  the  local   retailer. 

Furthermore,  the  T.  Eaton  Co.  may  enclose  publicity 
literature  along  with  the  books  which  they  distribute, 
and  what  is  still  more  significant,  they  have  acquired 
a  position  of  advantage  from  which  they  may  push  the 
interests  of  all  school  supplies,  dry  goods,  hardware  or 
other  lines.  Obviously,  the  man  who  buys  his  readers 
at  Eaton's  is  going  to  purchase  his  other  textbooks 
there  as  well.  The  contract  calls  for  the  sale  of  books 
to  anyone  at  20  per  cent,  discount.  The  retailer  is, 
therefore,  on  precisely  the  same  footing  as  the  public,  and 
it  is  easy  to  see  where  the  department  store  octopus,  with 
their  huge  saJes  organization  concentrated  in  close  com- 
petition with  the  local  merchant,  is  enabled  to  corner 
the  distribution   of  these  books. 

Having  broken  up  the  so-called  school  book  ring,  it 
would  appear  that  the  Government  have  unwittingly 
created  a  worse  monopoly  than  ever.  The  circumstances 
of  the  affair  apparently  spell  the  one  word,  "  bargain. " 

Prominent  officials  at  the  Parliament  Buildings  were 
somewhat  astounded  when  the  above  phases  of  the  mat- 
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ter  were  pointed  out  to  them,  and  their  subsequent  com- 
ment thereon  would  indicate  that  the  Government  were 
inspired  solely  by  the  considera,tion  of  cheap  textbooks, 
overlooking  any  results  that  the  granting  of  such  a  con- 
tract might  have  on  the  business  of  the  local  merchant 
by  reason  of  the  advantage  granted  the  great  depart- 
mental store. 

It  must  a.lso  be  burne  in  mind  that  the  plates  from 
which  the  readers  are  printed  cost  from  $25,000  to  $30,- 
000.  The  people  pay  for  them.  The  local  merchant  has 
to  dig  down  into  his  trousers  for  his  share.  The  plates 
go  to  the  T.  Eaton  Co.  without  cost,  to  use  in  printing 
the  readers.  The  contract  is  renewable  and  the  work  is 
of  such  proportions  that  the  Eaton  printshop  will  be 
kept  busy   the  year  round. 

What  is  the  local  merchant  going  to  do  about  it  ?  He 
certainly  should  take  the  matter  up  with  his  local  repre- 
sentative and  urge  him  to  exert  his  influence.  There  is 
a  clause  in  the  contract  which  provides  that  the  Govern- 
ment may  be  given  a  price  for  books,  and  it  would  ap- 
pear reasonable,  in  view  of  the  situation  which  may  be 
created,  that  the  Government  be  asked  to  require  the 
Eaton  Co.  to  supply  them  with  books  to  the  end  that 
the  Education  Department  be  made  the  base  of  distribu- 
tion, that  its  imprint  and  not  that  of  the  department 
store  be  placed  on  the  rea,ders,  thus  preventing  them 
being  used  as  a  publicity  medium  in  the  interests  of  the 
T.   Eaton   Co. 

It  is  a  matter  which  should  receive  the  serious  con- 
sideration of  local  trade  associations,  through  whom  steps 
should  also  be  taken  towards  memorializing  the  Gov- 
ernment to  have  objectionable  terms  in  the  "bargain" 
eliminated. 

Fashion  Fete  Allowed  to  Lapse. 

THE  dry  goods  merchants  of  Toronto  regard  it  as  a 
great  pity  that  there  is  to  be  no  horse  show  in 
that  city  this  Spring.  Heretofore  it  has  been  an  event 
which  gave  considerable  prestige  to  Toronto  as  a  fashion 
centre.  The  promoters  of  the  affair  declare  that  a  suit- 
able building  was  not  available.  The  lapse  means  con- 
siderably more  than  monetary  loss.  Naturally,  mer- 
chants are  anxious  to  see  their  city  occupy  a  high 
position  as  a  distributing  point,  and  it  is  therefore  im- 
portant that  there  be  behind  it  that  style  reputation 
which  will  give  it  proper  significance.  New  York  is 
developing  this  fashion  prestige  in  every  manner  possi- 
ble, and  much  of  the  supremacy  of  that  city  as  a  dry 
goods  market  is  due  to  that  fact.  It  is  t'e«ause  they 
may  there  see  for  themselves  the  advance  fashions,  and 
have  facilities  for  gauging  the  trend  of  styles  and  con- 
firming their  opinions  on  fashion,  that  merchants  flock 
to  that  city  in  larg'e  numbers  from  one  end  of  the 
United  States  to  the  other. 

Montreal  seems  to  understand  more  clearly  than 
Toronto,  the  great  value  attached  to  horse  shows  and 
kindred  events.  These  fetes  of  fashion  are  popularized 
and  merchants  and  citizens  g-ive  them  general  support. 
Undoubtedly   the   prizes  given   for  horse  show     windows, 


which  are  keenly  competed,  explain  why  this  is  so,  to  a 
certain   extent. 

Toronto  merchants  express  the  hope  that  before  an- 
other year  rolls  around,  a  satisfactory  solution  o£  the 
building  problem   will  have  been   reached. 


Improved  Prospects  for  Fall. 

REPORTS  as  to  the  \olume  of  holiday  business  are 
reg-arded  as  decidedly  indicative  of  the  fact  that 
the  trade  of  the  country  is  rapidly  assuming-  normal 
conditions.  This  should  be  good  news  to  the  travelers 
who  are  starting  out  with  Fall  lines,  as  they  wall  likely 
find  retailers  in  a  receptive  mood.  Stocks  are  light  and, 
in  many  lines,  desirable  goods  are  only  obtained  with 
difficulty.  This  is  due,  not  so  much  to  the  amount  of 
trade  dome,  as  to  the  fact  that  the  merchant  was  par- 
ticularly cautious  when  placing  orders  for  the  Spring 
trade. 

Many  merchants  waited  until  the  signs  of  returning 
l^rosperity  became  more  than  unmistakable.  Another 
factor  that  retarded  orders  was  an  unusually  marked 
state  of  uncertainty  and  unrest  as  to  the  trend  of  styles. 
As  there  had  been  a  long  period  of  clearing-out  of  slow 
selling  goods  in  many  stores,  buyers  waited  for  the 
trend  of  the  mode  to  become  more  clearly  defined.  This 
led  to  a  marked  reduction  in  the  size  of  the  placing 
business. 

Now  that  the  retail  season  has  fully  opened  up, 
there  are  signs  on  all  sides  that  there  is  a  shortage 
on  certain  lines.  This  .shortage  promises  to  be  felt 
acutely  in  some  quarters.  Due  to  the  late  placing  of 
orders,  and  also,  somewhat,  to  the  narrow  groove  in 
which  fashion  is  now  running,  deliveries  on  wanted  lines 
are  slow.  The  French  dress  goods  manufacturers,  in 
particular,  are  said  to  be  behind  on  orders,  and  the 
delay  in  this  case  is  further  aggravated  by  the  slowness 
with  which  the  dyers  are  turning  out  the  goods.  The 
dyers  are  eorfgested  with  work  from  the  same  cause  as 
that  which  affects  the  manufacturer,  and  a  further  cause 
of  delay  is  the  multiplicity  of  fancy  shades  that  are 
called  for. 

Stores  in  the  large  centres,  particularly,  are  more 
than  satisfied  with  returns  during  the  holiday  weeks  and 
also  with  the  manner  in  which  subsequent  trade  has 
kept  up.  The  millinery  and  the  ready-to-wear  depart- 
ments have  been  taxed  to  their  utmost,  and  stocks  in 
these  sections  have  been  well  cleared.  In  the  fancy 
goods  department  and  in  the  veiling,  neckwear  and  glove 
sections,  business  has  been  very  large. 

As  before  stated  this  large  holiday  business  makes 
an  excellent  preparation  for  the  beginning  of  the  Fall 
selling.  If  buyers  will  only  take  to  heart  the  lessons 
taught  by  the  past  few  seasons,  that  is,  to  place  a 
reasonable  amount  of  placing  orders  for  the  more  staple 
goods,  leaving  a  good  margin  for  the  assorting  novel- 
ties that  are  sure  to  make  their  appearance  later,  the 
Fall  of  the  present  year  should  see  well  a>^sorted  stocks 
and  an  excellent  business. 
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The  Book  That  Saved 
The  Pattern  Business 


Do   YOU  remember  the  old  da}S  of  the 
pattern  trade  ?  When   patterns  were 
only    a    bundle    of    tissue-paper,     a 
couple  of  pins,   and  a  slip  of  brown 
paper  stuck  on  the  front? 

And  the  publications — remember  those 
''sheets"?  Pink  as  circus  lemonade,  full  of 
crude  woodcuts  of  drawing's  as  inartistic  and 
stiff  as  the  wife  of  the  orig"inal  Wooden  Indian. 

These  pink  handbills — out  of  which  the 
old  companies  used  to  squeeze  their  job  prin- 
ter's profit — and  a  stereotype  "Counter 
Book"  were,  mind  you,  the  only  things  put 
out  to  sell  an  article  which  depends  more  than 
anything"  you  can  name  on  attractive  adver- 
tising" ! 

Into  this  barren  field  came  The  Quarterly 
Style  Book — a  pattern  catalog  based  on  mod- 
ern publishing  principles.  Printed  on  good 
paper,  with  attractive  drawing's  by  real  artists 
reproduced  in  excellent  halftones,  it  held  its 
head  up  with  the  best  women's  magazines. 

Naturally  enoug'h,  it  created  a  sensation ! 

From  the  very  beginning'  The  Quarterly 
was  a  success.  Starting  with  an  experi- 
mental circulation  of  a  few  thousand,  it  quick- 
ly sprang  to  a  quarter  of  a  million  copies  and 
more. 

And  its  effect  on  the  pattern  market  was 
instantaneous;  The  Ladies'  Home  Journal 
Patterns  came  to  the  front  with  a  rush  ;   the 


pattern  field,  as  a  whole,  became  suddenly 
stimulated  with  a  desire  for  more  modern 
methods  and  more  attractive  "advertising 
literature." 

T/w  Quarterly  Style  Book  has  now  five 
children — one  after  another  the  pattern  manu- 
facturers swallowed  their  pride  and  copied  it, 
pattern  certificate  and  all. 

You  remember,  probably,  that  The  Quar- 
terly came  out  at  a  time  when  the  retail 
pattern  business  was  pretty  dull.  Likewise 
that  the  various  "  just-as-goods  "  made  their 
respective  debuts  on  what  might  fairly  be 
termed  a  "falling  market." 

Then  do  you  remember  how,  five  or  six 
months  ago,  pattern  company  after  pattern 
company  burst  forth  into  page  after  page  of 
advertising  to  show  that  the  sale  of  their 
several  patterns  had  actually  increased  4%, 
8%,  11%,  27%,  even  40%?  Not  only  did  these 
advertisements  suddenly  become  the  most 
cheerful  literature  imaginable,  but  the  whole 
pattern  sky  seemed  suddenly  to  become  rosy 
once  more. 

The  moral  is  plain  enough  :  Any  Quar- 
terly will  increase  pattern  sales.  That's  been 
proved  again  and  again. 

But  The  Quarterly  Style  Book  and  The 
Ladies'  Home  Journal  Patterns  are  what  you 
must  have  if  you  want  a  thoroughly  and  con- 
sistently modern  pattern  service — if  you  want 
to  get  the  new  ideas  while  they  are  new. 
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Steps  Necessary  in  Departmentizing  a  General  Store 

Forms  of  Books  Required  to    Facilitate    Division  and  to  Accurately 
Record    the    Results    in    Each    Department  —  Sales  and    Purchases. 

Written  for  the  Dry  Goods  Review  by  Howard  R.  Wellington. 


FREQUENTLY  we  have  had  requests  for  informa- 
tion, as  to  the  best  system  to  be  adopted  in  con- 
nection with  the  division  of  a  general  store  into 
departments  so  as  to  show,  at  the  end  of  the 
year,  the  results  of  trading-  in  each  department,  whether 
profit  or  loss.  No  fixed  rule  can  be  given  as  to  the  ar- 
rangement of  goods  into  departments  as  it  depends 
largely  upon  the  floor  space  ava'ilable  and  also  upon  the 
number  of  divisions  which  the  merchant  considers  advis- 
able to  give  him  the  desired  information  as  to  the  value  of 
handling  certain  lines. 

Stock-taking. 

Where  a  merchant  has  been  running  a  business  with- 
out regard  to  the  trading  results  of  each  department, 
a  good  time  to  make  a  division  and  a  rearrangement  of 
the  goods  in  the  store,  would  be  at  the  time  of  stock- 
taking when  the  stock  could  be  entered  under  the  follow- 
ing headings  and  the  goods  moved  so  as  to  divide  the 
departments  as  much  as  possible. 

A.  Groceries,   present  stock    $4,000.00 

B.  Dry   Goods   and.  Staples,    stock    6,000.00 

C.  Ready-to-wear— ladies'    wear,    stock    3,000.00 

D.  Ready-to-wear — men's    wear,    stock      .3,000.00 

E.  Boots   and    Shoes,    stock    2,000.00 

F.  Millinery,    stock      1,000.00 

G.  House  Furnishings,    stock    2,500.00 

Total  stock  per  inventory   lists   $21,500.00 

We  now  have  the  stock  taken,  the  books  closed  for 
the  past  year,  and  the  stock  rearranged  in  the  store 
ready  for  business. 

Expense  Accounts. 

There  are  certain  accounts  open  on  oiir  books  for 
expense  items  such  as  stationery,  prepaid  insurance  or 
rent,  coal  on  hand,  etc.,  and  these  amounts  should  now 
be  apportioned  over  the  various  departments  by  a  jour- 
nal entry,  having  in  mind  the  floor  space  occupied  and 
the  position  in  the  store  as  well.  The  entry  would  be 
something  like  this  : — 

Dept.    A. — Proportion    of  rent   prepaid      $40.00 

Dept.  B. — Proportion  of  rent  prepaid   30.00 

Credit    rent   account      70.00 

Or  under  the  item  of  insurance  the  entry  would  be 
as  follows  : — 

Insurance.    Dr. $50.00. 

Dept.  A. — Proportion  of  insurance  due.    Cr $20.00 

Dept.  B. — Proportion  of  insurance  due.     Cr 30.00 

The  regular  rent  and  insurance  accounts  will  then  be 
balanced  and  the  total  will  show  up  in  the  various  de- 
partment accounts.  Sales  will  now  commence  to  come 
from  the  various  departments  and  this  probably  is  the 
most  important  feature  of  the  change. 

Sales    Records. 

By  means  of  duplicate  cash  and  charge  sale  books 
for  each  department,  lettered  "A"  "B,"  "C"  etc.,  the 
original  going  with  the  purchase  and  the  copy  to  the 
office,  the  sales  can  be  recapitulated  under  the  various 
department  heads,  either  daily,  weekly  or  monthly.  Each 


salesman  also-  has  a  recapitulation  sheet  with  each  book 
and  the  total,  entered  on  same  by  him,  must  tally  with 
the  total  of  the  duplicate  sheets  handed  in  at  the  office. 
In  case  it  is  desirable  to  know  what  each  salesman  'in 
each  department  has  sold,  at  the  end  of  the  day,  sheets 
may  be  ruled,  giving  salesman's  number,  department, 
amount  of  cash  sales  and  credit  sales,  and  total  sales 
of  each  department. 

These  totals  may  be  compared  with  previous  records 
and  comparisons  made  each  month.  By  the  use  of 
columnar  books  records  may  be  kept  year  by  year  for 
comparison.  Should  it  be  desirable  to  ascertain  the 
gross  profit  on  goods  sold  each  week  or  month,  the  costs 
could  be  marked  on  the  goods  in  cipher  and  recapitu- 
lated in  the  same  manner  as  the  sales,  under  the  same 
headings. 

Recording  Purchases. 

When  purchase  invoices  are  received,  handed  to  the 
various  departments  and  checked  off,  passed  by  an 
official,  ready  to  fc'e  put  through  the  books,  the  most 
satisfactory  method  is  to  hold  till  the  end  of  each  month, 
sort  under  the  various  creditors  and  enter  in  a  purchase 
journal  having  the  following  headings  for  the  various 
departments,  v'iz  :  name,  folio,  amount  (total),  dept. 
"A,"  dept.   "B,"  etc. 

The  totals  of  all  the  departments  should  equal  the 
total  column.  The  various  purchase  totals  are  posted 
to  the  different  department  accounts  already  opened  on 
the  books. 

Expenses. 

Probably  the  most  difficult  item  to  contend  with  is 
the  expense  of  doing  business.  In  apportioning  expenses 
not  chargeable  direct  to  the  individual  department,  we 
should  bear  in  mind,  first,  the  value  of  the  department 
to  the  general  business  of  the  store  ;  second,  the  loca- 
tion of  the  department  in  the  store  ;  third,  the  space 
occupied  as  compared  with  other  departments. 

Fixed  Charges. 

Certain  fixed  expenses  such  as  salaries  may  be 
charged  direct  to  the  department,  but  other  overhead 
expenses  such  as  light,  heat,  rent,  insurance,  manager's 
salary,  office  expenses,  delivery,  etc.,  must  be  appor- 
tioned,  keeping  in   mind   the  items  mentioned   above. 

A  proportion  of  these  expenses  should  be  charged 
monthly  to  each  department  interested  or  the  total 
expense  accounts  apportioned  at  the  end  of  the  year. 

No  rule  can  be  given,   a  merchant  must  use  his    own 
good  judgment  in  deciding  the  amount. 

The  Columnar  Book. 

For  the  purpose  of  recording  sales  and  purchases  for 
statistical  purposes  a  columnar  book  with  as  many  as 
twentj'-five  columns  can  be  obtained  already  ruled  and 
will  prove  invaluable  for  keeping  permanent  records  for 
comparison. 

We  shall  be  pleased  to  go  further  into  the  details  of 
suggestions  outlined  above,  and  give  forms  of  books 
desirable. 
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Mail  Your 

Sorting  Orders 


SEND  SAMPLES 
QUOTE  PRICES 
GIVE    SIZES 


IF  THE  GOODS  ARE  TO  BE  HAD 
IN  MONTREAL  YOU  WILL  GET  THEM 
BY   RETURN. 

SEND  US  A  SAMPLE  ORDER 
AND  SATISFY   YOURSELF. 


The  ^^  R   Brock  Company,  (Limited) 

MONTREAL 


Please  mention  The  Reviezv  to  Advertisers  and  Their   Travelers 


The  New  Departmental  Store  of  O.  Lemire  &  Cie.,  Montreal,  which  was  opened   April  12.     (See  description  on  page  31) 

Canadian  Dry  good  smen  and  their  Methods 

How  a  Barrie  Merchant  Makes  his  Name  Stand  for  Standard  of 
Ouahty  —  Developing  the  Tourist  and  Camping  Trade  in  Summer 
Resort  Districts  —  New    Store    of    O.     Lemire     &     Cie.,     Montreal. 


Keeping  Customers  Informed. 

IN  ORDER  to  keep  customers  informed  on  store  mat- 
ters, Geo.  Vickers,  of  Barrie,  has  adopted  a  plan 
which,  he  states,  has  worked  out  very  satisfactor- 
ily. In  the  first  place,  he  has  built  up  a  special 
mailing  list  by  keeping  in  touch  with  country  ofiicials 
who  know  where  everybody  lives,  and  by  supplementing 
the  register  frequently  through  acquaintances  formed  in 
the  store.  Once  a  month  he  writes  letters  to  the  farm- 
ers. These  mediums  of  merchandizing  intelligence  are 
not  arranged  in  the  form  of  circulars.  Mr.  Vickers  has 
his  typewriter  prepare  them,  and  they,  therefore,  preserve 
more  of  the  character  of  a  personal  talk  than  would  be 
possible  by  means  of  cold  type.  In  a  town  such  as  Bar- 
rie, surrounded  by  a  particularly  good  farming  country, 
the  importance  of  such  a  plan  as  this  will  at  once  be 
ai^parent  to  the  dry  goods  merchant.  These  letters 
may  be  made  to  serve  in  the  gap  where  other  mediums 
of  publicity  fail  and  they  carry  with  them  a  special  em- 
jjhasis.  The  farmer  may  not  have  had  an  opportunity 
to  read  up  the  latest  news  of  Vickers'  shopping  specials. 
Along  comes  a  letter,  a  week  or  so  in  advance,  which 
places  him  immediately  in  line.  Again,  there  may  be 
certain  depa.rtment  of  his  stock  upon  which  the  farmer 
should  be  posted — new  arrivals  they  may  be.     He  sends 


out  letters  describing  the  goods  for  the  benefit  of  the 
shoppers  of  the  rural  community.  Should  he  hear  of  a 
newcomer  in  the  locality,  he  immediately  forwards  to 
him  a  personal  letter  of  welcome,  and  in  a  ta,ctful  way 
■  adds  a  word  or  two  about  Vickers'  store.  The  plan  is 
a  valuable  aid  in  following  up  other  mediums,  through 
which  the  country  is  kept  in  touch.  It  is  not  surprising, 
therefore,  to  find  that  the  store  has  a  very  good  mail 
order  business. 

In  the  same  manner,  only  less  frequently,  former  resi- 
dents of  the  locality  who  have  moved  to  distant  sec- 
tions of  the  country  are  also  informed.  This  explains 
how  it  is  that  Vickers  has  quite  a  few  good  customers 
in  the  Northwest.  They  have  not  forgotten  this  former 
place  of  business,  and  a  letter  at  the  beginning  of  a  sea- 
son, telling  about  new  goods,  very  often  brings  a  reply 
in  the  shape  of  an  order. 

George  Vickers  believes  in  advertising  and  his  opin- 
ion is  that  a  good  live  newspaper  is  the  best  means  that 
can  be  employed  in  reaching  the  people.  There  is,  he  de- 
clares, a  distinct  mission  for  the  ad.  with  a  special  em- 
phasis. He  tried  it  recently.  His  ad.  was  what  might 
be  called  a  "repealer,"  and  it  read  something  like  this'. 
"Vickers'  for  corsets.  Vickers'  for  corsets.  Vickers' 
for  corsets."  There  was  nothing  more  to  it,  only  large 
lype  was  used  and  the  slogan  was  repeated  several  times. 
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The  ad.  was  souietliing  of  an  experiiuent  and  it  pi-oved 
a  successful  one. 

Some  people  may  consider  that  no  great  signiticance 
attaches  to  a  name,  but  Mr.  Vickei-s  is  not  one  of  them. 
His  idea  is  to  make  "Vickers"  stand  for  everytliing' 
thait  means  salisfaetion  lo  the  shopper.  One  wrinkle  he 
has  adopted  is  to  have  the  name  worked  in  certain  lines 
of  hosiery  in  such  a  way  tha,t  it  will  denote  a  distinct 
standard  of  (|uality.  Thus,  there  are  hose  known  as 
"Vickers'  Value,"  "Vickers'  Special,"  and  so  on. 
These  are  goods  which  have  a  known  advertising  value, 
because  of  their  wearing  merits. 

The  Vickers  store  is  particularly  well  arranged.  It 
is  in  two  sections' — one  for  men's  furnishings,  and  the 
other,  the  larger,  for  dry  goods.  On  the  second  floor  the 
millinery  and  dressmaking  departments  are  located.  The 
dividing  wall  separating  the  two  sections  of  the  main 
Hoor  does  not  extend  the  entire  depth,  and  the  cross- 
section  at  the  rear  is  used  for  staples.  The  men's  furn- 
ishings department  has  a  separate  entrance.  A  modern 
equipment  includes  one  of  the  latest  types  of  dust-proof 
cabinets   for   ready-to-wear   clothing. 


Improving  their  Store. 


Sargeant  &  King,  of  Barrie,  are  considering  plans  to 
remodel  their  triple  section  store  in  such  a  way  that 
dividing  walls  which  heretofore  have  proved  somewhat  of 
a  handicap  in  effective  arrangement  will  be  removed  and 
the  main  floor  converted  into  one  large  sales  area.  At 
the  present  time  the  centre  store  has  no  entrance,  but 
is  fronted  by  a  display  window  of  good  depth.  The  firm's 
plan  is  to  so  unite  the  two  dry  goods  sections  thait  there 
will  be  a  display  window  on  ea,ch  side  of  the  main  en- 
trance, the  men's  furnishings  department  still  being  kept 
separate. 

The  firm  name,  which  was  formerly  Sargeant  &  Smith, 
was  recently  changed  to  Sargeant  &  King,  the  new  mem- 
ber being  Byron  King,  who  formerly  conducted  a  men's 
furnishing  store.  The  firm  was  recently  granted  a  charter 
to  carry  on  business  as  a  retail  and  wholesale  concern. 

4* 

Boiling  Down  the  Credit. 

"We  have  tried  them  all,"  remarked  W.  Kirk,  of 
Bracebridge,  when  asked  what,  in  his  opinion,  had  prov- 
ed the  best  sales  plan  he  had  ever  adopted  while  in  busi- 
ness in  that  town.  His  reply  indicated  that  he  preferred 
the  old  paths. 

"One  of  the  most  successful  sales  we  ever  had,"  said 
he,  "wag  put  on  at  a  time  when  everybody  else  in  town 
appeared  to  be  out  with  a  'special,'  and  we  immediately 
decided  to  attempt  something  better.  We  announced  that 
we  would  give  twenty  per  cent,  off  all  purchases,  and  by 
making  the  reduction  on  the  counter  slips  after  the  people 
had  completed  their  purchases,  they  knew  it  was  genu- 
ine. We  have  not,  however,  developed  the  special  sale 
habit.  The  locality  is  not  adapted  to  it.  The  people  are 
hard  to  reach,  particularly  in  Winter  time,  and  the  town 
is  a  little  too  far  north  for  extensive  merchandizing 
along  these  lines." 

Mr.  Kirk  has  been  thirty-five  years  in  the  dry  goods 
business.  He  had  five  yeai's'  experience  in  the  Old  Coun- 
try, but,  on  coming  to  Canada,  interested  himself  in 
agriculture  for  a  few  years  before  taking  up  the  activi- 
ties of  a  merchant.  He  states  that  while  he  has  not 
a.dopted  the  cash  system  he  has  been  very  careful  in  grant- 
ing credit.     As  a  result,  in  sixteen  years,  the  annual  ae- 


cumulaiion  on  his  books  has  not  been  more  than  $100,  and 
he  expects  to  collect  every  cent  of  it.  He  is  in  a  posi- 
tion to  speak  from  experience  in  this  connection.  A 
few  years  ago,  on  closing  a  branch  store  in  Magnetawan, 
he  found  that  the  accounts  outstanding  amounted  to  about 
to, 000.  To-day  he  is  able  to  say  that  he  received  every 
dollar  of  it.  in  a  country  where  a  coIlecti(Ui  system 
would  seem  to  be  a  somewiia.l  dillicull  proposition  lliis 
I .  cord  is   remarkable. 

"We  cannot  say  that  we  adopt  any  particular  system 
in  looking  alter  our  accounts,"  said  Mr.  Kirk.  "We 
know  our  people,  and  we  endeavor  to  do  the  right  thing 
by  them.  In  a  town  where  conditions  are  such  that  the 
cash  system  is  hardly  feasible,  particularly  in  connec- 
tion with  a  dry  goods  store,  the  best  plan  is  to  know 
your  people   and   govern   yourself  accordingly." 


New  Departmental  Store  Opened, 

The  opening  of  the 
"Crown"  store,  St.  Denis 
St.,  Montreal,  by  the  new- 
firm  of  0.  Lemire  &  Cie., 
look  place  on  April  10th. 
The  store  was  effectively 
decorated  for  the  formal 
opening  and  a  good  orches- 
ti'a  was  in  attendance,  and 
the  store  was  a  centre  of  in- 
terest for  large  crowds 
throughout  the  day. 

The  store  is  situated  in 
one  of  the  best  parts  of  the 
city  for  a  departmental 
store,  being,  as  it  is,  at  the 
corner  of  St.  Denis  aaid  St. 
Catherine  Streets,  where  the 
trolley  service  is  so  com- 
plete that  the  store  is  easily 
reached  from  any  part  of 
the  city. 

The  new  firm  is  composed  of  0.  Lemire  and  A.  J. 
Dugal,  both  of  whom  have  had  wide  experience  in  the 
dry  goods  trade.  0.  Lemire  was  the  founder  of  the 
original  Crown  store,  established  in  1S89  on  St.  James 
Street.  A.  J.  Dugal,  prior  to  becoming  a  member  of  the 
firm  of  0.  Lemire  &  Cie.,  was  local  and  foreign  buyer 
for  W.  H.  Scroggie,  Ltd.,  and  previous  to  his  connection 
with  that  firm,  had  had  considerable  experience  in  the 
dry  goods  trade. 

The  new  store  is  a  model  retail  emporium,  and  a  cre- 
dit to  the  organization.  The  dimensions  are  50  feel  front- 
age and  100  feet  depth,  and  is  four  storeys  in  height, 
with  a  basement.  Large  show  windows  on  either  side  of 
t!ie  entrance  afford  a  good  opportunity  for  the  display  of 
goods,  and  for  effective  window  arra.ngements.  Elect rii' 
elevators  give  good  service  *o  customers,  and  a  cable  easli 
sys,(m  is  in   operation  all  over  the  store. 

The  natural  lighting  system  is  remarkably  good.  There 
are  three  large  windows  at  the  front  of  the  store  in  the 
three  upper  storeys,  and  five  at  the  side.  The  ground 
floor  is  lighted  by  smaller  windows  above  the  wall  fixtures. 
The  basement  is  also  partially  lighted  by  small  win- 
dows. 

Artificial  light  is  supplied  by  electricity  and  the  sys- 
tem employed  is  remarkably  good,  producing  a  subdued 
yet  clear  light,  by  the  use  of  large  electroliers  and  wall 
brackets. 


A.  J.  DUGAL 

Who   has  recently  become  a 

member  of  the  firm  of  O. 

Lemire  &  Cie.,  MontreaL 
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The  woodwork  of  the  store  throughout  is  of  dark  oak 
and  on  the  ground  floor  the  counters  and  fixtures  are 
of  the  same  wood.  The  office  and  cash  desk  as  situated 
on  a  balcony  half  way  between  the  ceiling  and  the  ground 
floor,  the  railing  of  which  is  of  oak. 

This  floor  is  devoted  to  men's  furnishings,  dress  goods, 
silks,  staple  cottons,  fancy  goods,  ribbons,  embroidery, 
stationery,  leather  goods,  etc. 

The  centre  of  this  floor  is  occupied  by  a  long  fixture 
for  smallwares  and  fancy  goods.  This  is  surrounded  on 
both  sides  and  the  ends  by  counters  of  the  silent  sales- 
men type.  Later  these  counters  are  to  be  further  fltted 
up  for  the  better  display  of  smallwares,  etc. 

At  the  right  of  the  entrance  is  the  dress  goods  depart- 
ment, and  on  the  left  is  the  men's  furnishing  depart- 
ment, while  the  silks  and  cotton  goods  are  at  the  back 
of  the  store.  Aisle  tables  give  further  opportunity  for 
the  display  of  goods.  The  counters,  which  are  on  four 
sides  of  the  store,  are  of  the  most  modern  approved  type. 
They  are  26  ins.  wide  and  32  ins.  high.  The  wall  fix- 
tures for  stock  are  seven  feet  in  height,  extending  along 
the  sides  of  the  store.     These  are  divided  into  compart- 
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ments  31  ins.  long,  12  ins.  high  and  30  ins.  deep.  This 
gives  plenty  of  spa.ee  for  stock,  and  forms  a  ledge  on 
which  different  lines  of  goods  are  displayed. 

The  second  floor  is  perhaps  the  most  attractive.  It 
is  devoted  to  millinery,  costumes,  blouses,  whitewear, 
ladies'  knitted  goods,  corsets,  umbrellas  and  the  pattern 
department.  Workrooms  and  a  fftting  room,  as  well  as 
a  comfortaMe  rest  room  are  also  on  this  floor. 

The  millinery  department  is  carpeted  in  green,  and  the 
counters  and  fittings  are  of  mahogany.  Trimmings  are 
displayed  in  large  "silent  salesmen,"  and  these  are  also 
used  for  the  display  of  the  more  elaborate  hats.  These 
show  cases  are  8  feet  long,  26  inches  wide  and  42  inches 
high,  with  three  sides  and  top  of  glass  and  mirror  backs. 

One  large  glass  case,  suitable  for  displaying  costumes, 
forms  a  partition  between  the  millinery  and  mantle  de- 
partments. This  is  9  feet  high,  8  feet  long,  and  45  inches 
wide.  Large  plate  glass  mirrors,  fancy  chairs,  etc.,  make 
the  department  very  attractive. 

The  costume  department  is  fitted  up  with  revolving 
display  ra,eks  for  costumes,  coats  and  skirts.  Blouses  and 
whitewear  are  displayed  on  aisle   tables,  72  inches  long, 


30  inches  high,  and  36  inches  wide,  with  a  shelf  about  six 
inches  from  the  flooi",  for  holding  stock. 

At  the  side  of  the  store  opposite  the  millinery  de- 
partment is  a  mahogany  counter,  running  the  length  of 
the  floor.  Fixtures  at  this  side  provide  space  for  corsets, 
whitewear,  etc.  These  fixtures  are  about  six  feet  in 
height,  and  are  divided  into  compartments  30  inches  long, 
11  inches  high  and  30  inches  deep. 

The  third  floor  is  given  up  to  beds,  bedding,  blankets, 
curtains,  draperies,  rugs,  carpets,  trunks,  bags,  etc. 
Plenty  of  space  is  allowed  for  showing  large  goods,  such 
as  carpets.  In  this  department  there  is  also  a  long  coun- 
ter at  one  side,  and  a  glass  show  case  contains  brass  cur- 
tain fittings  and  other  small  articles.  Roll  top  cases  con- 
tain blankets,  protecting  them  from  dust.  It  is  the  in- 
tention of  the  company  to  further  improve  this  depart- 
ment, which  is  not  complete  as  yet,  making  it  the  finest 
housefurnishings  and  trunk  department  in  that  part  of 
the  city,  The  dressmaking  department  is  also  on  the  third 
Coor. 

The  fourth  floor  as  yet  is  not  open  for  'business,  but 
is  used  for  reserve  stock.  It  is  the  intention  of  the  firm 
to  transfer  kitchen  utensils,  crockery,  glassware,  toys,  and 
package  groceries  in  the  near  future.  These  goods  are 
now  in  the  basement,  where  a  very  complete  oilcloth  de- 
partment is  also  situated.  When  the  transfer  of  goods 
is  made  from  the  basement  to  the  fourth  floor,  the  oilcloth 
departmen  will  remain  in  the  basement,  which  will  then 
be  devoted  to  wash  goods,  linens  and  cottons.  The  ground 
floor  at  present  does  not  give  adequate  space  to  this  de- 
partment. 

In  the  oilcloth  department,  the  four-yard  goods  are 
shown  on  rollers  held  in  a  horizontal  position  by  upright 
fixtures.  The  rollers  move  easily,  a;nd'  make  the  showing 
of  these  goods  a  simple  matter.  Ample  space  is  reserved 
for  the  showing  of  the  narrow  goods. 

Concerning  Long-distance  Shoppers. 

J.  B.  Humphries,  of  Bra,cebridge,  leaned  back  at  his 
desk  and  thought  a  while,  when  asked  what  the  merchants 
of  that  town  were  doing  to  combat  outside  influence  on 
home  trade.  His  is  a  general  store.  He  has  been  in  busi- 
ness in  Bracebridge  for  thirty-four  years,  and,  to  use 
the  words  of  a  competitor,  has  "built  up  a  nea,t  little 
business  of  his  own."  He  has  his  boxed-in  desk  in  the 
centre  of  the  main  floor.  On  his  left  are  boots  and  shoes 
and  groceries,  on  his  right  dry  goods,  and  in  front  of  him 
is  a  bargain  table. 

"Well,"  said  Mr.  Humphries,  "there  has  been  a  fire 
sale  in  town  recently  aind  that  has  undoubtedly  nailed 
home  business  for  some  weeks  to  come. 

"We  try  to  give  the  people  as  good  as  they  can  get 
elsewhere.  Many  have  awakened  to  that  possiliility,  but 
there  will  always  be  people  who  have  the  idea  that  they 
can  do  better  by  shopping  at  long  distance.  Some  of 
them  do  not  hesitate  to  attempt  to  exchange  goods  at 
home  when  their  purchases  are  unsatisfactory.  That  is 
a  good  time  to  impress  a  lesson,  but  even  then  it  doesn't 
pay  sometimes.  Not  long  ago,  people  whom  I  knew  very 
well  asked  me  for  a  .small  loan.  I  gave  it  to  them,  and 
shortly  afterwards,  while  in  the  post  office,  I  noticed  the 
same  party  obtaining  an  order  for  that  amount  in  favor 
of  the  T.  Ea,ton  Co.,  and  I  never  got  my  money  back  for 
three  months.     This  just  shows  what  some  people  will  do. 

"The  merchant  must  be  very  careful.  If  he  is  ob- 
servant, he  will  see  occasions  in  which  he  may  effectively 
demonstrate  the  capabilities  of  his  stock.  M,v  store  is 
not  large,  chiefly  staples,  but  I  seldom  lose  an  opportun- 
ity to  introduce  new  goods  to  the  customer  in  tlie  store 
or   through   the  display  windows." 
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M       AGAINST  DARNING 


Your  Careful  Customer  Buys 

GUARANTEED 

HOSIERY 

This  plan  appeals  not  only  to  her  sense  of  economy 
but  to  the  fact  that  she  can  banish  darning  by  simply 
purchasing  a  box  of  six  pairs  fully  guaranteed  not  to 
come  into  holes  for  six  months.  This  is  the  secret 
of  the  success  of 

NEVERDARN 

©ieproof  4|osie!rm 

FOR   MEN  AND  WOMEN 
Each  box  contains  a  hard  and  fast  Guarantee.      Here  is  the  form : 


Should  any  or  all  of  this  six  pair  of  Hose  require  darning-  within 
six  months  of  the  day  you  bought  them,  we  will  replace  at  our 
expense  with  new  pair  each  darned  pair  returned. 


Neverdarn  H.P.  Hosiery  are  of  the  quality  that  make  good  the  Guarantee. 
They  are  made  of  the  finest  quality  long  fibre  Sea  Island  and  Lisle  yarns, 
specially  prepared,  which  renders  them  extremely  tough  and  durable,  yet  soft 
and  easy  on  the  feet.  Reinforced  at  the  hardest  points  of  wear.  They  will 
permanently  retain  original  good  shape.  They  are  dyeil  by  new  process  sani- 
tary dye  which  leaves  the  fabric  absolutely  fast  and  clean.  Made  in  leather 
shade  tan  and  black. 

ORDER    FROM   YOUR   JOBBER 

Chipman-Holton  Knitting  Co. 

HAMILTON,  CANADA  ^''"'*'^'' 

E.  H.  WALSH  &  CO.,  Sole  Selling  Ag«nts,  Toronlo  and  Montreal 


//'/  the  name  behind  a 
guarantee  that  makes  it 
good. 
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Working  Towards  Cash. 

Ill  districts  siic-li  as  Aluskoka  a.iid  I'arry  Sound,  where 
the  annual  sojourn  of  tourists  and  campers  gives  consid- 
erable impetus  to  Summer  trade,  it  is  important  that  the 
merchant  take  steps  to  so  cover  his  field  that  he  will  get 
some  share  of  benelit  from  the  influx, 

Fenn,  Anderson  &  Co.,  general  mereh'ints',  of  Brace- 
bridge,  keep  in  touch  by  means  of  branch  stores,  of  which 
they  have  two — one  at  Ba,ysville,  and  another  at  Kus- 
seau.  Wliile  (he  Summer  tra,de  is  made  a  subject  of 
special  concentration,  the  two  stores  are  open  all  the 
year  round.  It  is  not  to  be  expected,  of  course,  that  dry 
goods  constitute  the  big  item  with  these  holiday  visitors. 
The  majority  bring  their  season's  wardrobe  and  acces- 
sories along  with  them,  and  tlie  branch  store  is  chiefly 
regarded  as  the  base  of  camp  supplies  and  provisions. 

"Would  a  plan  whereby  merchants  might  assist  eacli 
other  in  disposing'  of  surplus  goods  be  feasible  in  a  town 
situated  as  Bracebridge  is?"  was  the  question  asked  of 
Mr.  Anderson. 

"I  hardly  think  so,"  was  his  reply.  "Where  compe- 
tition is  keen,  merchants  prefer  to  be  mixed  up  solely 
with  their  own  business,  and  they  are  generally  independent 
enough  to  feel  that  they  can  dispose  of  goods  to  &&  much 
advantage  as  the  other  fellow.  It  is  all  a  matter  of  let- 
ting the  people  know.  Where  the  press  does  not  fully  ans- 
wer we  have  to  adopt  special  means.  If  a  man  has  a  line 
which  is  not  moving-  very  rapidly,  it  is  up  to  him  to  give 
it  the  benefit  of  publicity.  A  merchant  should  see  in 
every  section  of  his  stock  some  good  rea.son  why  people 
should  come  to  his  store.  That  being  the  case,  he  is  not 
likely  to  relinquish  any  part  of  his  stock  to  another  mer- 
ehaint,  though  he  may  have  a  large  supply  of  it,  so  long 
as  it  retains  its  salable  (lualities.  The  merchants  here 
have  endeavored  to  work  together  to  reduce  the  credit 
evil  to  a  more  satisfactory  level.  Account  lists  have 
been  exchanged  so  that  all  would  know  who  the  chief 
offenders  were,  but  the  plan  did  not  work  out  well.  In  a 
town  such  as  Bracebridge  infinite  care  is  required  in  at- 
tempting to  introduce  anything  like  a  cash  system.  We 
are  working"  in  that  direction  now,  'but  there  is  here  no 
large  and  wealthy  community,  It  is  the  only  way  to  do 
business,  but  what  is  the  merchant  going  to  do  with  peo- 
ple who.  in  selecting  a  pair  of  shoes  or  anything  else  and 
having  it  wrapped  np,  tell  you  pleasantly  that  they  w^ill 
come  in  shortly  when  they  have  the  monej.  He  knows 
that  these  people  are  good  for  it,  and  that,  in  a  few  days 
they  will  be  in  a  position  to  pay.  In  a  district  where 
money  is  not  any  too  plentiful,  it  would  seem  tha,t  the 
only  feasible  plan  would  be  to  have  the  merchants  organ- 
ize for  that  purpose. 

"Bracebridge  is  quite  a  manufacturing-  centre,  and  Ave 
hope  to  see  it  come  into  greater  prominence  as  the  result 
of  development  in  the  north  country.  We  have  the  Bird 
Woolen  Mills,  the  Dominion  Linen  Mfg.  Co.,  which  re- 
cently resumed  operations,  and  the  'Muskoka  Leather  Co., 
to  say  nothing  of  saw  mills,  and  the  activities  of  lumber 
companies.  The  town  should  benefit  from  any  advantage 
that  exists  in  its  location  as  one  of  the  centres  between 
the  north  and  south  sections  of  the  province." 
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of  that  spirit  vvliieh  causes  a  man  to  take  a,dvantage  of 
another's  initiative  or  originality.  If  one  merchant  dis- 
plays a  certain  line  of  goods  at  a  reduced  price,  he  may 
be  sure  of  it  that  his  opposition  across  the  street  is 
not  immediafely  going  to  pull  off  some-thing  of  the  same 
kind  at  a  little  lower  figure.  If  I  had  a  piece  of  goods 
in  the  window  at  a  price,  and  on  walking  down  to  din- 
ner I  saw  the  same  thing  in  another  merchant's  window, 
I  would  immediately  remove  that  part  of  my  display. 
That  seems  to  be  the  .spirit  of  inorcha,ndiziiig  here.  Busi- 
ness ethics  are  pretty  well  adhered  to. 

"During  the  time  I  have  been  in  business  here,  I  have 
done  considerable  advertising  through  the  local  papers, 
but  I  find  that  very  good  results  are  also  possible  by 
using  a  regular  bulletin  at  the  beginning  of  a  season  or 
whenever  new  goods  airrive.  That  is  a  plan  which  is 
largely  adopted  by  Barrie  merchants.  They  are  sur- 
rounded by  a  good  country  and  the  farmers  are  easily 
reached." 

"What  plan  do  you  consider  advisable  in  the  de- 
velopment of  your  younger  clerks?"  Mr.  Irwin  was  ask- 
ed. 

"I  think  they  should  be  given  every  encouragement 
to   become  self-i-eliant.     Everv  merchant   should  be  care- 


J.  C.  Irwin,  who,  after  several  years'  business  in  Bar- 
rie, sold  out  recently  to  J.  Sutcliffe  &  Sons,  staites  that 
he  knows  of  few  towns  in  which  the  merchants  take  a 
more  broad-^minded  or  considerate  view  of  each  other's 
business  privileges,  and  ambitions. 

"I  have  failed   to  observe."  said   he,   "any  existence 


The  Stores  of  Jas.  Vair  &   Co.,   Barrie,  Showing  Thoroughly 
Modern  Arrangement   of  the   Front. 

ful  to  see  that  his  clerks  know  how  to  shoulder  responsi- 
bility. A  salesman  thus  reaches  the  hig'hest  point  of  his 
value  and  should  be  appreciated  accordingly.  I  certainly 
would  not  hesitate  to  pla,ce  a  good  man  in  charge  of  a 
department,  making-  him  responsible  for  its  development, 
once  I  became  convinced  that  he  knew  his    business." 

Taking  Larger  Premises. 

J.  W.  Patte,  who  has  conducted  a  dry  goods  and  mil- 
linery business  for  the  past  seven  years  on  Market  St., 
Brantford,  has  leased  larger  premieses  on  Colborne  St., 
the  store  formerly  occupied  by  the  Whitaker  Shoe  Co. 
It   lia.s  been    thoroughly   renovated. 

Business  Changes  Hands. 

H.  J.  Hollinrake  &  Co.,  who.  for  thirteen  years,  car- 
ried on  successfully  a  dry  goods  business  at  Ingersoll,  and 
sold  out  about  a  year  and  a  half  ago,  have  again  embark- 
ed in  the  same  line.  They  have  purchased  the  dry  goods 
and  millinery  business  of  R.  C.  Burns,  of  Brantford.  The 
purchase  was  made  on  a  cash  basis  and  Mr.  Hollinrake 
states  that  his  intentions  are  to  develop  the  business  ma- 
terially. He  is  a  firm  believer  in  advertising  and  is  do- 
ing a  cash  business.  No  other  plan,  he  states,  has  sug- 
ges'ted  itself  as  promising  more  satisfactory  results. 


Proved  Plans  for  Saving  that  Have  Brought  Dividends 

Stopping  the  Leaks  -The  Little  Schemes  that  Increase  the  Profits  by 
Cutting  Out  Unnecessary  Expenses  and  the  Wastes  of  Time  and  Material 

By  Kendai  Banning   in  System. 


WHEN    a    well    regiilaled    aud   responsible    busi- 
ness liouse,  whose  directors  do  not  allow  its 
officers  to  absorb  its  surplus  in  the  form  of 
salaries,  declares  an  annual  dividend  of  tive 
per  cent.,  it  means  that  a  nickel  has  been  made  on  every 
dollar  tha,t  has  been  invested  and  that  the  dollar,  or  its 
equivalent  in  material  value,  is  still  there. 

A  nickel  a  year  is  a  good  wholesome  profit — better 
than  the  average  returns  on  a  safe  investment.  Some- 
times this  surplus  is  made  out  of  the  savings  that  are 
effected  all  along  the  line — little  economies  here  and  there 
that  chop  oif  a  few  cents  of  expenditure,  or  a  few  minutes 
(if  time  or  eliminate  a  process  or  a  machine  or  an  em- 
ploye,  until  that  point  is  reached  when  the  minimum  money 
and  time  is  made  to  produce  the  maximum  result.  The 
saving  of  a  cent  or  a  minute  may  spell  the  difference  be- 
tween a  loss  and  a  profit — between  a  deficit  and  a  divi- 
dend. The  saving  of  a  mere  one  hundredth  pa,rt  of  the 
running  expenses  of  a  business  house  may  increase  the 
dividends  from  five  to  six  per  cent.  The  same  increase 
in  value  may  be  secured  by  adding  to  the  production  of 
that  house  a  corresponding  amount. 

It  is  safe  to  claim  that  in  the  majority  of  well-sys- 
tematized plants  dividends  are  squeezed  out  of  the  lit- 
tle economies,  economies  so  small  as  to  seem  inconse- 
quential; but  the  difference  in  market  value  of  stock  that 
is  yielding  ten  per  cent,  and  the  stock  that  is  yielding 
five  per  cent,  is  just  exactly  dou'ble.  It  is  this  fact,  as 
well  as  the  annual  need  of  the  cash  dividends,  that  is 
bringing  into  vogue  the  better  systems  and  the  better 
methods  of  orga,nization  that  are  distinguishing  this  age 
of  industrial  and  commercial  achievement. 

A  large  proportion  of  the  leaks  that  deflect  the  divi- 
dends are  leaks  of  time.  They  are  difficult  both  to  dis- 
cover  and  stop. 

A  small  haberdasher's  shop,  located  in  a  business  dis- 
trict of  New  York,  for  several  months  ma,de  barely  enough 
money  to  pay  its  bills.  It  discharged  a  couple  of  clerks, 
but  the  resultant  ineftieiency  of  service  lost  trade.  It 
decreased  the  amount  of  stock  on  hand,  but  this  move 
drove  away  more  than  enough  customers  to  pay  the  dif- 
ference. Finally  it  hit  ujion  the  simple  and  obvious  ex- 
pedient of  keeping  ojjen  an  hour  longer  in  the  evening 
and  thus  cafching  the  trade  from  the  men  whose  office 
duties  kept  them  downtown  late.  From  that  time  the 
store  paid.  It  is  not  improbable  that  the  profits  of  the 
majority  of  similar  shops  are  made  during  the  last  hour 
of  its  business  day. 

In  a  small  office  in  New  York  were  employed  four 
salesmen  and  two  stenographers.  It  had  a  telephone  con- 
tract that  provided  for  the  minimum  number  of  calls,  at 
the  rate  of  five  cents  a  call,  and  had  one  telephone  trunk 
wire.  One  or  more  of  these  employes  stopped  their  wiirk 
to  answer  every  call  and  to  connect  the  party  desired.  The 
w^ork  of  the  office  increased,  or  rather  the  efficiency  of 
that  ofiRee  decreased,  until  it  became  necessary  fo  employ 
another  stenographer.  A  telephone  girl  was  engaged  at 
$5  a  week  and  two  trunk  line  wires  were  installed  on  a 
contract  (based  on  the  number  of  cajls  the  year  preced- 
ing)  giving  a  minimum  rate  of  three  cents. 

The  change  effected  a  saving  that  not  only  paid  for  the 


lele[)lione  operator,  but  eliminated  the  extra  stenographer 
a,ud  increased  the  etRciency  of  the  office  twenty  per  cent, 
representing  an  economy  that  almost  e(iualled  tlie  annual 
floor   rental. 

An  importing  house  whose  executive  offices  are  in 
the  front  of  the  building  and  whose  stock  rooms  are  in 
the  rear  installed  an  electric  bell  for  summoning  the  stock 
clerks  when  samples  of  goods  were  wanted.  By  actual 
cinuit  this  bell  was  rung  130  times  in  one  week.  It  took 
an  average  of  three  minutes  for  a  clerk  to  make  the  trip 
and  return,  or  a  total  of  six  and  a  half  hours  a  week, 
representing  a  value  in  wages  of  $2.34  a  week,  or  $121.68 
a  year.  The  leak  was  stopped  by  the  simple  expedient 
of  instaling  a  short  inside  telephone  wire  tha,t  saved  both 
journeys. 

For  like  economy,  the  factory  of  the  Herring-Hall- 
Marven  Safe  Company  has  taken  out  its  inter-depart- 
mental 'telephones  on  the  grounds  that  they  waste  time 
by  facilitating  intercourse.  Further,  by  making  com- 
munications more  difficult  the  foremen  are  less  inclined 
to  rely  upon  their  chiefs  for  instructions  and  are  more 
inclined  to  cultivate  their  own  initiative  on  the  simple 
iheory  that  when  it  is  hard  to  waste  time  it  is  easy  to 
save  it. 

One  of  the  most  troublesome  wastes  of  time  occurs  in 
the  transportation  of  goods  by  trucks  between  the  docks 
or  railroad  freight  yards  a,nd  the  consignee.  It  has  been 
estimated  that  in  New  York  City,  for  instance,  where  the 
traffic  is  much  congested  in  many  of  the  over-crowded 
streets  and  where  the  docking  facilities  have  for  years 
been  inadequate,  about  three-quarters  of  the  time  and 
money  spent  in  trucking  have  been  wasted  in  long  and 
in  many  cases  needless  delays,  due  pai'tly  to  lack  of  clerk 
service  at  the  shipping  offices  and  partly  to  the  unorgan- 
ized and  unsystematic  routing  of  drivers. 

A  manufacturing  concern  in  Baltimore  recently  hired 
a  man  whose  sole  business  it  was  to  keep  tab  on  its 
trucks.  Every  driver  was  obliged  to  sign  a  time  card 
showing  when  he  left  'the  starting  point  and  when  he  re- 
turned. Routes  were  laid  out  and  the  trucks  were  so 
loaded  tha.t  the  various  deliveries  could  be  made  in  regu- 
lar order  and  with  the  least  labor.  By  this  arrangement 
the  efficiency  of  the  trucking  was  increased  about  fifty 
per  cent.,  representing  a  cash  saiving  many  times  greater 
than  the  wages  paid  to  the  timing  and  routing  clerk. 
Similar  systems  are  being  gradually  installed  by  other 
firms,  hat  this  form  of  leak  has  sometimes  persevered  for 
years  before  it  is  discovered;  yet  it  is  the  easiest  waste 
to  prevent  when  a  concern  knows  that  it  exists.  Sewing 
a  button  on  a  coat  is  the  labor  of  a  moment,  but  the  de- 
ficiency may  exist  for  days  before  il  is  noticed  and  rem- 
edied as  it  can  be  very  easily. 

The  commonest  time-leak  of  all  is  in  correspondence. 
A  business  letter  that  covers  the  point  in  thirty  words 
in  the  hands  of  an  inexperienced  correspondent  may 
overflow  into  one  or  two  hundred.  Time  is  wasted  in 
dictating,  translating,  typewriting  and  reading.  Bu.sy 
men  write  and  want  to  read  short  business  letters  that 
say  their  say  and  stop  short.  The  inexperienced  dic- 
taiiir  is  almost  invaria,bly  verbose. 

A  form  of  leak  that  is  usually  recognized,  if  not  par- 
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ticipated  in,  by  everj'one,  but  which  is  seldom  etlicieiitly 
stopped,  is  tardiness.  A  few  moments'  delay  in  arriving 
at  the  office  or  the  shop  is  not  a  fault  that  will  in  itself 
necessarily  impair  the  efficiency  of  the  plant — not  direct- 
ly. But  it  does  impair  it  eventually.  A  crack  in  the 
driving-  wheel  may  not  immediately  wreck  the  engine, 
but  the  laxity  that  permits  the  crack  to  go  undiscovered 
or  unrepaired  will  in  time  result  in  disaster.  The  office 
tliat  permits  tardiness  will  also  permit  carelessness  in 
other  tilings — in  'billing,  in  shipping,  in  a,ccounting.  De- 
lay in  beginning  the  day's  work,  also  is  invariably  asso- 
ciated with  a  slackening  of  effort  at   the  closing  hour. 

One  of  the  biggest  industrial  eompaiuies  three  or  four 
years  ago  charted  the  daily  consumption  of  power  used 
for  running  its  plants  and  by  this  means  discovered  that 
the  maximum  load  was  not  assumed  for  over  an  hour 
after  the  day's  work  began  in  the  morning  aaid  in  the 
afternoon,  and  that  it  decreased  an  hour  before  closing 
at  noon  and  in  the  evening.  The  causes  were  obvious — the 
machines  were  not  in  use  because  the  men  were  not  at 
work.  A  few  foremen  were  discharged,  a  few  men  were 
promoted,  a  few  were  removed,  and  the  resultant  in- 
crease in  efficiency,  as  indicated  by  the  increased  pro- 
duct, netted  a  saving  of  nearly  $90,000  a  year. 

This  leak  threatens  every  ma,nufacturing  plant  where 
power  is  required,  and  may  often  be  discovered  only  by 
reports  of  the  power  consumed,  as  the  time  tickets  of  the 
men  show  merely  the  time  of  arrivals  and  departures  and 
not  the  time  of  beginning  and  ending  work. 

Wastes  of  material  ca,n  more  easily'  be  discovered  and 
eliminated  than  wastes  of  time,  and  their  value  may  be 
more  easily  estimated.  It  is  not  unusual  for  the  big 
restaurants  to  receive  several  thousand  dollars  a  year 
revenue  yearly  from  the  sale  of  products  which  a  few 
years  ago  was  considered  merely  refuse  and  thrown 
away.  The  fat  wastes  are  sold  to  one  mainufacturer ;  the 
grease  to  another;  the  I'emainder  to  another  to  be  con- 
verted into  fertilizers.  Scores  of  hotels  and  restaurants 
get  upwards  of  $2,000  a  year  from  this  source  alone,  and 
a  few  get  more. 

It  is  the  exceptional  office  that  does  not  waste  wrap- 
ping paper,  string  and  cardboard.  Even  though  paper 
and  string  may  not  always  be  advantageously  used  twice, 
cardboard  ,may  'be  used  repeatedly  for  packing  purposes, 
and  the  board  on  incoming  bundles  offers  easy  opportun- 
ity for  saving. 

Two  offices  whose  exchange  of  packages  with  ea,ch 
other  was  about  equal  paid  respectively  $10  and  $45  last 
year  for  cardboai-d;  which  means  that  the  former  re- 
used tha,t  which  the  latter  bought  and  was  thus  prac- 
tically using  the  working  funds  of  the  other.  A  manu- 
facturer in  Massachusetts,  who  spent  several  thousand 
dollars  a  year  for  lumber  to  be  made  into  packing  boxes 
for  shipping  his  products,  now  buys  second-hand  cases 
a,nd  board  at  a  saving  of  a  little  less  than  half. 

Sweepings  from  the  jewelry  department  in  the  R.  H. 
Macy  &  Company  store,  New  York,  are  collected  in  spe- 
cial barrels  and  delivered  to  an  assayer,  who,  by  different 
processes,  precipitates  the  gold,  silver  and  platinum  dust 
valued  from  $50  to  $150  a  barrel.  The  workers  are  re- 
quired to  wash  their  hands  in  a  special  sink  connected 
by  a  drain  pipe  to  another  sink  just  below,  from  which 
another  drain  pipe,  near  the  top,  carries  off  the  over- 
flow. The  metal  collected  and  saved  by  this  means  many 
dollars  a  year.  Similarly,  the  particles  of  silver  dust  that 
circulate  in  the  silver  polishing  department  are  drawn 
into  eight-iinch  air  pipes  and  deposited  into  a  collector, 
which  yields  a  similar  amount.  In  this  way  several  hun- 
dred dollars  are  saved  a  year  in  one  department — and 
Macy  has  eighty-five  departments. 


When  one  of  the  big  insurance  companies  began  a 
campaign  of  retrenchment  a  few  years  ago  it  discovered 
and  stopped  some  leaks  that  had  been  eating  big  holes 
in  the  profits.  For  instance,  the  record  of  each  policy 
holder  was  filed  in  a  ledger  weighing  fifteen  pounds,  con- 
taining  1,600  histories. 

Whenever  a  notice  of  a  change  in  policy  came  in — and 
five  thousand  such  came  in  a  day — each  record  had  to  be 
copied  in  full  from  one  of  the  ledgers,  meantime  tying 
lip  1,599  of  the  other  records  in  the  same  book.  The 
lesultant  waste  of  time  to  the  waiting  clerks  cost  the 
company  thousands  of  dollars  a  year.  The  system  was 
adequate  for  a  small  company,  but  entirely  iiiisiiited  for 
>i   large  one. 

A  new  system  for  handling  such  records  was  devi.sed. 
i'lie  1  500,000  records  in  condensed  form  were  transferred 
on  transparent  cards;  a  special  machine  made  36  blue- 
prints from  them  at  a  time  within  five  minutes;  pneumatic 
tubes  were  installed  to  carry  these  records  to  the  blue- 
print department.  The  result:  a  large  department  of 
clerks  wiped  out  at  a  saving  of  several  thousaands  of 
(lo'lars   a  year. 

Another  leak  was  stopped  by  changing  the  wording 
of  the  policy,  so  that  only  one  form  need  be  used  instead 
of  the  many  used  previously — saving  over  $2,000  a  month. 
If  formerly  cost  fourteen  cents  to  write  out  a  policy.  In 
1905  the  cost  was  reduced  to  four  cents,  and  the  com- 
pany saved  $15,000,  although  it  wrote  out  three  times 
as  many  policies  as  before  the  change  was  made. 

A  similar  simplification  of  records  has  been  made  by 
many  business  concerns,  large  and  small,  to  the  material 
improvement  of  their  business  method.  For  it  is  prob- 
able that  the  majority  of  offices  carry  records  or  forms 
tliat   could   be   condensed    to   advantage. 

When  the  National  Cloak  Company  installed  a  chute 
by  which  it  sent  emptied  packing  cases  from  the  stock 
room  to  the  basement  it  cut  off  the  delay  and  expense  of 
sending  them  down  on  the  elevators.  But  when  an  exe- 
cutive accidentally  discovered  a  couple  of  perfectly  good 
suits  in  the  waste  paper  at  the  bottom  of  an  "empty" 
box  he  found  a  leak  that  he  promptly  stopped  by  hiring  a 
man  to  inspect  each  case  as  it  comes  down  the  chute.  He 
saves  enough  to  pay  his  salary  twice  over. 

The  head  of  a  house  in  Chicago  which  conducts  an 
extensive  busine.ss  through  its  agencies  one  day  opened 
a  large  envelope  containing  several  sealed  letters  that  had 
come  to  one  of  the  branch  offices,  but  which  were  intend- 
ed for  the  home  office.  The  envelope  bore  five  two-cent 
stamps.  Evei-y  one  of  the  enclosures  would  have  reached 
the  home  office  by  merely  correcting  the  address  and  re- 
mailing.  Several  such  envelopes  were  received  a  day — 
perhaps  five  or  six,  representing  half  a  dollar  or  more  of' 
waste.  Rubber  stamps  bearing  athe  words  "Forward  to" 
followed  by  the  Chicago  address,  were  sent  to  every 
branch.  The  leak  was  small,  amounting  to  $1.50  a  year 
or  so,  but  that  is  enough  to  pay  the  costs  of  an  office  boy 
who  could  attend  to  the  forwarding  of  letters  merely  as 
an  incident  to  his  other  work. 

An  office  manager  picked  a  half  used  pencil  from  the 
scrap  basket  of  one  of  the  clerks.  He  found  partly 
used  erasers,  paste-tubes  and  blotters  in  other  baskets 
during  the  week.  He  issued  an  order  to  the  stock  room 
to  issue  no  more  supplies  except  on  a  written  order  sign- 
ed by  him.  For  every  new  eraser  or  pencil  or  ink  blotter 
issued  hereafter,  the  old  one  ha'd  to  be  returned  and  a  re- 
cord was  kept  of  every  requisition.  At  the  end  of  the 
week  not  only  had  the  leaks  in  the  office  and  supply  de- 
partment been  effectually  stopped  but  a  decreased  de- 
mand was  made  on   the  stationery — due  to   the  previous 
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use  of  the  company's  stationery  for  personal  correspond- 
ence by  employes. 

Mechanical  devices  are  providing  effective  leak  stop- 
pers— cash  registers,  computing  machines,  time  clocks, 
check  protectors,  and  a  host  of  other  "Yankee  notions." 
They  not  only  locate  and  prevent  wastes,  but  are  fac- 
tors in  placing  business  organizations  and  methods  on  a 
more  systematic  basis.  Among  such  should  be  mention- 
ed a  device  for  perforating  postage  stamps  with  a  small 
hole  or  holes  of  a  distinctive  shape  selected  by  the  office. 
This  scheme  has  stopped  the  use  of  the  company's  stamps 
on  personal  letters  of  employes,  whose  "liberties"  with 
the  firm's  property  thus  become  self-evident. 

A  source  of  unnecessary  waste  in  retail  houses  is  caus- 
ed by  the  mutilation  of  goods  in  cutting  off  pieces  for 
samples.  Many  sheets  of  paper,  rolls  of  cloth,  and  boxes 
of  goods  are  spoiled  in  this  way  unless  precautions  are 
taken  to  lay  aside  sheets  or  rolls  or  boxes  for  use  as 
samples  exclusively. 

Even  a  small  shop  can  avoid  waste  by  this  means.  A 
paper  house  in  New  York  recently  built  a  cabinet  divided 
into  sections,  each  of  which  was  reserved  for  the  exclu- 
sive use  of  sheets  of  the  various  gra.des,  cut  into  samples. 
The  device  is  saving  several  dollars'  worth  of  stock  a 
month  that  theretofore  was  lost,  as  either  an  entire  sheet 
was  given  away  or  the  mutilated  portion  was  destroyed. 
Stock-taking  is  usually  a  mechanical  process  that  of- 
fers small  opportunity  for  saving.  Yet  a  short  cut  used 
in  the  Steinway  piano  warerooms  chops  off  several  hours 
a  week.  An  account  of  the  goods  on  hand  is  taken  at 
frequent  intervals,  necessitated  by  the  constant  moving 
of  the  goods.  Each  piano  is  recorded  by  its  number,  which 
is  engraved  inside  the  ease.  It  was  formally  a  tedious 
job  for  a  couple  of  clerks  to  go  through  the  sales  and 
itock  rooms,  lift  the  piano  lids  and  write  down  the  num- 
f-i'als.  A  clerk  suggested  that  each  number  'be  written  in 
large  letters  on  a  card  and  attached  to  the  piano  in  a  con- 
spicuous position.  This  has  been  done  and  inventory  that 
fomerly  took  many  hours  is  now  taken  in  as  many  min- 
utes by  merely  glancing  down  the  aisles  and  jotting  down 
the  numbers. 

These  methods  of  stopping  leaks  are  more  than  mere 
clever  schemes.  They  have  a  ma.terial  and  measurable 
value  aside  from  the  moral  effect  upon  the  office  or  shop 
employes.  They  cut  off  expenses  of  time  and  money. 
Lower  expenses  mean  lower  costs  of  production  and  cor- 
respondingly greater  facilities  for  meeting  competition. 
The  factory  that  sells  a  desk  at  cost  in  order  to  meet  its 
rival's  price  will  be  driven  out  of  the  market  by  the  rival 
v/ho  can  sell  it  at  the  same  or  lower  price  and  still  make 
a  profit.  The  contest  for  the  market  resolves  itself  into 
a  struggle  to  keep  the  costs  down  and  the  quality  and 
the  prices  up. 

The  business  that  wastes  the  least  and  stops  the  most- 
leaks  has  won  a  his;  half  of  the  battle  for  success. 


Issues  Weekly  Bulletin. 

A  particularly^  good  example  of  a  well  departmentized 
general  store  is  that  of  James  Vair  &  Co.,  Barrie.  The 
grocery  section  occupies,  probably,  the  more  desirable 
location,  with  canopied  entrance,  on  a  cornei.  but  the 
entire  front  is  so  well  arranged  with  large  and  up-to-date 
displa,y  windows  that  it  is  difficult  to  see  which  has  'the 
advantage,  if  any.  The  dry  goods  department  has  a  front- 
age of  about  sixty  feet. 

Though  believing  in  advertising,  this  firm  employs 
very  little  newspaper  publicity.  'A  weekly  bulletin  is 
issued  the  year  round,  and  it  contains  the  latest  news 
of  every  department.     Groceries    occupy   the  back  page. 


The  manager,  S.  W.  Moore,  states  that  the  bulletin  has 
become  a  fixture  'to  the  extent  that  people  look  for  it 
weekly.  He  admits  that  the  weekly  new.spaper  has  an 
advertising  value,  but  is  equally  of  opinion  that  the  bulle- 
tin, as  a  regular  store  medium,  has  made  a  place  for 
itself. 

It  is  interesting  to  note  that  Mr.  Vair  is  not  a  dry- 
goodsman  himself,  but  a  grocer,  and  that  he  originally 
started  as  such.  Upon  adding  a  dry  goods  section  he  im- 
mediately saw  the  necessity  of  placing  it  in  charge  of 
expeienced  men.  This  explains  how  it  is  that  the  gro- 
cery and  dry  goods  departments — the  latter  including 
millinery  and  dressmaking — have  been  exceptionally  well 
developed.  The  arrangement  is  such  that  the  two  main  di- 
visions are  separate,  save  for  a  connecting  passage  in 
the   rear. 


Considering  Debt-collecting  Schemes. 

The  debt-collecting  scheme,  recently  proposed  by  the 
Chatham  branch  of  the  Retail  Merchants'  Association,  has 
been  the  theme  of  earnest  discussion  by  a  special  com- 
mittee appointed  at  the  March  meeting. 

At  this  month's  meeting  the  committee  reported  that 
they  had  interviewed  a  number  of  professional  collectors, 
but  that  none  of  the  latter  had  been  in  a  position  to  take 
up  the  work  at  the  present  moment,  though  one  or  two 
intimated  that  they  might  haaidle  it  later  on.  The  col- 
lectors seemed  'to  take  the  stand  that  the  Retail  Mer- 
chants should  draft  a  definite  proposition,  specifying  the 
amount  of  work  and  the  remuneration,  instead  of  looking- 
for  a  collector  to  make  a  specific  proposition. 

With  a  view  to  securing  informaition,  the  association, 
after  hearing  the  committee's  report,  decided  to  invite 
Mr.  Scroggie,  the  official  collector  for  the  Guelph  asso- 
ciation, to  visit  Chatham  and  address  the  merchants  here 
with  reference  to  the  system  in  vogue  in  his  own  city.  In 
the  event  of  his  being  unable  to  come,  Mr,  Scroggie  will 
be  asked  to  furnish  information  regarding  the  system. 

The  work  done  by  the  association  in  this  direction  has 
had  the  effect  of  stimulating  interest  among  the  mer- 
chants. The  need  of  a  system  for  dealing  with  bad  debts 
and  dead-beats  is  generally  felt,  since  'there  are  few,  if 
any,  merchants  doing  a  strictly  cash  business,  and  a  "de- 
linquent list"  system,  in  vogue  for  some  time,  has  proven 
unequal  to  the  task  of  coping  with  the  slow  pay  people. 


Linen  Mill  Resumes  Operations. 

The  Dominion  Linen  Co.,  of  Bracebridge  resumed 
operations  on  the  22nd  of  March.  The  manager,  Thos. 
M.  Morrow,  returned  recently  from  the  Old  Country, 
where  he  arranged  for  an  up-to-date  bleaching  plant. 
Tills  has  now  been  installed,  and  will  prove  a 
valuable  addition  to  the  equipment  of  the  Bracebridge 
concern,  as  it  will  be  thereby  enabled  to  finish  its  pro- 
duct at  home.  Mr.  Morrow  has  also  engaged  experienced 
men  to  operate  the  plant.  The  mills  were  partially  shut 
down  recently,  and  during  that  time  the  machines  were 
changed  to  finer  goods  and  new  designs.  It  is  expected 
that  a  complete  line  of  new  samples  will  be  ready  for 
June  1st. 

—4 


.James  E.  Knox,  of  the  sales  department  of  the  Do- 
minion Textile  Co.,  Toronto,  has  gone  to  Winnipeg  to  take 
charge  of  the  office  there.  Prior  to  his  departure  from 
Toronto,  he  was  tendered  a  banquet  by  his  friends  in 
that  city. 
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20  Years'  Experience  Inventing  and  Building 
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LiBsn  dna  rackaop  ijarriprs  ^^'^^  strongest,  simplest  and  most 
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The  "Gipc" 

Reprinted  'rom  "  THE  CHICAGO  DRY  GOODS  REPORTER," 

of  Nov.  12,  1898  .— 

A  NEW  CARRIER 

E.  C.  GIPE,  the  veteran  inventor  of  cash  and  package  carriers,  has 
again  demonstrated  his  ability  in  this  line  by  bringing  ont  a  new  carrier  with 
special  and  meritorious  features  different  from  any  other  carrier.  The  new 
carrier  is  called  the  "Air- Line,"  and  is  described  and  illustrated  in  the  ad.  of 
tlie  Air  Line  Carrier  Company  elsewhere  in  this  issue. 

The  carrier  is  so  constnjcted  that  it  is  impossible  for  the  basket  to  drop 
from  the  wire  under  any  circumstances.  Anotlier  feature  is  that  the  basket, 
because  of  its  manner  of  construction,  cornea  much  nearer  the  wrapper  at  the 
bundle  counter  station  than  any  other  ever  invented. 

The  new  I  ompany  is  outside  the  combination,  a  fact  which  will  interest 
all  merchants  who  contemplate  putting  in  a  carrier  service,  but  object  to 
paying  combination  prices. 


Reprinted  from  "THE  DRAPERS'  RECORD,"  London,  Dec.  12,  1908:- 
THE   GIPE  CARRIER  COMPANY,   LIMITED 

Tlie  "  GIPK  "  cash  and  package  carriers  are  very  well  known  in  America,  where  a 
great  number  are  in  use  at  the  present  time.  In  Canada,  too,  they  have  earned  a  well- 
deserved  reputation,  and  it  is  largely  with  the  idea  of  developing  British  trade  in  the 
carriers  that  Mr.  E.  C.  GIPE,  the  inventor,  is  now  in  London.  Mr.  GIPE  has  had 
over  19  years  of  practical  experience  in  buililing  and  making  carriers,  and  he  is  in 
consetiuence  in  the  liest  of  positions  for  appreciating  the  needs  of  up-to-date  firms  who 
wish  to  facilitate  the  transmission  of  cash  and  parcels  from  one  department  to 
another.  Already  a  large  number  of  Mr.  GIPE  S  carriers  have  been  installed  in  some 
of  the  largest  ami  best  known  English  retail  firms,  and  we  are  informed  that  as  the 
merits  of  the  system  become  known  the  demand  for  the  devices  increases  in  propor- 
tion. To  enumerate  the  many  advantages  of  the  carriers  would  reciuire  a  great  deal  of 
space,  but  particular  attention  may  be  directed  to  the  carriers  opeiated  upon  what  is 
known  as  the  "  spread-wire  "  system.  Many  advantages  are  offered  in  this  connection. 
The  carrier  is  transmitted  with  speed  and  despatch.  The  company  are  manufacturers 
of  carriers  for  almost  any  conceivable  purpose. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe"  Carriers,  and  such  well-known  houses 
in  London,  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Carnages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them  ;  the  latter  DISCARDING  Pneumatic  Tubes. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS,  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  asking,  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON,  ENGLAND 

118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN 


Excessive  Lighting  Bills  Eat  up  Profits 

The  above  line  expresses  a  fact  that  has  been  painfully 
apparent  to  many  a  Canadian  merchant.  On  a  dull  day 
you  ma\-  have  to  keep  artificial  lights  g'oing"  all  da}-  long". 
On  even  the  brig"htest  day  you  may  be  compelled  to  lig'ht 
up  parts  of  your  store  while  outside  the  sun  is  still  brightly 
shining". 

Don't  do   it — instal 

LUXFER     PRISM5 

A  Luxfer  Prism  Fanlig"ht  placed  above  your  show  window 
will  have  an  immediate  effect  in  reducing"  your  artificial 
lig"hting"  expense.  No  magic — merely  a  common-sense 
application  of  a  well-known  science  to  your  requirements. 
Luxfer  Prisms  catch  the  slanting  rays  of  daylight  and  re- 
fract them  horizontally.  Result,  a  brighter,  better  store 
and  greatly  decreased  lighting    bills.      Ask    any    architect ! 

LUXFER    PRISM    COMPANY,    LiniTED 


TORONTO 


and 


MONTREAL 
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This  window,   depicting   the  result  of   tlic  "first   spank.  "   was    trimmed   for  the   Houscfurnishing   Department   of   the  Paquet 

Co.,   Quebec.      It   is   described   as  being  18   feet   long   and  12  feet   deep.      The   walls   were   painted   a  light   green,  with 

rug  to  match.    On  the  second  day  the  entire  outfit  was  sold.    The   window  attracted  a   great  deal  of  attention. 

Valuable  Hints  on  Art  of  Displaying  Goods 

Whitewear  Displays  for  May— Helpful  Pointers  for  the  Opening  Win- 
dow—The Season  for  Housef urnishing  Trims— Wash  Goods  will  Claim 
Early  Attention  —  Some  Opportune  Pointers    for    Window  Dressing. 


5easona 


ble  T 


rims. 


THOUIiH  very  many  trimmers  i)ut  in  a  tack- 
g-round  that  is  made  to  do  duty  all  throug-li  the 
season — and  this  practise  has  much  to  commend 
it  on  the  score  of  convenience — liandsome  win- 
dows, displaying  new  goods  as  they  arrive,  will  be  the 
rule  for  some  weeks  yet.  The  two  opening-  windows 
.shown  this  month,  one  put  in  by  W.  H.  Mills  for  the 
Northway  Co.,  Tillsonburg,  and  the  other  by  E.  Mcll- 
roy  for  A.  L.  Garland,  of  St.  Thomas,  contain  many 
features  that  will  be  of  use  to  trimmers  who  are  plann- 
ing to  show  seasonable  goods.  The  platform  used  in  the 
St.  Thomas  window  is  particularly  effective  in  direct- 
ing attention  to  an  unusually  striking  dress  pattern. 


June  Whitewear. 


A  good  whitewear  window  is  sure  to  be  one  of  the 
events  of  late  May  or  early  .June.  This  is  to  call  atten- 
tion to  the  .June  sales  in  whitewear. 

Many  keen  women  buyers  prefer  to  replenish  their 
stock  of  lingerie  garments  at  the  June  sales,  as  they 
know  that  there  is  more  of  the  real  bargain  element 
then  than  in  January.  .June  selling,  as  a  rule,  is  the 
round-up  of  all  broken  lines,  and  of  the  high-class  gar- 
ments that  have  become  soiled  by  long  handling  during 
the  early  months. 

The  publicity  department  must  get  busy  if  the  .Tune 
sale  is  to  be  any  great  success.  Good  stocky  window 
displays  are  needed  to  attract  buyers,  and  though  con- 
.siderable  time  and  care  will  have  to  be  expended  upon 
the  arrangement  of  goods,  much  elaboration  of  back- 
ground is  not  necessary. 

Curtains  in  olive  or  Empire  green  falling  in  plain 
straight  folds  are  as  good  as  anything  that  can  be 
used.  These  should  be  supplemented  by  some  arrange- 
ment   of   flowers.    As    most    underwear   is   trimmed    with 


colored  ribbons  it  would  form  a  good  display  if  all  the 
garments  were  run  with  pink  ribbons  and  the  flowers 
used  were  pink  .Tune  roses. 

The  window  .shown  gives  an  arrangement  of  daisies 
that  is  effective,  and  the  arrangement  of  the  stock  is 
particularly  good. 

During  the  last  month  one  of  the  large  city  stores 
has  been  showing  handsome  white  skirts  draped  over 
brass  stands  so  as  to  .show  the  beautiful  lace  and  em- 
broidery trimmed  deej)  flounces  that  is  a  feature  of  the 
fashionable   skirt. 


Wash  Goods  Display. 

Wa.sh  goods  d'isplays  will  be  one  of  the  features  of 
the  near  future,  and  they  demand  a  good  deal  of  extra 
care  on  the  part  of  the  trimmer  if  he  does  not  wish  to 
have  trouble  with  the  buyers  of  that  department.  Wash 
goods  soil  and  cru.sh  easily  and  it  is  a  somewhat,  diffi- 
cult matter  to  arrange  effective  drapes  that  will  admit 
of  the  goods  being  returned  in  good  cowlition  back  to 
stock. 

The  first  care  of  the  trimmer  who  is  going  to  put  in 
a  wash  goods  window,  should  be  to  see  that  the  stands 
to  be  used  and  the  window  itself  are  perfectly  free  from 
dust.  There  should  always  be  a  covering  to  the  floor 
of  the  w'indow,  as  the  goods  contract  less  soil  from  be- 
ingi  drawn  over  a  cloth  surface,  than  they  would  do  if  a 
hardwood  floor  was  used. 

Drapes  should  be  planned  so'  that  as  few  pin  holes 
are  made  in  the  material  as  possible.  Also,  the  question 
of  fading  must  be  considered  and  doubtful  colors  and 
shades  must  be  arranged  at  the  back  and  as  far  out  of 
the   sun   as  possible. 

It  is  a  good  plan  for  the  trimmer  to  wear  socks  over 
his  boots  when  putting  in  a  wash  goods  window.  When 
a  disjilay  is  taken  out  each  piece  should  be  carefully 
folded   as  removed. 
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Dry  Goods  Review 


A   Well  Arranged  Whitewear  Window  —  Dressed  by  Napoleon  Simard  for  Gimbel   Bros.,  Milwaukee, 

now  with   Carsley  &   Co.,  Winnipeg, 


House   Furnishing  Windows. 

Now  that  Piaster  is  over  and  the  Spring-  hat  and 
gown  are  boug-ht,  the  housekeeper's  thoughts  turn  to- 
wards the  replenishing  and  refurnishing  needs  in  the 
home.  Therefore,  windows  dealing  with  suggestions  for 
'the  same  are  timely  now. 

Curtain    displays    arc    opprtune.       They    should    deal 


with  high  priced  and  bargain  goods.  Many  make  a  fea- 
ture of  sample  curtains  now,  and  by  this  means  draw 
customers  into  the  department,  trusting  to  the  display 
there  and  the  cleverness  of  the  selling  force  to  make 
added   sales   of  the  better  goods. 

The  new  patterns  in  Spring  carpets  have  also   to  bu 
shown,    and   the    trimmer    will    have    to    bo   prepared     t(i 


Fine  Opening   Window,  showing   Effective   Background   and   a   Well  Arranged  Display  of  Summer  Goods 
—  Put  in  by  E.  Mcllroy  for  A.  L.   Garland  &  Co.,  St.  Thomas. 
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THE  LIQUIDATION 

of  this  business  means  that  cut  prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 


SECTION   OF  MODERN    STORE 
EQUIPPED   WITH    OUR    SYSTEM 


System 

(Patented) 


Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,  all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  Suits. 

Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 

Hardwood  or  Metal  Roller  Bearing  Slides. 

Centre  Section  -         -  $30.00 

End    Section  -         -         $33  75 

(Metal  Slides  $3.00  extra) 

Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES  being    offered    on    SHOW-CASES   and   SILENT 
SALESMEN. 

Write  for  Illustrated  Circular, 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION) 

MOUNT  FOREST  -  ONTARIO 


Strong  Display 

Is  Half  The  Battle 


• 


No.  29.    Tie  and  Shirt  Stand. 


There  are  some  fine 
goods  in  your  stock, 
BUT  do  the  people 
know  it  ? 

When  a  woman  comes 
into  your  store  to  buy 
a  couple  of  yards  of 
lining,  what  are  you 
doing  to  direct  her  at- 
tention to  other  lines  ? 

Our  free  Catalogue  of 
Display  Fixtures  will 
give  you  more  ideas  on 
effective  display  than 
you  can  procure  from 
any  other  source. 


The  proof  is   in   the   Catalogue— so   write    us 
to-day,  and  w^e'll  send  you  a  copy  to-morrow. 

Toronto  Brass  Manufacturing 
Co.,  Limited 

17-21  Temperance  Street 

Toronto,         -  -         Ontario 


One  of  our  many  wax  figures  draped 
J.  R.  PALMENBERG'S  SONS 

Est.  18.52 
FIGURES  FIXTURES 

710  Broadway,  New  York 

Write  for  Catalogue 
Factory,  89  and  91  W.  3rd  Street 


FORMS 
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Dry  Goods  Rcz'iew 


Spring  Opening  Window     Dressed   by   W.   H    Mills  for   the   Northway   Co.,  Tillsonburg. 


put  in  several  carpet  displays.  The  endeavor  of  the 
trimmer  is  to  show  how  the  carpet  will  look  when 
made  up.  Therefore,  he  matches  up  three  or  four  lengths 
according'  to  the  size  of  his  window,  and  surrounds  it 
with  a  border.  The  carpet  is  suspended  from  hig-h  in 
the  background  and  hangs  naturally  to  the  floor — th^? 
border  and  some  portion  of  the  carpet  lying  on  the 
floor   of   the   window.    Other   patterns    are   shown    in    the 

"LAMSON- 


Lamson  Cable  Cash  Carrier  System  in  Store  of  Acme  Co., 
Edmonton. 


LAMSON  CARRIERS 

Stop  The  Leaks  due  to  unequal  distribution  of 
labor  in  Stores,  Offices  and  Workrooms.  They 
fetch  and  carry  Cash,  Messages  or  Merchan"- 
dise  in  over  eighty  per  cent,  of  the  representa- 
tive retail  stores  of  America  and  Great  Britain. 

Asi  niiy  user/ 

Systems  Leased  or  Sold 
Send  for  Bulletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington  St.  W.,      Toronto,  Ont. 

•SERVICE' 


roll   at   the   side   of   the   window.     Sometimes   drapery    is 
displayed   with  expensive  carpets. 

The  window  shown  adds  a  human  touch  that  drew 
the  crowd  and  was  most  effective.  Not  only  was  the 
arrangement  of  the  room  splendidly  done,  but  no  one 
will  be  better  able  than  readers  who  are  trimmers,  to 
appreciate  the  care  and  thought  that  has  been  given  to 
the  posing  of  the  three  figures. 


THE  MOST 
ATTRACTIVE 


SHOW  CARDS 


are  made  with  :he 

FOUNTAIN 
AIR  BRUSH 


It  is  also  used   by   up-to-date  Window  Trimmers   for  tinting 
Artificial  Flowers,  Lamp  Shades,  Draperies,  etc. 
WRITE  FOR   CATALOG   R.63 


THAYER  &  CHANDLER, 


160-164 
W.  JACKSON  BOULEVARD 


CHICAGO 


LETTER  YOUR  CARDS  WITH 

SHOW-CARDINE 


BEAUTIFUL  GLOSS  BLACK 


BRILLIANT  COLORS 


Use    THOMPSON'S    WATERPROOF    INKS 

FOR   THE  AIR  BRUSH 
The  equal  of  India  inks  at  a  fraction  the  cost. 


CARD -WRITERS'  SUPPLIES  of  aii  kinds 

P.  THOMPSON  CO, 

136  Victoria  Street,  TORONTO 
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Invaluable 

to 

Merchants 

and 

Window 

Trimmers 

"  Attractive  IVindows 
Inert  ate  Trade  " 

This  up-to-date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

410  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 
10  Front  St.  East,  Toronto 


The    Milbradt 
Ladders 

CANNOT  BE  ANYTHING  BUT 

Highly  Satisfactory 


There  is  nothing  about  them  to  grve  or 
wear  out  or  get  out  of  order,  and  after 
they  are  once  installed  require  no  further 
attention,  with  the  exception  of  a  few 
drops  of  oil  now  and  then. 


They  are  made  of  the  very  best  material 
that  can  be  obtained.  We  ship  them 
subject  to  approval,  hence  they  must  be 
satisfactory. 


Write  for  Catalogue  and  Prices 


MILBRADT  MFG.  COMPANY 


m  N.  8th  Street,  ST.  LODIS.  MO. 


PROPER    DISPLAY!        INCREASE    TRADE! 


PRACTICAL  RIBBON  CABINETS 

Made  In  eight  sizes.     Holding  from 
50  to  700  boltg  of  ribbon. 


PRACTICAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold   40   pieces. 

Made    for    counter   and   floor. 


PRACTICAL  GLOVE  CABINETS 

For  Me  I's  and  Women's  Kid  Gloves. 
Several  sizes. 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  or  120  pair  Hose. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND   FOR   CATALOGUE   DESCRIBING   THE   FIXTURES 

ILLUSTRATED  AND  A  VARIETY  OF  OTHER  FIXTURES. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION,  N.Y. 
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First-Step  Essentials  in  Effective  Show-Card  Writing 

Information  for  the  Beginner  —  Exercises  that  are    Best   Adapted    to 
Development  -  Helpful      Pointers     About       Brushes      and      Layouts. 

Written  for    the  Review   by  P.  Thompson. 


P.  THOMPSON 
Card-Writing  Expert. 


In  thi.s  serie.s  ol  articles  (jn 
"Show-card  Writing'"  it  is  well  to 
emphasize,  first  of  all,  that  there 
are  certain  principles  which  must 
be  observed  in  order  to  produce 
effective  and  profitable  work.  Each 
article  will  contain  valuable  infor- 
mation for  both  the  amateur  and 
skilled  writer,  while  individual 
cjuestions  will  bo  cheerfully  answer- 
c.l  in  tuin,  throug'h  the  columns  of 
the  Review.  For  a  beginner  the 
time  for  accomplishment  depends 
entirely  on  his  own  ability,  that  is 
t)  ^ay,  if  he  has  an  aptitude  for  drawing  and  has  ex- 
ercised this  to  any  extent,  the  more  trained  his  eye  wiil 
he  and  the  easier  will  come  the  work. 

In  the  accompanying  illustration  will  be  shown  ex- 
ercises best  adapted  to  the  initiative,  and  it  is  most 
important  that  these  be  strictly  adhered  to  until  thor- 
oughly mastered. 

The  first  seven  exercises  provide  all  the  stiokes  and 
curves  used  in  the  formation  of  any  letter  or  numeral 
This  is  why  it  is  advisable  to  emphazise  the  importance 
of  dwelling  on  this  exercise.  It  trains  the  eye  and 
creates  confidence.  Take  a  sheet  of  manilla  wrapping 
paper — or  any  kind  with  smooth  surface  will  answer — 
and   fasten   this   to   a  board  or  table  with   thumb   tacks. 


in  illustration.  .Make  your  strokes  as  regular  as  ■'pos- 
sible, commencing  on  the  top  line  and  finishing  on  the 
lower.     Leave   regular    intervals   between   each   stroke. 

When  about  to  make  a  stroke,  do  not  ponder  and 
wonder  if  it  will  be  straight  and  bold  as  you  want  it. 
Your  bra'in  controls  your  hand  in  this  as  in  all  other 
moNOments    and    so      long      as     ynu    are  doubtful    as     to 


l> 


Illustrating  Correct  Hand   Position. 

whether  or   not  you    will   ha\c   a    bold    line,   you    may   de- 
pend  that     doubt     will    be    portrayed    in     \our    work,    in 


Cover  the  entire  surface  with  guide  lines   ruled   in   pairs      the  form   of  a  shaky  and   uncertain   line. 


i/m  'm  iiiiii'j 

lit  TOGO  2653 


Arrows  Indicate  Direction  of  Brush   Stroke  in   Formation    of  Letters. 

and    about    two    inches    apart.    Beginning    between    these  Begin    with    certainty    and    forget    all    about     doubt, 

lines  in  the  upper  left  hand  corner  proceed  to  copy  these       .Tust   so   soon  as   you   can   master   this   problem   you     can 
strokes   and   curves.    Hold   the   brush   in   position   shown      be  absolutely  sure  of  rapid  results.    Try  this  repeatedly, 
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and  see  for  yourself  the  wonders  it  works.  Should  the 
hand  perspire  a  little  talcum  powder  should  be  applied 
to  allow  an  even  glide  over  the  paper.  The  stump 
alphabet  following  these  exercises  are  brush  strokes. 
Draw  your  brush  in  the  direction  indicated  by  the 
arrows  and  make  each  stroke  consecutively  according  to 
numbers. 

A  Word  About  Brushes. 

The  best  brushes  for  card-work  where  water  colors 
are  employed  are  chisel-edge  red  sable  riggers.  These 
are  very  durable.  Owing  to  the  increased  demand  and 
the  scarcity  of  sable  their  market  value  has  increased 
33   1-3   p.c. 

Where  .Japan  colors  arc  employed  the  brushes  most 
used  are  camel-hair  fitches,  which  are  made  of  bristles. 
They  are  used  foi'  cotton  work,  while  ox-haii-  gives  bet- 
ter results  if  the  cotton  is  starched  or  sized. 

lied  sable  brushes  should  be  wet  before  using,  and 
drawn  to  a  wide,  even  edge  between  the  fingers.  This 
done,  hold  to  the  light  and  with  a  pair  of  sharp  shears 
trim  the  furry  edge.  Much  care  must  be  exercised  as  it 
is  very  easy  to  damage  the  entire  brush  by  cutting  too 
deeply.  The  amount  taken  off  should  be  scarcely  notice- 
able. Then  it  is  very  important  that  the  brush  be  used 
the  one  way.  A  small  nick  inserted  in  the  handle  will 
best  determine  this  without  loss  of  time.  The  reason 
for  this  is  that  the  hair  in  the  centre  of  brush  is  now 
shorter,  and  if  these  were  to  be  worked  on  to  the 
outer    sides,    they    would    produce    round      corners.        The 


Water  brushes  should  be  kept  well  cleaned  and  oc- 
casionally thoi'oughly  washed  with  soaj).  Never  allow 
paint  to  harden   near  the  stump   or  ferTule.     Oil   brushe-=:. 


What  you 
May  Expect 


when  a  man 
^ets  his  clothes 
made  to  order 
he  expects  a 
perfect  fit 


^ 


is  we  ouarantee 


Summer 
Oxfords 


>biill  \N  anl  oxfords 
witli  trim  aiilvle 
fit  and  5hape  abo\'e 
criticism 


\bu  gei  them  here 


The  Caption  of  this  Card  "Talks"  Direct. 

long  hair  would  thus  be  in  the  centre.  Many  a  brush 
has  been  spoiled  in  this  way.  The  manipulator  not 
knowing  where  the  trouble  really  is,  continues  to 
straighten  the  edges. 


The  Caption   of  this  Card   is   Purposely  i  Intended 
to  Arouse  Curiosity. 

or  those  used  in  Japan,  should  be  thoroughly  washed  in 
benzine  and  a  little  lard  or  vaseline  rubbed  in  to  keep 
from  hardening.  It  is  very  important  to  have  good 
tools,  and  best  results  depend  on  this.  No  workman  in 
any  craft  can  win  success  if  he  is  without  proper  facili- 
ties. 

Ai  brush,  to  be  of  value,  must  be  well  proportioned. 
Some  have  a  tendency  to  split  at  the  edge.  This  is  diie 
to  the  ferrule  being  too  tight.  The  centre  of  the  brush 
being  the  thickest,  causes  the  hair  to  spread  if  gripped 
too  snugly  at  the  end.  On  the  contrary,  if  the  ferrule 
does  not  grip  sufficiently,  it  will  t'e  a  difficult  matter  to 
keep  a  width  to  the  brush,  the  tendency  being  to  ad- 
here to   a  point. 

The  hair  must  not  be  too  short  or  too  long  for  the 
proportion  of  the  brush,  and  there  are  few  makers  who 
determine  this  wisely  for  the  class  of  work  intended. 
From  this  it  will  be  seen  that  care  must  be  exercised 
in  selecting  the   brush. 

A  slow  brush  has  long  hair,  while  the  fast  brush  is 
comparatively  short.  The  latter  is  termed  fast  'r^m 
the  fact  that  it  instantaneously  follows  the  movement 
of  the  hand,  while  the  long  hair  swings  around  a  course 
of  its  own  outside  the  line  of  the  hand.  For  this  reason 
it  is  slower  to  manipulate. 

Avoid  quill  ferrules.  These  are  not  strong,  and  soften 
in  water,  consequently  the  edges  frequently  become 
uneven. 

Do  not  loan  your  brush  even  though  the  borrower 
be  an  expert.    When  a  brush  is  broken  to  a  certain  nand 
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Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure    in    place   without    flattening. 


5  Sizes     R  20 

Medium 


R22 

Large 


R23 

Extra  Large 


R  24      R  26 

Allover         Superfine 


ROSENWALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co.,  Ltd. 

Cor.  Bimcoe  &  Wellington  Sts.,  Toronto,  and  40  .St.  Antoine  .St.  Montreal. 


How  Trade  Paper 
Advertising  Pays 


C.     R.    L  I  P  P  M  A  N, 

Advertising"  Manager  of  the 
Genuine  Bang"or  Slate  Co., 
in  a  recent  address  on  Trade 
Paper  advertising",  said  : 

"  We  can  utilize  our  trade  paper 
advertising  to  influence  the  mind 
of  our  customers  and  prospects 
in  our  fav'or,  preparatory  to  the 
salesman's  visit,  saving-  him  con- 
siderable time   in   closing  deals." 

"  No  one  will  deny  that  a  stand- 
ing advertisement  seen  by  cus- 
tomers or  prospects  whenever 
they  look  through  the  paper,  has 
decidedly  a  cumulative  good-will 
value." 


it  becomes  all  the  more  valuable  to  that  person,  while 
a  half  hour's  wear  from  someone  else  might  mean  days 
to  restore  it  to  its  former  shape. 

How  to  Lay  Out  a  Card. 

There  are  three  important  factor.s  in  the  makini^  of 
an  attractive  show  card.  These  comprise  the  layout, 
the  lettering  and  the  color  scheme. 

The  layout  is  probably  more  important  than  peifect 
lettering.  Expert  lettering  will  have  no  pulling  power 
if  spread  all  over  the  card  similar  to  that  of  an  alpha- 
bet, while  on  the  other  hand  cards  are  often  poorly  let- 
tered hut  made  attractive  ty  their  plan. 

The  s'implest  and  surest  way  to  avoid  errors  is  to 
first  rule  a  light  pencil  border  around  the  card.  This 
assures  a  clean  margin  and  enough  white  space  to  mat 
or  relieve  the  centre.  For  the  average  half-sheet  card, 
from  two  to  three  and  a  half  inches  are  sufficient.  Ar- 
tistic and  very  effective  cards  are  made  by  leaving  fx- 
ceptionally  wide  borders  with  neat  pen  lettering  in  the 
centre. 

Avoid  punctuation  marks  wherever  possible.  There 
is  no  reason  why  this  cannot  be  carried  out  almost 
entirely.  .Tob  printers  are  eliminating  these  to  a  very 
great  extent  and  card-writers  have  still  greater  possi- 
bilities. In  the  place  of  these  marks,  which  only  mar 
the  card,  group  the  phrases,  keep  the  lines  and  spaces 
in  each  group  suificiently  condensed,  so  as  to  form  a 
neutral  or  greyish  tint  when  looked  at  with  the  eye 
half  closed.  No  white  channels  should  be  made  running 
through  these  groups ';  all  of  the  white  space  should  run 
around  them. 

The  word  "caption"  is  a  term  which  is  much  used 
and  takes  an  important  place  in  the  card-writer's 
vocabulary.  This  means  the  display  line  or  that  line 
which  is  to  be  made  bold.  It  may  be  a  top  caption  or 
a  centre  caption.  In  either  of  these  we  have  two  kinds, 
namely,  the  one  that  talks  direct  and  the  one  that 
arouses  curiosity.  Either  one  of  these  possesses  good 
pulling  powers,  provid'ing  the  matter  is  effective  and 
makes  good  sense  and  discrimination  is  used  in  placing 
the  right  card  with  the  right  kind  of  goods.  For  in- 
stance, the  card  shown  here  with  a  top  caption,  "Sum- 
mer Oxfords"  hits  direct.  If  Oxfords  appeal  to  the 
passer-by,  he  will  likely  stop  to  inspect  and  find  out 
more  about  them.  Here  is  where  the  smaller  reading 
matter  is  supposed  to  do  its  work,  by  telling  the  good 
points  as  tersely  as  possifcle.  Do  not  make  the  explana- 
tion too  lengthy.  The  onlooker's  time  is  likely  to  be 
limited,  and  even  though  they  have  time,  they  are  not 
sufficiently  interested  in  goods  to  stand  and  read  a 
whole  card  of  explanation  that  might  be  told  in  few 
words.  Take  the  card  'intended  to  arouse  curiosity.  The 
one  with  a  top  caption  reading,  "What  you  may  expect" 
will  serve  very  well  to  illustrate  this. 

There  is  a  class  of  buyers,  who  are  particular  about 
wearing  apparel.  They  possess  certain  fads  and  ideals 
that  must  be  observed.  These  people  are  constantly  on 
the  alert  to  have  their  wants  gratified.  They  are  the 
ones  to  whom  such  a  phrase  would  be  likely  to  appeal. 
The  importance  then  of  a  layout  might  be  summed  up 
from  these  examples.  Observe  each  rule  and  when  ap- 
plied, it  will  be  found  that  the  work  becomes  easier  and 
results  more  effective. 

June  is  not  too  early  to  show  verandah  and  summer 
cottage  furniture,  camp  furniture,  etc.  When  these 
goods  are  shown  early,  people  know  that  the  merchant 
has  stocked  the  goods,  and  the  proclaiming  of  this  fact 
keeps  many  a  sale  at  home. 
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Ups  and  Downs  of  Business 


Ontario. 

H.   S.  Puster,  Newboio,   tailor,  assig-iied. 

Murray   Shoe  Co.,   London,   loss   by   fire. 

.T.  B.   Townsend,   Toronto,  tailor  ;   assigned. 

Wm.  Murray,   Markstay,  general   store  ;   assigned. 

A.  M.  Hart,  Blind.  River,  men's  furnishings,  assigned. 

A.  IJousby,  Ottawa,  dry  goods,  removed  to  Hull, 
Que. 

Michael  Maloney,  Monckland,  general  store  ;  as- 
signed. 

Empire  Wall  Paper  Co.,  Toronto  and  Winnipeg,  as- 
signed. 

James  F.  Doyle,  Hamilton,  merchant  tailor  ;  »■<- 
signed. 

The  Textile  Trimmings  Co.,  Toronto,  obtained 
charter. 

W.  A.  Barons,  Mapleton,  general  store,  sold  to  D. 
Ostrosser. 

Mackinnon  Cloak  Co.,  Toronto  ;  assigned  to  E.  K.  C. 
Clarkson. 

W.  H.  House,  Sault  Ste.  Marie,  general  merchant  ; 
assigned. 

E.  A.  Stinson,  Moorefield,  general  store  ;  sold  to 
H.  McKay. 

H.  McElroy  So  Sons,  Carp,  general  store,  destroyed 
by  fire,  insured. 

Brown  &i  Bolton,  Toronto,  tailors  ;  succeeded  by 
Chas.  S.  Brown  &i  Co. 

McNab  &'  Co.,  Beaverton,  groceries  and  dry  goods  ; 
retiring  from  business. 

S.  Liberty  &  Co.,  Hamilton,  house  furnishings, 
closed  out  by  landlord. 

D.  J.  Charlebois,  Penetanguishene,  general  store  ; 
removed  to  Haileybury. 

W.  C.  Holmes  &  Co.,  Selkirk,  general  store  ;  suc- 
ceeded by  E.  R.  Holmes. 

D.  Kenzie  &  Co.,  Southwold  Station,  stock  sold  to' 
D.  A.  Cattanach  of  Fingal. 

Armstrong  Mfg.  Co.,  Toronto,  women's  neckwear, 
loss  by  fire  partially  insured. 

C.  R.  Langstaff  &  Son,  Emo,  general  store,  suc- 
ceeded by  R.  C.  Langstaff  &  Co. 

People's  Outfitting  Co.,  Elgar  &  Thomas,  London, 
dissolved,   each  continuing  separately. 

W.  E.  Evans,  Whitebread  Station,  general  store  ; 
sold  to  Armstrong  &■  Co.,  Wallaceburg. 

Est.  of  J.  A.  Diebel,  Windsor,  dry  goods,  business 
now  carried  on  by  A.   G.   &  N.  E.  Bellinger. 

Rhys.  D.  Fairbairn,  Toronto,  mfrs.  fancy  goods  : 
corporate  name  now  R.   D.   Fairbairn,  Limited. 

•f- 

Quebec 

L.  Scheffer,  Montreal,  diy  goods  ;  assets  sold. 

Hector  Cote,  Cavegnac,  general  store  ;  assigned. 

Mrs.  J.  A.  Trudel,  Montreal  ;  burnt  out,  insured. 

.T.  B.  Turgeon,    St.   Isidore,  general  store  ;   assigned. 

L.  Dallaire  &  Fils,  La  Tuque,  general  store  ;  as- 
signed. 

J.  Lecker,  Montreal,  dry  goods,  damaged  by  fire  ; 
insured. 

J.  D.  E.  Lafond  &  Co.,  Frelighsburg,  general  store  ; 
registered. 

The  Imperial  Costume  Co.,  Montreal,  Mrs.  A.  Cohen; 
registered. 


Simeon  Renaun,  St.  Tite  des  Caps,  general  store  ; 
assigned. 

Liddell,  Lesjjerance  &  Co.,  wiiolesale  dry  goods  ;  Mrs. 
R.   M.  Liddell,  registered. 

Mulcair  Bros.,  Montreal,  merchant  tailors  ;  dissolved. 
.Ino.  Mulcair,  registered. 

Jette  &  Lemieux,  Montreal,  dry  goods  ;  dissolved, 
l^vdmo'nd  Jette  cont'inues. 

Bondy  &  Bcaulac,  'i'hree  Rivers,  men's  furnisher  ; 
damaged  by  fire,  insured. 

McDonald  &  McLachlan,  Dallioiisie  Station,  general 
store  ;  Neil  McDonald  registered. 

The  West 

Bcrge  &  Youngquist,  Rama,  general  store  ;  dissolved. 

W.  H.  Campbell,  Goodlands,  general  store  ;  assigned. 

Smith  Bros.,  Arnold,  Man.,  general  store  ;  stock 
S(jld. 

L.  A.  Tonipte,  Buchanan,  Sask.,  general  store  ;  as- 
signed. 

Grand  Clothing  Co.,  Winnipeg,  Hannah  Goldstein  ; 
registered. 

W.  A.  Clarke,  Bladworth,  Sask.,  general  store  ; 
stock  sold. 

Christopher  McDonald,  Lardo,  B.('.,  general  store  ; 
discontinued. 

W.  M.  P.  Starr,  Indian  Head,  general  store  ;  sold  to 
A.  Cameron. 

.Joseph  Lesk,  Winnii)eg,  general  store,  succeeded  by 
I.    Chadisker. 

Choderkir,  Balmoral,  Man.,  general  store,  succeeded 
by  Kleman  &  Cates. 

S.  Ruttenburg,  Garland,  Man.,  general  store  ;  sold 
to   Frank  Hoffman. 

J.  A.  Gavin,  Montmartre,  Sask.,  general  store  ;  suc- 
ceeded by  J.  L.  Diibe. 

D.  L.  Mitton,  Venn,  Sask.,  general  store  ;  succeeded 
by  W.   J.   Scarfe  &   Son. 

Est.  of  Duncan  Bros.  &  Butters,  Edmonton,  general 
store  ;   sold   to   Purves  Co. 

J.  A.  Mitchell,  Justice,  Man.,  general  store  ;  suc- 
ceeded by  Mitchell  &  Jones. 

Cole   &    Son,    Estevan,    Sask.,    tailor   and   men's    fur- ■ 
nishings  ;   succeeded  by  McCready   &   Holden. 


Long  Terms  of  Credit. 

(Staff    Correspondence.) 

Winnipeg,  April  29. — Local  wholesalers  seem  to  be 
all  agreed  that  longer  terms  of  credit  must  be  given  to 
retailers  in  many  sections  of  the  West,  than  the  retailers 
of  Eastern  Canada  are  warranted  in  asking.  It  is  recog- 
nized that  this  is  a  very  young  country  and  there  are 
many  poor  people  among  the  rural  population  as  well 
as  the  small  towns  scattered  over  the  country.  The  fact 
that  long  periods  of  credit  are  given,  however,  does  not 
necessarily  prove  that  finances  are  in  a  precarious  con- 
dition. The  whole  country  is  depeiulent  upon  the  great 
wheat  crop  whicji  it  is  capable  of  producing,  and  the 
enormous  amount  of  money  that  is  returned  for  this 
product  is  sufficiently  large  to  cover  the  credit  that  is 
extended    from   crop   to   crop. 

The  country  is  becoming  richer  year  by  year  and  the 
periods  of  credit  are  gradually  becoming  shorter,  but  it 
will  be  many  years  before  the  same  conditions  will  pre- 
vail in  the  West,  that  now  obtain  in  the  East,  the 
]-eason  being  that  the  East  is  strong  in  its  manufacturing 
industries. 


Working  Out  Ideas  in  General  Store    Arrangement 

What  Merchants  are  Doing  to  Get  Best  Results  from  Their  Floor  Space 
-  Plans  that  Illustrate  Good,  Workable  Layouts  in    Towns  of   7,000. 


THE  objects   uppermost   in  a  merchant's  mind   when 
he  sets  out  to  arrange  his  store  are,   first,     to 
secure  the  best  possible  service  from  his  space  ; 
second,   to  facilitate  not  only  his,  but   the  pur- 
poses of  his  customers   as  well,   and   third,   to  place   his 


are  not  uncommon  in  centres  of  from  6,000  to  12,000 
population.  That  of  the  Vickers  store  is  reproduced  as 
suggesting-  a  plan  that  mig'ht  be  adopted  in  converting 
a  three-section  store  into  one.  The  Rev'iew  was  recently 
asked   for   a    suggestion   on    this   topic,    and,    in   addition 
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How   Departments  are  Laid  Out  in  the  Store  of  Thos.  Mulcahy,  Orillia. 
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Plan  Showing  Arrangement  of  the  Store  of  Geo.  Vickers,  Orillia. 


departments    so    that    those   which    require    it    most    will 
not  suffer  for  want  of  light. 

The  plans  here  given   illustrate   arrangements     which 


to  what  has  been  said  in  reply,  the  plan  of  the  Vickers' 
store  is  worthy  of  consideration. 

It   will   b'e   noticed     that  the  dry   goods   departments 
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Let  Me  Take 
Your  Orders  for 

Peerless'' 


u 


Getting  good  results  out  of  your  under- 
wear department  is  largely  a  matter 
of  securing  goods  of  a  quality  that 
will  satisfy  your  customers. 


High-grade  Underwear 

will  do  this.  It  is  soft  in  texture, 
bleached  a  snow  white  by  our  New 
Bleach  Process,  well  finished,  perfect 
fitting  and  neatly  trimmed. 


Ask  any  of  our 
REPRESENTATIVES 


ONTARIO 

C.  &  A.  G.  Clarke,  Empire  Building 
WellinKton  St  W.,  Toronto 

QUEBEC 

Gouldinff  &  Co.,  aoWelUngrton  St.  East. 
Toronto 


BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  1016 
Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woodill,  70  GranviUe  St., 
Halifax,  N.S. 


MANITOBA 

Frank  Clark,  Winnipeg:  and  N.W.  Territories 


The 


Peerless  Underwear  Co. 

Hamilton  Ontario  Canada 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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occupy  one  entire  section  with  staples  at  the  rear.  The 
location  of  the  latter  seems  to  be  particularly  suitable. 
It  is  served  with  lig:ht  by  windows  at  the  rear  of  the 
store,  there  is  plenty  of  floor  room  for  customer-s  and 
the  width  of  the  building-  is  sufficient  to  admit  of  ade- 
quate shelving  and  counters.  The  area  of  floor  in  front 
of  the  counter  is  such  that  examples  of  ladies'  ready- 
to-wear  costumes  may  there  be  displayed. 

The  men's  furnishing  department  has,  of  course,  a 
separate  entrance.  The  fixtures  do  not  encroach  upon 
the  staple  department,  ])ossibly,  to  as  great  an  extent 
as  indicated  in  the  sketch.  It  is  only  at  the  rear  that 
the  two  sections  of  the  store  are  united  and  in  iiaving 
a  separate  entrance  and  exclusive  service  the  great  re- 
quirements of  a  men's  wear  store  is  obtained. 

The  office  occupies  a  particularly  good  j)osit'ion.  It 
practically  commands  a  view  of  the  entire^  situation.  It 
will  be  noticed  that  one  side  of  the  store  is  devoted  al- 
most solely  to  dress  goods.  Mi'.  Vickers  states  tiiat  he 
has  there  developed  an  especially  strong  department, 
and  has  so  located  it  that  it  receives  the  greatest 
amount  of  light  available  from  both  front  and  rear.  On 
the  opposite  side  of  the  floor  although  not  marked  in 
the  plan  the  accessories,  fancy  goods,  and  knitted  goods 
counters  are  situated. 

The  millinery  and  dressmaking  departments  are  on 
the  second  floor,  approached  by  a  staircase  as  indicated. 
The  two  heavy  lines  in  the  centre  outline  the  passage- 
way from  the  street  to  the  upper  apartments. 

A  Triple  Section  Store. 

The  other  plan  is  that  of  a  triple  section  store  and 
it  must  be  said  that  considering  peculiarities  of  con- 
struction which  by  some  might  be  regarded  as  unwieldy, 
the  layout  is  certainly  a  good  one  for  a  general  store. 
It  will  be  noticed  that  the  boot  and  shoe  and  men's  fur- 
nishing departments  are  separated  by  a  partition,  though 
both  are  united  in  front  and  rear.  Each  of  these  sec- 
tions has  an  exclusive  display  window.  The  men's 
ready-to-wear  department  could  not  have  been  better 
placed.    It  is  lighted  by  windows  from  the  rear. 

The  dry  goods  department  was  with  the  passageway 
dividing  the  three  sections  of  the  store,  and  there  is 
thus  a  fairly  large  area  devoted  to  groceries.  While  it 
would  appear  that  the  plan  of  this  large  general  store 
is  particularly  well  adapted  to  merchandising  in  a  town 
such  as  Orillia,  surrounded  by  a  fine  farming  country,  it 
is  the  intention  of  Mr.  Mulcahy  to  connect  it,  as  far  as 
possible  into  one  floor,  removing  such  of  the  existing 
partitions  as  may  now  be  serving  no  good  purpose.  It 
is  felt  that  such  a  change  would  effect  an  improvement 
in  light,  and  by  having  departments  more  closely  iden- 
tified with  each  other  would  promote  the  merchandizing 
possibilities  of  the  whole. 


Seigel  Picks  Selfridge  to  Win. 

It  is  the  opinion  of  Henry  Seigel,  the  New  York  mer- 
chant, that  Selfridge  will  eventually  succeed  with  his 
mammoth  American  store  in  London. 

"I  think  he  has  two  years  of  mighty  rough  traveling 
in  front  of  him,"  said  Mr.  Seigel  to  the  New  York  World. 
"This  means  many  difficulties  that  only  a  talented  busi- 
ness expert  like  the  plucky  Chicagoan  can  successfully 
overcome. 

"I  examined  the  whole  place  thoroughly  yesterday 
and  came  to  the  conclusion  that  the  business  is  being  con- 
ducted on  mixed  English  and  American  methods.  This, 
of  course,  is  a  concession  to  the  English  people,  who 
never  do  business  until  they  have  had  a  long  talk  and  a 


long  think  over  things.  A  store  of  this  kind  could  not 
succeed  in  New  York.     It  would  be  entirely  too  slow. 

"Selfridge  seems  to  think  that  the  store  will  be  a  suc- 
cess in  its  first  year,  but  1  am  not  inclined  to  agree  with 
liiin.  In  the  first  place,  it  will  tak(!  London  longer  than  a 
year  to  grasp  a  new  thing,  and  in  the  second  place,  a 
perfect  organization  cannot  be  established  in  that  time. 
Another  thing,  it  is  going  to  be  a  hard  job  tor  Selfridge 
to  get  the  best  buyers  to  come  to  his  store,  because  the 
big  shops  that  I  have  already  seen  here  sell  as  cheap  as  he 
does  and  they  have  the  advantage  of  being  Avell  estab- 
lished and  organized. 

"Selfridge  rather  woke  the  Englishmen  up  when  he 
spent  a  hundred  thousand  doHai's  in  his  first  two  weeks' 
advertising. 

"There  is  mi  question  that  this  big  store  is  going  U> 
cut  the  trade  of  other  big  stores,  bul  it  is  up  to  London 
merchants  to  wake  up  and  get  busy.  1  don't  l)lanic  tlieiii 
for  being  uneasy. 

"1  think  the  wages  paid  to  women  in  London  shops 
are  niggardly.  It  seems  that  few  employers  here  have 
learned  the  value  of  treating  workers  well.  I  employ 
12,000  assistants  in  my  shops,  and  if  I  treated  them  as  I 
have  seen  employees  treated  here  T  shouldn't  deserve 
success." 


Britain's    Advantage. 

A  British  manufacturer,  who  recently  visited  Canada, 
while  discussing  the  tariff  problem  with  The  Review, 
pointed  out  that,  in  his  opinion,  free  trade  England 
made  possible  its  world-wide  connections.  If  a  tax  were 
put  on  foodstuffs  entering  England  the  cost  of  produc- 
tion of  manufactured  articles  would  make  it  impossible 
to  do  an  export  trade.  The  increased  cost  of  bread  to 
the  English  workman  would  be  felt  in  the  cost  of  manu- 
factured articles.  This  would  mean  that  Canadian  manu- 
facturers would  be  able  to  compete  successfully  on  cer- 
tain staple  lines  that  they  do  not  do  to-day,  and  the 
English  manufacturer  would   only  sell  novelties. 


Presentation  to  A.  J.  Dugal. 

On  Saturday  evening,  April  17,  A.  J.  Dugal,  former- 
ly general  dress  goods  and  linen  manager  with  tiie  W. 
H.  Scroggie  Co.,  Limited,  and  now  a  partner  in  0.  Lemire 
&  Co.,  Montreal,  was  presented  with  a  handsome  gold 
watch  by  the  managers  of  the  W.  H.  Scroggie  Co.,  Limit- 
ed, and  the  clerks  formerly  under  his  supervision,  as  a 
token  of  the  esteem  in  which  he  was  held  by  all  of  them. 
The  presentation  was  made  by  Mr.  Marshall,  ready-to- 
wear  department,  who  spoke  of  Mr.  Dugal 's  popularity 
in  the  store,  and  of  how  much  he  would  be  missed  from 
the  managers'  meetings,  where  he  had  filled  the  position 
of  chairman   so  creditably. 

Mr.  Dugal,  in  expressing  his  thanks  for  the  gift,  and 
the  good  wishes  of  the  donors,  stated  that  he  could  scarce- 
ly realize  that  his  connection  with  the  firm  of  W.  H. 
Scroggie,  Limited,  was  severed.  Speaking  of  the  chair- 
manship of  the  managers'  meetings,  Mr.  Dugal  said:  "T 
could  not,  perhaps  have  filled  the  position  so  well  even 
as  I  did,  if  it  were  not  for  the  unswerving  loyalty  and 
support  of  those  associated  with  me.  In  the  department, 
also,  wliatever  credit  I  gained  as  manager  and  buyer 
must  be  shared  with  the  assistants  who  so  faithfully 
and  ably  seconded  all  my  efforts." 

All  arrangements  connected  with  the  presentation 
were  made  by  Mr.  Policain. 


"Men  Who  Sell  Things" 

Poor  Credits  Betray  Themselves— Helping  the  Customer— The  Credit 
Man's  Ideal— Judging  a  Credit  Customer  — The  Store  a   Good  Index. 

By  Walter  I),  Mooay.     Serial  i-i-lits  for  C^ma.hi  |,viril.as,-,l  l,y  ilu-  iMai-Li-iui  Piil.lisliiiij;  Cu.  fn.iji  the  imhlisliers,  A.  Mi'Cluig  \  C  ,  Chicago. 

(Continued  from  April    Dry    Goods  Review.) 


The  shrewdest  and  most  experienced  make  mistakes, 
bat  jjicking  good  accounts  means  a  great  many  things  to 
be  avoided  as  well  as  accomplished.  A  general  warning 
for  over-zealous  salesmen,  and  especially  for  the  young 
salesmen,  may  be  sounded  in  the  statement  that  poor 
credits  alwaj's  betray  themselves  to  the  close  observer  in 
some  manner  or  other,  and  to  avoid  unpleasant  complica- 
tions the  result  of  such  observations  should  always  accom- 
pany the  order.  Better  still,  leave  the  "lame  ducks"  for 
the  other  fellow.  There  is  no  sport  to  the  real  sportsman 
in  taking  a  crack  at  a  winged  bird  simply  to  bag  the 
game.  Go  after  the  good  accounts;  there  are  plenty  of 
these  on  every  man's  territory. 

When  an  account  that  has  once  been  good  begins  to 
go  the  other  way,  do  all  you  can  to  preserve  it  by  proper 
nursing,  helpful  suggestions  and  accurate  information  to 
the  credit  department.  Remember  that  the  very  exist- 
ence of  your  house  rests  on  the  ability  of  its  credit  man  to 
know  the  assets  of  his  customers,  the  condition  of  their 
business,  the  chances  of  being  willing  and  able  to  pay. 
With  his  experienced  eye  and  mind  he  can  foresee  a  com- 
ing crash  long  before  the  man  most  interested.  He  can 
see  the  faults  of  location,  of  stock,  of  character  of  the 
man.  In  refusing  credit  he  often  renders  a  service  to  the 
prospective  customer,  but  it  is  seldom  appreciated.  Now 
and  then  a  merchant  is  wise  enough  to  take  advantage  of 
the  candid  opinion  of  an  outsider  and  curtail  rather  than 
increase  his  liabilities.     Usually  he  is  not. 

On  the  other  hand,  the  credit  man,  by  extending  cre- 
dit, often  puts  heart  into  a  struggling  man  and  makes 
Ms  success  certain.  A  mark  of  confidence  from  ore  whose 
judgment  is  considered  good  is  enough  to  strengthen  a 
merchant's  belief  in  himself,  shaken,  perhaps,  by  unex- 
pected experiences. 

When  you  are  tempted  to  inwardly  CLirse  the  credit 
man  for  "sitting  on  orders,"  try  to  figure  out,  if  you 
can,  that  you  have  no  one  but  yourself  to  blame  for  your 
disappointment.  Orders  "held  up"  in  the  office  form 
two  classes— those  that  are  "N.G.",  and  those  that  re- 
quire the  most  rigid  inspection.  The  latter  frequently  re- 
ceive the  approval  of  the  credit  man  and  are  "passed 
out"  as  soon  as  he  is  satisfier  from  all  points  of  the 
compass  that  no  real  risk  is  involved.  The  delay  in  ship- 
ment often  rests  with  the  salesman  for  not  having  furn- 
ished a  correct  statement  with  the  order.  Remember,  the 
credit  man  must  make  no  mistakes.  There  is  no  depart- 
ment of  the  establishment  where  a  blunder  may  prove 
so  costly.  He  must  not  reject  a  good  customer  or  ap- 
prove a  bad  one.  He  must  use  tact  in  ascertaining  the 
truth  and  in  stating  it.  The  future  of  the  house  rests 
on  his  wisdom  and  courage.  A  credit  man  can  no  more 
make  mistakes  without  discovery  than  a  train  despatcher 
can.  He  cannot  begin  over  again  like  a  salesman  or  buy- 
er ;  he  must  do  perfect  work  every  time.  He  cannot  sink 
his  personality  in  mechanical  performance  of  duty  ;  his 
personality  is  the  essential  part  of  his  equipment  for 
work. 


Personality  an  Essential  Part. 

The  science  of  credits  is  not  an  exact  one,  and  not 
one  to  which  the  same  rules  are  applicable  at  all  times 
and  for  all  lines  of  business.  The  endeavor  of  the  credit 
man  is  to  keep  his  losses  as  near  the  zero  point  as  pos- 
sible without  limiting  sales.  There  are  many  things  he 
must  know,  to  guide  the  ship  of  commerce  with  which  he 
is  intrusted,  sucli  as  the  condition  of  a  territory  as  re- 
gards money  wlien  a  comparatively  small  area  may  be 
experiencing  business  depression  because  of  continued  bad 
weather,  extension  of  a  new  railroad  cutting  off  trade, 
crop  failure,  or  similar  causes,  while  other  territory  in 
the  same  locality  is  enjoying  phenomenal  prosperity  ;  he 
must  be  informed  as  to  the  cost  of  production,  amount 
of  stock  on  hand,  and  in  fact  all  the  operative  details 
of  his  own  business,  to  enable  him  to  judge  wisely  in 
putting  out  goods.  He  is  obliged  to  have  access  to  many 
sources  of  information.  What  a  great  help  it  is  to  the 
credit  man  to  know  he  can  rely  absolutely  upon  the 
trustworthiness  of  his  salesmen. 

The  credit  man's  position  is  the  most  responsible  of 
all  in  the  establishment.  Like  a  woman''s  work,  it  is 
never  done.  He  is  first  at  his  desk  in  the  morning  and 
the  last  to  leave  at  night.  Don't  add  to  his  cares  by 
being  churlish  in  fancying  you  are  not  getting  a  square 
deal  when  your  orders  are  occasionally  delayed,  or  ruled 
out  altogether.  In  his  every  action  the  best  interests  ot 
the  house  receive  his  first  consideration.  If  it  were  other- 
wise, how  long  could  it  continue  to  pay  you  your  sal- 
ary ?  Too  often  is  criticism  of  the  credit  department  in- 
dulged in,  because  of  the  salesman's  desire  to  increase 
his  sales  at  any  risk. 

In  judging  a  basis  for  credit  on  short  notice,  when 
selling  to  a  customer  for  the  first  time,  the  salesman  is 
obliged  to  act  quickly.  His  time  with  his  customer  is 
necessarily  limited.  He  sells  a  bill  and  is  on  his  way 
to  the  next  town.  The  habit  of  observation,  alertness, 
most  of  all  his  powers  of  perception  are  the  qualities 
which  must  determine  the  worth  of  a  new  man.  The 
ledger  will  find  him  out  in  tlie  long  run— that  is  not  dif- 
ficult ;  the  thing  is  to  do  so  on  the  spot  by  common  in- 
stinct. 

It  is  the  place  of  the  credit  man,  and  not  of  the 
salesman,  to  ask  direct  questions,  for  the  attempt  to  in- 
vestigate a  customer's  affairs  by  that  method  is  offen- 
sive, and  nearly  always  resented.  It  is  a  barrier  to 
sales-making.  Intuition  is  the  only  safeguard  with  which 
to  take  the  measure  of  the  trustworthiness  of  a  man  on 
first  approach. 

It  is  not  easy  to  sell  goods  to  a  hard-headed  dealer 
who  discounts  all  his  bills.  The  man  to  look  out  for  is 
the  one  who  places  his  orders  with  a  lavish  hand,  indi- 
cating his  belief  that  a  wholesale  retirement  of  manufac- 
turers and  jobbers  is  imminent.  Such  a  buyer  leaves 
usually  without  even  so  much  as  asking  your  terms.  The 
wary  salesman  is  always  suspicious  of  the  man  to  whom 
he  can  sell  without  an  effort.  A  reckless  buyer  invites 
failure  from  the  start.    It  is  only  a  question  of  how  long 
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the  bank  can  stand  the  run  before  his  creditors  are  noti- 
fied that  a  smash-up  is  inevitable. 

Moral  and  Financial  Indicator. 

The  general  appearance  of  a  merchant's  store  or  office 
is  a  pretty  sure  indicator  of  his  moral  and  financial 
standing.  Any  evidence  of  waste,  lack  of  system,  or  bad 
management  should  not  be  overlooked.  A  slovenly-kept 
store  goes  hand  in  hand  with  inefficient  office  manage- 
ment. Haphazard  bookkeeping  has  ruined  many  a  small 
merchant.  It  is  the  common  experience  of  most  sales- 
men frequently  to  encounter  dealers  who  do  not  know  the 
cost  of  things  and  cannot  tell  from  year  to  year  whether 
they  are  making  a  profit  or  a  loss.  Their  collections  are 
no  better  than  their  payments. 

Steer  clear  of  the  man  who  spends  money  that  be- 
longs to  his  business.  The  high-liver,  however  prosper- 
ous he  may  appear,  is  a  menace  to  credit. 

It  is  a  good  thing  for  the  salesman  to  realize  that 
every  time  his  house  extends  a  line  of  credit  to  the  finan- 
cially low-water  merchant,  it  is  doing  him  a  far  better 
business  turn  than  his  local  bank  in  loaning  him  a  few 
hundred  dollars. 

Confidence  Rules  the  Commercial  World. 

With  a  cash  payment  of  five  hundred  dollars  a  dealer 
obtains  a  thousand  dollars'  worth  of  goods  from  his 
wholesaler,  and  returns  home  without  funds  for  his 
current  expenses.  With  the  credit  thus  obtained  he 
secures  from  his  bank  a  few  hundred  dollars,  for  which 
he  gives  his  note  secured  by  goods  in  his  store  as  col- 
lateral. The  wholesaler  takes  no  note,  is  not  secured 
in  any  way.  Credit  is  extended  on  confidence.  That  is 
a  thing  the  salesman  should  know  and  impress  upon  his 
trade  when  occasion  demands.  Confidence  is  the  com- 
mon law  of  barter  and  selling  with  the  wholesaler.  Con- 
fidence has  built  up  the  great  credit  system  that  rules 
the  commercial  world.  Confidence  makes  it  possible  for 
the  merchant  with  small  capital  to  do  business  and 
prosper  if  he  is  honest  and  hard-working.  Therefore, 
his  obligation  with  his  dealer  should  be  safeguarded  as 
religiously  as  his  obligation  with  his'  banker.  But  too 
often  this  is  not  the  case.  The  note  at  the  bank  is 
promptly  met  because  of  a  wholesome  fear  of  banking 
methods.  If  there  is  not  enough  to  go  around  when  pay 
day  arrives  the  wholesaler  is  put  off  with  excuses  and  a 
pica   for  an  extension. 

Customers  are  not  always  grateful  for  financial  fav- 
ors. They  seem  to  forget  easily,  and  are  often  touchy 
on  the  subject.  After  a  long  up-hill  run,  during  which 
they  are  assisted  again  and  again,  finally  coming  out  in 
the  clearing  with  a  little  surplus  in  the  bank  and  the 
last  payment  made,  they  draw  a  self-satisfied  breath  and 
say,  "There  now,  I've  got  you  paid  up.  I  can  do  as  I 
please." 

It's  a  great  thing  to  be  free  from  the  bondage  of 
debt,  and  a  greater  thing  to  remember  with  gratitude 
the  helping  hand  that  made  deliverance  possible.  It  is 
the  salesman's  duty  deftly  but  firmly  to  persuade  cus- 
tomers like  this  to  appreciate  and  recognize  their  obli- 
gation. 

I  remember  a  customer  who  had  been  "carried  over'' 
from  year  to  year  by  the  house  that  gave  me  my  start 
on  the  road.  The  firm  went  out  of  its  way  on  many  an 
occasion  to  help  him  to  make  good  when  no  other  house 
in  the  country  would  trust  him  for  a  dollar.  He  was 
always  treated  right,  receiving  all  the  advantages  that 
the  best  customer  on  the  books  enjoyed.  His  business 
finally  grew  to  a  point  where  he  was  obliged  to  have 
more  goods  than  his  line   of^credit  with  us  would    per- 


mit. Realizing  that  his  need  was  urgent  if  his  credi- 
tors' demands  (Were  to  be  met,  I  volunteered  to  set  him 
right  with  a  traveling  acquaintance  from  a  neighboring 
house.  The  other  traveler  accepted  my  statement  of  his 
condition,  and  on  his  first  visit  sold  him  quite  a  large 
bill.  He  kept  increasing  his  purchases  with  the  new 
house  and  likewise  his  payments,  neglecting  our  house 
on  both,  naturally  feeling  that  the  new  house  should  be 
paid  promptly.  As  our  payments  grew  smaller,  he  con- 
cluded that  he  would  better  place  the  burden  of  his 
business  where  his  remittances  were  sent.  His  business 
continued  to  grow,  and  by  the  time  he  had  wormed  him- 
self free  from  our  debt  his  purchasing  power  had 
increased  one  hundred  per  cent.  Far-away  houses  began 
to  scent  his  prosperity,  which  tickled  his  vanity.  Gradu- 
ally he  slipped  farther  and  farther  away  from  the  house 
that  had  faithfully  stood  by  him  for  so  many  years  when 
he  was  getting  a  start. 

One  day  a  dispute  arose  over  a  ])rice;  his  purchases 
had  dwindled  down  to  i)ractically  nothing;  he  began  to 
abuse  my  firm.  The  ire  in  my  soul  was  now  thoroughly 
aroused,  and  I  told  him  in  unvarnished  terms  what  I 
thought  of  his  whole  conduct  towards  us.  He  got  sulky, 
but  was  too  much  ashamed  to  resent  the  flaying  he  re- 
ceived; besides,  he  knew  every  word  of  it  was  true. 

I  let  him  sulk  for  six  months,  then  called  again,  greet- 
ing him  as  though  nothing  had  happened.  He  seemed 
glad  to  see  me.  Cordially  extending  his  hand  he  said, 
"Don't  say  a  word.  It's  all  right.  I  deserved  what  I 
got,  and  now  I'm  ready  to  .'^tick  to  the  old  firm."  And 
he  kept  his  word,  becoming  one  of  our  strongest  ac- 
counts. 

CHAPTER  XX. 
The  Salesman's  Relation  to  the  Buyer. 

Every  salesman  who  has  overcome  the  obstacles  that 
beset  his  path,  and  made  good,  realizes  the  weight  nf 
responsibility  that  is  attached  to  the  daily  routine  of 
his  work.  Heavy  as  the  load  appears  to  be  at  times,  it 
is  as  nothing  when  compared  to  the  thorny  road  every 
buyer  is  obliged  to  travel  in  his  efforts  at  selecting  only 
the  best  sellers  the  marts  of  the  world  afford. 

How  to  pick  the  winners  is  as  much  of  a  problem  to 
most  buyers  as  the  operation  of  a  shell  game  is  to  the 
average  public.  If  the  buyer's  foresight  were  as  good  as 
his  hindsight,  all  buyers  would  soon  be  trying  to  dodge 
the  proposed  tax  on  swollen  fortunes. 

It  is  a  great  deal  easier  to  criticize  than  to  help. 
The  buyers  of  your  house  can  get  along  without  your 
criticism,  but  they  must  have  your  help.  Two  or  three 
disgruntled  salesmen  in  the  line-up  can  turn  enough  oth- 
ers against  a  line  of  merchandise  to  swamp  the  best 
buyer  on  earth  in  less  time  than  it  takes  to  write  it. 
The  salesmen  of  a  house  can  make  or  break  a  buyer  at 
will.  Nearly  all  salesmen  live  in  glass  houses  when  it 
comes  to  puncturing  the  mistakes  of  the  buyer  with 
barbed  arrows  of  criticism.  It  is  discouraging  for  the 
salesman  to  be  obliged  to  have  to  make  good  the  buy- 
er's mistakes  on  the  road;  but  the  true  salesmen,  the 
really  big  men  in  the  profession,  are  those  who  have 
long  since  learned  that  to  be  free  is  to  have  power  to 
overcome   all   obstacles. 

There  should  be  no  cause  for  discouragement  because 
of  an  occasional  error  in  judgment  on  the  part  of  the 
buyers.  There  are  enough  good  sellers  left  in  the  line  to 
insure  a  substantial  increase  in  your  sales  if  you  will 
devote  some  of  the  time  to  finding  them  that  is  spent 
in  trying  to  persuade  other  salesmen  that  the  buyers 
who  do  not  come  up  to  your  standard  of  fitness  should 
be  operating  peanut  stands. 
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The  Cheerful  View. 

It's  a  great  thing  for  the  salesman  to  be  optimistic 
about  the  goods  he  has  to  sell  ;  to  take  a  cheerful  view 
of  the  buyer's  ability.  The  salesman  with  a  cheerful 
view  will  grow  and  succeed  with  the  poorest  sort  of 
backing — that  is  where  personality  comes  in  ;  a  gloomy, 
discouraged  man  can  never  hope  to  be  anything  but  a 
trailer.  An  opportunity  to  buy  United  States  Go'vern- 
ment  bonds  "bearing  interest  at  ten  per  cent.,  or  Bank 
of  England  stock  at  fifty  cents  on  the  dollar,  would  have 
no  rose-colored  hue  for  him. 

Gloom  depresses  the  heart  and  weakens  the  sales- 
man's selling-talk. 

We  learn  to  do  by  doing — not  by  complaining.  Make 
the  best  of  things,  and  see  how  clear  a  i)ath  is  the  road 
that  leads  to   success. 

Lucky  is  the  salesman  who  can  put  his  little  indi- 
viduality on  the  side  of  that  big  giant  progress,  and  do 
his  share  to 'pull  in  the  right  direction,  and  help  to  take 
away  from  others  the  stupidity  that  clings  so  desperate- 
ly to  those  who  believe  in  the  superiority  of  their  own 
knowledge  of  how  things  should  be  done,  as  measured 
against  that  of  those   whom  they  are  serving. 

To  save  myself  from  being  misundersto'od,  I  feel  call- 
ed upon  every  little  while  to  explain  that  "Men  Who 
Sell  Things"  is  written  for  negative  salesmen,  not  po- 
sitive ones. 

Speaking  of  positive  salesmen,  Billy  Morris  came  in 
to  sell  my  partner  hats  one  day.  After  a  voluble  talk 
— it  was  a  warm  day — 'Billy  took  off  his  coat  and  i  began 
all  over  again.  My  partner  knew  that  Billy  was  up 
against  it  with  a  poor  line,  but  he  was  a  great  admirer 
of  men  who  possess  contagious  enthusiasm,  and  he  gave 
him  the  privilege  of  showing  a  few  samples. 

Billy  knew  that  it  was  not  a  very  good  line  that  he 
had,  but  he  singled  out  one  hat  and  waxed  warm  with 
enthusiasm,  saying,  "I  positively  want  to  tell  you,  iVlr. 
M — ,  this  is,  without  exception  the  best  hat  in  the 
world." 

"Do  you  mean  that,  Billy — the-  best  hat  in  the 
world  ?"  asked  my  partner. 

Quicker  than  a  flash  he  came  back  with,  "Yes,  the 
best  hat  in  the  world." 

Billy  dwelt  on  the  beauties  of  that  hat  so  much,  re- 
peating that  it  was  "the  best  hat  in  the  world,"  barring 
none,  that  my  partner  bought  a  bill  of  him. 

For  years  after  that,  through  his  having  made  such 
a  strong  assertion,  we  remembered  him  always  as  "the 
man  with  the  best  hat  in  the  world,"  and  he  got  an 
order  pretty  nearly  every  time  he  came  around  through 
his  having  made  a  hit  with  his  superlative. 

Billy  used  to  be  familiarly  known  to  those  in  the 
trade  who  had  salesrooms  in  the  vicinity  in  which  he 
was  located  in  New  York,  in  congested  Lower  Broad- 
way. 

Believing  in  the  Goods. 

He  would  approach  a  customer  entering  his  sales- 
room, and  walk  him  up  to  his  display,  and  dilate  on  the 
beauties  of  his  hats  with  great  force  and  positiveness. 
If  he  succeeded  in  making  a  sale,  he  would  come  out 
rubbing  his  hands,  his  face  clothed  in  smiles,  and  had 
soared  to  the  highest  enthusiasm.  If  things  went  the 
other  way  after  he  had  soared  to  the  highest  enthusiasm, 
and  he  failed  to  land  his  man  for  a  bill,  he  would  come 
out  and  tell  the  boys,  with  a  very  solemn  face,  "That 
buyer  can't  last.  He  don't  know  good  values  when  he 
sees  them." 

Billy  is  still  travelling  and  prosperous.  He  owns  a 
partnership  in  the  business  he  helped  to  build  up  by  his 


unbounded  faith  in  his  line,  and  has  money  from  his  in- 
come to  speculate  in  New  York  real  estate. 

A  poor  wo'rkman  always  finds  fault  with  his  tools, 
and  a  poor  salesman  always  finds  fault  with  his  goods. 
Ha  may  have  the  mojst  salable  line  to  be  found  any- 
where, but  that  is  generally  a  small  part  of  what  he 
has  to  sell.  His  strong  line  is  excuses,  travelling  to  get 
ahead  of  some  competitor,  or  cutting  the  price.  Billy 
Morris  sold  goods  because  he  believed  in  what  in  had 
to  sell.  If  secretly  he  had  admitted  that  his  goods  were 
poor,  he  could  not  publicly  have  impressed  his  customers 
with   their  merchantable    value. 

The  man  who  knows,  or  thinks  he  knows,  that  his 
line  is  not  up  to  that  of  his  competitor,  begins  by  do- 
ing all  manner  of  things  not  calculated  to  add  to  his 
efficiency,  things  in  keeping  with  his  lack  of  confidence. 
He  is  a  negative  salesman,  imbued  with  the  idea  that  he 
must  in  some  manner  overcome  the  fancied  weakness 
of  the  buyers. 

For  a  time  his  sole  object  in  life  seems  to  be  to  try 
to  be  ahead  of  his  competitors.  Meeting  you  in  the 
lobby  of  some  hotel,  he  will  ask,  "Have  you  seen  .Tones 
yet  ?"  Upon  receiving  a  negative  answer,  he  continues 
with,  "I  cleaned  up  with  him  all  right.  I  was  in  X — 
ahead  of  him,  and  I  have  been  two  days  ahead  of  him 
all  the  way  around." 

He  seems  delighted  and  satisfied  to  be  two  days 
ahead  of  the  other  man,  when  it  could  be  shown  in 
numerous  instances  that  his  bugaboo,  Jones,  while  fol- 
lowing behind  him,  was  selling  anywhere  from  two  to 
four  times  as  much  goods  with  a  poorer  line  of  mer- 
chandise, simply  because  he  was  out  to  sell  merchandise, 
while  our  weak-kneed  fiiend  was  out  to  make  towns 
ahead  of  his  competitors,  in  the  blind  hope  of  covering 
the  supposed  errors  in  judgment  of  the  buyers  of  his 
line. 

Profitless  Bill-Starters. 

Never  quite  sure  of  his  goods,  we  find  him  again  in 
the  role  of  "starter" — the  salesman  that  is  always  sell- 
ing some  article  below  cost  for  a  bill-starter.  About 
three-quarters  of  his  business  is  done  in  bill-starters, 
without  profit.  He  always  has  the  brightest  possible 
prospects  on  paper,  but  they  never  materialize.  Corner- 
ed by  the  sales  manager  for  cutting  the  price,  he  will 
begin  by  excusing  his  action  on  the  ground  that  the 
goods  were  not  right,  or  that  the  house  around  the  cor- 
ner had  the  same  thing  at  a  closer  price. 

Another  idea  that  he  possesses  is  that  one  new  ac- 
count looks  better  to  him  than  twice  the  amount  sold 
to  his  regular  customers. 

He  is  always  chasing  new  scenery,  and  giving  Jones 
plenty  of  room  to  take  his  old  trade  away  because  of  his 
instability. 

He  seems  willing  enough  to  open  his  goods  if  a  cus- 
tomer will  look  at  them  ;  which  reminds  me  of  a  friend 
who  said  that  when  he  was  a  boy  he  used  to  call  fre- 
quently in  company  with  neighboring  boys  on  a  lady 
who  lived  close  by.  She  would  tantalize  the  boys  by 
telling  what  lovely  cake  she  had  in  the  pantry,  and  she 
would  get  each  of  them  a  piece  if  they  cared  for  any. 
Being  well-bred  boys,  they  always  refused,  until  one 
day  they  broke  her  heart  by  saying  in  chorus  that  they 
would  have  a  piece. 

The  man  who  never  thinks  his  goods  are  right  is 
easily  led  into  arguments  with  his  trade.  I  once  had 
such  a  salesman.  His  prices  and  styles  were  never  right, 
and  apparently  he  would  rather  get  into  an  argument 
than  sell  goods. 

(To   be  continued.) 
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THEY'RE  Keeping 


Coming 


And  faster  every  hour.  To-day  the  women  of  this  country,  after  trying  other  makes  of 
patterns,  realize  as  they  never  reaHzed  before  that  Butterick  Fashions  and  Butterick  Pat- 
terns are  the  one  absolutely  dependable.  The  increased  sales  of  Butterick  Patterns,  con- 
tinuing- and  growing  greater  every  month  all  over  this  country,  are  proof  conclusive  of  this 
fact.  We  have  advertised  increases  reported  by  merchants  for  the  year  1908  over  1907.  Here's  a 
bunch  of  increases  for  January  and  February,  1909,  over  same  months  of  1908.  They  keep 
commg. 

Increases  Jan  y  and  Feb'y,  '09  over  '08 


NEW  ENGLAND  STATES 

HOWE    &    STETSON 
CO. 

New  Haven.  Conn  ■ .  ■  30 

REID&  HUGHES  D.G. 

CO. 

Waterbury,   Conn 36,1 

OWEN,  MOORE  &  CO. 

Portland,  Maine 30 

THE  R.  A.  McWHlRR 

CO. 

Fall  River,  Mass 20 

REID  &  HUGHES 

Lawrence,  Mass 35 

ALMY,    BIGELOW    & 
WASHBURN 

Salem,  Mass 35 

N.  H.  SKINNER  CO. 

Taunton,  Mass 27/ 

THE  SHEPARD  CO. 

Providence,  R.I 20 

MIDDLE  ATLANTIC  STATES 

SISSON  BROS  &  WEL- 
DEN  CO. 

Binghamton,  N.Y.    ..29 

.THE   WM.  HENGER- 

ER  CO. 

Buffalo,  N.Y 55;; 

TOMPKINS  D.  G.  CO. 

Middletown,  N.Y....76-, 
JAS.A.  HEARN&SON 

New  York,  N.Y 27  V 

JAMES  McCREERY  & 

CO. 

23rd  Street, 

New  York.  N,Y   ..37 

JAMES  McCREERY  & 
CO. 

34th  Street, 

New  York,  N.Y    .31 


CONSOLIDATED  D.  G. 
CO. 

Poughkeepsie,  N.Y.    .30 

SIBLEY,    LINDSAY    & 

CURR  CO. 

Rochester,  N.Y 38 

HAHNE  &  CO. 

Newark,   N.J 421; 

L.  S.  PLAUT  &  CO. 

Newark,  N.J 39 

KLINE  BROS. 

Altoona,   Pa 16 

ERIE    DRY    GOODS 
CO. 

Erie  Pa 32 

WATT  &  SHAND 

Lancaster,  Pa 58 

GIMBEL  BROS. 

Philadelphia,    Pa 37 

THE   BUSH    &   BULL 

CO. 

Williamsport,  Pa  ...107 
P.  WIESTS  SONS 

York   Pa 34- 

STEWART  &  CO. 

Baltimore,  Md 44 

WOODWARD   &   LO- 

THROP 

Washington,    D.C   ,  .  .44  . 

SOUTH  ATLANTIC  STATES 

THE  J.  B.  IVEY  COM- 
PANY 
Charlolte,  N.C 70 

J.  R  MILLNER  CO. 

Lynchburg,  Va 95 

FOURQUREAN. 
TEMPLE  &  CO. 

Richmond,  Va 27 


SOUTHERN  STATES 

KAUFMAN     STRAUS 
CO. 
Lexington,  Ky 49 

KAUFMAN     STRAUS 
CO 
Louisville,    Ky.    40 

B,     LOWENSTEIN     & 
BROS. 
Memphis.  Tenn   39 

IMIDDLE  WEST 
STRAUS  &  LOUIS 

Danville,  III 40 

LINN  &  SCRUGGS 

Decatur,   III 54 

J.GELINO'S  SONS 

Kankakee,   III 46; 

P.  STEINMETZ  & 
SON'S  CO. 
Pekin,  III  57 

H,    B,   SYKES    &   CO, 

Elkhart,    Ind 34 

THE  RURODE  D,  G, 
CO. 
Ft.  Wayne,  Ind 45 

ALLEN  BROS. 

Green  Castle.  Ind   ...49 

W.H.ZINN  CO. 

Lafayette.  Ind 33  , 

T.  LAWRENCE 

Belle  Plaine.  Iowa   ...61 

J   F.  STAMPFER 

Dubuque.   Iowa   14 

T.S.MARTIN  CO. 

Sioux  City.   Iowa 26 


MACK  &  CO. 

Ann  Arbor.  Mich 42/i' 

WM.  D.HARDY  &  CO. 

Muskegon.    Mich-    .  .  .42 

EMERY.  BIRD,  THAY- 
ER D,  G.  CO. 

Kansas,  City,  Mo   ...33 

GEO,  B,  PECK  D,  G. 
CO, 

Kansas  City,  Mo 34 

M.  O'NEILL  &  CO. 

Akron,    Ohio  56 

STERN  &  MANN 

Canton.  Ohio 67 

THEZ.  L.WHITE  CO. 
Columbus.  Ohio  .      -.33,, 

THE  ELDER  & 

JOHNSTON  CO. 

Dayton.  Ohio   32': 

THE  SCOTT 
GRIGGS  CO 

Newark.  Ohio 28 

THE  C.  F.  JACKSON 
CO. 

Norwalk,  Ohio 21 

THE  EDWARD 
WREN  CO. 

Springfield.  Ohio 39 

NORTH  WEST 

SCHUNEMAN  & 
EVANS 

St.  Paul.  Minn    39 

H.CHOATE  &  CO. 

Winona.  Minn 48 

GIMBEL  BROS. 

Milwaukee.    Wis 64 


KROEGER  BROS.  CO. 

Milwaukee.    Wis 44 


.  C.  PRANGE  CO. 

Sheboygan.  Wis. . . . 

SOUTH  WEST 


67 


SANGER  BROS. 

Dallas.  Texas 42 

WILLIAM  L.  FOLEY 

Houston.  Texas 37 

JOSKE  BROS.  CO. 

San  Antonio.  Texas.  -61 

WESTERN  STATES 

THE  CREWS-BEGGS 
CO. 
Pueblo,  Col 34 

RAMSAY  D.  G.  CO. 

lola.  Kan 89 

R.  H.  BELL  D.  G.  CO. 

Leavenworth,    Kan  ■  ■ .  34 

C.  B.  &  E  B.  FINCH 

Kearney,  Neb 18/: 

H.  HERFOLSHEIMER 
CO. 
Lincoln,    Neb 33 

PACIFIC  COAST  STATES 


LIPMAN  WOLFE  & 
CO. 

Portland,    Oregon  • .  ■ 


83 


THE  MacDOUGALL 
&  SOUTHWICK 
CO, 

Seattle,  Wash 42 


....AND.... 

The  Rowland  Dry  Goods  Co. 

BRIDGEPORT,  CONN. 

who  recently  returned  to  Butterick,  after  trying  another  make  of  pattern,  write  us,  "During 
the  month  of  February  our  pattern  business  shows  an  increase  over  February,  1908,  of  88%. 
This  showing  tells  its  own  story,"  and  we  say  evidences  the  enterprise  and  good  judgment 
of  The  Rowland  Dry  Goods  Company  in  coming  back  to  Butterick. 

88% 

Yes,  They're  Coming  Back 

THE  BUTTERICK  PUBLISHING  CO.,  33  Richmond  St.,  TORONTO,  Ont.,  Canada 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Fancy    Goods,    Notions    and    Trimmings 

Art  Needlework  Department  Promises  Profitable  Returns— Good  De- 
mand for  Belts  and  Buckles  —  Growing  Popularity  of  Jet  Ornaments. 


THE  balmy  days  will  soon  be  here,  and,  even  at 
the  present  time,  people  are  planning  for  their 
outing.  Fittings  are  being  prepared  for  Summer 
homes,  and  one  requisite  is  an  abundance  of 
pretty  cushions.  There  are  very  few  towns  of  any  size 
that  do  not  count  a  number  of  families  wealthy  enough  to 
own  or  rent  Summer  homes.  Their  trade  is  most  desir- 
able, and  is  of  the  class  that  the  progressive  merchant  is 


ins^v  .-■ v----^.-.. 
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Antique  Silver  Tinsel  Trimmings,  Button  Effect,  worked  upon 
Grey  Net      Shown   by   Bastin,  Merryfield   &  Cracknell. 

anxious  to  capture  and  hold.  Therefore,  it  is  important 
that  the  store  should  contain  a  department  throug;h 
which  special  appeals  may  be  made  to  the  shopper. 

One  department  most  women  are  interested  in  is  that 
devoted  to  the  sale  of  art  needlework,  for  a  good  depart- 
ment not  only  suggests  ideas  that  aid  lier  to  embellisli 
the  toilette,  but  also  to  adorn  and  beautify  her  home  by 
the  product  of  her  spare  time  and  skill  in  needlecraft.  An 
inspection  of  many  of  the  large  stores  will  prove  the  truth 
of  this.  It  is  a  feature  emphasized  by  prominent  loca- 
tion, and  it  may  safely  be  assumed  that  the  department 
would  not  be  there  if  it  did  not  pay  a  ha,ndsome  profit. 
Properly  conducted,  it  is  also  a  good  advertising  proposi- 
tion and  a  feeder  for  other  departments. 

The  first  requisite  is  prominence  of  position — prefer- 
ablv  in   the   centre  circle  and   not   far  removed  from   tlie 


trol  of  the  buying,  due  care  being  taken  that  she  does  not 
overbuy.  If  she  is  a  needlewoman  spare  time  may  be  oc- 
cupied in  beginning  work  for  customers. 

The  manner  in  which  the  department  is  dressed  out 
will  certainly  influence  trade.  Pillow  tops  must  be 
shown  with  a  worked  cushion,  and  the  same  rule  applies 
to  otlier  articles.  For  the  Summer  cottage,  for  porch  and 
verandah  use,  or  for  the  canoe,  etc.,  the  tinted  tup  pil- 
lows are  about  the  best  that  can  be  purchased.  These  are 
mostly  worked  in  mercerized  eotton,  in  outline  stitch,  and 
in  other  easy  stitches  that  take  little  time  in  executing. 
These  pillows  will  stand  a  good  dea,l  of  hard  usage  and  if 
worked  carefully,  with  reliable  cottons  or  silks,  can  be 
successfully  laundered  many  times.  A  cord  or  girdle  of 
mercerized  cotton  is  the  best  finish.  Pillows  to  use  in.side 
these  covers  may  be  purchased  at  a  low  price. 

For  use  in  the  living  room  or  the  sleeping  apartments 


Bedroom  Slipper,  Crochet  in  Blue  and   White  Mercerized 
Cotton  — Shown  by  Hambly,  Oakley   and  Wilson. 

door.  Equally,  if  not  more,  important,  is  the  selection  of 
sales  people.  It  will  hardly  suffice  if  a  person  from  any 
of  the  other  departments  be  given  charge  or  wait  on  cus- 
tomers. It  is  necessary  to  have  one  who  knows  the  busi- 
ness, and  who  must  always  be  on  hand  to  meet  shoppers. 
It  should  be  no  hard  matter  to  obtain  such  a  person  in 
even  the  smallest  town.  She  .should  be  given  full  com- 
mand and  made  to  understond  that  she  is  responsible  for 
the  success  or  non-success  of  the  department — in  short, 
that  it  is  up  to  her  to  make  it  pay.  She  should  haive  con- 


Cushion  Arts  and  Crafts  Design   worked    in    Royal   Silks 

on  Grey  Bulgarian  Linen  — Shown  by  Hambly, 

Oakley  &  Wilson. 

handsome  pillows  worked  upon  fuundaiions  of  brown,  blue 
or  white  linen  or  burlap  are  shown.  Tlie  pattern  is  stamp- 
ed and  tinted  so  that  the  embroidery  is  worked  with 
little  trouble.  The  work  is  done  in  satin  stitch,  and  thrte 
shades  of  cotton  or  silk  are  used  in  developing  the  pat- 
tern outlined  with  black  to  detach  and  throw  it  up  from 
the  ground. 

The  pillow  illustrated  is  in  the  Arts  and  Crafts  style, 
the  ground  of  the  cushion  being  grey  Bulgarian  linen,  the 
back  being  of  the  same.  It  is  a  conventionalized  butter- 
fly and  leaf  design,  the  fly  being  worked  in  three  shades 
of  Delft  blue,  and  yellow.  The  leaves  are  in  green  and 
the  whole  design  is  outlined  in  black.  Oval  runners  may 
be  obtained  to  match  most  designs. 

Oriental  designs,  to  be  worked  out  in  the  rapidly-work- 
ed Wallaehian  embroidery  make  a  sensible  and  useful 
Summer  pillow.  Pinks  a,nd  greens  give  a  dainty  effeer 
upon  white  linen,  but  when  the  brown  or  deeper  colored 
I'Tound  is  chosen  the  best  effect  is  gained  when  the  ap- 
propriate Oriental  looking  dull  reds,  blues  and  greens  are 
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used.  Either  a  cord  girdle  may  be  used  as  a  finish  or  a 
single  or  double  ruffle  is  an  effective  one.  Pillows  of 
cdlored  denim,  the  pattern  worked  with  coronation  cord, 
a,re  also  desirable.  Pretty  centrepieces  are  quickly  done 
in  this  manner  and  are  ideal  for  the  Summer  home. 

Embroidery  effects  are  having  a  great  vogue  at  pres- 
ent, and  the  fancy  goods  houses  show  a  large  and  varied 
line  of  goods. 

'*' 

Belts. 

Retailers  a,re  beginning  to  push  wash  belts,  and  it  is 
expected  that  these  will  do  well  with  the  retail  trade.  The 
popular  selling  line  retail  at  25  cents.  The  buckles  most 
in  demand  are  the  peai'l  or  imitation  pearl,  chiefly  round. 

Elastic  belts  are  in  dema.nd,  tlie  plain  elastic  at  popu- 
lar pi-ices.  selling  readily.     Many  of  these  l)elts  are  shuwii 
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Dull  Gold  Tinsel  Trimmings,   Pineapple  Pattern,  worked    on 
Gold  Colored  Net  — Sho-wnby  Bastin,  Merryfield  &  Cracknell. 

with  the  cameo  buckle,  which  is  one  of  the  most  popular 
buckles  at  the  present  time.  Large  buckles  seem  to  be 
most  active,  and  are  shown  on  practically  all  styles  of 
belts.     The  Prinaess  dress,  and  tlie  Directoire  sash  or  gir- 


Back  Combs 

Side  Combs 

Barrettes 

Granby   Mf^.  Co.,  Limited 

GRANBY,    -    QUE. 


die  have  had  some  effect  on  the  belt   trade,  but  in  spite 
of   this   belts   are   selling  extensively. 

The  ne'wes't  idea  in  this  line  is  in  the  form  of  a  lined 
hell,   the  eiles  being  huttonh(iled  and   the  pattern   worked 


Jet,  Ornaments  in  Vogue  -  Shown    by  Dominion   Cord 
and  Tassel  Co.,  Montreal. 

through  both  thicknesses.  This  gives  not  only  a  better 
appearance  to  the  belt,  but  makes  it  firmer  and  le.ss  likely 
to  wrinkle.  The  patterns  used  are  much  improved  and 
come  now  in  neat  effects  that  more  closely  resemble  hand- 
work. 

•«• 
Slippers  in  Mercerized  Cotton. 

Bedroom  slippers  are  an  all-season  demand.  The  pret- 
ty slipper  shown  is  crocheted  with  blue  and  white  mer- 
cerized cotton  that  has  all  the  appearance  of  silk.  This 
cotton  yarn  retails  for  50c  for  the  large  hank.  Each  5fle 
hank  sub-divides  into  five  skeins  and  five  skeins  are  suf- 
Hr-iont  for  one  pair  of  slippers. 


OUR  FALL  SAMPLES 


are  now  beiuji;'  shown  by  our   travellers  in 
Ontario,  Quebec  and  Maritime  Provinces. 

Values  and  Assortments  invite  your  close 
attention. 

Let    us    have    your    enquiries. 


L.  HIRSHSON  &  CO. 


248  NOTRE  DAME  ST.,  WEST 


MONTREAL 


Ladies'  Hand  Bags 

Our  1909  Spring  Line  is  e^ne  of  the  largest 
and  best  we  have  ever  shown.  Buyers 
are    invited    to    inspect    the    collection. 


Manufactured  by 


Ladies'  Hand  Bag  No.  7687 
Send  for  Illustrated  Catalogue  "C 


C.  F.  RUMPP  &  SONS 

Tine  Ceatber  6ood$ 

PHILADELPHIA 

New  York  Salesroom,  683  and  685  Broadway  (Cor.  Third  St.) 
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of  Trade  Activities 

in  British  Markets 
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Office  of  The  Dry  (ioods  Keview, 
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London.   Eng.,   April    8. 

Will  Selfridge's  Pay? 

SELFRIDGE'S  store  and  Selfridge's  trading  methods 
seem  to  he  the  big'  topic  of  conversation  in  the 
drapery  trade — both  wholesale  and  retail.  "Can 
the  store  be  made  to  pay?"  is  a  question  often 
put  and  hotly  argued.  The  truth  is,  not  one  of  London  's 
large  retail  businesses  have  ever  been  stai'ted  as  an 
immense  going  concern  in  a  store  of  palatial  proportions 
but  have,  from  very  modest  beginnings,  gradually  develop- 
ed into  their  present  large  proportions.  Take  Harrods 
for  instance^  this  business  was  begun  in  a  very  small 
store  more  than  60  years  ago,  and  Harrods'  is  just  about 
the  history  of  the  majority  of  the  big  London  drapery 
bouses.  No  wonder,  therefore,  that  with  men  used  to  a 
gradual  development,  and  whose  expenses  have  gradually 
increased  with  their  turnover,  the  question  "Will  it 
Pay?"  is  the  first  asked  when  they  contemplate  the 
doings  of  the  new  firm. 

In  Selfridgee's  there  is  a  million-pound  store  stocked 
and  expensively  staffed  and  equipped,  and  the  poster 
advertising  campaign  that  heralded  its  opening  must 
have  cost  from  two  to  three  thousand  pounds  a  day  for 
the  newspaper  publicity  alone.  It  is  calculated  that  the 
minimum  turnover  will  not  have  to  be  less  than  £2,000,000 
a  year.  Goodwill  is  a  valuable  asset  in  British  retailing 
and  how  will  Selfridge's  get  along  without  an  estab- 
lished  clientele?   is   a   question   often    asked. 

There  is  little  doubt  that  Selfridge's  aim  is  to  secure 
a  big  share  of  foreign  visitors'  trade,  and  that  to  this 
end  a  large  advertising  campaign  in  the  publications  of 
ships,  trains,  etc.,  will  be  used.  Long  before  the  visitor 
reaches  London  she  will  know  all  about  the  store  and 
its  conveniences,  and  will  be  made  to  realize  that  the 
store  is  conducted  ujxtn  the  lines  she  has  been  accustomed 
to  at  home.  If  the  Selfridge  store  does  succeed  in  draw- 
ing this  class  of  trade  to  London  it. will  be  greatly  to  the 
advantage  of  British  manufacturers  and  wholesalers,  as 
it  will  make  Ijondon  more  clearly  the  recognized  shopping 
centre  of  Europe. 

No  innovation  introduced  has  come  in  for  more 
criticism  than  the  method  of  dressing  the  windows — 
which,  it  must  be  said,  is  in  strong  contrast  with  the 
recognized  London  methods  and  those  employed  through- 
out the  British  Isles.  Probably  the  I'cason  why  the  Ameri- 
can idea  in  window-trimming  has  been  so  closely  follow- 
ed is  due  to  the  fact  that  England  alone  sticks  to  the 


stocked-up,  crowded  window.  The  continental  nations 
have  adopted  the  American  idea  long  since  instead 
of  following  the  English  lead. 

There  can  be  no  doubt  that  if  the  Selfridge  venture 
succeeds  it  will  make  a  material  change  in  British  meth- 
ods. It  will  mean  not  just  in  London  alone,  but  in  the 
provinces  that  the  aggregation  of  small  shops  will  give 
way  to  handsome  buildings.  Drapers  will  have  to  im- 
prove their  stores  and  provide  their  customers  with 
more  shopping  comforts.  That  important  official,  the 
London  shopwalker,  is  on  his  trial  and  he  knows  it. 

The  Prince  on  Advertising. 

Coming  at  a  time  when  advertising  methods  are  so 
much  discussed,  the  Prince  of  Wales'  speech  at  the  meet- 
ing of  the  Royal  Commission  on  International  Exhibitions 
has  attracted  wide  attention,  and  his  remarks  bid  fair 
to  rival  the  now  famous  "Wake  Up,  England,"  uttered 
after  his  toui'  around  the  world  and  visit  to  Canada. 

After  referring  to  the  facilities  the  Commission  was 
offering  to  exhibitors  at  the  Brussels  Exhibition  next 
year,  the  Prince  deprecated  the  reluctance  of  many  big 
firms  to  take  part  in  foreign  exhibitions.  This  was  due, 
he  thought,  to  a  belief  that  the  trade  secured  did  not 
warrant  the  expense.  He  pointed  out  that  the  beneefits 
drived  ought  not  to  be  measured  just  by  the  direct  orders 
gained.  "Experience."  he  went  on  to  say,  "has  .shown 
that  even  in  the  case  of  firms  having  world-wide  connec- 
tions attempts  to  discontinue  advertising  have  usually 
been  followed  by  diminution  of  sales." 

"What  does  a  Whitney  blanket  mean?  Th^vt  is 
the  question  that  an  English  magistrate,  an  array  of 
legal  talent  and  a  number  of  well-known  men  in  both 
the  wholesale  and  the  retail  trade  are  endeavoring  to 
solve.  The  whole  question  is  arising  out  of  the  prosecu- 
tion of  Messrs.  Rylands  &  Co.  by  the  Whitney  blanket 
manufacturers  under  the  new  act  bearing  on  trade  misde- 
scription. It  appears  that  a  number  of  Yorkshire  firms 
have,  for  a  number  of  years,  been  making  Whitney 
blankets  and  the  question  turns  on  the  point  as  to  whether 
the  term  "Whitnev"  means  a  kind  of  blanket  oi-  a  blanket 


The  Se'fi'idge  store  is  still  the  topic  of  interest 
among  English  retailers — Prince  of  Wales  on  the 
value  of  advertising — London  retail  houses  main- 
taining profits — Results  from  last  London  wool 
sales   very   satisfactory. 


DRY     GOODS     REVIEW 


57 


made  in  the  town  of  Whitney.     The  case  is  still   before 
court  and  a  decision  is  expected  to-day. 

At  the  Bow  Street  Police  Court  the  Irish  Depart- 
ment of  Agriculture  is  prosocuting  the  Irish  Linen  Co., 
a  retail  firm  located  in  High  Holborn,  foi-  selling  cotton 
handkerchiefs  as  linen,  and  poplin  ties  marked  "real 
Irish  poplin."  "Drapers,  it  appears,  will  have  to  exer- 
cise  more   care   in    applying   loose   trade   descriptions. 

Maintained  Profits. 

A  highly  interesting  feature  of  the  drapei'y  trade  re- 
turns, which  are  now  being  published  is  the  way  in  which 
the  large  London  retail  firms  have  maintained  their  jjrofits. 
The  returns  of  the  retail  trade  present  a  strong  contrast 
to  those  of  the  wholesale  houses.  As  is  well  known,  the 
wholesale  trade  has  passed  thi-ough  a  very  bad  year.  In 
most  cases  it  is  not  that  the  volume  of  trade  done  has 
been  less,  it  is  the  big  drop  in  prices,  and  the  consequent 
loss  upon  stocks  that  has  caused  the  depreciation. 

Bradford. 

The  second  series  of  London  wool  sales  have  come  to 
a  finish.  There  can  be  no  doubt  that  the  wool  interests 
are  very  well  satisfied  with  the  results.  Fully  a  penny  a 
pound  advance  has  been  made  and  those  buyers  who  held 
off  buying  in  the  early  part  of  the  sales  had  to  come  into 
the  market  at  the  higher  prices  to  supply  their  needs.  Of 
the  182,000  bales  sold  18,000  went  to  the  States,  and 
69,000  to  the  Continental  markets,  leaving  Bradford  to 
account  for  about  82,000  bales  as  13  000  were  carried  over. 
Last  year  the  number  of  bales  carried  over  was  about 
78,000. 

It  is  impossible  to  say  how  much  business  the  Brad- 
ford top-makers  have  done  since  the  beginning  of  the 
year,  but  it  is  very  large,  and  prices  have  shown  a  con- 
tinued tendency  to  advance. 

It  has  been  patent  all  the  year  that  merinos  were  the 
wanted  article  and  this  tendency  promises  to  continue 
for  some  time.  Therefore,  further  advances  need  cause 
no  surprise.     Crossbreds  are  also  firmer  at  one-half  more. 

Nottingham. 

The  busiest  section  in  Nottingham  now  is  the  net 
trade.  Bobbin  nets  of  medium  to  fine  qualities  are  ex- 
tremely active  and  orders  are  coming  to  hand  freely  for 
mosquitos.  Patent  spotted  nets  and  mechlins  are  not  so 
busy,  and  their  sale  has  fallen  off  considerably  in  the 
past.  The  hosiery  branch  is  displaying  more  activity  and 
buyers  are  paying  the  higher  prices  with  little  demur. 

Ireland. 

Yarns  are  quiet  at  present  and  it  is  thought  that  the 
manufacturers  are  holding  back  in  the  expectation  of 
getting  better  rates.  Prices  are  firm  and  as  soon  as 
buying  commences  are  likely  to  go  up.  Manufacturers 
are  busy  and  the  amount  of  new  business  coming  to  hand 
is  causing  prices  to  harden.  All  classes  of  linens  are  in 
demand — power-loom  linens  for  bleaching,  damasks,  dress 
linens,  cambrics,  cloth  for  dyeing,  Hollands,  etc.,  are  all 
selling.  Not  only  is  the  export  business  up  to  expectations 
but  the  home  trade  is  quietly  increasing. 

Scotch  Notes. 

There  is  a  general  improvement  in  business  here.  Linen 
yarns  are  firm,  particularly  in  the  better  grades.  Com- 
mon qualitie.3  are  not  so  active.  Manufacturers  of  fine 
grades  of  linens  are  busy,  but  there  is  not  so  much  doing 
in  heavy  goods.  Jute  is  slow,  and  .iute  yarns  continue 
to  go  into  stock.  Jute  cloths  tend  lower,  and  Hessians 
do  not  sell  freely.  Only  makers  of  high-grade  tweeds 
can  keep  their  factories  employed, 


A  Title  Earned 
by  Quality 

To  be  awarded  the  Gold  Medal  for 
linen  manufacture  at  a  World's 
Exposition  is  a  distinction  worth 
while.  :  :  :  :  : 

Gold  Medal  Linens 

have  had  this  distinction  confer- 
red upon  them  on  several  occa- 
sions —  a  fact  which  is  an 
absolute    guarantee    of    quality. 

Do  you  realize  the  prestige  pertaining 
to  the  man  in  your  town  who  special- 
izes on  Gold  Medal  Linens  ?  It  is  a 
prestige  that  expresses  itself  in  dollars 
and  cents  frc>m  the  best  people  in  your 
community.   Write fordescriptive  booklet. 

R.  H.  COSBIE 


IRISH  LINEN  AGENCY 


TORONTO 


Canadian    Representative  for    William 
Liddell df  Co.,  Limited,  Belfast,  Ireland 


NATURAL   PREPARED 

Flower  Hat  Pins 

11^   inches  lon^ 

Big  Sellers   Everywhere 

Rose  Hat    Pins 

(Pink,    Red,  Yellow) 
Small  Size    (bud)    $L50   per   dozen 

$13.00  per  ^ross, 

Lar^e  Size  >  full  flower)  $2.25  per  doz. 

$18.00  per  ^ross. 

Violet  Hat  Pins 

$2.25  per  dozen.      $18.00  per  ^ross, 

Carnation(pink)Hat  Pins 

$2.25  per  dozen,     $18.00  per  ^ross 

They  are  all  guaranteed  to  retain 
their  natural  shape,  color  and 
beauty.  Impervious  to  rain  or 
shine. 

Special   introductory   ofier: 

1  Dozen  Rose  Hat  Pins(^  bud 
^  full  flower)  ^  dozen  Carnation 
and  ';  dozen  Violet  Hat  Pin»  for 
$3.25. 

Send  your  order  to-day. 

Rose  Hat  Pin  Co. 


Rose — Small  Size 


334  Notre  Dame  St.  West, 


MONTREAL 


58 


K  N ITTED     GOODS 


Dry  Goods  Review 


Don't  Go  Shy  on  This  Warm 
Weather  Winner 


THE 


Is  one  of  those  daily  demand  articles  that  you  can't  afford  to  run  low  on. 

And  with  the  warm  weather  coming  on  there  will  be  a  greater  demand  than  ever. 

Youngsters  wear  them  next  to  the  skin.      The  elastic  fabric  gives  them  all   the  freedom 
necessary,  and  it's  porous  also— absorbs  perspiration. 

Bring  your  Nazareth  Waists  to  the  front— put  some  in  the  window— advertise  them— they're 
seasonable. 

We've  just  issued  a  new  booklet  of  ready-to-use  retail  ads.,  containing  catchy  cuts  that  will 
get  the  attention  of  the  mothers.     Ask  for  Number  9 — it's  free. 


The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Ottawa,  Ont. 

John  M.  Garland,  Son  A  Co. 
St.  John,  N.B. 

The  Vassie  Co..  Ltd. 
Frank  Skinner  tt  Co. 
Manchester,  Robertson  &  Allison 
Scovil  Bros.,  Ltd. 

Toronto,  Ont. 

John  Macdonald  &  Co. 
Beatty,  Kerr  4  Verncr 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Winnipeg,  Man. 

R.  J.  Whitla  A  Co.,  Ltd, 
Robinson,  Little  4  Co. 


Calgary,  Alta. 

w 

.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 

w 

.  4  C.  Silver 

Smith  Bros. 

Kingston,  Ont. 

M 

icnee  4  Minnes 

London,  Ont. 

R. 

C.  Struthers  4  Co. 

Ro 

binson.  Little  4  Co. 

Montreal,  Que. 

W 

R.  Brock  Co..  Ltd. 

Gault  Bros.  4  Co.,  Ltd, 

He 

dgson,  Sumner  4  Co. 

A. 

Racine  4  Co. 

Brophy,  Parsons  &  Redden 

Kyle,  Cheesbrouirh  &  Co. 

Mclntyre,  Son  4  Co. 

P. 

P.  Martin  4  Co. 

A. 

0.  Morin  i  Co. 

jNazarerh7     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


^m^fO, 


S4 


350   Broad-way, 


New     I  ork 


Canadian    Representatives  :— 

E.  H.  Walsk  &•  Co. 

Toronto  and  Montreal 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


News  of  Season's  Trade  in  Knitted  Goods 

Fall  Placing  is  About  Over  and  Travelers  Report  Decided  Improve- 
ment as  Compared  with  Last  Year  —  Manufacturers  would  Oppose 
Removal   of    the    Surtax  —  Growing    Demand    for    Medium    Weights. 


WITH  the  placing  season  about  ovt-r,  it  is 
now  possible  for  manufacturers  and  whole- 
salers to  speak  with  more  confidence  than 
was  possible  a  month  ago,  of  the  outlook 
for  next  Fall  in  knitted  goods.  Traveling  representatives 
•who  have  just  returned  from  trips  through  the  countrj', 
are  generally  well  pleased  with  results.  There  is  a 
marked  improvement  over  the  same  period  last  year. 

It  is  stated  by  some  that  the  demand  for  heavy  lines 
of  men's  wear  is  not  what  it  should  be,  and  one  reason 
given  for  this  is  that  continued  mild  weather  has  creat- 
ed a  preference  for  medium  weights  which  may  be  worn 
the  year  round.  Particularly  is  this  noted  in  large 
centres  of  population,  while  it  is  pointed  out  that,  in 
a  country  such  as  Canada  where  winters  of  unusual 
severity  are  always  a  possibility,  the  importance  of 
heavy  weights  should  not  be  overlooked.  Due  apprecia- 
tion is  also  given  to  the  fact  that  the  conditions  de- 
scribed are  paving  the  way  towards  better  position  for 
medium  weights. 

In  the  Avomen's  department  it  is  different.  Summer 
garments  have  those  peculiarities  of  construction  which 
adapt  them  to  the  vogue  of  open  work  waists  and  short 
or  lingerie  sleeves.  These  cannot  answer  the  purposes 
of  comfort  and  health  enforced  by  low  temperatures. 
Hence  it  is  that  the  observation  made  by  travelers  with 
reference  to  any  dropping  off  that  there  may  be  for 
garments  of  weight  refers  almost  entirely  to  the  men's 
department. 

Wool  Prices  Moving  Up. 

The  firming  tendency  of  the  wool  market  is  regarded 
asi  another  reason  why  the  trade  should  give  more  ser- 
ious consideration  to  the  importance  of  advance  buying. 
For  instance  two  grades  of  Botany  which  some  weeks 
agoi  ranged  from  60  to'  64c  and  from  66  to  VOc  respec- 
tively, advanced  at  the  recent  sales  to  72  and  78c  re- 
spectively, a  jump  of  something  like  twenty  per  sent. 
It  will  therefore  be  noted  that  Canadian  manufacturers 
who  are  very  well  covered  for  Fall,  under  the  former 
low  prices,  will  undoubtedly  find  that  price  levels  hav'e 
been  materially  changed  when  they  enter  the  market 
again.  The  day  is  not  far  distant  when  the  Spring 
trade  must  be  considered,  in  fact,  samples  are  already 
being  prepared  by  some  manufacturers. 

Payments  Fairly  Satisfactory- 

So  far  as  payments  are  concerned  the  general  state- 
ment is  that  in  the  older  provinces  particularly,  obliga- 
tions are  being  very  satisfactorily  met.  Some  houses 
complain  that  there  have  been  frequent  requests  for 
unusual  terms  from  not  a  few  centres  'in  the  west.  Road 
representatives  who  have  just  returned  from  that  field, 
report  that,  while  there  are  exceptions,  business  gener- 
ally is  being  conducted  on  a  sound  basis  and  reflects  a 
growing  prosperity.  The  crop  outlook  is  not  being 
authoritatively  discussed  by  means  of  statistics  as  yet, 
but  the  general  feeling  is  that  it  will  compare  very 
favorably  with  that  of  last  year.  This  accounts  for  a 
prevailing  optimism.  There  has  been  a  fairly  satisfac- 
tory advance  business  in  the  west,  and  it  is  from  that 
quarter  that  a  good  demand  for  heavy  lines  is  noted. 


The  backward  Spring  season  has  not  helped  sorting 
business.  Many  of  the  wholesale  houses  report  trade  at 
present  as  quiet,  but  they  are  not  relinquishing  any  of 
that  preconceived  assurance  that  Spring  and  Summer 
would   bring  business   up   to  a   very   satisfactory   volume. 

Favor  for  Combinations. 

In  the  advance  orders  for  Fall,  it  is  noted  that 
there  is  a  growing  feeling  in  favor  of  combinations,  and 
the  prediction  is  made  in  some  quarters  that  the  time 
is  not  far  distant  when  this  garment  will  require  a 
g.  eater  amount  of  specialization  from  the  manufactur- 
ing and  retail  departments  than  at  present. 


Would  Oppose  Removal  of  Surtax. 

Among  manufacturers  of  knitted  goods,  the  receut 
cable  despatches  pointing  out  that  Germany  is  anxious 
to  secure  more  advantageous  tariff  considerations  from 
Canada,  have  been  subjects  of  serious  comment.  The 
industry,  they  declare,  would  suffer  very  materially  by 
the  removal  of  the  surtax  or  other  arrangement  which 
would  bring  Canadians  into  direct  competition  with  Ger- 
man goods.  While  no  official  affirmation  is  given  ^'hese 
reports,  the  feeling  that,  at  the  present  time,  there  is  a 
tendency  to  consider  reciprocal  proposals  from  European 
countries,  renders  the  following  expressions  of  opinion 
from  manufacturers   opportune  : 

Not  Sufficient  Protection. 

"The  prevailing  impression  seems  to  be  that  a  tariff 
of  35  per  cent,  protects  the  Canadian  knit  goods  manu- 
facturer to  that  extent,  but  a  little  investigation  will 
easily  prove  that  this  is  not  so. 

"The  Canadian  manufacturer  of  balgriggan  under- 
wear for  instance,  pays  17A  to  25  p.c.  more  for  his 
yarn  than  do  the  manufacturers  of  the  United  States 
or  of  Europe.  In  addition  to  that,  he  pays  35  per  cent, 
more  for  all  his  trimmings. 

"If  you  will  bear  this  in  mind,  and  then  reflect  that 
the  American  or  European  is  able,  because  of  his  large 
market,  to  run  an  extensive  plant  on  a  very  "limited 
line  of  goods,  you  will  easily  see  that  the  Canadian 
manufacturer  is  not  able  to  furnish  the  competition 
necessary  to  keep  out  their  goods. 

"For  this  reason,  our  mills  and  our  people,  are  be- 
ing deprived  of  a  great  deal  of  work,  because  the  United 
States  and  France  are  now  shipping  in  large  quantities 
of  knit  underwear.  Much  more  would  this  be  true,  if 
Germany  were  given  more  favorable  consideration  in  the 
matter  of  tariff  on  these  goods. 

"Our  empathic  opinion  in  the  matter  is,  that  as 
manufacturers  of  balbriggan  underwear,  we  have  not  at 
present  sufficient  protection  to  enable  us  to  prevtx.t  im- 
portation of  these  goods  in  large  quantities  from  both 
the  United  States  and  France,  and  the  removal  of  the 
German  surtax  would  only  introduce  a  competitor  more 
able  than  either  of  the  others  to  bring  in  goods. 

"We  thank  you  for  the  opportunity  you  have  given 
us  to  express  our  views  in  this  matter." 
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Order 

Now 

Fill  in  the  gaps  that  exist  in  your  Bal- 
briggan  stock.  Send  an  order  to  your 
jobber  to-day  for  Pen-Angle 

Balbriggan 

Several  different  styles  and  shades.  E\'ery 
garment  guaranteed.  Wear  Pen-Angle 
Balbriggan  yourself  and  note  the  per- 
fection of  fit. 

Penmans,  Limited,  Paris,  Canada 

Pen -Angle 
Underwear 

St.  George  Brand 

Underwear  for  Men 


made  in   various  weights  and   textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
for      your       protection      and     ours. 


^^^^«^9^^9$<P^^#ir$^^^9$^^»^9^^!^^««^9 


Loads  of  Competition  at  Home. 

"We  certainly  do  hope  that  there  will  be  no  change 
made  in  the  present  tariff,  and  we  also  hope  that  they 
will  not  remove  the  surtax  that  exists  at  the  present 
tim(!.  While  no  doubt  Canadian  manufacturers  of  knit 
goods  have  not  suffered  to  any  extent  from  competition 
with  German  goods,  yet  there  is  no  telling  what  might 
occur  if  this  surtax  were  removed  at  the  prcisent  time. 

"As  no  doubt  you  are  aware,  labor  is  very  much 
cheaper  in  Germany  than  it  is  here,  in  fact  conditions 
generally,  both  as  to  labor  and  the  various  expenses 
that  enter  into  ordinary  living  conditions  are  cheaper 
in   Germany   than   they   are  in   Canada. 

"Any  one  who  is  at  all  familiar  with  the  knit  goods 
situation  at  the  present  time  will  inform  you  that  there 
are  loads  of  competition  between  the  various  Canadian 
manufacturers  at  the  present  time  without  any  outside 
competition  from  Germany  or  any  other  country." 


Operating  Branch  in  Buffalo. 

"We  have  to  say  that  if  the  surtax  is  taken  off 
knitted  goods,  it  would  be  ruinous  to  our  business.  We 
believe  that  we  would  do  50  p.c.  less  business,  and  owing 
to  this  fact,  we  do  not  at  the  present  time  feel  like  ex- 
tending our  business  in  Canada,  any  further,  owing  to 
the  danger  that  we  are  continually  in,  in  reference  to 
this  one  feature,  and  rather  than  extend  our  business 
further  in  Canada,  at  the  present  time,  we  have  hi- 
stead  opened  a  branch  factory  in  Buffalo,  which  will  be 
in  operation  within  a  week  or  ten  days.  This  will  pro- 
bably demonstrate  to  you  the  light  in  which  we  view 
this  matter.  The  scale  of  wages  paid  in  Germany  is 
such  that  we  could  not  compete  with  it.  Furthermore, 
w©  believe  that  at  the  present  time,  certain  lines  are 
being  shipped  from  Germany  via  England,  and  brought 
into  Canada  under  the  preference." 


Detriment  to  Canadian  Trade. 

"From  our  point  of  view  we  think  it  will  be  a  detri- 
ment to  Canadian  trade  if  the  surtax  is  taken  off.  We 
base  our  opinion  for  this  reason  in  the  fact  that,  while 
the  Canadian  consumers  are  getting  a  very  scrvicieablc 
article  at  a  fair  i)rice,  we  feel  sure  that  without  the 
surtax  this  class  of  goods  would  come  in  a  somewnat 
inferior  make  to  compete  with  the  Canadian  manufac- 
turers, thus  causing  the  Canadian  manufacturer  to  pro- 
duce a  commoner  article  than  he  is  doing  to-day, 
and  which  is  to  be  deplored,  and  which  we  feel  sure 
would  happen  were  the  surtax  taken  off." 


Hard  to  Compete  at  Present. 

"We  think  that  it  would  certainly  be  a  serious  mat- 
ter for  Canadian  knitted  goods  if  thie  government  granted 
any  jjrefercmce  to  Giprmany,  as  it  is  hard  to  compete 
with  them  in  cashmere  with  the  present  duty." 


Duty  and  Surtax  Even  Up. 

"We  would  be  very  much  opposed  to  surtax  being 
removed,  as  owing  to  the  much  lower  rate  of  wages 
paid  in  Germany,  cost  of  manufacturing  being  less,  re- 
quires present  rate  of  duty  and  surtax  to  even  it  up." 
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UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'SPAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

H'/iolfsfilf  onlii 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWE 


PATENT 


TIGER  BRAND 


MARK 

ilSTERTO, 

TIGER  BRAND. 


THE  UNDERWEAR  OF  QUALITY 


The  Gait  Knitting  Co. 

L  I  M  IT  E  D 

Galt^   Ontario 


Ontario  Quebec 

J.  E.  McCLUNG         P.  DeGRUCHY 

Maritime  Provinces 

J.  A.  MURRAY 

West 

GERHARDT,    HANLEY  MacKAY  CO.,  Ltd. 

Agents 


It's 
Easy 

to  dye  a  stock- 
ing black — a 
beautiful,  lus- 
trous black, 
too .  But 
what'  s   the 


use  if  its  beauty  is  only  eye-deep  ? 


Women  don't  buy  stockings  to 
look  at.  Hermsdorf  Dyed  Stockings  are  dyed 
black — a  beautiful,  lustrous  black — that's  positively 
wash-wear-and-perspiration-proof,  and  pure  withal. 
Specify  "  Hermsdorf  Dyed  "  in  all  your  pur- 
chases of  black  hosiery  and  look  for  the  truth  on  the 
toe. 


Works,  American  Bureau, 

Chemnitz,  Saxony  235  W.  39th  St.,  New  York 

Store  Signs,  Cuts,  Booklets,  etc.  supplied  free. 
Write  for  our  sale  plan. 
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Sterling'  Si 
Hosiery 

The    BRAND  of  QUALITY 

H  A  profit  making  and  satis- 
factory line  to  sell. 

H  The  range  includes  Ladies', 
Men's  and  Children's  Lines 
in  Cotton,  Lisle,  Cashmere 
and  Silk. 

11  Sorting  requirements 
promptly  filled. 

■[  Let  one  of  our  travelers  tell 
)ou  about  Sterling"  j£  Hosiery. 

WHOLESALE   DISTRIBUTORS 

K.onig  &  Stuffmann 

MONTREAL 


BRITANNIA  LEADS 

not  only   on    the   waves,  but  in  the  underwear  departments 
of  many    of  Canada's   most  proerressive   stores. 


Britannia  Underwear  Uflshrinkabie 

Every  garment  proves  it  and  we  gfuarantee  every  garment. 
Ask  your  jobber  to  show  you  Britannia  Underwear — an 
examination  wiil  convince  you. 

Attractive  Advertising  matter  supplied  free  to  dealers. 

DUNCAN       BELL      Canadian    Representative 


Manchester  Building 
TORONTO 


301    St.  James  St. 
MONTREAL 


Business  in  British  Columbia. 

Vanuuiiver.  B.C.,  April  23. — Drygoodsmeu  report  trade 
noufl,  with  active  buying  in  all  lines.  Spring  specialties 
li.tse  been  in  strong  demand,  and  there  are  few  odd  lines. 
This  is  partiL-ularly  noticeable  in  ladies'  outer  wear.  With 
a  real  estate  activity,  there  is  considerable  intercha,nging 
(;£  money,  and  this  is  bringing  good  business.  Hats  in 
iiie  mode  and.  suitings  and  dress  goods  in  general  have 
sold  exceedingly  well. 

There  being  considerable  talk  concerning  Prince  Ru- 
pert, a  dealer  in  dry  goods  who  returned  last  week  from 
a  trip  to  the  northern  terminus  was  asked  to  give  his 
opinion  on  conditions  there  to  The  Review.  He  said: — 
"There  is  very  little  doing  there  as  yet  in  the  dry  goods 
line.  Tlier^^  are  only  about  one  hundred  and  fifty  women 
in  that  district,  and  these  buy  only  necessities,  so  there 
can  iinly  be  little  demand  for  the  more  extended  lines. 
Tlose  who  sell  dry  goods  keep  them  in  conjunction  with 
other  stocks,  nea^'ly  on  the  same  counter,  and  the  quan- 
tity of  goods  is  limited.  To  my  mind,  although  there  may 
be  little  doubt  regarding  the  future  of  Prince  Rupert,  for 
prosperity  has  attended  the  establishment  of  railway 
terminii  on  the  Pacific  coast,  it  will  be  some  time  before 
business  is  on  a  large  or  permanent  basis.  The  sale  of  the 
lots  will  take  place  next  month,  but  not  until  the  railway 
is  completed  through  to  the  coast,  or  at  least  until  the 
coast  section  is  operated,  will  there  be  ihait  growth  that 
will  make  for  permanency.  When  the  railway,  or  part 
(if  it,  is  running,  business  will  come,  but  until  then  ir 
will  be  a  port  of  call.  Business  men  who  may  think  of 
liipatiiig  there  should  by  all  means  take  a  personal  look 
at  tlie  new  town  before  they  ultimately  decide.  With 
quartz  discoveries  in  the  Yukon,  there  will  be  a  continued 
business  to  the  north  and  Prince  Rupert  will  largely  bene- 
fit from  this." 


Death  of  D.  E.  Macdonald. 

D.  E.  Macdonald,  head  of  the  firm  of  D.  E.  Macdonald 
&  Bros.,  Guelph,  and  one  of  the  most  prominent  business 
men  of  that  city,  died  of  pneumonia  on  Friday,  April  9. 
Mr.  Macdonald  Avas  for  some  years  a  member  of  the 
City  Council  and  of  the  Board  of  Trade  and  Hospital 
Board.  He  was  44  years  of  age.  His  activity  in  public 
affairs  of  the  city  was  strikingly  suggestive  of  his  pro- 
gressiveness  and  he  was  regarded  as  a  man  of  sound 
judgment  and  solidity  of  chai-acter. 


Fire  in  Montreal  Millinery  House. 

Considerable  damage  was  done  to  the  millinei'y  estab- 
lishment of  Farrell,  Belisle  &  Co.,  Montreal,  by  fire  on 
April  29th.  The  fire,  Avhicli  was  confined  chiefly  to  the 
second  storey,  destroyed  the  stock  of  flowers,  feathers 
and  ribbons.  Fortunately  the  most  valuable  part  of  the 
stock  was  on  the  ground  floor  and  was  not  touched.  The 
loss  was  estimated  at  about  $10,000,  practically  covered 
by  insurance. 

A  despatch  from  New  York  states  that  further  in- 
vestigation of  the  systematic  smuggling  of  Paris  gowns 
into  that  part  led  the  custom  house  officials  recently  to 
declare  that  the  -  syndicate  has  probably  smuggled  in 
$1,000,000  Avortli  of  goods  each  year  for  tbe  last  ten 
years,  thus  defrauding  the  Government  out  of  $600,000 
annually  in  customs  duty.  The  Federal  Grand  Jury  is 
investigating  the  case^  and  it  is  intimated  that  the  identity 
of  the  smugglers  will  be  revealed. 
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Another  WOLSEY  Year 


WOLSEY  Pure  Wool 
Unshrinkable  Underwear 

is  guaranteed  by  the  manufacturers. 

Jobbers  now  showing  Fall  1909  samples. 

WOLSEY  will  be  advertised  more  extensively 
than   ever   this   coming   Fall. 


Health  Brand 

UnderAvear 


Our  salesmen  are  now  showing 
samples  of  Health  Brand  Under- 
wear for  immediate  and  fall.  We 
have  improved  the  quality  of 
every  number  and  have  reduced  the 
prices.  We  guarantee  the  sizes  to 
be  correct  in  every  number.  We 
have  a  complete  stock  on  hand  and 
can  supply  you  at  once  with  Long, 
Short  or  No  Sleeves  in  white  or 
natural.  We  think  it  will  increase 
the  sales  of  your  Ladies'  and 
Children's  Underwear  if  you  stock 
Health  Brand, 


Greenshields  Limited 

MONTREAL 


A  Long  Experience    Lies  Behind 
Every  Zenith   Garment 

We  are  one  of  the  oldest  established  manufacturers  of  underwear  in 
Canada.  Zenith  Brand  is  therefore  the  product  of  the  longest  ex- 
perience in  the  making  of  underwear  for  the  Canadian  market. 

know  that  Zenith  Brand  is  the  best  quality  of  under^vear  made 
I    Canadian   mill  ;  and   our   extensive   list  of  regular  customers 

know    that    the  quality  of    Zenith    Brand  brings    in    repeat 

orders. 

If  you  are  looking  for  a  line  of  underwear  that  will  arouse 
the  satisfaction  of    every  customer,  just   try   Zenith  Brand- 

Travellers    now    showing    Samples    of    Zenith 
hrand  underwear  for  fall.     It  is  manufactured  h)) 

S.  LENNARD  &  SONS,  Dundas 

/^  RICHARD  L.  BAKER  &  CO. 

Sole  Selling  Agents 


(i  10<'  Wellington  St.  West,  Toronto 
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If  s  Astonishing  Ho\v  Repeat  Orders 


are  whirling"  in  for  our  Ladies'  Fine  Swiss 
Ribbed  Underwear.  Just  shows  that  its 
quality  is  helping"  a  lot  of  merchants  to  do 
a  rattling"  business. 

Knowing  the  splendid  quality  of 


Oxford 


Ladies'  Swiss 
Fine  Ribbed 


Underwear 


we  were  prepared  for  a  rush  of  repeat  orders 
and  our  preparation  was  certainly  justified. 

Don't  run  out  of  stock  on  this  line.  We 
can  supply  you  with  a  repeat  order  on  the 
shortest    notice. 


The  Oxford  Knitting  Co.,  Limited 

Woodstock,  -  Ontario 


There's  a  Great  Bi^  Pleasure 
in  Waiting  on  Customers 

when    you    have    Stanfield's     Underwear    to     show. 

Stanfield's  makes  a  good  impression,  right  at  the  start. 

It  looks  good— well  made— strongly  woven — every  stitch 
and  thread  just  as  it  should  be. 
No  trouble  about  fitting  either— 
for  Stanfield's  comes  in  all  sizes 
from  22  to  70  inch  bust  and  chest 
measures.  Then,  look  what  a 
guarantee  you  can  offer — Every 
strand  pure  wool  of  the  best 
quality— every  garment  fitted  over 
models  to  determine  its  exact 
size— and  every  garment  absolutely 
unshrinkable.  You  can  give 
YOUR  customers  the  same  guar- 
antee that  we  give  to  OURS — a 
new  garment  for  any  one  that 
shrinks.  Pleased  customers  mean 
more  business  and  bigger  profits. 
Stanfield's  Unshrinkable  Under- 
wear means  all  three. 


STANFIELD'S  LIMITED 


TRURO, 


N.S. 


There  Are   Several    Reasons 

why  you  should  handle  "Ceetee"  Unshrink- 
able Underwear.  Chief  among  them  is 
its  absolute  guaranteed  unshrinkability. 
You  can  say  to  your  customer  "This  gar- 
ment is  unshrinkable  ;  and  if  it  proves  other- 
wise we  will  replace  it." 
You  won't  have  to  replace  it  because 

"CEETEE" 

IS    UNSHRINKABLE 

Apart  from  its  guaranteed  unshrinkability, 
you  will  find  "Ceetee"  to  be  soft  in  texture, 
perfect  in  fit  and  style,  dainty  and  attract- 
ive in  finish,  and  trimming.  Nothing  on 
the  market  in  the  line  of  underwear  com- 
bines so  many  sterling  qualities  with 
absolute  unshrinkability  as 

"CEETEE"    UNDERWEAR 

THE  C.  TURNBULLCO. 

OF  GALT,  LIMITED 

GALT    -    ONTARIO 
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It  does  not  necessarily  follow  that  all 
slow  goers  are  sure  winners  just  be- 
cause the 

HARE  lost  a  Marathon  to  the  TORTOISE 

In  the  dry  goods  business  the  slow  goer  is  a  sure 
loser  and  an  unmitigated  nuisance  because  it  ties 
up   good   money   and    occupies    valuable   space. 

Which  is  probably  the  reason  why  so  many  dry  goods 
men  prefer 


U/i  D  BBWBAE 


to  all  others  as  the  leader  in  their  underwear  depart- 
ment. Hygeian  is  always  on  the  move.  Its  splendid 
quality  is  a  compelling  force.  Stock  Hygeian — 
and  brisk  underwear  business  is  the  natural  result. 

All  of  which  applies  to 
HYGEIAN   WAISTS 

Eagle  Knitting  Co.,  Limited 

Hamilton  -  -  Ontario 
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JAEGER  PURE  WOOL 


CAMP    COMFORT    IN    THE    CITY 

The  dealer  who  can  make  his  customers  comfortable  in 
the  Hot  Weather,  goes  a  long  way  towards  retaining  their  trade, 
and  making  friends. 

For  your  own  wear,  try  Jaeger  Gauze  Underwear,  a  Jaeger  Pure  Wool  Cambra  or 
Taffeta  Shirt  and  a  Flannel  or  Homespun  Suit  and  note  the  difference  in  comfort  whilst 
retaining  smartness  in  style.  You  will  then  talk  to  your  customers  with  confidence 
about  the  value  of  wearing  pure  wool  in  summer.  It  means  greater  comfort,  better 
health,  and  better  temper  in  the  sultry  days. 

Our  shirting  designs  are  the  last  word  in  style. 

Write  us  for  Trade  Terms,    Catalogues    and    Dr.    Jaeger's    Book    on    Health    Culture. 


DR.  JAEQER'S 


SANITARY 
WOOLLEN 
Wholesale   Warehouse 


SYSTEM 


52  Victoria  Square 


COMPANY 
LIMITED 

Montreal 


= 


THE  HALL-MARK  OF 


Repistrred  No.  l'62,005 


Maximum  Comfort  and  Durability 
at  IWinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the    TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  arc  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be   had   from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 


The  Underwear 

Your  Customers  Will  Want 

is  the  Eureka  Brand  of  Ihishrinkabie  Lnderwear. 


Why  ?  Because  Eureka  Underwear  is  made  in 
the  weight  most  sought  after  in  Canada,  it  is 
of  medium  price,  it  is  unshrinkable  in  fact  as  well 
as  in  name,  it  is  better  finished,  and  better  fitting 
than    other    brands    selling  for  the    same    price. 


InOva  SCOTIA  woqr> 


Very  Important  indeed, 
it  is  made  of  Nova 
Scotia  Wool 


Nova  Scotia  wool  is  ideal  wool  for  making  the 
underwear  required  by  men  living  in  a  country 
with  winters  such  as  we  have  in  Canada.  The 
ocean  air,  the  climate  and  the  rich  grazing  land 
gives  to  the  wool  those  qualities  that  go  for 
making  warm,  soft  and  strong  underwear  so 
much  desired. 

In  justice  to  your  underwear  department,  you  should  send  for 
samples.  We  make  live  lines  of  heavy  weight,  medium  priced 
underwear  for  men. 

Nova  Scotia  Knitting  Mills,  Limited 

^■■""^■^^   Eureka,  Nova  Scotia    ^^^^"■^^ 
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News  of  the  Trade 


Ontario 

The  John  White  Co.,  of  Woodstock,  report  a  very 
good  Easter  trade  with  splendid  prospects  for  Summer. 

The  Spring  opening-  held  by  Campbell  Bros.,  Wood- 
stock, was  a  centre  of  attraction  during  the  holiday 
season. 

Ivan  Macdonald,  formerly  with  J.  W.  Wakley,  dry 
g'oods  merchant,  Lindsay,  has  taken  a  position  with  Begg 
&  Co.    of  Collingwood. 

M.  Brennan  &  Co.,  who  have  been  conducting  a  de- 
partment store  in  North  Bay,  have  assigned.  The  credi- 
tors are  said  to  be  chiefly  Montreal  men. 

Isaac  Wardell,  who,  many  years  ago,  established  a 
dry  goods  business  in  Toronto,  died  at  his  home  in  that 
city  on  April  25.     He  was  75  years  of  age. 

On  the  eve  of  his  marriage  Thomas  Garlick  was  pre- 
sented by  his  fellow-employes  of  the  Gait  Knitting  Co., 
with  an  appreciative  address  and  two  handsome  chairs. 

Albert  Lucas,  who  recently  left  the  employ  of  J.  J. 
Turner  &  Sons,  tent  and  awning  makers,  Peterboro,  to 
go  to  Winnipeg,  was  presented  with  a  suit  case  by  the 
head  of  the  firm  on  his  departure. 

J.  Sutcliffe  &i  Sons  have  purcha.scil  the  dry  goods 
stock  of  J.  C.  Irwin  of  Barrie,  and  took  possession  on 
April  3rd.  The  new  store  is  under  the  management  of 
.Joseph  Sutcliffe,  formerly  of  Oshawa. 

Edmund  Ray  nor,  who  for  the  past  five  years  has  been 
employed  at  A.  McFarland's  furnishing  store,  Brant- 
ford,  took  a  position  recently  with  J.  Stanley.  Before 
leaving  he  was  presented  with  a  cheque  by  the  firm  and 
a  gold  locket  by  his  fellow  employes. 

Smith  &  Ash,  dry  goods  niercnants  of  Sarnia,  have 
opened  a  store  in  Chatham,  in  the  premises  lately 
occupied  by  H.  W.  Ball  &  Co.  Mr.  Ash  will  manage  the 
Chatham  branch,  which  has  been  remodelled  in  the  latest 
style.    Mr.    Smith  will  remain  in   Sarnia. 

Miss  Mabel  Olford,  who  for  a  number  of  years,  was 
with  Grafton  &  Co.,  London,  left  recently  for  Edmonton. 
Previous  to  her  departure,  she  was  presented  by  James 
M.  Hickey,  the  manager,  on  behalf  of  the  employes  and 
Graftons,  with  a  handsome  traveling  bag. 

The  Brunswick  Hotel,  Ottawa,  is  being  torn  down  to 
make  room  for  a  large  departmental  store,  to  be  occu- 
pied by  one  of  the  firms  now  doing  business  in  that 
city.  The  plans  provide  for  a  four-storey  building  with 
frontage  of  66  feet  on  Sparks  St.,  and  a  depth  of  0)0 
feet. 

At  a  meeting  of  the  creditors  of  the  late  W.  J.  Fer- 
guson, of  Stratford,  it  was  shown  that  the  liabilities 
were  about  .$3.5,000  and  the  assets  $32,000.  A  committee 
consisting  of  three  largest  creditors,  Thos.  Brophey,  of 
Montreal;  R.  C.  Struthers,  of  London,  and  Alex.  Fin- 
layson,  of  Stratford.  They  will  advertise  the  estate 
for  auction.     There  are  over  100  creditors. 

C.  W.  Leach,  who  reistered  at  the  Queen's  Hotel, 
Toronto,  from  Halifax,  Eng.,  and  who  is  said  to  be  a 
traveler  for  the  Horn  Woollen  Manufacturing  Co.,  at- 
tempted suicide  by  shooting  in  the  Rosedale  ravine, 
Toronto,  on  April  13.  He  walked  out  to  the  street  and 
was  taken  to  a  doctor's  office  and  afterwards  to  the 
hospital.  The  bullet  lodged  below  the  base  of  the  skull 
and  the  wound  is  not  considered  serious. 

The  Canada  Neckwear,  Limited,  head  office  Toronto, 
and  with  a  factory  in  Port  Hope,  employing  about  50 
hands,  have  assigned.  The  president  of  the  company 
is  C.  A.  Brodigan,  Port  Hope  and  the  secretary-treasurer 
^.  J.  Ardagh,   Toronto.  The  creditors  are  said  to  be  chief- 


ly English  and  Swiss  manufacturers.  The  company  had 
an  authorized  capital  of  $50,000,  of  which  about  $26,000 
was  paid  up.     The  liabilities  have  not  been  announced. 

Greater  Hamilton's  Business  Men's  Association  has 
been  organized.  The  president  is  John  Hoodless  and 
he  has  behind  him  120  business  men  who  have  pledged 
themselves  to  hustle  for  the  Ambitious  City.  The  other 
officers  are-:  1st  vice-president,  John  Patterson;  2nd  vice- 
president,  Geo.  C.  Coppley;  3rd  vice-president,  Thos.  W. 
Watkins  ;  treasurer,  Stanley  Mills;  secretary,  C.  A.  Mur- 
ton;  executive  committee,  H.  C.  Beckett^  S.  B.  Cunning- 
ham, George  Guy.  Wm.  Mulveney,  A.  E.  McKinstry,  Roy 
R.   Moodiej   and  the  chairmen  of  committees. 


Quebec 

Mr.  Austin,  with  Perrin,  Freres  &  Cie.,  Montreal,  is 
in  Europe  on  a  buying   trip. 

Mr.  Louis  .Stuff mann,  of  Konig  &  Stuff mann,  Mon- 
treal, is  on  a  two  months  European  buying  trip. 

Bickerhoff,  Raffloer  &  Co.  have  moved  their  Montreal 
branch  from  40  St.  Antoine  St.  to  525  St.  Paul  St. 

Chas.  Tuteur,  manufacturer's  agent,  has  removed  his 
offices  from  301  St.  .James  St.,  to  the  Mark  Fisher 
Building,    Victoria    Square,    Montreal. 

The  dry  goods  store  of  Gagnon  Brothers,  on  St. 
Lawrence  Boulevard,  Montreal,  was  entered  by  burglars 
last  month,  and  goods  to  the  value  of  about  $1,000  were 
taken. 

Edmond  Talbot,  of  Quebec,  has  been  appointed  sales 
manager  of  the  Wabasso  Cotton  Mills.  On  their  de- 
parture from  Quebec  he  and  Mrs.  Talbot  were  presented 
with  gifts  by  their  friends. 

The  Dominion  Oilcloth  Company  have  taken  out  a 
building  permit  for  the  erection  of  a  factory  on  Par- 
thenais  St.,  Montreal,  to  cost  close  upon  $40,000,  for 
manufacturing  purposes  only. 

Mr.  Wm.  Anderson,  of  Wm.  Anderson  &  Co'.,  Ltd., 
Glasgow,  is  visiting  the  Canadian  market.  Mr.  Anderson 
has  been  a  visitor  to  Canada  for  over  twenty-five  years. 
He  will  return  to  Glasgow  after  visiting  the  New  York 
house. 

Jas.  Yelland  is  the  new  Eastern  Townships  repre- 
sentative of  Brophy,  Parsons  &  Rodden,  Ltd.,  Montreal. 
Mr.  Yelland  has  had  considerable  dry  goods  experience, 
and  formerly  represented  Arthur  &  Co.,  Glasgow,  in 
Quebec  province. 

Edgar  W.  Unwin  is  at  the  Corona  Hotel,  Montreal, 
representing  Snow  Brothers,  12  Bow  Lane,  London, 
Eng.  Mr.  JTnwin  is  calling  upon  the  wholesalers  and 
the  cutting  up  trade.  Mr.  Unwin  formerly  represented 
Hirschfeld  &  Co'.,   St.  Gall,  for  many  years,  in  Canada. 

The  Hampton  Mfg.  Co.,  of  Montreal,  has  been  in- 
corporated, to  carry  on  business  as  wholesale  and  retail 
clothing  and  furnishing  merchants  and  manufacturers. 
The  incorporators  are  :  George  H.  Harrower,  John  W. 
Blair,  Francis  J.  fjavcrty,  William  C.  Fisher  and  Norman 
A.  Gait. 

The  Standard  Paper  Bottle  Co.,  Montreal,  capital- 
ized at  $125,000,  to  import  and  manufacture  paper, 
paper  materials  and  substitutes,  cotton,  silk,  woollen, 
linen,  jute,  textile,  fibrous  and  other  materials,  and  to 
manufacture  paper  bottles.  Directors  :  U.  H.  Dandurand, 
0.  Rolland,  R.  Prefontaine,   .T.  Marier,  R.   Genest. 

The  marriage  of  W.  Tait,  with  the  W.  R.  Brock  Co., 
Ltd.,  Montreal,  to  Miss  Edna  Watson,  daughter  of  John 
Watson,  sr.,  of  John  Watsn  &i  Son,  Montreal,  took  place 
at  her  father's  home,  on  April  22nd.  The  honeymoon  is 
being  spent  in  New  York  and  Boston,   until  the   10th  of 
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To  Our 
Customers 


ti 


ZIMMERKNIT 


^9 


We  Extend 
our  Thanks 


for    the    confidence    they    have    placed    in    Zimmerknit    Goods,    as    evidenced   by  the  Hberal  orders   we  have  filled. 

Our  endeavor  has  iilways  been — and  will  continue  to  be — to  give  the  trade  good  value  at  all  times. 

Everything  we  ever  claim  as  to  the  excellence  of  Zimmerknit  goods  is  fully  borne  out  by  the  goods    themselves  ; 
and,  judging  by  the  volume  of  orders  filled,  the  trade  is  able  to  rapidly  dispose  of  their  stocks  at  good  prices. 

We  are  confident  tiiat  the  quality  of  Zimmerknit  goods  will  procure  us  an  increasing  share  of  your  orders. 

All  Jobbers    Handle    ^^Ziinmerkiii/" 

Zimmerman    Manufacturing    Company    Limited 

HAMILTON  -  -  -  ONTARIO 


this  month,  when  they  return  to  take  up  their  residence 
at   Dixie,   near   Montreal. 

J.  E.  Talbot,  Montreal  sales  manager  ol  the  Wa- 
basso  Cotton  Co.,  Ltd.,  Three  Rivers,  Que.,  was  pre- 
sented on  April  24th,  with  a  handsome  gold  watch  by 
the  retailers  and  travelers  of  Quebec  city,  on  the  occa- 
s'ion  of  his  leaving  for  Montreal.  The  presentation  took 
place  at  the  Hunt  Club.  Mr.  Talbot  formerly  repre- 
sented Burton,   Spence  &   Co.,  Toronto,  in  Quebec  city. 

J.  Rodgers  Dwane  with  headquarters  at  329  St. 
James  Street,  Montreal,  is  now  representing  in  Quebec 
province  the  Regal  Shirt  Co.  Limited,  of  Hamilton, 
Ont.,  The  Delhi  Mfg.  Co.,  of  Delhi,  Ont.  Mr.  Dwane  has 
an  exceptional  connection  in  Quebec  province  and  an  ex- 
perience of  16  years  in  men's  furnishing  lines.  He  form- 
erly represented  Mathews  Towers  &  Co.,  and  in  latter 
years  Tooke  Bros.   Limited. 

L.  S.  Peppard,  of  the  firm  of  Storer  &  Co.,  Calle 
Bolivar  292,  Buenos  Ayres,  Argentine,  S.A.,  visited  the 
Montreal  office  of  The  Review  last  month.  Mr.  Peppard 
is  arranging  with  Canadian  firms  in  various  lines  to 
extend  their  business  into  South  America.  His  drm 
covers  Argentine,  Paraguay,  Uruguay  and  Chili,  with 
offices  at  Monte  Video,  Valparaiso,  and  Santiago,  be- 
sides the  headquarters  at  Buenos  Ayres. 

The  death  of  Mr.  J.  A.  Dupuis,  who  for  twenty 
years  was  connected  with  the  department  store  of 
Dupuis  Freres,  East  St.  Catherine  St.,  Montreal,  oc- 
curred last  month  at  his  residence  in  Montreal.  Mr. 
Dupuis,  who  was  forty-eight  years  of  age,  was  born  at 
St.  Jacques  L'Achigan,  but  removed  to  Montreal  about 
forty  years  ago.  He  is  survived  by  several  brothers, 
including  Mr.  J.  N.  Dupuis,  head  of  the  firm  of  Dupuis 
Freres  ;  Mr.  .J.  O.  Dupuis,  and  Mr.  J.  B.  Dupuis.  He 
also  leaves  a  widow  and  four  children.  Previous  to  his 
connection  with  the  firm  of  Dupuis  Freres,  he  was  em- 
ployed  at  the  Customs   as   accountant. 


The    East 

The  Maryville,  N.B.,  cotton  mill  re-opened  recently 
after  beina:  closed  down  for  about  two  weeks.  Work 
was  suspended  mi  account  of  repairs  necessary  to  the 
engines. 

•!• 
The  West 

The  Wm.  Hunter  Co.  propose  opening  a  dry  goods 
store  in  New  Westminster,  B.C.j   about  June  1st. 

T.  L.  Johnston,  formerly  of  Broadview,  opened  a 
dry  goods  store  in  Begina  recently.  He  intends  to 
.specialize  in  ladies'  wear. 


Following  the  recent  fire,  Henderson  Bros.,  Port 
Arthur,  have  had  the  interior  of  their  store  entirely 
remodelled.  Fixtures  to  the  value  of  $'<i,000  were  re- 
cently installed. 

Peacock  &  White  have  ojiened  a  gents'  furnishing 
and  clothing  business  in  Fort  William.  Mr.  Peacock  is 
from  Brandon  and  Mr.  White  from  Portage  la  Prairie. 
Both   are   experienced   salesmen. 

R.  D.  McLean,  chief  bookkeeper  for  the  T.  Eaton 
Co.,  Winnipeg,  was  recently  presented  with  a  cabinet 
of  sterling  silver,  suitably  engraved,  by  h'is  business 
associates,  on  the  occasion  of  his  marriage. 

M.  S.  Daly  &  Co.,  Stettler,  Alta.,  have  sold  out  their 
clothing  store  to  W.  W.  Sharpe,  general  merchant  of 
Wetaskiwin.  Mr.  Sharpe  was  a  member  of  the  Stai 
Trading  Co.  there  for  some  vears  and  for  the  last  three 
years    has    conducted    a    general    store    liiniself. 

By  the  amalgamation  of  John  Beaton  with  Ramsay 
&  Philip,  one  of  the  most  important  business  changes 
in  Kamloops,  B.C.,  in  several  years  has  taken  place.  Mr. 
Philip  will  be  president  and  Mr.  Beaton  vice-president. 
The  latter  will  have  charge  of  the  dry  goods  department. 


New  Companies  Incorporated. 

Louis  Roessel  &  Co.^  Toronto,  have  been  incorporated 
with  $100,000  capital,  to  import  and  manufacture  silks, 
chiffons,  veilings,  etc.;  to  carry  on  a  wholesale  and  retail 
dry  goods  business.  The  provisional  directors  are  Max 
L.  Roessel,  Carl  A.  Roessel  and  W.  A.  Rutland. 

White,  Limited,  Ottawa;  capital,  .$90,000;  manufac- 
turers of  men's,  women's  and  children's  clothing,  taking- 
over  the  business  of  tlie  White  Manufacturing  Co.,  Ot- 
tawa. Directors:  F.  R.  Perrott,  D.  Macnair  P.  L.  Hawn, 
H.  W.  Briggs,  J.  H.  Ferguson. 

The  Textile  Trimmings  Co.,  Toronto,  has  been  in- 
corporated with  $40,000  capital;  to  manufacture  tapes- 
tries and  textile  irtmmings  of  all  descriptions.  The  pro- 
visional directors  are  A.  W.  Godson^  D.  C.  Ross  and  B. 
H.  Ardagh. 

The  Canadian  Dyers  Association,  Toronto,  capital 
.$40,000,  has  been  incorporated  to  carry  on  business  as 
general  dyers  and  finishers,  general  dry  goods  merchants, 
milliners,  etc.,  the  provisional  directors  being  Alfred 
Burton,  E.   S.  Burton  and  W.  B.  Woods. 

The  A.  D  Goodall  Co.,  Toronto,  have  been  incorpor- 
ated with  $40,000  capital,  to  take  over  the  woolen  and 
cotton  goods  and  clothing  business  of  A.  D.  Goodall  Co. 
The  directors  are  :  H.  J.  Dingman,  A.  D.  Goodall,  M. 
M.  Dingman,  A.   A.   Bond,  A.  M.   Goodall. 
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Wrapperettes 

Wrapperettes 

Wrapperettes 

You'll  soon  be  buying  your  Fall  requirements.  It's  gratifying-  to 
us   to  advise  you  that 

Your  Wholesaler 

will  show  you  a  more  varied  and  complete  rang-e  of  Dominion 
Textile  Co.'s  wrapperettes  than  ever  before.  From  every  view- 
point there  is  an  improvement  in  the  new  range;  engraving, 
printing    and    napping    are    all    better. 


Patterns  and  Colors 
represent  the  choicest 
effects  to  be  had  anywhere 


When  examining  the  range,  ask  the  wholesaler's  salesman,  and 
note  carefull)-  the  range  of  Empress  Suiting  (a  lower  price,  but 
better  finished  fabric  than  last  }ear.  The  big  popular  price  seller.) 
Empire  Twill,  a  splendid  imitation  of  French  Flannel.  Kimona, 
a  heavy  cloth  suitable  for  kimonas,  wrappers  and  morning  gowns. 


There's  more   profit  in   Canadian    printed  goods." 


f  lease  mention  The  Review  to  Adr.erttsers  and  I'hetr    Travelers 


The  Staple  Department  and  its  Problems 

Cotton  Mills  Report  an  Encouraging  Advance  Business— Competition 
in  Foulards  and  Cambrics  Lowers  Prices— Phenomenal  Run  in  Ginghams. 


CORRECTION. 

Ill   the  April  issue  nI  Tlie  i)i'_y  Gooils  liuvicw  it, 
was  inadvertently  stated  that  the  price  "t  Empire 
TwilLs  had  been  reduced  one  cent.  This  should  ha\e 
read  Empress  Suiting's. 


TKAN'ELLERS  for  the  cotton  mills  have  covered 
their  territories,  and  the  results  of  their  trips 
have  been  encouraging.  Orders  from  all  parts  of 
the  country  are  heavy,  and  it  is  expected  that 
icpeats  will  be  good.  Western  sections  have  done  par- 
ticularly well.  Since  the  Fall  price  lists  were  issued, 
there  has  been  an  advance  of  about  two  cents  on  raw 
cotton.  Manufacturers  are  watching  the  cotton  markets 
carefully.  If  there  is  any  further  increase,  prices  will 
probably  ha.ve  to  be  advanced,  and  a  new  price  list  is- 
sued. 

Jobbers  report  that  orders  from  retailers  are  keep- 
ing up  pretty  well,  and  business  in  all  lines  of  cotton 
staples  is  far  ahead  of  last  year.  Trade  in  the  West  is 
particularly  active,  a,nd  eastern  wholesale  houses,  with 
western  branches,  report  that  their  western  houses  have 
shown  a  greater  improvement  than  the  eastern.  It  is  ex- 
pected that  if  the  1909  harvest  equals  that  of  last  year, 
there  will  be  a  decided  boom  in  trade  circles.  At  present 
western  merchants,  as  well  as  practically  all  Canada,  are 
ordering  in  good  quantities,  a,nd  do  not  seem  to  show  any 
of  the  hesitation  that  characterized  last  year.  Whole- 
salers are  looking  for  merchants  to  come  into  the  market 
for  sorting  this  month.  It  is  not  expected  that  the  new 
credit  terms  will  operate  so  seriously  as  last  year. 

Competition  in  foulards  or  cambrics  has  caused  Cana,- 
dian  mills   to   lower  prices. 

The  great  improvements  that  have  been  made  in  prac- 
tically all  lines  of  cottons  made  in  Canada  has  had  a 
marked  effect  on  importations  of  foreign  goods,  and  much 
larger  quantities  of  Canadian  goods  are  being  taken.  The 
fact  that  there  are  so  many  repeats  on  many  lines  of 
Canadian  goods  shows  that  the  customer  is  favorably  im- 
pressed with  the  goods  as  well  as  the  retailer  himself. 

Manufacturers  are  at  work  on  1910  Spring  samples. 


The  Staple  Trade  at  Retail. 

During  last  month  staple  departments  in  retail  stores 
made  a  specialty  of  house  furnishings  and  reports  show- 
that  trade  was  active  in  all  lines.  The  Spring  tra,de  so 
far  is  ahead  of  last  year. 

There  has  been  a  particularly  good  demand  for  ready- 
ma,de  sheets  and  pillow  slips.  These  have  been  increasing 
in  popularity  with  each  season,  as  housekeepers  find  that 
they  get  good  value,  without  a  great  deal  of  extra  cost, 
and  are  spared  the  trouble  of  making  up  these  articles. 
In  spite  of  this  growing  demand  for  the  ready-made  ar- 
ticles there  is  a  great  deal  of  sheeting  and  pillow  cotton 
selling. 

Bed  spreads  and  white  quilts  of  all  kinds  are  in  good 
demand. 

Table   linens  are  in  good    request,   particularly     hem- 


stitched  articles,      Yardage   goods   are     also   selling    well, 
medium   priced  goods  being  most   active. 

Wasli  go(Kls  are  liaving  a  particularly  g(j(jd  season  at 
retail.  The  demand  for  ginghams  is  heavy,  being  consid- 
erably ahead  of  last  year.  Prints  are  selling  well,  also 
duck  suitings.  Linen  imitations  in  cotton  goods  are  sell- 
ing even  better  than  last  year.  It  is  expected  that  this 
season's  trade  in  these  suitings  will  be  nothing  short  of 
phenomenal.  So  far,  large  quantities  have  been  sold,  in- 
deed, it  is  still  considerably  in  advance  of  the  actual 
time   for   this  class  of  "'oods. 


Ginghams. 

The  denumd  for  ginghams  this  season  is  really  noth- 
ing short  of  phenomenal.  These  are  being  put  to  an  in- 
creasing variety  of  uses,  and  instead  of  being  confined 
chiefly  to  children's  dresses,  are  used  for  ladies'  smart 
shirtwaists  and  shirtwaist  suits.  The  great  improvement 
in  patterns  and  colorings  has  been  a  strong  factor  in  mak- 
ing ginghams  so  popular  for  ladies'  wear.  Scotch  ging- 
hams are  strong  sellers,  and  the  marked  improvement  in 
Canadian  ginghams  has  resulted  in  increasing  quantities 
of  these  being  taken  by  the  trade. 

-I- 

Wrapperettes  and  Flannelettes. 

Fall  samples  of  wrapperettes  and  flannelettes  are  on 
the  road  and  travelers  axe  anticipating  large  orders  on 
tliese.  The  Fall  range  of  wrapperettes  is  particularly  at- 
tractive. Values  are  good,  and  the  new  patterns  are  bet- 
ter than  any  that  have  ever  been  shown  before.  These 
include  the  patterns  shown  in  French  flannels,  and  the 
new  lines  closely  represent  the  French  flannels  in  appear- 
ance and  coloring.  As  soon  as  the  manufacturers  showed 
these  they  were  readily  taken  up  by  the  wholesale  trade, 
a.nd  it  seems  likely  that  the  retail  trade  wi.l  regard  them 
with  the  same  favor. 

There  is  no  doubt  'but  that  the  Fall  lines  of  flannelettes 
will  be  in  good  request.  There  seems  to  be  an  ever  in- 
ci-easing  demand  for  this  class  of  goods,  owing  to  its 
warmth  and  low  price,  which  puts  it  within  the  reach  of 
the  person  who  could  not  buy  wool  goods. 


Lancashire  Cotton  Trade. 

Failure  of  the  effort  made  by  the  Master  Spinners' 
Federation  to  help  the  spinning  branch  of  the  trade  by 
the  adoption  of  organized  short  time  is  one  of  the  most 
important  recent  events  in  the  Lancashire  cotton  trade. 
This  movement  failed  because  it  was  not  possible  to  se- 
cure adhesion  to  the  proposal  of  SO  per  cent,  on  the  spin- 
dles affected. 

Another  interesting  event  is  the  publication  of  the 
half-yearly  returns  of  the  International  Spinners'  Fed- 
eration of  the  stocks  of  cotton  held  by  spinners  at  their 
mills.  This  shows  that  the  English  spinners  held  on 
;\Iarch  1st,  .30.3,844  bales  of  American  cotton,  as  against 
.3.")4,fin  bales  at  the  corresponding  date  last  year;  also 
that  the  number  of  spindles  running  in  Great  Britain  on 
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the  date  mentioned  was  47.794,671,  against  46.077.926  last 
year.  Other  leading  continental  countries  also  reported 
smaller  mill  stocks  than  last  year.  In  view  of  the  fact  of 
their  considerably  bigger  takings  of  American,  and  the 
general  admission  of  bad  trade  in  these  countries,  these 
reports  of  smaller  mill  stocks  may  be  explained  by  the 
fact  'that  the  mills  only  reported  the  cotton  actually  at 
their  mills;  and  not  the  large  stocks  not  yet  delivered 
at  the  mills. 

'At  the  beginning  of  1908  the  total  spindles  in  Lanca- 
shire and  the  surounding  cotton  spinning  districts  -were 
estimated  to  be  over  5.5,0O0.Q0O.  The  total  to-day  must  be 
but  little  short  of  58,000,000.  Besides  this  development 
which  took  place  in  spite  of  the  depression,  it  is  report- 
ed that  there  are  fourteen  new  mills  in  course  of  con- 
struction. 


Wabasso  Cottons. 

The  Wabasso  Cotton  Co.,  Ltd..  Three  Rivers,  Que.. 
have  completed  their  selling  organization,  and  whole- 
salers are  now  showing  their  lines  of  lawns,  cambrics, 
nainsooks  a.nd  langcloths.  This  new  Canadian  cotton  com- 
pany is  equipped  to  manufacture  the  finer  grades  of  cot- 
ton and  lays  particular  stress  upon  the  uniformity  of 
weave  and  purity  of  color.  Wholesalers  and  manufactur- 
ers ha,ve  accorded  the  lint,  a  favorable  reception.  This 
Canadian  cotton  companA'  gives  evidence  of  continued 
growth. 


The  Mount  Royal  Spinning  Co. 

The  Mount  Royal  Spinning  Co.,  Ltd.,  are  still  further 
increasing  the  capacity  of  the  new  plant  at  Cote  St.  Paul 
by  the  addition  of  a  bleachery  a.nd  the  print  and  dye 
works.  The  two  buildings  are  300  by  75  feet,  two  storeys 
high.  It  is  expected  that  these  will  be  completed  and  in 
running  order  by  August,  and  at  this  time  the  mills  will 
be  running  1,200  looms  and  producing  no  less  than  12.- 
OOOOOO  yards  of  cotton  per  annum. 


Department  Store  to  Enlarge. 

Owing  to  the  rapid  growth  of  their  business  wliich 
now  exceeds  the  capacity  of  their  store  on  St.  Catherine 
St.,  Montreal,  the  John  Murphy  Co.,  Ltd.,  have  decided 
to  enlarge  their  present  premises,  and  the  work  of  tear- 
ing down  the  part  of  their  store  known  as  the  anntx, 
will  commence  the  middle  of  this  month.  The  space  now 
occupied  by  the  annex  will  be  the  site  of  an  addition  to 
the  main  store,  which  will  make  it  double  its  present 
size.  Tt  will  be  built  on  the  -same  lines  as  the  present 
store,  with  the  same  style  front,  making  one  large  store, 
the  walls  all  being  torn  down,  giving  one  open  store.  It 
will  be  a  modern  building  in  every  respect,  to  be  com- 
pleted in  the  early  Fall. 

It  has  not  yet  been  decided  whether  the  additional 
space  thus  gained  will  be  devoted  to  entirely  ncw^  depart- 
ments, or  whether  present  departments  will  be  enlarged 
tO'  occupy  the  entire  space.  Great  capital  is  being  made 
,n  the  firm's  advertising  of  their  prospective  building 
operations.  As  the  trade  is  well  aware,  the  .lohn  Mur- 
phy Co.,  Ltd'.,  is  owned  by  the  Robert  Simpson  Co.,  To- 
ronto. It  will  be  remembered  that  the  Simpson  people' 
bought  the  block  at  the  corner  of  St.  Catherine  and  Peel 
Sts.,  part  of  which  was  formerly  occupied  by  the  Hamil- 
ton Co.,  who  moved  into  their  magnificent  new  store  fur- 
ther west  on  St.  Catherine  St.,  some  time  ago.  Since 
then  the  Simpson    site   has   been   occupied    by   Bell's   Gal- 


leries. Evidently  the  Simpson  Co.  have  not  given  up 
tlieir  intention  of  building  a  new  store  on  this  site  as 
they  now  state  their  present  prospective  building  will  be 
comparatively  temporary,  as  they  expect  to  build  a  mag- 
;uficent  departmental  store. 


New  Companies  Incorporated 

The  Galetta  Woolen  Mills  Co.,  of  Arnprior,  have  been 
incorporated  with  $40,000  capital.  The  provisional  direc- 
tors are :  J.  Brennan,  N.  Sullivan  and  D.  J.  McCuan. 

Dickison,  Nicholson  &  Co.,  Toronto,  are  incorporated 
with  .$50,000  capital  to  manufacture  and  sell  millinery, 
fancy  goods  and  dry  goods.  The  provisional  directors 
are  G.  J.  Aust,  W.'  G.  Coles,  J.  F.  Grant  and  G.  C. 
English. 

Maude  C.  Rusk,  W.  J.  Poland,  and  J.  F.  Poland,  are 
the  provisicnial  directors  of  the  Dominion  Ostrich  Featlier 
(^0.,  Toronto,  incurporated  with  $10,00!)  capital,  to  manu- 
facture and  deal  in  ostrich  feathers  and  other  mer- 
chandise. 

Donald  Cameron,  Thos.  Armstmng  and  S.  J.  McCork- 
indale  are  the  provisional  directors  of  Cameron 's  Private 
Stock  Co.,  Toronto,  incorporated  with  .$40,000  capital  to 
manufacture  shoe  dressings,  cheinicals  and  pharma- 
ceutical preparations. 

Greene  Swift  Co.,  London,  with  the  capital  of  $250,000 
have  been  incorporated  as  wholesale  clothing  manufacturers 
to  take  over  the  business  of  Greene,  Swift  &>  Co.  The  pro- 
'.  isional  directors  are:  R.  Greene,  Sidney  1).  Swift,  W.  E. 
Greene,  Sophia  N.  E.  Greene  and  E.  M.  Woodward. 

Thomp.son  Mfg.  Co.,  Toronto  have  been  incorporated 
with  .$50,000  capital  to  manufacture  clothing  and  to  take 
over  and  carry  on  the  manufacturing  department  of  the 
Robert  Simpson  Co.  The  provisional  directors  are:  Geo. 
A.  Cox,  H.  C.  Cox,  H.  H.  Fudger,  J.  W.  Flavelle  and 
James  Wood. 


Novelty  Net  Bands. 

It  is  worthy  of  note  that  with  the  advent  of  Spring, 
novelty  net  bands  worked  up  with  colored  silk  embroid- 
eries have  not  lost  any  of  their  prestige.  There  is  every 
indication  that  this  class  of  trimming  will  be  used  on 
the  dressy  gown  and  waist.  For  the  coming  Fall  metaJ 
embroidered  bands  promise  to  be  much  in  evidence.  These 
are  in  Greek  and  Pyzantine  patterns.  Dull  gold  on  gold- 
colored  net  and  antique  silver  on  grey  are  the  leading 
motifs.  Gilt,  tinsel  and  metallic  effects  are  the  feature 
of  the  new  trimmings,  and  button  effects  are  in  high 
favor.  Gold  and  silver  nets  and  gold  and  silver  cloth 
are  to  be  much  used,  and  are  worked  up  into  effective 
trimmings  with  tinsel  threads,  bugles  and  beads. 


Selling  Plans. 

A  plan  for  selling  expensive  trimmings  came  under 
the  notice  of  The  Review  recently  that  should  prove  use- 
ful in  most  stores.  It  was  to  mark  all  trimmings  over  a 
certain  price  at  the  price  per  inch.  This  price  was  made 
more  prominent  than  the  price  per  yard.  The  inference 
was  that  women  who  would  consider  $3.60  per  yard  a 
prohibitive  price  would  be  inclined  to  buy  when  asked  10c 
per  inch,  as  short  lengths  of  expensive  trimmings  are 
those  generally  wanted.  It  was  found  that  this  system 
raateriaJly  helped  sales  in  the  department. 
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Wabasso  Cottons 

The  Cloths  that  are  Making  Three   Rivers   Famous 


Wabasso  Cottons  are  not  named  by 
chance.  Wabasso  is  a  white  rabbit 
found  in  the  northern  part  of  Canada 
from  the  Atlantic  to  the  Pacific.  It 
is  of  snowy  white  appearance — the 
purest  white  known.  That  is  one 
reason  for  the  choice  of  this  trade 
mark  for  a  new  line  of  Canadian 
cottons — Because 

WABASSO  COTTONS 
ARE  SNOWY  WHITE. 


'ODabttS&o 


I 

TI/E  TRADE  MARK  OF  PURITY 

FOR 

LAWNS,        -        -        NAINSOOKS 


We  Manufacture  a  ltd  Finish 

Lawns,        Longcloths 
Cam  brics,    Nainsooks 


CAMBRICS, 


LONGCLOTHS 


All  lines  of  Wabasso  Cottons  are  unique 
for  their  Rvalue,   finish,  color   and   purity 

Wabasso    Cottons    have    been    given    the  gfreatest    reception 
by  the  trade    of  any  cottons  ever  placed   upon   this  market. 

Ask   Your   Wholesaler  for   Wabasso  Lines 

The  Wabasso  Cotton  Company,  Ltd. 


Address  all  correspondence 
to  the  Mills 


Three  Rivers,  Quebec 
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No  Matter  Where 


you  buy  your  Linens,  you  will  always  find  surprising  value  at  Philips'. 
In  many  places  you  will  sometimes  get  bargains  in  clearing  lines  and 
job  lots,  but  we  give  exceptional  value  in  regular  makes  all  the  time. 
We  hold  one  of  the  largest  and  most  complete  stocks  of  Linen  Goods 
in  Britain,  and  we  supply  big  stores  only.  Our  system  of  trading  means 
a  great  saving  to  keen  buyers,  and  impartial  comparison  will  immediately 
convince   you  of  this    fact. 

Just  put  your  past  conclusions  and  present 
opinions  of  linen  buying  aside  for  a  moment, 
and  give  oiu-  statement  a  practical  test. 
Give  us  no  favor  but  a  cai^eful  examination 
and  use  your  own  judgment.  We  are  not 
afraid   of  the  result. 

Our  Linen  Department  has  always  been  a  strong  one,  and 
for  many  years  we  have  made  it  a  specialty.  We  are  now 
devoting  special  attention  to  Canada,  and  a  glance  over  our 
new  Canadian  price  list  will  show  you  what  interest  we  take 
in  your  particular  requirements,  and  the  care  we  devote  to  them. 

We  never  buy  manufacturers'  stock  lines.  Everything  is  made  expressly 
for  us  by  contract.  Most  of  our  Damasks  are  exclusive  designs,  and 
many   are   made   from    our   own   sketches. 

All  Our  White  Damasks  Are  Sun-bleached  on  Links  Grass. 

Our  Canadian  offices  contain  full  ranges  of  compact  samples,  and  our 
representatives   are   always   ready   to   M^ait   on   you. 

J.  &  N.  PHILIPS   &  CO. 

Manchester  -  -  England 

OFFICES : 

211  Lindsay  Bldg.,  St.  Catherine  St.  W.  611  Empire  Bldg.,  Wellington  St.  W. 

MONTREAL  TORONTO 
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TO  THE  TRADE 


All  '^^^^^    Prints 

sold  by   the   leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 

by 

^^^Calico  Printers'  Assn.  Ltd. 

Manchester,  England 

To  be  their 

STANDARD  *CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 
Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
Calico  Printers'  Association,  Limited,  were  awarded  three  "Grands  Prix" 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 
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Western  Demand  for  Furs  far  in  Excess  of  Last  Year 

High  Prices  Have  Affected  Advance  Buying  —  Mink  a  Strong  Seller 
— Fur-lined  Cloaks  Popular— Demand  for  Men's  Furs  Continues  Steady. 


FVR  travelers  have  now  gone  far  enough  over  their 
routes  to  give  an  accurate  idea  of  the  extent 
and  variety  of  advance  orders.  The  most  en- 
couraging reports  are  from  the  far  western  pro- 
vinces, where  the  demand  for  heavy  goods,  particularly, 
is  far  in  excess  of  lasti  year.  Ontario,  in  most  sections  is 
discouraging.  The  high  prices,  have  deterred  buying  in 
the  hope  for  lower  figures.  CjUebec  Province  and  the  Mar- 
itimes  show  some  improvement,  but  are  not  up  to  the 
western  record. 


Furs   in  Demand. 

The  high  price  of  long  haired  furs  has  lessened  the  ad- 
vance sale  in  certain  sections,  of  real  Alaska  sable,  lynx, 
fox,  etc.  etc.  As  a  result  the  trade  is  taking  kindly  to 
clever  and  serviceable  imitations.  Sable  dyed  coon  and 
dyed  sable  oppossum  are  selling  well  in  place  of  Alaska 
sable  ;  and  Isabella  dyed  coon  and  Isabella  dyed  oppos- 
sum, while  not  so  serviceable,  are  selling  in  place  of  fox. 
These  skins  are  dearer  than  a  year  ago,  but  manufacturers 
are  working  upon  a  closer  margin  of  profit,  and  the  re- 
tailer finds  little  difference  in  the  price. 

Mink,  on  account  of  its  real  value  this  season,  is  be- 
coming a  strong  seller,  and  many  manufacturers  look  to 
see  mink  easily  the  most  popular  fur  when  the  season 
opens. 


Fur-lined    Cloaks. 

Ladies'  fur-lined  cloaks  show  a  still  further  increased 
popularity  and  the  competition  in  this  line  is  very  keen. 
Retailers,  in  buying  ther  requirements,  should  bear  close- 
ly in  mind  all  the  details  that  enter  into  the  final  ques- 
tion of  value.  Most  important  of  all  is  the  quality  of  the 
lining  and  the  fur  trimming,  as  the  quality  of  the  shell 
does  not  enter  so  materially  into  this  question. 

Loose,  semi-fitting  and  what  may  be  called  the  quar- 
ter fitted  fur-lined  cloaks  are  selling.  Travellers  report 
that  the  quarter  fitted  seem  to  have  created  a  favorable 
impression,  and  the  trade  is  taking  to  them.  Evidence  of 
this  may  be  had  in  the  fact  that  many  retailers  have  ask- 
ed that  part  of  the  loose  coats  in  their  orders,  be  made 
quarter  fitting. 

•!• 

Fur    Neckwear. 

So  far  the  demand  for  fur  neckwear  has  been  chiefly 
in  the  more  staple  goods.  A  fair  amount  of  the  small 
fancy  pieces  has  been  taken,  but  there  seems  to  be  a  ten- 
dency to  leave  the  buying  of  novelty  furs  until  later. 
High  prices  have  had  some  tendency  to  delay  the  buying 
of  these.  In  the  small  furs  that  have  been  taken,  mink, 
in  real  furs  has  comprised  the  greater  share,  on  account 
of  the  good  value  of  this  fur. 

Fur  Jackets. 

In  ladies'  fur  jackets  the  chief  demand  is  for  the  long 
rnuskrat  coats.  These  are  meeting  with  ready  sales,  par- 
ticularly in  the  east.  The  preferred  style  is  the  semi-fit- 
tmg.  The  prices  of  these  coats  range  from  $55.00  to 
$75.00. 


Men's  Furs. 

The  demand  for  fur-lined  coars  continues  steady.  Ot- 
ter is  the  furs  most  in  demand  for  collars.  Persian  lamb 
is  also  a  good  seller. 

Western  sections  are  taking  large  quantities  of  heavy 
goods  such  as  raccoon,  calf,  goat,  sheep,  wallaby,  Bulga- 
rian lamb,  etc.    Goat  coats  are  slightly  lower  in  price. 


How  to  Buy  Furs 

At  the  last  London  fur  sales,  a  prime  silver  fox  skin 
brought  £290  and  still  another  prime  one  .£40.  They  weie 
both  silver  fox  skins.  This  affords  a  good  example  of  the 
difference  in  the  monetary  value  of  furs,  which  to  the 
rausual  observer,  look  very  similar.  Recently  a  Montreal 
manufacutrer  was  asked  to  quote  on  a  mink  tie,  using 
the  first  quality  mink.  In  order  to  thoroughly  satisfy  the 
prospective  customer,  and  wisely  protecting  his  own  in- 
terests, this  manufacturer  sent  two  samples  of  mink  skins, 
quoting  $35  and  $45.  The  difference  between  the  two 
skins  was  not  marked  to  the  lay  mind.  To  a  furrier, 
however,  the  beauty  of  the  one  fur  far  outshone  the  other. 
The  best  quality  skin  caught  in  the  north  of  Canada 
showed  a  clear  black  stripe  and  beautiful  blueish  tints 
when  placed  in  the  sunlight.  The  other  mink,  also  a  per- 
fect skin,  was  more  brown  in  appearance  and  the  stripe 
'^f  a  brownish  tint.  It  was  simply  again  the  ease  which 
so  often  applies  in  furs  that  the  beauty  of  the  fur  always 
mak'es  the  price.  The  southern  mink  was  as  good  but  did 
not  have  the  desirable  appearance.  The  same  question  of 
value  applies  to  practically  every  fur.  It  is  beauty  that 
counts. 

In  buying  musk-rats,  for  instance,  the  density  of  the 
fur  and  its  appearance  states  whether  it  be  worth  30c  or 
45c.    These  tests  may  be  applied  to  every  fur. 

It  is  this  general  condition  which  makes  fur  buying 
somewhat  of  a  speculation  to  an  inexperienced  buyer. 
Such  a  buyer  may  congratulate  himself  upon  buying  a 
musk-rat  lined  ladies'  cloak  for  $65  which  another  manu- 
facturer asks  $75  for.  In  a  ease  of  this  kind,  where  no 
exceptional  conditions  enter,  the  $65  price  is  probably 
due  to  the  fact  that  American  musk-rats  were  used  in- 
stead of  Canadian  musk-rats.  The  Canadian  musk-rat, 
of  course,  gives  the  service  which  more  than  compensates 
for  the  difference  in  price. 

It  is  basic  facts  of  this  nature  that  make  quotations 
on  paper  so  hard  to  judge.  Many  retailers  play  one 
manufacturer  against  the  other  in  the  hope  of  favorable 
terms  and  exceptional  prices,  ignoring  the  fact  that  low 
quotations  can  often  be  given  by  using  inferior  skins. 
When  these  are  not  compared  with  first  quality  ones,  it 
would  be  very  difficult  for  the  average  retailer  to  judge 
accurately.  When  a  retailer  asks  for  a  quotation  of  a 
certain  fur  article,  using  mink  for  instance,  it  does  not 
follow  that  the  manufacturer  always  quotes  upon  the  first 
quality  of  mink.  It  may  be  the  best  quality  of  mink  he 
has  in  stock  or  he  wisely  thinks  his  price  would  be  too 
high  if  he  used  the  first  quality.  It  is  always  well  for 
retailers  to  remember  that  a  dollar  is  a  dollar,  and  that 
where  a  manufacturer  asks  a  higher  price  there  is  usually 
a  sound  reason  for  doing  so.  Competition  is  too  keen  for 
any  house  to  be  above  the  market  and  do  business.     The 
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FURS 

MOOSE  HEAD  BRAND 

Established   1852 

Stands  for  Uniform   Quality    and 
Continued  Purchases 

With  increased  prices  of  Raw 
Furs  it  is  all  the  more  important 
that  you  should  safeguard  your  own 
and  your  customers'  interests  by 
buyinjj^  a  line  of  quality. 

We  are  satisfied  that  the  success 
of  MOOSE  HEAD  BRAND  FURS 
is  due  in  the  greatest  measure  to  the 
high  standard  we  have  always  lived 
up  to  in  their  quality. 

We  can  immediately  put  you  in 
touch  with  our  representative  in  your 
territory  and  you  may  rest  assured 
that  in  trusting  us  with  your  first 
order  our  experience  and  efforts  will 
be  yours  to  help  build  up  your  fur 
business. 


L.  GNAEDINGER,  SON  &  CO., 


90-92-94 
ST.  PETER  ST. 


MONTREAL 


FREE 


A  Trip  to  the  National  Exhibition 
held  at  Toronto  this  Fall 


Here  is  one  of  the  many  letters  being  received  from  those  who  are  working  on  our  offer 
of  a  Free  Trip  to  the  National  Exhibition,  Toronto,  this  fall  : — 

April  26th,  igog 
Gentlemen: — Enclosed  please  find  report  for  week  together  with  ig  neio  subscriptions  to 
Busy  Man's  Magazine  and  express  order  $j8. 00  in  payment  of  same.      These  are  to  start 
with  the  May  number,  I  trust  you  will  see  that  they  are  forwarded  in  good  time. 

I  have  had  very  flattering  comments  on  the  good  conmion  sense  information  that  your 
magazine  supplies.  The  enclosed  are  chiefly  from  our  best  business  men,  who  are  well  posted 
on  public  affairs  of  the  day. 

Trusting  that  you  will  receive  the  orders  in  good  time,  I  am,  dear  Sirs,  yours  truly, 

E.  E.   West,  Crawford  Block,  Brandon,  Man. 

If  you  have  not  already  started  to  secure  this  trip  this  letter  should  give  you  the  neces- 
sary enthusiasm.     The  writer  is  after  fifty  subscriptions  and  only  requires  a  few  more. 

Our  candidates  are  having  no  difficulty  in  getting  the  necessary  subscriptions,  some  are 
just  finishing  up,  having  earned  the  trip  months  before  the  fair.  Some  plan  to  ^o  on 
with  their  canvass  and  have  a  nice  sum  of  expense  money  in  addition  to  the  trip. 

Send  for  particulars  ;  there  is  no  competition,  anyone  can  secure  the  trip  ;  transportation 
paid  both  ways  by  "  first  class  "  trains,  whether  you  live  in  Nova  Scotia,  British  Colum- 
bia, or  in  any  Canadian  territory  between  those  points. 

The  Busy  Man's  Magazine,  Toronto,  Can, 
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retailer  must  decide  whether  he  will  give  his  customers 
a  really  satisfactory  article  with  the  right  materials 
throughout  and  proper  workmanship  or  whether  he  will 
risk  his  reputation  by  buying  upon  price. 

In  justice  to  all  manufacturers,  retailers  should  con- 
sider that  paper  quotations  on  furs  should  take  into  con- 
sideration the  reputation  of  the  manufacturer  and  that 
hasty  judgment  should  not  be  made  until  a  rigid  com- 
parison of  fur  values  is  possible.  When  a  retailer  asks 
for  a  quotation  on  first  quality,  he  naturally  puts  it  up  to 
the  manufacturer.  If  the  manufacturer  is  straight  to  i- 
ward,  he  gives  a  quotation  based  upon  what  is  really  first 
quality.  The  manufacturer  less  scrupulous  might  easily 
quote  upon  an  inferior  fur  hoping  to  thus  obtain  the 
order. 


London  March  Fur  Sales 

The  London  March  fur  sales  practically  substantiate 
alii  the  advances  that  took  place  in  January.  That  makes 
it  certain  that  lower  fur  prices  are  out  of  the  (luestion 
this  year.  The  March  sales  of  the  Hudson  Bay  Co.,  A.  & 
W.  Nesbitt,  Henry  Kiver  &  Co.,  C.  M.  Lampson  &  Co., 
all  bear  out  the  same  advances. 

The  results  of  the  C.  M.  Lampson  sales  are  appended 
in  part : 

Messers.  C.  M.  Lampson  &  Co.  (Reported  by  them). 

Silver  fox,  25  per  cent,  higher  than  last  March. 

Cross  fox,  30  per  cent,  higher  than  last  March. 

Blue  fox,  20  per  cent,  higher  than  last  March. 

Sea  otter,  15  per  cent,  higher  than  last  March. 

Otter,  same  as  last  March. 

Lynx,  120  per  cent,  higher  than  last  March. 

Fisher,  50  per  cent,  higher  than  last  March. 

Beaver,  5  per  cent,  higher  than  last  January. 

Wolverine,  50  per  cent,  higher  than  last  March. 

Wild  cat,  25  per  cent,  higher  than  last  Maich. 

House  cat,  25  per  cent,  higher  than  last  March. 

Badger,  15  per  cent,  higher  than  last  March. 

Dry  hair  seal,  20  per  cent,  lower  than  last  March. 

Dry  fur  seal,  same  as  last  March. 

Chinchilla    10  per  cent,  higher  than  last  January. 

Australian  opossum,  15  per  cent,  higher  than  last  Jan- 
uary. 

Wallaby,  15  per  cent,  higher  than  last  January. 

Wombat,  same  as  last  January. 

Kangaroo,  same  as  last  January. 

Raccoon.  Northern  and  Northwestern,  30  per  cent, 
higher  than  last  March. 

Racoon,  Western  and  Southwestern,  10  per  cent. 
higher  than  last  March. 

Muskrat,  brown,  same  as  last  January. 

Muskrat,  black,  same  as  last  January. 

Skunk,  20  per  cent,  higher  than  last  March. 

Civet  cat,  25  per  cent,  higher  than  last  March. 
Opossum,   50  per  cent,  higher  than  last  March. 

Marten    same  as  last  March. 

Mink,  25  per  cent,   higher  than   last    March. 

Russian  sable,  same  as  last  March. 

Gray  fox,  40  per  cent,  higher  than  last  March. 

Red  fox,  50  per  cent,  higher  than  last  March. 
White  fox,  50  per  cent,  higher  than  last  March. 

Kitt  fox,  same  as  last  March. 

Brown  bear,  40  per  cent,  higher  than  last  March. 

Black  bear,  75  per  cent,  higher  than  last  March. 

Russian  grizzly  bear,  15  per  cent,  higher  than  last 
March. 

Wolf,  Northern  and  Northwestern,  60  per  cent,  higher 
than  last  March. 


Wolf,  Southern  and  Southwestern,  20  per  cent,  higher 
than  last  March. 

Ermine,  40  per  cent,  higher  than  last  January. 

'J- 
Larger  Fur  Catch  This  Year 

It  is  quite  likely  that  the  fur  catch  of  this  season  will 
be  larger  than  last  year,  is  the  opinion  expressed  by  a 
member  of  the  firm  of  Revillon  Bros.,  Limited.  It  is  not 
expected  that  the  catch  will  be  so  large  as  that  of  three 
years  ago.  The  reason  given  for  this  is  that  every  seven 
years  there  is  an  exceptionally  large  catch,  and  at  the 
present  time  it  is  gradually  working  up. 

Red  and  silver  fox  are  very  plentiful ;  lynx  are  scarce ; 
mink  only  fair,  and  the  muskrat  catch  will  be  smaller 
than  last  year  on  account  of  the  high  water. 


Death  of  A.  Drouin 

Mr.  Arthur  Drouin,  junior  partner  of  the  well-known 
fur  firm  of  Waldron,  Drouin  &  Co.,  Limited,  Montreal, 
died  on  the  9th  of  last  month,  at  the  age  of  42  years.  He 
was  a  native  of  (Juebec,  but  during  the  past  ten  years  had 
.een  a  resident  of  Monti'eal.  Mr.  Drouin 's  father  died 
only  about  seven  months  ago,  and  his  brother.  Prosper,  a 
couple  of  months  later.  Mr.  Drouin,  who  was  unmarried, 
leaves  a  brother  Ferdinand,  senior  partner  of  the  firm  of 
Waldron,  Drouin  &  Co.,  Limited,  one  sister  and  a  hdlf- 
brother.  Previous  to  becoming  a  member  of  the  firm,  Mr. 
Drouin  was  on  the  travelling  staff. 


Truth  vs.  Prices. 

No  man  can  tell  absolutely  Avhat  effect  a  certain  line 
of  advertising  will  have.  Take,  for  instance,  the  theory 
propounded  by  experts  in  every  part  of  the  country,  that 
retail  advertising  must  always  show  prices.  Almost  with- 
out exception,  the  belief  is  current  that  prices  will  do 
more  to  produce  results,  provided  low  enough,  than  any- 
thing else.  Often  they  do,  loo,  but — there  are  excep- 
tions. In  support  of  this  an  advertising  expert  tells 
this  story : 

"In  a  city  of  close  to  100,000  inhabitants,  one  finds 
a  fairly  progressive  establishment  catering  to  the  mid- 
dle classes.  These  should,  if  any  should,  be  interested 
in  prices.  Therefore,  working  in  accord  with  the  general 
belief  that  prices  are  the  one  thing  that  will  draw  peo- 
ple to  the  store,  this  store  has  long  used  prices.  The  items, 
so  far  as  the  experience  of  the  store  had  taught,  were  0. 
K.  My  own  judgment  said  the  same  thing,  although 
I  was  interested  in  this  store's  advertising  work  only  as 
an  outsider  interested  in  advertising  might  be.  W'ell, 
one  day,  its  advertising  manager  said  to  me :  '  The  price 
business  has  been  done  to  death.  Everybody  gives  prices. 
A  good  many  of  them  are  fakes,  too.  For  a  change,  I 
shall  give  none  for  some  time  to  come.  What  do  you 
say  to  thatr 

"  'Are  you  not  getting  i-esults?'  I  asked  him. 

"  'To  tell  you  the  truth,  no,'  he  said. 

"To  this  I  replied,  'Go  ahead,  then.  You  can't  lose 
anything,  seeing  that  you're  not  getting  results.' 

"Try  it  he  did.  As  a  student  of  advertising,  I  na- 
turally watched  developments.  For  a  time,  there  was  no 
noticeable  difference  either  in  the  attendance  or  in  the 
receipts.  Then,  things  began  to  change,  and  one  Saturday 
afternoon,  the  weekly  half-holiday,  I  actually  had  to  walk 
in  the  gutter  to  get  by  the  crowd.    Better  still,  the  crowd 
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went  in  and  bought.  This  refuted  emphatically  the  theory 
that  nothing  but  prices  would  draw   the  people. 

"All  that  was  done  was  to  advertise,  'Five  specials 
on  Saturday.'  Our  'Ten  bargains  for  women,  Saturday, 
{.'ome  look  them  over.'  Another  was,  '100  numbered 
bargains  next  week.  Each  a  splendid  bargain.  Look  for 
the  numbers.     Come.     You  are  welcome. '  ' ' 

A  trial  of  this  scheme  may  prove  thai  curiosity  is  a 
greater  motive  power  than  prices — then  again,  it  may 
not ;  your  customers  may  want  prices.  Most  people  do. 
but  if  you  find  that  honest  quotations  of  prices  do  not  at- 
tract, try  another  line.  No  man  has  a  monopoly  of  tlie 
advertising   knowledge. 

Truth  Always  Effective. 

What  this  firm  did  was  llic  simph'sl  tiling  possible; 
they  told  tiie  people  liie  trutli;  the  people  were  impress- 
ed with  its  reasonableness,  and  bought  tlie  goods.  It's  al- 
ways the  simple,  straightforward  story  that  has  the  deep- 
est effectj  and  advertisers  should  remember  this.  Do  not 
go  far  afield  for  arguments;  the  goods  themselves  will 
furnish  plenty  if  you  will  only  let  them.  Simplicity  in 
speech  and  simplicity  in  writing  has  always  been  the 
most   effective. 

One  of  the  most  successful  ads.  ever  written  was  writ- 
ten by  a  man  entirely  unschooled  in  advertising.  He  only 
knew  that  he  had  worked  night  and  day,  and  for  years, 
to  perfect  something  that  mothers  should  know.  And  he 
knew  that  the  money  which  paid  for  his  first  advertise- 
ment was  secured  by  pawning  his  sick  wife's  ring.  His 
heading  ran  something  like  this.  "Mothers,  ten  cents 
may  save  your  baby's  life."  And  the  mothers  respond- 
ed until,  in  five  years,  the  man  was  a  millionaire. 

It  is  surprising  how  many  advertisers  there  are  who, 
to  judge  by  their  methods,  do  not  give  the  general  pub- 
lie  credit  for  possessing  ordinary  common  sense.  Here's 
a  tailor  who  advertises  $10  ordered  trousers  for  $5,  and 
no  one  believes  that  he  is  telling  the  truth.  There  isn't 
one  man  in  10,000  who  ever  thinks  of  paying  $10  for  a 
pair  of  trousers,  and  mighty  few  stores  in  which  trous- 
ers really  worth  that  figure  are  sold.  The  majority  of 
men  reading  such  an  ad.  would  conclude  that  these  gar- 
ments were  worth  what  they  were  alleged  to  be  reduced 
to,  and  not  any  more. 

Stores  make  bad  friends,  too,  by  the  practice  of  ad- 
vertising special  prices  on  goods  of  which  there  is  a 
very  limited  (juantity,  and  when  the  customer  calls  and 
asks  to  see  them,  she  is  informed  that  "they  are  all  sold." 
If  there  is  a  small  supply  on  a  certain  line,  mention  this 
fact  in  the  ad.,  and  tell  how  much  is  available.  This  will 
prevent  disappointment  and  retain  friends  for  the  store. 


Death  of  Mrs.  John  Macdonald. 

Mrs.  John  Macdonald,  widow  of  the  late  Senator 
Macdonald,  founder  of  the  wholesale  dry  goods  house 
of  John  Macdonald  &  Co.,  Toronto,  died  suddenly  at 
her  home  in  that  city  on  the  morning  of  April  13.  Mrs. 
Macdonald  was  born  about  7.3  years  ago  in  Quebec  and 
her  marriage  to  the  Senator  took  place  52  years  ago. 
She  was  one  of  the  first  members  of  the  Women's  Chris- 
tian Temperance  Union  and  for  some  years  its  president. 
The  surviving  children  are :  John,  James  Fraser,  Alex- 
ander A.  and  Duncan,  all  of  Toronto;  Arthur,  of  Medi- 
cine Hat;  Mrs.  M.  G.  Lewis,  Toronto;  Mrs.  James  Morrow, 
Montreal;  Mrs.  (Lieut. -Col.)  Grant,  Toronto;  Mrs.  H. 
(I.  Bariie,  a  missionary  in  China,  and  Mrs.  D.  A.  Mc- 
Killop    wife  of  a  missionaiy  in  Jamaica. 


TRADE        NARK 


RECUTCRED 

Everything  in  dependable  ladies'  and  men's  Furs. 

YOU  are  sure   of 

building  a  permanent  Fur  trade 
when  you  sell  your  customers 

Musk  Ox  Brand 
Furs 

When  examining  the  1909-1910 
samples  (the  most  varied  in  our 
history)  remember  that  every  article 
that  goes  to  form  every  piece  of 
Fur  is  as  represented. 

OUR  VALUES  IN  FUR-LINED  CLOAKS 

are  meeting  with  the  approval  of  dis- 
criminating buyers— Note,  we  use 
Canadian  Muskrat  Linings. 

SMALL  FURS 

Kindly  examine  our  attractive  creations  in 

Sable  Dyed  Coon,  Isabella  Dyed 
Coon,  Dyed  Sable  Opossum, 
Isabella  Dyed  Opossum.  They 
represent  good  sellers. 

Our  representative  in  your  territory  will 

be  glad  to  demonstrate  the  worth 

of  our  FURS  to  your  trade. 

Boulter,  Waugh  &  Co.,  Ltd. 

Canada's  Furriers,  Established  40  Years. 


491-493-495  St.  Paul  St. 

MONTREAL 


57  Peter  St. 


Parisian    Costumers  Show  Great  Variety  of  Models 

Homespun  Cheviots    are    Favored    by    the    High-class  Trade  —  Some 
Talk  of  the  Revival  of  Louis  Quinze  Styles  -  Cord  Effects  Represented. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 
8  Place  de  la  Bourse,  Paris,  France,  April  14. 

THE  vagaries  of  the  climate  lately  have  not  been 
good  for  the  observance  of  new  styles  as  every- 
one has  been  glad  to  resume  wraps  and  furs. 
The  opening  of  the  Concours  Ilippique,  in  the 
great  hall  of  the  Grand  Palais,  has  done  something  to- 
wards the  bringing  out  of  the  new  styles  but  as  the 
building  is  a  cold  one  the  gowns  worn  were  nearly  all 
tailor-mades.  These  were  mostly  of  serge  or  homespun 
•slightly  braided,  and  worn  with  the  inevitable  full  jabot 
from  the  neck  to   the  waist. 

As  yet,   showings  of  the  new  styles  and  fabrics    are 
confined  to   the   model     houses   and   the   leading    stores. 


de  chine  sold  as  crepe  cotele.  The  most  talked-of  fabric, 
however,  is  the  cote-de-cheval,  and  it  is  shown  in  two 
makes,  one  close  woven  for  tailor-mades,  and  the  other 
of  a  somewhat  loose  texture  and  in  a  much  lighter 
weight. 

Development  in  Cotele  Weaves. 

Cotele  weaves  are  also  extensively  developed  in  cot- 
ton as  well  as  silk,  wool,  and  silk  and  wool.  These  cot- 
ton cotelcs  are  as  numerous  as  to  color  and  weave  eflect 
as  those  shown  in  silk  or  wool.  Serges  have  not  lost  a 
jot  of  their  supremacy,  but  instead  of  the  inevitable  navy, 
there  is  a  multitude  of  beautiful  shades.  Many  of  these 
are  just  of!  white. 

The  high  class  trade  is  making  a  first  favorite  of  the 


Tunics  of.  Net,  Embroidered  in  Gold    or 

Silver  Thread,  enriched  with  Beads  and 

Bugles,  are  very  much    worn    over 

Gowns   of  Satin  or  Face  Cloth. 


The  New  Princesse  Dress  with  Braided 
Panel  Buttoned  into   the   Gown. 


Illustrating  the  Latest  Development  of  the 
Moyen    Age   Styles— the    Corslet   Waist 
is  Braided  and  the  low  Neck    is   fin- 
ished with  a  Dutch  Collar  and  Jabot. 


First  in  interest  come  the  cord  weaves  and  though  it 
was  the  Ottomans  that  started  their  vogue,  little  is 
seen  of  this  fabric  save  for  the  development  of  coats  and 
wraps  or  where  it  is  used  for  facings  and  trimmings. 
In  this  latter  field  the  rival  vogue  is  moire  and  faille. 

Cord  effects  are  numerously  represented,  the  newest 
and  most  fashionable  being  those  finished  in  such  a 
manner  that  the  surface  is  almost  smooth.  Cord  weaves 
or  coteles  come  in  some  unexpected  combinations.  For 
instance  there  is  a  new  kind  of  ribbed  voile  known  as 
cotele  delaine.  Another  weave  is  of  silk  and  wool  with 
the  rib  flattened  down,  and  to  this  fabric  the  name  of 
crushed  Ottoman  has  been  given.  Then  there  is  a  soft, 
silky  fabric  known  as  cotele  souple,   and  a  ribbed  crepe 


homespun  cheviots  with  a  slightly  ha'iry  surface,  and  in 
Ihe  cheaper  goods  chevrons  and  diagonals  are  sliown  in 
a  wide  choice  of  new  shades.  These  cloths  are  shown  in 
mixtures  as  well  as  in  solid  colors.  Wool  satins  are 
more  used  for  the  production  of  cloaks  and  wraps  than 
for  the  development  of  gowns. 

Cashmeres  promise  to  be  a  leading  material  for 
Spring  wear.  They  come  in  many  new  effects,  some  of 
which  are  clothlike  with  an  exceedingly  smooth  surface 
and  bright  finish,  and  there  is  also  a  new  delicate  crepe 
effect  that  is  very  beautiful.  This  weave  is  also  pro- 
duced in  silk  and  promises  to  rival  crepe-de-chinc. 

Figured  fabrics  are  restricted  to  printed  silks  of 
the   foulard      and     pongee      order.    Small,    close-printed 
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patterns  are  the  ones  most  in  vo.gue,  and  these  arc  must 
often  in  black  and  white  on  a  colored  ground,  and  so 
arrang-ed  that  the  three  colors  are  about  equally 
balanced. 

Sole  de  Venise. 

A  new  silk  fabric  that  is  much  talked  of  is  of  Italian 
production  and  is  called  sole  de  Vcnisc.  It  is  skein-dyed 
and  duller  in  finish  than  many  of  the  silk  fabrics  now 
worn. 

There  is  some  talk  of  changeable  effects  and  gowns 
of  shot  satin  have  been  shown  by  several  leading  model 
houses.  This  is  only  the  logical  development  of  the 
veiling  of  one  color  with  another  that  has  been  so  much 
practised. 

For  evening  and  formal  wear  chasuble  and  tunic  are 
very  much  worn.  These  are  very  attractive  and  may  be 
worn  over  any  kind  of  satin  fourreau  with  charming 
effect.  These  arrangements  are  as  a  rule  of  net  spangled 
and  bordered  with  gold  or  silver  and  bugled  galoon. 
Net  tunics,  almost  covered  with  sequins  arc  charming 
over  satin,  and  are  worn  as  well  over  the  smooth  satin- 
finished  wool  cloths.  Striped  black  Chantilly  lace,  lined 
with  silver  gauze  and  bordered  with  a  black  and  silver 
fringe,  was  worn  with  stunning  effect  over  a  sheath 
gown  of  dull  black  satin.  The  bodice  of  this  gown  was 
entirely  of  the  lace,  mounted  over  silver  and  finished 
with  a  tucker  of  pink  tulle  closely  pleated,  and  the  bust 
outlined  with  a  superb  embroidery  on  net  of  black  and 
silver  glittering  with  white  bugles. 

Crepe-de-chine  is  ideal  for  tunics  when  finished  with 
a  heavy  metal  or  bugle  trimming  or"  fringe.  Marquisette 
is  to  be  used  for  this  purpose  for  outdoor  wear.  Some 
of  the  advance  models  showed  tunic  effects  of  Marquisette 


laid  in  flat  pleats  at  the  hips  and  in  box-pleats  at  the 
back.  A  few  of  these  models  have  pleats  on  the  hip 
that  are  highly  suggestive  of  panniers.  The  tunic 
draperies  are  attached  to  the  bodice  and  are  outlined 
with  gold  or  silver  embroideries  enriched  often  with 
beads  and  bugles. 

Louis  Quinze  Styles. 

Summer  skirts  will  be  wider  and  an  undoubted  style 
is  the  new  corslet  effect  with  the  pleated  skirt  part 
attached.  Some  of  the  new  models  look  as  though  the 
much  worn  princess  dress  had  joined  forces  with  the 
pleated  skirt,  and  the  result,  as  shown  in  our  illustra- 
tion, is  undoubtedly  good.  The  outline  has  all  the  slim- 
ness,  so  much  admired  in  the  present  models,  and  is 
devoid  of  the  many  objectionable  features  of  the  present 
modes.  The  adornment  of  the  bodice  is  by  braiding  and 
the  model  shown  is  developed  in  Shantung  but  would  be 
excellent  in  cashmere  or  in  linen,  the  new  cotele  cottons 
or  even  in  gingham.  Should  this  class  of  gowns  achieve 
the  vogue  jjredicted  for  them,  there  will  be  quite  a  re- 
vival in  braided  trimmings.  Much  has  been  heard  of  the 
revival  of  Louis  Quinze  styles  of  pannier  and  even  of 
the  crinoline.  Though  some  decided  touches  of  this 
mode  are  to  be  seen,  their  day  does  not  seem  to  be  quite 
due  yet. 

The  already  lengthy  list  of  Spring  colors  is  receiving 
additions.  These  are  of  the  pale  order  and  include  ochre, 
a  less  yellow  and  assertive  shade  than  has  gone  under 
this  name  before.  Then  there  is  teige  and  ficelle,  the 
latter  clear  and  bright  without  any  suggestion  of  green. 
La  France  pink  is  a  charming  rose  for  combination  with 
black,  grey,  brown  or  bronze.  Then  there  is  a  pale 
Alpine  green  that  is  beautiful  with  silver  emh'roideries. 


There  is  no  REAL  ROSE  Hat  Pin 
but  the  ST.  GEORGE 

fl  No  high  class  article  was  ever  placed  on  any  market  but  what  hordes  of  cheap  imitations 
soon  flooded  the  market.  When  after  years  of  experimenting,  we,  last  month,  presented 
"  The  St.  George  Real  Rose  Hat  Pin  "  to  the  merchants  of  Canada,  we  expected  just  what 
has  occurred.  We  saw  advertised  recently  a  very  cheap  so  called  Real  Rose  Hat  Pin  and 
found  it  made  of  paper.  Another  was  made  of  tin.  But  how  can  you  expect  anything  else 
at  the  ridiculous  prices  quoted?  How  can  we  or  anyone  else  pay  from  $3.00  to  $6.00  per  dozen  for 
the  finest  hot  house  roses,  put  them  through  eijifhteen  processes,  taking  five  days  from  beginning 
to  finish  and  sell  them  at  any  price  below  what  we  do?  These  imitations  condemn  themselves. 
^  Also  please  notice  this.  We  have  covered  the  only  processes  by  which  these  can  be  made 
by  Royal  Letters  Patent,  No.  116944,  and  no  other  firm  can  now  legally  produce  these 
"Real  Rose  Hat  Pins,"  so  all  others  advertised  as  any  but  the  "St.  George"  are  mani- 
festly imitations, 

^  For  the  Dry  Goods  Trade  and  Millinery  Departments,  no  higher  class  novelty  was  ever 
introduced.  Our  sale  of  these  has  not  decreased  one  particle  in  the  last  two  weeks. 
Please  remember,  if  you  have  never  seen  the  "St.  George,"  you  have  never  seen  the  Real 
Rose  Hat  Pin  made  under  our  patent. 

Q  You  cannot  wish  to  offer  your  patrons  cheap  imitations.  No  man  really  honestly  places 
a  poor  imitation  before  hi»  customers,  when  he  knows  where  to  buy  the  best. 

THERE  IS  NO  REAL  ROSE  HAT  PIN  BUT  THE  ST.  GEORGE. 

FOUR  SIZES,  governed  by  beauty  condition  and  size  of  the  original  rose.  Size  A  $15.00  per  doz.  Size  B  Si  2.00 
per  doz.  Size  B  Special  $9.00  per  doz.  Size  C  $6.00  per  doz.  Sizes  A  and  B  packed  each  in  a  plush  lined  box. 
Sweet  Peas  $6.00  per  doz.  Carnations  $12.00  per  doz.  Special  discounts  to  jobbers.  Send  in  vour  sample  order 
to-day,  so  that  you  may  have  them  in  stock. 

The  only  Manufacturers  of  Real  Rose  Hat  Pin 

The  NEWELL  MANUFACTURING  Co.,  prescott, 
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The  Millinery  Trade  RevieAV 

The  Lingerie  Hat  Promises  to  Become  a  Settled  Summer  Visitor 
—  Dainty  Motoring  Bonnets  Have  Made  their  Appearance  —  Many  of 
the  Newest  Shapes  are  Decidedly  Large— Summer  Millinery  Openings. 


IT   is   some  seasons  past  now   since   the  ling^erie  hat 
made  its  bow  and  it  has  now  the  air  of  a  settled 
Summer  visitor.   This  year  it  promises  to  take  the 
form  of  an  elaborate  hat  or  bonnet,  for  some  of  the 
prettiest     shown     are    in     the  new  poke  bonnet  shapes. 
Others   are  more  on   the   Corday   style,   having   the   high 
large  mob  crown  and  the  drooping  brim. 

The  majority  of  these  hats  are  trimmed  both  with 
flowers  and  ribbons,  and  the  pompadour  combination  of 
pink  and  blue  is  most  used.  Soft  pink  shades  in  roses 
and  buds  in  tight  little  bunches  edged  with  forget-me- 
nots  or  trails  of  roses  and  foliage  are  the  flowers  used, 
while  the  ties  and  ribbon  rosettes  are  as  a  rule  blue, 
though  pink  and  white  are  also  used. 

Many  of  the  hats  seen  have  a  dome  crown  of  shirred 
mull  and  pleated  or  frilled  lace  borders.  Battenburg 
lace  is  a  new  idea  for  the  developing  of  the  lingerie  hat; 
one  seen  at  the  openings  was  of  Battenberg  with  a 
wreath  of  field  flowers. 

4- 

Motor  Bonnets  and  Outing  Hats. 

Until  this  summer,  pretty  head-gear  for  motor  wear 
has,  up  toi  this  Spring,  been  conspicuous  by  its  absence. 
This  Spring  has  seen  the  production  of  dainty  little 
motor  bonnets  made  of  rough  bright  straws  in  cottage 
and  early  Victorian  shape.  The  trimming  scheme  is 
very  simple,  cons'isting  of  a  long  chiffon  veil  held  in 
place  by  chous  of  ribbon,  clumps  of  roses  or  berries, 
etc.  The  result  is  a  pretty  and  graceful,  and  at  the 
same  time  a  singularly  practical,  p'iece  of  headgear  and 
one  that  is  quite  adapted  to  the  use  for  which  it  is 
designed. 

For  outing  wear  and  for  the  now  popular  shirt  waist 
hat,  made  hats  on  the  sailor  order  are  shown  developed 
from  a  form  of  straw  cloth.  The  trimmings  are  of  the 
same  cloth  with  the  addition  of  long  quills  and  wings. 

Practical  wide-brimmed  shapes  in  coarse  straws  are 
shown  in  black,  burnt  and  fancy  colors  simply  banded 
with  ribbon  or  piece  velvet  in  black  or  matching  color. 

The  sailor  is  again  in  evidence  in  large  wide  brim 
effects  and  in  the  droop'ing  mushroom  shape.  This  is  a 
hat  that  requires  careful  handling  on  the  part  of  the 
trade.  Shown  at  the  proper  period  and  in  their  place 
as  outing  hats,  sailors  are  money-makers  that  help  to 
lengthen  out  the  season.  Shown  universally  at  too  early 
a  date  they  may  spoil  the  profits  of  a  season  by  taking 
the  place  of  the  trimmed  hat.  This  is  a  lesson  that  the 
trade  has  to  some  extent  learned,  but  it  can  do  no 
harm  to  once  more  point  out  the  danger. 


Styles  at  the  Summer  Openings. 

Many  of  the  leading  millinery  houses  held  Summer 
openings  on  the  19th  of  the  past  month.  Though  for 
some  years  it  has  been  the  practise  of  some  of  the  firms 
to  hold  Summer  openings,  other  of  the  houses  are  now 
falling  into  line  and,  as  the  trade  of  the  Dominion 
gro'ws,  more  business  will  be  done  at  these  events. 

Certainly  the  one  this  month  holds  out  every  induce- 


ment for  a  continuance.  Though  the  day  chosen  was  not 
an  ideal  one,  it  being  raw  and  cold  with  only  occasional 
gleams  of  sunshine  in  the  forenoon,  turning  to  a  nasty 
cold  rain  after  the  middle  of  the  day,  the  openings  were 
well  attended.  Nor  was  this  the  only  encouraging  fac- 
tor. The  models  shown  sold  well,  and  very  few  were  on 
hand  when  the  day  closed.  Nor  was  this  all,  the  visit- 
ing milliners  were  liberal  customers  in  the  material, 
straw  and  other  departments.  Much  of  this  buying  was 
due  to  the  big  Easter  business,  and  to  the  urgent  need 
of  replenishment  felt  in  the  majority  of  the  retail  stores. 

The  shapes  upon  which  fashion  smiled  in  the  early 
season  are  changing,  which  when  the  freakish  nature  of 
some  of  them  is  considered,  is  not  either  a  matter  for 
regret  nor  wonder.  Though  many  new  shapes  are  seen, 
one  is  forced  to  confess  that  there  is  no  fixed  type.  Hats 
may  be  large  and  generally  are  so,  but  there  are  small 
and  medium-sized  shapes  that  are  equally  good.  High, 
medium,  and  low  crowns  are  seen  and  also  wide  and 
narrow  brims. 

The  very  newest  shapes  are  decidedly  large  and  have 
high  crowns  and  the  high  side  roll.  Brims  are  straighten- 
ing out  and  do  not  droop  so  much. 

Predictions  made  when  the  season  opened  that  this 
would  prove  a  large  made  season,  are  entirely  right,  for 
the  braid  hat,  and  also  the  material  hat,  are  much  in 
evidence.  Nevertheless,  pressed  shapes  were  never  more 
worn.  From  the  fashion  point  of  view  fine  leghorns  in 
the  burnt  shades  are  perhaps  to  be  placed  first,  while  as 
a  close  second,  come  hats  of  Neapolitan  or  orin.  Chips 
and  fancy  tuscans  are  decidedly  good  and  hemps,  Japs 
and  rustic  straws  are  also  freely  sold.  Many  fancy 
braids  are  used  and  as  in  the  early  season,  nearly  every- 
thing- in  the  braid  line  finds  a  use.  Many  hats  show  a 
facing  of  a  contrasting  shade  of  straw.  Thus  a  black 
hat  will  have  a  lining  of  white  or  burnt  straw  or 
white  will  be  lined   with  black  or  color. 

Ribbon  velvets  are  decidedly  first  in  the  season's 
trimmings,  and  because  it  is  difficult  to  match  the  many 
shades,  piece  velvet  is  freely  used.  The  edges  are  often 
machine  stitched.  Wide  satin  ribbons  are  much  used,  but 
moire  is  beginning  to  be  shown.  Black,  burnt  and 
white  are  the  hat  colors,  with  burnt  and  black  as  yet 
most  worn.  Particularly  in  the  high-class  trade,  the 
dark  or  black  hat  with  the  light  summer  gown  will  be 
greatly  worn,  and  black  and  burnt  hats  are  trimmed 
with  practically  all  the  leading  shades.  The  majority 
of  the  white  hats  seen  have  color  introduced.  The  all- 
white  hat,  at  any  rate,  at  this  date,  is  rarely  seen. 

A  description  of  some  of  the  hats  which  The  Review 
inspected  at  the  openings  will  give  an  idea  of  the  new 
shapes  and  trimming  novelties.  A  handsome  Leghorn, 
in  the  natural  shade,  in  the  new  Cavalier  shape,  with 
the  high  crown  and  the  new  side  roll,  had  the  underbrim 
lined  with  soft  rose-pink  velvet.  The  crown  was  draped 
with  the  velvet  ending  with  a  large  flat  bow  on  the 
left  side  rather  to  the  back.  The  ends  of  this  bow  were 
decorated  with  tiny  straw  buttons  or  beads.  Around 
the  crown  trailed  a  shaded  wreath  of  chrysanthemums 
in  pinkish  and  greyish  mauve  tones.  To  balance  the 
bow,    there    was    placed    a    bunch    of   deep    reddish     purple 
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Jumbo  grapes.  This  save  the  required  deep  note  of 
color  to   this   lovely  hat. 

Lace  is  more  in  evidence  than  for  some  time  in  mil- 
linery, and  one  of  the  larg-e  bowl-crowned  hats  on  view 
was  developed  in  fine  black  ("hantilly,  over  white  net. 
The  wire  shape  was  covered  with  white  net,  and  over 
this  was  jilaoed  the  Chantilly,  shirred  on  heavy  wires. 
The  very  simple  trimming  of  this  hat  consisted  of  a 
drape  of  ribbon  velvet  around  the  crown  tied  in  a 
larg-e  flat  bow  at  the  back,  and  a  rosette  on  either  side 
of  blush  pink  roses  and  foliage. 

A  fine  Leghorn  with  a  very  h'igh  crown  and  the  new 
wide  high  side  roll,  was  smoothly  lined  with  black  vel- 
vet, and  its  only  trimming  was  a  .swathing  of  wide  rich 
black  moire  ribbon,  and  a  large  bow  of  the  same  at  one 
side.  A  very  large  leghorn  shape  with  high  large  crown 
and  wide  brim  drooping  to  the  left  and  with  a  moder- 
ate roll  on  the  other  side  had  full  wreath  of  fine  foliage 
encircling  the  crown  and  ending  under  a  large  flat  bow 
of  rich  cerise  velvet.  A  narrow  piping  of  cerise  was 
put  on  the  underbrim  about  1^  inch,   from  the  edge. 

A  high  crowned  pot  shape  with  a  narrow  brim  and 
a  slight  roll  at  the  side  was  uniquely  trimmed  with  a 
wide  band  of  chamoux  in  the  natural  .shade.  The  band 
came  wide  across  the  front  and  finished  on  one  side  of 
the  back  with  a  loop  and  end  made  into  a  flat  bow.  To 
fasten  the  other  end  was  a  clever  flower  spray  made  of 
dull  gold  trimming  and  faded  rose  satin.  The  dull  gold 
trimming,  it  should  be  said,  edged  the  band  of  chamois 
all  round  and,  besides  the  roses,  there  was  a  bunch  of 
foliage  made  from  it.  This  was  one  of  the  most  dis- 
tinctive hats  seen  at  the  opening. 

A  decided  novelty  showji  by  one  leading  house  was  a 
new  high-crowned  Leghorn  with  a  wide  dropping  side 
brim  and  the  new  high  roll.  This  hat  had  the  plain 
smooth  facing,  but  instead  of  the  underbrim  being 
faced,  the  facing  w^s  placed  outside.  The  only  trim- 
ming of  this  exceedingly  smart  and  distinguished  look- 
ing hat  was  a  long  white  vV'illow  i)lune  fastened  in  with  a 
large  antique  gold  cabochon. 

A  Henri  IV.  shape,  also  of  Leghorn,  had  a  slight 
dip  in  the  front  of  the  narrow  brim.  This  hat  had  a 
fraise  feather  standing  up  and  curling  over  the  crown  to 
the  front,  and  a  narrow  girdle  and  rosettes  of  satin- 
finished  ribbon  of  the  same  shade. 

A  large  black  Neapolitan  had  tlio  iiigii  crown  banked 
with  beauty  roses  tied  with  cerise  velvet. 

Many  flat  shapes  were  shown  and  not  a  few  showed 
a  careful  use  of  jet.  For  instance  a  wide  low  crowned 
capeline  of  black  Neopolitan  had  the  crown  drai)ed  with 
a    jet    bandeau,     and    a     twist      of    ribbon    velvet    below. 

A  large  poke  in  fancy  Tuscan  was  simply  trimmed 
Large  ospreys  standing  straight  up,  and  backed  by  *a 
lovely  ostrich  mount,  were  fastened  in  under  a  large  jet 
cabochon. 

with  lilacs  and  mauve  satin  ribbon.  A  huge  flat  sha|)e 
in  poke  effect  had  a  wreath  of  beauty  roses  around  the 
crown,  and  narrow  ties  of  black  velvet  ribbon. 

The  nevelty  colors  as  seen  at  the  opening  are  black, 
burnt  and  white  in  straws — the  new  cohjis  in  materials 
are  ginger,  apricot  and  khaki-d'oro.  royal  and  marine 
l)lues,  pimpernel  blue,  cerise,  fraise,  and  mustard  green. 

The  chief  flowers  are  roses  in  the  natural  size,  in 
beauty  and  in  shaded  effects  ;  black,  white  and  yellow 
buttercups  and  daisies,  field  flowers,  lilacs,  etc.  Long, 
pointed  wings  and  coque  feathers  are  good.  Laces  are 
better  than  for  some  time.  Chantilly,  Battenburg, 
Valenciennes  and  net  laces  are  used  as  well  as  Tosca  and 
other  nets.  Handsome  osprey  and  pieced  plumes  decorate 
high-class   millinery.     Velvet  ribbons,    satin  ribbons,   and 


piece    velvets    are      much     used    as    trimmings.     Batavia 
cloth  and  chamois  leather  are  novelty  trimmings. 


Summer  Millinery  Openings. 

Wholesale  millinery  houses  in  Monueal  lield  their  Sum- 
mer millinery  openings  about  the  middle  of  last  month, 
and  these  were  attended  by  large  crowds.  An  unusual 
amount  of  buying-  was  done,  which  goes  to  show  that  the 
millinery  trade  at  retail  is  in  an  unusually  healthy  con- 
dition. 

The  ext,reme  shapes  which  characterized  the  Spring 
openings  have  been  somewhat  moditied,  and  these  changes 
have  been  welcomed.  The  large  beehive  shapes  are  popu- 
lar, but  in  the  more  modified  forms.  Large  mushroom 
shapes  have  met  with  favor,  and  the  wide  brim  with  a 
slight  upward  roll  at  the  edge,  is  popular. 


indications  for  Fall. 

Buyers  returning  from  the  other  side  state  that  there 
is  a  tendency  to  show  lage  hats  for  Fall,  with  the  brim 
turned  up  sharply  at  the  'back  or  at  the  side,  the  under 
side  of  the  brim   being  filled   in    with    trimmings. 

There  is  every  likelihood  that  prices  will  be  very  high 
for  Fall,  as  the  general  trend  seems  to  be  towards  better 
materials  in  millinery,  both  in  the  felts  used  and  in  the 
trimmings.  There  will  probably  be  a  return  to  silk  beav- 
ers for  the  Fall  and  Winter  trade. 


Jet  Very  Popular. 

Jet  in  many  forms  is  attaining  great  popularity.  Jet 
buttons  are  now  fashionably  used  on  women's  coats  and 
gowns  and  jet  pendants,  broaches,  pins,  etc.,  are  coming 
to  the  front  in  novelty  lines.  There  promises  to  be  a 
strong  jet  development  in   the  coming  Fall. 

Fall  ti-immings  samples  show  a  deal  of  jet  and  bugles, 
Bead  and  bugle  trimmings  in  black,  in  crystal,  dead  white, 
etc..  mixed  with   tinsel    thread  and  gold   beads  are  shown. 


Turning  Every  Occasion  to  Best  Advantage. 

The  man  who  would  make  a  success  of  his  business 
must  be  able  to  foresee  opportunities  and  devise  plans 
for  developing  the  best  that  is  in  them.  The  wide- 
awake salesnum  will  develop  "the  nose  for  business"  to 
such  an  extent  that  he  will  draw  customers  to  him  sim- 
])ly  because  of  his  ability  to  turn  to  advantage  every  occa- 
sion which  has  in  it  the  elements  of  a  good  merchandizing 
proportion.  Here  is  a  s'tiiking  case  in  point.  When  the 
I'liited  States  fleet  of  battleships  were  homeward  bound 
it  occurred  to  the  superintendent  of  a  large  New  York 
furnishing  store  lo  send  to  Washington  for  the  names  of 
all  the  men  in  the  Heel.  He  received  14..')0fl  names,  and 
to  each  one  he  sent  a  souvenir  post  card  bearing  a  view 
of  some  familiar  section  of  New  York  City,  and  in  the 
space  reserved  for  correspondence  he  had  the  folio  wing- 
welcome  printed:  "Well.  well,  back  again!  You  must 
come  to  New  York  to  coal  up!  Come  in  and  see  me.  1 
want  to  .show  you  the  best  suits.  Spring  coats  and  rain- 
coats in  the  market,  under  $20.  special  at  .$1.3.50."  He 
followed  up  the  cards  by  visiting  the  ships  on  their  ar- 
lival.  His  advertising,  he  found,  had  done  its  work.  The 
men  surrounded  him,  and  not  only  then,  but  later  on  at 
the  store,  did  he  reap  the   reward  of  his  foresight. 


Latest  Millinery  Importations  are  Less  Bizarre 

The  Newest  Shapes  Show  a  Tendency  to  Flatten  Down  —  Cavalier 
and  Gainsborough  Shapes  are  Favored  by  the  Carriage  Trade  in 
New     York         Lingerie     Hats     Have     Also     Invaded     the     Market. 

Statf  Correspondence. 


Offa-e  of  The  Dry  Goods  Review,   ()22-(i21,   Tribune  Build- 
ing, New  York,   April  If). 

WHATEVER  may  be  the  opinion  of  the  trade  as 
to  the  prevailing  millinery  mode  the  general 
public  find  much  to  criticize  and  condemn  in 
the  tub  variety,  especially.  Without  a  doubt 
these  exaggerated  ..onceits  have  "caught  on."  Tlie  peach 
basket,  the  tub  in  its  endless  variations  and  bowl-like  hat., 
is  the  hat  of  the  multitude.  Velvet  ribbon  and  fruit,  vel- 
vet ribbon  and  (lowers— the  changes  are  rung  with  these 
materials.  Cherries  and  peaches  are  the  fruits  selected  for 
special  favor,  and  in  flowers  there  is  a  noticeable  increase 
in  the  popularity  of  the  daisy.  Roses,  lilacs  and  small 
flowers  are  also  very  strong.  It  is  the  opinion  of  the 
trade  that  fruit  will  not  last  throughout  the  summer. 
Certainly,  it  is  at  the  present  time  very  strong,  particu- 
larly in  medium-priced  goods. 


Paradise  is  the  trimming  now  used  most  exten- 
sively on  high-priced  millinery. 

White  Milans,  Leghorns  and  naturals  are  often 
trimmed  with  colored  feathers — rose  amethyst  and 
blue  being  popular. 


Cavalier  and  Gainsborough. 

The  carriage  trade,  has,  if  not  absolutely  discarded  the 
tub  hat,  at  least  relegated  it  to  the  background,  and  given 
its  favor  to  the  Cavalier  and  Gainsborough  shape,  the  wide 
brimmed  flat  effects,  and  other  more  elegant  contours. 
Without  question,  Paradise  is  the  trimming  now  used 
most  extensively  on  high  priced  millinery.  The  body  of 
the  bird  is  seldom  used,  but  the  lovely  tail  feathers  are 
subjected  to  many  novel  arrangements.  .\s  an  illustra- 
tion note  the  wide  feathery  quill,  used  on  the  back  and 
white  hat  shown. 

There  are  fountain  eflects,  eascades,  mephisto  quills, 
and  other  novelties  made  from  Paradise,  that  are  very 
elegant  to  say  nothing  of  being  exceedingly  costly.  The 
demand  for  willow  has  in  no  way  suffered  by  the  demand 
lor  Paradise.  While  blacks  are  selling  stronger  there  is 
an  encouraging  demand  for  colored  goods.  It  will  be  not- 
ed that  white  Milans,  Leghorns  and  naturals  are  often 
trimmed  with  colored  featheis,  rose,  amethyst  and  blue 
being  the  most  popular  shades.  Feathers  are  mounted 
flear  of  the  brim  edge.  They  surround  or  partially  sur- 
lound  the  crown  and  are  nearly  always  mounted  to  give 
added  height  to  the  crown.  The  very  n(>west  shapes 
show  a  tendency  to  flatten  down.  Crowns  are  low  in 
many  instances  and  the  latest  impoitations  are  less 
bizarre,  as  was  expected. 

Lingerie    Hats  Conspicuous. 

Lingerie  hats  have  invaded  the  market.  To  date  they 
are  seen  only  in  shop  windows  of  course,  but  in  Florida 
the  lingerie  hat  figured  conspicuously  in  the  wardrobe  of 
the  smartly  gowned  woman.  Many  of  them  are  faced 
with  shirred  or  knife-plated  chiffon,  and  trimmed  with 
f^^mall   garlands   abd   colored   ribbon.    They    may   be   desig- 


nated as  lingerie  effects  but  certainly  they  fall  far  short 
of  washable  standards,  being  exceedingly  elaborate.  With 
the  exception  of  these  effects,  which  are  for  out  of  town 
and  for  carriage  wear  only,  one  sees  very  few  jiuht  hats, 
that  is,  hats  that  are  not  relieved  in  some  way  with 
color. 

Browns,  Blacks  and  Whites. 

Black  and  white  has  not  been  particularly  strong  this 
season  but  lately  it  has  sprung  into  prominence,  as  have 
also  burnt  and  black  combinations.  Coarse  burnt  straw 
tiimmed  with  black  velvet  ribbon  and  flowers  is  at  pre- 
sent, favored.  Two-tone  effects  have  become  very  popular. 
Two-tone  sailors  and  .shade  brim  effects,  the  underbrim 
being  a  strong  color,  and  the  top  black  or  natural  are 
\ery  good  in  sailors. 

There  are  many  ribbon  novehjes — spotted  and  figured 
effects  with  white  and  colors,  which  lend  themselves  to 
trimming  mid-summer  shapes  of  Panama,  Bancock,  pique, 
linen,  etc.  The  ribbon  trade  is  kept  busy  trying  to  sup- 
ply the  phenomenal  demand  for  velvet  ribbons,  not  only 
in  blacks  but  colors. 

Jet  Craze  worn  Out. 

The  craze  for  jet  has  worn  itself  out  and  there  is  not 
much  talk  of  pearl.  A  few  importers  have  the  courage  of 
their  convictions  and  are  showing  them  in  festoons,  cabo- 
chons  and  bandings.  Ornaments  of  all  kinds  are  certain- 
ly more  in  demand  than  for  several  seasons  past. 

Taken  all  in  all,  it  is  a  splendid  millinery  season,  for 
almost  everything  finds  favor  in  the  feminine  eye.  Braids 
aie  very  strong,  so  obviously  the  frame  manufacturers  re- 
joice, but  as  blocked  hats  have  not  suffered  by  compar- 
ison, the  pressed  hat  people  are  in  no  way  injured.  It  is 
not  a  one-color  season  ;  although  decidedly,  a  season  of 
color. 

P'ruits,  selling  early  in  the  season,  almost  to  the  ex- 
clusion of  flowers,  are  now  giving  way  to  flowers,  and,  as 
\\e  know,  one  has  a  wide  range  from  which  to  choose, 
.'-'.mall  flowers  are  most  in  favor.  The  Rococo  rose  has 
taken  very  v.'ell  and  is  seen  a  great  deal.  It  is  rarely,  if 
ever,  combined  with  another  flower,  although  all  colors 
arc  used  together. 

Puffed  Lace  Crowns. 

Laces  are  returning  and  some  of  tho  daintest  Leghorns 
have  he.ge  pu*lVd  lace  crowns.  Velvet  crowns  are  an  un- 
usual feature  but  one  that,  is  at  present  in  vogue.  Like 
many  of  the  fashions  of  the  ilay,  it  si  ems  a  trifle  unsea- 
sonable. .V  very  stunning  Leghorn  suggestive  of  the  poke, 
had  a  huge  crown  of  moss  green  velvet.  Wide  old  blue 
moire  ril)bon  was  banded  tightly  around  the  base,  and  a 
bouquet  of  Rococo  roses  placed  well  toward  the  back. 
Practically  all    dress     hats  are  faced.     Pleated      chitTon    is 
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Examples  of  the  Latest  Millinery  Vogue 


Peach  basket  hat  of  black  straw 
faced  with  pink  knife-pleated  chif- 
fon and  trimmed  with  roses  and 
white  \viIlow— Mon-Carlier. 

On  the  left  is  a  black  Neapoli- 
tan faced  w^ith  French  crepe  and 
trimmed  with  flame-colored  para- 
dise, exquisitely   shaded,  an 


mounted  with  an  upward  tendency 
—Suzanne  Talbot. 

On  the  right  is  a  picture  hat  of 
black,  rough  straw,  faced  with 
white,  trimmed  at  right  side  with 
wide  paradise  quill  and  huge  wax- 
en Camillas.  Crown  softened  with 
drapery   of  tulle. 
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favored.  A  popular  method  of  treating  the  underbriin  is 
to  have  tire  material  put  on  plain  at  the  brim  edge  and 
pleated  in  to  the  headsi/.e.  Crepe  materials,  fashionable 
for  all  purposes,  and  very  good  for  millinery.  There  is)  an 
effort  being  made  to  establish  eretonne  hats  in  the  trade. 
I'arasols,  ehatelaine  belts  and  otiier  accessories  are  made 
of  gaily  (igured  eretonne  as  well  as  hats.  The  basket  and 
tub  shapes  lend  themselves  ic,  the  cretonne  covering.  It 
is  extrcincK  douljltul  whether  they  will  be  in  strong  de- 
mand a.s  they  are  decidedly  bi/arre  in  cfiect,  however 
(|viito  within  the  present  picture,  for  as  we  know  Ilococo 
arid  other  old-fashioned  efl'eets  are  now  in  vogue.  Some 
trLily  loveh'  colorings  are  noted  in  tliel  cretonnes.  The  uii- 
derbrim  is  faced  either  with  a  plain  color  or  ne1>  and 
the  trimming  consists!  usually  only  of  ribbon,  the  ma- 
terial itself  being  decidedly  decorative. 

Very  gay  scarfs  are  used  for  the  outing  goods,  sum- 
mer felts,  Panamas,  etc.  The  head-si/.es  in  these  gooii.-; 
show  a  decided  increase  in  size  and  many  of  the  hats  uic 
quite  fancy   in  etYect,   being  trimmed   with  wings   as  well. 

The  condition  of  the  trade  in  New  York  is  very  {'.ra- 
tifying, all  branches  reporting  good  business  and  hopefu' 
for  an  unusually   good   season. 


Scroggie-Carsley  Matter  Settled. 

Ever  since  the  S.  Carsley  Co.,  Ltd.,  Montreal,  the  big- 
down-town  departmental  store,  bought  ihe  entire  big  up- 
town property  occupied  by  the  W.  H.  Scroggie  Co.,  Ltd.. 
St.  Catharine,  Victoria  and  University  Streets,  there  ha.-; 
been  a  great  deal  of  speculali(Ui  regarding  the  future 
site  of  the  W.  H.  Scroggie  Co.,  Ltd.  The  uncertainty  ex- 
is'ting  has  lasted  over  two  years,  with  all  kinds  of  rumoi'b 
talked  about,  and  not  until  tiiis  May  1st.  when  Scrog- 
gie's  lease  from  the  Ogilvie  estate  expired,  was  anything 
definite  known. 

It  is  now  a,dmitted  that  before  the  middle  of  this  m<nitli 
Scroggie 's  will  move  further  west,  on  the  opposite  side  of 
St.  Catherine  Street,  to  the  corner  of  Peel  Street,  while 
the  S.  Cai'sley  Co..  Ltd.,  will  take  possession  of  their  St. 
Catherine  Street  store,  opening  early  in  June. 

The  building  to  which  Scroggie 's  will  move  is  owned 
by  the  Simpson  people,  and  is  now  partly  occupied  by 
Bell's  galleries,  which  will  remove  still  further  west  on 
St.  Catherine  Street  into  the  store  formerly  occupied  by 
Kitchen  &  Co.  The  details  involved  in  the  foregoing  have 
not  been  made  public. 

It  is  not  expected  that  Scroggie  will  occupy  perman- 
ently his  new  quarters,  as  the  Simpson  people  are  in- 
tending to  build  on   this  site,  within   a  few  years. 

The  S.  Carsley  Co..  Ltd..  will  enlarge  their  St.  Cath- 
erine Street  departmental  store  as  they  have  boug-ht  the 
pi'operty  running  ba.ek  as  far  as  Burnside  Place.  They  will 
still  run  their  down-'towu  store,  although  part  of  it  will 
soon   be    turned    into    an    ofifiee   building. 

During  the  month  of  April  the  S.  Carsley  Co.  made 
all  arrangements  for  an  entire  new  staff  for  their  up- 
town store,  and  advertised  this  fact  jirominently.  Scrog- 
gie's  simply  conducted  business  in  the  same  aggressive 
way  without  any  reference  to  moving.  The  growth  of  the 
Scroggie  business  has  been  one  of  the  most  remarkable  of 
any  retail  store  in  Canada. 

The  W.  H.  Scroggie  Co.,  corner  University,  Victoria 
and  St.  Catherine  Sts.,  Montreal,  while  they  have  arrang- 
ed, as  above  stated,  for  new  premises,  did  not  allow  the 
S.  Carsley  Co.,  to  take  possession  of  the  uptown  store  on 
May  4,  the  last  day  of  grace.  While  it  is  conceded  that 
Scroggie's  will  move,  the  matter  is  now  being  fought  out 
in  the  courts,  and  Scroggie  remains  in  possession  in  the 
meantime. 


The  events  of  Tuesday  morning,  May  4,  at  the  Scrog- 
gie store  have,  doubtless,  never  been  duplicated.  Briefly, 
llie  S.  Carsley  Co.,  when  the  days  of  grace  were  over, 
took  possession  of  their  promises,  sending  a  force  of 
clerks  to  the  store.  The  Scroggie  Co.,  acting  upon  legal 
advice,  deiended  their  property  by  forcibly  ejecting  the 
Carsley  forces.  Tlu^  Carsley  people  finally  decided  to  con- 
line  their  attentions  to  h-gal  force.  There  are  two  separ- 
;ite  actions,  one  a  writ  of  ejeclment  and  the  other  damages 
lor   delay   in   securing   possession  of   their   prfjperty. 

On  May  .-i,  liMKi,  the  S.  Carsley  Co.,  tlu'  large 
.Montreal  down  town  departmental  stoic,  purchased  the 
property  occupied  by  the  \V.  II.  .Scroggie  Co.,  Ltd.,,  the 
uptown  departmental  store,  from  the  estate  of  the  late 
.John  Ogilvie.  The  Carsley  Co.  assumed  the  lease  of 
Scroggie's  which  expired  on  April  ']{),  l!)(l9.  On  .Jan.  11, 
i !)()!),  .Scroggie's  were  notilied  that  Carsley  w(nild  rcciuire 
possession  on  .May  1.  On  May  ),  Scroggie's  acknowledged 
the  rights  of  Carsley  to  possession,  and  the  latter  had  a 
force  of  contractors  looking  over  the  building  in  view  of 
alterations.  According  to  Quebec  law  three  days  are  giv- 
en in  which  the  ingoing  and  the  outgoing  tenant  are  in 
possession,  thus  on  May  1,  the  Carsley  Co.  were  entitled 
to   sole   possession. 


Developed  from  Small  Things. 

(Staff    Correspondence.) 

Wiixuipeg,  April  29. — An  interesting  piece  of  history 
is  that  recorded  by  W.  C.  White,  senior  partner  of  White 
&  Monahan.  of  this  city.  Since  the  year  1878  these  men 
have  been  in  touch  with  the  men's  furnishing  business 
of  Winnipeg.  Mr.  ^^^lite  began  as  a  clerk  in  that  yesr 
in  the  store  of  James  Lyeter.  Afterward  Mr.  Whi'ft 
had  charge  of  supply  stoies  for  John  Ryan,  the  con- 
tractor for  the  first  one  hundred  miles  of  railway  (at 
that  time  a  government  road),  west  of  ihe  Red  River — 
lie  continued  in  this  line  of  work  until  1882,  when,  in 
partnership  witli  E.  Monahan,  he  bought  out  his  former 
employer  Mr.  Lyeter.  Mr.  Monahan  was  employed  until 
that  time  in  the  old  Buffalo  store^  where  he  had  been 
since    1877. 

The  partnership  proved  a  success,  but  the  business 
had  not  time  to  make  any  remarkable  progress  before 
the  terrible  stringency  in  the  money  market,  which  began 
about  1888.  seriously  impeded  their  business.  These  men 
have  often  since  been  congratulated  for  keeping  above 
the  surface  during  that  seige,  which  lasted  from  '83  to 
'87,  although  they  were  a  young  firm,  and  when  twenty- 
six  other  retail  stores  in  Winnipeg  were  compelled  to 
close  their  dooi-s. 

Perhaps  it  was  on  account  of  the  pessimism  that 
prevailed  in  Winnipeg  at  this  time  that  influenced  the 
firm  to  open  up  a  store  in  Kenora,  which  was  quite  a 
|)roK-ressive  town.  This  store  has  had  a  very  satisfactory 
history. 

The  present  store  was  opened  in  1900,  and  is  equipped 
in  a  very  neat,  up-to-date  manner.  It  is  25  feet  wide 
and  179  feet  huig.  with  an  entrance  on  both  Albert  and 
Main  Sts.  The  stock  carried  in  men's  clothing-  is  very 
heavy  and  that  it  may  be  properly  carried  a  lai'ge  wall 
cabinet  was  installed   a   few  years  ago. 

Mr.  White  believes  in  g-iving-  the  very  best  .service  in 
salesmanship,  and  also  believes  in  obtaining  only  a  reason- 
able profit  from  his  goods.  This  policy,  toojether  with  the 
fii-m  conviction  that  scientific  and  persistent  advertising 
pays,  has  developed  the  business  and  has  put  it  upon 
a  sure  financial  basis. 
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Examples  of  the  Latest  Millinery  Vogue 


The  upper  illustration  is  that  of 
a  Leghorn  model  indented  at  side. 
High  crown  with  full  willow  trim- 
ming in  pale  lilac. 

On  the  left  is  a  low  broad  crown 
and  drooping  brim   of  black   Nea- 


politan, with  wreath  of  tiny  roses 
in  pastel  shades  and  fancy  paradise. 
The  large  hat  on  the  right  is  of 
black  Milan  faced  with  lavender 
satin.  Wide  satin  ribbon  stretched 
across  crown ;  horseshoe  arrange- 
ment of  lavender  ;  Rococo  roses. 


Fashion  Paraded  in  all  its  Splendor  at  Atlantic  City 

Scene  of  the  Greatest  Easter  Parade  on  Earth-  Great  Variety  of  Novel  and 
Picturesque  Creations— Most  Noted  Feature  in  Dress  was  the  Low  Necks. 

Staff  Correspondence. 


ATLANTIC  CITY,  April  13.— This  year  the  great- 
est  Easter  parade  ever  knawn  to  this  seashore 
resort  was  witnessed  by  great  multitudes  of  peo- 
ple.     Aside   from    a   slight    coolness   in    the   air, 
the  weather  conditions  were  ideal. 

Many  women  wore  boas  or  wraps  of  fur,  although 
there  were  plenty  who  risked  the  weather  and  appeared 
in  their  new  Spring  co.stumes  devoid  of  outer  garments, 

To  the  writer  the  styles  viewed,  from  a  fashion  stand- 
point, were  merely  confirmations  of  the  garments,  etc.. 
brought  out  earlier  in  the  season  by  manufacturers,  in 
many  instances  certain  effects  being  more  pronounced 
than   others. 

Strictly  Tailored  Suits 

The  most  stylish  and  smartest  dressed  women  a,iHl 
\oung  girls  were  gowned  in  strictly  tailored  suits,  rather 
plain,  and  devoid  of  much  trimming.  There  was  so  much 
novelty  in  the  cut  of  the  coats  that  trimming  would  have 
made  them  unattractive  as  well  as  spoiled  the  lines  of  the 
g'arments. 

Early  indications  in  tlie  gai-ment  trade  foretold  a 
plain  tailorinade  season,  and  that  has  been  truly  con- 
tirmed  by  the  showings  at  Atlantic  City  at  this  great 
parade.  The  models  of  this  chai'acter  noted  were  of  the 
mannish  order,  the  coats  averaging  from  36  to  42  inches 
in  lengths.  The  most  novelty  seemed  to  be  in  the  cut 
of  the  backs  or  sides  of  the  coats,  which  showed  some 
new  .treatments  of  the  elongated  waistline,  with  either 
tucks,  stitched  bands  or  braid  trimmings  ornamenting 
them.  Many,  however,  were  plain  and  either  piped  of  the 
same  material  or  contrasting  fabric.  This  indicated 
strongly  that  the  Moyen  Age  or  mediaeval  effects  are  to 
some  extent  being  adopted  by  the  garment  manufactur- 
ers and  that  before  the  season  is  well  advanced,  this 
style  will  be  a  leading  feature  of  all  coats  and  tailored 
dresses.  At  least  for  the  Summer  we  may  see  it  de- 
veloped in  linens,  white  serge  or  other  light-weight  ma- 
terials characteristic  of  Summer. 

The  skirts  to  these  suits  were  in  circular  gored  effects. 
rather  plain,  some  buttoning  at  the  side-fi-ont.  othei's  in 
the  back,  and  a  few  had   their  fastenings  at   tlie  sides  un- 

Elaborate  Trimming  Effects 

Coats  accompanying  three-piece  suits,  were  entirely 
different  from  those  belonging  to  the  two-piece  ga,rments. 
Three-piece  suits  were  very  popular  and  while  not  much 
of  the  bodices  were  visible,  at  dinner  in  the  hotels  they 
were  seen  to  have  elaborate  trimming  effects  and  in  near- 
ly every  instance  had  lace  or  net  yokes.  The  costumes 
were  in  Princess  effects  and  much  elaborated  with  braids, 
embroideries  and  buttons.  The  coats  were  in  novelty  cut. 
a,lso  ornamented  with  trimmings  in  similar  styles  with 
the  costumes.  Those  suits  that  were  new,  in  some  way  or 
other  featured  the  long-waist-lines,  either  accomplished 
by  the  cut  of  tlie  dress  oi-  by  trimming.  Man>  of  the 
cuts  had  high  I'olling  and  standing  collar  effects,  extend- 
ed shawl  collars  and  reversi,  and  the  collar  with  a  square 
effect  at  the  back  simihir  to  tlie  sailor  collar.  The  sleeves 
wei-e  deviod  of  fullness  a,bout  the  armhole  and  finished 
with  fancy  cuffs  and  cuff  effects.  The  skirts  were  in  walk- 
ing and  trailing  lengths  and  plain  in  most  cases. 


New  Elongated  Waist-lines 

Jt  was  in  the  new  tailored  dresses  that  were  worn 
without  coats  that  the  new  elongated  waistlines  and 
pleated  skirts  were  mostly  noted.  These  were  numerous, 
but  worn  by  the  more  wealthy  dressers  as  every  costume 
of  this  kind  noted  was  so  beautifully  fashioned  that  it 
was  plain  that  some  expensive  tailor  or  modiste  had  made 
it.  These  costumes  created  quite  some  attention  on  the 
boa,rd-walk,  as  aside  from  being  entirely  new  in  style, 
the  women  or  young  girls  attii'ed  in  them,  were  wrap- 
less,  despite  the  chilly  atmosphere.  This  was  indeed  a 
very  good  way  to  display  the  costume   to  advantage. 

About  the  newest  thing  in  fashions  was  the  pleated 
skirt.  It  was  not  the  pleated  skirt,  however,  that  we 
have  become  a.ccustomed  to,  but  an  entirely  new  depar- 
tiii-e  in  this  connection.  The  pleats  began  at  the  ex- 
tended waistline  and  while  most  of  them  were  pleated 
all  around,  those  with  front  and  back  panels  and  only 
side-pleats  were  numerous.  Such  skirts  are  no  more  nor 
less  than  the  yoke-skii-t.  That  is,  the  material  a'bove 
the  hips  is  in  close-ifitted  effect  and  forms  somewhat  of  a 
yoke,  from  which  pleats  suspend.  Many  garment  manufac- 
turers will  be  glad  to  know  that  the  pleated  skirt  is  again 
to  the  front,  as  such  skirts  are  far  prettiei'  tlia.n  the  close- 
titted  ones  that  are  not  only  unbecimiing  to  everyone, 
but  are  also  hard  to  walk  in  as  they  will  cling  about 
the  ankles. 

Silk  petticoat  manufacturers  also  will  be  glad  to  know 
of  this,  a,s  pleated  skirts  call  for  fuller  petticoats.  Those 
silk  petticoats  seen  were  full  about  the  feet  and  in  rather 
plain  effects.  The  trimmed  petticoat  is  no  longer  re- 
garded for  dressy  tailor-mades.  It  is  the  tailored  gar- 
ments that  are  most  preferred  as  was  strongly  indicated  at 
the  parade. 

Diagonal  Cheviots  in  Melanges 

Materials  of  one  color  in  plain  and  fancy  weaves  were 
perhaps  the  principal  effects  noted  in  the  smart  tailored 
suits.  Thei'e  was  also  a  general  sprinkling  of  fancy  mix- 
tures in  serge,  diagonal  and  cashmere  weaves,  and  the 
corded  effects  were  more  popular  than  evei'.  Diagonal 
cheviots  in  Melanges  were  high  style,  usually  noted  in 
two-tone  effects,  thus  to  some  extent  indicating  the  de- 
parture from  monotones.  Kough-surfaced  fabrics  were 
more  evident  in  the  strict'y  mannish  effect  suits,  while 
satin-surfaced  <uies  prevailed  in  the  dressy  costumes.  A 
few  pongees  and  i-ough  silks,  also  satin  costumes,  were 
seen,  but  owing  to  the  chilly  air.  these  were  rather  scarce. 

Black  and  which  check  suits  and  one-piece  dresses,  a.lso 
separte  coats  worn  by  the  younger  generation,  were  largely 
represented,  but  worn  by  the  fashionables,  rather  than 
the   masses. 

Regular  Riot  of  Colors 

As  to  colors,  ashes  of  roses  looked  most  becoming  and 
il  was  undoubtedly  the  popular  shade  on  the  board-walk. 
Catawba  was  next,  and  the  solid  types  of  blues,  including 
navy,  royal,  peacock,  gendarme  and  Copenhagen,  were 
all  seen.  No  shade  could  be  said  to  predominate.  There 
was  a  regular  I'iot  of  colors,  like  a  rainbow  intermingling 
with  each  other  in  a  baffling  mix-up.  Greens  were  fair- 
ly  well   represented,   as   were   grey  and  brown   mixtures, 
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wkli  3eep  tones.     Piu^ples  were  strong-,  the  most  pleasiiig 
tones  being  heliotrope  and  wisteria  shades. 

Shoes  Matched  Colors  of  Costumes 

Shoes  'were  in  some  instances  in  matching-  eoloirs  with- 
the  costumes,  in  suede  and  kid.  But  t>he  average  dress- 
ers either  wore  bronzed  slippers  or  high  top  bronze  boots 
or  black  patent  leather  'ties  or  boots.  Women  did  not 
seem  to  care  to  match  their  shoes  with  the  costumes  as 
was  the  strong  feature  of  last  season's  Easter  parade. 
:  :  The  most  noted  feature  in  dress  was  the  low  necks. 
All  the  younger  people  wore  low  necks.  There  never  was 
such  an  array  of  real  Irish  laces  in  neckwear,  made  into 
handsome  collars  and  jabots,  as  'were  worn  with  the  suits 
and  costumes  on  this  day.  It  seems  that  every  one  wore 
low  neck.  Those  collars  that  were  seen  were  so  high  that 
they  appeared  to  be  choking  the  women.  The  low  collars 
are  certainly  indicative  of  a  wide  future  vogue  and  we 
maiy  expect  to  see  them  throughout  the  season,  worn  by 
both  the  old  and  t-he  young.  The  collars  were  in  Dutch 
outline,  or  when  worn  under  the  coat  and  nut  visible, 
the  neck  was  bare  and  only  a  gold  chain  or  narrow  rib- 
bon tied  about  the  throa't.  This  was  rather  trying,  how- 
ever, and  necessitated  a  pretty  face,  as  with  the  large 
hat,  it  was  a  hard  style  to  wear. 

Sleeves  'were  all  long  so  that  the  short  length  gloves 
prevailed.  White  and  blacks  were  most  prominent,  al- 
though  many  W(u-e   the  same   color  gloves   as   their  suits. 

Hair  Dressing  Very  Simple 

The  dressing  of  the  hair,  a,s  much  as  could  be  seen 
under  the  fancy  shaped  hats,  appeared  to  be  very  simple. 
The -pomiJadour  is  vanishing  and  the  Hatter  the  hair  is 
worn  in  tlie  front,  the  more  stylish  one  seems  to  'be.  The 
puffs,  as  well  as  the  loosely-worn  false  curls,  were  as 
pronounced  as  ever.  However,  the  exti-eme  Psyche  is 
vanishing  a.nd  the  haii"  is  arranged  in  flatter  and  Imisci- 
style  at  the  back  from- wliich  the  cui-js  siis|)en(l  lo  Ihc 
neck.  Bangs  were  also  popular  and  were  becoming  lo 
a  great   many   people. 

Exaggerated  Styles  in  Millinery 

A  whole  book  could  be  written  about  tlie  hats  that 
appeared  on  the  board-walk  on  this  gi-eat  day.  There 
were  many  exaggerated  styles  of  the  peach-basket  order. 
the  bee-hive,  and  other  extreme  effects  that  created  any 
amouu't  of  sensation.  Streamers  Were  on  nearly  every 
dressy  hat  and  they  were  put  on  rather  effectively,  the 
ribbons  extending  from  the  front  of  the  crown  in  front, 
around  to  the  back  and  falling  loosely  down  the  back 
in,  knotted  or  fancifully-arranged  effects, 'and  tlie  ends 
brought  around  to  'the  front  and  either  tied  at  tlie  one 
side  or  else  left  falling  giracefiilly  ovei-  eai-li  shoulder. 
Flo'wers  were  used  in  great  profusion,  but  the  most  prom- 
inent hats  and  the  most  stylish  ones  had  the  immense 
stiff  velvet  bow  at  the  back,  right,  or  left  side,  and  noth- 
ing else  on  the  ha.t.  The  bows  were  not  in  matching 
colors  with  -the  gowns,  either.  There  seemed  no  desire  on 
the  parts  of  any  one  who  was  really  fashionable  to  match 
colors,  as  regards  hats  or  costumes.  The  most  beautiful 
hats  were  very  large  on  the  Gainsborough  type  and  trim- 
med with  plumes. 


feied  for  -sale  are  not  a  part  of  a  damaged  or  bankrupt 
stock.  The  bill  resembles  the  pure  food  law,  in  that  it 
recpiires  advertisements  of  all  goods  to  stafe  precisely  the 
materials  contained  in  the  goods. 

Advertisements  of  claims  of  superior  professional 
skill  or  containing  offers  of  "no  cure,  no  pay,"  "monej' 
back  if  not  cured,"  or  contract  of  cure  offered,  or  false 
statements  of  any  kind,  come  under  the  prohibitions  of 
the  bill,  as  do  those  containing  fictitious  testimoniaJs. 

Violations  ai-e  [)unishable  by  a  fine  of  not  less  than 
■i^lOO.  Each  day's  continuance  of  the  publication  of  such 
an  advertisement  is  constituted  a  separate  offence. 


Trade  Inquiries. 


Seeks  Honest  Advertising. 

A  despatch  from  Washington  states  that  Representa- 
tive Coudrey.  of  Missouri,  recently  introduced  a  bill  mak- 
ing it  a.  misdemeanor  for  any  one  to  make  any  fraudulent 
representations  in  a,n  advertisement,  such  as  "bankrupt" 
"damaged  goods,"  and  "fire  sales,"  when  the  goods  of- 


During  the  month  of  March  the  following  enquiries 
were  made  relating  to  Canadian  trade.  The  names  of  the 
firms  making  these  enquiries,  with  their  addressees,  may 
be  obtained  by  those  specially  interested'  in  the  respective 
rommoditics,  upon  application  to  "Trade  Inquiries  Branch 
The  Departm.ent  of  Trade  and  Commerce,  Ottawa."  The 
reference  number  should   be   (uioted   in   all   cases  : — 

4()4.— An  Plnglisb  ?nanufacturers'  agent  in  Shanghai, 
China,  desires  to  gel   in  touch  with  Canadian  exporters. 

471. — A  South  Afiiean  firm  of  general  merchants 
seeks  a  connection  witli  Canadian  exporters  of  office, 
school,    church    and    iiouse    furniture. 

396. — An  Englishman  wlio  has  spent  several  years 
in  liusiness  in  Canada  is  returning  to  his  native  country 
and  is  open  to  represent  a  few  first-class  Canadian 
firms. 

398. — A  well-known  window  roller  manufacturer  in 
]\Ianchester,  Eng..  is  in  tlie  market  to  purchase  carload 
lots  of  cornice  pole  rings  in  white  wood  and  maple  squares 
of  different  dimensions.  Would  enter  into  a  contract  for 
a  years  supply,  taking  r^OO  gross  at  a  time.  Will  pay 
cash   against   documents   or  on   receipt  of  goods. 

418 — A  fjoiidon  firm  makes  inquiry  for  the  name  of  a 
Canadian  firm  manufacturing  a  patent  cash  carrier  sys- 
tem. 

422 — A  Cape  Toavu  firm  of  wholesale  merchants  de- 
r-e  to  communicate  with  dealers  in  art  calendars. 

4.50 — A  Manchester  firm  asks  for  description  and 
prices  of  cornice  poles  separate  and  fittings  separate 
fi-om  Canadian  manufacturers. 

426 — A  Liverpool  firm  wishes  to  get  into  communica- 
tion with  some  Canadian  firms  open  to  purchase  whole- 
sale parcels  of  new  and  second-hand  bags. 


Settled  with  Creditors. 

Partridge's  "Heart  of  the  Town"  store,  521  >St. 
C'atherine  St,,  West,  Montreal,  which  assigned  for  the 
creditors'  benefit  recently,  has  settled  for  20c  on  the 
dollar  and  business  is  going  on  as  usual.  A  sensational 
sale  was  held  for  the  creditors'  benefit  co'nducted  by  T. 
R.  Galvin.  This  store  has  teen  prominent  since  its 
start  over  a  year  ago  on  account  of  its  extravagantly 
worded  advertisements.  The  store  cariies  a  general  line 
of  clothing  and  men's  furnishings.  The  wisdom  of  such 
advertising  for  building  a  permanent  business  has  yet  to 
be  proven. 

Where  furniture  and  wall  papers  are  carried  the 
window  'is  usually  arranged  as  a  room.  Wall  paper  and 
drapery  are  arranged  as  a  wall,  and  curtains  and  every- 
thing- that  goes  to  furnish  a  room  aire  ad'ded.  It  is  im- 
possible to' over-estirriate  the  importance  of  demonstra- 
tion. 


Notable  Style  Features  of  Spring  Displays  in  New  York 

New  Costumes,  Wraps,  Materials  and  Dress  Accessories  Exhibited— 
Earlier  Importations  of  Paris  Models  Displayed  —  Novel  Manner  of 
Exhibiting  Garments-  Latest  Word  on  the  Developments  of  Fashions. 

Staff  Correspondence. 


Onicc  (if  Tile   Dry  (ioods  H('\ii'\v, 
622-621   Tribune  liiiilding,  New  York,  April  22. 

NEW  York  retail  department  stores   who  number 
dress-makers    and   tailors   among-   their   valued 
patrons,    importers     of     foreig-n   and   domestic 
garments  supplying  the  needs  of  both  modiste 
and  retailer,  both  here  and  throughout  the  country,  have 
been  making  extensive  showings  of  their   Spring   models, 
for  the  past  two  or  three  weeks. 

Leading  costume  makers  of  Paris  have  been  repre- 
sented, together  with  the  newest  style  developments  in 
materials    and    dress    accessories. 

These  exhibitions  ar6  an  advantage  to  all  in  search 
of  fashidii  developments,  for  many  reasons.  Firstly, 
they  furnish  those  who  are  not  in  a  position  to  go 
abroad,  ideas  of  garments,  etc,  obtainable  in  the  for- 
eign market,  not  only  as  regards  styles,  but  also  fabrics 
which  are  always  of  most  value  in  the  making  up  of  any 
garment. 

The  gown»  were  displayed  in  the  most  attractive 
manner,  one  merchant  trying  to  outdo  the  other  in  his 
endeavor  to  this  end.  One  very  large  department  store 
in  this  city  devoted  almost  an  entire  floor,  (cloak  and 
suit  division)  for  the  exhibition.  An  immense  platform 
was  built  and  decorated  to  simulate  an  attractive  salon 
of  Paris.  About  fifteen  young  women,  gowned  in  the 
latest  and  most  fashionable  gowns,  hats,  shoes,  wraps, 
etc.,  promenaded  up  and  down  before  the  public,  the 
same  as  they  do  in  Paris  when  being  viewed  by  buyers 
and  merchants  who  go  over  there  to  buy.  This  display 
was  repeated  for  one  week,  a  special  attraction  being 
offered  each  day.  One  of  the  other  notable  events  in  this 
same  store  was  the  display  of  corsets,  which  were  put 
on  the  figures  most  adaptable  for  the  styles  presented. 
This  was  held  'in  the  corset  salon  at  certain  hours, 
twice  a  day,  living  models  being  employed  the  same  as 
for  the  costumes.  Crowds  of  people  flocked  to  this 
store  from  here  and  near-by  towns  as  the  sight  was 
worth   the   seeing. 

Dressmakers'  Convention. 

Another  feature  in  this  connection  was  the  "dress- 
makers' convention,"  which  meets  every  season  in  New 
York,  Chicago  and  Boston,  to  give  dressmakers  in  those 
localities  chance  to  see  the  newest  features  in  costumes, 
wraps,  etc.  This  convention  has  for  its  leader  a  woman 
well  versed  on  fashions  and  who  spends  most  of  her 
time  both  abroad  and  here,  studying  style  developments 
in  detail.     She   lectures    to  the   members   every   day     for 


Modish  gowns  for  wear  on  all  occasions.  High 
waist  to  be  followed  by  the  elongated  waist  line. 
Directoire  vogue  at  its  height,  in  modified  forms. 
Merovingian  or  Moyen  Age  (Middle  Ages)  styles 
creating  attention  and  accepted  as  the  style  nov- 
eltv  of  the  season. 


one  week,  at  each  city,  illustrating  her  productions  by 
attiring  attractive  and  beautifully  formed  women  in  the 
gowns  brought  over  for  the  occasion.  She  not  only  in- 
eludes  outer  wraps,  gowns,  and  hats,  but  all  dress  ac- 
cessories, such  as  trimmings,  materials,  and  everything 
that  is  included  in  a  dressmaker's  outfit. 

All  these  exhibitions  not  only  showed  individual 
opinions  regarding  the  fashions  which  are  indicative  of 
the  season's  developments,  but  furnished  the  different 
views  of  the  many  foreign  buyers  for  leading  American 
houses. 

Season's  Style  Novelty. 

Conspicuously  prominent  in  all  the  exhibit'ions  were 
the  models  of  the  Moyen  Age  or  Merovingian  ages, 
which  is  the  accepted  style  novelty  of  the  season.  These 
garments  proved  a  drawing  card  for  all  the  stores  and 
houses  figuring  in  the  exhibitions,  the  same  as  the 
sheath  models  attracted  attention  and  curiosity  last 
Fall.  Newspapers  and  trade  papers  made  great  sport 
of  the  mediaeval  styles  and  each  day  another  cartoon 
that  was  amusing  to  all  who  chanced  to  see  them  was 
presented. 

The  main  features  of  the  mediaeval  ot  Merovingian 
styles  are  the  very  long  waist  line  with  its  chemisette 
accessory,  the  long,  straight,  bolster-like  skirt,  and  the 
elegant  little  narrow,  jewelled  girdle.  The  sleeves  are 
long,  coming  down  over  the  hand  and  having-  little 
puffs  introduced   above  and  below  the  elbow. 

The  revival  of  this  exceedingly  graceful,  if  not  altogeth- 
er comfortable  and  practical  style,  is  due  to  the  success  in 
Paris  of  "Le  Bon  Roi  Dagobert"  at  the  Comedie  Fran- 
caise.  It  is  not  likely  to  be  adopted  in  its  entirety  this 
season,  though  individual  features  of  it  are  incorporated 
in   the  season's  various  styles  of  skirt,  blouse  and  coat. 

From  these  indications,  it  goes  without  saying  that 
hips  are  out  of  style.  This  quest  of  the  hipless  condi- 
tion, though  decreed  by  some  as  not  conforming  to  or- 
dinary standards  of  beauty,  certainly  has  esthetic  au- 
thority, even  from  the  Greeks,  if  we  will  recall  the  fame 
of  that  ancient  Grecian  beauty  known  throughout  his- 
tory as  "Lydia,  the  narrow-hipped,"  one  time  favorite 
of  one  of  the  great  rulers  of  Greece. 

Next  in  importance  to  the  waistline  is  the  <ieneral  cut 
of  the  skirls  as  exhibited  in  the  newest  productions,  at 
the  recent  siiowings  of  these  models. 

The  watchword  for  skirts  is  plainness  and  scantiness. 
Some  of  tlie  new  models  showed  skirts  so  narrow  that 
they  looked  like  bolster  cases.,  which  is  one  of  the 
descriptive  terms  applied  to  them  in  Paris.  A  ehanore  in 
this  connection  is  anticipated  before  the  season  is  over. 

Tunics  were  shown  in  many  of  the  best  models,  used 
on  dresses  of  all  lengths,  from  walking  skirts  to  the  long, 
dressy  costunu'.  The  new  skirt  averages  in  width  from 
two  and  a  half  to  three  yards  around  the  bottom — a  ful- 
ness sufficient  to  make  walking  graceful  and  easy.  They 
are  smooth-fitting  over  the  hips,  if  hips  can  ever  be  ad- 
mitted to  exist  in  their  present  state  of  taboo,  and  give 
a    seneval    impression   of  being  plain    and   flowing. 
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Sleeves  Long  and  Tight. 

The  season's  sleeves  are  modelled  on  tlie  sheath  lines. 
Jjike  the  skirt,  it  is  generally  without  lininj;.  It  is  lonii', 
coming:  down  to  the  knuckles  in  many  instances.  Aside 
from  the  stipulation  that  it  must  be  tight,  there  is  no 
limit  to  the  way  in  which  it  may  be  diversified  with  tuck- 
ing, shirring,  and  all  sorts  of  lace,  net  and  beaded  trim- 
ming. 

As  for  collai's,  while  the  high,  unliked  lace  att'air  will 
continue  a  favorite  with  many  women,  the  low  Dutch 
collar  and  the  collarless  dress  were  much  in  evidence 
especially  for  those  possessed  of  fresh,  full  faces  and 
pretty  throats.  The  collarless  dress  is  cut  away  about 
an  inch  below  the  regular  collar  line. 

The  separate  coat  (we  are  not  speaking  here  of  the 
suit  coat)  will  be  a  greater  favorite  than  ever  this  Sum- 
mer, this  to  be  accounted  for  by  the  demand  for  the 
complete  dress,  as  opposed  to  the  "skirt  and  shirt-waist." 

The  suit-coat  most  favorable  this  season  is  knee- 
length,  semi-fitting,  hipless;  and  the  dressier  models  have 
the  fronts  more  or  less  cutaway,  fastening  with  orna- 
mental buttons  across  the  front.  The  suit-coat,  as  the 
separate  coat,  is  straight  around  the  bottom  or  irregular 
in  outline,  pointed  back  or  front,  according  to  taste. 


Waistlines  Lower. 

Three-piece  suits  were  much  in  evidence  in  tiie  exhibi- 
tions, the  garments  being  developed  in  all  the  latest  mate- 
rials, etc.  The  dresses  that  made  up  part  of  these  three- 
piece  suits  were  all  of  the  princess  ordei',  although  the 
waistlines  were  considerably  lower  than  the  regulation 
princess  models. 

They  fitted  easily  and  somewhat  loosely  about  the 
waist  and  hips,  the  skirts  being  quite  plain.  The  bodice 
portions,  however,  were  elaborate.  In  many  of  the  smart 
models  the  bodices  were  ornamented  with  braid  or  em- 
broidery, with  guimpe  and  stock  of  lace,  while  others  had 
the  collarless  bodices.  The  s'eeves  were  long  and  very 
close  fitting,  and  when  they  were  of  net  or  lace,  they 
were  always  of  full  length,  but  when  of  self  materials, 
the  coats  were  of  the  sleeves'ess  variety,  the  armholes 
being  so  fitted  that  the  sleeves  of  the  dress  had  the  appear- 
ance of  belonging  to  the  coat. 

It  must  not  be  imagined,  however,  that  the  three-piece 
costume  is  supplanting  the  favorite  two-piece  article  so 
long  in  favor  with  women.  Many  of  the  two-piece  suits 
exhibited  were  stunning,  being  develoi)ed  in  serges,  of 
the  wide  wale,  in  lovely  pastel  and  slightly  deeper  shades. 
These  suits  are  available  for  the  street  or  country,  and 
can  be  worn  into  the  summer,  as  many  of  them  this  season 
are  made  of  very  light  weight  materials. 

Besides  these  suit  costumes  there  wei-e,  of  course, 
hundreds  of  varieties  of  exquisite  gowns  for  every  pos- 
sible occasion. 

Silk  is  the  favorite,  foulard  being  used  perhaps  more 
than  any  other  variety.  Gowns  of  foulard  may  be  worn 
simple  for  general  wear,  and  more  elaborate  suitable  foi- 
dressy  occasions,  etc.,  as  it  is  a  material  both  cool  and 
serviceable  for  mid-Summer  wear. 


Lingerie  Gowns. 

The  lingerie  gown  figured  prominently  in  the  displays 
and  the  vogue  of  such  gowns  is  unquestioned  for  this 
season.  They  are  masses  of  embroidery,  lace,  ruffies,  and 
ribbons.  One  wonders  how  the  designer  can  find  room 
for  all  the  multitudinous  yards  of  '  insertion,   flouncings 


and  bandings  enqjloyed   therein.     Of  course   these  gowns 
are  to  be  worn  over  silk  slips  of  different  colors. 

The  lingerie  waists  are  designed  in  the  same  way, 
and  ai'e  of  the  finest  batistes  and  other  sheer  materials. 
They  close  down  the  back,  and  aie  tucked  and  trimmed 
to  the  last  degree. 

As  to  materials,  one  of  the  most  pronounced  novelty 
fabrics  of  the  displays  closely  resembled  the  old-fash- 
ioned Bedford  cord,  but  somewhat  lighter  in  weight. 
Inasmuch  as  stripes  are  still  popular,  materials  of  the 
corded  order  are  sure  to  meet  with  a  good  reception. 

Diagonal  cheviots  in  melanges  were  popular,  usually 
shown  in  two-tone  style,  in  a  given  color,  thus  to  some 
extent  indicating  the  departure  from  monotones.  These 
weaves  are  creating  quite  some  attention  in  the  retail 
establishments. 

Materials  of  one  color  in  plain  and  fancy  weaves  were 
perhaps  the  principal  fabrics  shown.  This  was  due  per- 
haps in  a  great  measure  to  the  marked  simplicity  of  the 
present  vogue  of  costumes,  suits,  etc. 

Fine  French  serges  of  a  satiny  finish  ami  fabrics  of 
the  cashmere  order  have  found  great  favor  this  season 
and  dressmakers  have  shown  quite  some  favor  for  them. 
While  plain  and  fancy  serges  are  having  a  big  vogue,  the 
satin-surfaced  fabrics  are  a  leading  feature. 

Satin  soleilj  satin  berer  and  henriettas  figured  promin- 
ently. Their  smooth,  lustrous  surface,  and  their  un- 
matchable  draping  qualities  make  them  peculiarly  adapt- 
able to  the  requirements  of  the  present  demands  of 
fashion. 

Fancy  dyed  worsted  suitings  in  what  is  familiarly 
termed  mannish  mixtures,  chiefly  develojx'd  in  unobtru- 
sive stripes  and  mixtures,  stripes  holding  the  principle 
selling,  were  also  noted. 

•!• 

Shadow  Stripes  and  Checks. 

There  were  more  variety  and  better  selections  of 
mohairs  shown  than  earliei'  in  the  season.  New  shadow 
stripes  and  checks  were  the  leaders,  but  other  fancies, 
notably  crepes  and  new  jilain  weaves,  were  strong.  Their 
soft  and  brilliant  surface  and  their  dust-shedding  qual- 
ities make  them  particularly  desirable  as  Spring  fabrics. 

Voiles  were  shown  as  staples  and  are  selling  well, 
especially  in  blacks. 

It  is  simply  impo.ssibIe  to  do  justice  to  the  colors 
of  these  materials  taking,  as  they  do,  the  whole  gamut 
of  possibilities.  Dyers  are  certainly  outdcjing  thera(- 
selves  in  producing  such  a  varied  assortment  of  alluring 
shades  as  are  to  be  f(nind  in  this  season's  materials.  The 
ait   of  dyeing  has  indeed  reached  a   high   plane. 

The  favorite  color  for  street  wear  is  called  "tea 
green."  Then  tliei'e  is  a  new  mustard  shade  known  as 
"khahi  d'or. "'  In  the  pastel  shades  the  favorites  dis- 
played are  "peach  blossoms"  and  "cluud  blue"  and 
"cloud  gray." 

•I- 
Gown  with  500  Buttons. 

One  of  the  most  pleasing  as  well  as  the  most  attrac- 
tive of  all  the  recent  exhibitions  of  costumes  was  the 
gown  with  500  butt(ms  on  it.  The  five  hundred  buttons 
were  one  of  the  accessories  to  this  ecclesiastical  model. 
It  was  developed  in  a  crepe  material  known  as  Ottoman 
Royale,  and  in  wistaria  shade.  It  consisted  of  a  prin- 
ce.ss  gown,  very  artistically  designed,  and  a  hipless,  cut- 
away coat.     The  buttons  were  of  pearl  in  wistaria  shade. 

Never  has  so  much  care  and  taste  been  used  in  the 
construction     of    women's    shoes    as    during    the    recent 

(Concluded  on  Page  92.) 


Give  Reasonable  Notice  of  New  French  Treaty  Date 

Opinions  Indicate  Some  Anxiety    Lest    New  Schedule  Takes    Effect 
at  Disadvantageous  Time  —  Rates    Favor    Direct    Steamship    Service. 


THE  one  question  that  is  now  outstanding  in 
connection  witli  the  new  French  treaty  is,  When 
shall  it  come  into  force?  Enquiry  at  Ottawa 
brings  the  reply  that  no  opinion  can  yet  be  given 
on  that  matter.  Not  until  tiie  ratifications  have  been 
exchanged  at  Paris  shall  the  treaty  come  into  force.  It 
is  expected  that  this  formality  will  take  place  during 
the  present  month.  The  treaty  is  to  stand  for  a  term  of 
ten  years  unless  one  of  the  contraoting  parties  shall 
signify  to  the  other  its  desire  to  drop  out,  in  which  case 
twelve  months'  notice  shall  be  given. 

The  one  great  objection  emphasized  by  importers  in- 
terviewed with  reference  to  the  treaty  is  that  it  may 
become  effective  at  a  time  when  they  will  not  be  a,ble  to 
take  immediate  advantage  of  the  reduced  tariffs — that 
is,  some  of  them  may  have  heavy  advance  orders  in  ship- 
ment upon  which  they;  could  not  apply  the  new  terms,  while 
others,  by  holding  off  for  a  brief  spell,  may  at  once  be 
placed  in  a  position  to  give  better  terms  to  their  cus- 
tomers, by  reason  of  reduced  tariff,  than  the  importers 
who  went  to  market  earlier.  The  second  man  would,  it 
is  felt,  be  in  a  position  to  overtake  any  advantage  his 
competitors  might  have  secured  through  early  buying. 
This,  however,  is  regarded  by  some  as  a  far-fetched  view. 
While  there  is  a  certain  degree  of  uncertainty  about  the 
date  and  a  well-rooted  desire  that  ample  notice  should 
be  given  in  order  that  advance  importations  might  not 
be  affected  disadvantageously,  there  are  not  a  few  who 
express  their  confidence  that  the  best  interests  of  com- 
merce, so  far  as  the  two  countries  are  concerned,  will 
not  be  overlooked. 

Develop  Merchant  Marine 

There  are  those  who  look  upon  the  new  treaty  a,s 
another  step  in  the  direction  of  development  of  Canada's 
merchant  marine.  A  reciprocal  treaty  with  France,  they 
declare,  will  lead  to  similar  arrangements  with  other  coun- 
tries; that  direct  steamship  connection  will  be  necessary; 
that  the  increase  in  trade  thereby  created  wi'l  enforce 
the  necessity  of  a  distinctly  Canadian  service.  In  this 
connection  it  may  be  of  interest  to  state  that  in  reply  to 
a  question  by  the  French  Minister  of  Commerce  and  In- 
dustry, Hon.  Mr.  Fielding  pointed  out  that  the  Canadia,n 
Government  had  established  a  direct  steamship  service 
between  France  and  Canada,  which  iiad  'been  in  success- 
ful operation  for  several  years,  and  that  with  the  object 
of  providing  for  more  extensive  service  the  Government 
had  already  taken  power  to  pay  an  increased  subsidy  up 
to  $200, OOO  for  a  period  of  ten  years.  The  contract  pro- 
vided that  the  freight  rates  shall  not  exceed  the  rates 
charged  by  regular  passenger  steamers  plying  between 
Havre  and  United  States,  and  that  there  shall  be  no  dis- 
crimination in  charges  as  between  shippers.  Mr.  Fielding 
further  pointed  out  that  there  would  be  no  trouble  in 
obtaining  through  bills  of  lading,  and  that  the  Govern- 
ment had  every  confidence  that  the  service  would  be  im- 
proved between  Havre  and  Canada  to  provide  for  in- 
creased trade,  and  that  there  was  good  reason  to  believe 
that,  with  the  development  of  trade,  other  lines  than  those 
existing  would  be  established. 

Comparison  of  Rates 

It  is  also  of  interest  to  note  that  among  the  corres- 
pondence relating  to   the   treaty  was  a   tabulated  list  of 


rates  for  Montreal  and  Toronto,  Summer  and  Winter 
service,  via  New  York  and  by  the  direct  route.  It  was 
pointed  out  in  that  connection  that  the  differences  in  the 
rates  were  much  in  favor  of  the  direct  service  and  that 
as  regards  Winter  rates  for  Toronto,  which  was  a  bone 
of  contention,  the  advantage  was  still  in  favor  of  the 
direct  service.  For  instance,  the  Winter  and  Summer 
rates  on  wool  and  cotton  fa'brics  were  given  to  be,  by 
direct  route,  28  and  25  francs,  respectively,  and  via  New 
York,  46  francs.  The  direct  route  rate  to  Toronto  on 
the  same  goods  was  stated  to  be  32  francs,  Winter  ser- 
vice, and  via  New  York,  46  francs. 

It  must  be  pointed  out  that  the  French  minister  also 
(•ii(|uired  with  reference  to  the  ta.xation  of  commercial 
travelers,  thus  indicating  that  representation  in  Canada 
was  a  point  worthy  of  consideration  on  behalf  of  French 
exporters.  Mr.  Fielding  replied  that  the  taxation  of 
tliat  character  was  of  a  very  limited  extent,  and  would 
be  regarded  as  in  no  way  at  variance  with  any  article 
of  the  treaty.  While  the  Canadian  Government  could  not 
interfere  with  constitutional  rights  of  the  provinces  as 
regards  raising  of  revenues,  through  friendly  negotiation 
this  system  of  taxation  had  been  reduced  to  very  small 
limits. 

The  Swiss  Treaty 

The  unfortunate  feature  in  negotiations  was  the  dis- 
covery of  the  fact  that  the  ofificial  publication  of  the 
Department  of  Canadian  Customs,  which  was  used  in 
framing  the  agreement,  did  not  mention  Switzerland 
among  the  nations  benefitting  by  the  treatment.  This, 
Mr.  Fielding  pointed  out,  was  due  to  an  error.  The  Swiss 
treaty  of  lcS55,  on  being  carefully  examined  by  Imperial 
and  Canadian  Governments,  was  declared  to  entitle 
Switzerland  to  favored  nation  treatment  by  Canada. 
This  piece  of  news  na,turally  was  not  the  most  welcome 
to  certain  French  manufacturers,  who  had  not  reckoned 
upon  possible  development  of  Swiss  competition  in  the 
Canadian  market. 

"While  aware  that  the  participation  of  Switzerland 
in  the  ])rivileges  (sf  the  new  treaty  has  been  the  subject 
(if  adverse  coinment  in  scune  quarters  in  France,"  said 
Mr.  Fielding,  on  tiiis  subject,  "our  Government  has  not 
i-egarded  the  point  as  a  material  one,  inasmuch,  if  that 
ti-eaty  with  Switzerland  did  not  exist,  we  should  be  en- 
tirely free  to  make  one  with  that  country  at  any  mo- 
ment." 

The  Canadia.n  Minister  further  explained  that  goods 
coming  from  France  to  Canada  could  not  be  discharged 
at  an  American  port  for  warehousing  or  transhipment, 
but  if  the  goods  i-emained  on  the  ship  they  would  be 
deemed  as  coming  by  direct  shipment  and  would  be  en- 
titled to  reduced  rates. 

Exchange  of  Privileges 

By  the  new  treaty  certain  Canadian  products  are  ad- 
mitted to  tiie  benefits  of  the  French  minimum  tariff,  while 
on  the  other  hand,  certain  French  products  are  allowed 
to  come  in  under  the  Canadian  intermediate  and  a  special 
schedule.  The  countries  grant  to  each  other  the  most 
favored  nation  treatment. 

By  this  new  treaty,  France  and  Canada  reciprocate 
in  the  privileges  of  each  other's  minimum  and  inter- 
mediate schedule  and   agree  upon   a  Uke  exchange  on  ar- 
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tides  listed  under  a  special  tariff.  The  countries  grant 
to  each  other  the  most  favored  nation  treatment  for  the 
protection  of  trade  marks,  patents,  commercial  names 
and  industrial  designs  and  patterns,  and  also  in  every- 
thing relating  to  importation,  exportation,  vi^arehousing, 
storage,  and  in  general  to  everything  relating  to  the  pur- 
suit of  trade  and  commerce. 

Xt  may  be  of  interest  to  the  dry  goods  and  associated 
trades  to  note  that  among  the  Canadian  products  enjoy- 
ing the  benetits  of  the  French  minimum  schedule  are: 
.Skins  and  hides,  boots  and  shoes,  gloves,  hemp  yarns, 
transmission  belts  or  hose  of  leather,  trunks  of  wood  or 
pasteboard,  covered  with  leather,  peltries  prepared  or  in 
sewn  pieces,  peltries  made  up  into  aa'ticles,  and  certain 
classes    of   furniture. 

What  France  Gets 

French  goods  admitted  under  the  intermediate  sche- 
dule are  furniture,  white  and  cream  colored  lace,  and  em- 
broideries of  cotton  or  linen,  cotton  or  linen  thread,  n.o.p., 
crochet  and  knitting  cotton,  women's  and  children's  dress 
goods,  coat  linings,  Italian  cloths,  alpacas,  Orleans,  cash- 
meres, henriettas,  serges,  buntings,  nun's  cloth,  ben- 
galines,  whip  cords,  twills,  plains  or  jacquards  of  similar 
fabrics,  composed  wholly  or  in  part  of  wool,  worsted,  the 
hair  of  the  camel,  alpaca,  goat,  or  like  animal,  not  ex- 
ceeding in  weight  six  ounces  to  the  square  yard,  when 
imported  in  the  grey  or  unfinished  state  for  the  purpose 
of  being  dyed  or  finished  in  Canada,  under  regulations 
prescribed  by  the  Minister  of  Customs. 

Fabrics,  manufactures,  wearing  apparel  and  ready- 
made  clothing  composed  wholly  or  in  part  of  wool  worsted, 
the  hair  of  the  goat  or  other  like  animal,  n.o.p,;  cloths, 
doeskins,  cashmeres,  tweeds,  coatings,  overcoatings  and 
felt  cloth,  n.o.p.  (The  duties  on  the  above  are  identical  in 
the  general  and  intermediate  tarifT). 

Carriage  or  door  mats,  other  than  metal,  n.o.p.;  car- 
peting, rugs,  mats  and  matting  of  cocoa,  straw,  hemp  or 
jute;  carpet  linings  and  stair  pads;  church  vestments  of 
any  material;  white  cotton  bobinet,  plain,  in  tlie  web; 
braids,  n.o.p.;  fringes,  n.o.p.;  cords;  elastic;  tassels;  hand- 
kei'chiefs  of  all  kinds;  shams  and  curtains,  when  made 
up,  trimmed  or  nn trimmed;  corsets  of  all  kinds;  linen  or 
cotton  clothing,  n.o.p.;  black  mourning  crapes;  velvets, 
other  than  of  pure  silk,  velveteens,  and  plush  fabrics  ; 
feathers  and  manufactures  of  feathers,  n.o.p.;  artificial 
feathers,  fruits,  grains,  leaves  and  flowers  suitable  for 
ornamenting  hats;  corset  clasps,  busks,  blanks  and  steels. 
and  covered  corset  wires,  cut  to  lengths,  tipped  or  un- 
tipped ;  reed,  rattan  and  horn,  covered;  buttons  of  all 
kinds,  covered  or  not,  n.o.p..  including  recognition  but- 
tons and  cuffs  or  colla.r  buttons;  combs  for  dress  or  toilet. 

French  products  enjoying  the  benefit  of  a  special  tariff 
are  :  Embroideries,  n.o.p.  ;  lace,  n.o.p.  ;  collars  or  collar- 
ettes in  lace  and  all  manufactures  of  lace;  netting  of 
cotton,  linen,  silk,  or  other  material,  n.o.p.,  27%  per  cent.; 
velvets  of  pure  silk  and  silk  fabrics,  20  per  cent.;  ribbons 
of  all  kinds  and  materials.  2r>  per  cent.;  manufactures  of 
silk  or  of  which  silk  is  the  component  part  of  chief 
value,  n.o.p..  .321/2  per  cent. 

Canada's  Prospective  Market 

Of  the  comments  upon  the  treaty,  probably  one  of  the 
most  interesting  is  that  of  A.  F.  Reval,  of  Perrin.  Freres 
&  Cie.,  since  it  weigh.s  the  advantages  obtained  by  both 
countries.     Mr.  Reval  states:— 

The  French  Chapiber  or  Parliament  is  expected  to 
ratify  the  amended  French  treaty  shortly,  so  that  it  will 
be  possib'e  to  have  the  treaty  in  detail  before  the  Cana- 
dian Parliament  in  May,  long  before  the  session  closes. 
This   means   that    the   trade  generally,  if  all  goes   as   an- 


ticipated, will  see  the  treaty  in  force  this  month.  As  soon 
as  our  Parliament  has  passed  the  new  terms  it  will  go 
into  force. 

Tlie  considerable  delay  has  been  annoying,  not  only 
to  the  trade  in  Canada  generally,  but  possible  to  the 
Canadian  representatives,  who  visited  Paris.  The  fact 
that  the  treaty  was  blocked  in  the  French  Senate  is  good 
evidence  that  Canada  is  getting  a  splendid  bargain.  Can- 
ada, of  course,  has  a  prospective  market  of  forty  millions 
of  people,  while  France  gets  a  better  hold  upon  but  seven 
million.  The  delay  has  resulted  in  importers  of  many 
lines,  especially  in  Montreal,  holding  goods  in  bond  for 
many  months,  expecting  to  take  advaaitage  of  the  new 
tariff. 

As  applied  to  gloves,  the  reduction  of  five  per  cent, 
will  make  possible  the  giving  of  better  values  to  Cana- 
dian consumers,  though  millinery  wholesale  and  retail 
prices  will  not  likely  be  changed,,  silks  and  ribbons,  where 
the  difference  in  duty  is  15  p.c.,  will  be  available  at  more 
favora.ble  prices,  and  consumption  will  likely  increase. 
Once  the  treaty  is  settled,  trade  will  run  more  smoothly. 
as  some  firms  have  been  buying  from  hand.to-mouth,  wait- 
ing  until   definite   news   was   obtained. 

If  the  treaty  goes  through,  outside  of  the  benefits  to 
Canadian  consumers,  the  export  end  is  of  vast  importance. 
Agricultural  implements  will  be  welcomed  in  France,  ow- 
ing to  a  lower  duty.  Typewriters  and  other  business  ap- 
pliances are  also  invited.  This  will  help  Canadian  manu- 
facturers, and  probably  induce  United  States  manufa.c- 
turers  to  establish  factories  in  Canada  in  order  to  ex- 
port to  France  at  a  lower  duty  than  exists  in  the  United 
States.  This  is  one  of  the  means  Ca.nada  has  of  further- 
ing its  manufacturing  interests. 

Another  provision  in  the  new  treaty  is  the  fact  that 
a  direct  route  of  shipment  is  insisted  upon.  This  may 
be  changed,  but  it  means  ultimately  the  establishment  of 
better  steam.ship  connections  between  Canada  and  France. 
The  recent  proposal  of  a  subsidy  of  $.300,000  for  this 
purpose  is  along  the  right  lines. 


Notable  Style    Features. 

(Concluded   from   page   90.) 

season.  Shoes  were  dis])layed  in  both  hiuh  and  low,  in 
useful  and  dressy  materials,  for  street  and  housewear. 
Toes  are  round  or  pointed,  and  in  general  shoes  are  much 
ornamented  with  fancy  tips,  stitchings.  puncturing,  bead- 
ing, etc.  This  is  true  of  not  only  the  dressy  shoes  but 
also  of  those  to  be  woi'n   on   the  street. 

The  pump  will  undoubtedly  be  the  most  fashionable 
foot  garb  for  Spring  and  Summer,  and  endless  varieties 
of  these  styles  are  displayed. 

Suede  shoes  to  match  costumes  will  be  as  pijiular  as 
ever.  Gray  is  the  foremost  color,  made  up  in  buckskin 
and  is  designed  to  be  worn  with  clothj  silk  and  linen 
gowns  of  the  same  shade.  Brown  buckskin  also  seems 
to  be  a  favorite,  but  it  can  be  definitely  stated  that  the 
tan  shoe  is  decidedly  passe.  The  bronze  shoe  and  slipper 
is  the  leading  fashion  of  the  moment  and  is  expected  to 
have  an  immense  vogue  throughout  the  Spring  and  Sum- 
mer. 

In  stockings,  the  plain  thin  hose  are  by  far  the  most 
popular  and  smartest.  They  are  shown  in  all  shades  and 
varying  degrees  of  firmness.  To  insure  their  popularity, 
the  better  makes  have  a  double  top,  this  to  prevent  the 
havoc  made  by  the  garter  clasps. 


Store  Kinks  that  are  Giving  Good  Results 


The  Review  is  willing  to  pay  $1.00  for  each  article  which  may  be  of  use  in 
this  department.  It  is  not  necessary  that  these  paragraphs  be  already  prepared 
for  publication;  a  statement  describing  the  manner  in  which  the  "kink"  is 
applied  and  how  it  is  working  out  is  all  that  is  necessary. 

RIGHT  THING,  Geddes  Bios.,  Cainia,  who  have 

RIGHT  TIME,  become   settled    in    their    new    store, 

RIGHT  WAY.  have   issued    a    rule    book,   outlining 

in  short,  direct  form,  the  service  required  of  their  em- 
ployes. It  is  prefaced  by  the  business  creed  of  the  tirni, 
which  reads  as  I'oliows:  "To  do  the  riyht  tiling  at  tlie 
light  time  in  the  right,  way;  to  do  stinie  tilings  better 
than  they  were  ever  done  before;  to  eliniiiiate  errors; 
to  know  both  sides  of  the  question;  to  be  courteous;  to  be 
an  example;  to  work  for  the  love  of  work;  to  anticipate 
lequirements;  to  master  circumstances;  to  develop  re- 
sources; to  recognize  no  impediment;  to  act  from  reason 
I'ather  than  rule;  to  be  satisfied  with  nothing  short  of 
perfection."  Under  the  heading  "Treatment  of  Cus- 
tomers," the  firm  has  this  to  say:  "Every  person  is 
reminded  that  every  person  entering  the  store  is,  in  a 
sense,  our  invited  guest,  and  should  be  made  welcome. 
They  should  be  made  to  feel  tliat  an  active,  courteous  and 
helpful  interest  on  our  part  is  their  right  and  our 
pleasure.  Anything  in  the  nature  of  liaughtiness,  in- 
solence, indifference,  sarcasm,  cold  reserve,  a  condescend- 
ing ail',  or  the  like,  is  absolutely  fatal  to  good  business 
principles  and  will  not  be  tolerated.  Never  let  a  day 
pass  without  having  some  specials  for  introduction,  either 
because  of  novelty,  quality  or  value.  The  management 
will  gladly  receive  and  carefully  consider  suggestions 
from  any  employe  relative  to  the  business.  Let  our 
business  watchword  be  'We  Aim  to  Excel.'  " 


USED  TOWN  HALL  To     the     merchants     in     the 

FOR  SPECIAL  small  towns  who  have  a  limited 

CARPET  DISPLAY.  space  for  displaying  their  car- 
pets, rugs,  and  other  house  fur- 
nishings, a  plan  which  was  adopted  by  Scott's,  "The 
Busy  Store  "  Smith's  Falls,  0.,  is  worthy  of  considera- 
tion. They  secured  the  town  hall  in  their  town  for  several 
days,  advertised  the  fact,  and  extended  an  invitation  to 
every  housekeeper  in  Smith's  Falls  and  vicinity.  The 
store  was  decorated  with  furnishings,  each  display  being 
carded  calling  attention  to  the  display  in  the  hall.  From 
a  sales  standpoint  the  exhibit  was  a  grand  success,  an  I 
no  doubt  will  prove  a  great  business  "booster"  for  the 
house   furnishing   department. 

The  scheme  was  also  strengthened  by  the  aid  of 
several  of  the  large  carpet  manufacturers  w'ho  supplied 
samples  and  advertising  matter. 

As  a  means  of  combating  the  mail  ordei'  in- 
fluence in  this  line  and  to  acquaint  the  buying  public 
A'ith  the  values  and  variety  of  stock  in  the  local  stores, 
the  plan   may   undoubtedly  be   very  effectively  used. 


THE  FARMER  The   article   recently   published   by 

PAID  UP  The  Review  protesting  against  the  de- 

ON  THE  SPOT.  velopment  of  an  unreasonable  desire 
by  farmers  to  hoard  their  money  in 
banks,  has  caused  much  comment.  One  country  merchant 
writes  to  the  effect  that  in  October  last,  a  farmer,  in 
remitting  money  found  himself  $5  short.  He  borrowed 
the  V.    from    the    storekeeper,    who    was    the    postmaster. 


The  latter  took  the  I.O.U.  for  the  amount.  At  Christ- 
mastime the  farmer  asked  the  merchant  for  the 
1.  0.  U.,  and  offered  the  $5  in  payment.  With- 
(Hit  a  thought  of  interest  for  the  loan,  the  farmer  strolled 
towards  the  show  case,  where  some  pipes  wei'e  on  ex- 
hibit, and  looked  them  over.  It  looked  like  a  sale,  but 
the  farmer  was  looking  for  favors  and  observed,  "Well, 
I  don't  know;  my  old  pipe  is  getting  pretty  strong,  and 
1  thouglit  perhaps  as  T  wa.s  settling  up,  you  might  give 
a  f'elhiw  a  pipe."  He  didn't  get  it.  Another  merchant 
Iclls  a  somewhat  similar  story,  but  when  the  wealthy 
farmer  was  negotiating  for  credit  the  merchant  showed 
hiiii  a  <'o|)y  of  llic  Mrticle  in  I>ry  Goods  Review.  The 
faiiiicr  read  it  tlircjiigh  willmiil  a,  woi'd,  finally  observed 
that  it  had  never  struck  him  that  way  and  paid  on  the 
spot. 


"NEW  METHOD"  So  many  retail  merchants  have 

IN  been   in   the   habit   of  announcing, 

REDUCING  STOCK,  through  their  newspaper  adver- 
tisements, that  they  will  allow 
for  a  specified  time  certain  discounts  (ui  all  pui'chases, 
and  then  not  keeping  faith  with  the  [iiiblic,  that  adver- 
tisements of  25  ]wr  cent,  reduction  sales  nowadays  rare- 
ly produce  the  wished-for  results. 

A  merchant  in  a  large  westirn  city,  who  desired  to 
reduce  his  stock  and  was  w'illing  to  make  a  liberal  sacri- 
fice to  accomplish  it,  advertised  freely  in  the  newspapers 
a  "tremendous  25  per  cent,  reduction  sale,"  with  the 
usual  result.  Very  few  customers  were  attracted  by  the 
advertisement,  and   the  sale   was  practically   a   failure. 

He  resolved  to  try  a  new  method,  and  after  much 
thought  advertised  that  every  fourth  yard,  or  every 
fourth  article  at  the  same  price,  would  be  sold  for  nine 
(ents,  regardless  of  whether  the  price  was  ten  cents  or 
ten  dollars. 

It  worked  this  way.  Say  a  purchaser  bought  four 
yards  of  chdh  at  a  dollar  a  yard;  the  first  tliree  yards 
cost  three  dollars,  the  fcnirth  yard,  of  course,  nine  cents, 
as  advertised;  total  cost  of  the  four  yards,  $3.09.  So 
that  the  merchant  realized  just  nine  cents  more  than  he 
would  have  received  had  n  straight  discount  of  2.5  per 
I  ont  been  allowed. 

The  store  was  jammed,  and  the  sale  was  a  tremen- 
dous success,  and  yet  it  was  practically  a  "25  per  cent. 
reduction  sale,"  which  was  advertised  so  unsuccessfully 
previously.     The     "new  method"  did  the  trick. 

INTERESTING  "It    speaks    very    highly    for    these 

AS  WELL  AS  publications  that  they  are  becoming  so 
NECESSARY.  interesting  and  necessary  to  the  trade." 
Thus  does  a  subscriber,  an  importer, 
speak  with  reference  to  the  MacLean  publications.  He 
does  The  Review-  the  honor  of  selection  for  special  men- 
tion. The  words  "interesting"  and  "necessary"  sum 
up  in  a  nutshell  the  aim  of  The  Review.  The  trade  paper 
to  which  these  terms  cannot  be  applied  is  failing  in  its 
purpose.  The  Review  feels  that  so  long  as  its  effort  con- 
centrates upon  the  news  of  business  as  well  as  upon  those 
essentials  which  must  make  it  an  authoritative  guide  on 
matters  having  a  direct  bearing  upon  mercantile  progress, 
it  will  ntd  fail  of  appreciation. 
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Judging  from  present  indica- 
tions and  advices  from  European 
and   American  centres,   there  is 
no  doubt  but  that   the  new   Dutch   Collar  will   be  one  of  the 
great  features  in  Ladies'  Neckwear  for  Summer. 

The  graceful  and  pleasing  ideas  that  our  designers  have 
brought  to  light,  have  made  the  merchant's  lot  an  easy  one  in 
selecting  designs  which  will  keep  that  most  attractive  depart- 
ment (The  Ladies'  Neckwear  Circle)  ever  to  the  fore  as  a 
drawing  card  and  as  a  factor  in  profits. 

Our  salesmen  cover  the  Dominion  from  coast  to  coast 
and  are  now  out  with  Fall  lines  of  Dutch  collars,  stiff 
embroidered  collars,  bows,  jabots,  neckwear  and  belts,  in 
which  specialties  we  excel. 
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Latest  Ideas  of  Fashion  in  Dress  Accessories 

The  Dutch  Collar  Prominent  in  Neckwear  Vogue  -  Improvement  in 
Demand  for  Linens— Shortage  of  Short  Kid  Gloves  Reported  -  Delay 
in  Ribbon  Deliveries  Causing  Anxiety —What  Retail  Stores  are  Showing. 


Wash  effects  in  neckwear  occupy  a  very  promin- 
ent  position   in   the  market   at   the  present   time. 

Unusual  interest  is  sliown  in  neckwear  novel- 
ties of  real   lace. 

The  vogue  of  low-necked  dresses  has  developed 
some  demand  for  tiny  tucked  or  endjroidered 
bands. 

Delay  in  deliveries  of  I'ibhons  is  causing-  the 
import eis    some    anxiety. 

There  is  a  scarcity  in  tlie  supply  ot  short  kid 
jih  ves.  Good  import  orders  are  being  placed  for 
Fall. 


Ladies'  Neckwear 

NECKWEAR   departments   from   the  many  pretty 
effects     shown      are     extremely    attractive   this 
Spring.      The    retail    stores    are    making    a    big 
show   of   neckwear  novelties,   and   are  very    well 
rewarded  for  so  doing,  as  sales  are  large. 

Though  there  is  some  demand,  particularly  in  some 
localities,  for  net  and  chiffon,  and  silk  and  lace  trimmed 
stocks,  in  the  larger  centres  tlie  kind  of  neckwear  selling 
is,  to  a  considerable  extent,  confined  to    wash  ider.s.     The 


New   Jabot   made  of  Lawn,   Trimmed   witli   Valenciennes 

and   Guipure  Lace  — Shown  by  R. 

D.  Fairbairn   Co. 


Canadian  houses  have  met  the  demand  l)y  putting  on  the 
market  a  very  large  range  of  dainty  and  jiretty  effects 
in    neckwear    novelties.      Paris    and    New    York    fashions 


are  shown  here  as  soon  as  they  are  launched  in  either 
centre,  for  the  home  manufacturers  are  in  close  touch. 
Members  of  firms  and  designers  are  making  frequent 
visits  both  to  Paris  and  New  York.  As  the  trade  well 
know,  the  very  extreme  ideas  have  to  be  modilied  to 
suit  the  taste  of  the  Canadian  woman,  and  it  is  oidy  a 
limited  number  of  stores  in  the  very  large  cities  that  find 
a    ale  for  the  more  extreme  modes. 

The  Dutch  collar  is  one  of  the  most  pronounced  features 
in  neckwear  modes.  They  are  shown  in  both  real  and  imi- 
tation laces,  and  these  laces  as  well  as  embroideries,  sheer 


Embroidered   Stiff  Dutch  Collar.    Shown   by  Ladies' 
Wear,  Limited.  Toronto. 


lawn,  linen  and  other  cotton  fabrics  are  used.  Many 
novelties  in  both  shape  and  trimming  are  being  constantly 
introduced.  For  instance,  the  plain  I'ound  collars  at  first 
j.ut  out  take  on  now  a  varied  outline.  Some  are  square 
at  the  back  having  points  on  the  shoulders,  and  the  out- 
line is  broken  in  many  ways.  Not  a  few  are  cut  so  as  to 
leave  a  small  Y  at  the  neck,  and  this  shape  promises  to 
increase  in  favor  as  the  season  progresses.  Not  only  are 
the  fancy  lingerie  collars  selling,  but  starched  embroid- 
ered Dutch  or  Gretchen  collars,  are  in  good  demand. 
Turn  down  stiff'  collars  chiefly  embroidered  are  very 
'trong  sellei's  and  the  importing  houses  are  finding  it 
ditficult  to  keep  stocks  assorted.  With  all  these  styles 
.jabots  ai'e  used  as  the  neck-finish  and  each  week  sees 
some  new  conception  of  the  designer's  skill.  Pleated 
effects  generally  in  the  single  style  are  selling,  but  double 
and  even  three-decker  models  are  shown.  Some  are  cut 
scpiare  at  the  ends  and  others  ai'e  jxtinted,  while  again 
those  with  the  slanting  finish  are  numerous.  Real  Irish, 
imitation  Irish,  and  Nottingham  laces  that  imitate  cro- 
ilict,  are  the  fashionable  trimmings.  Cotton  Clunys  are 
much  used,  and  round  meshed  Yalenciennes  having  a 
heavy  pattern.  Jabots  having  neat  bow  effects  are  sell- 
ing foi-  M'eai'  with  stiff  linen  collars. 

The  stocks  are  of  lace  arui  lawn,  and  have,  invariably, 
tlic  ial)ot  linish  either  with  or  without  tlic  small  lingerie 
bow. 

Unnsual  interest  is  shown  in  neckweai-  novelties  of 
real  lace.  The  Robert  Simpson  Co.,  Toronto,  had  in  their 
windows  for  the  Easter  season  a  very  interesting  exhibit. 
Dutch  collars,  bows  and  .iabots,  yokes  collar  and  cuff 
sets,   and   stocks  of  real   laces  were   shown.     Heavv   and 


96 


DRESS     ACCESSORIES 


Dry  Goods  Review 


baby  Irish  made  up  the  chief  part  of  the  exhibit,  but 
Limerick,  Carrick-ma-crosSj  and  Brussels  lace  neckwear 
were  also  shown. 

Tie  fashion  of  wearing  low  necked  dresses  has  cer- 
tainly "caught  on"  in  New  York  and  the  latest  neck- 
w.^ar  idea  there  is  a  tiny  tucked  or  embroidered  band  of 
linen  or  lawn.  This  has  a  small  bow  of  the  embroidered 
lawn  or  of  lace  in  front,  and  is  finished  Avith  a  narrow 
net  or  tourist  frilling  on   top.    This   band  is  designed   to 


Traveling  and  Motor  Veil     Shown  by  Debenhams  (Canada)  Limited. 

cover  the  collar  band  of  the  dress  or  blouse  and  should 
it  catch  on  it  will  be  good  news  for  the  manufactui'ers 
of  frillings. 

Frillings  are  selling  freely  to  the  popular  priced  trade, 
but!  this  style  will  serve  tO'  bring  them  again  into  the  lime 
light  of  fashion. 

The  Linen  Market 

Conditions  continue  to  improve  in  the  linen  market. 
The  Belfast   manufacturers   report   that  they  have  orders 


ahead  for  some  months  now  and  prices  in  many  lines 
show  a  decided  advance— indeed  it  may  be  said  that  all 
along  the  line  prices  are  a  shade  higher.  Deliveries  also 
are  not  so  good  as  they  were  a  couple  of  months  ago. 
The  last  three  months  of  1908  saw  a  decided  improvement 
in  the  demand  for  linens.  The  Spring  business  has  been 
unusually  good  as  the  retailers'  stocks  are  certainly  not 
heavy,  and,  as  trade  is  improving  the  outlook  for  Fall 
business  is  very  promising.  Travelers  are  now  on  the 
road  with  samples  for  the  Fall  and  for  the  holiday  trade 
and  report  the  receipt  of  some  very  large  orders. 

The  sale  of  dress  linens  is  already  very  great  and 
the  big  stores  are  finding  some  didiculty  in  keeping  up 
the  assortment  of  colors,  etc.  There  is  an  increasing  de- 
mand for  linens  in  the  natural  for  suits  and  for  separate 
coats. 

Not  only  are  dress  linens  good,  but  all  kinds  of  house- 
hold linens  are  in   free  demand.     The  better  class  trade 


Coat  Set  of  Lawn,  Trimmed  with  Cluny  Lace     Shown 
by   R.   D.   Fairbairn   Co. 

is  featuring  individual  towels.  A  novelty  in  towels  is 
the  monogram.  The  pattern  is  so  designed  as  to  leave 
an  oval  space  upon  which  the  monogram  may  be  em- 
broidered. 

Embroideries 

The  retail  trade  has,  up  to  now,  experienced  a  particu- 
larly good  advance  season  in  the  embroidery  department. 
Bandings,  headings,  edgings,  deep  flouucings  and  corset 
cover  embroideries  have  been  the  leading  sellers.  Some 
stores  have  featured  blouse  fronts  in  lengths  and  have 
done  a  good  business.  Now  that  the  wash  fabric  sec- 
lion  is  beginning  to  get  busy  there  is  a  corresponding  ac- 
tivity in  embroideries,  for  embroidery  is  to  be  the  trim- 
ming in  demand  this  season  and  where  not  executed  on 
the  material  it  will  be  embroidery  by  the  yard  that  will 
be  wanted.  As  the  season  advances  yokes  and  sleeves 
will  be  made  of  embroideries.  Heavy  eyelet  patterns  are 
in  high  favor,  and  many  blind  effects,  particularly  when 
large  dots  are  introduced,  play  an  important  part.    Entire 


Dry  Goods  Review 


DRESS    ACCESSORIES 


97 


R.  D.  Fairbairn  Co.,  Limited 


MANUFACTURERS 


Dutch  Collars,  Jabots  and  Coat  Sets  arc 

in  f^reat  demand,  and  we  are  sh (.twin 54"  a  lari^e 
rano-e  in  lawn,  lace-lrininied  and  braided 
effects. 

Our  ran^'c  also  comprises  man\-  new  ideas  in 
Stocks  and  Gibson  Collars. 

Line  illustrated  is  made  in  all  white  or  white 
with  colored  edjj-es.  No.  D330,  at  $4.25per  do/.. 

Order  now  and  ensure  earl\  deli\er)'  tor  holi- 
da\'  trade. 


Just  a  few  new  styles  in  Lawn,  Lace  and  Lisse  Summer  Ruchings. 


Wash  Belts  are  ag-ain  in  demand  for  the 
Summer  season,  and  our  range  com- 
prises many  new  ideas  in  braided  desig'ns. 


We  are  showing"  a  larg'e  rang'e,  and 
making  prompt  delivery,  in  Braid 
and   Elastic   Belts,   at  popular  prices. 


Belt  illustrated  is  made  of  white  pique, 
embroidered  with  mercerized  white  sout- 
ache braid ;  a  very  new  effect ;  pearl 
buckle.    No.  C381,  at  $2.00  per  doz. 


107  Simcoe  Street 


Toronto 
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gowns   in   princess   effect   with   panels   of  wide   insertions 
back  and  front  will  be  a  feature. 

Veilings  for  Summer 

In  veilings,  the  call  is  still  for  the  Russian  nets. 
Though  the  larger  meshes  are  still  selling  freely,  the 
Summer  demand  promises  to  run  along  the  line  of  the 
finer  effects.  These  have  very  small  dots  of  the  pin  head 
variety.  The  black  veil  of  the  early  season  has  given 
way  to  a  multiplicitj'  of  colors.  As  a  fact,  all  the  lead- 
ing millinery  colors  will  be  wanted.  Another  new  idea 
that  promises  to  take  is  the  introduction  of  a  thread  of 
black  twisted  in  with  the  color.  This  makes  an  excep- 
tionally becoming  veil. 

The  season  for  the  selling  of  motor  veils  is  now  com- 
ing on  and,  this  year,  the  individual  promises  to  be  a 
heavy  seller.  The  effect  most  liked  is  the  border  of  satin 
stripes.  Motor  veils  are  very  handsome  and  new  ideas 
are  constantly  introduced.  There  is  a  big  call  for  the 
colored    veil — tan   snd    tai]  e   l;iing   about    the   best   tellers. 


laces  of  this  character  are  the  big  thing  in  the  neckwear 
end  of  the  business. 

Handsome   collars   and   vokes    and   coat   sets   in   these 
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New  Style  of  Tourist   Lawn    Ruching,  .">  Yards  to  the  Box 
— Shown    by  R.  D.  Fairbairn  Co. 

laces  are  shown.  This  is  a  demand  that  the  trade  was 
hardly  prepared  for  and  there  is  some  difficulty  experi- 
enced in  getting  supplies.  As  soon  as  furs  were  dis- 
carded, collars  of  lace  appeared  upon  the  suits.  This 
fashion  is  akin  to  the  Dutch  collar  fad  and  is  only  as 
yet  at   the  beginning. 


Ribbons. 

The  question  of  deliveries  of  ribbons  is  causing  im- 
jiorters  some  anxiety.  Manufacturers  of  ribbons  are  not 
promising  deliveiy  of  goods  ordered  now  before  August 
and  September,  asking  for  five  months  on  satin  ribbons 
and  four  months  on  taffetas.  Satin  ribbons  are  first  made 
and  then  dyed  and  the  dyeing  re(|uires  at  'east  six  weeks. 

Satins  still  hold  first  place  but  taffetas  are  in  good 
demand.  The  wider  widths  are  the  best  sellers  from  4 
inches  up  to  8  inches.  This  applies  both  to  satins  and 
taffetas.  Plain  colois  are  strongest,  but  a  few  fancies 
are  being  shown.  Striped  ribbons,  plain  stripes,  alternat- 
ing with  Dresden,  are  among  the  new  designs,  and  seem 
likely  to  sell  well.  Velvet  ribbons  are  in  good  demand  at 
the  present  time  for  millinery  purposes. 

So  far  ribbon  orders  have  been  g«od  and  are  keeping 
up  well.     Evidently  retailers  appreciate  the  fact  that  if 


Russian  Net  Veil    Shown  by  Debenhams  (Canada)  Limited. 

The  Vogue  in  Lace. 

Just  at  present  tuckings  in  nets  are  the  popular  arti- 
cle and  it  matters  little  whether  the  tucks  are  real  or 
simulated.  As  a  matter  of  fact,  the  latter  i:eem  to  sell 
better  than  those  tucked  into  the  net.  Plain  nets  are  very 
much  in  evidence,  and  the  sales  promise  to  be  very  large 
before  the  season  is  over.  Not  only  are  the  nets  shown 
in  cream,  ecruj  or  white  and  black  but  all  the  leading 
colors  are  asked  for.  Among  the  nets  that  ])roraise  well 
T  oscas  arc  prominent.  This  net  conu-s  at  a  popular  price, 
and  is  a  coarse  weave  mesh  net,  something  on  the  order 
of  the  net  used  so  extensively  for  curtains  and  bed 
spreads. 

As  the  season  advances  there  promises  to  be  more 
activity  in  those  laces  used  for  the  trimming  of  lingerie 
and  summer  dresses.  This  year  fine  torchons  are  much 
in  evidence  and  imitation  crochet  and  Irish  are  much 
used  for  this  purpose.  There  is  always  a  certain  sale 
for  Valenciennes  and  a  staple  business  is  being  done  in 
this  lace. 

The  real  Irish  and  baby  Irish  laces  and  the  imitation 


Wash  Collar,  Featuring  St.  Gall  Effect  Lace— Shown 
by  Ladies'  Wear  Limited,  Toronto. 


they  want  to  get  the  goods  in  time  they  must  not  delay. 
This  is  resulting  in  Fall  orders  being  placed  without 
delay. 
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IMPERIAL  BANK  BUILDING 


AGENTS 

THE  CROMPTON  CORSET  CO. 

<  CIMITCO  ) 


Mr.  Ribbon  Importer, 
Canada . 


THE  RIBBON  HOUSE  OF  CANADA. 

MonYrea/  ,  May  5,    '09. 

Subject:  Import  Ribbon  Buying 


Dear  Sir: — 


It  is  most  gratifying  to  us  to  note  each  season 
the  increasing  size  and  number  of  our  Import  Orders. 

It  is  an  undoubted  fact  that  our  very  best  orders  are  from 
the  large  retailers  who  formerly  bought  from  foreign  houses. 
Doubtless  these  merchants  who  still  send  their  buyers  to 
Europe  have  very  good  reasons  for  placing  their  orders  with  us. 

While  buying  from  these  foreign  houses  there  was  a  marked 
tendency  to  order  too  much   Then,  knowing  that  heavy  ship- 
ments were  contracted  for,  the  ribbon  department  was  starved 
for  one  or  two  months  each  season,  and  therefore  a  loss  of 
trade.  When  their  import  orders  did  arrive,  often  in  driblets, 
with  heavy  express  and  packing  charges,  it  was  always  found 
chat  they  had  an  over  supply  in  many  shades  in  different  lines 
which  meant  carrying  at  least  double  the  stock  they  really  should 
require.   Their  stock  sheets  at  the  end  of  the  year  proved  this. 

Buying  from  us,  these  firms  no  doubt  find  that  we  show 
an  equal  assortment  of  lines  at  really  advantageous  prices. 
Further,  they  know  we  carry  a  stock  of  every  line  we  show 
for  import,  and  repeat  orders  can  be  filled  by  return. 

We  certainly  can  help  when  goods  are  needed  most  ;  the 
other  fellows  are  too  far  away  to  do  so. 

Carrying  actual  stock  right  here  on  the  spot  gives  us 
many  advantages . 

Think  it  over  ;  our  business  is  certainly  not 
growing  without  good  reason. 

Our  Fall  range  is  now  ready  for  your  inspection.  Please 
give  us  the  opportunity  to  show  you  what  we  can  do. 

Very  truly  yours, 

W.  H.  Barry  &  Co. 

By     P^ IKUiA/  /Ikl^  (XAMA/ 

N.B.  How  much  of  your  present  stock  of  ribbons  is  off  in 
color  or  style  ?  Eggs  go  rotten — so  will  ribbons  if  you  keep 
them  long  enough.  Buying  from  us,  you  do  as  we  do,  turn 
your  stock  over  at  least  six  tim.es. 
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Pewney  &  Carret 

FALL  1909 

We  strono-ly  advise  the  placing"  of  Fall 
Kid  Glove  orders 

NOAV 

This    will    ensure    deliver)'    of   Gloves 

when  ^  ou  want  them,  and  also 

right  prices 

SOLE    AGENTS    FOR    CANADA: 

Greenshields  Limited 

MONTREAL 


Fancy 
Parasols 


A  complete 

new  line  now 

in  the  hands  of 

our 

travellers 


Your  Inspection 
Invited 


THE  IRVING  UMBRELLA  CO. 

Limited 
Manufacturers 

79-83  Wellington  Street  East,  Toronto 


Gloves 

The  great  problem  in  the  kid  glove  market  at  pre- 
sent is  the  shortage  of  short  kid  gloves.  This  state  of 
affairs  should  be  a  lesson  to  merchants,  and  already 
seems  to  have  taken  effect  in  the  Fall  import  orders  that 
have  been  placed.  Orders  for  Spring  were  light  and 
many  thought  that  they  would  be  able  to  buy  from  stock. 
The  importer  was  looking  out  for  his  own  interests  and 
(lid  uol.  stock  heavily  and,  as  a  result,  now  that  theie  is 
a  run  on  short  stuff,  (liere  is  notliing  like  enough  goods 
to  supply  the  denumd.  When  things  were  (juiet,  manu- 
facturers let  a  great  many  of  their  iiands  go.  Tiiese  havc 
scattered  to  different  places,  and  udw  that  manufacturers 
lire  anxious  to  turn  out  goods  at  short  notice  tliey  are  un- 
able to  secure  sufficient  help.  Inipnrler-;  here  have  very 
little  stock  of  sluut  gloves,  and  cannot  secure  them.  As 
a  result  much  business  lias  been  lost,  bi>th  on  the  i>ar|  of 
the  importer  and  the  retailer. 

Tiie  simplest  solution  of  this  dillicuity  is  for  buyers 
to  place  good  import  orch'rs,  and,  judging  by  onlcis  that 
have  been  received  for  Kail,  merchants  are  bcgininng  to 
realize  this.  A  great  niaiu-  orders  that  have  been  placed, 
are  double  in  size  of  those  placed  for  Spring.  The  glove 
trade  on  the  whole  seems  to  be  in  a  very  healthy  con- 
dition. 

Still  another  reason  for  good-sized  Fall  kid  glove 
orders  is  the  prosi)ective  higher  tariff  in  (he  United 
States.  This  has  result; d  in  lar^e  orders  being  placed 
ill  I'ranc!'  by  I'nited  States  inipi.rters.  Some  of  the  Can- 
adian glove  houses  anticipate  that  on  this  account  ad- 
vances will  be  asked,  although  present  prices  are  dis- 
tinctly favorable  for  buying.  One  importer  gave  in- 
stances to  The  Review  of  advances  asked  now  as  compared 
to  last  December.  Other  importers  contend  that  they 
see  no  real  reason  for  advance  in  prices  wlien  the  Fall 
season   opens. 

Fabric  glove  values  for  this  season  are  better  than 
they  have  ever  been.  Both  lisle,  and  silk  are  selling  at 
a  low  figure  and  remarkable  values  are  offered.  Tans, 
white,  and  black  are  the  big  selleis,  and  few  colors  are 
called  f\n-.  Already  large  (|uantities  of  both  silk  and 
lisle  liave  t)  ,  ii  sold.  Oi-e  firv.i  leports  their  entire  stock 
of   lis'es    has   been   clear-ed   out. 

Kvideiitly  lie  r(  ign  df  hug  y\o\v  slyUs  lias  had 
a  good  effect  on  the  glove  trade.  Merchants  have  be- 
come so  accustomed  to  pa\  itiu;  a  1  i  ih  Ijguie  jjcr  dozen  for 
lung  gloves  that  llie  wrist  length  glo\-e,-;  seem  very  low 
].riced  in  comparison.  As  a  result  better  gloves  ai-e  sell- 
ing, which  is  very  satisfactory  to  all  concerned.  The 
same  applies  to  the  consumer.  Ladies  who  ha\e  become 
accustomed  to  paying  the  high  piice  of  long  gloves  do 
not  mind  paying  what  formerly  seemed  too  much  to  jniy 
foi-  a    pair  of  short    gloves. 

Corset  Exhibits  in  New  York 

New   York,  April  27,  1909. 

Ne\er  has  the  corset  occupied  so  important  a  posi- 
tion as  it  does  at  the  moment.  The  correct  corset  i.'i 
absolutely  essential  in  making  up  any  garment  regai'd- 
less  of  its  material  or  style,  as  the  lines  of  the  present 
fashionable  model  are  so  severe  and  novel  in  design,  that 
unles  a  woman  be  properly  corsetted,  she  is  liable  to 
have  a  very  unattractive  figure. 

It  is  not  necessary  for  a  woman  to  wear  the  most 
extreme  novelty  corset  to  produce  a  proper  figure  line, 
but  the  smartest  model,  properly  adjusted  and  well  fitted, 
effects  a  most  attractive  and  graceful  appearance  to  any 
person. 

Some  very  wonderful  models,  extreme  in  lengths,  but 
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Why  Not  Buy  From  the  House 
That  is  Catering  for  Your  Trade? 


Our  travellers  are  showing-  the  ver}-  latest  novelties  for  Fall, 
which  comprise  two-toned  Satin  Cloths,  Satin  Traverse, 
Satin  CoLitilles,  Satin  Striped  Shantin\i>-s,  Satin  Victorias. 
Worsteds  of  one  color  and  two-toned  effects,  also  a  splendid 
range  of  staple  lines. 

Wait  and  see  this  collection  before 
placing    your    order    for    Fall 


The   John   V.  Godw^in   Co. 


ESTABLISHED    1851 


Head  Office  :  London  Office  :  Glasgow  Office  : 

Peel  Place,  Bradford  74-5  Watling  St.  51  Buchanan  St. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the    Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 

FEATHERS.    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC. 


'"'^'^'unequallId.''^^^^     MONTREAL  TORONTO  OTTAWA  QUEBEC 


Men  Who  Sell 

ings 


This  '  Salesman's  Blue  Book,"  written  for  Manufac- 
turers, Merchants,  Employers,  and  all  Sellers  of  Goods, 
gives  the  author's  Observations  and  Experiences  of 
over  20  years  as  Travelling  Salesman,  European  Buyer, 
'§'1      •  Sales  Manager  and  Employer.     It  shows  "HOW  TO 

/     hltl  n^  INCREASE  THE   EFFICIP:NCY  OF  YOUR 

-^     /•'//t^WCF  SELLING  SERVICE"    and    "HOW     TO     IN- 

CREASE  YOUR    BUSINESS."       Adopting    these 
^  J       r»   -\/f     7  up-to-date  suggestions  means   MONEY  FOR  YOU. 

By  Walter  D.  Moody  ^hree  of  the  22  subjects  are:  The  Order  Taker,  Right 

Business  Manager  of  Chicago  Association  Kind  of  Salesman,  Letters  to  the  Trade. 

of  Commerce  ^p^^^_  Net,    $1.00  By  Mail,   $1.10 

Technical  Books  :  :  10  Front  St.  East,  Toronto 
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excellent  in  fit  after  beingr  properly  adjusted  to  the  fig- 
ure, have  recently  been  created  and  shown  by  the  Ameri- 
can corset  manufacturers.  At  first  sight,  it  would  seem 
impossible  that  such  corsets  could  be  worn  with  any  degree 
of  comfort,  yet,  owing  to  the  clever  and  scientific  con- 
struction they  can  be  worn  with  as  much  ease  and  comfort 
as  the  shorter  models,  besides  being  more  hygienic  than 
corsets  have  ever  been  before. 

In  the  recent  Spring  fashion  exhibitions  iield  in  this 
city  recently,  the  corset  departments  figured  prominently, 
many  attractive  means  having  been  employed  for  making 
the  department  worth  the  while  for  visiting. 

Retailers  in  an  endeavor  to  build  up  a  successful  coi- 
set  department  are  constantly  confronted  with  the  diffi- 
culty of  educating  their  helpers  and  of  assisting  the 
customers  regarding  the  technical  points  in  corseting.  A 
help  for  this  is  to  have  the  head  of  the  department 
thoroughly  versed  in  everything  concerning  a  corset  and 
have  her  instruct  her  co-workers  in  this  respect  as  often 
as  she  can  do  so.  One  of  the  leading  corset  departments 
in  this  city  has  an  expert  fitter  in  the  department  wlio 
watches  the  salesladies  very  carefully  and  aids  tliein  to 
such  an  extent,  that  when  a  woman  comes  in  to  buy  a 
corset  they  know  at  once  what  to  give  her. 


Demand  for  Novelty  Corsets. 

At  the  moment,,  the  corset  manufacturers  are  having 
a  big  demand  for  novelty  corsets.  At  first  tiiey  were  not 
going  to  do  much  in  this  n  gard,  but  as  the  season  advanced 
and  models  were  being  brought  over  from  abroad,  tiu^y 
decided  that  in  order  to  keep  up  with  the  corset  industry 
they  must  follow  the  lines  of  foreign  corset  makers,  with 
a  result  that  every  corset  house  in  America  is  not  only 
making  staple  models,  but  novelties,  as  well. 

The  Directoire  corsets  are  meeting  with  ready  sa'es 
throughout  the  country.  These  models  are  quite  long, 
fashionably  designed,  and  cut  for  high  bust,  long,  flat 
hips  and  have  very  long  backs.  They  are  made  of  coutil 
or  batiste.,  either  one  offered  for  the  demand  of  the  mer- 
chant. The  models  are  designed  for  the  average  figures 
for  full  figures  and  are  indeed  most  satisfactory  in  every 
respect. 

These  new  style  corsets  change  one's  figure  so  as  to 
meet  the  present  needs  of  Dame  Fashion.  They  effect  a 
larger  waistline,  but  smaller  effect  over  the  hips,  which 
is  the  decided  figure  of  the  day.  Some  women  are  labor- 
ing under  the  impression  that  to  have  a  larger  waistline 
means  an  unattractive  figure,  but  when  convinced  thr.t  by 
raising  the  abdomen  to  its  proper  place  under  the  corset 
this  takes  in  the  hips  and  expands  the  waistline,  thus 
giving  a  beautiful  curve  and  outline  to  the  figure. 

"\ATiile  style  has  always  been,  and  is  to-day,  the 
dominant  factor  of  all  corsets,  and  manufacturers  have 
strongly  indicated  this  in  all  their  productions  this  sea- 
son, the  fit  and  quality  of  the  models  is  the  real  basis 
of  corset  merit.  To  this  end  the  manufacturers  are 
striving,  as  will  be  noted  in  viewing  the  newest  corsets 
now  being  offered. 


Montreal  Garment  Failure. 

Shaer  &  Eliasoph,  40  St.  Antoine  St..  Montreal,  as- 
signed last  month  for  the  benefit  of  their  creditors  on 
the  demand  of  the  Montreal  Sponging  Co.,  with  a  claim 
of  .$236.  The  liabilities  of  the  firm  amount  to  about 
.$35  000,  $27,000  direct  and  $7,000  indirect  (secured),  to 
Montreal    banks.      Among    the    heaviest    creditors    are    E. 


J.  Dingnum,  Toronto,  $930;  H.  Bernstein  &  Son,  $659; 
the  Yorkshire  Importing  Co.,  $800;  Cornel  &  Sillig,  $903; 
I  Idling,  Joseph  &  Co.,  .$985  ;  Lapin  Bros.,  $630;  J.  Bour- 
deau  &  Son,  $819;  W.  R.  Brock  Co.,  Limited,  $1,176,  all 
of  Montreal.  The  assets  are  valued  at  about  $8,000. 
A  meeting  of  the  creditors  was  held  at  which  A.  W. 
Wilks  of  Messrs.  Wilks  &  Michaud,  Montreal,  vcas  ap- 
pointed provisional  guardian.  At  a  meeting  of  the  credi- 
tors called  by  Mr.  Wilks,  an  offer  of  25  cents  on  the 
dollar  was  made,  but  this  was  not  accepted.  Another 
meeting  takes  place  this  month. 

Shaer  &  Eliasoph  started  business  a  little  over  a  year 
ago,  manufacturing  the  better  c'ass  of  ladies'  cloaks, 
suits  and  skirts. 

# 

The  Poitras  Woolen  Mills,  head  office  Joliette,  Que., 
have  been  incorporated  with  $45,000  capital.  In  addition 
to  manufacturine;  fabrics  they  will  also  make  clothing 
and  knitted  goods.  The  incorporators  arc  J.  C.  Lamothe, 
C'has.   Champoux,   ,J.   L.   Duplossis,   of  Montreal. 


J}h^MO 


(%l.S£^Sedwea>i 


It 


IS  a 


Fownes 


That  is  all  you  require 
to  know  about  a  ^love. 


Ready    to     Fill    Your 
Immediate  Wa  nts 


Fownes  Bros.  &  Co, 

Goristine   Building, 
MONTREAL 
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The  Glove  House  of  Canada 


Men's 
Gloves 


Sprin^r  Stocks  are  very  complete    in    all    our    leading    lines    of  gloves    for    street 
or  dress  wear. 


Men's  Dogskin  Caps,  Pique  or  P.  X.  M.  Sewn 
"  Fine  Kid,  Pique  or  Roundseam  Sewn 
"        Fine  Suedes,   in  Greys  or  Tans 


To  retail 
from  $1.00  to  $2.00 
All  guaranteed 


MEN'S     HOSIERY,    SPRING     1909 

A  splendid  assortment  ready  for  immediate  shipment. 
Extra  values  to  retail  at  25  and  50  cents.  Solid 
colors  are  leading  in  Tans,  Grey,  Olives,  New  Blues, 
etc.,  etc. 

Look   for  our  trade  mark  stamped  on  every  pair. 


Men's  Underwear,  "Raguef 

We  have  had  for  many  years  the  sole  agency  for  this 
well  known  make  of  French  Underwear.  We  are  ready 
to  fill  orders  for  "  Balbriggan,"  "Sea  Island  Cotton," 
or  "  Fine  Lisle,"  in  all  the  new  shades.  Extra  value  in 
Balbriggan  Underwear  to  retail  at  50  cents. 


MADE    IN     FRANC 


Fifteen  of  our  Representatives  are  now  on  the  road  with  our  complete  range 


L 


Perrin,  Freres  &  Cie.,  Montreal 

Sample  Rooms :     Halifax,   Toronto,   Winnipeg,    Vancouver 
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Canada  Should  Not  be  Hampered  by  Unwise  Tariffs 

Mr.  Ritch,  of  Manchester,  Eng.,  Points  Out  that  Artificial  Fostering 
of  Unnatural  Industries  Would  Handicap  Expansion  of  Natural 
Wealth  —  The    Canadian    Farmer    Should    Have    Special    Attention. 


DRY  goods  wholesalers  and  niaiuifactureis 
who  view  the  Canadian  tariff  from  an  unselfish 
standpoint,  naturally  bear  in  mind  that  Can- 
ada is  above  all  a  farming  country,  and  agricul- 
tural produce  must  always  be  its  chief  industry.  As  a 
result,  the  first  axiom  that  economic  students  lay  down 
is,  that  the  cost  of  living  in  Canada  must  not  be  unneces- 
sarily burdened.  Further,  as  Canada — like  all  new  coun- 
tries— needs  a  revenue  tariff  on  necessaries  as  well  as 
luxuries,  the  basic  principle  is  to  protect  only  those  in- 
dustries that  are  natural  to  the  country.  The  duty  on 
other  commodities  not  suited  to  present  resources  and  cli- 
matic conditions,  should  be  for  revenue  purposes  only, 
and  tlierefore  much  smaller  than  a  tariff  for  the  protec- 
tion or  nursing  of  a  suitable  domestic  industry.  With 
tliese  points  in  view,  The  Review  has  recently  approached 
several  close  students  of  world-wide  tariff  problems. 

What  Tha  Review  wished  was  a  disinterested  opinion 
as  near  as  can  be  obtained. 

Mr.  Ritch,  of  Manchester.  Eng'and,  who  was  in  Mont- 
real a  few  weeks  ago.  has  made  a  careful  study  of  tariff 
problems  in  many  countries,  and  the  British  Colonies  in 
particular.  As  a  buyer  of  raw  material  at  one  time  and 
a  seller  of  manufactured  goods  at  another,  he  has  been 
brought  into  actual  touch  with  many  industries  and  his 
opinions  are  practical,  impartial  and  free  from  the  slight- 
est trace  of  party  politics.  His  experience  in  Canada  is 
not  that  of  a  mere  sight-seer,  but  of  a  business  man  witli 
the  welfare  of  the  ccnnitry  at  heart.  lie  has  investigated 
al  HrsI  hand  in  every  province  of  the  Dominion,  the  prob- 
lems (-(inrroiitiiig  Canadians.  His  remarks  \-oice  cleai'ly 
the  tlieory  nf  an  ideal  tariff  for  Canada,  and  assuredly 
meet'   wifji    tlic   \ii'ws  of   many    l)r(iad   minded    Canadians. 

Resent  Patronizing  Suggestions 

Mr.  Hitch  was  rather  retirriit  on  liie  subject  al.  (iist, 
as  he  dislikes  the  way  some  English  politicians  and  news- 
paper men  set  Ihemsclves  up  as  advisers  and  teachers  of 
lai'iff  (|uestions  whenever  they  visit  Cainida.  He  dislikes 
the  way  in  which  some  Canadians  would  like  to  revolu- 
tionize the  fiscal  policy  in  England. 

"I  l)elieve"  he  said,  "that  every  country  knows  its 
own  tariff  problems  best,  especially  young  countries.  A 
protection  tariff  that  might  be  the  making  of  a  new 
country  with  unlimited  natural  resoni'ces,  and  manufac- 
turing for  its  own  consumption,  would  mean  the  ruin 
of  some  old  countries  dependent  on  others  for  raw  ma- 
ferial,  and  manufacturing  chiefly  for  export  puiposes. 
To  fight:  keen  cmnpctition  and  high  tariffs  abroad,  it  is 
necessary  to  keep  down  the  cost  of  production  at  home. 
If  Canada  considers  her  present  tariff  system  satisfactoi-y 
for  raising  a  revenue  without  being  a  burden  on  the 
])eople  generally,  then  I  have  nothing  to  say  on  the  mat- 
ter. Canada  ought  to  know  here  own  business  best  in 
that  respect  and  should  resent  patronizing  suggestions 
she  has  recently  had  from  certain  English  peers  and 
newspaper  editors. 

"When  yon  ask  me  if  the  present  tariff  on  textile 
goods  is  well  arranged  for  giving  sufficient  protection  to 
natural  industries,  without  imposing  heavy  duties  on  im- 
ported  goods  that  cannot  be  produced  satisfactorily  in 


Canada,  that  is  another  question  altogether.  The  pre- 
sent tariff  on  various  articles  in  the  dry  goods  business  is 
not  satisfactoi-y  to  the  majority  of  manufacturers  and 
merchants,  and  in  some  eases  it  is  detrimental  to  the  pro- 
gress of  suitable  industries.  The  sooner  it  is  revised  and 
re-arranged  the  better,  and  this  should  be  done  by  an 
impartial  expert  who  thoroughly  understands  the  climatic 
conditions  and  local  resources  necessary  for  natural 
industries." 

Protect  Natural  Industries 

The  woolen  industry,  which  lias  received  so  innch 
publicity,  of  course,  came  in  for  special  consideration. 
Mr.  Kitch  is  not  only  an  expert  in  textile  fabrics  gener- 
ally, but  has  a  practical  knowledge  of  woolen  manufac- 
ture, and  Avas  connected  witii  a  Yorkshire  mill  for  six- 
teen years.  His  conclusions  regarding  the  Canadian 
woolen  and  tweed  industry  are  thus  aptly  summarize'!  : 

"Protect  and  give  every  possible  encouragement  to 
certain  makes  of  woolens  that  are  in  many  ways  nahnal 
to  Canada.  Help  only  those  lines  that  can  be  successfully 
produced  in  Canada.  By  this,  I  mean  that  Canada 
through  various  reasons,  cannot  successfully  manufacture 
the  extremities, — very  low  qualities,  or  very  high  class 
goods— with  a  characteristic  finish  peculiar  to  certain  dis- 
tricts in  the  Old  Country.  Certainly  a  full  range  of  all 
grades  cannot  be  manufactured  in  any  one  mill. 

"It  appears  to  me  that  Canadian  manufacturers  are 
making  a  fair  success  of  what  might  be  called  Hudders- 
ficld  woolens.  I  do  not  think  that-  for  many  years  to 
I'ome,  Canadian  mills  should  at  tempi  to  manufacturer  fine 
K'onbaise  ^-oods,  or  fine  Bradford  goods, — especially  piece 
dyed  or  sn])eri()r  West  of  England  goods,  (u-  higher  gT-ade 
Scotch  tweeds.  I  question  if  Canada  will  ever  be  able 
to  turn  out  many  f)f  these  makes  successfully. 

"T  contend  that  Yorkshire  tweeds  are  most  suited  to 
('anada,  as  they  are  less  subject  to  climatic  conditions 
than  most  other  makes.  Flnddersfield  woolens  ')f  tiie 
better  class  should  therefore  be  the  aiming  point  i  1  pi(.- 
gressive  matuifacturers  in  Canada,  and  mills  turniuj;  <  ul 
this  class  of  goods  deserve  special  consideration  and  pro- 
tection. The  very  high-class  lines  and  characteristic 
makes  require  specialization  which  is  not  practicable  in 
Canada.  AVhile  certain  districts  in  England  can  hold 
their  own  witli  special  makes  against  others  only  a  few 
miles  away,  it  is  only  wasted  energy  for  Can.ida  lo 
attemt  them  at  present. 

"Shoddy  goods  made  here  cannot  compete  success- 
fully witli  Dewsbui-y  and  Batlej',  owing  to  the  cost  of 
labor  and  lack  of  facilities  for  obtaining  raw  material. 
Old  Country  manufacturers  specialize  in  a  few  makes  in 
each  mill,  and  never  attempt  too  many,  besides,  they  have 
an  enormous  outlet  and  can  therefore  afford  to  work  on 
very  small  profits.  Shoddy  woolens  are  never  satisf-.i- 
tory  to  the  wearer,  and  in  a  new  country  they  should  not 
be  encouraged, — neither  domestic  nor  imported. 

Scientific  System  of  Wool  Growing 

"When  providing  for  an  increased  production  of 
Yorkshire  tweeds  in  Canada,  the  farmer  must  not  be  left 
out  of  consideration, — in  fact  he  should  have  special  at- 
tention. 
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"Tlio  I'ovcnuc  cIoi'i\(*<l  from  an  increased  duty  of  5 
per  cent,  should  be  devoted  temporarily  to  the  assistance 
and  proper  education  of  farmers  on  sheep  raising,  the  sc;'  ii- 
tific  system  of  wool  growing',  the  correct  style  of  clipping:, 
and  the  proper  treatment  of  the  fleece.  A  perfect  sheep 
dipping  act  should  also  be  strictly  enforced  by  the 
government. 

"Canada  has  a  large  amount  of  territory  suitable  for 
profitable  sheep  farming  with  certain  breeds  of  hardy 
sheep.  With  proper  attention  and  encouragement,  there 
\'^-  no  reason  why  Canadian  sheep  farmers  should  not  only 
produce  sufficient  coarse  wool  for  Canadian  mills,  but 
also  export  wool  to  other  countries.  Canadian  wool  would 
never  clash  with  Australian  wool  as  the  latter  is  a  much 
finer  texture.  In  order  to  get  the  proper  finish  on  certain 
makes  of  woolen  goods,  Canadian  manufacturers  would 
still  have  to  use  some  fine  Australian  wools.  On  the 
other  hand,  Australian  mills  might  possibly  require  some 
coarse  long  staple  Canadian  wools  in  the  near  future. 
At  any  rate,  some  of  the  Americans  who  now  buy  lar'ielv 
at  English  wool  fairs,  as  well  as  the  sales  in  London, 
might  then  turn  their  attention  to  Canada. 

"Canadian  wool  ought  to  compete  with  certain  grades 
of  English  avooI,  if  farmers  were  as  up-to-date  in  wool 
growing  as  they  are  in  wheat  growing  in  the  West.  With 
proper  attention,  best  Canadian  wools  might  compete  with 
Lincolnshires,  Cheviots,  Leicestershires,  and  possibly 
Shropshires.  Not  only  is  Canadian  wool  often  higher 
than  superior  English  clips,  but  handled  by  the  farmers 
in  such  a  crude  way,  that  it  does  not  give  the  manufac- 
turer a  fair  chance  to  compete  favorably. 

Canada  Should  be  Huge  Exporting  Country 

"There  is  no  reason  why  Canada  should  not  be  a  huge 
exporting  country  of  raw  material  as  well  as  wheat  and 
other  food  stuffs.  Australia  and  New  Zealand  are  too 
far  removed  from  the  Old  Country  to  compete  with  Can- 
ada in  many  things  besides  wheat.  The  success  of  the 
Argentine  Republic  in  the  English  markets  during  the 
past  few  years  is  due  largely  to  the  progrcssiveness  of 
i's  fanners  in  cattle  breeding  and  sheep  raising. 

"When  a  young  country  has  a  vast  future  for  ex- 
porting food,  raw  material  and  partly  manufactured 
goods,  great  care  should  be  taken  to  prevent  unwise 
tariffs  and  the  artifieial  fostering  of  unnatural  industries 
from  hampering  its  progress  and  the  expansion  of  its 
natural  wealth. 

"Tt  is  an  easy  niattoi*  to  tie  up  a.  young  country  to 
n  false  value  at  home  and  hundreds  inav  make  big  for- 
tunes, but  millions  are  eventually  made  comparatively 
poor  when  exports  are  crippled  in  competition  abroad, 
thi'ough  the  inflated  cost  of  production. 

Mistake  in  Regarding  States  as  Model 

"Canada's  great  mistake  is  taking  her  pushful  self- 
confident  neighbor  as  a  model  in  everything.  Making  due 
allowance  for  enterprise.  Nature  has  placed  the  United 
States  in  sucli  a  position  that  she  can  be  largely  inde- 
pendent. 

"Canada  is  quite  different  in  many  ways.  Her  cli- 
mate, her  natural  resources,  and  her  vast  undeveloped 
northern  territory,  Avill  never  perm.it  her  to  expand  suc- 
cessfully by  following  on  the  same  lines  as  the  United 
States.  Instead  of  trying  to  be  commercially  independ- 
ent to  a  great  measure,  she  should  aim  at  being  interde- 
pendent. 

"Everything  that  cannot  be  manufactured  to  advant- 
age at  home,  should  be  imported  as  cheaply  as  possible, 
and  this  would  keep  down  the  cost  of  living,  and  the  cost 
of  production  so  that  exports  could  clefy  competition  and 


low  wages  in  overtaxed  European  countries.  I  am 
confident  this  policy  would  enable  Canada  to  make  money 
quicker,  and  de\('lop  her  natuial  resources  faster  than 
the  United  Slates." 

A  side  issue  of  the  woolen  question  which  appeals 
strongly  to  Mr.  Ritch  was  the  fact  that  in  the  Canadian 
tariff,  no  difference  is  made  between  fine  dress  goods  and 
tailors'    woolens. 

"I  feel  so  strongly  on  this  point"  he  said,  "that  T 
would  advocate  a  reduction  of  I.t  per  cent,  on  fine  dress 
goods.  These  goods  are  not  made  in  Canada  and  it  is 
very  doubtful  if  they  will  ever  be  made  here  for  a  great 
many  years  to  come.  This  would  reduce  the  cost  of  liv- 
ing to  fully  half  of  Canada's  population,  so  that  the 
increase  of  5  per  cent,  duty  on  tweeds  for  men's  wear, 
would  never  be  felt^n  fact  the  cost  of  clothing  would 
be  considerably  less  than  it  is  at  present  in  a  mixed 
family.  Dress  tweeds  are  made  in  Canada  with  promis- 
ing results  and  this  particular  material  mi^ht  remain  at 
its  present  duty. 

Reduce  Tariff  on  Fine  Dress  Goods 

"The  reduction  of  the  duty  on  fine  dress  goods  would 
also  mean  an  increased  sale,  and  create  more  employ- 
ment for  di-essmakers,  because  it  would  encourage  dry 
goods  retailers  in  smaU  towns  to  keep  a  staff  of  dress- 
makers on  the  premises.  Dressmakers  are  scarce  in 
Western  Canada  but  there  are  plenty  in  the  Old  Country 
who  could  be  induced  to  come  out  here  with  the  certainty 
of  steady  employment  at  fixed  wages  in  the  workrooms 
of  retail  stores.  This  would  bring  a  more  refined  and 
intelligent  class  of  women  into  Western  Canada,  where 
most  of  the  female  immigrants  belong  to  the  rougher 
laboring  coass." 

Spe.qking  of  the  general  tariff  on  dry  goods  as  applied 
to  Canada,  he  briefly  stated  :  "Uxtreme  protectionists  al- 
Avays  ignore  natural  conditions,  and  have  one  remedy  for 
e\ery  business  failure. — 'A  higher  tariff.'  Like  patent 
medicine  makers,  they  have  one  pill  that  will  instantly 
relieve  any  kind  of  pain,  and  cure  any  form  of  disease 
in  any  constitution,  no  matter  from  what  cause  the  com- 
plaint arises.  Very  often  a  inedicine  that  will  cure  one 
man   will   poison   another.     So  it  is  with   tariffs. 

Protect  the  Factories 

"In  general,  Qinada  should  protect  its  factories  rather 
than  its  mills.  Protect  only  the  mills  than  can  turn  out 
goods  under  a  reasonable  tariff,  as  satisfactory  as  the 
average  imported  article.  Do  not  bother  with  too  highly 
specialized  or  too  highly  intricate  goods,  or  fabrics  nn- 
snited  by  climatic  or  other  conditions  to  Canadian  manu- 
facture. 

"Canada  has  a  long  cold  Winter,  and  needs  much 
woolen  goods,  yet  I  can  see  no  reason  why  Canada  should 
not  make  the  bulk  of  the  medium  priced  heavy  woolens 
and  blankets  required  for  home  consumption. 

"Domestic  woollen  mills  should  cater  more  for  the 
wholesale  garment  factories,  and  less  for  the  retail  tailor. 
A  tailor  caters  more  for  the  well-to-do  and  expensively 
dressed  man,  and  has  to  study  his  customer's  taste  and 
fads  regarding  cloth  as  well  as  cut  and  style,  therefore  a 
tailor  will  always  be  more  or  less  an  importer  of  woolens. 
Then  the  fashionable  tailor  does  not  order  in  large  quan- 
tities, and  frequently  sorts  from  the  stock  held  by  the 
manufacturer.  As  a  rule  tailors  give  long  credit,  and  they 
don 't  have  the  reputation  of  being  quick  payers.  This 
means  trading  capital  locked  up. 

"With  the  wholesale  garment  factories,  this  is  quite 
different.    They  are  in  a  position  to  pay  quickly,  give  big 
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orders  some  time  in  advance,  and  they  must  hold  a  big 
stock  themselves  to  keep  their  machines  going.  Manu- 
facturers catering  for  the  garment  factories  and  whole- 
sialers,  have  very  little  expense  in  selling,  as  tliey  need 
few  travellers.  Working  the  retailer  makes  selling  very 
expensive. 

"Regardinc;  factories  in  tlie  dry  goods  trade,  these 
are  essentially  suited  to  Canada.  The  climate  is  suitable, 
the  light  is  excellent  and  power  is  generally  convenient, 
while  the  class  of  labor  available  is  equal  to  any  in 
Europe. 

Reason  to  Feel  Proud 

"I  have  been  much  struck  with  the  appearance  of 
Canada's  whitewear  and  other  garment  factories.  They 
seem  healthy  and  sanitary  from  all  points  of  view,  and 
T  noticed  no  garments  made  by  the  "sweated''  labor  of 
"out  workers."  Although  smaller  than  those  of  Europe, 
they  have  every  reason  to  feel  proud  of  themselves  in 
other  respects.  Canadian  factories  deserve  the  share  of 
protection  they  enjoy  at  present,  and  there  would  be 
very  little  excuse  for  the  importation  of  ready-to-wear 
garments  if  the  tariff  on  piece  goods  were  revised  and 
readjusted. ' ' 

Drifting  from  the  subject  of  woolens  to  that  of  gar- 
ment factories,  Mr.  Ritch  gave  The  Review  some  in- 
teresting and  instructive  information  about  the  manu- 
facture of  linen.  Space  will  not  permit  to  give  full 
details,  but  one  or  two  points  will  be  welcomed  by  shirt 
and   collar  makers. 

"In  many  ways,"  he  continued,  ''the  manufacture 
of  linen  is  more  subject  to  climatic  and  local  conditions 
than  wool  and  cotton.  In  other  ways  il  is  not,  yet  of 
all  textile  industries  it  happens  to  be  one  of  the  most 
difficult  to  transplant  from  one  locality  to  annther. " 

Here  he  explained  why  the  linen  iinlustry  in  tlie  Old 
Country  was  confined  to  the  North  of  Ii'cland  and  a 
small  portion  of  the  East  of  Scotland,  and  scarcely  iiad 
any  existence  in  England.  "What  England  finds  im- 
practicable," he  added,  "with  her  unique  climate  great 
wealth,  long  experience  and  millions  of  highly  skilled 
operatives,  must  be  wasted  energy  for  Canada  to  at- 
tempt— in  textile  fabrics.  If  Canada  wants  to  boast 
of  a  linen  mill,  let  it  confine  itself  to  rough  towellings, 
crashes,  ticks,  sun  blinds,  union  apron  cloths  and  kindred 
fabrics,   and   leave  high-grade  pure   linens   alone. 

Tariffs  on  Linens. 

"The  20  per  cent,  duty  on  bleached  damasks  should 
then  be  reduced  to  10  per  cent.,  and  the  17J  per  cent, 
duty  on  fronting  linen  should  be  reduced  to  2i  per  cent. 
The  former  reduction  could  be  left  to  lessen  the  present 
cost  of  living,  or  transferred  to  another  industry  more 
deserving,  while  the  latter  would  create  employment  for 
thousands  of  shirt  and  collar  makers,  and  the  people 
would  enjoy  more  of  the  luxury  of  linen  instead  of  cotton 
or  part  linen.  Why  should  Austrian  and  American  col- 
lars be  imported  by  Canada  as  they  are  at  present? 
Austrian  linen  is  inferior  to  Irish  and  less  durable,  and 
there  is  nothing  in  the  cut  of  a  collar  to  trouble  a  Can- 
adian factory.  There  is  no  reason  why  Canada  should 
import  any  collars,  but  it  is  not  impossible  for  Canada 
to  sell  collars  to  Americans  with  15  per  cent,  reduction 
on    fine    Irish    linen. 

"There  are  many  other  items  in  the  tariff  on  dry 
goods  which  could  be  revised  in  favor  of  the  country 
generally,  and  factories  in  particular."  When  asked  if 
these  reductions  would  not  mean  a  loss  of  revenue  he 
replied.  "I  don't  think  so.  The  increased  importation 
of  p'ece  goods  would  make  up  the  difference.  If  not 
raise  levenue  on  other  things,  such  as  a  two-cent  stamp 


on  bank  cheques,  or  transfer  these  reductions  to  other 
industries    more    deserving    of   protection. 

"I  am  now  wandering  from  a  few  imi)erfections  in 
dry  goods  tai'iffs  to  (he  tariff  problems  of  the  country, 
and  I  consider  J  am  quite  out  of  place  in  making  sug- 
gestions in  that   direction." 

In  conclusion,  Mr.  Ritcii  said  he  thought  ("anadians, 
generally,  were  a  well  dressed  people,  considering  their 
positions  and  occupations,  and  deserving  of  encourage- 
ment  in   that  respect. 

Smith  &  Ash's  New  Store. 

Smith  &|  Ash's  new  store  in  Chatham  was  filled  with 
j)eople  from  eight  o'clock  in  the  morning  until  the  clos- 
ing time,  on  the  occasion  of  the  opening  recently.  An  or- 
chestra rendered  an  attractive  programme.  The  Sarnia 
firm  have  a  store  which  is  a  credit  to  the  Maple  City. 
Mr.  Smith  remains  in  Sarnia,  while  Mr.  Ash  will  have 
charge  of  the  new   emporium. 

The  store  has  all  new  stock  and  the  very  latest  pat- 
terns and  designs  are  shown,  immediately  at  the  front 
and  to  the  left  is  the  dress  goods  department,  and  fol- 
lowing this  is  the  linen  department  and  cotton  dress 
goods.  At  the  rear  is  the  staples  department.  Imme- 
diately at  the  front  and  to  the  right  is  the  notion  ami 
novelty  department,  behind  this  the  gloves  and  hosiery,  of 
which  there  are  large  assortments.  Following  this  agaii\ 
is  the  corsets  and  ladies'  uiuierwear  department. 

The  haUoiiy  and  sub-ba.'-eniei;t  are  entirely  used  for 
carpet  squares,  rugs,  curtains  and  linoleums.  This  in  ad- 
dition to  the  stock  of  II.  \V.  Ball  and  Co.  They  did  not 
carry  squares,  rugs  or  linoleums  Of  these  the  stock  of 
.Smith  &  Ash  contains  the  latest  and  most  up-to-date 
patterns. 

The  second  floor  is  devoted  cntiicly  to  ladies'  ready- 
to-wear  goods,  among  which  are  several  lines  of  distinct 
muslin  gowns,  of  which  this  stoie  controls  the  output  in 
the  Maple  City. 

It  is  predicted  that  the  new  firm  will  oo  a  thriving 
husiness  in  Chatham.  They  arc  situated  in  the  stand 
formerly  occupied  by  the  II.  W.  Ball  Company,  which  is 
most  favorable  for  an  establishnunt  of  this  kind.  The 
new  proprietors  are  men  of  business  and  hustle,  with 
plenty  of  experience  in  choosing  the  stock  which  is  most 
necessary  and  aesirable  on  the  part  of  all  best  dressed 
ladies.  The  opening  was  a  popular  one,  and  the  impres- 
sion created  by  the  event  could  not  be  more  favorable  to 
Messrs.  Smith  &  Ash. 


Ladies'  Rubberized  Coats. 

There  is  an  ever  increasing  demand  for  ladies'  ruhber- 
ized  garments.  These  have  proven  a  most  desirable  addi- 
tion to  a  wardrobe,  and  give  all  round  good  service. 
'^I'hey  are  sightly  and  durable,  and  in  contrast  to  other 
so-called  rain  proof  garments,  are  really  rain  proof. 

The  favorite  style  is  the  loose  back,  full  length,  but- 
toning close  to  the  neck,  with  a  high  turn-over  collar, 
thus  giving  adequate  protectio'n   at  the  neck. 

Stripes  are  strone,  and  a  few  moires  are  called  for. 
Black  self  striped,  and  black  combined  with  green, 
brown  and  blue  are  favored.  Self  striped  blue  coats  are 
in  good  demand  and  browns  are  selling.  Plain  materials 
in  silk,  satin,  and  mercerized  fabrics  arc  also 
doing  well.  Coats  of  popular-priced  rubbcri/ed  materials 
meet  the  demand  for  a  low  priced  garment. 

Citv  stores  are  selling  these  coats  at  prices  ranging 
from  $8.50  to  MO. 00 

Manufacturers  in  Montreal  are  having  difficulty  in  sup- 
idying  the  demand. 
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Solid  colours  will  be  favourites 
in  dress  goods  for  fall  and  the  sale 
of  satin  finished  fabrics,  Venetians, 
boxcloths  and  broadcloths  promises 
to  be  very  heavy. 

Blues,  taupes,  dark  greys,  vieux 
rose  and  wistarias  are  among  the 
most  popular  shades. 

Self  stripes,  too,  v^^ill  be  largely 
worn  and  we  have  some  very  beauti- 
ful effects  to  offer. 

Our  traveller  is  on  his  way  to 
see  you  now  with  the  best  range 
of  dress  goods  that  we  have  ever 
shown. 

Don't  you  think  it  would  pay  to 
wait  for   him? 


The  ^^   R   Brock  Company,  Limited 


MONTREAL 
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Dry  Goods  Review 


Algerian  Silk 

32  ins.  wide,  retails  from  25  to  30c. 
A  hig;hly  mercerized  fabric  of  uni- 
form weave — looks  like  China  silk. 


Not-Silk 

32  ins.  wide,  retails  from  25c.  to  30c. 
A  mercerized  fabric  with  the 
appearance  of  Shantun<,^  silk. 


Fabrics  of  this  order  11  re  all  tlie   rage  in  Xeiv  York.       Your  li^/io/esa/er 
has  Alseriiui  Sili^,  and  Nof-Silk  in  sfock 


White  Fancy  Muslins 


Costume  Ducks  and  Drills 


In  stripes  and  checks  In  novelty  shades 

Victoria  Lawns,  40  inches 

A  s  k      V  o  n  r      W  Ii  o  I  c  s  a  /  c  r     to     S  h  o  w      Y  o  ii      F  h  c  s  c     L  i  u  c  s 

MANUFACTURED     BY 

Montreal  Cotton  Company 

Sales  Offices  and  JVeiv  Address,  E.  T.  Ban/;  Bhig. 

TORONTO  MONTREAL  Winnipeg 


HEWS  ON  ?;r^SE  FABRICS 

are  maintaining  their  high  reputation  for  Quality  and  are 
making  rapid  advances  in  elegance  of  coloring  and  design. 
€[I  Inspection  of  new  samples  in  our  travellers'  hands  will 
not  only  convince,  but  doubtless  surprise  good  judges 
of  woolens  and  worsteds. 


Hewson  Woolen  Mills^  Limited, 


AMHERST, 

N.S. 


Pkasi  mention  The  Review  (q  Advertisers  and  Their    Travelers 


Fancy   Striped  Venetian,   Black  and  Grey  Striped   Serge  Suiting.  Two-toned   Fancy  Striped  Venetian,  Cote    de  Cheval, 
Striped   Dircctoire  Satin,   Fancy  Traverse— New   Fall  Dress   Goods  shown  by  W.   R.   Brock  Co.,  Toronto. 

Trend  of  Styles  in  Canadian  Dress  Goods 

Fall  Business  has  Opened   with  More  Liberal  Planning  than  was   the 
Case  Last  Year  —  Advanced  Prices  in  Prospect  —  Weaves  for  Season. 


THE  retail  trado  is  beg-inniiig  its  general  buying' 
for  the  Fall  season  under  (oUiUy  dilTerent  con- 
ditions tlian  those  that  characterized  the  opening 
of  the  Spring  season.  When  early  orders  were 
placed  for  Spring  the  trade  was  just  beginning  to  realize 
that  the  general  depression  was  lifting.  Buyers  naturally 
were  cautious  and  wished  to  feel  their  way  before  placing 
large  orders.  The  wholesale  trade  and  the  manufacturers 
had  heavy  stocks  to  move  and  the  season  before  the  trade 
generally  was  caught  with  stocks  of  undesirable  goods. 
Then,  too,  wool  was  down  and  many  were  of  the  opinion 
that  its  recovery  would  be  somewhat  slow.  Therefore, 
there  was  every  inducement  for  the  prudent  buyer  to  go 
slow. 

The    very   conservative    basis    upon    which    the    Spring 
oi'ders    were    nlaced    has    resulted    in    a    decided    shoitaye 


these  conditions  were  general  and  not  confined  to  the 
Canadian  market  alone,  therefore,  the  manufacturers  mak- 
ing the  particular  class  now  in  demand  are  away  behind 
in  their  deliveries.  Goods  that,  in  an  ordinary  season, 
could  be  obtained  in  from  two  to  three  weekSj  now  take 
from  seven  to  eight  weeks  to  be  delivered.  The  dyers 
also  are  a  factor.  Because  of  the  pressure  of  business, 
they  also  take  an  extra  time  to  deal  with  the  work  in 
hand.  The  number  of  fancy  shades  required  is  an  addi- 
tional handicap.  And  as  the  goods  now  fashionable  are 
largely  the  product  of  the  French  manufacturers,  labor 
troubles  in  Roubaix  and  Mazamet  are  having  a  retarding 
influence. 

Another  feature  is  the  way  in  which  wool  values  have 
advanced  from  the  beginning  of  the  year.  Since  im- 
porters  began    to    send   forward    last    October,    the   price 


Fancy  Striped  Venetian,  Fancy  Cord  Weave.  Bayadere  Suiting.  Striped  Satin  Soliel      l-aU   Dress 
Goods  shown   by  Gault  Bros.,  Montreal. 


this  Spring,  a  shortage  that  has,  to  a  certain  extent,  re- 
stricted selling  now  that  the  season  has  opened.  Stocks, 
therefore,  are  light  and  buyers  are  impressed  with  the 
necessity  of  properly  supplying  their  needs.     Moreover. 


of  super  60 's  have  advanced  4d.  and  40 's  2id.  Merinos 
are  the  popular  article  and  the  tendency  is  for  their  con- 
tinuance, and  for  an  extension  of  their  present  use; 
therefore,  further  advances  in  the  price  of  merino  wools 


no 
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Satin  Traverse,   Black   and  White   Mixtures,  Striped  Suitings,  T^vo-toned   Striped  Venetian,   Fancy  Satin  Striped 
Venetian  —  Fall  Dress  Goods  shown   by  W.  R.  Brock  Co.,  Montreal. 


need  cause  no  surprise.  Medium  iuid  fine  crossbred?  a'"^ 
also  advancing  and  good  40 's  are  now  worth  14d.,  50'*, 
17d.  and  56 's,  20kl.  to  21d.  At  these  advanced  prices,  the 
wool  combers  are  finding  enough  business  to  keep  them 
fully  emploj'ed.  It  is  a  significant  fact  that  the  raw 
material  is,  at  the  present  moment,  relatively  5  per  cent, 
dearer  than  the  yarn  product  while  yarns  are  nearly  5 
per  cent,  higher  than  the  manufactured  fabric.  The 
wholesale  trade  are  having  to  pay  advances  upon  present 
orders  and  repeats  for  Spring  business  for  1910  must 
be  upon  an  advanced  basis. 

•*• 

Call  for  Plain  Cloths. 

For  the  coming  Fall  orders  now  taken  call  largely  for 
plain    cloths.      Chiffon    weights    in    broadcloths.    Sedans, 


Venetians,  etc.,  are  good,  and  buyers  are  of  the  opinion 
that  in  the  Canadian  market  at  least,  the  big  call  will 
be  for  plain  cloths.  Satin-finished  fabrics,  that  had  their 
popular  showing  in  the  Spring  have  made  a  big  advance 
and  will  do  even  better  than  they  have  done  for  the  Spring 
season.  This  applies  to  satin  directoires,  soliels,  fine 
Berges,  henriettas,  and  caishmere  weaves,.  These  are 
shown  in  both  plain  and  self-stiiped  fabrics  and  promise 
to  be  the  leading  sellers  of  the  season. 

The  cord  or  cotele  weaves  are  shown  in  such  a  num- 
ber of  effects  that  they  are  almost  passing  out  of  the 
novelty  stage.  The  cote  de.  chevals — that  the  combina- 
tion of  flattened  cords  with  other  weaves  in  quiet  stripe 
effects  seem  to  strike  the  popular  taste  better  than  the 
self  cord  effects.  Traverse  weaves  are  attracting  atten- 
tion and  are  favored  by  many  buyers. 


Raye  Satin   Cloth,  Traverse   Elegans,   Cote  Cheval— From  the   Fall  Dress    Goods    Line  of  J.  &  N.  Philips  &  Co.,  Manchester,  Eng. 
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Cashemir  Recamier,  ma. 

(Duplex  Satin  Finish) 


This  unique  fabric  is  the  leading  speciality  in  our  French  Dress  Goods  De- 
partment for  next  season.  It  is  exquisitely  soft  and  brilliant  and  suits  the  new  style 
of  draping  better  than  any  all-wool  fabric  invented  this  year.  Nothing  more  refined 
and  artistic  cguld  be  desired  by  the  most  fastidious  of  fashionable  ladies,  and  the  at- 
tractive get  up  in  two  tone  art  paper  will  please  the  most  exacting  window  trimmer 
and  progressive  sales  clerk.  It  is  manufactured  expressly  for  us  and  cannot  be  had 
elsewhere.     Other  Fashionable  French  Novelties  are : — - 


Cotele  Premiere 
"Travere  Elegans" 
Cote  Cheval 
Raye  Satin  Cloth 
Raye  Zibeline 


Cotele  Strasburg 
"Travere  Sedan" 
Cote  Cheval  Raye 
Raye  Venetienne 
Raye  Cheviot 


"Satin  Directoire"  (new  velvet  finish) 


Cashemir  de  Tlnde 

"Travere  Vigoureux" 

Zibeline  Bruine  Cotele 

Raye  Sedan 

Raye  Soliel 

"Satin  Directoire  De  Luxe" 


and  the  very  latest — Directoire  Serge,  Diverging  Weave. 
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Chevera"  Cloth, 


Registered 


This  is  the  leading  speciality  in  our  Bradford  Department  for  v^anter  wear. 
A  more  serviceable  cloth  at  a  popular  price  could  not  be  desired,  because  it  is  not  only 
durable  but  unshrinkable  and  unspottable.  It  is  made  for  us  by  special  contract  and 
comes  in  all  the  leading  shades.     Other  fashionable  Enghsh  specialities  are: — 


"Permo"  Reps, 
Soliel  Ottomans 


"Permo"  Cotele  "Permo"  Stripes 

"Pirle"  Serges  Fancy  Stripe  Worsteds 

Self  Stripe  Satin  Cloths,  "Reflex"  Satin  Cloth 
and  the  new  "Wulmella"  Heavy  Pile  Lustre  Satin  Cloth. 


Blacks  will  be  very  much  worn  this  fall  and  we  anticipate  a  big  demand  for  our 
far-famed  Brilliant  Blue-Blacks. 


J.  &  N.  PHILIPS  &  CO. 


Manchester,  England 

and  20  Cheapside,  London,  E.C. 


211  Lindsay  Building, 
St.  Catherine  St.  West,  MONTREAL 


611  Empire  Building 
Wellington  St.  West,  TORONTO 
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The  fancies  shown  are  almost  exclusively  confined  to 
stripes.  The  better  liked  being  stripes  in  the  weave  and 
all  in  the  one  color.  Where  other  colors  are  introduced  the 
effect  is  most  subdued. 

The  hig-h-class  trade  is  inclining  somewhat  to  fancy 
cheviots  and  rough  finished  serges.  Homespuns  are  also 
shown  and  zibelines  must  also  be  placed  in  the  list  of 
materials  that  interest  this  branch  of  the  trade. 


Fancy  Satin  Cloth 

Fancy  Striped  Suiting,  Fancy  Traverse  Suiting— Fall  Dress 

Goods  Samples    from   the  line  of  Brophy, 

Parsons  &  Rodden. 

The  trend  of  fashion  in  colors  certainly  will  form  an 
interesting  study  this  Fall.  All  indications  point  to  a 
continued  vogue  for  the  fashionable  art  shades  in  dull 
and  sombre  tones.  The  color  list  is  a  long  one  and  The 
Review  can  only  repeat  the  advice  previously  given  to 
look  to  the  color  list  rather  than  the  fabric  list  when 
buying. 

Deep  purple  leds,  deep  ametliyst  shades,  smoke  sreys, 
dull  blues,  and  bronze  greens,  and  soft  browns  stand  high 


on  the  list.  The  color  scheme  seems,  however,  to  com- 
prehend almost  every  shade  and  new  colors  or  colors 
that  are  not  new  are  making  their  appearance  under  new 
names.  Buyers  will  have  to  study  carefully  their  trade 
and  buy  accordingly. 

* 

Silks  for  Fall. 

The  silk  business  for  Fall  is  practically  a  hrciadening 
and  a  development  of  the  Spring  business.  Soft-finished 
makes  are  tiie  mode  and  satins  and  kindred  weaves  still 
hold  the  centre  of  the  stage.  Here,  however,  the  develop- 
ment is  in  favor  of  duller  effects,  and  for  weaves  having 
a  crepe  or  fine  twilled  surface.  Peau  de  sole,  pailette,  satin 
de  Chine  and,  even  a  step  further  in  this  direction,  cash- 
mere weaves  in  siik  are  coming  into  prominence.  Mes- 
salines  are  selling  largely  to  the  cutting-up  trade.  A 
new  weave  introduced  by  one  prominent  silk  house  is 
pailette  messaline.  This  is  much  on  the  order  of  satin 
de  Chine  and  promises  to  be  a  big  feature.-  It  is  shown 
in  both  single  and  double  width  fabric.  In  fancies,  the 
iiigh  novelty  is  the  short  effects  with  a  contrasting  color 
in  their  filling,  and  these  are  being  taken  up  by  the 
millinery  trade.  Shot  merves,  shot  pailettes,  shot  taffetas, 
chiffons,  shot  satins,  are  all  shown,  and  newer  still,  are 
the  shot   cashemire  de  soies  and  moires. 

Ribbed  weaves  of  light  weight  and  with  the  rib  effect 
flattened  out  or  indicated  by  the  weave  are  good.  Moires 
are  wanted  now  by  the  high-class  dressmaking  trade,  and 
as  Paris  is  featuring  them  prominently  for  costumes,  coats 
and  trimmings  their  day  in  the  popular  trade  seems  to 
be  at  hand.  The  moire-covered  button  is  another  indica- 
tion in  this  direction  as  well  as  the  growing  vogue  of 
moire  fabrics  for  the  fashionable  petticoat.  The  moires 
used  are  soft  and  light  in  weight. 

Fancies  for  popular  selling  are  taking  the  form  of 
stripes.  Striped  messalines,  striped  satins,  striped  cords, 
and  small  shot  effects  are  quite  popular. 

S.  L.  Grix,  representing  John  V.  Godwin  &  Co.,  of 
IrJradford,  England,  is  calling  on  the  Ca.nadiau  trade.  He 
is  showing  an  extensive  line  of  dress  goods,  including 
worsteds,  two-toned  satin  cloths,  satin  traverse,  satin  co- 
teles,  satin-striped  shantungs,  \iftorias. 


Fancy  Worsted  Stripes,  Fancy  Satin  Traverse  Stripes,  Striped   Directoire  Satins  - 
Dress  Goods  Line  of  The  John  Macdonald  Co. 


From  the  Fall 
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Canadian  Buyers  Praised 

"All  praise  lo  Canadian  buyers  Jur  Llieir  wisdom  in 
courteously  treating  travelers,  and  tlieir  willingness  to 
look  at  samples." 

These  are  llie  words  of  H.  C  Poyser,  representing 
Barlow  &  Jones,  Manchester,  Eng.,  Mr.  Poyser  is  majdug 
his  third  visit  to  Canada,  and  when  seen  by  The  Review 
recently  in  Montreal,  gave  unstinted  praise  to  Canadian 
retail  buyers  for  their  willingness  to  investigate  the 
claims  ma,de  by  houses  comparatively  new  to  them. 

Mr.  Poyser,  while  not  wishing  to  make  invidious  com- 
parisons, regards  the  Canadian  retail  buyer  as  superior 
in  courtesy  to  his  British  confrere.  He  also  drew  atten- 
tion to  the  difference  in  selling  goods  in  Canada  and  In 
England.  In  Canada,  as  everyone  knows,  a  sample  room 
is  obtained,  and  the  buyer  carefully  inspects  the  sam- 
ples there.  In  England,  the  hawking  system,  or  what 
might  be  called  the  push  cart  system,  still  prevails.  The 
salesman  leaves  his  cart  around  the  corner,  a,nd  takes 
in  the  samples  wanted  by  the  retail  firm. 

Mr.  Poyser  has  unbounded  enthusiasm  for  Canada  and 
Cana,dians,  and  enjoys  his  visits  to  Canada  immensely. 
When  asked  his  opinion  regarding  the  Canadian  tariff, 
he  expressed  his  belief  that  when  a  country  could  not 
successfully  manufacture  any  class  of  goods  with  25  per 
cent,  protection,  that  line  of  goods  should  not  be  pro- 
tected. He  spoke  of  what  he  considered  the  improvement 
in  Ca.nadian  manufactures,  and  felt  that  each  year  Can- 
ada would  show  a  marked  improvement  in   certain  lines. 


Carpets  for  the  Prince  George. 

The  W.  A.  Murraj'  Co.,  Toronto,  are  making  prepara- 
tions to  carry  out  their  part  of  the  contract  in  connection 
with  the  furnishing  of  the  Prince  George  hotel,  formerly 
the  Rossin  House,  in  that  city.  The  floor  covering  for  the 
halls  will  be  a,n  Axboro  carpet,  of  which  the  predominating 
tone  will  be  a  rich  Oriental  red.  In  the  bedroom,  the 
principal  ct)lor  will  be  soft  green  with  crimson  and  brown 
also  in  the  symphony.  The  special  design  which  fea- 
turizes  the  lace  curtains  consists  of  a  wreath  and  torch, 
with  monosjram  bearing  the  name,  "Prince  George  Hotel, 
Toronto."  Covers  of  dainty  figured  dimity,  with  nea,t 
border,  are  being  prepared  for  the  dressers. 


Company  Reorganized. 

The  growing  popularity  of  "Progress  Brand"  cloth- 
•ng  made  by  the  H.  Vineherg  Co.,  Montreal,  has 
made  greater  facilities  a  necessity,  and  the  old  com- 
pany has  been  reorganized  into  a  limited  liability  com- 
pany with  a  paid  up  ca|)ital  of  $250,000.  Several 
prominent  English  and  Canadian  capitalists  are  among 
the  shareholders. 

Mr.  H.  Vincberg,  who  founded  the  business,  remains 
president  of  the  new  co'mpany,  which  will  be  known  as 
H.  Vineberg  &1  Co.,  Ltd. 


Begg  Bros.,  of  North  Bay,  dry  goods  merchants  and 
clothiers,  were  burned  out  on  the  night  of  Saturday,  May 
1.  The  loss  is  estimated  at  $22,000.  The  stock  had  just 
been  transferred  and  it  is  not  known  whether  the  insur- 
ance was  also  transferred  at  the  time.  Burglars  are  sup- 
posed to  have  started  the  fire.  Begg  Bros,  also  have  stores 
at  Collingwood  and  Parry  Sound. 


THE 


Trade  Mark  of  Quality 


Ladies'  Suitings, 
Mantle  Cloths, 
Woollen  Sheets, 
Blankets,  Yarns. 

Harris  &  Co.,  Limited 

ROCKWOOD,        -  -        ONTARIO 


Representatives 
MONTREAL-    HECTOR  PREVOST,  710  St.  Hubert  Street 
HALIFAX      •    G.  A.  WOODILL,  Roy  Building 
LONDON         -    J.  A.  IRWIN,  141  Princess  Avenue 
WINNIPEG    -    McRAE  &  WALKER,  Ashdown  Block 


K.  Ishikawa  &  Co. 

Manufacturers  and  Importers 

24  Wellington  Street  West, 

>^    ^    TORONTO 


114 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


ir 


SUCCESS— 

Then  More  Success 


The  Mark  of  Quality  for  Whitewear, 
Blouses,  Hemmed  Sheets  and  Pillow  Slips. 


No  disputing  the  fact 
Laurentian  Whitewear 
and  Lawn  Waists  have 
done  the  business  this 
season,  fes,  Lauren- 
tian is  a  success. 


Since  January  1st  we 
doubled  our  capacity, 

and  yet  we  must  ask 
the  indulgence  of  our 
customers  for  the  de- 
livery of  repeats. 


Now  we're  planning  for  the  new  Range 
for  your  January  Whitewear  Sales. 

The    line    will   be    bigger,    better,   stronger    in    every    way. 
It's  more  Success  we're  after  and  mean  to  deserve  it. 

The  line  will  be  particularly  strong  on 
big  popular-priced  sellers. 


Our  Corset  Covers 
at  $2.25,  a  still 
further  evidence  of 
Laurentian  Standard. 


Our  $9.00  White 
Lawn  Waist  range 
will  be  a  "hummer" 


Thenew  developments 
in  Combination  Gar- 
ments will  be  best  seen 
in  Laurentian. 


From  every  viewpoint— fit,  finish, 
style  and  value— the  Laurentian 
range  will  make  good  to  claims  of 
being  the  leader. 


This  message  is  of  import  to  you  if 
you're  not  a  customer.  We  ask  the 
co-operation  of  our  customers  in 
giving  early  orders. 


Wait  for  the   Laurentian  Man 


LAURENTIAN  WHITEWEAR  CO.,  LEVIS,  QUE. 

WINNIPEG  TORONTO  MONTREAL         EASTERN  TOWNSHIPS  ST.  JOHN,  N.B. 

Western  Fabric  Co.,     W.  H.  Piton,  Z.  P.  Benoit,      and  PROVINCE  of  QUEBEC,    Alex  Burr,  Magilton's 

63  Albert  St.  Empire  Bldg.    Mark  Fisher  Bldg.  R.  Dionne.  Sample  Rooms. 
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Best  Vogue  in  Ready-to- Wear  Garments 

Cutting-up  Trade  is  Very  Busy  -  Fall  Lines  Already  put  Out  Have 
Taken  Well —  Good  Season  in  Waist  Department  -  Strong  Demand 
for    Tailored    Blouses  —  Fine    Outlook  for  Summer  Wash  Garments. 


Arnilj  ami  May  aie  Lbc  banner  months  of  the 
Spring  season,  for  it  is  then  that  the  stock 
moves  freely  in  the  gax"ment  department.  The 
trade  of  the  month  has  been  a  good  one  and 
stocks  in  every  section  have  been  well  broken  into.  Thin 
condition  has  made  repeats  a  necessity,  and  in  conse- 
quence rush  orders  are  pievailing  in  most  factories. 
Every  section  of  the  cut  ting-up  trade  is  busy,  and  many 
lirms  find  themselves  compelled  to  resort  to  overtime. 
There  is  the  usual  shortage  of  skilled  operators  ;  that 
is  always  the  rule  when  anything  like  a  busy  time  is  in 
progress  in   the   Canadian   market. 

Expectations  are  that  a  big  Summer  trade  will  de- 
velop and  that  the  selling  of  washing  garments,  which 
has   already   begun,   will    continue   late. 

The  garment  houses  are  busy  with  the  Fall  line.  Ad- 
vance models  in  some  cases  have  been  put  out  and, 
where  shown,  a  good  business  has  resulted.  Particularly 
in  waists  has  this  been  the  case,  as  for  Fall  selling  the 
long  sleeve  is  assured.  Unusually  large  lines  of  new 
models  for  the  assorting  trade  have  appeared  this  Sum- 
mer. By  many  firms  the  many  novelties  that  are  making 
their  appearance  in  garment  fashions  are  sampled  and 
added  to  the  existing  line. 

Whitewear. 

Spring  business  in  the  whitewear  has  been  unusually 
good  and  merchants  have  been  sending  in  very  large 
repeat  orders  all  season.  These  have  invariably  been 
for  present  delivery,  and  for  some  time  now  the  manu- 
facturer has  been  finding  this  a  difficult  matter. 

During  the  last  months  there  has  been  a  free  demand 
for  bridal  sets,  not  only  in  handsome  high-priced  goods, 
but  in  sets  to  sell  at  medium  prices.  Embroideries  are 
being  more  used  for  the  trimming  of  these  goods,  the 
present  tendency  being  for  less  lace  and  more  em- 
broidery to  be  used  in  the  trimmings.  This  will  in- 
fluence materially  the  samples  for  1910.  This  tendency 
is  strongly  developed  in  skirt  styles,  the  deep  embroid- 
ery flounce  being  first  favorite  for  trimming  the  newest 
skirts. 

Designers  are  beginning  to  busy  themselves  with  the 
sample  line  of  1910,  but  it  will  not  be  complete  for 
some  time  yet.  As  stocks  are  low  in  the  hands  of  the 
trade  and  as  trade  conditions  are  becoming  more  satis- 
factory, the  whitewear  houses  are  looking  forward  to 
a  satisfactory  season.  Good  models  at  attractive  prices 
will  make  for  business,  and  as  prices  will  be  lower  than 
they  have  been  for  some  time  there  is  no  reason  against 
the  placing  of  the  proper  amount  of  orders  for  the  new 
season's  whitewear.  Cottons  were  bought  when  prices 
were  lower  than  they  are  now — there  has  been  an  ad- 
vance of  from  7i  to  10  per  cent,  on  cottons  since  orders 
were  placed — and  as  to  trimmings,  one  manufacturer 
says:  "I  never  expect  to  buy  embroideries  as  cheap 
again."  As  the  difficulty  of  obtaining  sufficient  help 
always  occurs  in  a  busy  season,  the  trade  will  do  well 
to  place  orders  early  this  year,  as  it  is  the  only  means 
by  which  buyers  can  be  sure  of  having  goods  in  stock 
when  the  retail   season  commences. 


Misses'  and  Children's  Wear. 

The  retail  trade  in  this  liiK  lius  t)een  excellent  this 
Spring;  re-orders  are  still  coming  in  and,  in  many  cases, 
carry  with  them  instructions  for  immediate  delivery. 
Though  the  manufacturers  are  still  busy  with  Summer 
business  they  are  devoting  a  great  deal  of  attenti(jn  to 
the  preparation  of  their  Fall  samples.  Some  lines  have 
already  been  shown  and  by  the  beginning  of  May  all 
will  be  on   the  road. 

Models  shown  for  Fall  indicate  no  radical  innovations 
— they  are  built  upon  the  same  plain,  simple,  but  smart 
tailored  lines.    The   most   important   innovations   are    the 


1909  Model  — Shown  by  the  Parisian 
Corset  Mfg.  Co.,  Quebec. 

introduction  of  the  princess  dress  and  coat,  and  of  the 
jumper  princess  dress.  The  coats  with  these  princess 
suits  arc  in  hipless  effect,  and  some  models  are  cut 
Directoire  style  to  show  the  panel  front  of  the  dress. 
The  skirts  are  pleated  from  the  panel  and  fastened  on 
to  the  waist  by  a  belt,  the  whole  being  trimmed  with 
pleatings  and  buttons.  A  new  note  is  the  important 
turn-back  cuffs  to  the  sleeves.  Jumper  dresses  and  prin- 
cess dresses  with  the  panel  front  are  shown  both  for 
misses  and  for  smaller  children, 

Trimmings  consist  of  covered  buttons  and  contrast- 
ing pipings.  Many  smart  little  dresses  show  side  band 
trimmings  in  military  effect.  Thus,  a  navy  serge  had  a 
side  band  trimming  placed  from  shoulder  to  waist,  over- 
laying this  and  reaching  to  the  bust  was  a  tab  of  scarlet 
decorated  with  brass  buttons.  Directoire  sashes  appear 
on  many  models.     Sometimes  there  is  only  the  sash   at 
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Some  Store  will  do  a 
Bi^  Business 

In  your  town  in  wash  suits  for  Misses 

also  for  Misses'  and  Children's 
dresses  this  season.  That  store 
may  be  yours.  It  will  be  if 
you  stock  these  garments,  and 
select  them  from  our  splendid 
range.  Their  two  most  appeal- 
ing  qualities  are  style  and 
honest  workmanship.  These 
two  are  enough  to  help  you 
build  a  good  trade  on. 

IVe  spend  all  our  energies  de- 
signing and  making  Children's 
and  Misses'  wear,  and  results 
pi'ove  that  we  do  it  well. 

Our  fall  samples  are  now  ready. 
They  are  made  in  the  latest 
styles,  and  of  the  newest  mater- 
ials from  the  New  York  market. 
It  is  impossible  to  get  the  latest 
ideas  before  this  date. 

If  you  are  interested  in  a  depart- 
ment which  promises  to  increase 
the  profits  of  your  business,  let 
us  send  you  a  sample  selection. 
If  you  like  them  at  the  price, 
keep  them,  otherwise  ship  them 
back  at  our  expense. 

HOME  h  WATTS  Limited 

Children's   Outfitters    Exclusively 
Duncan  &  Pearl   Sfs.  TORONTO 


the  side,  but  on  other  models  it  passes  around  the  waist 
and  is  fastened  through  fancy  tabs  held  by  a  button. 
Washing  materials  do  not  disappear  with  the  Summer 
in  these  sensible  days  but  for  cliildren's  wear  heavy 
cotton  fabrics  are  shown.  A  soft  finished  galatea  is 
specially  featured  for  this  purpose  and  for  Autumn  and 
early  Spring  wear  princess  and  three-piece  and  two- 
piece  suits  are  shown.  Stripes  and  cheeks  in  navy, 
navy,  scarlet  or  Alice  blue,  pin  spots  in  white  on  the 
same  ground  and  also  stripes  in  white,  blue,  or  red  on 
tan  as  well  as  plain  navy  blue,  scarlet  and  tan  cash- 
merettes  are  the  leading  washing  fabrics  and  colors. 
Fancy  tweed  effects  in  plaids  are  shown — and  as  is  al- 
ways the  case — tartan  plaids  are  much  in  evidence.  Such 
!)laids  as  Argyle,  Mackenzie,  Black  Watch,  etc.,  are  the 
best  sellers. 

Corsets. 

One  of  the  best  selling  seasons  ever  experienced  is 
now  in  progress  in  the  corset  department.  The  whole 
outline  of  the  figure  depends  now  upon  the  corset  worn, 
and    to   wear   the   new   gowns   and   suits   the   fashionable 


Shown  by  the  Allen  Manufacturing  Co.,  Limited. 

corset  is  absolutely  necessary.  This  means  extensive 
business  for  the  corset  department,  and  naturally  this 
business    is    reflected   in    the    manufacturing   section. 

The  long  Directoire  corset  has  taken  a  firm  hold  on 
the  trade,  for  not  only  does  it  mould  the  figure  on  the 
flesired  lines,  but  it  does  so  in  a  comfortable  fashion, 
and  when  comfort  and  beauty  of  outline  go  hand  in 
hand,  sales  are  sure  to  be  large.  Possibly  this  may  not 
apply  so  strongly  to  ultra  models,  but  even  here  the 
discomfort  is  not  so  great.  The  boning  stops  short  at 
the  hip  line  and  the  lower  part  of  the  corset  is  of  the 
fabric   only. 

The  changing  fashions  still  favor  the  long  corset,  the 
only  change  being  in  favor  of  a  smaller  and  more  shapely 
waist  line.  A  feature  of  the  corset  business  is  the  many 
satisfactory  models  for  the  stout  figure. 

•!• 

Petticoats. 

The  tendency  is  towards  fuller  skirts,  and  the  petti- 
coat is  again  restored  to  the  ultra-smart  woman 's  ward- 
robe.    The  Directoire  vogue  has  had  much  influence  over 
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This  is  the  best  Skirt  Offer 

YOU  EVER  RECEIVED 


We  have  just  800  of  these  skirts 
left  and  the  prices  call  for  quick 
action  on  the  part  of  buyers. 
They  are  all  this  season's  goods— 
every  one  of  them  coming  from 
our  machines  within  the  past 
few  weeks       :        :        :        :        : 

They  are  made  in  FIVE  STYLES  all  of 

the  NEW  GORED  MODELS,  trimmed 

with   FOLDS,    BUTTONS,    BRAIDS, 

and  SILK  STRAPPING.      The  accompanying  cuts  give  a 

fair  representation  of  the  styles  :  :  :  :  : 

The  cloths  are  CHECK  PANAMAS,  CHEVRON  STRIPES 
in  Black,  Green,  Navy  and  Brown.  TWEEDS  and  WOR- 
STEDS in   Light   and   Dark   Stripes,    Checks    and    Plain 

Note  This  Price 

$2.00  Each 

NET 


We  are  able  to  offer  you  these  exceptional  values  because  w^e  have 
made  the  skirts  up  from  some  cloth  remnants.      As  the  prices  are 
so  unusually  low,  we  can  only  fill  orders  on  FIVE  DOZEN  LOTS  - 
which  will  be    ASSORTED  styles,  cloths, 
sizes  and  bands,  lengths,  from  37  to  42      :      : 
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Act  Now 


This  is  an  opportunity  for  you  to  offer  your 
customers  a  genuine  skirt  bargain. 

CUTS  FURNISHED  FOR  ADVER- 
TISING PURPOSES  FREE 


HELENA  COSTUME  CO. 


London,  Ontario 


Limited 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


118 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


(0 


j-'ARISIAN 

^        Coi-sel  ManufacliuinC;  ( )()m|)anij 


rxMTnii>. 


OCAnOM  frmr-Kt 


Manufacturers  ot  the 
K^VMOtTS  P.C.COKSETS. 
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Quebec,  May  5th,  1909. 

Mr.  Progressive  Retailer, 
Busy  Town,  Canada: 

One  of  my  salesmen  told  me 
the  other  day  that  prejudice 
was  the  greatest  enemy  the 
world  has.   I  liked  the  enthus- 
iasm his  statement  implied,  for 
he  really  felt  that  the  pros- 
pective customer  who  had 
refused  him  a  hearing  for 
Parisian  P.O.  Corsets 
would  really  have  materially 
benefited  by  buying  P.C's. 

Yet  prejudice  is  not  so  bad. 

That  retailer  probably  had 
reasonable  prejudice,  a  confi- 
dence in  his  corset  lines,  as 
sales  were  thought  satisfactory. 

Still,  Parisian  P. C.  Corsets 
might  have  improved  conditions 
for  that  retailer,  and  kept  the 
* 'other  fellow"  with  P.C's., 
from  making  inroads  on  his 
trade. 

Unreasonable  prejudice,  how- 
ever, is  a  real  enemy  to 
progress.   It  is  often  narrow- 
ness.  Thorough  investigation 
of  a  standard  of  live  mer- 
chandise is  always  desirable. 

1908  wasn't  a  good  commer- 
cial year  the  world  over.   Yet 
the  sales  of  Parisian  P.C. 
Corsets  increased  over  the 
excepLional  year  of  1907, 
and  each  year  has  seen  a  steady 
increase.   1909  is  proving  a 
record  breaker. 

It  isn't  chance  that  has 
caused  this  growth. 

Will  you  give  one  of  our 
men  a  chance  to  talk  it  over? 


the  shaping  of  skirts,  and  sheath-fitting  models  are  those 
selling.  The  tendency  all  round  is  towards  better  fitting 
giarments  and  this  is  a  point  that  petticoat  buyers  will  do 
v.ell  to  closely  watch.  In  the  larger  stores  customers 
are  demanding  alteration  in  petticoats  and,  for  this 
reason,  petticoats  that  are  cut  only  on  good  lines  should 
be  stocked. 

Though  the  high-class  trade  has  taken  satins  prices 
are  too  high  for  the  majority  of  stores.  Bright-finished 
taffetas  are  in  great  demand,  in  spite  of  their  partial 
fashion  eclipse.  This  fact  should,  in  the  hands  of  the 
trade,  make  for  an  increased  popularity  of  taffeta  a.^  a 
petticoat  fabric.  The  big  drawback  has  always  been  the 
high  price  of  a  good  wearing  taffeta.  Now  that  taffetas 
are  cheap  this  difficulty  ought  to  be  overcome,  and  a  good 
reputation  built   up  for  popular-priced  taffeta  skirts. 

Moires  and  moirettes  are  coming  to  the  front  as 
skirt  fabrics  and,  as  these  fabrics  wear  and  look  well, 
a  big  vogue  is  developing.  Tailored  styles  lead  and  the 
trimmings  all  maintain  the  close-fitting  outline.  Ac- 
cordeon  pleatings  are  much  used  as  they  give  the  neces- 
sary fullness  around  the  feet  without  destroying  the 
close  fit   of  the   skirt. 

•!• 

Waists 

The  demand  for  princess  dresses  does  not  seem  to 
have   any  marked   effect   on   the   waist    trade. 

Both  the  more  elaborate  lawn  blouse  and  the  tailored 
white  blouse  with  the  laundered  collars  and  cuffs  are 
selling  extremely  well.  During  the  .Spring  the  tailored 
blouses  have  been  in  strong  demand,  and  sales  have  not 
yet  fallen  off  to  any  extent.  The  demand  for  the  fancy 
embroidered  lawn  blouses  is  increasing,  and  it  is  likely 
Ihat   these  will  have  a  good  season. 

Colored  blouses  have 'met  with  considerable  favor  ,ind 
it  is  expected  that  the  demand  will  continue. 

Long  sleeves  are  selling  in  city  stores  entirely.  It 
is  generally  expected  that  a  shorter  sleeve,  a  sevcn-eigbths 
length,  on  the  lines  of  the  Directoire  sleeve,  cut  some- 
what looser  and  hanging  straight  from  the  arm,  some- 
what in  a  modified  bell-shnpe,  will  make  its  appearance 
for  hot  weather  selling.  The  shorter  sleeve,  some  manu- 
facturers think,  will  be  chiefly  confined  to  home-made 
and  made-to-order  waists,  and  will  only  be  an  incident 
in  Summer  selling.  The  long  sleeve  still  ranks  as  the 
sleeve   of  the   season. 

Tailored  styles  with  the  stiff  Dutch  or  turn-down 
coll.ir  and  the  front  extension  piped,  witb  a  line  color, 
hnvo  sold  extremely  well. 

The  lingerie  blouses  now  appearing  for  the  sorting 
spnson  are  on  semi-tailored  lines,  the  trimmings  being 
used  in  straight  effects  and  those  that  give  long  lines 
to  the  figure.  On  the  better  blouses  more  attention  is 
given  to  the  back,  the  trimmings  being  more  in  unison 
with  those  seen  on  the  front  of  the  blouse  and  not  eon- 
fined  to  a  few  tucks  as  is  often  the  case.  The  imitation 
crochet  Inccs  .qre  being  more  extensively  used.  This 
tendency  is  also  seen  in  the  Fall  lines  and  will  probably 
influence  the  new  models  for  another  season. 

Nets  in  colors  have  been  a  big  feature  of  the  Spring 
trade,  and  as  tliey  are  finishing  up  tlie  season  so  stronsr- 
ly  are  sure  to  make  an  appearance  again  in  the  coming 
f'all.  Models  shown  in  nets  for  Fall  are  selling  well. 
The  nets  wanted  are  of  medium  mesh  and  trimmed  with 
dyed  embroidered  laces  in  colors  to  match,  the  leading 
colors  being  rose,   saxe,  reseda,  grey   and  black. 

Satin  and  messaline  blouses  in  tailored  styles  in  the 
leading  colors  and  black  are  in  high  favor.  Crepe  de 
Chine  is  also  selling  and  in  black  waists,  wbich  promise 
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Active  Fall  Buying 

of 

ELITE  Styles. 


Elite  Ladies'  Fall  Coats 
are  proving  ready  sellers. 
Our  styles  and  values  are 
meeting  with  approval. 

ELITE 

Men's  Fall  Overcoats 
and  Men's  Raincoats 
are  trade  Creators. 

The  range  for  1909  is  the 
widest  in   our  history. 

Leaders  in  Ladies'  Silk  Rubberized  Garments. 


Look  at  our   samples   when 
our  traveller  calls. 


MONTREAL   WATERPROOF    CLOTHING    CO. 

MONTREAL,  QUE. 
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to  be  strong,  tine  black  delaine  models  have  been  suc- 
cessfully put  out.  Tailored  wash  models  in  suiting  linens, 
cliambiays,   etc.,   are  also  good  sellers. 

In  the  United  States  a  prominent  feature  is  the 
collarlcss  waist,  and  the  waist  with  the  Dutch  or  Gretchen 
collar.  More  out  of  tlie  ordinary  still.,  tliese  models  all 
show  the  long  Directoire  sleeve.  These  were  very  much 
worn  by  smart  dressers  at  Palm  Beach  and  other  Soutli- 
ern  fashion  resorts^  and,  since  that  date  New  York  lias 
set  the  seal  of  her  approval  on  them.  DouI)lless  they  'vvill 
be  seen  in  Canada  when  the  warmer  weather  arrives,  and 
these  models  will,  to  a  certain  extent,  influence  popular 
lines  for  the  Spring  and  Summer  season  of  1910. 


The  linen  dresses  are  plainly  made,  and  are  usually 
trimmed  with  coarse  Cluny  or  Irish  lace.  Buttons  are 
also  used.  Pink,  blue,  tan,  and  natural  linen  are  good 
colors,   and  white   is  strong. 

Lingerie  princess  dresses  of  mull,  organic,  etc..  are 
elaborately  made  up  with  insertion  and  tucking.  The 
majority  are  made  with  the  high  waistline  at  the  back. 
Skirts  are  usually  tucked  about  the  hips  and  are  finished 
with   flounces. 

Val  lace  is  often  combined  with  the  heavier  laces 
for  use  on  these  dresses^  and  embroidery  is  also  used 
extensively.  White  is  the  big  seller,  but  there  is  a  fair 
demand  for  very  pale  shades  of  pink,  sky  and  mauve. 


Wash  Suits  and  Dresses 

Indications  are  for  a  long  retail  season  in  garments 
for  Summer  wear.  Buyers  believe  that  this  will  be  the 
case  and  are  very  ready  to  place  orders  for  any  novelty 
that   appears. 

Ready-to-wear  departments  at  retail  stores  are  sell- 
ing large  quantities  of  wash  suits.  Already  a  great  deal 
of  business  has  been  done,  and  retaih'is  are  anticipating 
a  phenomenal  season  in  wash  suits. 

Suits  now  selling  are  fur  removed  from  the  plain 
tailor-made.  Many  of  them  are  elaborately  braided  -md 
embroidered.  The  suits  follow  very  closely  the  lines  of 
the  cloth  costumes.  Buttons  are  used  extensivcely,  and 
some  of  the   new   suits   are   shown   with  jet  buttons. 

The  "three-piece  suit,  the  princess  dress  and  coat,  are 
proving  popular.  These  generally  have  the  coats  with 
sleeves  but,  the  sleeveless  coats  are  achieving  a  certain 
degree  of  popularity.  The  princess  dresses  are  made  in 
most  instances  with  a  laee  voke. 

Two-piece  tailor-made  wash  suits  will  also  be  strong, 
as  prices  are  lower  and  in  many  cases  are  more  suitable 
for   wear   than    the   three-piece   suits. 

Novelty  garments  foi'  the  assoi'ting  st-ason  are,  liow- 
ev(~r,  reverting  to  the  plain  tailored  styles,  and  hei'e 
the  touch  of  black,  cohired  pipings  and  jet  buttons  strike 
an  entirely  new  note.  Three-piece  suits,  two-piece  suits 
with  the  Empire  skirt  and  ]irincess  jumper  dresses  will 
be  a  marked  feature  of  the  Summer's  trade  developed 
in  reps,  linens,  and  cotton   suitings. 

The  princess  dress  is  largely  taking  the  place  of 
the  two-piece  wash  dress.  There  seems  to  be  a  gicater 
demand  for  the  heavier  weight  goods,  linen,  etc.,  instead 
of  the  lightei'  linuerie,  but  it  is  likely  that  later,  when 
the  warm  weather  is  liei-e,  lingerie  princess  dresses  will 
ccme  into  greater  prominence.  However,  there  has 
been  a  good   demand   for   this  class  of  goods. 


Selling  Agents  for  Reliable  Waists 

The  Hart  Mfg.  Co.,  t  Phillip's  Square,  Montreal, 
from  the  first  of  this  month  are  selling  and  financial 
agents  for  the  Reliable  Silk  Waist  Factory,  40  St.  An- 
toine  St.,  Montreal.  The  representatives  of  the  Hart 
Mfg.  Co.  will  also  show  the  lines  of  the  Reliable  Silk 
Waist  Factory.  This  arrangement  will  give  I.  Mi.shkin, 
of  the  Reliable  Silk  Waist  Factory,  more  time  for  the 
supervision  of  the  designing  and  factory.  The  partner- 
ship existing  between  I.  Mishkin  and  Alex.  B.  Kin^an 
has  been   dissolved   and   Mr.  Mishkin  is  sole  proprieto''. 


Linen  Coats. 

Long  linen  coats  are  a  feature  of  the  coat  trade  this 
season  and  retail  stcu'es  are  doing  remarkably  well  with 
these.  These  are  must  popular  when  developed  in  the 
natural  pongee  linen.  Pongee  silk  coats  are  also  in 
strong  demand.  P>()tli  the  linen  aiul  si'k  are  most  satis- 
factory   for   a    light    weight    warp,   and    launder   easily. 


Manufacturers  and  Wholesalers 

who  appreciate  keen  prices  and  exceptional  variety, 
.should  arrangfe  to  see  the  lines  of  Laces,  Nets  and  Em- 
broideries from  all  European  markets,  especially 
Tucked  Net  All-Overs,  for  immediate  delivery,  shown  by 

EDGAR  W.  UNWIN 

Corona   Hotel  -  -  Montreal,  Que. 

Representing  SNOW  BROTHERS 
12  and  13  Bow  Lane  •  -  London,  E.G. 


Wash  Suits !       Wash  Suits !       Wash  Suits ! 

Every  Woman  Will  Buy  One 


Get  out-  "Ouiet  Elegance"  Range,  from  $3.50  to  $7.00, 
and  meet  a  sure  demand. 

LONG  LINEN  COATS— Our  Latest   Creation. 


Watt  &  Shapiro  Mfg.  Co., 


507 
St.  Paul  Street, 


Montreal 
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912— Beautiful  Km- 
pire  Dress,  copied 
from  one  of  the 
latest  Imported 
Models. 

Tiie  dress  is  made 
of  washable  linen 
in  Navv  Blue,  Pale 
Blue,  Green,  Na- 
tural and  Grey. 
The  Waist  is  made 
so  as  to  ^\xe  the 
desirable  Gibson 
effect  with  the  hig'h 
waist-line  and  a 
tendency  towards 
the  hipless  model. 
Yoke  is  of  cluster 
pin  tucking'  and  al- 
ternative lace  and 
mull  insertion.  The 
front  and  back  are 
both  ornamented 
with  French  Pearl 
Buttons.  Sleeve  is 
latest  Mosquetaire 
with  fine  pin  tuck- 
ing. Pointed  Cuff 
fastened  at  the 
back.  The  Belt  is 
made  of  the  same 
materia!  in  three 
folds  making'  the 
d  e  e  i  d  e  d  1  y  h  i  g  h 
waist-line  at  the 
back. 

The  Skirt  is  made 
on  the  round  circu- 
lar model  in  the 
prevailing  widths 
of  the  season. 
INIade  in  Bust  34  to 
42.  Length  56 to  60. 

Price,  each  .  $3.50 

911— DrapdeLinde, 
made  in  same  style 
as  No.  912.  Blue 
Grouhd  with  \\'hite 
Dot,  either  quarter, 
one-half  or  three- 
quarter  inch  spot. 
Assorted  as  de- 
sired. 
Price,  each  .  $4.50 


jBxtcKc^^s 


BRAN  D 


271  White  Lawn 
Dress. 

Imported  Model, 
made  of  fine  Whiti- 
Lawn,  embroiil- 
ereil  front. 

Price,  each  .  $1.50 

272— White  Lawn 
Dress,  emliroid- 
eredfrontand  Skirl 
with  panel  em- 
broidered front  anti 
lace  insertion. 
.Sleeve  fine  pin 
tucking  and  lace 
insertion  finished 
with  lace. 

Price,  each  .  $2.75 

273— White  Lawn 
Dress  with  tucketl 
front  and  embroid- 
ery insertion ;  also 
embroidery  inser- 
tion  around    skirt. 

Price,  each  .  $2.75 


274— White  Linen 
Dress  with  Cknu' 
Lace  insertion. 
Waist  is  made  with 
Gibson  tuck  over 
shoulder,  three 
rows  of  lace  inser- 
tion and  two  large 
Box  Pleats. 
The  .Skirt  has  panel 
front  of  Cluny  lace 
and  is  finished  with 
Cluny  lace  inser- 
t  i  o  n  r  n  n  n  i  n  g 
around  t  h  e  dress 
from  the  panel 
front. 

Price,  each  .  $3.50 


The    Dunlap    Mfg.    Co 

525  St.  Paul  Street,  Montreal 
J.  E.  McCLUNG,  8-10  WELLINGTON  ST.  EAST 


SALES  AGENT  FOR  ONTARIO 


. 
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Our  Travellers  Are  Now  Showing 

For  FaU 

We  would  draw  your  particular  attention  to  the 
range  of  Novelty  French  Blouses,  drafted  by  our 
American  blouse  specialist. 

A  very  comprehensive  collection. 


Walter  Caldecott 

(Canadian  Representative) 

Empire  Bld^.,  Wellington  St.  W. 
Toronto 


Bastin,  Merryf  ieid  &  Cracknell,  Ltd. 

Cor.  Great  Portland  and  Great  Castle  Sts., 
Oxford  Circus, 

London,  W.,  England 


White  LaAvn  Waists 

For  Immediate  Delivery 

A    c'oiiiplete  assortment  of  White    F^awn  Blouses  from  $6.50  l""^'i'  <-loz.  to  $24.00  per  do/.. 

in    stocl<. 

Send  your  ortiers  by  wii'e  ov  letter.        \Ve"ll  send  the  ^-'oods  at  once. 

Special  Values  in  Special  lines  in 

Black     Taffeta    Silk     Waists,     at  Lace  and  Embroidei-\-  Underskirts 

$2.25   and  $2.85.  and  Nightgowns,  at  $9.00  per  doz. 

-\io\-  first  of  June  dcli\cry,  Heatherbloom  Underskirts,  from  $19.50  doz.    to  $42.00  do/.  ,^ 
-    in  Black,  Navy,  Brown,  Sky,  Pink,  Grey. 

VISIT  OUR  ENLARGED  READY-TO-WEAR  DEPARTMENT. 

GREENSHIELDS    LIMITED 

MONTREAL 


Please  mentipj^  The  Review  to  Ad'-!srtisers  and  Then    Travelers 
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A.  W.  Allen  Fred  Woodland  A.  P.  Allen  W.  F.  Foster  E.  D.  Mitchell 

I'lTsiiicii/.  Director  and  Sales  Manai^cr.        Dircctur  and  Factory  Mgr.      Buyer  and  Chief  Salesman.  Office  Manager. 

Our  Directors  and  Managers  are  assisted  by  a  very  efficient  staff  of  Designers  and  Cutters, 

Allen  Manufacturing  Company,  Limited 


ESTABUSHBD    1886 


The  largest  producers  in  Canada  of  Ladies'  Waists  and 
Whitewear.  We  do  not  claim  to  make  the  cheapest  Waist  in 
Canada,  but  we  do  guarantee  that  our  Waists  and  Wash  Suits 
Fit  Properly  and  are  excellent  value. 

All  Muslin  Waists  shrink  in  washing.  Our  garments  are 
made  in  perfect  proportion,  and  are  cut  to  allow  for  shrinkage. 

We  have  now  in  stock,  or  coming  through  the  workrooms, 
in  new  designs  and  new  trimmings  : 

Waists  in  Lawn    \^C\      Coat  Suits,  iWan  Tailor  Made 
Waists  in  Lace      \V\      Wasli  Suits,  Wliite  and  Coiored 
Waists  in  Siil(       \v\      Suits  in  Colored  Linen 
Waists,  Tailored     \  v\      Suits  in  Ducl(  and  Crash 

Women's  White  Muslin  and  Cotton  Night  Gowns,  Drawers, 
Corset  Covers  and  Skirts. 

We  request  special  attention  to  our  new  samples  of 
"Princess''  close-fitting  Combination  ''Corset  Cover  and  Skirt" 
and  "Corset  Cover  and  Drawers." 

By  our  long  experience  in  the  Whitewear  business,  com- 
bined with  new  and  up-to-date  New  York  ideas,  we  hold,  and 
will  continue  to  hold,  first  place  in  our  lines  of  manufacture. 

Write  for  information  or  samples  ;  or  see  samples  7vhich  our  travellers  have  now  on  the  road. 

OUR    LONG    DISTANCE    PHONK    IS    MAIN    1150 

Allen  Manufacturing  Company,  Limited 

Corner  Simcoe  and  Pearl  Streets,  Toronto,  Canada 
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EXCELDA 

H  &.n  d  ke  r  c  Ki  e/s 

Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  Good  and 
Reliable  Article 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 


Please  mention  The  Review  to  Advertisers  and  Their    J  ratelers 


Men's    Clothing    and    Furnishings  News 

Fall  Placing  Orders  have  Been  Very  Satisfactory  —  Woolen  Importers 
State  that  Prices  are  Advancing— Unfavorable  Weather  is  Promoting 
Business  in  Soft  Hats  —  Colors  are  not  so  Profuse  in  Fall  Shirtings. 


RECORDS  show  that  those  lines  of  men's  furnish- 
ings on  which  Fall  placing  has  been  clone  have 
met  with  a  very  satisfactory  reception.  Whole- 
sale houses  are  able  to  speak  more  particularly 
with  reference  to  underwear  and  hosiery.  They  confirm, 
to  a  certain  degree  the  observation  made  by  exclusive 
manufacturers'  agents  that  'he  large  centres  are  paying 
greater  attention  to  medium  weight  underwear  in  defer- 
ence to  an  increasing  demand.  From  country  districts 
and  particularly  from  the  West,  orders  for  lieavy  lines 
show  a  very  good  volume  of  business. 

Large  retail  stores  are  already  talking  of  shirts,  ties, 
hats,  and  gloves  for  Fall  even  though  some  of  these  de- 
partments have  not  yet  been  extensively  represented  in 
sample  showings.  As  was  stated  last  month,  stripes  will 
still  be  the  vogue  in  shirts,  though  there  will  probably 
not  be  the  same  range  of  colorings,  and  bars  will  be  wid- 
er than  was  the  case  in  Summer  lines.  There  seems  to 
be  a  remarkable  unanimity  of  opinion  with  reference  to 
the  color  tendency.  That  the  demand  is  breaking  away 
from  the  carnival  of  hues,  there  can  be  no  mistake.  Fall 
shirting  lines  show  it.  While  helios  and  greens  are  pro- 
minent in  the  color  card,  there  has  evidently  rK)t  been  the 
same  inclination  to  rival  the  rainbow. 

"I  have  no  hesitation  in  predicting  that  we  have  come 
to  the  parting  of  the  ways  on  the  color  proposition," 
said  the  manager  of  a  large  city  furnishing  store.  "It 
has  certainly  been  played  up  to  great  advantage,  but  the 
indication  that  guides  us  is  the  patronage  of  the  high 
class  trade.  Simple  tones  are  being  called  for,  and  there 
is  no  doubt  that  blacks  and  whites  are  coming  in  for  a 
strong  showing.  They  ard  staple  shades,  and  always  good 
but  they  are  going  to  do  better.  We  will  still  have  great 
diversity  of  color  as  a  general  run,  and  we  are  going  in 
fairly  strong  for  them  for  next  Fall,  but  the  same  range 
is  not  as  possible  as  for  Spring." 

The  shirt  with  the  pleated  front  has  a  good  position 
in  the  prevailing  demand  and  this  is  to  some  extent  ac- 
counted for,  in  the  plain  white  department,  by  its  vogue 
for  evening  dress.  This  idea  "has  caught  on"  in  some 
of  the  large  centres.  The  pleated  shirt  is  also  well  repre- 
sented in  Summer  and  Fall  colored  lines. 


Men's  Woolens 

In  men's  woolens,  the  outlook  for  Fall  is  very  good, 
travelers  are,  to  use  the  expression  of  one  wholesaler, 
"getting  business  as  in  the  days  of  old." 

There  is  likely  to  be  a  strong  demand  for  ulsterings 
as  the  heavy  overcoat,  of  military  design,  is  undoubtedly 
in  for  another  season.  Notwithstanding  the  call  for  ul- 
sterings, however,  some  houses  report  that  in  many  plac- 
es, tailors  are  buying  black  meltons  somewhat  liberally. 
When  it  comes  to  colors,  there  is  still  a  fondness  for 
browns — though  the  reddish  hues  arc  not  in  the  running. 
The  demand  is  chiefly  for  olive  browns  when  that  shade 
has  any  consideration  at  all.  There  is  much  talk  about 
greys.  They  are  strong  in  England  and  have  a  very  good 
showing  in  Fall  lines.  They  are  also  prominent  in  tweeds, 
and  in  this  connection  it  may  be  said  that  the  latter  are 


gradually  improving  with  the  high  class  trade  in  particu- 
lar.    Checked  goods  are,  of  course,  the  proper  thing. 

In  some  quarters  there  is  a  growing  demand  for  self- 
striped  blues,  blacks  and  greens,  and  the  lighter  weight 
goods  seem  to  have  also  found  favor  with  the  ladies' 
tailor,  judging  from  the  business  moving  in  that  direction. 

Clothing  manufacturers  report  a  brisk  placing  season, 
with  favor  still  clinging  to  novelty  styles.  Referring  to 
the  Northwest  trade,  not  a  few  wholesale  outfitters  re- 
gard with  some  anxiety  the  recent  unfavorable  weather. 
Should  it  seriously  affect  crops,  they  claim  that  the 
growth  of  business  in  that  field  would  receive  a  setback 
of  serious  significance  to  the  eastern  houses  who  have  been 
devoting  particular  attention  to  it. 

While  it  is  found  that  there  has  been  a  remarkable  de- 
velopment in  the  mail  order  business  of  woolen  houses, 
the  fact  is  attributed  not  so  much  to  a  tendency  to  buy 
in  small  quantities,  as  to  the  hustle  which  all  of  the 
houses  are  putting  up  by  submitting  samples. 

Importers  of  woolens  state  that  they  find  prices  are 
advancing.  This  is  due  in  some  measure  to  the  firming 
tendency  of  wool.  Stocks  are  low,  and  a  general  trend 
towards  revival  of  trade  is  creating  conditions  which  are 
decidedh'  welcome  to  the  manufaiturer. 


Good  Hat  Business 

With  the  approach  of  the  straw  season,  it  would  ap- 
pear, from  orders  that  are  being  booivcd  by  large  retailers, 
that  it  is  going  to  be  a  particularly  strong  panama  Sum- 
mer. Shapes  are  smaller  than  usual,  with  brims  snap- 
pier and  crowns  somewhat  on  the  styl^  of  the  popular 
soft  hats  that  are  now  the  vogue.  The  very  unfavorable 
weather  has  kept  Summer  lines  pretty  much  to  the  pack- 
ing case,  although  there  does  not  appear  to  be  any  great 
complaint  on  that  score  as  it  only  prolongs  the  business 
in  soft  hats.  The  weather  is  in  fact,  regarded  by  many 
retailers  as  being  directly  responsible  for  good  returns  on 
early  .Spring  lines,  and  they  see  no  reason  why  they 
should  worry  over  the  postponement  of  comfortable 
bleachers  weather. 

Fall  lines  are  showing  no  marked  changes  as  compared 
v/ith  present  day  shapes.  In  stif!  hats  the  brim  will  have 
more  curl  to  it,  and  a  tapered  crown  is  spoken  of,  though 
it  is  not  likely  that  the  fullness  of  present  styles  will  be 
aflected  to  any  great  extent.  It  is  in  Spring  and  Summer 
lines  that  striking  transitions  occur.  Here  and  there  one 
bears  of  some  little  difficulty  in  securing  shipments  of 
American  goods  on  account  oJ  the  hatters'  strike,  but 
nothing  of  serious  proportions  has  yet  been  experienced. 

There  has  been  some  tendency  apparent  on  the  part  of 
the  retail  merchants  within  the  past  few  years  to  display 
straw  hats  altogether  too  early  in  the  season,  thereby 
very  materially  affecting  the  sale  of  all  kinds  of  felt  hats. 
It  appears  reasonable  to  assume  that  just  as  many  straw- 
hats  will  be  sold  by  holding  off  till  the  end  of  the  month 
thus  giving  the  merchant  a  nnich  better  opportunity  to 
reduce  his  stock  of  felt  hats. 

As  far  as  styles  are  concerned  there  is  a  tendency  for 
softi  shapes  in  straw  hats  while  the  men's  boater  will  not 
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F  i  rs  t  — Appea  ra  n  ce 

Second —  Wearing  Quality 

Third — Style 

Fourth — Fit 

Fifth — Perspiration  ProoJ 

Sixth — Profit  Yielding 

These  are  the  logical  reasons  we  give  you 
for  consideration  in  connection  with  the 

WATERPROOF 

XYLONITE-LINEN 

(PRONOUNCED    ZY-LO-NITE) 

INTERLINED 

Collars  and  Cuffs 

MADE  IN  ENGLAND 

They  have  every  other  make  of  waterproof 
collar  beaten  to  a  standstill,  because  the  above 
reasons  are  borne  out  by  facts. 

They  have  Appearmue — because  they 
look  like   Linen. 

They  have  Wearing  Quality — because 
they  are  doubly  thick  at  button-holes. 

They  have  Style — because  they  are  made 
in  up-to-date  shapes. 

They  have  Fit — because  they  are  cut 
absolutely  scientifically. 

They  are  Perspiratio?i  Proof — because 
they  will  not  wilt  in  hottest  weather. 

And,  last  but  not  least,  they  yield  you 
more  percentage  of  profit  than  any 
other  make  on  the  market. 

A  large  stock  is  kept  on  hand  in  the 
following  cities,  and  requests  for  further 
information      arc     earnestly     solicited: 

GEO.  RIDOUT  &  CO. 

TORONTO 

Canadian    Selling  Agents 


77  York  Street  123  Coristine  Building 

Phone  Main  3003  Phone  Main  3921 

TORONTO  MONTREAL 


56  Albert  Street 

Phone  Main  3864 

WINNIPEG 


lie  neglected  by  a  certain  class  of  trade.  The  split  will 
be  very  much  in  evidence  among  the  popular  trade  as 
usual,  while  the  demand  for  sennits  will  remain  about  the 
same  as  during  the  past  few  years.  There  is  a  tendency 
towards  smaller  shapes  for  men's  boaters  notwithstand- 
ing the  fact  that  wide  brims  and  low  crowns  are  to  the 
fore  in  New  York. 

There  is  without  doubt  going  to  be  a  brisk  demand 
for  Panama  hats  during  the  coming  season.  One  of  the 
reasons  for  this  is  that  trade  conditions  have  improved 
wonderfully  and  also,  the  tightness  of  money  is  not  so 
severe.  All  styles  will  be  worn  from  the  small  neat 
l)anama  to  the  large  rakish  effect. 

The  cloth  cap  trade  has  little  complaint  to  make  with 
reference  to  Fall  business.  If  there  is  one  fault  emphasiz- 
ed more  than  another  by  manufacturers  in  speaking  of 
the  retail  demand  it  is  that  cheap  lines  are,  in  many 
quarters,  too  well  patronized.  Particularly  does  this  ap- 
ply, it  is  stated,  to  dry  goods  stores  in  the 
small  centres  of  population.  It  is  difficult  to 
interest  them  in  the  fairly  high  priced  articles.  It  is 
pointed  out,  however,  that  the  latter  is  carried  extensively 
by  the  large  department  stores  of  the  cities,  and  given 
prominent  place  in  mail  order  catalogues.  Thus  it  is 
that  the  local  merchant  runs  the  risk  of  losing  what 
t,u!3iness  his  district  may  be  in  a  position  to  grant.  In 
these  days  when  the  country  merchant  is  very  often  able 
to  say  that  he  can  beat  the  department  store  at  his  own 
game  by  giving  as  good  goods  at  as  reasonable  prices,  it 
does  seem  remarkable  that  cloth  caps  have,  in  many 
places,  not  been  given  the  consideration  they  deserve. 
With  the  skill  that  is  being  concentrated  in  the  produc- 
tion of  caps  in  Canada  to-day,  no  merchant  can  well  af- 
ford to  overlook  the  sales  possibilities  of  lines  which  are 
certainly  up  to  the  minute  in  style  and  finish. 

Among  the  new  ideas  that  are  being  worked  out  in 
caps  is  one  which  takes  the  shape  of  a  protector  of  elas- 
tic web  lined  with  felt.  In  mild  weather  this  is  folded 
inside  the  cap,  but  for  wintry  blasts  the  band  may  be  ad- 
justed over  the  ears  and  neck  and  the  elastic  gives  it.  ex- 
ceptionally good  hugging  qualities — something  that  the  old 
style  fur  contrivances  very  often  lacked. 


Coll 


ars  an 


dT 


les 


Buyers  state  that  while  stripes  and  a  great  variety  of 
colorings  will  be  evident  in  ties  for  next  Fall,  they  are 
giving  careful  consideration  to  the  fact  that  there  is  a 
growing  conservatism  on  the  color  question.  Plain  colors 
with  self  stripes,  they  predict,  will  be  good.  Houses 
which  have  developed  their  stocks  along  English  lines  are 
still  showing  knitted  neckwear  and  very  striking  effects  in 
stripes  in  silk  goods  are  shown.  Novelties  for  the  Sum- 
mer are  making  their  appearance.  Tics  in  bandanna  silk 
with  handkerchiefs  bordered  to  match  and  like  combina- 
tions arc  shown  by  some  of  the  houses  which  never  get  a 
great  distance  away  from  the  run  of  fanciful  and  tempor- 
vA'Wv  profitable  notions. 

The  folder  with  the  close  front  is  the  collar  which  is 
among  the  first  to  be  spoken  of  in  the  men's  furnishing 
department.  It  has  now  been  developed  in  a  variety  of 
shapes — same  with  low  back  and  elongated  front  and 
others  with  uniform  depth  for  the  entire  circumference — 
but  practically  meeting  in  front.  There  are  of  course, 
Tnodifications  all  tending  to  less  severity  on  that  particu- 
lar point,  and  representing  some  concessions  on  behalf  of 
the  necktie.  The  widths  of  the  latter  however  still  run 
from  1|  in.  to  2J  in. 

The  reluctance  of  warm  weather  has  improved  busi- 
ness  in  gloves.    Although   tan   Capes  have   had   the  lead, 
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NlMflR A  NECKWEAR  C?  LiMiTEiv 

M/IKERJ    OF 


,»%l''  J*- 


AM  ERICi^N  J;TYLE^ 
OF  NECKWB^IIV 


I  DOMINION  SUSPEKDER  CO.  ! 


tUAH.l£rtJt''^'<atr 


^U^PENDERJ 

GiMtR/IMTCED 
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The  Chief  Desire  of  a  Workman 

is  to  get  the  very  best  value  for  his  money.  He  s  got  to  have  a  hundred  cents' 
value  for  ev'ery  dollar  in  order  to  make  ends  meet. 

When  he  comes  to  you  for  a  working  shirt,  you  can  clinch  his  future  trade  by 
supplying  him  with  a  "Kosmo  King"  Shirt. 

Strength,  generous  size,  fit  and  real  finisii  characterize  every  "Kosmo  King" 
Shirt.  Seams  are  double  stitched  ;  edges  are  double  folded  and  cannot  ravel  ; 
buttonholes  are  bar-tacked  and  cannot  break  ;  cuff  vents  made  with  continuous 
facing,  cannot  rip  ;  each  shirt  has  two  military  style  flapped  pockets,  adjustable 
in  carrying  capacity. 

A  comparison  will  convince  you  that  there  is  no  working  shirt  on  the  market  equal 
in  value  to  the  "Kosmo  King"  as  a  bringerand  keeper  of  the  workingman's  trade. 


WHITE,  Limited 


Manufacturers  of  Heax'v  Clothing;  Overalls,  Boys'  Knickers,  LuDibernien's, 
Rail  rodders'  and  Miiiers   Supplies 

226-228-230  Albert  Street         :::::::  Ottawa,  Ontario 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Rainproof  purposes. 


/^eg?TraoeMari^ 


PROOFED  BY 

Fac-simile  of  Stamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Rainproof  proper- 
ties but  also  of  the  quality  of  the 
material. 

Buyers   of    Rainproof*  should   ask 
for  those  proofed  by 


The    * 


# 


( Copyright) 


DUST-PROOF 

as  well  as 

RAIN-PROOF 


Proofers  to  the  Trade,  BRADFORD,  YKS. 
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there  has  heen  a  sliglit  demand  for  olives  t)olh  in  suede 
and  Klace.  Et!;g  shades  have  also  done  fairly  well.  Large 
city  stores,  specializing  in  auto  goods,  are  showing  a 
preat  variety  of  leather  gauntlets  and  gloves  suitable  to 
the  stylish  wear  and  strenuous  tear  of  that  form  of 
sDort. 

•*• 

Market  for  Ready-made  Clothing 

The  following  lonsular  report  with  reference  to  pos- 
sibilities for  development  of  trade  in  ready-made  clothing 
for  men  and  hoys  in  the  Dominican  Kepublic  will  undoubt- 
edly be  of  interest    to   Canadian   clothing   manufacturers  : 

"The  well-to-do  wear  tailor-made  clothing  and  the 
poorer  classes  have  their  clothes  made  at  home  or  by  a 
seamstress.  The  Dominican,  as  a  rule,  is  well  dressed. 
For  the  daytime,  two-piece  suits  of  linen  or  cotton  cloth 
are  worn.  These  are  \vhit(-,  linen  color,  or  of  light-color- 
ed checks  and  stripes  of  wash  fabrics.  Made-to-order  suits 
of  this  class  cost  %1  to  %\'}.  In  the  evening,  dark  cassi- 
meres  of  light  and  medium  weight  are  worn.  These  cost 
$20  to  $10  per  suit,  made  to  order. 

"Practically  all  materials  for  men's  and  boys'  cloth- 
ing are  imported  from  England.  All-wool  cloths  pay  a 
duty  of  71  cents  to  $1.50  per  yard  and  the  wash  fabrics 
8  cents  to  30  cents  per  yard. 

"Laborers  and  country  people  wear  clothing  of  brown 
drill  or  blue  denim,  made  up  in  a  manner  similar  to  the 
American  overall  suit.  These  materials  cost  locally  from 
25  to  10  cents  per  yard,  which  makes  a  suit  cost  $2  to 
$3. 

"It  would  seem  that  cheaper  grades  of  ready-made 
clothing  could  be  sold  in  this  coimtry  to  advantage. 
Light-weight  cassimere  and  serge  two-piece  suits  which 
can  be  bought  in  the  United  States  for  $6  to  $10  would 
pay  a  duty  of  $2.22  and  could  be  retailed  here  at  $12  to 
$15  per  suit.  Cotton  duck  and  drill  garments  pay  a  duty 
of  $11.07  per  dozen  two-piece  suits.  If  these  could  be 
bought  in  the  United  States  so  as  to  retail  here  at  $5  to 
$6  per  suit,  there  would  be  a  ready  sale. 


Eclipse  Cloak  Co.  Moves. 


The  Eclipse  Cloak  Co.,  Montreal,  are  now  located  at 
323  St.  James  St.  The  firm  is  composed  of  M.  L. 
Schloman  and  H.  Schloman.  The  former  was  a  member 
of  the  Empire  Manufacturing  Co.,  and  The  Eclipse  Cloak 
Co.,  started  last  February,  occupied  their  old  premises  at 
8  Beaver  Hall  Hill.  H.  Schloman  represents  the  Eclipse 
Cloak  Co., 'in  Ontario,  H.  Dorman,  in  the  Western  Prov- 
inces and  A.  Rabonovitch  in  the  Maritime   Provinces. 


Sixty  Years  in  Business. 


The  firm  of  R.  Seath  and  Sons,  merchant  tailors,  at 
213  Notre  Dame  Street  West,  Montreal,  is  commencing 
its  jubilee  year,  the  business  having  been  originally  es- 
tablished in  March,  1850.  At  the  time  of  the  firm's  in- 
ception t.he  western  side  of  McGill  street  was  monopoliz- 
ed by  the  tailoring  and  clothing  establishments. 

The  first  move  of  the  firm  of  R.  Seath  and  Sons  was 
to  the  building  now  occupied  by  the  Albion  Hotel.  In 
the  "sixties"  the  business  was  moved  to  No.  10  St. 
Joseph  Street,  and  on  March  1,  1874,  the  firm,  moved  to 
its  present  premises.  The  premises  cover  ground  where 
years  ago  the  west  wall  of  the  city  stood. 

The  present  head  of  the  firm  is  Mr.  William  Seath, 
well  known  as  treasurer  of  St.  Andrew's  Society,  past 
president  of  the  Montreal  Caledonian  Society  and  the 
Montreal  Merchant  Tailors'  Association. 


Straw  Hat  Time 

Is  Coming 

Our  stock  comprises  all 

wanted  lines  in 
Sailors,  Panamas,  etc.,  etc. 

Get  one  of  our 

Novelty  Trooper  Straw  Hats  in 
Green    Straw   and  Natural  Straw 
Green  Band 

Cap  Department 

Prompt  deliveries  of  desirable  shapes 

in 

Golf,  Motor,  Varsity  and  Scotch  Caps 

Ready  to  fill  your  needs  in 
Linen  Hats  Textile  Hats 

White  Duck  Hats  Crash   Hats 

and 
Novelties  in  Land  and  Water  Hats 

f  White  and  ColoisJ 

Your  orders  solicited  for  an\  o'( 
above  lines 

Fall  1909 

Our    travellers    are    still    showing    our 

Fall  1909  Samples  of  Furs, 

Hats  and  Caps 

Have  yoH  seen  our  range  ? 


Swift,  Copland  &  Co., 

Limited 

525   St.    Paul    Street 
MONTREAL 
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REID   &    PORTER 

Manufacturers'  Agents 

230  McGill  St.  :  Montreal 

HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


AGENTS    FOR 

(i^a%tm?r  Irntlin  PIM  BROS.  &  CO. 

<C>0«B<C>  DUBLIN 

SUSPENDERS 


BRETCLLES   INSEPARABLES 


PARiS         NEW    YORK         PHILADCLPHIil 


Irish  Poplin  Silks  and 

Neckwear 


Judg-ing-  by  the  orowth  of  our 
business   with   our   customers 


PEERLESS 

OVERALLS 

HAVE  MADE  GOOD 

Will  vou  investigate  the  line? 


Peerless  Overall  Co. 


Rock  Island,  Que. 


•••l-H-fH 


J. 

i 

T 
t 


t 


jiih. 

^ 

A  GUARANTEE  OF 

BEST  VALUE 

It        .=s;, 

y 

r^'^"^  m 

iUkMf 

ildiiS 

x/ 

\^ 

MAOe  IN    CANADA 

THtBERLIN^SUSPENDER 
BUTTON  CO. 

■  T.iTi.T.iT., 


It's  Only  Worth  While 
to  Sell  the  Best  Gloves 


Selling  inferior  g-loves  at  bargain  rates  may  seem 
all  right  at  the  time — but  the  after  effects  are 
exceedingly  unpleasant.  Think  of  your  reputa- 
tion. Every  pair  of  gloves  that  doesn't  satify 
your  customer — no  matter  u^hat  the  price — injures 
your  prestige.  But  you  can  assure  yourself  of  a 
brisk  glove  business  that  will  add  to  your  prestige 
by  specializing  on 

IMPERIAL     GLOVES 

Every  pair  is  guaranteed  to  be  the  acme  of  excel- 
lence in  fit,  wear,  quality,  strength  and  appearance. 

Write    Us   To-day  for  Prices. 


Imperial  Glove  Co.,  Limited 

Dundas  :  :  Ontario 

Manufacturers   of  especially  good  Gloves  and   Mittens  for 
Farmers,  Railroadmen,  Drivers,  Hunters  and  Automobilists. 


GLOBE  SUSPENDERS 

Cover  Every  Suspender  Want 

Our  Men's  Furnisher  Department  is  now  showing 

some  specially  attractive  lines 

in 

MEN'S  NECKWEAR  and  SHIRTS 

Our  salesmen  cover  all  Canada 

Globe  Suspender  Co. 

ROCK  ISLAND  -  -  QUEBEC 


If  your  busmess  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Revievs^  each  month.  Price  $2  per  year.  Send 
your  order  now^.  Dry  Goods  Reviev^  Subscription  Department,  1 0 
Front  Street  East,  Toronto. 
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Campbell  Special  Order 
Clothing    is  the    pro- 
fitable   and  economical 
way   of  selling   Clothing 


No  Bad  Stock 


No  Capital  Invested 


YO  U and  the 

Campbell 
SpecialOrder 


Analyze   the    Career     of    Any    Great 
Merchant. 

Prominent  among  the  causes  of  his 
success  you  will  find  ability  to  seize  and 
turn  to  his  own  work  "outside  forces. " 

Campbell  Special  Order  Clothing  is  a 
Real  Trade  Impetus. 

Ask  any  merchant  who  sells  Campbell 
Special  Order  Clothing. 

You  yourself  must  determine  whether 

you  will  have  the  Campbell  franchise 

in  your  town. 

Campbell  Special  Order  Clothing  is  splendid  co-operation, 
but  a  hard  competitor. 

Some  men  insist  on  made-to-measure  clothing.     You  can 
sell  them  Campbell  Special  Order  Clothing. 

Campbell    Clothing   is    known     for    its   style,    fit,    finish 
and  materials. 


The  Campbell 

Mfg.   Co.,    Limited 


23  Cote  Street 


Montreal 


You  Can  Sell  Arlington 
Waterproof  Collars 

all  the  year  around  and  with  in- 
creasing abundance  each  week. 
Arlington  Collars  are  far  different 
from  ordinary  "rubber"  collars. 
They  have  a  freshness  of  style,  a 
perfection  of  fit  and  a  linen-like 
appearance  that  meets  with  the  ap- 
proval and  opens  the  purses  of 
particular  men.  Moreover,  thoy 
have  wearing  qualities  and  are  un- 
equalled by  any  similar  article  on 
the  market. 

Don't  run  away  with  the  idea 
that  waterproof  collars  are  slow 
sellers — a  window  and  counter  dis- 
play of  the  Arlington  Brand  will 
convince  you  that  they  can  be  made 
a  fast-moving,  profitable  line. 

Try  it !  Order  a  few  dozen 
Arlington  Collars  through  your 
jobber  and  then  watch  results. 

Besides  Arlington  Collars  we 
manufacture  Arlington  Collar  Sup- 
ports, Dressing  Combs,  Fine  Combs, 
Martingale  Rings,  Harness  Loops, 
etc. 

The  Arlington  Company 
of  Canada  Limited 


54-64  Fraser  Ave. 

Eastern 
J.  A.  Chaniler  &  Co. 
Toronto. 


Representatives 


Toronto 

Western 

Duncan  Bell  &  Co. 

Mo  treal. 
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The    Retail    Merchant    and    Newspaper    Advertising 

In  a  Manner  the  Advertising  Section  of  a  Paper  is  a  Department  of 
the  Retail  Stores  —  The  PubHsher  Co-operates  With  the  Advertiser. 


AXEWSPAPER  is  first  of  all  a  purveyor  of  news, 
and  secoiidly  a  medium  for  guiding  and  educat- 
ing public  opinion.  Its  news  is  divided  into 
that  which  is  paid  for  by  the  newspaper,  such 
as  local,  telegrapli,  or  cable  news;  and  that  which  is  paid 
for  by  the  one  wishing  to  disseminate  certain  facts  or  in- 
formation. This  part  of  the  news  is  termed  the  adver- 
tising section. 

The  first  duty  of  a  newspaper  is  to  be  accurate  and 
complete  in  its  news  I'eports,  and  if  this  is  attained,  it 
follows  it  will  be  impartial  and  hones'l  in  its  cdilnrial 
statements. 

In  guiding  public  opinion  its  news  colinnns  are  im- 
])ortant  aids,  as  the  public  are  influenced  largely  by  the 
character  of  the  news  it  reads;  and  here  is  "where  news- 
l^apers  begin  to  be  divided  into  two  classes — each  class 
having  sub-divisions. 

Practically  all  newspapers  claim  to  be  family  news- 
papers, but  few  really  merit  such  a  worthy  title.  Most 
newspapers,  theoretically,  claim  to  publish  all  the  news — 
good  or  bad,  believing — theoretically — that  the  horrors  of 
a  murder,  the  slime  of  a  divorce  case,  and  other  question- 
able items,  arouse  the  best  elements  of  a  community  to 
remedy  such  a  state  of  affairs  by  the  force  of  pub'ic 
opinion;  and  also  that  publicity  is  one  of  the  best  punish- 
ments for  such   a  wrong. 

Exclude  Questionable  Matter 

Though  there  is  much  to  be  said  for  such  a  position, 
it  does  not  satisfy  the  real  backbone  of  the  social  organ- 
ization, viz.,  the  thoughtful  mam  with  a  growing  family. 
He  wishes  to  keep  the  sordid  and  sinful  from  the  knowl- 
edge of  his  children  as  long  as  possible,  and  newspapers 
are  more  and  more  trying  to  meet  this  demand.  A  news- 
paper of  this  type  has  a  printed  instructiim  i)asted  on 
the  news  editor's  desk,  reading: 

"All  news  items  of  a  (pu'stionable  char- 
acter for  family  reading  should  be  rigidly 
excluded." 

This  policy  being  right  from  an  ethical  standpoint  is 
also  right  from  a  business  point  of  view,  as  will  he  evi- 
denced by  a  constantly  growing  circulation  and  influence. 

The  principal  educating  a,nd  guiding  of  public  opin- 
ion in  a  newspaper  is  done  in  its  editorial  columns;  and 
though  the  information  and  opinions  expressed  therein 
are  written  by  one  man,  they  are  the  product  of  the  study 
of  many  men's  opinions,  with  the  sole  desire  to  extract 
the  truth  for  the  benefit  of  that  newspaper's  rea,ders.  The 
nearer  the  absolute  truth  is  stated — the  greater  is  that 
newspaper's  power — for  truth  is  mighty  and  will  pre- 
vail. ^ 

Responsibility  of  Editorial  Columns 

In  the  sub-division  of  labor  in  this  complex  civiliza-  . 
tion  the  great  majority  of  busy  people  have  little  or  no 
time  to  think  on  many  subjects  that  influence  their  lives, 
and  have  formed  the  habit  of  relying  on  the  editorial 
columns  of  the  newspapers  to  give  them  at  least  the  first 
rough  draft  of  what  they  should  think.  The  newspaper,  ■ 
therefore,  is  under  a  grave  responsibility  to  the  com- 
munity,  and   this  responsibility  is  recognized   and   lived' 


up  to  by  all  the  high-class  newspapers — sometimes,  as 
happened  recently  in  Ottawa,  with  great  financial  loss  to 
itself. 

A  news23aper.  though  controlled  l)y  a  small  number  of 
individuals,  is  largely  a  co-operative  business  for  the  re- 
duction of  costs  and  enlargement  of  service.  It  is  an  a,s- 
sociation  of  readers  and  advertisers  for  their  mutual  bene- 
fit. The  newspaper  company  is  the  organization  that  as- 
sembles and  holds  together  those  thousands  of  individuals, 
and  in  doing  this  the  capital  invested  expects  a  fair  re- 
turn for  the  benefit  accruing'  Id  the  cninniunily  tlinnigh 
its  labors. 

No  reader  or  subscriber  ever  begrudges  the  subsci'ip- 
tinn  price.  They  all  I'ecognize  the  value  i-eceived  is  in- 
tinit(dy  greater  than  the  mie  or  two  cents  they  pay  for  it. 
The  advertiser,  however,  is  different.  ConstitutionaJly  and 
by  training  he  is  opposed  to  payi-ng  the  rate  asked — it 
nnikes  little  difference  whether  the  rate  is  a  very  low  one 
for  service  rendered  or  not.  He  objects.  That  is,  the 
majority  of  local  advertisers  do.  The  foreign  or  general 
advertiser  is  usually  an  expert  in  a,dvertising  value,  and 
knows  the  rate  that  should  prevail  for  circulation  offer- 
ed. He  is  dealing  with  hundreds,  perhaps  tliousands,  of 
newspapers  throughout  the  country  and  therefore  is  in  a 
position  to  know  a  fair  rate  when  he  sees  it.  On  the 
other  hand,  the  local  advertiser,  with  a  few  exceptions, 
has  made  no  particular  study  of  advertising,  frequently 
looking  upon  it  as  an  nnnecessary  expense.  Even  those 
merchants  who  value  advertising  have  little  idea  what 
makes  the  vajue — hence  the  objection  to  any  or  all  rates 
asked. 

Should  be  Co-operation 

In  a  manner  the  advertising  section  of  a  newspaper  is 
a  department  of  the  retail  stores.  The  advertiser  wishes 
a,ccess  to  as  many  homes  as  possible,  and  in  furtherance  of 
this  desire,  the  publisher's  constant  aim  is  to  increase  his 
cirr-ulation.  In  this  way,  he  co-operates  with  the  adver- 
tiser. It  costs  money  to  get  circulation,  and  more  money 
to  hold  it — all  of  which  adds  to  the  cost  of  producing  ad- 
vertising— yet  many  thoughtless  advertisers  think  they 
should  get  a,ll  newspaper  space  for  the  same  price,  irre- 
spective of  whether  one  paper  has  thousands  more  homes 
on  its  subscription  lists  than  another,  or  not.  This  at- 
titude is  wrong,  and  if  persisted  in  would  defeat  the  object 
of  the  advertiser,  in  that  it  would  encourage  the  pub- 
lisher from  spending  money  to  get  and  keep  new  homes 
on  his  subscription  list.  This  frame  of  mind  arises  usual- 
ly from  la,ck  of  knowledge  of  what  is  advertising,  due 
to  the  very  casual  thought  given  to  it  by  many  local  ad- 
vertisers. 

Instead  of  this  semi-antagonism  between  the  adver- 
tising departments  of  a  newspaper  and  a  retail  store 
there  should  be  a  very  sympathetic  co-operation  to 
get  the  best  results.  Indeed,  the  publisher  has  a 
better  case  than  other  dei)artmental  managers,  in 
that  he  spends  his  money  before  asking  for  an  increase, 
while  the  merchant  has  to  increase  his  expenses  as  his 
sales  increase.  If  all  merchants  understood  this  side  of 
their  business  there  would  be  an  appreciable  increase  in 
h'.,.rmony  of  relations  between  merchant  and  publisher 
when  advertising  contracts  are  up  for  renewal. 


DRY    GOODS     REVIEW 


133 


Working  and  Negligee  Shirts 

"Ciooil"  as  DKACON  Shirts  lia\o   hccu   in   tlio  past,  wo  Impe  to  mako  llifiii  niiR-h  l)otti.'r  in  llu'  liitufc. 

Oiii-  Shirts  an-  made  of"  specially  created  fabrics— of  the  l^est  wearing-  qtiahties. 

Ever\  Shirt  IVill  size,  perfect  fitting-,  re-enforced  at  straining  points. 

Best  selling  Shirt  on  the  market. 

Send  for  samples. 


The  Deacon  Shirt  Company 


Belleville,  Ontario 


OVER    ALL    OTHER    OVERALLS 


Our  Engineers' 

Overalls 

Better  Made 

Better  Value 

More  to  Them 


Le^  us  have  your  judgnicut 
A   sample  upon   request. 

Warwick  Overall  Co. 

WARWICK,  QUE. 


Wreyford    &    Co. 

TORONTO 

WHOLESALE  MEN'S  FURNISHERS 

Sole  Agents  in  Dominion  for: 

Young  &  Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 

Gowns.    Best  selection  Flannel  Shirts  in  Canada. 

THE  NEW  VESTS  have  military  edging. 

FACTORIES:  London  and  Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


Cellular  AERTEX  Underwear 

United  Garmenti  and  2-piece. 
All  weights  and  sizes  now  in  stock. 


New  Foulard  Neckwear 

8  shades— open  end,  $3.50  per  dozen. 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  s>tyle  shown  this  season. 
See  it  before  placing  Fall  order. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


Persons  writing  adver- 
tisers will  kindly  mention 
having  seen  their  ad. 
in   this   paper. 


BE  A  SALESMAN 

We  will  teach  you  to  be  an  Expert  Salesman  in  eight 
weeks  by  mail,  and  assist  you  to  secure  a  position  wiih 
a  reliable  firm.    Through  our 

Free  Employment  Bureau 

the  largest  of  its  kind  in  the  world,  we  have  placed  hundreds 
of  our  Graduates  in  good  paying  positions,  and  always  have 
scores  of  good  openings.     Traveling  Salesmen  earn  from 
$1,000  to  $10,000  a  year  and  expenses.  If  you  want  to  make 

big  money,  fill  out  and  mail  the  attached  coupon  today  for 

our  free  book  "A  Knight  of    the  Grip,"    Address  our 

nearest  office. 

Dept.  313  National  Salesman's  Training  Association 
New  York        Chicago        San  Francisco 
Kansas  City        Minneapolis 
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Linoleums 
Cork  Carpets 
Floor  Oil  Cloths 
Table  Oil  Cloths 


MADE  BY  CANADIANS 

MADE   FOR    CANADIANS 

MADE   TO    SUIT    CANADIANS 


Designs 

Quality   Are  Right 

Prices 

Handled  by  All  The  Wholesale   Dry  Goods   Trade 


XT/^T^T?  •     ^^  have  recently  issued  a  catalogue  showing  a  fair  assortment    of   designs    in 

^  ^^  X  -L/ .     Linoleums  and  Floor  Oil  Cloths  in  their  actual  colors  and   this   has  been   sent 

to  all  dealers  in  Canada  whom  we  thought  might  be    interested    in    these    lines.      If  for   any 

reason  you  have  not  received  one  of  these    catalogues    and    you   are    handling,    or  intend    to 

handle,  Linoleums  and  Oil  Cloths,  one  will  be  sent  on  request. 

Manufactured   By 

The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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A   Good  Example  of  Wall  Paper  Window. 


Furnishings  and  Decorations  for  the  Home 

Prevailing  Preference  is  for  Simplicity  in  House  Decoration  —  Facil- 
ities     for     Demonstration     Important  —  Good    Business    in    Carpets. 


WITH  the  mercury  still  frequenting  low  levels 
and  storms  that  rather  suggested  February 
than  the  month  of  flowers,  housefurnishing 
departments  have  not  experienced  that  degree 
of  activity  which  generally  featurizes  a  seasonable  Spring. 
The  traditions  of  housecleaning  time  have  not  been 
honored  by  the  weather  man.  Nevertheless,  there  is 
sufficient  evidence  on  the  order  books  of  wholesaler  and 
retailer  to  warrant  the  assertion  that  Spring  did  not 
entirely  lose  its  identity. 

"There  never  was  a  time,"  said  the  head  of  a  large 
housefurnishing  department,  "when  the  merchant  could 
find  in  such  a  department  as  this  so  gi'eat  a  volume  of 
opportunities  for  good  business.  Practically  everything 
is  selling.  There  have  been  seasons  in  which  slioppeis 
favored  a  few  outstanding  features  in  house  equipment. 
but  there  is  this  year  a  greater  individuality  than  ever. 
And  out  of  it  all  there  comes  a  remarkable  endorsation 
of  effects  that  suggest  simplicity.  This  is  even  notice- 
able in  the  furniture  department.  You  will  find  that 
the  unassuming  colonial  styles  have  made  a  wonderful 
headway.  There  is  nothing  splashy,  nothing  harsh,  noth- 
ing that  gets  on  one's  nerves. 


An  Example  of  Window  Dressing. 

The  accompanying  cut  illustrative  of  approved  ideas 
in  wall  paper  window  display  is  from  "Gilt  and  Glim- 
mer," issued  monthly  by  Srauntons  Limited.  An  article 
dealing  with  window  dressing,  contains  tiic  following 
suggestions : 

"One  distinctive  color  note  should  be  adopted  for 
each  display.  Never  show  moi'e  than  two  or  three  shades 
at  the  most — the  main  color  and  one  or  two  subsidiary 


complementary  shades.  Avoid  all  appearance  of  striving 
for  an  effect.  The  best  results  will  come  from  a  simple 
direct  appeal  to  the  better  tastes  of  the  people  who  pass 
your  store.  Remember,  always  remember,  that  the  pur- 
pose of  a  window  is  not  simply  to  attract  attention,  but 
to  add  to  your  sales.  If  you  make  a  display  that  is 
confusing — that  lacks  this  desired  charm  of  simplicity — 
you  may  attract  considerable  attention  but  you  certainly 
will  not  make  an  impression  that  will  result  in  increased 
sales,  which  is  what  window  displays  are  meant  to  do." 

+ 

Preference  for  Dainty  Effects. 

Enquiries  among  dealers  in  housefurnishi)igs  proves 
the  correctness  of  the  above  statement.  In  wall  paper 
the  great  demand  is  for  dainty  effects — the  linen  and 
the  matting  designs — while  landscape  friezes  are  certain- 
ly strong  in  favor.  Strong-tempered  effects  have  not  been 
considered  to  any  mentionable  degree. 

While  thei'e  has  been  a  considerable  demand  for  fabric 
curtains,  neither  the  wholesaler  nor  retailer  will  say 
that  lace  curtains  have  suffered  to  any  extent.  There 
has  been  a  steady  development  in  favor  of  Madras  mus- 
lins and  kindred  fabrics  at  a  wide  range  of  prices. 


Revival  in  Old  Country. 

Carpets  have  been  moving  nicely.  Piece  goods  are 
reviving,  the  past  month  having  been  better  in  that 
respect  than  for  some  time  preceding.  Reports  received 
by  wholesale  houses  from  the  Old  Country  would  indicate 
that  in  some  quarters  at  least,  there  has  been  a  marked 
improvement.  Commenting  upon  conditions,  the  Kidder- 
minster Shuttle  recently  stated: 
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The  Buyer  for  a 
Large  Concern  said 


to  our  representative  the  other 
day,  that  the  Brinton  Carpet 
Go's.  Carpets  had  opened  up 
better  than  the  ^oods  lie  had 
imported. 

Which  proves  conckisi\eI\' 
that  now'i  of  our  skill  in  pro- 
ducing" real  carpet  qualit\'  has 
been  lost  in  transferring"  the 
scene  of  our  operations  from 
Kidderminster,  Eng"land,  to 
Peterboro',    Ontario. 

In  Engfland,  Brinton's  Carpets 
have  been  recog'nized  for  \ears 
as  the  best  products  of 
Kidderminster. 

In  Canada,  the  same  hig"hl\ 
skilled  carpet  specialists  in- 
corporate their  accumulated 
experience  into  Carpets  and 
Rug's  that  are  particularly 
adapted  to  the  Canadian  trade. 
Our  lines  are,  Wiltons,  Brus- 
sels and  Reg"ina  Axrninster. 


The  Brinton  Carpet  Co. 
of  Canada,  Limited 


PETERBORO' 


ONTARIO 


SALES  AGENT 

W.  E.  Whiiehead,  28  Wellington  Street  West,  Toronto 
also  Kildare  Irish  Hand  Tutted  Carpets. 


"This  should  be  the  busiest  season  of  the  year  in  the 
carpet  trade.  Some  improvement  has  of  late  been  ex- 
perienced, but  it  cannot  be  said  that  the  trade  is  in  a 
satisfactory  condition.  It  partakes  of  a  slug-gishness 
which  characterizes  the  general  trade  of  the  country. 
The  business  is  unevenly  spread  among  the  manufac- 
turers, for  while  some  are  working-  full  time  "with  some 
pressure  in  departments,  others  complain  of  much  ma- 
chinery being  kept  unemployed.  The  weather  of  late  has 
not  contributed  to  the  buoyancy  of  tlie  trade.  The 
spring  deliveries  have  been  taking  place.  This  has  given 
an  outward  briskness,  for  during  the  last  thirty  full 
working  days  an  average  of  about  24  tons  of  carpets 
and  rugs  per  day  have  been  dispatched  from  Kidder- 
minster. This  represents  a  very  large  output  from  the 
looms. 

"The  details  of  the  export  carpet  trade  for  the  fii'st 
two  month.s  of  the  year  are  not  very  encouraging  read- 
ing and  bear  testimony  to  the  world-wide  depi-ession  in 
general  trade.  There  are  shrinkages  in  most  of  tiie 
foreign  markets,  and  the  colonies  have  not  been  \'ery 
good  customers  to  the  motherland.  The  Argentine  Re- 
public is  (he  only  district  which  shows  a  substantial 
commercial  increase  on  the  same  period  for  last  year. 
Tlie  yardage  of  carpets  exported  during  February  was 
77(1,900,  and  for  the  two  months  1.410  600.  The  value 
of  carpet  sent  abroad  w'as:  For  February,  £94,60.3,  and 
foi'  the  two  months,  £172,.S12.  The  falling  away  in 
colonial  and  foreign  carpets  is  as  conspicuous  as  in  the 
English   trade." 

Active  Shade  Cloth  Trade. 

Manufacturers  report  an  increased  demand  for  sliade 
cloths  during  the  present  season.  This  is  owing  to  the 
irregular  sized  Avindows  in  many  houses  of  recent  con- 
struction. A  merchant  naturally  finds  it  more  satisfac- 
tory to  sell  the  shade  cloth  and  rollers  separately,  than 
to  attempt  to  carry  a  stock  of  odd  sizes  in  window  shades. 
As  a  rule,  shade  cloth  sold  in  this  way  is  of  better  qual- 
ity, and  gives  more  satisfaction.  Furthermore,  it  pays 
I  he  merchant  a  better  profit,  so  this  development  is  en- 
couraging. The  length  of  rollers  can  easily  be  ad.justed 
to  (he  required  size,  and  there  is  no  difficulty  in  putting 
(lie   slinde   on    the    roller. 

fn  ordei-  to  get  (h(>  real  heneRt  of  trade  (his  month, 
show  cards  should  be  used  in  llu^  windows  or  depart- 
ment, calling  attention  to  window  shades.  Many  mer- 
chants \\R\i'  made  a  success  of  the  window  shade  depart- 
ment- by  installing  fixtures  for  displaying  shades,  which 
manufacturers  of  window  shades  can  supply. 


Linoleums  and  Oilcloths. 

Oilcloths  and  linoleums  have  done  well  during  the 
past  month.  It  is  yet  a  trifle  early  for  mattings,  but 
supply  houses  slate  thai  the  movement  has  begun  and 
that,  particu'arly  in  centres  where  there  is  any  kind  of 
Summer  resort  trafflc,  retai'ers  are  showing  a  healthy 
inclination  to  be  prepared. 

Discussing  the  possibilities  of  linoleum,  a  merchanl 
stated  he  had  found  his  sales  had  been  improved  some- 
what through  the  medium  of  a  sugijestion  apartment  in 
which  he  gave  the  customer  the  benefit  of  practical  illus- 
tration. Particularly  had  it  been  useful  in  demonstra- 
ting hardwood  floor  effects.  A  perfectly  laid  floor  cover- 
ed with  a  rug  so  as  to  leave  a  margin  of  imitation  par- 
quetry was,  he  found,  very  often  a  strong  argument  with 
a  customer  who  did  not  possess  the  real  thing  in  her 
home. 
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Sap's  running 

— the  carpets  are  up 

and  the  smell  of  the  ubiquitous  moth  ball  greets  one's  nostrils. 
'Nuther  words,  'tis  Sprin^^-.  And  so  it  behooves  all  faithful  dry- 
goodsmen  to  push  wall  paper  for  all  there  is  in  it.  There's  a 
lot    in    it,    too — that    is,    if    )Ou    are    lucky    enough     to    be    handling" 

Staunton  Wall   Paper 

Spring"  means  other  things  too,  such  as  finding  how  your  stock 
stands  and  giving'  us  an  opportunity  to  help  you  sort  up  with 
decorative  needfuls.  Send  us  a  postcard  asking  for  free  samples 
from  which  to  make  necessar\-  selections  for  additions  to  stock. 
Uptotheminute    service    on    rush    orders. 

STAUNTONS  LIMITED 

Manufacturers  of  Fine  Wall  Paper 

941  Yonge  Street 

TORONTO,  ONTARIO 

Are  vou  on  the  free  list  for  the  monthly  receipt  of  our  wall  paper  magazine,  "Gilt  and  Glimmer"  ? 
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The   Largest  and  Most  Complete  Stock  of  Carpets  and  House  Furnishings  in  the 

countr)'. 
You  can  have  all  the  advantages  of  this  stock  right  now,  when  you  need  the  goods. 
Our  stock  comprises  desirable  styles  and  qualities  of  all  the  following  lines  : 


Carpets, 

All  kinds  and  qualities. 
The  latest  colorings. 


Carpet  Squares 


All  sizes. 


Oilcloths  and  Linoleums 


all  qualities  and  widths. 


CHINA  &  JAPANESE  MATTINGS 
MATS  (A  large  assortment) 

LACE  CURTAINS 

CURTAIN   NETS  and  MUSLINS 

COMFORTERS  and  BLANKETS 
TABLE  COVERS 


CARPET  SWEEPERS 
STAIR  PADS 

TAPESTRY  CURTAINS 

ART  MUSLINS  and  CRETONNES 

WHITE    and   COLORED  QUILTS 
PILLOWS  and  CUSHIONS 


Visit  our  carpet  department  this  month,  or  let  us  know  your  sorting  wants. 


Greenshields  Limited, 


Montreal 


We  have  just  issued  a  new  Price 
List    of    our    splendid    line    of 

Down,  Cotton  and  Wool 

Comforters,  Pillows, 

Cushions,  Tea  Cosies, 

Muff  Beds,  etc. 

These  goods  are  warranted  free 
from  odor,  dust  or  quills,  and  to 
be  thoroughly  sanitary. 

Travellers  are  now  out  soliciting 
orders  for  Fall  delivery,  with 
samples  that  will  please  you  in 
quality    and    style.      Wait    for 

THEM. 

Place  your  orders  early  and  insure 
prompt  delivery. 


36,37  PEARL  ST 


TORONTO. 


KING'S 


EsUbllahMl  1771 


FAMOUS 


•old  by  leading  Jobbar*. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  at  the  most  reli- 
able and  saleable  shading  made. 

for  Its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 
for  the  money  In  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KIND  &  SON, 

GLASGOW,   SCOTLAND. 


Sole  Sellini^  A(«iit : 


SYDNEY   MOSS, 


Empire  Bldg.,  58  Wellington  St.   W, 
TORONTO 
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The  Moore  Carpet  Company 

Sherbrooke,  Quebec 

Manufacturers  of  High-Grade 

Wilton  and  Brussels  Carpets  and  Ru^s 

We  respectfully  wish  to  announce  to  the  Trade  that  we  have  prepared 

an  unusually  attractive  line  of 

CARPETS  AND  RUGS 

For  the  Fall  Season 

In  order  to  meet  the  constantly  increasing  demand  for 

Carpet  Size  Rugs 

we  have  brought  out  a  large  range  of  Medallion  Designs  in  the  ever 

popular  9  X  12  size. 

All  the  effects  most  admired  in  Oriental  Rugs,  such  as  the 

Kheva,   Bokara,   Sarabend^  Kazak, 
Gorovan,   Kermanshah,   etc. 

have  been  faithfully  reproduced.     We  also  have  a  line  of  conventional 
designs  in  small  effects  which  can  be  had  in  all  sizes. 

Our  popular  "Windsor  Brussels"  will  be  again  on  the  market  and  the 

line  of  patterns  has  been  greatly  strengthened  by 

many  new  and  original  designs. 

"Togo  Bath  Rugs"  in  a  variety  of  designs  and   colorings. 

Our  travellers  will  be  calling  upon  the  trade  in  due  season  and  we  think 
it  will  be  to  your  interest  to  inspect  our  new  offerings  in 
carpets  and  rugs  before  placing  your  Fall  orders. 

The  Moore  Carpet  Company 
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CANADIAN  BUYERS  IN  NEW  YORK 

Will  find  Comfort  and  Convenience  at  the 

Hotel  Alabama 

AND 

The  Van  Rensselaer 

13-19  E.  Eleventh  St.  near  5th  Ave. 


In  the  verv  heart  of  the  WHOLE- 
SALE DRY  GOODS  DISTRICT.     Ac- 

cessihle  to  all  THEATRES  and 
Places  of  Amusement.  Every- 
thhiif  for  \ou\-  comfort  and  con- 
\  enience  has  been  provided.  We 
desire  your  patronage. 

Single  Rooms  and  Balh  ■  SI. 00  up 
Single  Rooms  and  Balh,  with 

Meals  -  -  •  2.50  up 
Parlor,  Bedroom  and  Bath  -  2,50  up 
Parlor,  Bedroom   and  Bath, 

with  Meals         ■         •       4.00  up 

Best  .\nierican  Plan  Table  in 
New  York 

NO  TIPPING 

HORACE  S.  CHASE 

Write  for   our  Literature  and  Special 
Rates  to  parties  of  two  or  more 


Good  Sales   People 
are  Rare 

You  can  help  your  clerks 

to     become     real     Sales 

People,  if  you  have  them 

read  the 

Dry  Goods  Review 

Regularly 

Start  by  passing  this  issue 
among  your  staff. 

It   will    arouse    their  en- 
thusiasm and  loyalty. 


WindoAV  Shades 
and  Shade  Cloths 

Curtain  Poles,  Trimmings 


TRADE 


MARK 


The  lines  of  Dal\-  &  Morin  appeal  to  the  bu)er  of  hinisefurnishiii^'-s  because 
the\'  combine  beauty,  durabilit\-  and  satisfaction. 

The\-  come  in  styles  to  suit  every  taste.      They  look  better,  wear  better  and 
sell  better  than  the  ordinary  kind. 

READY  TC^  FILL  YOUR   HURRY-UP  WANTS 

SPECIAL  ORDER  DEPARTMENT 

This  department  is  thoroughly  organized  to  fill  customers'  wants  on  very 
short  notice.  Orders  for  shades  of  special  size  or  color  will  be  promptly 
taken  care  of.      Make  use  of  it. 


DALY  &  MORIN 


MONTREAL 
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Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not.necessarily  hold  themselves.responsible. 


THE  MOORE  CARPET  CO. 

The  Muuie  CuipeL  Co.'s  Fall  lines 
are  now  ready,  and  represent  the 
largest  variety  ever  shown  by  the 
carpet  mill  in  Sherbrooke.  They 
draw  |)artic-ular  attention  to  their 
exceptional    line    of    rugs. 


FOR  YOUNG  PEOPLE'S  WEAR. 

The  Home  &  Watts  sample  line  of 
misses'  and  cliildreu's  dresses  and 
suits  is  now  about  complete  and  the 
firm's  travelers  will  start  out  to 
show  them  to  the  trade  on  or  about 
the  tirst  of  May.  This  firm  is  spec- 
ialists on  ju\enile  wear  and  confine 
their  operation^  -olely  to  tiie  manu- 
facturing- of  children's  and  misses' 
garments.  Therefore,  they  mai^e  a 
special  study  of  the  needs  of  this 
growing  and  important  department. 

The  reason,  they  state,  why  tlie 
line  was  not  brought  out  sooner,  is 
because  styles  were  not  sufticientiy 
advanced  to  show  the  new  Fall  gar- 
ments with  any  degree  of  contidence. 
it  must  be  remembered  that  style 
now  plays  as  important  a  part  in 
the  successful  selling  of  garments 
for  small  girls  as  in  those  worn  by 
their  mothers.  The  time  has  now- 
arrived  when  this  ham  can  assure 
the  trade  with  absolute  conhdence 
that  the  models  they  are  showing  are 
absolutely  correct.  If  possible,  more 
care,  time  and  thought  has  been  ex- 
pended upon  its  production  than 
was  put  into  their  most  successful 
line  for  Spring  selling.  The  mater- 
ials have  been  selected  with  the  same 
care  and  besides,  being  of  the  class 
that  the  mother  would  herself  select, 
have  been  carefully  chosen  for  their 
washing  and  wearing  ((ualities. 

Many  little  arrangements  of  but- 
tons and  strings  are  used  that  mean 
valuable  time  saving  on  wash  day, 
and  while  the  prices  are  very  little 
in  advance  of  what  a  woman  would 
pay  for  the  materials  alone,  the  cut, 
workmanship  and  finish  is  such  as 
neither  mother  nor  the  dressmaker 
can  give. 


FANCY    GOODS    FIRM    MOVING. 

Hamtly,  Oakley  &  Wilson,  fancv 
goods  importers  and  dealers  in  art 
needlework,  have  removed  from  8 
Wellington  St.  West,  Toronto,  to 
No.  7'7.  The  move  was  made  in  the 
desire  to  obtain  larger,  more  con- 
venient and  more  modern  premises  in 
which  to  develop  their  growing  bus- 
iness. In  this  branch  of  the  dry 
goods  trade  a  large  development  has 
taken  place  the  past  few  years,  as 
not  only  is  this  department  a  (^row- 
ing one  in  the  stores  that  have  in- 
stalled it,  but  the  majority  of  mer- 
chants are  finding  the  necessity  foi-  a 
department  of  this  class.  The  new 
premises  which  are  just  finished  have 
every  modern  convenience  and  are  be- 
ing specially  fitted  up  for  the  carry- 


ing on  of  tliis  business.  They  are 
spacious,  roomy,  and  well  ligiited, 
and  contain  nuji'c  than  double  the 
area  of  the  old  building.  It  will  be 
remembered  that  this  firm  moved 
into  their  late  building  after  the  big- 
Toronto  fire,  having  bought  out  one 
of  the  firms  which  experienced  a 
total  loss. 


WILL  VISIT   CANADIAN   CITIES. 

(ieo.  O.  Coon,  of  Corliss-Coon  & 
Co.,  Troy,  iS'.Y.,  manufacturers  of 
handmade  linen  collars,  intends  vis- 
iting JVlontreal,  Toronto  and  other 
important  CJanadian  cities  durint;- 
May.  W.  P.  King  &  Son,  71  Vork 
Street,  Toronto  and  511  Coristine 
Bldg.,  Montreal,  are  the  Canadian 
agents  of  this  well-known  manufac- 
turing concern.  Merchants  are  find- 
ing a    splendid     sale  for     this     line. 


GEO.  O.  COON 

Of  the  Corliss-Coon  Co.,  Troy,  N.Y., 

who  will  visit  Canadian  cities 

during  May. 

which  is  one  of  the  leaders  in  Amer- 
ica. 

HANDSOME    LINE    OF    WAISTS. 

One  proof  of  the  broadening  trade 
of  the  Dominion  and  its  growing 
ability  to  buy  high-class  goods,  is 
the  fact  that  such  a  firm  as  Bastin, 
Merryfield  &  Crack nell,  has  appoint- 
ed an  agent  in  Canada  for  the  sale 
of  their  s-oods.  This  firm  are  manu- 
facturers o'f  waists  that  sell  largely 
to  the  West  End  trade  in  London. 
Miss  Cracknell,  the  third  member  of 
the  firm,  has  a  great  reputation  as 
a  successful  and  exceptionally  tal- 
ented designer. 

For  the  American  market  the  ser- 


vices of  an  American  cutter  have 
been  secured,  and  the  waists  shown 
by  this  lirm  in  Canada  are  guaran- 
teed to  conform  to  the  accepted 
standard  on  this  side  of  the  Atlan- 
tic as  to  shaping  and  sizing.  The 
line  is  a  large  and  varied  one  and 
contains  many  lovely  models  that 
show  all  the  newest  trimming 
touches  and  the  latest  advance  com- 
binations and  eilects  in  colors  and 
design  such  as  only  a  designer  in  the 
closest  toucli  with  the  i'aris  mar- 
ket can   produce. 

Beside  waists  this  firm  is  showing 
an  immense  range  of  nets,  gold  and 
silver  and  bead  and  bugle  trimmings, 
jet  ornaments  and  trimmings,  em- 
broidered and  soutached  trimmings 
on  nets,  veilings,  motor  hoods,  etc. 
Walter  Caldecott,  the  Empire  Build- 
ing, Toronto,  is  the  Canadian  agent 
for  this  firm. 


OXFORD    KNITTING    CO.'S    NEW 
FACTORY. 

Work  has  been  started  on  the  new 
buildings  of  the  Oxford  Knitting 
Co.,  Woodstock.  Their  new  factory 
and  storehouse,  when  completed,  will 
be  one  of  the  finest  and  most  up-to- 
date  in  Ontario.  Though  developed 
from  a  small  beginning,  this  con- 
cern  is   making   wonderful   progress. 


TO   MAKE   KNIT     TOP     UNDER- 
SKIRTS. 

McKay  Bros.,  manufacturers' 
agents  and  importers,  have  moved 
from  71  York  St.,  Toronto,  to  122U 
Queen  Street  West.  They  are  now 
completing  preparations  to  manufac- 
ture knit-top  underskirts,  a  line 
which  they  have  been  handling  for 
some  time  and  which  has  taken  ex- 
ceptionally well  with  the  Canadian 
trade. 


GIPE  CASH  AND  PACKAGE  CAR- 
RIERS. 

In  the  modern  dry  goods  store  an 
eflicient  cash  and  parcel  carrier  ser- 
vice is  one  of  the  first  essentials  of 
labor-saving  and,  hence,  profitable 
equipment.  The  question  that  must 
impress  itself  upon  the  merchant 
who  has  not  given  his  store  the  ben- 
efit of  their  equipment,  or  who  finds 
his  present  outfit  deficient  is,  w^here 
is  it  possible  to  obtain  apparatus 
upon  which  one  may  absolutely 
rely  ?  "Gipe"  is  the  answer.  E.  C. 
(lipe  the  inventor  of  cash  and  pack- 
age carriers,  has  devoted  20  years 
to  the  perfection  of  these  adjuncts 
of  store  equipment  and  has  time 
and  again  demonstrated  his  ability 
in  this  line.  Gipe  cash  and  package 
carriers  have  been  installed  by  some 
of  the  largest  retail  stores  in  Eng- 
land, such  as  Harrods,  D.  H.  Evans 
&  Co.,   John     Barker  &  Co.,   J.  R. 
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Roberts  and  many  others.  Many 
progressive  Canadian  merchants  have 
already  adopted  them.  It  is  claimed 
for  "Gipe"  carriers  that  they  are 
the  latest,  swiftest,  strongest,  sim- 
plest and  most  effective  in  the  mar- 
ket to-day.  The  Gipe  Carrier  Co., 
manufacture  level  and  grade  package 
carriers,  level  grade,  curve  and  per- 
pendicular cash  and  message  car- 
riers. The  machines  are  built  in 
Canada.  A  catalogue  may  be  had 
by  addressing  a  card  to  Gipe  Car- 
rier Co.,  9!)  Ontario  St.,  Toronto. 
See  further  description  on   page  38. 

GOOD  FALL  SEASON  IN  PROS- 
PECT. 

Debenhams  (Canada)  Limited,  To- 
ronto, report  that  there  is  a  decided 
change  in  the  outlook  and  that 
everything  indicated  a  good  Fall 
season.  Manufacturers  are  fully  oc- 
cupied, and  at  the  present  time,  de- 
liveries  are   very   much   behind  hand. 


M'his  firm  would  draw  the  attention 
of  the  trade  to  a  new  cloth  taken 
up  for  Fall— Drap-Elegant  "48" 
which  sells  at  23|^.  This  cloth  is 
shrunk  and  unspottable.  One  point 
in  favor  of  this  cloth  is  its  strength 
both  warp  and  weft  being  composed 
of  good  long  stapled  yarns. 

Because  of  the  big  demand  for 
plain  cloths,  this  firm  has  strength- 
ened its  collection  by  the  introduc- 
tion of  a  new  cloth  "Empress." 
This  is  good  value  and  has  been  fav- 
orably received  by  the  wholesale 
tailoring  trade.  The  cloth  is  London 
shrunk,  tailors  well,  is  colored  up 
in  smart  up-to-date  shades,  and  is 
of  moderate   price. 

The  attention  of  the  trade  is 
drawn  to  Drap  Superbe.  This  cloth 
has  been  very  much  improved  and 
merchants  are  asked  to  compare  the 
new  cloth  with  samples  of  the  old. 
The  new  cloth  will  be  found  to  be 
heavier  and  mellower  to  the  touch. 
It     is     brought     out  in  150  different 


mere  satins  are  piece-dyed  and  lend 
themselves  to  the  production  of 
sweetly   soft   colorings. 

In  the  following  makes,  many  of 
which  will  be  familiar,  the  color 
scheme  has  been  revised  and  brought 
up  tO'  date  :  Satins,  La  Tosca, 
Frivol,  Oriental,  Floresca,  sole 
Electra,  Satin  de  Milo,  Satin  Su- 
preme, Satin  Empire,  Satin  Imper- 
ial, the  last  six  being  double  width, 
also  Satin  Nestor  and  Satin  Vic- 
toire  in  36  inch.  The  tig  sellers  in 
pailettes  are  Empire  and  Directoire, 
both  single  width.  These  silks  are 
used  for  blouse,  robe  and  trimming 
purposes   as   well   as   soft  linings. 

Taffeta  Noblesse,  in  colors  is  a 
fitting  sequence  to  the  big  business 
this  firm  does  in  its  namesake  in 
the  black  silk  department.  It  has 
woven  on  selvedge  its  name  and 
guarantee. 

It  is  yet  too  early  to  make  any 
pronouncement    as    to    high     fashion. 


The  Corticelli  Process  Display  at  Eaton's  Industrial  Exhibition. 


This  season  opened  up  with  a  good 
deal  of  uncertainty  and  contracts 
were  placed  upon  a  very  conservative 
basis,  with  the  result  that  stocks 
are  very  light,  and  there  will  be  a 
shortage  of  certain  classes  of  goods 
throughout  the  season.  Dyers  are 
also  quite  unable  to  deal  with  the 
work  in  hand  in  anything  like  reas- 
onable time,  and  plain  goods  that 
could  be  delivered  in  from  two  to 
three  weeks  now  take  seven  to  eight 
weeks.  Spinners  are  likewise  fully 
engaged,  so  that  there  is  an  all- 
round  improvement. 

In  sympathy  with  this  increased 
activity,  raw  wools  have  been  stead- 
ily advancing,  and  the  last  London 
sales,  just  completed,  show  a  very 
marked  advance  over  prices  ruling  in 
January  last. 

It  is  difficult  to  speak  definitely  of 
the  fashion  tendency  at  this  early 
date,  but  there  is  no  doubt  that  the 
demand  will  be  largely  for  plain 
goods  and  fancies  of  a  discreet  order, 
both  as  to  coloring,  style  and  size 
of  design. 


shades,  and  notwithstanding  the  up- 
ward tendency  of  the  market,  at  the 
old  price,  2s.  11 S  d.  In  Brittannia 
the  shades  have  been  increased  to 
100,  GT  about  double  the  original 
number.  Imperial  is  a  British  cloth 
u.sed  largely  for  the  shell  trade.  This 
cloth  comes  also  in  an  increased 
range  of  shades. 

Debenham's  find  that  the  trend  of 
fashion  in  silk  fabrics  for  Fall  fol- 
lows very  closely  on  the  lines  set 
and  developed  in  the  first  half  of  the 
year.  The  trade  will  therefore  be 
prepared  to  learn  that  soft  makes 
remain  the  mode,  and  that  satins 
and  kindred  weaves  retain  their  su- 
premacy, the  modification  being  that 
the  bright  faced  silks  are  giving 
place  to  duller  effects.  In  this  con- 
nection emphasis  is  put  in  such 
weaves  as  pailette  and  satin  de  chine 
and  also  in  cashmere  de  sole.  For 
some  time  this  fabric  has  been 
growing  in  popularity,  and  there  is 
every  reason  to  believe  that  its 
Autumn  vogue  will  be  pronounced. 
These     goods     and   crepes   and   cash- 


but  for  medium  priced  goods  and 
for  the  general  public,  the  note 
favors  stripes,  striped  messalines, 
striped  taffetas  and  striped  satins, 
closely  followed  by  striped  cords, 
and  small  shot  effects  in  messaline 
and  other  grounds. 

In  colored  brocades  for  lining 
purposes,  this  firm  is  .showing  a 
handsome  range.  In  black  silks  the 
demand  for  double-width  satins,  par- 
ticularly among  the  better  numbers, 
continues  to   grow. 

In  single  width,  black  satins,  De- 
benhams have  introduced  a  new 
range  under  the  name  of  lumineux. 
It  consists  of  fine  qualities,  the  21$ 
quality  is  an  excellent  number  and 
has  the  appearance  of  a  much  more 
expensive  cloth. 

In  ribbons,  satins  and  velvets  will 
be  the  leading  articles  for  the  com- 
ing season.  There  is  every  indica- 
tion that  ribbons  will  be  good  in 
the  millinery  section,  and  failletones, 
Ottoman  effects  and  moires  are 
shown   in   this   connection. 
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Condensed  Advertisements 

ADVERTISEMENTS  under  this  headlne  2c. 
per  word  first  Insertion,  and  Ic.  per  word  for 
subsequent  Insertions. 

Cash  remltlancei  to  cover  cost  mast  accompany 
all  advertisements.  In  no  case  can  this  rule  be 
overlool(cd.  Advertisements  received  without  re- 
mittance cannot  be  acknowledeed. 

Where  replies  come  in  our  care  to  be  forwarded, 
5c.  must  be  added  to  cost  to  cover  postage,  etc. 


AGENTS    WANTED. 

WANTED— Bya  large  silk  concern  In  Vienna, 
Austria,  making  all  silks  and  cotton  backs, 
an  energetic  agent  for  Canada.  Good  ref- 
erences required.  Gentleman  with  knowledge  of 
the  German  language  preferred,  although  not  ab~ 
solutely  neceasary.  Strictly  confidential.  Address 
Gustav  Puller,  208  Fifth  Ave.,  Paterson,  N.J., 
U.S.A. 

LITHOGRAPHY. 


HIGH  CLASS    COLOR   WORK— Commercial 
stationery,  posters.    The  Hough  Lithograph- 
ing Co.,  Limited.    Office,  No.  3  Jarvis  St., 
Toronto.    Telephone,  Main  1576.    Art,  good  work- 
manship,'business  methods. 


MISCELLANEOUS. 

AGENTS  WANTED  — Calling    upon    the   retail 
trade  to  handle  the  pi-oductlons  of  a  high-class 
lace  and  novelty  house.    An  Interesting  line 
for  any  agent  with  good  connection  amongst   high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.C,  London,  England 

A  MARKET  OF  BUYERS,  backed  up  by  money 
tospend.  Is  open  to  you  in  the  Busy  Man's 
Magiilne.  If  you  have  something  to  sell, 
something  you  want  to  buy.  a  condensed  advertise- 
ment in  the  Busy  Maa's  Magazine  will  put  you  in 
touch  with  the  classes  you  want  to  reach.  Four 
cents  perword  will  carry  your  message  from  Atlan- 
tic to  Pacific.  Send  copy  of  your  advertisement 
along  with  order  to  cover  cost  of  Insertion  not 
later  than  10th  of  month.  Busy  Man's  Magazine, 
Montreal,  Toronto,  Winnipeg. 

CLERK  WANTED-To    take    charge    of  general 
retail  business.    Must   be   a  worker,  well  re- 
commended,   strictly    tempsrate.      A    steady 
situation    and    good    money    to    the    right    man. 
Apply  to  W.   G.   McKlnley,  Creighton  Mine,  Ont. 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make    toll    easier.     Elliott-Fisher 
L'mlted,  513,  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street,  Toronto. 

IF  Interested  In  a  scheme  of  any  description.  In 
which  you  wish  to  give  a  prize,  do  not  fall  to 
take  the  second  "think"  and  decide  upon  the 
famous  "Acme"  Talking  Machine.  Vft  will  sell 
this  machine  to  any  general  store  or  wholesale 
house  for  scheme  purposes  in  lots  of  from  ten  to 
one  hundred.  Special  prices  on  application. 
Toronto  Phonograph  Company,  Limited,  Mail 
Order  and  Wholesale  Department,  40  Mellnda  St.. 
Toronto,  Canada.  P.S.— Dealers  wanted  for  Co- 
lumbia Graphophonss  and  Records  where  we  are 
not  now  properly  repreaented. 

NOTICE— Users  of  Pitner  Gasoline  Lamps  are 
warned  against  being  Induced  to  purchase 
parts  of  other  makes  of  lamps  to  be  used  on 
the  Pitner.  The  most  vital  part  of  iny  lamp  is  ita 
generator,  and  the  Pitner  Generator  has  been 
granted  a  patent  in  Canada,  the  United  States,  and 
other  countries,  on  the  principle  of  its  improved 
method  of  generating  gasoline  vapour.  Supplies 
and  partsfor  the  Pitner  lamps  can  be  received  by 
return  mail  by  applying  to  our  representatives,  or 
directtoTHE  PITNER  LIGHTING  CO.,  Limit- 
ed, 36-38  Lombard  St.,  Toronto,  Ontario. 

THE  WALES  VISIBLE  ADDING  AND  LIST- 
ING MACHINE  Is  superior  to  any  other 
machine  for  these  reasons,  among  others:— 
Visible  Printing,  Flexible  Keyboard,  Columns 
Space  Bar,  Automatic  Clear  Signal,  Adjustment  for 
Carbon  Copies,  Eliminating  Keys,  enabling  the 
operator  by  the  mere  pressure  of  a  key  to  add 
without  listing  or  list  without  adding.  30  days 
free  trlalto  responsible  people.  Write  us  for  free 
illustrated  catalogue.  Adder  Machine  Company, 
Wilkesbarre,  Pa. 

P^  -,»,  NATIONAL  CASH  REGISTERS  were 
7,217  sold  during  May  1908.  That's  2,047 
'  '       more  than  was  sold  during  May    1907. 

Tbs  National  Cash  Register  Co.,  F.  E.  Mutton, 
Canadian  Manager,  cor.  Yonge  Street  and  Wilton 
Avenue,  Toronto,  Oni. 


YOUR  CHEQUE  CAN'T  BE  RAISED  to  any 
amount  above  that  which  you  intend  It  to 
cover  If  you  use  the  PROTECTOGRAPH. 
This  device  stamps  s  line  such  as  "Not  over  ten 
dollars,  $10,"  with  acid  proof.  Indelible  Ink,  which 
penetrates  right  through  the  fibre  of  the  paper. 
Thl«  device  Is  being  used  by  SO^i  of  the  Banks  of 
Canada  and  the  United  States,  ss  well  as  the  trea- 
suries of  both  countries.  Write  for  full  part'cu- 
larsand  price.  W.  E.  Parker  &  Co.,  Sole  Canadian 
Agents,  37  Yonge  Arcsde,  Toronto,  Ontario. 


HOTEL   DIRECTORY. 


ACCOUNTANTS   AND    AUDITORS. 


WINDSOR   HOTEL 

HAMILTON,  BERIV1UDA 

This  hou.se  is  pleasantly  and  conveniently 
located  on  the  east  Biile  of  Queen  Street.  The 
rooms  are  Ijrighl  and  cheerful.  Every  attention 
paid  to  gueats.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  McNicol,  Prop. 


TOWER     HOTEL 

GEORQETOWN,  DEMERARA 
BRITI.SH  (iUIANA 
This  first-class  hotel  is  moat  conveniently 
situated  in  the  coolest  and  healthiest  part  of  the 
city.  Five  minutes  from  railway  station  and 
steamer  stallings.  and  near  to  all  principal  put>- 
lichuildint's.  Cool  and  lofty  bedrooms.  Spacious 
dining  and  ladies'  rooms.  Billiard  room.  Ehr- 
tric  light  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrs.  J.  F.  SMITH,       -         -       Proprietress 

Opposite  Victoria    Park    and    Cedar   Ave. 
Private  Bosrd  $12  to  $14  per  week. 
Open  No\  ember  Closes  in  May 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-ef-Spain,  Trinidad,  B.W.I. 
JOHN  McEWEN,         -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPING    k    TRADING    CO 
29  Broadway,   New  York. 


THE    GRAND    UNION 


The  niost  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY. 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


Slow  Collections  Cured 

Our  business  is  to  collect  overdue 
accounts  owing  to  our  clients.  No 
need  to  bother  yourself  with  slow 
collections— send  them  to  us.  For 
the  year  we've  been  in  business 
we've  made  collections  to  the  entire 
satisfaction  of  a  large  number  of 
clients. 

WE   KNOW  HOW! 

The  Beardwood  Agency 

313  New  York  Life  luilding    -    MONTREAL 


JENKINS   &  HARDY 

Assignees,  C'liaitcred  Aciniintant.s.  Estate  and 

Fin-  Iiisiiianii'  Agents, 

l->y,  Toronto  St.  Kr>  Tcmiile  Hld^. 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mbrcantilb  Reports  and  Collectioni 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 
formation to  date.     Every  modern  facility  for  the 


collection  of  claims. 


Tel.   Main  198.^ 


LEGAL  CARDS. 


ATWATER,    DUClOS  &  CHAUVIN 

Advo(!ates,  Montreal 

Albert  W.   AtwatiT,   K.C,.  Consulting  Coun.^il 

for    City    of    Montreal:     Chas.     A. 

Dui-los;    Henry    N.  (^hauvin. 


MANUFACTURERS'  AGENTS 


^.  Wi.  ^tcfaen^on  &  Co. 

Commtgeion  MtTct)anti 
iWanufacturtr'S  9afnt« 

42  Victoria  Siquart.        .        .        iilontreal ' 
tE^oronto  Affile,  55  Songe  £>t. 


Cable  Address  Office 

"  MACKER."  Winnipeg  511  Ashdown  Block 

McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondenoe  solicited  from  manufacturers 
desiring  live,  up-to-date  representation  in  tic 
West, 


J.    SPROUL    SMITH 

Manchester  Building  -  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
(^tc,  Paris,  Ont.  ;  John  Bright  &  Bros.,  Ltd.,  Car- 
liets,  etc..  Rochdale,  Eng.  ;  Wm.  Clark  k  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
(iodde  Bedin  k  Cie,  Chiffons,  Laces,  etc.,  Paris, 
France  ;  Perret  Gros  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliams,  Ont. 


Dieckerhoft  Raffloer  &  Co. 

OF  CANADA    LIMITED 
DRY  GOOD.S   COMMLS.SION   MERCHANTS 

AND   MANUFACTURERS    AGENTS 

Montreal— 40  St     Antoine   St  ;    Winnipeg— 4C0 

Hammond  Block;  Toronto- 1.54-160  Wellington 

Street  West,   cor.  .Simcoe   Street— Head  Office. 

Importers  of    Muttons.  .Smalhvares,   Laces, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


Cable  AtMress 

Toronto.  " 

Phone  Main  Cl.'>8 

W.  P 

KING 

&  SON 

Manufacturers 
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Agents 

Bl.vnkets,    Etc. 
-     TORONTO 

Cana<lian    am 
.solici 

Foreign    manufacturers'    lines 
Leil  on  favorable  terms. 

WHOLESALE  HOUSES. 


lOCKgJ 


tC??j£>= 


ATERSON 

kIMlTF.O 

The  Wholesale  Millinenf  and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 
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Our  Sales  are  increasing  every 

month  in 

CampbelFs 

Linen 

Threads. 

We  would  ask  you  to  try  them. 

They  are  Strong,  Smooth  and  Best  Quality. 

For  Household  or  Manufacturing  Purposes. 

All  Large  Wholesalers  carry 

Agents  for  Canada 

John  Gordon  &  Son 

them  in  stock,  or  can  procure 
at  once  from  us. 

MONTREAL 

Toronto                      Winnipeg 
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To  the  Trade  May,  1909 

Every  Monday, 

Tuesday, 
Wednesday, 
Thursday, 
Friday, 

from  8.30  a.m.  till  5.30  p.m., 
and  every 

Saturday, 

from  8.30  a.m.  till  1  p.m., 
during  this  month,  will  be  a 

SALE  DAY. 

We    are    now    getting    ready    for  our 

Semi-Annual    Stock-taking,   and    by  the  end 

of    MAY    want    our    stock    reduced    to  the 
lowest   notch. 

This  is  a  special  opportunity  for 
MERCHANTS  and  their  BUYERS  visit- 
ing our  Warehouses  to  buy  goods  at  clearing 
prices  in   ever}-  department. 

If  \"OU  cannot  possiblv  visit  our  Ware- 
houses, KINDLY  CORRESPOND  WITH 

US.      We    make    the    filling    of   letter  orders 
a  specialty. 

John  Macdonald  &  Co.,  Limited 

Toronto 


t 


June,    1909 

Vol.  XX  No.  6 


$2.00  Per  Year         Single  Copies  25  cents 


New  Style  Ideas  from  Racetrack 
and  Horse  Show. 

The   Canadian  Cotton  Industry. 

Wall  Paper   Conditions. 


4 


The  MacLean  Publishing  Co. ,  Limited^ Publication  Office  :   Toronto,  Canada 

Montreal  Winnipeg  New  York  Chicago  London,  England 


% 
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R.  Parker  ^  Co.,  ^y^^^  ^^^  Finishers,  Toronto,  Can. 


Money    Makers 

to  the  Canadian 

Goods  and 
Millinery  Trades 


m: 


t's    the  saving-s    on    stocks    that 

mig'ht    otherwise  count   valueless 

^^  _  _  that  swell    the  merchant's    divid- 

I3V*V        dOOClS       aDO        ^"cis.      A  sudden   whim  of  the  buying 

•^  public — condemning    one    color    and 

demanding    another — can   easil)-   make 
certain   fabrics   unsaleable.      Our  work 
is  to  transform   the   off-color  line  into 
a    shade    that's  immediate!)     in    demand  among-  consumers. 


Off-color  goods.,  faded  and  sJiop  worn  Zincs,  soiled  and  ninsty 
looking  feathers — dyed  and  finished  by  modern  methods  in  most 
completely  equipped  7vorks  in  Canada. 


R.  PARKER  &  CO.,  Toronto,  Can. 


Established  over 
30  Years 


Rooster  Brand 


I  CROwfi.  Over  Aii 


ICrowj?},  OverAu 


Khaki  Clothin?,  White  Duck  Clothing, 
Scotch  Flannel  Clothing 

EVERYTHING      FOR      OUTING 


Dress  Trousers 
Outing  Trousers 
Working  Pants 
Riding  Breeches 
Gym  Knickers 


Negligee  and  Working 

Shirts  in  all  the  Selling  Lines 

Overalls  and  Jackets 

For     Every    Class    of    Mechanic 


R[OBERT     C.     WILKINS 


icRowfoy"/^     MANUFACTURER 


MONTREAL    "icRowWovERAil 
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Active  Fall 
Trade 


Our  travelers  are  sending  in  encouraging  orders  for 
Fall  delivery — Our  values  and  assortments  in  all  de- 
partments are  meeting  with  the  approval  of  the  trade — 
The  volume  of  this  business  makes  possible  the  group- 
ing of  a  general  dry  goods  business,  in  each  department 
of  which  we  are  specialists. 

An  inspection  of  our  samples  will  prove  a  liberal  educa- 
tion as  to  what  fashion  demands  for  fall. 

Note  particularly  the  showing  of  these  departments 

Cottons  Housef urnishings     Smallwares  and  Notions 

Dress  Goods    Men's  Furnishings    Hosiery  and  Underwear 
Silks  Woollens  Ready-to-wear  Goods 

Laces  Embroideries 

Feature  Summer  Goods 

Now  is  your  time  to  provide  for  midsummer  clearance 
sales — Every  department  of  this  house  can  help  you 
in  this  respect. 

A  visit  to  our  immense  warehouse  always  welcomed. 

Greenshields  Limited, 

MONTREAL 
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^'  Austrian  Satin 


THE  MATERIAL  FOR  THE   FALL   OF    1909 


n 


Retailers    ever\\vhere    in    Canada 
have    welcomed 

Austrian  Satin  Cloth 


It  is  the  Satin  Cloth;  possessing-  last- 
ing- quality  and  splendid  draping"  pro- 
pensities. 


n 


Austrian  Satin   retails  at  popular 
prices  with  a  good  profit  for  )'ou. 


^     The    weave    is    perfect    and     the 


sheen   excellent. 


ELECTROS  FREE  FOR 
ADVERTISING  PURPOSES 


^  The  color  range  comprises  all  the 
^  new  and  wanted  shades  for  fall, 
in   the  darker  tints. 

Make  this  cloth  a  Priestley 
leader  in  your  Dress 
Goods  Department. 

So/e    Agcufs  for   Canada 

Greenshields 

Limited,    Montreal 
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SEASONABLE  MERCHANDISE 

Keep  your  stocks  fresh  this  month  and 
make  the  most  of  favorable 
weather.      Use    our    complete    stocks. 

IN  THE  MATTER  OF  WASH  GOODS 

the  advantage  of  our  specialization  is 
particularly  apparent.  All  of  these 
lines   are  in  stock,  ready  to  ship.     ::     :: 

Fancy  Printed  Muslins  Real  Trade  Creators 

These  three  lines  represent  active  sellers.     Patterns 

and    colorings  are    of    the    right   character.       All  Monotone  Silk,  price  25c.,  and  plain  silk  tissue,  price 

lines  25  in.  wide.  222C.,  both  lines  28  in.  •wide.     These  are  the  lines 

Organdie    Gazonette to  retail  10c.  to  create  a  stir,  and  give  you  a  reputation.    All  the 


Phantom  Batiste to  retail  12 J  c 

Organdie  Parisian to  retail  15c 


leading  shades,  such  as  wistaria,  old  rose,  etc.  etc., 

are   shown.      Monotone   silk   comes    in    beautiful 

White  Fancy  Muslias  two-tone  effects,  and  fancy  stripes. 

Stock  is  complete  in  all  good  designs  at  prices  from 

43c.  to  375C.  Branksome  Suitings,    27-28  in.  in  all  colors.     Special 

All  your  needs  supplied   promptly   in   white   Dress  shrunk  finish,  at 10c. 

Linens,  India  Linens,  Victoria  Lawns,  Swiss  Dress 

Muslins   Nainsooks,  Mulls,  etc.  Brooklyn  Suitings,  30-31,  special  shrunk  finish,  at  15c. 

Dyed  piques,  28  in.,  two  lines,  at 18Jc.  and  24c. 

Special  Shrunk  Finish,  shown  in  ecru,  blues,  pinks,  etc. 
A  full  range  of  white  piques,  from 9c.  to  35c. 

Justas-Delaine^range    complete the    10c.    leader. 

This  cloth  is  confined  to  us. 
Gemarter  Prints,  10c.  B.  Ginghams,  10c, 

Hosiery  You  Want  Popular  Fabric  Gloves 

No.    258,  sizes   5-10,    seamless   full  fashioned  cotton  5"  White,   566   Black,    Fine  Lisle   Gloves,  sizes  6-8, 

'        .  ,     ,  ,         .^    1  iA      *     IE  two  dome to  retail  25c. 

hose,  fast  black   to  retail  lOc.  to  15c.  ^„,^  ^„-  ._. 

600  602  604 

No.  274  Plain  Black  (Louis  Hermsdorf  dyed)  cotton  White  Tan  Black 

seamless  hose,  sizes  8M0 to  retail  25c.  Silk  Lisle,  two  dome     to  retail  at  .50c. 

No.   303,    Ladies'   Lisle   Hermsdorf  Black,    seamless  '^Ur    Ribbon    Leaders 

hose,  sizes  8H0  10 to  retail  50c.  Olympia   Taffetas,    widths   3,  5,  9,  16,  from  2c.  to  7c. 

All  good  shades. 
No.  550,  Seamless  black  lace  cotton  hose,  to  retail  20c.  Signal  Taffeta,    widths  5,  9,  16,  22,    from   4c.  to  12;  c. 

„          .                 .,-.».             rn              jc.         Dx  All  good  shades. 

Complete  stock  of  Holeproof  Hose  and  Sox,  Buster  ^^^  Taffeta,  60,  80,  all  good  shades,  at  12  V  and  175  c 

Brown  Hose,  Hercules  Rib  Hose,  Little  Pet,  Little  Coronet  Duchess  Ribbon,  width  80,  all  good  shades. 

Darling,  Little  Daisy  Cashmere  Hose.  at 22i  c. 

All  of  these  lines  are  kept  in  stock,  and  orders  can 
usually.be  shipped  the  same  day  as  received.  Let  us 
know   your   sorting   w^ants.  :  ::  ::         -  " 

BROPHY,  PARSONS  &  RODDEN 

LIMITED 

The  Specialty  House 
25  Victoria  Square,  Montreal 
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Philips'  Specialities  in  Dress  Linings 

and  Flannelettes 

All  dressmakers  and   every  lady  who    makes 
up    her   own    material    should    see    them. 


Opaline  and  Opalette 

The  best  substitute  for  silk  lining  yet  produced.  Equal  in  blocm 
and    superior  in  wear  to  silk,  at  one  fourth  the  price. 

The  "Neu"  Moire 

This  lovely  fabric  is  specially  adapted  for  lining  Directoire 
and  other  clinging  dresses.     It  makes  a  charming  skirt. 

Arpekas  Flannelette 

A   boon  to  Cheap,    warm,    healthy,    and    safe.     These    goods    will    neither 

the  poor  flash  nor  flame,  either  before  or   after  washing. 

Eider  Lambskin 

An  entirely  new  fabric  that  will  soon  become  a  necessity  in 
all  families.  Delightful  for  ladies'  and  children's  underwear, 
and  exactly  adapted  for  dressing  gowns.  It  will  be  found  a  boon 
to  rich  and  poor  alike. 

"Own  Make"    Window  Holland 

Made  in  the  best  Whitepark  Irish  Linen  Finish,  and  sold  to 
large  importers  at  20%  off^  usual  list.  It  runs  sweetly  on  the 
roller,  throws  a  delicate  shade  and  gives  unlimited  wear.  White, 
cream,  ecru,  green,  &c. 


J.  &  N.  Philips  &  Co. 


Manchester,  England 


Mills -Tean  and  Cheadle 


211  Lindsay  Building, 

St.   Catherine   Street   West, 

Montreal 


OFFICES 


Branch— 20  Cheapside,  London,  E.G. 

611   Empire   Building, 

Wellington   Street  West, 

Toronto 
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BUYING  HINTS 


FOR  IMPORT 


Latest  advice  from  our  Paris  House  states : 


Dress  Goods 


eilin^s 
Jets 

Ribbons 


Plain  materials  of  good  quality  are  in  great  demand.  A  new  feature  is 
Crepon ;    this  article  is  now  being  used  by  high-classs  costumiers. 

Serges  are  pre-eminent,  especially  a  coarse  ribbed,  hairy  and  supple  twill 
serge. 

Two  model  houses  are  trying  Zibeline,  and  both  in  tete  de  negre  colour. 

Fine  hair  line  NETS  are  much  in  demand  for  yokes,  sleeves  and  gowns  and 
striped  Nets  for  blouses  are  quite  a  big  feature. 


The  fine  Russian  type  and  variations  of  this  idea  are  most  popular,  the 
colour  scheme  being  very  important  in  this  connection. 


And  in  fact  everything  in  coloured  beaded  trimming  are  big  business. 
Drop  ornaments  and  fringes  are  also  good. 

In  the  Lace  Department  metal  embroideries  of  every  description  hold  their 
own.  There  is  a  distinctly  better  feeling  for  Net  Laces,  and  Tucked  Nets  and 
AUovers. 


Are   beinS   extensively  used  on  Millinery,   particularly   coloured  Velvet 
Ribbon  of  medium  and  wide  widths.     All  Satin  finished  goods  are  good. 


Colours 


Except  that  these  will  be  of  sombre  intermediate  shades,  and  that  there  is  a 
chance  of  the  shades  tow^ards  red  coming  in,  nothing  fresh  is  to  be  noted. 


[ 


Silks 

Laces 

Dress  Goods 

etc. 


Ribbons 

Tulles 

Velvets 

etc. 


MAIL  ORDERS 


The  principal  numbers 
shown  in  our  London  House 
Import  Samples  are  stocked 
in  our  Montreal  and  Toronto 
Warehouses. 

MAIL  ORDERS  HAVE  PROMPT  AND 
CAREFUL  ATTENTION 


Debenhams  ^-^^^  Limited 


MONTREAL 
18  St.  Helen  Street 


TORONTO 

Bay  and  Wellington  Streets 


Debenham  &  Co. 


( London  (West),  Paris,  New  York,  Melbourne,  Cape  Town 
(London    (City),    Brussels,    Boston,    Sidney.    Johannesburg. 
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Seasonable  Goods 

JOBS  AND  REGULAR 

20  Cases  Seconds 
Ladies'  and  Children's  Hose,  Plain  and  Ribs 

Average  to  case,  50  doz,    25  per  cent,  off  regular  prices 

20  cases  Ladies'  and  Child's  Spring  Vests 

About  1-2  price.     Well  assorted. 
Order  a  sample  case— 80  to  90  dozen  to  case. 


Ladies'  Summer 
Combinations 

Knee  Length,   Plain   and    Lace   Trimmed 
$3.60  and  $4.50  per  doz. 

Regular  $6.50  and  $9.00  Goods. 


Fancy  1-2  Hose 
Range 

is  in  good  shape  for  your  sorting  orders. 

300  designs  to  select  from. 

$2.00  to  $4.50  per  doz. 


BIG   JOB  VICTORIA   LAWNS 

From  5  cents  to  10  cents 


Men's  Balbriggans 

Natural,  white  and  colored 

$3.00,   $3.75,   $4.00   and   $4.50. 
Monchauffee's  French  Balbriggan 

in  stock.     All  sizes. 


Bathing  Suits 

All  sizes  and  prices  in 
stock. 


Fabric  and  Lace  Gloves,  Long  and  Short 

Child's  from  $1.25  per  doz.  and  up. 
Ladies'  from  $1.50  per  doz.  and  up. 

All  sizes  and  colors  in  stock. 

THE  GAULT  BROTHERS  CO.,  LIMITED 

MONTREAL 
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THE  GAULT  BROTHERS  CO.,  LIMITED 

ST.  HELEN  ST.,       -       MONTREAL 

OUR  FAMOUS  RANGE  OF 


COTTONS  and  SHEETINGS 

ARE  NOW  ON  THE  MARKET  FOR  FALL 

YOU  cannot  afford  to  place  your  orders  without  inspecting  this  range, 
which  is  now  being  shown  by  our  representatives. 

We  are  also  offering  you  what  no  other  House  in  the  trade  can  offer  — 

A  fine  3  6 -in.  Striped  Flannelette 

At  8  cents  per  yard 

We  have  already  sold  thousands  of  pieces  of  this  line,  and  would  ask 
you  to  place  your  requirements  as  early  as  possible. 

Your  particular  attention  is  also  drawn  to  our  range  of 

WRAPPERETTES 

Empire  Twills,  Empress  Suiting,  Kimona,  Etc. 

This  is  the  largest  and  most  carefully  selected  range  on  the  market. 

The  Price  of  Cotton  Goods  is  Advancing 

Be  warned  and  buy  early  from  THE  GAULT  BROTHERS  CO.,  LIMITED, 
the  House  which  always  protects  its  customers. 
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SUCCESS  Collars 

The  bi^^est  sellers  in  Canada,  to  retail  2  for  25c. 
Price  $1.00  per  dozen,  acknowledged  the  best  value. 

SHAPES    YOU    NEED    NOW. 


OLYMPIC 


CROMER 
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LEINSTER 


A   Success  Collar  Department  will   build 
for  you  the  collar  business  in  your  to>vn. 

ANY  WHOLESALER    CAN   SUPPLY  YOU. 

MANUFACTURED    AND    STOCKED    BY 
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Black  Prince  Shirts 

The  Shirt  that  IS  Fast  Black 

It  is  a  Black  Serge,  Fleece  Back  Cloth,  specially  dyed  and  printed. 


Your  customers  will  appreciate  these''points : 

GENEROUS  SIZE  DOUBLE  STITCHED  THROUGHOUT 

FULL  YOKE  AND  POCKET  FINE  PEARL  BUTTONS 

Black  Prince  Shirt  retails  at  a  popular  price  and 

yields  you  a  good  profit. 

YOUR  WHOLESALER  HAS  OR  CAN  GET  THEM. 
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WAREHOUSES:  69  lo  74  Si.  Paul's  Churchyard,  43  lo  SO  Palemosler  Row.  1  lo  8  London  House  Yard. 
MANUFACTORIES:   Warwick  Lane  and  Palemosler  Bldjs. 


M 


Mantle,  Costume  and  Millinery  Manufacturers 

ST.  PAUL'S  CHURCHYARD 

LONDON,    ENGLAND 

Telegrams -"CHURCHYARD,  LONDON,"— A.B.C.  Code.     Telephone— No.   162  G.P.O.  Central. 

C  Represented  by  Mr.  A.  W.  Cliffe,  Central  Quarters,  Windsor  Hotel,  Montreal,  from 
March  J I  st  to  June  20th  and  from  Oct.  ist  \.o  Dec.  loth.  Our  representative  carries 
samples  of  Ribbons,  Laces,  Nets,  Chiffons,  British  and  Foreign  Dress  Goods,  Printed 
Cotton  Dresses,  Si/ks,   Velvets,  etc.   in  the  latest  novelties. 

C  CANADIANS,  WHEN  VISITING  LONDON,  are  invited  to  call  and  inspect 
the  above  departments  and  our  Showrooms  for  Mantles,  Costumes,  Ladies  and  Child- 
ren's Millinery,  Felt  ILats,  Flowers,  Feathers,  Maids  and  Children's  Costumes, 
Underclothing,    Curtains,  etc. 
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Hose  Supporter 


Patented,    1909 


They  hold  the 
abdomen  UP  in- 
stead of  dragging 
it  DOWN. 


Write  for  electros,  which 
we  will  furnish  free  of 
charge  for  advertising  this 
new  Supporter. 


SOLD  BY  ALL  THE 
LEADING    JOBBERS 


They  fit  the  form 
hke  a  glove  and 
reduce  the  abdo- 
men two  to  six 
inches. 


They  appeal  to  the  women 
on  sight,  being  small  and 
light,  and  just  the  support- 
er for  summer. 


WRITE  YOUR   JOBBER 
FOR  A  SAMPLE  ORDER 


I.  B.  KLEINERT  RUBBER  COMPANY,  TORONTO 
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Established   1832 


Cable  Code  :  Law— Bradford 


FALL  1909 


REGISTERED 


Exclusive  Designs 

These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  "Lawrus'' 

SPECIALTIES 

Mayfair  and  Blenheim  Suitings 

in  our  Combination  finish 

(PIRLE  AND  SUEDENA) 

Showerproof  Goods 

in  the  latest  styles 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics. 
BRADFORD    AND     LONDON 
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Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,  STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 
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FOUND ! 


The  Publishers  of  Busy  Man's,  always  on  the  alert  for  the  greatest  value  possible  in 
the  prizes  they  offer,  have  happily  struck  on  a  genuine  "scoop"  for  the  rider  who 
knows  and  appreciates  a  good  wheel. 


MODEL  88,  "IMPERIAL" 


Regular  Option 

frame 22-inch 20,  24  and  26-inch 

Finish  Black 

Chain .3-16  inch.    Block. 

Cear 77 72,  80,  87. 

Handle-bar. No.  20,  Adjustable. 

Pedals Rubber  S'i-inch 3%-inch  or  4M-inch  Rat  Trap. 

Cranks 7-inch. 

Saddle No.  15 No.  14,  11,  17. 

Tires IVs-inchDunlop 1  .S-S-inch  Dunlop  or  Hartford  single  tube 

Whsels 28-inch,  with  striped  rims. 

This  cut  shows  the  "Imperial",  Model  88.  made  by  the  Canada  Cycle  &  Motor  Co.,  Ltd.  Toronto, 
equipped  with  Hercules,  or  New  Departure  Coaster  Brake.  See  specification  for  details  of  its  strictly 
high  class  ensemble. 

This  wheel  or  Ladie's  "Imperial",  Model  87,  (same  material  and  equipment)  will  be  sent  to  anyone  sendin*^ 
only  32  new  full-year,  paid-in-advance  subscriptions  to  Busy  Man's  (two  six-months  or  four  three" 
months  subscriptions  will  count  as  one  full-year  order). 

You  may  have  your  choice  of  any  height  of  frame  from  20  in.  to  26  in. ;  any  gear  from  72  to  87,  any  of  four 
designs  of  saddles  ;  1  1-2  in.  or  1  .S-8  in.  Dunlop  or  Hartford  single  tube   tires. 

This  wheel  is  w^orth  hustling  for,  and  any  hustler  can  win  it  in  a  few  weeks  ;  only  32  subscriptions  make 
it  yours.  Fill  in  the  attached  slip  and  send  it  to  us  and  we  will  send  you  a  sample  copy  of  Busy  Man's 
Magazine,  and  order  book. 

THE  BUSY  MAN'S  MAGAZINE 


The  Busy  Man's  Magazine. 

10  Front  Street  East, 
Toronto.    Canada. 

Gentlemen;—  I  would  like  to  win  one  of  the  Imperial  Bicyles  you  offer  for  32  new,  paid-in-advance 
subscriptions  to  Busy  Man's,  Please  send  me  sample  copy  and  order  book,  and  1  will  do  my  best  to  win. 
I  agree  to  report  progress  once  a  week. 

Name 

Street 

Place 
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Good  Reliable  Staples 

bring  you  buyers  for  more  profitable  lines  of  goods. 
Why  not  have  the  best  that  our  mills  offer? 

For  June  Sorting  "^'J'T  IT  IT"  fJ^ 

^     inch     hnghsh     r  lannelettes, 
fancy  stripes,  very  worthy  cloth  at  8c.        :        :        :         :         : 


500  pieces  of  Indigo  Apron 

|36  inch  at  10><c. 
•        140     •'     "  113^c. 


Gingham 


Also  a  few  cases  of  32  inch 
White  Saxony  Flannel- 
ettes, at  8^c.  The  value  of 
this  line  is  better  demon- 
strated in  the  piece.       ;       : 

No  well  appointed  staple  department  can  afford  to  be  without  the  above  two  lines 

Buyers  visit iiig  the  Iioiisc  during-  tlic  E's.ciirsioii  Season  will  be  shoivn  clearing 
lines  from  the  various  departments  at  prices  that  should  move  them  quickly. 

YOUR    MAIL    ORDER    COMMANDS    WILL  BE   ATTENDED    TO  WITHOUT   DELAY 

WRITK  TO-DAV 

JOHN   M.  GARLAND,   SON   &  CO. 

OTTAWA  -R  CANADA 


Dry  Goods,  Carpets, 
Haberdashery  &  Woolens 
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FLANNELETTE 

If  purchasers  of  this  useful  materiil  for 
underwear  all  the  year  round  would  buy 
the  best  English  make,  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES' 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills  and  Sheetings) 

are  the  best 


op  p      ii  fl  /^  n  n  f\  /^  1/^  Q  C  Q  '  ^     stamped  on  selvedge  eve)  y 


Horrockses,  Crewdson  &  Co. 

Limited 

Cotton  Spinners  and  Manufacturers 
PRESTON  MANCHESTER  LONDON,  ENGLAND 
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SPOOI.      SILK 


KDvftlcelil 

SPOOL     SILK 


Corticelli  Spool  Silk  is  as  perfect  as  any 
human  agency  can  make  it.  Our  great  prob- 
lem is  how  to  get  women  to  think  about  Spool 
Silk,  and  in  thinking  of  Spool  Silk  to  discover 
the  superiority  of  Corticelli. 

Now,  what  is  the  great  interest  common  to 
all  women  ?  Dress.  And  the  court  of  last 
resort  is  the  dressmaker. 

The  dressmaker  is  woman's  chief  advsier 
on  dress. 


The  dressmaker  recommends  Corticelli. 

WHY  ?  BECAUSE  OF  QUALITY,  AND 
WE  HAVE  DEVISED  FOR  DRESSMAKERS 
A  EUROPEAN  FASHION  SERVICE,  WHICH 
HAS    WON   THEIR   APPROVAL. 

What  does  this  mean  to  the  dealer  who 
sells    Corticelli  ? 


This  is  the  Offer  for  the  European  Fashion  Service 


We  give  free  to  Dressmakers  who  use 
CORTICELLI  Silk,  provided  they  will  agree  to 
return,  within  one  year,  at  least  five  hundred 
empty  CORTICELLI  fifty-yard  spools, a  Fashion 
Service  (regular  price  $25.00  per  year).  This 
Fashion  Service  (issued  four  times  a  year,  Feb. 
Ist,  Apr.   15th,  Sept.  25th,  Nov.  15th)  is  hand- 


somely  printed  in  four  colors,  gives,  in  simple 
but  attractive  form,  every  fashion  point  and 
change  in  style  that  is  important  to  know. 

It  is  an  exclusive  and  high-grade  service  of  a 
character  never  before  offered  in  Canada.  A 
copy  of  this  handsome  publication,  15x10  in., 
will  be  sent  to  any  merchant  on  request. 


REMEMBER— the  wise  plan  is  to  buy  ONE  kind  of  spool  silk.     Carry  a  FULL  and  COMPLETE 
line  of  the  best  known  and  most  popular  brand. 


PubHcity,  QuaHty  and  Honesty 

have    made    Corticelli    Silk    the   leading    brand    on    the    market    to-day. 

Will  YOU    take    advantage    of   our    help  ? 


Corticelli  Silk  Company,  Limited 

Head  Office:  St.  Johns,  Que. 


Addreit  Nearest  Office 
Sales  Rooms— 22  St.  Helen  St.,  Montreal  399  Cordova  St.,  Vancouver 


24  and  26  Wellington  St.  West,  Toronto 


56  Albert  St.,  Winnipeg 
91a  York  St.,  Sydney,  N.S.W. 
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If  you  want  the  very  best  for  your  "Hair  Goods" 
Department  you  should  ask  for 

"PleasaU" 

(Re^'d) 


Refuse  all 
substitutes 

Ask  )  our  jobber 
for  samples 
and  compare 
them  with 
other  makes 


Sole  A^ent  for  Canada 

(Wholesale  only) 


Fringe  Nets 


You  reap 
the  benefit 
of  our 

35  years 
experi- 
ence. 

HAROLD  F.  WATSON 

207  St.  James  Street,  MONTREAL,  and 

Carlaw  Bld^.,  Wellington  Street  W.,  TORONTO 


w 


ESTERN 


•  • 


Incorporited 
1851 

ASSURANCE 
•  COMPANY, 


FIRE 

AND 

MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  lor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


Improved  Defiance  Button   Machine 

Make  Your  Own 


COVERED  BUTTONS 


Makes  all  sizes  covered  buttons  from   1 2  to 
60.    Flat,  Half  Ball  or  Ivory  Rim. 

PRICE  $7.50 

Includins  any    3  of  the  following  sizes  :    16,  18,  20, 
24.  30,  36. 

Additional    Dies   and    Cutter  from    12   to  36,  $2.00 
per  set.      38  to  60,  $3.00  per  set. 

Set  includes  Die  and  Cutter. 

Send  for  Catalogue. 


DEFIANCE  BUTTON   MACHINE  CO. 

53   EAST  8lh  ST.,  NEW   YORK 


British  America  Assurance  Company 

A.  D.  1833 
FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vice  President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,    E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.CUL.D. 
Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W.  B.  Meikle,  General  Manager;  P.  H.  Sims,  Secretary 

CAPITAL        ..-.---         $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29.833,820.96 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES-The  ORIGINAL  and   BEST. 

SOUTHALL'S  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and   Other  Sanitary   Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,        TORONTO 
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Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :•   :• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  worth  v^^hile  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They    are  indispensable    to 

your  store. 

Your  wholesaler    has  them. 

Ward's  Coronet  Hardasli, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 


Sole  Agents  for  Canada  : 


Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crai^  St.  West,        -         -        MONTREAL 


They  Have  a  Glory 
All  Their  Own 

016  meacf) 

LINENS 


Your  trade  and  taste  in 
linen  largely  establish  your 
standing  in  the  community 
— your  character  and  credit 
for  carrying  something 
more  exclusive  and  more 
artistic  than  anyone  else — 
goods  of  a  higher  quality, 
a  little  better  type. 

The  best  of  all  Irish  Linens 
is  ''Old  mieacbr  They 
are  entirely  sun  bleached 
and  are  soft,  fine,  delicate 
and  dainty.  For  draping 
they  are  not  excelled,  as 
they  are  entirely  free  of 
sticky  substances  or  chemi- 
cal dressing. 

*'eiO  mieacl)'  Linens 
make  beautiful  linen  suit- 
ings, and  for  embroidery  or 
drawn-work  are  especially 
good,  as  the  w^arp  and  woof 
are  of  the  same  yarn. 

Write  for  our  Booklet.  It  will  tell 
you  all  about  weaving  and  bleaching. 

R.  H.  COSBIE 

Irish  Linen  Agency 
TORONTO,         -         -         ONTARIO 
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CANADIAN   BUYERS  IN  NEW  YORK 

Will  find  Comfort  anj  Convenience  at  the 

Hotel  Alabama 


AND 


The  Van  Rensselaer 

13-19  E.  Eleventh  St.  near  5th  Ave. 


In  llu-  verv  lu-art  of  tlie  WHOLE- 
SALE DRY  GOODS  DISTRICT.  Ac 
.■es.sible  lo  all  THEATRES  and 
I'laces  of  Annisemeiit.  Every- 
lliiiij;'  for  your  (.■oiiifort  and  oon- 
vonitMU'o  has  boon  provided.  We 
desire  your  patronage. 

Single  Rooms  and  Bath  •  $1,00  up 
Single  Rooms  and  Bath,  with 

Meals  •  •  •  2,50  up 
Parlor,  Bedroom  and  Bath  -  2,30  up 
Parlor,   Bedroom   and   Bath, 

with  Meals         •         •       4,00  up 


Best  American  Plan  Table  in 
New  York 

NO  TIPPING 

Write  for  our  Literature  an  d  Special 
Rates  to  parties  of  two  or  more 


K.  Ishikawa  &  Co. 


Manufacturers  and  Importers 


1906 
Canada 

Other  Countries 

Total 

•e      495 
190 
313 

&     154,047 

87  675 

279,452 

£    154,542 

87,865 

279,765 

11,894 
1,688 
4,951 
2,319 

3,297,724 
251,965 
114,(103 

47,998 

3,309  618 
253.653 
118.954 
50,317 

Australian  Trade 


is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 


Cosies,  Cushions,  etc,   .-£ 

Curtains 

Fancy  Goods 

Piece  Goods,  Cotton 

and  Linen 
Flannelettes 
Boots  and  Shoes 
Rubber  Sand  Shoes 


The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

PubllahlnR  Offloas 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Ciiambers 

London,  112  Wood  St.,  E.C 

New  York,  29  Broadway 


24  Wellington  Street  West, 

^    >^    TORONTO 
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BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  custoniei-s  want. 

They're  niade  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Qt     r^(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co. ,  Toronto  II 
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July  Fall  Special  Number 


OF  Tin-: 


\Eve)'yt]iing  points  to  the  coniuig-  issue   exceeding   in 
L  \intei'est    and    value    any    previous    Special    Number 


The  Editorial  Program 

All  i-eg"ular  praelieal  departments, 
siic'h  as  s'tore  arrangement,  window  dis- 
l)lay,  good  ajdvertising,  etc.,  will  be  con- 
tributed t'O  Iby  experts  in  each  lin'e. 

For  every  department  of  a  genieral  dry 
goods  store,  a  special  article  on  how  to 
sell  goods  in  all  its  branches. 

The  real  Fall  styles  for  all  departments 
of  a  g'eneral  dry  goods  store,  copiously 
illustrated. 

Many  valuable  articles  on  s'tore-keep- 
ing. 

Retailers  should  order  extra  copies 
now. 

Pi'ice  25e  for  each  extra  copy. 


The  Advertising  Section 

WHOLESALERS 

will  anu'ounee  their  facilities  for  the 
Fall  season. 

MANUFACTURERS 

will  tell  the  story  of  t'heir  Fall  lines, 
and  point  out  the  merits  of  their 
goods. 

This  issue  affords  every  wholesaler  an 
exceptional  opportunity  to  teil  all  good. 
Canadian  general  d'ry  goods  a,nd  de- 
parfiment  stores  about  tlieir  goods  and 
methods. 


Your  Advertisement 

You,  yourself,  manufacturer  or  wholesaler,  must  de- 
termine whether  you  will  take  advantage  of  this  Fall 
Special  number.  Your  advertisement  is  a  true  outside 
force  which  aids  your  travelers,  stamps  your  firm  as 
progressive,  and  the  July  Special  Fall  number  is  looked 
upon  as  a  Trade  Directory. 

Send  your  copy  as  early  as  possible,  not  later  tha.n 
June   21th. 

ADVERTISING  RATES  FOR  THE  FALL  SPECIAL  REMAIN  UNCHANGED 

Full  Page,  Sj5  Half  Pnoc,  $20  Qiiarfcr  Page,  $13 


EightJi  Page,  $H 


(\ird  Space,  $^ 


Yearly  Rate— Full  Page,  $300     Half  Page,  $  180     Quarter  Page,  $  100     Eighth  Page,  $60 

Write  nearest  office  far  a  representative  to  call 

DRY  GOODS  REVIEW 


Montreal 

701-702  E.T.  Bank  Building 

New  York 
622-624  Tribune  Building 


Toronto 

(Publication  Office)  10  Front  St.  East 

Chicago 
933-935  Monadnock  Block 


Winnipeg 
511  Union  Bank  Bldg. 


London,  Eng. 

88  Fleet  Street.  E.G. 
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Facts  of  Interest— Mainly  About  Ourselves 


NOTABLE 
FEATURES  OF 
THE  FALL 
SPECIAL. 


The  special  Fall  number  of  the 
Di-y  Goods  Review  which  will  be 
issued  next  month  will  contain 
m'any  articles  of  interest  to  the  dry 
g'oods  trade  in  addition  to  authori- 
tative and  instructive  comment  upon  features  of  the  Fall 
season,  it  will  devote  eonsidera,ble  attention  to  a  dis- 
cussion of  helpful  business  methods  employed  by  pro- 
gressive dry  goods  men,  and  in  this  connection  especial 
interest  should  attach  to  a  number  of  articles  on  sales- 
mans'hip  and  the  'treatment  of  customers.  This  will  be 
made  a  department  feature  and  represents  but  .a,nother 
step  in  The  Review's  policy  to  frequently  "rive  careful 
consideration  to  conditions  and  exigencies  ct£  the  selling- 
end  in  a  retail  business.  There  will  be  the  usual  articles 
on  S'how  card  writing,  store  management,  art  of  display, 
and,  what  is  of  equal  if  not  greater,  importance,  descrip- 
tions of  a  number  of  stores  which  have  recently  been 
erected,  together  with  views  and  plans,  and  some  reference 
to  store  policies  in  each  case.  A  statistical  article,  in 
course  of  preparation,  will  undoubtedly  prove  of  great 
general  interest.  This  will  consist  of  individual  records 
of  business,  kindly  supplied  The  Review  by  Canadian 
merchants.  The  figures  will  ibe  tabulated  under  various 
heads,  suc'h  as,  .amount  of  stock,  how  often  turned  over 
in  year,  gross  and  net  profits,  insurance,  advertising,  etc. 
Com'parative  figures  are  always  interesting  and  the  fact 
t'hat  no  names  are  mentioned  should  not  detraict  from  the 
importance  of  the  article.  Quite  a  number  of  merchants 
have  accompanied  their  statistics  by  explanatory  com- 
ment of  a  very  interesting  character.  Considerable  atten- 
tion will  be  paid  to  processes  of  manufacture  and  indus- 
trial development,  and  articles  descriptive  of  notable 
achievements  in  the  mercantile  world  may  also  be  looked 
for. 

•!• 
Beginning  with  the   July  number 
BOOT  AND  The  Dry  Goods  Review  will  contain 

SHOE  DEPART-         a   boot    and    shoe    department.       It 
MENT.  has   been   felt   for   some    time    that 

with  footwear  so  strongly  featured 
by  a  great  many  progressive  stores  throughout  the  coun- 
try, such  a  department  could  be  made  of  great  interest 
through  the  columns  of  The  Review  by  the  publication 
of  readable  information  with  reference  to  that  part  of 
their  enterprise.  The  boot  and  shoe  industry  of  Canada, 
judging  from  its  achievements  up  to  the  present  lime, 
is  undergoing  a  rapid  and  important  development,  and 
The  Review  feels  that  every  portion  of  the  trade  inter- 
ested therein  should  be  thoroughly  posted  on  every  phase 
of  that  progress.  This  will  be  one  of  the  principal  objects 
of  the  department.  It  will  be  so  conducted  that  retailers 
may  regard  it  and  use  it  as  a  medium  through  which  to 
exchange  practical  merchandising  ideas  and  depend  upon 
it  as  an  authoritative  market  guide  and  informant  on 
style  features  and  changes.     Suggestions  and  queries  will 


always  be  welcome.     Plans  for  conducting  an  up-to-date 

department  will  be  discussed  and,  wherever  possible,  these 
will  be  accompanied  by  illustrations. 

The  Review  proposes  further  to  enlarge  its  house- 
furnishing  section  by  the  addition  of  a  department  deal- 
ing with  furniture.  This  addition  also  seems  timely  in 
view  of  the  growing  importance  which  that  branch  of 
business  is  assuming  in  connection  with  departmental  and 
general  stores. 


AN  AUSTRALIAN  From  Adelaide,  South  Australia, 

FINDS  AD.  a  subscriber  to  The  Dry  Goods  Re- 

HINTS  HELPFUL,  view  writes  as  follows  with  refer- 
ence to  the  department  containing 
comments  and  criticisms  on  advertisements  and  extracts 
therefrom:  "They  are  great  and  will  be  of  considerable 
help  to  me  and  hundreds  of  your  small  subscribers,  who 
cannot  employ  an  ad-writer  and  have  not  the  gift.  For 
the  sake  of  those  of  us  who  are  short  of  ad-writing  abili- 
ty, could  you  not,  every  month,  give  us  a  page  or  two  of 
selected  ads.  from  the  work  of  the  shining  stars?"  The 
suggestion  contained  in  the  letter  is  appreciated  quite  as 
much  as  the  statement  that  this  department  is  proving  of 
use  to  readers  on  the  other  side  of  the  world.  One  of  the 
chief  aims  of  the  paper  is  to  assist  the  merchant  sell  his 
goods,  to  make  his  store,  his  methods  and  his  advertising 
more  attractive.  Any  suggestions  he  may  have,  any  sub- 
jects he  may  wish  discussed  will  always  be  conscientiously 
considered  and  the  best  effort  devoted  to  their  treatment 
through  the  columns  of  the  paper.  The  monthly  talks  on 
good  advertising  are  creating  favorable  impressions  where 
the  importance  of  publicity  was  not  previously  considered 
seriously  and  are  helpful  wherever  advertising  and  the 
elements  of  its  success  are  made  the  subject  of  special 
study. 

REVIEW  ALWAYS  The  Review  has   again,  dur- 

AVAILABLE  FOR         .  ing    the    past      month,    received 
INFORMATION.  several  i-equests  from  merchants 

to  prepare  suggestions  for  the 
alteration  or  remodeling  of  their  --tores  in  accordance  with 
modern  plans.  It  is  always  a  pleasure  to  render  assist- 
ance, when  possibL,  and  The  Review  would  once  more 
point  out  that  matters  of  this  ch.airacte;r  or  any  other  sub- 
ject upon  which  merchants  require  information  will  always 
leceive  attention  if  they  will  forward  some  description  of 
circumstances  and  conditions.  One  of  The  Review's  chief 
reasons  for  publication  is  that  it  may  prove  of  real  help 
to  every  branch  of  the  trade.  Where  suggestions  on  sitore 
alterations  are  desired  rough  plans  of  present  layouts 
would  be  appreciated. 

APPRECIATES   REVIEW'S   INFORMATION 

A  Quebec  subscriber  writes  the  Review  as  follows;— "I  take  this  oppor- 
tunity to  congratulate  you  and  to  say  that  the  Dry  Goods  Review  has  helped 
the  trade  very  much.     We  appreciate  the  information  contained  in  it." 
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SOME  time,    Mr.  Merchant,  when  you  are  in  the  g"reat  City  of  Chicago,  step 
into  the  great  store  of  Carson,  Pirie,  Scott  &  Company — a  store  which,  for 
magnitude    of   business    and    progressive    methods,    is    considered    one    of 
America's  greatest  stores — and  see  the  two    McCall    Pattern   Departments  they 
have ;    about  60  ft.  of  counter  and  floor  space;    about  a  dozen  women  busy  selHng 
McCall  Patterns  and  Publications. 

MT[  These  are  wise  merchants.  They  know  the  value  of  having  women  coming  to 
^  their  store.  They  know  the  value  of  carrying  goods  that  sell.  McCall 
Patterns  are  known  from  Maine  to  California  as  the  patterns  that  sell.  They  sell 
because  they  have  style  and  fit  and  are  easy  to  use  and  understand. 

#11   We  refer  to  nearly  10,000  merchants  throughout  the  United  States  and  Canada 
Jl    who  are  selling  McCall   Patterns— any  and  all  of  them,   anywhere.      Write 
for  particulars  and  let  us  tell  you  how  to  increase  your  business.      No  obligation 
incurred. 

The  McCall  Company 

MAKERS  OF  FASHIONS 

236  to  246  West  37th  Street,  New  York 

CHICAGO  SAN  FRANCISCO  TORONTO,  CANADA 

Not  In  The  Trust  No  Connection  With  Any  Other  House 
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Toronto 


Fall  Dress  Goods 

A  magnificent    collection  of 

Satin  Surface  Fabrics 

Satin  Traverse,  Charmeuse  Traverse,  Pantura  Traverse,  Saranta 
Satin  Cloths,  Elysian  Satin  Cloths,  Empire  Satin  Cloths,  Queen 
Satin  Cloths,  Solar  Satin  Cloths  and  Satinette  Soliels. 

Bazonka  Self  Stripe  Satin  Cloths,  Volna  Self  Stripe  Satin  Cloths, 

Auburn   Self  Stripe   Satin    Cloths,    Gerontias  Self  Stripe   Satin 

Cloths,  Cordova   Self  Stripe  Satin  Cloths. 

Two  Special  Numbers 

BP4— 47/8  in.  Royal  Ermine    Satin  Cloth  (Suedine  finish)  to    retail  at   $1.00 
KG136— 50  in.  Elysian  Satin  Cloth  (Wulmella  finish)  "         "       1.50 

Venetian  Cloths 

An  immense  variety  of  Self  and  Fancy  Stripes,  Fatima  Stripes, 

Farinagre     Stripes,     Hystroda     Stripes,     Victorienne     Stripes, 

Olympian  Stripes,  Merinphar  Stripes. 

See  our  54  in.  Stripe  Venetian  (Admiralty  shrunk  finish)  to  retail  at  $1.00. 
The  above  lines  come  in  all  the  new  shades  of  Birch,  Chaldron,  Lilac,  Wistaria, 
Catawba,  Burgundy,  Peacock  Blue,  Dull  Greens,  Taupes,  Smoke  Grey,  Brown, 
Myrtle,  Navys,  Black. 

Attractive  Materials  for  Tailor-Made  Costumes 

Pontrassina  Worsteds,  Margrave  Worsteds,  Lutrano  Worsteds,  Kathora  Worsteds, 
Mirabeau  Worsteds,  Damascene  Broad  Cloths,  Satalina  Stripe  Broad  Cloths, 
Davos  Stripe    Box  Cloths,  Naladi   Cheviots,  Asturian  Cheviots,  Alvares  Cheviots. 
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The  W.  R.  Brock  Co.  (Limited) 


Four  Trade  Winners  to  Retail  at  50c. 

FE61  — 38  inch  Grey  and  Black  Stripe  Cheviots. 
FE62.— 39/40  inch  Grey  and  Black  Stripe  Panama. 

These  two  numbers  are  shown  in  various  styles  of  very 
effective  stripes. 

Z650.— 37/8  inch  Self-stripe  Satin  Cloth,  in  Taupe,  Grey,  Mid- 
Brown,  Myrtle  and  ]^)lack. 

EEL— 37/8  inch  Self-stripe  Satin  Cloth,  in  Taupe,  OHve,  Myrtle, 
Brown,  Garnet,  Navy  and  Black. 

The    Trade  ivill  be  interested  in  the  fo/Imvin^  nnnify^r: 

EE2.— 50  inch  All  Wool  French  Venetian,  to  retail  at  75c. 
Can  be  had  in  any  shade. 

A  Splendid  Assortment 
of  Blouse  Materials 

including  Printed  French  Flannels,  Delaines,  Silk  Embroidered 
Cashmeres  and  Albatross,  Satin  Stripe  Panamas,  Taffeta  Cloths, 
etc.,  in  a  large  variety  of  Stripes,  Spots  and  Floral  Designs. 

Diadematis  Coating  Serges 

Guaranteed  all  pure  wool,  free  from  gum  or  any  filling  substance, 
comes  in  four  qualities  in  Cream,  Navy  and  Black  only.  Can  be 
retailed  at  50c.,  65c.,  75c.  and  $L00. 

Exceptional  Values  in  Popular  Silks 

18  inch  Pure  Silk  Liberty  Satin,    to   retail   at 50c 

20  inch  Pure  Silk  Liberty  Satin,    to   retail  at 75c 

20  inch  Pure  Silk  Messaline,   to   retail   at $1.00 

21>2   inch  Victoria  Satin,  to  retail   at 50c  and  75c 

18  inch  Pure  Silk  Taffeta,   (soft   make)    to   retail   at .50c 

20  inch  Pure  Silk  Taffeta,    (soft  make)    to   retail   at .75c 

20  inch  Chiffon  Taffeta,  to  retail  at 75c 

A  complete  range  of  all  the  leading  shades  in  the  above. 

There  is  a  strong  revival  in  Black  Taffetas,  and  we  are  prepared 
to  meet  the  demand  with  some  very  special  values. 

We  are  also  showing  some  very  desirable  numbers  in  soft  finish 
Black  Silk,  including  Messalines,  Merves,  Orientals,  Paillettes, 
Peau  de  Soies  and  Duchess  Satins. 
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It  Doesn't  Pay  to  Wait. 

A  NEWSPAPER  in  a  town  of  about  2,000  population, 
recently  conducted  a  heart-to-heart  talk  with  the 
"knockers  who  are  not  satisfied  with  spending  every  cent 
in  Toronto,  but  who  also  act  as  bargain-day  missionaries, 
representing  our  merchants  to  be  a  lot  of  unenterprising, 
unprincipled  extortioners  whose  stocks  of  shoddy  are  sold 
at  famine  prices."  The  newspaper  went  on  to  say  that, 
"some  of  these  knockers  don't  even  know  the  prices 
charged  here,  and  have  frequently  paid  more  for  inferior 


goods  in  Toronto,  but  they  have  had  the  ardent  satisfac- 
tion of  helping  a  stranger  rather  than  their  own  immedi- 
ate neighbor,  and  an  outside  town  rather  than  the  town 
in  which  they  live.  The  merchants  of  this  town  are  not 
as  enterprising  as  tliuy  should  be.  They  are  not,  as  a  class 
good  advertisers.  Many  of  them  liax'o  jiut  on  their 
shelves  fine  stocks  of  goods  Ijut  tliey  never  tell  the  public 
a  word  about  il  through  the  local  papers.  They  wait  for 
Providence  to  send  customers  instead  of  compeling  them 
to  come  in  as  Eaton  and  Simpson  do  by  the  liberal  use  of 
printers'  ink.  Nevertheless  they  have  in  the  various  stores 
splendid  stocks  of  goods,  and  it  is  possible  to  buy  any- 
tjiing  lie'-e  that  any  housekeeper  requires.  The  statement 
that  Iherc  is  no  'choice'  here  is  only  a  fiction  O'f  the 
bargain  fiend. " 

It  would  appear  appropriate  to  remark  here  that  in 
these  days  of  close  competition,  tlie  assistance  of  Provi- 
dence is  most  liberally  bestowed  upon  the  man  who  has 
most  conscientiously  and  diligently  helped  himself.  That 
the  merchants  of  this  town  are  not  as  enterprising  as 
they  should  be  and  are  not  good  advertisers  as  a  class, 
means  that  the  "knocker,"  so-called,  has  not  been  proper- 
ly educated.  If  merchants  are  indifferent  in  the  matter 
of  publicity,  if  they  fail  to  employ  available  means  for 
promoting  and  protecting  their  own  interests,  it  is  hardly 
to  be  wondered  at  if  there  is  a  heavy  out-of-town  business. 
It  is  also  up  to  the  newspaper  man  to  impress  persistently 
the  importance  of  advertising,  to  show  the  merchant,  as 
far  as  possible,  how  to  advertise,  to  assist  him  in  the 
preparation  of  copy,  to  urge  the  value  of  wise  supple- 
mentary schemes,  and  to  bring  home  to  him  the  signifi- 
cance of  I'esults  in  other  places.  In  many  towns,  where  it 
is  felt  a  weekly  newspaper  service  is  not  sufficient  the 
merchants  employ  a  bulletin  or  circular  system  by  which 
they  describe  in  detail  attractive  shopping  features.  A 
plan  that  has  been  widely  adopted  in  the  West  makes 
use  of  the  Eaton  catalogues.  These  are  kept  in  conspicu- 
ous places  in  the  stores  and  shoppers  may,  by  reference 
and  consultation  with  salesmen,  have  first  hand  proof  of 
the  possibilities  of  the  local  store.  The  merchant  is  thus 
converting  to  his  own  use,  the  instrument  which  would 
otherwise  do  his  business  considerably  greater  hurt. 
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Value  of  Window  Display. 

NO  merchant  can  possibly  overestimate  the  value  of 
his  display  windows  as  mediums  of  publicity. 
Whether  he  changes  the  trim  daily,  weekly  or  bi-weekly, 
the  fact  will  remain  that  therein  he  has  one  of  the  most 
effective  means  through  which  to  attract  the  prospective 
customer.  A  neglected  show  window  is  very  much  like  a 
blank  menu  card  in  a  restaurant.  The  expectant  public  is 
entrusted  with  no  information  as  to  the  contents  of  the 
cupboard.  The  waiter  is  there  with  a  line  of  talk,  but 
it  is  largely  a  case  of  "take  it  for  granted."  The  win- 
dow gives  the  shopper  his  first  impression.  Very  often 
it  facilitates  her  decision  and  opens  the  way  towards  a 
good-sized  order.  Windows  have  reputations.  Those  that 
are  always  bright,  up-to-date,  containing  items  of  actual 
interest,  artistically  arranged,  and,  in  fact,  so  constituted 
that  it  is  a  tribute  not  only  to  the  good  taste  of  the 
merchant  as  well  as  to  the  shopping  public,  will  never 
fail  to  attract  business.  The  people  become  so  well  edu- 
cated that  they  look  for  each  succeeding  trim. 

It  is  for  the  merchant  to  see  that  this  interest  does  not 
wane.  There  are  windows  which  have  seldom  been  known 
to  contain  a  good  display — never  appeared  to  do  justice 
to  the  contents  of  the  store.  For  some  reason  or  other 
the  merchant  never  went  in  for  that  kind  of  advertising. 
He  claimed  probably,  that,  being  in  a  small  town,  there 
were  not  enough  people  to  see  the  exhibit  and  then,  again, 
goods  so  displayed,  were  in  danger  of  being  spoiled.  To 
the  first  argument  it  would  appear  proper  to  say  that,  if 
the  people  will  not  be  interested  in  a  well-arranged  win- 
dow, it  is  because  the  merchant  has  not  featurized  that 
part  of  his  system — if  such   a  thing  exists  in  his  store. 


Place  Wall  Paper  on  Paying  Basis. 

DURING  the  past  eight  years  the  disastrous  effects  of 
trying  to  manufacture  wall  paper  and  selling  it 
at  flat  prices  has  caused  the  failure  or  abandonment  of 
thirty-two  factories  in   the  United  States. 

It  is  impossible  to  estimate  the  amount  of  loss  incurred 
by  the  jobbers  and  retail  dealers  during  the  same  period. 

There  does  not  seem  to  be  any  good  reason  why  the 
wall  paper  industry,  which  is  essentially  decorative  in 
its  character  and  therefore  belongs  to  the  arts  as  much 
as  it  does  to  the  manufactures,  should  not  be  a  remunera- 
tive business;  nor  is  there  any  good  reason  why  the  retail 
dealer  who  carries  a  stock  of  this  decorative  material 
should  not  demand  and  obtain  a  good  profit  through 
handling  this  material,  for  in  many  instances  his  advice 
is  asked  and  expert  knowledge  is  necessary  in  order  'to  be 
a  successful  vendor  of  wall  paper.  In  eight  cases  out 
of  ten  he  is  applied  to  as  to  his  ideas  in  regard  to  certain 
shades  harmonizing,  blending  or  contrasting  with  the  car- 
pets or  furniture  of  the  room;  this  advice  being  given 
in  a  conscientious  and  careful  mianner.  The  vendor  is 
certainly  entitled  to  adequate  remuneration  as  on  his 
judgment  in  many  instances  the  retail  customer  relies  for 


the  charming  effect  desired  in  wall  paper  decoration  of 
the  home. 

The  subject  is  an  important  one  to  merchants  who 
handle  wall  paper  as  an  integral  part  of  their  business. 
In  another  column  we  publish  a  number  of  statements 
from  dealers  in  the  U.S.  who  are  tired  of  the  existing 
conditions  and  are  ready  to  adopt  any  plan  that  will 
give  them  fair  remuneration  for  the  capital  invested,  the 
time  and  energy  necessary,  and  the  artistic  knowledge 
required,  in  order  to  make  this  business  a  success. 

The  old  saying,  "The  agitation  of  thought  is  the  be- 
ginning of  wisdom,"  is  as  true  to-day  as  ever  it  was,  and 
it  is  to  be  hoped  that  those  interested  in  the  sale  of  wall 
paper,  will,  on  giving  their  best  thought  to  the  matter, 
find  it  possible  to  do  their  share  in  bringing  about  a  re- 
form by  heartily  supporting  the  movement  should  the 
manufacturers  undertake  it. 


Just  a  Reminder. 

A  GENTLEMAN  with  many  years'  experience  on  the 
advertising  field  remarked  recently  that  Canadians 
when  writing  to  firms  in  reply  to  advertisements  seldom 
made  reference  to  the  publications  in  which  they  had  seen 
them. 

We  do  not  know  how  far  this  applies  to  the  readers 
of  Dry  Goods  Review.  Some  at  least  do  mention  this 
paper  when  they  are  answering  advertisements;  possibly 
there  are  some  who  do  not. 

There  is  not  a  trade  newspaper  in  Canada  that  has 
either  more  readers  or  more  friends  than  The  Dry  Goods 
Review,  and  the  publishers  would  appreciate  it  very  much 
if.  when  writing  to  firms  about  merchandise  advertised  in 
the  columns  of  this  paper,  they  would  kindly  give  it  credit. 

The  advertisers  would  appreciate  it,  and  The  Dry 
Goods  Review  certainly  would,  for  such  things  add  to 
its  prestige. 

One  of  the  main  purposes  of  The  Dry  Goods  Review  is 
the  furtherance  of  the  interests  of  the  dry  goods  and 
allied  trades  in  Canada.  One  good  turn  deserves  another, 
and  our  readers  will  be  doing  a  good  turn  if,  when  writ- 
ing in  reply  to  advertisements,  they  mention  The  Dry 
Goods  Review.     Try  it  with  this  issue. 


Punish  Illegal  Failures. 

RECENT  failures  in  Montreal  have  aroused  the  com- 
ment that,  after  all,  the  majority  of  our  laws  are 
made  by  lawyers  in  Parliament  and  that  the  interpreta- 
tion of  laws  is  also  pretty  well  in  the  hands  of  lawyers. 
Montreal  courts  have  not  been  so  sharp  and  severe  with 
certain  manufacturers  as  creditors  could  desire.  While 
bankruptcy  laws  are  stringent  enough,  there  is  naturally 
no  absolute  protection  against  dishonesty. 

One  of  the  favorable  points  which  has  been  recently 
made  is  that  .a  writen  record  must  be  kept  of  all  trans- 
actions and  books  must  be  produced  to  prove  where  assets 
have  been  disposed  of. 

No  doubt  the  lack  of  sufficient  capital  has  caused  most 
manufacturing  failures,  although  there  are  many  prosper- 
ous clothing  and  garment  firms  to-day  that  started  on  the 
hand-to-mouth  basis,  with  little  capital.  Hard  work  often 
took  the  place  of  funds. 

The  bad  failures  cause  strict  credit,  and  sometimei 
the  hampering  of  the  business  of  legitimate  concerns. 


Educative  Campaign  for  the  Canadian  Wool  Industry 

Manufacturer  Suggests  that  Much  Might  be  Done  in  that  Way  to 
Place  the  Industry  in  the  Position  of  National  Importance  to  Which 
it      Belongs  —  Present    Defects  -  What    the    Provinces    are    Doing. 


TM  I'l  cDinparisoii  wliicli  llie  manager  nf  llu'  Bird 
Woolen  Mills  Co.,  of  Bracebridge,  makes  of 
Canadian  and  Auslralian  woolj  leads  to  a  con- 
clusion by  no  means  complimentary  to  the 
sheep-raising  industry  of  the  Dominion/  In  a  recent  con- 
versation with  The  Review  Mr.  Bird,  the  product  of 
whose  mill  consists  chietly  of  mackinaws,  tweeds  and 
blankets,  stated  that  he  had  found,  from  careful  obser- 
vation that  five  pounds  in  every  hundred  of  Canadian 
wool  consisted  of  foreign  matter,  such  as  chaff,  hay  seeds, 
and  burrs  while  in  Australian  wool  the  losses  from  this 
source  only  amounted  to  one  ^jound  in  a  hundred.  Neg- 
lect or  ignorance  in  connection  with  the  management  of 
flocks  is  ajiparent  and  it  is  his  opinion  that  much  good 
might  be  accomplished  by  a  campaign  similar  to  that 
under  which  the  dairy  and  swine  industries  have  been 
developed. 

There  is  indisputal)le  evidence  in  the  existence  of 
flocks  at  the  present  time,  that  every  province  of  the 
Dominion  is  adapted  to  sheep-raising  and  that  the  indus- 
trj-  may  be  profitably  conducted. 

J.  B.  Spencer,  of  the  Live  Stock  Commissioner's 
Branch,  Ottawa,  points  out  that  Canadian  wool,  as  com- 
pared with  that  grown  in  countries  devoted  largely  to 
sheep-raising  and  where  the  climate  is  never  severe,  pre- 
sents defects  that  are  complained  of  by  every  wool  dealer 
and  manufacturei'.  The  very  general  lack  of  uniformity 
in  breed  naturally  gives  a  mi.x'ture  to  the  character  of  the 
w'ool.  This  presents  a  difficulty  to  the  manufacturer  of 
special  lines  who  desires  to  purchase  a  large  quantity  of 
one  class.  He  is  now  compelled  to  purchase  more  or  less 
mixed  lots  and  pay  men  at  the  mill  to  re-sort  them. 

"This  defect,"  says  Mr.  Spencer,  "will  continue 
until  we  so  increase  our  sheep  stocks  that  extensive  Can- 
adian wool  markets  are  developed  to  better  classify  and 
take  care  of  the  output.  To  indicate  the  insignificance 
of  the  Canadian  wool  crop  of  some  12,000, ()()()  pounds 
of  shorn  wool  and  upwards  of  1,000,000  ])ounds  of  pulled 
wool,  it  may  be  compared  with  the  annual  yield  in  Great 
Britain  of  some  130,000,000  pounds  to  which  may  be 
added  700,000,000  pounds  imported  into  that  compara- 
tively small  area  each  year.  Of  these  combined  quan- 
tities about  543,000,000  pounds  are  consumed  in  Britain 
the  remaining  31(),000,000  pounds  being  exported.  The 
wool  industry  of  Great  Britain  is  a  definite  one  of  first 
importance,  commanding  the  attention  of  both  the  manu- 
facturer and  the  grower.  So  small  are  the  London  wool 
sales  organized  that  one  can  buy  almost  anj-  quality  de- 
sired from  samples  secured  by  mail  or  by  personal  ex- 
amination of  offerings.  "NAHien  sales  are  in  progress  the 
different  lots  are  classified  and  catalogued.  Buyers  are 
allowed  to  examine  the  offerings  in  the  forenoons  from 
gashes  made  in  the  bales.  In  the  afternoon  when  the 
sales  are  in  progress  purchases  are  intelligently  made  by 
reference  to  the  catalogue  marked  in  the  morning.  Rather 
than  bother  with  Canadian  wools,  which  are  difficult  to 
classify,  some  of  our  largest  manufacturers  purchase 
at  the  exact  qualities  required. 

"The  comparatively  small  export  of  wool  leaves  about 
10,000,000  pounds  of  shorn  crop  for  domestic  use.  In 
addition  to  8,000,000  to  9,000,000  pounds  of  home-grown 
wool    consumed    in    the    Cauadinn    mills,    large   quantities 


of  iin[)oi't('d  wool  wei'e  brcnight  in  each  year.  Vnv  the 
years  ending  June  30,  lOO.l,  1900  and  the  first  nine 
months  of  1907  the  quantities  imported  were  respectively 
as  follows:  7.617.211,  6,311,837  and  3.928,791.  These 
wools,  with  slight  exception,  are  said  to  consist  of  fine 
merino  qualities  such  as  are  not  grown  in  Canada,  and 
are  required  in  the  manufacture  of  fine  goods,  such  as 
flannels,  fine  tweeds,  meltons,  beavers,  whipcords,  covert 
cloths,  fine  rugs  and  also  of  underwear  and  other  fine 
knitted  goods. " 

It  would,  therefore,  appear  that  in  order  that  the 
Canadian  wool  industry  may  attain  that  position  of  na- 
tional importance  of  which  it  is  capable,  the  educational 
side  must  be  advanced  on  all  suitable  occasions.  While 
stock  and  sheep  breeders'  associations  have  looked  after 
the  industry  in  a  more  or  less  definite  way,  there  is  here 
also  an  opening  for  excellent  work  by  departments  of 
agriculture.  A  good  example  of  what  can  be  done  is 
given  by  the  Department  of  the  Nova  Scotia  Legislature, 
which,  in  the  Falls  of  1906  and  1907.  took  in  a  large 
number  of  pure-bred  rams  which  were  sold  at  auction. 
It  is  the  intention  of  the  Government  to  continue  this 
distribution  for  a  few  years.  Nova  Scotia  has  a  number 
of  well-managed  woolen  mills,  the  product  of  which  has 
a  Dominion  reputation. 

At  the  present  time,  it  is  evident  that  an  awakening 
is  developing  which  will  undoubtedly  Avork  to  the  benefit 
of  the  wool  industry.  Mutton  will  continue  to  be  the 
chief  aim  of  the  Canadian  sheep-raiser,  but  the  conditions 
nece.-sary  lo  jucduce  high-class  mutton  are  also  favor- 
able to  the  growth  of  sound  fleece.  With  pi'oper  housing 
and  careful  management,  the  flocks  will  be  productive  of 
an  increased  revenue  by  reason  of  improved  wool  qual- 
ities, which  cannot  be  well  overlooked.  In  this  connection 
it  is  interesting  fo  note  that  the  Department  of  Agricul- 
ture of  Ontario  will  this  year  conduct  experiments  in 
sheep-feeding  and  management  with  the  object  of  obtain- 
ing statistics  which  will  be  of  service  in  future  educative 
work. 

The  defect  remarked  upon  by  Mr.  Bird  is  by  no  means 
an  unusual  one.  Owing  to  the  negligence  of  farmers  the 
fleeces  of  their  sheep  become  badly  infested  with  vegetable 
ma'tter  wdiich  is  only  removable  by  expensive  machinery 
or  a  process  known  as  carbonizing.  In  the  process  of 
combing,  most  of  this  substance  is  removed,  but  for  cord- 
ing, the  other  process  is  frequently  resorted  to.  These 
processes  are  expensive,  and  it  goes  without  saying  that 
proper  management  of  the  flocks  would  soon  demonstrate 
its  value  by  way  of  increased  values  for  Canadian  wool. 


Fire  caused  about  $30,000  damage  in  the  warehouse 
of  C'oppley,  Noyes  &  Randall,  Hamilton,  on  May  22. 
One  of  the  freaks  of  the  fire  was  to  burn  one  sleeve  only 
out  of  a  row  of  coats  which  hung  at  the  north  end  of 
the  building. 

The  .stock  on  the  floor  where  the  fire  rag-ed  con- 
sisted mostly  of  trousers.  Several  hundred  pairs  were 
destroyed.  The  fire  went  up  the  elevator  shaft  to  the 
third  floor  and  destroyed  a  considerable  amount  of 
clothing.  On  the  ground  floor  and  in  the  basement  the 
damage  done  was  caused  bv   water. 
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Let's  show  what  we  can  do  in 
cottons. 

There  is  every  indication  that 
prices  will  be  advanced  shortly, 
and  with  the  coming  of  warm 
weather  there  will  be  a  rush  on 
these  goods. 

A  postal  will  bring  cuttings  to 
you  by  return. 


Remember — We  make  a  speci- 
alty of  Letter  Orders  and  would 
like  to  fill  yours. 

May  we  ? 


The   \y,   R.    Brock    Company  (Limited) 


MONTREAL 


Please  uieiitiun  The  Rez'ici^'  to  Ad-c'ertisers  and  Their    Traielers 


Mammoth  Store  will  Maintain  Schools  for  Staff  Recruits 

Gimbel  Bros,  will  have  Eleven  Million  Dollar  Structure  in  New  York 
—Will  Require  Some  Seven  Thousand  Employees  -  Hospital  Ser- 
vice for  Customers  —  Forty-five  Show  Windows  —  Interesting  Details. 


GROUND  was  broken  recently  for  the  great  Gimbel 
store  at  Broadway,  Thirty-second  and  Thirty- 
third  streets,  Gimbel  Square,  New  York. 

Gimbel  Square  is  situated  between  the  new  Pennsyl- 
vania Railroad  depot  and  Broadway,  while  one  of  the 
basements  will  be  the  depot  and  present  terminal  of  the 
McAdoo  tunnels. 

At  no  other  point  in  New  York  do  so  many  arteries 
of  travel  converge— the  great  Pennsylvania  Railroad,  the 
Hudson  tunnels  system,  an  elevated  railroad  and  numer- 
ous lines  of  surface  cars. 

The  undertaking  at  this  time— touching  some  fifty  lines 
of  industrial  activity  and  giving,  directly  and  indirectly, 
( mployment  to  thousands  of  operatives— must  have  a 
quickening  impulse  toward  a  general  return  of  large 
prosperity. 

Seven  Thousand  Employes 

The  Gimbel  Store,  when  opened,  will  require  some 
seven   thousand   employes. 

The     electrical    installation      will     be     the     equival- 


the  young  recruits  and  for  older  people  coming  into  the 
store  family. 

Hospital  service  will  be  maintained  for  customers  and 
employes  the  victims  of  sudden  illness,  and  an  elaborate 
system  of  rest  rooms  will  be  provided. 

It  is  determined  that  the  new  store,  with  its  more 
than  a  million  square  feet  of  floor  space,  shall  be  opened 
to  the  public  in  tne  early   autumn  of  next  year. 

The  property  will  cost,  when  completed,  considerably 
over  eleven  million  dollars. 

The  new  store  will  be  a  fireproof  structure,  the  steel 
being  from  the  Bethlehem,  Pa.,  plant  of  Charles  M. 
Schwab,  and  weighing  24,000,000  pounds.  This  steel,  if 
drawn  into  No.  10  wire,  would  reach  a  hundred  and  ten 
thousand    miles. 

Forty- five  Show  Windows 

Of  course,  the  first  step  is  to  excavate  for  the  three 
basements,  necessitating  the  removal  of  a  hundred  and 
twenty  thousand  cubic  yards  of  dirt  and  rock.  This 
would  coat  a  thousand  acres  one  inch  thick. 


New  Store  to  be  Erected  by  Gimbel  Bros.,  New  York. 


ent  of  forty  thousand  16-candle  lamps,  and  will  be  dis- 
tributed by  204,000  feet  of  wire,  running  through  more 
than  thirty-eight  miles  of  conduit  ;  and  over  two  thou- 
sand horse-power  of  steam  boilers  will  be  required  to  gen- 
erate the  current. 

Many  new  ideas  for  the  comfort  and  convenience  of 
the  public  will  be  incorporated  in  the  building,  and  a 
committee  from  the  Philadelphia  management  will  be 
brought  into  co-operation  with  the  architects  to  develop 
the  most  perfect  conditions  for  the  comfort  and  well-being 
of  the  employes.  The  &imbel  system  is  solicitous  for  its 
employes,  maintaining  a  plan  of  beneficial  help  in  case  of 
illness,  and  providing  for  social  well-being  and  advance- 
ment while  in  health.     Schools   are   to   be   maintained   for 


The  mortar  required  for  the  building  would  cover  five 
hundred  acres  one  inch  thick. 

The  floor  area  will  be  something  over  a  million  square 
feet. 

There  are  to  be  forty-five  show  windows — in  all,  914 
lineal  feet  of  them. 

A  mile  and  a  half  of  banister  will  run  along  the  in- 
closed stairways,  and  eight  thousand  automatic  sprink- 
lers will  form  a  self-acting  fire  company  to  protect  the 
stocks — the  building  can't  burn. 

Fifty  electric  elevators — forty-one  of  them  for  pas- 
sengers— will  be  housed  in  a  mile  and  a  half  of  shafts, 
and  the  combined  traveling  power  of  the  elevetors  is 
thirtv   miles   an  hour. 
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On  Mohairs  and  Siciliennes  "B.D.A."  is  the 
stamp  of  quaHty— 

The  guarantee  that  the  goods  in  question  were 
dyed  and  finished  by  the  Bradford  Dyers'  Associa- 
tion of  Bradford,  England — who  are— 

The  originators  of  the  beautiful,  permanently 
lustrous  finish  that  made  Mohair  fashionable,  and 

The  discoverers  of  the  process  of  dying  Mohair 
w^hich  permits  the  introduction  of  new  patterns 
season  after  season. 

Look  for  this  stamp  w^hen  you  buy. 


BradfordlbJeirs' 

JVss  ociatLon 

rysc  0.  if oriExiglaaxi 


A 


Please  mention  The  Revieiv  to  Advertisers  and  Their    Travelers 


Section  of   the    Remodeled   Store  of  Gladney,  McDonnell  &    Co.,    Marmora. 


Canadian  Dry  good  smen  and  their  Methods 


T 


Patrick's  Fair  and  Square. 

Hamilton,  May  28. 
"F  you  don'l,  know  I'atrick,  you  oii^hl  to."  Tliis  is  a 
legend  wliii'li  looks  promising.  It  belongs  to  Arthur 
Patrick,  dry  goods  merchant  and  men's  i'urriisher, 
corner  of  York  and  Queen  Streets,  this  city.  Mr. 
Patrick  evidently  believes  in  applyir.g  a  spur  to  one's 
curiosity.  He  does  not,  after  the  manner  of  some  pviiit 
the  front  view  of  his  head  on  his  otfice  paper.  He  prefers 
to  display  the  reverse  side,  and  whets  one's  pleasure- 
able  expectation  by  i'lie  accompanying  words:  "This  is 
Patrick:  meet  me  face  to  face."  His  store  is  known  i.s  the 
"Fair  and  Square, "and  he  states  that  this  sign  over  the 
main  entrance  means  just  what  it  says. 

How  do  facts  bear  out  the  sign?  In  the  first  place, 
Patrick  sells  dry  goods  foi'  cash  and  one  price  only.  His 
is  a  ward  or  locality  store,  and  he  holds  that,  when  })eople 
have  credit  accounts  they  purchase  goods  they  iiave  no 
pailicular  need  for.  Consequently  they  grow  careless. 
As  a  rule,  having  little  or  nothing  at  stake,  they  think 
nothing  of  pulling  out  and  leaving  bad  debts  beliind.  Then, 
again,  the  loss  and  extra  help  required  to  run  a  credit 
business  must  shrink  tiie  profits  derived  from  tliose  who 
pay  promptly.  The  "one  price"  idea  Mr.  Patrick  regards 
as  exeeptipnajly  effective  in  a  retail  business  suc'h  as  his. 
The  merchant,  however,  must  stand  by  his  prices  rigidly. 
This  may  mean  the  loss  of  an  occasional  customer,  but  the 
store  gains  the  confidence  of  the  public  when  it  is  known 
that  the  merchant  has  no  favored  class.  Mr.  Patrick  has 
always  conducted  business  on  that  basis  and  in  17  yeais 
has   l(jst    little  or  nothing. 

It  is  of  interest  to  note  tliat  Mr.  Patrick  attaches 
particular  importance  (o  window  display,  and  he  claims 
that  his  plate  glass  areas  are  the  largest  in  the  city,  being 
four  feet  wider  than  the  next  in  size. 

-I- 

Utilizing  the  Basement. 

Now  that  S()  many  merchants  are  considering  plans 
for  remodelling  their  stores,  the  importance  attached  to 
basement  departments  in  modern  layouts  would  seem  to 
be  a  topic  worthy  of  discussion.  The  cut  of  the  Robinson 
store.  Moose  Jaw,  is  to  the  point.    It  will  be  noticed,  from 


the  cards  in  the  foreground,  that  groceries  and  crockery 
occupy  the  basement  floor,  an  approved  location  for  these 
departments  in  a  general  store.  They  may  thus  be  more 
thoroughly  developed  and  interfere  in  no  way  with  those 
depai'tments  which  seem  to  be  more  naturally  allied  with 
dry  goods.  When  groceries  are  not  carried,  the  basement 
is  very  often  used  for  staple  lines  and  boots  and  shoes. 
The  great  problem  is  to  secure  an  abundance  of  light. 
Pnsm  areas  back  and  rear  give  good  results,  and  where 
th.e  building  is  a  new  one  flanked  by  others,  a  light  well 
(■  1  one  side  may  be  secured  by  leaving  a  narrow  space 
between  the  side  walls  for  one-ilialf  or  one-qiia,rter  the 
depth  of  the  store  from  the  rear  where  light  is  sometimes 
difificult  to  obtain.  Room  for  two  or  more  windows  may 
thus  be  secured.  This  was  the  plan  adopted  in  a  double 
store  building  recently  erected  at  Niagara  Falls,  Out.  A 
narrow  space  separated  the  rears  of  the  two  stores,  and 
the  windows  in  the  end  wall  of  the  basement  wei'e  supple- 
mented by  a  series  at  one  side,  with  the  result  that  the 
basement  floor  was  just  as  well  lighted  as  the  main  floor. 
The  depth  of  a  great  many  stores  is  such,  however,  that 
any  arrangement,  beyond  a  well-windowed  front  and 
rear  would  be  unnecessary.  It  is  safe  to  say  that,  instead 
of  being  an  accumulating  place  for  packing  boxes,  as  is 
often  the  case,  or  as  a  section  of  which  no  especial  use  is 
made,  there  are  scores  of  store  basements  which  in  whole 
or  in  part,  could  be  more  profitably  made  use  of. 

The  section  of  the  Robinson  store,  illustrated  here  is 
a  study  in  arrangement.  It  will  be  noted  that  consider- 
able care  has  been  taken  in  working  out  an  effective  ledge 
trim  on  the  right  and  that  a  summery  atmosphere  has 
been  obtained  by  the  display  of  parasols. 

The  bank  of  canned  goods  is  excusable,  placed  as  it  is  at 
the  entrance  to  the  basement.  The  store,  judging  from  the 
illustration,  has  a  large  and  well  equipped  boot  and  shoe 
department,  and  it  will  be  observed  that  the  location  of 
each  department  such  as  wall  paper,  ready-to-wear  and 
furniture  are  conspicuously  placarded. 


Remodeled  their  Store. 

Gladney,   McDonnell  &   Co.,   of  Marmora,  following  a 
fire,   have   had   their  general   store  remodeled   alons  lines 
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Do  you  realize  the  selling  power  of  a  strong 
guarantee  ? 

You  might  make  the  strongest  possible  claims 
as  to  the  durability  of  Holeproof  Hose  and  fail  to 
convince  your  customer,  but  when  you  offer  him 
a  signed  guarantee ! 

It's  the  guarantee  that  turns  the  trick. 

With  every  box  of 

NEVERDARN 
FOR  MEN   AND  WOMEN 

there  is  this  guarantee  : 

'■'■  Slioiild  any  or  all  of  this  six  pair 
of  hose  requiiT  darning  iiiitJii)i  six 
months  of  the  day  you  bought  them 
we  will  replace  at  our  expense  with  a 
new  pair  each  darned  pair  returned.''^ 

Red  tape !  Not  a  bit  of  it.  Your  salesman 
merely  fills  in  the  date  of  sale  on  the  coupon — that's 
all.  It  is  our  guarantee,  and  it's  us  behind  each  and 
every  pair  that  you  sell. 

Neverdarn  Holeproof  Hosiery  is  made  exclus- 
ively of  the  finest  quality  long  fibre  Sea  Island  and 
Lisle  Yarns,  specially  prepared,  w^hich  renders  them 
extremely  tough  and  durable,  yet  soft  and  easy  on 
the  feet.  They  are  reinforced  at  the  hardest  points 
of  wear  and  will  permanently  retain  their  original 
good  shape.  They  are  dyed  by  a  new  process 
Sanitary  dye,  w^hich  leaves  the  fabric  absolutely  fast 
and  clean.     Made  in  leather  shade  tan  and  black. 

ORDER   FROM    YOUR   JOBBER. 


"'I/'s  the  name 
belli >id  II  gnaran/ee 
that  makes  it  good." 


Chipman-Holton  Knitting  Co., 


HAMILTON,   CANADA 

E.  H.  WALSH  &  CO.,  Sole  Selling  Agents, 
Toronto  and  Montreal 


Limited 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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w'liich  lia.ve  given  first  consideration  to  convenience  of  sales- 
people and  shoppers  and  effective  display  of  goods.  The 
arrangement  of  departments  would  appear  well  suited  to 
the  requirements  of  business  in  small  centres.  The  store, 
i^s  the  plan  indicates,  fcas  a  depth  of  sixty  feet  and  a  width 
of  thirty-four  feet.  A  storage  warehouse  is  located  in 
the  rear.  There  is  a  display  window  of  good  depth  and 
width  on  each  side  of  the  entrance.  Three  large  show 
cases  have  conspicuous  position,  one  to  the  right  and  the 
other  to  the  left  of  the  entrance,  and  a  third  between  tlie 
boot  and  shoe  and  grocery  departments.  The  men's  ready- 
to-wear  clothing  occupies  a  central  position  with  dry 
goods  and  men 's  furnishings  on  one  side  and  groceries  and 
l)oots  and  shoes  on  the  other.  The  office  is  located  over 
the  vault  in  one  corner  of  the  store  and  it  is  there  that 
tiie  carriers  from  four  cash  stations  ai"e  centralized.  The 
millinery  and  housefurnishing  departments  are  located  on 
well  equipped  sectons  of  the  second  floor  and  there  also 
is  a  storage  place  for  surplus  stock. 

The  store  is  not  crowded  with  counters  as  is  often  the 
case  with  country  stores,  but  this  part  of  the  equipment 
is  only  placed  where  absolutely  necessary.     It  would  ap- 


$2,500,  overpaid  by  them,  the  share  of  the  Gore  being 
$289.43.  The  explanatory  letter  was  ordered  inscribed  in 
the  company 's  minutes  in  full,  and  a  resolution,  moved  by 
R.  S.  Strong,  seconded  by  "W.  K.  McNaught,  M.L.A.,  was 
passed,  expressing  the  appreciation  of  the  high-minded 
and  honorable  course  pursued  by  the  Messers.  Lofft. 

Began  Business  with  $40  Stock. 

(Staff  Correspondence). 

Vancouver,  B.C.,  May  25. — George  Ash  well,  dry  goods 
merchant,  of  Chilliwack,  B.C.,  has  just  entered  upon  his 
twenty-fifth  year  as  merchant  in  that  place,  and  during 
that  time  has  attained  success  in  business  as  well  as  secur- 
ed 'the  confidence  of  his  fellow  townsmen  to  such  an 
extent  that  he  has  been  a  member  of  various  municipal 
boards.  Mr.  Ashwell  came  to  British  Columbia  in  18G1, 
and  settled  for  a  time  in  New  Westminster,  where  he 
worked  at  his  trade  as  a  carpenter  and  was  a  partner 
in  Cunningham's  hardware  store.  In  1871,  he  started 
business  in  Chilliwack  with  a  $40  stock  of  dry  goods.  A 
year  later  he  purchased  the  stock  of  R.  Garner  at  Chilli- 


Patrick's    Fair  and  Square,    HamiUon. 


pear  from  the  layout,  that  Gladney,  McDonnell  &  Co.  have 
a  layout  which  facilitates  exceptionally  well  the  inspec- 
tion of  goods  in  every  part  of  the  store. 

The  present  firm  is  composed  of  J.  A.  MacDonnell,  who 
owned  and  conducted  the  business  under  the  name  of 
Gladney,  McDonnell  &  Co.  for  six  years  up  to  the  time 
of  the  fire  in  April,  1908,  and  E.  M.  Gladney,  son  of  W.  E. 
Gladney,  founder  of  the  business. 

Returned  Overpaid  Insurance. 

A  Gait  correspondent  writes  that,  through  the  official 
records  of  the  Gore  District  Fire  Insurance  Co.,  of  that 
town  a  somewhat  interesting  piece  of  history  in  connec- 
tion with  the  adjustment  of  a  fire  loss  recently  came  to 
light.  It  appears  that  A.  H.  Lofft  &  Co.,  dry  goods  mer- 
chants, St.  Mary's,  suffered  a  fire  loss  on  which  the  ad- 
justors  allowed  $6,250,  At  their  next  stock-taking  the 
firm  became  convinced  they  really  had  not  lost  more  than 
$3,750.  Having  confirmed  this  by  a  second  stock-taking 
they  immediately  returned  the  fire  insurance  compaaiies, 


wask  Landing,  and  for  sixteen  yeare  lived  there.  Then  he 
secured  the  stock  of  Uriah  Nelson,  and  moved  back  to 
the  town  proper.  His  little  store  then  was  a  modest  affair, 
24  feet  wide  and  61  feet  long.  In  1898,  he  erected  his 
present  building,  which  is  of  two  stories,  50  feet  wide 
and  96  feet  long.  To-day  it  Las  the  di^lnction  of  being 
the  only  depaa'tmental  store  in  Chilliwack,  and  buying  for 
cash  is  enabled  to  give  bargains  that  compare  with  eastern 
houses.  Since  the  establishment  of  the  Ashwell  store  on 
the  present  site,  the  business  grew  very  fast.  Branches 
were  started  at  Rosedale  and  Sardis,  smaller  settlements 
in  the  fertile  Chilliwack  valley.  The  Rosedale  store  has 
since  been  purchased  by  the  Bartlett  Brothers,  while  the 
store  at  Sardis  was  taken  over  by  his  son  Henry,  and 
afterwards  sold  to  W.  J.  Holmes.  Of  late  years,  Mr. 
Ashwell  has  given  over  the  management  of  his  large  store 
to  his  son,  G.  H.  W.  Ashwell.  This  well  known  British 
Columbian  was  born  in  Bedfordshire,  England,  in  1831, 
and  married  Miss  Sarah  Webb.  After  emigrating  to  Can- 
ada in  the  early  fifties  he  lived  for  five  or  six  years  at 
Toronto  and  Dunnville,  Ontario, 
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A  Penmanship  Competition. 

Ka,ne  &  Kane,  who  have  ibeen  in  business  in  Orillia 
for  upwards  of  30  years,  recently  introduced  a  penman- 
ship competition  in  connection  with  the  boot  and  shoe 
department  of  their  general  store.  The  idea  was 
planned  to  appeal  particularly  to  Orillia  boys  and 
ijirls.  The  introductory  announcement  was  made 
through  a  circular  and  an  ad.  bearing  the  intima- 
tion :  "We  want  to  see  how  well  you  can  write."  Ac- 
companying- the  circular  explaining  the  rules  of  the  com- 
[X'tition  was  a  printed  form  with  blank  spaces  for  the 
name  of  the  boy  or  girl,  his  or  her  age,  address,  date 
and  name  of  school  teacher.  Three  sentences  -were  given, 
the  subject  of  each  being  the  name  of  a  line  of  shoes 
which  the  firm  is  introducing.  Following  were  the 
rules  ; 

1.  Writing  must  be  the  scholar's  whose  name  appears 
on  the  form. 

2.  .Junior   scholais,    aged   6,    7,    8   and   9   years,    may 
use  lead  pencils. 


the  competition.-  It  is  immediately  on  the  right  of  the 
entrance,  with  dry  goods  on  the  left  and  groceries  in 
the  rear. 

It  Must  Be  Proven. 

If,  when  the  phrase  "Marked  Down  to  Cost"  firs; 
came  into  popular  use  it  had  been  turned  over  to  a 
board  of  Public  Utilities  and  its  use  restricted  and 
hedged  around  with  difficulties  and  moral  obligations  it 
might  still  be  doing  valiant  service  in  emptying  tlie 
shelves  of  overstocked  merchants  and  the  pockets  of 
eager  customers.  But  long  and  careless  use  has  dulled 
the  edge  of  the  phrase  and  the  worthy  old  actor  on  the 
advertising  stafi  is  back  among  the  chorus  while  the 
spot  light  plays  over  newer  and  less  familiar  soubrettts. 

Jones,  with  child-like  faith  in  the  efficacy  of  the  con- 
\entional  advertises'  his  sale  of  dry  goods  and  after  a 
pica  explanation  of  the  reason  for  his  sacrifice,  remarks 
in  72  point  black  face  gotliic  that  "everything  will  be 
sold  at  cost."     The  public  having  houglit  much  goods  and 
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Floor    Plan   of   ihe    Remodeled  Store   of   Gladney,    McDonnell   &  Co.,  Marmora. 


3.  Intermediate  scholars,  aged  10,  11  and  12  must 
use  pen  and  ink  if  possible,  but  will  be  eligible  if  writ- 
ing is  done  in  pencil. 

4.  Senior  scholars,  aged  13,  14,  15  and  16,  must  use 
pen  and  ink  ;  no  work  eligible  for  prize  if  otherwise  done. 

5.  Punctuation,  spelling,  cleanliness  and  neatness 
must  be  carefully  observed. 

6.  Papers  to  be  enclosed  in  envelope  carefully  sealed 
and  handed  in  to  the  clerk  of  the  shoe  department. 

7.  Scholars  competing  will  be  handed  a  neat  sou- 
venir when  they  present  their  papers. 

The  competition,  apart  from  its  main  purpose  in 
promoting  the  interests  of  the  shoe  department,  also 
placed  in  the  hands  of  the  merchant  an  interesting  dis- 
play of  handwriting  demonstrating  the  success  of  the 
scholars  in  that  particular  branch  of  education.  The 
repetition  of  the  name  of  the  shoe  in  the  sentences  was 
not  without  its  impression.  The  competition  was  a 
marked  success.    Nine  prizes  "in  all  were  presented. 

The  boot  and  shoe  department  in  the  Kane  store  is 
well  situated  for  the  influx  of  school  children  caused  by 


a  few  chattels  at  previous  sales  of  this  sort,  does  not 
grow  excited  over  the  remarkable  opportunity  for  buy- 
ing goods  from  Jones. 

The  public  is  sceptical  about  the  ability  of  any  man 
to  remaw  profitably  in  business  while  selling  his  goods 
at  cost.  The  theory  involves  some  propositions  in  mer- 
chandising which  the  public  doesn't  understand  and  pro- 
bably doesn't  want  to.  So  the  fact  that  goods  are  sold 
at  cost  must  be  proven. 

A  merchant  in  a  Western  town  did  this  bj  means  of 
his  invoices.  "Come  and  see  our  original  bills,  read  the 
prices  on  them  and  compare  them  with  the  prices  marked 
on  onr  goods,"  read  the  posters  his  delivery  boy  naiUd 
on  the  walls  and  telephone  poles.  It  was  explained  that 
the  invoices  on  all  goods  ofiercd  in  the  sale  would  be 
posted  in  the  store  where  everyone  would  diave  an  oppor- 
tunity to  inspect  them  and  see  that  goods  were  actually 
being  sold  at  cost. 

At  the  store,  the  show  windows  were  filled  with  the 
bills,  scattered  on  the  floor  of  the  windows  and  pasted 
on  the  sides.    Inside  the  bills  were    seen    all  over    the 
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store.  When  it  was  possible  to  do  so  they  were  placed 
near  the  counter  containing  the  goods  listed.  A  big 
counter  full  of  shoes  was  accompanied  by  the  bill  on 
which  these  shoes  were  invoiced. 

Probably  few  customers  went  to  the  trouble  to  com- 
pare the  listed  figures.  It  was  not  necessary  for  them 
to  do  it  because  the  evident  readiness  of  the  merchant 
for  every  one  to  investigate  was  i)roof  enough  that  the 
goods  were   actually  being   "sold  at  cost." 

Another  merchant  made  his  cost  mark  public.  "1 
mark  all  my  goods  with  the  cost  mark  'white  sugar,'  " 
he  announced.  "At  this  sale  nothing  will  be  sold  but 
by  this  cost  mark."  Large  newspaper  advertisements 
explained  the  method  of  marking  cost  on  goods  by  let- 
ters instead  of  figures  and  showed  how  to  tell  the  cost 
of  goods  by  means  of  the  cost  mark.  To  make  the  sale 
more  effective,  a  number  of  little  cards  were  printed 
containing  the  exi)lanation  cf  the  cost  marking  plan,  ami 


Japan's  Silk  Trade. 


Of  all  the  articles  which  Japan  exports  to  other  coun- 
tries there  is  perhaps  none  on  which  the  future  prosper- 
ity of  the  nation  is  so  dependent  as  that  of  raw  silks  and 
silk  fabrics. 

The  cultivation  of  silk  in  the  Far  East,  says  the  Jour- 
nal of  the  American  Asiatic  Association,  had  its  origin 
in  China  and  spread  from  there  to  Japan,  its  introduc- 
tion into  the  latter  country  taking  place  about  lilf)  AJ)., 
when  a  Chinese  prince  came  to  Japan,  bringing  with  him 
several  of  the  Chinese  species  of  silkworm.  It  was  not, 
however,  until  the  second  half  of  the  sixth  century  that 
silk  culture  became  fairly  established.  About  that  time 
silk  fabrics  came  into  general  use  for  wearing  purposes, 
and  consequently  sericulture  and  weaving  became  general 
on  a  small  scale  throughout  the  country.  From  aboiit 
1700  the  enforcement  of  rigid  sumptuary  legislation, 
whercliy   the  wearing  cf   silk   by   the  common   i)Coplc   was 


A  Section   of  the   General  Store   of   the   T.   W.   Robinson    Co.,   Moose    Jaw,   Man. 


a  key  to  it.  These  were  distributed  to  be  brought  by 
the  customer  to  the  store  as  an  aid  in  figuring  out  the 
cost  price. 

This  plan  not  only  proved  popular  but  enabled  the 
sale  to  be  put  on  without  the  usual  work  of  going  over 
the  entire  stock  of  goods  and  marking  new  prices  there- 
on.—Printer's   Ink. 

-i- 

Millinery  Opening  in  Evening. 

Applebe,  Stone  &  Applebe,  of  Chatham,  adopted  an 
innovation  this  year  by  holding  their  millinery  opening 
in  the  evening.  Nothing  was  sold;  in  fact  the  words  of 
the  announcement  were,  "Nohting  will  he  sold.  This 
is  merely  an  occasion  of  display  and  we  cordially  invite 
you  to  come  in,  take  all  the  time  you  want  and  look  care- 
fully around.    You'll  be  welcome." 

The  experiment,  from  all  accounts,  worked  very  sat- 
isfactorily, the  scheme  giving  patrons  ample  opportunity 
to  look  around  and  see  the  goods  offered  under  most  fav- 
orable circumstances,  while  the  staff  were  not  distracted 
by  having  to  cut  goods,  make  sales  and  find  change  for 
customers.  Nor,  on  the  ensuing  day,  was  the  time  of 
the  staff  largely  consumed  in  showing  goods  without 
any  prospect  of  making  immediate  sales.  The  scheme, 
in  short,  had  the  effect  of  setting  apart  a  definite  time 
for  display  only,  instead  of  mixing  the  two  businesses  of 
display  and  selling. 


prohibited,  had  the  cSect  of  throwing  the  industry  into  a 
sudden  decline. 

Japan  is  second  in  the  world  as  a  raw  silk  producing 
country,  China  holding  first  place.  From  Shanghai  and 
Canton  combined — and  they  export  the  bulk  of  Chinese 
raw  silk— the  export  for  1906  was  5830  tons,  while  that 
from  Yokohama  was  5800  tons.  The  quantity  consumed 
internally  in  China  is  of  course  vast  as  compared  with 
that  consumed  in  Japan. 

Italy,  which  is  the  third  raw  silk  producing  country,  is 
credited  with  4745  tons.  France,  the  fourth  country,  pro- 
duced only  some  605  tons,  so  that  the  raw  silk  industry 
is  conducted  on  a  large  scale  in  the  countries  of  China, 
Japan  and  Italy  only,  but  neither  China  nor  Italy  can 
show  such  phenomenal  progress  as  Japan. 

Endless  varieties  of  silk  are  woven  in  Japan,  but 
most  of  these  are  only  for  domestic  consumption,  and  the 
Kinds  exported  to  any  extent  are  limited  to  habutae, 
handkerchiefs  made  of  habutae,  kaiki,  usuginu  (thin  silk), 
taffeta  and  crepe,  monshike  tins  and  silk  muslin.  Habutae 
and  handkerch.iefs  together  form  about  80  per  cent,  of  the 
total  value  of  silk  piece  goods  exported  from   Yokohama. 

Most  of  the  habutae  shipped  abroad  is  sent  in  its  grey 
state  and  is  then  printed  or  dyed  in  foreign  countries.  It 
is  put  to  all  sorts  of  uses  and  finds  its  way  to  nearly 
every  country  in  the  world.  The  very  finest  qualities  are 
taken  by  America,  where  habutae  is  used  for  women's 
dresses  and  blouseis. 


Enlarging  a  General  Store  by  the  Erection  of  an  Annex 

Arrangement   by  Which   all    of  the    Wide  Piece  Goods  are  Central- 
ized in  new  Section  with  Smaller  and  More  Compact  Wares  in  Front. 


THE  Review  recently  received  the  following  letter: 
"Finding'  that  onr  present  store  is  not  large 
enough,  we  are  contemplating  the  erection  of  an 
annex  in  the  rear.  Our  building  has  a  fro.,  age 
(.r  .")()  feet  with  a  depth  of  110.  The  addition  will  be  40  feet 
w'de  and  70  feet  long.  We  carry  a  general  dry  goods 
stock,  as  well  as  men's  furnishings  and  men's  and  wo- 
men's boots  and  shoes.  Millinery  and  ladies'  ready-to- 
wear  garments  are  located  on  the  second  floor,  and  in 
these  departments  we  do  not  propose  to  make  any  change. 
"The  reason  we  wish  to  extend  our  store  is  because 
v>'e  have  built  up  an  extensive  business  in  fancy  dry  goods, 
and  we  wish  to  make  a  better  display  and  add  more  lines, 
nanu'ly,  hair  goods,  art  needlework  and  toilet  goods.  To 
do  this,  as  our  store  is  at  present  arranged,  would  crowd 
our  staple  and  dress  goods  sections." 

The  store  referred  to  is  located  in  a  tow  a  of  about 
eight  thousand  inhabitants. 

Wide  Piece  Goods  in  Annex 

After  a  careful  consideration  of  the  sketch  accorai>any- 
ing  the  letter  The  Review  submits  a  plan  which  appears 


those  whose  destination  is  either  the  millinery  or  garmeni 
department  upstairs,  will  have  to  pass  by  tiie  attractive 
cases  in  the  front  store. 

Men's  goods  occupy  an  aisle  by  themselves.  Tliey 
are  easily  reached  from  the  main  entrance,  and  so  placed 
that  women  do  not  need  to  use  this  aisle  to  reach  any 
of  the  departments  they  are  interested  in.  Both  men's 
and  women's  umbrellas  are  carried  together  and  are 
placed  at  the  head  of  the  men's  aisle,  backing  the  show 
window,  as  here  they  may  be  located  without  difficulty  by 
s'll'.speople  and  customers. 

Rest  Room  and  Toilet 

A  rest  room  and  toilet  for  the  convenience  of  shoppers 
is  placed  in  the  annex.  The  Review  believes  that  all 
merchants  who  have  stores  of  this  size  should  install  these 
conveniences.  There  is  no  feature  of  store  service  that 
attracts  more  customers  than  clean  and  comfortable 
rooms  of  this  kind.  Situated  in  this  corner  it  is  well  out 
of  the  way,  and  will  also  draw  a  large  number  of  customers 
into  the  departments  carried  in  the  rear  of    your  store. 
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Plan  showing  Rearrangement  of  Main  Store  and  Annex. 


adaptable  to  requirements.  It  will  be  noticed  that  all  of 
the  wide  piece  goods  have  been  placed  in  the  annex  and 
the  smaller  and  more  compact  wares  in  the  front  store. 
The  arrangement  is  such  that  all  goods  carried  in  cases 
occupy  the  main  section.  Two  double  rows  of  cases  are 
pliinned  for  each  aisle.  This  is  an  arrangement  adopted  by 
many  of  the  newest  and  best  equipped  "stores,  and  is  parti- 
cularly well  suited  to  the  classes  of  goods  to  be  display- 
ed there.  The  cases,  it  will  be  found,  will  accommodate 
a  large  assortment,  and  no  additional  shelf  room  will  be 
needed.  This  will  leave  a  clear  and  unobstructed  view  of 
the  store  that  will  only  be  broken  by  the  5  foot  high 
centre  fixtures. 

Smaller  Staff  Possible 
This  arrangement  also  allows  of  the  working  of  the 
st^re  with  a  smaller  staff.  The  goods  being  all  on  view, 
and  conveniently  to  hand,  salespeople  from  other  depart- 
ments will  have  no  trouble  locating  stock,  nor  will  the 
plan  be  found  disadvantageous  when  display  possibili- 
ties are  considered,  for  it  will  appear  unusually  well 
equipped,  and  from  the  fact  that  merchandise  is  so  well 
exhibited  large  sales  should  result.  In  addition  to  this, 
the  customers    who  visit  staple  lines  in  the  annex,  and 


The  plan   drawn,  reproduced  on   this  page;  will   make  all 
the  necessary  points  clear. 


Must  Know  His  Goods. 

A  large  carpet  house,  remarking  upon  the  great  ad- 
vance made  in  the  manufacture  of  rugs  and  with  almosi 
countless  sizes  and  varieties^  declares  that  it  takes  sales- 
manship of  a  higher  order  to  steer  one's  customer 
through  to  a  finish  than  it  formerly  did  to  show  car- 
pets. In  the  first  place  don't  rush  your  customer.  Find 
out  in  a  quiet,  unassuming  way  his  likes  and  dislikes. 
Ground  yourself  on  your  customers'  wants;  then,  having 
gained  their  entire  confidence  and  without  showing  j'our 
complete  stock,  lead  them  to  a  decision  that  they  be- 
lieve to  have  been  their  own.  To  conduct  a  sale  in  this 
manner  one  must  know  his  goods,  and  to  do  this  he  must 
spend  all  his  spare  time  learning  his  stock;  not  only  stock 
on  hand,  but  he  must  have  such  a  knowledge  of  things 
obtainable  that  he  will  never  be  obliged  to  say  "We  don't 
keep  it/'  or,  "It  isn't  made,"  etc.  For  to  an  intelligent 
salesman  nothing  is  impossible  to-day.  Everything  call- 
ed for  can  be  obtained. 
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Are  You  Selling  More? 

If  Not,  Why  Not  ?    We  Are. 

Increases  in  1908  over  1907  in  Sales 

by  merchants  handling 

STANDARD  PATTERNS 

Burke,  Fitz  Simons, 

H.  C.  Hasemeier  Co. 

Hone  &  Company 

Richmond,  Ind. 

Rochester,  N.  Y. 

July     '08  «C7;"«''   07   ....      I  p.c.  Decrease 

July     'o8  «"™'"'"''  '07  ....     6  p.c.  Decrease 

Aug-.    '08    over    '07   ....      3  p.c.    Increase 

Aug-.    '08    over     '07   ....    12  p.c.    Increase 

Sept.   "08    over     '07   ....   30  p.c.          " 

Sept.    '08    over    '07   ....  45  p.c.          " 

Oct.     '08    over    '07   ....      3  p.c.          " 

Oct.     '08    over    "07   ...     26  p.c.          " 

Nov.    '08    over    '07  ....  30  p.c.          " 

Nov.    '08    over    '07   ....  65  p.c.          " 

Dec.    '08    over    '07   ....   54  p.c.          " 

Dec.    '08    over    '07  ....   29  p.c.          " 

Jan.     '09    over    '08  ....   ;^t,  p.c.          " 

Jan.     '09    over    '08   ....    37  p.c.          " 

Feb.     '09    over    '08  ....  91  p.c.          " 

Feb.     09    over    '08  ....  30  p.c.          " 

• 

Ernst  Kern 

C.  S.  Hills  &  Co. 

Detroit,  Mich. 

Hartford,  Conn. 

July     '08  "^»3»"«'   07   ....   27  p.c.  Decrease 

July     "08  «"™p''"«'  "07   ....     6  p.c.  Decrease 

Aug".   '08  "»'7^''""'  '07   ....    14  p.c.          " 

Auj^-.   '08    over    '07   ....    13  p.c.    Increase 

Sept.   '08  ""3""''  07   ....    13  p.c.          " 

Sept.   '08    over     '07    ....  40  p.c.          " 

Oct.     '08  ''*^»™>""'"  "07  ....    13  p.c.          " 

Oct.     '08    over    '07   ....  44  p.c.          " 

Nov,     08  ""™>-"'i  07  ....    15  p.c. 

Nov.   '08    over    '07   ....  34  p.c.          " 

Dec.    '08    over    "07   ....    18  p.c.    Increase 

Dec.    '08    over    '07  ....   51  p.c.          " 

Jan.     '09    over     '08   ....   64  p.c.           " 

Jan.      09    over    '08  ....   25  p.c.          " 

Feb.    '09    over    '08  ....   73  p.c.          " 

WRITE  US  FOR  OUR  TERMS 

Standard  Fashion  Company 

33  Richmond  St.^W.     -     -     -     Toronto,  Ont.,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Defects  in  New  Assessment  Act  to  be  Considered 

special  Committee  of  the  Ontario  Legislature  to  Report  Next  Session 
—  Business  Assessment  Generally  Regarded  as  Improvement  on  the 
Old  Personal  Property  Tax— An  Assessment  Commissioner's   Views. 


THROUGHOUT  Ontario  when  the  operations  of 
the  new  assessment  act  come  into  force  in  Jan- 
uary, 1905,  resulting  in  the  business  assessment 
being  substituted  for  tihe  personal  property  tax, 
it  was  generally  felt  that  some  radical  move  on  the  basis 
of  definite,  accurate,  and  more  equitable  valuations  was 
needed;  otherwise,  no  change  Avould  have  been  inaugur- 
ated. After  nearly  five  years  of  triail  it  is  admitted  that 
the  business  jassessment  as  a  substitute  for  the  personal 
tax  is,  on  the  whole,  prefera'ble  -although  as  time  has  pro- 
ceeded some  inequalities  ihave-develaped  in  the  working 
out  of  the  new  order  of  things,  not  only  with  regard  to 
business  assessments  of  manufacturers,  wholesalers  and 
retailers,  but  also  in  connection  with  the  assessment  of 
income,  etc. 

During  the  recent  session  of  the  Ontario  Legislature 
several  notices  of  amendments  to  the  act  -were  brought 
forward  and  specific  cases  instanced  where  its  provisions 
were  unfair,  but  the  Government  felt  that  to  make  changes 
in  order  to  meet  these  objections  would  constitute  a  Had 
precedent  and  create  a  muddle.  Patching  up  an  assess- 
ment act,  once  in  operation,  is  like  tinkering  with  the 
tariff.  It  would  create  uneasiness,  discord  and  dissatisfac- 
tion. If  amy  alterations  are  to  Ibe  made  they  should  be 
general  and  take  in  the  whole  scheme  so  that  business 
conditions  and  standards  of  valuation  may  not  be  too 
much  upset.  Mercantile  interests  want  to  know  exactly 
where  they  are  at. 

Will  Review  the  Act. 

Nothing  was  carried  out  in  the  shape  of  amendments 
last  session,  but  a  speeia'l  committee  was/  appointed  shortly 
before  the  House  adjourned,  to  inquire  into  and  report 
upon  the  working  of  the  present  act  and  to  this  committee 
all  bills  having  in  view  the  changing  of  present  provisions 
were  referred.  All  these  will  be  thoroughly  considered 
by  the  committee  which  will  bring  in  a  report  at  the  next 
session  when  the  provisions  of  the  whole  act  will  come 
under  review.  Any  eha,nges  that  are  declared  desirable 
from  the  standpoint  of  the  many  rather  than  the  interests 
of  the  few,  will  likely  'be  made.  Merchants  and  manu- 
facturers, wholesalers  and  retailers,  who  think  that  some 
of  the  present  clauses  should  be  altered,  would  be  acting 
in  their  own  welfare  if,  in  the  meantime,  they  present 
llieir  views  and  lay  their  objections  before  members  of 
the  special  committee  Whieh  is  a  large  one,  and  repre- 
sentative of  all  parts  of  the  province. 

The  special  committee  is  composed  of  Sir  James  Whit- 
ney, Premier;  Hon.  W.  J.  Hanna,  Provincial  Secretary; 
Hon.  A.  J.  Matheson,  Provincial  Treasurer;  W.  K. 
McNaught.  North  Toronto;  J.  "W.  Johnson,  West  Hast- 
ings; I.  B.  Lucas,  Centre  Grey;  W.  F.  Nickel,  Kingston; 
Col.  Hugh  Clark,  Centre  Bruce;  Henry  Eilber,  South 
Huron;  W.  S.  Brewster,  South  Brant;  W.H.  Hoyle,  North 
Ontario;  G.  H.  Pharland,  Prescott;  J.  R.  Dargavel,  Leeds; 
W.  H.  Hearst,  Sault  Ste.  Marie;  James  Torrance,  North 
Perth;  P.  H.  Bowyer,  East  Kent;  F,  G.  Maediarmid,  West 


Elgin;  J.  J.  Preston,  East  Durham;  George  Pattinson, 
South  Waterloo;  Allan  Studholme,  East  Hamilton;  Hon. 
A.  G.  MacKay,  Leader  of  the  Opposition;  Daniel  Reed, 
South  Wentworth;  V.  Stock,  South  Perth;  W.  J.  McCart, 
Stormont;  James  McEwing,  West  Wellington;  Duncan 
C.  Ross,  North  Middlesex;  Wm.  Proudfoot,  Centre  Huron; 
J.  C.  Elliott,  East  Middlesex. 

To  Equalize  Assessment. 

The  reason  that  the  business  assessment  was  suibsti- 
luted  five  years  ago  fer  the  personal  property  tax  was 
that  it  had  'been  the  experience,  not  only  in  Ontario,  but 
all  through  America  it  was  found  impossible  to  equitably 
assess  personal  property;  that  an  assessor  had  not  the 
means  of  getting  at  a  fixed,  true  valuation,  and  that  there 
was  no  definiteness,  certainty  or  foundation  for  the  sys- 
tem. These  and  many  other  reasons  were  urged  in  favor 
of  a  change.  Under  the  old  system  different  methods  of 
escaping  taxation  were  resorted  to  while  the  whole  plan 
was  found  to  lead  to  deception,  supression  of  facts,  and 
evasion,  in  t'he  matter  of  liabilities,  liens,  and  notes,  the 
latter  being  often  greatly  exaggerated.  The  loop-hole  was 
afforded  by  sub-section  20  regarding  "exemption"  in  the 
matter  of  personal  tax,  which  says:  "So  much  of  the 
personal  property  of  any  person  as  is  equal  to  t'he  just 
debts  owed  'by  him  on  account  of  such  propei'ty."  This 
was  the  avenue  of  escape  and  the  machinery  provided  to 
get  at  correct  returns  was  ineffective  and  inoperative. 
Some  men  could,  and  frequently  did  refuse  to  give  an 
assessor  a  statement  of  assets  and  liabilities  and  then  the 
assessor  had  largely  to  resor't  to  guesswork. 

As  a  result  of  crude  methods,  inequalities  and  other 
objections,  the  business  assessment  came  into  force  where- 
by the  merchant,  the  wholesaler  and  the  manufacturer 
are  assessed  a  certain  proportion  of  the  value  of  tie 
real  estate  or  premises  occupied  by  them,  t'he  rating  vary- 
ing from  25  to  150  per  cent,  of  the  total  value  of  their 
respective  quarters,  and  to  what  purpose  they  are  devoted. 
No  man,  however,  can  escape,  if  he  is  engaged  in  business, 
for  the  law  does  not  permit  him  to  pay  taxes  on  a  less 
value  than  one  hundred   dollars. 

Mercantile  Assessment. 

All  dry  goods  merchants,  grocers,  hardware  mer- 
chants and  others,  under  the  business  assessment. 
are  assessed  twenty-five  per  cent,  of  the  value  of 
tlie  premises  occupied,  where  the  popuation  of  the  muni- 
cipality is  over  50,000;  30  per  cent,  whei-e  the  population 
is  over  10,000;  and  ,35  per  cent,  if  under  10,000.  The  busi- 
ness tax  of  wholesalers  is  75  per  cent,  and' manufacturers 
60  per  cent.  'Coal  merchants  are  rated  at  50  p.c,  except 
in  cities  til  over  100,000  population,  where  it  is  30  per 
cent.  This  method'  is  easy  of  application,  definite  amd  fixed 
and  the  assessor  does  not  have  to  delve  into  the  private 
affairs  of  everyone  doing  business.  It  is  not  claimed  that 
the  new  system  is  equitalble  from  a  basis  of  wealth,  and 
could  not  be  for  the  reason  that  a  percentage  of  the  assess- 
value  of  the  land  is  t'aken  as  the  business  assessment  in' 
lieu  of  the  value  of  personal  property.     Large  capital  is 
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•mployed  in  small  places  and  vice  versa,  but  its  advocaites 
contend  tliat  it  has  this  effect;  and  that  is,  no  one  can 
escape.  Under  the  old  way,  debts  due  on  account  of 
presonaUty  were  to  be  deducted  and  it  is  said  that  not 
one^tenth  of  the  personal  property  liable  to  assessment 
was  assessed.  Under  the  business  assessment  a  certain 
rating  is  fixed  by  the  act  and  an  assessor  cannot  go  be- 
yond this  rating.  Here  is  where  the  improvement  comes 
in,  although  the  rating  may  afford  causes  of  dissatis- 
faction. 

Inquiries  made  from  the  city  assessment  department 
in  Toronto  a,nd  other  cities  elicits  the  information  that  the 
new  s}'stem  of  business  assessment  is  regarded  as  a  de- 
eided  improvement,  and,  while  not  perfect  perhaps,  is 
more  satisfactory  than  the  personal  property  tax.  In 
fact,  the  number  of  appeals  entered  by  merchants,  whole- 
salers, and  manufacturers  are  not  one-half  •what  they  used 
to  be  under  the  old  order  of  things. 

Discrimination  in  Assessment. 

The  question  naturally  arises  why  rate  some  at  25 
per  cent.,  some  50  per  cent.,  some  60  per  cent.,  and  so  on 
up  to  150  per  cent.?  The  answer  is  that,  in  framing  the 
act  and  considering  its  effect  on  the  different  municipali- 
ties throughout  Ontario  as  a  means  of  providing  taxes, 
it  was  necessary  that  its  oper'ation  should  provide  at  least 
as  much  taxes  as  were  collectable  under  the  old  act.  To 
prove  this  statistics  from  severity-two  municipalities  in 
Ontario,  showing  the  total  assessment  of  their  real  and 
personal  property  and  income  were  collected  and  state- 
ments were  obtained  also  of  the  amount  of  taxes  collect- 
able from  the  merchant,  the  manufacturer,  the  whole- 
saler, and  others  and  the  assessed  value  of  their  real  pro- 
perty, so  that  by  supplying  the  present  ratings  it  w.as 
satisfactorily  demonstrated  that  no  loss  in  taxation  to 
any  of  these  places  would  result.  There  were  also,  other 
reasons  for  the  discrimination  in  rating,  particularly 
in  the  larger  cities. 

Fairly  Well  Satisfied 

E.  M.  Towern,  secretary  of  the  Retail  Merchants'  Asso- 
ciation of  Canada,  states  that,  with  very  few  exceptions, 
the  system  of  business  assessment  is  giving  satisfaction 
to  retailers  throughout  the  country.  So  far  as  he  knows 
coal  merchants  aire  the  only  ones  complaining.  They  be- 
lieve that  their  rating  in  places  under  100,000  population 
should  be  reduced  to  thirty  per  cent.,  the  same  as  that  of 
the  majority  of  retailers.  Manufacturers  have  raised 
olbjections  and  contend  the  rating  of  60  per  cent,  for  them 
is  too  high.  For  various  reasons  they  maintain  that  the 
figure  should  be  fixed  at  50  per  cent.  The  framers  of  the 
act,  however,  it  is  said,  fixed  it  at  60  per  cent,  generally, 
because,  with  few  exceptions,  it  is  not  necessary  that 
manufacturers  be  located  on  valuable  land. 

All  objections  entered  by  any  business  interests  will 
be  taken  into  consideration  'by  the  special  committee  ap- 
pointed by  the  Legislature  and  all  anomalies  and  inequali- 
ties, if  successfully  established,  will,  in  all  likelihood,  be 
remedied  next  year.  The  general  opinion  is  that  the  busi- 
ness assessment,  although  having  wea^kness,  is  preferable 
to  the  old  mode.  In  a  recent  address  before  the  National 
Tax  Association,  Mr.  Foreman,  Assessment  Comjmission 
of  Toronto,  declared  that,  as  a  substitute  for  personal 
property,  the  business  assessment  is  so  far  in  advance  of 
the  form.^  system,  that  tihe  assessment  of  personal  pix)- 
p©rty  as  suah,  will,  in  his  opinioai,  nefv&r  be  revived. 


Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure    in    place    without    flattening. 
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The  Traveling 
Man's  Helper 

By  R.  A.  HOLMES 

While  good  advertising  does  sell 
goods,  its  proper  function  is  that  of 
co-operation. 

It  prepares  the  way  for  the  travel- 
ing man,  walks  by  his  side  and  in- 
troduces him  to  the  merchant. 

It  stands  athiselbow  when  heshows 
his  samples,  increases  the  order  and 
guarantees  the  merchandise. 

As  a  persuader  it  has  entirely  sup- 
planted the  riotously  spent  night,  the 
booze  h'isting  and  the  expensive 
cigar. 

If  it  has  not  entirely  eliminated 
these  things,  it  has  made  them  absol- 
utely unnecessary. 


"Men  Who  Sell  Things^* 

The  Sales  Manager  and  his   Work  —  The  Impression    Made    by    the 
Sales  Force  a  Mighty  Factor— How  to  Get  an  Interest  in  the  Business. 

Hy  Waller  D.  Moody,     Werial  rights  for  Caiiiidii  puri-hased  hy  the  MacLeaii  Puhlishiiij;  Co.  from  the  publishers,  A.  McClurfc'  &  Co..  Chicago. 

(Concluded  from  May    Dry    Goods   Review.) 


One  day  he  got  into  an  argument  with  a  customer 
who  was  an  ardent  Romanist,  and  in  place  of  selling  the 
man  merchandise,  began  to  argue  that  there  was  no 
such  place  as  Purgatory.  In  the  midst  of  the  argument, 
a  young  Irish  priest  came  in,  and  the  merchant  said, 
"Father  Reilly,  what  do  you  think  of  this  man,  who 
argues  there  is  no  such  place  as  Purgatory  ?" 

Father  Reilly  answered,  "Let  him  go  to  Hell,  then." 
The  salesman  who  is  continually  endeavoring  to  defend 
his  right  of  position  and  parading  the  errors  of  the  other 
fellow  by  arguing  is  beyond   redemption. 

Bring  yourself  to  the  point  where  you  believe  tliere 
are  no  buyers  in  the  business  like  the  buyers  in  your 
house,  and  you  will  soon  forget  that  your  competitors 
live  in  the  same  block. 

While  no  move  of  the  competitor  should  be  over- 
looked, it  is  also  well  not  to  lose  much  time  keeping  an 
eye  on  him.  He  will  perceive  your  eagerness,  and  will 
certainly  mislead  you. 

That  is  natural  ;  but  don't  lose  sight  of  him  ;  at  the 
same  time  do  not  follow  or  watch  all  his  moves  for  fear 
of  losing  a  customer  or  a  sale  now  and  then.  If  you  al- 
low your  competition  to  get  on  your  nerves,  the  shrewd- 
est of  buyers  and  the  most  seductive  of  prices  will  fail 
to  look  attractive  to  you. 

Individuality  and  Reputation. 

Let  the  buyers  take  care  of  themselves.  Your  busi- 
ness is  not  buying,  but  selling. 

Establish  an  individuality  and  a  good  reputation, 
and  live  up  to  them  and  not  upon  them,  and  success  is 
likely  to  abide  with  you.' 

If  you  are  going  to  get  rattled  or  flu.stered  at  some 
sensational  move  of  a  competitor,  he  will  play  upon 
your  weak  spot,  and  you  will  be  apt  to  find  yourself 
spending  your  energy  at  random. 

Drive  the  nail  home,  and  get  a  reputation  for  doing 
so,  and  every  one  will  come  to  know  by  the  appearance 
of  the  work  that  you  did  it,  because  your  individuality 
is  stamped  upon  it.  Between  taps,  of  course,  you  might 
glance  from  the  corner  of  your  eye  at  your  competitor's 
strokes;  but  make  up  your  mind  first,  last,  and  all  the 
time  that  you  are  not  selling  your  competitor's  goods, 
that  the  goods  of  your  house  are  good  goods,  and  that 
you  can  sell  them. 

And  you  will  sell  them. 

Time  and  thought  taken  in  complaining  of  com- 
petition is  useless  expenditure  of  energy.  It  lessens  your 
capacity  for  the  accomplishment  of  things  for  which  you 
were  employed. 

The  worst  competition  is  that  of  the  inefficient  man 
of  poor  ability. 

If  you  are  a  good  salesman,  you  will  understand 
your  advantages  over  such  men,  and  profit  by  them 
through  a  proper  relationship  to  the  buyers  of  the  house 
that  puts  its  signature  at  the  bottom  of  your  monthly 
salary  cheque. 

CHAPTER  XXI. 
The  saying  that  a  man  must  work  out  his  own  sal- 
vation as  a  salesman  is  good  as  far  as   it  goes,   but  it 
does  not  go  far.    That  is  only  part  of  the  programme. 


The  best  salesmen  any  house  can  have  are  the  sales- 
men it  builds  for  itself.  The  old  saying,  "Salesmen  are 
born,  and  not  made,"  is  the  veriest  kind  of  tommyrot 
in  this  day  of  science  and  progress. 

Naturally,  the  root  of  salesmanship  must  be  in  the 
man  himself,  but  the  knowledge  of  how  to  develop  that 
root  into  a  plant  that  blossoms  and  brings  forth  fruit 
is  where  the  work  of  the  sales  manager  comes  in. 

One  good  salesman  trained  and  developed  in  this 
way  is  worth  a  dozen  floaters — the  here-to-day-and-gone- 
to-morrow  class. 

When  a  salesman  gets  ready  to  hear,  he  is  going  to 
be  profited  by  the  sales  manager. 

You  can  take  the  best  seed  in  the  world  and  scatter 
it  about  and  leave  it  alone,  but  there  will  be  no  crop  ; 
but  when  you  plough  the  soil,  put  in  the  seed,  and  har- 
row it,  in  due  time  comes  the  harvest. 

So  you  can  take  the  best  seed  from  the  granaries  of 
salesmanship  and  scatter  it  about  on  the  ground  of 
men's  intellect,  and  you  need  not  expect  any  return  from 
it  ;  but  if  you  take  the  ploughshare  of  ripened  judgment 
and  prepare  the  ground  and  harrow  it  over  with  faith, 
patience,  and  encouragement,  then  the  seed  falls  dowa 
into  good  ground  and  springs  up  and  bears  fruit  in  the 
salesmen,  some  fifty,  some  sixty,  and  sone  one  hundred 
fold,  to  the  success  of  that  house. 

It  is  just  as  necessary  that  you  prepare  your  mind 
to  hear  as  it  is  to  prepare  your  ground  for  the  seed. 
This  is  the  seed  of  salesmanship  falling  upon  your  min'l, 
and  if  there  is  no  preparation  for  the  seed  there  will  be 
no  harvest.    Get  ready  to  hear. 

The  poorest  sales  manager  on  earth  talks  enougii 
salesmanship  to  his  men  every  month  to  make  them  alt 
top-notchers,  when  there  is  a  willingness  to  hear  on  the 
part  of  the!'  salesmen. 

The  greatest  boon  to  the  sales  interests  of  any  house 
is  a  game  sales  manager,  one  who  is  never  afraid  of  the 
truth  and  who  knows  how  to  use  it  in  dealing  with  men 
and  the  greatest  drawback  is  the  time-serving  sales 
manager,  who  is  afraid  of  hurting  some  one's  feelings  if 
he  does  his  duty. 

Now,  it  takes  two  things  to  make  an  efficient  sales 
department — a  good  sales  manager  and  a  good  hearer  ; 
and  when  you  get  a  good  sales  manager  and  a  good 
hearer  together,  then  you  are  going  to  have  a  first-cla.^.s 
sales  force. 

Well,  if  a  sales  manager,  backed  by  the  very  exper- 
ience that  you  must  encounter  in  order  to  become  suc- 
cessful, must  also  think  and  plan  continually  in  order  to 
get  ready  to  prepare  the  ground  for  the  seed,  what  must 
you  do  to  get  ready  to  hear  ? 

Be  not  a  forgetful  hearer,  but  a  doer  of  the  work. 

Get  Ready  to  Hear. 

If  you  want  to  be  successful  in  your  work,  get 
ready  to  hear. 

How  will  you  get  ready  to  hear  I 

By  thinking  and  planning  and  willingness.  Just  pre- 
cisely as  the  sales  manager  gets  ready  to  help  you,  yon 
oug'ht  to  get  ready  to  hear. 
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The  standards  of  two  salesmen  may  differ.  Not  be- 
cause one  is  more  capable  than  the  other,  but  because 
one  has  a  willingness  and  a  desire  to  do  big  things  and 
the  other  has  not.  The  man  of  large  conceptions  once 
worked  in  narrow  channels,  but  when  he  saw  a  wider 
view  of  what  his  work  might  be  he  embraced  the  op- 
portunity to  beco'me  a  bigger  man.  It  is  just  about  as 
easy  to  think  of  a  twenty-storey  building  as  it  is  of  a 
one-storey  building,  when  you  turn  your  mind  to  con- 
templating it. 

Make  it  your  business  to  know  what  is  the  best  that 
might  be  in  salesmanship  for  you,  and  stretch  your  mind 
to  conceive  it,  and  then  devise  some  way  to  attain  it. 
Keep  in  close  touch  with  the  head  of  your  sales  depart- 
ment, but  let  him  advise  you.  A  willingness  on  your 
part  to  seek  and  make  every  possible  use  of  his  counsel 
and  experience  will  aid  you  materially  in  your  purpose. 

An  evil  habit  may  be  fostered  in  a  sales  organization 
as  in  an  individual — the  habit  of  indifference,  of  shirking, 
of  mischief-making,  the  clique  habit,  and  a  thousand  ills 
of  a  negative  kind,  not  the  least  of  which  is  the  habit, 
of  finding  fault  with  superiors. 

Sometimes  the  trouble  may  have  started  with  one 
wrong-headed  man  or  one  restless  malcontent,  and  have 
spread  and  fastened  upon  the  business  until  the  evil  is 
perpetuated  and  infects  every  newcomer. 

The  sales  manager  must  not  only  watch  for  the  de- 
velopment of  any  wrong  tendency  and  check  it  in  its  in- 
cipiency,  but  must  labor  directly  to  inculcate  right  ten- 
dencies,  high   ideals,   cheerfulness,  and  loyalty. 

Every  outward  expression  of  a  business  is  a  reflec- 
tion of  something  within,  and  any  sales  force  must  get 
right  within  itself  before  it  can  hope  to  be  right  and 
work  in  harmony  with  the  other  branches  of  the  business 
and  with  the  outside  world. 

The  Impression  of  the  Sales   Force. 

Business  houses  employing  many  salesmen  may 
tremble  to  think  of  the  good  or  bad  impressions  being 
continually  multiplied  and  sent  out  from  their  sales  de- 
partments. Proprietors  may  be  totally  unacquainted 
with  that  intangible  but  potent  thing,  the  spirit  of  theii 
sales  force.  They  are  not  likely  to  see  it  as  it  impresses 
outsiders  ;  or  they  may  realize  that  it  is  wrong,  and  feel 
helpless  to  change  it. 

The  necessity  for  a  specific  organization  of  sales  de- 
partments in  large  institutions,  giving  the  sole  direction 
to  a  managing  head,  is  responsible  for  the  creation  of 
the  position  of  sales  manager. 

Primarily,  the  position  of  the  sales  manager  is  to 
stimulate  enthusiastic  devotion  of  all  to  the  common 
cause.  That  is  the  thing  which  spells  success.  The  con- 
tagious enthusiasm  of  a  real  leader  of  salesmen  culmin- 
ates when  it  is  communicated  to  all  the  members  of  the 
sales  force.    It  has  then  produced  an  army  of  doers. 

The  power  to  persuade  others  is,  perhaps,  the  great- 
est faculty  in  salesmanship,  just  as  the  power  to  in- 
spire others  is  the  greatest  faculty  in  successful  leader- 
ship, and  is  the  one  thing  to  which  the  sales  manager 
devotes  his  undivided  attention  in  the  management  of 
his  men. 

No'  man  should  be  at  the  head  of  a  sales  depart- 
ment who  does  not  have  this  gift  of  leadership— the 
ability  to  inspire  loyalty.  The  habit  of  loyalty  must 
be  established.  Those  who  are  not  receptive,  or  incap- 
able of  it,  must  be  weeded  out. 

The  salesman  who  considers  no  one  but  himself,  who 
is  continually  saying,  "Where  do  I  come  in?"  has  a 
negative  influence  on  any  sales  aggregation,  and  should 
be  let  out.  When  a  salesman  cannot  be  made  to  realize 
this,  he  had  better  quit  and  give  both  himself  and  his 


house  a  square  deal.  He  does  an  injustice  to  himself, 
his  managers,  and  his  house  when  he  continues  in  a 
position  of  lacking  confidence  in  the  institution  and  the 
men  at  the  head  of  it. 

Every  salesman  has  an  influence  either  for  good  or 
bad.  If  he  cannot  have  a  good  influence  he  has  no  right 
to  have  a  bad  one. 

CHAPTER  XXn. 

Working  for  a  Purpose. 

Keep  your  eye  on  the  finish. 

Every  man  who  sells  things  should  be  working  for 
a  purpose. 

What  is  the  desire  of  your  heart  and  soul  as  a 
salesman?  What  is  it  that  binds  you  down  to  years  of 
tireless   eiTort? 

It  is  to  succeed  in  the  end.     Am  I  not  right? 

You  hope  ultimately  to  secure  an  interest  in  the 
business.  Your  dominant  aspiration  is  to  have  a  part- 
nership in  the  business  which  you  have  helped  to  build. 
It  is  not  so? 

The  only  way  that  that  hope  can  ever  be  realized  is 
by  the  principles  of  right  salesmanship.  There  is  no 
room  in  the  stockholders'  meeting  or  at  the  directors' 
board  for  negative  salesmen. 

By  that  I  do  not  mean  to  say  that  all  right  sales- 
men eventually  become  employers.  Good  men,  aye, 
first-class  men,  are  to  be  foimd  in  every  institution,  who 
for  various  reasons  do  not  seem  to  bend  their  energies 
in  the  direction  of  a  partnership  in  the  business;  but 
for  those  who  desire  in  the  end  to  have  a  voice  in  the 
management  through  personal  investment  it  can  be  ob- 
tained in  no  other  way  than  through  inherent  quality 
of  character  in  salesmanship. 

Profit  and  prestige  lie  in  positive  and  highly  de- 
veloped qualities  of  salesmanship,  not  in  negative  ones. 

Successful  men ,  are  men  of  quality. 

Without  equivocation  I  might  say  that  salesmen  lie 
closer  to  the  hearts  of  proprietors  than  any  other  class 
of   employes. 

When  at  last  you  are  invited  to  a  place  entitling 
you  to  share  in  the  profits,  what  a  mighty  revelation 
the  whole  field  of  salesmanship  becomes!  A  glance 
behind  the  scenes  is  sufficient  to  change  your  views  com- 
pletely. Getting  an  interest  in  the  business— that  is 
what  opens  the  eyes  of  a  salesman  at  last  to  many 
things  that  were  difficult  for  him  to  understand  when 
serving  as  a  private  in  the  ranks. 

The  head  salesman  in  the  house  of  which  I  was  a 
senior  partner  was  a  man  of  i  exceptional  ability  in  many 
things,  but  he  was  generally  to  be  found  on  the  defensive 
where  the  policy  of  the  house  was  a  matter  of  question 
between  the  management  and  the  sales  force.  Finally, 
opportunity  was  presented  him  to  take  a  moneyed  in- 
terest in  the  business.  His  certificates  of  stock  had 
scarcely  been  transferred  and  duly  recorded  when  he 
wanted  to  start  reform  measures  on  the  other  salesmen. 

There  is  a  certain  code  of  ethics  in  every  establish- 
ment governing  salesmanship  from  the  viewpoint  of  the 
house,  and  quite  a  different  code  from  the  viewpoint  of 
the  salesman. 

Having  worked  my  way  from  stockboy  to  salesman, 
from  salesman  to  buyer,  from  buyer  to  sales  manager, 
and  from  sales  manager  to  employer,  I  am  prepared  to 
say,  without  qualifying  the  statement,  that  the  average 
employer's  conception  of  true  salesmanship  is  the  correct 
form  for  any  salesman  to  aspire  to;  and  getting  an 
interest  in  the  business  will  confirm  it  beyond  the 
shadow  of  a  doubt. 
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Heads  Were  Salesmen  Once. 

Almost  without  exception,  the  histories  o£  great 
business  establishments  reveal  the  truth  of  the  assertion 
that  the  executive  heads — the  proprietors — were  once 
salesmen.  You  have  only  to  look  to  the  past  of  ihe 
men  at  the  head  of  the  house  whose  goods  you  .are  sell- 
ing to  verify  this  statement. 

Take  cases  like  the  Field  establishment  in  Chicago, 
the  greatest  business  house  in  the  world.  INIarsball 
Field  was  himself  a  salesman;  and  that  is  also  true  of 
many  of  his  partners  and  most  of  the  army  of  tlie  Field 
managers. 

Find,  if  you  can,  one  of  the  great  manufactories  or 
mercantile  establishments,  either  wholesale  or  retail,  in 
any  line,  the  world  over — concerns  that  have  emblazoned 
their  names  and  trade  marks  around  the  circuit  of  the 
globe — and  find  one,  if  you  can,  that  was  not  established 
and  promoted  to  greatness  by  men  who  had  once  upon 
a  time  in  their  business  careers  sold  things.  What  is 
true  of  Marshall  Field  is  true  of  other  merchants  and 
manufacturers,  great  or  small,  in  every  line  of  trade. 
When  a  salesman  has  ground  out  his  task  for  a  cer- 
tain number  of  days,  months,  and  years,  he  begins  to 
ask  himself  where  he  is  going,  what  he  is  doing,  and — 
why  he  is  doing  it. 

Young  salesmen  begin  with  enthusiasm,  and  gradu- 
ally they  settle  down  into  the  daily  grind,  relieved  and 
rewarded  now  and  then,  if  the  results  of  their  efforts 
justify  such  acknowledgement. 

To  the  salesman  who  does  not  admit  to  himself  that 
his  daily  work  is  a  grind,  who  enters  the  race  and  sets 
his  face  resolutely  toward  the  finish,  never  looking  back, 
belong  the  rich  prizes. 

The  other  class,  men  who  have  no  set  purpose  in 
life  at  all,  plod  along  bravely  enough  and  without  any 
real  idea  of  giving  up,  and  likewise  without  any  real 
idea  of  where  the  journey  of  business  life  will  lead  them. 
Without  the  aid  of  business  chart  or  compass,  stopping 
along  the  way  at  times,  they  ask  themselves  if  the  game 
of  salesmanship  is  worth  while,  and  if  they  would  not 
have  done  better  to  have  entered  some  other  field.,  To 
each  the  task  that  he  is  doing  seems  irksome  and  void 
of  results.  That  is  because  his  interest  is  not  in  his 
work. 

Some  one  has  said  that  the  greatest  hell  one  can 
suffer  on  earth  is  to  lose  interest  in  life. 

Losing  interest  in  business,  looking  back  from  the 
plough,  means,  first,  decay,  then  stagnation,  and  finally 
retrogression — the  beginning  of  the  end. 

Worth  while  or  not  isn't  the  question.  We  cannot 
run  away  from  our  allotted  task  in  life  whether  we 
think  it  is  worth  while  or  not.  The  only  men  who  have 
tried  it  successfully  are  professional  hoboes;  and  sales- 
men who  have  endeavored  to  improve  their  condition 
and  relieve  their  minds  on  the  subject  by  constantly 
changing  about  in  a  vain  attempt  to  locate  the  star  of 
business  success  eventually  become  salesmen  hoboes. 
Shun  the  Dark  Side. 
The  best  thing  for  us  all  to  do  is  to  look  at  the 
bright  side  of  things  where  we  are. 

There  are  two  ways  to  contemplate  our  work.  It 
is  neither  bright  nor  black  but  as  the  eyes  of  the  on- 
looker make  it  so. 

Men  who  sell  things  are  divided  into  two  classes — 
those  who  regard  their  work  with  rebellious  eyes  that 
do  not  understand,  and  those  who  view  their  work  with 
a  mind  that  rises  above  conditions  and  makes  the  best 
of  them. 

When  Lincoln  freed  the  negroes  from  slavery,  a  great 
army  was  necessary.  Every  man  of  that  army,  of 
course,  wanted  and  hoped  to  be  an   officer;   every   man 


would   have   liked   to   do   the     work   that   Lincoln     was 
doing. 

No  man  should  be  blamed  for  having  high  aspira- 
tions, for  wanting  to  be  more  important;  but  any  man 
should  be  despised  for  refusing  to  do  the  humble  work 
of  which  he  is  capable,  because  he  has  not  been  made 
commander-in-chief. 

The  highest  salesman  is  he  who  does  the  lowliest 
thing  well. 

We  know  that,  important  as  Lincoln  was,  the  thous- 
ands of  brave  men  who  followed  his  generals  in  the 
field  of  battle  were,  as  a  body,  infinitely  more  import- 
ant. They  could  have  done  great  things,  finding  other 
leaders,  perhaps,  without  Lincoln.  Lincoln  could  have 
done  nothing   without  them. 

The  fight  that  Lincoln  and  his  followers  began 
against  the  Secessionists  a  little  more  than  forty  years 
ago 'is  the  same  fight  that  the  men  who  sell  things  must 
continuously  wage  against  negative  qualities  in  sales- 
manship, personal  weaknesses,  competition,  and  what- 
ever set-backs  may  be  encountered. 

In  the  great  panorama  of  the  business  world  a  few 
names  stand  out.  We  see  and  admire  individuals,  great 
business  leaders;  but  the  power  that  controls  the  entire 
field  of  business  activity,  and  has  brought  business  up 
to  where  one  feature  alone,  freight  by  rail,  measured  in 
ton-miles,  has  increased  three  hundred  and  fifty  per 
cent,  in  twenty  years,  exceeding  by  far  the  most  opti- 
mistic railroad  president's  dreams— that  power  is  the 
army  of  Men  Who  Sell  Things. 

In  salesmanship  it  is  essential  that  all  grades  of  men 
be  associated  among  the  beginners.  Time  only  can  be 
depended  upon  in  the  necessary  weeding  process  which 
shall  determine  the  successful  among  the  many.  It  is 
the  beginner  who  is  the  most  susceptible  to  the  influence 
of  bad  advice. 

Don't  Expect  Too  Much. 

One  of  the  especial  weaknesses  of  the  young  sales- 
man lies  in  expecting  too  much  of  his  house.  He  must 
recover  himself  and  get  back  his  sense  of  proportion 
which  shall  guide  him  sanely  in  his  expectations.  Then, 
having  it,  he  can  do  no  better  than  to  be  guided  by 
this  new  judgment,  keeping  his  own  counsel. 

There  is  no  surer  measure  of  a  salesman's  resources 
and  strength  than  his  ability  to  move  and  judge  for 
himself. 

If  the  young  salesman  will  begin  this  course,  merely, 
he  must  find  it  redounding  to  his  every  interest  in 
business. 

I  have  little  more  to  say.  If  I  have  appeared  to  be 
harsh  in  my  treatment  of  the  subject,  the  apparent 
harshness  has  emanated  wholly  from  a  desire  to  paint 
a  faithful  and  true  picture  of  both  the  negative  and 
positive  phases  of  our  great  profession  as  I  have  come 
to   know   them. 

Business  is  a  great  battlefield,  and  therefore,  rough- 
ly speaking,  several  million  men  who  sell  things,  surg- 
ing backward  and  forward  over  its  surface,  fighting  for 
success.     Each  has  a  separate  little  battle  of  his  own. 

One  side  of  the  business  battlefield  is  black,  while 
one  side  is  bright.  May  the  readers  of  this  book  try  to 
look  always  upon  the  bright  side,  patient  in  their  hard 
work,  without  losing  ambition.  And  may  many  of  them 
change  their  present  position  in  the  ranks  for  a  higher 
and  more  responsible  one  in  the  oiScers'  quarters  that 
will  give   them   a   chance  to   do   more   and  better   work. 

Work  is  all  there  is  in  a  man. 
THE  END. 


Value  of  Statistical  Record  in  Departmentized  Stores 

How  to  Ascertain  Results  of  a  Period  of  Business    Apportionments 
—  Interesting  Comparisons  Which    will  Give    Profitable  Information. 


Written  for  the  Dry  Goods  Review  by  Howard  R.  Wellington. 


IN  the  last  issue  of  The  Review,  some  rcfereuee  was 
made  to  the  usefulness  of  the  columnar  'book  in  con- 
nection with  statistical  information  valuable  to  any 
„;r  merchant.  Below  is  given  a  sales  record  which 
shows  what  each  salesman  sold  in  each  department  per 
week,  and  the  total  for  the  department  for  any  period. 
This  may  be  compared  with  the  previous  year  and  will 
prove  not  only  interesting,  but  very  profitable  informa- 
tion. The  posting  into  this  book  is  I'eadily  done  from 
the  cash  and  charge  slips,  which  are  totalled  on  the  re- 
capitulation cards  at  the  end  of  each  book,  carried  by 
the  salespeople  and  handed  into  the  office  when  com- 
pleted. A  similar  record  of  'the  purchases  may  be  kept 
by  the  use  of  ,a  columnar  book,  which  could  show  the 
unpaid  accounts,  the  terms,  and  the  purchases  of  each 
department. 


DEPT.  B. 

Stock,   1908    $30,000 

Purchases    40,000 

Salaries   4,000 

Expenses    5,000 

Sales    

Stock,  1909  ' ' 

Profit— Dept.  B 


$57  000 
28,000 


6,000 


$85,000  $8.3,000 
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At  the  end  of  a  stated  period  we  desire  to  know  the 
results  of  trading  in  the  various  departments.  From 
our  records  we  have  the  sales,  the  purchases,  the  stock 
on  hand  at  the  start  and  at  the  finish,  the  salaries  and 
the  general  expenses.  The  expenses  have  been  apportion- 
ed over  the  various  departments,  being  charged  direct 
to  the  department  when  possible  or  apportioned  accord- 
ing to   location,   importance   and   space. 

The  trading  and  profit  and  loss  accounts  would  appear 
as  follows: 

DEPT.  k. 

Stock,   1908    ....." $20,000 

Purchases    30,000 

Salaries    2,000 

Expenses    2,000 

Sales    $39,000 

Sfock,    1909    Ig.OOO 

Profit— Dept.   A    3,000 

$55'/>O0  $57,000 


Salaries   2,000 

Expenses   15,000 

Sales    $16,000 

Stock,   1909    13^000 

Loss    Dept.    C 1,500 

$30,500  $30,500 
Profit  and  Loss. 

Gain,    Dept.    A $  3  ooo 

Gain,  Dept.  B 6,000 

Loss  Dept.  C $  1,500 

Gain,  Dept.   D    2,000 

Gain,  Dept.  E 1  000 

Loss,   Dept.   F 1  200 

Net    gain    $  9^300 

$12,000  $12,000 
In  the  next  issue  of  The  Review  forms  of  bank  and 
cash  books  for   the   small  departmentized   store   will  be 
discussed. 
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20  Years'  Experience  Inventing  and  Building 

^^_  l-rkl«r^  •  "  GIPE  "  CARRIERS  are  the  LATEST,  SWIFT- 

I     OC^Il    onrl     Pcir<Lcina     I   .HrriPrQ    est,     strongest,    simplest    and     MOST 
VjdtSli    dllU    1   dt^HClgC     VjaillCAa    EFFECTIVE  on  the  Market  To-day. 


X  11" 

,r^ 

THK  GIPE  eftRRIER  Co. 

CASH  £  MCKAaeCARIUUlS 

( 

■'tfciis^ 

Reprinted  from  "  THE  CHICAGO  DRY  GOODS  REPORTER." 

ot  Nov.  12,  1898  ~ 

A  NEW  CARRIER 

E  C  (iIPE,  tlie  veti'iaii  imi-ntor  cif  cash  and  package  carriers,  has 
aijain  denionst rated  his  ability  in  this  line  hy  bringing  out  a  new  carrier  with 
special  and  meritorious  features  different  from  any  other  carrier.  The  new- 
carrier  is  called  the  "Air-Line."  and  is  described  ami  illustrated  in  the  ad.  of 
the  Air  Line  Carrier  Company  elsewhere  in  this  issue. 

The  carrier  is  so  constructed  that  it  is  impossible  for  tlie  basket  to  drop 
from  the  wire  under  any  circumstances.  Another  feature  is  that  the  basket, 
because  of  its  manner  of  construction,  comes  much  nearer  the  wrapper  at  the 
bundle  counter  station  than  any  other  I'l  er  invented. 

The  new  company  is  outside  the  combination,  a  fact  which  will  interest 
all  merchants  who  contemplate  putting  in  a  carrier  service,  but  object  to 


Reprinted  from  "THE  DRAPERS'  RECORD,"  London,  Dec.  12,  1908:- 

THE   GIPE   CARRIER  COMPANY,  LIMITED 

The  "  GIPPL  "  cash  and  package  carriers  are  very  well  known  in  America,  where  a 
great  number  are  in  use  at  the  present  time.  In  Canada,  too,  they  have  earned  a  well- 
deserved  reputation,  and  it  is  largely  with  the  idea  of  developing  British  trade  in  the 
carriers  that  Mr.  E.  C.  GIPE,  the  inventor,  is  now  in  London.  Mr.  GIPE  has  had 
over  19  years  of  jiractical  experience  in  building  and  making  carriers,  an<l  he  is  in 
consenuence  in  the  best  of  positions  for  appreciating  the  needs  of  up-to-date  tirma  who 
wish  to  facilitate  the  transmission  of  cash  and  parcels  from  one  department  to 
another.  Already  a  large  numlier  of  Mr.  GIPE',S  carriers  have  been  installed  in  some 
of  the  largest  ami  best  known  English  retail  firms,  and  we  are  informed  that  as  the 
merits  of  the  system  become  known  the  demand  for  the  devices  increases  in  i)ropor- 
tion.  To  enumerate  the  many  advantages  of  the  carriers  would  require  a  great  deal  of 
space,  but  particular  attention  may  be  directed  to  the  carriers  operated  upon  what  is 
known  as  the  "  spreail-wire  *'  system.  Many  advantages  are  offered  in  this  connection. 
The  carrier  is  transmitted  with  speed  and  despatch.  The  company  are  manufacturers 
of  carriers  for  almost  any  conceivat)le  purpose. 


paying  combination  priics 

Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe"  Carriers,  and  such  well-known  houses 
in  London,  Eng..  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Carnages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them  ;  the  latter  DISCARDING  Pneumatic  Tubes. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS.  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  askinff,  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 

LONDON,  ENGLAND 
118  Holborn,  E.C. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN. 


PROPER    DISPLAY!        INCREASE   TRADE! 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Hold   40   pieces. 

Made    for    counter   and    floor. 


PRACTICAL  GLOVE  CABINETS 

For  Me  I's  and  Women's  Kid  Gloves. 
Several  sizes. 


PRACTICAL   RIBBON   CABINETS 

Made  in  eight  sizes.     Holding  from 
50  to  700  bolls  of  ribbon. 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holdine 

72  or  120   piir  H  >se. 


PRACTICAL  UMBRELLA 

CABINETS.    Two  sizes. 

Hold  60  or  80  Umbrellas. 


PRACTICAL 
CLOAK  RACKS 

Three  sizes 


PRACTICAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND   FOR   CATALOGUE   DESCRIBING   THE   FIXTURES 

ILLUSTRATED  AND  A  VARIETY  OF  OTHER  FIXTURES. 


A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 


Flcasc  mention  The  Review  to  /Idvertisers  and  Their    'Travelers 


a  An  exceptionally  neat  and  attractive  display  of   Hats  end  Men"s   Furnishings  by  White  &   Manahan,  of  Winnipeg. 

The  arrangement  of  the  front  is  one  that  appears  well  adapted  to  dry  goods  stores  of  medium  size. 

Valuable  Hints  on  Art  of  Displaying  Goods 

Co-operation  Between  Window  Trimmers  and  Buyers  in  Creating 
an  End-of-the-Season  Attractiveness  —  Show  Case  Displays  —  How^ 
They  may  be   Made  Effective— Seasonable  Window  Trims  and  Ideas. 


NOW  tliat  the  season  is  so  far  advanced  and  the 
Summer  sale  period  in  siglit,  it  takes  more 
effort  to  sell  goods,  and  to  keep  the  store  re- 
turns up  to  a  satisfactory  standard.  Buyers 
and  the  lieads  of  departments  are  becoming  each  day  more 
anxious  to  move  out  tiieir  goods,  and  the  trimmer  has  a 
lively  time  of  it  to  satisfy  all  t'he  demands  made  for  dis- 
plays. There  are  the  lines  of  goods  that  for  some  cans;.' 
or  other  did  not  sell,  or  the  line  on  which  the  buyer's  judg- 
ment was  at  fault  and  on  which  he  plunged  too  heavily — 
even  t'he  test  buyers  do  this  at  times.  These  goods  need 
lo  be  well  pushed,  .a,nd  the  buyer  calls  upon  the  window 
trimmer  to  'help  him  to  create  a  demand  that  will  take 
them  off  his  hands.  This  pushing-out  of  slow-moving  stock 
is  an  art  that  every  window  trimmer  has  to  study.  Con- 
sult Tvitb  the  buyers  and  find  out  where  the  overstocks 
are,  then  tackle  the  heaviest  first,  and  make  the  strongest 
possible  bid  for  trade  by  well  dressed  windows.  So  set 
(iff  the  goods  t'hat  t'hey  and  their  merits  cannot  be  over- 
looked. Place  tickets  on  the  goods  setting  forth  their 
(luality.  desirability  and  use,  .and  also  the  attractiveness 
of  the  price  asked.  This  will  mean  that  the  merchant  will 
have  to  change  the  windows  frequently,  but  results  should 
amply  compensate  for  the  extra  work.  This  co-operation 
ibetween  buyer  and  trimmer  is  what  the  firm  they  are 
working  for  has  every  right  to  expect. 

Staple  lines  that  are  in  daily  demand  should  only 
have  a  minor  representation  in  the  windows  at  this  time 
of  the  year — ^their  turn  comes  later.  Fancy  items,  upon 
Avhich  profits  are  long  and  which  are  perisihahie  because 
of  the  many  style  changes,  should  receive  the  stimulus  of 
effective  window  trims  at  the  present  time.  Sold  while 
they  are  in  demand,  these  articles  bring  a  profit  away 
above  that  earned  upon  staple  lines,  but  when  their  season 
is  gone  by  they  are  the  deadest  of  dea,d  lines.  Therefore, 
it  is  the  department  catering  to  this  class  of  trade  that 
should  have  all  the  help  the  windows  can  give  at  this 
period.  Just  now  a  shadingof  price  and  extra  display  will 


not  only  move  the  goods  out  quickly  but  will  also  add  to 
the  store's  reputation,  but,  when  the  season  is  closing, 
even  cost  or  below  will  fail  to  interest  customers  in  these 
goods. 


Show  Case  Display. 

When  a  merchant  builds  a  new  store  or  alters  or  re- 
arranges an  old  one  his  first  care  is  to  have  plenty  of  show- 
cases. Ma,ny  stores  are  doing  away  with  counters  alto- 
gether for  a  number  of  departments  and  are  using  cases 
either  with  polished  wood  tops  or,  better  still,  tops  of 
heavy  plate  glass.  And  this  is  true  even  in  the  de.ss  de- 
partment where  novelty  goods,  silks  and  evening  shades 
and  fabrics  are  now  shown  in  glass  cases. 

After  equipipng  his  store  with  handsome  cases  the 
merchant  should  see  that  these  expensive  fixtures  are 
used  to  the  best  advantage.  Of  course,  he  knows  the  ad- 
vantage to  any  business  of  having  goods  well  displayed. 
All  show  cases  should  be  classed  with  the  windows  and 
should  be  under  the  direct  care  of  the  trimmer.  He 
should  be  held  responisble  for  their  appearance.  The 
trimmer  should  of  course  consult  the  head  of  the  depart- 
ment as  to  what  goods  to  display,  (but,  for  obvious  reasons, 
the  hai-monizing  of  colors,  the  details,  the  manner  in 
which   the  display     is  made  should  he  left  in  his  hands. 

The  inside  and  the  outside  of  the  case  should  be  fre- 
quently cleaned,  and  the  shelf  and  floor  coverings  should 
be  f  requenWy  renewed  Rich  deep  violet  or  green  velvet,  or 
pale  soft  silks  or  satin,  or,  for  some  lines,  puffings  of 
chiffon  are  all  good  materials  to  use  for  this  purpose. 
Crepe  paper  is  frequently  used  and  with  good  effect. 
Whatever  is  used,  one  color  or  article  should  not  prevail 
but  changes  should  be  frequently  made  in  color  and 
material. 

For  a  further  change,  take  out  the  shelving  and  make 
a  display  on  fixtures,  treating  the  goods  as  in  a  window 
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display.  The  trimmer  may  introduce  a  basket  with  arti- 
ficial flowers,  a  pedestal  and  vase  or  fancy  bust  or  any 
other  relief  in  t'he  size  suited  to  the  confined  space  avail - 
a,ble.  If  show  cases  are  thus  used  there  is  no  doubt  but 
that  store  sales  will  thereby  be  improved.  If  cases  are 
attractively  trimmed  with  desirable  goods  they  will  not 


The  first  prize  for  the  month  of  March  has  been 
awarded  H.  Robinson  of  R.  McKay  &  Co.,  Hamilton.  The 
window  wias  an  Easter  trim  publisihed  in  the  March  num- 
ber of  The  Review.  The  second  prize  was  awarded  Jas. 
McNicholI,  of  Richard  Hall  &i  Son,  Peterboro,  who  enter- 
ed an  exceptionally  good  window  of  Spring  dress  goods. 


An  effective  Sales  Window  of  Flowers  and  Untrimmed   Hats,  by  H.  Robinson,   for  R.  McKay  &  Co.,  Hamilton. 


only  liave  beneficial  effect  on  present  business,  but  will 
count  in  the  future  as  well,  as  customers  will  know  where 
to  obtain  goods  when  the  want  occurs. 

Many  people  visit  stores  that  do  not  care  to  bother 
the  clerks  with  their  wants  lest  they  be  importuned  to 
•buy.  If  these  people  see  displayed  in  the  store  an  article 
they  want  the  sale  is  made. 

The  up-to-date  show  case  is  equipped  with  electric 
lis'hts  furnished  with  reflei^toi-s  that  diffuse  the  light  and 


It  was  decided  on  account  of  the  large  number  of 
comparatively  small  windows  entered  during  April  to  con- 
fine the  competition  for  the  month  to  this  class.  This 
course  will  be  taken  frequently,  should  t'he  number  of 
entries  warrant  it.  The  first  prize  for  that  month  was 
awarded  to  E.  McElroy,  trimmer  for  A.  L.  Garland  &  Co.. 
St.  Thomas,  and  the  second  to  Fred  L.  Kiekley,  of  D.  E. 
Maedonald  &  Bros.,  Guelph. 

Tlie  first  prize  in   Ma.y  was  aWrairded  H.  Robinson,  of 


Window   by    Napoleon  Simard,  formerly  with  Gimbel  Bros.,   Milwaukee,   now  with  Carsley  &   Co., 
Winnipeg,  showing  latSst  method  of  draping  wash  goods. 


throw  it  on  the  display  in  the  case.  For  dark  sections 
this  system  of  illumination  is  particularly  good  and,  where 
electricity  is  oibtainable,  should   always  be  installed. 


Winners  in  Window  Competition. 

The  Review  is  pleased  to  announce  the  names  of  tht 
successful  trimmers  in  the  monthly  window  competition 
for  March,  April  and  May. 


R.  McKay  &  Co.,  Hamilton,  and  the  second  prize  to 
Xapoleon  Simard,  trimmer  for  Carsley  &  Co.,  Winnipeg. 

The  prize  windows  which  have  not  already  been  pub- 
lished will  appear  in  those  issues  of  The  Review  for  w'hich 
the  trims  are  seasonalble. 

Trimmers  are  requested  to  send  full  descriptions  of 
windows  entered,  and,  it  should  be  unnecessary  to  add, 
every  precaution  must  be  taken  in  photographing  as  slight 
defects  in  reproduction  may  mar    prize-winning  ^'features. 
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Do  not  come  to  us 

it  you  simply  want  a  building:  of  brick, 
stone  and  wood. 

If  YOU  do  want  a  building;-  to  be  a  first- 
class  SELLING  MACHINE  wc  can  sup- 
ply you   with   the  materials. 

Ornamental  Domes  and  Canopies 

to  attract  attention  and  give  shade 
outside 

Window  Prisms  in  Transom 

to  make  your  store  or  office  as  light  in 
the  centre  and  at  the  rear  as  it  is  in 
front 

Mosaic  Floors 

to  make  your  premises  clean  and  up- 
to-date. 

Sidewalk  Prisms 

to  make  your  basement  into  another 
ground  floor  and  thus  more  valuable. 

Luxfer  Prism  Company 

Limited 
Toronto  and  Montreal 


SECTION   OF  M.ODERN    STORE 
EQUIPPED   WITH    OUR    SYSTEM 


THE  LIQUIDATION 

of  tfiis  business  means  tfiat  cut  prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,  all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  Suits. 

Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 

Hardwood  or  Metal  Roller  Bearing  Slides. 

Centre  Section         -         ■         $30.00 
End    Section  -         -         $33.75 

(Metal  Slides  $5.00  extra) 

Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES  being    offered    on    SHOW-CASES  and  SILENT 
SALESMEN. 

IVrite  for  lliustrateJ  Circular. 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION) 

MOUNT  FOREST  -  ONTARIO 
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THE    ART    OF    DISPLAY 


Dry  Goods  Review 


The  first  step  in  Salesmanship 


Cut  shows   our  No.  29  Utility  Tie  Stand 
with  Shirt  Easel  Attachment. 


is"  " Allraction."  f If 
you  can  once' favorably 
atlract  the  atlention  of 
your  prospect  the  mak- 
ing of  the  subsequent 
sale  is  a  comparatively 
easy  matter. 

Hence  the  great  im- 
portance ofjhoroughly 
up-to-date,  attractive 
display  fixtures  is 
seldom  underestimated 
by  successful  dry 
goods  merchants. 

The  cuts  showing 
some  of  ourlines  which 
appear  in  this  space 
from  time  to  time  con- 
vey little  idea  of  the 
extent  of  our  fixture 
business.  You  ought 
to  see  our  latest  catalog. 
It  will  convince  you 
that  we  can  looli  after 
your  requirements  both 
in  the  matter  of  quality 
and  quantitv. 

Write  for    the 


Catalog  to-day. 

Toronto  Brass   Manufacturing  Co 


LIMITED 


17-21  Temperance  Street,  Toronto,   Ontario 


-LAMSON' 


Lamson  Cable  Cash  Carrier  System  In  Store  of  Acme  Co. 
Edmonton. 


LAMSON  CARRIERS 

Stop  The  Li-aks  due  to  unequal  distribution  ot 
labor  in  Stores,  Offices  and  Workrooms.  They 
fetch  and  carr}-  Cash,  Messages  or  Merchan- 
dise in  over  eighty  per  cent,  of  the  representa- 
tive retail  stores  of  America  and  Great  Britain. 

Ask  any  user! 

S_ysfe?ns  Leased  or  Sold 
Send  for  HuUefin   M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington   St.  W.,       Toronto,  Ont. 

.SERVICE' 


Seen  in  Toronto  Stores. 

Early  in  the  past  month  spring  novelties  in  house- 
furnishings  were  on  show.  The  T.  Eaton  Co.  opened  the 
new  season  by  a  sale  of  curtains  which  drew  a  large  crowd 
into  the  department.  Following  came  an  extensive  win- 
dow display  of  house-furnishings — -carpets,  rugs,  wall- 
jiapers,  draperies,  chintzes,  as  well  as  furniture.  These 
included  high-priced  and  medium  goods.  When  the  bet- 
ter goods  were  on  display  the  idea  of  ■&  furnished  room 
was  carried  out,  as  far  as  possible,  with  panels  of  wall 
paper  or  fabrics  and  draperies  arranged  as  windows.  No't 
tlie  least  attractive  window  of  the  series  was  one  that 
showed  kitchen  furniture. 

Ail  of  the  large  stores  have  devoted  considerable  space 
in  their  windows  during  the  past  m'onth  to  the  showing  of 
ladies'  neckwear.  Irish  crochet  laces^  in  the  form  of  the 
Dutch  collar,  in  collar  and  cuff  sets,  in  yokes,  and  also 
in  the  high  collars,  have  been  prominently  shown;  also 
collars,  jaibots,  etc.,  trimmed  wi'th  crochet,  were  well 
featured.  Beautiful  scarfs,  stencilled,  embroidered  and 
worked  up  with  metal  threads  and  spangles  were  shown. 
Many  have  satin  stripes  and  are  further  embellished  with 
deep  fringed  ends.  These  scarfs  promise  to  be  a  feature 
of  dressy  wear. 

A  notable  display  was  made  in  the  large  corner  win- 
dow of  the  Eaton  store,  Toronto,  when  that  window  and 
the  'whole  series  of  windows  on  Albert  Street,  and  to  the 
north  door  on  Yonge  street  were  dressed  with  iblack  and 
white.  The  big  corner  window  sihowed  one-piece  dresses 
and  suits  while  the  other  windows  were  devoted  to  acces- 
sories. 

A  window  that  drew  the  crowd  during  the  month  was 
one  showing  baby  carriages  and  go-carts.  Many  of  the 
carriages  had  an  occupant,  and  were  pushed  by  mammas 
in  street  costumes.  What  attracted  the  crowd,  however, 
wag  the  overhead  decoration.  This  was  made  up  of  a 
large  flight  of  storks  each  carrying  a  small  doll  suspended 
from  its  beak.  The  storks  had  been  bought  from  some 
toy  merchant  and  were  about  the  size  of  ai  robin  while 
the  dolls  were  of  composition  and  were  (both  black  and 
white.  They  were  hung  in  folded  handkerchiefs  the  ends 
fastened  to  the  bird's  beak.  This  was  a  capital  idea  and 
is  well  adapted  to  the  display  of  infants'  and  small  chil- 
dren's giarments. 

Practically  all  the  stores  have  been  devoting  a  good 
(leal  of  display  space  both  in  'the  windows  and  in  the 
stores  to  displays  of  foulard  silks.  Some  beautiful  effects 
in  ledge  trims  have  been  worked  out  with  drape  forms  in 
this  silk. 

The  Yonge  street  windows  of  the  Robert  Simpson  Co., 
Toronto,  lia.ve  in  the  past  few  days  been  trimmed  with 
a  seiies  of  ibride  windows.  The  central  window  shows  the 
l)ride  ro'bed  in  a  gown  of  dotted  net  and  with  veil  and 
wreath,  and  carrying  a  large  bouquet  of  white  roses  and 
ferns.  Soft  satins,  charmeuse,  crepe  de  Chine,  etc.,  are 
shown  for  gowns,  together  with  handsome  lace  flouncings 
in  Irish  .a,nd  Brussels  lace.  All  af  the  accessories  of  the 
toilette  were  shown — 'silk  stockings,  kid  slippers,  etc.  There' 
was  also  a  handsome  display  of  elegant  jewelry — necklets, 
broaches,  bracelets  and  rings.  The  window  effectively 
introduced  a  new  department  which  the  Simpson  Co.  has 
added  since  the  opening  of  their  new  store. 

One  window  of  the  series  contained  cut  glass,  silver- 
ware, high  class  china,  and  bric-a-brac  for  presents.  An- 
other had  bridal  sets  of  lingerie,  and  another  was  devoted 
to  white  hosiery  and  shoes. 

Hosiery  displays  in  a  long  iist  of  colors  are  bein.? 
made  in  all  the  Toronto  stores,  and  one-piece  or  prineesse 
dresses  in  foulards,  ribbed  silks,  cashmere,  foule  serges, 
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PEERLESS 
UNDERWEA 

PRODUCES 

PAYING 

PROFIT 


Get  This  Fact 
On  Your  Mind 

Peerless  Underwear  pro- 
duces profit  because  it  is 
of  so  excellent  a  quality 
that  the  demand  frequently 
exceeds  the  supply  in  many 
of  Canada's  leading  stores. 
We  regard  repeat  orders 
for  Peerless  as  a  matter  of 
course,  and  always  handle 
them  expeditiously. 


OUR  SELLING  REPRESENTATIVES  ARE  : 


ONTARIO 

C.  &  A.  G.  Clarke,  Empire  Building 
Wellingrton  St.  W.,  Toronto 


BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  1016 
Vancouver,  B.C. 

MARITIME  PROVINCES 


QUEBEC 

Goulding  &  Co.,  30  Wellington  St.  East. 
Toronto 

MANITOBA 

Frank  Clark,  V^TumipeK  and  N.W.  Territories 


G.  A.  Woodill,  70  Granville  St., 
Halifax,  N.S. 


Manufactured  only  by 

The  Peerless  Underwear  Co. 


Hamilton,  Ontario 
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as   well   as   in   a,ll   colors  in 
shown. 


linens,   are   being   cxlensivdv 


* 


Value  of  Fashion  Events. 

Fasliioni  eve.nts  sncli  as  iiors'C  siiows  a.nd  liifi  races  arc 
great  business  boomers  for  I'lie  city  in  which  lliey  arc 
iield.  Not  onily  do  t'lie  transportation  conipa.nies,  tlie 
'liotels,  and  many  other  classes  of  tradespeople  reap  a 
harvest  on  these  occasions  but  the  dry  goods  stores  and 
■the  millinery  and  dressmaking  trades  benefit  largely. 

Xhe  stylish  element  in  these  events  is  conspicuous,  and 
it  is  then  that  leaders  «i  local  fasliions  decree  w'hat  shall 
be  worn  during  the  opening  season.  Therefore  t'he  intln- 
ence  upon  the  course  of  the  season's  styles  is  most 
marked.  These  events  wherever  iheld  afford  the  window 
trimmer  a  striking  opportunity  to  give  a  demonstra'lion  of 
bis  skill. 

In  some  cities  the  management  popularize  these  events 
by  offering  prizes  for  t'he  most  striking  windows,  and 
competition  is  keen  for  these  special  inducements. 


Good  Millinery  Window. 

It  is  somewhat  of  a  new  idea  in  departmental  store 
retailing  to  feature  millinery  trimmings  and  untrimmed 
hats  in  the  display  windows.  This  has  been  done  by 
several  of  the  leading  stores  this  season  and,  wherever 
tried,  has  proved  an  unqualified  success,  as  the  return  in 
sales  has  been  all  that  could  be  desired. 

The  window  idlustrated  w^as  trimmed  Jby  H.  Robinson 
for  the  R.  McKay  Co.  To  use  Mr.  Robinson's  own  words 
"this  display  was  made  for  ihe  express  purpose  of  selling 
goods,  and,  with  'that  object  in  view,  the  trimmer  used  a 
large  number  of  price  tickets.  It  proved  one  of  the  great- 
est selling  windows  the  firm  has  ever  had,  coming,  as  it 
did,  at  the  time  when  every  woman  was  looking  for 
millinery. 

The  window  contained  untrimmed  hats  and  fiowers. 
Two  large  parasols  were  covered  with  flowers,  as  were 
the  pillars  in  t'he  background.  Two  immense  baskets 
were  placed  at  each  end  of  tlie  window  and  were  also 
covered  with  flowers,  and  there  were  three  small  baskets — 
one  on  eacli  pillar." 

Flowers  in  harmonizing  coloi-s  were  pinned  on  a  num- 
ber of  shapes  and,  with  a  touch  of  ribbon,  gave  them  the 
appearance  of  trimmed  'hats. 


Death  of   James  B.  Grafton. 

'James  B.  Grafton,  founder  of  tlie  firm  of  (Iraflon  & 
Co.,  died  at  his  home,  The  Maples,  Dundas,  on  Friday 
evening,  May  14'th.  The  la'te  Mr.  Grafton  was  born  a  I 
Meadowva'le,  near  Toronto,  m\  Sept.  9,  182G.  His  par- 
ents were  of  United  Empire  Loyalist  stock.  In  1853  he 
started  a  dry  goods  'business  in  Dundas  and  soon  built 
up  a  large  trade  in  the  Valley  City.  A  few  years  later 
he  organized  tlie  wholesale  clothing  and  dry  goods  firm 
wliich  bears  his  name,  and  which  is  known  through  its 
branc'heg  all  over  Ontario. 

A  large  factory  was  built  in  Dundas,  and  tlirough 
sound  business  methods  this  has  became  one  of  tlie  largest 
concerns  of  its  kind    in   the  province. 


One  of  our  many  wax  figures  draped 

J.  R.  PALMENBERGS  SONS 

Est.  18.52 
FIGURES 
710  Broadway,  New  York 
Writ©  for  Catalogue. 
FBctory,  89  and  91  W.  3rd  Street 


FORMS 


FIXTURES 


The    Milbradt 
Ladders 

CANNOT  BE  ANYTHING  BUT 

Highly  Satisfactory 


There  is  nothing  about  them  to  give  or 
wear  out  or  get  out  of  order,  and  after 
they  are  once  installed  require  no  further 
attention,  with  the  exception  of  a  few 
drops  of  oil  now  and  then. 

They  are  made  of  the  very  best  material 
that  can  be  obtained.  We  ship  them 
subject  to  approval,  hence  they  must  be 
satisfactory. 

Write  for  Catalogue  and  Prices 


MILBRADT  MFG.  COMPANY 


1438  N.  8th  Sirect,  ST.  LOUIS,  MO. 


Points  Worth  Remembering  in  Operating  the  Air  Brush 

Information  for  Beginners  —  How  to  Adjust  the  Brush  and  Control 
Ink  Supply  — The  Production  of  Flat  Tones,  Tints,  Blends,  Scrolls, 
Designs,  Flowers  and   Foliage  —  Practical  Application  to  Card  Work. 

Written  for  the   Dry  Goods  Review   by  P.    Thompson. 


ALTHOUGH  the   air  brush   is   some   twenty  years 
old,  six  yeare  have  only  elapsed  since  its  intro- 
duction in  show  card  work. 
Previous  to   this  it   was   used   exclusively  by 
lithographers,  photogTaphers,  artists  and  in  potteries  for 
decorating  china. 

Arnold  Binger,  of  New  York,  was  the  fii-st  to  intro- 
duce it  in  America  for  show  cards  and  the  writer  of  this 
ai'ticle  brought  the  first  to  Canada  four  years  ago  for 
tills  work.  Since  that  time  the  demand  for  show  cards 
in  this  country  has  steadily  increased  and  most  merchants 
now  are  using  them  extensively  and  are  always  leady  to 
buy  cards  which  are  neatly  executed. 

For  the  benefit  of  those  not  familiar  with  the  air 
brush,  some  description  will  be  of  interet'.  It  derives 
its  name  from  the  fact  that  it  is  operated  by  compressed 
air.  This  air  is  pumped  into  a  tank  by  r^cans  of  a  foot 
pump  until  the  gauge  registers  anywhere  from  fifteen  to 
thirty  pounds. 

The  brush  or  hand  piece  is  attached  to  the  tank  by 
means  of  a  small  rubber  tube  and  is  about  the  same  in 
size  of  a  fountain  pen.  The  receptacle,  or  ink  chamber, 
is  cone-shaped  and  attached  to  the  side  of  the  brush.  A 
small  finger  lever  controls  the  air  as  well  as  the  supply  of 
ink.  When  this  slightly  drawn  back  the  air  is  turned  on 
and  contracts  the  ink  by  means  of  suction.  The  ink  fol- 
lows a  needle  until  it  reaches  the  point  when  it  comes 
in  contact  with  the  air.  Here  it  is  cut  diagonally  into  a 
fine  spray.  The  size  of  line  is  determined  by  the  lever, 
var^nng  from  the  size  of  a  pen  scratch  to  two  or  three 
inches. 

When  used  for  laying  flat  tones  the  brush  is  held 
some  dista,nce  from  the  card  and  the  spray,  in  this  way, 
may  be  made  to  cover  an  area  of  several  inches.  By 
means  of  masks  or  stencils  it  is  easily  possible  to  ascer- 
tain the  variety  of  work  which  is  possible  with  fliis 
ingenious  invention. 

Flat  tones,  tints,  blinds,  scrolls,  panels,  designs  and 
even  flowers  and  foliage  may  all  be  rendered  in  simple 
forms  with  the  little  dexterity  that  comes  from  a  couple 
of  hours  practice. 

Hints  to  the  Beginner 

The  beginner  should  first  practice  control  of  the 
spray,  or  in  other  words,  master  the  art  of  obtaining 
instantly  any  size  line  required.  Practice  tapering  a  line 
by  commencing  broad  and  running  out  to  a  fine  line.  This 
is  the  best  exercise  before  working  over  a  stencil. 

'I'lic  (-aid  writer  may  begin  on  some  simple  design  as 
that  fif  a  shield.  Sketch  this  out  on  stencil  paper.  The 
best  for  this  purpose  is  the  oiled  variety  upon  which 
the  ink  will  have  no  injurious  effect.  After  the  design 
is  completed,  the  operator  will  cut  it  out  by  means  of  a 
small  chisel  blade,  (without  handle)  about  one  half  inch 
wide.  Hold  this  between  the  thumb  and  fore  finger  as 
a  pencil,  insert  the  corner  in  paper  on  line  of  drawing 
and  shove  forward.  Curves  may  be  easily  followed  by 
slightly  rolling  the  chisel  between  the  fingers. 

A  keen  edge  should  be  kept  on  the  tool  to  obtain  clean 


lines,  and  for  this  purpose  a  good  oil  stone  should  be 
used  frequently. 

After  a  little  practice  the  beginner  finds  himself  work- 
ing a  series  of  stencils,  one  over  the  other,  making  in- 
tricate scrolls,  etc. 

The  shadow  script  letter  as  shown  in  tlie  accompanying 
illustration  is  made  in  the  same  way,  by  cutting  out  the 
wording  and  shading  around  it.  This  is  only  recommended 
where  a  number  of  similar  cards  are  required.  Where 
one  only  is  necessary  a  better  way  is  to  draw  out  the 
wording  on  the  card,  fairly  heavy  with  a  B  pencil.  Now 
shade  around  these  lines  with  a  water  proof  ink,  just 
as  in  the  case  of  the  stencil,  taking  care  not  to  cover  the 
lines  so  as  to  loose  sight  of  them.  Letter  over  this  with 
white  paint  and  the  result  will  be  the  same  as  the  sten- 
cil would  give. 

The  reason  waterproof  ink  is  employed  for  this  work, 
is  because  of  the  white  paint,  being  a  water  color,  would 
otherwise  cut  the  ink  and  mix,  changing  the  white  to 
a  tint. 

To  keep  the  stencils  on  the  card  in  place  use  old  type 
or  slugs  which  may  be  iiad  fioin  the  local  print  shop. 
Foi-  fine  corners  use  pins. 

A  Word  About  Air  Brush  Designs 

Since  originality  is  but  some  other  person's  idea  improv- 
ediipon,  it  is  sometimes  very  easy  for  one  to  be  original. 
The  ad'vertising  columns  of  magazines,  trade  journals,  etc., 
will  produce  unlimited  ideas  for  the  cardwriter.  Slight 
changes  in  these  will  make  the  best  designs  for  any 
oecassion.  Simple  designs,  even  for  the  advanced  writer, 
are  recommended. 

Kemember  that  simplicity  has  a  dignity  of  its  own. 
Some  designs  may  have  taken  a  long  time  to  work  up, 
but  when  lettered  appear  overdone  and  seldom  compare 
with  those  made  in  a  few  minutes. 

Important  Points  on  Lettering 

In  lettering  any  card,  the  cardwriter  should  make  a 
study  of  his  type.  Always  bear  in  mind  that  a  card  con- 
taining discriptive  matter,  to  look  will  when  finished  must 
have  large  and  small  lettering.  On  half  a  sheet  for  in- 
stance, remarks  should  run  as  small  as  a  half  inch,  while 
the  caption  or  display  line  would  vary  around  two  and  a 
half  inches.  This  gives  the  variety  which  is  always 
es.sential. 

The  style  of  letter  best  to  adopt  depends  entirely  on 
the  showing.  Millinery,  silks,  and  dainty  dress  requisites 
should  always  have  a  very  light  face  type.  The  card 
should  be  white^  the  letters  black,  with  plenty  of  border. 
If  any  neutral  tint  is  required,  use  a  pearl  grey  or  gold. 
This,  it  will  be  found,  gives  a  distinctive  tone  thoroughly 
i     keeping  with  fine  wearing  apparel. 

For  dress  goods  and  coarser  fabrics  a  Roman  letter 
is  preferable.  Black  letters  should  be  used  on  furniture 
and  heavy  merchandise.  They  may  be  also  used  for  sales 
on  any  class  of  goods  where  the  reduction  of  prices  is 
the  chief  theme. 
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Cards  Illustrating  uses  of  the  Air  Brush. 
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The  Billevaev  Tapestry. 

Tapestry  making  has  reached  a  higli  develupuieuL  in 
Norway,  and  the  Billevaev  tapestrj'  is  famous  the  worUi 
over,  thoug'h  specimens  are  ohtained  with  great  difficulty. 
The  reason  for  the  scarcity  lies  in  'the  j>assage  of  a  law 
by  Ihe  (lovernmeut  of  Norway,  which  forlhids  this  par- 
ticular' type  of  weavijig  by  any  one  except  ladies  of  the 
nobility;  'but  numbers  of  them,  who  have  been  in  sti-aight- 
ened  circumstances  hitherto,  are  now  deriving  a  comfort- 
able income  from  this  work. 

In  the  Spring  of  1905  there  were  exhibited  at  the  Na- 
tional Arts  Club  in  New  York  City  several  Billevaev 
iiangings,  \Vhieh  admirably  illustrated  the  exquisite  work- 
manship required  in  maiking  these  tapestries.  They  are 
woven  alike  on  both  sides,  and  for  that  reason  are  es- 
pecially well  adapted  for  eurtains  or  portieres,  but  their 
beautiful  design's  make  ithem  suitable  as  artistic  drapery 
of  a.ny  style.  Only  hand  carded  and  hand  spun  wool  is 
woven  into  fhese  tapestries,  and  each  strand  Is  dyed  so 
as  to  exactly  match  the  painted  design  w^hich  is  to  be 
copied.  The  delicate  shading  necessary  to  render  the 
tapestry  patterns  most  effective  is  obtained  by  dyeing 
individual  pieces  of  wool  to  correspond  to  every  shade 
that    the   complete  design   requires. 


Packing  of  Goods  for  Export. 

The  British  Consul-Genoral  at  Hamburg  (Sir  W.  Ward, 
C.V.O.)  has  forwarded  the  following  translation  of  a  cir- 
cular issued  by  a  leading  Hamburg  steamship  company 
calling  the  attention  of  its  cusiomcrs  to  the  insufficient 
and  careless  packing  of  goods  sent  from  Germany,  more 
especially  to  oversea  countries,  and  giving  detailed  advice 
regarding  the  packing  of  goods.  Sir  W.  Ward  remarks 
that  though  these  suggestions  daubtlcss  contain  nothiiig 
new,  yet  it  may  be  useful  to  bring  them  to  tlic  notice  of 
many  exporters  in  the  United  Kingdom  : — 

"The  receipt  from  abroad  of  numerous  and  well-found- 
ed complaints  regarding  the  inadequate  packing  of  goods, 
destined  more  especially  for  transportation  by  sea,  render 
it  desirable  to  direct  the;  attention  of  exporters  to  this 
important  subject.  The  comparatively  greater  importance 
of  providing  proper  receptacles  for  goods  which  are  to  be 
transported  abroad  by  sea,  than  by  land,  renders  it  ob- 
vious that  not  only  much  stronger  material  should  be 
used  for  packing  them,  but  that  the  strength  of  the  ma- 
terial should  be  proportionate  to  the  weight  of  the  con- 
tents of  the  receptacles. 

"During  loading  or  unloading,  and  also  during  the  sea 
voyage,  the  receptacles,  i.e.,  the  cases,  bales,  casks,  &c., 
are  exposed  generally  to  very  severe  handling  and  treat- 
ment, particularly  through  the  unequal  pressure  from 
above  ;  and  also  through  the  yet  more  dangerous  pressure 
from  the  sides,  by  which  the  receptacles  are  liable  to  he 
pressed  out  of  shape. 

"Tlie  numerous  remarks,  such  as  'With  Care,'  'Glass,' 
'Don't  Drop,'  &c.,  which  are  intended  to  draw  attention 
\o  the  weakness  of  the  package,  are  entirely  useless,  be- 
cause (firstly)  therd  is  in  most  cases  no  possibility  of  fol- 
lowing these  directions,  and  because  (secondly)  the  per- 
sons employed  in  handling  the  goods  are,  as  a  rule,  un- 
able to  read  them.  If,  therefore,  the  exporter  wants  to 
be  sure  of  his  customer  receiving  the  goods  undamaged, 
he  should  give  his  whole  attention  to  providing  .-i  \u!'- 
stantial  packing  suitable  for  sea  transport. 

"In  the  first  place  the  cases  should  be  made  of  boards 
which  are  so  strong  and  inelastic  that  they  cannot  be 
pressed     inwards     temporarily  and  then    return     to   their 


former  shape,  a  condition  of  things  wbich  is  frequently 
made  use  of  by  international  thieves  for  their  purposes. 
The  sides  of  cases,  moreover,  should  form  one  solid  whole, 
which  can  be  effected  either  by  fastening  the  boards  to- 
gether with  glue,  or  better  still,  by  wooden  cross  fasten- 
ings inside.  The  lid  and  bottom  of  the  case  in  particular 
siiouJd  be  securely  made  and  fastened,  and  sliould  in  no 
case  project  beyond  the  sides,  and  attention  should  be  giv- 
en to  the  outside  being  as  smooth  as  possible.  The  cases 
should  be  fastened  down  with  strong  iron  wire  nails  round 
the  middle  of  the  case.  Particular  attention  should  be 
paid  to  the  ends  of  the  iron  hoops,  in  order  to  avoid  the 
possibility  of  their  being  lorn  off,  or  of  their  damaging 
other  goods.  The  use  of  so-called  safety  clamps  is  to  be 
warmly  commended  as  an  excellent  preventive  against  ll:e 
cases  being  opened  without  visible  traces." 


Merchants 


read  The  Dry  Goods  Re- 
view each  month,  and 
make  sure  each  of  their 
important  sales  people  also 
read  The  Dry  Goods 
Review.  If  you're  a 
seeker  after  information 
you'll  study  The  Review 
closely  each  issue. 


It  pays 


ATTRACTIVE     SHOW     CARDS 

are  made  with  the 

FOUNTAIN 
AIR  BRUSH 


It  it  also  used  by   up-to-date  Window  Trimmer*  for  tinting 
Artificial  Flower*,  Lamp  Shade*,  Draperie*.  etc. 
WRITE  FOR  CATALOG  R-63 


THAYER  &  CHANDLER, 


160-164 
W.  JACKSON  BOULEVARD 
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The  Ad.  Man's  Part  in  Playing  Up  the  SelUng  Points 

Examples  of  Effective  Publicity  —  Instructive  Criticisms  of  Ads.  and 
Circulars  Issued  by  Retail  Merchants-  Interesting  Example  of  West- 
ern Advertising  —  Novel   and  Attractive  Ideas  for  Special  Occasions. 


GOOD  use  of  a  stock  cut  has  been  made  by  Peter 
McSweeuey  Co.,  of  Moncton,  N.B.,  in  a  full  page 
advertisement  published  in  the  Daily  Times,  and 
reproduced  here.  "The  world  of  white"  seems 
a  little  appropriate  to  use  in  connection  with  a  whitewcar 
sale  and  its  treatment  here  has  served  to  call  attention 
in  an  attractive  way  to  this  sale  event.  This  page  space 
is  made  to  say  a  lot ;  about  the  only  criticism  that  would 
be  made  is  that  it  contains  a  little  too  much.  Still  the 
most  of  it  is  interesting  description  of  goods  ;  and  the 
chances  are  that  women  readers  of  the  Times  will  be 
first  attracted  by  the  illustration  and  later  find  themselves 
reading  this  advertisement,  marvelling  at  the  splendid 
whitewear  that  McSweeneys  are  selling  so  reasonably, 
and  making  a  mental  note  of  the  fact  tha'.  she  needs 
some  of  these  goods,  and  had  better  buy  them  now.  We 
believe  that  the  advertisement  should  have — and  doubtless; 
did — produce  just  this  result.  It  is  a  good  sample  of  an 
announcement  for  a  special  event,  and  is  a  credit  to  the 
advertisers. 


distributed,  as  it  doultly  was,  from  door  to 
door,  it  is  too  large,  and  because  of  this  fact 
is  likely  to  receive  but  scant  attention.  If  half  the 
quantity  of  paper  had  been  used,  and  a  4-page  circular. 


R.H.  KNIGHT  LIMITED 


lANNUJlL  WHITE  GOODS  SALE 


Personal  and  Household  Supplies  at  a  Great  Saving 


THIS  GREAT  SALE  .ntludf.    L.di. 
,  wtAt.  Children  »  and  M.uc.   Undc. 


aiiti  Afid    Uodir        VALUE     GIVING     don 

.     ,       _„       ,  ^^  „-  ^  !-»<-'»■    Embfoi         »      Tb«M   cood*    htrt    b«n   t»r«fijll,    Ml«i,d    and    biu|hl 

l«ne^  Silk*.  Linen»,  ShettKig^    Pillow    Co(ton»,   Lawni.    Etc      direct  Irom  G1m«ow.  ScoUand.  uid  from  our  CanadUn    manu- 

r      lacturm.  no  middlemen*  profiU.     We  c*rrfully  eicludc  gooda 

c      limply   ■  made  to  •ell '  or    to   trkp   the   orclcu     Co    Ihroush 

I  I  Una  bill  carefutlj.    tfccu    core*    aod    tt    tKc    iplendid  values 


R. 


Bill  a  Trifle  Large. 

H.   Knight,   Sault   Ste.   Marie,   Ont.,   also   held   an 


"Annual  White  Goods  Sale,"  and  The  Review  received, 
for  criticism,  a  bill  which  was  used  to     advertise     this 


: Greatest  Bargains  in  Waists  and  Dnderwear  Yoo  Ever  Lflflked  All 

brief,  we  purchaied  (iioo  oo  worth  of  While  Goods  from  one  of  our  Urge«t  Canadian 

•  co»l  price      Thi»  meant  a  uving  to  you  of  from  IS  ^°  3S    P"    *<"'      There    >re 
splendid  variety  that  we  could  go  on  lelJing  you  for  a  dajr  and  then  you  wouldn  t  km 


</ili  ti 


t  idea  of  the  magnifieent  nnsr 


i»^l 


ISelo  S2.S0 


I  Our  Bleached  Cottons  and  Sheetings.  Bought  Direct  from  Glasgow 

*  I  Tabia  llnan*  Cottons  P.llovCaH).  $haati  '  ihMVitt*  Bad  Spraid*  Itwni 


EntHtli  FUwmMU  |  » 


R.  H.  KNICHT  LIMITED 


event 
little 

most 


A  Whitewear  Sale  Bill  sent  out  by  R.  H.  Knight,  Sault  Ste.  Marie. 

8  1-2  by  12  inches  jirinted,  we  believe  that  much  better 
results  would  have  been  accomplished.  An  advertisement 
must  first  of  all  be  read,  and  the  duty  of  the  advertiser 
— to  himself — is  to  make  it  easy  to  read.  This  same 
criticism  was  made  of  a  similiar  bill  submitted  by  another 
subscriber  a  few  months  ago,  and  in  this  case  we  have 
written  Mr.  Knight  sending  him  a  "dummy"'  of  a 
circular  such  as  we  have  described  above,  and  which  we 
believe  would  have  been  an  improvement  over  the  adver- 
tisement as  he  sent  it  out. 


A  Western  Booklet. 

The  rapid  growth,  charactei-istic  of  westarn  stores,  of 
the  Battleford  Trading  Co.  during  the  past  four  years,  is 
well  depicted  on  the  front  of  an  eight-page  booklet,  call- 
ed "The  Budget,"  which  that     store  has     issued.       This 
booklet  is  well  printed  on  coated  paper,  and  is  of  such 
character   typogi-aphically   that   the   person     into     whose 
hand  it  falls  i§  likely  to  give  it  more  than  passing  at- 
This  bill  was  seventeen  by  twenly-four  inches,  a      tention.     The  Battleford  Trading  Co.  conducts  a  general 
larger  than   an  ordinai-y  newspaper  page,  and   the      store,  consequently  in  "The  Budget"  space  is  given   to 
serious       criticism      we    make     of     it   is      that,      departments  other  than  dry  goods,  though  the  special  of- 


Page  Advertisement  of  Whitewear  Sale  from  Moncton,  N.B. 
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ferings  in  that  department  are  given  greatest  prominence 
and  are  attractively  displayed,  a  number  of  splendid  up- 
to-date  cuts  being  used.  In  reference  to  its  service  for 
men  the  phrase  "anything  from  a  collar  button  to  a 
suit  of  clothes"  describes  it.  This  booklet  was  sent  for 
our  "criticism,"  but  really  it  is  so  creditable  that  noth- 
ing but  words  of  praise  could  be  honestly  spoken  of  it. 
This  does  not^  of  course,  enter  into  a  discussion,  nor  is 
it  an  endorsation  of  this  form  of  advertising  as  compared 
with  the  use  of  newspaper  space.  This  must  be  decided 
by  a  study  of  local  conditions,  which  alone  would  make 
one  competent  to  express  an  opinion  on  this  point. 


Monster  Stock  Reducing  Sale. 

We  know   nothing  of  the   merits   of  the   "Stock  Re- 
ducing Sale"  held  by   J.   E.   Richards,   of  Dundalk,  be- 


Front  Page  of  Eight-page  Booklet  issued  by  Battleford  Trading  Co. 

yond  the  information  given  in  the  advertisement  repro- 
duced here,  though,  judging  from  that,  it  savors  of  pro- 
fessional sale  conductors'  brand,  and  the  general  opinion 
of  the  best  merchants  is  that  they  are  calculated  to  do  the 
merchant  who  holds  them  a  great  deal  more  harm  than 
the  temporary  good  represented  by  the  increased  sales 
during  the  ten  days  or  two  weeks  prior  would  justify. 
The  statement  that  "$30,000  worth  of  general  merchan- 
dise will  be  sacrificed"  has  been  made  so  often  and  in 
such  ^■arying  forms  that  most  merchants  have  come  to 
feel  that  it  has  lost  whatever  merit  it  at  one  time  posses- 
sed. The  following  paragraph  taken  from  this  advertise- 
ment will,  we  believe,  be  regarded  by  many  as  an  ovcr- 
"^nthusiastic  statement,  and  calculated  to  discredit  rather 
.ban  help  the  sale : 

"This    Monster    Stock    Reducing    Sale,    which    starts 


iNSTER  STOCK  RlCi  SALE 

From  Wednesday  Morning.  Feb.  3rd  until  Saturday  Kigiit,  Feb.  13tb 

$30,000  iortii  of  General  Merchaniiise 
will  be  Sacrificed 


s  Van,  Bmits  and  Shoes.  Crotkery  ., 


The   store    will  bo  cioasd    all    day    Monday  and  Tuesday.   Feb.    tst  and   2nd 

to   mark   down   goods  and   get   everything   in  flrat-class  shape 

The  Sal©   starts  Wednesday   morning,   Feb.  3rd.   at  8:30  o'clock  a.m. 


Reiliiclng  thi  For  Stock 


iHl  Im  m  imr  ■«  <l  llu  ima 


IM*  ii«e4q  Itntaf  IWItw  111 


im  MHtv  3lMt-liM«|  l*li 


nm  Mh  Ml  Ml« 

Ladies'  Coate 

Riduciog  till  Cnekerj  Stodi 
Somt  Groeaj  Items 


Reducing   the  Clolliing   Slock 


M  CJunei  tfbu;  in  OnRolt 


Idi't  mi  lidtat'  RMMali 

Carpets,  Rugs  ana  llnoleuins 


GOME  FIRST  DAV  Watcli  for  Round  Red  Tickets  GOME  EVERY  DAY 

Terms  of  Sale  :     Cash  or  Trade. 

J.  E.  RICHARDS.  D 


Announcenienl  of  Stock  Reducing   bale,  which   has  Some 
Undesirable  Features. 

off  on  Wednesday,  Feb.  3rd,  at  8.30  a.m.,  will  unques- 
tionably be  the  greatest  selling  event  ever  recorded  in 
Dundalk  or  Grey  County.  Every  day  will  be  full  of 
surprises  new  to  those  thoroughly  acquainted  with  our 
always  remarkably  low  prices." 


Chisholm,  Sweet  Cgt  Co. 


-'is^feM»jaut-;'- 


BUDGET 


MAY.  1909 


MAY,  1909 


rHK  ileiDii  featured  here  are  intended  to  attract  yo 
that  [Hit;.  finwHi-d  for  iti  rlieolele  such  mulchlefw  vntiie.i  in  seft-Hotmble  nierttminliBe.  A  iiiojtret^iive 
tore  wbo8c  policy  is  to  serve  yon  lioneatly  aod  earnestly  ;  to  be  careful  and  coni^ervative  Id  stiitements 
nd  to  be  always  (Ip|«^ndiil)le       Tho«e  jwges  are  profitable  rending  —  they   Rnggeiit  a   iiicaDS  of  rcdut-iii([ 


Women's    Tailored 


S9    to    g2S 

Tb<-  iiio^t   ra-lictl  slyJp  innovation* 
in  year-  are   iiitrodined   In   the   new 

long  senii-fltting,  hipless  coat.  «!- 
illiiMtrated.  tvith  long  «lnntiiig  lapelx. 
the  cIlDgiiig  skirt  and  Clie  piofnxive 
iis<>  nf  Mttin  bntkun^  .ind  brait)  for 
trimming  aiv  tlw  cbief  fi-.itiir.-'.  dne 
principally  t..  Ihc  r.-vivnl  of  llir 
Uirectoire  style.  Valuer  ijnile  onl 
of  the  onliiinry  «re  here  nt  CU  and 
?10,  in  plain,  nuvy  ami  lin><\ii  clothe, 
>vhd«ehe.l,.rk-tonc.l  -h.idow  'tri(H-3 
ari-r-houn  nI    (12.  $1'.  &I1I '^l  and  Fi". 


Beaxitifu  Uy    Tailored 

Sprintf    Coats     for 

Women^ 

$4-gg  to  $11.^ 

A  careful  compnrlson  of  prices  dis- 
closes the  fact  that  there's  decided 
eronomy  in  pnrchnsing  that  spiing 
coftt  here.  The  striped  fawn,  28-it>ch 
hiptesrt  style  Here  showing  at  $5.75 
pctrticiiliirly  enipliRsizes  this  aaving 
uf  price,  while  the  valnes  nl  ft.50,  «7, 
iD.a:  and  Sll.r.  in  mixed  Iweed.fawn 
mid  black,  rtre  further  eiidencea  ftf 
loM  pricing  thronffhont  the  dcpart- 


'Wash  Fabrics  for  5umttier  Wear 


We  -linnM  Ifkc  I-.  niad  -Ample*  of  our  lOr. 
/-*-pli>i- to  ev.iy  lender  uf  this  item,  for  better 
ovident^-of  I'.i^e.   pncMiR  a"  toi.ip-ired   with  other 

ycni- JI  n.Mild  l>f    l.i».rH  t"    Hud         Thin  line,    uilli 


dc.    lOc.    12c.    and    14c; 


Dress  Goods  — EconoinJc  Prices 


Thi«   .In 


er-stoiie  nf 
the  ninst 
is  drawn 


tramples  for  the  asking 


A  Spring  Opening  Circular  from  Antagonish,  N.S. 
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A  more  modest,  but  equally  strong  statement,  would, 
we  believe,  have  inspired  greater  confidence. 

* 

Good  Use  of  Illustrations. 

Chisholm,  Sweet  &  Co.,  Antigonish,  N.S.,  [QUL--pa^e, 
9  by  12  inch  circular,  printed  on  wliite  stock,  pages  one 
and  four,  two  colors,  red  and  black,  page  J  of  which  is 
reproduced. 

The  entire  circular  is  particularly  well  written,  and 
displayed,  a  credit  to  both  scribe  and  printer  for  a  town 
the  size  of  Antigonish.  The  reading  matter  gives  plenty 
of  real  information  regarding  new  styles  and  a  careful 
perusal  of  this  circular  should  acquaint  the  community 
of  Antigonish  with  the  real  new  points  in  Spring  fashions 
for  both  men  and  women.  The  uniformity  of  the  type 
scheme  is  desirable.  The  illustrations  are  good  and  are 
used  in  the  right  places.  Prices  are  given  in  profusion, 
and  nothins-  seems  lacking  to  mnke  this  circular  a  puller. 


easily  be  seen  that,  with  the  attractive  figure  in  the  up- 
to-date  hat  which  adorns  it,  it  would  arouse  favorable 
comment  from  the  women  who  received  it.  The  card  was 
mailed  to  a  large  list  of  women  who  were  considered 
probable  buyers  of  Spring  millinery. 


J.  SUTCLIFFE  &  SONS 

UNDSA") .  (JNT, 


A  Millinery  Opening  Mailing  Card  sent  out  by 
J.  Sutclitte  &  Sons,  Lindsay. 

The  only  real  suggestion  offered  is  that  the  paragraph 
regarding  waists,  on  page  two,  would  have  been  better 
on  page  one.  Then  the  dress  goods  and  wash  fabrics 
section  could  have  been  put  along  with  silks  and  dress 
making,  running  the  millinery  department  at  the  bottom 
of  page  two.  This  would  have  borne  out  the  general  ar- 
rangement of  the  circular,  keeping  each  division  of  the 
store  by  itself.  G.  A.  Fraser  is  the  advertising  man  for 
this  store. 

4- 

Novel  Idea  in  Opening  Cards. 

A  Spring  millinei-y  opening  card,  issued  by  J.  Sut- 
cliffe  &  Sons,  Lindsay,  calls  for  more  than  passing  notice. 
This  card  was  in  the  form  of  a  folder,  opening  up  and 
reading  lengthwise.  It  was  printed  in  two  colors,  and, 
while  in  the  half-tone  reproduction  the  oripnal  beauty 
of  the  card  has  to  a  great  extent  been  sacrificed,  it  can 


J.  C.  Eaton  Well  Insured. 

It  is  reported  that  J.  C.  Eaton,  head  of  the  T.  Eaton 
Co.,  'who  is  no'W  on  a  trip  to  the  Old  Country,  look  out 
$200,000  accident  insurance  prior  to  his  departure.  This 
is  said  to  be  the  largest  individiual  policy  ever  issued  in 
Canada,  and  the  premium  the  largest  paid  on  that  kind 
of  risk. 


Advertising  Canada  in  South  Africa. 

IT.  R.  Pousse tte,  Canadian  Trade  Commissioner  at 
Durban,  South  Africa,  has  initiated  a  movement  to  bring 
(Canadian  trade  interests  prominently  to  the  attention  of 
South  African  inijjortcrs.  The  circular  letter  reproduced 
below  has  been  distributed  extensively  to  the  various 
chambers  of  commerce  and  leading  mercantile  liouses  in 
Natal,  the  Transvaal,  Cape  Colony,  where  adjacent  to  the 
East  I.ondon  Railway  line,  Orange  River  Colony,  Rhode- 
sia, Portuguese  East  Africa,  British  P'ast  Africa  and 
Maiiritius. 

"I  beg  to  request  thai  you  will  bring  to  the  attention 
of  your  members,  my  appointment  by  the  Canadian  Gov- 
ernment to  be  their  Trade  Commissioner  at  Durban.  Any 
information  at  my  command,  or  obtainable,  which  may  be 
required  by  them,  I  shall  willingly  furnish  ;  and  1  would 
assure  them  that  any  correspondence  bearing  in  any  way 
on  Canadian-South  African  trade,  or  any  suggestions  in 
regard  to  its  improvement,  will  be  gladly  welcomed  in 
my  office. 

"Doubtless  you  are  aware  that  the  share  which  Can- 
ada has  of  the  South  African  trade  is  exceedingly  small, 
only  £1,227,709  for  the  three  years  ending  31st  December 
last,  out  of  a  total  import  trade  of  £80,218,216  for  the 
same  period.  Surely  this  is  not  right,  that  one  of  the 
dominions  composing  our  empire,  one  able  to  supply  very 
many  articles  imported  into  this  country  of  a  quality  se- 
cond to  none,  should  receive  so  small  a  portion.  I  do  not 
hesitate  to  say,  that  in  the  past  this  has  probably  been 
the  fault  of  the  Canadian  manufacturer,  due  partly  to 
ignorance  of  the  importance  of  this  great  market,  and  the 
conditions  governing  it,  partly  also  to  the  necessity  of 
supplying  the  demands  of  his  own  rapidly  expanding  coun- 
try and  those  of  the  English,  European,  and  American 
markets— Canada's  exports  for  the  fiscal  year  of  1908 
amounted  to  nearly  £60,000,000.  But  our  maniifacturers 
are  now  realizing  the  vast  scope  which  this  country  offers 
to  them,  and  the  fact  of  the  opening  of  this  office  demon- 
strates the  desire  of  the  Canadian  Government  to  facil- 
itate trade. 

"In  those  articles  required  by  South  Africa  which 
Canada  can  supply,  it  would  naturallv  seem  that  where 
the  latter  can  successfully  compete  with  foreign  countries 
in  their  production,  the  trade  in  them  should  go  to 
her.  I  advance  this  on  the  grounds  of  national  relation- 
ship ;  but  when  is  added  to  this  a  .3  per  cent,  customs 
preference  and  exceptionally  low  shipping  rates,  made 
possible  only  by  the  generous  subsidy  paid  annually  by 
the  Canadian  Government  to  the  Canada-Cape  Direct 
Line,  I  make  bold  to  submit  that  there  can  be  no  doubt 
about  it.  I  firmly  believe  that  the  Canadian  manufac- 
turer .S'ceking  to  do  business  in  this  country  in  the  future, 
will  do  his  utmost  in  every  way  to  meet  \\\v  merchants 
of  South  Africa. 
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'Look  for  the  Truth 
on  the  Toe." 


The  Dye 
That  Lives 
Longest 


The  Life  of 
a  Black 
Stocking 
is  Deter- 
mined by 
the  Dye. 

Women  who  are   dress-careful   won't  wear 

stockings  that  have  turned  gray  or  green. 

Norwill  they  buy  hosiery  they  can't  rely  on. 

They  want  a  guarantee  that  the  dye  is  there 

to  sta\-. 

And  most  of  them  kno7v  that  Hermsdorfs 

name  is  the  strongest  guarantee  of  the  kind 

in  the  world. 

Harness  Hermsdorf  s    reputation    to  your 

hosiery  department — sell  more  stockings — 

make  more  money. 

GET  OUR  SALE  SCHEME 

''Hermsdorf  Week  "" 

Is  a  Week  of  Life  and  Ginger  for  Your  Store 
We  supply  Cuts,  Ready-Written  Ads, 
Store    Signs,     Booklets,     etc..    Free. 


WORKS  :  CHP:MNITZ,    SAXONY 
AMERICAN  BUREAU:  235  WEST  39th  St.,  NEW  YORK 


TIGER  BRAND 

UNDERWEAR 


^REGISTERED, 
TIGER  BRAND. 


Merchants  can  assort  their  stocks  at 
all  seasons  of  the  year. 


The  UNDERWEAR  of 
FIT  and  FINISH. 

The  Gait  Knitting  Co. 

Limited 

GALT,  ONI  ARIO 


ONTARIO 
J.  E.  McClung 


QUEBEC 
P.  DeGruchy 


MARITIME  PROVINCES 
J.  A.  Murray 


WEST 
Gerhardt,  Hanley,  MacKay  Co.,  Limited 

AGENTS 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  iMinimum  Cost. 

FIRST  in  the  Field  and  STiLL  LEADiNG. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absoiutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinl(abie 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To 


be  had   from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


News  of  Season's  Trade  in  Knitted  Goods 

Sharp  Advance  in  Prices  is  in  Sight— Unseasonable  Weather  has  had 
Quieting  Effect  on  Summer  Lines— Fall  Business  Very    Encouraging. 


IT  would  appear  that  preActions  made  three  or  four 
months  ago  as  to  developments  in  the  knilttul 
goods  market  were  to  be  fulfilled  in  a  manner  not 
entirely  reckoned  upon.  The  conservatism  which 
featurized  the  revival  of  trade  was  a  discouragement  to 
advance  business.  The  retailer  did  not  stock  heavily  ; 
he  bought  close  to  the  season  and  that,  largely,  on  a 
hand-to-mouth  basis. 

Jobbers  also  were  very  cautious  and  some  of  the 
largest  manufacturers  properly  took  the  stand  that  they 
were  not  going  to  assume  all  of  the  i-'isk,  so  governed 
their  production  accordingly.  The  sharp  advance  in 
wool  is  another  serious  phase  of  the  situation  and  price- 
cutting  was  an  additional  aggravation.  Now  that  it  is 
seen  that  wool  goods  must  go  higher  with  the  decline 
of  stocks  of  raw  material  bought  at  lower  levels,  it 
must  be  taken  as  a  natural  result  if  there  be  a  lively 
scurry  after  supplies  of  the  manufactured  goods. 

It  would  also  appear  that  the  manufacturer  why  has 
curtailed  his  output  to  any  considerable  extent,  and  at 
the  same  time  not  covered  his  requirements  for  the  im- 
mediate future  at  the  easier  prices  of  a  few  months  ago, 
must  be  in  a  bad  "wav. 


An  Advance  in  Sight 


"It  would  not  surprise  me  at  all,"  said  the  head  of 
a  large  wholesale  department,  "tO'  see  an  advance  of 
fifteen  per  cent,  on  the  manufactured  article  from  C'.na- 
dian  wool.  As  an  instance  of  the  advance  in  raw  ma- 
terial, let  me  point  out  that  a  certain  grade  of  wool 
for  blankets  which  was  selling  last  July  at  about"  16 
cents  is  worth  to-'day  from  19  to  21-  cents,  an  advance  of 
almost  fifty  per  cent.  There  is  bound  to  be  a  consider- 
able advance,  and,  what  is  going  to  make  the  situation 
more  acute  is  the-  fact  that  merchants  arei  still  inclined  to 
hold  back  in  their  orders.  Probably  this  feature  has 
been  too  general  throughout  the  entire  trade,  but  there 
is  no  getting  away  firom  the  proposition  that  once  the  pro- 
.sent  supplies  of  raw  material  are  out  there  must  be  an 
increase  in  prices.  Perhaps  what  I  am  saying  applies 
more  particularly  to  coarser  grades.  Imported  goods 
have  not,  as  yet,  advanced  in  the  same  proportion.  Siili, 
the  London  sales  indicate  sufficiently  well  the  trend  of 
prices.  Advance  buying  has  been  conducted  on  a  more 
liberal  basis  than  last  year,  and  so  far  as  Fall  business 
is  concerned,  there  is  little  to  complain  of.  The  great 
trouble  is  that  with  the  gradual  revival  of  trade  it  has 
been  felt  by  many  that  there  was  not  sufficient  induce- 
ment to  pile  up  large  stocks  in  anticipation  of  the 
future." 


Summer  Lines  Quiet 

Demand  for  light  midsummer  wear  has  been  decid- 
edly quiet  on  account  of  the  unfavorable  weather.  There 
has.  been  little  call  up  to  the  present  time  for  the  nain- 
sook goods  or  other  lines  which  properly  belong  to  the 
warmer  months,  but  it  is  pointed  out  that  the  season 
for  these  has  not  properly  arrived  and  that  during  the 
latter  part  of  June  and  the  forepart  of  July  hot  weather 


wear  will  have  their  call.  It  is  anticipated  that  with 
the  growing  popularity  of  garments  designed  especially 
for  that  purpose,  the  present  season  will  see  a  marked 
increase  in  the  demand.  Canadians  are  largely  an  out- 
of-doors  people  and  it  "is  only  natural  tliat  there  should 
be  a  growing  preference  for  what  are  cometimes  called 
athletic  goods— sans  arms,  sans  legs  from  the  knee  down, 
and  so  built  that  the  body  is  not  rendered  uncomforta- 
ble by  creepiness  or  binding. 


Pushing  Knitted  Goods 

There  are  many  good  talking  points  about  summer 
underwear  which  the  enterprising  retailer  might  make 
use  of.  A  prevailing  craze,  if  properly  developed,  is 
very  often  worth  money.  The  marathon  habit  was  re- 
cently played  up  by  a  men's  furaisher  in  one  of  the 
smaller  Ontario  cities.  In  fact  the  same  idea  has  been 
employed  time  and  again  by  the  larger  city  stores.  The 
merchant  to  whom  reference  is  made  took  advantage  of 
the  first  warm  weather  by  trimming  a  window  attrac- 
tively with  summer  underwear.  It  was  not  all  expen- 
sive stuff,  but  it  demonstrated  to  the  young  men  just 
what  was  available  in  different  grades  of  goods.  The 
merchant  had  a  large  show  card  with  the  words  "Mai-a- 
thon  Clothing,"  occupying  a  central  position  in  the 
window.  In  addition  to  this  he  had  photos  of  Long- 
boat, Shrubb,  Dorando  and  two  or  three  others  of  the 
fleet-footed  class.  The  window  interested  the  young 
men  who  were  not  athletes  as  well  as  those  who  were, 
and  the  merchant  declares  that  it  gave  an  activity  to  his 
underwear  department  which  he  feared  it  would  not  have 
unless  some  special  means  were  devised. 


Sweater  Coat  Still  a  Leader 

The  continued  popularity  of  the  coat  sweater  and 
kindred  lines  is  also  being  employed  as  a  good  display 
arg-ument  with  the  object  of  featuring  these  goods. 
Figures  clad  in  golfing  gear  seem  to  be  a  popular  win- 
dow idea.  The  long  knitted  coat  has  also  come  into 
popularity  as  a  motoring  garment,  and  therein  may  be 
found  another  source  of  display  material.  A  men's  fur- 
nishing window  recently  made  capital  out  of  the  differ- 
ence between  the  old  type  O'f  sweater,  and  the  coat 
garment.  Two  figures  were  shown — on©  with  arms  aloft 
thrust  into  a  circular  sweater,  and  suggesting  some- 
thing of  a  struggle,  while  the  other  figure,  with  an  air 
of  contentment,  had  been  fitted  snugly  and  pleasantly 
into  a  coat  sweater. 

In  those  lines  which  reflect  novelty  ideas,  it  is  noted 
that  full-fashioned  garments,  or  those  which  follow  ex- 
actly the  contour  of  the  figure  without  seam  or  welt 
of  any  kind,  are  being  given  prominent  position  and  are 
meeting  with  considerable  favor.  The  full-fashioned  idea 
is  also  being  w^orkcd  out  in  the  latest  motoring  and 
general  purpose  scarfs  and  novelty  ideas  in  men's 
sweater  coats  are  having  their  chief  application   to  cot- 
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REPEAT  ORDERS 
Keep  Pouring  In 

That's  one  distinctive  fea- 
ture about  the  trade  of  ail 
merchants    who   handle 


OXFORD 

Ladies' 
Swiss 
Fine 
Ribbed 

UNDERWEAR 


OXFORD  BRAND 


It  helps  to  increase  your  busi- 
ness and  establish  your  reputa- 
tation  for  placing  before  your 
customers  goods  of  superior 
quality  and  finish. 
It's  a  brand  of  underwear  that 
is  always  on  the  move.  It 
compels  trade  by  its  beauty, 
daintiness,  softness,  style  and 
fit.  Oxford  Underwear  spells 
satisfaction. 

Don't  Run  Out  of  Stock 

We  are  the  sole  makers  in  Can- 
ada of  the  celebrated  Elastic 
Ilet  Underwear  in  Birds'  Eye 
Pattern.  It  enables  the  wearer 
to  Keep  Kool  during  the 
warmest  w^eather  and  will  be 
a  big  seller  for  you. 

THE  OXFORD  KNITTING  CO. 

LIMITED 

Woodstock  Ontario 


lars   and  pockets.      Some  of    the  later     creations  being 
verj5  plain  and  having-  a  somewhat  military  effect. 


Colors  Well  Patronized 

The  hosiery  trade  during  the  past  month  ^s  reported 
to  have  been  very  satisfactory.  It  is  evident  that,  while 
colors  are  taking  a  large  percentage  of  the  demand, 
blacks  and  tans  are  very  strong.  The  vogue  of  tan 
shoes  has  caused  great  activity  in  the  latter  color. 

In  spite  of  the  fact  tliat  the  weather  has  not  fav- 
ored the  exceptionally  light-weight  lines,  retailers  state 
that  there  has  been  an  encouraging  demand  for  those 
goods  which  belong  to  summer.  In  some  departments 
featur'ing  high-class  silks  and  zephyrs  for  women,  it  is 
stated  that  there  has  been  a  noticeable  improvement  in 
the  demand  for  these  lines. 


The  Scroggie-Carsley  Trouble 

The  (rouble  between  the  large  departmental  stores, 
AV.  H.  Scrog'gie,  Limited,  and  the  S.  Carsley  Co.,  Limited, 
Montreal,  over  the  entrance  of  Carsley 's  into  their  own 
building  occupied  by  Seroggie,  has  practically  ended  as 
outlined  in  the  May  Review.  W.  H.  Seroggie,  Limited, 
moved  last  month  into  tlie  buildings  at  the  corner  of 
Peel  and  St.  Catherine  Sts.,  and  Carsleys  are  now  getting 
ready  for  the  opening  of  their  St.  Catherine  St.  store. 
The  Seroggie  Company  occupy  the  building  owned  by  the 
National  Trust  Co.,  Toronto,  the  members  of  which  are 
also  interested  in  the  Robert  Simpson  Co.,  Toronto,  and 
the  John  Murphy  Co.,  Limited,  Montreal.  Seroggie  has 
also  succeeded  in  taking  over  the  leases  of  parts  of  the 
adjoining  buildings  owned  by  the  Fainnan  estate,  and 
R.  Wilson  Smith.  Considering  the  difficulty  of  getting 
settled,  their  business  during  the  month  has  been  large. 
Their  store  is  cut  up  into  several  sections,  and  the  ex- 
pense of  getting  settled  is  undoubtedly  very  heavy. 
The  majority  of  the  leases  Seroggie  has  taken  over  extend 
for  three  years  only. 


An  Elaborate  Funeral. 

Almovst  every  tourisit  who  has  visited  Paris  knows  the 
great  Magasins  du  Louvre,  the  big  department  store  be- 
tween the  Palais  Royal  and  the  Tuilleries.  Its  founder 
H.  A.  Chauc'hard,  made  preparations  to  give  Paris  a 
surprise  in  the  form  of  a  somewhat  unique  funeral.  In 
his  declining  years  the  old  gentlemain  became  rather  ec- 
centric, and  his  chief  occupation  wasi  to  arrange  the  de- 
tails of  his  funeral,  which  he  planned  upon  a  royal  scale. 

He  has  had  a  magnificent  sarcopihagus,  costing  $16,- 
000,  built  in  t'he  Pere  la  Chaise  cemetery,  and  selected  a 
coffin  costing  $4,000,  made  of  smarinth  wood,  with  chisel- 
ed bronze  ornaments.  For  his  funeral  he  set  aside  the 
sum  of  $40,000.  The  procession  to  t'he  cemetery  through 
tlie  Grand  Boulevards  is  'to  be  a  splenid  Louis  XV.  cort- 
ege, surrounded  by  grooms  with  lainces,  200  messenger 
boys  from  the  store,  in  livery  and  the  entire  4,000  em- 
ployes. Following  the  hearse  his  friends  will  ride  in  old- 
fashioned  state  mourning  'Carriages  with  coachmen  in 
cockades  and  silver  galons. 


Mr.  Gould,  with  the  fii-m  of  Playfair  Preston,  Midland. 
Out.,  was  in  Montreal  last  month  on  a  buying  trip. 
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Athletic 
Garments 


<« 


ZIMMERKNIT"     gr^Lls 


If  your  stock  of  "  Zimmerknit "  Spring  and  Summer  lines  should  run  short  remember  that  we  can  fill  promptly 
all  sorting  orders.  These  garments  have  enjoyed  a  record  run  so  far  by  reason  of  the  excellent  quality  and  finish 
of  the  goods  themselves,  and  the  splendid  value  the  trade  knows  that  it  is  getting,  which  enables  it  to  rapidly 
dispose  of  its  stock. 

"  Zimmerknit "  goods  are  those  which  create  permanent  and  pleased  patrons  and  assist  a  retailer  in  establishing 
a  wide  and  strong  connection. 

ALLJOBBERSHANDLE" ZIMMERKNIT"  * 

ZIMMERMAN  MANUFACTURING  CO.,  LIMITED 

HAMILTON  ONTARIO 


Pen -Angle   Balbriggan 


''Au^le 


//    Trade  A(ar/( 


The  Guaranteed  Line 

Every  Balbriggan  garment  bearing  the  Pen-Angle  trade  mark 

is  absolutely  guaranteed  as  to  fit,  color  and  wear  of  fabric. 

Neither  yourself  nor  your  customers  take  any  chances  in 

buying  Pen-Angle  Balbriggan. 

Penmans,  Limited,  Paris,  Canada 


A  GOOD  STORY  WILL 
BEAR  REPETITION 

That's  the  reason  why  we  want  you  to  keep  tell- 
ing your  customers  that  "Ceetee"  Unshrink- 
able Underwear  is  the  one  kind  that  lives  up  to 
its  reputation  in  every  respect.  When  the  term 
unshrinkable  is  used  it  means  that  and  noth- 
ing' else. 

"CEETEE" 

UNDERWEAR 

is  guaranteed,  and  by  that  is  meant,  should 
any  garment  get  smaller  in  the  washing,  you 
can  get  another  garment  out  of  us.  What  can 
be  fairer,  more  definite  and  more  convincing, 
showing  you  that  you  should  sell  "Ceetee.  " 
Never  mind  the  other  kinds;  "Ceetee"  ad- 
equately meets  all  requirements  of  your  trade. 

THE  C.  TURNBULLCO. 

OF  GALT,  LIMITED 

GALT,      -      ONTARIO 


The  Underwear 

Your  Customers  Will  Want 

If  you  want  the  line  of  Underwear  your 
customers  will  want — buy  Eureka  Un- 
shrinkable Underwear. 

Eureka  Unshrinkable  Underwear  for 
men  is  made  in  five  heavy  weight  medium- 
priced  lines,  each  of  which  is  a  necessity  to 
your  underwear  department.     Indeed,  our 

^^ -— — __,^       lines  mav  be  considered 

^^UNSHRINKABCF^    the  "bre'ad  and  butter" 
^a^^^^^Jf£WJ^    o^    ^    inen's    underwear 
NSv^«;COTIA  WOoT^  department. 

***'  We  make  no  unneces- 
sary lines  simply  to  swell  the  number  of 
samples  to  be  shown  to  a  customer.  Be- 
cause of  this  settled  policy  we  are  enabled 
to  devote  all  of  our  energies  to  perfecting 
those  lines  of  which  we  make  a  specialty. 
Each  of  the  lines  made  by  us  is  com- 
plete— all  the  sizes — and  no  detail,  whether 


pfreat  or  small 


has  been  slighted. 


Ill  justice  to  your  Underwear  Department  you 
should  send  for  satnples  and  prices. 

Nova  Scotia  Knitting  Mills,  Limited 

—— ^— —  Eureka,  Nova  Scotia  ^^^^— ■ 
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Dry  Goods  Reviexv 


UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

M'holrsale  oulii 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWE 


Sterling  ^ 
Hosier  y 

The   BRAND  of  QUALITY 

'i  A  profit  making"  and  satis- 
factory line  to  sell. 

H  The  range  includes  Ladies', 
Men's  and  Children's  Lines 
in  Cotton,  Lisle,  Cashmere 
and  Silk. 

1i  Sorting"  requirements 
promptly  filled. 

U  Let  one  of  our  travelers  tell 
you  about  Sterling;^ Hosiery. 

WHOLESALE  DISTRIBUTORS 

HLoni^  &L  Stuffmann 

MONTREAL 


**************  **********^*<^******* 

St.  George  Brand 

Underwear  for  Men 


Please  mention  The  Review  to 


made  in  various  weights  and  textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
£  for      your       protection     and     ours. 

Advertisers  and  Their   Travelers 
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HOW  WE   HELP  YOU  TO   SELL 

Wolsey   Underwear 


Samples  now  being  shown  for  the   Fall 

Ask  Your  Wholesaler     


Health  Brand 

Underwear 


Our  salesmen  are  now  showing 
samples  of  Health  Brand  Under- 
wear for  immediate  and  fall.  We 
have  improved  the  quality  of 
every  number  and  have  reduced  the 
prices.  We  guarantee  the  sizes  to 
be  correct  in  every  number.  We 
have  a  complete  stock  on  hand  and 
can  supply  you  at  once  with  Long, 
Short  or  No  Sleeves  in  white  or 
natural.  We  think  it  will  increase 
the  sales  of  your  Ladies'  and 
Children's  Underwear  if  you  stock 
Health  Brand. 


Greenshields  Limited 

MONTREAL 
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KNITTED     GOODS 


Dr^)  Goods  Review 


The    one    best   bet   in   the 
children's   knit-Avaist   field   is 


THE 


Might  as  well  try  to  run  a  dry  goods  store  without  calico  as  to  try  getting  along 
without  the  NARAZETH  WAIST. 

It's  a  sure,  safe,  steady  selling  staple  that  won't  go  to  sleep  on  a  shelf. 

It's  the  best  known  knit  waist  for  children— on  the  market  twenty-three  years. 

Five  and  a  quarter  millions  of  them  sold  annually — more  than  all   other  knit 
waists  combined,  because  it's  the  best. 

Your  customers  know  why— and  they  won't  be  satisfied  with  a  knit  waist  that 
isn't  guaranteed  by  this  — 


The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary,  Alta. 

W.  R.  Brock  Co.,  Ltd. 

Halifax,  N.S. 
W.  4  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  A  Minnes 

London,  Ont. 

R.  C.  Struthers  &  Co. 
Robinson,  Little  4  Co. 


Montreal,  Que. 

W.  R.  Brock  Co.,  Ltd. 
Cault  Bros.  &  Co.,  Ltd, 
Hodgson,  Sumner  &  Co. 
A.  Racine  4  Co. 
Brophy,  Parsons  4  Rodden 
Kyle.  Cheesbrou&h  4  Co. 
Mclntyre,  Son  &  Co. 
P.  P.  Martin  4  Co. 
A.  O.  Morin  k  Co. 


Ottawa,  Ont. 

}obn  M,  Garland,  Son  4  Co. 

St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  4  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros.,  Ltd. 


Toronto,  Ont. 

John  Macdonald  4  Co. 
Beatty,  Kerr  4  Verner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  4  Co. 
Denton.  Mitchell  4   Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 


Winnipeg,   Man. 

R.  J.  Whitla  4  Co..  Ltd, 
Robinson,  Little  4  Co. 


Mills  at 
Nazareth. 
Pa.,    U.S.A. 


♦HmmWs^ 


350  Broadway, 


New  York 


Canadian    Representatives  :— 

E.  H.  Walsk  y  Co. 

Toronto  and  Montreal 
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Fancy    Goods,    Notions    and    Trimmings 

Fall  Promises  to  be  a  Season  of  Shine  and  Sparkle  on  Background 
of  Soft,  Rich  Color— Vogue  of  Jet  Assured  in  Many  Forms— Gold 
and    Silver    in    Dull,    Antique    Finish  —  Braids    a    Big  Fall    Feature. 


Trimmings  and  Buttons 

IF  FASHION'S  desig-ns  for  the  coming  Fall  are  fully 
carried  out,  it  will  be  a  season  of  shine  and  sparkle 
upon  a  background  of  soft,  rich  color.  The  vogue 
of  jet  is  assured  in  its  many  forms  in  sequins,  beads, 
bugles  and  eabuchons.  (riild  is,  as  the  early  buying-  pro- 
gresses, advancing-  in  favor,  and  silvei-  antique,  and,  newer 
still,  lailuuiiuum  is  promised.  Jc'Ik  and  jetted  eft'eicls 
came  strong-ly  to  tiie  fruni  in  early  Spring  millinery 
trinim'ing's  and  even  now,  tluvugh  always  considered  be- 
cause of  its  heavy  effect,  a  Winter  article  is  still,  to 
some  extent  worn.  Its  vogue  is  strongest,  too,  in  the 
exclusive  end  of  the  trade.  From  millinery  its  vogue  has 
spread  t'o  trimmings  and  it  promises  to  be  a  foremost 
one  for  Fall.  Not  wdll  jet  sparkle  alone,  but  go'ld  and 
silver  in  dull  antique  finish  and  newer  than  all,  in  alum- 
inum, will  also  be  used.  For  evening  wear  goid,  crystal 
and  pearls  will  be  worked  up  into  handsome  trimming-s. 
One  feature  o'f  ithese  trimmings  is  t'heir  lightness,  the 
ground  fabric  invariably  being  of  net.  Colored  embroid- 
eries in  Moyen  age  colors  and  designs,  eit'her  worked 
directly  upon  the  fa'bric  or  on  net,  are  a'so  freely  shown. 

Braids  promise  to  be  a  big  feature,  and  soutache  is 
u.sed  not  only  on  the  most  severe  tailor-made,  but  also 
freely  trims  the  frailest  fabric — the  ninons,  chiffons 
and  nets.  Buttons  in  all  sizes  are  very  maich  in  evi- 
dence and  are  gaining  rather  than  losing  in  fashionable 
popularity.  Jet  buttons  lead,  no't  just  for  Fall,  but  for 
the  height  of  the  Summer  selling.  Jet  buttons  trim  the 
linen  one-piece  gown,  and  the  itailored  suit,  laaid  t'heir 
very  latest  use  is  on  the  tailored  suit  of  cream  serge 
that  is  to  be  so  much  worn  this  Summer.  It  is  also 
used  on  the  many  Summer  suits  of  raw  silk,  and  here 
it  accompanies  the  collar  and  cuffs  as  well  as  pipings  of 
black.  For  this  purpose  peau  de  sole  is  taking  the  place 
of  satin.  This  is  in-  line  with  ifhe  feeling  developing  for 
duller  finislied  silks.  So  great  is  the  demand  for  jet 
butt'onis  tliat  tlie  manufacturer  is  now  asking  three 
rnonths'  delivery  on  present  orders.  Thei-e  is  a  promise 
that  gilt  buttons  will  also  come  to  the  front,  all  the  more 
strongly,  perhaps,  because  of  the  diffieulty  experienced 
in   procuring  jet. 

Jet  ornaments  for  millinery  purposes  are  shown  in 
profusion,  and  this  will  mean  a  eorresponding  demand  for 
jet  hat  pins.  In  jet  and  in  other  settings  the  cabochon 
and  disc  shapes  are  prominemt,  and  these  run  from  large 
to  medium  size.  Jeweled  effects  are  very  strong,  both 
in  Rhinestone  and  colored  jewels,  and  in  dull  gold  and 
antique  silver  in  filagree  work  and  set  with  jewels.  From 
the  populiar  view  point  the  miniature  pins  promise  to  be 
llie  bes't  sellers.  These  are  in  imitation  of  18th  century 
miniatures,  and  come  in  both  metal  and  jeweled  settings. 
.Jeweled  beetles, flies,  and  other  insects  in  silver  or  gilt  set- 
ting are  used.  When  these  are  of  larg-e  size  they  are 
used  alone,  but  the  smaller  insects  are  poised  upon  a 
tinted  and  enameled  metal  leaf.  These  pins  are  both 
artistic  and  attraetive  and  promise  to  sell  well  for  Fall. 

One  point  the  buyer  would  do  well  to  look  to  in  buy- 
ing hats  pins  is  the  fact  that  the  pin  is  not  only  of  good 
length,  but  that  it  does  not  bend  easily.  For  the  fastening 
on  of  the  present  style  of  hat  a  long  pin  is  a  necessity, 


and    the    customer    would    much    prefer    to    pay    a     little 
more  for  a   reliable  pin   than   one  that  is  out  of  service 

because   the  jjin   is   all   heinL    up  after  little   use. 


Dutch  Collar  Pin 

'i'lic  |iii|iiil.ir  Dulc'h  cDHar  is  responsible  for  liie  jn- 
tiodiiction  of  the  Dutch  collar  pin.  These  pins  are,  in 
reality,  brooches  of  some  size  and  are  specially  designed 
to  go  with  the  prevailing  neckwear  of  that  style.  Those 
merchants  who  stock  fancy  jewelry  will  do  well  to  keep 
posted  as  ito  the  latest  fads  in  Dutch  collar  pins  Minia- 
ture designs  are  good,  and  .so  are  the  insects  and  bugs. 
Then  there  are  large  brooches  of  coral,  amethyst,  and 
\-arious  mock  stones  set  in  metal  and  jewels  like  those 
so  muoh  worn  in  the  early  Victorian  period.  All  these 
are  good  now  and  new  ideas  may  be  expected  later. 


Art  Needlework 

Merchants  all  along  tlie  line  are  showing  u  disposi- 
tion to  add  to  their  list  of  those  novelty  departments 
which,  while  requiring  careful  watching,  and  intelligent 
buying,  are  yet  those  in  which  the  profits  made  are  large 
and  in  which  the  stoek  turns  quickly.  Such  a  department 
is  the  one  devo'ted  to  art  needlework,  and  properly  con- 
ducted it  should  prove  profitable  and  also  attract  cus- 
tomers to  your  store.  Though,,  of  course,  like  all  other 
departments,  this  also  h.as  its  seasons  of  quietude,  it  is 
never  without  some  trade-attracting  novelty.  For  present 
selling,  stamped  Dutch  collars  for  embroidering  lead 
the  list.  There  is  little  work  on  these  collars,  the  main 
effort  being  concentrated  upon  the  scalloped  edge  as  this 
must  be  well  and  carefully  worked  so  that  it  Will  not  fray 
out  when  laundered'.  Dots  are  the  chief  item  in  the  pat- 
tern. The  desig-ns  are  very  pretty  if  worked  in  color. 
They  come  stamped  upon  white  linen,  and  are  worked 
in   the  popular   mercerized    threads. 


Coronation  Braid  List 

A  novelty  lace  that  meets  many  wants  is  the  Cor- 
onation braid  lace.  This,  as  its  name  denotes,  is  made 
with  the  popular  Coronation  braid,  and,  instead  of  the 
needle,  the  erochet  hook  is  called  into  service.  There 
is  one  use  that  this  lace  can  be  put  to  which  alone  is 
enoug'h  the  ensure  its  popularity  and  ithat  is  for  finish- 
ing the  edges  of  centrepieces,  doilies,  etc.  For  a  long 
time  there  has  been  a  need  for  a  lace  that  would  easily 
conform  to  rounds  and  ovals  of  all  sizes,  and  as  the 
new  Coronation  braid  lace  fully  meets  this  need,  it  may 
be  said  that  it  fills  a  long-felt  want. 

Pretty  edges  and  insertions  may  be  made  with  the 
crochet  needle,  and  as  there  is  fine,  medium,  and  co.ai*se 
braid  to  be  had,  the  trimming,  when  made,  may  be  put 
to    many    uses. 

As  Coronation  braid  comes  in  black,  and  in  a  list  of 
attractive  colors  such  as  old  rose,  amethyst,  pink,  blue, 
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bi'own,  green  or  red,  witli  mercerized  threads  oi'  the  same 
or  contrasiting  colors,  'handsome  trimmings  may  be  de- 
veloped. 'The  crocheting  may  be  done  with  either  go'ld 
or  silver  thread.  The  wise  'head  of  bhe  department  will 
see  that  the  full  possilbiiities  of  this  lace  is  put  before  'the 
store's  cu'stomers. 


Customs  Frauds. 

Montreal,  May  28. — The  Wholesale  Dry  Goods  Assiocia- 
tion  of  the  Montreal  Board  of  Trade  is  endeavoring  to 
have  alleged  eases  of  defrauding  of  the  customs  tried 
in  t'he  same  open  manner  as  any  other  crime,  so  thait  the 
guilt  or  innoeenee  of  tlie  crime  may  be  known.  The  pres- 
ent system  a'llows  of  a  jn-ivate  settlement  with  the  Gov- 
ernment. 

Quebec    Notes. 

J.  F.  Davis,  of  Gaspe,  was  in  Montreal  last  montli  on 
a  buying  trip. 

N.  L.  Moore,  of  Gait,  Ont.,  was  among  the  merchants 
visiting  Montreal  last  month. 

Mr.  Thorpe,  with  Playfair  Preston,  Midland,  Ont., 
visited  Montreal  last  month. 

C.  Mussell,  with  the  Gault  Bros.  Co.,  Limited,  Mon- 
treal, has  returned  from  a  foreign  buying  trip. 

V.  Dowker,  of  the  Crescent  Mfg.  Co.,  Limited,  Mon- 
treal, returned  the  middle  of  the  month  from  an  Euro- 
pean buying  trip. 

John  Bailie,  managing  director  of  the  Dominion  Oil- 
cloth Co.,  Montreal,  sailed  last  month  for  the  Old  Coun- 
try.    He  is  expected  back  the  end  of  this  month. 

J.  Madill,  of  Madill  Bros.,  Napanee,  Ont.,  was  among 
the  visiting  merchants  to  Montreal  last  month.  Mr. 
Madill  visited  the  new  Montreal  oflfices  of  The  Review. 

R.  Smyth,  of  H.  L.  Smyth  &  Co.,  Montreal,  is  again 
in  the  city  after  a  seven  weeks'  foreign  trip.  Mr.  Smyth 
states  that  conditions  are  improving  abroad  and  prices 
of  all  lines  are  stiffening. 

Among  the  buyers  visiting  Montreal  last  month  the 
following  were  noticed :  W.  E.  Purvis^  of  Purvis  Co., 
Limited,  Edmonton,  Alta.;  Wm.  Ferguson,  Petrolia,  Onf.; 
Mr.  Chester,  of  Dunbar  &  Ciiester^  Owen  Sound,  Out.; 
S.  R.  Ernst,  Berlin,  Ont.,  and  Raoul  Lajoie.  Three  Rivers, 
Que. 

Fownes  Bros.  &  Co.,  an  important  English  glove  manu- 
facturing concern,  with  Canadian  headquarters  in  the 
Montreal  Constine  Building,  Montreal,  recently  opened 
their  large  new  factoi-y  in  Glovers ville,  N.Y.  This  is  an 
important  event  in  the  history  of  glove  making  in  the 
United    States,   and    the   new   factory  is  in   keeping  with 


tlie  standing  of  the  tirm.  Their  main  distributing  point 
in  the  United  States  is  at  119  and  121  West  Twenty- 
third   St..  New  York. 


Creditors  Dissatisfied  and  Prosecute 

Shaer  &  Eliasoph,  the  Montreal  g-arment  manufac- 
turers, who  were  in. business  for  less  than  a  year,  and 
failed  recently  with  liabilities  of  over  $35,000  and  assets 
which  realized  at  the  sale  last  month  about  $2,500,  are 
being  prosecuted  by  a  number  of  the  creditors  who  have 
pooled  their  interests.  Early  last  month,  both  principals 
of  the  firm  were  arrested  upon  the  charge  of  obtaining 
goods  under  false  pretenses.  At  the  hearing  of  this  case 
both  were  committed  and  will  stand  trial.  Later  in  the 
month  they  were  re-arrested  on  the  charge  of  fraudu- 
lently disposing  of  their  goods.  They  were  allowed  out 
on  $10,000  bail  each.  Mr.  Shaer  and  Mr.  Eliasoph 
through  one  reason,  and  another  have  succeeded  in  secur- 
ing several  postponements.  On  Thursday,  May  21ih,  the 
case  is  proceeding. 

A  somevv'hait  remarkable  pie'ce  of  busin^'ss  'history  is  re- 
called by  the  marriage  of  Miss  Maud  Coats  to  the  Mar- 
quess Douro,  son  of  the  Duke  of  Wellington.  The  father 
of  the  bride  is  one  of  the  controllers  of  'the  grea)t  Paisley 
cotton  'firm,  J.  and  P.  Coats,  Limited,  the  employes  of 
\v'hieh  number  over  10,000.  This  firm  grew  from  very 
small  beginnings.  In  1824  James  Coats  began  business 
on  'his  own  account  .as  a  thread  manufacturer.  His  two 
sons,  Peter  and  Thomas,  continued  the  business  and  ex- 
tended it  grea'tly.  To-day  'the  firm  of  J.  and  P.  Coats 
lias  an   aut'liorized   capital  of  .$50,000,000. 


Back  Combs 

Side  Combs 

Barrettes 

Granby  Mf^.  Co.,   Limited 

GRANBY,    ■    QUE. 


Ladies'  Hand  Bags 

Our  1909  Line  is  one  of  the  larg'est 
and  best  we  have  ever  shown.  Buyers 
are    invited    to    inspect    the    collection. 


Manufactured  by 


Ladies'  Hand  Bag  No.  7687 
Send  for  Illustrated  Catalogue  "C" 


C.  F.  RUMPP  &  SONS 

Tine  Ceatber  6ood$ 

PHILADELPHIA 

New  York  Salesroom.  683  and  685  Broadway  (Cor.  Third  St.) 


Established 
1850 
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Dollars  have  wings i 


I 


The  flying  tendencies  of  the  elusive  dollar  are 

proverbial. 

The  business  of  a  merchant  is  to  catch  and 

cage  flying   dollars ;    and    the   best  known 

method  of  doing  so  is  to  have  a  reputation 

of  giving  extra  good  value. 

Such   a  reputation  is  always  possessed  by 

the  man  who  sells 


Registered 

U/1DBBWBAR 

Why? 

Simply  because  every  Hygeian  Garment  is  a 
specific  example  of  how  really  good  under- 
wear can  be  made  in  flt,  feel  and  finish. 
Try  it ! 

Results  will  convince  you. 
The  same  is  true  of 

Hygeian  Waists. 

Let  us  have  your  Spring  Repeat  Orders. 
We  deliver  immediately. 

Eagle  Knitting  Co.,  Limited 

Hamilton         .....         Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


DRY    GOODS    REVIEW 


71 


TO   THE  TRADE 


All  "^^^^^   Prints 

sold  by   the   leading   Wholesale    Importers   which 
bear  the  above  stamp  or  ticket  are 

GUARANTEED 

by 

^^^Calico  Printers'  Assn.  ud. 

Manchester,  England 

To  be  their 

STANDARD  *CROWN'  Quality 

of  cloth,  which  will  be  unchanged  from  Season  to 

Season. 

No  other  quality  will  bear  this  mark. 

At  the  Franco-British  Exhibition  in  London,  England,  The 
CaUco  Printers'  Association,  Limited,  were  awarded  three  ^'Grands  Prix" 
(the  highest  possible  award)  for  the  excellence  of  their  Printed  Cottons 
and  Printed  Wools. 
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The  Staple  Department  and  its  Problems 

Fall  Lines  of  all  Kinds  of  Cottons  are  Selling  Actively  —  Unseason- 
able Weather  has  Quieting  Effect  on  Sorting  Trade- Five  Per  Cent. 
Advance    on    Staple    Lines  —  May    was    a    Good    Month    at     Retail. 


IT  was  not  to  be  expected  that  wholesalers  in  the 
various  centres  of  ('anada  would  experience  an  ac- 
tive soi'tinf;-  trade  in  staples  last  month.  The  weather 
certainly  played  havoc  with  Spring'  trade,  and  all 
lines  of  cottons  suffered.  Montreal  and  Toronto  whoJesal 
ers  did  not  have  as  many  buyers  visiting  the  market  as  in 
former  years.  However  during  the  last  week  of  the 
month,  after  Fall  dating  became  effective,  there  was  a 
large  influx  of  buyers,  who  weie  in  a  |)osit'ioii  tu  sort 
up  on  various  lines  of  prints,  ginghams  and  wash  goods 
generally,  besides  staple  cottons.  Many  retailers  are 
finding  that  prints  and  ginghams  are  staples  the  year 
through,  and  arrange  to  carry  a  fair  assortment  during 
the  Fall   and   winter  months  also. 


Active  Fall  Trade 

Fall  lines  of  all  kinds  of  cottons  are  selling  actively. 
Retailers  recognize  that  values  are  exceptional  and  are 
anxious  to  plac«  orders  before  higher  prices  are  made. 
Wrapperettes,  flannelettes,  and  all  lines  of  whites  and 
greys  are  priced  for  active  selling,  and  reports  from 
wholesaleis  are  decidedly  encouraging. 

■l- 

Wrapperettes  Big  Sellers 

The  advance  buying  of  wrapperettes  is  much  larger 
than  a  year  ago.  This  is  a  result  of  favorable  prices, 
coupled  with  an  improvement  in  patterns,  colorings,  and 
much  clearer  printing.  Wholesalers  state  that  the  sales 
of  such  lines  as  Fmpire  Twills  are  enormous.  Empress 
suiting  is  still  a  big  popular  piiced  seller,  and  Kimona 
cloth  gets  good  attention  among  the  better  lines.  The 
mills  state  their  orders  fiom  wholesalers  were  larger 
than  a  year  ago,  and  the  number  of  repeatsi  already  re- 
ceived is  larger  than  in  any  previous  season.  Early 
orders  will  be  sure  of  good  delivery  and  retailers  should 
bear  th?s  in  mind. 

J- 

Cotton  Prices  Advance 

Owing  to  the  continued  increased  cost  of  raw  cotton, 
Canadian  mills  making  pillow  cottons,  sheetings,  shirt- 
ings, etc.,  withdrew  their  pnces  on  the  19th  of  last 
month,  and  sent  out  a  general  circular  to  manufactureis 
and  wholesalers,  giving  notice  of  a  geneial  advance  of 
five  per  cent.  Some  lines  show  even  a  more  marked 
advance,  while  others  are  even  less.  It  is  thought  in 
wholesale  circles  that  the  advance  is  justified  and  that 
more  active  business  will  now  result. 


Sale  of  Flannelettes 

Flanelette  prices  are  slightly  lower  than  a  year  ago, 
and  this  has  caused  active  buying.  Canadian  mills  have 
shown  a  big  range  of  new  patterns  which  are  meeting 
with    the    approval    of    the    trade-     In    view    of    the    con- 


tinued rise  of  raw  cotton,  which  costs  to  lay  down  in 
Canada  about  12c  for  middlings,  it  is  expected  in  trade 
circles  that  an  advance  in  prices  will  take  place  before 
the  season  opens  at  retail.  The  mills  are  giving  prices 
based  on  cotton  at  a  much  lower  figure  and  the  labor 
cost  is  higher  than  when  prices  were  so  favorable  pre- 
\iously. 

l- 

The  Staple  Trade  at  Retail 

Staple  buying  at  retail  continued  active  duiitig  last 
month,  particularly  in  household  supi)lies.  May  is  always 
a  good  month  for  these  lines,  and  reports  of  staple  de- 
partm'ents  are  to  the  effect  that  trade  this  year  has 
been  ahead  of  last  year. 

Pillow  cottons  and  sheetings  have  been  in  heavy  de- 
mand and  the  call  for  ready-made  sheets  and  pillow  slips 
has  exceeded  any  previous  season. 

Bedspreads  and  white  (|uilts  of  all  kinds  are  doing 
particularly  well,  and  good  displays  of  these  lines  have 
been  made  this  season,  (iood  retail  stores  seem  to  be 
doing  well   with   art  quilts. 

Hemstitched  table  linens  have  been  selling  actively. 
There  has  been  a  fair  demand  for  fancy  table  lines,  par- 
ticularly linens  made  up  with  coarse  cluny  laces.  Yard- 
age goods  are  also  in  good  request,  the  medium  priced 
lines  being  the  best   sellers. 

Wash  goods  of  all  sorts  are  selling  actively.  Ging- 
hams are  particularly  good,  being  ahead  of  last  year, 
and  prints  are  selling  readily.  This  season's  lines  are 
favorable  to  active  trade.  Retailers  are  doing  particu- 
larly  well   with  linen  and  cotton   suitings  of  all  kinds. 


Cottons  From  the  Orient 

Manchester  trade  is  finding  an  incieased  demand  for 
cottons  from  the  Orient.  This  is  resulting  in  fiim  iirices 
with  a   tendency   to  an   increase. 

As  the  trade  is  well  aware  when  China  demand  is 
good,   cotton   prices   advance. 

•I- 

Cotton  Manufacturers  at  Boston 

The  86th  convention  of  the  National  Association  of 
Cotton  Manufacturers  was  held  at  Boston  last  month. 
The  Textile  Exhibitors'  Association  of  Machinery  and 
Mill   sui)|)lies   took   place  at   the   samo  time. 


Bryson,  Oraham,  Limited,  have  been  incorporated 
with  $600, 000  ca|)ital  to  take  over  the  business  of  de- 
partmental .store  carried  on  by  Bryson,  Graham  &  Co., 
Ottawa.  The  incorporators  are  W.  M.  Graham,  J.  B. 
Bryson,  J.  F.  H.  Paperriere,  H.  Beer  and  E.  P.  McLean, 
of  Ottawa. 

D.  G.  Laidlavv,  head  of  the  dry  goods  firm  of  John 
Ijaidlaw  &  Son,  Kingston,  is  president  of  the  Moral 
and  Social  Reform  Society  of  that  city.  He  has  also 
been  active  in  the  movement  to  make  Kingston  beauti- 
ful and  gave  a  prize  for  one  of  the  best  kept  gardens. 
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Wrapperettes 

Wholesalers  report  that  the  trade   have 
received    our     range    with     enthusiasm. 

The    new    patterns  and   colorings    have 
met  with  approval. 

Don't 
Delay   Your   Inspection 


Remember  that  Wrapperettes  will  show  in- 
creased sales  this  coming  Fall  —  women 
appreciate  the  many  uses  they  may  be  put  to. 

Empire  Twill 
Empress  Suiting 
Kimona  Cloth 

are  good  lines  to  stock. 


DOMINION 
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Rapid  Growth  of  Canadian  Cotton  Industry  in  50  Years 

Has  Become  Highly  Developed  and  Specialized— Output  of  Canadian 
Cottons  Encouraging  in  Spite  of  Very  Limited  Protection  — -  Over 
Fifteen     Thousand      Hands      Employed     in    Canadian    Cotton    Mills. 


EVERY  well-infoi-med  retailer  knows  that  the 
Canadian  cotton  industry,  as  it  is  to-day,  forms 
one  of  the  most  important  industrial  sections 
of  the  country.  Retailers  are  relying  more  imd 
more  upon  Canadian  cottons,  and  consumers  are  rapidly 
appreciating  the  output  of  Canadian  cotton  mills.  This 
is  truly  a  rapid  development,  as  the  Canadian  cotton 
indu.stry  is  just  over  half  a  century  *in  existence.  Jn 
1856  the  first  cotton  mill  was  started,  and  expansion  has 
gone  on  steadily  until,  in  190!),  Canada  has  thirty-one 
cotton  mills  located  from  Halifax  to  Hamilton,  with 
the  centre  of  the  industry  in  Quebec  Province.  That  the 
industry  can  attain  such  proportions  without  marked 
protection,  is  proof  of  its  ability  to  further  expand, 
when  more  protection  is  given. 

The  cotton  industry  has  gone  through  the  severest 
kinds  of  set-backs.  Determined  opposition  at  home, 
coupled  with  the  sometimes  unhampered  competition  of 
foreign  mills,  has  made  an  investment  in  the  industry 
sometimes  precarious.  However  the  faith  of  early  in- 
vestors and  the  perseverance  of  far-sighted  manufac- 
turers have  been  duly  rewarded.  The  output  of  Cana- 
dian cottons  is  certainly  encoura^ging  in  spite  of  very 
limited  protection,  and  shareholders  in  the  various 
cotton  mills  are  paid  reasonable  dividends. 

Struggle  Against  Prejudice 

From  the  inception  ol  the  industry  a  struggle  has 
had  to  be  made  against  unreasonable  prejudice.  It  has 
been  stated  so  often  that  Canada  is  not  suitable  for  the 
manufacture  of  cottons.  The  climate  and  cost  of  labor 
have  been  repeatedly  pointed  out  as  detriments  to  the 
firm  establishment  of  cotton  manufacture.  Further,  the 
facts  of  a  limited  market  and  the  necessity  of  making 
a  wide  variety  of  lines  have  been  held  up  as  a  warning. 
Perhaps  no  other  Canadian  industry  has  gone  through 
the  same  marked  opposition,  and  certainly  no  other  in- 
dustry has  come  out  "with  such  flying  colors.  Canada 
has  vindicated  her  right  to  be  called   a  cotton-manufac- 


turing country.  Naturally,  the  industry  is  very  small 
indeed  compared  with  England  and  the  United  States, 
but  it  compares  favorably  in  size  considering  the  avail- 
able market.  The  industry  has  been  developed  along 
the  lines  of  least  resistance,  manufacturing  a  class  of 
goods  most  suitable  to  the  country.  Low  and  medium 
lines  have  been  attempted  and  successfully  made  first, 
and  gradually  finer  wea\es  and  more  intricate  finislie.5 
are  being  successfully  manufactured. 

Canada  is  also  a  large  user  of  cotton  per  capita, 
notwithstanding  the  fact  that  on  account  of  the  climate 
wool  is  a  necessity.  This  is  largely  due  to  the  fact  that 
the  population  is  an  out-of-doors  contingent,  together 
with  the  vast  consumption  of  sacks  and  bags  for  the 
grain  trade.  The  wealth  of  Canadians  also  permits  of  a 
wide  and  varied  use  of  cotton  fabrics,  and  Canadians 
are  quick  to  appreciate  the  advantages  of  new  finishes 
applied  to  cottons. 

The  Early  Days 

The  industry  began  when  the  Dundas,  Ont.,  mills 
were  founded  in  1856,  and  in  1865  Canada  had  five 
cotton  mills  and  40,000  spindles.  In  1871  the  number 
had  increased  to  eight  mills  and  95,000  spindles.  These 
mills  included  the  Lybster  mill  at  Merritton,  Ont.,  the 
mills  at  Hochelaga,  Que.,  and  the  Cornwall  and  Park 
mills  at  St.  John,  N.B.  They  all  made  the  coarser 
variety  of  cottons.  A  few  years  after  came  the  National 
Policy,  and  in  1881  Canada  boasted  of  243,000  spindles. 
The  industry  then  flourished  and  in  1885  the  total  was 
twenty-five  mills  and  461,748  spindles.  The  period  of 
depression  of  1886  then  struck  the  industry.  Consolida- 
tions were  effected,  and  the  mills  gradually  began  to 
specialize  instead  of  all  working  on  the  same  class  of 
goods.  This  was  the  real  secret  of  the  permanent  de- 
velopment of  the  industry.  It  insured  the  production  of 
a  sufficiency  of  the  low  grade  goods  for  the  nation's  re- 
quirement, while  it  afforded  facilities  for  an  extension 
of     the   range   of  manufacture   into   the  higher  lines     of 
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Sorting  Needs  In  Wash  Goods 

Your    Wholesaler    Can    Supply    You    With    Any    of    These    Lines 


Good  Sellers  In  Dress  Linens 

These  4  lines  are  in  28  and  32  inch  widths,  and 
come  in  white  and  the  latest  shades  such  as  old 
rose,   taupe,  wistaria.  :  :  :  :  : 


Munster 

Linen  Finish  and  a  popular  line 

Ulster 

All  the  appearance  of  linen.     This  is  the  big  seller. 

Victoria  Lawns    40  inch) 
Algerian  Silk 

32  inches  wide,  retails  from  25  to  30  cents. 
Looks  like  China  Silk. 


_ 


Limerick 

Mercerized  finish. 

Belfast 

The  soft  mercerized  finish. 

Ask. for  Our  Goods 
Not-Silk 

32  inches  wide.     Retails  from  25  to  30  cents. 
Looks  like  Shantung  Silk. 


MANUFACTURED     BY 


The  Montreal  Cotton  Company 


TORONTO 


Mills,    Valleyfield,   Que. 

Sales  Offices,  E.    T.   Bank  Building 
MONTREAL 


WINNIPEG 


MILLTOWN,   N.B.,    MILL  One  of  the  MilU  making  KINGCOT  COTTONS 

The  CANADIAN  COLORED  COTTON  MILLS  CO.,  Ltd.  Sellin,  A,ent.:  The  D.  MORRICE  CO.,  Ltd.,  Montreal 
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goods.  The  success  of  this  specialization  may  be  g-auged 
by  the  fact  that  in  1896  the  spindle  capacity  had  in- 
creased to  fM3,312. 

This  develo'i)ment  has  gone  on  until  to-day  a  spec- 
ialty is  made  of  every  line  of  cotton.  The  staple  whites 
and  grays  are  all  specialized  in  individual  mills  so  as 
to  reduce  the  cost  of  i)rodiiction.  The  same  thing  is 
done  with  all  lines  of  printed  cottons,  making  possible 
largo  runs  upon  certain  [)atterns.  This  materially  re- 
duces cost  of  prints,  wrappcrettes,  etc.  In  the  manufac- 
ture of  linings,  lawns,  etc.,  the  same  general  pr()ce<lure 
is  followed.  This  condition  also  api)lios  to  woven  col- 
ored cotton  goods,  such  as  ginghams,  flannelettes,  etc. 
There  are  employed  in  Canadian  cotton  mills  over  15,000 
hands,  and  the  total  investment  in  Canadian  cotton  mills 
is  at  least  $30,000,000. 

Dominion  Textile  Co. 

The  Dominion  Textile  Co.  Ltd.,  with  head  office  in 
Montreal,  is  easily  the  largest  cotton  organization  in 
Canada.     The   company  has  been   signally   successful    and 


spindles.  This  mill  turns  out  bleached  and  unbleached 
shirtings  and  sheetings,  twills,  drills,  cantons,  ducks,  as 
well  as  pillow  cottons,  cambiucs,  long  cloths,  ((uilts  and 
towels,  and  cloths  used  l)y  i-uhbei'  and  oilcloth  manu- 
facturers. 

Montmorency  Mills,  Montmorency  Falls,  (jue.,  em- 
ploys 1,000  hands,  operates  800  looms  and  60,000  spin- 
dles. The  plant  comprises  four  separate  mills.  Among 
the  lines  manufactured  are  cotton  blankets,  grey  shirt- 
ings, rugs,  towellings,  drills,  bag  cloths,  cheese  bandage 
and   hosiery  yarns. 

The  Magog  Cotton  Mill  and  Print  Works,  Magog, 
Que.,  consists  of  the  Magog  Cotton  Mill,  which  employs 
450  hands,  operates  1,250  looms  and  48,000  spindles, 
manufacturing  grey  print  cloths,  which  are  used  in  the 
Magog  Print  Works.  The  Print  Works  employ  450 
hands,  operate  ten  printing  machines  and  among  the 
lines  manufactured  arc  prints,  wrappeiettes,  shirtings, 
quiltings,  duck  suitings,  skirtings,  ci-etonnes,  drajieries, 
tweeds,   moles,   pantings,  etc. 


since  its  organization  in  P)05  has  made  steady  progress. 
The  Textile  Co.  operates  .seventeen  different  works, 
classified  as  nine  cotton  mills,  four  bleaoheries,  two 
l)rint  works,  and  two  spinning  mills.  The  number  of 
looms,  spindles  and  class  of  goods  manufactured  at  each 
mill  is  as  follows  ; — 

Thai  Merchants  Mill,  St.  Henri,  Que.,  employs  1,300 
hands,  operates  2,200  looms,  and  112,800  spindles.  This 
branch  consists  of  three  mills,  two  picking  buildings,  a 
winding  and  packing  building,  a  warehouse  and  bleaoh- 
ery.  The  mill  manufactures  the  following  classes  of 
g-oods  :  bleached  and  unbleached  shirtings,  sheetings, 
bleached  cambrics,  underwear  cloths,  diaper  cloths,  but- 
ter cloth,  shoe  linings  and  shade  cloths,  and  cloths  used 
by  rubber  and  oilcloth  manufacturers.  This  mill  also 
turns   out  hosiery  yarns. 

The  Hochelaga  Mill,  Hochelaga,  Montreal,  employs 
1,000    hands,    operates      1,600      looms,     and      has    72,000 


The  plant  of  the  St.  Anne's  Mill,  Hochelaga,  Mon- 
treal, Que.,  consists  of  the  main  mill,  stores,  dye  house, 
dressing  room  and  picker  room.  The  mill  employs  450 
hands,  operates  450  looms,  and  19,200  spindles.  The 
chief  lines  manufactured  are  grain  tags,  cement  and  grey 
duck  towels  and  carpet  yarns. 

The  Halifax  Mill,  Halifax,  N.S.,  employs  350  men, 
operates  520  looms,  and  22,750  spindles,  manufacturing 
grey  cloths  and  twines. 

The  Kingston  Mill,  Kingston,  Ont.,  employs  250 
hands,  operates  500  looms,  and  18,100  spindles  manufac- 
turing grey  cloths,   bag  cloths   and   cement    duck. 

Moncton  Mill,  Moncton,  N.B.,  employs  250  hands, 
operates  400  looms,  and  17,300  spindles,  manufacturmg 
grey   cloths   and   twills. 

Two  hundred  hands  are  employed  at  the  Windsor 
Mill,   Windsor,    N.S.    There   are   350    looms   in   operation. 
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ORDER 

MOUNT  ROYAL 

GREY  COTTON 

From  Your  Wholesaler 


-=z--fr^ 


im%  vm 


m 


M 


y'3 


MANUFACTURED  BY 


Mount  Royal 
Spinning  Co.,  Ltd. 

MONTREAL 


Invaluable 

to 

Merchants 

and 

Window 

Trimmers 

"  Attractive  Windowi 
Increaie  Trade  " 

This  up-to-date  work 
of  hundreds  of  experts 
offers  a  complete  edu- 
cation in  Window 
Dressing  and  Interior 
Store  Decoration.  Every  illustration  and  working 
description  is  simple  and  practical.  Special  atten- 
tion is  paid  to  Backgrounds,  Harmony  of  Colors, 
Displaying  Different  Kinds  of  Goods,  Seasonable 
Decorations  for  Christmas,  Etc. 

410  Pages         618  Illustrations 
$3.50,  Postpaid 

MACLEAN  PUBLISHING  CO. 

Technical  Book  Dept. 
1 0  Front  St.  East,  Toronto 


LIDDELL^S   LINENS 

Just  the  time  to  place  orders  for 

XMAS  TRADE 
before    advance     in     price 

DAMASK    CLOTHS  AND   NAPKINS 

IRISH   HAND   EMBROIDERED   BED 
SPREADS 

SHEETS,    PILLOW    CASES,     TEA 
CLOTHS,  ETC. 

All  Pure  Linen  and  Perfect  Work 


R.  H.  COSBIE 

30  WELLINGTON  ST.  WEST,  TORONTO 
Irish    Linen  Agency 
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and  13,800  spindles,   manufiicturing-  grey   shirtings,  drills 
and   twills. 

The  Colonial  Print  Works,  St.  Henri,  Montreal,  em- 
ploys 150  hands,  operates  four  printing  machines,  and 
manufactures  prints,    wrapperettes,   tweeds,   moles,   etc. 

Colored  Woven  Cottons 

D.  Morrice,  Sons  &  Co.,  Ltd.,  Montreal  are  the  sell- 
ing agents  for  the  Canadian  Colored  Cotton  Mills  Co., 
Ltd.,  Cornwall  &  York  Cotton  Mills  Co.,  Ltd.,  and  the 
Hamilton  Cotton  Co.  These  organizations  comprise  the 
Canadian  mills  making  what  may  be  classed  in  a  broad 
way    as  woven  colored  cottons. 

The  Canadian  Colored  Cotton  Mills  Co.  Ltd.  is  a 
highly  efficient  organization  and  composed  of  the  fol- 
lowing mills  manufacturing  the  class  of  goods  described 
and  of  the  capacity  indicated  :  The  organization  has  been 
successful  in  buildin/j:  up  a  large  and  growing  business. 


Cornwall  &  York  Cotton  Mills  Co. 

Cornwall  &  York  Cotton  Mills  Co.,  Ltd.,  St.  .John, 
N.B.,  contain  430  looms,  28,000  spindles  and  manufacture 
flannelettes,   denims,   tickings,   yarns,   etc. 

Hamilton  Cotton  Co. 

The  Hamilton  Cotton  Co.,  Hamilton,  Ont.,  has  a 
capacity  of  120  looms,  7,950  spindles  and  manufactures 
cottonades,  denims,  lamp  wicks,  yarns,   twine,  warps,   etc. 

Montreal  Cotton  Co. 

The  Montreal  Cotton  Co.,  Valleyfield,  is  by  far  the 
largest  individual  cotton  mills  in  Canada.  In  fact  it  is 
an  aggregation  of  four  cotton  mills  and  numerous  other 
necessary  buildings  for  cotton  manufacturing.  There  is 
the  Montreal,  or  the  old  mills,  built  in   1875,  the  l-^mpire, 


Interior'of  WeavelRoom,  Montreal  Cotton  Co. 


Canada  Branch,  Cornwall,  500  hands,  870  looms, 
33,640  spindles.  Manufactures  awnings.  Oxfords,  denims, 
cottonades,   saxonies,  domets,   etc. 

Stormont  Branch,  Cornwall,  410  hands,  633  looms, 
22,630  spindles.  Manufactures  denims,  tickings,  cotton- 
ades, apron  ginghams.  Oxfords,  etc. 

Dundas  Branch,  Cornwall,  160  hands,  202  looms, 
9,672  spindles.  Manufactures  cotton  blankets,  napped 
sheetings,   domets,   yarn,   etc. 

Ontario  Branch,  Hamilton,  Ont.,  310  hands,  445 
looms,  13,248  spindles.  Manufactures  denims,  sheetings, 
galateas,  etc. 

St.  Croix  Branch,  Milltown,  N.B.,  750  hands,  1,198 
looms,  35,680  spindles.  Manufacturers  dress  ginghams, 
apron  ginghams,  dress  goods,  Oxfords,  flannelettes, 
domets,  etc. 

Gibson  Cotton  Mill,  475  hands,  Marysville,  N.B., 
732  looms,  29,256  spindles.  Manufactures  flannelettes, 
ginghams,  shirtings,  yarns,  etc. 


Louise  and  Gault  mills.  The  total  number  of  looms  is 
5,000,  spindles  250,000,  and  employees  3,000.  This  mill 
has  been  successful  in  the  manufacture  of  all  grades  of 
cotton  lin'ings  for  both  ladies  and  men,  and  a  number  of 
lining  specialties.  They  also  manufacture  fine  white 
cotton  for  whitewear  purposes,  including  such  lines  as 
lawns,  nainsooks,  mulls,  etc.  Other  lines  include  light- 
weight cotton  materials  for  blouses  and  dresses,  suiting 
cloths,  checked  and  striped  muslins. 

Mount  Royal  Spinning  Co.  Ltd. 

The  Mount  Royal  Spinning  Co..  Cote  St.  Paul, 
Montreal,  commenced  manufacturing  early  this  year. 
The  cotton  mill  is  by  itself  the  largest  in  Canada.  The 
bleachery  and  print  works  are  now  being  constructed. 
The  mill  has  a  capacity  of  1,200  looms,  and  50,000 
spindles.  Thus  far  turning  out  grey  cotton.  When  the 
new  buildings  are  completed,  they  will  manufacture  aU 
classes  of  printed  goods. 
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Wabasso  Cotton  Co. 

The  Wabasso  Cotton  Co.,  Ltd.,  Three  Rivers,  Que., 
commenced  operation  in  1!)08.  The  cotton  mill  is  of  a 
capacity  cf  500  looms  and  30,000  spindles.  The  cotton 
mill  and  the  bleachcry  are  of  the  most  modern  construc- 
tion. They  manufacture  lawns,  nainsooks,  cambrics  and 
lono'  cloths  and  are  making-  many  of  the  higher  grades 
of  these  lines. 

J.  Spencer  Turner  Co. 

.1.  Spencer  1'urncr  Co.,  86  Wfirth  St.,  New  ^'ork,  are 
the  selling-  agrents  for  Imperial  Cotton  Co.,  Hamilton,  and 
the  Cosmos  Cotton  Co.,  Yarmouth,  N.S.  These  mills 
make  standard  duck,  cotton  dryer  felt,  heavy  cotton 
duck    for    sails,    tent'--,    etc.    H(  se    and    belting    duck     for 


Pacific  Ave.,  Winnipeg,  was  burglarized  recently  and  from 
$;300  to  $350  worth  of  goods  stolen. 

The  widow  of  the  late  Senator  John  Macdona'.d,  found- 
er of  the  Avholesale  di'y  goods  firm  of  John  Macdonald  & 
Co.,  who  died  in  Toronto  on  Api'il  1.3,  left  an  estate  of 
$109,031.  It  will  be  divided  equally  among  the  ten 
children. 

Wm.  Mount's  dry  goods  store,  Dundas,  is  being  re- 
modeled. A  new  front  will  be  put  in,  a  new  floor  laid  and 
otlier  improvenrcnts  made,  which  will  not  only  improve 
facilities  for  doing  business  but  will  add  very  much  to 
the  appearance  of  the  block. 

Harold  Tanney,  of  the  Robt.  Neill  shoe  store,  Peter- 
borough, has  been  promoted  to  the  managership  of  the 
Oalt  branch.     (In  U'nviiig  Peterborough,  he  was  presented 


Ontario   Branch,    Hamilton,    Ont.,    Canadian  Colored  Cotton   Mills  Co. 


mechanical    nibljcr    com|)anics,    waterproof    duck,    awning- 
stripes  and  sail  and   wrapping  twine. 


News    of    the  Dry    Goods   Trade. 

The  Lyons  Tailoring  Co.  lias  opened  a  branch  at  206 
Dundas  St.j  London.     This  makes  a  chain  of  nine. 

A  Harris  is  making  preparations  to  open  a  stock  of 
groceries  and  dry  goods  in  Uxbridge  about  June  20th. 

H.  A.  Hormsley,  of  the  Charlebois  Dry  Goods  store, 
Haileybury,  intends  going  into  business  in  Penetangui- 
shene. 

Bell  &  Co.,  of  Toronto,  neckwear  manufacturers,  are 
taking  over  the  Canada  Neckwear  plant  at  Port  Hope.  A. 
Bell  is  now  in  charge. 

The  r.  J.  Knott  clothing  store,  corner  Main  street  and 


with  a  haiulsonie  silver  napkin  ring  by  the  Belmont  Club 
and  a  fountain  pen  by  the  Chai-'otte  street  Methodist 
ch(ur. 

D.  E.  Broderick,  who  for  many  years  was  a  prominent 
merchant  of  St.  Tiionias,  died  in  St.  Joseph's  Hospital, 
London,  May  8.  He  was  77  years  of  age.  Mr.  Broderick 
came  to  Canada  from  Lincolnshire,  England,  when  a 
young  man  and  settled  in  St.  Thomas.  He  was  in  business 
there  continually  up  to  the  time  of  his  retirement  about 
eijght  years  ago. 

A  by-law  to  grant  to  the  Trent  Valley  Woolen  Manu- 
facturing Company  a  fixed  assessment  of  $50,000  for  a 
period  of  twenty  years,  was  voted  on  in  Campbellford  on 
May  10,  and  was  carried.  In  return  for  this  $10,000  re- 
duction in  their  assessment  the  woolen  company  agree  *^o 
enlarge  their  premises  and  employ  75  more  hands  than 
their  present  yearly  average. 
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Wabasso  CoKon  Mills,  Three  Rivers,  Quebec. 

Our  Mills  are  of  the  most  modern 
construction,  and  are  equipped  with 
the  very  latest  improved  cotton 
machinery. 

That's  one  of  the  reasons  why  all 

lines    of    vviiii«,>>t>     v.imumi^     in*.-     uiiiquf 

vahie,  finish,  color  and  purity. 

Ask  your  Wholesaler  and  compare 
any  of  the  foUow^ing  lines  with  those 
you  have  in  stock. 

Wabasso  Lawns 
Wabasso  Nainsooks 
Wabasso  Cambrics 
Wabasso  Longcloths 


Wabasso  Finishing  Plant,  Three   Rivers,  Quebec. 


I 

r//E  TRADE  MARK  OF  PURITY 

FOR 

LAWNS,         -         -         ,VA/XSOOA'S 
CAMBRICS,  LONGCLOTHS 


The  Wabasso  Cotton  Co.,  Ltd. 


Address  all  correspondence 
to  the  Mills 


Three  Rivers,  Quebec 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Advance  Orders  Required  to  Ensure  Good  Fur  Deliveries 

Retailers  Recognizing  the  Importance  of  this  Fact— Evils  of  the  Con- 
signment Method  —  Fur-lined  Garments  have  had  an  Exceptionally 
Large  Sale— Muskrat  Coats  in  Heavy  Demand —The  Trade  Outlook. 


OUR  manufacturers  are  now  busy  on  Fall  orders, 
and  the  general  result  of  advance  business  is 
cliaracterized  as  fair.  At  any  rate,  taking  the 
trade  Canada  over,  results  are  better  than  the 
previous  season.  Orders  from  the  western  provinces  are 
much  larger  than  last  year,  and  Quebec  Province  and  the 
Maratime  Provinces  have  also  done  better.  Ontario  has 
been  the  poorest  ground  for  the  majority  of  houses,  and 
Ontario  merchants  have  carried  over  more  furs  than  any 
other  part  of  Canada.  Furthermore  the  rainy  period 
throughout  Ontario  last  month  tended  to  discourage  buy- 
ing. 

Fur-lined  garments  have  had  an  exceptionally  large 
sale,  and  the  competition  in  this  line  has  tended  to  lower 
qualities.  Many  manufacturers,  in  order  to  meet  prices, 
are  using  a  poor  quality  of  shell.  This  is  a  dangerous 
condition  for  the  retailer,  and  the  wise  ones  are  buying 
upon  quality,  not  price. 

Muskrat  coats  are  in  heavy  demand,  particularly  in 
the  West.  The  popular  styles  are  the  three-quarter 
lengths,  loose  and  semi-fitting.  The  extensive  use  of 
muskrat  for  linings  and  coats  has  resulted  in  a  scarcity  of 
this  fur. 


Fur  Neckwear. 

While  there  has  been  a  certain  demand  for  the  small 
fancy  ruffs,  this  is  confined  chiefly  to  the  stores  doing  a 
fashionable  trade,  and  the  sale  of  these  so  far  has  not 
been  heavy.  The  fact  that  Ontario  trade  is  so  poor  prob- 
ably has  a  great  deal  to  do  with  this,  as  these  fancy  rufifs 
are  more  suited  to  Ontario  than  to  the  East  or  West. 

In  small  furs  mink,  on  account  of  its  value  and  appear- 
ance is  the  leading-  seller  among  real  furs  particularly  in 
Quebec  and  the  East.  Lynx  and  long  haired  furs,  on  ac- 
count of  prices,  have  not  been  a  success,  so  far  as  placing 
orders  are  concerned.  These  furs  are  more  suited  to  New 
York  trade  than  to  Canadian.  Their  imitations  and  imita- 
tions of  Alaska  sable  have  done  fairly  well. 


Prospects  for  Fall  Sorting. 

Advance  fur  orders  are  large  enough  to  make  it  certain 
that  practically  every  retailer  has  realized  the  necessity  of 
giving  a  fair  amount  of  advance  fur  business.  This  means 
that  sorting  during  the  Fall  and  Winter  will  partake  of 
hand  to  mouth  business.  Fur  manufacturers  are  not 
organized  to  take  care  of  the  season 's  demand  within 
three  months,  and  to  make  sure  of  good  deliveries,  and  the 
right '  kind  of  furs,  advance  orders  are  absolutely  neces- 
sary. Of  course,  a  merchant  can  always  get  furs  in  the 
Fall,  but  generally  not  the  right  kind  of  furs  and  the 
Question  of  delivery  is  a  trying  one. 


Consignment  Again. 

Notwithstanding  the  general  lessening  of  fur  business, 
on  a  consignment  basis,  manufacturers  speak  of  instances 
where  certain  retailers  have  arranged  for  the  new  season's 


business  on  this  basis.  There  are  certain  retail  furriers, 
who  have  been  in  the  habit  of  worrying  along  in  the  re- 
tail fur  business  in  this  way,  and  there  are  always  a  few 
who  are  tempted  to  try  this  method.  Many  of  the  old 
ones  soon  sicken  of  their  bargain,  and  do  business  by 
buying  furs  outright,  while  others  just  drift  along,  not 
fully  realizing  the  amount  of  profitable  fur  business  they 
are  losing. 

Looked  at  from  a  sane  and  logical  viewpoint,  the  con- 
signment of  furs  at  retail  is  ultimately  bad  for  the  retail- 
er. First,  and  most  important  of  all  is  that  manufacturers 
who  cater  to  consignment  business  must  necessarily  face 
the  return  of  a  large  amount  of  goods.  The  retailer  has 
to  pay  for  this  method  of  doing  business.  Above  all 
the  retailer  is  never  sure  of  getting  stylish  and  up-to- 
date  furs.  The  furs  that  return  from  one  merchant  one 
season,  must  of  course  be  sent  to  some  other  merchant 
the  following  season.  This  procedure  makes  it  impossib'e 
for  the  retailer  doing  business  on  a  consignment  basis  to 
show  the  newest  things.  Furthermore,  there  is  not  the 
same  inducement  to  push  furs  and  make  the  department 
a  success. 


Good  Spring  Trade  in  British  Columbia. 

(Staff  Correspondence.) 

Vancouver,  B.C.,  May  25. — General  trade  is  good,  and 
although  the  first  rush  of  the  Spring  season  is  over, 
merchants  are  pleased  with  the  satisfactory  conditions. 
Tlie  trade  this  Spring  has  been  better  than  before.,  the 
demand  has  been  general,  and  there  has  been  a  call  for 
those  articles  which  indicate  that  the  people  are  fairly 
prosperous.  The  dress  innovations  have  been  particu- 
larly well  patronized,  as  well  as  the  millinery.  The  new- 
er dress  fabrics  have  put  into  the  old  styles  many  of  the 
former  favorite  designs,  and  these  are  now  being  offered 
at  much  reduced  prices;  in  fact,  in  instances,  the  prices 
are  more  than  cut  in  two.  It  is  considered  advisable  to 
get  rid  of  them  even  in  this  way  rather  than  have  them 
taking  up  space  on  the  shelves,  with  little  likelihood  of 
their  being  called  for. 

R.  S.  Wilson,  of  London,  Ont.,  lias  succeeded  Mr. 
Clark  in  the  firm  of  More  &  Clark,  whose  dry  goods 
house  is  on  Hastings  Street.  The  firm  will  now  be  known 
as  More  &i  Wilson. 

W.  T.  Ben  wood  who  for  five  years  has  been  with 
Greenshields  &  Co.,  of  this  city,  latterly  known  as  John- 
ston Bros.,  wholesale  dry  goods,  has  bought  out  the  inter- 
est of  E.  A.  Ramsay  in  the  firm  of  Ramsay  &  Philips, 
Kamloops.  Mr.  Benwood  will  have  charge  of  the  gents' 
furnishing  department,  and  will  go  to  Kamloops  early 
in  June.     The  firm  name  will  not  be  changed. 

On  May  8th,  Meagher  &  Company,  who  have  conducted 
a  milinery  and  dry  goods  store  in  Nelson,  B.C.,  for  many 
years,  opened  their  new  premises.  The  new  show  rooms 
are  the  largest  in  British  Columbia,  outside  of  Victoria 
and  Vancouver  and  the  lighting  arrangements,  so  neces- 
sary to  enable  buyers  to  distinguish  colors  and  qualities 
of  goods,  have  reached  a  stage  of  perfection  perhaps  un- 
equalled in   Canada.     In  the   daytime,  light  comes  from 
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Sixpenny  Shops  for  England 

There  is  still  much  in  a  name,  even  when  the  (jiies- 
1*100  invlo'ved  is  an  international  business  rivalry.  Proof 
of  this  is  g-iven  by  F.  W.  Wool  worth,  head  of  a  chain 
of  five  and  ten  cent  stores,  who  is  about  to  invade  Rng- 
land   with   his  business. 

American  enterprise  easily  surmounted  problems 
which  ordinarily  mig-ht  be  con.sidered  difficult,  but  now 
Mr.  Woolworth  is  at  a  loss  to  know  what  to  call  his 
foreign  stoi'es  when  they  are  thrown   open. 

Five  and  Ten  Cent  Stores  will  not  sound  well  in 
London,  nor  will  Threepenny  and  Si.xpenny  Stores 
possess  the  necessary  euphony  to  catch  the  public  eai'. 
Mr.  Woolworth  declared  recently  that  Sixjienny  Shop 
sounded  pretty  g-ood  to  him,  although  it  lacks  the 
rhythm  which  gees  with  the  American  name  and  helped 
make  his  fortune. 

It  is  planned  to  export  from  the  I'nited  States  to 
England  a  larg-e  part  of  the  goods  to  be  sold.  The  pub- 
lic will  decide  the  character  of  the  goods  to  be  sold  in 
the  world  metropolis.  If  London  women  demand  three- 
penny hairpins,  sixpenny  vases  or  shilling  frying  pans 
the  stores  will  be  open  to  specialties  in  those  lines.  With 
the  business  it  is  hoped  will  come  an  inspiration  which 
will  give  the  r\g:ht  name. 


Investigating  Clothing  Imports 

S.  L.  Landers,  of  Hamilton,  representing  the  United 
Garment  Workers  of  Canada,  is  endeavoring  to  ascer- 
tain whether  it  is  possible  for  manufacturers  in  Canada 
to  import  Leeds  clothing  under  the  preferential  tariff 
and  sell  it  Hn  Canada  cheaper  than  if  purchased  from 
Canadian  manufacturers. 

Interviewed  in  Montreal  recently,  Mr.  Landers  stated 
that  he  was  particularly  interested  in  youths'  and 
children's  clothing,  as  that  was,  in  reality,  the  only 
clothing  imported  from  Leeds. 

"This  may  not  amount  to  much  in  the  estimation 
of  some,  "said  Mr.  Landers,  "but  when  one  considers 
the  volume  it  is  a  matter  of  vital  importance  to  Cana- 
dian workers.  One  firm  there  imported  in  its  last  con- 
signment a  couple  of  months  ago,  some  75  cases,  125 
suits  to  the  case,  while  thousands  of  operatives  in  Ham- 
ilton, Toronto  and  Montreal  were  walking-  the  streets 
idle." 

Mr.  Landers  will  begin  his  investigation  at  once  and 
the  real  object  of  his  visit  will  be  to  find  out  the  con- 
ditions under  which  this  class  of  clothing  is  made  up 
here  and  the  cost  of  production.  He  will  remain  in 
Montreal  about  ten  days.  In  the  meantime  he  has  a  re- 
presentative making  a  similar  investig-ation  at  Leeds, 
from  whom  he  will  hear  before  leaving  here  and  will 
publish  the  comparison. 

Mr.  Landers  maintains  that  Canadians  oug-ht  to  be 
in  a  position  to  turn  out  clothing-  as  good,  and  as  reas- 
onable in  price  as  they  can  in  Leeds  and  keep  operatives 
in  this  country  employed  unle.ss  the  prices  and  living 
conditions  in  Leeds  are  wors'^  than  supposed.  The  worst 
feature  of  this  whole  imported  clothing  affair,  said  Mr. 
Landers  in  conclusion,  "is  that  the  firm  importing  it 
puts  on  it  the  ticket  of  a  firm  now  out  of  business,  and 
this  ticket  has  on  it  'Made  in  Canada.'  Many  are  pur- 
chasing the  same,  both  retailer  and  consumer  thinking 
it  is  a   Canadian   output." 


TRADE        NARK 

Everything  in  Dependable  Ladies'  and  Men's  Furs. 


Record  Fur  Orders 

Musk  Ox  Brand  orders  for  Fall 
and  Winter  1909-1910  are  particu- 
larly gratifying. 

Our  values  and  styles  have  met 
with  the  approval  of  the  trade. 

Musk  Ox  Brand  Furs  represent 
careful  workmanship  and  depend- 
able trimmings,  and  all  furs  are  as 
represented. 

We  help  you  build  a  permanent, 
satisfactory  Fur  Trade. 


Boulter,  Waugh  &  Co.,  Ltd. 

Canada's  Furriers,  Established  40  Years. 

491-493-495  St.  Paul  St.      57  St.  Peter  St. 
MONTREAL 
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MILLINERY 


Dry  Goods  Review 


An  Editorial 


For  a  good  many  years — long-er  tlvan  most  of  you  who  read  tiiis  have  been 
in  business — the  D.  MeCall  Company,  Limited,  have  been  supplying  the  millin- 
ery wants  of  Canadian  milliners  a;nd  millineiry  department's. 

That  a  satisfaetury  service  has  been  given  is  demonstrated  by  the  steadily 
inereasing  groAVt'li  of  our  business,  due  to  larger  sales  t'o  our  old  customers  and 
to  new  accounts,  whicli  we  are  constantly  opening. 

T'hese  customers  do  not  'buy  the  bulk  of  t'heir  goods  from  us  season  after 
season  on  sent'iment;  they  do  it  because  t'hey  get  good  service  and  good  value. 

We  get  the  new  acciuints  the  same  way. 

A  milliner  starting-  in  business  or  a  dry  goods  merchant  opening  a  new 
millinery  department  is  out  to  secure  the  best  service  and  to  get  the  goods  w'hieh 
will  'turn  themeselves  int'o  money  most   easily. 

The  reason  we  get  t'hese  accounts  is  because  we  demon.strate  our  ability  to 
give  them  the  goods  just  when  they  want  them — not  when  t'he  sea.sion  is  'half 
over — and  at  a  price  which  allows  of  a  satisfa.ctory  profit  being  made. 

Just  at  the  present  time  we  want  to  say  a  word  about  sorting  orders  for 
Midsummer   Millinery. 

From  our  stock  we  are  able  to  till  j^romptly  all  orders,  placed  with  our 
t'ravelers   or   .sent    direct    to    the    warehouses. 

The  season's  selling  will,  no  doubt,  liave  run  ytui  low  on  certain  lines.  You 
kno'W,  of  course,  that  in  onler  to  iU>  the  Mi;ixiuinui  \olume  uf  busiiie>»s  y(Ui  must 
keep  your  stock  well   assorted. 

We  are  well  prepared  lo  meel  the  demaucls  made  upon  us,  au'd  you  maj'  or- 
der with  full  assurance  of  being  able  to   secure   jiisl    the   goods  you    need. 

It  is  not  too  early  to  begin  t'O  think  of  Fall.  The  prospects  are  good  for 
the  biggest  business  in  tbe  'history  of  Canadian  milliners.  We  ea;n  help  you  'to 
make  it  the  most  profitable. 


The  D.  McCall  Company,  Ltd. 

94-96.98  Wellington  Street  West  Toronto 

Branches  at  Winnipeg,  Montreal,  Quebec,  Ottawa 


Please  mention  The  Reviczv  to  Advertisers  and  Their    Trai'elers 


The  Millinery  Trade  Review 

The  Black  Hat  Promises  to  be  a  Leader  for  Summer  —  Wide,  Soft 
Ribbons  are  in  Evidence  in  the  Later  Hats  —  Violet  and  Amethyst 
Shades  are  Prominent  in  the  Fall  Shade  Card -Vogue  in  Trimmings. 


THK  Sprino-  season  is  pretty  well  over  in  the  im- 
porting houses,  being  only  kept  alive  now  l)y 
special  assorting  orders,  and  hats,  etc.,  for  out- 
ing wear.  Preparations  for  the  Fall  are  now  en- 
gaging the  thougiits  and  efforts  of  milliners,  l)ut  are  not 
sutfieiently  advanced  for  nuteli  more  tlian  sta])le  indica- 
tions to  be  given.  As  is  well  known  the  trend  of  fashiim 
from  now  on  will  give  the  key  to  the  new  season's  styles. 
Variety  has  been  the  keynote  of  the  season  that  is 
passing,  not  only  in  shapes  but  also  in  materials.  Braid 
hats  have  vied  with  pressed  shapes  and  though  the  large 
hat  is  decided  the  leader,  some  very  smart  small  shapes 
have  been  in  evidence.  With  the  advent  of  Summer  styles, 
came  the  elongated  Cavalier  shapes  and  while  these  have 
obtained  a  footing  they  have  not  displaced  melon  shapes 
and  pots.  Everything  that  is  mushroom  is  and  has  been 
desirable.  The  large  shapes  with  drooping  brim  into  wliicii 
the  head  is  buried  arc  also  worn. 

Seldom  has  there  been  a  season  when  so  many  extreme 
models  have  not  only  been  shown  but  worn  also.  This, 
perhaps,  is  truer  of  the  larger  cities,  but  there  are  also 
many  models  that  are  pretty  and  becoming  without  being 
so  extreme,  so  that  the  milliner  has  had  every  chance  to 
suit  her  customers. 

In  accordance  with  the  color  tendency,  even  for  Sum- 
mer wear,  the  hats  are  dark.  Black  is  in  high  favor,  and 
the  black  hat  in  crin  or  Milan  or  in  fancy  braid  or  straw 
promises  to  be  the  leading  hat  of  the  Summer.  Single 
willow  plumes  in  white  or  black  velvet  ribbon  and  jet 
ornaments  are  prominent  trimmings,  Ospreys  are  also 
used  upon  this  class  of  hat.  After  black,  amethyst  seems 
to  be  the  leading  color,  and  these  hats  are  worn  with 
almost  any  colored  gown.  The  very  coarse  pineapple  or' 
lobster  braids  are  much  used  for  made  hats  in  the  better 
trades.  The  new  gold  shades,  and  pastel  shades  in  blue, 
ping  or  mauve  are  much  seen  in  this  braid.  Hats  of  this 
class  are  generally  trimmed  with  flowers,  foliage  or  fruit. 
A  Paris  development  is  that  combining  blue  and  mauve. 
Large  capelines  of  blue  crin  are  simply  trimmed  with  vel- 
vent  bows  in  mauve  shades  and  freriuently  a  mauve  hat  is 
worn  with  a  blue  gown. 

Flowers  have  fully  fulfilled  all  the  season's  expecta- 
tions. Hats  have  been  simply  loaded  with  them.  Fine 
flowers  led  in  the  early  season,  but  now  it  is  roses  in 
natural  sizes  with  Beauty  roses  in  high  favor.  Cherries 
have  had  a  great  run  but  are  giving  way  to  grapes.  These 
and  peaches  promise  to  be  popular  for  the  rest  of  the  sea- 
son. 

Fruit  is  a  patricularly  appropriate  trimming  for  the 
leghorns,  which  are  now  making  their  appearance.  Large 
p'umes  also  decorate  hats  in  this  straw.  A  very  favorite 
trimming  is  black  velvet  and  black  plumes.  An  exquisite 
leghorn  has  frills  of  knife-pleated  val  lace  hang- 
ing down  from  the  crown  and  covering  almost  all  the 
brim.  This  was  headed  by  a  shirred  band  of  blue  satin 
set  around  the  edge  of  the  crown.  Both  leghorn  and  ling- 
erie hats  have  frilly  lace  under  facings.  The  lingerie  hats 
have  huge  puff  crowns,  oi-  lai'ge  melon  crowns  of  shirred 
mull    and    have    brims    of    frilled    or    knife-oleated    lace. 


Some  of  them  are  poke  in  effect  and  many  have  the  ties 
that  come  from  the  edge  of  the  brim  on  one  side  and  pass- 
ing uiuler  the  brim  fasten  on  the  brim  edge  at  the  other 
side.     These  are  as  a  rule  of  scjfl   pink  nr  blue  satin  ribbon. 

Koses  in  dai'k  pastel  shades  nr  in  nld  pink  with  moss 
and  Hue  foliage  trim  these  hats. 

Wide  soft  ribbons  are  nuicli  in  e\idence  on  the  later 
hats,  and  hats  are  appearing  now  that  show  no  otiier 
decoration.  There  has  been  a  big  demand  all  the  season 
for  velvet  ribbons.  This  is  now  being  supplemented  by 
piece  velvets  for  trimmings.  This  brings  the  season  to  a 
close  with  velvets  in  high  favor,  and  from  this  the  infer- 
ence may  be  drawn  that  velvets  will  be  a  leading  feature 
for  Fall. 


The  Fall  Shade  Card 

The  shade  card  put  cnit  each  season  by  the  Paris  Flower 
and  Feather  Syndicate  is  just  to  hand,  and  serves  to 
strengthen  the  impression  that  in  millineiy  as  well  as  in 
dress  fabrics,  very  deep,  dead  shades  will  be  the  ones  in 
vogue.  Great  importance  is  given  to  shades  on  the  violet 
and  amethyst  order,  and  quite  a  number  of  the  series 
shown  are  in  this  class  of  colors. 

First  on  the  list  comes  a  group  of  grape  shades,  fol- 
lowed by  a  series  of  six  grey-greens  on  the  reseda  order. 
Next  is  a  deep  purple  series  which  run  out  in  the  deeper 
lints  almost  to  black,  ami  which  have  received  the  name 
of  passion  flower  tones.  Another  series  of  this  color  is  the 
faded  periwinkle  shades,  and  brighter  than  any  other  set 
on  the  card  comes  a  series  of  bright  petunia  shades. 

The  bois  rose  shades  of  the  present  s^'ason  receive 
their  continuation  in  the  group  of  colois  name<l 
"Cythare,"  which,  it  must  l)e  confessed,  are  not  as 
pleasing     in     tone     as     the     set   now     in   vogue.  f)ld 

rose  and  claret  tones  are  shown  under  the  name 
of  chantecleer,  and  the  elephant  shades  have  re- 
ceived the  name  of  mammoth.  In  greens,  there  is  a 
series  of  myrtle  shades  named  cossack,  and  three  sage 
ureens  shown  as  ihubarb.  A  rich  royal  blue  and  two  other 
dead  blues  form  one  of  the  most  notable  series  on  the 
card.  Taken  altogether  the  collection  of  colors  is  a  rich 
and  beautiful  one  and  will  certainly  meet  with  the  ap- 
proval of  the  trade. 

Advices  from  Paris  state  that  flower  makers  there  are 
exceedingly  busy  with  orders  for  roses,  garlands  and 
fruit.  There  is  little  doing  in  fancy  feathers  as  yet,  but 
a  large  Autumn  season  is  expected  with  large  wings  and 
aigrettes  in  big  demand.  Imitations  of  Paradise  feathers 
are  also  expected  to  take  well,  as  the  true  Paradise  is 
extremely  high-priced. 

The  size  of  hats,  already  enormous,  is  still  on  the  in- 
crease, and  in  spite  of  their  strong  backing,  small  hats  do 
not  seem  to  take.  St.  Etienne  is  away  behind  in  orders 
received  for  velvet  ribbons.  Golden  shades  are  high  in 
favo?-,  not  only  in  velvets  but  in  all  ribbons.  Plain  silks, 
moires,  and  also  brocades  are  being  ordered  in  (piantity. 
The  latest  tulle  is  called  marquisette,  and  is  something  on 
the  order  of  a  voile  etamine. 


Millinery  Must  Change  to  Preserve  Style  Symphony 

Fur  Will  be  a  Strong  Feature  of  Next  Season's  Creations  —  Spring 
Styles  Give  Place  to  Hats  Less  Extreme  and  Infinitely  Prettier 
—  Best  Dressed  Women  Showing  Their    Preference    for    Simplicity. 

Staff  Correspondence. 


Office  of  the  Dry  Goods  Review, 
622-624  Tribune  Building-,  New  York,  May  2». 

NEW  York  is  at  its  best  just  now,  and  the  New 
York  woman,  regrarded  by  many  as  the  best 
dressed  woman  in  the  world,  is  very  lovely 
in  her  Spring  tog-g^ery.  Fifth  Avenue  is  a 
fashion  exhibit  morning  and  afternoon  from  the  Plaza 
to  Martin's  and  along  this  famous  thoroughfare  one 
meets  the  hats  one  has  photographed  and  described,  and 
which  are  of  course  familiar  enough  to  make  the  wearer 
an  object  of  curiosity  and  interest.  It  is  a  notable  fact, 
however,  that  the  season's  first  crop  of  millinery  seems 
to  be  entirely  done  away  with,  and  another,  less  extreme 
and  infinitely  prettier  collection   taken  their  place. 

At  present  the  best  dressed  women  are  going  in  for 
extreime  simplicity  in  their  headwear.  It  is  astonishing 
how  many  hats  are  decorated  simply  with  huge  bows  of 
wide  velvet  ribbon.  The  majority  of  these  hats  are 
modifications  of  a  Caroline  Keboux  model,  seen  at  the 
second  openings.  The  crowns  are  large,  of  course,  the 
brim  helmet  shape  at  the  back  and  rolling  high  at  the 
left,  the  bow  being  placed  on  the  right  side,  caught  to 
the  crown.  In  the  original  there  is  no  band  around  the 
crown,  but  the  majority  of  those  now  worn  are  banded. 

Black  in  Great  Demand 

The  supply  of  wide  velvet  ribbon  cannot  satisfy  the 
demand.  The  taffeta-backed  velvet  is  the  smartest,  but 
is  scarce  enough  to  make  it  bring  fancy  prices.  Black 
is  in  greatest  demand  and  then  brilliant  red,  cherry  and 
cerise.  It  is  in  no  sense  a  one-color  season.  In  straw 
the  burnts  are  most  popular.  White  hats,  which  looked 
dubious  early  in  the  season  are  getting  strong,  parti- 
cularly Neapolitans  and  crins.  It  is  considered  much 
smarter  to  have  the  hat  trimmed  in  color.  Black  vel- 
vet, folds,  bands  and  pipings  are  good  as  are  also 
facings  and  the  same  effects  in  Royal  blue,  or  apple 
green.  The  new  color  card,  by  the  way,  has  an  attrac- 
tive range  of  greens  called  "aeroplane  green,"  which 
while  up-to-date  is  certainly  not  descriptive  of  their 
character.  Leghorns  are  very  strong  as  was  to  be  ex- 
pected, French  chip,  yeddah  tagal,  Milan,  Neapolitan 
and  crins  are  also  in  demand.  While  pressed  shapes  are 
very  smart,  it  is  a  splendid  season  for  the  straw  braid 
trade,  and  therefore  for  the  frame  manufacturers.  Two- 
tone  effects  are  well  liked  ;  indeed  the  majority  of  hats 
have  a  facing  of  contrasting  color  to  the  upper  part  of 
the  hat.  Shapes  are  still  very  large  and  are  crammed 
well  down  on  the  head,  but  there  is  a  tendency  to  get 
away  from  the  peach-basket  and  bowl-like  hats,  by  those 
who  are  buying  now.  The  side  flare  craze  has  caught 
the  town.  Sailors  are  very  good,  and  one  finds  many 
of  the  rolling  brim  variety,  banded  or  trimmed.  Patent 
leather  is  used  for  facing  and  trimming  sailors  and  for 
motor  hats.  Cretonne,  in  the  quaint  Dolly  Varden  pat- 
terns, or  gaudy  Pompadour  designs  is  used  for  the 
midsummer  hat,  and  Bangkoks  and  Panamas  are  favor- 
ites of  the  rich. 

Wings — The  Bigger  the  Better 

The  newest  development  in  trimming  is  wings — the 
bigger   the   better.    Two   huge    wings   mounted    to     cross 


each  other  across  the  front  of  a  hat  is  one  way  of 
trimming,  or  one  wing  is  caught  to  the  side  of  the 
crown,  giving  the  elongated  side  effect  so  stunning  with 
the  rolled  brim.  Georgette  is  responsible  for  a  huge 
white  chip  with  abrupt  side  flare.  A  two  inch  bias  fold 
of  black  moire  velvet  was  introduced  on  the'under  brim. 
Caught  to  the  crown  at  the  right  side  was  a  broad 
white  wing,  sweeping  backward,  and  ^rom  its  base,  a 
little  to  the  right  of  the  front,  sprang  a  cluster  of 
white  aigrette.  Wings  are  considered  sufficient  unto 
themselves  in  the  majority  of  cases,  however. 

Mention  must  again  be  made  of  the  vogue  of  Para- 
dise. It  is  used  with  a  reckless  disregard  of  expense  and 
in  all  colors  as  well  as  black.  Cross,  aigrettes  are  also 
in  great  favor.  They  are  arranged  among  flowers,  giv- 
ing a  feather  back-ground. 

The  daintiest  of  chiffon  roses,  gauze-like  and  trans- 
parent, are  the  latest  from  Paris.  A  stunning  white 
crin  was  wreathed  with  roses  in  a  rich  royal  blue 
gauze,  their  foliage  being  of  lustrous,  silk.  In  white  and 
the  nacre  effects  they  are  of  fairy-like  daintiness.  From 
this  variety  of  roses  through  the  Rococo  effects,,  Ameri- 
can Beauties  and  other  cultivated  bloom  to  the  most 
modest  rambler,  roses  are  supreme.  There  has  been  a 
decided  run  on  large  field  daisies,  both  in  the  white  and 
yellow  and  black  and  yellow  varieties.  Geraniums  are 
also  good.  Marguerites,  as  the  daisies  of  course  are 
called,  are  sometimes  combined  with  roses,  but  more 
frequently  with  other  field  flowers.  Lilies-of-the-valley 
are  used  in  many  clever  ways.  Aigrettes  and  ruche-like 
effects  of  this  dainty  flower  are  charming.  Tiny  bouton- 
nieres  of  small  many-colored  flowers,  having  almost  the 
effect  of  a  mosaic,  are  also  good. 

Manufacturers  Busy  Making  Fruit 

Fruit  has  had  a  phenomenal  success.  The  cheap  trade 
is  still  keeping  the  manufacturers  busy  supplying  the 
demand  for  cherries  in  exaggerated  sizes,  to  say  nothing 
of  peaches,  apples  and  grapes.  While  the  high-class 
trade  does  not  run  to  it,  fruit  is  seen  at  all  of  the 
smart  millinery]  shops.  It  has  been  noted  that  rose  fol- 
iage is  used  with  fruit  in  many  cases,  instead  of  the 
leaves  peculiar  to  it.  Black  berries  in  the  various 
stages  of  their  development,  are  uncommon  and  decid- 
edly, attractive. 

For  My  Lady's  Hat 

It  is  no  news  that  lace  is  once  more  to  the  fore. 
It  is  probably  here  for  a  strong  season,  particularly 
when  combined  with  fur.  Fur  manufacturers  are  pre- 
paring for  an  enormous  demand  in  pelts.  Practically 
all  fur-bearing  animals  are  being  prepared  to  contribute 
to  the  millinery  wants  of  my  lady. 

Preparations  for  Fall  are  of  course  under  way.  The 
semi-annual  exodus  to  Europe  is  occurring  and  every  one 
is  asking,  What  next  ?  There  has  been  such  a  radical 
change  in  gowns  that  it  would  seem  as  if  hats  must 
again  change  to  h&  in  the  picture.  No  longer  are  things 
Empire.  The  waist  line  has  suffered  a  decided  decline, 
and  the  new  dresses  remind  one  not  so  much  of  the  pic- 
tures by  old  Masters,  but  of  those  in  the  family  album. 
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Dressy  small  hat  of  spangled  nel  and  valencien 
ruffles,  roses,  lace  chou,  ornament  and 
white  feathers. 


^ 


irey  yeddah,  with  crown  of  grey  lace  and  cross 

aigrettes.     Frills  of  the  straw  at 

base  of  crown. 
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lb  seems  only  natural,  then,  that  hats  should  lengthen 
out  and  become  squat  and  tippy  as  they  were  when  the 
chignon  and  such  styles  were  in  fashion.  But,  millinery 
being  a  decidedly  feminine  commodity,  has  most  of  the 
femindne  atttributes  ;  it  is  more  or  less  uncertain  and 
illogical.  It  would  appear  that  the  season  which  is  now 
passing  had  run  the  gamut  of  the  eccentric.  Good  taste 
has  prevailed,  however,  and  the  result  is  a  much  more 
attractive  assortment  of  chapeaux. 

It  is  interesting  always  to  compare  the  new  sche- 
dule of  color  with  the  present  scheme.  The  card  in  its 
entirety  is  soft  and  rich  in  character.  There  are  no 
bright  shades  ;  the  pretty,  mauvish  purples  heading  the 
card  through  the  entire  series.  Catawba,  so  fashionable 
throughout  this  season,  is  practically  unchanged  in  all 
but  name. 

Great  Dry  Goods  Merger 

New  York,  .June  7. — ^Additional  details  concerning 
the  formation  of  the  United  Dry  Goods  Companies,  the 
$51,000,000  concern  chartered  in  Delaware  recently  and 
the  greatest  dry  goods  combination  ever  attempted  in 
this  country,  have  now  been  made  known  and  disclosed 
that  J.  Pierpont  Morgan  &  Co.  are  financing  the  gigan- 
tic project. 

John  Claflin  is  president  of  the  concern,  which  will 
control  large  stores  in  this  city,  Baltimore,  Buffalo, 
Minneapolis,  Newark,  Louisville  and  other  commercial 
centres  in  the  South  and  West.  Names  of  the  other 
officers  were  not  made  public. 

At  the  offices  of  Gould  &  Wilkie,  No.  2  Wall  Street, 
it  was  stated  that  the  United  Dry  Goods  Companies  was 
a  holding  company  and  that  tliere  was  no  truth  in     the 


story  that  it  was  about  to  operate  a  large  dry  goods 
store  in  this  city  on  its  own  account.  The  concern  Wa.i 
formed,  it  was  said,  not  to  antagonize  any  of  the  big. 
department  stores,  but  for  the  purpose  of  bringing  a 
nurnber  of  stores  under  one  head,  with  a  view  to  econ- 
omizing, in  the  matter  of  operation.  There  would  be  no 
attempt  to  trim  prevailing  rates  of  wages,  and  it  was 
hoped  that  the  consolidation  would  benefit  all  concern eJ. 

The  managers  of  the  stores  that  have  been  ab.sorbed 
will  retain  their  positions  and  will  work  under  the  direc- 
tion of  Mr.  Claflin.  The  company  will  have  headquarters 
in  this  city.  One  of  the  interesting  features  of  the  mei- 
ger  is  that  no  allowance  is  made  for  good  will. 

Of  the  $51,000,000  capital  .1:20,000,000  will  be  i,sued 
at  once.  This  will  be  in  the  form  of  $10,000,000  seven 
per  cent,  cumulative  preferred  stock  and  $10,000,000 
common  stock.  The  preferred  stock  of  the  company, 
which  has  been  taken  by  J.  P.  Morgan  &  Co.,  has 
priority  both  as  to  assets  and  dividends.  The  combina- 
tion will  purchase  $8,fi50,000  of  the  outstanding  $17,250,- 
001)  stock  of  the  Associated  Merchants'   Company. 

The  new  company  will  control  the  H.  B.  Claflin 
Company,  James  McCreery  &  Co.'s  two  stores,  the 
O'Neill-Adams  Company,  and  will  hold  four-Iiftlis  of  the 
common  stock  of  G.  G.  Gimther's  Sons,  of  this  city  ; 
Stewart  &  Co.,  of  Baltimore,  and  J.  N.  Adams  &  Co., 
of  Buffalo.  Stores  operated  by  Hahne  &  Co.,  of  Newark; 
the  Powers  Mercantile  Company,  of  Minneapolis  ;  the 
William  Hcngerer  Company,  of  Buffalo,  and  the 
Stewart  Dry  Goods  Company,  of  Louisville,  have  been 
bought   outright. 

The  tangible  assets  of  these  stores  were  obtained  at 
the  current  market  rates,  less  than  a  30  per  cent,  deduc- 
tion. 


There  is  no  REAL  ROSE  Hat  Pin 
but  the  ST.  GEORGE 

^  No  high  class  article  was  ever  placed  on  any  market  but  what  hordes  of  cheap  imitations 
soon  flooded  the  market.  When  after  years  of  experimenting,  we,  last  month,  presented 
"  The  St.  George  Real  Rose  Hat  Pin"  to  the  merchants  of  Canada,  we  expected  just  what 
has  occurred.  We  saw  advertised  recently  a  very  cheap  so  called  Real  Rose  Hat  Pin  and 
found  it  made  of  paper.  Another  was  made  of  tin.  Rut  how  can  you  expect  anything  else 
at  the  ridiculous  prices  quoted?  How  can  we  or  anyone  else  pay  from  $3.00  to  $6. oo  per  dozen  for 
the  finest  hot  house  roses,  put  them  through  eighteen  processes,  taking  five  days  from  beginning 
to  finish  and  sell  them  at  any  price  below  what  we  do?  These  imitations  condemn  themselves. 
^  Also  please  notice  this.  We  have  covered  the  only  processes  by  which  these  can  be  made 
by  Royal  Letters  Patent,  No.  1  16944,  and  no  other  firm  can  now  legally  produce  these 
"Real  Rose  Hat  Pins,"  so  all  others  advertised  as  any  but  the  "  St.  George"  are  mani- 
festly imitations, 

^  For  the  Dry  Goods  Trade  and  Millinery  Departments,  no  higher  class  novelty  was  ever 
introduced.  Our  sale  of  these  has  not  decreased  one  particle  in  the  last  two  weeks. 
Please  remember,  if  you  have  never  seen  the  "St.  George,"  you  have  never  seen  the  Real 
Rose  Hat  Pin  made  under  our  patent. 

^  You  cannot  wish  to  offer  your  patrons  cheap  imitations.  No  man  really  honestly  places 
a  poor  imitation  before  hi<  customers,  when  he  knows  ivhere  to  buy  the  be>t. 

THERE  IS  NO  REAL  ROSE  HAT  PIN  BUT  THE  ST.  GEORGE. 

FOUR  SIZES,  governed  by  beauty  condition  and  size  of  the  original  rose.  Size  A  $i:;.oo  per  doz.  Size  B  $12.00 
per  doz.  Size  B  Special  $9.00  per  doz.  Size  C  $6.00  per  doz.  Sizes  A  and  B  packed  each  in  a  plush  lined  box. 
.Sweet  Peas  $6.00  per  doz.  Carnations  $12.00  per  doz.  Special  discounts  to  jobbers.  .Send  in  j-our  sample  order 
to-day,  so  that  you  may  have  them  in  stock. 

The  only  Manufacturers  of  Real  Rose  Hat  Pin 

The  NEWELL  MANUFACTURING  Co., 


PRESCOTT, 

ONT. 


Please  mention  The  Rez'iew  to  Advertisers  and  Their     Travelers 


Artistic  Simplicity  in  Gowns  at  Race  Meetings  in  France 

Tailormades  are  in  High  Favor  —  Majority  Have  the  Short  Skirt, 
Pleated,  of  Tussah  or  Fine  Serge  —  Long  Coats  in  Dull,  Soft  Tints 
—  Stage  Gowns  Indicate  Trend    of    Styles    for    the    Coming    Season. 
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Office  of  The  Dry  Goods  Review,  8  Place  de  la  Bourse. 
Paris  France,  May  22nd,  1909. 

THE  arrival  of  very  warm  weather  is  placing  the 
heavier  materials  on  the  back  list.  Now  that 
Summer  fabrics  are  coming  in  to  general  wear, 
new  colors  are  making  their  appearance.  The  very  latest 
is  a  deep  shade  of  forget-me-not  blue,  and  this  is  super- 
ceding the  saffrons  and  mustard  tones  that  have  been 
so  fashionable.  Not  only  is  this  blue  much  worn  in 
shantungs,  which  by  the  way,  keeps  its  place  as  a  first 
favorite  in  modish  silken  fabrics,  but  it  is  often  selected 
as  the  foundation  color  for  lingerie  dresses.  Foundations 
uf  mercerized  batiste  are  more  used  than  those  of  silk 
this  season. 

Novelties  in  Wash  Goods. 

Wash  goods  noveltits  are  beginning  to  be  shown,  their 
latest  appearance  being  in  mercerized  batistes,  with 
rather  broad  stripes  printed  so  as  to  form  a  diagonal 
check  on  foulard  grounds.  The  colors  are  in  pastel 
shades  of  blue,  mauve,  green  and  pale  pink.  Cotton 
suitings,  designed  for  seaside  wear,  come  in  decidedly 
bright  colors.  All  shades  of  khaki  are  shown,  some  of 
which  are  almost  bright  orange.  These  are  bordered  with 
wide  bands  of  black,  deep  blue  or  plum. 

The  colors  now  worn  may  be  described  as  fruit  and 
Hower  shades.  There  are  perwinkle  blue,  orchid  mauve, 
bois  de  rose,  azalea  pinks  ivy  green  and  many  others. 
The  new  blues  are  named  artichoke  which  are  blue  green 
in  shade  ;  then  there  are  moss  greens,  and  eucalyptus 
greens.  These  shades  are  all  light,  but,  passing  on  to 
darker  colors,  come  yew  greens,  dull  strawberry  and 
raspberry  shades,  violets  with  a  greyish  tendency,  deep 
plum  and  the  raisin  shades.  There  are  many  new  shades 
in  fawns,  drabs  and  gi'eys,  and  the  golden  russets  and 
orange  khakis  in  big  variety.  These  latter  colors  shade 
off  to  dull  buffs.  Navy  is  the  only  staple  color  now  fash- 
ionably Worn. 

Medieval  Styles. 

As  an  outcome  of  the  new  medieval  style  tendencies, 
comes  the  new  corslet  skirt.  This  begins,  like  an  apron, 
having  a  bib  continuation  with  straps  over  the  shoulders. 
It  joins  a  little  above  the  waist  and  is  fitted  to  some 
distance  beyond  the  hips  where  the  skirt  is  either 
pleated  on  or  gathered  on  full.  When  gathered  there  are 
three  rows  of  shurrings,  and  often  three  tucks  form  the 
trimming  around  the  foot  of  the  skirt. 

At  the  race  meetings,  at  the  two  salons,  and  where- 
ever  fashionable  women  congregate,  the  high  popularity 
of  the  tailor-made  is  evident.  These  are  simplicity  itself, 
but  of  that  kind  of  simplicity  that  only  an  artist  in  dress 
can  achieve.  The  majority  are  made  with  the  short  skirt, 
pleated,  of  tussah  or  fine  serge.  The  jacket  is  long,  and 
has  a  shawl  collar,  fastened  some  distance  below  the 
wai.st  with  three  buttons  in  the  same  coloring. 

New  Corded  Embroideries. 

The  trimmings  of  the  moment  are  the  new  corded  em- 
broideries    and    embroideries   of   soutache    and,    whether 


used  on  tussah,  or  cloth  in  the  new  pastel  shades  of  rose, 
gieen  or  grey,  they  give  a  charming  touch  to  plain  ma- 
terials. These  trimmings  are  worked  up  on  nets,  mous- 
seline  de  soie  or  crepe,  and  arc  made  over  a  white  lining. 
Another  popular  idea  is  the  sleeveless  jacket  open-worked 
at   the  seams,   worn  over  a  princess   dress. 

Foulard  is  combined  with  lingerie  in  the  most  exquisite 
models,  and  these  gowns  promise  to  be  popular  at  the 
coming  race  meetings. 

Foulards  are  shown  evei-ywhere  and  there  is  a  deciiieil 
fondness  for  spotted  patterns.  C'lose  white  ispots  upon 
colored  grounds  are  in  high  favor;  black  spots  upon  pastel 
grounds  are  newer,  and  more  novel  still  is  violet  spotte<l 
with  blue.  Blue  and  violet  is  a  favored  millinery  com- 
bination! of  the  moment,  hats  of  blue  straw  having  as  a 
trimming  immense  bows  of  violet  velvet.  Large  capelines 
of  the  finest  white  straw  are  encircled  witli  roses  of  mous- 
seline  de  soie  in  colorings  impossible  to  describe,  so 
delicate  are  they,  and  so  wonderfully  harmonized.  With 
the  tailored  suit,  hats  are  worn  trimmed  with  a  compact 
wreath  of  mixed  flowers,  almost  hiding  the  crown.  Yel- 
low pansies  and  roses  are  a  favorite  combination  and 
one  that  goes  well  with  the  colors  now  worn  in  tailored 
suits. 

Long  Coats  for  Race  Meetings. 

Paris  has  taken  heartily  to  the  long  coats,  and  for 
the  race  meetings,  long  coats  in  dull  soft  tints  are  being 
prepared.  The  more  conventional  are  of  taffetas,  Shan- 
tungs, etc.  handsomely  embroidered,  but  silk  voile,  ninon, 
and  mousseline  de  soie  are  pressed  into  service  and  some 
clever  and  unusual  coats  are  developed  in  these  soft  drapy 
fabrics. 

Dress  on  the  stage,  as  is  well  known,  has  a  marked 
influence  upon  fashions  and  as  an  indication  of  advance 
styles  the  following  costumes  may  be  described.  At  the 
vaudeville.  Mile.  Yvonne  de  Bray  is  wearing  a  dress  in 
rcjse  mousseline  de  soie  with  the  front  of  the  skirt  and 
the  bodice  embroidered  in  cherries  and  leaves  in  the  same 
color  as  the  gown.  Over  this  gown  is  worn  a  jacket  of 
tussore  in  the  same  soft  rose  tint.  This  coat  has  a  lining 
of  black  and  is  touched  with  black  in  the  border  and  at 
the  neck  and  sleeves. 

In  the  fourth  act  Mile,  de  Bray  wears  a  morning 
dress  of  tillcul  green  tussore.  This  is  a  plain  tailored 
two-piece  suit  and  is  worn  over  a  blouse  of  muslin  in  the 
same  shade.  This  b'ouse  has  a  lining  of  muslin  spotted 
with  blue.  The  jacket  has  a  collar  of  black  and  jet 
buttons. 

Favor  for  Jets. 

Jets  are  coming  on  strongly  in  spite  of  the  fact  that 
jets  are  a  Fall  fashion  and  not  well  suited  to  this  time 
of  the  year.  Jetted  embroideries,  or  laces,  the  pattern 
almost  or  entirely  worked  out  with  beads  or  bugles  of 
jet,  metal,  or  glass,  and  pearls,  are  strongly  featured  now 
and  will  be  in  high  favor  in  the  coming  Autumn.  Tunics, 
aprons,  tabards,  etc.,  are  made  of  net  and  are  encrusted 
with  cabochons,  beads,  bugles,  and  metal  threads  in  almost 
barbaric  profusion  and  splendor.     This  is  due  to  the  grow- 
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Garments  and   Millinery  Illustrative   of   Parisian  Styles 


Hal  of  while  cliip,  trimmed   golden   brim 
velvet  and  wheat  ears. 


Moyen  age  gown  of  jet 
and  mousieline  de  sole. 


Race  CO  t  of  silk 
voile  in  ivy  green, 
braided  with  sou- 
tache to  match,  the 
vest  and  sleeve 
trimmings  of  jet 
sequins. 


Large  capeline  of  gauzy  pink  crinoline;  wreath  of  many-tinted 
pastel  roses  in  mousseline  de  soie  and  tIesoF  pink  salin  ribbon. 
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in"'  influence  of  Moyen  Age  fashions.     The  evening  gown 
i'histrated  shows  how  lavishly  jet  is  used. 

That  fashion  has  by  no  means  done  with  what  may 
l)e  termed  the  princess  figure  is  evidenced  on  all  sides. 
The  great  change  is  in  the  lowered  waist  lino  and  in  the 
fuller  skirts.  Directoirc  skimpincss  is  loosing  its  hold  and 
the  waist  line  is  resuming  its  normal  position.  The  long, 
tight  sleeve  is  developing  slashings  and  puffs — a  scant 
puilf  at  the  elbow  -being  a  decided  feature  of  many  new 
sleeves. 


Premier's  Wife  Causes  Lively  Row. 

Indignation  is  hardly  a  strong  enough  word  to  de- 
scribe 'jhe  feelings  of  the  tradespeople,  particularly  of  the 
dressmakers,  at  the  action  of  Mrs.  Asquith,  wife  of  the 
Prime  Minister,  in  holding  an  exhibition  of  French  made 
goods,  the  work  of  a  certain  M.  Poiret,  of  Paris,  at  the 
famous  official  residence.  No.  10  Downing  Street,  now 
nicknamed  "Gowning  Street,"  writes  the  London  corre- 
spondent of  the  New  York  Herald. 

Here  all  the  latest  dress  productions  of  the  French 
capital  were  displayed  before  Mrs.  Asquith's  admiring 
guests.  Could  any  tradesman  have  a  grander  advertise- 
ment than  this  ?  Of  course  the  trade  of  the  country  was 
up  in  arms  at  once,  and  most  furious  they  waxed.  They 
can't  get  goods  into  France  without  paying  heavy  duties, 
and  yet  here  was  a  Frenchman  invited  to  bring  to  bring 
his  goods  to  England  duty  free,  to  be  exhibited  before  a 
fashionable  gathering  in  the  Prime  Minister's  official  re- 
sidence. 

Oh,  dear,  it  was  too  terrible  !  Up  they  got,  held  in- 
dignation meetings  and  sent  violent  resolutions  to  the 
Prime  Minister.  They  demanded  that  the  members  repre- 
senting them  in  the  House  of  Commons  should  insist  on 
an  explanation  from  the  Prime  Minister.  They  demanded 
that  the  membiers  representing  them  in  the  House  of  Com- 
mons should  insist  on  an  explanation  from  the  Prime 
Minister,  but  the  questions  of  which  notice  was  given 
were  ultimately  withdrawn,  the  fact  of  their  having  been 
put  on  paper  being  held  to  serve  the  purpose. 

Those  interested  in  trade  evidently  assumed  in  their 
fury  that  Mr.  Asquith  himself  must  have  known  and  ap- 
proved of  the  use  to  which  his  official  residence  was  be- 
ing put,  but  it  is  stated,  on  the  highest  authority  that 
such  was  not  the  case.  Mrs.  Asquith,  with  the  impulsive- 
ness and  irresponsibility  which  is  one  of  her  great  charms, 
arranged  for  the  exhibition  of  the  French  gowns  to  sev- 
eral of  her  private  friends  without  any  previous  reference 
to  the  Premier.  She  is  the  very  soul  of  candor  herself 
and  didn't  see  the  artfully  contrived  advertisement  in  the 
scheme  and  regarded  thei  show  as  purely  a  social  domestic 
and  feminine  affair  in  which  her  husband  had  no  concern. 
The  Premier  saw  the  danger  of  the  plan  directly  it  came 
under  his  notice  and  was  very  angry  about  it,  while  Mrs. 
Asquith  was  no  less  sorry  than  he  when  she  found  what 
interpretation  was  being  put  upon  her  action. 

Anyway,  Mrs.  Asquith  showed  regret  in  a  practical 
way  by  immediately  patronizing  English  dresses  made  by 
an  English  firm.  Madame  Lucile,  who,  as  nearly  every- 
body knows,  is  in  private  life  Lady  Duff  Gordon,  gave  one 
of  her  famous  at  homes  when  graceful,  pretty  and  beau- 
tifully gowned  women  paraded  up  and  down  her  lawn. 
There  Mrs.  Asquith  went,  with  her  two  daughters,  sipped 
tea,  listened  to  a  string  band  and,  most  important  of  all, 
bought  some  of  the  lovely  gowns. 

The  dry  goods  store  of  .1.  O.  Mortineau,  Montrejil. 
suffered  danui^e  by  fire  last  nnuitii  lo  th.e  exfeut  of  about 
$2,000, 


Selfridge  Wins  by   Adverrisin^. 

Simon  F.  Rothschild,  a  Brooklyn  merchant,  recently 
visited  Ii(mdon,  England,  with  the  object  of  studying  the 
results  of  the  introduction  of  American  department  store 
methods  in  London.  To  the  New  York  Herald  Mr.  Roths- 
child, remarking  upon  the  progress  which  tiie  Selfridge 
store  has  already  made,  pointed  out  that  the  chief  dif- 
ference between  American  and  English  methods  was  to 
be  found  in  the  advertising  policy  pursued.  American 
merchants  advertised  heavily  in  the  retail  newspapers  and 
in  that  way  kept  up  a  constant  demand  for  seasonable 
goods.  Then  they  supplied  goods  at  seasonable  prices  to 
satisfy  the  demand,  being  content  with  small  profits  and 
quick  sales. 

The  best  brains  that  money  can  buy  are  letained  to 
buy  the  right  kind  of  stocks.  It  takes  no  small  measure 
of  experience  and  skilful  foresight  to  determine  what 
will  be  the  popular  lines  of  a  season.  The  British  shop- 
keeper buys  such  goods  in  a  large  measure  as  he  thinks 
most  desirable.  His  opinion  counts  more  than  the  public's. 
There  is  no  use  trying  to  get  an  English  shop  to  match 
something  they  do  not  ordinarily  carry.  You  simply 
can't  do  it.  Besides  goods  there  always  carry  a  bigger 
margin  of  profit  tiian  the  American  shop  would  expect. 

English  merchants'  methods  of  advertising  are  equal- 
ly crude.  Newspapers  are  used  infrequently  and  by 
uu'ans  of  small  space  only. 

Catalogues  and  price  lists  are,  however,  used  by  the 
million,  much  to  the  annoyance  of  poor  Londoners,  whose 
letter  boxes  are  crammed  full  of  uninteresting  matter 
which  is,  as  a  rule,  most  unattractively  printed  and  sel- 
dom read.  Selfridge  has  gone  in  for  American  methods. 
There  are  not  many  London  papers  but  carry  his  bold 
announcements  daily,  and  his  store  has  been  always  well 
filled  from  the  day  it  opened. 

Mr.  Rothschild  is  of  the  opnion  that  Mr.  Selfridge 
will  revolutionize  English  retailing  methods.  A  good 
proof  for  this  opinion  can  be  found  in  the  fact  that  nu- 
merous large  advertisements  on  the  American  order  are 
now  appearing  daily  for  other  London  shops. 

This  American  store  is  just  about  as  big  a  thing  as 
London  has  ever  seen  "in  the  retail  shopping  line,  and 
already,  although  it  was  only  opened  ten  weeks  ago,  the 
capacity  of  the  store  has  been  taxed  beyond  the  firm's 
greatest  expectations.  Fifteen  other  buildings  in  the 
neighborhood  have  been  taken  over  one  after  the  other 
lo  give  further  facilities. 


Companies  Incorporated. 

McKay  Bros.,  Toronto,  have  been  incorporated  with 
.?40,000,  to  purchase,  sell,  manufacture  and  otherwise 
deal  in  garments  and  wearing  apparel.  The  provisional 
directors  are  J.  T.  H.  McKay,  H.  L.  Klein  and  J.  W. 
McKay. 

Underbill  &  Sisman,  Limited,  capital  $200,000,  have 
been  incorporated  to  manufacture  and  deal  in  boots  and 
shoes.  The  directors  are  R.  D.  Moorhead,  T.  H.  Stin- 
son,  M.  L.  McKinnon,  R.  L.  Johnston  and  R.  H.  Pat- 
erson,  of  Toronto. 

The  Scotland  Woollen  Mills  Co.  with  capital  of 
J  100,000  has  been  incorporated  to  manufacture  and  deal 
in  textile  fabrics  and  yarns,  as  well  as  wearing  apparel, 
furnishings  and  fancy  goods.  The  provisional  directors 
are  :  G.  Miller,  .T.  S.  O'Higerins  and  E.  W.  Goulding, 
and   the  head  office  Toronto. 


Montreal  Horse  Show  as  an  Index  to  Style  Tendencies 

Fashion  Features  Studied  by  Far-Sighted  Designers  -Appropriate  Re- 
tail Advertising  and  Display  —  Smooth  Surfaced  Materials  Principally 
Used  for  Evening  and   Afternoon  Wear  —  Notable  Gowns  Described. 

Staff  Correspondence. 


Montreal,    May    16. 

THE  tenth  annual  Horse  Show  at  the  Arena,  May 
12tli    to   15th,  inclusive,   exceeded   from     every 
point    of    view,    any    previous    exhibition.      The 
horses    comprised    many    more    ciassess    and    a 
larger  field  of  entries  and  from  a  fashion  viewpoint  Mont- 
real gave  evidence  of  its  wealth. 

The  fashion  part  of  the  show  attracted  many  far- 
s.ighted  designers  fi-om  factories  in  Can,a,da,  and  many 
wholesalers  who  were  anxious  to  judge  of  present  styles 
and  future  tendencies.  Montreai  retai'ers,  department, 
dry  goods,  shoe  and  clothing  stores,  particularly  took  full 
advantage  o'f  this  feature  of  the  s'how.  The  Ogilvy, 
advertisememt,  (an  exclusive  dry  goods  store)  which  is 
reproduced,  gives  a  good  idea  of  the  class  of  retail  adver- 
tising done.  Window  displays,  while  not  as  elaT^orate  or 
as  typical  of  the  Horse  Show  as  in  previous  years,  weie 
in  keeping  with  Horse  Show  week.  Either  Horse  Show 
colors,  purple  and  white,  or  something  appropriate  was 
used  in  the  windows  by  the  majority  of  good  stores,  par- 
ticularly in  West  St.  Catiierine  Street. 

The  Montreail  Horse  Show  has  come  to  be  regarded  as 
an  opportunity  to  get  a  view  of  what  is  the  latest  develop- 
ment in  the  Canadian  fashion  world.  Canadian  styloN 
have  come  to  be  regarded  as  peculiar  to  Canada,  and  do 
not  follow  blindly  those  of  any  other  country.  Canada, 
to  a  certain  extent,  sets  her  own  styles,  and  retailers  may 
be  guided  in  buying  by  the  styles  seen  each  year  a,l  thf» 
Montreal  Horse  Show. 

Judging  by  the  g-owns  worn  by  the 
occupants  of  the  boxes,  and  those  seen 
(in  the  Promeniade,  the  Directoire  type 
lias  by  no  means  outsjruwn  its  popular- 
ity. The  slender,  hip'ess  style,  curve- 
less  waist,  narrow  skirt,  natural  width 
shnulders,  and  long,  tig'ht-fitting  sle^'ves 
were  very  much  in  evidence.  There  is 
a.  marked  likeness  between  the  styles 
seeri'  at  the  Montreal  Horse  Show,  and 
ilirsc  piipular  in  New  York  and  Paris. 
The  "tube  woman"  style  is  a,n  ac- 
cepted fact,  and  has  lost  its  novelty. 
It  .sisems  likely  Fall  styles  will  see  the 
Directoire  on  the  wane,  as  it  appears 
now  to  be  at  its  height. 

Evidence  of  this  may  be  had  in  the 
fact  that  among  the  gowns  worn  in  the 
evening,  there  were  a  few  which  were 
;;liing  the  lines  of  the  styles  of  the  Mid- 
dle a.'ies.  showing  the  extended  waist 
line.  Thesa  were  becoming,  and  at- 
tractive, and  in  all  pro'ba'bility  will  be 
taken  up  as  readily,  or  even  more 
readily,  than  the  Directoire  styles  now 
in  vogue.  They  have  the  advantage 
of  11  it  being  so  exaggerated  as  to  re- 
silrict  their  p;ipu'arity.  These  gowns 
are  elaborately  trimmed,  and  those 
seen  on  the  promenade,  as  far  as  the 
bodice  was  concerned,  were  similar  to  a  close-fitting  Prin- 
cess dress,  except   that    the  long  Princess  lines  were  bro- 


oi 


ken  at  the  iiips  wiiere  the  skirt  joined.  This  meeting  of 
bodice  and  skirt  was  hidden  by  a  sash  which  was  also 
seen  on  several  Directoire  gowns.  A  few  ordinary  Prin- 
cess dresses   were  worn. 

Afternoon  Cosfumes. 

Tailor^mail'es  ucie   the  iuIp  of  the  afternoon   perform- 
ances.     There    seemed    (o   'be    notiiing   strikingly    new   in 


Lace-Finished  Sleeve. 


Blacli  Hal  Trimmed   wilh   Pinl(   Rose  Wreath,   Brim  Caught  up 
Shirply  at  Left  S  de  wit  i   Bow  of  Velvet   Ribbon. 


llicse.  The  niajoiily  were  very  simple.  The  three-piece 
costume,  the  Princess  dress  and  coat  were  commonly 
seen,  and  there  were  several  Directoire  dresses,  of  chiffon 
broadcloth,  etc.,  worn  without  coats. 

The  coats  worn  were  of  the  semi-filted  variety,  three- 
(luarter  Length,  trimmed,  with  satin,  'buttons  and  braid, 
more  or  less  elaborately. 

Dutch  collars  of  Irish  lace  were  frequently  seen  on 
the  coats.  A  few  sleeveless  coats  were  noticed,  but  it 
seemed  evident  that  these  have  not  taken  a  very  strong 
liold  as  yet.  A  few  were  also  noted  with  the  Buster 
Brown  belt,  a  hell  worked  into  the  coat  over  the  hips. 
One  costume,  striking  because  of  its  severity,  was  worn 
by  one  of  the  la,dy  exhibitors.  It  was  a.  heavy  eream 
serge,  the  dress  being  a  very  plain  princess,  with  long 
tight  sleeves,  having  an  insert  of  tucked  net,  about  two 
inches  wide,  the  length  of  the  sleeve.  With  this  was  worn 
a  seven-eigth  length  coat,  semifitting.  without  sleeves, 
and  with  the  Buster  Brown  belt.  Plain  tailored  smirt- 
waists  were  much  in  evidence,  worn  with  tailored 
costumes. 
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Materials. 

Sinout'h  surfaced  ni.atefials  were  principally  used  both 
l'i;i'  evening'  and  afternoon  wear.  Directoire  satin  was 
tlie  material  seen  most  frocincntly  in  the  evening  dresses, 
and  other  smooth  .soft  materials  were  also  worn. 

Chiffon  broiadclot'h  was  most  in  evidence  in  costumes, 
and  of  tlie  more  severe  tai'lor-mades  were  often  of  the 
tine  smooth  worsteds.  Very  few  stripes  were  seen,  but 
there  were  enoug-li  striped  costumes  to  indicate  thalt  these 
will  still   hold. 

Tucked  net  was  used  extein-sively  for  yokes  and  sleeves, 
iicnerally  white  or  cream.  Colored  net,  wit'h  the  coarse 
lie.xagon  mesh,  was  employed  in  tihe  same  way  for  trim- 
ming purposes,  being  worn  over  silk  or  other  material  of 
llie  same  shade. 

Jet  yokes  were  a  feature  of  many  dresses,  and  tliese 
yokes  were  usually  finis'hed  at  the  bottom  edge  with  a 
beaded  fringe,  or  je't  ornaments  of  some  sort.  A  few 
Jt'i    ne('kla('(-s  were  also  worn. 

SMHtac'lie  l)raid  was  eimployed'  in  greal  quantities.     T'iiis 


ospreys  were  used  extensively  for  trimmings,  also  wliite 
ositrich  plums. 

Peaoh  basket  and  mushroom  sliapes  were  also  muoh  in 
evidence,  and  many,  particularly  among  the  younger 
ladies,  wore  the  lai^e  hats  with  t'he  slig'htly  upward  rail- 
ing brim.  These  were  worn  tilted  up  slightly  at  the  left 
side,  and  were  decidedly  chic.  Black  seemed  to  be  th<! 
favorite  color  in  these,  but  combinations  were  seen,  the 
top  of  the  'hat  'being  black  or  some  color,  and  the  under 
brim  of  w'hite.  Several  hats  matched  the  costumes,  and 
particularly  on  the  colored  'hats  large  quantities  of  flowers 
were  worn.  Fruit  was  also  used  to  a  great  extent  for 
trimming  purposes,  and  long  ribbon  streamers  were  fre- 
(jucntly  seen.  A  great  deal  of  use  was  made  of  jet 
('a'bufhons.  Hats  worn  by  the  children  were  principally 
of  (he  peach  basket  variety. 

White  Gloves  in  the  Majority. 

The  ;ilni(isl  universal  use  of  the  long  Diiectoire  sleeves 
made   the   short   glove   a    necessity.      The    few    low    necked, 


Rose-Colored  Gown    of    Directoire   Salin, 

Showing  the    Long-VVaisted    Effect 

with  Directoire  Sleeve. 


Tan-Colored  Gown,  Showing  the 
Square  Yoke  and    Bolero 

Effect. 


Seamless    Coat  of    Heavy    Cream 

Serge  Showing  Buster  Brown 

Belt. 


was  applied  in   elaborate   designs  on  costumes  and   even- 
ing dresses. 

Great  Range  of  Colors. 

Owing  to  the  beautiful  colors  worn,  this  year's  Horse 
Siiow  proved  a  scene  of  unprecedented  'brilliancy. 

Vieux  rose,  and  ashes  of  roses  seemed  to  lead  in  popu- 
larity, if  that  could  be  said  of  any  color.  Gaitawba, 
Fompeiian,  prunella,  vieux  bleu,  reseda,  and  peacock,  all 
st-emed  to  be  favorites.  White  and  cream  were  frequently 
noted,  and  a  few  cream  costumes  wit'h  a  blaick  hair  line 
sirijie  were  worn. 

Hats  worn  at  the  Horse  Show. 

A  feature  which  was  noticeable  at  the  Horse  Show 
was  the  number  of  Large  black  hats  worn,  both  at  even- 
ing and  laifternoon  performances.  Many  of  these  'had 
large  crowns,  with  the  broad  brim  caught  up  sharply  to 
the   crown    at    the    left   side.      On    these,    white   Paradise 


short  sleeved  evening  costumes  of  course  necessitated  the 
very  long  gloves.  There  were  a  very  few  three-quarter 
length  sleeves  with  long  gloves,  and  in  one  or  two  in- 
stances long  gloves  were  worn  wrinkled  over  tbe  tight 
fitting  sleeves  to  just  below  the  elbow.  These,  however, 
were  so  few  in  number  as  to  scarcely  figure  in  taking  ac- 
count of  the  gloves  worn.  Naturally,  white  gloves  were 
worn  entirely  in  the  evening.  A  noticeable  feature  of  the 
afternoon  costumes  was  the  number  of  short  white  gloves. 
A  careful  estimate,  based  upon  actual  count,  placed  the 
percentage  of  white  gloves  worn  by  the  oecupants  of  the 
boxes  and  those  on  the  promenade,  at  70  per  cent.  There 
were  a  few  tans,  blacks,  and  chamois,  and  also  a  few 
colore  matching  costumes. 

Veils  worn  at  the  Horse  Show. 

Ru.ssian   net,   in   its  different   varieties,   seemed    to   be 
most  in  favor.     Some  of  tliese,  thoug'h  with  a  tendency  to 
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the  Russian  variety,  seem  to  have  gotten  very  far  from  it. 
Many  wore  veils  of  a  fine  hairlike  mesh,  wiithout  spats 
of  ^ainy  kind.  Black  was  most  frequently  worn,  and 
taupe  seemed  to  come  next  in  favor.  A  few  veils  matched 
the  costume  and  hat  in  color. 

Coiffures. 

The  majority  of  the  coiffures  were  guiltless  of  any- 
thing approaching  marcel  wave.  Straight  'hair,  or  only 
slightly  waved,  seemed  to  be  the  most  popular.  Pompa- 
dours were  very  Low,  .aind  in  many  cases  't'he  hair  Avas  worn 
parted  in  the  middle.  It  was  well  puffed  at  the  sides  and 
the  back,  the  roll  only  reaching  around  the  back  and 
sides  of  the  head.  Puffs  and  curls  were  seen  on  all 
coiffures,  arranged  in  a  variety  of  styles. 

Large  Barettes  were  used  extensively,  and  fancy  pins 
seemed  popular. 

Footwear. 

Pumps,  with  t  small  bow  of  t'he  leather,  were  worn 
'by  a  great  many  of  ithe  ladies.  Many  of  these  had  the 
ankle  strap,  and  some  were  without  it.  The  styles  affected 
were  very  neat  a,nd  smart.  Black  and  gun  metal  were 
most  in  evidence,  bronze  was  seen  'to  some  extent,  and 
with  tailored  custumes  many  wore  tan.  Suedes  were 
occasionally  seen,  both  in  black  and  coilors.  White  and 
lighit   colors    were    worn    to    a    considerable    exteirt   at   th;> 


Distinctive  Apparel  For  The  Horse  Show 


lADIES-   nNE  CLOVES,  EVERY  PAIR  GUARANTEED 


Ate    E^U    C«.    W.A^        Mob.  Jl.dij.  II  M  EJW  b.,*  .11 


DRESS    GOODS 
AND  SUmNGS 


Sheets,  Pillow  Cases.  Printed  ^  Marseilles  Quilts 

A  big  ,p<(ial  purchu.  ol  h<mw 


BOYS  PANTS.  9» 


PILLOWCASE 


»3S0  BED  SPRINGS   ^-W 


»3>0   CAMP   COTS    »3H  t  >.    ^%  j  O  »3S0  BED  SPRI^ 


Wcj-U.  PATTUUO  FOK  JUNE  AR£  H£IU. 


An  Advt.  Illustrative  of  thellmportance'Attach.d  to~the   Horse 
Show  by  Montreal  Merchants. 

evening  performance.  Plain  silk  and  fine  lisle  hosiery 
seemed  to  predominaite,  matching  the  color  of  the  shoes 
worn. 


The  Canadian  Smallware  Co  ,  manufacturing  hooks, 
eyes,  safety  pins  and  brass  headed  nails,  recently  opened 
a  factory  at  St.  Mary's,  Ont. 


C.  M.  Camfron  of  Greenshlelds 
Limited 


Takes  Active  Interest  in  Athletics 

C.  M.  Cameron,  one  of 
the  Executive  of  the  Mon- 
treal Horse  Show,  and  a 
Director  of  the  Arena, 
where  the  Horse  Show  was 
held,  is  well  and  favorable 
known  in  dry  goods  cir- 
cles. He  is  connected  with 
the  firm  of  Greenshields, 
Ltd.,  Montreal,  where  he 
is  employed  in  the  capac- 
ity of  general  salesman 
for  the  entire  warehouse. 
Visitors  to  the  warehouse 
are  usually  greeted  by  him 
at   the   main   entrance. 

Mr.  Cameron  is  a  native 
of    Montreal,    and    his    dry 

goods  experience  in  that  city  has  extended  over  a  period 
of  twenty  years.  He  began  his  business  career  with  the 
firm  of  J.  J.  Mackenzie,  St.  Paul  St.,  and  later  was 
with  Jas.  Johnson  &  Co.,  until  they  were  succeeded  by 
W.  R.  Brock  Co.,  Ltd.  He  was  then  connected  with  the 
latter  firm  for  sometime,  until  about  seven  years  ago, 
when  he  left  to  take  up  his  present  position. 

Mr.  Cameron's  connection  with  the  dry  goods  trade 
of  Montreal,  both  as  traveling  and  warehouse  salesman, 
has  resulted  in  making  many  friends  in  the  city,  while 
he  has  also  become  well  known  to  many  merchants 
throughout  Canada.  Aside  from  his  business  connection 
he  is  favorably  know  in  musical  and  sporting  circles. 
He  is  a  life  member  of  the  Montreal  Amateur  Athletic 
Association,  and  was  at  one  time  on  the  Board  of  Direc- 
tors, as  well  as  President  of  the  Glee  Club  in  connec- 
tion with  the  Association. 


Holt,  Renfrew  &  Co.  to  Pay  Big    Rental. 

Alex  C.  Ross,  an  employee  of  the  Standard  Woolen 
Mills,  Toronto,  for  more  than  twenty  years,  died  early  in 
May. 

Fred  FowHo.  of  Orillia,  has  sold  his  stock  of  general 
dry  goods  and  groceries  to  C.  M.  Boys,  of  Toronto.  It 
is  Mr.  Fowlie's  intention  to  go  into  life  insurance. 

H.  A.  Adam  &  Co.,  have  purchased  the  general  store 
of  T.  M.  Gilpin,  of  Hawkestone.  The  interior  of  the  store 
is  being  remodeled,  and  new  shelving,  counters  and  silent 
salesmen  will  be  installed.  The  light  of  the  store  will  be 
greatly  improved.  Mr.  Adam  was  formerly  train  des- 
pateher  on  the  C.P.R.  at  Kenora. 

The  northwest  corner  of  Yonge  and  Adelaide  streets, 
Toronto,  has  been  let  to  Holt,  Renfrew  &  Co.,  furriers,  who 
will  put  $1.5.000  worth  of  improvements  on  the  building. 
The  property,  which  belongs  to  Dr.  Sheard,  M.H.O.,  has 
a  frontage  on  Yonge  street  of  52  feet  and  a  depth  of  100, 
and  is  assessed  at  $12.3,000.  The  rental  is  to  be  $17,000 
and  taxes  for  21  years.  The  corner  is  now  occupied  by  the 
Savoy  restaurant. 

G.  E.  Newkirk,  for  the  past  three  years  advertising 
manager  with  the  firm  of  Thomas  C.  Watkins,  dry  goods 
merchant,  Hamilton,  has  taken  a  position  as  merchandise 
manager  and  advertising  manager  with  Denholm  &  Mc- 
Kay Go's.,  big  department  store  of  Worcester,  Mass. 
Mr.  Newkirk  will  have  charge  of  twenty-four  buyers  for 
the  firm,  in  .nddition  to  his  duties  as  advertising  manager, 
and  he  wiH  have  four  copy  writers  under  him  in  this  de- 
partmient.  The  Denholm  &'  McKay  Co.  is  a  large  con- 
cern, doing  a  yearly  $.5,000,000  business. 


Brilliant   Fashion    Display    at    the    Woodbine    Races 

Exceptional  Beauty  and  Harmony  of  Color— Soft  Tones  in  Extreme 
Popularity— Some  Elaborate  Gowns  and  Cloaks  in  Soft  Pastels— Sev- 
eral Dresses  Illustrative  of  Moyen  Age    Effect— Shoes   and    Hosiery. 


THE  best-dressed  gathering  ever  seen  at  the  Wood- 
bine race  track,  was  the  opinion  expressed  upon 
all  sides,  and  those  connected  with  the  trade 
who  visited  the  park  during  the  progress  of  the 
present  meeting  must  admit  that  Toronto  is  making  good 
the  claim  to  be  considered  a  leading  Canadian  fashion 
center.  They  must  have  felt  that  the  time  spent  in  the 
study  of  dress  at  the  races  was  illuminating  as  it  showed 
those  points  in  the  present  style  that  appealed  most 
strongly  to  the  taste  of  Canadian  women. 

On  all  the  principal  days  the  weather  was  bright  and 
sunny  though  there  was  still  a  hint  of  unseasonable  cool- 
ness in  the  air.  This,  perhaps,  was  no  drawback  from 
the  point  of  view  of  those  connected  with  the  trade  for  it 
made  the  wearing  of  some  sort  of  a  wrap  a  necessity. 

The  exceptional  beauty  of  the  colors  now  worn  and 
their  harmonious  blendings  was  responsible  for  much  of 
the  brilliance  of  the  scene.  Closer  investigation  and  clas- 
sification revealed  the  high  favor  in  which  wisteria  and 
amethyst  shades  are  held.  This  is  in  strict  accord  with 
Paris  ideas,  and  it  may  also  be  mentioned,  is  in  accord 
with  the  placing  of  orders  for  the  Fall  season.  Gowns, 
cloaks,  and  especially  millinery  showed  that  in  the  smart 
set,  at  least,  the  soft  tones  of  amethyst  are  in  extreme 
popularity.  Faded  rose  shades  and  odd  pinks  in  many 
tints  were  well  worn  while  quite  a  number  of  the  most 
elaborate  gowns  were  in  the  new  gold  or  khaki-doro 
shades.  Deep  yellow  greens  were  almost  the  only  shades 
of  this  color  worn  while  bright  golden  browns  and  chest- 
nut shades  were  seen  in  the  popular  rough  silk   suits. 


Soft  Pastel  Shades. 

Some  very  elaborate  gowns  were  in  soft  pastel  shades 
of  mysotes  blue,  and  Dubarry  pink,  helio  and  corn  colors 
and  soft  pearl  greys.  Pastels,  it  is  said,  arc  slated  for  a 
revival  in  the  early  future.  Not  so  many  satins  were 
seen — casemirc  de  sole,  ninon,  and  marquisette  being  more 
in  evidence  than  satin.  Many  chifton  broadcloths  were 
worn,  and  soft  ribbed  silks  of  the  Ottoman  and  Bengaline 
order  formed  the  material  for  a  number  of  smart  suits. 

That  Directoire  styles  have  reached  the  turning  point 
was  very  evident,  though  many  women  had  chosen  this, 
to  the  slender  woman,  most  graceful  of  styles.  Very 
much  noted  were  several  gowns  in  the  new  Moyen  age  ef- 
fect. The  figure  outline  is  much  the  same  as  when  the 
Directoire  is  worn.  Hips  are  suppressed  as  much  as  pos- 
sible, the  only  difference  being  that  the,  waist  has  drop- 
ped into  its  normal  position.  A  typical  gown  noticed  in 
this  new  style  was  developed  in  old  blue  raw  silk.  The 
long  corslet  waist  was  braided  with  soutache  of  the  same 
color.  The  close-fitting  waist  part  came  well  below  the 
hips,  and  the  skirt  was  formed  of  a  pleated  flounce  of  the 
silk.  Another  development  of  the  Moyen  age  idea,  not  so 
extreme  as  the  gown  described  above  was  the  finishing  of 
the  princess  dress  with  a  deep  pleated  flounce.  Many  of 
these  gowns  show  the  long  tight  sleeve  varied  with  a 
scant  puff  at  the  elbow,  indeed  many  gowns  showed  some 
trimming  effect  at  the  elbow.  All  sleeves  were  of  the  full 
length,  and  gloves  therefore  were  wrist  lengths — white  be- 
ing almost  universally  worn,  save  where  the  gown  was  a 


plain  cloth  tailor  made.     With  these  gowns  tans  were  the 
general  wear. 

Dainty  Footwear. 

Particularly  noticeable  was  the  especially  dainty  foot- 
wear. Pumps  were  very  generally  worn,  and  even  with 
the  light  colored  gown  the  black  shoe  was  most  worn. 
Patent  leather  was  first  choice,  but  gun  metal  and  suede 
were  also  much  in  evidence.  Tans  were  seen,  but  not 
nearly  to  the  same  extent  as'  last  year.  As  a  rule  it  was 
only  when  a  linen  one-piece  dress,  or  a  suit  was  worn 
that  the  shoes  matched  the  gown.  Black  hose  was  much 
worn  in  the  sheerest  of  gauze  effects,  drop  stitch  and  em- 
broidered, neat  and  small  patterns  being  much  worn.  The 
black  shoe  with  the  hose  matching  the  gown  was  also 
good  style.  It  might  be  said  that  the.se  two  styles  were 
about  evenly  divided. 

The  high  popularity  of  the  white  lingerie  petticoat 
was  another  interesting  feature.  These  were  worn  even 
when  the  gown  was  of  silk.  Many  were  lace^trimmed,  but 
the  majority  were  of  handsome  embroidery.  In  all  cases 
they  showed  the  deep  flounce.  .Soutache  patterns  were 
noted  both  in  the  lace  and  the  embroidery. 

Elaborate  gowns  showed  the  yoke  of  net  lither  tuck- 
ed or  striped,  the  new  note  being  the  use  of  metal 
threads  in  darned  in  patterns.  Gold  net  was  also  used 
to  veil  white.  The  high  collar  was  fcen  on  all  these 
gowns  but  often  neither  the  yo!  e  nor  the  net  sleeves  had 
apparently  any  lining.  This  gave  a  very  decollete  effect 
to  many  gowns. 

Yam-dyed  Striped  Worsteds. 

Tailor-made  gowns  in  three-piece,  two-piece,  and  also 
in  princess  styles  were  very  numerous.  Many  grey-striped 
bright-finished  worsteds  were  worn,  grey-striped  mixtures 
being  prominent.  A  new  departure  noted  was  the  pre- 
sence of  yarn-dyed  striped  worsteds  in  diagonal  weave 
and  with  a  close,  hard  finish,  rather  than  a  bright  one. 
These  fabrics  were  developed  in  two  or  three  tones  of  the 
same  color— neutral  tones  of  grey,  fawn,  stone,  etc.,  be- 
ing most  seen.  Some,  however,  had  stripes  of  subdued 
color  running  through  them.  Many  rough  navy  serges  and 
cheviots  were  worn.  White  serge  was  the  choice  of  many 
women,  and  the  latest  note  was  the  trimming  of  the 
white  serge  suit  with  jet  buttons. 

Raw  Silk  Fabrics. 

Decidedly  the  best-worn  material  was  the  rough, 
.  bright,  raw  silk  fabrics.  This  was  much  in  evidence  in 
the  natural  shade  and  in  all  the;  faded  pastel  shades  so 
popular  now.  The  latest  color  is  a  deep  khaki  brown, 
then  there  were  many  shades  of  blue,  raspberry  and  pink. 
This  fabric  was  also  seen  in  pastel  shades  in  mysotis 
blue,  in  rose  pink,  and  pearl  grey.  Suits  of  this  fabric  in- 
variably had  collar,  cuffs  and  facings  of  black  peau-de- 
soie,  or  moire,  and  buttons  of  jet  or  satin.  More  dressy 
suits  were  developed  in  cotele  weaves  and  Bengalines  and 
with  suits  of  this  class  the  blouse  was  of  marquisette  or 
net  in  the  same  shade.  A  pretty  suit  in  pearl  grey  cotele 
was  noted.  The  skirt  was  cut  perfectly  plain  and  had  a 
moderate  train  formed  into  a  square  hy  the  straight  back 
gore. 


9> 


1 )  1<  ^      C,  U  O  D  S     H  I-;  \    1  II  w 


Notable  Gowns 
Seen  at  the  Woodbine  Races 


Heavy  crochet  lace  sepjrate  coal  worn  over 
gown  of  wistaria  cashmere  de  sole,  with 
pleated  panels  of  fancy  spotted  silk  let  in 
at  the  side.  Hat  of  black  rough  straw,  lined 
with  white  and  wreath  of  shaded  roses. 
Fashionable  side  roll. 


Directoire  Gown  of  Apricot  Broidcloth,  guiinpe 
and  sleeves  of  tucked  and  etibroidered  net, 
bolero  heivily  braided  with  sime  shade  of 
soutac'ie,  buttons  and  tasselj  of  dull  gold. 
Larje  b'jckcrin  hjt,  with  high  side  roll. 


Suit  of  Rose  Rough  Silk.  Coit  heivily 
braided;  hat  of  black  straw  with  underbrim 
faced  with  white  straw;  mixed  flowers  as 
ri  Timing,  mau/e  predominating. 
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Notable   Gowns 
Seen  at   the   Woodbine   Races 


#^'V. 


Suil  o'  rough  silk.  Many  of  the  newer 
suits  had  hindsome  vests  and  were 
trimmed  with  braid  motifs.  Buttons 
are  as  much  in  e/idence  as  ever. 


Early  Victorian    quite  away  fron  the  tendency 
of  the  past  few  seasons. 


Plain  tailored  suit  of  white  serge,  trim- 
med, buttons  to  match  and  touches  of 
soutache  in  black. 
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Silver  in  Buttons  and  Trimmings. 

The  coat  was  Louis  XIII  in  shape  trimmed  with  silver 
soutache  and  large  antiqi.e  silver  buttons.  The  high 
military  collar  small  rcvers  and  waistcoat  were  of  silver 
embroidered  net  lace.  The  skirt  continued  an  inch  or  so 
above  the  waist  line— not  quite  in  Empire  effect  but  just 
high  enough  to  dispense  with  a  belt.  The  waist  was  of 
grey  marquisette,  ha\ing  a  yoke  effect  formed  of  small 
tucks  crossed  by  a  wide  silver  lace  below  the  bust.  There 
was  a  square  yoke  formed  of  silver  galoon  and  the  neck 
was  of  the  same.  ;With  this  beautiful  costume  was  worn 
a  large  black  hat.  The  crown  was  of  melon  shape  and 
the  wide  straight  brim  rolled  slightly  up  to  the  left  side. 
The  hat  was  of  crin  and  the  trimmings  consisted  of  a 
wide  velvet  ribbon  encircling  the  crown,  and  a  panache 
(A  black  plumes  fastened  in  by  a  jet  ornament.  Caught 
around  the  crown  was  a  scarf  of  Chantilly  lace,  and  this 
was  brought  around  the  bust. 

The  All-Black  Hat. 

The  all-black  hat  trimmed  with  ostrich  and  velvet  and 
with  often  a  touch  of  jet  was  certainly  the  one  most 
worn  by  the  most  smartly  gowned  women.  Many 
black  and  white  hats  were  seen  and  when  either  white  or 
a  color  was  used  as  the  trimming  the  hat  was  generally 
of  coarse  straw  braid,  and  was  worn  with  a  tailored 
cloth  suit.  Next  to  black  the  violet  or  amethyst  hat  was 
most  in  evidence,  ami  moreover  hats  of  this  color  were 
worn  with  almost  all  colored  suits — and  more  rarely 
when  the  gown  was  of  mauve  or  amethyst  shade.  T  hese 
hats  were  flower-trimmed,  Beauty  roses  and  mixed  (lowers 
being  used  in  combination  with  wide  velvet  ribbon. 
Pretty  lingerie  hats  were  numerous,  having  in  most  cases 
full  crowns  and  frilly  lace  brims.  The  trimmings  were 
wreaths  of  small  shaded  roses  and  wide  pink  or  blue 
satin  ribbon.    Ties  were  worn  on  most  of  these  hats. 

It  would  be  pretty  difficult  to  select  any  one  shape  as 
I  lie  leading  one.  Hats  for  the  most  part  were  very  large, 
but  moderate  sized  shapes,  and  even  some  very  smart 
small   hats    were  seen. 

Separate  Coats  in  Various  Styles. 

The  vogue  of  the  one-piece  or  princess  dress  has 
brought  the  separate  coat  back  into  high  favor  and  a  re- 
markable feature  of  the  dress  display  was  the  number  and 
variety  of  coats  worn.  Materials  also  were  as  varied  as 
the  styles.  Many  were  of  linen  in  natural  shades  and  in 
colors,  raw  silks  were  used  in  all  colors,  and  in  the  na- 
tural shade,  and  broadcloths,  in  oyster,  in  pastel  shades 
of  blue,  pink,  helio,  corn  color  and  pearl  were  seen, 
many  were  in  cape  form  and  handsomely  braided.  Wraps 
of  silk  crepe  and  Persian  patterned  crepe  were  also  worn. 


Collection  Department  in  Chatham. 

(Staff  Correspondence.) 

Chatham,  May  28. — The  collection  department  in 
ciiuneBtion  with  the  local  Reitail  Merc'hants'  Association 
is  now  an  actual  fact. 

Duinng  the  past  week  Secretary  Powers  and  Co'IIector 
W.  M.  Murdock  have  been  hard  at  work,  canvassing  pros- 
pective members.  Pending-  the  results  of  t'heir  efforts, 
the  inauguration  of  the  system  was  deferred. 

A  special  meeting  was  held  recently  to  hear  the  re- 
sults of  the  work  of  the  collector  and  the  secretary.  They 
reported  lliat  44  members  had  signed  for  the  colie'ctinn 
(lepartment,   and   that    there    were  in   addition   practically 


20  certain  prospeots,  who  merely  awaited  the  inauguration 
of  the  system  to  come  in.  It  was  accordingly  unanimous- 
ly decided  to  go  ahead  wlt'h  the  scheme,  t'he  resolution 
to  t'his  effect  also  recommending  that  members  be  asked 
t'O  send  in   t'heir  accounts  for  eoilection   at  once 

The  .aissoeiaition  has  been  working  with  an  ultim^ate 
membership  in  the  'collection  department  of  80  as  its  ob- 
jective point.  It  is  felt  that  results  so  far  have  been  very 
encouraging.  The  list  of  signatories  covers  the  various 
mercantile  professions  pretty  thoroughly.  The  list  would 
'have  been  larger  had  it  not  been  for  'the  fact  t'hat  some 
seven  or  eight  members  had  signed  .a  considerable  time 
before  with  a  Detroit  collection  agency,  and  t'heir  con- 
tracts had  not  yet  run  out. 

The  system  will  be  inaugurated  at  once.  It  was  orig- 
inaily  intended  to  pay  Co'leetor  Murdock  and  Secretary 
Powers  fixed  salaries,  regardless  of  the  number  of  mem- 
bers, but  to-night  the  assoeiation  decided  to  ailot  the  se'C- 
refary  three-eig'hths  and  the  collector  five-eighths  of  the 
membership  fees.  This  will  be,  it  is  felt,  an  incentive  for 
the  bringing  in   of  new   members. 

The  merchants  in  the  adjoining  town  of  Wallaceburg 
are  eontemplating  the  formation  of  an  .association  and 
the  inauguration  of  a  similar  system  for  handling  coliee- 
tions.  Mr.  E.  Askunas,  of  that  town,  was  present  at  to- 
niglit's  meeting  securing  pointers.  Wallaceburg.  owing  to 
the  fact  that  some  of  its  leading  industries  are  in  opera- 
lion  oniy  part  of  (he  year,  is  a  big  town  for  credits,  and 
the  need  of  a  .■^yslcm  of  looking  after  them  is  felt. 

The  inauguration  of  the  system  here  comes  as  the 
climax  of  a  couple  of  moii'ihs'  preparatory  work.  a,nd  two 
weeks'  'hustling  on  the  part  of  the  two  association  offi- 
cials and  of  individual  merchants. 

At  a  meeting  two  weeks  ago  the  executive,  after  hear- 
ing an  ad'dress  from  D.  A.  Scroggie,  secretary  and  offi- 
cial colleet'or  for  the  Guelph  association,  brought  down 
tlie  fir.sit  tangible  propn.siition  for  a  collection  system  here. 
The  following  clauses  were  embodied  in  the  executive 
iTpoi't.   as   finally   adoptetl: 

1.  That  the  flat  rate  system  of  assessing  members 
be  adopted. 

2.  T'hat  the  .a.nnual  assessment  be  fixed  at  $10  a  year 
fo'r  the  collection  department,  exclusive  'of  .$2,  the  regular 
membership  fee  in  the   association. 

3.  That  in  organization  work  a  thirty-day  post-datiul 
checque  or  a  thirty-day  note  be  taken  from  prospective 
members,  to  be  returned  if  enough  memjbers  are  not  se- 
cured to  ensure  the  smceess  of  the  undertaking. 

t.  That  the  proceeds  of  collections  be  divided  equally 
among  the  different  merchants  to  whom  accounts  are 
owed,  irrespective  of  the  amounts  of  their  claims. 

5.  That  the  division  of  receipts  be  made  semi-monthly 
and  a  written  report  furnished  monthly  to  every  mer- 
chant joining  the  department,  showing  the  names  of 
debtors  against  whom  the  assoeiation  holds  accounts,  the 
amount  paid  by  each  en  account,  and  the  names  of  debtors 
removed  from  the  list. 

6.  That  a  .secretary-treasurer  be  appointed  to  do  thi- 
clerical  work,  and  to  have  general  supervision  over  the 
work  of  the  colleetor. 

J.  W.  Powers,  who  has  been  secretary  of  the  associa- 
tion' for  some  time  past,  was  named  to  look  after  the 
clerical  work,  and  W.  M.  Murdock  was  appointed  collec- 
tor. Mr.  Murdock  was  formerly  in  the  groeery  business, 
but  for  the  past  year  or  two  has  been  engaged  in  insur- 
ance  work  here. 

The  system  .so  far  .applies  only  to  collections  inside 
the  city  and  suburbs.  A  scheme  for  handling  outside  col- 
lections is,  however,  bejnjr  studied  out  by  the  executive. 


Trend  of  Styles  in  Canadian  Dress  Goods 

Every  Indication  of  Heavy  Distribution  for  Fall  —  Lessening  of  In- 
terest in  Highly-Finished  Satin-Faced  Goods  —  Dark  Colors  Held  in 
Strong  Favor    Rough  Weave  Materials  will  Probably  be  Fall  Leaders. 


NOT  only  are  merinos  and  fine  cross-breds  ruling- 
'higher,  but  tlie  cuarrier  wools  are  sliowing  a  ten- 
dency towards  advances.  Tiie  fabrics  nww  sell- 
ing are  all  produced  from  tine  wools,  and,  as 
t'he  bulk  of  the  season's  crop  is  now  being  worked  up. 
there  is  nothing  but  a  maintaining  of  present  values,  or 
of  further  advances  in  sight.  The  dis'tribution  for  Fall 
is  well  advanced,  and  there  is  every  indication  that  a 
lieavy  business  has  been  done.  The  backward  Spring  has 
iiad'  an  adverse  influence,  particularly  in  the  smaller  cen- 
tres, and  t'his  applies  most  foi-cibly  to  tlie  Ontario  ground. 
Just  as  soon  as  a  week  or  so  of  the  much-needed  sunshine 
arrives  it  is  expected  that  t'he  orders  from  these  sections 
will  come  up  to  anticipations,  as  stocks  are  lig'ht,  and 
prospects  for  tlie  Fall  exceilent. 

Even  in  the  larger  centres  the  cont'inued  cold  and  rain 
is  the  source  of  much  grumbling,  'but  it  has  not  served 
to  check  buying.  Business  was  fully  25  per  cent,  ahead 
of  last  year  for  January,  February  and  March,  but  April 
and  May  have  averaged  just  albout  the  same. 

Reports  of  sales  go  to  show  thait  there  is  a  lessening 
interest  in  the  very  highly  finished  satin-faced  fabrics. 
Bright  finishes  in  worsteds,  in  sedans,  broadcloths,  cash- 
meres, etc.,  are  being  freely  ordered.  Satin-striped  worst- 
eds, fancy  broadcloths,  Bedford  and  other  cord  weaves, 
poplins  and  serges — stripes,  diagonal  and  traver.se  weaves 
— are  all  aeeord'ed  a  liberal  representation. 

All  reports  s'how  the  strong  favor  in  vvliieli  dark  colors 
are  held,  and  also  t'he  growing  favor  of  black.  The  color 
movement  is  still  a,way  from  staple  shades,  navy  being 
tlie  only  standard  color  that  has  a  good  representation. 
Wistaria,  amethyst  and  prunelle  shades  head  the  3o]or 
list,  with  faded  rose  shades  leading  down  to  catawba,  and 
dreg9-of-wine. 

In  the  United  States,  the  better  trade  is  giving  a  re- 
presentation to  rougher  weaves.  Unfinished  worsteds  are 
selling,  cheviot  weaves  and  diagonal  effects  are  good,  and 
melanges  and  mixtures  are  shown. 

The  cutt.ing-up  trade  is  making  free  us?  of  both  cream 
serges  and  shepherd's  checks,  and  a  lar^e  Summer  busi- 
ness is  anticipated. 


Pongee  Shantungs  and  Foulard  Silks. 

For  Summer  selling  pongees  and  shantungs,  as  well  as 
foulards,  are  those  in  evidence.  In  the  rougher  weaves  the 
new  khaki  shad'es,  tapestry  blues,  and  the  various  rose 
shades  are  most  in  evidence  ;  dark  amethysts  are  also 
coming  to  the  front.  Silks  of  this  c'ass  are  made  up  into 
two-piece  suits,  one-piece  dresses,  and  fancy  separate 
coats.  The  makers-up  are  taking  peau-de-soie  for  trim- 
ming purposes,  and  moires  are  coming  into  favor  for 
separate  skirts  and  for  trimming  purposes. 

For  separate  coats  and  suits,  ottomans,  bengalines 
and   other  ribbed  weaves  are  selling. 

I' 

Wash  Fabrics. 

In  the  retail  end  of  the  trade,  business  is  becoming 
brisker,  and  'buyers  are  ma.king  strenuous  efforts  to  get 
stocks   down   before   the   sales  period    arrives.      In    many 


<jf  the  best  .selling  lines  the  supply  is  short.  This  applies 
lo  linens,  repps,  poplins,  and  some  of  the  'highly  mercer- 
ized mater'iais. 

There  has  been  a  bigi  jale  of  suiting  fabrics,  tans, 
mauves,  blues  and  pinks  being  the  leaders.  Mauve  is 
moving  up  to  'the  front  and  promisies  to  be  a  big  selling 
color,  if  not  the  leading  shade,  before  t'he  season  ends. 
Silk  and  cotton  fabrics  in  sheer  weaves  are  also  free  sell- 
ers. In  white  goods  fi'ne  lawns,  linons,  batistes,  cross-l)ai' 
muslins,  dimilics  ami  liiicii-fiiiislied  cottons  a.re  the  big 
sellers. 


Favored  Fabrics  for  Fall  and  Winter. 

(Staff  'Corresipondence.) 

New  York,  May  28. — ^W'hen  it  comes  to  a  question  of 
fabrics  for  use  in  women 's  wear  for  next  Fall  and  Win- 
ter, one  treads  on  dangerous  ground,  as  it  is  indeed  hard 
to  tell  just  what  ones  will  be  mostly  in  demand.  It  is  still 
an  uncertain  problem  and  will  be  until  the  actual  Fall 
garment  buying  begins  in  July  and  Augus't.  Especially 
is  this  true  of  this  season  w'hen  we  are  constantly  being 
ciiiifronted  wit'h  a  transition  period  of  fashions. 

However,  those  manufacturers  who  axe  catering  lo  the 
l);'lter  class  of  trade  are  taking  fi'eely  of  novel  rougli  ef- 
fects and  from  all  appearances,  rough  weave  materials 
will  have  first  chance  in  the  fabric  field.  These  new 
foug'h  wea.ves  are  of  the  camel's  hair  and  homespun 
variety,  with  a  large  sprinkling  of  unfinished  worsteds 
among  t'hem.  Should  this  sort  of  fabric  take  well,  the 
position  of  t'he  unfinished  materia'ls  and  cheviots  will  be- 
come  quite   strong. 

A  number  of  manufacturers  tliink  as  much  as  ever  of 
broadcloths,  however,  also  serge  and  fancy  effects.  Fancy 
grey  mixtures  in  worsteds  will  be  especially  good  for  sep- 
arate skirts.  Serge  is  shown  in  a  number  of  novel  weaves, 
alt'hough  t'he  plaiin  serges  are  holding  their  own.  Other 
novelties  in  the  fabric  line  are  corded  and  ribbed  ma- 
terials, w'h'ieh  are  used  for  coats  and  suits,  as  well  as  cos- 
tumes. These  are  s'hown  in  monotone,  two-tone  effects  and 
mixtures. 

The  color  tendency  is  stil'l  for  very  dark  shades  and 
among  the  new  novelty  shades  are  a  few  deep  brown  and 
purpii.s'h  reds  which  are  on  the  d'regs  of  wine  and  raisin 
order. 

Greys  are  to  be  good  in  very  dark  tones;  also  taupe, 
smoke  and  stone  greys  a,s  well  as  shades  which  are  of  tlie 
castor  family.  Greens  are  showing  up  very  strongly  and 
it  is  anticipated  'that  this  Fall  they  will  ha,ve  strong  repre- 
sentation. 

Black  will  be  especially  favored  by  the  ultra  fashion- 
able trade.  Black  and  white  effects  will  also  be  good, 
and  we  may  expect  to  see  many  such  effects  tliroughoui 
the  Fall  and  Winter  season. 

For  t'he  popular  trade  the  rose  shades  will  occupy  the 
most  conspicuous  place,  although  in  darker  tones  than 
those  seen  this  Spring.  Blues  are  always  good  and  this 
coming  season  we  shall  see  them  in  faded  cadets,  gend- 
arme and  Pm.ssian  blues.  Navy  blues  are  staple  and 
s'hnrld    always   be  included    in    fabric  stocks. 
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DRKSS     GOODS 


Dry  Goods  Review 


THE 

Trade  Mark  of  Quality 


Ladies'  Suitings 
Mantle  Cloths 
Woolen  Sheets 
Blankets,  Yarns 

Harris   &   Co.,    Limited 

ROCKWOOD         -         -  ONTARIO 


REPRESENTATIVES  : 
MONTREAL  -  HECTOR  PREVOST.  710  St.  Hubert  Street 
HALIFAX      •  G.  A.  WOODILL,  Roy  Building 
LONDON        •  J.  A.  IRWIN,   141  Princess  Avenue 
WINNIPEG    ■  McRAE  &  WALKER,  Ashdown  Block 


Appearances  Count 

Textile  samples  of  every  description   look 
their  best  when  cut  with   54imped,   pinked, 


or  serrated  edpfe. 


"EASICUT"  MACHINES 

are  made  for  this  purpose.  Carried  in  stock 
at  Montreal  in  various  sizes  from  8  inch  to 
32  inch  wide  knife.  Made  by  J.T.  Hardaker, 
engineer,  99  CrowtherSt.,  Bradford,  Kni^:. 


This  style  is  ou-  Haod  Power  Machine  made  to  cul  30  or  32  ioch. 
Made  for  power  work  if  waoled. 

SOLE  CANADI4N  AGENTS: 

WALTER  WILLIAMS  &  COMPANY 

525  St.  Paul  St.,  Montreal 


Enquiries  Solicited 


Calalo^aes  aod  Prices  oa  Heqaesl 


Reds  are  making-  steady  gain  a.nd  they  will  be  very 
good  this  Fall.  Especially  favored  are  tho.se  sliades  of  the 
new    purple    tones   and   Pompeian    reds. 

At  the  present  time  the  dress  goods  counters  are  hav- 
ing a  large  run  on  checked  patterns,  black  and  whites 
taking  the  lead,  white  serges  with  and  without  stripes. 
The  stripes  of  black  are  having  unusually  good  sales  and 
for  the  Summer  tlvey  will  be  seen  quite  extensively  made 
up  in  two  and  three-pieee  tailored  suits,  as  well  as  Prin- 
cess ens'tumes. 

Montreal  Board  of  Trade  Resolutions. 

Montreal.  May  28. — Canada  will  seiul  representative.^ 
to  the  Imperial  Congress  at  Sydney,  Australia,  in  Sep- 
tember. On  May  6th,  at  a  meeting  of  ithe  Montreal  Board 
(if  Trade  a  resolution  to  be  submitted  then,  introduced 
by  Mr.  Meighen,  (Lake  of  the  Woods  Milling  Co.,  and  C. 
P.R.  director),  and  seconded  'hy  A.  McFee,  grain  mer- 
ehaii't,  was  passed.  This  resolution  was  commonly  inter- 
preted as  favoring  free  trade  within  the  Empire,  with  the 
lider  added,  however,  "in  as  far  as  the  revenue  shall  per- 
niil."  This  resolutidii  was  passed  at  a  meeting  when  few 
mem'bers  attended,  and  it  did  not  please  many  memhers 
(if  the  Board  of  Trade,  and  a  speeLail  meeting  was  caled 
on  May  18th  to  \ote  upmi  the  following  resolirtion : 

"Whereas,  the  fourth  and  fifth  Congresses  of  ('ham- 
hers  of  Connneree  <yf  the  Empire,  expressed  the  oplnidn 
that  the  bonds  of  the  British  Empire  would  be  materially 
s'ti-engthened  by  a  mutually  beneficial  commercial  policy; 

"Whereas,  it  is  the  opinion  of  this  Cong'ress,  that  it 
is  in  the  interests  of  the  Empire  that  steps  should  be 
taken  towards  consummating  such  an  arrangement; 

"Whereas,  the  sixth  Congress,  held  in  London  in  190(), 
ui-ged  upon  His  Majesty's  Governments  in  the  United 
Kingdom  and  in  the  various  Colonies  and  Dependencies, 
the  advantage  of  granting  preferentijai  treatment  in  their 
respective  markets  on  a  reciprocal  ba.sis,  each  to  the  other, 
beiieveing  that  thereby  the  bonds  of  union  would  be 
strengthened,  the  different  parts  of  the  Empire  more 
rapidly  developed  and  Imperial  commerce  thus  increased; 

"Be  it,  therefore,  resolved,  that  this  Congress,  whilst 
reaffirming  the  foregoing,  urge  upon  the  (lovernm.ents  of 
the  Empire  that  they  treat  this  matter  as  of  present  prac- 
tical importance,  and  that  each  organization  represented 
at  this  Congress  pledges  itself  to  press  its  respective 
(rovemment  to  take  such  action  at  tlie  next  Impeiiail  (Con- 
ference as  will  give  effect  to  the  principle  advocated  in 
this  resolution." 

This  resolution  was  interpreted  as  declaring  for  pre- 
ference on  a  reciprocal  hasis,  and  the  vote  was  passed  by 
a  large  majority.  C  E.  Drummond  (Iron  and  Steel)  and 
many  others  spoke  in  favor  of  the  reciprocal  basis.  Mr. 
Drummond  declared  free  trade  within  the  Empire  to  be 
impossible,  because  of  the  diversity  of  climate  and  other 
things.  He  pointed  out  that  the  preference  given  Great 
Britain  to  be  lasting'  and  satisfaictory  must  'be  mutual. 

Alex.  McFee,  speaking  in  favor  of  the  original  residu- 
tion,  pointed  out  the  danger  of  western  crops  going  to 
the  United  States,  instead  of  to  Great  Britain,  unless  Can- 
ada w.a.s  protected  in  that  market  against  Argentine  and 
Russia.  His  speech  outlined  an  ideal  bond  between  the 
component  parts  of  the  Empire,  though  this  was  to  be 
arrived  at  gradually  as  conditions  could  be  met.  With 
the  Empire  linked  as  a  whole.  Great  Britain  could  dom- 
inate the  world  of  trade. 

The  i-esult  of  the  vote  makes  it  clear  that  Montreal 
manufacturers  consider  their  interests  need  protection 
against  British  manufacturers. 
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Cashemir  Recamier,  Re^d 

(Duplex  Satin  Finish) 


This  unique  fabric  is  the  leading  speciality  in  our  French  Dress  Goods  De- 
partment for  next  season.  it  is  exquisitely  soft  and  brilliant  and  suits  the  new  style 
of  draping  better  than  any  all-wool  fabric  invented  this  year.  Nothing  more  refined 
and  artistic  could  be  desired  by  the  most  fastidious  of  fashionable  ladies,  and  the  at- 
tractive get  up  in  two  tone  art  paper  will  please  the  most  exacting  window  trimmer 
and  progressive  sales  clerk.  It  is  manufactured  expressly  for  us  and  cannot  be  had 
elsewhere.     Other  Fashionable  French  Novelties  are :  — 


Cotele  Premiere 
"Fravere  Elegans" 
Cote  Cheval 
Raye  Satin  Cloth 
Raye  Zibeline 


Cotele  Strasburg 
"Travere  Sedan" 
Cote  Cheval  Raye 
Raye  Venetienne 
Raye  Cheviot 


"Satin  Directoire"  (new  velvet  finish) 


Cashemir  de  I'Inde 

"Travere  Vigoureux" 

Zibeline  Bruine  Cotele 

Raye  Sedan 

Raye  Soliel 

"Satin  Directoire  De  Luxe" 


and  the  very  latest  —Directoire  Serge,  Diverging  Weave. 


a 


Chevera"  Cloth, 


Registered 


This  is  the  leading  speciality  in  our  Bradford  Department  for  winter  wear. 
A  more  serviceable  cloth  at  a  popular  price  could  not  be  desired,  because  it  is  not  only 
durable  but  unshrinkable  and  unspottable.  It  is  made  for  us  by  special  contract  and 
comes  in  all  the  leading  shades.     Other  fashionable  English  specialities  are: — 


"Permo"  Reps, 
Soliel  Ottomans 


"Permo"  Cotele  "Permo"  Stripes 

"Pirle"  Serges  Fancy  Stripe  Worsteds 

Self  Stripe  Satin  Cloths,  "Reflex"  Satin  Cloth 
and  the  new  "Wulmella"  Heavy  Pile  Lustre  Satin  Cloth. 


Blacks  will  be  very  much  worn  this  fall  and  we  anticipate  a  big  demand  for  our 
far-famed  Brilliant  Blue-Blacks. 


J.  &  N.  PHILIPS  &  CO. 


Manchester,  England 

and  20  Cheapsido,  London,  E.C. 


211  Lindsay  Building, 
St.  Catherine  St.  West,  MONTREAL 


611  Empire  Building 
Wellington  St.  West,  TORONTO 
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Tajdi^s  ]\eckwear 

Belts  mid 
I     House;       ~ 


As  far  as  the  Ladies'  Neck- 
wear    situation    goes,    our 
Designers  are  not  so  much  con- 
cerned in  getting  out  something  new  along  general  lines, 
as  they  are  in  creating  new  ideas  in  Dutch  Collars. 

The  call  for  this  class  of  goods  for  the  Summer  is 
so  general,  that  we  have  been  encouraged  to  devote 
considerable  energy  in  getting  out  goods  of  this  order, 
particularly  along  the  flat  type  similar  to  illustration 
above.  Our  Buyers  having  recently  returned  from 
European  Fashion  Centres,  have  adopted  many  of  the 
general  ideas  shown  abroad. 

This  type  of  Neckwear,  along  with  Jabots,  Bows 
and  the  various  other  accessories,  make  altogether  a 
display  which  will  appeal  to  the  buyer  who  appreciates 
and  who  is  looking  for  something  really  classy. 

SEE  OUR  SALESMEN  OR  WRITE  FOR  SAMPLES 


ilmmifflK 
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BAR  LEVA 
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Latest  Ideas  of  Fashion  in  Dress  Accessories 

Dutch  Collar  Promises  to  Hold  Good  Throughout  Summer  —  Gilt 
Promises  to  be  Strong  Fall  Novelty  in  Neckwear  —  Embroideries 
Being  Freely  Used— Lingerie  Effects  in  Parasols    Excellent  Glove  Season 


T 


1 1  h"   Dntcli  collar  and  the  jabot  to  match  continue       baljy    Irish    motifs      Ijcins'    I'fccly    introduced, 
to   he  the  big  cml  of  the   neckwear  business,   and       motifs    are    also    new    and    are    looked    upon      \v 
pixmiisc   to   keep    their   supremacy    until    tho  end       favoi'.     Desis'ns    as    a    rule    are    more    convent  in 


of  the  season  of  Summer  selling'.  The  coniint;' 
of  the  Dutch  collar  and  the  manner  in  which  it  has 
dominated  the  situation  has  been  somewhat  of  a  siir- 
piis(^  to  the  manufactnreis.  Hoth  collars  and  jab<jts 
continue  to  be  shown  in  endless  new  desif^-ns  and  in  many 
ditTeiuMit  sizes  and  ordei's  continue  to  pour  in  from  all 
sections  of  tJU'  trade.  There  is  also  a  t;ood  sale  for  em- 
broidered stitT  Collars  and  for  bows  to  wear  with  t hem- 
lace  and  lawn  heavy  imitation  Irish  and  ('lun\-  hues 
are  in   vogue. 

Stock  collai's  in  imitation  Jrish  and  in  linj;erie  stales 
ttimmed  with  Cluny  sell  for  those  who  c;,nnot  wear  the 
slilT  and  Dutch  etTects.  .labots  of  lace  and  net  both  in 
white  and  (  icam  aie  al-o  Ixmul;'  put  upon  the  niaiket. 
Touri-t  frdiiiVi^s  ed;'.;e  the  neck  id'  man\  id'  tl:e  ^tm-k 
Collars  mude  up  in  lingerie  styles,  and  theic  is  a  fiir 
demand  also  for  tourist  frillnigs.  These  are  made  now 
in  pastel  shades  with  pink  and  blue  in  the  lead  as  well 
as  white.  These  are  devcloi  eJ  in  stftei'  lirishcd  lawns 
than  the  white  frilling.  The  latest  idea  is  a  fold  of  gilt 
net  edging  the  top  of  the  fi'illing,  but  placed  at  the  bot- 
tom cd'e   and  pleated   ui)   with    the   frilling. 

Manufacturers  are  beginning  operations  on  Fall  lines. 
As    yet    Fall      novelties      have    not    taken    shape.        (o'lt 


Fancy  Braid   Belt    Shovkn  by  R.  D.   Fairbairn   Co.,   Ltd.,  Toronto. 

j)romiscs    to    be    prominent    and    the    eondjinatioii    of    Jed 
with    white   is   expected   to   feature. 

With  tho  advent  of  the  Fall  season  (iibson  collars  in 
the  present  form  are  expected  to  be  again  in  demand. 
Frillings  are  also  to  show  a  strong  revival,  but  in  new 
effects.  These  will  take  tlu'  form  of  n.irrow  folds,  liiid 
close  pleated    quillings   of   tud    and    lie--se. 

Embroideries. 

The  vogue  of  the  lingerie  princess  is  exercising  a 
marked  influence  on  the  sale  of  handsome  embroideries. 
Tlie  preference  is  for  open-worked  styles  excuted  on 
soft  mull  or  batiste.  Wide  galoons  and  bands  as  weil 
as  deep   ttouncings  are  used   for  this   i)ur|)ose. 

Embroideries  ai'e  also  to  the  foie  for  trimming  pur- 
poses, and  there  has  been  a  big  demand  for  corset  covei- 
lines.  Kmbroideries  bought  before  prices  advanced  have 
been  freely  used  as  leaders  in  many  stores.  Sales  of 
such  goods  have  iiroved  attractive  events,  and  prolitalde 
to  the  stores  holding  them. 

One  novelty  that  will  be  seen  in  late  season  lines  is 
done  on  cro'ss^bar  muslin.     Xew  designs  slu)W  lacy  effects, 


usual,  spii'als  and  (ireek    kev    hcing  populai.     lit 
Work    is  also   used. 


Parasols  and    Umbrellas. 

The    rtdail    stores    are    now    pushing    par:iso|> 
a-ol    windows    have    been    a    feature   of   the   latti 


Soid.i(di(! 
ith  high 
nal  than 
i\\    blind 


and    p:i:- 
•    pait    of 


Dutch  Collar,  with  Fichu  Ends    Shown  by 
Ladies'  Wear,  Ltd.,  Toronto. 


the  past  month's  window  dis])lays.  Notwithstanding  the 
unfavorable  weather  sales  have  been  very  fairly  up-to- 
date  in  this  department.  Coachings  have  been  the  best 
sellers  so  far  in  |)lain  and  fancy  effects,  those  with  a 
strii'.e  of  Dresden  and  to'P  and  border  in  plain  color  be- 
\ear  than  last.  I'ongees,  and  white  and  cream  silks 
ing  very  much  liked.  More  chift'on  ruftles  are  seen  this 
decorated  with  soutache  braid  or  self-colored  embroidery 
are  very  good  style. 

Lingerie  effects,   particularly  in  eyelet  patterns,  prom- 
ise to  be  good  for  Summer  selling. 
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Umbrellas 

Exclusively 


In  an  ag"e  of  specialization  we 
have  perfected  a  new  wholesale 
organization  for  the  manufacture 
and  sale  of  Umbrellas,  based  on 
many  years'  practical  experience 
in  every  detail  of  the  business. 

We  know  Canada  through  and 
through  in  regard  to  its  needs, 
and  are  fortunate  in  having  an 
intimate  acquaintance  with  most 
of  the  trade.  We  purpose  doing 
thing-s  a  little  better  than  has 
previously  been  thought  neces- 
sary, and  in  urging  our  claims 
for  a  share  of  your  oatronage  we 
insist  that  we  have  the  best  sel- 
ling lines,  with  every  facilit)'  for 
meeting  requirements  promptly. 


Bailey,  Dixon  ^  Co. 

96-104    SPADINA    AVENUE 

TORONTO 


T.  D.  Bailey 


F.  I.- Dixon 


The  wot  Spclng;-  has  made  business  brisk  in  tlie  um- 
brella section,  and  manufaetiirers  arc  kept  busy  filling 
orders. 

Sample  lines  f(jr  Fall  are  not  comiileted  yet,  and  it 
will  be  sr)mo  weeks  before  travelers  are  on  the  roail. 
As  umbrellas  have  sold  freely  this  .Sijring  prospects  are 
all   in   favor  of  a  good  season. 


Excellent  Veiling  Season. 

The  season  has  been  an  excellent  one  in  the  veiling 
department  and  due  to  the  weather  business  still  keeps 
lip.  ^'ard  good.s  in  the  many  Russian  meshes  have  been 
the  best  sellers,  and  with  black  in  tiio  lead,  and  with  a 
fail-  repiescMitation  of  colors  to  match  the  hat.  iiing 
dots  on   Mrussels  nets  are  fair  sellers. 

Made    veils    for    auto    wear    are    coming    into    proml- 


Jabot,  with   Bow,  made  of  fine  Lawn  and  St.   Gall    Lace,    as 
shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

ner.ce  with  the  advent  of  Summer  weather.  These  are 
also  used  for  outing  wear  and  are  simply  placed  oxer 
the  hat  and  tied   in   a  bow  under  the  chin. 

High-class  stores  are  making  a  big  disjjlay  of  scaifs 
in  embroidered  and  spangleJ  metal  patterns  on  crepe  or 
IK  t,  or  soft  silk.  The  newest  have  heavy  fringed  ends  and 
promise  to  be  worn  for  theatre  and  evening  weai'  in  tlie 
coming  Fall   and  Winter. 

Dress  nets  in  many-sized  and  in  plain  and  fancy 
meshes  have  been,  and  are  indicated  again  as  strong 
sellers  in  the  coming  Fall.  White,  cream,  black  and 
colors  as  well  as  gold  and  silver  nets  are  all  selling. 

4- 

Gloves. 

Glove  departments  in  retail  stores  are  doing  well 
with  lisle  and  silk  gloves.  With  the  arrival  of  really 
warm  weather,  there  was  a  marked  increase  in  the  sale  of 
silk  gloves,  particularly.     The  shorter  lengths  are  chiefly 


Dry  Goods  Review 


DRESS     ACCESSORIES 


lO: 


VOGUE     NECKWEAR     FOR     SUMMER 


R.  D.  Fairbairn  Co.,  Limited  -  107  Simcoe  St.,  Toronto 
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PARASOLS 

AND 

UMBRELLAS 


Special  Attention 

to 
Letter  Orders. 


THE  IRVING   UMBRELLA  CO. 

LIMITED 

79-83  Wellington  St.  West,    -    Toronto 


I(  is  a 


FoAvnes 

Thai  is  all  you  require 
to  know  about  a  ^love. 


Ready    to     Fill    Your 
Immediate  Wa  nts 


Fownes  Bros.  &  Co. 

Coristine  Building, 
MONTREAL 


ill  clcniaivd  sn  \;\v.  A  few  sliDrt  y-loves  urf  calliMl  i'oi- 
tVoni  tlie  ii'^-iilar  stdck,  hut  tlie  Ions'  s'lovcs  vvliieh  have 
hccn  sdld  thus  far  in  i-it\'  stitres  are  manufacturers' 
samples   or  Job  lots,   sold  at  a  I'educed  pi'iee. 

Blacks,  whites,  tans,  and  greys  are  the  colors  prin-, 
cipally  in  demand.  Of  cmirse  a  few  odd  shades  are  called 
for.  There  has  been  a  sui'prising'  demand  for  grey 
faljric  K'loves  this  season,  and  they  are  in  short  .supply. 

There  has  Ijeen  a  gxiod  demand  foi-  chamois  s'hjves 
this  season,  and  it  is  expected  that  these  will  continue 
SiHx)  for  the  Fcjll  trade,  ^riiis  is  due,  to  a  s'l't'at  extent, 
to  the  g'reat  improvements  in  the  making-  of  these  gloves 
both   in   the  appearance  and,  fit. 

A  few  merchants  who  had  placed  good  orders  for 
long-  kid  gloves,  and  did  not  have  their  cancels  accepted 
owing,  to  lack  of  an  adequate  reason  ha\  e  refused  de- 
liver-y  of  these  lines.  Wholesalci-s  contend  that  aftei- 
the  goods  lea\-e  their  warehouse  thev  are  the  pi-opcrty 
of  the  i-etailer.  The  cxjjress  offices,-  in  ((uite  a  few  towns, 
are  liokling-  some  long  gloves.  It  is  (|uite  likely  that 
when  the  tinu'  for  payment  ai-iives  in  the  early  Fall 
some  actions  ma\    take  place. 


Ribbons. 

Kililmn  depart  iH'cnt s  in  retail  stoi-es  are  doing  an 
arli\<>  trade  in  rihhons.  The  vogue  foi'  ribbons  in  mil- 
liiuTV  and  for  sashes  is  ha\ing  a  good  elTect  an-d  lui>  ing 
i,--  active. 

The  big-  demand  is  for  satin  ribbons,  the  widths  sell- 
ing- best  being-  five  and  six  inches.  Wide  velvet  ribbons 
in  hlack  are  in  active  request.  Taffetas  are  selling-  but 
the  ('emand   in  not   .so  great   as  for  satin. 

lUack  is  strong-,  and  all  the  fashionable  shades,  such 
as  the  rose  shades,  wisteria,  catawba,  i)runella,  taupe, 
peac(  ck,  etc.,  are  selling-  freely.  White  is  (|uiet.  Plain 
ril))-ons  are  selling-  most  freely,  but  a  few  fancies  are 
called    for. 


Injunction  for  Infringement. 

Inasmuch  as  l^errin  Freres  &  Cie.,  Mark  Fisher  Bldg  , 
Montreal,  is  the  Canadian  fiim  of  \.  Porrin  &  Co.,  the 
following  paragraph   will  be  of  interest  : 

"V.  Perrin  &  Cie.,  manufacturers  of  the  Perrin 
glove.s,  have  obtained  from  Chief  Justice  I'^'uller  an  in- 
junction enjoining-  the  l5acon-Cha|)|)el  Co.,  retail  diy 
goods,  of  Syracuse,  N.\'.,  from  'selling,  markiiit;-,  adver- 
tising" or  otTering  for  sale  as  'Peri-in'  or  'i'errin's'  gloves, 
gloves  not  manufactured  by  V.  Perrin  &  Cie.,  and  from 
any  othei-  manner  offering  for  sale  any  g-loves  not  of  the 
complainant's  manufacture  having  the  name  'Peirin'  or 
'Perrin's'  thereon,  or  on  the  labels,  bands  or  packages 
thereof,  without  the  .sam<3  being-  plainly  marked  to  in- 
dicate that  the  same  are  not  the  manufacture  of  V. 
Perrin  &  Cie." 


The  curator  in  the  estate  of  the  Marieville  Knittin<>- 
('o.,  has  disposed  of  the  entire  slock,  aniountin!^-  to  some 
.+17,01)0.  The  Acme  (Hove  Woi-ks,  of  Montreal,  are  the 
purchasers. 

S.  (i.  Claxton.  secretary  of  the  Mont  nioi-cncy  branch  of 
the  Dominion  Textile  Co..  was  pi-esenlL'd  witli  a  cabinet  of 
cutlery  on  May  19th,  by  the  overseers  of  that  branch,  on 
the  occasi(ni  of  his  aiiproaching-  mari-iage. 
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Do  You  Want  Neckwear  That  Sells 

Neckwear    that    is    so     attractive    tha  t 
women  will   buy  it  on  sight  ?     On  the 
two  essential  selling  points  of  style  and 
value  we  will  back  our  neckwear  against 
any  made.      It  will  sell 
in  your  store  because  it 
has  sold   in  every  store 
in   which  it    has    been 

No.  966.     Dutch  Collar    and   Jabot         StOCkcd.  Is'nt        that       2i 

complete.     $4.50  dozen  set.  ■•  n  T 1  7  1 

good  test  :     We    show 
here  some  lines  that  will  help  sales  in  your  neckwear  de- 
partment.    Let  us  send  you  a  sample  order  of  these  goods. 

We  can  also  give  you  good  value  in  Belts,  Veilings  and  Laces. 

SANDERSON'S  LIMITED  eees  Wellington  st.  Wesf,  Toronto 


No.  967.     Dutch  Collar. 
$4.00  dozen. 


Buyers 
We've- 


-You  go  to  Europe  for  the  latest. 


Got 


Novelties 


-what  you're  after. 

a  complete  selection  of  Real  Lace,  Shaped 
Veils,  Dress  Nets,  Motor  Scarves,  Lace  Robes, 
Millinery,  Dress  Silks,  etc. 

are    what    everyone    wants.       We 
have  them.     That's  our  specialty. 


Canadian  Representative: 

WALTER  CALDECOIT 

EMPIRE  BUILDING 

Wellington  Street  West 
Toronto 


Bastin,  Merryfield  &  Cracknell,  Ltd. 

Cor.  Great  Portland  &  Great  Castle  Streets 
Oxford  Circus 

London,  W.,  England 


ricasc  mention  The  Rcviciv  to  .Idvcrtiscrs  and  Their    Travelers 


Retail  Dry  Goods  Merchants  Endorse  Convention  Idea 

Would  be  Valuable  as  a  Means  of  Exchanging  Ideas  —  Bring  the 
Young  and  Old  Fry  Together  and  Promote  and  Protect  Trade  In- 
terests —  What    the    Hardware    Men  Have  Done  for  Their  Business. 


THAT  retail  clry,i;"<)ii(ls  nu'reliants  luok  witli  favor 
ajjon  the  proposal  to  hold  an  annvial  convention 
similar  to  those  held  by  the  hardwaremen  is 
evident  from  replies  reicived  by  The  Review 
to  letters  recently  sent  out  asking  for  opinions 
on  the  matter.  The  annual  convention  of  hard- 
'.varemcn  is  made  an  exceedingly  intevesting  occa- 
sion by  reason  of  its  question  drawer  and  discussions  of 
topics  of  importance  to  the  hardware  trade.  It  has  done 
much  in  the  solution  of  local  and  general  problems,  and 
what  is  still  more  important  has  tended  to  elevate  stan- 
dard's of  merchandising   in   the  hardware   trade. 

Benefit  Younger  Fry 

It  may  be  of  interest  to  note  two  or  three  of  the  re- 
plies received  to  letters  sent  out  proposing  an  annual  con- 
tention. A  merchant  in  a  town  of  about  eight  thousand 
population  writes  :  "You  ask  our  opiniim  in  regard  !-> 
the  holding  of  a  convention  for  dry  goodsmen.  There  is 
no  doubt  at  all  that  this  would  do  a  ..rcit.  '.'cal  of  ::,0'n\, 
giving  the  younger  fry  the  benefit  of  the  '  xp(>riiP'c  and 
advice  of  the  old  timers  who  have  weath->r'!d  Ihe  ^l  irns 
for  years.  Apart  from  this  the  mere  f.ict  n:  lucelir.g  ri 
convention  is  not  a  bad  plan." 

Promote  Trade  Interests 

A  second  merchant  writes  : — "Regarding  an  organiza- 
tion of  drygoods  merchants,  we  think  this  a  capital  idea. 
It  would  be  very  desirable  in  promoting  and  protecting 
the  interests  of  the  retail  merchants.  We  should  be  very 
happy  to  give  our  assistance  in  this  respect." 

A  third  merchant  replies  as  follows: — "I  think  there 
are  many  questions  which  might  be  satisfactorily  arrani;- 
cd,  and  difficulties  which  might  be  overcome  by  an  annual 
convention  of  dry  goods  men.  I  think  it  woul  i  he  a 
good  idea  for  the  trade." 

Bring  Merchants  Close  Together 

Another  writes  : — "Anything  that  will  bring  the  mer- 
chants closely  together  for  a  consideration  of  their  own 
interests  cannot  fail  to  do  a  vast  amount  of  good.  A 
convention,  say  in  Toronto,  during  a  buying  season  or  at 
the  time  of  the  National  Exhibition  when  a  good  many 
retailers  visit  the  city,  would  it  seems  to  me,  i)e  very 
convenient.  Of  course,  there  would  have  to  be  some  form 
of  organization,  on  provincial  lines,  .pos.<-ihly.  This  would 
entail  a  little  expense,  but  I  can  readily  see  where  the 
benefits  to  be  obtained  would  far  outweigh  any  pecuniary 
consideration  that  might  be  necessary.  By  all  means,  let 
us   have  a  convention.     The   time  is  ripe  for  it." 

That  Hardwaremen  Have  Done 

Touching  the  question  of  expense,  the  experience  of 
the  Ontario  Retail  Hardware  Association  shows  that 
there  is  no  good  foundation  for  an  objection  of  this  kind. 
The   secretary   of  that   organization    writes  as    follows  :— 

The  Ontario  Retail  Hardware  Association  was  formed 
in  April,  lOOfi,  with  about  twenty  members  scattered 
throughout  the  province.  It  met  with  active  opposition 
on  the  part  of  the  Retail  Merchants'  Association,  secre- 
tary E.  M.  Trowern  utteiing  a  foolish  threat  that  he 
would  put  the  hardware  organization  out  of  business  un- 


less it  nestled  luidtr  his  protecting  wing.  The  Retail 
Hardware  Association,  howevei',  declined  Mr.  Trowern's 
invitation  and,  plac.[ing  its  annual  membership  fee  at  $3, 
collected  $400  the  first  year  and  after  paying  expenses  of 
$340  began  the  second  year  $t)0  to  the  good.  In  1907  the 
expenses  were  $150  and  in  1008  only  $;i()5,  the  assets  at 
the  beginning  of  1909  being  $1-38  and  the  balance  to  the 
good  on  April   1,  1909,   being  $r)10. 

The  retail  Hardware  Association  paid  out  about  $200 
during  the  first  two  years  in  traveling  expenses  for  an 
organizer  and  while  the  Association  bad  a  proht  on  the 
V, ork,  experience  has  shown  that  in  the  long  run  it  is  un- 
wise to  hire  a  man  to  talk  merchants  into  joining  an  as- 
sociation as  unless  men  join  of  their  own  accord  they  are 
likely  to  become  disgruntled  and  withdraw,  feeling  that 
they  have  been  "done"  for  the  amount  of  llic  membership 
fee. 

This  is  a  wrong  attitude  to  take,  as  the  indirect  re- 
sults of  having  an  association  organized  are  considerable 
— notably  in  compelling  concerns  looking  for  custom  from 
the  retailers  to  sell  more  exclusively  to  the  trade.  But 
the  experience  of  the  officers  of  the  Retail  Hardware  As- 
sociation has  been  that  their  most  enthusiastic  members 
are  those  who  attend  the  annual  conventions  while  tl'ose 
who  stay  awat  arc  reluctant  to  pay  their  membership 
fees. 

The  conventions  of  the  Retail  Hardware  Association 
have  become  events  to  be  looked  forward  to,  the  gather- 
ing at  Hamilton  last  February  being  attended  by  about 
two  hundred  retailers  with  another  hundred  present  re- 
]nesenting  jobbing  and  manufacluring  firms,  one  session 
being  open  tf)  all  branches  of  the  trade.  In  connection 
v.ith  the  convention  a  trade  exhibition  was  held,  over 
thirty  firms  paying  a  small  fee  of  $10  for  the  i)rivilege  of 
exhibiting.  It  is  the  money  raised  from  this  source  that 
has  given  the  Association  its  creditable  balance  in  the 
treasury.  The  Association  has  recently  decided  to  hold 
its  1910  convention  at  London  and  to  run  an  excursion 
of  its   members  and   retail  friends   to  Montreal   in    August. 

Combat  Mail  Order  Houses 

By  having  a  balance  in  the  treasury  the  Hardware 
Association  is  in  a  position  to  put  u\i  a  strong  campaign 
against  any  unfair  legislation  which  the  mail-order  houses 
endeavor  to  puf  through  parliament.  It  is  largely  due  to 
this  organization,  in  fact,  that  Postmaster-General  Le- 
iiiieux  in  1907,  withdrew  his  proposed  parcels  post  c.o.-l. 
law,  the  effect  of  which  would  have  been  to  make  every 
postmaster  in  Canada  a  collecting  agent  for  the  big  de- 
partment stores.  Whole  wagon  loads  of  letters  and  peti- 
tions were  delivered  to  Hon.  Mr.  Lemieux  on  Feb.  1,  the 
date  set  by  the  Association  for  members  to  forward  pe- 
titions. 

Another  matter  being  pressed  by  the  Hardware  Asso- 
ciation is  that  of  Mutual  Fire  Insurance.  In  the  United 
States  there  are  many  Hardware  Merchants  Mutual  Fire 
Insurance  Companies,  several  returning  an  annual  rebate 
of  50  per  f-<'nt.  of  the  premium  to  its  members  in  addi- 
tion to  maintaining  a  substantial  cash  reserve.  In  On- 
tario farmers  are  the  only  class  privileges  to  form  mutual 
fire  companies  but   at   the  next  session  of  the  legislature 

(Concluded  on  page  1 1 1 . ) 
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EXTENDING  OUR  FIELD 

The  Ribbon  House  of  all  Canada 

Now  Covers  all  Canada  and  is  Specially  Prepared  for  your  Sorting  Orders 


We  added  this  season  to  our  travelling  staff  Mr. 
A.  NELSON  ISNER  for  tiie  Maritime  Provinces, 
and  Mr.  H.  G.  POOLEY  for  the  Western  Prov- 
inces, and  the  favorable  reception  accorded  these 
representatives   is   appreciated. 

Our  travellers  now  cover  all  Canada,  and  every 
good  retailer  has  the  opportunity  of  seeing  our 
Ribbons.  The  Ribbon  House  of  Canada  has  built 
its  business  by  first  of  all  looking  well  after  ac- 
counts in  a  limited  territory.  Then  as  our  facili- 
ties grew  w^e  expanded  carefully.  It  is  gratifying 
to  announce  that  we  are  nov/  properly  orgianized 
to  well  look  after  the  Ribboa  wants  of  retailers 
in   every   Province   of  Canada. 


Our  business  is  RIBBONS,  and  we  DO  give  the 
values   and    show^    the   variety. 

Retailers  have  appreciated  our  ability  to  give  them 
the   right  Ribbons  at  the  right  time. 

WE   CARRY  THE   STOCK 

We  can  help  you  from  our  stock  with  the  Ribbons 
you  need  particularly  at  this  time  of  the  year. 
If  you  want  SPECIALS  to  sell  at  12J,  15  and  20 
cents,  we  have  them.  The  trade  in  such  Ribbons 
will  be  big.  We  have  in  stock  a  range  of  Rib- 
bons in  many  qualities,  especially  made  for  this 
vogue. 


Write  and  tell  us  what  you  need.  Mail  orders  are  sent 
always  with  the  understanding  you  may  return  the 
goods  at  our  expense  if  they  are    not    satisfactory. 


WALTER  H.  BARRY  &  CO. 

The  Ribbon  House  of  Canada 

Cor.  McGill  and  St.  James  St.  MONTREAL 


If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now^.  Dry  Goods  Review  Subscription  Department,  1 0 
Front  Street  East,  Toronto. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Alao 
FEATHERS,    SILKS,    VELVETS.    RIBBONS,    LACE.    ETC. 


*^''  Y;S?J^.fAVt?S'^^"''     MONTREAL 


UNEQUALLED. 


TORONTO 


OTTAWA 


QUEBEC 


London,   ICiiK..  Office,  Dry  Goods 
Review,  88  Fleet  St.,  E.G. 


The  Month's  Revie>v 
of  Trade  Activities 

in  British  Markets 


Staff  Gorrcsponclent. 


Office  of  the  Dry   (Joods   Review, 
HH   Fleet    St.,    K.C.,    London,    Knur.,    .May    22. 

M.W  iiiai'ks  th(^  end  of  the  Siirinn'  sellint^-  .season 
a.s  far  a.s  the  whohisale  trade  is  concerned, 
thouffh  of  course  Spring-  repeats  arc  still  ex- 
pected. Due  to  the  marked  revival  of  trade,  in 
April,  a  revival  that  happily  is  not  confined  to  any 
one  centre,  l)ut  -which  embraces  the  piovinces  as  well  as 
London,  the  second  (luartei-  of  the  year  pioniises  to 
show  quite  an  improvement  over  the  early  i)art.  One 
measure  at  least  that  was  felt  to  be  inimical  to  the 
interests  of  the  trade  has  received  its  quictu.s— the  Hail- 
way  Amalgamation  Hill.  Thoug-h  it  had  the  (loxetnment 
at  the  back  of  it,  and  thou.g-h  the  l^oard  of  Trade  had 
inserted  so-called  i)rotective  clauses,  the  opposition  de- 
veloped was  so  g-reat  that  the  bill  was  withdrawn.  'I'he 
I'rapers'  Recoi'd  says:  "that  one  notcw^irthy  feature  in 
connection  with  the  incident  is  the  evidence  it  furnishes 
demonstrating-  that  commercial  men  have  little  confi- 
dence in  the  Board  of  Trade  as  administered  by  Mr. 
Winston  Churchill." 

When  the  Importation  of  i'lumage  Bill  was  before 
the  House  of  I^ords  last  Autumn  a  detailed  account  of 
the  bill  and  its  0'b.iects  was  given.  Strong  as  wa.^-  the 
ol)position  at  that  time  it  has  not  prevented  the  intro- 
duction of  new  log-islation  on  the  same  subject.  The 
new  bill  now  before  the  Commons  is  even  more  drastic 
than  the  one  introduced  by  Lord  Avebury.  The  first 
measure  only  provided  for  the  punishment  of  jjcrsons 
brinitjing  prohibited  plumage  into  the  country  for  sale  or 
exchange,  the  later  measure  proi)oses  to  ])unish  all  per- 
sons who  have  the  plumage  in  theii-  possession  for  the 
purjxjses  of  sale. 

London  is  to  have  a  new  Arcade  I^uilding  and  it  is 
to  be  located  in  Piccadilly,  op|)osite  the  historic  Lur- 
lington  Arcade.  This  now  arcade  is  to  foini  the  gi-ouml 
section  of  a  large  office  building,  95  feet  high. 

The  Calico  Printers'  Association  are  now  fitting  uri 
a  sulendid  building  in  Watling  St.,  and  fi-om  now  on 
will  maintain  a  representative  staff,  not  only  in  I^ondon, 
but  also  in  Manchester  and  Glasgow,  to  look  after  tiie 
interests  of  buyers.  Each  market,  in  addition,  is  to 
have  an  experienced  reurescntative.  The  home  trade 
and  the  colonies  will  be  looked  after  by  T.  Sfrattoii,  and 
cr-pton'-es  for  all  markets  by  Cr.  Bolden. 

One  of  the  most  curious  cases  that  has  cropped  up 
in  connect  i(]n  with  the  drapery  trade  in  many  a  long 
dfiy  was  brought  to  liL-ht  when  the  executors  of  (he 
estate   of  the     late     C.    J.   Dickens,    the   founder   of     the 


dra[)eiy    firm    of    Dickens    >^    .iones,    br-ougiit    a    suit      for 
fraud  against  a  number  of  art  dealers. 

Bradford. 

The  selling  price  of  i-ncririo  wools  still  keeps  up  to 
the  comparatisely  high  le\el,  that  it  has  attained  since 
the  beff inning  of  the  year,  and  that  in  spite  of  the  'act 
that  the  season's  i)ro'duction  iii  .\ustt-alia  has  totaled 
some  100, 0(10  tales  over  the  ci-op  estimates.  N'otwith- 
standirig-  the  fact  that  this  has  come  ru'ar-  being  the 
largest  wool  season  on  rei-oi-d,  wool  imp(jr-tei-s  and  top- 
makeis,  are  confident  that  the  .May  series  will  see 
merino  wools  at  a  higher  level,  and  that  merino  prices 
will  show  a  distinct  advance  on  the  concluding  rates  of 
the  .March  sales.  The  finer  crossbreds  are  also  advanc- 
ing, but  there  has  been  some  slight  easing  ofi  in  price 
in  the  coarser  \arieties. 

Should  merinos  and  fine  cr-ossbi-eds  show  anotlu-r-  ma- 
terial advance  the  jxjssibilities  of  enhanced  prices  of 
fabrics  made  from  these  wools,  bringing  about  a  reaction 
in  favor  of  materials  made  from  tiie  coarser  wools,  is 
being  discussed.  There  is,  however,  no  indication  that 
in  any  way  points  to  a  change  favoring  this  idea  at  pr-e- 
sent.  Bradfoi-d  has  had  a  fair-  measur-e  of  success  with 
the  mohair  novelties  that  have  been  put  out  for-  the 
summer  season  and  there  has  b(-en  ((irite  a  r-un  on  I  he 
new  cre])e-like  silky  effects  put  on  the  maikcjt.  The  fact 
that  black  is  advancing  in  fashionable  favor-  is  creating 
a  demand   for   good   ciiralities    in    mohaiis    arid    alpacas. 

Manchester. 

American  cotton  has  again  shown  a  slig-ht  ad\ancc, 
and  Egyptian  cottons  are  also  manifesting  an  upwai-d 
tendency.  As  this  advance  in  the  raw  mateiial  has  not 
been  reflected  in  yarn  prices,  the  spinners'  alieady  nar-- 
r-ow  marg-in   of  pr-ofit  has  suffered  a   further-   r-educt  ion. 

Manufacturers  are  only  buying-  >  arris  for-  pr-esent  use 
and  therefore  there  is  more  talk  of  short  time.  Many 
Spinning  mills  now  shut  down  on  both  Saturday  -.ind 
Monday,  but  the  s|)indles  now  going-  can  easily  keep  up 
with   the  demand  for  yain. 

In  piece  goods,  though  ther-e  has  been  no  actiral  ad- 
vance, the  firming-  of  raw  cotton  prices  has  dexcioped  an 
irpward  tendency.  This  has  brought  out  more  orders 
from  the  home  trade.  There  is,  however-,  much  irregu- 
larity in  the  piece  goods  market  and  some  lines  in  big 
demand  are  decidedly  short.  Summer  goods  are  selling 
better,  and  such  lines  as  fancy  muslins,  printed  goods 
and   woven  stripes  arc  moving  out  freely.     Kxport   busi- 
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ness    is      also      incujulur,     South    Atiierit-;i    proving:    iii.w 
the  best  of  the  foreig-n  markets. 

The  numerous  Canadian  representatives  who  canu-  in 
contact  with  Kverard  Hayden  Ford,  the  veteran  silk 
buyer,  for  .1.  &  N.  Philips  &  Co.,  will  hear  with  regret 
the  news  of  his  death.  His  death  recalls  to  tiu^  tr:idc 
memories  of  the  great  coup  he  made  for  the  hrin  by  tlui 
larg'e  purchases  of  silks  made  just  previous  to  the  out- 
break of  the  Franco-Prussian  war.  This  event  almost 
caused  a  cessation  of  manufacturing  in  i,.\ciiis  and  a 
great  scarcity  of  silks  and  tlujse  who  wcic  in  tile,  lucky 
position   (;f  hiiiding-  stock    made   large   profits. 

Nottingham. 

.\|j  of  the  lace  factories  l)us>'  at  iirescnt,  aic  vvurking 
overtime.  Tiado  is  moving  in  the  narrower  lace>i,  and 
the  (h'niaiid  for  \'alcnciennes  is  likely  to  centre  on 
goods  of  this  class,  (^uite  the  busiest  .section  at  pre- 
sent is  the  making-up  end.  Orders  heie  are  go<)(l,  prices 
firm,  and  good  machinists  are  in  urgent  request.  Piouse 
makers  are  e.xceeding'ly  busy,  and  there  is  an  increasing 
trade  in  tucked  nets.  Frilling'  and  neckwear  are  bfjoming 
and  Directoire  and  Peter  Pan  collars  are  being'  turned 
out    liy   the   hundreds  of  dozens. 

The  curtain  trade  is  looking  up,  largrer  oixlers  aie 
coming,  and  prices  are  firmer,  and  last  but  not  least,  the 
hosiery  manufacturers  are  busy.  Half  hose  and  hosieiy 
in  colors,  chiefly,  and  ceitain  grades  of  undei'wear  aie 
the   goods   that    are   selling. 

There  is  a  well  authenticated  rumor  that  a  leading 
lace  manufacturer  intends  to  place  lace  embroidery 
machines  in  his  factory  in  the  immcdiato  future.  This 
will  be  another  additicn  to  the  list  of  Xotting-ham's 
industries. 


MERCHANTS   ENDORSE    CONVENTION 
IDEA. 

(Concluded  from  paj,fc  loS.  | 

Ihc   ilaidwarc   Association    will   endeavor    to   have   tlie   law 
cliaiitic'l   to   imlude  nu^rchants  generally. 

The  (idiceis  of  the  Retail  Hardware  .\ssociation  slate 
that  tliev  could  have  done  niori  i'ii(ctiv('  woi'k  if  a  %'t  fee 
had  been  named  as  with  a  paid  up  tneniliership  of  about 
200  the  $.'i  fee  was  needed  to  pay  olfice  expenses,  cost  of 
executive  meetings,  printing  sujjplies,  and  a  small  hon(j- 
rariiim  to  the    secretary. 

Dry  goods  nienhants  in  Ontaiio  far  ouinuniber  the 
l.ardwaremen  ami,  with  the  advantage  of  already  having 
several  live  local  assot'iations  in  the  larger  cities,  there 
is  no  apparent  reason  why  they  shcnild  iiol  he  able  to  pro- 
lit  by  lh(  experience  (jf  tlie  hardwaremen  and  organi/e  a 
strong  Provincial  Retail  Dry  Coods'  AHs;oeiation  to  work 
in  harmony  with  the  hardwaremen,  booksellers,  grocers 
nnd    other  cla'-s(s    of    merchants. 
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E    DEPARTMENT 

Embroideries,  Laces,  Ribbons,  Neckwear 

SORTING  WANTS 

We  make  a  specialt)'  of^  Novelties  as  they  come  into  the  market  for  sortin^i^  trade. 

Our  stock  is  kept  sohd   in   the  hest   patterns  in   Vals,  Torchons  and  Guipure 
Insertions — White,  Ivory,  Champag"ne  and  Black. 

Otir  Embroidery  Stock  is  complete  and  well  sorted. 

Our  Travellers  are  now  out  with  complete  rang'e  of  Embroideries  and  Laces 

for  Import  Orders 

We  are  making  a  ver)  bijj'  effort  to  secure  these  orders,  and  a  look  at  the  range, 
we  feel  sure,  will  convince  you  we  are  leaders. 

GREENSHIELDS   LIMITED 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Summer  Models  Show  Many  Style  Indications  for  Fall 

Manufacturers  are  Looking  Forward  to  a  Large  Season  in  Tailored 
Garments -Skirts  to  be  Fuller  and  Wider  at  the  Foot-  Pleated  Models 
to  the  Front^The  Sleeve  Problem-  Latest  New  York  Fashion  News. 

Staff  Correspondence. 


Office  of  the  Dry  Goods  Review, 

622-1324  Tiibune  Buildiiij;', 

New  York,  Maj-  28. 

THE  .suggestions  brought  out  in  the  Spring  exhibi- 
tions are  sloAvly  being-  developed  and  elaborated 
until  soon  they  will  become  familiar  to  every- 
one. There  is  a  strong  leaning  still,  especially  for 
the  summer,  towards  the  Directoire  styles.  There  is,  of 
course,  much  variety  to  be  found  in  the  styles  that  will 
prevail,  at  any  rate  during  this  season,  thus  in  a  way 
detaining  rather  than  hastening  the  old  modes  and  slowly, 
but  surely,  holding  out  a  welcome  towards  the  oncoming 
effects  in  the  new  pleated  and  fuller  .skirts,  elongated 
and  normal  waistlines,  and  puff  sleeves,  whicli  mark  the 
"new"  models  of  the  moment.  In  fnct  there  will  be 
such  a  mixture  of  styles  during  the  next  two  months,  that 
it  may  be  absolutely  difficult  to  state  what  is  the  fashion. 
Many  persons  are  surprised  often  to  find  the  advance 
Paris  fashions  on  the  streets  in  New  York^  and  turned 
out  by  tlie  ready-to-Avear  departments.  Still,  when  it  is 
considered  that  practically  every  self  respecting  Amer- 
ican manufacturing  concern  of  women 's  apparel  hears 
from  Paris  every  mail,  it  is  little  wonder  that  Paris  and 
New  York  styles  have  come  to  be  i)ractically  coincident. 
Every  mail  steamship  that  comes  to  this  port  bears  the 
latest  word  as  to  the  general  outlines,  fads,  and  fancies 
of  large  or  small  import,  of  materials  and  colors,  to  the 
waiting  maker  on  this  side  of  the  water;  and  at  the  wurd 
pattern  change. 

Ready-to-Wear  Garments. 

Wiiat  is  good  style  for  the  Snmmer  as  a  rule  is  a  hint 
of  the  coming  Fall  and,  should  this  apply  to  this  year, 
the  mediaeval  or  "Moyen  Age,''  as  tiie  French  call  it, 
influence  will  be  strongly  marked.  Such  styles  feature  the 
long  closely-fitted  sleeve  and  the  accentuated  waistline 
which  may  be  anywhere  from  below  the  normal  waistline 
and  the  knees.  There  is  also  quite  a  tendency  to  return 
to  the  natural  lines  and  curves  of  the  figure  in  the  cut 
of  the  plain  tailored  garments  for  next  season,  although 
llie  suppression  of  the  hip  is  still  necessary  to  the  fash- 
ioiuible  silhouette. 

Manufacturers,  are  looking  forward  to  a  large  seaso:] 
in  tailored  garments  and  the  two  and  three-piece  suits 
are  certainly  promising.  From  present  indications,  the 
longer  coat  promises  to  become  fhe  vogue,  the  tendency 
being  to  keep  to  the  .slender  figure  outline,  in  a  way 
excluding  the  possibility  of  the  shorter  coat.  The  half 
and  semi-fitted  effects  will  be  in  greater  evidence  when 
the  season  opens.  These  are  quite  in  accordance  with  the 
prevailing  figure  outline.  Due  to  the  resuming  of  the 
normal  waistline  cfTects,  these  styles  ought  to  he  popular. 

The  two-piece  tailored  suit  has  proved  itself  to  be 
exceptionally  popular  throughout  the  country  during  the 
past  few  seasons.  The  styles  of  the  garments  now  being 
made  up  for  fall  are  unusually  favorable  to  the  sale  of 
the  tailored  suit. 

Skirts  are  to  be  fuller  and  wider  at  the  foot.  This 
brings  the  pleated  models  to  the  front  again.     Everything 


is  being  done  to  get  away  from  the  all-around  pleated 
models  that  we  have  grown  accustomed  to  wearing.  The 
circular  and  gored  effects  show  deep  and  cluster  pleats  at 
the  sides,  back  and  front,  and*  these  are  the  styles  that 
are  expected  to  meet  with  large  favor  among  the  buyers. 
The  plainly  tailored  effects  Avill  no  doubt  keep  the 
skiits  of  suits  to  the  severe  lines  so  as  to  correspond 
with  the  coats,  but  many  novel  ideas  will  be  seen  in  the 
arrangement  of  panels,  yoke-skirts  and  the  like.  Separate 
skirts  as  a  rule  come  in  for  more  novelty,  however,  than 
those  for  suits. 

Princess  Dresses  Continue  Favorites 

Wliatever  clianges  Fashion  may  have  i.i  store  for  tiie 
I'lilurc,  slie  has  most  certainl\-  earncil  our  gratitude  and 
ensured  our  inunediate  comfort,  as  well  as  smartness. 
by  pLM-mitting  and  indeed,  encouraging  in  every  possible 
way,  the  continued  wear  of  the  princess  or  one-piece 
costumes.  So  ])ronounced  has  the  vogue  for  such  effects 
ali-cady  become,  that  their  popularity  for  the  fail  is  un- 
questioned. Many  houses  specializing  on  separate  skirts 
are  including  one-piece  or  princess  dresses  in  their  lines 
for  fall  and  they  expect  to  do  a  big  business  with  them. 

There  are  many  styles  that  vie  with  each  other  for 
favor  in  these  models,  but  surely  those  witii  the  pleated 
skirts,  either  at  the  side,  front  oi-  back,  the  accentuated 
waistlines  and  new  variations  of  tight  fitting  sleeves,  ac- 
complished by  tucks  or  trimmings,  as  well  as  the  tailored 
designs  and  cut  of  the  garments,  etc.  will  come  in  for 
llieir  share  of  recognition  when  tlie  (i-;ule  sees  them. 

The  Sleeve  Problem. 

The  sleeve  question,  to  a  certain  extent,  continues  a 
subject  of  vital  importance  and  interest,  especially  in  the 
costume  and  waist  trade.  In  sleeves  for  elaborate 
costumes  it  may  safely  be  as.serted  that  the  greater  num- 
ber of  model  makers  still  favor  fhe  long,  plain  and  close- 
ly-fittod  efTects   as   the  most   practical  and   becoming. 

However,  others  are  trying  to  get  away  from  tliis 
effect,  and  are  making  them  fpiite  straight,  fulled  into  fhe 
arm  hole  and  confined  midway  to  the  elbow  by  corded 
shirrs,  a  band  of  tucks,  or  trimmings,  developing  into  a 
very  deep  and  tight  lower  portion  into  which  the  fulness 
was  confined.  Others  show  the  old-time  mediaeval  shape, 
with  a  rather  scanty  puff  at  the  elbow  or  one  let  into  the 
armhole.  Others  have  a  straight  tight  sleeve  of  the  dress 
material  protruding  below. 

Lengthwise  slashed  sleeves  into  which  puffings  of 
taffeta,  satin  or  net  are  set,  much  after  the  manner  of 
those  seen  in  tlie  portraits  of  Catherine  de  Medici,  are 
also  among  the  novelty  sleeve  ideas  suggested  for  P'al!. 
Still  others  are  in  modified  forms  of  the  Anne  Bolcyn 
puffs. 

Tailored  Skirt  and  Coat. 

Fashion  has  added  new  trials  and  new  expense  to  the 
lot  of  the  woman  who  loves  a  tailored  skirt  and  coat 
suit  by  persisting  in  having  the  blouse  to  correspond'  in 
color  regardless  of  the  style  of  the  model.  This  is  to  be 
a  big  feature  of  the  Fall. 
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The  styles  for  Fall  (his  yeai'  are  similar  lo  those  now 
being  worn.  The  Ions;',  stiaiijhl  lines  are  to  be  featured 
more  extensively  than  ever,  in  some  instances  the  trimm- 
ing arrangement  accomplishing  the  effects.  The  waists 
are  made  to  fit  the  figure  more  closely,  the  shoulders  are 
narrow,  sleeves  long  and  closely  fitted  except  in  the 
novelty  blouses,  and  simplicity  in  design  is  accentuated, 
especially  in  the  tailored  mode's. 

Taffeta,  satin  and  corded-silk  blouses  [tromise  to  be- 
come good  sellers  for  Fall.  These  inodtds  are  l)eing  made 
up  in  both  tailored  and  fancy  effects.  Jet  buttons  are  a 
big  feature  for  fall  waists.  Although  solid  colors  are 
considered  to  be  the  best,  some  manufacturers  are  en- 
deavoring to  popularize  striped  and  plaid  effects. 

At  the  present  time  lingerie  blouses  are  selling  well. 
The  cheaper  blouses,  lavishly  trimmed  in  coar.se  lace  em- 
broidery are  an  abomination,  as  they  have  al\va,ys  been, 
but  in  the  better  n.uidels,  Iris'h  crochet  and  Baby  Irish 
laces  are  being  lavishly  employed.  Such  models  are  taking 
very  well  among  the  better  c'ass  of  trade,  and  they  will 
continue  pojudar  throngh   the  entire  season. 

Petticoat  Business  Resuming  Normal  State. 

Silk  and  cotton  i)etticoat  manufacturers  are  not 
worried  over  the  problem  of  "no  petticoats,"  as  they 
were  last  year  at  this  time.  With  the  widening  of  the 
skirts,  the  fuller  petticoat  comes  back  to  its  own  again. 

The  shaping  of  the  petticoat  continues  the  main  effoi't 
of  fhe  manufacturer  and  while  a  great  many  novelty 
effects  are  being  introduced  in  the  way  of  trimmings,  etc., 
such  as  side  effects  and  new  flounce  arrangements,  the 
desire  to  have  the  petticoat  fit  snugly  over  the  hips  and 
eliminate  all  fulness  there  is  still  being  strongly  evidencel. 

The  adjustable  belt  ideas  have  also  met  with  ready  re- 
ceptions in  the  trade  and  for  Fall  many  new  ones  have 
been  brought  out  in  this  connection. 

Taffeta  continues  to  take  the  lead  and  while  there  are 
a  number  of  soft  taffetas  and  satins  in  the  line,  manu- 
facturers do  not  think  there  will  be  as  many  calls  for 
such  materials  as  heretofore.  For  the  larger  cities  satins 
have  faken  well  all  along  but  the  merchants  in  smaller 
towns  have  not  had  much  success  with  them.  The  medium 
class  of  trade  want  petticoats  that  rustle,  therefore 
taffetas  are  the  best. 

The  colors  of  the  Fall  petticoats  run  about  the  same 
as  those  noted  in  dress  goods;  grays,  blues,  wistaria, 
greens,  catawba,  reds  and  old  rose  shades  all  being  taken. 

Muslin  Underwear  Houses  Busy. 

Now  preparations  are  being  made  for  the  January 
sales  and  very  shortly  the  roadmen  will  start  out  on  their 
initial  Fall  trips  booking  adxance  ordei's  for  these  sales. 

The  most  important  feature  in  the  muslin  uudei'wear 
business  is  the  continued  showing  of  novelty  effects  in 
either  trimmings  oi-  the  cuts  of  the  models.  The  side- 
effects  are  about  the  newest,  these  ideas  being  taken  from 
the  side-trimming  arrangement  now  so  popular  in  cost- 
umes. 

Combinations  are  still  in  high  favor  and  from  all 
appearances  they  will  continue  big  throughout  the  next 
season.  Those  models  with  the  very  long  waistlines  and 
short  petticoats  are  unusually  attractive. 

The  tw'o-piece  de.signs  ai'e  the  most  jiopular,  the  com- 
bination of  corset-cover  and  drawer  or  corset  cover  aiul 
short  petticoat,  being  universally  ado]>led.  Such  gar- 
ments permit  of  many  variations  in  cut  and  design. 

The  materials  for  the  undergarments  are  of  sheer  tex- 
ture in  the  better  class  models;  in  some  models,  real  laces 
being  employed  as  trimmings.     Among  the  finer  models, 
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White  petticoats  are  selling  in  increasing  quantities. 
Various  new  and  effective  models  are  made  up  to  sell 
rpiite  reasonably.  The  embroidery  most  in  vogue  is  the 
openwork  eyelet  effect  in  various  pretty  patteins.  i'.lind 
embididiM-y  is,  however,  not  n(;i;le(lud,  but  trims  many 
excc(^(linJ^■ly  attractivo  |)cttic(>ats. 

The  Newest  Creation. 

Pantaloon  gowns  are  the  newest  creations  in  feminine 
wearing  apparel  and  sets  the  Directoire  gown  up^m  a 
{)edislal   of  modesty. 

One  of  the  leading  garment  manufacturei's  of  tins  (itv 
has  hiought  out  this  startling  new  innovation  in  women's 
dress  and  it  is  creating  (juite  some  comment  among  the 
newspapers  and  stores. 

The  model  in  (jueslion  is  made  of  light-weight  chiffon 
broadcloth,  with  a  train  fifty-six  inches  in  length,  trimmed 
with  French  cord  embroidery,  embroidered  Chantilly  lace 
and  satin.  Twelve  dozen  self  covered  buttons  are  used. 
It  has  the  Directoire  back,  long  effect,  Louis  XIV  front, 
and  bolero  shape.  Seven  yards  of  cloth  compose  the 
whole  dress.  When  the  weai'er  stands  still  the  costume 
resembles  an  ui'dtinary  pretty  costume.  When  sihe  walks, 
however,  what  has  seemed  a  skirt,  parts  just  above  the 
knees  and  regular  trou.sers  come  into  view.  The  seam 
that  goes  up  the  front  of  the  skirt  from  the  knees  to  the 
waist  gives  an  all-i)antaloon  appearance  to  the  front 
of  the  garment.     No  underskirt  is  worn  with  this  costume. 


Colored  Cotton  Co.'s  Record. 

At  the  annual  meeting  of  the  Canadian  Colored  Cot- 
ton Mills  Co.,  \n  Montreal,  May  'aH,  it  was  pointed  out 
in  the  report  of  the  diiectors,  that  the  shipments  of 
goods  to  the  trade  for  the  year  amounted  to  $2,:i5i,H(iH, 
against  $2,967,338  for  the  previous  year,  showing  a 
shrinagc  of  sales  to  the  extent  of  $()12,7.'iO.  The  company 
however,  after  paying  their  bond  interest  and  a  stock 
dividend  of  4  per  cent.,  was  able  to  cany  an  amount  of 
.Ul,.3fi().5.S  to  the  credit  of  profit  and  loss,  after  writing- 
off  $()3,00n  for  repairs  and  betterments.  The  net  profits 
were    .f;.'-iOO,()(l(). 

The  i)iesident  rciiorted  that  business  had  not  yet  re- 
turned to  its  noimal  condition,  and  hence  the  company 
was  still  curtailing-  i)roduc-tion,  a  |)olicy  which  would  he 
continued  until  conditions  warranted  the  ruiming  of  fidl 
time. 

Jt  was  also  stated  that  on  account  of  keen  compet'i- 
tion  from  England  and  the  United  States,  prices  at 
which  goods  were  ,sohI  were  excei)tionaliy  hjw,  particu- 
larly in  view  of  the  fact  that  raw  cotton  was  held  at 
an  exceedingly  high   figure. 

The  company  has  in  oi)eration  3,110  looms,  113,600 
spindles,  and  employs  over  2,000  hands.  Their  wage  ac- 
count  last  year  amounted  to   •$633,000. 

The  rejjort  of  the  directors  was  adopted  and  the  old 
board  was  re-elected,  namely  :  1).  Morrice,  Sir  (Jeo. 
Drummond,  Sir  Bdward  Clouston,  Theophilus  King, 
Senator  F.  L.  Jleifjue,  Ceo.  Caverhill,  I).  .Moirice,  jr., 
A.   A.   Morrice,   A.  O.   Dawson. 

At  a  subsecpient  meeting  of  the  board,  the  following 
officers  were  elected  : — D.  Morrice,  president  ;  Sir  Geo. 
Drummond,  vice-president  ;  A.  Bruce,  secretary-treasurer. 
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Allen  Manufacturing  Company, 


Limited 


(ESTABLISHED    1886) 


Net  Waists 
Silk  Waists 


Lace  Waists 
Muslin  Waists 


Muslin  Waists,  Tailored  Effect,  with  Dutch 
or  Gretchen  Collars,  now  in  stock  and  ready 
for  shipment  by  express. 


An  excellent  assortment  of  Tailored  Coat 
Suits,  in  Colored  Linens,  Crashes,  Drill  and 
Duck,  for  immediate  shipment.     Order  now. 


We  have  provided  for  June  and  Summer 
Whitewear  Sales  by  making  a  special  stock 
of  Ladies'  Gowns,  Corset  Covers,  Skirts, 
Drawers,  Aprons,  and  Princess  Combina- 
tions,   which   we   can    ship    immediately. 


WRITE  FOR  SAMPLES  OR  TRAVELLER 

Allen  Manufacturing  Company,  Limited 

Simcoe  and  Pearl  Streets,  Toronto,  Canada 

Long   Distance  Telephone  Main    1 1 50 


0^. 


'yuuit 


7Ha)Ji 
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Please  mention  The  Rcvicn'  to  Advertisers  and  Thctr    Travelers 


Best  Vogue  in  Ready-to- Wear  Garments 

Great  Vogue  of  Fancy  Colors  is  Giving  Impetus  to  Blacks  —Heavy 
Retail  Trade  in  Tailored  and  Plain  Blouses  —  Increasing  Popularity 
of  Princess  Dresses— Active  Opening  of  Fall  Season— Style  Indications. 


Till']  picscnt  color  icudnicy,  fioin  its  diversity-, 
])i'('S('iils  iiiiiiiy  (lirtVu'lics  l)o(li  Tor  lijirinciil  l)\iy- 
er  and  inaiiiit'actiirer,  and  while  for  (he  liinlicf- 
|)i'i('cd  li'ai'incnts  tlii'  ainclliyst  and  deep  rose 
shades  will  have  a  represi  iitative,  popular-priccMl  lines  will 
he  developed  in  more  sta])le  colors.  The  great  vogue  of 
fancy  colors  is  cansinu'  black  to  .<;'ain  ground  in  ready-to- 
weai'  lines  and.  nol  only  in  coals,  bnt  in  snil  and  in  skirl 
lines,  black  is  expech'd  (o  lead  the  pi-oeession  as  ihe  best 
sellinu'  color.  Navy  is  next  on  tlie  list,  nol  (ndy  in  daik 
shades,  bnl  in  Ihe  li-ihter  tones  veruinii'  to  royal  l)!iie. 
I'^ancy  inixinre  slrijies  in  iirey  will  also  sell  well,  in  sonic 
sections  lliere  is  ii  partial  revival  of  the  interest  in  brown. 
.Self-eolorcd  strip(s  are  nuicii  in  evidence,  and  smooth- 
finished  worsteds  are  nsed.  Serjie  weaves,  fancy  cheviots 
and  diagonals  are.  all  leading  materials  with  the  cmting- 
up  tiaile.  P>ri  adcloths  and  satin  linishes  will  be  lai',t>ely 
coiilincd  to  the  three-piete.  suits,  satin  (loths  having  heen 
found   uns:>tisfactorv  fm-  taihirinij'. 


Changes  Predicted  in  Waist  Sleeves. 

Retail  trade  at  present  seems  to  be  heaviest  in  tailored 
and  plain  blonses  of  all  sorts.  The  cool  weather  which 
iias  predominated  this  Sprinjj'  has  not  been  condncive  to 
tlie  sale  of  the  fancy  iinuerie  blouses,  but  it  is  expected 
that  this  month  will  briuj;'  a  i^ood  demand  fin-  these. 

There  has  been  a  good  dial  of  difTiculty  with  regard 
to  delivery  of  waists.  Orders  were  delayed  so  ionii-  that 
when  it  was  necessary  to  buy  or  lose  the  seasim's  trade, 
ordeis  were  piled  up,  and  manufacturers  could  not  turn 
(Hit  the  work  as  soon  as  wanted. 

Manufacturers  ai'e  talking'  of  nolhiuL;'  but  lonu'  sleeves 
\'i\v  the  next   season,  but    nunu'i'ous  chan.ues  are  ])redicted. 

The  present  seasou,  which  has  l)een  a  busy  one,  is 
rapidly  drawinji'  to  its  close.  What  is  doing-  now  is  con- 
lined  exclusively  to  Summer  waists.  Karly  Fall  lines 
are  out  and  orders  are  eomino-  in  a  manner  that  is  liiiihly 
satisfactory  to  the  trade. 

The  heavy  run  upon  plain  tailored  styles  is  having-  a 
markeil  inlluence  upon  Summer  waists.  Trinunings  con- 
sist chielly  of  embroideries  app'ied  in  flat  effects  and  so 
as  to  give  long  lines. 

Many  of  the  new  waists  show  the  shoulder  yoke. 
Tliere  is  also  a  larger  number  of  models  shown  that  close 
ill  the  front.  Many  new  waists  have  the  Peter  Pan  or 
Dutch  collar,  but  hh(  se  by  no  mears  supi  rsede  tho  high 
(libsnn  collai-. 

Net  waists  are  to  be  jiopular  sellers  again  in  the 
coming  fall;  as  a  general  i-ule  black  white  and  ivory  are 
the  colors  sampled.  Some  houses,  however,  ai'e  catering 
to  the  colored-waist  trade,  and  are  putting-  out  a  rangre 
in  the  new  Fall  colorings.  Tucked  and  imitation  tucked 
nets  for  blouses  are  showing.  Embroidered  nets  and  plain 
nets  are  in  evidence.  Fine  meshes  seem  to  be  more  favor- 
ed than  coarse  niake.s,  but  there  are  also  seme  attractive 
novelty  nets  used.  Novelty  laces,  Irish  effects,  pean-de- 
soie  pipings,  crochet  balls  and  tassels  are  used  as  trim- 
mings. 

The  long  tucked  Direetoire  sleeve  is  the  one  shown  on 


all  early  samples.  There  are,  however,  indications  that 
the  present  light  sleeve  will  blossom  out  into  puffs  at 
elbow  and  wrist  before  the  season  advances  much  further. 


Princess  Dresses. 

With  Ihe  coming  of  summir,  the  increasing  ()oi)ularitv 
of  i)rin(-ess  difsses  is  clearly  demonstrated.  So  great  has 
heen    Ihe    dematnl    for    tluNse   that    manufac-tui(-rs   have    had 


Ljdies"  Rubberized  Garments      Shown  by  National 
Rubber  Company  of   Canada. 


difrieulty  in  filling  orders.  The  demand  for  this  style  of 
dress  has  been  active  for  s^ome  time,  but  is  growing  hea- 
vier. Kmbroideries  are  used  extensively,  and  val  inser- 
tions, as  well  as  the  coarser  laces  are  used  as  trim»iings, 
on  the  mull  and  batiste  dresses,  and  the  heavier  linen  or 
lepp  dresses  are  trimmed  with  coarse  Irish  or  Cluny  lace. 
Buttons    are  also    used.    The  liagerie  dresses  are  elabor- 
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The  Kaybro 

"  KNITTOP  " 

PETTICOAT 


t^omfortabM^ 


A 

Garment 

that  will 

instantly 

appeal 

to  your 

Customers 


The  "  Knittop  "  Petticoat  has  a  light, 
elastic  knit  body  that  fits  like  a  glove 
over  the  waist  and  hips,  doing  away 
with  all  wrinkling  and  bunching  so 
common  with  ordinary  petticoats.  The 
Flounces  are  made  of  Sateen,  Silk  Taf- 
feta, Imported  Moreen  or  Heather- 
bloom  Taffeta. 

The  "Knittop"  Petticoat  gives  the  per- 
fect smoothness  of  fit  and  correctness 
of  hang  so  indispensable  to  the  pres- 
ent styles  of  close  fitting  gowns. 
The  "  Knittop  "  is  healthier  than  the 
old-style  petticoats  because  it  is  lighter 
in  weight  and  provides  for  adequate 
ventilation.  So  the  dressmakers  re- 
comend  it  for  style  and  the  doctors 
for  health. 

These  facts  create  an  instant  and 
insistent  demand  for  "  Knittop  "  Pet- 
ticoats wherever  they  are  shown. 


TRY  IT 


PRICES  AND  PARTICULARS 
Gladly    Furnished    on     Request 


McKAY  BROS.,  LIMITED 

1229-1231  Queen  Street  West 
TORONTO  CANADA 

TRAVELLING  REPRESENTATIVES  : 

WESTERN  ONTARIO G  L.  DAFOE 

EASTERN  and  NORTHERN  ONTARIO      -    ALL\N  G.  BRADY 
WESTERN  CANADA E.  M.  BLACK 


atcly  made  up  wi1h  tiic\ings  and  insertions,  sometimes 
with  combinations  of  laces,  using  a  eoarse  lace  in  con- 
junction with  a  fine  Val. 

These  dresses  usually  have  the  high  waistline  at  the 
bac]<,  with  the  normal  length  at  fhe  front.  Skirts  are 
tucked  over  the  hips,  and  are  finished  with  an  elaborate 
flounce  about  eighteen  inches  deep. 

Besides  white,  pale  pink,  sky,  and  mauve  are  the  po- 
I)ular  sellers. 


Wash  Suits. 

Retailers  are  pushing  wash  suits,  and  a  good  trade  is 
heing  done  in  these.  This  season's  lines  favor  active  sell- 
ing, and  it  seems  likely  that  the  trade  in  these  will  ex- 
ceed any  previous  season.  The  three  piece  suits  are  tak- 
ing  well   and   the   showing   of   these   is   varied   and   attrac- 


Net  Waijt  with  Soutac.ie  Trimming  -  Soown  by  R.  D. 
Falrbairn  Co.,  Ltd.,  Toronto. 

live.  These  arc  made  up  chiefly  in  plain  materials,  some- 
times with  lace  insertions.  Many  show  a  yoke  of  lace, 
(/r  are  worm  with  a  guimpe  or  blouse.  The  sleeveless 
toat  is  often  seen  in  these  suits. 

Two-piece  suits  are  elaborately  trimmed  with  coarse 
lace  insertions  or  are  fiberally  braided.  They  are  made 
on  much  the  same  lines  as  the  cloth  costumes  in  vogue. 
High  class  goods  are  in  plain  materials  only,  linen,  linen 
imitations,  and  repp  being  principally  used.  Stripes  are 
seen   in  some  of  the  popular  priced  goods. 

\  great  deal  of  favor  is  accorded  tan  in  the  wash 
SLiits  in  demand  this  season.  It  is  made  up  with  white 
lace  or  with  touches  of  black  in  the  form  of  pipings, 
braid  loops  or  buttons.  These  suits  are  also  shown  in 
the  popular  spring  shades,  such  as  wisteria,  old  rose, 
vieux  bleu,  etc. 


Rainproof  Coats. 


Among  the  popular  selling  lines  of  rainproofs  cash- 
mere cloths,  waterproofed,  retailing  as  low  as  $6  ahd  $7 
are  popular  sellers.    These  are  shown  in  navy,   fawn  and 
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Here  are  Some  Genuine  Helena  Values 


The}'  are  already  in  the  lead, 
not  only  on  account  of  their 
ver)'  attractive  st)le  and  excellent 
workmanship,  but  because  of  their 
particularl)   low  price.        :        :        : 


Style  5544 

Tliis  Empire  princess  jumper  is 
made  of  fine  English  worsted  in 
delicate  fancy  stripes.  Colors  — 
taupe,  with  mauve  stripe  ; 
taupe,  with  blue  stripe  ;  grey, 
with  black  stripe.  Trimmed 
with  satin  strapping  and  buttons. 


Price  $6.50  each 


Style  4056 


.yle  5544 


Ladies'  tailored  waist,  made  of 
fine  linene  with  14  ^-in.  tucks 
in  front  and  6  in  back,  and  with 
laundered  collars  and  cuffs. 
Trimmed  with  large  pearl  but- 
tons. 

Price  $12.00  per  doz. 
Style  4092 

This  is  a  waist  which  displays 
the  New  York  style  features  ; 
made  of  imported  lawn.  This 
model  has  the  fashionable  rol- 
ling Dutch  collar,  so  popular  in 
New  York,  and  is  handsome- 
ly trimmed  with  fine  French 
val.  lace  insertion  and  edged 
with  a  dainty  frill  of  the  same 
lace.  The  waist  is  finely 
tucked  and  has  a  fashionable 
,  sleeve  with  a  cuff  to  match  the 

collar.      Sizes  32-44. 

Our  price,  $13.50  per  doz. 

Send  us  a  sample  order  and  be  convinced 


Style  4056 


Style  4092 


Helena 

190-198  King  Street 


Costume  Co.,  Limited 


London,  Ontario 
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Something  New! 


THE    KAYBRO 

FORM-FITTE 

PETTICOAT 

Your  customers  will  appreciate  the 
merits  of  this  underskirt  the  moment 
you  show  it  to  them--it  is  such  an 
obvious  improvement  on  all  other 
petticoats. 

The  ForiAv  Pitted 

PATENT  APPLIED  FOR 

PETTICOAT 


It  has  a  flat,  narrow  waistband  with 
new  method  of  adjustment  that  makes 
it  fit  the  figure  without  the  least 
shirring  or  bunching.  This  feature  is 
particularly  desirable  in  view  of  the 
present  close  fitting  styles  in  outer 
garments. 

It  has  the  novel  D.rectoire  Side  Opening 
without  any  placquet  in  the  back.  And 
a  feature  that  has  met  with  the  most 
cordial  approval  is  the  well  made  and 
spacious  pocket. 

A    SAMPLE    DOZEN 

or  so  of  Form-Fitte  Petticoats  dis- 
played in  your  store  will  convince  you 
that  there  is  a  big  dormant  dtmand  for 
these  goods  all  around  you.  Try  it! 
Wake  up  the  dormant  demand — make 
it  active  !  The  bulk  of  the  business  in 
your  locality  goes  to  the  man  who 
makes  the  first  move. 

WRITE   US   FOR  SAMPLES   AND   PRICES 

McKAY  BROS.,  Limited 

1229-1231    Queen  Street   West 
TORONTO  CANADA 

TRAVELLING  REPRESENTATIVES: 

WESTERN  ONTARIO G   L.  DAFOE 

EASTERN  ONTARIO  ....  ALLAN  G.  BRADY 
WESTERN  CANADA E.  M.  BLACK 


olive  in   tlic  liii^li  closo  (itliiis  lollar  st.yles.     Some,  of  the 
^inpiilai-   i)ri(t'ii   silk   coiits  show    velvet,  collais. 


Buy  in  Fair  Quantities. 


The  active  opening  of  I'^all  l)iiyiiig  of  eoats  and  suits 
lias  again  hroiight  uj)  the  old  story  from  the  manufae- 
turei's  vievvjjoiut   of  the.  lack  of  adetiuate  advance  orders. 

Manufacturers  contend  that,  as  opposed  to  the  cloth- 
ing trade,  they  are  seriously  handicapped.  Clothing 
maniifaclurers,  for  instance,  get  their  Kail  orders  in 
S'piing  months  and  ha\e  Sjiring  and  Summer  in  which  to 
manufacture,     (iarment      manufacturers     catering      to    the 


One  of  the   New  Three-piec;  Suits  for  Fall  —  Manuf..ctureJ  b/ 
the  Stindard  Clcik  &  Skirt  Mfg.  Co.,  Montreal. 

Letter  class  of  trade  where  style  is  so  important  a  con- 
sideration, are  sometimes  lucky  to  get  sample  orders  in 
.Jutu',  and  this  followed  up  with  scattered  orders  during 
.Illy  and  August.  This  puts  a  heavy  and  almost  impos- 
sil)le  handicap  upon  ccitain  firms.  Material  re(|uirements 
m  triu'.nings  havei  to  he  anticipated,  a  larger  investment 
ior  machines  and  factory  space  is  nex'essary,  and  there  is 
a  fearful  struggle  to  get  operatives  when  it  is  needed. 

The  ifl'ect  of  this  condition  is  to  increase  the  selling 
tost  of  merchandise  in  a  country  wiiere  traveling  cost  is 
alicady  high.  Merchants  have  to  be  visited  twice  very 
often,    instead   of  business   being  closed  on   one  trip. 

The  result  of  such  methods  on.  the  i)art  of  retailers 
is  that    the  Canadian  garment     industry,  coats  and  suits 
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Blackeye 

Silk  Moire 

Underskirts 

May  be  had  from 

The  Leading  Wholesalers  of  Canada 


Retailers  ail  over  Canada 
are   selling   tliem. 

For  wear  and  appearance 
Blackeye  Underskirts  are 
the  Ideal  Underskirts. 


Blackeye  Skirts  made  from  our 
own  patented  material,  which 
will  not  split  nor  crack. 


Blackeye   Skirts   have   both   the 
rustle   and   the  lustre. 


Prices  from 

$30   to    $52    ^  dozen 
Delivery  at  once. 


GUARANTEE 

Dealers  are  authorized  to  re- 
fund full  purchase  price  of 
any  Blackeye  Skirts  not  prov- 
ing satisfactory. 


Many  Styles 
and  Seven 

Colors. 
Black,  Navy, 

Brown, 
Gray,  Helio, 
Green,  Red. 


MANUFACTURED   ONLY  BY 


LOOK  FOR  THE  LABEL 
SEWN  ON  EVERY  SKIRT. 


^iJlctnVieaC 
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Time  to  Think  of 

Bathing  Suits 


^  There  will  be  call  for  these 
goods  this  month,  and  you 
should  have  them  in  stock  at 
once.  Home  &  Watts'  Bath- 
ing Suits  in  your  store  and  dis- 
played will  mean  big  sales  and 
easy  sales  in  these  garments 
this  season. 

^  We  make  them  in  one- 
piece  suits  for  Kiddies  from 
3  to  6  years,  two-piece  suits 
for  girls  8  to  ]  6  years,  and  for 
women  in  all  sizes. 

^  They  are  made  of  the  finest 
quality  of  lustre,  absolutely 
fast  colors. 

^  We  can  fill  your  orders 
for  these  garments  at  once. 
Let  us  send  you  a  sample 
selection. 


HOME  &  WATTS 


LIMITED 
DuDcan  and  Pearl  Sts., 


TORONTO 


particularly,  has  not  attained  the  size  and  importance  it 
deserves.  Failures  among  the  garment  trade,  in  Montreal, 
particularly,  have  been  altogether  too  numerous.  Of 
course  the  reason  for  these  failures  cannot  always  be  as- 
signed to  the  above  conditions.  However  many  of  these 
firms  cater  chiefly  to  Untario  trade  where  late  buying  is 
most  prevalent.  The  Far  West,  Quebec  Province,  and  i!ie 
Maritime  I'rovinces,  outside  of  certain  large  stores,  will 
buy  coats  within  a  reasonable  time,  but  delay  the  buying 
of  suits  which  con^prise  the  most  important  volume  of 
the  trade. 

Canada  is  going  through  the  same  general  conditions 
that  the  I'nited  States  has  experienced.  Across  the  line 
manufacturers  for  their  own  protection,  formed  an  im- 
portant cloak  and  suit  association.  They  hold  a  meeting 
each  season  for  the  adoption  of  style  tendencies  in  plenty 
of  time  to  allow  for  manufacturing.  Canadian  maiiufac- 
lurcrs  will  have  (o  follow  the  same  general  plan. 


Fall  Garment  Styles. 


(iarment  manufacturers  have  completed  Fall  samples, 
and  the  new  lines  are  very  attractive.  There  seems  to 
be  no  reason  why  the  Fall  goods  should  not  meet  with 
a  ready  response  from  retailers.  From  the  point  of  view 
of  the  styles,  materials,  colors  and  values,  the  new  lines 
are  desirable. 

One  feature  of  the  Fall  suits  is  that  heavier  materials 
are  t.eing  used  than  formerly.  This  is  due  to  the  fact  that 
ladies  more  than  ever  are  wearing  suits  all  winter,  with 
furs,  instead  of  separate  coats.  Naturally  this  neces- 
sitates heavier  materials  to  give  the  requisite  warmth. 

Coats  of  suits  are  long,  the  popular  lengths  ranging 
from  'U)  to  48  inches  in  length,  but  the  40  to  45  inch 
lengths  will  predominate.  Coats  of  three-piece  suits  are 
usually  10  to  45  inches  long.  As  a  general  rule  coats  are 
made  more  closely  fitted  than  the  shapes  which  have  been 
called  semi-fitting,  but  the  hipless  idea  is  still  maintain- 
ed. The  long  lines  which  characterize  the  present  season 
are  noticeable'  in  the  new  Fall  samples.  Slecv-es  are  small 
and  in  all  instances  full  length.  The  natural  width  of 
shoulders  is  preserved.  In  many  cases  the  trimmings  arc 
applied  to  indicate  the  extended  waist  line.  The  Buster 
Brown  belt  is  worked  into  the  coat  at  the  hip  line  in 
some  of  the  new  models,  but  it  is  not  likely  that  this 
style  will  achieve  any  marked  popularity  owing  to  the 
fact  that  it  is  a  style  which  can  be,  worn  to  advantage  by 
very  few. 

Some  of  the  new  coats  will  show  military  effects, 
fancy  collars  will  also  be  seen,  and  Dutch  collars  have 
been  introduced   into  some  of  the  Fall  samples. 

Trimmings  consist  of  braid  loops,  buttons  of  self  ma- 
terial, and  jet  buttons  in  liberal  quantities.  At  present 
there  is  a  good  deal  of  difficulty  in  getting  delivery  of 
jet  buttons  and  ornaments,  owing  to  the  heavy  demand 
for  thiy  cla.ss  of  trimming.  Moire  and  velvet  will  be  used 
as  collar  facings,  and  satin  will  be  employed  for  trim- 
ming ])urposrs. 

There  seems  every  indication  that  there  will  l)e  a  re- 
turn to  the  full  pleated  skirts  of  a  couple  of  years  ago. 
There  is  more  flare  to  the  new  skirts^  and  nearly  all  show 
pleats  in  some  form.  Pleats  are  introduced  at  each  seam, 
and  a  great  deal  of  use  is  made  of  fan  pleats. 

It  is  expected  that  the  three  piece  suits  will  be  in 
greater  favor  for  the  coming  Fall  and  Winter  than  they 
are  at  present.  The  dresses  of  these  suits  will  fasten  at 
the  back,  front,  or  at  one  side.  Coats  of  these  three 
piece  suits  will  he  slightly  looser  than  those  of  the  two 
piece  suits. 
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Shirt  Waists  By  Express 

The  Day  Order  is  Received 

To  fill  the  demand  for  Shirt  Waists  that  are  required  immediately,   we  have  made 
up  a  range  of  new  styles  at  practicall}-  all  prices.  :::::: 


Our  Offer 


If  you  cannot  call  at  our  factory  personally  semi  us  voiir  order  for 
all  lines  required,  including  special  lines  for  Saturday  Sales. 
If  our  selections  do  not  please  you,  return  the  goods  at  our  expense. 

We  make  this  special  offer  to  fill  the  requirements  of 
our  old  customers  and  make  hundreds  of  new  ones. 


All  Waists  (Lawn  and  Net)  Are  Our 


REGULAR 


QUALITY 


in  Style,  Finish  and  Material 


IV/ite  To-Day 


THE  ECLIPSE  WHITEWEAR  COMPANY 

TORONTO 
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Separate  Coats. 


Separate  coals  promise  lo  be  an  inipoitanl  facU)i  of 
the  Fall  garment  trade.  '  The  new  samples  are  very  at- 
tractiw.  The  popular  length  is  54  inches,  which  is  lou- 
siderahly  longer  than  the  coats  of  last  season.  They  will 
also  be  more*  closely  litted  than  the  previous  season,  and 
sleeves  will  be  smaller.  A  feature  of  the  new  lines  is 
that  trimmings  are  all  placed  low  over  the  hips,  carrying 
out  the  idea  of  the  extended  waist  line.  Collars  in  many 
instances  will  be  in  the  Dutch  collar  form,  either  in  the 
same  material  as  the  coat,   or  in  moire  or  satin. 


Underskirts 

Fall  orders  are  coming  in  well.  Taffetas  are  back 
again  in  their  old  position.  In  the  most  exclusive  end  of 
the  trade  there  has  been  little  doing  in  soft  satins.  There 
is  a  strong  feeling  developing  for  moire  and  as  moire  is 
now  selling  in  fair  quantities  for  Irinmiings,  etc.,  it  is 
quite  evident   from   the   cards   that   considerable  business 


Linen   Suits -Shown  by  AI.  Goldstein 
&  Co.,  New  York. 


Lingerie  Gown  —  Shown  by  Al 
Goldstein  &  Co.,  New  York. 


will  develop  along  this  line.     This,  of  course,  will  bring 
moirettes  into  prominence  in  the  cheaper  grades. 

Knitted-top  petticoats  tinislied  with  a  flounce  of  taf- 
feta, or  one  of  the  many  mercerized  fabrics  uf-ed  for  under- 
skirts are  growing  in  poularity.  One  reason  is  that  tJic 
knitted  fabric  is  produced  in  Canada  and  therefore  the 
price  is  more  atfraclive.  The  clo.se  fit  that  lowers  all 
fulness  to  well  below  the  hips  is  still  favored,  but  there  is 
more  flare  around  the  feet  than  was  seen  last  year.  As 
usual,  the  all-black  skirt  is  the  big  seller,  but  rose  and 
wine  shades  as  well  as  the  staple  navies  and  browns  are 
selling. 


Kaybro  Petticoats. 

As  announced  in  the  last  issue  of  The  Dry  Goods  Re- 
view, McKay  Bros.,  whose  otfice  and  warerooms  as  manu- 
facturers' agents  and  importers  were  formerly  at  77 
York  street,  Toronto,  have  removed  to  larger  quarters  at 


1229  Queen  street  West,  where  they  have  installed  mq.chin- 
ery  for  the  manufacture  of  knit  top  and  form-fitte  petti- 
coats. The  outstanding-  features  of  the  "Kaybro"  lines, 
as  they  are  calle<],  are  such  as  to  command  the  atten- 
tion of  the  trade  at  the  present  lime.  It  is  claimed  foi; 
(he  Kaybro  knil  top  petticoat  that  it  not  only  does  not 
sag-,  but  that  it  neither  bunches  nor  wrinkles  at  the  waist. 
The  band  is  very  narrow,  and  the  method  of  fastening  is 
such  that  the  defect  of  the  average  wide  band  is  over- 
come. When  one  considers  the  present  day  styles  in 
gowns,  these  merits  are  of  great  importance.  The  tops 
and  flounces  of  this  petticoat  are  made  in  a  range  of 
materials  adapting  it  to  every  requirement  of  style,  com- 
fort and  wear.  The  particular  feature  of  the  fonn-fitte 
petticoat  is  the  adjustable  waist  band,  on  which  the  use 
of  draw  strings  or  anything  of  that  kind  has  been  done 
away  with.  McKay  Bros.,  state  that  these  garments  are 
meeting  with  a  great  demand  and  that  they  are  now  work- 
ing on  a  large  volume  of  advance  business. 

The  active  members  of  the  company  recently  incorpor- 
ated are  : — President  Jas.  T.  H.  McKay  ;  vice-president, 
n.  L.  Klein;  secretary  and  managing  director,  .1.  W. 
McKay  ;  directors,   Jas.   Rosser  and  N.  Dingman. 


The  Whitewear  Department. 

June  a.nd  January  sales  in  the  whitewear  departments 
in  lihe  retail  stores  are  semi-annual  events  that  are  look- 
ed forward  to,  but,  as  a  fact,  under  modern  methods, 
every  month  in  the  year  is  a  proper  time  to  buy  wbite- 
wear,  and  every  month  sees  in  a  properly  conducted  de- 
jKirtment  a  full  Avhitewear  stock  for  the  customer  to 
choose  from.  There  is  more  of  tihe  genuine  bargain,  flavor 
about  the  June  sales  than  there  is  to  those  held  in  the 
first  month  of  the  year.  The  presence  of  t'he  true  bargain 
filip  brings  a  crowd  into  the  store,  aaid  their  presence 
makes  it  easy  for  'the  management  to  clear  stock  and  to 
sell  out  broken  sizes  and  lines. 

Sales  of  high-class  underwear  that  liave  become  soiled 
through  handling,  but  only  require  a  visit  to  t'he  wash 
tub  to  restore  their  first  freshness  and  dainty  whiteness, 
make  the  most  attractive  of  bargain  lines.  The  June 
sales  wind  up  a  much  better  season  than  the  trade  has  had 
for  the  past  two  or  three  years,  and  when  the  clean-up 
is  over  stocks  will  be  in  splendid  shape. 

Manufacturers  are  busy  with  sample  lines  for  Janu- 
ary delivery  and  promise  a  line  of  unusual  excellence  for 
the    Sprang   of   1910. 

There  are  many  novelties  in  trimmings,  particularly  in 
laces,  wliere  the  new  Cluny  effects  promise  to  be  strong, 
These  laces  are  the  besit  Nottingham  has  shown  in  years, 
and  besides  the  merit  of  novelty,  they  have  both  beauty 
and  good  wearing  qualities  to  recommend  them.  Em- 
broideries, particularly  on  the  hig'her  priced  goods,  will  be 
much  in  evidence.  Manufacturers  have  prepared  for  and 
expeel.  a  'big  selling  season. 


Style  Recommendations  for  Tailored  Garments. 

(Staff  Correspondence.) 

New  York,  May  28.— The  National  Cloak,  Suit  and 
Skirt  Manufacturers'  Association  met  this  month,  to  dis- 
cuss the  t.ailor-m.ade  question  for  the  Fall  and  Winter 
season  of  1909-10.  The  result  of  their  conference  recom- 
mends the  coats  of  suits  to  range  from  .Sfi  to  48  indies 
long,  with  40  and  45-ine'h  lengths  predominating.  The 
styles   to  be  somewliat  different  also;   the  backs  of  coats 
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Buch^^^ 


BRAN  D 


DUCHESS 

LAWN 
WAISTS 

Are  as  stylish  as 
they    are  dainty 

No.  157  shown  here 
is  one  of  the  latest 
"Duchess"  styles 
with  the  new  Dutch 
Collar,  three-quarter 
sleeves  w^ith  turn- 
back cuff.  Collar 
and  cuffs  trimmed 
with  two  rows  of 
lace  and  medallions. 

Price,  $21.00 

PER    DOZEN 

We    are    showing 

eight  of  these  styles. 

Prices  ranging  from 

$8.50  to  $24.00 

per  dozen. 


*»' 


WHITE 
WEAR 

FOR 

1910 

Our  new  range  in 
Ladies'  and  Misses' 
Underwear  ^vill  be 
ready  for  July  1st. 
It  will  be  the  most 
complete  range  ever 
shown  to  the  Cana- 
dian retail  merchant. 
Values  will  be  right, 
and  the  styles  are 
taken  from  French 
models. 

LOOK  THFM 
OVER 


THE  DUNLAP  MFG.  CO. 

525   ST.  PAUL  STREET,   MONTREAL 


J.  E.   McCLUNG,   8-10  WELLINGTON  STREET  EAST,  TORONTO 

SOLE  AGENT  FOR  ONTARIO 
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Id  be  cut  closer  fitting-  than  formerly,  such  et^ects  being 
ternaed  semi-fitting,  the  object  of  which  is  that  the  models 
S'hou'ld  fit  'the  figure  more  closely;  the  sleeves  of  same  to 
be  small  and  devoid  of  fulness  at  the  arm'hole. 

All  skirts  to  the  suits  to  be  in  the  new  pleated  ef- 
fects and  fuller  at  the  feet,  but  still  retaining  the  well- 
fitted   upper  portion  over  t'he  hips. 

T'hree-piece  snit  coats  to  be  40  to  45  inches  long,  and 


C- f^i^  Self-Reducind 
Jf4i4D5  w"  Relief  Bands 

Nemo  Corset  — Shown  by  Kops  Bros.,  New  York. 

tiie  backs  to  he  in  looser  effects  than  tlios'e  of  the  two- 
piece  garments.  Princess  dresses  in  the  new  features, 
such  as  elongated  waistlines  a,nd  its  modifications,  also 
pleated  skirt  effects  and  yoke-skirts,  to  be  worn  with  the 
three-piece  suits. 

Separate  coats  give  promise  for  a  big  representation 
for  the  coming  season.  The  54-inch  lengths  wili  prevail; 
the  closer  fitted  effects,  likewise  small  sleeves,  will  be  the 
features  of  these  <'oats.  For  eairly  Fall,  separate  coats 
to  be  40,  45  and  54  inches  long,  the  materials  comprising 
lighter  weights. 

i- 

Interest  in  Corsets. 

(Staff  Correspondence.) 

Office  of  Tlie  Dry  Goods  Review,  ()22-()24  Tribune 
Building,  New  York,  May  28. — ^The  corset  is  receiving 
more  attention   to-day   than  it  has  ^-ver  before. 

Ever  since  Paris  proc'aimed  the  straight,  hipless  figure 
to  be  the  'fashion,  tlie  American  women  have  had  their 
own  troubles.  Paris  has  a  peculiar  way  of  its  own  in 
creating  style  and,  no  matter  'how  ideal  it  may  appeai- 
in  t'he  dress  form,  it  may  well  be  qnestioneil  whetber  the 
corsets  axe  in  any  way  fit  for  the  average  American 
woman. 

American  corsettieres  and  manufacturers  when  mak- 
ing corsets  have  so'me  regard  for  the  average  woman's 
figure  an.d  turn  out  models  that  can  be  woi-n  with  com- 
fort and  at  the  same  time  produce  ai  good  figure  line.  When 
the  Directoire  go'wns  came  into  vogue,  t'hp  woman  was 
at  a  loss  to  know  how  she  could  wear  such  gowns  with 
their  straight  and  curveless  lines,  but  here  is  where  tlie 
corset  manufacturers  came  in  for  t'lieir  good  work  and 
those  qualified  to  develop  these  effects  made  up  a.  line 
that  met  in  every  particular  the  needs  ol'  tlie  American 
woman  in  this  direction. 


Designers  are  constantly  on  t'he  alert  for  new  ideas 
for  the  corsets,  and  every  season  many  improvements  are 
noted  in  this  connection.  The  corset  industry  is  reailly 
only  in  its  infancy  as  yet,  and  we  may  expect  to  see  a 
continuance  of  improvements  and  modifications  of  'the  old 
styles  every  season. 

Manufacturers  who  axe  now  preparing  their  Fall  lines 
eif  corsets  are  including  some  very  good  models  in  their 
lines.  They  are  carefully  studying  the  modes  of  tiie  day 
in  dress  and  to  the  best  of  their  ability  they  are  making 
the  corset  modeis  to  meet  the  evei-y  requirement  of  dress. 
The  desire  seems  to  be  to  give  the  women  corsets  that  will 
prove  beneficial  as  regards  their  figures  as  well  as  aid  in 
preserving  t'he  health.  There  is  no't'hing  more  dangerous 
than  an  ill-fitted  «orset,  and  w'hile  physicians  often  de- 
nounce them,  it  is  because  'the  woman  choses  something 
not  adapted  to  her  figure.  Women  should  not  try  to  get 
into  corsets  that  do  not  fit  them,  just  to  'be  stylish.  This 
ma,y  be  overcome  to  a  certain  extent  if  the  manufacturer 
will  furnish  retail  corset  departments  with  models  that 
wi'li  fit  every  figure  regai-dlcss  of  the  size  or  s'hape  of  tlie 
wonuin,  and'  it  can  be  done  and  is  being  done  by  many 
liouses. 

til  the  selection  of  new  materials  for  t'he  Fall  corsets 
manufacturers  ai'e  taking  care  to  give  'the  best.  They 
realize,  too,  that  the  boning  of  corsets  is  ever  an  import- 
ant factor  in  corsets  of  the  present  style.  There  is  .so 
much  strain  on  t'he  corset  in  its  work  of  confining  the 
figure,  which  is  to-day  so  t'horoughly  accomplished  that 
tlie  qua.lity  of  the  material  employed  in  its  make-up  is  of 
tlic  utmost  importance. 

Retail  corset  departments  should  be  most  particular 
liaiidliiig  corsets  that  will  in  evei-y  way  meet  wit'h  their 
customers'  satisfaction,  and  not  try  to  sell  them  any- 
thing- just  to   sell    the   corset. 


The  fact  of  our  not  advertising  lately 
is  because  we  are  too  busy  turning 
out  orders,  which  have  overgrown 
our  capacity. 

We  are  now  expanding  and  with  larger 
premises  will  be  able  to  handle  more 
trade.  Our  Fall  line  is  now  on  the 
road  in  the  hands  of  the   travelers  of 

THE  HART  MFG.  CO. 

Be  sure  to  see  the  line  as  it  will  in- 
terest you.  Our  special  lines  in  Taf- 
feta Waists  will  appeal  to  you. 


Our  Attention  to  Mail  Orders 
as     Usual     Always     Prompt. 


Reliable  Silk  Waist  Factory 

40  St.  Antoine  St.,  Montreal 
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Canada's  Leading 
Whitewear  and  Waist  Line 


The  Laurentian  Line  is 

First  in  Styles 
First  in  Merit 
First  in  Values 


Wait        for        the        Laurentian        Man 

Let  this  be  your  watchword  from  now  until 
placing  time 


Note  the  showing  of 

Corset  Covers  Waists  Combination 

at  $2.25  at  $9.00  Garments 

Right  through  the  range  you  will  find  the  same 
good  values. 

The  LAURENTIAN  line  is  a  good  paying  propo- 
sition to  build  trade  upon,  but  mighty  hard  op- 
position. 

LAURENTIAN  WHITEWEAR  CO.,  LEVIS,  QUE. 

WINNIPEG  TORONTO  MONTREAL  EASTERN  TOWNSHIPS  ST.  JOHN,  N.B. 

Western  Fabric  Co.,     W.  H.  Piton,  Z.  P.  Benoit,      and  PROVINCE  of  QUEBEC,     Alex  Burr,  Magilton's 

63  Albert  St.  Empire  Bldg.      Mark  Fisher  Bldg.  R.  Dionne.  Sample  Rooms. 
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Dry  Goods  Review 


The  Secret  of  Success 

in  the  garment  manufacturing 
field  is  the  dominant  note   of 

Genuine  Novelty  combined   with  Praticability. 


Freaks  have  never  made  a  manufacturer's  lasting  fame.  This  can  only 
be  done  by  making  practical  garments  that  are  suitable  for  any  smartly 
dressed  woman  to  wear,  and  that  bring  a  manufacturer  both  fame  and 
fortune. 


Such  Are  Ours 


Our  Fall  Line  for   1909  of 

Ladies'  Cloaks,  Suits  and  Separate  Skirts  will  be  ready  for  your 
inspection  about  the  15th  of  June. 


Everything  new  regarding  styles,  lengths,  and  materials  will  be  represented. 

It  is  just  as  essential  to-day  that  style  and  individuality  and  something 
new  should  govern  the  selection  of  your  garment  line,  as  that  value 
should  be  its  dominant  note.  In  our  line  you  will  find  a  thoroly 
progressive  policy  on  the  question  of  style,  coupled  with  a  fixed  pur- 
pose to  make  the  goods  the  best  you  can  possibly  buy  for  the  money. 

When  a  garment  house  season  after  season  continues  to  increase  its 
business  with  the  best  Canadian  Stores,  it  must  mean  that  concern 
delivers  Salable  garments— no  freaks. 

That's  Our  Record. 

Always  glad  to  see  you    at   our 
Showrooms   when  in  the    city. 


J.  H.  WALDMAN  &  COMPANY  Limited 

Designers  and  makers  of 
Cloaks,  Suits  and  Separate  Skirts 


511-513-515  St.  Paul  Street 


MONTREAL 
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MEN'S     FURNISHER 


Dry  Goods  Revieiv 


The  Right  Way  to  Display  Sliirts 

is  to  use  a  Buckingham  Sunflower  Skirt  Rack 

The  rack  illustrated  is  a  marvel  of  space  economy. 
On  it  you  may  display  50  skirts  to  the  best  advan- 
tage at  one  time.  It  revolves  before  your  cus- 
tomer's eyes,  enabling  her  to  see  every  skirt 
advantageously.  Every  garment  is  readily  acces- 
sible. Single  hangers  are  an  expensive  nuisance 
■when  you  can  procure  the 

Buckingham  Sunflower  Skirt  Rack 

for  $16.50  F.O.B.  Guelph,  Ont. 

As  we  ship  from  Guelph,  Ont.,  you  have  no 
duty  to  pay.  Now  is  the  time  to  instal  one  of 
these  modern  display  racks;  don't  delay  — but 
send  your  order  at  once  to 

BUCKINGHAM  RAE  CO. 


177-179  Adams  Street, 


Chicago,  111. 


Fall  Suits! 


Fall  Coats! 


Fall  Skirts! 


Travellers  are  now  anxious  to  show  you  our  line 
YOU  WANT  STYLISH  GOODS? 

YOU  WANT  GOODS  THAT  SELL? 

OUR  GOODS  SELL  !  OUR  GOODS  SELL  ! 

We  are  'X^I^E  Ladies'  and    Misses'  Suit   House 

WATT  &  SHAPIRO  MFG.  CO.  =«'  ^-  -^^  =-.  MONTREAL 


Men  Who  SeV 
ihings 


By  Walter  D.Mociy 

Business  TAanager  of  Chicago  Association 
of  Commerce 

Technical  Boohs 


This  "Salesman's  Blue  Book,"  written  for  Manufac- 
turers, Merchants,  Employers,  and  all  Sellers  of  Goods, 
gives  the  author's  Observations  and  Experiences  of 
over  20  years  as  Travelling  Salesman,  European  Buyer, 
Sales  Manager  and  Employer.  It  shows  "HOW  TO 
INCREASE  THE  EFFICIENCY  OF  YOUR 
SELLING  SERVICE"  and  "HOW  TO  IN- 
CREASE YOUR  BUSINESS."  Adopting  these 
up-to-date  suggestions  means  MONEY  FOR  YOU. 
Three  of  the  22  subjects  are:  The  Order  Taker,  Right 
Kind  of  Salesman,  Letters  to  the  Trade. 

295  pp.  Net,  $1.00  By  Mail,  $1.10 

10  Front  St.  East,  Toronto 
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REID    &    PORTER 

Manufacturers'  Agents 

230  McGill  St.  :  Montreal 

BEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


AGENTS    FOR 

t'mn  Irotlin  pim  bros.  &  CO. 

OO^BO  DUBLIN 

SUSPENDERS 


•RITCLLCS INSIPARABLC* 


PARI*         NCWVOKK         PH  I  LA  DC  tP  H  14 


Irish  Poplin  Silks  and 
Neciiwear 


Shirts  That  Will  Withstand  Wear 

That  is   the  only  satisfactory  kind  to  carry  and  sell.     That  is  exactly  the  kind 
we  manufacture. 

The  Deacon  lines  of  working  and  negligee  shirts  are  made  of  the  best  domestic 
cotton  and  w^oolen  fabrics.    They  fit  well,  look  w^ell,  sell  w^ell  and  wear  well. 

Send  for  samples.     We  have  over  250  varieties  to  choose  from.     You  get  quality 
in  every  one  of  them. 


The  Deacon  Shirt  Co. 


BELLEVILLE 


ONTARIO 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^eg?TradeMari^ 


PROOFED  BY 

Facsimile  of  Slamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee  not  only  of  Showerproof  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


The    « 


(Copyright) 


DUST-PROOF 

as  well  as 

Showerproof 


Proofers  to  the  Trade,  BRADFORD,  YKS. 


Dry  Goods  Review 


has  enquiries  from  time  to  time  from  manu- 
facturers and  others  wanting  representatives  in 
the  leading  business  centres  here  and  abroad. 
Firms  or  individuals  open  for  agencies  in  Canada  or  abroad  may  have  their  names  and 
addresses  placed  on  a  special  list  kept  for  the  information  of  enquirers  in  our  various 
offices  throughout  Canada  and  in  Great  Britain  without  charge. 

Address:  Business  Manager,  DRY  GOODS  REVIEW,  Montreal  and  Toronto 
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Dr\  Goods  Review 


"EXCELDA" 

Handkerchiefs 


Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  good  article  com- 
mands respect  from 
your  customers  and 
increase  your  business. 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

"EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 


Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchief. 
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Men's    Clothing    and    Furnishings   News 

Opening  of  the  Straw  Hat  Season  —  Equine  Events  give  hnpetus  to 
Business  —  Good  Demand  for  Novelty  Lines  Shirt  Lines  for  Fall 
—Advance  in  Woolens— Improvement  in  Tweeds    Warm  Weather  News 


THERE  has  been  suflficient  warm  weather  during 
the  past  few  weeks  to  warrant  a  showing  of 
summer  wear.  In  Montreal  and  Toronto  some 
impetus  was  given  the  season  by  the  horse  show 
and  Woodbine  races.  Straw  hat  exhibits  are  making 
their  appearance,  and  these  are  almost  invariably  accom- 
panied by  displays  of  fancy  hat  bands  which,  as  predict- 
ed some  months  ago,  will  have  great  variety,  to  say  noth- 
ing of  the  range  of  club,  college  and  association  colors. 


Fancy  Bands  for  Straws 


Fancy  bands  will  have  such  vogue  this  season,  judg- 
ing from  present  indications,  that  the  retail  merchant 
in  a  centre  of  any  dimensions,  cannot  well  afford  to  over- 
look their  selling  possibilities.  He  should  make  some 
study  of  his  locality's  preference  in  the  matter  of  badges 
and  to  as  great  an  extent  as  possible,  not  only  have  his 
stock  measure  up  to  requirements,  but  develop  the  de- 
mand wherever  there  is  any  likelihood  of  fertility. 

Many  of  the  early  straws  are  certainly  illustrative 
of  the  new  broad-brimmed  styles,  but,  on  the  other  hand, 
there  is  a  good  showing  of  what  may  almost  be  regarded 
as  staple  shapes,  so  cautiously  do  they  reflect  any  remark- 
able change. 

In  the  soft  hat  department,  there  is  still  a  strong  bar 
of  olive  running  through  the  color  card.  Bronze  greys 
are  also  regarded  with  favor  in  all  soft  headwear  and 
in  fedora  shapes  of  the  day,  light  greys  have  some  show. 

The  departmental  stores  in  the  large  cities  have  al- 
ready pulled  off  sales  of  sununery  headgear  for  men. 
Tables  full  of  plain  straws,  sennits  and  panamas  were 
piled  up  for  public  patronage  while  the  season  was  still 
struggling  with  bad  weather.  This,  it  appears,  will  al- 
ways be  one  drawback  to  the  competing  dealer  who  is 
desirious  of  holding  in  his  wares  until  the  time  is  riper, 
and   while  soft  hats  still  have  a  good  run. 


Demand  for  Novelty  Lines 

Wholesale  houses  state  that  there  has  been  a  good 
demand  for  novelty  lines  during  the  past  month,  but 
that,  on  the  whole,  the  movement  of  summer  furnishings 
has  been  seriously  affected  by  unfavorable  weather.  There 
is  still  enough  of  the  season  left,  however,  to  make  up 
for  shortcomings.  Quite  a  number  of  buyers  are  now  in 
European  markets  and,  on  their  return,  Spring  business 
will  become  a  topic  of  more  lively  intei'est. 


Fall  Shirt  Vogue 

Shirt  manufacturers  state  that  they  have  every  rea- 
son to  be  satisfied  with  the  year's  business.  As  previously 
indicated,  Fall  lines  show  that  small  stripes  on  light 
grounds  will  have  prominent  place.  One  manufacturer 
expresses  the  opinion  that  pink,  in  its  different  grada- 
tions,  will  be   strongly   in   evidence   next   season.     Large 


d()(s  on  light  grounds  are  also  said  to  be  good.  For  in- 
stance, one  sample  had  a  buff  ground  with  black  dots  of 
the  size  of  a  dime.  The  same  colors  were  worked  out  in 
stripes  in  another  sample,  mauve  and  white,  green  and 
white,  blue  and  white,  and  brown  and  white  are  said 
to  be  good  style  combinations.  The  staple,  black  and 
while,  is  also  coming  in  for  a  larger  share  of  considera- 
tion. 

•I- 

Colors  Well  Emphasized 

There  is  some  excuse  to  consider  ties  and  iiosiei-y  in 
the  same  breath  at  the  present  time,  judging  from  the 
dressy  color  displays  during  horse  show  and  Woodbine 
weeks.  While  neat  embroidery  effects  were  much  in  evi- 
dence, plain  colors  were  strongly  emphasized  in  windows 
which  made  the  matching  of  hose  and  neckwear  colors 
the  keynote  of  the  design.  Mauves,  greys,  and  tans  have 
been  very  strong  sellers,  and  wholesalers  state  that  they 
look  for  strong  repeat  business  in  those  colors. 


Novelties  in  Belts 

Novelties  are  making  their  appearance  in  belts.  Some 
widths  do  not  exceed  three-quarters  of  an  inch  and  it 
may  almost  be  said  that  colors  have  as  great  variety  as 
neckwear.  One  of  the  newest  buckles,  if  it  may  be 
called  such,  takes  the  form  of  a  box  clasp  on  the  face 
of  which  the  name  of  the  wearer  may  be  engraved. 


Ad 


vance  m 


W 


oolens 


Woolen  houses  state  that  Fall  placing  and  Summer 
sorting  has  been  good.  There  is  here  the  same  story — 
prices  are  advancing — and  though  there  may  be  a  number 
of  minor  causes  the  basic  one  is  the  higher  wool  levels. 

While  the  wholesale  men  declare  that  the  great  bulk 
of  business  is  in  worsteds  the  high-class  custom  tailors 
who  make  specialties  both  of  American  and  English  styles, 
state  that  tweeds  and  homespuns  are  taking  a  position 
of  some  prominence. 

•!• 

Rubberized  Coats 

During  the  past  few  weeks  there  has  been  a  great 
demand  for  rubberized  raincoats.  Retail  departments 
state  that  these  garments  seem  to  have  come  into  par- 
ticular prominenee  during  the  equine  events  of  the  .season, 
and  to  at  once  have  occupied  a  good  place  not 
only  for  driving,  but  also  as  a  street  wearable  in  stormy 
weather.  They  not  only  bear  the  stamp  of  good  style, 
but  are  a  convenient  and  satisfactory  garment  for  water- 
proof purposes. 

Shirt  &  Overall  Co.  Assigns 

Israel  Grossman,  a  Montreal  manufacturer,  who  for 
many  years  carried  on  business  as  the  Canadian  Shirt 
&  Overall  Mfg.  Co.,  and  also  as  the  Modern  Styl« 
Clothing  Co.,  filed  an  assignment  last  month  for  the 
benefit   of   his   creditors.    His   liabilities   are   about    $8.5,- 
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There  is  More  Profit 

in  selling  Xylonite  Waterproof 
Linen  Collars  than  can  be  made 
out  of  any  similar  line. 

And  as  the  making  of  the  best 
possible  profit  is  your  main  reason 
for  being  in  business  it  follows 
that  you  should  not  only  carry--- 
but  SPECIALIZE  on 

XYLONITE   LINEN 

Waterproof  Collars  and  Cuffs 

Apart  from  the  fact  of  the  greater 
profit  on  each  sale,  there  is  this 
to  consider:— Xylonite  Collars  and 
Cuffs  please  your  customers  in 
every  particular. 

Their  appearance  is  exactly  that  of 
High-Grade  Linen  cut  to  fit  per- 
fectly and  made  up  in  shapes  that 
bear  the  stamp  of  Fashion's  latest 
approval.  They  are  doubly  thick 
at  the  button  holes  and  will  give 
splendid  wear,  in  addition  to  which 
they  are  absolutely  perspiration- 
proof  A  GREAT  HOT 
WEATHER  TALKING   POINT. 

From  whatever  point  of  view  you 
look  at  it.  Xylonite  Collars  and  Cuffs 
deserve  a  prominent  place  in  your 
Furnishings  Department. 

We  solicit  your  enquiries. 

GEO.  RIDOUT  &  CO. 

TORONTO 

Canadian  Selling  Agents 

Large  Stocks  available  in  the  following  Cities : 


77  York  Street 

Phone  Main  3003 

TORONTO 


123  Coriitine  Building 

Phone  Main  3921 

MONTREAL 


56   Albert  Street 

Phone  Main  3864 

WINNIPEG 


Where  Art  Conceals  Art 

The  very  inartistic  representations  of  modern  attire 
in  many  of  the  photos  seen  in  the  Royal  Academy  has 
recently  been  made  the  subject  of  rather  amusing  but 
apparently  well-deserved  criticism  by  ' '  Special  Commis- 
sioner" in  "Men's  Wear,"  London,  Eng.  Here  are 
several  of  his  references  descriptive  of  the  clumsy  care- 
lessness  of  artists   in   depicting  modern   attire : 

"The  Right  Hon.  Henry  Chaplin,  it  would  appear, 
wears  a  coat  with  no  lapel  or  collar  end  on  his  right 
side,  while  on  the  left  ,he  affects  a  hybrid  example  of  the 
S.  B.  and  D.B.  varieties  of  front. 

"Passing  into  the  next  gallery,  I  find  that  Mr.  W. 
Hardy  Wilson  is  presented  in  a  badly-proportioned  D.B. 
jacket,  the  hip  pocket  flaps  of  which  are  promoted  to 
the  hollow  of  the  waist,  ranking  with  the  second  button 
of  the  fronts  as  to  the  giddy  heights  they  have  attained. 

"Colonel  S.  G.  Stopford  Sackville's  love  of  militai-y 
precision  must  have  been  rudely  shocked  when  he  saw 
himself  as  portrayed  in  No.  85.  The  ugly  outline  of  the 
lapel  silks,  the  absence  of  lapel  and  button-holes,  and  the 
invisible  buttons  are  features  of  a  frock  coat  which  has, 
apparently,  given  up  all  hope  of  covering  the  vest.  That 
capacious,  clumsy-looking  D.B.  garment  must  have  been 
an  heirloom,  if  it  belongs  to  the  gallant  colonel  at  all. 

"Mr.  Evan  Hanbury  (No.  87)  has  one  hip  pocket 
in  the  waist  seam  and  the  other  an  inch  or  two  higher, 
presumably  to  break  up  the  hard  line  which  a  continuous 
run  with  the  ticket-pocket  flap  would  have  presented. 

"Alderman  Sir  Walter  Vaughan  Morgan,  ex-Lord 
Mayor  of  London  (No.  105),  is  pictorially  accused  of 
wearing  Court  breeches  without  the  customary  garters. 

"The  Duke  of  Northumberland  (No.  119)  appears  in 
all  the  glories  of  a  much-bedecked  scarlet-coated  uni- 
form, in  Avhich  the  front  of  the  tunic  is  lifted  rather  bad- 
ly. I  wondered  whether  it  was  the  aristocratic  waist  or  a 
lack  of  that  natural  indentation  of  the  body  which  justi- 
fied the  artist  in  locating  the  belt  liigh  up  under  the  arms. 

"The  Right  Hon.  Ix)rd  Tennyson  (No.  134)  has  not 
hitherto  gained  any  notoriety  for  slovenliness,  but  he 
might  almost  be  expected  to  entertain  cherished  ambitions 
in  that  direction.  This  coat  displays  a  pronounced  eon- 
tempt  of  conventionality,  the  right  lapel  being  hard 
pressed  to  the  second  button,  while  the  left  rolls  with 
exaggerated  softness  to  the  third  hole.  Button-holes  are 
dispensed  with,  and  a  diminutive  wandering  button  is 
found  on  the  cuff  of  a  seamless  sleeve.  The  broken  edges 
and  general  appearance  of  both  coat  and  vest  evidence 
an  advanced  stage  of  dilapidation. 

"I  was  scandalized  by  the  artist's  unsympathetic  treat- 
ment of  the  Right  Hon.  John  Burns.  Here  was  the  oppor- 
tunity for  achieving  distinction  which  Mr.  Harold  Speed 
failed  to  grasp.  He  did  not  realize  the  possibilities  of 
that  historic  D.B.  reefer,  and  thereby  missed  his  oppor- 
tunity of  achieving  immortal  fame.  All  we  get  is  a 
glimpse  of  a  faulty  lapel  looming  out  of  an  inky  black- 
ness, which  has  to  do  duty  for  ai'tistic  suggestion,  I  sup- 
pose. 

"In  a  splendid,  picture  entitled  "The  Aurelians"  (No. 
375)  two  celebrities  enjoy  the  advantage  of  well-suggested 
clothing.  No  impartial  critic  will  deny  that  this  greatly 
enhances  the  general  effect. 

"In  No.  447  vv'e  have  a  charming  young  gentleman 
arrayed  in  the  evening  dress  of  a  dissipated  dandy  of 
the  17th  century.  I  refuse  to  believe  that  Mr.  A.  Ley- 
land  Prinsep  wears  a  woman's  skirt  with  his  evening 
coat  and  vest,  that  his  coat  fronts  are  cut  away  to  a  point 
well  behind  the  lapel  seam,  that  the  tails  are  parting  com- 
pany with  the  foreparts,  that  his  vest  points  are  pulling 
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HEWSON  ^"ooL  FABRICS 


Do  you  want  to  see  some  dis- 
tinctively NEW  ideas  in  Worsteds 
and  Woolens  ?  —  patterns  that  are 
original  in  design,  unusually  hand- 
some, and  elegantly  finished  ? 


„AMHER5T^ 

If  you  do  desire  to  see  our 
latest  originations  in  pure 
wool  fabrics  just  write  us, 
and  we  will  mail  you  samples 
or  have  our  traveller  call. 


Hewson  Woolen  Mills,  Limited,  Amherst,  N,S. 


Do  Not  Injure  Your  Prestige 

In  the  handling  of  gloves  you  have  a 
reputation  to  maintain  and  desire  to  give 
value  for  value.  The  best  means  to  es- 
tablish your  reputation  and  retain  con- 
fidence is  through 

IMPERIAL  GLOVES. 

Every  glove  represents  style,  finish, 
wear,  appearance  and  durability  — a  quin- 
tette of  qualities  that  cannot  be  surpassed. 
They  give  satisfaction  to  the  wearer  and 
that  is  one  real  reason  why  you  can  special- 
ize on  them. 

Write   us   for  prices. 

IMPERIAL  GLOVE  CO.,  Limited, 
Dundas,  Ontario. 

Manufacturers  of  specially  good  Gloves 
and  Mittens  for  Farmers,  Railroadmen, 
Drivers,  Hunters  and  Automobilists. 


The  Alliance  Manufacturing 
Company,  Limited 

MONTREAL 

Beg-  to  announce  that  they 

will  show  a  complete  range 

of 

White  Shirts  Night  Shirts 

AND 

Fine  Negligees 

For  Spring  1910 

THE  WHOLESALE  TRADE  ONLY  Sl'PPLIED 

The  Alliance  Mf^.  Co.,  Ltd. 

15-19  Clarke  St.,  MONTREAL 
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Quick  Selling  Stock 

One  of  the  best  features  about 
Challenge  Waterproof  Collars — 
from  the  standpoint  of  the  mer- 
chant— is  that  they  are  easy  sellers. 
In  the  best  men's  magazines  we 
are  educating  men  to  the  use  of 
these  Collars,  which  are  the  best 
imitation  of  linen  ever  made. 

It's  Easy  to  Sell 

goods  the  people  want.  Selling  the 
Arlington  Challenge  Collars  is 
simply  supplying  a  demand  we  are 
creating  for  you.  The  goods  them- 
selves ensure  repeat  orders,  when 
they  have  been  worn  once. 

Why  Not  Test  This? 

All  you  have  to  do  is  to  order  a 
few  through  your  jobber.  Besides 
Arlington  Collars  we  manufacture 
Arlington  Collar  Supports,  Dress- 
ing Combs,  Martingale  Rings, 
Harness  Loops,  etc. 


The  Arlington  Company 
of  Canada  Limited 


54-64  Fraser  Ave. 


Representatives 


Western 

J.  A.  Chaniler  &  Co. 

Toronto 


Toronto 


Eastern 

Duncan  Bell  &  Co. 

Montreal 


away  at  right  angles,  or  that  his  shirt  front  is  a  mass 
of  crumpled  frills.  The  clothes  are  a  puzzling  example 
of  artistic  license. 

"In  conclusion,  I  invite  associates  and  members  of  the 
Royal  Academy  to  remember  that  the  clothes  of  man  are 
one  of  the  principal  decorative  elements  of  the  streets  of 
our  towns  and  cities,  ranking  only  second  to  those  of  the 
fairer,  if  not  invariably  gentler,  sex;  and  I  appeal  to 
them  to  pay  more  conscientious  homage  to  the  tailor- 
artist,  and  thus  to  elevate  themselves  to  the  realms  of 
even  higher  art." 


Cork  Fabric  lor  Linings. 

A  new  fabric  has  been  brought  out  in  Trance,  known 
as  Tissu-Liege,  or  cork  tissue,  and  it  is  now  manufac- 
tured on  a  commercial  scale.  Cork,  cut  in  very  thin 
layers  and  treated  so  as  to  be  quite  flexible,  is  applied 
to  almost  any  kind  of  woven  fabric  for  this  purpose.  In 
this  way  a  fabric  is  obtained  which  is  quite  waterproof, 
and  very  light,  odorless  and  comfortable  in  general.  It 
is  designed  specially  to  take  the  place  of  rubber  cloth 
and  to  overcome  the  numerous  disadvantages  of  the 
latter. 

The  cloth  fabric  is  faced  with  the  thinly-cut  cork 
upon  one  side  only,  leaving  the  outer  side  of  the  usual 
appearance.  If  desired  in  certain  cases,  the  cork  layer 
is  placed  between  two  layers  of  cloth.  In  the  process 
of  manufacture  the  cork  is  given  a  preliminary  treat- 
ment by  which  it  is  freed  of  its  resinous  matter.  It  be- 
comes quite  flexible  and  is  cut  into  very  thin  sheets. 
A  sheet  is  placed  upon  the  fabric  and  is  tightly  pressed 
upon  it.  Any  of  the  usual  fabrics  can  be  used  with  the 
cork  layer,  cotton,  wool,  silk,  ramie,  jute,  and  others. 
The  operation  does  not  change  any  of  the  properties  of 
these  fabrics  nor  their  external  appearance.  Felt  as  well 
as  leather  can  be  employed  in  this  way. 

The  fabric  thus  cork-lined  does  not  deteriorate  in 
the  course  of  time,  which  is  the  case  with  rubber  cloth. 
It  is  well  known  that  rubber,  especially  in  thin  layers, 
quickly  deteriorates  and  after  a  time  becomes  brittle 
and  cracks,  thus  losing  its  waterproof  character.  Be- 
cause of  the  lightness  of  the  cork,  a  garment  made  of 
Tissu-Liege  is  scarcely  over  half  a  pound  heavier  than 
the  same  when  untreated.  Those  who  feel  t-he  weight  of 
rubber  cloth  garments  will  see  this  advantage  at  once. 
It  might  be  thought  that  the  cork  could  not  be  supple 
when  thus  applied,  but  in  reality  it  is  made  as  supple  as 
cloth  ;  for  the  cork  is  treated  so  as  to  be  quite  freed 
from  the  resinous  bodies  which  make  it  brittle,  and  is 
cut  in  very  thin  layers  of  1-10  m'illimeter  (1-250  inch). 
It  is  somewhat  .surprising  to  see  that  such  a  cork  fabric 
can  be  bent  and  folded  down  without  the  slightest  sign 
of  breaking,  and  in  fact  the  cork  is  now  as  flexible  as 
cloth,  owing  to  the  extraction  of  the  resinous  parts.— 
Scientific  American. 


-4- 


The  Dominion  Glove  Co.  has  moved  from  St.  Helen 
St.  to  16  Lemoine  St.,  Moirtreal.  Tliis  firm  also  repre- 
sents Alexandra  gloves. 

H.  Schloman,  of  the  Eclipse  Cloak  Co.,  Montrea)!,  was 
among  the  Montreal  garment  manufacturers  visitang  tlie 
Xpw  Ydik  market  last  month. 

Mr.  Patterson,  Canadian  manger  of  the  Dr.  Jaeger 
Sanitary  Woolen  System  Co.,  Ltd.,  with  headquarters  in 
the  Victoria  building,  Montreal,  sailed  last  month,  ac- 
companied by  his  wife,  on  a  visit  to  their  London  whole- 
saJe  'headquarters.    He  returns  the  beginning  of  July. 
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WHAT  THE  NAME 

"STANFIELD'S" 

MEANS  TO  THE   RETAILER 


STANFIELD'S  means  Unshrink- 
able Underwear. 

It  means  absolute  satisfaction  to 
your  customers  and  greater  pro- 
fits, through  increased  sales,  to 
you. 

It  means  that  every  garment  bear- 
ing it  is  guaranteed  both  to  you 
and  to  your  customers. 

It  means  money  back  if  anything 
about  Stanfieid's  Underwear  is 
w^rong. 

It  means  the  best  wool— careful 
attention  to  details  —  and  value 
for  the  money. 

The  name  on  the  Underwear  means 
a  lot  to  your  customers.  "Stan- 
field's"  means  value  and  complete 
satisfaction.  Our  representative 
will  call  and  show  you  samples. 
Write   us. 


STANFIELD'S    LIMITED 

TRURO,  N.S. 


SUMMER 


GLOBE 

SUSPENDERS 


The  range  of  light  w^eight  suspenders,  in 
light  colored  webs,  will  please  you.  Values 
are  in  keeping  with  the  GLOBE  standard. 

Open  orders  requested. 

Ask  to  see  our  NOT  CEEN  brace 
for  summer  wear.  Also  our  new^ 
fall  lines. 

Globe  Suspender  Go. 

ROCK  ISLAND  -  -  QUEBEC 


Wreyford    &.    Co. 

TORONTO 

WHOLESALE  MEN'S  FURNISHERS 

Sole  Agents  in  Dominion  for: — 

Young  &  Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 

Gowns.    Best  selection  Flannel  Shirts  in  Canada. 

THE  NEW  VESTS  have  military  edging. 

FACTORIES:  London  and  Londonderry 

T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 

Cellular  AERTEX  Underwear 

United  Garmenti  and  2-piece. 

All  weights  and  sizes  now  in  stock. 


NEW  FOULARD  NECKWEAR 

8  shades,  open   end  Derby,  $3.50 


KNITTED  NECKWEAR  Two  Tone  Shades 

Bar  Stripes  and  Bias  Design.  $3,00 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  btyle  shown  this  season. 
See  it  before  placing  Fall  order. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


Warwick 

Overalls 

EXCEPTIONAL  VALUES 

Laj'ge  Roomy  Cut 

Our  Railroad  Overalls  are 
noted  for  their  wide  sleeves 
and  legs,  dust  proof  cuffs,  large 
pockets,  high  cut  waist,  ad- 
justable neck  band,  safety 
Avatch    and    pencil    pocket. 

Sa»ip/cs    Upon  Request 

Warwick  Overall  Co. 

Warwick,  Que. 
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We  Will  Show 

In  Our  New  Wall  Paper  Samples 
THE  FINEST 

CHAMBRAYS 

BURLAPS 

SILKS 

Two  Tones 

Duplex  Ingrains 

Silk  Stripes 

Fabric  Effects 


AND  A  GREAT  BIG  LINE  OF 


Well  Colored  New  Designs 

IN  EVERYDAY  SELLERS  OF  WALL  PAPERS 
THE    FINEST  THAT   HAVE   EVER    BEEN   PRODUCED    IN   CANADA 


OUR  TRAVELLERS  START  OUT  IN  JULY— WATCH  FOR  THEM 

Colin  McArthur  &  Co. 

Wall  Paper  Manufacturers    -    MONTREAL 


WM 
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Furnishings  and  Decorations  for  the  Home 

Many  Canadian  Buyers  will  Visit  the  English  Carpet  Markets  this 
Month  —  Advance  Samples  Indicate  Some  Emphasis  on  Period  De- 
signs   Proposal  to  Change  the  System  of  Pricing  Wall  Paper  Borders. 


THE  present  month  will  hop.  an  exodus  to  the  Old 
Coiinlry  of  buyers  for  the  rarpel  dcpaiiinents 
of  many  Canadian  wholesale  houses  and  laij^e 
retail  slores.  This  fact  is  particularly  worthy 
of  note,  when  it  is  recalled  (hat  very  few  huyers  made 
the  customary  trip  to  the  Knglish  market,  during  the  lat- 
ter part  of  1!H)8  owing  to  conditions  at  home  and  ahroad 
well  understood  hy  the  trade.  Reports  indicate  a  decided 
improvement.  Machinery  is  now  well  emi)loyed  and  Can- 
adian buyers  will  undoubtedly  lind  much  to  interest  them. 
A  recent  issue  of  the  Kidderminster  Shuttle  states 
that  the  consumption  of  carpet  has  not  been  as  large  dur- 
ing the  first  four  months  of  this  year  as  in  the  same  pe- 
riod of  1908.  Men  who  have  been  over  the  Canadian  field 
state  that  they  have  every  reason  to  he  satisfied  with  re- 
sults, and  they  are  confident,  judging  from  the  beltci-  fil- 
ing, that  next  season's  lines  will  meet  with  a  himkI  n- 
ception. 


Period  Designs  in  Carpets 

Several  Canadian  houses  are  already  sliowiim;  advance 
samples.  It  is  evident  from  these,  that  some  emphasis 
will  be  placed  upon  period  designs.  One  line  for  example, 
contains  a  considerable  range  of  Wiltons  and  Axminstcrs 
with  plain  fields  and  art  borders.  Judging  from  the  pro- 
minence that  has  lately  been  given  to  medallion-centered 
squares,  the  plain  ground  effects  look  like  a  decided  inno- 
\ation.  Browns  and  wood  tints  have  a  conspicuous  place 
on  the  color  card  applying  to  this  line. 

It  is  very  noticeable  that  Oriental  effects  arc  1)eing 
well  patroni/iCd.  Large  retail  departments  are  featuring 
These  goods  to  a  greater  extent  than  ever,  and  it  must 
be  said  that  manufacturers  have  hi'en  very  successful  in 
the  reproduction  of  patterns. 


The  Price  Situation 

While  there  appears  to  he  some  diversity  of  opinion 
on  the  price  situation  at  the  present  time,  there  is  una- 
nimity on  one  po4nt^ — that,  with  the  present  trend  of  wool 
])rices,  existing  levels  will  have  a  decided  firmness.  In 
fact,  the  heads  of  some  house  declare  that  there  must  be 
an  advance. 

The  Fall  price  lists  of  some  of  the  United  States 
manufacturers  show  advances  of  from  1  cent  to  2|  cents 
a  yard  on  tapestry  carpets,  from  Ih  to  24  cents  on  vel- 
vets, from  2^  to  3  cents  on  Axminster,  2i  cents  on  Body 
Brussels  and  5  cents  on  Wilton  carpets.  Reports  further 
point  out  that  in  rugs,  the  advances  are  $1.50  on  extra 
quality  9  x  12  Wilton,  $1  on  the  standard  grade  Wilton 
!)  X  12  and  50  cents  on  the  Body  Brussels  9  x  12  size, 
the  other  sizes  being  advanced  in  proportion.  Some 
makes  of  velvet  9  x  12  rugs  have  been  advanced  50  cents 
and  on  certain  grades  of  tapestry  rugs  the  advances  were 
from  15  to  25  cents.  It  is  also  pointed  out  that  manu- 
facturers of  linoleum  m  the  Ifnited  States  have  advanced 
some  grades  of  plain  goods,  bringing  them  nearly  to  the 
prices  of  the  figured  goods,  and  it  is  thoughti  that  ad- 
vances on  all  other  grades  may  become  necessary  on  ac- 
count of  the  recent  and  large  increase  in  the  cost  of  the 
linseed  oil  used  in  the  manufacture  of  the  goods. 


"So  far  as  the  price  situation  is  concerned,  1  think 
I  am  safe  in  saying,"  remarked  liu'  representative  of  a 
Canadian  carpet  manufact uicr,  "that  prices  of  domestic- 
made  carpels  are  following  the  wool  levels  pretty  closely. 
While  it  is  a  fact  that  prices  on  some  grades  are  a  trifle 
easier  than  they  were  one  year  ago,  I  do  not  see,  con- 
sidering the  advance  of  from  10  to  15  per  cent,  on  wool, 
where  there  is  room  to  hopi;  for  any  further  reduction. 
Indications  are  all  in  favor  of  an  early  movement  in  the 
other  direction.  I  cannot  say  how  Canadian  makers  are 
supplied  with  raw  material,  hut  those  who  have  not  sutfi- 
cient  at  fornu'r  i)rices,  for  advance  orders  will  not  be  in 
a  very  enviable  position.  That  same  difficulty  has  been 
the   cause    of   consideral)le    trouble   before    to-dav.  " 


Princess  Willon   Rj2,   an  e.\.,ct    reprocluc  ion    of    a    v.ry    fine    Kermanshah 
Oriental   Rug -Made  by  the   Moore  Carpet  Co.,  Sherbrool^e,  Que. 


Judging  Canadian  Trade 


"With  regard  to  the  growing  favor  for  period  effects 
so  noticeable  at  the  presient  time,"  said  a  carpet  man  to 
The  Review,  "I  think  one  might  almost  regard  it  as  an 
awakening.  I  have  studied  the  Canadian  field  pretty 
thoroughly,  and  I  can  only  say  that  comparatively  little 
attention  has  been  given  to  home  adornment  of  a  purely 
period  character.  There  have  been  mixtures,  it  is  true, 
but  I  think  one  would  be  correct  in  saying  that  uncon- 
scious development  is  responsible  for  as  much  as  the  pre- 
determined. However,  there  is  now  noticeable  a  growing 
character  in  home  decoration.    It  is  working  its  way  to 
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the  surface  in  various  dainty  ways  and  is  apparent  not 
only  in  carpets,  but  also  in  wall  papers,  furniture  and  ar- 
chitecture. All  of  this  means  that  the  house  furnishing 
departments  must  study  effects  more  closely  than  ever 
and  develope  the  capacity  fo  demonstrate.  Properly 
handled,  the  gradual  change,  if  one  may  call  it  that, 
should  promote  good  business. 


Good  Business  in  May 

Reports  are  that  there  has  been  improved  activity  in 
all  sections  of  the  housefurnishing  department  during  the 
past  month.  Lines  which  are  particularly  strong  in  sum- 
mer, such  as  mattings,  linoleums  and  oilcloths  have 
brightened  up  considerably  in  response  to  the  require- 
ments of  housecleaning  time.  Lace  curtains  and  drapery 
fabrics  have  likewise  shared   in   the  improvement. 


Special  Border  Price 

Followino-  the  recent  formation  of  the  American 
Wall  Paper  Manufacturers'  Association  in  New  York,  of 
which  practically  all  the  United  States  manufacturers 
are  members,  and  which  was  formed  for  mutual  interests 
in  regard  to  freight  rates,  credits,  and  the  general  dis- 
cussion of  wall  paper  conditions,  one  of  the  most  vital 
subjects  of  interest  to  the  entire  wall  paper  trade  came 
to  the  surface,  i.e.,  the  border  question. 

It  seemed  obvious  that  few,  if  any,  manufacturers 
had  held  their  own  since  the  flattening  of  the  border  price 
eight  years  ago,  while  32  manufacturers  iiave  gone  to 
the  wall  on  account  of  the  loss  sustained  in  consequence. 
It  is  doubtful  even  now  if  any  one  of  these  men  actually 
realized  what  his  borders  really  cost  him  to  make  in  pro- 
portion to  hanging,  until  S.  S.  Boxer,  of  the  Watson, 
Foster  Company,  Montreal,  who  was  known  to  have  made 
a  series  of  comparative  tests  extending  over  entire  sea- 
sons, was  asked  by  one  of  the  American  trade  journals, 
to  give  his  experience  in  the  matter.  His  demonstration 
was  so  conclusive  and  reasonable  that  the  subject  is  now 
a  very  lively  one,  and  all  the  American  trade  journals 
are  inviting  oijinions  from  the  dealers  throughout  tlie 
United  States  and  practically  all  are  favorable  to  a 
special  border  price. 

Mr.  Boxer  showed  by  actual  tests,  based  on  his  figures 
and  experience,  that  the  average  roll  of  border,  one  and 
two-band,  costs  three  times  more  than  its  hanging  to 
produce  it.  It  would  seem  that  even  the  man  in  the 
street  can  undei-stand  that  the  cost  of  the  first  roll  of 
wall,  border  or  ceiling  of  any  pattern,  being  practically 
the  same,  the  cost  of  the  entire  run  of  the  border  must 
be  proportionately  more  than  that  of  the  hanging,  the 
run  of  which  is  five  times  greater  with  practically  no  more 
expense.  All  people  in  the  trade  understand  this,  but 
have  never  realized  what  a  tremendous  loss  it  has  been 
to  the  factories,  who  were  never  able  to  stitifen  the  price 
of  their  hangings  in  order  to  average  up. 

But  it  is  not  the  manufacturer  only  who  is  interested 
in  this;  in  fact,  the  retail  dealer  is  more  concerned  in  the 
re-establishment  of  the  border  price.  He  will  sell,  and 
the  people  Avill  buy,  as  much  as  ever* — more,  because  the 
dealer  will  then  have  some  interest  in  pushing  wall  paper 
which  at  present  is  not  very  remunerative. 

There  is  probably  no  other  industry  which  does  not 
base  its  selling  price  on  the  cost  of  production  of  any 
article.  The  Avail  paper  people  seem  to  be  waking  np 
to  the   necessity  of  doing  this. 

In  view  of  the  unanimity  of  the  makers,  jobbers  and 


dealers  in  the  United  States  it  is  safe  to  say  that  the 
flat  border  price  will  go  down  and  out  when  the  new 
season's  lines  appear,  and  it  is  likely  that  Canadian 
houses  will  follow  suit. 

-»- 

Manufacturers  Favor  the  Reform 

One  of  the  most  important  movements  which  has  come 
before  the  manufacturers  for  some  time  is  the  proposal 
to  change  the  present  method  of  pricing  borders.  An  ac- 
tion has  commenced  which  may  result  in  a  return  to  the 
old  system  of  pricing;  which  permits  a  profit.  The  manu- 
facturers are  now  selling  borders  in  many  instances  at 
less  than  the  cost  of  mianufacture,  and  the  retail  dealer 
who  has  to  sell  borders  by  the  roll  does  not  make  the 
margin  of  profit  he  is  justly  entitled  to. 

The  United  States  and  Canada  are  the  only  two  coun- 
tries in  which  the  mills  are  selling  wall  paper  at  flat 
prices.  In  England,  France  and  Germany  borders  are 
sold  from  two  to  three  hmidred  per  cent,  higher  than  the 
sidewalls. 

The  cost  of  manufacturing  borders  is  considerably 
more  than  the  sidewalls  ;  the  design  is  usually  more  ela- 
borate and  costs  proportionately  more  than  the  sidewall  ; 
the  cost  of  block-cutting  is  more  and  the  cost  of  manufac- 
turing is  more  because  the  run  is  so  much  smaller  than 
that  of  the  sidewall,  as  the  quantity  of  borders  used  is 
so  much  less  than  that  of  tlie  sidewalls.  All  English, 
German  and  French  papers  sold  in  this  country  are  sold 
on  the  separate  border  price.  The  question  arises  :  Are 
Canadian  manufacturers  not  entitled  to  tlie  same  treat- 
ment that  foreign  manufacturers  are  ?  There  does  not 
seem  to  be  any  reason  why  Canadian  manufacturers 
should  discriminate  against  themselves  in  this  unbusiness- 
like manner. 

At  the  present  time,  while  the  dealers  buy  the  borders 
at  the  same  price  as  the  sidewali,  in  some  case  they 
still  ask  and  obtain  a  higher  price  for  the  borders,  as 
they  sell  them  by  the  yard,  thus  getting  four  or  five 
times  as  much  for  them  as  if  tlrey  sold  them  by  the  roll. 
This  is  good  business  on  their  part. 

One  great  advantage  to  dealers  would  be  the  fact 
that  if  this  advance  in  price  were  made  all  stock  on  hand 
would  immediately  increase  in  value. 

It  is  plain  that  the  majority  of  manufacturers  desire 
to  see  the  reform  brought  about,  and  many  of  them  have 
stated  so,  plainly  and  emphatically,  in  writing  to  The 
Decorative  Furnisher  about  the  subject.  The  manu- 
facturers in  most  instances  requested  that  their  names 
should  not  be  used,  but  the  following  expressions  of  opi- 
nion are  from  some  of  the  largest  and  most  progressive 
wall  paper  makers  in  America. 

Statement  No.  1. 

"We  confidently  believe  that  a  return  to  the  old  sys- 
tem would  be  welcomed  by  the  trade  generally,  and  that 
the  manufacturers  could  put  a  price  on  their  borders  that 
will  give  ihem  a  reasonable  profit  instead  of  showing  a 
loss,  which    it  unquestionably  does  under  existing  prices. 

"We  are  also  of  the  opinion  that  it  would  be  harmful 
to  put  an  unreasonably  high  price  on  borders.  In  our 
opinion  the  subject  would  require  very  little  explanation 
to  the  retail  dealer  ;  he  already  understands  that  borders 
are  being  manufactured  at  a  loss,  and  more  than  anyone 
else  feels  the  need  and  advantage  of  having  borders  carry 
a  higher  price  than  walls.  We  have  eighteen  represent- 
atives in  different  sections  of  the  country,  and  we  believe 
that  each  one  has  stated  at  different  times  that  their  re- 
spective customers  had  expressed  themselves  strongly 
favoring  a  higher  price  on  borders." 
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Linoleum 
Floor  Oil  Cloth 
Table  Oil  Cloth 


We  were  well  prepared  for  a  large  Spring  trade 
this  year  and  the  consequence  was  prompt  deliveries. 

We  are  none  the  less  prepared  for  a  good  Fall 
business,  and  the  trade  can  count  on  getting  prompt 
delivery  of  all  our  lines. 


Designs 
Quality 
Prices 


To  Suit  Canadian  Trade 


Handled   By  All  The  Wholesale  Dry  Goods  Trade 

Manufactured  by 

The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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Some  of  the  Lines 

We  are  showing  for 
the   Fall  Season 

Carpet  Size    Rugs 

(Wilton  and  Brussels) 

A  larjjfe  raiiijc  oi  medallion 
desig-ns,  in  the  ]ioj")ular  9  x 
12  size.  rhere  is  also  a 
wide  \ariet\  o^  Oi-iental 
r         desi^'iis. 

The  rani^e  o'i  rui^s  in  ^ou- 
\entional  designs  is  com- 
plete in  all  sizes. 


Windsor  Brussels 
Carpets 

The  raiig'e  of  this  popular 
line  has  been  strenj^thencd 
1)\-    manN'    ori|L,''inal   dcsig"ns. 


"Togo  Bath  Rugs" 

in  a  variety  of  designs  and 
coloring's. 

Patterns  and  values  of  the 
Fall  lines  will  please  you. 
Our  travellers  are  now 
showing  them.  The  range 
will  be  gladl}-  shown  upon 
request. 


The 


Moore  Carpet  Co. 

Manufacturers  of  High  Grade  Wilton 
and     Brussels     Carpets     and     Rugs. 

Sherbrooke,    -    -    Que. 


statement  No.  2. 

"Regarding  the  matter  of  flat  priees  for  borders,  it  is 
evident  to  anyone  who  knows  the  manufacturing  condi- 
tions, that  to  sell  borders  at  the  saiiK-  priee  as  the  side- 
walls  which  they  match  is  about  like  selling  coats  at  the 
same  jiricc  as  vests.  You  can  figure  it  out  for  yourself. 
'I  akc  the  case  of  a  paper  carrying  a  two  band  border  ;  if 
we  make  10,000  rolls  of  one  coloring  of  the  sidewall,  wu 
have  an  item  at  a  price  of  6c  per  roll  of  %{)M).  Then  we 
must  make  to  match  this  quantity  of  sidewall  1,200  rolls 
of  the  border  which  is  an  item  of  $72.  The  border  costs 
as  mucli  to  design,  prepare  rollers  and  sample  as  the 
hanging  and  ought  therefore  to  take  care  of  the  initial 
cost,  which  in  no  case  will  an  ordinary ,  t\vo  band  border- 
(•\cr  accomplish  ;  so  that  unless  the  loss  on  the  border 
(an  be  made  up  on  the  hanging,  there  is  no  ixjssibjlity  of 
getting   your   money  back." 

Statement  No.  .3. 

"t'oincerning  a  proposed  movement  I0  do  away  witli 
'.he  ])resent  method  of  i)ri(ing  hordcis  at  the  same  prices 
as  sidewall,  and  return  to  the  old  method  of  pricing  tliem 
at  an  increase  over  th-c  sidewalls,  we  wish  to  say  that 
in  our  opinion  such  a  movement  should  appeal  to  all 
manufacturers  and  retailers  as  being  fair  and  reasonable, 
because  it  is  a  well  known  fact  that  borders  cost  more 
to  produce  than  sidewalls  or  ceilings  and  they  should  sell 
at  higher  ])rices.  To  increase  the  price  of  borders  over 
the  sidewall  jjiice  would  be  only  fair  and  .just  to  the 
manufacturer,  and  contrary  to  working  any  hardship  lo 
the  retailer  it  would  really  benefit  him  to  ad()|)t  a  mi- 
tliod  of  selling  that  would  bring  a  greater  i)ro])ort  ioiiat  i- 
profit  than  can  be- secured  under  the  present,  method  of 
niarketing  wall  papor." 

Statement  No.  4. 

"There  is  no  doubt  that  the.  method  which  was  adopt- 
ed about  eight  years  ago  has  worked  not  only  to  the  dis- 
advantage of  the  retailers,  but  has  been  tho  cause  of  the 
manufacturers  selling  borders  at  a  positive  loss,  and  w(>, 
candidly  believe  that  if  we  return  to  the  old  method  of 
pricing  borders  it  would  result  unquestionably  to  the  ad- 
■\  antage  of  all  the  different  interests  in  connection  with 
the  manufacture  and  sale  of  wall  paper,  and  we  should  be 
disposed  to  give  our  hearty  co-operation  to  the  move- 
ment." 

Statement  No.  5. 

"In  reference  to  revising  flat  jjrices  on  borders,  wr 
are  very  much  in  favor  of  this  movement,  as  we  think  iti 
would  be  a  benefit  to  both  mamifacturer  and  .jobber,  mak- 
ing borders  at  better  prices,  as  orders  on  borders  are 
small  in  comparison  with  wall  and  ceiling  and  of  course 
this  makes  it  more  expensive  to  run  them." 

Statement  No.   6. 

"We  will  be  only  too  glad  to  support  any  movement 
which  will  produce  a  better  price  in  the  wall  paper  busi- 
ness for  manufacturer,  jobber  and  retailer.  In  what  way 
such  increased  price  should  be  based  we  would  leave  to 
the  manufacturers  to   decide."" 

These  letters  show  conclusively  that  manufacturers 
are  anxious  to  have  borders  priced  on  a  basis  which  will 
mean  a  profit  on  their  manufacture  and  sale.  The  retail- 
(Ts  if  the  reform  is  made  will  be  more  interested  in  the 
sale  of  borders  on  account  of  the  increased  profit  to  them. 

By  making  the  border  double  the  price  of  the  sidewall, 
and  ceiling  not  lower  than  sidewall,  the  increase  to  manu- 
facturers would  be  sufficient  for  each  of  them  to  pay  a 
dividend  instead  of  working  at  a  loss  ;  and  to  the  dealer 
it  would  mean  a  large  and  substantial  profit  on  his  wall 
paper  trade.  ♦ 

Mr.  A.  Hamilton  flanlt,  of  The  Gault  Brothers  Co.. 
Tjtd..  Montreal,  lias  been  appointed  to  succeed  Mr,  riustaf 
A.  Gwylling^  as  Consuel-freneral  for  Sweden, 
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Sap's  running 

— the  carpets  are  up 

and  the  smell  of  the  ubiquitous  moth  ball  greets  one's  nostrils. 
'Nuther  words,  'tis  Spring.  And  so  it  behooves  all  faithful  dry- 
goodsmen  to  push  wall  paper  for  all  there  is  in  it.  There's  a 
lot    in    it,    too — that    is,    if    you    are    lucky    enough    to   be    handling 

Staunton   Wall   Paper 

Spring  means  other  things  too,  such  as  finding  how  your  stock 
stands  and  giving  us  an  opportunity  to  help  you  sort  up  with 
decorative  needfuls.  Send  us  a  postcard  asking  for  free  samples 
from  which  to  make  necessary  selections  for  additions  to  stock. 
Uptotheminute    service    on    rush    orders. 

STAUNTONS  LIMITED 

Manufacturers  of   Fine    Wall    Paper 

941  Yonge  Street 

TORONTO  ONTARIO 

Are  you  on  the  free  list  for  the  monthly  receipt  of  our  wall  paper  magazine,  "Gilt  and  Glimmer"? 
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ADISON  SQUAR 
GARDEN,  Ne' 
York's  famous  shov 
spot,  has  witne^sf^ 
many  brilliant  scenes  and  sti 
ring  gatherings.  But,  noi 
approaches  in  intense  inten 
to   YOU,    Mr.    Dealer,<tl» 

INTERNATIONA 

WEARING  APPAREl 
STYLE  AND  FABR] 
SHOW  ^°  ^^  \i^\^  at  th, 
Garden  from  next  Augu 
14th  to  2ist,  in  the  heart  < 
the  buying  season  when  you'i 
looking  for  goods. 

Imagine  this  Great  Centr 
Market  Place,  its  booths  ar 
sections    extending    along 
magnificent  sweep  of  alslt 
as  far  as  the  eye   can  reac 

Picture  these  booths  ai 
sections  exhibiting:  under  0 
roof-i.m\A  beautiful  surroun 
ings  and  in  a    blaze  of  ele 
tricity  hundreds  of  the  la 
materials,    fashions,    mode 
processes,   patterns   and   te 
tures,   which     enter    int( 
the   manufacture  of 
Clothing,    Furnish- 
ings,   Hats,   Shoes,'' 
Trunks,    Bags, 
Jewelry,   Cloaks, 
Suits,  Laces, 
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Frocks,  G  o  vv  11  s  ,  Ling"erie, 
Corsets,  Silks,  Velvets, 
Artificial  Flowers,  and  the 
Display  Forms  and  Fix- 
tures used  to  exhibit  all 
these — everythino-  that  YOU 
sell  —  everything  in  which 
YOU  are  vitally  interested  as 
a  buyer  and  dealer — many, 
things  that  you  would  other- 
wise surely  overlook. 

Won't  it  be  an  inspiring, 
educational  sight?  Won't  it 
be  worth  traveling  hundreds, 
yes,  thousands  of  miles  to  see  ? 

And,  having  seen  it,  won't 
your  knowledge  of  your  own 
trade,  of  fabrics  and  fashions, 
be  immeasurably  broad- 
ened by  what  you  have 
viewed,  tested,  examined  and 
compared,  side  by  side^  line 
for  line? 

Don't  miss  the  wonderful 
WEARING  APPAREL, 
STYLE  AND  FABRIC 
SHOW,  the  first  of  its  kind, 
splendidly  depicting  the  third 
largest  industry  in  America, 
and  the  arts  and  graces  of 
modern  dress.  Arrange  now 
to  be  there  on  your  Fall  buy- 
ing trip,  when  the  special 
railroad    rates    of   the    Mer- 


chants'  Association   of  Nevv 
York  will  be  in  force. 

Buyers,  sellers,  manufac- 
turers, jobbers,  commission 
merchants,  salesmen,  all  rep- 
resentatives of  all  branches 
of  the  Men's  and  Women's 
Wear  Trades  will  meet  and 
g"reet  at  the  show. 

Sign  and  send  to-day  the 
Special  Buyer's  Coupon  in 
the  lower  right-hand  corner 
of  this  page.  It  entitles  you 
to  two  tickets  to  the  show  with- 
out cost.  No  admittance  ex- 
cept to  ticket-holders. 


TO  MANUFACTURERS  :  Floor  space  for  the 
International  Wearing  Apparel,  Style 
and  Fabric  Show  can  be  reserved 
and   full    information  can   be 
obtained    by  applying  to 
Harry  A.  Cochrane, 
Manager,     1303 
FlatironBIdg.         ,^^'>^ 
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England  Sells  to  Red  Sea. 

From  time  to  time,  states  the  New  York  Journal  of 
Commerce,  reports  have  been  circulated  in  this  market 
to  the  effect  that  Manchester  shippers  were  making-  in- 
roads on  trade  formerly  supplied  by  Red  Sea  buyers 
from  th'is  country.  It  has  been  learned  that  customer; 
of  American  houses  have  been  buying-  3.50  yard  and 
•'•i. 75-yard  sheetings  at  Manchester  during-  the  past  few 
months,  and  at  least  5,000  bales  of  goods  have  been 
traced  as  having-  been  purchased  at  prices  that  precluded 
thclikelih-ood  of  these  former  American  customers  re- 
turning' to  this  market  unless  Manchester  prices  can  be 
mot  by  American  mills. 

Italy  and  Spain  have  been  making-  steady  efforts  to- 
ward securing  some  of  this  trade,  but  the  ^luality  of 
g-oods  made  in  those  countries  is  such  that  American 
mills  have  little  to  fear.  The  Italian  and  Spanish  goods 
sell  at  prices  commensurate  with  the  values  of  the  cloths 
and  form  no  basis  of  comparison  with  American  pro- 
ducts. But  the  qualities  of  the  heavy  cloths  now  being 
sent  out  from  Manchester  are  so  good  that  American 
mills  cannot  close  their  eyes  to  the  need  O'f  meeting 
Manchester  prices  if  the  business  is  to  be  held  in  future. 

It  is  well  known  that  there  has  been  a  very  substan- 
tial addition  to  the  producing  capacity  of  England  in 
the  i)ast  few  years  and  the  markets  now  being  sought 
are  those  that  have  been  large  buyers  of  heavy  AmericjMi 
sheetings  and  drills.  Two  years  ago  it  mig-ht  have  been 
said  that  .Manchester  cared  little  about  this  heavy  goods 
trade  in  markets  where  unsized  goods  were  wanted.  The 
statement  is  not  true  to-day.  Manchester  not  only 
wants  the  l)usinoss,  but  in  the  matter  of  Red  Sea  goods 
she  has  demonstrated  that  she  is  capable  of  getting:  it  on 
the  merit  of  the  fabrics  offered. 


Samples  of  the  English  goods  now  being  sh'ipped  to 
Red  Sea  ports  have  been  shown  in  some  few  of  the  large 
commission  houses  here  and  it  is  agreed  that  they  .are 
of  good  quality.  It  is  possible  that  there  is  a  litt]e 
more  sizing  in  the  English  warps  than  there  is  in^Amer-. 
ican  goods,  yet  that  feature  does  not  place  the  goods  in 
the  "sized"  class.  At  the  prices  named  by  Manchester 
Red  Sea  merchants  can  hardly  be  blamed  for  preferring 
these  fabrics  to  those  made  and  offered  here  at  values 
ranging  from  ic  to  ^c  a  yard  higher.  To  have  lost  fully 
5,000  bales  to  Manchester  in  the  past  four  months  shows 
that  English  mills  want  more  of  the  heavy  goods  trade 
of  the  Far  East  than  has  hithci'to  been  given  to  .Niiicri- 
can  mills  and  that  they  are  prepared   to  get  it. 


A  Complaint  From  Quebec. 

A  (Quebec  merchant  complains  that  some  jobbing 
houses  are  developing  the  habit  of  selling  goods  at  re- 
diculously  low  prices  while  the  season  has  not  yet  far 
advanced  and  when  merchaots  have  done  very  little 
with  their  new  stocks,  obtained  at  considera})ly  advanced 
prices.  The  merchant  writes  :  "A  firm  of  Montreal  and 
another  of  Toronto,  after  having  sold  to  all  the  mer- 
chants and  milliners,  hats  of  the  season  at  i)rices  rang- 
ing from  .fl.OO  to  .f;2.00  each,  has  jobbed,  in  the  last, 
week  of  A|)ril,  the  same  hats,  if  I  am  well  informed,  at 
$3.00  a  dozen.  As  the  season  has  been  very  late  the 
sale  of  these  goods  has  been  slow.  TIj)  to  a  Uwx  weeks 
ago,  in  fact,  a  good  many  merchants  had  the  bulk  of 
their  millinery  stock  still  'in  hand.  You  caimot  imagine 
the  amount  of  trouble  it  is  causing  those  engaged  ex- 
clusively in  the  millinery  trade." 


SEND  US  YOUR  ORDERS 

FOR 

WOODEN  BUTTON 

MOULDS 

We    can    give    you    prompt    shipment. 
We    make    50    great   gross    daily. 

Phillips  &  Wrinch,  Limited 

SMALLWARES  AND  NOTIONS 
80  BAY  STREET,        -        TORONTO 
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A  WARRANTY  OF  WORTH 

That's  what  you  get  with  every 
order  placed  for  any  of  the  comforters, 
cushions,  tea  cosies  or  muff  beds! 
Our  ranges  for  Fall  delivery  will  de- 
light you  in 

QUALITY  AND  STYLE. 

The  samples  now  being  shown 
by  our  travelers  are  the  finest  and 
most  representative  we  have  ever  sent 
out.  Muff  beds  are  our  specialty  and 
our  goods  are  guaranteed  free  from 
odor,  dust  or  quills  and  above  all  to  be 
thoroughly  sanitary. 

Place   vdiir  orders  iu>~v  iiiiH  iiiaiirc 
firoiitf}/  (lelivery. 


35,37  PEARL  ST 


TORONTO. 


KING'S 


Established  177i 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   SC?TIAND. 


Sole  Selling  Agent ; 


SYDNEY   MOSS, 


Empire  Blt/g.,  58  Woltlngton  St.  W, 
TORONTO 


The  Choice  of 
Experts 

Quite  recently  the  officials  of  an  important 
public  building  wanted  to  purchase  a  rug. 
As  the  rug  was  to  be  placed  over  a  spot 
where  it  would  be  subjected  to  extremely 
hard  wear,  its  quality  was  an  important 
consideration. 

So  they  called  in  some  Expert  Carpet  Men 
who,  from  among  a  variety  of  different  makes, 
selected  a 

BRINTON 
SAXONY 
WILTON 


made  by  The  Brinton  Carpet  Company  at 
Peterborough,  Ontario. 

This  fact  is  chock  full  of  significance  to  every 
dealer — TO  YOU.  It  means  that  where 
good  quality  is  required  you  are  absolutely 
safe  in  recommending  Brinton  goods. 

The  man  who  thought  good  carpets  couldn't 
be  produced  in  Canada  didn't  figure  on  the 
famous  Brintons  of  Kidderminster  transplant- 
ing some  of  their  accumulated  energy  and 
skill  to  this  side  of  the  water.  But  here  we 
are  in  Peterborough,  making  a  line  of  high- 
grade  carpets  especially  suited  to  the  Cana- 
dian trade. 

Our  WILTONS  and  BRUSSELS 
are  made  in  rugs  of  all  sizes, 
including  hearth  rugs ;  and  our 
REGINA  AXMINSTER  in  rugs 
or  piece  goods.  An  examination 
will  convince  you  that  these 
goods  are  the  leaders  for  the 
Canadian  trade. 

ASK   YOUR  JOBBER  FOR   BRINTONS. 

THE 

Brinton  Carpet  Co. 

OF  CANADA,  LIMITED 
PETERBOROUGH   -   ONTARIO 

Sales  Agent 

W.   E.  WHITEHEAD 

28  Wellington  Street  West,  Toronto 


Also  Kildare  Irish  Hand 
Tufted  Carpets 
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Ups  and  Downs  of  Business 

Ontario 

Canada  Wall  Paper  Co.,   Toronto  ;   assigned. 
Dominion  Wall  Paper  Mills,   Toronto  ;   assigned. 
Charles   Hales,   Northwood,   general   store  ;   sold. 
Wm.  Hastings,  Aurora,  merchant  tailor,  assigned. 
Kodrique  Freres,  Montreal,   dry  goods,   dissolved. 
M.  Thomas  &  Co.,  Montreal,  dry  goods,  dissolved. 
Tyne  Bros.,   Chelmsford,   general  store  ;   burnt  out. 
Regal   Tailoring,  Toronto,    loss   by  fire;    fully    insured. 
Jos.   Lebarge,   Chelmsford,  general  store  ;  burnt  out. 

C.  Winkler,  Tyndall,  general  store  ;  sold  to  Kantoro- 
vitch. 

Est.  of  W.  .J.  Ferguson,  Stratford,  dry  goods  ;  stock 
sold. 

E.  Beltz,  London,  hats  and  furs,  sold  to  F.  H. 
Beltz. 

8.  A.  Wabb  &  Co.,  French  River,  general  store  ; 
assigned. 

H.  8.  Moffatt,  .lasper,  general  store,  assigned  to  A. 
E.    Baker. 

Be-^g  Bros.,  North  Bay,  dry  goods,  boots  and  shoes  ; 
burnt  out. 

F.  G.  Wilcox  &i  Son,  Brantford,  furniture,  sold  to 
Robert  Reid. 

Bryson,  Graham,  Ottawa,  departmental  store  ;  ob- 
tained  charter. 

Angus  Murray,  St.  Thomas,  merchant  tailor  ;  retir- 
ing from  business. 

The  Lang  Jodouin  Trading  Co.,  Elk  Lake,  general 
store,;   burnt   out. 

W.  J.  Fligg,  London,  dry  goods,  boots  and  shoes  ; 
retiring  from  business. 

R.  A.  Beamish,  North  Bay,  men's  furnishings,  boots 
and  shoes  ;  burnt  out. 

W.  H.  Bates  &  Co.,  Dundas,  boots  and  shoes,  special 
partnership  ;  dissolved. 

The  Bon-Ton,  Eugene  Lemaitrc,  Toronto,  woman's 
tailor  ;  out  of  business. 

Lucille  E.  Miller,  Toronto,  manufacturing  and  retail 
fiirrier  ;   retiring  from  business. 

Grafton  &  Co.,  Dundas,  clothing  manufacturers,  .T. 
B.  Grafton,  president,  deceased. 

Tremain  &  Tremain,  London  .Junction,  sold  general 
store  business  to  C.  W.  Reynolds. 

North  Trading  Co.,  Vermilion  Bay,  clothing  and 
men's  furnishings  ;  sold  to  Z.  Lobel. 

Fairbrother  &  Filby,  Beamsville,  general  store,  dis- 
solved ;   W.   Tj.   Fairbrother  continues. 

The  Brandon-Knechtel  Co.,  St.  Thomas,  furniture, 
dissolved  ;   L.  N.  Brandon  continuing. 

Quebec 

The  Ostrich  P"'eather  Co.,  Montreal  ;  dissolved. 
Achille  Caron,   Fraserville,   general   store  ;   .-^old. 

D.  Stimbaum  &  Son,  Montreal,  furriers,   dissolved. 
Thos.   Belley,   St.   Jeiome,  general  store  ;   assigned. 
J.  O.  Martineau,  Montreal,  dry  goods  ;  fire,  insured. 
Montreal  Bag  and  Burlap  Co.,  Montreal  ;   registered. 
Mrs.  Charles  Vezina,  Montreal,  millinery  ;  registered. 
Robert      Scott,      Scotstown,     general    store  ;     assets 

sold. 

Jos.  St.  Pierre,  St.  Epiphane,  geneial  store  ;  a.-^sots 
sold. 

L.  Dai'.Hiere  &  Fi'ls.  Chamljord,  general  store;  assets 
sold. 


Claude    Duclos,    Solomon    Lake,    general    store  ;     as 
signed. 

The  A.  P.  Cimon  Shoe  Mfg.  Co.,  Montreal  :  obta'ucd 
charter. 

E.  Gelinas  &  Fils,  Montreal,  shoes  ;  Evariste  Oolinas, 
deceased. 

Mrs.  Z.  Lalonde,  Hull,  dry  goods,  succeeded  by  Tel. 
Sauvageau. 

F.  Schryburt  &  Co.,  Quebec,  shoe  manufacturer-;  ; 
registered. 

Richmond  (To'thing  Store,  Richmond  ;  Jas.  Gardner, 
registered. 

The  Eagle  Brand  Mfg.  Co.,  Montreal,  suspenders, 
etc.;  dissolved. 

L.  Tremblay,  Notre  Dame  de  la  Dore,  general  r.tore  ; 
assets  sold. 

J.  L.  Tiudel,  Quebec,  clothing  manufacturers  ;  burnt 
out,   partially   insured. 

Reliable  Silk  Waist  Factory,  Montreal  ;  dissolved  ; 
Isidore  Mishkin,   registeied. 

Royal  Clothing  Co.,  Montreal,  dissolved  ;  M.  Dia- 
mond and  O.    Cohen,   registered. 

.1.  \'.  Calcutt,  Montieal,  linen  merchants;  Mrs.  .J. 
V.  Calcutt  and  P.   F.  Calcutt,  registered. 

+ 

The  West 

NorthL'nd    Knittin'j:    Co.,    Winnii)eg,    incorporated. 

.Tames  Pritchard,  Swan  Lake,  Man.,  general  store  ; 
assigned. 

.Tohn  Beaton,  Kamloops,  B.C.,  dry  goods,  etc.,  sold 
to  Ram  ey  &  Philip. 

George  Maskell,  Woodridge,  Man.,  general  srore  ; 
sold  to  L.   Panczel. 

Korkill  &  Scott,  Dominion  City,  general  store  ;  suc- 
ceeded by  H.   Wclrband. 

Vopni-Sigurdson,  Winnipeg,  department  store  ;  suc- 
ceeded by  Sigurdson  &  Co. 

H.  W.  Reeves,  Troherne,  Man.,  general  store  ;  suc- 
ceeded by   Staples   &  Anderson. 

V.  P.  Byam  &  Co.,  Rokeby,  Sask.,  general  sto!-;  ; 
succeeded  by  ^'oung  &  Gamble. 

^'ancouver  Garment  Co.,  Vancouver,  B.C.,  manufac- 
turers of  ladies'   wear  ;  registered. 


-4- 


Misses'  and  Children's  Bathing  Suits 

The  season  is  about  over  with  the  manufacturing 
end  of  the  trade,  but  many  firms,  considering  the  time 
of  the  year,  are  extra  busy.  Bathing  suits  for  small 
children  and  for  misses  are  comparatively  a  new  de- 
parture, but  a  complete  line  has  been  put  upon  the  road 
and  for  another  month,  at  least,  orders  for  these  goods 
will  be  coming  in.  For  the  small  child  bathing  suits 
are  minus  the  skirt,  but  ff)r  the  larger  girls  and  misses 
the  cut  is  identical  with  those  produced  for  ladies'  wear. 

No  fabric  stands  the  test  like  lustre.  It  does  not 
shrink  oi-  cockle,  nor  does  it  lose  color  if  of  fairly  good 
quality.  More  than  all,  it  does  not  cling  to'  the  figure 
when  wet.  Lustre  therefore  is  the  accepted  fabric  for 
bathing  suits.  Navy,  black,  brown  and  red  are  the  lead- 
ing colors. 

There  has  teen  some  little  talk  of  princesse  bathing 
suits,  but  through  the  trade  has  sampled  these  styles, 
the  steady  demand  is  for  the  regulation  suit.  In  Canada 
bathing  suits  are  for  ui3e,  not  for  ornament,  and  the 
Canadian  merchant  wisely  caters  to  the  demand. 
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IN  PREPARATION 


OUR  LINE  OF 


Wall  Paper 


FOR 


1910 


IT'S  A  CORKER 

We  \vill  Ask  You  to  See  it  in  July 


THE 


WATSON,  FOSTER  CO.,  Ltd. 


MONTREAL 


Please  ineiitioii  The  Kez'ieiv  to  Aih'ertisers  and  1  heir     Trai'clers 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  notlnecessarily^hold  themselves  responsible. 


WILL    VISIT     EUROPEAN     MAR- 
KETS. 

AU'iinl  W'eyerstall,  of  the  lirm  ui' 
A.  Weyers'lall  &  Co.,  is  sailing-  for 
Jilinope  on  June  lOtii  via  New  York, 
iin  an  extensive  buying-  trip.  He  will 
be  going-  to  France,  (lea-many,  Swit- 
zerland, Italy,  Austria  and  Englaiud. 

This  firm-  being  button  and  novelty 
manufacturers,  is  dealing-  in  all  kinds 
of  buttons,  smallwares,  novelties. 
l)raid,  beUings,  laces,  neckwear,  etc^ 
and  have  been  established  since  No- 
vember, 1904.  At  first  Mr.  Weyer- 
stall,  having-  secured  several  good 
agencies,  occupied  a  small  ollice,  bul 
within  .a  year's  time,  it  'was  found 
necessary  to  look  for  larger  quar- 
ters. Here,  with  the  steady  increase 
of  business,  and  after  a  'two-years' 
term,  'he  statred  to  manufaeture 
clot'h-covere'd  'buttons,  opening  up  a 
factory  on  Wellington  Street,  but 
on  account  of  the  warehouse  and  fac- 
tory being  separated,  he  decided  to 
combine  the  two.  Since  March,  1908, 
this  firm  occupies  a  large  flat  in  the 
Rogers  building,  where  at  present  35 
button  machines  lare  kept  constantly 
working  at  their  utmost  speed. 

It  might  be  said  tliat  Mr.  Weyei'- 
s'tail  is  only  25  years  of  age,  and  is 
consid'cred  a  smart,  active  business 
man.  During  the  time  he  is  away, 
W.  R.  Ro'bb,  manager  of  the  firm, 
will  have  full  charge  of  the  business 
and  under  his  care  no  effort  will  bo 
spared  to  give  the  usual  prompt  at- 
tention to  their  various  customers  in 
the  manufacturing  and  jobbing  trade. 

Mr.  Weyerstall  expects  to  be  away 
from  Toronto  for  ten  weeks,  when  he 
will  return  from  the  continent  with 
a  full  range  of  the  newest,  up-to-date 
frimmings,  suitable  for  the  Canadian 
market. 

Y.W.C.A.   SWIMMING  SUITS. 

Tag  day  is  still  fresh  in  the  mem- 
ory of  most  of  Toronto  people.  Now, 
the  object  which  the  taggers  had  in 
view  lias  materialized  and  the  Y.W. 
C.A.  swimming  tank  has  been  built 
and  will  shortly  be  opened.  Tiie 
contract  for  practice  suits  has  gone 
to  Home  &  Watts,  manufactui-ers  of 
juvenile  wear-.  The  suits  are  the 
regulation  bathing  garment,  only  with 
low  neck  and  short  sleeves.  The 
skirt  being  detachable,  the  suit  can  he 
worn  without  it  for  ordinary  practice 


while  for  exhibition  wear  the  whole 
saiit  'will  be  donned.  Home  &  Walls 
are  manufaclurers  of 'bathing  suils  fur 
ladies',   misses'   and   children's   wear. 


"NU-METHOD  "     SUPPORTER. 

The  I.  B.  Kleinert  Rubber  Com- 
pany is  ijlacing-  on  the  market  a  new 
h'ose  supporter  which  has  so  many 
l^oinlti  of  excellence  that  it  is  bound 
to  be  a  1)ig-  sellei-,  wherever  it  is 
hroug'hl    to    the    allc-nlion    ot    wonu-n. 


The    "Nu-Meihod"    Hose  Supporter      Manu- 
factured by  the  I.  B.  Kninert  Ru'ibtr  Co. 


It  is  the  '"Nu-Meth'od"  hose  sup- 
porter and  from  the  illustration  pre- 
sented on  liiis  pag'e,  a  good  idea  of  its 
advantages  may  be  gained.  This  firm 
in  its  advertisement  states  that  the 
"Nu-Method"  holds  the  ahdomca  up 
instead  of  dragging  it  down.  Retail- 
ers may  procure  this  supporter  from 
all  jobbers  and  in  view  of  the  heavy 
sale  it  is  bound  to  have,  they  should 
order  earlj-. 

NEW   UMBRELLA    FIRM. 

With  ample  facilities  for  carrying 
larg-e  stocks  and  making  prompt  de- 
liveries and  with  that  greatest  of 
all  assets,  represented  in  years  of 
practical  experience  in  every  de- 
partment, the  new  firm  of  Bailey  & 
Dixon,  umbrella  manufacturers, 
have  launched  their  enterprise  under 
the   most   favorable   conditions.   They 


are  locaited  in  the  Andrew  Darling- 
building,  corner  of'  Spadina  Avenue 
and  -Vdelaide  Slreel,  Toronto.  Their 
llooi-  space  is  exceptionally  well  laid 
onl.  There  can  be  no  over-lapping 
(if  (l('parlnu»n(s ;  from  entry  to  ship- 
ping room  the  diil'eront  pro'Cesses  fol- 
low each  other  in  carefully  planned 
order,  and  the  entire  arra.ngement 
Mig-g-i'sls  a,  sy.slem  'which  only  experi- 
ence ct)uld  conci'ive.  The  men  at 
the  head  of  the  business  are  no 
anialctirs.  T.  D.  Bailey  and  V.  I. 
Dixon  have  been  actively  identilied 
wilh  llie  iimhrclia  bnsiiie.ss  I'or  years, 
I  he  fornici-  on  I  he  linancial  end  and 
Ihe  latter  as  traveling  representative, 
wlu'le  T.  C.  IlaHam,  who  will  liave 
charge  of  the  manuCaetui-ing  de- 
partment, is  one  of  the  most  cap- 
able practical  men  in  the  umbrella 
'business  to-day.  Executively,  the  new 
concern  is.  therefore,  exceptionally 
well  manned.  Of  the  traveling  force 
it  may  be  said  that  Mr.  Dixon  and 
P.  (r.  Bla'tchley  are  particularly 
close  to  Ihe  Canadian  trade  and 
with  two  such  represenfatives,  the 
Piailey  &  Dixon  lii^e,  which  will 
shortly  make  its  initial  appearance, 
will  l^e  in  good  'hands.  'The 
new  concern  is  equal  to  evci-y 
possible  requircnunit  in  umbrellas, 
and  'high-class  specialization  will  be 
a  feature  of  the  enterprise.  i\lo(lern 
machinery  'has  been  installed,  and 
'tiie  nios-f  up-'to-date  met  hods  are  fee- 
ing   employed. 

SOME  GOOD  NECKWEAR  NEWS. 

'genuine  neck\\(a,i'  bargain  is  of- 
fered to  merchants  in  the  advert ise- 
meu't  of  Sanderson  Limited  in  this 
issue  of  The  Review.  Those  'who 
i-ealize  the  great  opportunities  for  a 
quick  and  profitable  turn-over  which 
the  neckwear  department  affords  will 
lind  in  the  advertisement  referred  to 
two  special  lines  of  strictly  up-to- 
(I'a'le  neckwear  which  will  surely  in- 
terest them.  At  the  prices  quoted, 
•'i^4.5;>  ]>er  dozen  for  No.  966,  com- 
plete with  collar  and  jabof,  and  $4.00 
per  dozen  for  No.  9()7,  the.se  spi'cials 
should  and  'will  prove  good  sellers  in 
any  neckwear  department  'a't  a  nwir- 
gin  which  will  ma,ke  tlieir  sale  a 
very  profitable  one.  These  Dutch  col- 
lars are  selling  in.  hundreds  in  all 
the  city  stores  and  are  the  neckwear 
sensation    of   the   season. 
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Condensed  Advertisements 


AGENTS    WANTED. 

AGENTS  WANTED  — Calline    upon    (he   reiail 
trade  lo  handle  the  p'-oductions  of  a  highclass 
lace  and  novelty   house.     An  interesting  line 
for  any  agent  with  good  connection   amongst    high- 
class  retailers.  Address,  Laces,  care  DKY  GOODS 
REVIEW.  88  Fleet  Street,  E.G..  London,   England 

WANTED  INDUSTRIAL  AGENT  tor  thriving 
western  town.  Must  be  a  capable  organizer, 
able  to  inspire  big  commercial  ventures  and 
to  write  literature  that  will  attract  attention.  A 
newspaper  man  would  be  preferred,  but  high  class 
applicat  ons  will  be  considered.  Salary  $2,500  lo 
start,  $.^,000  second  year,  and  there  is  practically 
no  limit  to  the  money  provided  the  man  can  "make 
good."  Answer  in  confidence,  "G.H.,"  care  the 
MacLean  Publishing  Co.,  Montreal,  Que. 

FOR  SALE. 

CASH    REGISTER,    high   grade,    nickel    plated: 
registers  one  cent   to   twenty   dollars,    perfect 
condition    guaranteed.     Half  price,  $55.     The 
R.  O.  Smith  Co.,  Orillia,  Ont. 

FOR  SALE— Good  paying  millinery  business  in 
one  of  the  most  progressive  towns  in  northern 
Ontario.     Proprietor  retiring  from    business. 
Address,    Box    M.,    DRY  GOODS  REVIEW,  To- 
ronto. 


MISCELLANEOUS. 

A  MARKET  OF  BUYERS,  backed  up  by  money 
tospend,  is  open  to  you  in  the  Busy  Man's 
Magtzine.  If  you  have  something  to  sell, 
som:thiag  you  want  to  buy,  a  condensed  advertise- 
ment in  the  Busy  Man's  Magazine  will  put  you  in 
touch  with  the  classes  you  want  to  reach.  Four 
cents  perword  will  carry  your  message  from  Atlan- 
tic to  Pacific.  Send  copy  of  your  advertisement 
along  with  order  to  cover  cost  of  insertion  not 
later  than  10th  of  month.  Busy  Man's  Magazine, 
Montreal,  Toronto,  Winnipeg. 

pUT  DOWN  YOUR  PRINTING  BILLS  one 
Vy  half  by  installing  a  " Writerpress."  Your 
office  girl  or  boy  can  with  it  print  your  circu- 
lars, price  lists,  etc.,  at  the  rale  of  1500  to  2000 
copies  per  hour.  Best  machine  ever  made  for 
printing  facsimile  typewritten  letters.  Prints  from 
printers' type,  half-tones,  etc.  Retail  stores  could 
greatly  increase  the  r  business  by  using  a  Writer- 
press  to  run  off  circulars  and  letters,  sending  them 
out  to  their  customers  and  prjbable  customers 
announcing  special  sales,  etc.  Send  for  illustrated 
catalogue  and  sample*.  The  Canadian  Writerpr,;ss 
Company,  33  John  St.  South,  Hamil  on,  Ont. 

DICTATING    to   the    Dictaphone   saves    50    per 
cent.     We  will  prove  it  to  you  if  you  will  send 
us  a  post  card  for    full   particulars.     Toronto 
Phonograph  Co.,   Limited,  Dictaphone    Dept.,   40 
Mellnda  St..  Toronto,  Canada.  (tf) 

ELLIOTT- FISHER    Standard    Writing-Adding 
Machines    make     toil    easier.      Elliott-Fisher 
Limited.  513,  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street,  Toronto. 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracus*  Dial  Time 
Recorder  is  the  most  practical  time  recording 
machine  for  dry  goods  and  millinery  stores  En- 
t.reU  automat  c.  Nothing  to  confuse  employes. 
A  turn  of  the  po  nter,  a  pressure  in  the  hole  oppo- 
site the  employe's  number,  and  the  hour  and  min- 
ute is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hands,  we  can  supply  you  with  a 
machine  suited  to  your  requirements.  Write  for 
cataljg.  International  Time  Recording  Company 
of  Canada,  Limted.  Office  and  factory,  15  Alice 
Street,  Toronto.  (to 

SAVE  50  ,  OF  THE  COST  OF  HANDLING 
merchandise  by  instilling  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 
space  because  the  trackage  is  on  the  cei  Ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
and  for  handling  goodsin  and  about  the  warehouse 
and  factory  reduces  the  cost  of  labor  because  far 
less  warehouse  help  is  required.  Systems  for  all 
kinds  of  businesses,  large  or  small.  Write  us  for 
illustrated  citalog.  W.  D.  Beath  &  Son,  193  Ter- 
auley  Street,  Toronto.  (tf) 

THE  WALES  VISIBLE  ADDING  AND  LIST- 
ING MACHINE  Is  superior  to  any  other 
machine  for  these  reasons,  among  others  :- 
Visible  Printing.  Flexible  Keyboard,  Cylumns 
Space  Bar,  Automatic  ClearSignal,  Adiustment  for 
Carbon  Copies.  Eliminating  Keys,  enabling  the 
operator  by  the  mere  pressure  of  i  key  to  add 
without  listing  or  list  without  adding.  30  days 
free  trial  to  responsible  people.  Write  us  for  free 
illustrated  catalogue.  Adder  Machine  Company. 
Wllktsbtrre,  Pi.  ' 


(DA/-,   /-./-.rt   /-..-\/-\  Shrewd    merchants     all    over 
0)00,000,000  the  world  have  paid    $60,000 
'  '  000     for    850,000     National 

Cash  Registers.  They've  saved  more  than  that. 
The  National  Cash  Register  Co..  F.  E.  Mutton, 
Canadian  Manager,  cor.  Yonge  Street  and  Wilton 
Avenue.  Toronto. 

SALESMEN    WANTED. 

WANTED     Experienced  salesman  to  sell  line  of 
ladies'    hats  in     Canada.      Address,  staling 
references.    Manufacturer,    Room    39,    230 
Grant  St.,  New  York. 

HOTEL   DIRECTORY. 


ACCOUNTANTS    AND    AUDITORS. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pk-usantly  ,-11111  cDiiveiiicnlly 
liicatfa  on  the  i^iist  side  cif  t^ii-eii  Street.  The 
idonia  are  bright  and  eheert'nl  Kvery  attention 
paid  to  guests.  Hilliarils  ami  Pool.  Hot  ami 
ecild  water  baths.     A.  McNieol,  Prop. 


TOWER     HOTEL 

GEORGETOWN,    DEMERARA 

BRITI.SH  (UIIANA 

This  tirstela.is  Imlel  is  nicist  loiiveiiieiilly 
situiUeil  in  the  toole.'it  and  licaltliiesl  part  of  llie 
eity.  Kivi'  minutes  from  railway  slalion  ami 
steamer  .stallings,  anil  near  to  all  iirineipal  pnl'- 
lic-hnililings.  Coolancllofly  l.e.lrootns.  .Spai-ious 
(lining  anil  ladies'  rooms,  liillianl  joom.  Klei-- 
Irie  light  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrs.  J.  F.  SMITH,       -        -       Proprietress 

Opposite  Victoria   Park   and   Cedar   .Ave. 
Private  Board  $12  to  $14  per  week. 
Open  November  Closes  in  May 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-of-Spain,  Trinidad,  B.W.I. 
.JOHN  MeEWEN,  -         -         -         Manager 

For  rates,  etc.,  apply 
rUlNIDAD   .SHIPPINti    &    TRADINO    CO. 
29  Broadway,    New  Yoi-k. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


.lAMES   K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


$10,959.99  Collected! 

That's  the  amount  we've  collected 
for  clients  during  the  past  year — 
our  first  year  in  business.  In  May, 
1907,  we  handled  140  new  claims.  In 
April,  1908,  we  handled  425  new 
claims.  No  wonder  our  clients  are 
satisfied.  They  have  the  proof  of  our 
collecting  ability. 

Let  Us  Cure  Your  Slow  Collections 

The  Beardwood  Agency 

313  New  York  Life  Building  ■  MONTREAL 


JENKINS   &  HARDY 

As^i-nees,  Cliarlei,..!   \i-> nlants.  Estate  uii. 

Fire  Insnranei-  Af^ents, 

I.-."/,  Ton.nl o  .St  4li.-.  Temple  VM- 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  -St.  James  St.,  Montreal 

MKRCANTtLB  REPORTS  AND   COI.t.ECTIONS 

Our  metfiod  of  furnishing  commercial  reports 
to  our  subscribers  gives  prt)mpt  and  reliable  in- 
formation to  date.  Every  modern  facility  for  the 
colleetion  of  claims.  Tel.   Main  198.^ 


LEGAL  CARDS. 


ATWATEB,    DUCLOS  &  CHAUVIN 

Adioial.-s,   M. eal 

Albert  W.   Atwater,   K.C..  Consulting  C'onnsel 

for    City    of    Montreal;     ('has.    A. 

I)nr-|fis;    Ilein-v   N.  Chanvin. 


MANUFACTURERS'  AGENTS 


^.  Wi.  ^tebcnfifon  &  Co. 

Commission  idercliants 
iHanufatturer's  agents 

42  Victoria  fi>quare,        .        .        jtlontrtal ' 
tEoronto  &lUu,  55  Sotiae  S>t. 


Cabis  Aililttss  Office 

"  MACKER."  WinnlDeg  511  Ashtlown  Blcck 

McRAE  &  WALKER 

IVIanufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Cone.spondenee  solieited  fnjin  nianufaeturet-; 
desiring  Ii\e.  ui>-to-(late  renresemation  in  Mi 
West. 


J.    SPROUL    SMITH 

Manchester  Building  TORONTO 

Repre.sentinj,' :  Paris  Wineey  Mills  Co.,  Klaiuiels, 
ete,  Paris.  Ont. ;  .John  Bright  &  iiros..  Ltd.,  Car- 
pets, etc.,  Rochdale,  Knt'  ;  Wm.  Clark  &  .Sons,  Can- 
las.  HoUand.s.  etc.,  I'pperlands,  Ireland;  .Albert 
tJoiUle  liedin  &  Cie,  Chitfons,  Laces,  etc.,  Paris, 
Kranei! ;  Perret  (Jros  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  .Melrose  Knitting  Co.,  Sock.s, 
etc..  (ileinvilliauis,  tjnt. 


Dieckerhoff  Raffloer  &  Co. 

OF  CANADA,  LIIV1ITED 
DRY  GOODS  COMMISSION  MERCHAXT.S 

AND  MANUFACTURERS  AGENTS 

Montreal— 52.5  St.    Paul    St.;     Winnipeg  -400 

Hammond  Block;  Toronto— 1.54-160  Wellington 

.Street  West,  cor.  Sinicoe  Street— Head  OtJice. 

Importers  of  Buttons,  Suiallwares,  Laces, 

Tailors'  Trimmings,  Linings.  \'elvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


Cable  Adilre.ss,  Phone  Main  C1.58 

"  Kingsons  Toronto." 

W.  p.   KING  &  SON 

IVIanufacturers'   Agents 

Underwear,     Ho.sifrv,     Blankets,     Etc. 

74  YORK  STREET     -    -     TORONTO 

Canadian    and    ForeigTi    niaintfacturers'    lines 
solicited  on  favorable  terms. 


WHOLESALE  HOUSES. 


— — ^^—^         *  tlMITfO 


\t  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

O  (DERS  OUR  ESPECIAL  HOBBY 


ISO 
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Eclipse 
Umbrellas 


Comprise  every  umbrella  want 
for  Ladies,  Men  and  Children 

The  variety  of  handles,  fabrics,  and  styles 
will/please  the  most  exacting  taste. 

Values  are  Unsurpassed 

IMMEDIATE  DELIVERIES  OF  ALL  LINES 


The  Eclipse  Umbrella  Co. 

LIMITED 

454  St.  James  St.,  MONTREAL 


DRY     GOODS     REVIEW 


To  the  Trade 


June,  1909 


The  Month  of  June  begins  a  new  season 
with  us.  Fashions  for  Fall  season,  1909,  are 
in  evidence.     With  us  you  will  see  the  goods 

that  sell  In  Every  Department. 

In  both  Domestic  and  Foreign  Staple  Cotton 
and  Linen  Goods — no  better  value  on  1  iie 

AllieilUilll     \^OllLllieilL. 

In  Dress-Goods,  Hosiery,  Gloves  and  Ready- 
to-Wear    Goods — new    customers   are   being 

Added  Daily. 

In  Men's  Furnishings  and  Haberdashery — 
the  best  assorted  and  most  attractive  stock 
in  Canada. 

In  Carpets  and  House-Furnishings  —  the 
largest  assortment  and  most  up-to-date  color- 
ings and  designs  from  every  quarter  of  The 

Earth. 

In  Woollens  and  Tailors'  Trimmings  —  the 
right  textures  and  patterns  from  the  looms  of 
England,  Ireland,  Scotland  and  Canada. 

We  want  you  to  feel  At  Home  when  visiting 
our  warehouses;  and  when  our  travellers  call 
upon  you,  give  them  a  look  in. 

Business  in  our  Letter  Order  Department 
is  going  ahead  with  leaps  and  bounds.  We 
have  no  such  word  as  trouble  in  our  business 
vocabulary. 

John  Macdonald  &  Co.,  Limited 

TORONTO 
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"  Rooster  Brand  ^' 

An  Object  Lesson  of  Our  Development 


ICROWiTOVERAu 


Outing  Trousers 

Dress  Trousers 
Working  Pants 
Riding  Breeches 
Overalls 
Shirts 
White  Coats 
Khaki  Clothing 
Duck  Clothing 


Overall 


Robert  C. 
Wilkins 
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I C  ROW /L  Over  All 
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Specials  from  Our 
Cotton  Goods  Departments 

Our  Fall  stocks  in  our  Staple  departments 
represent  the  largest  variety  in  the  trade, 
and  the  exceptional  values  are  made  poss- 
ible by  our  large  turn-over. 

Novelty  Wrapperette   Lines 

CROISE  AMAZON  MELTON  VELLON  VELOSET 

Imitation    French   Flannel    in        Floral    designs    and     fancy       DUCKLING   FLEECE 
spots,  neat  checks  and  stripes.        stripes,  to  retail  at  20c.  SOURAT    CLOTH 

All  g-ood  shades.    Retail  at  20c.  Three  good  lines. 

BIG    RANGE    OF    FLANNELETTES 

In    light    and  dark    stripes  and    checks.       All   widths 
and  prices.  :::::::: 

COTTON  EIDERDOWNS  „,      DOMETS 

White,  cream  and  colors. 

WHITE  AND  GREY  COTTONS  SHEETINGS 

These  have  been  advanced  in  price,  but  we  were  well 
covered.  :::::::: 

OVERALLS  Unmatchable  Values         OVERALLS 

Special  Linings  and  Satines 

HEATHER-BLOSSOM  DIRECTOIRE  SATIN 

36   in.,    in   black  and   colors.      The    latest  30   in-,    an    ideal   lining.      Full    range    of  good 

for  dress  linings.      Retails  at  25c.  shades.      Retails  at  25c. 

Our  No.    2876,  bright  finish,    (black)   Satine  is 
JAP   SOIE   TAFFETA  special,  to  retail  at  25c. 

black  and  colors.    Retails  at  25c.  VENETIAN    PONGEE 


COURT  TAFFETA 


Fine   weave,   good    range    of  shades.      Retails 

at  25c. 

44  in.,   looks  like  silk,  but  wears  better.  BROCADE    LININGS 

Retails  at  35c.  29  to  30  in.,   retail   from    15   to  30c.      39  to  40 

in.,  retail  from  25  to  50c. 

Get  your  Staples  in  Good  Shape  for  Fall 

GREENSHIELDS  Limited      Montreal 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 


DRY     GOODS     RE\nE\V 


LINENS 

We  have  a  splendid  range  of  the  latest  designs  in 

TABLE   DAMASKS  and  TABLE  CLOTHS,  with 

NAPKINS  TO  MATCH 


p/^U      17  A  I   I      ^®  have  a  very  large  assortment  of  NOVELTIES,  such 

A  Vyl\     r/^l  <l  i    as  Japanese  Goods  and   Renaissance   in  Tray   Cloths, 

Bureau  Covers  and  Shams,  suitable  also  for  Christmas  trade. 


TOWELS    and    TOWELLINGS     Some  leading  values  to  retail 

^^^^^^^lai^^^mm^^^^m^mm^m^^^^^i^^^^am  ^t  popular  prices. 


We  are  Sole  Agents  for 

JAS.  &  THOS.  ALEXANDER,  Dunfermline,  Scotland 


HANDKERCHIEFS— A  large  stock  of  all  desirable  lines 

Greenshields  Limited^  -    Montreal 


The   largest  and   most  complete  stock  of 
Carpets  and  House  Furnishings  in  the  Country 

OUR  FALL  STOCK  COMPRISES  DESIRABLE  STYLES 
AND  QUALITIES  OF  ALL  THE  FOLLOWING  LINES: 


Carpets 

All  kinds  and  qualities. 
The  latest  colorings. 

Oilcloths 

All  qualities  and  widths. 

Comforters 

Wool  filled  and  Down. 
All  prices. 


Carpet  Squares 

All  Sizes. 

Linoleums 

All  qualities  and  widths. 

Blankets 

White  and  grey  blankets. 
Colored  wool  blankets. 


Pillows 

All  qualities  tickings. 


China  and  Japanese  Mattings. 
Mats  (a  large  assortment). 
Lace  Curtains. 
Curtain  Nets  and  Muslin. 
Table  Covers. 


GREENSHIELDS  Limited 


Carpet  Sweepers. 

Stair  Pads. 

Tapestry  Curtains. 

Art  Muslins  and   Cretonnes. 

White  and  Colored  Quilts. 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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ABSOLUTELY 
PURE 


Our  special  lines  of 
Wabasso  Cambrics  and 
Nainsooks  have  proved 
already  their  superiority 
as  to  finish,  color  and 
purity. 


Greenshields  Limited 


Montreal 
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Ready  for  Fall  Business 


An  Active  Fall  trade  is  indicated  on  every 
hand.  Our  preparations  for  Fall,  1909,  are 
based  upon  these  conditions. 

Merchants  will  find  this  Specialty  House 
with  well  assorted  Fall  Stocks  in  its  various 
lines. 

Dress  Goods  Leadership 

Our  advance  orders  for  Fall  set  a  new 
record.  Our  collections  has  met  with  the 
approval  of  discriminating  merchants. 


Our  Fail  Stock  of  Dress  Goods 

contains  all  the  staples  and   desirable    novelties. 

Satins  and   bright-faced   cloths  occupy  a 

strong  position. 

Stripes  in  self  and  subdued  tones  are  largely 

represented. 

Use  our  dress  goods  facilities 
this  coming  Fall. 

BROPHY,  PARSONS  &  RODDEN 

LIMITED 

The  Specialty  House 
25  Victoria  Square,  Montreal 

Please  mention  The  Re^dew  to  Advertisers  and  Their    Travelers 


DRY     GOODS     R  E  \'  I  E  W 


:JI| 
Shi 


f'1 


English  Mohairs 
and  Siciliennes 


Another    MilestoOe    Passed  in  B.  D.  A.  Achievement ! 

The  woman  who  wears  it,  the  dressmaker 
who  makes  it  up,  the  retailer  who  sells  it — 
all  have  found  B.  D.  A.ENGLISH  MOHAIR 
a  source   of  profit    and  entire    satisfaction. 

And  now  the  highest  type  of  suit  manu- 
facturers in  the  world  have  recognized  its 
beauty  and  worth  by  adopting  it  as  a  staple 
fabric   in    their    1909*line. 

Thus  another  milestone  is  passed  in  B.D.A. 
achievement. 

Soon  there  will  be  no  more  worlds  for 
Mohair  to  conquer. 

We  are  constantly  introducing  new  patterns 
and  colors. 


Bradford  Dyers'  Association 


OF 


Bradford 


England 
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THE  GAULT  BROTHERS  CO.,  LIMITED 

MONTREAL 

Special  Underskirt  Sale 

Travellers  are  now  out  with  samples  of 

NINE  SALE  MAKERS 

Result  of  big  purchase  from  the  mill  of  Sateen  enough  for  about  1,100  dozen  Skirts,  which 
cannot  be  had  elsewhere  at  anything  like  the  prices  we  are  clearing  them  out  at. 

FULL  SIZES  IMMENSE  VALUES 

Retail  from  49c.  to  $1.25 

Black  Sateen  Skirts 

Send  for  sample  dozen  each  number:     D7,  D8,  D86,  D87,  D88,  D89. 

Also  three  lines  of  that  new  fabric 


^Gy^\^^ 


Away  ahead  of  silk  for  durability,  and  at  same  time  retaining  rustle  and  brilliancy. 

Retail  at  $2.00,  $2.50  and  $3.00  each. 

In  black  and  all  selling  colors ;  numbers  D95,  D97,  D99. 

Send  for  sample  lots.    One  dozen  each  six  lines  Sateen  and  one  only  each  of  the  three 
lines  "Egyptine"  amount  to  only  $44.25.    Winning— 4425— number. 


Knitted  Woollens 


Our  stock  is  now  complete  in  big  assortment  of  Shawls ;  Child's,  Misses'  and  Ladies' 
Golf  Jerseys  and  Coats ;  Clouds,  Tuques,  Infantees  and  Bootees. 

We  are  showing  a  big  range  of  Mufflers,  including  the  celebrated  "Bradley"  numbers, 

for  man,  woman  and  child. 

Bearskin  Coats 

An  exceptional  range  this  season  at  very  low  prices. 

Swiss  Embroidered  Handkerchiefs 

Sale  of  4,000  dozen  ''Seconds." 

ASSORTED  IN  FOUR  LOTS 

D66.  Damaged  torn  seconds    .     .    .75  doz.         D68.  Perfect  over-makes    .    .     $1.50  doz. 
D67  Regular  mended  seconds  .  $1.10  doz.         D69.  Perfect  over-makes    .     .     $1.75  doz. 

Assorted  patterns  to  each  dozen  and  a  good  lot.     Send  for  five  dozen  each  as  samples 
or  see  range  in  our  travellers'  hands. 

DO  IT  NOW!  SMALLWARES  DEPARTMENT 
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MIDSUMMER  WANTS 

And  we  have  the  goods  to  get  what  trade 
there  is  at  this  time.     Use   our  stocks. 

BATHING  SUITS  NEGLIGEE  SHIRTS 

Everything  for  boys  from  50c.  per  doz.  to  ,..      tttt       •         •  ^^  *•«         « 

fine  cashmere  for  men  at  $27.00  per  doz.  No.   HH,      m     six    patterns,    stiff    cuff. 

$4.50  per  doz. 
MEN'S  BALBRIGCANS 
All  sizes  and  prices  from  $3.00  up.  TWO  SPECIALS  IN  OVERALLS 

Large    sizes   48/46,    50/48,    52/50  in  stock. 

Short  sleeves  and  knee  pants  in  stock.  No.  200,    7  oz.    black    denim,   $6.75  per 

LADIES'  AND  CHILDREN'S  SUMMER  VESTS  '*^^' 

50c.  to  $6.50  per  doz.     Very  v^^ell  assorted.         No.  100,  7  oz.  blue,  gold  back,  $6.75  per 
Over  sizes  in  stock.  doz. 

White  Duck  Negligee  Shirts,  B20,  $4.50  ;  B21,  $6.50. 

Tennis  Shirts,  white  twill  sateen,  B26,  $6.50  ;  822,  $9.00  ;  B28,  $12.00  per  doz. 

All  with  collars  attached.    Imported  goods,  large  make. 

WORKING  SHIRTS 

700  doz.  jobs  at  $3.60,  regular  $4.50  lines. 
Special— D220,  Black  Drill  Shirt,  $4.50,  worth  $6.00. 

Knitted  Goods  for  Fall 

Swiss  ribbed  wool  vests  and  tights.  Better  goods 
for  the  better  trade.  There  is  something  in  the 
bleaching  of  these  goods  which  puts  them  in 
a  class  all  their  own.         ::         ::         ::  ::  :: 

2000B,  High  Neck,  Long  Sleeves,  $9.00.  2008,  Combination,  $27.00. 
2000A,  High  Neck,  Short  Sleeves,  $6.50.  2009,  Combination,  $21.00. 
2007B,  High  Neck,  Long  Sleeves,  $10.50.         ^003,  Combination,   $24.00. 

'>nn'7A    xj-^u  XT     1      cu  _^  ci              es-o  ca  2004,  Children's  High  Ncck,  Long  Sleeves, 

2007A,  High  Neck,  Short  Sleeves,   $8.50.  ^\^      ^       ^  <ii.^  aa 

^nA^r»    TT-  .  -KT     t  Button  Front,  $4.00  up. 

2006B,  High  Neck,  Long  Sleeves,  $12.00.  2005,  Children's    Medium    Neck,    Closed 

2006A,  High  Neck,  Short  Sleeves,  $10.50.  Front,  $3.00  up. 

IMPORTED  COAT  SWEATERS 

Higher  in  price,  but   better  than  the  ordinary  goods. 
For  the  better  class  of  trade.     Made  in  fine  cashmere  yarns. 
They  come  in  Pure  White,  Heathers,  Golden  Brown  and  Grey. 
Some  trimmed  and  some  plain. 
Prices  :  D700,  $21.00 ;  D701,  $24.00  ;  D702,  $24.00. 

LET  US  SEND  YOU  A  SAMPLE  PARCEL,  INCLUDING  SOME  OF  THE  ABOVE  LINES 

THE  GAULT  BROTHERS  CO.,  LIMITED 

MONTREAL 
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which   appears  on   the  new   line  of 


SUCCESS 
OVERALLS 


Covering  a 

range 

of   3   Garments 

Overalls 

- 

3ibs 

Smocks 

in   3   Weights 

6  oz. 

- 

7  oz. 

8  oz. 

and   3   Colors 

Black 

- 

31ue 

Gold   Back 

27  Garments 

in 

all 

SUCCESS  OVERALLS  will  be  made  from  the  very  best  Denim  that  can  be 
bought  and  with  every  good  point  an  Overall  can  have.  They  are  guaranteed  in 
every  particular  by  the  Manufacturers  and  every  dealer  is  authorized  to  return  full 
purchase  price  of  any  garment  returned  through  defect.  They  will  be  supplied  by 
the  wholesale  trade  at  these  prices : — 


6  oz. 


$8.25 


7   oz.  8  oz. 

$8.75  $9.50  per  doz 


If  your  Wholesaler  is  not  carrying  this  line  write  us.     In  stock  after  October  1st. 


^i]ZQ7tVi.eu^ 
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Established  1832  Cable  Code  :  Law-Bradford 

FALL  1909 


REGISTERED 


Exclusive  Designs 

These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  (MtMhltd 

SPECIALTIES 

Mayfair  and  Blenheim  Suitings 

in  our  Combination  finish 
(PIRLE  AND  SUEDENA) 

Sho^verproof  Goods 

in  the  latest  styles 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

La^v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics. 
BRADFORD   AND   LONDON 
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The  CORTICELLI  European  Fashion 

Service  is  the  lever,  and  your  store  the 
means  to  acquaint  the  people  of  your  com- 
munity with  CORTICELLI. 


We  have  said   this  before    but 
we  repeat  it,  so  it  will  strike  in. 

Our   European    Fashion  Service 
has  taken  hold. 

Dressmakers  are  enthusiastic 
and  are  buying  Corticelli  Sewing 
Silk.  They  each  use  a  minimum 
of  500  spools  in  a  year  to  get 
the  European  Quarterly  Fashion 
Service,  valued  at  $25.00. 


What  you  have  to  do  to  pro- 
fit by  the  dressmakers'  prefer- 
ence for  Corticelli,  is  to  prepare 
for  the  demand. 


Dressmakers  will  continue  to 
buy  Corticelli,  because  Corticelli 
is  the  best  spool  silk  in  the 
world. 


Please  the  Dressmakers  and  co-operate  with  us 


Corticelli  Silk  Company,  Limited, 


Head  Office  : 
ST.  JOHNS,  Que. 


Address  nearest  office. 


Sales  Rooms— 22  St.  Helen'St.  Montreal.  399  Cordova  St.  Vancouver.  56  Albert  St.  Winnipeg. 

24  and  26  Wellington  St.  West,  Toronto.  91a  York  St..  Sydney,  N.S.W. 
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Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,  STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 
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The 

of  Linen  manufacture  is  tfie 
one  process  that  produces 
perfect  linens. 

The  flax  used  is  grown  in 
Ireland,  in  the  vicinity  of 
the  mills,  and  is  cultivated 
especially  for  the  (J^lb 
Jlleacf)  Line. 

The  weaving  is  done  by 
Irish  People  who  inherit  a 
consummate  skill  from 
many  generations  of  linen 
weaving  ancestors. 

The  bleaching  is  accomplished  by  that  best  of  all 
bleachers  -  the  SUN,  with  the  result  that  (2^Hl 
^leacf)  Linens  possess  a  snowy-whiteness  and  an 
enduring  strength  that  cannot  possibly  be  obtained  by 
any  chemical  process.  When  you  are  selling  (2^11) 
Pleacf)  Linens  you  may  recommend  their  quality 
without  fear  of  exaggeration.  They  will  give  your 
customers  many  years  of  constant  wear  and  will 
maintain  their  snowy-whiteness  and  smoothness  till  the 
fabric  wears  away. 

We  shall  be  pleased  to  send  you  our 

Catalogue  and  Prices  on  request. 


Srt  linen  tKoiuels 


You  will  find  it  impossible  to  get  any  Art  Linen  Towels 
equal  in  attractiveness  and  genuine  quality  to  the  011} 
IHkacf)  Line.  The  patterns  shown  in  the  illustrations  on 
this  page  are  but  a  few  of  a  very  extensive  range.  The 
linen  is  of  the  highest  quality,  woven  in  Ireland,  from  the 
best  grade  of  flax  in  the  world  and  bleached  by  the 
0Ui  pleacf)   Process. 

We  have  a  catalog  illus- 
trating the  0ih  Plcacf) 
Linens,  which  is  worth 
your  while  having.  It  shows 
a  range  of  Art  Table 
Damasks  and  Art  Linen 
Towels  that  will  give  you 
many  a  suggestion  for  reach- 
ing the  best  class  of  people 
in  your  locality. 

WRITE  FOR  A  COPY- 
DO  SO  TO-DAY. 


E.  ?|.  Cogfaie 

Irish  Linen  Agency 
TORONTO,       -       ONT. 


TOWEL  K. 
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Facts  of  Interest— Mainly  About  Ourselves 


Change  in  New  York  Address. 

The  address  of  the  Ne^v  York  Offices  of 
The  Dry  Goods  Review  has  been  changed 
from  622-624  Tribune  Building  to  Rooms 
1109-1111,  Lawyers'  Title,  Insurance  and  Trust 
Co.  Building,  160  Broadway,  N.  Y.  Phone 
nil  Cortlandt. 


THE  REVIEW'S  In  this,  the  Special  Fall  number 
SPECIAL  of    The    Re\dew,    no     effort   has   been 

FALL  NUMBER  spared  to  give  to  those  engaged  in 
the  dry  goods  trade,  not  only  an  in- 
teresting and  helpful  forecast  of  'the  approaching  season, 
but  also  applical)le  information  with  reference  to  business 
nianagement,  advertising,  art  of  display,  store  arrange- 
ment and  suggestions  based  on  practical  experience  in  t'he 
dry  goods  business.  The  work  and  outlay  represented 
in  such  a  number  will,  The  Keview  has  every  reason  to 
believe,  be  appreciated. 

The  Fall  number  goes  to  the  trade  at  a  time  when 
Canada  is  displaying  particular  evidences  of  progress  and 
prosperity.  There  has  been  steady  recovery  from  the  com- 
mercial and  industrial  depression  of  the  past  two  years — 
a  recovery  marked  by  a  serious  self-examination,  in  every 
department  of  enterprise,  Avhich  cannot  fail  to  give  still 
greater  stability  and  confidence  to  the  future. 

At  sudi  a  time  The  Review  feels  tiiat  its  resj^onsibility 
as  the  rei^resentative  newspaper  of  the  Canadian  dry 
goods  trade,  involves  the  most  efficient  service  possible. 
Th'Uigh  always  close  to  the  market  and  to  those 
sources  of  information  through  which  merchants  are  kept 
"in  touch"  no  concentration  of  its  abilities  and  influences 
is  considered  too  exacting  in  behalf  of  its  readers.  Its 
object,  further,  is  to  prove  a  medium  through  which  mer- 
chants may  effectively  give  expression  to  tiieir  views  and 
to  which  they  may  look  for  advancement  of  their  best 
interests. 

As  previously  stated.  The  Review  has  represeniaiives 
in  every  important  trade  and  fasliion  centre  of  the  world 
an.d  is  in  a  particularly  strong  position  to  describe  most 
recent  market  developments  and  style  tendencies.  From 
time  to  time  this  has  been  foi'cefully  demonstrated.  Its 
forecasts — one  of  the  great  essentials  of  a  representative 
trade  paper — have  proved  absolutely  correct  and  The 
Review  -feels  that  it  may  justly  claim  to  have  been  of 
very  material  assistance  'to  the  merchants  in  this  respect. 

In  many  of  those  questions  which  affect  the  trade  as 
a  whole,  The  Review  recognizes  the  importance,  in  a 
country  suc'h  as  Canada,  of  measuring  present  n(;ed  by 
future  possibility,  and  of  advocating  those  ideals  cal- 
culated to  give  most  enduring  benefit  according  as  the 
country  shall  develop  in  national  significance.  The  neces- 
sity, therefore  of  an  equipment  by  which  to  reflect  the  best 
thought  and  the  results  of  tried  experience  in  problems 
which  command  attention,  is  admittedly  of  first  import- 
ance. A  medium  which  is  also  regarded  as  being  of  value 
in  instructive  or  corrective  consultation  or  criticism  must 
be  looked  upon  by  the  trade  as  a  potent  factor  in  its  ad- 
\nncemcnt.  Such  a  medium  The  Review  has  always  en- 
deavored to  be.  and  there  is  every  evidence  tiiat  Canadian 
dry  goods  merchants  are  appreciative  of  that  fact. 

One  notable  proof  of  that  appreciation  has  been  the 
unirked  increases  in  The  Review's  circulation.     The  pres- 


ent year's  returns  wil'.  undoubtedly,  show  another  new 
record  in  this  respect.  Plans  have  been  made  with  that 
end  in  view.  In  about  twenty  of  the  leading  commercial 
centres  throughout  Canada,  The  Review  has  special  re- 
presentatives, whose  duty  it  is  to  build  up  circulation.  In 
addition  to  these  there  are  nearly  200  subscription  agents 
who  are  devoting  either  whole  or  part  of  their  time  to  the 
same  work.  With  a  circulation  staff  larger  and  more  t'lior- 
oughly  organized  than  that  of  any  trade  newspaper  in 
Canada,  The  Review  is  enabled  to  cover  its  field  most 
effectively.  It  is  by  strong  organization  in  every  depart- 
ment that  it  maintains  its  close  connection  with  the  Can- 
adian trade,  assisting  the  interchange  of  helpful  thought 
and  methods,  making  available  seasonable  information  and 
facilitating  publicity  of  those  products  of  industrial  and 
connncrcial  enterprise,  which  are  of  particular  interest  to 
drygoodsmen. 

+ 
GUIDE  TO  BUYING  A  tiade  newspaper  must,  essent. 
AID  TO  SELLING  ially,  prove  not  only  n  guide  to  buy- 
ing, but  also  an  aid  to  selling. 
That  is  a  purpose  which  The  Review  lias  endeavored 
to  keep  foremost.  While  its  pages  are  always  an 
index  to  market  features  and  conditions,  the  neces- 
sity of  careful  treatment  of  those  elements  which 
eriter  into  successful  merchandising  is  fully  recognized. 
lief|uests  ar,'  Prequei'tly  received  for  (p'ni  ins  or  informa- 
tion upon  questions  which  are  occupying  the  littention  of 
dry  goods  merchants.  It  may  be  for  enligiitenment  upon 
a  certain  feature  of  accounting,  for  suggestions  in  ar- 
rangement or  system  in  depai'tmentizing  that  the  query 
comes,  and  it  is  always  given  immediate  attention. 

COVER  DESIGN  The     cover     of     The     Review     tins 

OF  THE  month    is    suggestive    of    that   time    of 

FALL  NUMBER  year  when  Summer  is  merging  into  the 
glorious  Canadian  Autumn.  The  mis- 
sion of  a  trade  jjaper  is  its  own  license  to  forecast  and 
hence  its  portrayal  of  leaves  and  landscape  in  the  tints 
and  garb  of  the  passing  year  may  be  considered  pardon- 
able. Every  Canadian  is  familiar  Avith  landscape  glimpses 
such  as  this,  and  the  artist  has  here  faithfully  depicted  a 
scene  which  is  strikingly  typical.  The  Review  feels,  there- 
fore that  it  will  appeal  to  its  readers  as  a  most  approp- 
riate cover  design  for  the  Fall  number,  not  only  because 
of  the  time  of  year  which  it  represents,  but  also  of  the 
impression  of  natural  richness  and  beauty  which  it  con- 
veys. 

THE    REVIEW  One     important     servise     which     a 

AS  AN  AID  trade   paper,  properly  filling  its  field 

TO  AD.  WRITING  is  constantly  performing,  has  to  do 
with  the  application  of  its  forecasts 
to  practical  purposes.  The  ad.  writer  of  a  large  store, 
to  cite  a  case  in  point,  states  that  she  eonsidei'ed  it  abso- 
lutely necessary,  in  order  to  know  what  she  was  talking 
about  behind  the  counter  and  in  her  advertisements,  to 
read  The  Review's  comments  with  reference  to  styles  and 
farbrics.  She  had  found  it  to  her  advantage  to  copy  some 
of  this  information  so  that  it  would  be  immediately 
available  for  reference  when  new  stocks  arrived.  To 
know  how  to  properly  describe  a  new  weave  or  to  deal  in- 
telligently witli  this  or  that  tendency  of  fashion,  was  ira- 
poi'-tant  in  the  construction  of  the  store's  ads.,  and  the  fact 
that  she  made  a  close  study  of  these  things  was  undoubt- 
edly  the   explanation   of  her  occupancy   of  the   position. 


D  R  \     G  O  O  D  S     REVIEW 


IS 


PATENTED   I  90S 

One    of  these  cuts  furnished   free  for 

advertising  this  new  supporter. 

Write  for  it  to-day. 


PATENTED    1909 


Latest  Supporter 

EVERY    JOBBER    HAS    IT 


With 


AND  ADJUSTABLE  HOOK 

The  merits  of  this  new  supporter  appeal  to  ladies 
on  sight ;  once  used  will  have  no  other. 

I.  B.  Kleinert  Rubber  Co. 

TORONTO 


ALWAYS  ASK  FOR 

"Pleasall"  Frinde  Nets 


(Reg'd) 


and  Insist  on  getting  them 


A  SMART  DISPLAY  CABINET  GIVEN  WITH 

EVERY  GROSS 


Sole  Agent  for  Canada  (Wholesale  only) 

HAROLD  F.  WATSON, 

207  St.  James  Street, 

MONTREAL 


And  at  Carlaw  Buildings, 

Wellington  Street  West, 

TORONTO 
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FOR 


FALL 


Staples    Tweeds    Ladies^  Furnishings     Men^s  Furnishings 
Smallwares       Dress  Goods       House  Furnishings 


As  well  assorted  departments  as  cap- 
able buyers  can  make  them,  who  will 
give  your  business  their  personal 
attention.      :::::::::: 

We  are  just  opening  up  the  largest  and 
best  range  of  FALL  GOODS  that  our  sales- 
men have  ever  had  the  pleasure  of  showing. 

WE  CHALLENGE  COMPARISON 
and     solicit    your     business     on     our    merits. 


JOHN  M.  GARLAND,  SON  &  CO. 

OTTAWA,  ONTARIO 
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Toronto 
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ERE  bigness  of   warehouse  or  plant   is   not  necessarily  a  guarantee  that   the  tirin 
possessing  such  a  warehouse  or  plant  can   render  you  satisfactory  service. 


It  is  the  organism  of  a  business  that  counts.  The  effort  of  a  staff  of  men 
who  are  experts  in  their  particular  line,  working  together  with  an  aggressive  manage- 
ment, whose  motto  is  Satisfac- 
tory service  to  our  customers,"  is 
bound  to  produce  a  successful  business 
organization.  Such  an  organization  is 
The  VV.   R.   Brock  Co.   (Limited). 

No  other  dry  goods  house  in  Can- 
ada has  ever  provided  itself  with  the 
facilities  for  serving  its  customers  that 
this  house  has.  With  warehouses 
in  Toronto,  Montreal  and  Calgary, 
and  branch  offices  in  Quebec,  Hali- 
fax, Winnipeg,  Vancouver  and  Lon- 
don, England,  executive  officers  of 
this  company  are  constantly  in  touch 
with  conditions  in  every  part  of  Can- 
ada and  the  markets  of  the  world. 
This  knowledge  is  applied  to  the  management  of  the  business  /;/  the  interests  of  our 
customers. 

Each  department  manager,  buying  goods  which  have  to  be  passed  out  for  retailers 
to  make  a  profit  on,  is  afforded  every  opportunity  to  learn  all  there  is  to  know  about 
the  goods  in  his  department;  which  means  that  these  facilities  are  really  provided 
for  our  customers'  benefit. 

In  this  advertisement  we  tell  you  something  about  these  departments  and  how  they 
may  be  made  to  serve  every  Canadian  dry  goods  retailer     //7(/W/«jf  you. 
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we  leave  you  to  jvKige  after  examination  and 
comparison. 

Till  stocks  are  exhausted,  we  hold  all  linen 
goods  at  old  prices,  including  special  lines 
which  are  now  from  172%  to  35":  below  mar- 
ket values. 

A.  A.  COCKBliRN. 


Department  A. 

Unquestionably  the  time  is  ripe  to 
order  staples.  For  a  limited  period 
we  can  supply  your  wants  at  oLi 
prices. 

Our  stock  is  large,  but  demand  is 
likewise  great,  greater  than  it  has 
been  for  many  months.  Repeats 
mean  advances  right  along  the  line. 
A  word  to  the  wise. 

JOHN  ROSS. 

Department  B. 

We  follow  up  the  most  successful 
Print,  Gingham  and  Wash  Goods 
Season  with  record  enthusiasm.  Our 
range  of  Flannelettes,  Wrapperettes, 
etc.,  for  Fall  is  undoubtedly  the  most 
extensive  in  the  trade.      As  to  value 


Department  I). 


From  business  now  in  evidence  and  an- 
ticipated, it  is  a  foregone  conclusion  that 
Fall  Woollen  trade  will  exceed  previous 
records.  This  applies  particularly  to  finer 
grades  of  goods. 

Among  novelty  color  effects  in  liigh  favor 
are  Smoke-Greys  and  Green-Browns  in 
medium  and  dark  combinations.  Ulsterings 
show  a  strong  popular  undertone  in  large 
over-plaids,  herring-bones  and  plainer 
weaves. 

H.   G.    COOK. 
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V\^   N.   BARRETT. 


Ladies'  and  Children's  Hosiery  and  Under- 
wear, for  which  this  Department  has  always 
been  famed,  are  more  prominent  than  ever. 
To  those  who  have  not  already  examined 
our  samples,  we  particularly  point  out  two 
lines — 

First— "Marconi"  Black  Ribbed  Wor- 
sted Hose  in  case  lots  of  40  dozen,  a  nailer, 
to  retail  at  25c. 

Second — "Carrie"  Ladies'  Vests  (natural 
color)  to  sell  at  25c.  We  can  also  do 
Drawers  to  match  in  this  line. 

We  take  this  opportunity  to  remind  you 
of  our  two  guaranteed  Kid  Gloves, "Hilda," 
to  retail  at  $1. 00,  and  "Olive  "  at  $1.25,  both 
exceptional  value  and  scarce  goods  in  the 
trade  just  at  present. 

Samples  of  Embroidered  Handkerchiefs 
for  Xmas  trade  are  now  ready,  two  of  which 
are  worthy  of  special  note:  "Leader,"  to- 
sell  at  10c. ,  and  "Cracker"  at  15c. 

W.    R.   SMALLPEICE. 
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l^epartmeJit  E. 

Our  exceptionally  extensive  range 
of  floor  coverings,  including  every 
variety  of  make,  quality  and  style, 
has  been  productive  of  a  record  Fall 
business. 

One  line  is  worthy  of  very  special 
note,  namely — Velvet  Carpets,  with 
5,8  Border  to  match,  which  can  be 
profitably  retailed  at  $1.U0  per  yard, 
regularly  sold  at  $1..^5. 

191U  designs  and  colorings  in  Art 
Sateens    and    Cretonnes,    at    particu- 
larly attractive  prices. 
Comforters  that  excel  in  value  all  previous  offers,  are  creating  marked  attention  through- 
out the  trade. 

F.    ROSE. 
Department  H. 

Our  orders  in  Men's  Furnishings  for  Fall  are  far  in  excess  of  any  previous  season. 

Particular  strength  is  evidenced  in  Underwear.  See  our  all  wool  elastic  rib  Shirts  and 
Drawers,  "Scotia,"  to  retail  at  $1.00,  decidedly  the  best  value  ever  offered  to  the  trade. 
The  goods  could  not  now  be  made  for  the  price  we  ask,  and  our  quotations  can  only 
hold  good  till  our  contract  is  exhausted. 

In  plain  Scotch  Wool  Underwear,  "Plum"  to  sell  at  50c.,  and  "Natural"  at  75c.,  are 
both  wonderful  values,  and  certainly  should  be  seen. 

In  heavy  Wool  Sox  "  RD  "  to  retail  at  20c.,  and  "Roberts"  at  25c.,  are  fully  12/^;; 
under  value. 

"Brocknit"  Black  Cashmere  Half  Hose  is  still  the  leader  in  the  trade  to  retail  at  25c. 
No  such  value  to  be  seen  elsewhere.  "Craftana,"  '  Walkese"  and  "  Peerless,"  to  sell  at  40 
and  50c. ,  are  capturing  large  orders. 

Our  ' '  Rockfast, "  "  Mossback  ' ' 
and  "Galatea"  Work-Shirts  are  the 
acknowledged  standards  of  the  trade, 
made  in  good  full  sizes  and  best 
workmanship  of  materials  that  wash 
perfectly  and  wear  well. 

Boys'  and  Men's  Sweater  Coats, 
to  retail  from  50c.  to  55.00,  cover  a 
most  comprehensive  range,  while 
our  "Dandy"  Cardigan  Jacket  is 
unbeatable  to  retail  at  SI.  00. 

J.  S.  ANDERSON. 
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The    Approbation  Problem. 

E  should  g'et  together,"  Tims  spoke  a  prom-in- 
ent  dry  goods  merchant  in  one  of  tlie  larger 
Canadian  cities,  recently,  after  describing-  an  existing 
probkm — tliiat  of  sending  goods  out  on  approbation.  The 
difficulty,  he  said,  was  the  more  aggravating  because  it 
was  impossible  to  obtain  unanimity  of  remedial  action. 
One  or  two  of  the  merchants,  it  wais  pointed  out,  would 
not  fall  in  with  the  others,  and  even  a  compromise  seemed 
out   of  the  question 


On  one  thing  there  was  an  agreement — that  the  proh- 
'em  complained  of  was  a  nuisance,  that  it  gave  rise  to 
complications  in  the  store,  that  it  required  the  undivided 
attention  of  special  clerks,  that  goods  so  sent  out  were 
very  often  damaged  and  that  it  was  encouraging  customers 
to  resort  to  unreasonable  tactics. 

Still,  merchants  would  not  co-operate  in  stamping  it 
out.  There  was  a  lack  of  effective  organization.  In  the 
same  city  another  branch  of  trade  had  successfully  planted 
its  feet  on  the  problem;  no  goods  were  sent  out  unless 
paid  for,  but  in  the  light  of  example  the  dry  goods  mer- 
chants still  found  themselves  helpless.  So  long  as  one 
man  held  out,  a  firm  stand  on  the  matter  by  others  looked 
like  a  sacrifice  of  a  certain  amount  of  business. 

When  this  problem  is  allowed  to  develop  such  pro- 
portions tliat  it  becomes  exceedingly  serious,  the  greatei 
is  the  difiticulty  in  dealing  with  it.  When  there  is  thor- 
ough organization  of  the  trade  affected,  the  remedy  may- 
be soon  applied.  Wben  such  is  not  the  case,  the  mer- 
cliant  may  either  grin  and  bear  it,  or  he  may  take  a  posi- 
tion which,  at  least,  will  enable  him  to  say  that  his  goods 
are  not  subject  to  the  same  usage  as  the  books  in  a  cir- 
culating library.  Certainly,  where  any  considerable  num- 
ber of  merchants  are  agreed  on  tlie  desirability  of  reduc- 
ing and  eliminating  this  objectionable  feature  of  business, 
it  does  not  appear  that  the  public  would  be  willing  to 
relinquisb  opportunities  of  selection  by  a  limitation  to 
the  one  or  two  stores  in  favor  of  approbation.  Where  a 
reputation  is  worth  something,  human  nature  may  be 
counted  upon  for  a  great  deal. 

After  all  is  said  and  done,  the  only  approbation  busi- 
ness that  should  be  countenanced  in  these  days  of  ad- 
vanced merchandising  is  that  which  recjuires  money  down 
on  delivery  of  the  goods,  and  which  emphasizes  a.n  under- 
standing that  where  there  is  dissatisfaction,  they  may 
be  returned  and  the  money  refunded.  The  impression 
given  by  many  of  the  largest  and  most  successful  stores 
when  unsatisfactory  goods  are  returned,  is  that  the  cus- 
tomer, by  taking  such  a  course,  is  conferring  a.n  c^bliga- 
tion.  This  demonstrates  that  the  merchant  is  anxious  to 
give  the  customer  a  square  deal. 

It  may  further  be  considered  a  question  of  education 
and  organization.     A  merchant   may  very  often,   through 


22 


DRY    GOODS    REVIEW 


his  advertising,  or  by  personal  contact  in  the  store,  so 
give  expression  to  its  policy  that  public  sympathy  may 
be  enlisted  in  tlie  operation  of  this  or  that  regulation. 
By  organization,  which  in  many  towns  a,nd  cities  is  stil! 
very  defective,  merchants  have  another  strong  means  of 
moulding  public  sentiment  or  influencing  its  attitude. 
It  would  appear  that  when  these  elements  of  business 
development  are  well  applied,  the  merchant  may  do  much 
towards  wiping  out  many  existing  problems. 


Large  Orders  Placed  for  Fall. 

THE  volume  of  early  placing  orders  for  the  Fall 
season  is  such  as  to  indicate  that  the  trade  has  every 
confidence  in  present  conditions.  The  fact  that  orders  a,re 
so  large  goes  to  show  that  there  is  little  expectation  of 
decline  from  piesent  price  levels.  Buying  in  some  lines 
indicates,  in  fact,  that  merchants  are  assured  that  ad- 
vances  are  contemplated. 

For  some  time  various  ra,w  materials  have  been  ad- 
vancing, and  now  the  finished  fabrics  are  beginning  to 
move  up  into  line.  Even  when  the  present  advances  on 
finished  goods  are  considered  and  compared  with  the 
price  that  has  to  be  paid  for  the  raw  product,  it  will 
easily  be  seen  that  many  lines  of  goods  axe  selling  at  a 
low  basis  when  compared  with  the  cost  of  production. 

The  most  marked  advance  has  taken  place  in  the  wool 
market.  Due  to  the  fact  that  the  fashionable  fabrics 
ordered  out  for  fall  selling  both  for  men's  and  women's 
wear  are  made  from  fine  long  stapled  wools,  there  has 
been  a  marked  advance  in  merino  wools,  and  in  the  better 
grades  of  crossbreds.  For  several  weeks,  dress  fabrics 
have  been  advancing-  until  now  there  is  fully  a  rise  of 
20  per  cent,  on  the  cheaper  grades  and  from  5  per  cent, 
to  15  per  cent,  advance  on  the  better  lines.  Buyers,  there- 
fore, who  have  placed  early  orders  are  decidedly  on  the 
rig-ht  s^de  of  the  market. 

As  the  tendency  is  still  upwards  in  the  wool  market, 
sharp  advances  are  predicted  on  the  new  lines  for  the 
Spring  season  of  1910. 

The  decidedly  upward  tendency  during  the  past  few 
weeks  manifested  in  the  raw  cotton  market  is  bringing 
out  more  business,  and  is  making  for  a  firmer  market  in 
finished  goods.  At  the  same  time  it  is  perfectly  mani- 
fest that  many  lines  of  cotton  goods  are  decidedly  cheap 
at  the  figures  at  which  they  may  now  be  bought. 

In  the  linen  market;  business  continues  steadily  to 
improve,  and  prospects  are  decidedly  good.  Prices  also 
are  advancing.  America  is  the  great  customer  for  Irish 
linens,  and  notwithstanding  the  fact  that  the  heavy  buy- 
ing that  has  been  in  progress  all  the  year  extensive  orders 
are  still  coming  to  liand  from  this  continent.  A  great 
proportion  of  these  orders  are  for  dress  linens,  but  there 
is  a  g-ood  demand  also  for  table  linens  and  household 
goods.  Manufacturers  are  generally  in  an  oversold  con- 
dition, many  firms  having  from  three  to  five  months' 
orders  on  their  books.  Prices,  therefore,  in  the  linen 
market  are  firm,  and  with  a  decidedly  upward  tendency. 


Trade  Mark  Publicity. 

WHEN  it  comes  to  the  particular  notice  of  that 
human  compendium  of  a  store's  stocks,  the  ad.- 
writer,  that  trade-marked  goods  may  almost  always  be 
regarded  as  a  strong  feature  of  a  r2*".;ul  advertisement,  it 
is  up  to  the  umnufacturer  to  take  notice.  Recently.  i-Le 
publicity  mar.  in  a  large  retail  store  told  The  Reviev\ 
that  he  had  repeatedly  observed  that  trade  marks,  when 
they  formed  the  basis  for  whole  or  part  of  an  ad.,  meant 
business  in  trade-marked  goods,  that  the  identity  so  em- 
phasized seemed  to  impress  itself  upon  the  minds  of  the 
customers. 

Of  course,  there  will  always  be  such  a  thing  as  a 
trade-marking  quality  which  performs  much  the  same  of- 
fice for  a  line  of  goods  as  a  trade-marking  service  or  a 
trade-marking  equipment  in  a  dry  goods  store,  but  it  is 
for  the  manufacturer  to  consider  whether  he  is  doing 
full  justice  to  the  products  of  his  enterprise  by  obscuring 
that  which,  given  well-applied  publicity,  would  undoubt- 
edly further  promo'te  the  interests  of  his  goods. 

There  are  many  instances  which  go  to  prove  that  the 
adoption  of  trade  marks  and  their  prominence  in  the 
market  has  spelled  success  for  many  an  invention  or 
speciaized  line  of  goods  which  formerly  met  with  only 
indifferent  demand.  The  business  they  attracted  was 
only  the  "run  of  mine,"  so  to'  speak. 

It  is  being  demonstrated  every  day  that  one  well-ad- 
vertised trade  mark  is  worth  any  num^ber  hidden  away  in 
the  office  safe.  ^ 

Tactful  Salesmanship. 

FROM  personal  examination  of  his  own  methods  or 
policy  in  the  store,  the  merchant  or  salesman  may 
very  often  glean  one  or  two  instructive  hints.  From  close 
study  of  the  likes  and  dislikes  of  customers  it  is  some- 
times possible  to  find  explanation  of  very  perplexing 
problems.  The  salesmanship  wbich  can  adapt  itself 
pleasantly  to  every  kind  of  temperament  is  ideal.  It  is 
far-sighted,  it  does  the  right  thing  at  the  right  time — 
in  short,  it  spells  tact.  Just  what  general  course  to 
pursue,  however,  in  order  to  obtain  a  maximum  of  ser- 
vice with  a  minimum  of  friction  is  sometimes  a  hard 
matter  for  a  merchant  to  decide. 

There  is  an  almost  offensive,  hounding  salesmanship 
which  makes  the  nervous  customer  uncomfortable.  She 
feels  that  she  must  buy  to  escape  and  very  often  makes 
a  selection  which,  in  her  calmer  moments,  she  finds  is 
unsatisfactory.  There  are  customers  who  resent  such  a 
policy  and  rarely  purchase,  unless  it  is  something  she 
cannot  obtain  elsewehere.  On  the  other  hand,  there  is 
a  salesmanship  which  is  dignified,  courteous,  unobtrusive, 
but  always  alert.  It  facilitates  inspection  by  polite  at- 
tention and  so  introduces  goods  or  makes  suggestions 
that  the  customer  feels  she  is  not  sacrificing  her  own 
prerogative.  No  one  will  deny  that  this  is  the  salesman- 
ship that  pays.  Few  stores  can  afford,  after  all,  to  depend 
upon  exclusiveness  to  the  extent  that  their  sales  service 
should  be  unreasonably  aggressive. 
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Carson  Pirie  Scott  &  Co. 

CHICAGO 

a  dry  goods  store  which  for  magnitude  of  .business  and 
progressive  methods  is  recognized  as  one  of  America's  greatest 
stores,  haveXWO  paper  pattern  departments  in  their  enormous 
building  on  State  Street.     At  both  departments  the  celebrated 

McCALL  PATTERNS 

AND 

FASHION  PUBLICATIONS 

are  sold  exclusively.  In  all,  about  60  feet  of  counter  and  floor 
space  are  devoted  to  McCall  Patterns  and  Publications.  About 
a  dozen  bright  saleswomen  are  kept  busy  all  the  time  selling 
McCall  Patterns,  the  McCall  Large  Fashion  Book  and  McCall's 
Magazine.  Half  a  million  McCall  Fashion  Sheets  are  dis- 
tributed from  this  store  yearly. 

Carson  Pirie  Scott  &  Co.'s  store  is  only  one  of  thousands  of 
dry  goods  stores  where  McCall  Patterns  and  Publications  are 
sold  to  the  exclusion  of  all  other  makes.  It  stands  to  reason 
that  the  best  stores  should  sell  the  best  patterns — the  patterns 
preferred   by  the  majority  of  women   everywhere. 

The  well  established  McCall  Cariadian  Office  and  Factory,  the  largest  and  best  equipped  Pattern  Plant 
in  the  Dominion,  makes  it  possible  to  offer  Canadian  Merchants  the  Celebrated  McCall  Patterns  and  Fashion 
Publications,  ivith  ALL  the  advantages  of  TERMS,  PRICES,  DELIVERIES,  etc..  United  States  Merchants 
enjoy.     Address  Main  Office,  Nemo    York. 

THE  McCALL  COMPANY 

THE    LEADING    PAPER    PATTERN    HOUSE    OF    AMERICA 
236    to   246    West    37th    Street,    New  York 

CHICAGO  SAN  FRANCISCO  TORONTO,  CANADA 

NOT  IN  THE  TRUST.  NO  CONNECTION  WITH  ANY  OTHER  HOUSE 
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The  Test  of 
Time! 


HORROCKSES' 

Lon^clotKs,  NainsooKs,  Cambrics,  India  Lon^clotHs,  etc. 

See  Horrockiet'  Name  on  Selvedge. 

SKeetin^s,  Ready-Made  SKeets  (Plain  and  Hemstitched) 

See  Horrockset'  Name  on  Each  Sheet. 


Flannelettes   of  the  HigHest  Quality. 


See  Horrockset'  Name  on  Selvedge, 


Horrockses,  Crewdson  &  Co. 


Limited 


PRESTON 


Cotton  Spinners  and  Manufacturers 

MANCHESTER       LONDON.  ENGLAND 
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Toronto's  Smallest  Store   Opened   with   $200  Stock 

Building,  Twelve  by  Fifteen  Feet,  Adjoins  the  Home  of  the  Lady 
who  Conducts  it  —  Buys  for  Cash  and  Sells  for  Cash  —  First  Even- 
ing's  Receipts  Amounted  to  $5  —  Proposes  Erecting  Larger  Structure. 


TllK  siiiii'lcst  dry  j^dods  store  in  'I'oroiito  shiiuls  on 
llie  iiort'heast  corner  of  CaiiipheU  and   SI.   VAiuv 
Avenues.     One  floor  in  the  depart  mental  store  of 
the   Robert    Simpson    Co.    wouhl    liold    about    :{.")() 
buildings     of     its  sHze  and   there   wouhl   l)e    room     for     a 
department  or  two. 

That  it  is  a  diminutive  place  of  business,  however,  does 
not  worry  the  lady  at  the  head  of  the  establishment,  Mrs. 
R.  W.  Mason.  She  pliilosophically  iiolds  that  her  store,  in 
beinjj;  no  larg'er  than  the  office  of  a  good  many  so-called 
dry  goods  emporiums,  has  all  the  more  room  to  expand. 
Mr.  Mason  is  a  brick  manufacturer.  He  attends  to  his 
kilns  and  moulds  all  day,  and  his  wife  looks  after  the 
store,  and  their  home  including-  one  small  boy  who  has 
reached  tliat  interesting  age  when  boys  are  inquisitive  and 
seem  to  have  an  ingrained  feeling  that  hours  in  the  mis- 
chief factions  are  too  short. 

"While  I  knew  as  much  about  dry  goods  as  the  average 
person,"  said  she  to  The  Review,  "T  had  never  had  e.<- 


siblc,  thus  saving  her  the  trouble  oi'  a  trip  into  the  city. 
As  we  are  some  distance  from  a  car  line  this  accom- 
modation is  appreciated." 

The  Mason  dry_  goods  store,  which  may  be  said  to  be 
but  the  seed  of  greater  things  to  come,  is  a  frame  struc- 
ture  with  a  fnnitage  of  about  12  feet  and  a  depth  of  15 
feet.  The  rear  door  leads  directly  into  the  front  hall  of  the 
Mason  residence.  It  was  opened  one  week  previous  to 
Christmas,  1908,  and  the  first  evening  receipts  amounted 
to  $5.  Mrs.  Mason  has  a  knowledge  of  her  stock  at  her 
fingers'  ends  and  her  records  of  business  show  that  sales 
average  about  $15  weekly. 

The  front  elevation  of  the  stoic,  it  will  be  seen,  consists 
almost  entirely  of  display  window  and  door.  As  it  stands 
at  present,  it  would  probabily  not  cost  more  than  .$100  to 
duplicate.  When  plans  for  expansion  shall  have  been  real- 
ized, 'however,  and  the  more  modern  building  occupies  the 
L',5  feet  of  space  referred  to  by  Mrs|  Mason,  the  present 
building  will  probably  be  moved  to  the  rear  and  us.;d  for 
the  delivery  equipment. 


The  smallest    Dry    Goods  Store  in    Toronto.     It  has   a   floor   area   of  about    150   square   feel. 
The  building  in  the  rear  does  not  form  part  of  the  store. 


perience  in  a  dry  goods  store.  I  knew  groceries  very  well, 
but  the  reason  this  is  not  a  grocery  store  is  that  I  think 
there  is  too  much  credit  in  that  business.  I  buy  for  cash 
and  sell  for  cash.  Our  first  stock  cost  us  about  $200,  and 
I  was  able  to  take  advantage  of  my  five  per  cent,  discount. 
Therefore,  I  am  in  a  position  to  give  my  customers  tbe 
benefit  of  cash  prices.  They  must,  however,  do  business 
with  me  on  the  same  basis.  Why  did  we  open  a  store 
here?  Well,  it  seemed  to  us  a  good  locality.  Toronto  is 
growing  rapidly.  There  are  several  large  factories  in  this 
neighborhood  and  there  will  undoubtedly  be  more.  Our 
beginning  is  not  very  elaborate,  but  we  liave  a  frontage  of 
thirty-five  feet  and  on  this  we  intend  to  erect  a  more  mod- 
ern building.  We  are  quite  satisfied  with  the  outcome  of 
our  investment. 

"The  stock  consists  almost  entirely  of  staple  lines. 
Should  a  customer  ask  for  something  we  do  not  happen  to 
have  we  endeavor  to  obtain  it  for  her  as  quickly  as  pos- 


The  store  is  well  situated  in  relation  to  a  portion  of  To- 
ionrc  which  has  had  a  somcivhat  interesting  deveiopnicnt 
during  the  j)ast  few  years.  It  might  almost  be  said  that 
the  entire  district  residentially  and  otberwise  has  grown 
from  unpretentious  beginnings.  EarUcourt,  for  example, 
which  is  directly  to  the  east,  was,  four  years  ago,  little 
better  than  an  open  field.  Subsequently,  the  hammer,  saw 
and  .trowel  have  been  woi'king  far  into  the  night.  First 
a  few  rude  shacks  appeared,  then  more  of  them.  Some  of 
these  had  only  one  room.  In  these  the  buildei's  and  their 
families  lived.  To-day,  many  of  the  diminutive  structures 
of  a  few  years  ago  foi'm  the  back  kitchens  or  outhouses  of 
larger  dwellings;  the  owners  apparently  have  prospered. 
In  these  new  sections,  not  a  few  mercantile  ventures  were 
made,  similar  to  that  which  has  been  launched  by  Mr. 
and  Mrs.  Mason.  Judging  from  present  appearances,  these 
enterprises  are  keeping  pace  with  progress  on  the  city's 
outskirts. 


The   Ritc'iie   Go's.   Store,    Belleville,   showing  an    exceptionally    fine   arrangement   of   the    front.       It    will   be    noted    that  a 
large   display  case  stands  in   the  vestibule   of  the   men's   furnishings  department. 


Canadian  Drygoodsmen  and  their  Methods 

Merchants  Express  Their  Opinions  Upon  a  Wide  Range  of  Topics 
—  What  Steacy  &  Steacy,  of  Kingston,  are  Doing  to  Overcome  the 
Approbation  Evil  —  How^  one  Merchant  is  Enforcing  the  Cash  System. 


Solving  the  Approbation  Problem. 

Kingston,  July  3,  1909. 

IN  applying  regulations  to  tlie  aj)i)robatiou  evil,  wliirh 
is  liable  to  become  acute   unless  made  amenable  to 
some  kind  of  system,  Steacy  &  Steacy,  of  Kingston, 
enclose,  along  with  dress  goods  and  trimmings  sent 
out,  small  slips  which   serve  to  acquaint  the  pi-ospeotive 
purchaser  with  the  store's  policy. 

It  has  sometimes  been  found  that,  on  being  returned 
to  the  storej  there  was  room  for  reasonable  dou1)t  tliat 
goods  measured  the  same  as  when  they  were  first  de- 
livered on  approbation.  It  was  also  discovered  that 
sometimes  sales  were  interfered  Avith  by  the  fact 
that  goods  called  for  by  a  custom'er  in  the  store  had 
been  reduced  to  the  quantity  out  on  approval,  which  had 
not  been  returned.  To  these  difficulties  the  firm  decided 
to  put  a  stop,  if  possible.  When  it  is  deemed  advisable, 
a  slip  with  the  following  words  is  enclosed  in  the  parcel : 
"Please  note, — This  article  is  correctly  measured  and 
when  returned  will  be  measured  by  a  competent  man,  and 
given  credit  for — consequently  we  cannot  accept  any 
measurements  but  our  own." 

When  trimming  is  sent  out,  the  following  note  accom- 
panies it:  Please  note  this  trimming  is  sent  as  requested 
on  approval.  As  we  have  only  one  piece  of  this  kind  in 
stock  we  will  take  it  as  a  kindness  if  you  will  examine 


the  same  at  once,  so  that  our  delivery  man  may  have  it 
when  he  calls.  We  feel  you  will  appreciate  that  we  are 
not  unreasonable  in  making  this  request,  as  sales  are  lost 
daily  through  goods  not  being  in  stock,  which  is  an 
injustice  to  our  customers  generally  and  ourselves. 

Where  dress  goods  and  trimmings  have  been  strongly 
specialized,  as  in  Steacy 's,  fhe  importance  of  some  such 
regulation  as  that  outlined  will  at  once  be  appreciated. 

The  absolute  necessity  of  an  efficient  delivery  service 
lias  also  called  for  the  application  of  some  means  where- 
by the  possibility  of  mistakes  is  minimized.  It  would  be 
an  easy  matter  under  ordinary  circumstances  for  the 
driver  of  a  delivery  wagon  to  so  mix  up  parcels  intended 
for  train  and  boat  tiiat  some  might  be  delayed  in  reaching 
destinations.  Small  stickers  in  different  colors  are  there- 
fore used.  The  driver  knows,  on  seeing  a  red  ticket  that 
the  parcel  is  intended  for  the  train,  or,  if  the  sticker  is 
green,  for  the  steamer,  or,  if  blue,  for  the  hotel.  It  will 
tlierefore  be  seen  that  almost  the  last  precaution  rests  with 
the  parcel  inspectors  at  the  store,  and  that  the  driver  can- 
not plead  too  much  responsibility. 

The  Steacy  store  has  been  thoroughly  departmentized. 
Daily  reports  ai-e  made  each  day  by  a  person  in  each  de- 
partment as  to  the  condition  of  stocks,  so  that  the  head 
of  the  firm  may  have  from  day  to  day  not  only  a  stock 
index,  but  also  a  fairly  correct  idea  of  the  trend  of  busi- 
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noss.  Tho  store  is  equipped  witli  a  Gipe  ('(unbination  cash 
and  parcel  carrier.  All  wrapping  is  done  under  the 
supervision  of  two  inspectors  and  thus  mistakes  are 
avoided  at  the  counters  and  time  saved. 

The  display  facilities  of  the  store  are  particularly  good. 
There  is  a  frontage  of  tifty-two  feet,  and  on  eacli  side  of 
the  wide  glass  entrance,  is  a  window  about  18  feet  in 
width.  At  the  sides,  these  windows  curve  toward  the  innir 
doors,  and  the  window  trim  may  therefore  be  seen  to  ad- 
vantage from  either  the  sidewalk  or  the  vestibule.  There 
is  a  similar  arangement  of  the  windows  on  the  second 
story,  the  result  being  well  lighted  millinery  and  ready- 
to-wear  departments. 

In  connection  with  their  advertising,  Steacy  &  Steacy 
give  discount  stamps.  Some  Kingston  stores,  they  point 
out  in  explanation  of  this,  give  discounts  to  favored  cus- 
tomers, thereby  discriminating  against  the  general  public. 
"The  Steacy  store,  buying  for  cash  and  securing  in  ail  in- 
stances lowest  market  prices,  thereby  quoting  lowest  pos- 
sible retail  prices,  make  no  distinction  between  classes,  but 
give  a  discount  to  everybody  for  cash,  by  the  adoption  of 
their  own   merchandise  stamp  system."     With   each    ten 


brouglit  uj)  to  that  point  of  development  where  the  units 
are  well-bahinced — where  each  is  contributing  its  full 
share  of  profit  to  the  whole.  The  ready-to-wea.r  depart- 
ment is  a  striking  example.  Located  on  the  ground  floor 
in  the  rear  of  the  general  dry  goods,  this  department 
occupies  a  section  about  forty  feet  wide  and  seventy  feet 
deep.  Its  arrangement  and  equipment  have  been  care- 
fully planned.  It  is  well  lighted  by  windows  on  either 
side  above  the  shelving;  there  arc  several  display  cases 
in  the  department  and  one  which  must  prove  a  particu- 
larly strong  aid  to  salesmanship  extends  about  thirty  feet 
behind  the  counter  taking  the  place  of  shelving  and  cap- 
able of  displaying  full  length  figures  in  the  lower  sections 
and  waists  or  blouses  in  the  upper  sections.  A  ward- 
robe, fitting  room  and  series  of  racks  stand  on  the  oppo- 
site side  of  the  department,  and,  in  tlie  centre,  display 
tables. 

The  e(|uipment  of  the  other  departments  has  been 
equally  well  considered.  The  linoleum  and  oilcloth  sec- 
tion of  the  housfurnishing  department  occupies  one-half 
of  the  basement.  The  area  has  been  large  enough  to  per- 
mit of  the  installation  of  winding  beams  upon  which  the 
heavy   pieces   are    rolled.     They   may   thus   be   easily   dis- 


Crowd  in    front  of  the  Waldron  Store  at    Kingston   waiting  for  the  doorj  to   open   at  8.30   a.m.  on  the  occasion  of  a  Ready-to-wear  Sale. 


cents  spent  in  the  Steacy  store,  the  customer  receives  one 
merchandise  discount  stamp,  but  none  is  given  for  the 
fractional  part  of  ten  cents.  The  stamps  are  accepted  as 
part  payment  for  articles  of  greater  value,  and  stamps  are 
issued  on  the  cash  paid,  to  cover  the  balance.  Small  books 
are  issued  in  which  the  customer  may  safely  keep  his  or 
her  stamps,  during  the  period  of  collection. 

Steacy  &  Steacy  are  strong  believers  in  advertising, 
the  annual  appropriation  for  that  purpose  being  in  the 
neighborhood  of  $4,000. 

E.  T.  Steacy,  the  present  head  of  the  firm,  is  one  of 
those  who  believe  that  a  men's  furnishing  department  need 
not  be  so  situated  that  cu.stomers  will  not  have  to  pass 
through  any  part  of  the  dry  goods  store  to  reach  it.  In 
an  annex  at  the  rear  of  the  store  he  'has  equipped  and 
stocked  such  a  department  and  he  declares  that  its  record 
so  far  has  been  a  direct  contradiction  of  the  isolation  idea. 

Trade-marked  Goods  a  Strong  Theme. 

Belleville,  July  5. — It  would  be  a  difficult  matter 
for  a  casual  observer  to  say  that  any  one  department  in 
the  store  of  the  Ritchie  Co..  Belleville,  has  received  greater 
attention   tbsn  another,     All  would  seem  to  have  been 


played  to  customers,  and  afterwards'  returned  by  means 
of  a  crank  on  the  end  of  the  beam.  The  main  floor  de- 
partments are  general  dry  goods,  ready-to-wear,  and 
men's  furnishings,  the  latter  being  separate  save  for  a 
passage  about  midway  of  the  depth;  the  millinery  and 
dressmaking  departments  are  located  on  the  second  floor 
and  carpets,  curtains  and  others  lines  of  housefurnish- 
ings  on  the  third  floor.  The  store  has  a  total  frontage  of 
75  feet  and  a  depth  of  IGO  feet  on  the  first  floor  and  over 
100  feet  on   the  second  and   third. 

The  Ritchie  store  news  is  a  prominent  feature  of  the 
local  papers,  and  is  strong'ly  supplemented  by  effective 
window  display,  in  which  the  original  ideas  of  J.  W. 
Byam,  the  trimmer,  frequently  find  expression.  A  con- 
siderable portion  of  his  time  is  devoted  to  this  work,  and 
to  the  preparation  of  cards.  In  the  use  of  the  latter,  he 
claims,  the  plain  ornate  display  card  in  black  and  white 
is  most  effective,  with  the  emphasis  confined  almost 
entirely  to  the  lettering.  Thus,  for  a  dainty  millinery 
window,  he  would  not  use  a  bold  block  letter,  and  for  a 
window  of  men's  clothing  the  most  satisfactory  type 
would  not  be  a  lean,  effeminate-looking  variety.  The 
card-writer,  he  claims,  must  study  the  adaptability  of 
letterings  to  occassions  and  purposes. 
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The  ad.  writer  ol'  the  'Ritchie  Co.,  Miss  Hall,  states  that 
it  has  come  under  her  observation  that  a  retail  advertise- 
ment will  never  be  mistak«n  in  making  tra.de-marked 
g'oods  its  theme.  She  has  frequently  noticed  that  aftei' 
the  publication  of  an  advertisement  constructed,  to  a  cer- 
tain extent,  in  accord  with  that  idea,  cu-silomers  had  not 
only  i-ead  the  ad.,  but  had  ta,ken  particular  note  of  the 
names  emphasized.  Her  conclusion  is,  therefore,  the 
manufacturers  cannot  give  too  great  emphasis  to  their 
trade  marks  in  'their  publicity  campaigns.  They  assist 
the  retailer  in  giving  the  goods  distinct  identity,  an  in- 
dividuajity  that  counts  in  their  favor. 

Miss  Hall  states  that  she  has  found  The  Review  par- 
ticularly useful  in  her  work  as  ad.  writer,  in  that  it 
gives  her,  in  advance,  correct  information  on  each  sea- 
son's goods.  She  has  frequently  copied  names  of  colors 
and  wea,ves  and  so  familirrizcd  herself  with  them  that 
when  new  stocks  arrived  she  knew  what  she  was  talking 
about  in  her  ads.  and  in  her  duties  behind   the  counter. 

'The  Ritchie  Co. 's  store  was  opened  fifty-tvvo  years  ago 
by  George  Ritchie.  The  present  officers  of  the  company 
are:  Thos.  Ritchie,  president,  and  Chas.  M.  Reid,  man- 
aging director. 

4- 

Emphasizing  Special  Sales. 

Kingston,  July  .3. — It  is  noticeable,  on  entering  the 
store  of  R.  Waldron,  Kingston    that  no  ladies  are  employ- 


"Do  you  notice  the  influence  of  the  large  city  stores  in 
a  city  situated  as  Kingston  is?"  was  the  question  asked 
of  a  member  of  the  firm. 

"It  does  not  bother  us  any,"  he  remarked.  "Time 
and  again  we  have  demonstrated  to  the  people  that  we  can 
give  them  as  good,  if  not  better,  value  than  any  of  the 
city  departmental  stores.  An  effective  way  to  do  this  is 
by  selling  to  t'he  neighbor  of  a  long-distance  shopper, 
something  which  the  other  claims  to  have  bought  at  a 
greatly  reduced  price.  When  she  finds  that  the  neighbor 
has  actually  got  better  value  for  less  trouble  fhan  she  did, 
it  is  not  likely  that  she  will  do  business  with  Toronto 
again." 

The  Waldron  store  occupies  a  prominent  corner  posi- 
tion. It  was  first  opened  forty  years  ago  when  only  about 
one  half  of  the  present  building,  which  is  60  x  80  feet, 
was  utilized.  The  business  has  gi-own  steadily  until,  to- 
day, the  entire  block  is  required. 


Doubled  Advertising  in  Lean  Years. 

Belleville,  July  5. — 'Does  your  newspaper  advertising 
pay?  This  question  was  asked  of  D.  V.  Sinclair,  dry 
goods  merchant,  Belleville,  and  his  reply  left  no  doubt 
as  to  his  stand  on  the  publicity  proposition. 

"One  year  ago  last  Christmas,"  said  he,  "there  were 
few  merchants  who  did  not  foresee  a  spell  of  depression. 
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An   eximple  of  compact  arrangemeal.     Interior  of  the   Dry  Goods  Store  of  D.   V.   Sinclair   &   Co., 
Belleville.    The  store   has   a  depth  of   140   feet  and  width  of  36   feet. 


ed  behind  the  counters  on  the  ground  floor.  The  explana- 
tin  given  is  that  it  has  always  been  that  way  ;  that  in 
heavy  staple  and  dress  goods  departments  men  are  more 
satisfactoi'y,  and  that  a  high  standard  of  efficiency  in 
salesmanship  has  always  been  the  aim  of  the  store.  In 
the  ready-to-wear  department  on  the  second  floor,  ladies 
are  in  charge. 

It  is  also  noticeable  that  silent  salesmen  form  t'lie 
larger  counter  area,  and  that  the  display  facilities  form  a 
strong  feature  of  the  publicity  end  of  the  store.  The 
ready-to-wear  department  has  been  very  strongly  devel- 
oped, and  to  that  end  special  sales  have  played  a  promin- 
ent part.  The  accompanying  cut  serves  to  demonstrate 
the  popularity  of  one,  at  least  of  these  events.  The  crowd 
shown  had  gathered  before  8.30  a.m.,  when  the  doors  were 
opened. 


How  to  hold  trade,  and  how  to  make  business  measure 
up  to  averages,  were  the  two  great  problems  which  pre- 
sented themselves.  I  decided  to  double  my  a.dvertising 
fur  the  year.  I  had  been  paying  over  $500  annually  to 
the  local  papers,  to  say  nothing  of  supplementary 
schemes.  Taking  a  step  further,  I  had  my  ads.  prepared 
by  people  who  made  a  specialty  of  cuts  and  that  sort 
of  thing,  and  that  was  another  $200.  The  Christmas 
season  and  the  following  year  year  were  particularly 
bad.  Last  Fall,  for  example,  the  cold  weather  held  off, 
people  went  light  on  furs  until  late  in  the  year,  and 
then  a  good  many  hesitated,  thinking  there  would  be 
early  reductions.  Well,  with  my  increased  advertising, 
I  just  held  my  usual  trade.  This  year,  I  have  chopped 
my  advertising  to  n(umal,  and  I  write  my  own  ads. 
Times,   of   course,   are   steadily    improving." 
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"Would  I  take  the  same  course  another  year?  I 
think  I  would,  if  bad  times  threatened.  If  advertising' 
will  hold  a  man's  business  together  durinpj  a,  period  in 
which,  it  is  plain  to  "be  seen,  there  is  depression  on  every 
hand,   I   hold   it   is   worth   while." 

"Thoug-h  1  am  firmly  of  the  opinion  that  straig-ht 
newspaper  advertising  is  'best,  it  is  difficult  to  say  jusl 
what  form  of  ad.  iias  the  best  pulling  power.  Those 
that  specialize  or  are  designed  for  a  particular  occasion 
are  effective,  but  it  strikes  me  that  if  the  merchant  could 
only  devise  some  means  by  which  to  fiash  his  name — 
nothing  more — across  the  sky,  he  would  have  his  adver- 
tising ideals  realized.  Nothing  more  tha,n  that  would 
be  necessary,  for  a  name  nowadays  must  stand  for  some- 
thing— efficient  service,  good  quality,  sound'  business 
methods  and  all  that.  Firm  names,  I  contend,  should 
.never  be  cumbersome.  The  style  of  this  firm,  for  ex- 
ample, is  somewhat  more  elongated  off  the  sign  than  it 
is  on  it.  "Sinclair's"'  answers  every  conceivab'e  pur- 
pose. No  ma'tter  how  long  the  combination  of  names 
miay  be,  the  people,  in  referring  to  such  a  store  as  this. 


tage  of  two  skyliglits.  In  the  centre  of  the  store,  direct- 
ly oppn.site  the  entrance,  a  square  of  silent  salesmen, 
surrounding  a  shelving  five  feel  high,  forms  the  fancy 
goods  departmenl.  Behind  this  and  nfcupying  abuut  the 
same  area  is  the  ladies'  and  childicn's  underwear  de- 
partment. Wash  goods  tiiibles  ai'c  si  ill  fai'lher  back,  and 
located  directly  beneath  a  skylight.  In  the  centre  of  the 
ready-to-wear  department  are  tables  for  waists  and 
whitewear.  On  one  side  stands  a  row  of  Weir  wardrobes 
for  ready-to-wear  garments,  a  feature  of  this  efiuipment 
being  a  mirroied  recess  for  fitting  purposes.  A  large 
garment-display  case  stands  on  the  opposise  side  of  the 
(l'ei)artmcnt,  filling  the  angle  formed  by  the  counters,  and 
the  background  is  a  huge  niirmr.  lii  the  rear  of  the 
store  are  fitting  rooms,  cloak  closets,  lavatories  and  store- 
rooms for  reserved  stock. 

Considerable  space  has  been  givcui  lo  dress  goods  and 
silks  on  the  left  of  tlie  main  enl  ranee,  while  on  the  right 
are  ribbons,  hosiery,  gloves,  jiriiils  and  staples. 

Mr.  Sinclair  departmenti/.es  his  store  nndei-  two  head- 
ing.s — ready-to-wea,r  and  general  dry  goods — and  he  states 


Ihe   Robinson   Go's,   blore,   Napanec.     This   is  Ja- iriple-seclion'Islore^'with    65    feet    frontage.      Plans 
for  the   removal   of   dividing  walls   are   being   considered. 


merely  use  the  one  name.  Life  is  too  short  and  pi'actical 
for  a  great  display  of  gold  lettering.  'Sinclair's'  is  suf- 
ficient, and  your  ads.  may  reasonably  be  expected  to  do 
the  rest.  You  will  notice  that  a  good  many  firms  in  this 
city  carry  out  that  idea." 

Mr.  Sinclair's  is  practically  a  cash  business.  The  only 
detriment  is  the  approbation  evil,  and  he  is  gradually 
cutting  it  out.  It  has  proved  a  decided  nuisance.  Valu- 
able goods  sent  out  are,  sometimes,  if  returned,  soiled  and 
hardly  fit  to  be  shown  to  customers,  and  the  store  regu- 
lations with  regard  to  approbation  are  not  always  strict- 
ly adhered  to  by  people  o'btaining  the  goods. 

The  lay-out  of  the  Sinclair  store  has  a  number  of 
exceptionally  good  features.  The  frontage  is  36  feet  and 
the  depth  140  feet.  There  is  a  14-foot  window  on  each 
side  of  the  entrance,  and  the  light  of  the  interior  is  per- 
fected by  a  series  of  four-foot  prism  glasses  immediately 
above  the  boxing  of  the  display  windows.  The  ready-to- 
wear  department   in   the   rear   has   the  additional   advan- 


that  his  system  enables  liini  to  compare  each  day's  busi- 
ness with  tliat  of  the  day  preceding;  to  foini  a  coiTecl 
idea  of  the  service  lie  is  receiving  from  each  of  his 
salespeople,  besides  giving  him  a  fairly  accurate  idea  of 
the   stocks   in   eaeh   department. 


Education  by  Printer's  Ink. 

Napanee,  July  3. — An  exceptionally  good  arrangement 
(ii  ,1  triple  section  store  has  been  worked  out  by  ilie  Ro"i- 
Ji-":i  Co.,  of  Napinee,  w'ho  oci-^py  a  large  corner  block 
with  65  feet  frontage.  There  are  two  entrances.  One  in 
the  front,  flanked  by  display  windows,  and  the  other  set 
diagonally  info  the  corner.  This  latter  entrance  admits 
directly  to  the  general  dry  goods  department,  in  the  rear 
of  which  is  an  annex  reserved  for  millinery.  A  passage 
connects  the  three  sections  in  the  front  and  rear.  The 
central  section  is     occupied     by     men's     furnishing-^     and 
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staples,  and  the  third  section  by  men's  ready-to-wear 
and  custom  taih)ring  departments.  On  the  second  floors 
are  located  ladies  ready-to-wear,  housefurnishings  and  tlie 
tailoring  department. 

Plans  which  the  Robinson  Co.  have  been  considering 
for  the  improvement  of  their  store,  have  in  view  the  re- 
moval of  the  dividing  walls  and  the  conversion  of  the 
thi'ee  floor.s_intu  one.  The  display  windows  have  been  con- 
structed with  that  idea  in  view,  and  very  effective  med- 
iums of  publicity  they  have  proved. 

Asked  whether  his  men's  ready-to-wear  clothing  de- 
partment did  not  conflict  with  his  custom  tailoring,  Mr. 
Robinson,  the  head  of  the  firm,  stated  that  the  latter  sec- 
tion specialized  the  garments  over  $15,  while  in  the  form- 
er that  figure  was  the  limit. 

One  of  the  great  factors  in  the  success  of  the  Robin- 
son store  is  its  reputation  for  having  the  right  goods,  at 
the  right  time,  at  the  right  prices.  It  is  recognized  that  it 
is  bad  policy  to  load  customers  up  with  unseasonable 
goods — stuff  which  they  find  they  have  little  use  for.  The 
markets    are   closely   watched    and   specials    are   made   Tin 


E.  Dion's  Department  Store,  Valleyfield,  Que. 

interesting  feature.  As  a  preliminary  to  these  the  people 
are  generally  given  an  advertisement  along  purley  des- 
criptive lines  a  week  or  two  in  advance.  Then  follows 
the  price  announcement.  This  it  has  been  found,  is  the 
most  effective  means  of  promoting  the  sale. 

"Different  merchants  have  different  ways  of  educating 
the  people  to  their  methods  of  doing  business,"  said  Mr. 
Robinson,  "but  I  think  we  will  all  agree  that  ihey  must  be 
educated  in  that  matter  and  that  printers'  ink  is  the  most 
successful  medium. 


Valleyfield  Merchant's  Success. 

Valleyfield,  Que.,  June  30. — E.  Dion,  who  opened  a 
grocery  store  in  Valleyfield,  Que.,  forty-seven  years  ago, 
with  $40  capital,  is  to-day  said  to  be  worth  $140,000, 
and  the  proportions  to  which  his  enterprise  has  expand- 
ed are  best  represented  by  a  large,  modern  department 
store.  Mr.  Dion  is  now  eighty  years  of  age  and  still 
devotes  himself  closely  to  his  business. 


The  advertising  of  the  Dion,  store  is  conducted  along' 
up-to-date  lines.  It  is  not  confined  to  the  regular  half- 
page  space  in  the  weekly  paper,  but  has  systematic 
application  to  the  entire  county.  During  January  and 
July  special  discount  sales  are  held,  and  bargain  sales 
in  June  and  December.  Ten  per  cent,  extra  is  charged 
on  all  credit  purchases  and  interest  after  30  days.  Price 
tickets  are  used  throughout  the  store  and  in  the  win- 
dows. One  of  the  most  interesting  sales  held  fcy  the 
store  was  that  in  which  $100  was  given  to  the  party 
bringing  in  the  largest  amount  of  cash  slips  at  the  end 
of  the  sale  and  to  those  in  the  running,  clothing,  etc., 
to  the  value  of  $150  were  given. 

The  store  is  finished  throughout  in  golden  oak  and 
is  particularly  well  equipped.  Thirty  clerks  are  em- 
ployed. 

Each  Year  Better  than  the  Last. 

Kingston,  July  3. — -"The  Always  Busy  Store."  By 
that  name  is  the  dry  goods  establishment  of  Newman 
&  Shaw,  Kingston,  known.  The  dimensions  of  the  store 
are  not  great — there  are  dry  goods  emporiums  at  no 
great  distance  from  Kingston  into  which  it  would  fit 
twice  or  thrice — but  it  is   always  busy. 

"How  do  we  do  it?  Why,  that  is  easy,"  said  Mr. 
Newman.  "When  we  entered  business  we  just  made 
up  our  minds  to  keep  busy  and  we  have  been  going  ever 
since.  There  is  no  secret  about  it.  Give  the  people 
what  they  want,  when  they  want  it,  and  where  they 
want  it,  and  you'll  get  their  business.  Those  are  the 
lines  we  have  worked  on.  We  do  not  conduct  our  store 
entirely  on  a  cash  basis,  but  we  know  those  to  whom 
we  give  credit,  and  to  whom  we  send  goods  for  ap- 
proval. If  they  keep  goods  out  longer  than  specified, 
we  get  after  them,  but  with  us  this  has  never  been  a 
great    problem." 

Newman  &  Shaw  have  been  in  business  for  about 
six  years.  They  are  both  young  men  and  have  so  con- 
centrated their  energies  upon  their  enterprise  that  each 
.succeeding  year's  record  is  an  improvement  upon  the 
last. 


The  Ad.  with  a  Message. 

Belleville.  July  .). — How  many  merchants  can  give  any 
better  than  a  general  statement  when  questioned  with  ref- 
erence to  results  from  their  newspaper  advertising?  J.  A. 
Laidlaw,  of  Laidlaw  &  Ketcheson,  who  has  studied  the 
matter  as  conscientiously  as  the  average  merchant,  who 
spends  from  $700  to  .$900  annually  on  publicity,  states 
that  he  has  noted  carefully  the  results  from  different 
forms  of  advertisement  and  his  conclusion  is  that  the  ad. 
with  a  distinct  message  performs  its  mission  more  satis- 
factorily than  any  other.  He  claims  that  reams  of  paper 
and  barrels  of  ink  are  wasted  annually  on  voluminous 
talks,  which  the  customer  has  neither  opportunity  nor 
inclination  to  read.  The  ad.  which  is  briefly  descriptive 
and  to  the  point  is  the  one  that  tells.  A  quarter  page 
may  very  often  be  made  more  attractive  than  a  full  page 
by  the  application  of  this  simple  fact.  There  are  oc- 
casions when  a  mass  of  reading  matter  is  excusable — such 
as  openings,  changes  in  the  store  and  arrival  of  new  goods 
— but  even  then  it  is  very  easy  to  become  too  talkative  and 
to  forget  that  the  reader,  is  rapidly  scanning  his  or  her 
eyes  over  the  matter,  in  the  search  for  hard-pan.  Mr. 
Laidlaw 's  opinion  is  that  newspaper  advertising,  properly 
conducted,  is  more  satisfactory  than  any  other. 

The  Laidlaw  &  Ketcheson  store  was  established  forty 
years  ago  by  the  late  J.  W.  Dunnett,     On  his  death  it 
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passed  into  the  hands  of  the  present  firm.  Mr.  Laidhiw 
went  to  Belleville  1'3  years  ago  from  Montreal,  where  for 
eight  years  he  was  connected  with  the  firm  of  Hodgson, 
Snmmer  &  Co.  Mr.  Keteheson  was  with  Mr.  Dunnett  for 
twelve  years.  In  addition  to  gen^^'al  dry  goods  and  ready- 
to-wear,  there  is  a  large  housefurnis'hing  department. 
Special  Saturday  night  sales  have  been  made  a  strong 
feature  of  the  store. 


Merchants  Should  Get  Together. 

Kingston,  July  3. — "The  approbation  evil  we  have 
always  with  us,  but  one  of  the  greatest  problems  that 
the  merchants  of  Kingston  have  to  contend  with  at  the 
present  time  is,  where  or  how  to  obtain  the  necessary 
supply  of  salespeople."  Thus  spoke  D.  G.  Laidlaw  of 
.John  Laidlaw  &'  Son,  Kingston,  to  The  Review.  With 
tiisiness  continually  takijig  sudden  spurts,  it  was,  he 
said,  sometimes  a  difHcult  matter  to  so  marshall  his 
staff  that  every  customer  would  be  properly  served. 
After  a  careful  study  of  the  situation,  it  was  noticed 
that,  leaving  Saturday  out  of  the  question,  certain  days 


may  require  to  be  sent  up  on  approval.  The  delivery 
men  very  orften  meet  each  other  at  the  doors  of  houses 
with  parcels  containing  the  same  kind  of  goods.  The 
prospective  purchaser  takes  her  choice,  and  very  often 
I  have  known  goods  of  one  store  to  be  mixed  up  with 
those  of  another,  and  what  is  more  serious,  sometimes 
badly  soiled.  Nothing  can  be  done  satisfactorily  so  long 
as  there  are  merchants  who  feel  they  may  lose  some- 
thing by  standing  out  againsfe  it." 

The  Laidlaw  store  has  a  frontage  of  forty-five  feet. 
There  are  two  sections,  with  three  archways  in  the 
dividing  wall.  On  one  side  are  dress  goods,  silks, 
trimmings,  ribbons,  fancy  goods,  and  men's  furnishings, 
prints,  wash  goods,  etc.,  and  on  the  other  side  laces, 
neckwear,  buttons,  gloves,  ladies  and  children's  under- 
wear, corsets,  hosiery,  etc.  A  wide  stairway  at  the 
rear  leads  to  the  house  furnishing,  and  ready-to-wear  and 
millinery  departments. 

Mr.  Laidlaw  believes  in  changing  departments  on 
the  ground  floor  about  in  such  a  way  that  new  goods 
may  be  given  the  benefit  of  the  best  positions,  rather 
than    adhere   to   a   fixed   plan   of   locations.     X'ery     often. 


Crowd   in   front  of  theJCressnian  Store,   Peterborough,   awa'ting  5the  opening  of  a   Bargain  Annex  Sale  at  8.10    a.m. 


of  the  week  or  certain  hours  of  the  day  were  better 
than  others,  and  in  making  arrangements  whereby  the 
staff  might  be  augmented  accordingly,  Mr.  Laidlaw 
states  that  he  not  only  hoped  to  do  good  work  in  educat- 
ing salespeople  for  permanent  employment  when  the  op- 
portunity occurred,  but  also  solve  the  difficulty  to  a  'great 
extent.  It  was  net  always  an  easy  matter,  howeVer, 
to  adjust  the  supply  of  help  to  the  requirements  of  busi- 
ness. 

"There  are  a  good  many  problems  such  as  this  and 
the  approbation  evil  which  the  merchants  should  get 
together  on,"  said  Mr.  Laidlaw,  "It  is  not  always  pos- 
sible, however,  to  obtain  a  unanimity  of  thought  or 
action.  A  great  deal  might  be  done  if  there  was  a 
oneness  amoTig  the  dry  goods  merchants.  The  boot  and 
shoe  men  are  setting  us  a  good  example  at  the  present 
time.  They  have  introduced  the  cash  plan  and  have  cut 
out  approbation  entirely.  No  goods  are  sent  out  unless 
paid  for.  I  will  say  that  the  approval  business  is  a 
curse  to  the  dry  goods  trade  in  Kingston  to-day.  Fancy 
the  condition  of  things,  when  we  have  people,  say  from 
one  house,  calling  up  three  or  four  of  the  dry  goods 
stores   for  gloves,     corsets,     blouses   or   whatever     they 


by  a  slight  shift  of  lines  approaching  the  clearing- 
out  stage,  stocks  just  arrived  may  be  given  a  profitable 
prominence. 


Does  Not  Use  Books. 

Kingston,  July  3.— J.  C.  C'orrigan,  dry  goods  mer- 
chant, Kingston,  requires  no  books  in  his  business.  What 
few  accounts  he  has  outstanding  against  customers  he 
keeps  in  a  small  desk  book  of  about  L50  pages.  He 
bought  the  book  about  three  years  ago  and  it  is  not 
half  full  yet.  What  entries  there  are  in  it  have  nearly 
all  been  blue-penciled— indicating  that  the  accounts  have 
been  paid.    Those  outstanding  amount  to  about  $50. 

Mr.  Corrigan  states  that  when  he  opened  a  dry 
goods  store  seven  years  ago  his  capital  was  a  degree  or 
two  less  than  nil.  After  the  first  year  it  was  all  plain 
sailing.  He  has  never  had  to  ask  to  have  any  paper  re- 
newed, and  has  always  been  able  to  take  advantage  of 
his  discounts.  While  his  store  does  not  venture  beyond 
the  realm  of  what  are  generally  known  as  staple  lines, 
Mr.   Corrigan  keeps  his  eyes  on  the  market  and  is  fre^ 
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quently  able  to  pull  off  |)rofitable  special  events.  P"'or  a 
store  such  as  his,  he  does  not  believe  in  buying  any 
great  distance  in  advance,  and  he  claims  at  the  same 
t'ime  that  no  merchant  should  leave  himself  open,  in  his 
buying',  through  heads  of  dejiartments  or  others,  to  the 
influence  of  the  professional  jollier.  Many  a  man,  he 
declares,  has  in  that  way  been  loaded  up  with  immov- 
able g-oods.  Therefore,  Mr.  C'orrigan's  advice  is,  "Do 
your  own  buying."  He  is  quite  satisfied  with  his  success 
up  to  the  present  time.  A  couple  of  years  ago  he 
cleared  $2,100  over  and  above  every  expense,  and  he  ex- 
presses the  opinion  that  that  is  some  better  than  a 
government   iob. 

i- 

Carpet  Department  on  the  Ground  Floor. 

Napanc'c.  July  II — Of  the  interestino'  tli;n>is   that  may 
be   said   about   the   dry  goods  stores   of  Napanee,   one   is 


tain  amount  of  privacy,  and  appreciate  an  arrangement 
which  relieves  them  from  the  distractions  of  a  larg-e, 
generalized  floor. 

In  connection  with  the  housefurnishing  department  of 
the  Madill  store  is  an  exceptionally  useful  fixture  for 
carrying  lace  curtain  stocks.  This  consists  of  a  wall  cab- 
inet divided  into  sections,  about  eighteen  inches  square 
witii  dropping  doors.  Without  the  latter  the  fixture 
would  have  the  appearance  of  ordinary  shelving,  squared 
down.  The  doors  are  of  polished  mahogany.  In  these 
dust  proof  boxes,  which  form  the  three  sides  of  a  small 
appartment  in  the  rear  of  the  ready-to-wear  department, 
the  lace  curtains  are  kept.  Above  and  in  front  of  the 
fixture  are  rails  from  which  the  curtains  may  be  display- 
ed by  the  salesman.  The  floors  are  of  polished  oak.  and 
damage  to  the  curtains  in  any  shape  or  form  is  out  of  the 
question.     The  equipment,  complete,  cost  in  the  neighbor- 
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Plans  showing  arrangement  of  Basement  and  Main    Floor  of  the  Dion   Store,   V«lleyfield,  Quebec. 


that  tiiey  occupy  two  of  the  most  prominent  business  lo- 
cations in  the  town.  Each  is  on  a  corner,  and  each  'has 
an  exceptionally  good  expanse  of  display  window. 

One  unique  feature  noted  in  the  arrang-ement  of  Madill 
Bros,  store  is  that  the  carpet  and  housefurnishing  de- 
partments occupy  one  of  the  three  sections  on  the  ground 
floor.  In  doing  away  with  the  necessity  of  climbing  a 
fligiit  or  two  of  stairs  to  reach  the  realm  of  household 
equipment,  the  members  of  the  firm  contend  that  they 
have  popularized  the  department  to  an  extent  that  is  de- 
cidedly noticeable  in  the  sales  records.  The  ladies'  ready- 
to-wear  department  is  also  on  the  ground  floor  and  isolat- 
ed somewhat  from  general  dry  goods,  the  opinion  of  the 
firm,  being  that  patrons  of  this  department  prefer  a  cer- 


hood  of  $300,  and  Mr.  Madill  states  that  it  saved  him  its 
worth  in  one  year. 

The  general  dry  goods  store  occupies  one  of  the  three 
sections  of  the  building.  The  head  of  the  firm  states  that 
he  has  never  considered  the  removal  of  the  dividing  walls 
advisable,  as  with  the  present  arrangement  results  are 
very  satisfactory. 

The  Two  Most  Effective  Mediums. 

Kingston,  July  3.— "The  newspaper  and  the  display 
window."  This  was  the  answer  given  by  H.  8.  Crumley,  of 
Crumley  Bros.,  Kingston,  to  the  question,  "What,  in  your 
opinion,  is  the  most  effective  advertising  medium  for  a  re- 
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tail  dry  goods  store?"  On  that  basis,  ("tiiiulcy  Bros, 
have  been  conducting'  business  in  Kingston  for  tiie  past 
eighteen  years. 

Their  store  has  a  dcptii  of  lOO  feel,  and  a  widlii  of  2.') 
feet.  On  the  second  lloor  is  a  large  iniilinei-y  and  ready- 
to-wear  department  and  on  the  third  (h)or  carpets  and 
housefurnishings.  It  is  the  intention  of  the  tirin  to  install 
at  some  future  date,  an  elevator  by  which  the  departments 
on  the  upper  floors  will  be  more  easily  accessible  to  the 
public.  The  office  and  central  cash  station  occupy  a  gal- 
lery in  the  rear  of  the  store. 

The  members  of  the  tirm  slate  that  by  taking  a  well 
understood  position  they  are  gradually  reducing  the  a])- 
probation  evil  to  a  minimum.  Discount  stamps  are  used, 


'issued  in  the  form  of  an  advertisement  :  "CASH 
ONLY  AND  ONK  F'RICK.  Keep  well  in  mind, 
our  prices  are  one  and  the  same.  We  stand  by  tiie  cash 
system  in  the  interests  of  those  who  i)ay  for  their  goods 
l)roiriptiy  because  we  can  better  afford  to  sell  on  a  close 
marg'in  oh  profit  than  if  we  conducted  business  on  the  old 
foL.ey  ol  !.  nji  credits  ami  long  prices.  We  have  ofrn'i 
hilt  li'w  hargjuiip  and  had  but  fe-v  special  sales,  an  i  Imm 
;irvei  offered  the  inducement  on  chei'p  dry  goocU.  fir,' 
;-l(  re  stands  back  of  everything  it  has  .sold  with  a  guaran- 
tee of  money  back  if  you  are  not  satisfied." 

Mr.  Wims  claims  that  the  cas'h  system  relieves  business 
of  r,  hundred  and  one  complications  and  that  this  fad  is 
in  itself  a  suHicient  reward  for  any  struggle  that  may  be 
neccs^arv  in  enforcing  it. 
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Plans  showing  arrangement  of  the  Upper  Floor  in  the  Dion  Store,  Valleyfield,  Quebec. 

In  his  merchandizing  he  has  specialized  strongly  in 
glovts,  httsiery  and  small  wearables.  He  served  his  ap- 
prenticesliip  in  the  dry  goods  business  in  the  Old  Country. 
The  company  of  which  he  is  now  the  head  was  organized 
tiiree  years  ago. 


not  only  as  an  encouragement  in  reducing  credits  to  the 
same  level,  but  as  an  advex-tisement  feature. 


Cash  Erases  Complications. 

Belleville,  July  '>. — Wims  &  Co.,  Belleville,  are  firm  in 
the  belief  that  the  cash  plan  is  the  only  satisfactory  one 
in  the  dry  goods  business. 

"When  a  customer  asks  me  for  credit."  said  Mr. 
Wims,  "I  simply  put  my  hand  down  into  my  own  pocket 
and  hand  him  or  her  the  money  to  pay  for  the  goods. 
Once  in  a  w'hile  the  money  is  accepted,  but  you  may  be 
sure  that  credit  is  never  asked  for  from  that  direction 
again." 

Mr.  W^ims  claims  that  the  introduction  of  the  cash 
basis  is  an  easy  matter,  once  the  people  are  given  to  un- 
derstand that  no  deviation  will  be  made  from  it.  Here  is 
a      straig-ht-frora-the-s'houlder     talk     which    he      recently 


Needs  Time  to  Plan. 

"There  are  some  merchants,"  said  a  trimmer  re- 
cently, "who'  bel'ieve  in  keeping  their  window  trimmers 
at  work  all  the  time  and  make  it  a  point  that  he  shall 
not  be  idle  for  very  long.  As  soon  as  the  windows  have 
been  trimmed,  he  is  set  to  work  selling  goods  or  doing 
other  work  around  the  store.  That  is  not  always  a 
igood  plan.  The  really  important  part  of  the  trimmer's 
work  is  done  with  his  head  more  than  his  hands.  He 
neehs  t'ime  to  plan  his  designs  and  when  he  seems  to  be 
doing  nothing  he  may  be  working  the  hardest." 


How  the  Store  Basement  May  be  Effectively  Utilized 

Greater  Consideration  Given  to  this  Section  in  Plans  for  Remodeling 
and  Enlarging  —  Plenty  of  Light,  Good  Ventilation,  and  Attractive 
Arrangement  Necessary  —  Suggestions   and    Plans    for    Good  Layout. 


AS  a  general  rule,  retail  merchants  in  the  United 
States  regard  the  basements  of  their  stores  as 
important  adjuncts  of  their  departmentizing 
arrangements.  In  Canada,  where  conditions 
are  changing,  centres  of  population  growing,  business 
oppoi'tunities  more  plentiful  and  means  of  interurban  com- 
munication improving,  many  stores  are  being  remodeled 
and  enlarged,  and  it  is  noted  that  the  basement  is  re- 
ceiving greater  consideration.  It  is  needless  to  remind 
the  merchant  that,  in  a  well-conducted  business  where 
each  department  shoulders  its  full  share  of  the  ex- 
pense, the  business  record  is  improved  in  accordance 
with  the  number  of  lines  carried.  At  the  same  time,  it 
must  be  remembere<l  that  dry  goods  retailing  under 
modem  conditions  is  a  much  more  expensive  matter 
than  it  used  to  t'e  and  to  make  headway  under  changed 
conditions,  the  merchant  must,  as  it  were,  make  every 
portion  of  his  building  pay  its  share  of  the  general  up- 


obtain  light  for  the  basement.  The  windows  were  set 
at  a  high  level  and  back  in  the  piers.  This  gave  room 
for  sloping  windows  lighting  the  basement  and  pro- 
tected by  a  heavy  brass  rail.  In  the  new  part  of  the 
store  the  floors  of  the  windows  are  about  12  in.  above 
the  street  level,  and  this  VA  inches  is  filled  with  prism 
glass.  The  basement  extends  underneath  the  sidewalk 
and  about  half  of  this  space  is  roofed  with  prism  glass. 
The  light  thrown  by  these  windows  would  serve  to 
light  any  ordinary  basement,  but,  of  course,  when  the 
size  is  so  large  as  is  that  of  the  one  alluded  to,  artifi- 
cial light  also  has  to  be  used. 

Ventilation  is  another  important  problem,  and 
should  be  carefully  provided  for.  If  the  basement  is  not 
well  ventilated  it  will  always  be  difficult  to  get  custom- 
ers to  freely  patronize  it,  and  the  merchant  will  always 
be  at  an  extra  expense  in  providing  attractioms,  bargain 
or  otherwise,  to  draw  business  in  that  department. 


Practical  layout  for  basement  for  a  Store  60  by   130  feet,  showing  method  of  lighting  and  displaying  goods  on  pyramid  tables. 


keep.  In  many  stores  there  is  considerable  basement 
space  that  could  be  put  to  much  better  use  than  it  is 
at  present. 

Good  Light  and  Ventilation. 

To  be  attractive  a  basement  must  be  w»ll  lighted, 
and  to  obtain  best  results,  the  location  of  light  is  im- 
portant. They  should  be  so  arranged  that  the  diffusion 
should  be  even  and  sufficient  to  display  goods  properly  in 
all  parts.  It  is  difficult  to  do  this  with  window  arrange- 
ments alone  and  therefore  artificial  light  must  supple- 
ment daylight.  Electric  illumination  is,  of  course  the 
best,  but  there  are  various  gas  systems  and  other  me- 
thods of  lighting  used  that  seem  to  give  good  satisfac- 
tiom. 

The  lighting  of  the  new  basement  in  the  R.  Simp- 
son store  in  Toronto  is  particularly  good.  One  feature 
is  the  manner  in  which  a  large  measure  of  daylight  is 
obtained  without  interfering  with  the  display  windows 
on  the  main  floor.  The  windows  in  the  old  store  were 
marred    to    a    great   extent   by    the    means    employed     to 


The  ceiling  should  be  high,  at  least  10  ft.  and  even 
higher  if  possible.  Ceilings,  fixtures,  and  walls  should 
be  painted  white,  or  tinted  in  a  very  light  shade  of 
color.  Besides  giving  the  place  a  bright  and  attractive 
look  light-colored  walls  and  fixtures  do  not  absorb  the 
light.  In  short,  no  effort  should  be  spared  to  give  a 
bright  and  cheery  look  to  the  basement,  and  to  get 
away  as  far  as  possible  from  any  appearance  of  the 
cellar  effect. 

Fixtures  for  the  Basement. 

What  is  known  as  the  pyramid  table,  that  is,  a  table 
with  two  tiers  of  shelves  above,  the  one  smaller  than 
the  other,  and  both  smaller  than  the  table  which  forms 
the  base,  is  an  excellent  fixture  for  displaying  the  class 
of  goods  usually  carried  in  the  basement.  The  wall  shelv- 
ing may  be  arranged  in  the  same  manner.  For  the  selling 
of  some  lines  a  counter  may  be  built  around  these  pyra- 
mid tables,  but,  as  a  general  rule,  the  goods  sell  best 
if  placed  where  both  customer  and  salesperson  may 
easily   reach   them. 
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When  counters  are  used  in  connection  with  the  table 
arrangement  described,  space  may  be  provided  under- 
neath for  reserve  stock.  In  the  case  of  crockery,  glass- 
ware and  kindred  lines,  this  equipment  takes  the  form 
of  an  open  shelf,  but  for  small  articles  and  more  perish- 
able goods,  drawers   are   designed.    In   a  basement  fitted 


Five  and  Ten  Cent  Sections. 
Five  and  ten  cent  sections  conducted  along  the  same 
lines  as  the  five  and  ten  cent  stores  should  be  a  feature 
of  all  basements,  where  the  trade  is  of  sufficient  si/o  to 
ensure  a  satisfactory  tuinover.  Of  course,  these  goods 
will  have  to  he  bought  with  an  eye  to  the  fact  that  they 
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Layout  for  Basement  where,  in  addition  to  usual  lines,  Carpets,   Rugs,  Curtain  Draperies  and   Blankets  are  carried. 


up  in  this  manner,  quite  a  large  amount  of  stock  can 
be  carried.  At  the  same  time  the  articles  will  be  all  on 
display  and  in  such  a  manner  that  they  may  be  freely 
handled. 

Small  articles  of  kitchen  ware  and  furnishings  are 
carried  in  fixtures  similiar  to  those  used  for  notions, 
etc.,    in   many   stores.      With   a   very   large    selection     of 


are  to  be  sold  as  bargain  merchandise.  It  is  good  policy 
to  make  special  bargains  in  this  section  by  using  some 
well  known  article  as  a  leader,  and  by  selling  it  at  cost 
or  near  it.  This  kind  of  retailing  will  bring  customers 
to  the  basement  and  will  help  them  to  contract  the  de- 
sirable habit  of  paying  it  a  visit  each  time  they  enter 
the  store. 
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Layout  for  Basement,  showing  Grocery  Department,  as  well  as  usual  lines  Carried. 


lines  that  are  regular  five  and  ten  cent  sellers,  such  a 
section,  may,  with  a  little  effort,  be  made'  a  most  at- 
tractive one.  These  are,  as  a  rule,  small  articles  of 
kitchen  ware  and  household  hardware  that  is  in  general 
use  in  all  homes. 


Toys  are  another  live  line.  There  is  a  very  fair 
demand  for  these  all  the  year  round,  but  it  is  in  the 
holiday  season  that  the  busy  time  comes  in  the  toy 
section.  Not  only  ought  seasonable  decorations  to  be 
used  in  the  basement  at  that  period,  but  departments 
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where  goods  are  of  a  more  staple  character  should  be 
reduced  in  space  and  the  room  thus  made  given  over  to 
toys  and  holiday  goods. 

China,  crockery,  glassware,  pictures  and  picture 
frames,  kitchen  furnishings  and  hardware,  stoves,  re- 
frigerators, trunks,  bags  and  suit  eases,  and,  in  some 
stores,  harness,  are  all  good  basement  lines.  Candies 
are  often  sold  here.  Some  stores  carry  groceries  and 
canned  goods  in  the  basement,  and,  in  the  larger  centres, 
cooked  meats  are  sold  there.  If  the  trade  of  the  store 
warrants  it,  free  demonstrations  of  articles  of  food, 
such  as  jellies,  jams,  canned  soups,  cheese,  tea,  coffee, 
cocoa,  breakfast  foods,  etc.,  etc.,  are  always  an  inter- 
esting feature.  J-Jooths  are  put  up  for  this  purpose, 
samples  of  food  are  given  away,    and   orders   taken. 

hi  Some  stores  the  house  furnishing  department  is 
located  here.  In  the  Ignited  .States  many  basements  are 
conducted  as  under-pi'ice  sections.  When  this  is  the 
case,  practically  all  the  lines  carried  on  the  upper  floor 
are  represented  and  goods  from  the  upper  store  that 
the  merchant  wishes  to  close  out  are  sold  here  instead 
of  in  the  upi)er  store. 

The  Bargain  Basement. 

The  idea  underlying  the  bargain  basement  is  that 
goods  that  have  to  be  closed  out  will  not  interfere  with 
the  sale  of  the  more  desirable  lines  carried  on  the  upper 
floors.  Then  customers  in  search  of  cheap  goods  will 
first  inspect  the  goods  on  display  in  the  basement.  If 
not  suited  there,  if  they  are  willing  to  pay  more  for 
what  they  require,  then  the  upper  floors  will  be  visited. 
Many  stores  figure  that  they  catch  not  only  the  better 
trade,  but  also  that  of  a  lower  grade  by  installing  a 
bargain  basement.  It  should  be  remarked,  however, 
that  the  bargain  basement  is  not  a  feature  of  Canadian 
retail  methods.  The  goods  sold  in  the  under-price  sec- 
tions are  by  no  means  all-over  stocks  and  broken  lines, 
but  job  lines  are  specially  bought  for  sale  in  this  sec- 
tion. 

Merchants  should  give  careful  consideration  to  the 
location  of  the  stairs  leading  down  to  the  basement. 
They  should  be  placed  well  in  the  centre  of  the  store 
and  in  a  conspicuous  position.  Stairs  at  the  side  are 
out  of  the  way  and  not  easily  seen,  and,  besides,  cut 
into  the  shelf  space  on  both  the  upper  floor  and  in  the 
basement.  The  stairs  should  be  easy,  with  either  rubber 
or  metal  treads.  A  handsome  stairway  is  a  good  intro- 
duction  to   the  basement. 

When  a  basement  section  is  first  started  many  mer- 
chants find  trouble  at  the  first  in  inducing  customers  to 
visit  it.  Then,  it  is  up  to  the  store  management  to 
dev'ise  'schemes. 

A  price  attraction,  well  advertised,  works  very  well, 
and  the  coupon  idea  has  been  made  very  successful.  When 
presented  in  the  basement,  the  coupon  may  stand  for 
the  price  of  any  five  cent  article  or  five  cents  upon  any 
bill  of  goods  bought  there.  This  ot  other  similar  plan 
must  be   worked   out   attractively  to   give  results. 


Printed  Fabric  Renaissance. 

During  the  past  half  decade  there  has  been  a  decided 
increase  in  the  popularity  of  printed  fabrics  of  all  kinds 
and  to  those  familiar  with  the  remarkable  fame  attained 
by  printed  fabrics  during  the  late  17th  and  early  18th 
centuries  in  France  and  England,  no  surprise  will  be 
occasioned  if  in  America  we  experience  a  renaissance  of 
print  fabric  popularity,  states  the  Upholsterer. 


During  the  reign  of  Louis  XIV  in  France  the  rage 
for  East  Indian  prints  became  so  great  that  manufac- 
turers of  other  fabrics,  especially  silk  stuffs,  were  in 
danger  of  being  impoverished  for  lack  of  trade,  so  seri- 
ous indeed  were  the  conditions,  that  to  protect  certain 
corporations,  Colbert,  the  Prime  Minister,  prohibited, 
in  168G,  under  pain  of  severe  penalty,  all  commerce  in 
or  manufacture  of  printed  linens,  and  this  being  ineffec- 
tive eleven  years  later,  an  edict  was  issued  prohibiting 
the  wearing  of  India  print   linens. 

The  result  is  history.  For  the  next  hundred  years  we 
find  despite  prohibitions  printed  fabrics  literally  carried 
the  continent  by  storm,  and  during  this  period  attained 
a  perfection  that  has  never  been  surpassed. 

The  inception  of  a  cretonne  or  printed-fabric  vogue 
became  evident  last  season  when  numerous  articles  of 
ladies'  wearing  apparel  were  exhibited  at  first  as  a  fad 
and  later  as  a  reigning  novelty.  Over  the  counter  the 
most  expensive  cretonnes  were  purchased  more  freely 
than  ever  befoTe,  and  indications  are  that  this  year 
price,  formerly  a  serious  drawback  to  the  introduction  of 
high-grade  print  goods,  will  be  entirely  ignored,  and  print- 
ed fabrics  of  cotton  and  linen,  very  much  more  expensive 
than  silk  goods,  will  be  preferred  because  of  the  peculiar 
beauty  and  individuality  they  po.ssess.  Whether  or  not 
in  after  years  this  age  may  be  remembered  as  a  renais- 
sance of  printed  fabrics  one  thing  is  certain— the  printed 
fabrics  offered  in  wholesale  stocks  this  season  surpass  in 
beauty  and  artistic  character  anything  ever  shown  in 
this  market,  and  it  is  but  reasonable  to  expect  that 
their  sales   will  grow    in   appreciative   proportion. 


Artificial  Silk. 

According  to  German  reports  a  recent  invention 
would  seem  to  open  wide  possibilities  for  artificial  silk. 
The  report  is,  however,  reproduced  without  any  guaran- 
tee of  its  correctness. 

Studies  in  the  manufacture  of  artificial  silk  have 
been  going  on  since  the  middle  of  the  last  century,  but 
it  is  only  within  the  last  eight  or  ten  years  that  a 
product  at  all  suitable  was  obtained.  The  artificial  silk 
hitherto  made  had  remarkable  luster,  even  excelling 
that  of  the  best  natural  silk.  At  the  same  time  its 
strength  has  been  such  as  to  meet  only  limited  require- 
ments. While  it  has  been  found  serviceable  for  trim- 
mings and  as  weft  in  certain  silk  fabrics,  efforts  have 
been  continuously  made  to  so  improve  the  product  as  to 
render  its  use  for  embroidery  practicable. 

Herr  Thiele,  a  German  chemist,  claims,  after  pro- 
tracted and  laborious  trials,  to  have  produced  artificial 
silk,  practically  indistinguishable  from  natural  silk  in 
softness,  appearance  and  cover.  It  has  been  used  both 
as  warp  and  weft,  under  condit'ions  of  easy  working  ; 
having,  moreover,  about  80  per  cent,  of  the  strength  of 
natural  silk.  The  price  is  stated  to  be  about  28  francs 
per  kilo  ($2.52  per  pound),  while  natural  silk  would  cost 
about  48  francs  per  kilo  ($4.32  per  pound)  in  the  raw 
state,  or  after  subsequent  processes  66  to  70  francs  per 
kilo    ($5.94   to   $6.30   per  pound). 

Another  important  advantage  claimed  for  the  new 
article  is  that  when  wet  it  does  not  lose  so  much  in 
strength,  as  is  the  case  with  all  artificial  silk  hitherto 
produced,  this  fact  rendering  dyeing  operations  much 
easier. 
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The  Value  of 
Little  Things 


q 


THE  THREE  LEADING  LINES 
of  INFANTS'  HOSE  Made  in  Canada 

Little  Daisy  Little  Pet 


amilton 


To  a  realization  of  the  importance  of  the  Uttle 
things  in  the  manufacture  of  these  three  brands 
of  hose  we  attribute  their  success.  They  are  made 
in  a  modern  sanitary  factory  of  a  specially  selected, 
scoured  Australian  lamb's  wool.  They  are  knit  right, 
dyed  right,  finished  right,  by  people  who  know  what 
is  right.  The  dye  that  is  being  used  on  these  well- 
known  brands  is  guaranteed  to  be  fast,  clean  and  soft, 
and  will  not  lose  its  rich  shade  by  w^earing. 

LITTLE  DAISY— 1/1  rib,  made  in  sizes  4  to  8 5/^,  in  colors 
black,  tan,  cardinal,  sky  blue,  pink  and  cream,  boxed  one  dozen 
to  the  box. 

LITTLE  DARLING-Silk  heels  and  toes,  fine  I'l  rib, 
made  in  sizes  4  to  7,  in  black,  tan,  cardinal,  sky  blue,  pink,  and 
cream,  boxed  in  a  half-dozen  to  the  box.  Each  pair  Little 
Darling  contains  a  skein  of  yarn  prepared  especially 
for  darning. 

LITTLE  PET —  Une  cashmere,  double  heels  and  toes, 
made  in  sizes  4  to  7,  in  colors  black,  tan,  cardinal,  skv  blue, 
pink,  and  cream,  boxed  one  dozen  to  the  box. 

Order  from  your  Jobber 


bipmoK-ff offon  Ifm^mg  ^ 


•jCim^ed 


Canada 


E.   H.  WALSH  &  CO.,  Sole  Agents 
TORONTO  -  MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Geddes    Bros.,    Sarnia,   Occupy  Modernized  Building 

Unique  Ideas  in  Display  Windows  A  Store  that  Gives  no  Discounts, 
pays  no  Commissions,  Grants  no  Concessions  that  May  Not  he 
Shared   in  by  all  ~  How    Efficiency     in    Store    Service    is    Obtained. 

T  111*1    llidrdiiulilv    iniiiicniizcd    slin'c    wliicii    was    re-  ii';mI\'  lo  wear    ;4:iinicnt  s    ami    wdikiomns;    I  liird  IUjih,  cai-- 

cc'iilly  (ipciied  l)y  (leddi's  l')r<is.,  Sarnia,  has  Ihrcc  l"'ls,  ciirlains  and   li(iiis(dni-nisliin,i;s. 

Iloors  wilii  a  seliiiiii'  si)ace  of  Ki.OOO  S((uaix'  tVcl.  In  Llio  aiuKniiiccmcnt   nf  the  Ditcninj^-  the  lii'm  stated  : 

It  has  ("ulrances  I'roiu  bdtii   Front   and  Christina  "The    stoic     as     it    stands    pleases    us    and    expresses     in 

streets.      Tile    Front    Street    entraiiee   is   slrilan-iy    nni(|iie.  t aii-iliie    torin    onr   idea    of   liie   soit    of  store    tiiat    Sarnia 

Tlie  windows  are  eonslrneled  in   tiie   lorni  of  a   hall'  liexa-  ^'I'd  Lamiitcni  sii.Mild  have.     The  se,,|.e  nf  the  business  will 

oon    with    the   side    walls    as    l)ases    and    the    apex    of   eaeli  •>'■    very    -really    wi.leiied.       It    will    sland    lor    r,    '-siinare 

foriniii-  the   centre   (d'  the   vestibule.      The   outer  eiitranee  'l<':'l".   «ill   -ive   in,   dise,,unls,   pay   no   e,.niiuissions,   -rant 

is    at    this    pcuiil.       II    will    be   seen    liv    the    aeccinpanyiii-  no  edueessiiuis  t  hal   may  not   he  shared  in   by  all.      We  will 

plan    thai    Ihe    innei-   vestibule   ends   in    tw,,   doorwavs,   one       ""I     hnowin-ly    sl,iek    an    arti.de    laekin-    ril.  ^'our 

uu   eaeh   side  .d'  a   hexa-oiial   .lisplay   ease.  " ''>'    ''•"•l<    I'"'    H"'    ^'^'^i"'-^'    ^^'H    '"'   >""''   sure    iH-,)teetioi, 

with    e\'ei-y    purchase.      Our    widUkuown    specialities,   dress 

'Jdie  i)lan  is  one  which  gdvcs  to  a  conipaiativcdy  narrow  noods,    silks,    millinery,    ladies'    i-ea<l.v-to-wear     f;-arnients, 

store  display  windows  which  arc  !>ossibly  much  more  efi'ee-  kid    uloves,    hose,    sniallwares,    eilc,    will    be    jierfeided    in 

ti\e    than    those    ordinarily    secured    in    buildiiiii'S    of    eon-  every    jxissible    way.      To    thes:',   se\-er;il    new    depart  ineiils 

siderably   lar.uer  dimensions.      The  street    fronla.u'e  of  each  luu'e   been   added,   nolably,   eomplele   slo(d<s  id'  men's   fur- 

wiiidow  is  six  feet   and  the  vestibule  frontaii'e,  thirty-four  nisliini;s,  window  shades,  drapt'rles,  curtain  rods  ami  poles, 

feel.      Faeh   oP  the  Front   Streid    windows  has  a   mirrored  art   needle  work   and   fancy  uonds. 


The  tround  floor  of  Geddes  Bros.'  New  Store,  Sarnia. 

back  of  more  than  fifiteen  feet.     The  two  Christina  Street  "Our  two  buyers  have  just  returned  from  the  firm's 

windows  have  a  dept'h  of  eight  feet.     AUhouijli   the  store  semi-annual    buyino'    trip    to    the    Bi'itish    and    Continental 

has   a   lenti'th    of  nearly   200   feet,   the   window    and    i)risin  niarkels.      Our    contracts    are    p'aeed    with    the    nianufac- 

arrani;-ement    is   such    that    every    deiiartment    has   perfect  turers  direct    w'liieh   not    only   saxes   us  and   our  customers 

liS'ht    durinu    Ihe    day.      As  itlie    p'ans    indicate,    there   is   a  the  niiddlenien 's  ])rolils  but    makes  new  uoods,  later  styles 

liijht    well   in    the   center.      The   buildinji   is   illuminated    at  and   complete  assortments  a  certainty. 

niii'ht    by    a   conii)lete    Tungsten    electrical    i)laiit    and    i)re-  "Our  prices  are  based  im  a  close  cash  maruin.     There 

sents  a   particularly  Hue  appearance.     The  i)lans  serve   to  is  mdy  our  slender  pi'oiil   twixt   you  and  the  nianufaoturer. 

illustrate    the    imponlance    attached    to   disi)lay    within    the  "With    these   i^reatly    enlar.i;ed    premises,   stock    assort- 

store.     It  will  be  noted  that   cases  and  disjilay  tables  arc  nu  ids    and    niupiestiimed   buyinu'  advanta'^es,   we   have   no 

very    ijromiueiit    in    the    ai'rany'ement    <d'    the    main    flotu'.  hesitation  in  askinti'  (  v;'rv  resident  of  this  district  ito  come 

On   the   second   floor,  display  is  also  str.uiiily   em|)hasized.  in   imd  test   our  c'aim   to  show  \arieties  and   values  equal, 

if  not  su|)erior,  to  any  far-away-don 't-care-for-you  cala- 
In  the  la_\out  of  their  store  (ieddes  Bros,  have  a-iven  ^o'j;  or  mail-cu'der  house.  Spenil  your  money  in  Lambtoii. 
every  consideration  to  the  siiiniticance  (d'  rehitive  pnsi-  ll  will  come  ba(d<  to  you  auain  and  auain." 
tions  and  with  two  entrances,  paiticularly  advantageous  In  connection  wilh  the  openini;-  td'  the  new  stm'e,  the 
results  ha\e  been  secured.  The  main  Hour  dep.nlnients  lirni  issued  a  rule  book  for  the  special  beuetit  (d'  em- 
are,  men's  furnishinsis,  notions,  hosiery,  iiloves,  etc.,  dress  )iloyees.  ll  describes  their  duties  and  i)rivile.oes,  enum- 
godds,  silks  and  .sitaples;   second   tiooi-,  millinery,   mantles,  nates    i)roliibitioiis,    and    directs    attention    to    treatment 
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i'e(|iiired  of  salespeoi)le  towards  customers.  These  regu- 
lations, it  would  appear,  should  be  of  value  to  oilier  luer- 
chatits  in  the  devt-lopineiit  of  system  and  are  reproduced 
hei'ewith  : — 

Store  to  be  oprned  at  7  a.  m.,  from  April  1st,  to 
October  1st;  t)lher  months  at  7.4n. 

All  employees  will  })e  in  their  departments,  (not  in 
(doak  room)  at  8  o'clock  from  Apr-il  1st,  to  October  1st, 
other  months  at   8.,'^0. 

All  employees  will  enter  and  leave  the  stoi'e  by  the 
Christina  Sti'cct  dooi's. 

A  full  hour  is  allowed  every  day  at  noon  and  on 
Saturdays  at  tea  time  except  the  week  before  Xmas  when 
not  moT'e  than  40  minutes  are  allowed. 

The  hour  covei's  the  lime  the  sales[)erson  is  absent  from 
the  ileitartmetit,  that  is,  the  'time  he  or  she  leaves  until 
lie  oi'  she  returns  and   is  ready  foi'  business. 

Salespeople  nut  in  their  ilepartments  on  time  will  be 
considei'ed  late  and  it  will  l)e  noted  at  the  office. 


Employe's  special  discounts  are  allowable  only  on 
merchandize  purchased  for  their  own  personal  use,  or  for 
any  one  wliose  support  they  are  entirely  responsible  for. 
Sales  slips  showing  discount — must  be  initialed  by  a 
member  of  the  firm  or  fioorman. 

No  discount  allowed  on  reduced  goods  or  "specials." 

All  goods  are  marked  in  plain  figures  and  sold  on  their 
merits  at  absolutely  one  i)rice  to  everybody.  There  must 
be  no  misrepresentation.  We  give  no  discounts,  pay  no 
commissions,  grant  no  concessions  that  may  not  be  shared 
by  all. 

A  want  l)ook  is  supplied  to  each  department  in  which 
stock  requirements  must  be  entered  in  advance,  as  also 
any  article  not  in  stock  (no  matter  what)  that  may  l)e 
eiuiuired  for. 

Salespeople  will  count  and  mention  the  amount  of 
money  received  as  they  'take  it  from  a  customer,  count 
and  mention  the  amount  of  change  they  return  to  the 
customer. 

Change  when  wrong  must  immediately  be  reported  to 
the  casliier. 


Well  irranjej  Millinery  Depjrimenl  in  GeJdiS  Brjs.  Siore,  Sarnia. 


The  frecpiently  late  or  absent  without  proper  or  reason- 
able excuse  will  be  liable  to  dismissal. 

No  one  may  leave  the  store  except  for  meals  or  at  the 
close  of  business  without  permission  from  one  of  the  firm 
or  a  floorman. 

Store  closes,  Monday  to  Friday  at  6  o'clock;  Saturday 
and  a  few  days  before  Xiiias,  if  deemed  advisable,  at 
10  o'clock. 

Every  employee  who  has  been  with  the  firm  for  at 
leasit  nine  months,  will  be  entitled  to  a  full  week's  holi- 
day which  may  be  taken  in  January,  Februai'y,  July  or 
August  as  may  be  arranged. 

All  other  lost  time  will  be  at  the  expense  of  the  ab- 
sent employee  unless  such  employee  is  out  on  l)usiness  f(u- 
the  firm. 

Employees  will  do  their  personal  shopping  before  11 
a.m.,  and  purchases  must  be  made  from  another  sales- 
person. 


No  leaf  of  the  salesbooks  may  be  destroyed  under  any 
circumstances. 

(loods  well  kept  are  half  sold,  l^arge  savings  can  be 
ma<le  by  carefully  watching  small  expenses.  Salespeople 
will  be  careful  to  see  that  there  is  no  waste  of  slock, 
supplies  or  furniture,  such  as  paper,  tickets,  stationery, 
brooms,  fixtures,  show  cases,  &c. 

All  orders  placed  with  traveling  salesmen  must  be 
confirmed  by  a  member  of  the  firm.  There  must  be  no 
]>urcliases  made  of  supplies  without  authority. 

Salespeople  will  please  address  eac'h  other  by  their' 
surnames   during  business  hours. 

I^rohibited :  (a)  The  use  of  gum.  tobacco,  fruit,  candy, 
&c.,  while  on  duty. 

(b)  Private  letti'r  writing,  reading  of  books,  ]ia])ers,  &c. 

(c)  Leaving  the  departments  to  gather  in  groups,  un- 
necessary or  noisy  laughing  or  talking. 

(d)  Needless  loss  of 'time  with  visiting  friends  or  other 
employes. 
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(e)  Mentioning  matters  concerning  the  business  out- 
side the  building. 

It  is  made  clear  by  the  management  that  they  will 
gladly  receive  and  fully  consider  suggestions  from  any 
employee  relative  to  the  business. 


OHH>ISTINA    ^T 


Trade  in  Human  Hair. 

A  vice-consular  report  fioni  Jlcjugkoiig  states  that 
in  the  year  1907,  5(j,133  pounds  of  huiii;ui  hair  were 
invoiced  at  this  consulate-general  lor  shipment  to  the 
United  States,  while  in  1908  207,111  pounds  were  de- 
clared lor  shipment.  To  comply  with  the  quarantine  re- 
quirements there  are  two  courses  open — storage  under 
the  supervision  of  the  Public  Health  and  Marine- 
Hospital  Service  surgeon  at  this  port  previous  to  ship- 
ment, or  disinfection  imder  the  same  supervision.  In 
1907  all  the  hair  was  stored  before  shipment,  but  in 
I90X  the  demand  was  so  much  greater,  and  importery 
were  so  anxious  to  get  the  hair  to  the  United  States, 
that  a  heavy  proportion  of  the  shipments  were  fumi- 
gated  and   disinfected  instead   of  being  stored. 

It  is  also  interesting  to  note  that  in  1907  over  three- 
fourths  of  the  total  quantity  moved  hy  way  of  the 
Suez  Canal,  -12,789  pounds  goint,'-  that  way,  while  only 
l.'i,.344  pounds  went  via  the  Pacific  lines.  In  1908  the 
situation  was  somewhat  changed.  Partly  to  lessen  the 
time  of  transit  and  partly  because  of  efforts  made  by 
the  Pacific  lines  to  secure  a  greater  share  of  the  traffic, 
the  exporters  began  to  ship  via  Puget  Sound  ports  and 
San  Francisco,  so  that  while  the  Suez  route  secured 
112,119  ])oun'ds,  the  Pacific  route  handled  91,909  pounds. 

This  hair  is  brought  to  Hongkong  from  th©  interior, 
and  here  cleaned  and  sorted,  according  to  length  and 
quality.  It  is  then  packed  and  either  stored  or  disin- 
fected, "in  accordance  with  quarantine  regulations,  and 
shipped  to  New  York.  It  is  said  here  that  the  hair  can 
be  so  treated  in  New  York  as  to  alter  its  color  and  tex- 
ture, and  that  it  is  used  in  making  the  switches,  curls 
and  bands  which  are  so  fashionable  in  the  United  States 
at  the  present  time. 

Last  spring,  when  the  demand  in  the  United  States 
for  false  hair  began  to  assume  considerable  importance, 
one  concern  sent  a  man  out  heie  for  the  purpose  (jf 
making  direct  purchases.  Other  concerns  buy  thiough 
local  exi)ort  houses. 


Nothing  Like  Cash. 

Referring  to  the  recent  visit  to  the  North  of  Ireland 
of  John  C.  Eaton,  head  of  the  T.  Eaton  Co.,  the 
Ballymena  (Ireland)   Weekly  Telegraph  states  : 

"Mr.  Eaton,  who  was  accompanied  on  his  trip  by 
several  of  the  heads  of  departments  of  the  firm— Messrs. 
A.  McPherson,  A.  E.  Boothe,  C.  N.  Mills  (Toronto), 
and  Oliver  Earl  (Winnipeg)— made  a  special  run  by 
motor  to  his  father's  birthplace,  which  is  about  a  couple 
of  miles  outside  Ballymena,  and  also  to  the  family 
burying-ground  at  Kirkinriola,  and  was  deeply  impressed 
by  his  visit  to  both  places. 

Asked  to  what  he  attributed  the  striking  success  of 
his  firm,  Mr.  Eaton  said  he  believed  it  had  been  mainly 
owing  to  their  adoption  of  the  cash  system  of  trading. 
"People  know  what  they  want  and  get  it  ;  we  are  paid 
for  it  on  the  spot,  and  are  done  with  the  transaction. 
In  a  credit  business  people  are  apt  to  go  in  for  a  lot 
of  stufi  they  don't  want,  and  then  find  they  have  gone 
beyond  their  means.  That  is  bad  for  all  parties.  I  hold 
that  there  is  nothing  like  a  cash  business." 
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Advertising  Campaign  to  Keep  Retail  Buyers  at  Home 

Store  in  a  Small  Centre  won  out  Against  Large  Departmental  Es- 
tablishments by  Straight-forward  "Reason  Why"  Exposition  of  its 
Ability  as  Regards  Quality  and  Price— How  the  Manufacturer  Helped. 

J.  Herbert  Mullin  in  System. 


WE  are  located  in  a,  tdwii  of  ten  thousand  popu- 
lation, twenty-eii^'lil  miles  from  Pliihulelphia 
by  rail  and  twenty-two  by  trolley.  This 
means  that  we  are  within  easy  shoi)ping  dis- 
tance of  that  city,  and  as  Philadelphia  merdiauts  deliver 
j4t)ods  free  to  our  town  and  i)ra('tically  everybody  in  town 
receives  a  Philadelphia  i)apei',  it  is  only  natural  that 
much  business  iwhicli  should  remaia  a|.  home  goes  to 
that  eily. 

Our  sloi'e  lia,s  three  de])arlments : — ready-to-wear 
elotliing,  tailoi'ing  and  haberdashery,  a  line  which  possi- 
bly suffers  more  from  the  proxinuty  of  city  competition 
than  many  others.  At  any  rate,  we  had  long  lecognized 
the  fact  that  the  lure  of  Philadelplria  stores  was  making 
inroads  upon  home  trade.  It  should  be  clearly  under- 
stood in  the  beginning,  however,  that  our  attitude  toward 
our  metropolitan  rivals  was  wholly  a  fair-minded  recog- 
nition of  natural  advantages,  not  one  of  vindictive  jeal- 
ousy and  when  we  determined  to  make  a,n  active  cam- 
paign to  win  and  retain  local  jjatronage,  we  realized  that 


ing  buyers  [lasl    our  store  lo  a,  counter  twenty-two  miles 
away. 

Investigation  of  Conditions. 

A  serious  investigati(ni  of  conditions  revealed  these 
seemingly  detiaite  fact.s — first,  that  people  in  our  town 
wfw.  un<iuesti(niably  strongl.v  attracted  by  the  extensive 
and  persistent  advertising  of  the  Philadelphia  chdhiei's 
and  haberdashers.  Every  morning,  every  night,  their 
papers  rciti'raled  the  importance  of  Philadeli)hia  as  a 
[)lace  to  buy  clothes,.  No  prospective  purchaiser  who  en- 
tertained the  faintest  idea  of  investing  in  a  new  suit 
or  a  u'ew  shirt  was  allowed  to  forget  that  his  most  par- 
ticular wants  could  be  supplied  in  Philadelphia.  A  news- 
paper advertising  campaign  which  would  cope  with  this 
competition  direct  was,  of  cour.se,  financiaily  out  of  the 
question  with  us.  We  must  meet  it  some  other  way. 
That  was  our  first  proiblem. 

Second,  we  were  forced  to  conclude  that  in  our  town, 
and  in  e\-ery  small  town,  men  hesitate  to  buy  clothing  at 


How  One  Man  Was  Convinced. 


A  man  came  in  thi3 
bought  in  Philadelphia  f 
We  recognized  the  Suit 
he  bought  it  at  So-and 
we  pulled  out  the  identi 
he  saw  that  the  joke  was 
such  good  clothes  and  th 
ed  to  "Match  Philadelphi 
best  prices."  He  lost  $7 
after  instead  of  before 
time.  It's  no  wonder  the 
expenses  and  make  mon 
for  their  clothes,  is  it? 


store  yesterday  wearing  a  Suit  he 
or  $25.  "Ma(ch  it  if  you  can,"  said  he, 
as  one  we  had  in  stock  and  asked  him  :f 
So's — he  did  and  paid  $25  for  it  When 
cal  Suit  and  showed  him  our  price,  $18, 

on  him.  Said  he  didn't  know  we  handled 
ought  we  were  "bluffing"  when  we  claim - 
a's  best  styles  and  beat  Philadelphia's 
and  his  lime  and  carfare  by  investigatmg 
he  bought,  but   he'll  know  better  next 

big  city  stores  can  meet  their  enormous 
ey  besides  when  they  demand  such  proSta 
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AHEAD  OF  NEW  YORK 
IN  COAT  SWEATERS. 

This  week's  issue  of  one  of  the  Haberdashery  trade  paptra 
says:  "Green  Coat  Sweaters  have  made  their  bow  for  the  season. 
The  line  was  introduced  by  a  big  New  York  retailer,  etc."  And 
yet,  we've  been  showing  and  selling  them  all  season.  We  have 
another  one,  even  newer  than  the  plain  green,  it's  a  handsoms 
combination  of  tan  and  green.  Guess  they'll  be  "introducing"  it 
in  New  York  soon. 

MORAL — This  is  the  store  for  Coat  Sweaters  that  "'e  right 
in  style  and  quality  and  right  in  price,  too. 


Ci.UeRBERTAfUlimi       I 
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He  Looked  in  Philadelphia, 
But  Bought  Here. 


permanent  benefit  could  only  'be  obtained  through  a 
straightforward  "reason  why"  exposition  of  our  own 
ability  to  equal  or  siiri)a.9s  Philadelphia  service  in  both 
quality  and  price. 

In  short,  we  were  determined  to  seek  no  favor  from  our 
patrons  mi  the  simple  basis  of  loyalty  to  home  institu- 
tions. We  were  willing  to  present  facts  and  trust  for  re- 
sults to  the  judgment  of  the  community.  One  other 
tiling — we  saw  that  no  certain  move  would  be  advisable 
or  profitable  until  we  had  gone  to  the  bottom  of  our 
problem,  analyzed  our  own  jiosilion,  our  disadvantages 
and,  most  imporlant  of  all,  the  influences  Ihat  were  lead- 


A  man  drifted  in  he 
apend  for  a  suit,  that  he 
Philadelphia  Clothes  Sho 
good  to  him."  Inside  of 
was  on  bia  way  home  w 
isfied  and  convinced  of 
delphia's  best  styles  and 
only  one  instance;  we  co 
to  get  the  best  in  smke, 
price  you're  going  to  pay 
■<«  if  you  don't  find  it  in 


re  the  oth«r  night,  said  h«  hod  |>o  to 
'd  spent  a  whole  day  looking  ibrough 
ps,  but  couldn't  cee  a  thins;  "(hat  looksd 
ten  minutes  we  had  his  Twenty  and  h* 
ith  a  Suit  under  his  arm,  perfectly  sat- 
the  truth  of  our  claim  to  "Match  Pbila- 

beat  Philadelphia's  best  prices."  That't 
uld  multiply  them.    Make  up  your  mind 

best  in  styles  and  best  In  fit  (or  the 

for  your  Fall  Suit,  then  come  In  and 

this  big  line  of  outs. 


$10  to  $30  a  Suit 


/fenBEftr, 
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Advertistments  from   the  educational   series,   showing  how 

aclual  incidents   occurring  lo  the  store  were 

utilized    in   the  copy. 

home  because  ihey  have  acquired  the  idea  that  city 
clothiers  have  a  monopoly  on  style  and  sell  at  smaller 
profits.  How  to  dissipate  this  impression  was  our  second 
])roblem. 

Now,  as  to  our  first  aggressive  move — a  move  to  meet 
the  new.s,paper  advertising  of  the  city  stores.  We  could 
not,  affiu'd  to  take  the  initiative  and  try  to  win  from 
them  independently  through  the  advertising  columns  of 
the  prcvs.  That  was  patent.  Hut  we  could  go  to  (he 
manufacturers  of  the  goods  we  handled,  secure  their 
Co-operation  and  turn  their  combined  adveiiisiiig  i)road- 
siiles   lo   our   pi'otit. 

Co-operation  of  the  Manufacturers. 

One  distinct  advantage  :  we  had  our  store  stocked 
throughout  with  goods  of  recognized  standard,  unques- 
tionable quality.  And  we  had  realized  for  some  time  that 
the  advertising  campaigns  of  these  goode  were  creating  a 
desire  among  the  reading  public  thai  could  be  develo])ed 
into  demand  if  Ihosc  readers  knew  where  the  goods  could 
be  convenientlv  obtained.     Unless  the  local  dealer  did  his 
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pari,    lidWC'Vt'f,    dial     (k'sirc     wdiilil    nl'lcn     I'ciiiaiii     iiiulc- 
veloped. 

For  men,  eillici'  IVdin  lack  nf  lime  or  incliiial  imi.  dn 
not  care  to  "sliop,"'  and  wriliu!;'  Ui  the  niannl'acl  iii'ci-  I'kv 
information  tliey  considor  too  lonu'  an  operation.  How 
to  let  tlie  men  of  our  town  ixnow  tiiat  liere  was  a  place 
where  tliey  could  g:et  tlie  tiiinjis  they  saw  advertised  in 
•he  masjazines,  how  to  do  it  in  a  catchy  yet  inexp(  nsive 
way — that   was  our  proposition. 

Campaign  Attracted  Attention. 

On  checkini;'  over  our  slock  we  found  llial  we  were 
carrying'  no  less  than  thirty  lines  of  nationally  adver- 
tised goods — articles  exploited  in  practically  every  stand- 
ard niaii'azine  in  the  counti-y.  A  leltir  to  the  nianul'a.c- 
turers  explaining'  briefly  our  proposition  hi'ou^ilit  cdcc- 
trotypes  of  these  advertisements  which  had  become  faniil- 


slan<lard  uoods,  they  hav'e  a  slandai'd  |)rice,  prcdected  by 
the  maker,  so  lliat  \(iu  i)ay  ihe  same  for  them  no  matter 
where  .\ou  buy- from  {'(jitland,  Maine,  to  Portland,  Orc- 
^■on:  iVom  the  (loldcn  (iale  to  Florida  Keys.  We  think 
it  I'airei-  to  you  aiul  more  proliiable  to  us  in  the  long'  run 
to  give  you  just  v>hat  y(ui  want  and  not  attempt  to  sell 
ynu  something'  just  as  good  for  the  sake  of  a  few  cents 
more  profit.  All  things  being  e(iual,  wc  should  like  you  to 
come  to  this  store  for  the  things  advertised  in  this  book." 
Wc  mailed  live  thousand  copies  of  this  'bookkt  to 
selected  nanu's  in  and  about  West  Chester.  It  cost  us 
just  one  hundred  dollars — 'fifty  for  printing  and  fifty  for 
postage.  Direct  benclits  of  this  campaign  could  not  of 
course,  be  measured  in  dollars  and  cents,  but  general 
indications  shovv'ed  tiiat  it  paid  and  paid  iwell.  The  mail- 
ing was  done  in  June.  -Inly  was  the  l)ig'gest  midsummer 
month    in    the    hislor\'   of   our    haberdasliei'v.      One    ai'tic'e 


r 


There's  Only  One  Reason 


There's  only  one  rea 
buy  hia  doflies  and  that 
get  the  same  clothes  th 
nght  at  this  store  at  a 
phia  prices,  and  save  his 
vestigates  our  claim 
Philadelphia's  best  price 
toraer — and"  they're  losin 
If  you  tppreciate  clothes 
com*  new  line  of 


son  why  a  man  goes  to  Philadelphia  to 
*3  because  he  doesn't  know  that  he  can 
at  the  beat  shops  in  Philadelphia  handle 
saving  of  10  to  15  per  cent,  on  Philadcl- 

time  and  carfare  as  well.  When  be  in- 
match  Philadelphia's  best  styles  and  beat 
s,"  aoine  etore  in  the  city  loses  a  cus- 
g  more  every  season  just  fot  that  reason. 

of  character,  you  want  to  cce  our  hind- 


Fall  Suits  and  Overcoats, 
$10  to  $30. 


I 

Facts  You  Can't  Rub  Out 

If  rents  were  lower,  and  iig'ut,  advertising  and  other  modern 
business  necessities  were  cheaper  in  Philadelphia  the  stores  there 
would  not  have  to  add  more  profit  to  the  cost  of  a  Suit  than  we 
do.  If  they  did  enough  business  to  control  the  produ'-tion  of  all 
the  makers  of  good  Clothing  in  this  broad  land  they  would  havo 
a  monopoly  on  style  and  quality.  But,  fortunately  for  us.  It 
costs  them  a  whole  lot  more  tO  do  business  than  it  docs  us  and 
the  makeia  who  supply  them  are  just  as  anxious  to  supply  us, 
hence,  "We  can  match  Philcdclpliia's  best  styles  and  beat  PhiU- 
delphia's  best  prices."    Investigate! 


Location  Boosts  Tailoring  Prices 

If  we  were  on  Chestnut  or  Walnut  street,  Philadelphia,  we'd 
get  bigger  prices  for  our  Tailoring— we'd  have  to.  But,  no  mat- 
ter where  we  might  be,  we  couldn't  give  you  better  service  or 
better  fabrics  and  we  couldn't  fit  you  any  better  than  we  do 
right  here.  Before  vou  are  measured  for  your  Fall  Suit  see  our 
line  and  get  our  prices.  Then  compare  them  with  your  Philadel- 
phia Tailor's;  see  if  he  aooan't  ask  you  to  pay  for  aomething 
yoo  don't  get 
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Newspaper  ads.  from  the  campaign  of  education  which  gave 

specific  reasons  why  the  Mullin   Store  could  meet  prices 

and  match  qualities  with  the  large  city  retailers. 

iar  to  every  magazine  reader  in  America.  These  we 
assembled  into  the  booklet,  "Clippings  from  the  iMaga- 
ziues. "  The  cover  was  our  own  a,iul  its  inside  and  back 
pages  carried  our  own  advertisements.  The  rest  of  Ihe 
book  was  simply  packed  full  of  the  manufacturers'  adver- 
tisements of  standard  goods.  Every  page  biu'e  the  re- 
minder that  we  ca,rrried  tliese  goods  in  stock  and  Ihe 
first  page  carried  this  introduction,  (lur  first  direct  appeal 
for  trade  : 

Why  this  Book  ? 

"This  is  an  Encyclopedia  of  Wear  Things  for  i\Icn.  ft 
contains  copies  of  advertisements  that  are  no  doubt 
familiar  to  you  from  appea.ring  in  the  Magazines.  Our 
object  in  printing  this  book  is  to  let  you  know  that  we 
carry  in  stock  all  the  articles  meutioned  herein.  We 
carry  them,  not  only  because  our  judgment  tells  ii;.  they 
are  the  best  iu  their  respective  lines  but  also  because 
articles  as  widely  advertised  and  as  iinivei-sally  w^vX  as 
these  must  be  right — the  makers  must  no!  only  >slab- 
lish  a  standard — they  must  maiulaiii  it,  and  cverytliing 
meutioned  in  this  book  carries  with  it  a  double  barreled 
guara,nteee  of  satisfaction — the  maker's  and  iiuis.     Being 


Some  Men  Have  Learned, 
Others  Are  Learning 

That,  leaving  aside  the  question  of  convenience,  they  can  ttill 
do  a  whole  lot  better  by  buying  their  clothes  right  'J;  home.  An4 
the  way  they  learn  is  by  investigating  out  claim  to  'Match  Phiia- 
delphia'a  best  styles  and  beat  Philadelphia's  best  prices."  And  our 
line  of  New  Fall  Suits  for  Men  and  Young  Men  was  selected  with 
the  sole  purpose  of  demonstrating  this  fact  more  emphaticaU7 
than  ever.  We  were  never  before  so  successful  in  aasemblinf  a 
line  that  approached  so  near  to  perfection  in  the  three  essentiala 
of  good  clothes,  style,  fit  and  tailoring.  If  you  appreciate  dothea 
of  character  and  quality,  you'll  want  to  see  our  line. 

$10  to  $30  a  Suit. 

Ci.UenBeRrJLfuii/ft     \       i 
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Men  Are  Losing  Money 
Going  to  Philadelpliia. 

If  every  man  who  goes  to  Philadelphia  for  his  Fall  Suit 
will  come  here  and  let  u.i  chov/  him  how  ;nuch  better  he  could 
have  done  by  buying  at  home,  every  one  of  'cm  will  come  here  for 
his  next  suit.  But  the  best  plan  is  to  come  lure  first  ?nd  look. 
When  he  sees  the  style  .nnd  get-up  of  our  new  Fall  Suits  he'll 
not  think  of  going  to  the  city.  The  Suits  v/ill  appeal  to  him  and 
the  fair  pnces  we  ask  for  them  v/ill  close  tho  deal  right  there. 
Unusual  values  at  the  usual  prices,  $10  to  $30  a  Suit 

Ci.UenBeRrAfULL/N     f 


served  in  a  way  as  a  key.  We  had  never  exploited  it 
until  the  ai)pearance  of  the  booklet,  but  a  few  days  after- 
ward we  begun  to  have  specific  inquiries  for  this  line. 
Futhermore.  we  noticed  that  duplicate  orders  at  the  store 
after  tho  distribution  of  the  f)ooklet  were  largely  in  the 
goods  advertised.  And  our  aim.  after  all,  was  not  so 
much  to  gi't  immediate  direct  returns  as  to  have  in  the 
minds  of  ihe  men  of  West  Chester  a  distinct  impres.sion, 
that  would  connect  oiir  name  with  certain  standard  goods 
whenever  the  perusal  of  magaz'ine  advertisements  sug- 
gestcil  a   desire   for  (hem. 

So  much    for  "('lij)piims  from   the  Mag'a,zincs. "     Now, 
as  lu  the  second  way  in  which  we  utilized  the  accumulated 
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value  (if  niainifactiirers'  advertising.  Tiierc  are  Ihrec 
iiiontlis  ill  llie  year,  fri)Ui  (he  middle  of  February  to  the 
middle  di'  kSeplember,  when  business  is  always  slow. 
Seasonable  busiiie.ss  is  i)raetiea,lly  over,  clearance  sales 
have  spent  their  force  and  it  is  a  perplexing  matter  to 
keep  windows  and  newspaper  space  interesting.  Just 
aboiit  the  time  our  booklet  came  out  we  hit  upon  the  idea 
of  taking  some  advertised  article  of  national  reputation 
and  devoting  to  it  the  space  usually  unproducti\e  at  that 
time  of  the  year. 

Filling  in  the  Dull  Season. 

VV(^  made  the  cxiicriment  with  a  line  of  hos- 
iery that  is  advertised  in  all  the  magazines 
of  large  circulation.  The  makers  again  responded 
heartily  to  our  request  for  co-operation,  fur- 
nishing an  ami^Ie  supply  of  electroty])es  for  the  newspaper 
advertisements  and  cards  and  posters  to  give  the  window- 
display  a  distinctive  setting.  The  result  of  this  exi)eri- 
ment,  both  in  ca.sh  return  and  interest  aroused,  was  most 
gratifying  and  with  the  assistance  of  different  manufac- 
turers we  j)ut  ])lenty  of  variety  into  our  advertising  dur- 
ing those  two  dull  periods  of  tlie  y«ar. 

Headquarters  for  Standard  Goods. 

And  the  best  part  of  this  i)la,n  was  tliat  it  ac(|u.'iiiiled 
peop'e  «itli  the  advertised  brands  of  staple,  all  year-round 
goods  we  carry,  and  lo  wliicli  we  cannot  afTord  to  devote 
exclusive  use  during  the  busy  -seasons. 

Many  a  man  slopped  bcl'oi-e  our  windows  tlmsc  days, 
then  came  iu  and  liou[;-ht  with  the  exi)hinat'ion,  "I  have 
read  a  great  deal  aboiil  those  goods  and  have  oPlen  want- 
ed to  try  them,  but  I  never  knew  before  that  I  could  gel 
them  liere  in  town."  Carried  on  simultaneously  with  the 
"Clippings"  cam[)aign  thrcnigh  thte  mail,  we  believe  tha; 
this  ad\'ertisi]ig  of  slandai'd  goods  served  to  permanently 
identify  our  ishoj)  as  a  hcadquartters  for  first  (jiiality 
jirodiicts. 

1  have  said  that  our  second  jir(d)lem  was  to  overcome 
the  impression  prevalent  among  people  in  our  town  that 
we  could  not  (lui)licale  the  styles  and  prices  offere(l  in 
the  city.  Our  plan  for  accomplishing  this  was  a,  campaign 
of  education,  conducted  through  the  medium  of  our  news- 
paper space.  Two  advertisements  a  week  we  devoted 
exclusively  to  this  end — reasons  why  we  could  "match 
Philadelphia's  best  styles  and  beat  Philadelphia's  best 
prices. ' ' 

Through  these  semi-weekly  lessons  we  showed  local 
buyers  thai,  we  liad  access  to  the  same  markets  as  city 
merchants,  that  we  1)ought  the  same  clothes  from  the  same 
makers  as  they  did.  We  called  attention  to  the  difference 
in  the  cost  of  doing  business  in  Philadelphia  and  AVesf 
Chester,  to  the  fact  that  merchants  in  the  city  nnist  ask 
a  larger  pi'otit  lo  i)aiy  the  greater  expense  for  rent,  light, 
advertising  and  other  items.  With  all  these  things  true 
and  we  were  ready  to  prove  them,  there  could  be  no  (pies- 
tion  of  our  ability  to  undersell  the  city  stores.  To  all 
these  arguments  we  added  the  advantage  of  dealing  with 
a  store  iwithin  reach  when  aiuything  went  wrong  and  the 
savinig  in  time,  trouble  and  car  fare. 

Making  Use  of  Specific  Incidents. 

^^'e  soon  found  that  many  of  our  readers,  taking  note 
of  our  strong  assertions,  wanted  to  put  us  to  the  test  of 
comparison.  Such  ojiportunities  we  welcmned,  and  when 
we  had  demonstrated  to  a  doubtful  one  that  we  could 
make  good,  we  turned  the  fact  to  profit  by  telling  the 
public  about   it   through  the  newspapers. 


One  evening  a  man  drifted  into  the  store  and  said  he 
had  $20  to  spend  for  a  suit.  He  told  us  that  he  had  spent 
a  whole  day  looking  through  Philadelphia  clothes  shops, 
but  couldn't  find  a  single  suit  thai  entirely  pleased  him. 
In  ten  minutes  we  had  his  money  and  he  was  on  his  way 
home  with  a  suit  under  his  arm,  perfectly  convinced  of 
the  truth  of  our  claim.  And  next  day  we  related  that 
incident  in  our  advertisem'ent. 

On  another  occasion  a  man  came  in  wea,ring  a  suit  he 
had  bought  in  the  city  for  $2tj.  He  had  seen  one  of  our 
challenges  and  called  to  ask  us  to  match  his  purchase. 
We  recognized  the  brand  and  pattern,  went  to  the  case, 
pulled  out  the  same  identical  suit  and  showed  him  our 
price — $18.  We  converted  him  then  and  there  into  a 
customer,  and  next  day  we  told  his  story  in  our  adver- 
tisement, citing  him  as  one  more  man  who  had  lost  $7 
and  car  fare  by  investigating  our  claims  after  instead  of 
before  ho  bought. 

We  kept  an  eye  out,  too,  for  timely  bits  of  evidence 
to  prove  our  ca.se.  One  day  we  noticed  iu  a  haberdashery 
trade  paper,  this  item:  "Green  coat  sweaters  have  made 
their  bow  for  the  season.  The  line  was  introduced  by  a 
big  New  York  retailer."  It  happened  that  we  had  been 
selling  them  all  season.  So  we  made  capital  of  that  in 
next  day's  paper. 

Our  campaign  of  education  brought  results — 'big  re- 
sults. It  was  bound  to.  I'eop'e  couldn't  get  past  the 
.-traiulM  facts  we  presented,  because  we  never  made  a 
statement   we  couldn't   back  up  if  we  were  called  upon. 

We  have  been  carrying  on  the  campaign  now  for  over 
a  year.  And  we  know  absolutely  that  we  have  scored 
oui-  point.  We  have  among  our  regular  customers  to-day 
men  who  nevci-  before  thought  of  buying  clothes  iu  West 
Chester.  We  have  C(Uivinced  them,  evidently,  that  we 
can  give  them  quality,  service  and  prices  that  warrant 
llieii-  doing  business  at  home.  It  was  a  stiff  pull  and  w.? 
realized  all  along  that  we  were  fighting  a  situatiim  that 
worries  every  small  town  retailer  in  the  country,  whom 
( II  rnmstance  has  given  the  same  geographical  handicap. 
P>iil  we  have  won  our  own  community  through  a  fact  de- 
monstration, and  the  man  who  has  accomplished  this  has 
a  firm  hold  on  future  trade. 


Curry  Bros.,  of  Saskatoon,  have  leased  the  Richard- 
Son-Butler  block  in  that  town  and  will  open  a  dcpait- 
mont  store.  This  will  be  in  addition  to  the'ir  present 
business. 

Three  hundred  and  fifty  employes  of  the  Smith 
Cariiet  Works,  Yonkers,  N.Y.,  received  $1,000  each, 
devised  to  them  in  the  will  of  the  lato  Mrs.  Eva  Smith 
Cochrane,  daughter  of  the  carpet  shop  founder. 

Peter  J.  liooney,  traveler  for  Robert  Darling  &  Co., 
died  .Tunc  14,  at  his  home  in  Toionto.  Deceased,  who 
was  in  his  .^Ith  year,  was  a  native  of  Scotland,  coming 
to  Canada  when  seventeen  years  of  age.  Prior  ta  accept- 
ing employment  with  Darling  &  Co.  he  was  with  Fitz- 
gibbon  &\  Co.,  Montreal,  and  Nicholas  Rooney,  Toronto. 

Speaking  at  a  luncheon  given  by  the  wholesalers  of 
Vancouver,  to  the  commercial  travelers,  Henry  A. 
Stone,  of  Gault  Bros.,  said  he  was  able  to  say  that  the 
United  Commercial  Travelers'  Association  had  done 
much  good  for  the  wholesale  men,  since  the  cause  of  one 
was  the  cause  of  the  other.  Reso'lutions  ask'ing  for  ir- 
ductiotis  in  transportation,  excess  bag-gfasre,  transfer, 
livery,  transfer  and  hotel  rates,  and  better  hotel  accom- 
modation were  passed  unanimously. 


Interesting  Processes  Employed  in  Making  Linoleum 

A  Canadian's  Visit  to  a  Modern  Linoleum  Mill  in  Kirkcaldy, 
Scotland  How  Raw  Materials  are  Prepared  Printing  by  Blocks  and 
Machinery    Description  of  Different  Departments  in  Large  Manufactory. 


VKliY  iil'Icii  llic  cha.i'g'e  is  made,  but  not  always 
jiisliliahly,  (hat  the  Canadian  merchant  does  not 
i'auiiliai-ize  himself  as  closely  as  he  sliould,  with 
origins,  materials  and  processes  of  manufacture 
(if  the  lines  n  presented  in  his  stock.  Needless  to  say, 
ri'(nn  carefully  prepaa'ed  descriptions  along  these  lines, 
the  merchant  is  \'ery  nfleu  enlightened  upon  matters  which 
pre\-iously  lie  knew  very  little  aLunt,  and  is  enaljjed  in 
thai  way.  to  Uike  a  keener  and  more  intelligent  part  in 
the  buying  and  selling  of  goods.  That  certainly  is  an 
insigniticant  depairtment  which  contains  nothing  worthy 
(he  considci'ation  of  the  merchant  or  employe  who  is 
any  degree  studiously  inclined. 

Ill  the  iKnisefui-nisliing  department,  prol)ably  one  of 
llie  niiist  interesting  subjects  is  the  manufacture  of  lino- 
leum.   Recently,    a    Canadian    business    man    favored     The 


cally  all  i)art.s  of  the  Continent.  St(K-.ks  of  cork  shavinK'.^ 
are  ground  between  heavy  stones  to  a  tine  Hour  which  is 
afterwards  mixed  with  the  cement. 

Covering  the  Backing. 

To  fnllciw  the  different  proci  .-ses  in  linoh.'uin-ma.king 
one  must  ))egin  at  the  lop  llimr.  'I'he  cork  flour  is  cnn- 
\eyed  to  this  part  t)y  meaM>  of  elevators,  aiul  here  the 
Cork  and  cement  in  cei'lain  pi'oportions  are  put  into  a 
mixing  machine  along:  with  coloring  matter — red,  blue, 
green  or  brown,  etc.  Thus  the  cork,  the  color  and  the  c;il 
are  all  traveling  together  through  mixing  machines  to  the 
floor  beneath,  and  from  there  to  still  another  floor  lower 
down  where  it  reaches  the  rollers,  under  which  the  Hes- 
sian or  backing  is  waiting  ready  to  receive  its  surface 
cohering.    The   main    rollers   are   several   tons   in    weight. 


Tlie  Stock  Room  of  a  Modern  Linoleum   Factory. 


Review  with  an  instructive  account  of  his  visit  to  the 
works  of  the  Fife  Linoleum  Co.,  in  the  "Lang  Toon  o' 
Kirkcahly,"   Scotland. 

Oxidizing  the  Oil. 

Large  fjuantities  of  linseed  oil  are  required  in  tlie  man- 
ufacture of  linoleum,  and  this,  the  writer  points  out,  is 
stored  in  huge  tanks.  Preparatory  to  beins-  oxidized,  it 
is  boiled  and  then  pumped  into  the  oxidizing:  house,  where 
it  is  poured  over  long  strips  of  thin  cotton  sheeting  hung 
vertically  all  along  the  house.  This  drenching  is  repeated 
every  day  until  the  sheets  are  coaited  with  oil  to  the 
thickness  of  three  (piarters  of  an  inch  to  one  inch,  and 
this  process  takes  from  four  to  five  months.  The  oil  is 
then  known  as  oxidized  oil. 

In  the  cement  room  this  oil  is  converted  into  what  is 
technically  called  cement,  the  process  being  that  of  boiling 
t-he  oxidized  oil  in  a  huRe  kettle,  mixing  with  it  Kauri 
gum.  resin,  etc.  When  sufficiently  boiled,  the  mixture  is 
rim  off  into  vats,  a  thicker,  bulkier  and  darker  oil.  When 
cold,  this  is  cut  up  into  squares  and  stored  away  to  mature 
for  a  few  weeks. 

Another  important  ingredient  in  the  manufjcture  of 
linoleum  is  cork.     This  is  imported  in  hales  from  practi- 


so  one  may  imagine  that  the  above  mixture  nnist  be 
well  pressed  in  to  the  backing  with  this  weight  of  metal 
rolling  it  on.  The  color,  oil  and  cork,  so  pressed  and 
then  rolled  around  steel  rollers,  is  ready  for  printing. 

Intricacies  of  Block  Making. 

The  block-making  department  is  an  exceedingly  in- 
teresting section  of  a  linoleum  factory.  Here  the  work- 
men are  engaged  in  making  IS-inch  square  blocks  for 
the  printing  of  the  various  designs.  Some  of  the  pat- 
terns require  three  blocks  and  some  require  as  many 
as  six  or  eight;  the  number  depends  entirely  on  the  dif- 
ferent colors  necessary  for  the  individual  design.  What 
appears  to  be  an  incalculable  number  of  pieces  of  brass 
wire.  ab(Uit  one-eighth  to  one-quarter  inch  in  v;idth,  is 
used  in  some  of  these  blocks.  On  one  block  there  were 
no  fewer  than  10,000  pieces,  while  upon  another  there 
were  30,000.  the  number  varying  accm-ding  to  design. 
To  the  lay  mind  it  is  somewhat  difficult  to  comprehend — 
an  IS^nch  square  block  with  .10,000  pieces  of  brass 
driven  into  the  wood  one-eighth  of  an  inch  and  standing 
.nhove  the  woml  the  same  distance.  Not  one  of  the^e 
pieces  must  be  a  fraction  higher  than  its  neighbor  and 
not  one  must  be  lower,  but  all  on  the  most  exact  level. 
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Think  of  the  Ten  Most  Successful 


dry  !4()()<ls  meivliants  in  ('Uiiada 
(luring  tlu>  last  OO  years.  Nine  of  them 
in  all  ])r()l)al)ility  Ixjuglittlie  gi'eat  bnlk 
of  their  goods  from  the  house  of 'Fohn 
INfacdonald  and  Company,  Limited. 

This  is  not  a  eoineiilence.  It  is 
simply  that  the  fai'-seeing,  enter] )rising, 
successful  merchants  have  found  that 
they  can  get  l)etter  ^■alue  and  better 
service  from  that  house  than  from  any 
other. 


This  conti-ibnting  to  tlie  pros- 
})ei'ity  of  Canadian  drygoodsmen  has 
become  a  habit  with  us.  We  have 
been  at  it  so  long  that  we  do  it  well. 

At  the  same  time,  ])ast  traditions 
have  no  place  in  our  present  day 
achievenuMits  beyond  tlie  evei'-dominant 
detei-mination  to  maintain  tlie  reputa- 
tion for  business  integrity  andgenenms 
treatment  which  has  always  character- 
ised this  house. 


Theii"  judgment  in  tliis  import- 
ant mattei'  of  buying  is  largely  respon- 
sible for  their  success. 


Which  means  that  this  reputa- 
tion is  l)eing  strengthened  daily. 


ricusc  mention  flic  Kcvici^'  to  Advertisers  and  Their    Tra:'e!er, 
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Your  Interest  In  This  House 


is  <|uit('  naturally  confined  to  a 
consideration  of  wliatwecan  do  to  help 
you  build  up  a  successful  business  ;  one 
wliich  will  give  you  the  maxinuun  of 
profit  and  your  customers  the  maxinuun 
of  value. 

We  are  j^n^pai'ed  to  do  this  in 
t\\'o  ways. 

By  giving  you  ti?nely  novelties. 

By  better  staple  values  than  you 
can  get  anywhere  else. 

These  two  features  constitute 
the  sum  of  mercantile  success,  as 
applied  to  dry  goods.  Of  course  it  is 
easy  for  any  house  to  say  it  can  give 
you  these,  l)ut  we  want  you  to  make  us 
prove  that  we  can  do  it. 

Our  facilities  for  keeping  in 
close  touch  with  the  newest  style 
tendencies  are  such  that  as  soon  as  a 
new  fal)ric  of  promise  is  introduced  we 
know  it.  Our  customers,  however,  are 
not  induced  to  l)uy  a  thing  simply  be- 
cause it  is  new.  Its  adaptal)ility  to 
Canadian  requirements  is  always  con- 
sidered. 


Foi'  moi-e  than  half  a  century 
tlu!  house  of  John  Macdonahl  &  Co. 
has  led  Canada  in  Sta])les.  This  is  tlie 
i-esult  of  close  co-operation  with  the 
leading  mamifacturers  of  these  goods, 
both  in  Canada  and  abroad.  Several 
of  thes(>  manufacturers  give  us  the  con- 
trol of  their  outj)utfor  Canada. 


These;  are  some  of  the  considera- 
tions u])on  which  we  base  our  claim  of 
a  superioi'  all  around  service. 


They  are  also  good  reasons  why 
you  should  see  our  travelers  and  our 
goods  for  Fall  business. 


We  were  the  pioneers  in  establish- 
ing a  Special  Tetter  Order  Department. 
Its  splendid  success  is  the  i-esult  of 
satisfactory  service  to  the  retailer.  Our 
Letter  Order  ))uyei's  are  as  careful  of 
your  interests  as  if  they  bought  for 
themsehes.  They  are  l)uying  for  them- 
selves, because  their  positions  de[)en(l 
upon  their  ability  to  please  you.  Try 
us  with  a  sample  oi'der. 


John  Macdonald  &  Co. 

TORONTO 


LIMITED 


I'lcasc  iiicntioii  I'hc  Review  to  .Idvcrliscrs  and  'I'licir    Traveler. 
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WliPii  all  of  the  pieces  are  in  position,  the  workman  takes 
a  file  and  p:augc,  and  ag'ain  goes  carefully  over  the  whole 
burfaeo  until  every  piece  is  absolutely  correct. 

Paint  Smooth  as  Butter. 

In  the  paint  used  for  linoleum  printing  there  must 
not  be  one  particle  of  grit.  Tlie  2)aint  shop  is  equip- 
ped with  machinery  by  which  the  dry  color  is  ground 
in  oil  as  smooth  as  butter — a  process  by  no  means  easy 
or  simple.  Here  the  mixing  is  done  and  tlie  various 
shades  must  be  as  near  perfect  as  possible.  The  man 
in  charge  of  this  department  must  be  an  expert.  It  de- 
volves upon  liini  to  see  that  no  colors  that  are  poor  or 
defective  in  any  way  a,re  employed  in  the  printing  pro- 
cess. 

Printing  Blocks  by  Hand. 

The  tables  used  in  hand-printing  with  the  18-inch 
blocks,  ai'e  abnut  14  feet  long  and  about  35  inches  wide, 
and  u]ion  them  is  laid  the  linoleum  after  it  is  taken 
from    the   rollers.      These   pieces   are   laid    as   closely   to- 


actly  the  same  way.  The  boy  attending  these  two  print- 
ers has  to  see  that  the  colors  are  ready  as  wanted.  One 
man  nniy  be  working  in  red,  his  mate  comes  along  with 
green   or   white,   etc. 

Applying  Different  Colors. 

'There  is  no  waiting  on  the  part  of  'either  one  or  the 
other,  or  for  the  paint  to  dry;  tbey  go  ahead  on  wet 
paint  left  by  their  mate  as  if  tlie  stuif  had  been  dry  for  a 
fortnight.  Of  course,  as  there  is  no  overlapping  of  de- 
signs there  is  not  much  danger  of  one  man  smearing 
another's  work.  AH  of  the  red  coloi-,  for  example,  never 
mind  where  it  may  com'e  in  the  pattern,  is  put  on  by  the 
one  block,  all  the  green  by  another,  and  so  on.  The 
ground  is  always  clear  for  each  block  as  it  comes  in 
succession  to  the  last.  After  the  printers  have  completed 
the  pattei-n  straight  along  the  whole  length  of  the  table, 
the  guides  are  shifted  and  the  linoleum  moved  away 
from  them  over  the  table  towards  the  far  side,  and  when 
they  have  completed  a  piece  of,  say,  25  yards  in  length. 


Hand   Printing  with   18-inch   Blocks. 


gether  as  possible  so  tha.t  no  space  may  be  wasted — on 
the  far  side  of  these  tables  is  a  slit  in  the  floor  about  30 
inches  wide,  through  which  the  printed  linoleum  is  car- 
ried  t'o   storage  wells  underneath. 

Two  men  with  a  boy  always  work  together  at  print- 
ing these  linoleums.  After  the  goods  are  firmly  fixed 
by  a  long  board,  which  is  called  a  guide  or  ruler,  the 
first  printer  ta.kes  up  No.  1  block  and,  after  seeing  that 
it  is  perfectly  clean,  places  it  on  a  huge  paint-covered 
pad,  first  one  way  and  then  the  other,  to  make  sure  that 
the  copper  wire  has  been  evenly  covered  all  over.  Tak- 
ing this  block,  he  turns  round  and  first  places  it  against 
the  guide,  then,  wlien  it  is  resting  evenly  upon  the  lino- 
leum, he  reaches  v.p  a,tid  jiulls  a  press  along  over  the 
block.  This  press  has  two  arms,  which  come  down  and 
rest  up(ni  it,-  and  by  simply  pulling  a  handle  he  i)uts 
pressure  upon  the  block.  Releasing  it,  he  swings  the 
two  arms  to  the  other  sides,  repeats  the  process,  and 
then  lets  go.  Now  he  lifts  tbe  block  and  again  pats  it 
on  the  pad,  for  more  paint,  goes  on  to  the  next  square 
of  ]S  inches,  and  repeats  his  first  performance.  His 
mate,  as  soon  as  he  has  done,  takes  the  next  block  and 
follows  his  work  through  in  filling  out  the  design  in  ex- 


the  line  moves  over  the  table,  as  described,  and  falls 
through  the  floor  into  a  huge  well  about  fifty  feet  deep, 
There  it  hangs  for  the  time  being  to  be  eventually  put 
into  the  stoves  to  be  thoroughly  dried  and  made  last- 
ingly durable  for  wear. 

The  above  is  the  process  cmpli.iycd  in  haiid-|iiinl  iiig. 
Printing  by  machine  is  d(nie  practically  along  the  same 
lines,  so  far  as  it  requires  dift'crent  color  boxes  and  dif- 
ferent design  plates. 

Printing  by  Machine. 

The  printing  machine  is  one  of  the  most  modei-n  em- 
ployed in  this  kind  of  work  to-day.  A  roll  of  linoleum, 
ready  for  printing,  is  placed  at  the  front  of  the  machine 
and  the  end  of  the  roll  is  attached  to  an  endless  steel 
band,  which  carries  the  cloth  underneath  the  printing 
blocks.  These  are  firmly  fixed  to  the  machine  at  equal 
distances,  and  are  raised  and  lowered  by  means  of 
springs.  The  color  is  supplied  to  them  by  color  boxes, 
which  are  made  to  travel  backwards  and  forwards  un- 
derneath the  blocks.  The  machine  shown  in  the  illus- 
tration has  11  colors,  but  any  fewer  number  of  colors 
may  be  printed  by  it  fhrougli  simply  throwing  the  blocks 
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not  required  out  of  gear.  As  the  cloth  travels  through 
the  machine  on  the  steel  band,  it  receives  the  color  fi-om 
the  various  blocks  as  it  passes  under  them,  and  emerges 
at  the  other  end  bearing  the  completed  pattern,  and  is 
then  draavn  into  a  lieating  stove  to  'be  dried  and  season- 
ed. Tlie  Fife  people  have  a  considerable  number  of 
these  stoves,  capable  of  holding  a  largo  amount  of  lino- 
leum at   one  time. 

Stoving  the  Linoleum. 

Stoving  linoleums  is  a  very  important  branch  of  the 
manufacture.  The  pieces  must  be  kept  at  a  given  tem- 
I)erature  for  a  ctrlaiii  number  of  days,  as  goods  placed 
on  Iho  market  under-stoved  arc  always  inferior,  and 
last  a  much  shorter  time  tlia.n  tiuise  that  ai'c  given  llic 
full  amount  of  seascming  neccssai'y  for  the  liai  ilcning  of 
(lie  paint  and  body  of  the  cloth. 

Trimming  and  Packing. 

After  tlie  goods  have  been  stovcd  foi-  the  allot  tod 
time,  they  are  taken  out  and  tlic  erlges  trininied,  either 
by  hand,  or  by  special  machines  made  fur  the  jjuiixisc 
Liniilcum.  wlicn  printed,  always  lias  an  eilge  oC  plain 
cloth  showing,  the  i-eascm  of  tliis  being  that  if.  say,  it 
is  an  8-4  width — the  cloth  backing  is  always  wider  than 
two  ya,i-(ls — about  "•  ^  '"  1  ''"'h  remains  on  either  side.  If 
the  manufacturers,  when  pnttine:  the  surface  on  the  cloth, 


chants   have  agreed   to   try   and   eliminate   extieme    cuts 
during  tlio  coming  season. 

At  recent  meetings  of  the  heads  of  the  glove  depart- 
ments and  proprietors  of  retail  establishments,  the  plan 
of  disposing  of  suri)lus  stocks  to  other  retailers  instead 
of  putting  them  on  sale  at  a  sacrifice,  was  discussed  and 
met  with  approval.  This  has  been  tried  in  other  cities 
and  found  successful.  Sacrifice  sales  always  hurt  other 
dealers  and  during  the  coming  season  Twin  City  re- 
tailers w'ill  endeavor  to  get  along  without  so  many  of 
them  and  to  build  up  their  glove  business  on  a  more 
Ijrofitablc  basis. 

The  public  in  this  section  are  being  educated  to  tho 
economy  of  l)uyine'  better  ghwcs.  This  has  worked  out 
to  the  considerable  benefit  of  retailors  during  the  past 
year.  Less  choap  stock  is  being  ordered  each  season. 
Stores  which  have  continued  to  handle  cheaper  lines 
have  found  their  trade  slowly  but  surely  droi)ping  off 
and  those  who  have  heretofore  clung  to  the  idea  that 
to  ho  successful  tho  tflovo  department  must  include  a 
lai>;o  assortment  of  cheap  g(jods  in  both  women's  and 
childien's  k-Iovcs,  will  for  the  Fall  and  Wintei',  change 
their  tactics  and  buy  better  goods. 
^ 

Hon.  .foscpii  Rosaiic  Thihaudeuii,  sherilT  r)f  Mr)nti'eal, 
who    (lied    suddenly    Juno    Hith,    fii'st    entered    commercial 


Prinling  linoleum   by  machine.    The  plain  cloth   is  ted  into  the  press  at  one  end  and  emerges   printed    from 
the  other.     Eleven  colors  are  being  used  on  this  press. 


only  used  a  li-ynrd-wide  liessian  or  backing,  with  the 
nii.xture  of  oil,  cork  and  color  going  on  warm,  the  cloth 
would  shrink  about  IV2  to  2  inches.  Therefore,  to 
obviate  this  they  always  have  the  backing  about  two 
yards,  three   inches  wide  to   start   with. 

In  the  packing  of  linoleum,  poles  are  inserted  in  the 
centre  of  each  roll,  and  a  piece  of  tissue  paper  very  often 
covers  the  entire  surface  of  the  pattern,  so  that  in  ship- 
ping, etc.,  the  surface  is  safe  from  any  unnecessary 
friction   or   scratcliing. 


Retailers  to  Co-operate. 

The  retailers  of  Minneapolis  and  St.  Paul  are  co- 
operating to  a  greater  extent  this  Summer  than  hereto- 
foie  to  make  glo\c  departments  i)rofitable  sections  of 
their  stores.  They  liaxe  atrreed  to'  assist  each  other  mit 
in  the  matter  of  disposins-  of  surplus  stocks,  job  lots, 
etc.  Special  sales  are  to  be  liona-tide.  The  dealers 
realize  that  so-called  i-ut -price  sales,  with  the  g-oods 
marked  up  and  then  put  nn  tiie  bai'K'aiii  counter,  aic 
detrimental  to  the  business  in  general.  Prices  wero  cut 
to  a  great  extent  during  the  past  season  and  local  met- 


lifo  as  a  member  of  the  wholesale  dry  j^-oods  firm  of 
Thibaudeau,  Thomas  &  Co.,  becoming  eventually  head 
of  the  firm  of  Tliibaudeau,  Keliveau  &  Thibaudeau.  His 
family  immi^'iatod  originally  from  France,  settling  in 
Acadia  in  17Sf)  and  removing  thence  some  time.  later  to 
Hie  Province  of  Quebec.  He,  was  a  prominent  figure  in 
Montreal  commercial  circles,  and  had  much  to  do  with 
lailway  undei  takiiiKs.  He  was  called  to  tho  Senate  by 
tho  Karl  of  Dnfferin  in  187S,  and  was  sheriff  of  Montreal 
from   1890. 

In  order  tf)  make  their  ( 'iist.(vmers'  Deixisit  .Account 
r"epartment  better  known,  and  to  encourage  those  who 
have  never  tried  it,  the  Paquet  ('o.,  Quebec,  are  giving 
away  in  one  month  $500  in  cash  to  new  customers  open- 
ing accounts.  The  distribution  of  cash,  it  is  pointed 
out  commenced  on  .Tune  12th.  Every  customer  opening 
a  new  Cusromer's  Dejjosit  Account  im  or  after  Satui-day, 
.June  12th,  V.m),  was  given  credit  for  tlie  sum  of  fifty 
cents,  on  condition  that  not  less  than  -fLfjO  j.s  deposited, 
to  make  u|)  the  sum  of  ■l^.'i.OO,  with  the,  understanding 
that  this  balance  must  be  left  for  at  least  one  month. 
Five,  per  cent,  interest  is  paid  on  deposits. 


Building  One  of  the  World's  Greatest  Stores  to  Order 

How  the  Self  ridge  Store  in  London,  Eng.,  was  Planned  and  Created 
—  Business    that    Began    Big,    thus   Reversing    a     Foremost     Precept. 


From  System. 


IN  a  small  suite  of  nffices  <in  Oxford  Street  in  London, 
a  business  builder  has  been  planning  for  twc  years 
Planninji'  the  opening'  of  a  retail  store  which  should 
stand  among  the  world's  greatest  on  the 'first  day 
of  its  existence — working  out  one  by  one  the  problems  and 
details  of  its  one  organization  and  policy:  that  has  been 
Gordon  Self  ridge's  two  years'  work.  And  his  plans 
culminated  recently  in  the  opening  of  Selfridge  and 
Company,  Limited,  to  London's  buying  public.  The  ex- 
perience in  business  and  retailing,  on  the  basis  of  which 
Mr.  Selfridge  planned,  is  t'lie  first  stage  in  this  story  of  a 
business  built  to  order.  Twenty-five  years  ago  Mr.  Self- 
ridge came  from  a  country  A-illage  to  the  city  of  Chicago. 
He  started  in  a  retail  store  as  an  office  bov,  a  few  years 


H.  GORDON  SELFRIDGE 
Founder  of  the  great  London  Siore  of  Selfridge  &  Co. 

later  he  was  manager  of  the  store  and  ten  years  after  that 
l:c'  was  r  imager  and  partner  of  the  worll's  ;;r'.^ivt(;-i  ic- 
tail  institution — the  house  of  Marshall  Field  .tuI  Coni- 
P'  nv  in  Chicago. 

There  he  handled  a  store  occupying  over  tliiiiy  acres 
of  floor  space;  whose  annual  turn  over  was  said  to  have 
reached  the  grand  total  of  $50,000,000;  whose  number  of 
employes  approached  the  ten  thousand  mark.  He  built  up 
not  only  the  world's  greatest  retail  institution,  but  the 
world's  most  distinctive  store — the  store  which  has  de- 
va'oi)ed  retailing  to  the  highest  plane. 

This  M'as  the  basis  of  experience  behind  Mr.  Selfridge 
when  he  determined  two  years  ago  to  open  a  great  re- 
tail store  in  London.  The  initial  step  was  to  determine 
the  policy  of  the  store.  First  and  foremost  had  to  be 
emi)lKisized  that  the  Selfridge  store  was  an  English  store, 
designed  to  ai)peal  to  the  Knglish  public,  manned  by  an 
English  staff.  K  was  not  an  AmiMJcan  dry  goods  store 
set  down  in  London. 

Mr.  Selfridge  has  never  been  a  narrow  merchant.  He 
had  bought  and  sold  the  products  of  the  entire  world;  he 


had  bought  from  people  of  all  nationalities;  he  had  sold 
to  people  of  all  classes.  So  first  he  studied  the  condi- 
tions of  the  field  he  was  to  enter;  the  market  and,  most 
important  of  all^  the  national  characteristics  of  his  pros- 
pective clientele.  Every  city  has  its  different  business 
customers,  its  own  type  of  buying  pubHe.  By  observation, 
by  study,  the  mei'chant  must  grow  to  know  what  the 
public  in  which  he  is  concerned  likes,  what  the  might 
prefer,  what  they  have  been  accustomed  to;  he  must  grow, 
in  a  word,  to  be  one  of  the  public  himself. 

What  perhaps  is  the  prime  principle  of  his  policy,  Mr. 
Selfridge  expresses  this  way:  ''Get  the  confidence  of  the 
public  and  you  will  have  no  difficulty  in  getting  their 
patronage.  Inspire  your  whole  force  with  the  right  spirit 
of  service;  encourage  every  sign  of  true  si)irit.  So  dis- 
play and  advertise  wares  that  customers  shall  buy  with 
understanding.  Treat  them  as  guests  when  they  come  and 
when  the  go,  whether  or  not  they  buy.  Give  them  all  that 
can  be  given  fairly  on  the  principle  that  to  him  that  giveth 
shall  be  given.  Romeniber  always  that  the  recollection  of 
quality  remains  long  after  the  price  is  forgotten.  Then 
your  business  will  prosper  by  a  natural  process." 

Confidence  the  First  Essential 

No  phase  of  business  policy  is  so  imjjoi'tant  as  this 
one  of  gaining  the  confidence  of  the  buyer.  To  do  this. 
every  act  must  he  absolutely  sincere;  every  article  nnist 
paiallel  its  claim;  every  advertisement  must  describe 
without  exaggeration.  Not  alone  the  executives  must  be 
honest,  but  every  clerk  nuist  be  honest  and  careful.  Mr. 
Selfridge  himself  tells  the  story  of  how  the  necessity  of 
watching  honesty  in  little  things  was  impressed  upon  him. 

"When  1  was  a  boy,  and  newly  entered  to  my  fii'm,  1 
was  tc.!d  to  make  out  a  bill  against  a  railroad  company 
for  some  .sheeting  damaged  in  transit.  A  few  days  latei- 
my  chief  sent  for  me. 

"  'Young  man,'  he  said,  'you  have  done  siunething  I 
want  you  never  to  do  again.  The  l)ill  you  nuide  out  should 
have  been  for  t^he  cost  of  the  sheeting  to  us;  not  for  our 
selling  price. ' 

"The  small  difference  never  would  have  been  dis- 
covered by  the  railroad  company,  and  many  merchants 
Would  have  considered  it  legitimate,  for  it  would  hardly 
cover  our  expense  in  insurance  and  handling.  But  I  have 
never  forgotten  the  .justice  of  my  old  chief's  i-eprinuind, 
and  the  wisdom  of  his  words." 

Because  of  his  anxiety  to  serve  his  clientele  and  in  the 
light  of  his  twenty-five  years'  experience  in  the  possibili- 
ties of  retail  development,  many  innovations  unkown  to 
the  British  shopper  will  mark  the  Se' fridge  service. 
English  stores  are  from  first  to  last  "salesrooms."  No 
individual  is  welcome  there  unless  he  or  she  has  some- 
thing to  spend  and  wants  to  spend  it.  They  are  closed 
houses  to  the  general  )>ul)Iic,  and  to  return  a  purchase 
to  one  of  these  stores  is  lo  court  trouble  unless  you  'have 
some  specially  good   reason   to  olfer. 

On  these  two  points  at  least,  Selfridge 's  service  will 
he  (lifferenf.  "The  open  ,I.H,r"  will  be  the  first  ju'inciple. 
"Money  bac4v  without  (piestion"  will  be  anolhcr.  i'oinls 
of  this  kind  will  distinguish  the  store  s<.rvice  over  the 
general  retailing  methods  in  force;  but  the  service  geu- 
erally  will  be  English. 
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SI 


is  hciiii;-  liiisi  ii'iid'd.      llr  qiinlcs  this  siiyiim'  i>\'  llir   liiili:iii- 
llinl   liciirs  nil  I  his  |Kiiiil  : 


A    l)c;iiitiriil   lidiiic,  nil  criiciciil    shilT,  ;\     iifiTccI      stdck.       lidii  .if  llic  ovci'lii'nd  :uil<miiilic  si.rinklcr  syslctii;  (ire  liy- 

will    II. )|    will    (li\iilcii(ls   ir   llic   CMiiiliilciicc   ol'   llic   public    is       (Irjinls  nii    llic    l:iii(iiiiii's   nl'  cjicli   nf   tlii'      live   iiiaiii      stair- 

iiiil    iil)laiii('il.      Mr.    SrHVidtic    IkiMs   I1i.-i(    IIw    iiinsl    cxpiMi-       cases. 

si\c   and    drsi  nicl  i\c    Ihiiii;-  a    iiicrcliaiil    can    dn    is    In    I'linl  .  ,         ,  ,       ■      ■,     - 

,1  ,  ,.  ,1       I,,.        ,|       ;,,,,,,.,.,;    ,,    ii,.,i    i,„  ('(iii\ciiiciici.   in  lilllc   lliinus  liaslx'cn     ciiipliasizcd     in 

Ihc    |)iil)lic   or   c\('ii    uivi'    llic    iMiscr    llic    iin  hc^^kmi    llial    he  ^  '  . 

III,.   ( sinictidii.  I'lvcn    lli.uiuli    Oxinrd    Slicd.    llic   main 

fruiil    of   the   slore,   shipcs     consi(hM'al)ly,      the      cnlranoos 
have  been   arraii.ucd   thai    no  slcps  occiii'  anyw  licri".     Nine 
"If  while  man   fool    Indian  once,  shame  on   while  man.       |.||.„,^,   (.j^.^.^.j^,   ]ifi^  ^^.yy^,  cnslomers.      A    uravily   conveyor 
If  he   fool    Indian   I  wice,  shame  on    Indian."  carries   o-oods    fi'om    (lie   uiiper   lloois    lo   the    haseineiit    for 

quick    dislribidion    and    pa(d<inu',        IJeslanrants,      retirinir 
Building  the  Store  btructure  ,.,,,,,,,^_  accomniodali.nis.  are  accessible  lo  all   palrons. 

Tlic    jwdicv    (leteiniined     the   iie.xt    step   wjvs    to   build    a 
lum.e    for   the    Inisiness.      And   bere.   loo,   aside      from    tlio  '''I"'   l''=>'"^   ""^•''   'U't-'nuined    and    the   .ur..un.l    leases  <.f 

exireme   mo.lernn..ss   of  constructi.m   and      speed      records       "'i'   ^i'«    scH-urod,    the    xvoik    .,f   construcd.m    was    .lone    .n 
broken  in  buildiie^  it,  the  constant  end  in  view  was  service       '•'■''"'■'^   *'"»'•     I"   '^   I'""''    '''^^   """•   '^   >-^^="'     ""^     l>ml.l.n- 
to  the  customer.      Here  is  a  buildin-  which   covers   nearly       "''^   '■''="'>■   I'"'  "<-<'"P:"i<'.v. 
Ihe   entire   area    id'   a    cil\-    blo(d<,    faciiiu'   on    three   streets. 
Its   li\'e  stories   rise   to   the   limit    (d'  hei,L;'lit    allowed  by  tlie 
liondon    ('oniit_\'    Council.  Down    three    more    stories    it  In    the    meantime    the    plan    of   oruanizal  i(m    was   l)einn; 


Building  the  Plan  of  Organization 


Mr.  Selfridge's  Chart  of  Organization. 


extends  to  a  lofty  basement  under  the  wliole  building-;  to 
a  second  basement  for  wareliousiiiij'  under  half  the  area; 
and  to  the  jiower  plant  and  matdiinery  rooms  still  lower 
in  the  third  basement. 

Tn  the  photogTaph  of  tlie  architect 's  drawing-  the  con- 
veniences of  the  structure  are  not  so  evident  as  its 
beauty.  The  large  j)late  glass  windows  on  the  ground 
floor  allowing-  elahorate  displays  for  the  inspection  of  the 
public,  are  the  largest  in  the  world.  The  large  windows 
on  the  upper  floors  give  the  maximum  of  light,  always  of 
such  great  aid  to  the  retail  buyer.  In  the  interior  are 
five  wide  main  staircases  built  of  concrete,  adequate  for 
emergencies.  The  store  is  fireproof:  steel  frames;  walls 
of  brick;  floors  of  concrete;  a  huge  concrete  I'etaining 
wall  around  the  whole  structure;  the  building-  divided 
into  sections  by  i>arty  wall  which  would  confine  fire  with 
five    hundred    aiilomalic    fii-e    doors,    a    conqdete    iustalla- 


determined  and  its  perscninel  gathered.  The  first  step 
was  dejiartinentalization. 

On  the  wall  of  Mr.  Selfridge's  office  hangs  a  chart. 
It  resembles  the  pedigree  of  a  gigantic  family.  It  is 
labelled  "Chart  of  Organization."  Mr.  Selfridge  says: 
"It  stands  for  system.  It  represents  a  big  retail  em- 
porium scientized — a  word  as  yet  in  no  dictionary." 

At  the  head  of  the  organization  is  Mr.  Selfridge.  the 
managing  director.  Under  him  the  business  is  divided 
into  seven  departments  with  seven  managers — manager 
of  merchandizing,  manager  of  counting  house,  manager  of 
the  selling  staff,  manager  of  expense,  manager  of  letter 
orders,  manager  of  systems,  manager  of  building 
and  equipments.  The  endeavor  in  this  organization  chart 
is  to  make  system  play  its  vital  part  in  the  nniuagement 
of  the  entire  business:  to  miss  the  placing  of  no  detail; 
to  leave  no  thing  just  to  ha])p:'n;  and  (o  concentrate  all 
I'esponsibilify. 


s^ 
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The  managers  of  these  seven  departments  eomprise 
the  council  of  administration.  On  this  executive  council 
will  devolve  the  entire  management  of  the  business. 

"I  belive  that  no  part  of  an  organization  should  be 
dependent  on  any  one  man,"  says  Mr.  Selfridge.  "If  I 
am  taken  ill  or  fall  out  for  any  other  cause,  the  business 
should  not  suffer  in  any  way  for  my  absence." 

This  principle  applies  to  the  whole  organization. 
Nothing  will  depend  on  any  single  individual  in  the  Self- 
ridge organization,  therefore,  every  responsible  head  will 
have  a  competent  under-study  ready  to  fill  his  shoes 
should  he  fall  out.  The  council  of  administration  will  be 
permanent,  vacancies  being  filled  by  the  remaining 
members  as  they  occur.  Of  the  present  members  of  the 
council  five  are  English;  the  two  others  are  American. 
Outside  of  these,  the  employes  in  London  are  all  English. 

From  seven  department  managei*'s  descend  the  various 
sub-departments  with  their  heads  and  their  assistants  to 
the  lowest  rank.  The  accompanying  chart  shows  how  the 
various  activities  and  the  minutest  details  of  the  business 
group  themselves  under  the  proper  heads.  Departmental 
resi>onsibiIity  is  absolute.  Every  detail  in  each  of  the 
seven  departments  is  handled  exclusively  through  t'lie 
manager  in  charge.  Any  suggestions  or  instructions  re- 
latimg  to  any  of  these  departments  that  may  emanate 
from  Mr.  Selfridge  are  given  to  the  manager  of  the  de- 
partment. In  this  way  each  head  is  made  to  feel  his 
responsibility  for  his  work. 

Gathermg  the  Staff 

And  in  planning  this  organization  Mr.  Selfridge  has 
placed  "men"  first.  He  has  spent  more  time  and  ('Imught 
on  getting  the  right  men  for  the  right  jol)s  than  on  any 
other  detail  of  his  business. 

Mr.  Selfridge  has  had  many  years'  experience  in 
finding  the  right  men  for  the  right  jobs.     He  finds  them. 

The  organization  of  a  staff  to  man  such  a  'huge  busi- 
ness meant  forming  two  thousand  ideas  of  positions  to  be 
filled  and  finding  two  thousand  actual  men  to  fit  these 
positions. 

"Planning  an  organization  of  this  kind,"  says  Mr. 
Selfridge,  "is  the  most  interesting  game  in  the  world. 
The  world  is  your  field,  the  stakes  are  high  and  the  re- 
sults enormous.  In  building  up  my  oi'ganization,  I  have 
taken  the  big  stores  first,  and  as  the  big  men — the  found- 
ations of  the  business — have  been  secured,  I  have  passed 
on  to  the  next,  right  up  to  the  engaging  of  the  sales 
staffs  for  the  departments. 

"Many  serious  questions  must  })e  considered  in  select- 
ing men.  Honesty  is  one — a  mattei-,  perhaps,  to  be  de- 
cided only  by  records.  Loyalty  is  another.  Unlike  hon- 
esty, this  is  easily  cultivated,  if  as  easily  sacrificed  in  a 
day.  Enthusiasm  is  important.  In  some  places  it  is 
frowned  upon — regarded  as  bad  form.  Yet  only  by  stir- 
ring up  a  man's  enthusiasm  are  the  fires  of  his  energy 
kept  alive.  If  a  young  man  feels  he  wants  to  go  deeper 
into  the  business  all  the  time,  to  give  it  additional 
thought,  energy,  and  intelligence,  to  damp  his  enthusiasm 
is  to  kill  his  value  as  an  employee. 

"The  most  difficult  branch  of  the  art  of  selecting  men 
is  to  find  a  man  for  a  new  position.  Chance  sometimes 
helps  here — as  when  I  first  hit  upon  the  idea  of  having 
a  manager  of  expense  and  was  seeking  my  pioneer  econ- 
omist. One  day,  passing  through  a  work  room,  my  eyes 
lit  upon  a  home-made  set  of  pigeon-holes.  It  transpired 
that  one  of  the  assistants,  who  was  responsible  for  sell- 
ing the  clippings  of  cloth  to  the  ragman,  had  devised  the 
pigeon-holes  as  a  means  of  sorting  clippings  according  to 


their  values — in  order  to  gain  higher  prices.  The  idea 
was  his  own,  and  had  been  carried  out  on  his  own  initia- 
tive. 

"From  the  moment  I  discovered  this,  the  new  post  of 
ma.nager  of  expense  was  filled.  Economies  began  forwith. 
Dropped  pins  were  picked  up,  and  in  one  department 
alone  this  resulted  in  a  monthly  saving  of  seven  pounds. 
String  no  longer  was  wasted  in  the  parcel-wrapping  de- 
partment, and  the  monthly  string  bill  was  reduced  by 
half.  In  three  months  the  manager  of  exjjense  had  saved 
the  firm  hundreds  of  pounds." 

It  was  this  selection  of  the  right  man  for  the  right 
place  that  required  the  longest  time  and  thought,  but  when 
Mr.  Selfridge  put  his  finger  on  a  section  of  his  chart  and 
said:  "that  man  is  the  best  man  in  his  business  in  Tjou- 
don — "  it  meant  something.  It  meruit  countless  inter- 
views and  investigations  and  careful  seareih  that  few  em- 
ployers would  think  necessary. 

"1  have  employed  English  assistants  exclusively," 
said  Mr.  Selfridge,  "because  they  are  familiar  with  the 
cJiaracteristics  of  the  people  they  will  serve.  I  am  run- 
ning a  cosmopolitan  store  in  London,  and  intend  to  meet 
the  requirmenfs  of  the  English  people.  I  have  not  come 
here  to  teach;  in  fact,  there  is  mueh  that  T  shall  have  to 
learn.  We  shall  make  mistakes,  of  course,  hut  we  hope 
to  make  them  a  help  to  better  service,  rather  than  other- 
wise." 

Stocking  the  Store 

Two  other  stages  in  getting  ready  remained:  buying  the 
merchandise,  a  complete  stock  for  every  department  of 
the  great  store— without  doubt  the  largest  purchase  of 
retail  stock  ever  made  at  any  one  time;  and  advertising 
the  store. 

Buying  the  merchandise  is  a  simple  problem.  The 
policy  of  the  store  determined  and  the  personnel  of  the 
organization  gathered  together,  it  has  been  simply  a 
matter  of  the  same  routine  that  a  retail  buyer  goes 
through  every  day;  except  that  every  department  man 
had  at  this  one  time  to  purchase  every  line  and  every 
article  in  his  stocky  and  he  had  to  see  that  they  were  de- 
l:\ered  at  appviximately  the  same  tiai'.  The  advertising' 
c.nnpaign  dcoen.ls  upon  the  day  lo  day  developmeMls 

Opening  the  Doors  to  the  Public. 

"The  culminating  point  in  the  planning  of  this  huge 
organization,"  said  Mr.  Selfridge,  "is  the  time  when  the 
doors  are  thrown  open  to  the  public — when  life  is  breath- 
ed into  the  dormant  organization — when  the  public  are 
invited  to  enter  into  possession  of  the  building  that  has 
been  erected  for  their  benefit.  We  want  the  public  to 
realize  that  this  magniticient  building  is  theirs— not  the 
merchandise,  of  course,  though  that  can  be  theirs  by 
purchase— but  the  facilities  and  the  service  it  represents. 
That  will  be  the  climax  of  the  great  game." 

Mr.  Selfridge  is  confident  of  success  and  of  great  ex- 
pansion. For  he  says:  "Like  no  other  business  retail- 
ing has  practically  no  definable  limit.  A  retail  store  has 
possibilities  of  definite  expansion." 

News  from  the  seat  of  the  Irish  linen  industry  points 
to  a  steady  maintenance  of  better  conditions.  The 
shopping  trade  is  still  improving  and  large  orders  are 
still  coming  in  from  the  United  States.  Canada  is  buy- 
ing largely,  and  good  business  continues  for  Australia. 
There  is  less  doing  for  Cuba  and  South  America,  but 
Continental  trade  is  improving.  Yarn  prices  are  un- 
chauged  and  there  is  a  fair  amount  of  new  business 
passing. 


Soda- Water  Fountain  as  a    Profitable  Store    Feature 

Grocer  Finds  it  a  Paying  Side-line,  Why  Not  the  Dry  Goods  Merch- 
ant? A  Rest-Room  Adjunct— Cost  of  Installation— Not  a  Theoretical 
Proposition        Experience    has    Proved    its    Value    in    Retail    Stores. 


ASODA-WATMK    funntaiii    in    a   dry  goods   store! 
To    llu'   minds   oi.'  many  mcrelianls  such   a  pro- 
posilimi  will  undouhU'dly  appeal  a,s  being  some- 
ihiuL;'  of   a  faddish   ineongniily,  but,  like  most 
iuiiovatiims    which    have    won    theii'    way   in   spite   of  pre- 
mature ol)jeeliiuis.  it    is  eutiHed   to  second  thought.     (Jro- 
cers,    I)akers,    eout'ectioners,    druggists,    fruit    deah-rs    and 
tohaeeonisis    liave    adoi)led    tlie    soda-waler   side-line 
iiund   that    it   pays. 


even 
and 


Fountain  Brought  Business. 

A  grocer  located  in  a  large  city, 
though  some  distance  fiom  the  business 
ccnti'e,  was  asked  whether  his  fountain 
could  be  it'garded  as  a  good  investment. 
His  reply  was  a  decided  aflirmative. 
lie  juiiiiied  (Uit  thai  very  often  it  had 
brought  l)usiness  to  the  grocery  end, 
was  well  patronized  by  regular  custom- 
ers and  was  a  good  revenue  maker  on 
special  opea,sions.  These  were  some 
points  in  his  observatimis  which  the  dry 
goods  man  who  has  to  be  shown  should 
remember.        The     modern     store    gives 


'J'his  is  not  a  theoretical  proposition,  but  one  that  is 
being  worked  out  on  a  j)rofitable  basis.  Dry  goods  mer- 
chants in  the  United  States,  for  example,  have  not  over- 
looked the  possi'bilities  of  this  feature.  They  have  found 
that  it  pays  well,  that  it  attracts  business  to  the  store, 
and  that  it  has  come  to  'be  regarded  as  an  important 
adjunct  of  e(iuii)nient — in  short  a  facility  which  is  a  direct 
mcjney  maker. 

Expense  is  the  important  point 
with  the  merchant  who  can  spare  the 
room  for  the  location  of  a  fountain. 
I'rices  range  from  $125  up  to  $ir),000 
or  $20,000,  so  that  the  merchant 
may  not  find  himself  bewildered  in 
adai)ting  his  means  to  his  ambitions. 
A  soda-water  fountain  is  a  very  sim- 
ple api)aratns,  after  all,  though  thei'e 
are  elaborate  specimens  of  onyx  or 
marble  which  seem  to  suggest  the 
contrary. 

The  Different  Parts. 

The  principal  parts  of  a  fountain 
are       the       ice-box,    usually    covered 


Type  of  Soda-Water  Fountain  pariicultrly  weU  adapted  to  use  in  Dry  Goods  or  General  Store. 


careful  consideration  to  facilities  for  the  comfort  and 
convenience  of  customei's.  The  rest-room  is  often  the 
scene  of  a  reposeful  lapse  in  the  midst  of  a  tedious  day's 
shopping.  Friends  meet  there  and  pleasantly  chat  the 
interval  away.  How  much  more  enjoyable  might  such 
moments  be  nuide,  and  how  much  more  profitable  to  the 
merchant,  were  it  possible  for  shoppers  to  avail  them- 
selves of  tlie  refreshing  product  of  a  soda-w'ater  fountain? 
It  appears  safe  to  say  that  where  there  is  no  lest-room, 
or  where  store  regulations  prohibit  the  serving  of  refresh- 
ments there,  the  seats  in  front  of  the  fountain  would 
seldom  be  vacant. 


with  onyx  or  marble,  holding  the  fruit  syrups, 
the  counter,  over  which  the  preparations  are 
served,  and  the  carbonator  by  means  of  which 
ordinary  or  filtered  water  is  charged  with  carbonic 
acid  gas.  The  process  usually  employed  is  to  convert  a 
tube  of  gas  and  the  water  with  the  carbonator  into  which 
they  are  both  injected  at  the  same  time.  In  the  carbon- 
aling  the  water  is  forced  through  a  long  tube,  becomes 
thoroughly  mixed  with  the  gas  and  issues  from  the  taps 
in  the  fountain  sparkling  and  effervescent.  Some  car- 
bonations  are  operated  by  hand,  and  others  by  electricity. 
The  necessaxy  tube  of  carbonic  acid  gas  is  easily  obtain- 
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able.  Pi'ic'C's  of  I'duniaiii  (Miiiipiuciil  liavc  aliiKisl  as  wide 
a  range  as  the  cost  of  tin;  priiKnpal  decorative  and  utility 
parts,  as  the  manufacturers,  nowadays,  carry  attachments 
to  serve  any  purse,  thought  it  must  not  be  suppii>ed  that 
where  cost  is  curtailed  the  greatest  possible  efficiency  may 
be  looked  for.  A  poor  fountain  soon  becomes  a  nuisance. 
An  outlay  of  from  .tlKMJ  to  .$1,000  slioiihl  be  snflicient  to 
give  the  average  retail  store  a  lair  e(|ui|Mnen(.  'IMk;  illus- 
tration shows  a  fiiunlaiii  wliieli  while  unl  eialxiraie,  is 
well  fitted  for  sei'vice  in  a  dry  goods  store.  Jl  is  com- 
pact, may  be  confined  within  a  small  space,  would  not  in- 
terfere with  shelving  in  the  rear,  is  e(|uii)pe(l  with  syrup 
drawers,  ice  cream  box,  dish  cleaner  and  ail  the  necessary 
attachments    underneath    the    serving    counttr. 

Location  in  the  Store. 

In  many  of  the  stmes  wheie  a  soda-water  fountain 
is  made  a  rest-room  or  a  resl-a-moment  feature,  the  loca- 
tion is  very  often  between  two  sections  or  at  the 
end  of  a  series  of  counters  or  a  dividing  wall.  Not  infre- 
quently they  occupy  spaces  which  could  not  very  well 
te  used  for  display  purposes,  and  again,  are  very  often 
placed  near  the  main  entrance.  It  re(|uires  no  great 
amount  of  intelligence  on  the  part  of  the  boy  or  girl  who 
may  be  in  charge.  It  is  possible  to  obtain  booklets  wliich 
not'  only  give  instructions  in  cavbonaliiig  but  also  m  pre- 
]iaring   the    different    mixtures. 

Advertising    Necessary. 

Tl  must  not  be  ex[>ecled,  however,  tlnU  a  soda-waler 
fo'untain  will  develop  its  own  patronage.  It  will  stand 
a.lvertising.  A  general  merchant  in  a  small  cily  m  the 
United  States  writes  that  so  persistently  did  he  empha- 
size, in  a  small  space  in  his  regular  a.d.,  the  merits  of  the 
product  of  his  fountain,  that  it  was  not  long  before  he 
had  the  local  druggist  and  confedioner  beaten,  and  that 
many  people,  who  entered  his  sttu'e  to  be  refreshed  re- 
mained   to  buy   something  else. 

Built  Up  Her  Business. 

A  bright  young  woman  who  has  made  a  success  of 
a  locality  dry  goods  business  in  'iVu-onto,  slates  that  with 
a  capital  of  $45  she  bought  a  stock  of  dry  goods  and  ice 
cream,  and  that  it  was  the  latter  which  put  the  vim  into 
'business.  Very  soon  she  installed  a,  fountain  and  in  a 
very  short  time  had  to  move  that  section  of  her  enter- 
prise to  another  store,  but  not  before  it  had  done  much 
to  build  up  her  dry  goods  trade.  In  many  of  the  large 
departmental  stores  the  soda-watei-  fountain  and  refi'csh- 
ment  counter  are  well  patronized,  and  it  would  appear, 
judging  from  actual  experiences,  tlial  the  dry  goods  mer- 
chant who  is  remodelling  his  store,  or  who  can  already 
spare  the  room,  that  such  an  additi(ni  wimld  prove  de- 
cidedly profitable. 

In  the  most  up-to-<late  e(|uipnient  the  apparatus  has 
been  so  perfected  that  the  anuiunt  of  altention  or  skill 
required  has  been  minimized  ami  cleanliness  is  possil)le 
in  every  detail  of  operation. 


Death  of  Almon  Bristol. 

Almon  Bristol,  head  of  the  dry  goods  firm  of  A. 
Bristol  &  Son,  Picton,  is  dead.  I'ifly-two  years  ago  he 
opened  his  first  store  in  that  town.  \a  the  half-century 
which  has  passed,  the  business  made  great  strides.  Mr. 
Bristol  &'as  born  at  "Cranbeny  Croft"  near  Pict(m.  Ho 
taught  school  for  two  years,  and  later  spent  two'  years 
as  a  clerk  in  a  Kingston  dry  goods  store.  Returning  to 
Picton    he    performed    the    duties    of   deputy    registrar     nf 


Prince  Kdwaid  foi'  two  years,  and  then  took  charge  of 
a  dry  goods  store  in  Brookl'in,  Ont.  Prom  there  he  went 
to  Newburgh,  where  he  opened  a  store  of  his  own  and 
Continued  there  imtil  1837,  when  he  established,  at  Picton 
the  store  known  to  the  jircsent  generation  as  A.  Bristol  &• 
Sons,  a  store  which  has  had  remarkable  success,  and 
which  reflects  in  evei\  way  a  well  directed  energy  and  a 
pleasing    in(li\idua]ity. 

iVli-.  I5iist(d  had  \iviil  iccdllect  ii^ns  of  the  troubhnis 
times  of  18:^7.  It  is  related  that  on  one  occasion,  while 
proceeding  to  Ptica  to  attend  C(jllegc,  the  stage  was 
challenged  l)y  a  sentiy  near-  Kingston.  Not  understand- 
ing the  i)urpoit  (jf  the  cliallenge  the  driver  continued  on 
his  way  and  only  the  intervention  of  another  soldier 
prevented  the  party  being  fired  upon.  Explanations  fol- 
lowed and  the  party  proceeded.  This  was  prior  to  rail- 
load   da,\s    in   Caiiaila. 


Notes  of  the  Canadian  Trade. 

Burglars  stole  clothing  to  the  \aUic  of  $1(10  from  the 
store  of  (!.  A.  Porter,  Wclland. 

C.  K.  ('ha])i)le,  of  C'happle  &  Co.,  is  oi)ening  a  new 
ladies'  wear  store  in  Port  William. 

('.  E.  Henning,  of  Hanover,  Ont.,  has  purchased  the 
tailoring  business   of   Pichardson    P>ros.,    Saskatoon. 

.lames  Wright,  who  was  foi'  many  yeai's  identified 
with  the  dry  goods  business  in  iirockville,  died  recently 
at    his   lionu)  tiu're,   aged   90   years. 

Michael  Haslen,  formerly  with  Andrew  Anderson,  dry 
goods  merchant,  Predericton,  N.B.,  but  for  some  years 
with  the  H.  B.  Claflin  Co.,  New  York,  is  dead.  He  was 
7(1   years  (d'  age. 

The  button  factory  of  ■).  ^'.  Sliantz  &  Co.,  15erlin, 
was  destroyed  by  fire,  .Junc^  fUh.  The  loss  is  estimated 
at  $100,000,  with  insuranc  of  $!l(l,000.  The  business 
was  founded   O'ver-   (iO  years   ago   by    •).    ^'.    Shantz. 

Stanley  IVIiils  &  Co.  have  issued  a  neat  brcjchure, 
"Seeing  Hamilton  at  a  Clance,"  which  they  purpose 
us'ing  in  connection  with  the  fr'ee  observation  trips  they 
])urpose'  extending  to   all  visiting  conventions  this   year. 

Wm.  T.  Lee  &  Sons,  Owen  Sound,  are  enlarging 
their  store  by  taking  in  the  h]dgar-  stationery  store  ad- 
j(nning  on  the  north  side.  They  will  then  have  foiii- 
modern  display  windows  and  a  frontage  of  52  feet. 

The  feeling  has  long  existed  among  Ingersoll  mer- 
chants that  they  arc  i)reyed  upon  by  ticket  sellers  and 
others  soliciting  char-ity  in  its  various  forms,  and  the 
matter  is  receiving  careful  consideration  by  the  local 
retail  association  in  the  hope  that  some  means  of  deal- 
ing with  the  i)roblem  may  be  devised. 

Samuel  L.  Landers,  Canadian  repr'esentative  of  the 
Pnited  tJarment  Workers  of  America,  who  was  making 
comparist)ns  of  Canadian  and  Lnglish-made  clotbimg  for 
children,  rei)orts  that  in  Ontario  there  were  retailers 
who  bought  [.iceds  clothing  under-  the  impression  that  it 
was  made  in  Canada,  as  it  bore  a  store  ticket  of  a 
Canadian  firm. 

Peid  W.  Piehardson,  sccr'etaiy-treasuier  of  the 
wholesale  dry  goods  firm  of  A.  Bradshaw  &  Sons,  I'o- 
ronto,  was  drowned  in  Toronto  liay,  .Tune  5th.  While 
moving  aljout  in  a  sailboat  he  fell  overboaed.  A  rope  was 
thrown  him  and  be  was  pulled  back.  T.,etting  go  of  the 
rope,  however',  he  reached  for-  the  boat  but  mis.sed  his 
hold  and  fell  back.  He  was  21  years  of  age,  and  came 
fi-oni   St.  Marys,  Ont. 
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When  a  case  lot  of 
25  pieces  of  this  white 
Wa  basso  Longcloth  is 
taken,  we  will  have  it 
branded  with  the  words 
"Made  expressly  for" 
and  your  name,  in  gold, 
instead  of  the  above 
branding. 

Let's  send  you  a 
sanriple  piece. 


THE  W.  R.  BROCK  COMPANY,  (limited) 

MONTREAL 


Please  mention  The  Reziezv  to  Advertisers  and  Their    Travelers 
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Store  Kinks  that  are  Giving  Good  Results 


The  Review  is  willing  to  pay  $1.00  for  each  article  which  may  be  of  use  in 
this  department.  It  it  not  necessary  that  these  paragraphs  be  already  prepared 
for  publication;  a  statement  desciibing  the  manner  in  wh  ch  the  "kink"  is 
applied  and  how  it  is  working  out  is  all  that  is  necessary. 


GIVING  CUSTOMERS 
A  CHANCE 
TO  TALK  BACK. 


Efficiency  of  service  is  said 
to  be  the  sheet  anchor  of  sys- 
tem in  ai  retail  business.  Un- 
less salespeople  are  painstak- 
ing and  courteous  in  their  treatment  of  customers,  unless 
there  is  that  about  the  management  of  the  store  which 
commands  the  appreciation  of  visitors,  it  is  not  likely 
that  returns  will  have  the  volume  desired  by  the  merchant. 
There  are  few  men  who,  moved  by  hospitably  commercial 
impulses,  do  not  feel  that  it  is  incumbent  upon  them  to 
have  the  hand  of  welcome  always  extended,  to  personally 
inform  tbemselves  as  to  any  irregularities  in  facilities  or 
defects  in  goods,  or  who,  in  short  do  not  consider  it  their 
duty  to  see  that  it  gives  their  customers  pleasure  to  shop 
in  their  stores.  Very  often,  however,  so  thorough  a 
merchant  finds  that  he  has  too  much  ground  to  cover, 
cannot  shake  hands  with  everybody,  or  incline  his  ear  to 
all  of  those  who  listen  well  or  ill. 

It  was  this  problem  which  Thos.  Humble,  advertising 
man  for  Hobberlin  Bros.  &  Co.,  Toronto,  clinched  with 
when  he  designed  a  form  of  return  post  card  upon  which 
he  gave  customers  an  opportunity  to  talk  back  about 
Hobberlin  clothing  and  service.  The  part  of  the  card  in- 
tended for  the  customer  reads  as  follows : — 

"Will  you  be  good  enough  to  return  the  attached 
postal  to  us,  stating  thereon  whether  the  clothes  recently 
mi.de  for  you  at  our  store,  were  satisfactory  or  otherwise. 

"This  enquiry  is  solely  for  the  purpose  of  finding  out 
if  you  have  had  full  satisfaction  in  your  order,  and  if  not, 
to  find  out  how  we  can  give  it  to  you  now.  Please  do  not 
feel  that  you  would  be  doing  any  employee  an  injury  if 
you  have  a  complaint  to  make,  now  or  later,  as  we  are  all 
working  together  for  the  good  of  the  business,  and  we 
value  outside  views.  All  our  cloths  are  guaranteed — we 
want  you  to  allow  us  to  live  up  to  our  guarantee." 

The  return  section  of  the  card  contained  the  following 
questions. — "Was  your  order  promptly  delivered?  If  not, 
how  late?  Do  the  garments  fit  you  properly  now?  If 
not,  what  alterations  seem  necessary?  Did  you  receive 
courteous  treatment  from  all  employees  ?  Have  you  any 
suggestion  for  improvement  in  our  service?  Is  your 
address,  as  written,  correct?  Was  this  order  influenced 
by  newspaper  advertising,  window  display  or  recommen- 
dation or  previous  dealing?" 

It  is  possible  by  these  returned  cards  to  trace  an  orfer 
to  the  salesman  who  took  it,  to  apply  system  to  a  means 
whereby  customers  may  be  assured  that  their  clothiers 
retain  a^n  interest  in  goods  after  tliey  are  delivered,  that, 
if  there  are  defects,  they  want  to  know  about  them,  and 
what  is  of  great  importance,  know  to  v/hat  influences  the 
firm  should  apportion  their  business. 

Of  the  cards  sent  out,  statistics  showed  that  replies 
aggregated  90  per  cent.  It  is  of  interest  to  note  that  of 
the  187  replies  received  within  a  certain  period,  twenty- 
six  stated  that  the  writers  had  been  influenced  by  adver- 
tising, 28  by  the  display  windows,  62  by  recommendation 
and  61  from  previous  dealing.  Asked  how  ht  explained 
the  small  percentage  attributing  their  patronage  to  adver- 
tising, Mr.  Humble  stated  that  .while  a  great  many  of 
those  who  gave  the  credit  to  previous  dealing  were  un- 
doubtedly influenced  by  advertising,  the  card  was  valuable 
as  an  index  to  the  effectiveness  of  the  advertising  in  the 


period  concerned.  In  that  way  it  was  possible  to  ascer- 
tain what  pa,rticul'ar  form  of  publicity  was  productive  of 
best  results.  The  cards  likewise  made  it  possible  to  trace 
sources  of  dissatisfaction  and  apply  remedies  where 
necessary. 

It  would  appear  that  such  a  system  might  be  employed 
to  good  advantage  by  dry  goods  or  general  merchants. 
Anything  which  serves  to  extend  a  personal  interest  in 
store  service  beyond  the  confines  of  the  store  itself,  may 
be  counted  upon  to  strengthen  the  reputation  of  that 
esitablishment  as  a  desirable  place  in  which  to  do  business. 


SPECIAL  CONTESTS  It  would  appear  that  the  cap- 

AND  abilities  of  the  enthusiastic  mer- 

SALES  TICKLERS.  chant  in  concocting  schemes  for 
the  benefit  of  his  business  are 
beyond  comprehension.  Like  "the  making  of  books"  the 
number  of  original  and  effective  sales  ticklers  seems  "with- 
out end."  Cairns  of  Saskatoon  is  entitled  to  rank  among 
those  who  are  continually  introducing  some  new  proposi- 
tion to  focus  attention  upon  their  stores.  His  latest 
one  is  a  guessing  contest.  Every  purchaser  of  one  dollar's 
worth  of  goods  between  certain  fixed  dates  has  the  right 
to  guess  the  number  of  oats  in  a  mysterious  glass  box 
containing  about  one  bushel.  The  first  prize  is  an  auto- 
mobile,  the  second  a  team  of  heavy  draught  horses;  third, 
the  choice  of  any  costume  in  the  ladies'  wear  department; 
fourth,  the  choice  of  any  suit  in  the  men's  wear  section; 
fifth,  choice  of  any  ladies'  hat  in  the  millinery  section; 
sixth,  choice  of  any  pair  of  men's  or  ladies'  shoes  in 
stock;  seventh,  lacrosse  outfit  for  a  boy;  eighth,  tennis 
racket  and  shoes  for  a  girl.  The  box  will  be  opened  at 
4  p.m.,  on  August  6th  and  its  coritents  counted  by  a  dis- 
interested person. 

Here  is  another  form  of  farmers'  prize  contest.  A 
merchant  in  a  town  surrounded  by  a  fine  agricultural 
community  issued  the  following  announcement. 

"We  will  give  Three  Merchaiudise  Prizes  aggregating 
$22.50  to  the  farmer  hauling  the  largest  four^horse  load  of 
women  to  the  front  door  on  Saturday  morning,  April  3rd, 
or  by  3  p.m.:  for  1st  Largest  Load,  $10.00  in  Merchandise; 
for  second  Largest  Load,  $7.50  in  Merchandise;  for  third 
Largest  Load,  $5.00  in  Merchandise.  The  driver  must  be 
a  farmer  and  Drive  Four  'Horses.  The  passengers  must 
be  women  over  18  years  of  age  and  reside  in  the  country. 
Prizes  (will  be  paid  in  due  bills  that  can  be  traded  out  at 
any  time  in  whole  or  in  part.  Each  lady  passenger  riding 
in  one  of  these  wagons — wh^ether  a  prize  winner  or  not — 
will  be  presented  with  a  suitable  souvenir  of  the  occasion. 
We  will  set  up  the  cigars  to  every  driver  whether  a  prize 
winner  or  not.  Prize  winners  will  be  announced  at  the 
store  at  3  p.m.  Now,  Boys!  "Gid  dap!"  You  may  decor- 
ate your  wagons  if  you  wish.  We  will  lend  you  the  bunt- 
ing for  that  purpose." 

A  North  Dakota  merchant  gave  his  customers  an  op- 
portunity to  make  bargain  suggestions.  Here  is  a  para- 
graph from  one  of  his  ads: — "Every  woman  who  brings 
this  ad.  to  our  ad\ertising  man  with  a  suggestion  of  what 
you  want  us  to  put  on  sale  Bargain  Friday,  will  be 
entitled  to  a  pair  of  25-cent  stockings  for  5  cents.  No 
other  time  will  they  be  sold  at  this  price.  You  must  bring 
the  ad.  with  your  suggestion.  You  could  not  make  20 
cents  any  easier.  We  do  this  to  find  out  what  you  want 
us  to  sell  at  throw-away  prices  next  Friday." 
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20  Years'  Experience  Inventing  and  Building 


Cash  and  Package  Carriers 


"  GIPE"  CARRIERS  are  the  LATEST,  SWIFT- 
EST, STRONGEST,  SIMPLEST  and  MOST 
EFFECTIVE  on  the  Market  To-day. 


The  "GipC 
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Reprinted  <rom  "  THE  CHICAGO  DRY  GOODS  REPORTER,  " 

of  Nov.  12,   1898  — 

A  NEW  CARRIER 

E.  C.  GIPE,  the  veteran  inventor  of  cash  and  package  carriers,  has 
again  demonstrated  his  ability  in  this  line  by  bringing  out  a  new  carrier  with 
special  and  meritorious  features  different  from  any  other  carrier.  The  new 
carrier  is  called  the  "Air-Line."  and  is  described  and  illustrated  in  the  ad.  of 
the  Air  Line  Carrier  Company  elsewhere  in  this  issue. 

The  carrier  is  so  constructed  that  it  is  impossible  for  the  basket  to  drop 
from  the  wire  under  any  circumstances.  Another  feature  is  that  the  i)asket, 
because  of  its  manner  of  construction,  comes  nuich  nearer  the  wrapper  at  the 
bundle  counter  station  than  any  other  ever  invented. 

The  new  company  is  outside  the  combination,  a  fact  which  will  interest 
all  merchants  who  contemplate  putting  in  a  carrier  service,  but  object  to 
paying  combination  prices. 


Reprinted  from  "THE  DRAPERS'  RECORD."  London,  Dec.  12,  1908:  - 
THE  GIPE   CARRIER  COMPANY.  LIMITED 

The  "  GIPE  "  cash  and  package  carriers  are  very  well  known  in  America,  where  a 
great  number  are  in  use  at  the  present  time.  In  Canada,  too,  they  have  earned  a  well- 
deserved  reputation,  and  it  is  largely  with  the  idea  of  developing  British  trade  in  the 
carriers  that  Mr.  E.  C.  GIPE,  the  inventor,  is  now  in  London.  Mr.  GIPE  has  had 
over  19  years  of  practical  experience  in  building  and  making  carriers,  and  he  is  in 
conseiiuence  in  the  best  of  positions  for  appreciating  the  needs  of  up-to-date  firms  who 
wish  to  facilitate  the  transmission  of  cash  and  parcels  from  one  department  to 
another.  Already  a  large  number  of  Mr.  GIPE'.S  carriers  have  been  installed  in  some 
of  the  largest  and  best  known  English  retail  firms,  ami  we  are  informed  that  as  the 
merits  of  the  .system  become  known  the  demand  for  the  devices  increases  in  propor- 
tion. To  enumerate  the  many  advantages  of  the  carriers  would  require  a  great  deal  of 
space,  but  particular  attention  may  be  directed  to  the  carriers  operated  upon  what  is 
known  as  the  "spread-wire"  system.  Many  advantages  are  offered  in  this  connection. 
The  carrier  is  transmitted  with  speed  and  despatch.  The  company  are  manufacturers 
of  carriers  for  almost  any  conceivable  purpose. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe"  Carriers,  and  such  well-known  houses 
in  London,  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Gamages'.  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them  ;  the  latter  DISCARDING  Pneumatic  Tubes. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS,  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  askinif,  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON,  ENGLAND 
118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN 


The  Right  Way  to  Display  Skirts 

is  to  use  a  Buckingham  Sunflower  Skirt  Rack 

The  rack  illustrated  is  a  marvel  of  space  economy. 
On  it  you  may  display  50  skirts  to  the  best  advan- 
tage at  one  time.  It  revolves  before  your  cus- 
tomer's eyes,  enabling  her  to  see  every  skirt 
advantageously.  Every  garment  is  readily  acces- 
sible. Single  hangers  are  an  expensive  nuisance 
■when  you  can  procure  the 

Buckingham  Sunflower  Skirt  Rack 

for  $16.50  F.O.B.  Guelph,  Ont. 

As  we  ship  from  Guelph,  Ont.,  you  have  no 
duty  to  pay.  Novk'  is  the  time  to  install  one  of 
these  modern  display  racks;  don't  delay  — but 
send  your  order  at  once  to 

BUCKINQHAM-RAE  CO. 

177-179  Adam»  Street,  -  Chicago,  HI. 
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Dress  GooJs  VVindo*',  by  Jas.  McNicholl,  for  Richard  Hall  &  Son,  Peterborougli.      This  window  was  awarded 
second  prize  in  the  March  window  competition  of  The  Review. 

Valuable  Hints  on  Art  of  Displaying  Goods 

Use  of  Plaster  Effects  in  Window  Decoration— How  Casts  are  Made 
—  Moulding  Fruit  and  Foliage  —  Seasonable  Windows  —  How  Current 
Events  may  Suggest  Effective  Displays  —  Notable  Trims  of  the  Month. 


MANY  of  the  leading-  window  trimmers  have  been 
making-  use  of  beautiful  plaster  panels  in 
planning'  the  decoration  of  their  later  win- 
dows. A.  E.  Apted  used  two  effective  ones  in 
the  June  bride  window  of  the  Eaton  store  during'  the 
month  of  May.  These  were  elaborate  and  costly  tigure 
panels  showing  a  dance  of  (Jupids  and  were  the  work  of 
a  ('hicago  artist.  He  also  used  a  number  of  plaster 
C'uinds,  importing  one  as  a  sample  and  having  the  rest 
made  in  C'anada. 

When  something  on  an  elaborate  scale  is  required, 
the  work,  of  course,  has  to  be  put  into  the  hands  of  an 
expert,  and  also'  where  the  trimmer  has  many  windows 
to  attend  to.  There  are  many  readers  of  The  Review 
who  have  more  time  on  their  hands  and  who,  moreover, 
have  to'  do  the  work  themselves  when  they  plan  anything 
new.     . 

If  a  trimmer  has  good  taste  and  deft  hands,  with  a 
moderate  amount  of  practice  he  may  execute  some  very 
satisfactory  plaster   work   at   little  cost. 

Nearly  everyone  has  some  idea  of  the  manner  in 
which  plaster  casts  are  made,  the  plaster  being  poured 
into  a  mold,  which  necessarily,  for  complex  work,  con- 
sists of  many  pieces,  and  is  beyond  the  scope  of  any 
one  but  an  .expert.  There  is,  however,  a  simple  way  in 
which  very  good  work  can  be  produced,  though,  of  ne- 
cessity, its  field  is  more  limited. 

The  materials  required  are  a  large  sheet  of  thick 
glass  or  a  slab  of  slate  or  marble,  two  grades  of 
plaster,  a  supply  of  clean  rags,  some  olive  or  poppy  oil, 
and  water.  The  finest  grade  of  plaster  may  be  obtained 
from  any  good  drug  store,  and  the  other  grade  is  the 
same  as  builders  use.  This  latter  grade  is  much  cheaper 
and  can  be  used  for  backing  and  making  molds,  and  as 
it  sets  more  rapidly,  does  not  cause  so  much  delay  with 
the  work. 

In  preparing  for  casting,  lay  out  the  size  of  the 
panel  that  is  required  on  the  glass  or  slate.  Mix  up  some 
of  the  best  plaster  until  it  is  about  as  stiff  as  g-ood 
flour  paste.  Stir  as  evenly  as  possible  to  avoid  air 
bubbles.     Pour  this  on  the  slab  until  it  forms  a  coating 


about  H  of  an  inch  deep  over  the  figure,  drawn.  After  it 
has  set  mix  up  some  of  the  cheaper  'plaster  and  build 
up  until  it  is  half  an  inch  thick.  The  glass  or  .slate,  it 
should  be  said,  should  first  be  coated  with  the  oil.  This 
is  done  by  rubbing  over  it  with  a  cloth  dipped  ^n  oil. 

When  the  plaster  has  firmly  set  it  can  be  easily  re- 
moved and  the  edges  trimmed  smooth  with  a  knife  be- 
fore it  becomes  too  hard. 

Now  take  a  well  formed  apple  and  rub  it  over  with 
the  oily  rag,  and  with  the  cheap  piasier  build  up  half 
an  inch  thick  over  the  flower  end  of  the  fruit  and  up  the 
sides  to  its  greatest  circumference.  Let  this  become 
firm  and  then  smear  on  the  edge  a  little  oil.  This  is  to 
keep  the  two  edg-es  from  adhering.  Now  build  up  over 
the  other  half,  leaving-  a  half-inch  hole  at  the  stem  end. 
When  fully  set  the  mold  is  separated  and  laid  aside  to 
become  thoroughly  dry,  after  which  it  is  varnished  in- 
side. 

When  a  cast  is  to  be  made  the  mold  should  be 
smeared  with  olive  oil,  and  the  two'  parts  should  be 
held  firmly  together  while  the  plaster  is  being  poured  in. 
The  apple  may  be  cast  solid,  or  by  filling  the  mold  only 
half  full,  and  then  slowly  and  carefully  revolving-  it 
until  the  plaster  has  set.  This  makes  the  fruit  hollow 
and  lighter. 

While  the  mold  is  drying  the  leaves  may  be  made. 
Select  a  number  of  the  most  characteristic  leaves  to  be 
found,  and  spread  over  their  under  surfaces  one-eighth 
of  an  inch  of  plaster.  See  that  every  part  is  covered 
and  contrive  to  have  the  leaf  retain  its  natural  shape 
until  the  plaster  hardens.  Then  remove  the  leaf  and 
scrape  away  any  plaster  that  may  have  over-run  the 
edge  of  the  leaf  with  a  pen  knife.  This  will  g-ive  a  life- 
like leaf  showing  all  its  delicacy  of  modeling  and  vein- 
ing.  Now,  with  an  assortment  of  leaves  and  two  or 
three  casts  of  the  fruit  the  panel  may  be  mounted. 

Group  the  fruit  and  leaves  as  desired  and  mark  on 
the  background.  Then  taking  each  piece  separately 
secure  it  in  its  proper  place  with  a  thin  paste  of  plaster. 
Begin  with  the  fruit  first  and  if  the  plaque  or  cast  is 
too   dry,    immerse   them   in   water,   just  before   applying. 


Go 
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Do  not  be  alarmed  if  the  paste  should  happen  to  go 
where  it  is  not  intended  as  it  easily  removed  if  it  is 
not  allowed  to  thoroughly  harden.  Piece  after  piece 
may  be  added  in  a  way  to  look  as  natural  as  possible, 
and  any  breaks  and  holes  may  be  filled  up  with  fresh 
plaster,  each  time  removing  any  superfluous  plaster  as 
soon  as  set. 

A  tea  spoon  can  be  used  to  advantage  in  flowing 
the  thin  plaster  under  the  leaves  and  fruit.  The  stems 
are  made  by  building  up  a  little  ridge  of  plaster  and 
then  cutting  down  with  a  knife  to  the  required  size  and 
shape.  It  is  wise  to  pencil  the  outlines  on  the  ground 
before  beginning. 

Most  fruits  serve  well  as  models  for  this  work  and 
the  leaves  of  grapes  are  especially  fine,  though  the 
bunches  of  fruit  may  have  to  be  modeled  in  clay  and  a 
mold  made  from  it.  A  gelatine  mold  may  also  be  made 
by  pouring  warm  gelatine  over  a  bunch  of  grapes,  and, 
when  set,  cutting  in  half  so  that  each  piece  represents 
half  a  bunch  of  grapes.  A  plaster  cast  'is  then  taken 
from  this  mold,  and,  as  it  is  flexible  enough,  it  pulls 
out  of  the  little  creases  and  hollows  without  difficulty. 
The  tendrils  are  wires  bent  and  twisted  in  imitation  of 
real  tendrils  and  then  dipped  into  thin  plaster  and  fas- 
tened to  the  plaque  at  all  points  of  contact  just  as  were 


month,  which  attracted  a  great  deal  of  attention,  was  a 
window  of  Irish  lace,  in  coats,  yardage  goods,  neckwear, 
etc.  One  window  was  occupied  by  fancy  belting,  the 
method  of  announcing  the  price  of'  these  proved  a  good 
feature.  The  card  stated  that  th«  belting  would  be 
sold  at  a  certain  price  per  inch,  instead  of  by  the  yard 
or  belt  length. 

Jas.  A.  Ogilvy  &  Sons,  Henry  Morgan  &  Co.,  Ltd., 
The  Hamilton  Co.,  and  The  S.  Carsley  Co.,  Ltd.,  have 
all  made  a  feature  of  wash  suits  and  princess  dresses. 

Henry  Morgan  &  Co.,  Ltd.,  announced  by  means  of 
show  cards,  as  well  as  in  their  advertisements  in  the 
daily  newspapers,  that  discounts  were  being  allowed  in 
all  departments,  and  to  further  strengthen  this  an- 
nouncement, made  good  displays  of  different  lines  which 
had  been  reduced.  One  window,  which  proved  attractive 
and  which  did  not  show  lines  of  goods  marked  down, 
was  in  rose  shades.  Two  figures  were  placed  on  rose 
and  white  mats,  one  wearing  a  rose  gown,  draped  in 
the  Moyen  age  style,  and  the  other  a  cream  serge  suit, 
trimmed  with  touches  of  rose.  A  good  furniture  win- 
dow showed  a  bedroom  tastefully  furnished  in  the  new- 
est designs   in   mission   furniture. 

Jas.  A.  Ogilvy  &  Sons,  who  have  one  of  the  best 
linen  departments  in  the  city,  had  a  table  linen  window. 
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Panel   in   plaster  —  Grapes  and   Foliage   cast   from   Nature. 


Panel   in   plaster— Plums   and    Foliage  cast  from  Nature. 


the  fruit  and  leaves.  Wire  can  be  used  wherever  delicate 
stems  are  required.  It  should  be  copper  or  brass  as  iron 
rusts  and  marks  the  plaster.  The  finished  panel  may  be 
given  an  ivory  finish  by  going  over  it  with  boiled  oil, 
and  of  course  it  may  be  t'inted  in  any  way  desired  or 
silvered,   bronzed   or  gilded. 

Seen  in  Montreal  Stores. 

Montreal,  June  30. — During  the  past  month  a  great 
deal  of  attention  has  been  paid  to  wash  suits  by  retail 
stores  in  Montreal  and  some  effective  displays  have  been 
made.  Other  seasonable  lines  have  been  displayed  to 
advantage,  and  among  St.  (Catherine  Street  department 
stores,  there  have  been  some  remarkably  good  window 
displays  from  the  selling  point  of  view,  as  well  as  the 
artistic. 

Noticeable  among  the  window  displays  .were  those  of 
the  John  Murphy  Co.  Ltd.,  who  have  made  a  specialty 
of  summer  costumes,  princess  dresses,  etc.  These  were 
displayed  on  figures,  and  in  each  case  were  accompanied 
by  all  suitable  accessories,  such  as  parasols,  millinery, 
neckwear,  gloves,  etc.  A  good  display  was  shown  on 
the  Metcalfe  Street  side  of  the  store  where  each  window 
was  given  up  to  a  certain  shade  in  dresses  and  acces- 
sories.   Another  window  of  this  same  store,  shown  last 


showing  different  articles  in  drawn  work.  The  arrange- 
ment of  the  goods  was  particularly  effective.  This  firm 
and  The  Hamilton  Co.  took  advantage  of  the  opening 
of  the  holiday  season  to  make  trunks  and  bags  of  dif- 
ferent kinds  a  drawing  feature,  and  offered  some  attrac- 
tive bargains. 

The  S.  Carsley  Co.,  Ltd.,  and  W.  H.  Scroggie  Ltd., 
had  windows  artistically  draped  with  natural  pongee  silk, 
which  is  having  such  a  heavy  sale  at  present,  and  the  for- 
mer store  also  showed  a  good  windtjw  in  the  popular  satin 
foulards. 


Windows  for  Special  Events. 

The  accompanying  window  of  the  W.  A.  Murray  Co., 
Toronto,  trimmed  by  H.  C.  Macdonald,  is  of  the  type 
which  illustrates  the  importance  of  display  windows  be- 
ing constructed  along  lines  suggestive  of  or  in  accord 
with  current  events. 

The  trophy  of  whips  knitted  in  with  reins,  the 
bridles,  stirrups,  saddle  and  the  horse  shoes,  are  the 
extra  embellishments  that  turn  the  attention  to  the  fact 
that  the  window  is  designed  to  feature  dress  suitable 
for  wear  at  such  a  fashion  event  as  the  Wood'bine 
races. 
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There  are  two  distinct  reasons  why 
every   dry-^oods  store   should    use 

LUXFER  PRISMS 


Reason 
No.  1. 


SEE  OR 
WRITE 
US 
FOR 
INFORMA- 
TION 


Reason 

No.  2. 


A  clear,  strong  light  is  essential  to  a  dry- 
goods  store.  The  class  of  goods  handled 
requires  a  light  that  will  properly  show  all 
the  fine  shades  of  color,  tone  and  pattern 
of  the  various  fabrics. 

With  your  windows  glazed  in  whole  or 
in  part  with  Luxfer  Prisms  the  desired  light 
will  be  obtained.  This  is  how  it  happens  :— 
Rays  of  light  descending  in  an  oblique 
direction  are  caught  on  the  outside  surface 
of  the  prisms  and  horizontally  refracted  to 
whatever  distance  their  original  strength 
will  permit.  Usually,  a  distance  of  fully 
one  hundred  feet  back  from  a  Luxfer- 
Prism  -  Glazed  window  will  be  brightly 
lighted.  Without  the  prisms,  the  oblique 
rays  would  spend  themselves  just  within 
the  window,  leaving  the  balance  of  the 
room  in  comparative  darkness. 

Luxfer  Prisms  will  cut  down  your  artificial 
lighting  expense.  In  this  way  alone  they 
will  soon  pay  their  cost  and  be  a  perpetual 
source  of  profit  into  the  bargain. 

If  your  business  has  the  misfortune  to  be 
housed  in  a  gloomy  store,  try  the  effect 
of  Luxfer  Prisms.  The  immediate  benefit 
will  be  a  very  agreeable  surprise. 


The  Luxfer  Prism  Company,  Limited 

TORONTO  and  MONTREAL. 
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The  background  is  one  that  has  done  duty  since  the 
opening  of  the  Spring  season  and  of  course  without  the 
additions  already  noted.  The  arches,  pillars  and  cornice 
are  of  wood  painted  white.  The  panels  are  in  a  soft 
pale  grey  with  a  rai.sed  molding-.  Wreaths  of  Spring 
flowers  are  painted  in  each  panel  in  natural  shades,  and 
in  the  one  that  fills  in  the  aich  above  the  mirror  is  a 
bird  group  on  a  blossoming  spray. 

Carefully  posed  figures  are  wearing  handsome  gowns 
and  wraps,  and  high-class  millinery,  while  dainty  acces- 
sories are  grouped  around.  The  dress  goods  and  mil- 
linery window  shown  was  dres.sed  by  James  McNiohol 
for  Richard  Hall  &  Son,  Peterboro.  A  certain  sameness 
will  be  noted  about  the  drapes,  but  this  is  explained  by 
the  fact  that  they  are  developed  from  suit  lengths  which 
precluded  the  use  of  the  high  drapes,  that  would  have 
given  a  less  monotonous  look  to  the  window.  The  win- 
dow certainly  would  have  been  improved  had  some  higher 
drapes  been  shown.  This  trim  was  awarded  second 
prize  for  March  in  The  Review's  monthly  window  com- 
petition. 

The  areh  and  pillars  were  cut  out  from  old  boards 
and  they  were  covered  with  cotton  and  painted  with 
alabastine.  The  letters  on  the  arch  were  cut  from  card- 
board and  gilded.  There  were  baskets  of  fruit  tied  with 
a  ribbon  and  branches  of  foliage  and  blooms  topping 
each  pillar  of  the  arch  and  two  baskets  were  placed  on 
a  pedestal  on  each  side  of  the  window.  Here  it  may  be 
pointed  out  an  opportunity  was  lost  to  vary  the  win- 
dow and  help  to  relieve  the  monotony  occasioned  by 
the  sameness  of  the  drapes.  Had  one  basket  been  placed 
on  a  low  stand  and  the  other  one  higher,  or  better  still, 
a  high  vase  of  flowers  been  used  on  one  pedestal  the 
display  would  have  been  improved.  The  photo  plainly 
shows  the  new  permanent  background  in  panel  design 
which  has  been  installed  in  place  of  weathered  oak, 
which  was  found  too  dark. 


A.  E.  APTED 
Chief  decorator  for  T.  Eaton  Co. 


From  Flannelettes  to  Chief  Decorator. 

Arthur  E.  Apted,  chief  win- 
dow decorator  for  the  T. 
Eaton  Co.,  Toronto,  .still 
has  five  or, six  years  to  travel 
before  he  reaches  his  thir- 
tieth birthday.  He  is  a  To- 
ronto boy,  and  has  spent 
practically  all  of  his  business 
life  with  that  firm,  entering 
their  employ  ten  years  ago 
as  a  clerk  in  the  flannelette 
department  at  $6.00  a  week. 
From  this  department  he 
graduated  into  the  prints 
and  then  into  the  dress 
goods  and  silks.  In  thosfe 
days  all  of  these  depart- 
ments were  under  one  management,  and  as  thei'c  was  no 
window  trimming  department,  each  section  lookod  aftet 
its  own  windows. 

When  the  print  and  flannelette  section  was  separated 
from  the  silks  and  dress  materials  the  clerk  who  dressed 
the  windows  went  with  the  other  half  of  the  dci^art- 
ment,  and  this  gave  Mr.  Apted  his  opportunity. 

"I  had  always  been  interested  in  trimming  up  the 
counters  and  ledges,"  he  states,  "and  soon  after  the 
separation  of  the  two  departments  the  manger  cjine  up 
tO'  our  counter,  and  asked  if  any  one  there  ha<i  fvcr 
put  in  a  window.  I  told  him  that  I  had  never  put 
one  in  but  would  like  to  try  and  was  told  that  I  could 
see  what  I  could  do  on  the  following  Monday.  That 
was  on  the  Saturday,  and  before  I  went  home  I 
bought  a  few  yaixls  of  cheap  dress  fabric  and,  rising 
early  on  the  Sunday,  I  made  a  simple  T  stand  and  piHtH- 
ceeded  to  practise  drapes  all  that  day  and  far  on  into 
the  night." 
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Ready-to-wear  OpeningjWindow,  by  H.  Robinson,  of  R.  McKay  &  Co.,  Hamilton  j 
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One  of  our  man\  wax  figures  drapel 

J.  R.  PALMENBERG'S  SONS 

Est.  1852 
FORMS  FIGURES  FIXTURES 

710  Broadway,  New  York 

Write  for  Catalogue 
Factory.  89  and  91  W.  3rd  Street 


COUNTER 


CHECK 
BOOKS 


Get  the  Best" 

WE  MAKE  ALL  THE 

LATEST  STYLES 


CREDIT  SYSTEMS 


Write  for  Quotations,  or  Call  from  Traveller 


The  CARTER-CRUME  CO.,  Ltd. 

TORONTO,  ONT. 

WInnipegr  Representative  Montreal  Representative 

WILLIAM  OURDEN  W.W.JOHNSTON 

404  Flora  Ave.    Phone  1370  180  St.  James  St.    Phone  Main  2612 

''  Mention  this  paper. 


SECTION  OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


THE  LIQUIDATION 

of  this  business  means  that  cut   prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,    all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  suits. 
Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 
Hardwood  or  Metal  Roller  Bearing  Slides 

Centre  Section         -         -         $30.00 
End  Section  -         -         $33.75 

(Metal  Slides  $3.00  extra) 

Prices  of  Fitting  Rooms.  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES   being   offered   on   SHOW-CASES   and     SILENT 
SALESMEN. 

Write  for  illustrated  circular 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION! 

MOUNT  FOREST  -         ONTARIO 
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When  Monday  came  he  trimmed  the  whole  window 
with  the  one  drape.  This  window  was  noticed  and 
commended  by  a  member  of  the  firm  who  advised  him 
to  keep  at  it,  and  he  would  make  a  first-class  trimmer. 

Discussing  the  reasons  why  so  many  out  of  the  num- 
ber who  start  in  to  learn  window  trimming  fail  to 
make  a  success,  he  expressed  the  opinion  that  they  did 
not  value  highly  enough  the  opportunities  given.  Few 
young  men  are  sufficiently  in  earnest  to  give  the  re- 
(luired  amount  of  practice  to  acquire  the  art  of  draping 
properly.  It  is  earnest,  pains-taking  work  that  pays 
in  window  trimming  as  in  other  lines. 

The  Review  has  from  time  to  time  reproduced  win- 
dows of  the  T.  Eaton  Co.  Besides  the  designing  of  fine 
windows  Mr.  Apted  has  to  his  credit  some  notable  in- 
terior decorations.  It  is  no  slight  task  to  decorate  the 
large  Toronto  store,  and  when  this  is  done  it  takes  a 
small  army  of  workmen  to  carry  out  the  directions. 
There  are  three  main  a'isles  on  the  ground  floor — ^besides 
the  rotunda. 

Generally  when  an  elaborate  scheme  of  decoration  is 
attempted   a   platform    is   suspended   in   the   rotunda    and 


perly  dress  and  pose  a  form  the  trimmer  must  be  fami- 
liar with  the  fashion  changes  and  must  have  the  lead- 
ing tendencies  clearly  fixed  in  his  mind. 

Now  that  skirts  are  wider,  the  trimmer  may  use  a 
petticoat  on  the  form  before  putting  on  the  suit.  This 
was  not  done  when  the  very  tight  directoire  gowns  were 
in  vogue.  A  petticoat  is  always  preferable  as  it  gives 
a  better  set  to  the  skiit.  Often  a  gown  or  suit  does  not 
fit  the  form  properly,  and  the  trimmer  has  to  pad  the 
form.  If  he  is  not  well  informed  as  to  advance  styles 
he  can  easily  make  a  grave  mistake  here.  The  figure, 
as  a  rule,  changes  in  sympathy  with  the  changing  vogue 
and  when  forms  have  been  in  use  for  some  time  they 
have  to  be  padded  in  such  a  manner  as  to  give  the 
changed  eft'ect.  Women  soon  detect  the  difference  if  this 
is  not  attended  to,  and  the  trimmer  will  miss  one  of 
the  main  points  of  his  window.  ' 

A  very  good  plan  is  to  have  one  of  the  saleswomen 
try  on  a  suit  and  carefully  note  its  appearance.  Then 
try  to  give  the  same  effect  on  the  figure.  No  self- 
respecting  trimmer  ever  puts  a  gown  or  suit  in  a  win- 
dow,   that   does   not   fit   taut   and    smooth,    or   with     the 


HERMSDORFf  WEEK 


A   prize   Hermsdorf   window— Shown    by    Palr'ck's   "  Fair  and  Square,"    Hamilton. 


trimmed  with  ferns,  palms  and  flowering  plants  and  a 
band  or  orchestra  is  stationed  on  this  platform  in  the 
space  left  among  the  flowers. 


Showing  Ready-to- Wear  Garments. 

In  just  about  six  weeks  or  so  the  trimmer  will  be 
called  upon  to  put  in  the  first  of  his  series  of  Fall  gar- 
ment windows.  Suits  as  a  rule  arc  shown  first,  but- 
separate  coats  and  costumes,  and  also  in  many  stores 
m'isses'  and  children's  garments  will  be  clamoring  for 
early  window  representation.  During  the  summer  the 
trimmer  will  direct  the  attention  of  the  buying  public 
tbwards  the  wants  of  another  season  and  try  to  induce 
them  to  give  early  consideration  tc  their  requirements. 

It  seems  to  be  the  idea  with  the  majority  of  stores 
now,  to  design  some  background  that  will,  in  its  main 
features,  provide  a  setting  for  the  window  displays 
made  during  the  whole  season.  Some  sort  of  architec- 
tural background  seems  to  be  best  suited  to  this  kind 
of  treatment. 

Next  to'  the  background  but  of  equal  importance  is 
the  posing  and  dressing  of  the  display  forms.       To  prtj- 


skirt  high  at  one  side  and  on  the  floor  at  the  other. 
And  yet  gowns  are  seen  occasionally  that  wrinkle  at 
the  back  or  waist  and  where  the  skirt  is  anything  but 
straight.  The  writer  has  even  seen  coats  buttoned  up 
with  a  button  above  and  a  button  hole  left  at  the 
bottom. 

Accessories  are  shown  with  all  gown  and  suit  dis- 
plays, and  much  judgment  is  needed  in  their  selection. 
Those  chosen  should  be  in  strict  accord  with  the  gar- 
ments shown,  and  should  serve  to  guide  the  taste  of  the 
purchaser  in  making  her  selection.  Nor  should  these  be 
shown  in  any  profusion,  but  in  sufficient  number  to 
break  the  monotony  of  the  garment  shown.  With  the 
plain-tailored  gowns,  street  hats  should  be  shown,  and 
gloves  and  bags,  etc.,  or  shoes  and  hose  suitable  for 
street  wear,  and  the  same  applies  to  reception,  evening 
and  elaborately  tailored  suits. 

"Never  crowd  a  window,"  is  a  sign  which  should  be 
printed  in  the  largest  and  blackest  type,  and  hung  up  in 
every  trimmer's  room.  Quite  a  number  of  inexpensive 
gowns  or  suits  may  be  shown  at  once.  When  showing 
expensive  gowns,  only  a  few  should  go  into  a  window 
and  the  richer  their  character  the  fewer  should  be 
shown. 


DRY     GOODS     REVIEW 


65 


The    Milbradt 
Ladders 

CANNOT  BE  ANYTHING  BUT 

Highly    Satisfactory 


There  is  nothing  about  them  to  give  or 
wear  out  or  get  out  of  order,  and  after 
they  are  once  installed  require  no  further 
attention,  with  the  exception  of  a  few 
drops  of  oil  now  and  then. 

They  are  made  of  the  very  best  material 
that  can  be  obtained.  We  ship  them 
subject  to  approval,  hence  they  must  be 
satisfactory. 

Write  for  Catalogue  and  Prices. 


Milbradt  Mfg.  Co. 

1438  N.  8th  Street,  St.  Louis,  Mo. 


CANADIAN  BUYERS  IN  NEW  YORK 

Will  find  Comfort  and  Convenience  at  the 

Hotel  Alabama 

AND 

The  Van  Rensselaer 

13-19  E.  Eleventh  St.  near  5th  Ave. 

In  the  very  heart   of  the  WHOLE- 
SALE DRY  GOODS  DISTRICT.     Ac- 
cessible   to    all     THEATRES    and 
Places    of  Amusement.      Every- 
thing- for  your  comfort  and  con- 
venience has  been  provided.     We 
desire  your  patronage. 

Single  Rooms  and  Bath      -     $1.00  up 
Single  Rooms  and  Bath,  with 

Meals        •        •        -      2.50  up 
Parlor,  Bedroom  and  Bath    -   2.30  up 
Parlor,  Bedroom  and  Bath, 

with  Meals         -         •       4.00  up 

P^|M 

Best  American  Plan  Table  in 

I^P? 

■^L|^KH|                     New  York 

Kv'^l^if^^^Si                      NO  TIPPING 

Hiii  y^^^^JlHSj^^^Pn         Write  for  our  Literature  an  d  Special 

^^Kgl^^pl^S^^^^^            Rates  to  parties  of  two  or  more 

Keep  Your  Store   Busy 

this 


Nj.    514. 
New  square 
TEE    stand 


N''.  477. 
New  square 
s'l  ri    stand 


Summer 

Ask  for  our  new  Cat- 
alogue and  secure  a 
a  few  new  attractive 
fixtures. 

A  good  display  will 
produce  business  even 
though  the  weather  is 
warm. 

CATALOGUE  ON  REQUEST. 

Delfosse  &  Co. 

7   Hermine  St. 
MONTREAL 


Australian  Trade 


is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  innports  into 
Australia  : 


1906 

Canada 

Other  Countries 

Tetal 

Cosies,  Cushions,  etc. 

.■i      495 

£     154,047 

£    154,542 

Curtains 

190 

87.675 

87,865 

Fancy  Goods 

313 

279,452 

279.765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3,297,724 

3,309  618 

Flannelettes 

1,688 

251.965 

253,653 

Boots  and  Shoes 

4,951 

114,003 

118,954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlahlngr  OITIom 

Melbourne,  FInk'e  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 
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"Fairly  Good''  Never  Satisfies  the  Careful  Trimmer 

Show  Windows  and  all  That  is  in  Them  Should  be  Immaculately 
Clean— Keep  the  Whole  Display  in  View  in  Designing  a  Window 
—  Harmony  of  Lines  as   Well  as  Harmony  of  Colors    in  Decorating. 

Written  for  the  Review  by  H.  C.  MacDonald.  trimmer  for  the  W.  A.  Murray  Co. 


Window  trimming  of  the 
hig-hest  type  is  largely  a 
matter  of  taking  pains  and 
looking  after  the  little 
things  for  it  is  the  careful, 
attention  to  little  things 
that  makes  perfection.  The 
careful  trimmer  is  never 
satisfied  with  an  effect 
that  is  fairly  good. 

If  a  knot  or  fold  is  not 
exactly  the  way  it  should 
he  he  will  work  with  it  until 
he  gets  the  desired  results. 
He  will  not  leave  it  until 
he  is  thoroughly  satisfied 
that  it  cannot  be  improved  upon.  He  is  doing  himself 
an  injustice  when  he  turns  out  imperfect  work,  and  he  re- 
members that  if  he  once  does  a  thing  right  it  is  that 
much  easier  to  do  it  right  the  next  time. 

Display  stands  should  always  be  kept  in  first-class 
order.  No  matter  how  strong  a  wooden  stand  may  be, 
after  long  use,  it  will  become  loose  and  rickety.  In- 
spect the  stands  every  time  they  are  used.  Look  them 
over  in  the   workroom   and  see   that  the  tops  and  bases 


H.  C:  MACDONALD 


Cleanliness  Important. 

A  show  window  and  everything  in  it  should  always 
be  immaculately  clean  before  placing  a  piece  of  goods 
in  the  window  ;  the  trimmer  should  be  sure  the  floor, 
woodwork  and  mirrors  are  as  clean  as  it  is  possible  to 
make  them.  Before  he  leaves  the  window  after  the  dis- 
play has  been  put  in,. he  should  look  the  floor  over  care- 
fully for  stray  pins,  raveling-s,  splinters  of  wood,  etc. 
People  passing  by  outside  will  frequently  draw  their 
hands  across  the  glass  leaving  finger  marks.  This  is  a 
little  thing  but  counts  against  a  display.  In  designing 
a  window  keep  in  view  the  whole  display.  There  is  har- 
mony O'f  lines  as  well  as  harmony  of  colors.  Think  how 
each  drape  will  look  in  its  relation  to  other  drapes, 
watch  the  lines  of  your  display,  they  should  not  all  be 
the  same.  If  using  a  great  many  long  curves,  work  in 
some  short  curves  and  straight  lines  to  break  the 
montony.  If  there  are  many  folds  use  some  broad  flat 
surface  as  a  co'ntrast. 

Giving  Variety  to  Display. 

Use  drapes  of  different  heights  to  give  variety  to  the 
display.  In  learning  to  drape  correctly  the  most  im- 
portant thing  is  practice.  Time  spent  in  practice  is  the 
best  investment  a  trimmer  can  make.    He  must  practise 


Hors;    Sho.v  Windo.v,    by    H.   C.   Macionild    for   the  W.   A.   Mur.-ay    Co.,   Toronto. 


are  tight.  Another  important  thing — iee  that  the  edges 
of  the  stands  are  all  smooth.  A  little  sand  paper  will 
often  save  valuable  goods  from  being  damaged  by  rough 
edge  of  a  stand.  One  of  the  first  things  for  the  trimmer 
to  learn  is  how  to  handle  goods  so  they  will  not  be 
dama.ged.  In  most  of  the  new  drapes  very  few  pins  are 
used.  In  several  of  them  there  is  only  one  pin  and  that 
is  through  the  selvage.  Never  use  an  unnecessary  pin 
and  when  one  has  to  be  used  place  it  so  there  will  be 
no  strain  upon  the  goods.  Do  not  drag  the  material 
over  the  top  of  the  stand,  lift  it  and  carry  it  carefully. 


every  detail  until  he  can  do  it  perfectly  ;  any  ore  who 
has  faculties  can  learn  to  drape  if  he  will  only  practice. 
Most  window  dressers  will  have  more  trouble  with  the 
sweeiJS  than  with  anything  else,  but  when  one  once 
gets  the  knack  there  is  nothing  easier.  But  a  few  sec- 
onds are  required  to  form  a  sweep  when  the  trimmer 
knows  how.  Practice,  practice,  practice  ;  in  the  window 
dressing  there  is  far  more  in  practice  than  there  is  in 
being  a  genius.  With  window  dressing  as  well  as  with 
most  other  things,  careful  preparation  is,  or  should  be, 
more  than  half  of    the     work.      Expressed     in    another 
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way,    there   is   required  more   head-work   than   hand-work 
\n  trimming-  a  good   window. 

The  rig-ht  way  to  do  anything-  is  to  start  at  the  be- 
g-inning,  so  the  first  thing  for  the  trimmer  is  to  decide 
exactly  what  he  is  going  to  do.  He  will  save  time  by 
planning  out  his  display  to  the  smallest  detail,  as  he 
can  then  go  ahead  with  confidence,  knowing  just  what 
he  is  about. 

i- 

Send  in  Your  Sale  Windows. 

During  July  and  August  trimmers  will  be  putting 
in  a  number  of  good  general  windows  designed  to'  cause 
a  qu'ick  clearance  of  goods  shown.  Many  of  these  win- 
dows have  features  that  have  made  them  big  trade 
pullers.  Trimmers  rarely,  if  ever,  send  in  a  window  of 
this  class,  probably  because  background  effects  do  not 
featurize  such  windows.  They  have  their  own  interest, 
however,  particularly  so  when  they  are  accompanied  by 
details  of  the  sale  in  connection  with  which  they  were 
trimmed. 

The  flo'wer  window  shown  last  month  was  an  ex- 
ample of  this.  The  Review  would  like  to  obtain  exam- 
ples of  this  type. 


♦ 

Advertising  Value  of    Public  Spirit. 

"The  merchant  has  a  work  to  do  beyond  the  mere 
bartering  of  goods."  writes  J.  R.  Hamilton,  advertising 
manager  for  John  Wanamaker.  "He  must  be  a  builder 
of  roads,  an  improver  of  towns  and  cities,  a  leader  in 
movements  for  the  public  good.  Let  him  do  this,  and 
his  business  will  be  builded  upon  tlie  rock  of  the  people's 
confidence. 

"If  public  agitation  is  needed,  he  can  profitably  give 
a  part  of  his  advertisement  for  the  purpose  now  and  then. 
The  space  will  not  be  wasted;  that  kind  of  copy  fre- 
quently brings  the  best  results.  Anything  that  helps  a 
community  also  helps  the  store  or  other  'business  which 
is  an  established  institution  in  that  community. 

"Too  often  these  things  are  left  to  the  local  news- 
papers a,nd  to  politicians.  The  newspapers  plug-  along 
nobly  and  accomplish  wonders,  considering  how  little  co- 
operation they  have  from  business  men.  The  politicians 
do  nothing  until  they  see  the  rake-off." 

On  December  15th  last,  when  the  commercial  world 
was  striving  to  throw  off  the  shackles  of  timidity  imposed 
by  the  panic,  the  top  third  of  a  Wanamaker  page  ad.  was 
devoted  to  an  editorial  on  the  crop  reports  then  just  an- 
nounced, and  the  latent  wealth  of  the  nation.  It 
concluded: 

This  poor,  down-trodden  nation  so  rich  that  the  poorest 
of  us  would  be  rich  to  any  European  peasant;  this  little 
handful  of  eighty  million  people,  carrying  the  wealth  of 
the  world  in  its  pockets',  set  up  a  terrible  cry  of  alarm 
a  year  ago  when  somebody  overturned  the  ink  pot  and  got 
things  blnck. 

It's  time  to  forget  the  incident;  doubly  time.  The  best 
Christmas  present  we  can  give  ourselves  is  a  new  deter- 
mination to  roll  up  our  sleeves  and  go  to  work. 

As  a  tonic  for  business  confidence,  observers  Printer's 
Ink,  that  sort  of  thing  couldn't  be  bettered,  and  it  had 
an  effect  all  over  the  country.  Hundreds  of  newspapers 
quoted  it. 

Again  on  February  22nd,  in  welcoming  home  the  battle- 
ship fleet,  the  "Wanama,ker  ad.  contained  a  strong  plea 
for  an  American  merchant  marine,  pointing  out  that  82 
per  cent  of  our  commerce  is  carried  in  foreign  vessels. 

These  serve  to  illustrate  the  soundness  of  the  princi- 
ple that  giving  is  as  much  a  part  of  modern  business  as 
receiving. 
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Improved  Defiance  Button   Machine 

Make  Your  Own 

COVERED  BUTTONS 


Makes  all  sizes  covered  buttons  from    12   to 
60.    Flat,  Half  Bali  or  Ivory  Rim. 

PRICE  $7.50 

Including  any    3  of  the  following  sizes  :    1  6.  1  8,  20. 
24,  30,  36. 

Additional    Dies   and    Cutter   from    12   to  36.  $2.00 
per  set.      38  to  60.  $3.00  per  set. 

Set  includes  Die  and  Cutter. 

Send  for  Catalogue. 


DEFIANCE  BUTTON   MACHINE  CO. 

53  EAST  8th  ST.,  NEW    YORK 
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W.  B.  MEIKLE,  General  Manager 
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arc  uHnK'  with  the 

FOUNTAIN 
AIR  BRUSH 


It  is  also  used   by   up-to-date  Window  Trimmers   for  tinting 
Artificial  Flowers,  Lamp  Shades,  Draperies,  etc. 
WRITE   FOR  ATALOG   R-63 
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Drapes  Designed  to  Meet    Latest   Fashion  Demands 

Information  which  will  Enable  the  Trimmer  to  Portray  Style  Changes 
—  The  Shape  Draping  Form  —  How  to  Display  Dress  Goods  Effectively. 

By  Albert  A.  Koester  in  Drv  Goods  Reporter. 


THP]  changing  styles  should  be  niiiTored  in  the  win- 
dows as  soon  as  possible.  It  is  Mie  trimmer's 
duty  to  show  the  newest  styles,  and  to  show 
them  in  such  a  manner  that  the  style  value  is 
biought  out  prominently.  The  windows  should  be  veri- 
table fasiiion  plates,  showing  the  style  tendencies  in  ad- 
vance of  the  season^  somewhat  on  the  same  order  as  regu- 
lar fashion  journals. 

The  up-to-date  tnmmer  pays  as  much  attention  to  the 
clianging  styles  as  he  does  to  bringing  out  clever  back- 
ground designs.     You  can  readily  understand  how  easily 


skirt  closely  about  the  limbs  and  in  repose  falls  in  broken 
folds  on  the  floor.  This  is  a  pretty  idea  to  bring  out  in 
your  draping  of  the  form,  and  is  shown  in  all  of  the 
illustrations. 

Kinds  of  Material. 

Certain  styles  are  best  produced  in  certain  materials. 
For  instance,  the  styles  of  this  season  call  for  soft  mate- 
rials that  will  hang  in  long,  soft  folds  and  give  pretty, 
gi-aceful  lines.  Such  goods  as  rough  finish  and  liberty 
silks,  messalines  and  foulards  are  very  good. 

The  good  trimmer  knows  just  as  soon  as  he  touches  a 
piece  of  goods  how  it  should  be  draped  to  bring  out  its 
individual  beauty  and  characteristics.  He  would  not  think 
of  taking  a  heavy  taffeta  and  try  to  produce  a  tight- 
fitting  princess  drape,  or  produce  the  long,  soft  folds  of  a 
Grecian  drape  on  a  form. 

Way  to  Show. 

Soft  goods  show  off  to  the  best  advantage  on  the 
draping  formSj  in  fact  there  is  no  better  way  of  showing 
any  kind  of  goods.  Soft  goods  show  off  especially  well 
because  they  need  some  sort  of  foundation. 

Since  the  introduction  of  the  draping  form,  some  years 
ago,  there  has  been  hardly  any  other  method  used  for  the 
showing  of  dress  goods.  This  is  because  you  can  intro- 
duce fashion  value  in  the  drapes.  That  is  what  is  intro- 
duced in  the  drapes  shown  herewith. 

This  is  the  new  form,  using  the  two  halves  making  a 
full  form,  and  is  posed  just  as  you  see  it,  giving  a  three- 
quarters  view. 

The  First  Drape. 

The  window-tiTimmer  should  pose  his  forms  the  same 
as  a  photographer,  in  order  to  get  the  very  best  possible 


Draping  form  posed  so  as  to  give  a 
three-quarters  view. 


spoiled  a  beautiful  background  woidd  be  if  passe  styles 
were  shown  in  the  window. 

This  season's  styles  embody  the  Empire  and  Princess 
modes,  influenced  somewhat  by  the  Greek  influence.  The 
fashion  lines  in  these  styles  are  long  and  clinging,  not 
showing  much  of  the  waist  line  or  hips.  This  effect  is 
produced  by  starting  the  waist  line,  especially  in  the  back, 
four  or  five  inches  above  the  regular  waist  line,  and  letting 
the  goods  drop  loosely,  just  touching  the  hips  and  then 
dropping  to  the  floor  in  long,  gi-aceful  folds. 

The  elegant  gowns  of  this  season  in  some  cases  are 
several  inches  longer  tlian  the  regular  measure.  Tliis 
extra  material  lays  on  the  floor  and  in  walking  pulls  the 


view  and  artistic  effect.  The  window  should  be  viewed 
as  a  picture  and  the  foi-ms  placed  therein  in  such  a  way 
that  the  composition  of  the  completed  picture  is  perfect. 

A  good  plan  is  to  experiment  in  your  work-room  first 
and  get  your  drapes  just  to  suit  you. 

The  sweep  of  the  skirt  in  this  first  drape  comes  from 
the  back,  and  is  brought  to  one  side  and  to  the  front. 
You  will  notice  the  pointed  effect  at  the  top  of  the  bust 
line  of  the  form.  This  is  produced  by  the  addition  of  a 
pointed  piece  of  heavy  card-board.  This  is  a  new  idea 
for  the  finish  of  the  top  of  a  form. 

The  top  of  the  form  is  finished  in  three  strands  of 
nari-pw  dark  velvet  ribbon.     For  instance,  if  vou  have  a 
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drape    of   pale    Copenhagen    blue,    use    dark    blue    velvet 
ribbons. 

A  little  to  the  right  of  the  front  of  form  is  gathered 
a  large  cluster  of  ribbon  loops,  in  varying  sizes,  as  shown 
in  the  drawing,  one  of  the  loops  being  long  enough  to 
drape  on  the  floor.  Below  the  waist  line,  in  the  front  of 
the  form,  as  you  will  notice  the  wrinkles,  as  seen  in  certain 
of  the  new  styles.  These  little  up-to-date  features  are  the 
things  that  make  for  the  success  of  your  work. 


erosswir^e  and  piinied  in  the  back,  the  balance  of  the  silk 
is  then  gathered  into  the  top  of  the  foim. 

The  jacket  effect  is  produced  by  using  extremely  wide 
and  heavy  lace  down  one  side,  around  the  back  and  up 
the  other  side,  as  seen  in  the  drawing. 

A  pretty  finish  is  given  to  the  top  of  form  by  using 
real  or  artificial  American  Beauties. 

The  Third  Drape. 

The  third  drape  is  very  simple  and  rich.  It  is  espec- 
ially suited  to  high  grade  material. 

Only  one  pin  is  used  in  the  entire  drape,  thus  giving 
less  chance  to  damage  a  fine  fabric. 

The  beauty  of  tihis  drape  lies  in  its  simplicity,  and  in 
the  unusual  pose,  bringing  out  the  long,  sweeping  lines  of 
the  long  train  in  the  back. 

This  drape  shows  the  back  view  of  a  full  form.  The 
folds  all  start  about  five  inches  above  the  waist  line,  in 
order  to  give  the  empire  effect. 

Use  a  soft  material  in  some  plain  coloring,  minus  a 
pattern  or  figure. 

The  finish  at  the  top,  or  waist,  is  simply  t)he  circling 
about  the  top  of  the  form  of  the  necessary  amount  of  very 
wide  ribbon.  The  prettiest  effect  is  produced  when  various 
shades  of  one  color  I'ibbon  are  used.  The  darkest  shade 
at  the  top. 


pose. 


The  Second  Drape. 

The  second  drape  is  for  double-fold  light  goods,  such 
as  Summer  silks,  foulards,  messalines,  etc.,  and  is  produc- 
ed on  a  lull  form. 

The  effect  produced  is  that  of  a  figure  with  a  long 
train,  just  after  turning  around  tilius  leaving  the  train  to 
one  side  and  in   front  of  the  figure.     This  is  a  stunning 


The    waist    is   finislied    with    a    piece   of   silk   gatiiered 


A  pose  adapted  to  high  grade  material.   Only 
one  pin  is  used  in  the  entire  drape. 


-0 
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Afler   this    ribbon   jacicet   is   made    drop   the   ends   of 
several  of  the   riljboiis  lo  lilie  floor  ns  streamers.     Either 
s.itin  or  velvet  ribbon  ean  be  used. 

Thei'e  is  quite  a  decided  advantage  in  using  these  fidl 
forms,  for  they  will  be  such  an  absolute  change  from  the 
iialf  form  that  has  been  used,  that  your  window  will, 
because  of  the  change,  attract  much  attention.  Of  course, 
these  forms  sihould  be  posed  so  that  you  get  a  full  or 
three-quarter  view  of  the  front  or  back.  If  you  show  a 
side  view,  you  might  as  well  use  only  the  half  form. 

It  is  a  good  idea  to  try  and  be  the  first  firm  to  spring 
the  new  forms  and  new  drapes — thus  being  responsible 
for  a  scoop  in  the  window-trimming  circles  of  your  town, 
and  demonstrating  the  fact  that  your  store  is  the  most 
progressive. 


New  Store  of    D.  Shapiro,    the  American  Outfitters. 

The  American  Outfitters  is  t'he  name  of  a  well  known 
Montreal  firm  who  recently  moved  into  a  fine  new  store 
at  283  Notre  Dame  Street  West,  near  McGill  Street.  The 
building  which  is  of  steel  construction  is  fifty-nine  feet 
wide  by  eighty-five  feet  long,  and  while  there  is  but  one 
floor,  the  large  space  of  which,  divided  in  such  a  manner, 
affords  every  convenience  to  a  customer  and  also  for  the 
display  of  all  lines. 

The  fact  that  the  height  of  the  floor  is  14  feet,  com- 
bined with  seven  lai"ge  windows  not  only  affords  good 
natural  light  but  also  jDlenty  of  ventilation;  a  point  which 
is  noticed  at  once  on  entering  the  store. 

There  are  three  large  front  show  windows,  each  sixteen 
feet  long  by  seven  feet  deep.  There  are  also  four  win- 
dows in  the  rear  of  the  building.  The  permanent  back- 
ground of  the  three  display  windows  in  the  front  is  finish- 
ed in  dark  green  adorned  with  flowers  and  modern  trim- 
mings. The  sides  of  the  windows  ai'c  inlaid  with  glass 
mirrors,  while  the  base,  covered  with  green  fe't  of  a 
similar  color  to  that  of  the  background  completes  a  very 
strong  effect.  Attractive  windows  are  one  of  the  best 
mediums  a  retailer  ean  obtain  to  advertise  his  daily  sales. 

The  large  entrance  to  the  building,  which  is  nine  feet 
in  dept'li  1)y  nine  and  a  half  feet  in  length,  is  of  an 
expensive  tile  finish  comprising  a  mosaic  design. 

The  store  comprises  two  exclusive  departments,  attrac- 
tively separated  one  from  the  other  by  a  double  row  of 
hardwood  shelves.  To  the  right  of  the  entrance  is  the 
ladies'  ready-to-wear  department.  The  large  stock  of 
coats  and  costumes  are  carried  in  hardwood  oak  finished 
wardrobes,  inlaid  with  glass  fronts.  These  wardrobes  run 
rig'lit  down  one  side  of  the  department.  A  number  of 
small  electric  lights  running  along  the  top  of  these  ward- 
robes not  only  give  a  very  pretty  effect  to  the  department 
when  lit  up  but  also  prove  very  serviceable  when  a  light 
close  at  hand  is  needed.  On  the  other  side  of  this  de- 
partment, in  front  of  the  double  row  of  shelves  running 
down  the  centre  of  the  building,  is  located  a  number  of 
hardwood  oak  finished  show  cases  inlaid  with  glass  on 
four  sides  and  top.  Whitewear  is  displayed  here.  Gun 
metal  racks  are  used  for  ladies'  skirts. 

On  the  left  hand  side  of  the  entrance  is  the  men's 
department.  This  department,  as  in  the  ladies'  section, 
is  also  fitted  with  quarter  cut  oak  wardrobes  inlaid  with 
glass  fronts.  Hardwood  tables  on  which  are  arrranged 
the  general  lines  of  clothing  are  also  situated  at  various 
parts  of  the  department. 

At  tihe  right  hand  side  of  the  entrance  is  located  a 
large  three-sided  mirror.  This  mirror  enables  the  cus- 
tomers to  examine  every  part  of  a  garment  in  the  trying 
on  process. 

At    the   extreme   risht   hand    side    of   the    entrance    is 


situated  a  ladies'  waiting  room  about  12  feet  in  length 
by  9  feet  in  depth,  (ireen  plush  curtains  hung  from  brass 
railings  separate  this  n  om  from  the  ladies'  section  of  the 
stni-e. 

The  ofifiee  is  situated  at  the  rear  of  the  middle  row  of 
shelves  and  in  the  rear  of  the  office  is  located  the  sewing- 
loom,  adjoining  which  is  a  fitting  room  for  ladies. 

The  men's  fitting  room  adjoins  the  private  office  of 
the  firm  at  the  rear  left  end  side  of  the  department. 

New  Premises  For  Parisian  Corset. 

Quebec  city  was  visited  on  June  9th  by  a  bad  fire 
which  destroyed  a  sash  and  door  factory,  many  private 
dwellings,  and  left  only  a  part  of  the  walls  of  the  factory 
of  the  Parisian  Corset  Mfg.  Co.,  Caron  St.  The  loss  on 
stock  and  machinery  of  the  corset  factory  is  covered  by 
insurance. 

With  commendable  enterprise  the  Parisian  Corset  Mfg. 
Co.,  Ltd.  ordered  the  day  after  the  fire  an  entirely  new 
and  modei'n  plant  and  secured  exceptionally  fine  quarters 
at  82  and  84  Boulevard  Langelier,  (Royal  Paper  Box 
Building).  They  have  practically  completed  the  installa- 
tion of  new  machinery,  and  early  this  month  will  com- 
mence manufacturing.  Their  new  quarters  will  permit 
of  still  further  expansion  of  their  business.  This  firm 
received  an  excei^tional  number  of  letters  of  sympathy 
and  encouragement  from  the  trade,  and  it  is  expected  that 
they  will  now  enter  upon  a  still  greater  era  of  prosperity. 
They  ask  the  indulgence  of  their  customei's  for  only  a 
shoi't  time. 


Berlin's  New  Dry  Goods  Store. 

(Stal?   Coi'iespondence). 

Berlin,  .June  30. — Berlin  has  an  important  new  dry 
goods  firm  in  C  H.  Mills  &  Co.,  who  occupy  the  three- 
storey  store  recently  vacated  by  G.  B.  Kyan  &  Co.,  who 
are  closing  out  their  Berlin  branch.  Mr.  Mills  was  for- 
merly manager  of  the  Ryan  store  here  and  under  his 
management  it  grew  to  be  one  of  the  leading  retail 
houses  of  the  town.  Then  he  went  to  Chatham,  and 
was  in  business  there,  but  a  year  later  came  back  to 
Berlin,  assuming  the  management  of  the  Berlin  Leather- 
ette Co.,  holding  that  position  until  organizing  the 
jHesent  firm  of  C.  H.  Mills  &:  Co.,  a  few  weeks  ago. 

The  new  store,  filled  on  all  three  flats  with  an  en- 
tirely new  stock,  is  ideal  in  many  respects.  That  Mr. 
Mills  is  esteemed  by  his  fellow  business  men  is  illustrated 
by  the  fact  that  he  has  filled  the  positions  of  President 
of  the  Board  of  Trade  and  of  the  Retail  Merchants'  As- 
sociation besides  having  held  other  offices,  civic  and 
(jtherwise. 

At  the  present  time  the  chief  departments  of  the 
business  consist  of  staple  dry  goods,  ladies'  furnishings, 
house  furnishings,  etc.,  but  in  the  Fall,  dressmaking 
and  millinery  departments  will  be  added,  so  that  the 
business  will  be  very  similar  to  that  which  had  been 
conducted  by  the  Ryan  firm. 

Robert  Smyth,  of  Smyth  Bros.,  intends  visiting  his 
old  home  at  Victoria  Bridge,  County  Tyrone,  Ireland. 
He  and  his  brother  Edward  have  been  making  the  trip 
alternately  for  the  past  ten  years  or  more. 

F.  E.  Macklin  &  Co.,  will  shortly  remove  from  their 
present  store  at  King  and  Queen  to  the  present  quarters 
of  the  Star  Theatre,  Mr.  Macklin  having  purchased  the 
block  in  which  it  is  situated. 

Mr.  William  Opperman,  with  the  staff  of  Smyth 
Bros,  for  the  past  seven  years,  has  entered  the  employ 
of  C.  H.  Mills  &"  Co.,  assuming  charge  of  the  Staples 
Department. 
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About  Dyeing 

The  dyeing  of  fabrics  is  both  a  science  and   an  art. 

Long  years  ago  primitive  methods  might  have  satisfied. 

But  that  is  long"  ago  -  not  to-day. 

Combined  with  expert  knowledge  must  also  go  a  large  and  modern  plant,  if  the 
demands  of  the  present  day  are  to  be  satisfactorily  met. 

In  the  works  of  R.  Parker  &  Co.,  Toronto,  Can.,  knowledge  and  equipment 
unite  as  in   no  other  dyeing  works  in   Canada. 

Very  correctly  stated,  one  will  travel  far  anywhere  on  the  continent  before  they 
will  find  larger  and  more  modernly  planned  works. 

These  things  make  it  possible  for  R.  Parker  &  Co.  to  very  completely  meet 
the  needs  of  the  dry  goods  and  millinery  trades  of  Canada  in  the  dyeing  and 
finishing  of  off-color  and  other  unsaleable  fabrics,   or  finest  plumes  and   feathers. 

For  more  than  thirty  years  a  record  for  satisfactory  work  has  been  before  the 
Trade  of  the  Dominion. 
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Excellent    for 

Manufacturers 


(From  Pri  lifers'  Ink  J 


For  those  manufacturers 
who  sell  only  through 
jobbers,  there  is  a  most 
excellent  way  to  assert 
their  individuality  —  by 
advertising  to  the  trade 
through  goodtrade 
papers,  as  well  as  to  the 
consumer.  This  method 
is  bound  to  be  used  more 
and  more.  It  is  a  busi- 
ness -  like  CO  -  operative 
plan  which  the  jobber 
cannot   but    welcome. 
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Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure    in    place    without    flattening. 

5  Sizes    R  20    R  22    R  23     R  24      R  26 

Medium  Large      Extra  Large      Allover         Superfine 

ROSEN WALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc. 
Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co.,  Ltd. 

Cor.  Simcoe  &  Wellington  Sts.,  Toronto,  and  40  St.  Antoine  St.  Montreal. 
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Simple  but  Effective  Accounting  for  $50,000  Business 


The  Duplicate  Cash  and  Charge  Sales  Books  for  Recording  Sales 
—  Apportioning  the  Expenses  to  the  Different  Departments  —  Work 
Ticket  for  the  Millinery  Section— Keeping   Cash  and  Bank  Records. 

Written  for  The  Dry  Goods  Review  by  Howard  R.  Wellington. 
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E  have  been  asked  by  a  subscriber  to  outline 

a  plan  for  a  simple  but  thoroug*li  system  of 

bookkeeping  for   a   dry  goods   and   millinery 

business,  having  a  turnover  of  about  $50,000 

jyarly. 

There  are  a  number  of  systems  in  use,  and  while  the 
general  principles  are  practically  the  same,  conditions 
peculiar  to  the  individual  business  render  certain  changes 
necessary,  but  generally  speaking  we  would  divide  our 
subject  into  the  following:  1,  Recording  Purchases;  2,  Re- 
cording Sales;  3,  Adjusting  Entries;  4,  Cash  and  Bank; 
5,  Other  Books;  6,  Final  Entries. 

Recording  Purchases. 

As  the  purchase  invoices  are  received  and  checked  off 
with  the  goods,  a  stamp  should  be  used  to  indicate  whether 
the  goods  were  for  Dept.  A,  B  or  C.  We  would  suggest 
the  three  divisions  for  millinery,  ready-to-wear,  and 
general  dry  goods. 

These  invoices  may  be  put  through  as  received  or  held 
until  the  end  of  the  month  and  the  total  posted  to  the 
debit  of  the  department  and  to  the  credit  of  concerns 
from  whom  the  goods  were  purchased.  A  columnar  book 
may  be  used  for  this  purpose. 

Ace't  to  Credit         Dept.  A  Dept.B  Dept.  C 

J.  J.  Co $15  00       

C.  C.  Co $20  00       

C.  C.  Co 30  00       

J.  C.   C $40  00 

T.  D.  Co 60  00       


Total    $75  00    $50  OO     $40  00 

These  totals  are  posted  to  Depts.  A,  B  and  C,  "Mer- 
chandise Account." 

Recording  Sales. 

We  know  of  no  better  method  than  by  the  duplicate 
cash  and  charge  sales  books;  separate  books  marked  A, 
B  and  C,  for  each  department,  sales  being  totalled  on  the 
recapitulation  sheets  at  the  end  of  each  book. 

In  case  goods  are  charged  and  a  duplicate  invoice  is 
required  by  the  customer,  a  triplicate  sheet  may  be  used 
when  the  sale  is  made  and  this  is  filed  alphabetically  un- 
til required. 

A  record  may  be  kept  of  each  salesman's  daily  or 
weekly  sales  a.s  fully  outlined  in  last  month's  issue  of 
The  Review. 

These  totals  are  posted  to  the  credit  of  Dept.  A,  B  and 
C,  "Merchandise  Account." 

We  now  have  the  two  principal  items  entering  into 
our  trading  account,  the  cost  of  all  goods  bought  and  the 
selling  price  of  all  goods  sold,  showing  with  the  stock  on 
hand  at  the  start  and  the  finish  the  gross  profit  on  goods 
sold. 

Adjusting  Entries. 

The  proposition  now  confronts  us  a,s  to  how  we  are 
to  apportion  the  expenses  and  as  this  depends  largely  on 
local  conditions,  we  can  only  outline  a  general  plan  to 
bo  followed. 

■Salaries,  express,  and  similar  items  may  be  charged 
direct  to  the  department,  but  such  items  as  rent,  insur- 


ance, heat,  light,  etc.,  must  all  be  apportioned  over  the 
three  departments  bearing  in  mind  the  floor  space  occupied, 
the  profit  in  the  department  as  compared  with  the  space 
occupied,  possibly  the  situation  in  the  store,  the  value  of 
the  stock  carried,  etc. 

Each  department  should  bear  a  fair  proportion  of 
what  is  commonly  called  "overhead  expense,"  such  as 
manager's  salary,  ofSce  expense,  etc. 

Work  Tickets. 

In  a  millinery  business,  we  would  suggest  the  introduc- 
tion of  a  work  ticket  as  a  permanent  record  of  the  sale, 
giving  the  following  information. 

Order  No.,  name,  amount  of  sale,  when  ready,  shape 
or  frame,  plumes,  ribbon,  velvet,  sundries,  time,  total  cost, 
proportion   expenses,   add  profit,  sale  price. 

Cash  and  Bank. 

In  this  same  issue  will  be  found  a  suitable  form  for 
cash  and  bank  accounts,  which  may  be  used  to  advantage 
in  a  business  of  this  size.  Columnar  books  may  be  pro- 
cured now  with  as  many  as  twenty-four  columns  for  all 
purjjoses. 

In  addition  to  the  books  already  mentioned,  a  journal 
and  bill  book  may  be  used  to  advantage,  the  former  being 
used  only  for  adjusting  entries  as  described  in  section 
three,  the  latter  we  are  all  familiar  with. 

Now  in  reference  to  closing  the  books  after  a  period 
of  business  and  after  all  entries  are  in. 

The  first  step  would  be  to  take  stock  and  extend  at  cost. 
We  should  then  ascertain  if  any  expense  items  such  as 
insurance,  rent,  etc.,  are  prepaid  or  due,  and  these  should 
be  brought  down  in  the  various  expense  accounts,  the  bal- 
ance being  transferred  to  the  trading  account. 

A  description  of  trading  and  profit  and  loss  account.? 
will  be  given  in  a  later  issue. 


The  Follow-Up  System. 

To  the  merchant  who  makes  a  special  study  of  the 
possibilities  of  his  field.,  a  mail  follow-up  system  is  prob- 
ably one  of  the  most  satisfactory  aids.  In  many  towns 
throughout  'Canada  it  is  now  being  employed  by  dry  goods 
merchants  in  developing  both  town  and  country  trade.  It 
contains  sufficient  of  the  personal  element  to  be  made 
attrac'tive  to  newcomers  to  the  locality  and  it  may  always 
be  used  to  keep  customers  posted  on  store  news  of  im- 
portance. For  example,  the  merchant  may  consider  that 
a  certain  section  of  his  patrons  may  be  interesttd  in  new 
stocks  just  arrived.  It  is  an  easy  matter  to  direct  to  them 
letters  descriptive  of  the  goods.  He  may  be  adding  a  new 
department.  An  invitation,  personally  addressed  to  any 
considerable  number  of  his  customers,  will  never  fail  to 
produce  results.  A  western  merchant  states  that  every 
year,  on  the  eve  of  the  Fall  fair,  he  had  addressed  letters 
to  customers  residing  in  neighboring  towns  and  villages 
inviting  them  to  visit  his  store,  and  mentioning  certain 
lines  which  he  considered  worthy  of  their  attention.  The 
same  merchant  declares  that  he  has  made  many  good 
customers  by  merely  keeping  posted  on  the  new  arrivals 
in  his  town  and  district,  and  at  the  outset  sending  them 
letters  of  welcome,  accompanied  by  invitations  to  his 
store. 
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It's  a  fact!  Wherever  you  see 
"Hygeian"  Underwear  in  a  store,  there 
you  see  an  exceptionally  happy  merchant 
doing  a  brisk  underwear  business. 

Good  business  is  inseparable  from 
Hygeian  Underwear  because  Hygeian 
Underwear  is  so  obviously  the  most 
superior  line  on  the  market  in  quality, 
fit  and  finish 

TRY  IT! 

If  you  don't  already  handle  Hygeian, 
make  a  start  right  now. 

F 

ORDER  FROM  YOUR  JOBBER 

Eagle  Knitting  Co.,  Limited 


Hamilton 


Ontario 


Are  You  Selling  "Hygeian"  Waists 
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Here's   how  v^e   gained 
a    good    customer  for 

THE 


The  dealer  has  a  pair  of  healthy  twins— boys  seven  years  old — regular 
unrestrainable  rompers. 

On  one  of  them  he  tried  a  NAZARETH  WAIST— on  the  other  he 
tried  a  nit   waist  said  to  be  just  as  good. 

Then  he  watched  and  waited  for  the  returns. 

His  wife  was  the  referee. 

In  a  few  days  things  began  to  go  wrong  with  the  nit  waist ;  and  the 
NAZARETH  WAIST -well,  the  dealer  has  been  selling  NAZARETH 
WAISTS   for  years  and  we  haven't  had  a  kick  from  him   yet.      Why? 


The  following  wholesale  houses  all  carry 
the  genuine   NAZARETH  Waist: 


Calgary,  Alta. 

W.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  A  Minnes 

London,  Ont. 
R.  C.  Struthers  &  Co. 
Robinson,  Little  4  Co, 


Montreal,  Que. 

W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  4  Co.,  Ltd, 
Hodgson,  Sumner  A  Co, 
A.  Racine  A  Co. 
Brophy.  Parsons  &  Rodden 
Kyle,  Cheesbrough  4  Co. 
Mclntyre,  Son  A  Co. 
P.  P.  Martin  4  Co. 
A,  O.  Morin  4  Co. 


Ottawa,  Ont. 

Jolin  M.  Garland.  Son  4  Co. 

St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  4  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros.,  Ltd. 


Toronto,  Ont. 

John  Macdonald  4  Co. 
Beatty.  Kerr  4  Verner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  4  Co. 
Denton.  Mitchell  4  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 


Winnipeg,   Man. 

R.  J.  VVhitla  4  Co.,  Ltd, 
Robinson,  Little  4  Co. 


Mills  at 
Nazareth, 
Pa.,    U.S.A. 


350   Broadway, 


New   York 


Canadian    Representatives  :— 

E.  H.  WaU  y  Co. 

Toronto  and  Montreal 
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High   Class  Underwear 
for  the  best  retail  trade 

The  idea  that  the  highest  grade  ot  modern  underwear  has 
to  be  imported  may  now  be  abandoned.  Zimmerltnit  has 
arrived — made  in  Canada.  The  illustrations  to  this  advertise- 
ment show  the  up-to-date  Porous  Knit  in  the  Zimmerman 
quality  and  the  Zimmerlcnit  Balbriggan— the  modern  summer 
undergarments  for  men  and  boys. 

'' Zlmmerinan  Porous 
Knit." 

embodies  the  ventilation  feature--alr  circulates  all  through 
it.  It  keeps  fabric  and  the  skin  of  the  wearer  always  dry,  as  the 
multiplicity  of  little  holes  promotes  very  speedy  evaporation 
of  perspiration.  Only  long  fibre  yarns  are  used  and  each 
little  hole  is  knitted  with  the  lock  stitch.  It  is  impossible  for 
the  threads  to  unravel.  Button  holes  are  very  securely 
stitched  and  the  pearl  buttons  firmly  sewn.  These  garments 
have  an  elasticity,  durability,  comfortable  fit  and  fine  finish 
jj      heretofore  unknown  to  Canadian-made  garments. 

Zimmerknit  Balbriggan 

The  old-fashioned  knitted  stuff  preferred  by  so  many 
people  for  its  heallhfulness  and  good  wearing  qualities.  Made 
in  the  modern  style  with  coat  shirt  and  knee-drawers  as 
illustrated  and  in  long  sleeve  shirts,  short  sleeife  shirts, 
sleeveless  shirts  without  buttons,  and  flat  combination  suits, 
ankle  length  drawers,  short  stout  drawers,  perfect  fit  and 
thorough  comfort  for  every  customer.  No  Balbriggan  goods 
equal  to  these  Zimmerknit  Balbriggan  garments  have  ever 
been  produced  in  a  Canadian  mill. 

]  Jobbers'  travellers  will  soon  be  showing  you  the  Zimmer- 
knit Spring  Samples.  Compare  them  A'ith  anything  you  ever 
saw,  either  imported  or  domestic,  and  they  will  meet  vvith  your 
approval. 


!J  HAMILTON, 
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News  of  Season's  Trade  in  Knitted  Goods 

Fall  Business  Satisfactory  —  Spring  Lines  are  Being  Very  Well  Re- 
ceived —  Dainty  Effects  in  Hosiery  Featurize  New  Goods  —  Special- 
izing in  Norfolks  and  Pony  Jackets  —  Underwear  Prices  Advancing. 

WITH     llic    luiillcd    o-nods    re((iiiremonts    o^    llic  \ailiiiji'  conscrvalisiii   ciicoinnucd   a   liaiHl-lo-moulli   procpss 

IMisciil    and    l''all   seasons   well  served  so   fai'  as  hy   wliieli   slocks  were  not  allowed   to  accuiunlale   liea\'il\'. 

iiiiniediale      onllook      is     eoneenied,     particiila,r  'i'lierc    was  little  carried  over,   and    now    with    the   general 

attention      is      now     beinu'      direet(  d       towards  improvenieut.  advance     business     is     a     more     acceptaiile 

Sprinj;-      ])usiness.        Wholesalers      ha\e      already      seen  ])roposilion.     Tn  f aol .  what   Sprinu'  lines  have  been  placed 

samples  and  have  done  a  certain  amount  of  placing.  Cana-  on   the   road,  have  l)een   well  received.     Warm  weather  is 

dian   mills  are  busy:    buyers   are   returninii-   fi'oin    Kuroi^e.  responsible   for  an   active  sortinu'  business,  and   it    is   in)W 

and  it   is  quite  ap]iarenl   that   anticipation  has  mapped  out  e\i(lenl   that   the  year  will  show  a  \ery  salisfaetory  rccoi'd. 


One  of  the  Newest  Styles  in   Ladies'  Knitted  Coats —Shown   by 
the  Monarch  Knitting  Co. 


a  season  of  still  greater  accomplishment  than  that  of  the 
present  year  when  the  trade  was  still  very  conservative. 
Canadian  manufacturers  are  now  put^ting  forth  greater 
efforts  than  ever  before  to  give  their  industry  still  greater 
advancement  in  that  development  which  has  charactei-ized 
it  in  recent  years. 

* 

Satisfactory  Business. 

Fall  business  has  developed  good  piopontions.        The 
very  mild  weather  of  last  season,  coupled  with  the  pre- 


Less  Extreme  Effects. 

So  far  as  style  tendencies  of  the  new  season  are  con- 
cerned, buyers  who  have  thonuighly  inspected  advance 
lines  declare  that  there  is  strong  favor  for  less  extreme 
effects  in  hosiery. 

''Plain  colors  and  neat  self  clocks  are  what  we  are 
buying  for  Spring,''  said  the  head  of  a  large  department. 
Enquiries  in  other  quarters  confirm  his  statement.  Small 
patterns  featurize  the  new  lines.  It  is  going  to  be  a  sane 
though  none-the-less  stylish  season.    Flashy  lines  are  b«ing 
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Sterling 


£. 


Hosiery 


18  Winning  many  new 
friends  each  season. 
Retailers  are  increasing 
their  orders.  :  :  : 
It's  a  brand  of  quality 
and    satis  faction . 


The  range  covers  every 
possible    want   in 

Ladies',  Men's  and 
Children's  Lines 

in  Cotton^  Lisle,  Cashmere  and  Silk 


You  are  sure  of  building 
a  permanent,  satisfac- 
tory hosiery  trade  when 
you  sell  Sterling  i' 
Hosiery.     :     :     :     :     : 


Wholesale    Distributors 


Koing  &  Stuffmann 

Montreal 


rapidly  disposed  of.  Sales  of  the  present  month  indicate 
that  it  is  not  considered  altogether  advisable  to  cari-y 
them  over.  Tans  have  been  very  popular  and  will  un- 
doubtedly meet  with  a  strong  demand  next  year. 

"In  an  extremely  fancy  season,"  said  a  buyer,  "our 
experience  has  been  that  tans  seldom  do  well,  but  with  the 
return  to  quieter  effects  we  may  confidently  look  for  a 
continued  run,  in  practically  all  of  the  brown  shades.  We 
are  buying  apricots,  wistarias  and  bronzes,  but  we  are 
going  very  carefully  with  the  taupe  series^  Our  opinion  is 
that  it  is  a  line  which  has  been  very  much  overdone. 
Pinks,  of  course,  have  become  a  general  shade.  This  has 
been  a  very  strong  matching  season.  Women  'have  re- 
peatedly came  to  the  department  with  dress  goods  samples 
to  be  matched  with  hosiery — something  they  have  never 
been  so  very  particular  about  before — and  it  suggests  an 


New    Styles   of    Coat   Sweaters  —  Shown    by    Tne    Dr. 
Jaeger  Sanitary  Woollen  System  Co.,  Ltd.,  Montreal 

idea  which  the  knitted  goods  and  dress  goods  departments 
may  jointly  develop  to  some  advantage.  There  will  be 
very  little  laee  elaboration  in  hosiery  lines  for  Spring  of 
1910.  Small  neat  patterns  featurize  all  of  the  sample 
lines  shown,  aiul  this  fact  is  appreciated  by  buyers  who 
found  it  somewhat  difficult  to  work  out  the  color  and  style 
problems  for  the  i)resent  year." 

Norfolks  and  Pony  Jackets. 

In  the  up-to-date  knitted  goods  department  or  store, 
there  is  probably  no  section  which  lends  itself  so  sitrongly 
to  specialization  as  that  devoted  to  pony  coats  and  Nor- 
folks or  golf  coats,  to  use  the  generalized  terms.  These 
garments  have  come  so  strongly  into  favor  that  they  have 
been  given  unusual  aittention  in  window  displays  and  in 
location  in  the  store.  A  large  city  store  makes  a  point  of 
trimming  a  window  regularly  with  these  goods  and  have 
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Jaeger  Pure  Wool 

KNITTED  GOODS  NOVELTIES 


COAT  SWEATERS 

FOR 
MEN  AND  BOYS 

In  a  great  variety  of  ttyles  and  colorings 
RETAIL  PRICES: 

$4.00  to  $7.00  for  Men 
$2.00  to  $2.75  for  Boys 


Roll   Neck   Sweaters   and  Turn   Down   Collars 

From  $1.50  to  $9.50 


Ladies'  Golf  Coats 
and  Jackets 

A  large  range  of  styles  and  prices 
RETAIL  PRICES: 

From  $4.00  to  $15.00 


WITH  NECK  SNAP 


UNDERWEAR 


Undyed    Natural    Stockinet  in  all  weights  and 
sizes  for  Men,  Women  and  Children 


® 
® 
® 
® 
^ 
® 
® 

m 

©^©©s: 


For  Catalogue  and  Trade  Terms  apply  to 


T\l>     lACr^CD'C    SANITARY    QVQXCIVA   company 
Lytx.  JAUiVjIIiIx  o   WOOLLEN    D  I  O  i  HilVi  limited 

52  VICTORIA  SQUARE,  MONTREAL 
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HOW  WE  HELP  YOU  TO  SELL 

Wolsey  Underwear 


UNDERWEAR 


One  of  the  "ads" 
appearing  in  news- 
papers during  the 
season.      :      :      :     : 


Samples  now  being  shown  for  the   Fall 

Ask  Your  Wholesaler     


EUREKA 

Unshrinkable  Underwear 

will  give  the  most  sat isf  action 

to  you,  because  it  will  give  the  most  satisfaction 
to  your  customers — the  g-ood  will  of  the  customer 
is  everything-  in   winning  and  holding   business. 

Eureka     Unshrinkable 


^IJOX/A  itCOTIA  WOoT^ 


Underwear  for  men  is 
unshrinkable  in  fact  as 
well  as  in  name — we 
guarantee  this. 

It  is  made  in  five  lines 
— all  heavy  weight  and  medium  priced. 

The  cut  of  the  garments,  their  shapeliness,  their 
sturdy  wearing  qualities  and  their  undoubted 
superior  value  will  impress  your  customers. 

Eureka  Underwear  is  made  of  Nova  Scotia  Wool 
— the  best  woo!  in  the  world  for  making  under- 
wear for  Canadians. 

Samples    a)id  prices    -cvill  he  given    upon    request 


Nova  Scotia  KniitiD^  Mills,  Limited 

^■^""^^    Eureka,  Nova  Scotia  ^____ 


1 
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not  done  so  in  vain.  Their  stock  includes  a  range  of 
conventional  Norfloks  and  short  pony  coats — the  latter 
being'  beltless  and  with  pocket — while  for  driving  or  boat- 
ing- they  have  given  prominence  to  their  three-quarter 
lengths.  A  longer  garment  for  auto  wear  has  also  taken 
well.  It  has  been  found  that  plain  white  and  grey  are 
leaders,  and  that  White  with  narrow  red  or  blue  itrimmings 
has  also  been  a  favorite  combination.  One  retail  depart- 
ment showed  a  gTeen  and  red  shot  effect  three-quarter 
garment,  with  collar  and  pocket  lapels  of  plain  red.  This 
made  a  particularly  striking  coat  and  one  which  had  soVl 
\\ell.  Tlie  majority  of  these  coats  are  single-breasted  with 
pcai-l  buttons  to  match.  Trimmings  of  silk  braid  are  fre- 
((uently  seen,  and  fancy  stitching  has  been  well  emi>l()yed 
bv  the  manufacturers. 


Exceptional  Chemnitz  Values. 

Buyers  who  have  returned  from  the  Chemnitz  mar- 
ket are  enthusiastic  reg'arding-  the  exceptional  values 
obtained.  It  is  also  expected  that  deliveries  will  bo 
better  than  for  the  season  just  closing.  The  United 
States  market,  in  view  of  tariff  uncertainty,  gobbled  up 
all  the  hosiery  obtainable  for  delivery  as  late  as  this 
month.  This  condition  will  not  apply  for  the  coming 
season. 

Prices  of  lisle  hosiery  on  the  Chemnitz  market  arc 
even  lower  than  the  low  level  of  a  year  ago.  As  a  re- 
sult men's  hosiery  to  retail  at  25  and  50c  will  be  the 
best   value   in   years. 

There  is  a  noticeable  increase  in  the  number  of  jac- 
quard  patterns.  They  are  chiefly  on  the  vertical  order 
and  have  a  smart  appearance.  .Tacquards  are  hard  to 
manufacture  as  the  thread  is  dyed  previous  to  manufac- 
ture as  opposed  to  embroidered  goods,  while  vertical 
patterns  are  more  difficult  to  manufacture  tliough  they 
predominate  in  the  new  lines. 

One  of  the  developments  regarding  the  now  lines  is 
the  expected  demand  for  lace  ankle  goods. 


Prices  Advancing. 

All  developments  confirm  the  prediction  fhat  prices 
would  advance.  Cotton  and  cashmere  yarns  have  gone  to 
higher  levels  and  the  influence  of  this  fact  is  noted  in 
Spring  quotations  and  in  repeats  for  Fall.  One  whole- 
saler points  out  that,  on  a  certain  line  of  underwear,  the 
advance  is  equal  to  16  2-.3  per  cent.  This  means  that  re- 
tailers will  have  to  pay  $10. .50  for  goods,  which  they 
ordinarily  obtained  for  .$0.00.  They  will  not  get  tlio  same 
value  for  their  money  as  was  possible  five  or  six  months 
ago.  He  was  therefore,  a  far-sighted  retailer,  who  placed 
a  Avell-assorted  stock,  and  who  is  not  under  the  immed- 
iate necessity  of  ordering  frequent  repeats  or  sorts.  It 
would  appeal",  however,  fi'om  enquiries  that  stocks  gen- 
erally are  low  and  that  late  business  will  be  subject  to 
advanced  prices  where  the  wholesaler  has  had  to  re-order 
to  meet  demand. 


Ladies'  Knitted  Suits. 

Going  a  .step  farther  than  the  knitted  sweater  coat 
which  has  proven  so  popular  for  ladies'  wear,  is  the 
entire  knitted  two-piece  suit.  The  coat  of  one  of  the 
suits  shown  was  nearly  three-quarters  length,  semi- 
fitting,  made  similar  to  the  sweater  coats,  and  the  skirt 
was  plain  gored,  made  like  an  ordinary  cloth  skirt, 
about  ankle  length, 
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IVe  Sell' 


C  E  ETEE 

UNDERWEAR 

FOR  YOU  as  well  as  TO  YOU 


By  our  extensive  advertising-  campaign  we  are  making  known  all 
over  the  Dominion  the  merit,  value  and  quality  of  :  :  : 

"Ceetee''  Unshrinkable 
Underwear 

We  do  not  make  the  unsupported  statement  that  in  all  the  weights 
and  sizes  in  which  it  comes  it  is  unshrinkable.  Nearly  every 
knitting  or  woolen  firm  claims  that  for  its  product.    We  go  farther — 

Each  Garment  is  Guaranteed 

That  is  our  motto.  By  it  we  mean  exactly  what  is  said.  Should 
"CEETEE"  undershirts  or  drawers  shrink  after  one,  two,  a  dozen  or 
two  dozen  washings,  we  will  gladly  replace  the  garment.  This  is 
fair,  direct  and  simple.  Both  we  and  our  goods  live  up  to  our  reputation. 
"CEETEE"  is  the  underwear  that  customers  call  for — the  kind  that 
captures  and  creates  trade.  It  is  soft  in  texture,  perfect  in  fit  and 
finish,  stylish  and  attractive.       It  means  more  and  bigger  business. 


The  C.  TURNBULL  CO. 


of  Gait,    Limited 


GALT 


ONTARIO 
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Health  Brand 

Underwear 


Our  salesmen  are  now  showing 
samples  of  Health  Brand  Under- 
wear for  immediate  and  fall.  We 
have  improved  the  quality  of 
every  number  and  have  reduced  the 
prices.  We  guarantee  the  sizes  to 
be  correct  in  every  number.  We 
have  a  complete  stock  on  hand  and 
can  supply  you  at  once  with  Long, 
Short  or  No  Sleeves  in  white  or 
natural.  We  think  it  will  increase 
the  sales  of  your  Ladies'  and 
Children's  Underwear  if  you  stock 
Health  Brand. 

Greenshields  Limited 

MONTREAL 


St,  George  Brand  I 

Underwear  for  Men        | 


4i 


S 


« 


made  in  various  weights  and  textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
for      your       protection      and     ours. 


ii»^^^^^^$^#$9i^'#^^^^^^^9^^^^^»^^9#^^ 


PEN-ANGLE  UNDERWEAR 
The  Guaranteed  Line 


^/;^/e  Best  for  the  dealer — best  for  the  wearer 


ATUNSHRINKABLEil 


^y    Trade  A(ar/( 


Penmans,  Limited,  Paris,  Canada 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 

FEATHERS,    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC 


^^'-  ^S^^u^A^L^^S'^^""''  MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 
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A  Hermsdorf 
Dyed  Stocking 

IS  FAST  BLACK  ALL  THROUGH 


It  has  no  twilight  spots  or  gray  patches ; 
no  green  tints  or  brown  streaks. 

The  dye  reaches  EVERY  fibre  -  evenly, 
indelibly.     And  it  STAYS  there. 

If  you  don't  already  carry  Hermsdorf 
Dyed  Fast  Black  Hosiery  you  are  missing 
much  in  the  way  of  prestige  and  MORE  in 
the  way  of  PROFIT. 

Look  for  the  truth  on  the  toe: 


WORKS  : 

Chemnitz,  Saxony 


All  the  material  for  a  local  advertising 
campaign  supplied  free.  If  you  want  to  con- 
trol the  hosiery  trade  of  your  town— run  a 
Hermsdorf  week.    Write  us  about  it  now. 


AMERICAN  BUREAU: 

235  West  39th  Street        :        :        New  York 


WHITE  HEATHER 


BEEHIVE 


REGISTERU)    TKAI't     MARK 

Baldwin's  2nd  Quality 
ii 


BALDWIN'S 

BEEHIVE 


jy 


AND 


Baldwin's  Best 


WHITE  HEATHER 


JJ 


ARE  THE  BRANDS  FOR 


KNITTING-WOOL  SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  Leading  Wholesale  Houses.       Samples,  free  on  application,  from — 

J.  &  J.  BALDWIN  &  Partners,  ltd.      Duncan  Beii 


ESTABLISHED  1785 


HALIFAX,  ENG. 


MONTREAL  &  TORONTO 
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THE  TRADE  THAT  STAYS   IS   THE  TRADE  THAT  PAYS 

T/ii's  unquestioned  fact  is  daily  emphasized  in  handling 


Oxford 


Ladies'  Swiss 
Fine  Ribbed 


Underwear 


There  is  a  distinct  pleasure 
afforded  any  merchant  in  seHing- 
these  yoods.  Everything  is 
exactly  as  represented.  Their 
qualities  are  like  the  rays  of  a 
valuable  diamond  and  are 
always  in  evidence. 

\'ou  do  not  have  to  be  told 
yourself  or  to  tell  your  cus- 
tomers of  their  style,  fit,  flexi- 
bility, beauty,  softness  of  finish 
and  durabilitv. 


THE  BRAND  THAT  SELLS 


There  are  so  many  goods, 
that  the  progressive  dry-goods 
dealer  should  handle  only  lines 
that  move  quickly  and  create 
permanent  patronage.  Oxford 
Underwear  is  the  kind  that  tells 
of  many  repeat  orders.  It 
forms  a  bond  of  satisfaction  all 
round.  Do  not  run  out  of 
stock.  We  make  the  celebrated 
Elastic  Ilet  Underwear  in 
Bird's  eye  pattern. 


The  Oxford  Knitting  Company,  Limited,  '^Sr 


UINSHRINKABLE 


WOOL 


NDERWEAR 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  .Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Sill<  and  Merino. 

ANY  GA'MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

WlinU-milf  only 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,Lon.,  ENG. 


E     LEADING     ENGLISH     UNDERWEAR. 


■ 
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The  only  trade  marked  dressing  sacques  and  robes 
that   women    know    and    ask  for  by   their  name — 


EIDERDOWN  fen*  u^cmen 

Think  of  what  this  means  to  you !     A  market 
ready  made ! 


Our  Fall  advertising  campaign  starts  in  August. 
Leading  papers  will  be  used  throughout  the 
country,  telling  your  customers  all  the  excellent 
features  of  "GALTFLEECE"  Garments  for 
women.  We  are  publishing  a  handsomely  illus- 
trated booklet,  which  we  send  free,  along  with  a 
letter  telling 
the  nearest 
store  where 
these  gar- 
ments may  be 
had. 

This  means  that  GALTFLEECE 
Garments  will  be  half  sold  before 
the  customers  enter  your  store.  It 
means  that  there  will  be  more  Dress- 
ing Sacques  and  Robes  bought  than 
ever  before — and  each  buyer  will 
want  to  see  the  "  GALTFLEECE " 
label  before  she  buys. 

SEE  OUR  NEW  SAMPLES,  AND 
GET  THE  FACTS  ABOUT  OUR 
AGGRESSIVE  ADVERTISING 
CAMPAIGN. 


The  Gait  Knitting  Co.,  Limited 

Makers  of  "Gallfleece"  Garments  for  Women 

GALT  = — = — — — ONTARIO 


© 

® 
# 
® 


® 
® 
® 
^ 


® 


® 
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KNITTING 
YARN 

4  Fold. 


9?5^ 


^  KNITTING  WOOL  , 


TMAOE  IN  ENGLAND!! 


BURNLEY'S 
WOOLS 

Samples  and  prices  will  substantiate 
our  claim  to  your  business.      Ask  our 

Canadian  Agents 

D.  M.  Chorlton  &  Bro. 

43  St  Sacrament  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfr's.  of  Knitting  Yarns  for  over  150  Years 


OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of   these  3  BRANDS 


Quotations     F.  O.  B.     MontreaL 
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BATTING 

NORTH   STAR,  CRESCENT  AND  PEARL 

These    brands    represent    the    batting    that    your    customers    want. 

They're  made  from  long-  staple   cotton,    white  as   snow,    lofty,    soft 
and  elastic. 

They  come  in   big  batts  that  open   out  into  strong  sheets  of  even 
thickness. 

It    pays    you    to  .sell    these    brands. 

Order  of  your   Wholesaler 

ROBERT   HENDERSON    &  CO. 

Dry  Goods  Commission  Merchants 
181-183  McGill  Street  -  -  -  MONTREAL 

James  Stanbury  &  Co.,    Toronto 


H4NS0N'S 


WOOLLEN  SOCKS 


G.  E.  HANSON 


HULL,  QUE. 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES-The  ORIGINAL  and    BEST. 

SOUTHALL'S  ACCOUCHEMENT  SETS 

Containing  AH  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and   Other   Sanitary   Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,        TORONTO 
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Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  iWinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

be  had   from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 
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Natural  Advantages  Being  Rapidly  Developed  and  Converted  Into 
Greatest  Value-  Important  Manufacturing  Centres  of  Particular  Inter- 
est to  the  Canadian  Dry  Goods  Trade  —Glimpse  of  Maritime  Conditions. 


The  maritime  provinces  with  their  wealth  of  natural 
endowments  which  make  them  the  objective  of  recreation- 
seeking-  people,  are  no  less  rich  in  advantages  which  are 
being  rapidly  developed  and  converted  into  greatest  value 
by  the  man-iiacturer,  the  merchant^  ihe  men  of  lar^'e 
enterprise. 

The  Province  of  New  Brunswick  is  noted  for  its  numer- 
ous bays  and  excellent  harbors.  St.  John,  the  largest  city 
■  and  commercial  centre  is  an  ideal  city,  and  its  deep  and 


A  Busy  Thoroughfare  in  Halifax,  N.S. 

commodious  harbor  is  open  for  na,vigation  all  the  year 
round.  From  the  tourist  standpoint,  the  Reversible  Falls 
of  St.  John  River  are  perhaps  the  most  important  of  the 
many  wonderful  scenes  around  St.  John.  Mount  Pleasant 
Park  is  also  among  the  first  of  the  cities  important  scenic 
attractions. 

Modern  Wholesale  Houses. 
St.  John  is  aai  important  retail  and  wholesale  dry 
goods  centre.  Its  retail  stores  are  modern  and  the  whole- 
sale houses  are  aggressive,  and  their  trade  is  expanding 
each  season.  Brock  &  Patterson  Ltd.,  Vassie  &  Co.,  Ltd., 
Mfi'nchester,  Robertson  &  Alliston,  Ltd.,  and  Frank  Skin- 
ner &  Co.,  are  among  the  energetic  wholesale  houses.     D. 

■"McGee  &  Sons  do  a  good  local  wholesale  trade  in  furs, 
hats  and  caps. 

At  Moncton,  another  important  New  Brunswick  centre, 
are  located,  the  Campbell  Clad  Co.,  clothing  manufac- 
turers, and   J.   A.  Humphrey  &   Son  Ltd.,   woolen  ma,nu- 

'  f  acturers. 

Progressive  Nova  Scotia. 

1  ,  The  Province  of  Nova  Scotia  is  noted  for  its  valuable 
fisheries.  Halifax,  the  capital  and  largest  city,  with  its 
splendid  harbor,  is  the  military  and  naval  headquarters 
of  'Canada.  This  historic  city  is  worthy  of  a  visit  from 
retailers  in  other  parts  of  Canada.  The  citadel  and  Point 
Pleasant  Park  are  notable. 

Halifax  is  holding  its  own  as  a  wholesale  dry  goods 
centre,  and  firms  like  Smith  Bros.,  W.  &  C.  Silver,  and 
J.  &  N.  Murphy,  cover  the  provinces  thoroughly.  Like 
St.  John  these  firms  rea.lize  that  the  success  of  their 
business  depends  upon  well  assorted  stocks,  and  supplying 
merchants  with  goods  when  they  are  needed.  The  Brit- 
tannia  Mfg.  Co.,  Ltd.,  is  a  ladies  garment  manufactory 
which  Iras  experienced  great  success,  and  Clayton  &  Sons, 
clothing  manufacturers,  have  likewise  had  a  good  reputa- 
tion for  many  years. 


Truro,  Nova  Scotia,  is  one  of  the  ambitious  centres  of 
the  province.  The  Maritime  Hat  &  (-ap  {'o..  The  Eastern 
Hat  &  Cap  Co.,  located  here,  do  business  all  over  <^anada,. 
Slanfields,  Ltd.,  have  built  up  a  splendid  trade  for  their 
underwear  througluuil  the  country,  and  have  done  much 
lo  advertise  Truro. 

Amherst,  N.S.,  has  the  reputatii)n  of  being  one  uf  Ihe 
most  progressive  towns  in  the  maritime  provinces.  The 
Hewson  Woolen  Mills,  Ltd.,  is  one  of  the  successful  Can- 
adian woolen  mills,  uml  have  also  done  exceedingly  weli 
with  their  lines  of  knitted  goods.  They  have  had 
great  success  in  the  manufacture  of  finer  grades 
of  elotii  for  the  tailoring  and  high  class  dress- 
making trade.  The  goods  they  are  turning  out  will  prob- 
ably be  unsurpassed  by  any  concern  in  Canada.  Their 
heavier  lines  are  also  being  taken  up  more  freely  ))y  mer- 
chants through  their  clothing  houses  as  well  as  by  the 
tailors  and  supply  merchants  Ihroughout  the  country.  The 
recognized  high  quality  has  done  a  great  deal  to  impres.s 
quickly  upon  the  mind  of  the  trade  in  general  the  genuine 
goodness  of  Hewson  unshrinkable  heavy  ribbed  Nova 
Scotia  underwear  bearing  the  oval  brand.  Their  trade  in 
this  line  is  gaining  very  rapidly  and  they  are  securing  an 
increasing  share  of  business  which  is  being  placed  all  the 
Avay  from  Halifax  through  the  Western  prairies  and  moun- 
tains and  up  into  the  Yukon.  The  Hewson  Woolen  Mills 
are  in  the  market  for  large  quantities  of  Nova  Scotia 
wool  which,  in  conjunction  with  the  finer  Australian  and 
South  American  grades,  enter  into  the  manufacture  ex- 
clusively of  Hewson  woven  and  knitted  fabrics.  They 
pave  the  clothing  salesman's  pathway  with  a  constant  flow 
of  good  advertising  of  the  Hewson  oval  brand  tweeds,  so 
his  friend  the  merchant  wants  to  see  and  buy  the  clothing 
of  tlie  well  known  brand. 

At  Oxford,  N.S.,  is  the  Oxford  Mfg.  Co.,  which  has  tak- 
en a  liis'h  standing  as  inaufacturers  of  woolens  and  tweeds. 


Bridges  and   Falls,  St.  John,  N.B. 

At  Eureka,  N.S.,  is  the  Nova  Scotia  Knitting  Mills  Co., 
Ltd.,  another  very  successful  manufacturer  of  underwear. 
In  fact,  the  maritime  provinces  have  energetic  whole- 
salers who  cater  in  a  most  progressive  way  to  their  local 
trade,  and  as  a  manufacturing  centre  for  the  dry  goods 
trade  great  progress  is  being  made.  Business  men  who 
take  adva,ntages  of  the  attractions  of  the  maritime  pro- 
vinces, will  also  find  the  retail  trade  of  the  larger  centres 
conducted  along  modern  and  aggressive  lines. 
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Vassie  &  Company,  Limited 

¥T^rE  have  been  in  the  Wholesale  Dry  Goods  Trade  in  the  Maritime  Provinces 
for  over  three  quarters  of  a  century.  Our  firm,  founded  in  1832,  has  grad- 
ually increased  its  business  until  the  majority  of  the  progressive  retailers  are 
amongst  our  customers.  We  consider  that  this  steady  increase  of  patronage  is  the 
best  possible  criticism  of  our  treatment  of  our  customers. 

If  you  are  not  already  amongst  these,  give  us  a  trial  order  and  we  are 
sure  that  we  can  give  you  satisfaction.  Either  see  one  of  our  representatives 
or   let   us    know    what    you    want    by   wire,    phone,    or   letter. 

If  you  are  one  of  our  customers,  we  solicit  a  continuation  of  your  patron- 
age, which,  we  assure  you,  is  highly  appreciated. 


ST.   JOHN,  N.  B. 


Merchandise  String  Tags 


Illustrating  our  5-storey  MODERN 
FIRE-PROOF  STRUCTURE 


HE  Southam  Quality 

Merchandise  String  Tags, 
made  in  six  colors  and 
thirteen  sizes  in  each  color, 
give  Canadian  Dry  Goods 

people  a    splendid     assortment    to 

choose  from. 

Our  Catalogue  No.  101  gives  full 
description  of  Merchandise  Tags, 
Dry  Goods  Tags,  Pin  Tickets,  Linen 
Labels  and  Shipping  Tags. 

Our  Catalogue  No,  100  shows  and 
describes  our  pricing  and  sizing 
gummed  labels. 

We  will  be  glad  to  send  either  or 
both  Catalogues  to  you. 


SOUTHAM'S 

SHIPPING 

TAGS 

PRICES 

ON    ALL    GRADES 
IN    STANDARD 
OR  ODD  SIZES 

ON    APPLICATION. 


SOUTHAM  LIMITED  ^"^^s... 

Montreal     :     :    :    P.O. 


PUBLISHERS  AND  PRINTERS 


TICKET.  TAG  AND  LABEL  DEPARTMENT 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


DRY    GOODS    REVIEW 


The   upper    model    is    Smart     Hat     of 

Persian   Blue  Velvet,  with   lavish  wing 

arrangements  and   chou    of  messaline 

ribbon. 

On   the  left   is  a  hat  of  Rhubarb  Green 

Velvet,    piped    with      Pompeian     red; 

coque  tail    and  head. 


On  the  right  is  a  decided  novelty: 
A  Rubberized  Sills  Hat  Protector, 
fastened  to  the  brim  edge  and  shir- 
red up  with  elastic  draw  strings. 
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Says  the  boy  who  went  a-iishin' 
"For  bites  you  seldom  wait 
"If  you  put  upon  your  fishin'  hook 
"The  proper  sort  o'  bait." 


Doggerel  Rhyme — yes!  But  con- 
taining this  moral :  In  fishing  for  cus- 
tomers as  in  fishing  for  the  finny  tribe 
— the  bait's  the  main  thing. 

The  best  bait  to  land  permanent 
customers  for  your  underwear  depart- 
ment is 


6>S 


HIGH    GRADE 
UNDERWEAR 

for 
MEN,  WOMEN 
and  CHILDREN 


This  fact  is  being  proven  to-day  in  scores  of  Canada's  leading  stores. 
Advertising  alone  wouldn't  have  made  Peerless  a  leader — it's  the 
QUALITY  behind  the  ADVERTISING  that  turns  the  trick. 


OUR   SELLING    REPRESENTATIVES  ARE  : 


ONTARIO 

C.  &  A.  G.  CUrke,  Empire  Building: 
Wellington  St.  W.,  Toronto 

QUEBEC 

Goulding  &  Co.,  30  Wellington  St.  Bast 
Toronto 


BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  1026 
Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woodill,  70  Granville  St., 

Halifax,  N.S. 

MANITOBA 
Frank  Clark,  Winnipeg  and  N.W.  Territories 


The  PEERLESS  UNDERWEAR  CO. 

Hamilton  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  TraveUrt 


Hats  Still  Large  with   Crowns  on  Less  Ultra  Lines 

Cabled  and  New  York  Information  on  Millinery  Matters  -  New  Cir- 
cular Flat  Bandeau  a  Conspicuous  Addition  in  Extreme  Shapes -Popu- 
larity of  Jet  — Beavers  Expected  to  Lead  —  Fashion  will  Favor  Furs. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 
622-624  Tribune  Building', 

New   York,   July    3.   1909. 

RL'MORS  of  what  is  to   come  in  the  way  of  Fall 
millinery  are  a,bout  all  the  trade  have  to  go  by. 
There  are  many  houses  showing  Fall  goods,  but 
few  have  Paris  models.     Most  of  the  importers 
have   their  first  openings  during  the  first   week  in  July. 
Almost    all    the   reputable    houses   have    a    representative 
abroad,  and  many  a,re  working  on  cabled  information. 

The  writer  has  seen  all  that  the  New  York  market  at 
present  affords,  and  from  the  goods  displayed  the  fol- 
owing  information  is  given.  First,  that  hats  continue 
very  -large.  The  domestic  ma.nufacturers  are  as  usual 
making  up  a  line  of  turban  and  small  hats  in  hand  made 
goods,  for  which  there  is  always  a  demand,  but  the  majori- 
ty of  the  shapes  sent  from  Paris  are  extremely  large. 
Brims  show  a  decided  tendency  to  turn  up,  instead  of 
down.  The  midsummer  hats  have  all  shown  the  abrupt 
side  break,  and  the  new  importations  carry  out  this  idea. 
Quite  the  newest,  however,  is  the  tm-ned-np  back  brim.  A 
photograph  of  one  variety  of  the  back  roll  is  shown,  but 
many  hats  show  a  much  more  exagerated  line.  The  de- 
mand for  this  shape  is  now  being  supplied  by  the  simple 
method  of  wearing  the  side  of  the  hat  to  the  back. 

A  Conspicuous  Addition. 

Crowns,  while  still  very  large,  are  lower,  and  of  less 
ultra  lines,  although  their  girth  is  still  big,  a,nd  the  new 
circular,  flat  bandeau,  is  a  conspicuous  addition  to  almost 
all  of  the  extreme  shapes.  This  halo-like  piece  of  buck- 
ram fits  into  the  headsize  and  saves  the  hat  from  com- 
pletely obscuring  the  wearer's  face. 

Brims  which  have  been  comparatively  simple  of  late, 
promise  to  become  more  complicated,  as  curves,  dents  and 
sharp  breaks  appear  prominently  in  the  present  showings. 
Facings,  bandings,   and  pipings   are  still  being  fea,tured. 

Fur  Trade  Keyed  Up. 

Beavers  are  expected  to  be  the  leaders.  The  long 
napped  fur  beavers  are  being  bought  up  in  black  and 
colors  in  anticipation  of  a  great  demand.  Furry  hats, 
shaggy  felts  and  plushes,  beavers  and  fur  hats  them- 
selves appear  strongest.  The  fur  trade  are  all  keyed  up 
for -a  phenomenal  demand  for  pelts  suitable  for  millinery 
purposes  and  models  in  fur  hats  are  already  being  shown. 
Seal,  lynx  and  pointed  fox,  genuine  and  imitation  are  the 
leaders.  Dark  furs,  with  the  exception  of  white  fox  are 
considered  smartest. 

In  hand-made  hats,  there  is  a  leaning  toward  chenille, 
both  in  combination  with  jet  or  silk  or  individually  and 
ramie  braid  hats.  Chenille  and  jet  is  a  winning  combina- 
tion, many  believe.  The  trade  have  faith  in  jet,  apparent- 
ly, and  are  backed  up  by  repeated  reports  of  its  great 
popularity  in  Paris.  The  New  York  houses  at  least  bought 
liberally  of  these  goods  last  Spring  and  that  women  would 
have  none  of  them  for  Spring  was  a  blow  that  may  be  the 
salvation  of  many  during  this  boom.  Jet  is  essentially 
a  winter  ornamentation  and  is  almost  sure  to  find  favor 
now.  A  novelty  remembered  from  last  season  are 
spangled  wings,  and  this  effective  trimming  is  now  being 


enthusiastically  taken  up.  Wings  are  the  trimming  now, 
a,ud  for  Fall  there  are  novelties  in  spangled  effects,  flitters 
sewn  on  the  feathers,  in  all-over  or  outline  effects,  and 
stunning  two-faced  wings,  as  well  as  wings  with  rounded 
edges,  stubby  fanlike  wings,  or  clusters  of  small  wings 
made  into  a  large  trimming. 

Good  Season  for  For  Fancy  Featheri. 

In  fancy  feathers,  paradise  leads,  and  coque  runs  a 
close  second.  Bronze  effects  in  fancies,  as  in  ornaments 
and  leather,  are  very  strong.  Not  only  are  the  tail  feathers 
but  the  entire  birds  used,  as  shown.  Coque  heads 
and  tails  axe  very  well  thought  of.  From  present  indica- 
tions the  new  season  promises  to  be  a  phenomenal  one  for 
the  fancy  feather  houses.  Not  only  are  wings,  for  in- 
stance, used  with  a  lavish  hand  but  such  huge  effects  are 
called  for,  wings  are  mounted  upward  in  nea.rly  every 
instance.  Marabout,  particularly  for  crown,  is  considered 
good  in  the  natural  shades,  which  by  the  way  are  good 
in  all  feather  stock  from  ostrich  down. 

Leading  Color  Combination. 

It  looks  as  if  the  off  color  would  remain  the  favorites 
and  that  the  all  black  hat  would  be  a  big  seller.  At  pre- 
sent black  and  white  and  burnt  and  black  are  the  lead- 
ing combinalions.  There  is  a  rumor  of  brown  but  to  date 
there  is  little  but  the  favor  of  seal,  and  bronze  to  sub- 
stantiate it.  Mops  Carlin,  or  pug  dog,  is  one  of  the  newest 
shades,  a,nd  a  more  descriptive  name  certainly  could  not 
have  been  given. 

Rhododendron  is  one  of  the  good  shades,  "pepper 
green"  another.  Rhubarb  is  another  green,  dull  and  be- 
longing to  the  olive  family;  matrix,  a  decidedly  green 
torquoise,  is  another. 

White  Lace  Veils. 

The  fashion  of  wearing  white  lace  veils  has  had  a 
strong  revival.  Princess  and  thread  laces^  and  also  net 
braids  in  imitation  are  enjoying  great  prestige,  and  are 
worn  with  large  hats  of  any  color. 

Velvet  ribbon  is  still  in  unprecedented  demand.  Moire 
and  corded  effects  in  ribbons  and  silks  are  popular.  Mix- 
tures of  silk  and  wool  are  used  in  many  ways. 

Conditions  point  to  a  very  favorable  season.  Hats  a,re 
liable  to  be  expensive  necessities,  but  as  a  matter  of  fact 
what  can  one  tell  at  this  early  date,  particularly  with 
such  radical  changes  in  costumes  to  consider?  Mid-sum- 
mer hats  are  usually  an  excellent  forecast,  and  to  date  no 
more  radical  changes  than  the  brim  contour  have  been 
sent  or  cabled  to  an  anxiously  waiting  trade. 


Annex  to  The  John  Murphy  Co.'s  Store. 

During  the  latter  part  of  last  month  the  contractors 
commenced  operations  on  the  part  of  the  store  of  the 
Jolni  Murphy  Co.,  Ltd.,  Montreal,  known  as  the  Annex. 
This  is  being  pulled  down,  in  order  that  an  addition  may 
be  made  to  the  main  store,  built  in  the  same  style  and  of 
the  same  materials.  The  new  part  will  be  the  same  size 
as  the  main  building.  This  move  will  give  much  more 
room,  and  will  allow  some  of  the  departments  to  be  very 
much  enlarged. 


Making  and  Holding  Trade  by  Tactful  Salesmanship 

Shopper  Expresses  her  Aversion  to  the  Obtrusively  Persistent  Sales 
Person  -  Consideration    of    the    Customer's     Inclination     Important. 


IT  IS  sometimes  a  difficult  matter  for  tlie  merchant  or 
salesman  to  view,  through  the  eyes  of  the  customer, 
the  store  in  which  they  are  most  directly  interested.  It 
is  equally  difficult  to  have  customers  express  opinions 
upon  the  conduct  of  the  store  as  a  whole.  Their  patronage 
may,  very  often,  be  considered  sufficiently  indicative,  but 
unless  something  unusual  occurs,  affecting  their  comfort  or 
unless  their  purses  are  directly  concerned,  customers  sel- 
dom give  a  merchant  an  opportunity  to  see  himself  as 
others  see  him,  and  then  it  is  likely  to  be  discouraging. 

The  Review  has  endeavored  to  secure  a,n  expression  of 
outside  opinion  on  this  phase  of  the  situation  and,  in  re- 
ply to  a  query,  "What  do  you  consider  the  most  agree- 
able form  of  salesmanship  that  you  have  experienced 
among  the  stores  of  your  city,"  a  lady  residing  in  one  of 
the  larger  cities,  writes : 

Bored  by  the  Clerk. 

"It  is  quite  natural  for  a  woman  shopper,  with  plenty 
of  time  on  her  hands,  to  examine  what  ds  in  sight  in  the 
department  she  visits  before  calling  upon  the  salesman. 
She  will  ifind,  however,  that  it  is  a  difficult  matter  to  con- 
duct such  a  tour  of  inspection  without  being  interfered 
with  by  a  salesma.n.  She  cannot  very  well  object  to  this 
when  he  proposes  to  ascertain  her  desires,  or  when  she 
wishes  to  make  an  enquiry  about  goods,  but  when  she 
has  not  made  up  her  mind  to  buy  it  makes  her  uncom- 
fortable to  be  bored  by  the  persistent  "butting-in"  of  a 
salesman  anxious  to  make  a  sale  whether  she  wishes  to  or 
not.  This  is  excusable  in  a  small  store  where  space  is 
valuable,  but  in  a  large  dejiartmental  store  it  is  nothing 
short  of  a  nuisance. 

"When  a  shopper  has  her  mind  fully  made  up,  before 
entering  a  store,  she  is  not  confronted  by  the  same  irri- 
tating process;  she  buys  what  she  wants  and  departs.  It 
is,  I  maintain,  quite  pardonable  for  a  salesman  to  intro- 
duce new  goods  which  he  may  think  will  appeal  to  the 
customer  should  she  appear  inclined  to  further  examine 
articles  at  hand  on  the  counter,  but  the  salesman  should  be 
a  close  student  of  the  disposition  of  his  people.  An  ob- 
trusive persistency  may  make  a  sale,  but  it  will  not  make 
a  i-egular  customer.  The  shopper  likes  to  exercise  her 
own  judgment  up  to  that  point  where  the  knowledge  of 
the  salesman   is  essential  to  further  enlightenments. 

Ascertain  Shoppers*  Needs. 

"I  do  not  wish  to  be  understood  as  stating  that  a 
salesman  should  not  endeavor  to  ascertain  a  shopper's 
requirements  as  soon  as  she  appears.  He  would  be 
negligent  in  his  business  if  he  did  not.  His  first  duty  is 
to  ascertain  whether  he  can  be  of  any  service.  In  the 
majority  of  cases  he  will  find  that  the  shopper  has  some- 
thing on  her  mind  and  that,  without  proving  obnoxious, 
but,  courteously  attentive  and  agreeable,  he  will  finally 
obtain  results.  'She  may  wish  to  see  goods,  but  does  not 
wish  to  buy  immediately.  An  obliging  attendance  on  such 
an  occasion  will  give  the  shopper  a  favorable  impression 
a,nd  she  will  not  forget  it.  But  no  shopper  likes  to  be 
made  to  feel  that  she  has  to  buy  in  order  to  escape  from 
the  salesman. 

"I  would  say,  therefore,  that  the  most  agreeable  form 
of  salesmanship,  and  also  the  most  effective,  so  far  as 
my   experience   goes,    is   that   which   has   been    couiteous 


under  all  circumstances.  It  must  be  trying  for  a  salesman 
sometimes,  to  preserve  his  equanimity.  His  whole  atti- 
tude will  suggest,  however,  that  it  is  a  pleasure  to  show 
goods,  but  not  to  get  on  the  nerves  of  his  customers.  The 
tactful  salesman  must  necessarily  be  a  close  student  of 
human  nature,  with  the  ability  to  draw  therefrom  those 
deductions  which  will  prove  an  asset  in  making  and  hold- 
ing, rather  than  marring  and  losing,  a  customer.  He  will 
know  when  his  suggestions  are  wanted,  and  will  offer 
them  in  such  a  way  that  his  customer  will  feel  that  she 
still  knows  what  she  wants. 

Counts  for  Store  and  Clerk. 

"I  have  endeavored  to  give  you  a  description  of  the 
most  agreeable  form  of  saJesmanship  I  have  met  with 
in  the  stores  of  this  city.  It  is  the  salesmanship  that 
counts,  both  for  the  store  and  the  clerk,  because  once 
she  has  come  in  contact  with  it,  the  shopper  makes  note 
of  it  and  she  will  return  to  do  business  there  later  on." 

The  above  letter  was  handed  to  the  head  of  a  de- 
partment in  a  large  Toronto  store,  and  he  immediately 
declared  that  it  voiced  his  sentiments  on  the  question 
of  salesmanship. 

A  Case  in  Point. 

"Let  me  tell  you  of  an  incident  which  occurred  in  our 
knitted  goods  department  some  time  ago,"  said  he.  "A 
lady,  apparently  a  stranger,  entered  and  asked  to  be 
shown  a  certain  line  of  goods.  She  was  somewhat  diffi- 
dent about  it,  as  she  stated  that  she  was  not  prepared 
to  purchase  at  the  time;  just  wanted  to  see  the  goods. 
The  saleslady  obligingly  went  through  the  stock  for  the 
shopper's  benefit.  When  she  was  satisfied,  she  departed. 
We  thought  no  more  about  it  until,  a  couple  of  days  later, 
the  lady  called  and  gave  an  order  for  $40  worth  of  goods. 
Now,  it  would  have  been  an  easy  matter  to  have  spoiled 
any  inclination  she  may  have  had  to  enter  this  store 
again.  She  is  now  a  good  customer,  and  another  thing 
about  it,  she  always  asks  for  that  particular  clerk  when 
she   comes   to   this   department. 

"We  have  always  made  it  a  rule  of  the  store  that 
salespeople  must  display  as  great  enthusiasm  in  showing 
goods  to  a  doubtful  customer  as  to  one  who  unmistakably 
comes  to  buy.  When  a  person  enters  the  store  with  the 
expressed  purpose  of  merely  looking  through,  he  or  the 
is  never  pestered  out  of  their  good  nature  by  the  obnox- 
ious attention  of  clerks.  A  shopper  may  very  often  form 
n  decision  more  satisfactory  to  herself  if  she  is  left  alone 
than  when  a  salesman  interferes  with  her  train  of  thought, 
so  to  speak.  On  the  other  hand,  there  are  people  who  re- 
quest suggestions,  and  then  it  is  up  to  the  salesman.  If 
he  is  tactful,  he  will  be  all  things  to  both  kinds." 


The  knitting  department  of  the  Hewson  Woolen  Mills 
at  Amherst,  N.S.,  is  now  very  busy.  The  employees  have 
been  working  three  nights  a  week  and  this  will  be  con- 
tinued through  the  summer  and  autumn.  W.  M.  White- 
head, late  of  Paris,  Ont.,  is  the  new  superintendent  and 
F.  A.  Fox,  of  Leeds,  England,  was  recently  appointed 
superintendent  of  the  clothing  department. 
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WE  ARETHE  FIRST  AND  ONLY  COMPLETE  PlAn  MILL 


ON    THE    CONTINENT    OF    AMERICA 


A   STRONG   STATEMENT 

Do  you  know  what  a   "PLATT"   mill  means? 

Have  you   seen  WABASSO   CAMBRICS? 


Piatt   Bros.     &  Co.,  of  Oldham.,   Lancashire,    are  the   Greatest  Cotton  Machine  Builders  in  the    World 

WABASSO  CAMBRICS  DEFY  COMPETITION 


ORDER  FROM  YOUR   WHOLESALER 


The  Wabasso  Cotton  Co.,  Limited 

Address  aU  Correspondence  Three    RlvefS,     QuebeC 
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DRY    GOODS     REVIEW 


Wholesale  Buyers  State  Our  Ran^e  of 

WRAPPERETTES 

Is  the  Best  Ever  Shown 
in  Canada 


They  have  given  proof  of  this  in  the 

form  of  exceptional  advance 

orders,  and  repeats  are 

even  larger 


Retailers  shun  Id  anticipate  their  Fall  require- 
ments  to    make   S2ire   of   complete    deliveries 


<Scm> 


DOMINION 
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Section   of  the   ilaple   Department  in   the   Ritchie  Go's.  Store,   Belleville. 


The  Staple  Department  and  its  Problems 

High  Price  of  Cotton  Likely  to  Cause  an  Advance  —  It  is  Evident 
that  Retail  Stocks  are  not  Heavy  —  Demand  for  Wash  Goods  has 
Been  Enormous— Large  Orders  Placed  for  Flannelettes  and  other  Lines. 


THE  buying  of  staple  cottons  for  Fall  on  the  part 
of  the  trade  is  now  over.  There  is  considerable 
enthusiasm  among  manufacturers  regarding  the 
volume  of  orders  placed,  which  far  exceed  those 
of  last  year.  Repeats  aa'e  already  coming  in.  and  these 
have  met  with  favor,  and  values  are  also  good.  The  high 
price  of  cotton  will  likely  bring  about  an  advance  in 
prices. 

Orders  from  the  retail  trade  have  come  in  freely.  It 
is  evident  that  retail  stocks  are  not  heavy,  and  that  re- 
tailers now  realize  the  value  of  buying  early  before  there 
is  any  increase  in  prices.  Values  for  Fall  are  excep- 
iional,  and  buyers  fully  realize  this. 

The  only  thing  which  manufacturers  object  to  is  the 
fact  that  profits  are  not  what  they  should  be.  The  prices 
of  raw  cotton  have  been  going  up,  and  if  they  maintain 
their  present  high  level,  the  new  price  lists  will  certainly 
be  higliei'.  Present  prices  of  manufactured  goods  are  too 
low  to  allow  a  fair  profit  and  there  have  been  no  advances 
except  in  one  or  two  lines. 

The  Retail  Trade. 

Staple  departments  in  retail  dry  goods  stores  did  par- 
ticularly well  during  the  past  month  with  all  kinds  of 
wash  suitings.  Pongee  linens  have  been  the  big  seller 
in  the  better  class  of  goods,  the  natural  linen  shades  be- 
ing the  most  in  demand.  These  suitings  come  in  all  the 
new  shades,  wistaria,  rose,  ma.uve,  pink,  Copenhagen, 
etc.  Next  to  natural,  mauve  seems  to  be  in  greatest  de- 
mand. Poplin  suitings  in  all  the  new  shades  have  been 
in  good  demand,  as  well  as  cotton  repps.  Pure  linens  in 
the  leading  shades  have  done  well,  and  Indian  head  linen 
for  white  suits,  has  been  a  good  seller.  In  fact  the  demand 
for  wash  goods  has  been  enormous,  and  has  exceeded  the 
available  supply.  A  line  of  Irish  dimity  muslin,  which 
sells  at  about  15  cents  has  done  well. 


Prints  a,nd  ginghams  are  selling  actively.  Pink  and 
mauve  are  leading  shades. 

There  has  been  a  good  demand  for  nainsooks,  long- 
cloths  and  cambrics.  Naturally  the  increased  demand  for 
ready-made  underwear  has  had  a  marked  effect  on  the 
sales  at  retail  of  cloths  used  for  whitewear  purposes.  The 
goods  most  in  demand  are  of  the  better  grades.  Canadian 
lines  of  cambrics  and  nainsooks  are  meeting  with  a  good 
reception,  and  are  being  used  more  than  formerly. 

Ginghams. 

Ginghams  have  had  an  active  season,  thus  far,  at  re- 
tail, and  buying  for  Fall  has  been  good.  Naturally  the 
Fall  buying  is  not  so  heavy  as  Spring.  The  great  improve- 
ment made  in  Canadian  ginghams  has  had  a  good  effect 
on  the  trade,  and  there  is  a  growing  demand  for  them. 
It  is  expected  that  manufacturers'  samples  for  Spring, 
1910,   will  show  still  further  improvements. 

Denims. 

There  has  been  an  enormous  demand  for  denims,  etc. 
The  Fall  range  is  good  value,  and  the  demand  for  this 
class  of  goods  in  the  newer  sections  of  the  country  has 
resulted  in  very  heavy  buying.  The  West  particularly, 
is  taking  large  quantities. 

Big  Demand  for  Wrapperettes. 

Favorable  prices,  coupled  with  good  values,  and  a 
marked  improvement  in  the  range  of  colors  and  patterns, 
has  resulted  in  active  placing  of  orders  for  Fall  lines  of 
wrapperettes.  Jobbers  report  that  such  lines  as  Empire 
twills  have  had  an  enormous  sale.  Kimona  cloths  have 
been  active  and  Empress  suiting  is  a  big  seller.  Whole- 
salers showed  their  faith  in  the  Fall  range  of  wrapperettes 
by  placing  unusually  large  orders,  and  that  their  faith  is 
not  misplaced  is  shown  by  the  readiness  with  which  retail 
buyers  are  taking  them  up. 


or. 
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Flannelettes. 

Fall  buying  of  flannelettes  has  been  going  on  actively. 
Prices  are  slightly  lower  than  a  year  ago  and  this  has 
caused  retailers  to  place  large  orders.  Canadian  lines  of 
flannelettes  include  a  wide  range  of  new  patterns. 


Li 


mens. 


Adva,nce  orders  for  Fall  selling  are  about  all  placed 
now,  and  the  importing  houses  and  agencies  are  well  satis- 
fied  with    tlip   'business    done.      Notwithstanding   the    fact 


Towel      Showing  place  for  a   Monogram   Embroidered  on   it 
—  Shown  by  The  Old    Bleach  Linen   Co. 

that  the  trade  has  taken  linens  freely  all  the  year,  orders 
placed  are  large  for  the  coming  Fall.  Nor  is  this  due  to 
the  fear  of  advancing  prices,  though  prices  certainly  are 
stiffening.     The  goods  are  needed  for  sale  during  the  ne.xt 


Towel  —  All  o. -.    b-s.^ii,  i>hanirock    Pattern 
—  Shown  by  The  Old  Bleach  Linen  Co. 

few  months,  as  stocks  now  are  in  splendid  shape.  Linen 
prices  are  certainly  on  the  up  grade  but  are  not  advancing 
with  such  rapidity  as  to  encourage  speculative  buying. 

Another  satisfactory  feature  is  that  buying  is  not 
confined  to  any  one  class  of  linens;  all  kinds  of  table  and 
household  linens  are  wanted,  and  Scotch  goods  such  as 
crashes,  etc.,  have  been  freely  ordered. 

There  is  a  noticeable  increase  in  the  orders  given  for 
high  grade  linens.  Embroidered  sheets  a.nd  pillow-covers, 
bed  sprea,ds  and  shams,  etc.,  are  being  stocked  by  many 


merchants  who,  a  very  few  years  back  would  have  been 
afraid  to  stock  such  goods,  and  the  same  applies  to  high 
grade  towels.  Ma,ny  merchants  in  quite  small  centres  are 
finding  it  profitable  to  have  this  class  of  goods.  No  doubt 
one  reason  is  because  with  modern  methods  of  merchan- 
dising, and  the  freer  use  of  cases,  goods  are  better  dis- 
played, and  customers  see  them  and  buy.  The  manufac- 
turer is  also  prepared  to  help  the  retailer  out  in  the  sell- 
ing of  high  class  goods;  special  designs  will  be  made,  and 
goods  embroidered  to  order;  monograms  may  be  embroid- 
ered on  iiouseliold  linens  at  very  moderate  charges. 

Towels  may  be  obtained  with  the  pattern  so  designed 
that  there  is  a  shield  or  space  left  for  the  embroidered 
monogram  and  these  can  be  stamped  and  worked  by  the 
customer  or  the  order  can  be  taken  and  forwarded  to  the 
manufacturer.  Towels  are  also  woven  with  a  band  across 
the  end  to  be  decorated  with  embroidery. 

Dress  linens  in  white,  natural  shades  and  in  colors  have 
formed  a  big  part  of  the  business  so  far  this  summer. 
These  are  for  the  most  part  in  suiting  effects. 

During  the  late  financial  crisis,  Linen  stocks  in  the  States 
were  allowed  to  run  down  and  the  north  of  Ireland  manu- 


One  of  the   Nc*    lloral   Ucsiuiis   for   Fall 
by  The  Old  Bleach  Linen  Co. 


' Shown 


facturers  took  steps  to  lessen  their  output.  Therefore 
there  has  been  little  or  no  accumulation  of  stock.  Due, 
for  the  most  part,  to  the  large  buying  from  the  States, 
looms  now  are  busily  engaged,  and  many  manufacturers 
have  orders  on  hand  that  will  keep  them  busy  for  the 
next  four  or  five  months. 


Orders  placed  in  staple  cottons  far  exceed  those 
of  last  year.  An  advance  in  prices  is  said  to  be 
imminent. 

Pongee  linens  have  sold  well,  and  poplin  suitings 
in  all  of  the  new  shades  have  been  in  good  demand. 

Nainsooks,  longcloths  and  cambrics  have  been 
active.  A  good  reception  is  being  accorded  Can- 
adian lines  of  cambrics  and  nainsooks. 

It  has  been  a  busy  season  in  ginghams  and  buy- 
ing of  denims  has  been  brisk.  Fall  lines  of  wrap- 
perettes   have   taken   exceedingly   well. 
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Are  You  Selling  More? 

If  Not,  Why  Not?     We  Are. 

Increases  in  1908  over  1907  in  Sales 
by  merchants  handling 

STANDARD  PATTERNS 


The  Joslin  D.  G.  Co. 

Denver,  Col. 


August  '08  over  '07 

September  '08  over  '07 

October  '08  over  '07 

November  '08  over  '07 

December  '08  over  '07 

January  '09  over  '08 

February  '09  over  '08 


40%  Increase 

27% 
5% 
10% 
16% 
25% 
21% 


J.  H.  Brooks 

Somerville,  Mass. 


August  '08  over  '07 
September  '08  over  '07 
October  '08  over  '07 
November  '08  over  '07 
December  '08  over  '07 
January  '09  over  '08 
February     '09  over  '08 


49%   Increase 

1% 
16% 
35% 
51% 
26% 
25% 


Geo.  E.  Stifel  Co. 

Wheeling,  W.  Va. 


July  '08  over  '07 

August  '08  over  '07 
September  '08  over  '07 
October  '08  over  '07 
November  '08  over  '07 
December    '08  over  '07 


4%  Increase 

8% 
34% 
10% 
29% 
63% 


J.  H.  C.  Petersen's 
Sons 

Davenport,  Iowa 


September  '()S««'y^"«''07 
October  '08  over  '07 
November  '08  over  '07 
December  '08  over  '07 
January  '09  over  '08 
February  '09  over  '08 
March  '09  over  '08 


5%  Decrease 
6%  Increase 


21% 
30% 
17% 
43% 
37% 
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WRITE  US  FOR  OUR  TERMS 


Standard  Fashion  Company 

33  Richmond  St.  W.     -    -    -      Toronto,  Ont.,  Canada 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Indications   Point   to   Good  Sorting   Season    in   Furs 

Merchants  Have  Not  Placed  the  Season's  Requirements  —  Fall  May 
Bring  the  Old  Problem  :  How  to  Get  the  Goods  —  Heavy  Furs  for 
the  West  —  Visit  to  Modern  Fur  Factory— Proper  Handling  of    Furs. 


A  CANDID  summary  of  advance  fur  orders  for  the 
approaching  season  reveals  the  fact  that  while 
orders  as  a  whole,  are  better  than  last  year,  the 
volume  is  disappointing.  Trade  from  every 
province,  while  disappointing  is  ahead  in  volume,  with  the 
exception  of  Ontario,  which  although  conditions  were 
l)etter  last  month,  is  behind  a  year  ago  with  the  majority 
of  houses.  Merchants  all  over  the  countiy  have  not  placed 
by  any  means  the  season's  requirements.  It  is  the  old 
story  of  waiting  to  see  how  crops  turn  out. 

If  crops  turn  out  well  and  weather  is  favorable  (here 
will  be  an  exceptional  demand  for  furs  early  in  the  fall. 
T'lien  will  enter  the  old  trouble  of  how  to  get  the  goods. 
During  the  past  two  years  retailers  have  been  able  to 
iiblain  furs  in  the  season,  but  it  is  extremely  doubtful  if 
this  condition  will  apply  this  coming  fall.  At  any  rate 
a  retailer  is  never  sure  of  getting  the  right  furs  correctly 
manufactured,  and  prices  are  always  higher. 

Among  good  selling  furs,  everything  in  black  has  done 
well.  Imitations  of  lynx,  sable,  and  black  fox  have  sold 
largely  and  in  some  instances  the  real  furs  have  been 
ordered.    Mink  has  done  exceptionally  well. 

Furlined  garments  ended  the  advance  season  witli 
record  sales,  although  there  has  been  an  increase  in  orders 
for  fur  garments. 

Heavy  furs,  for  western  trade  particularly,  show  a 
good  increase  and  many  of  the  special  men's  fur  coats 
introduced  by  manufacturers  have  done  well. 

A  development  in  small  furs  is  the  inci-eased  demand 
for  the  drum  muff. 

The  Proper  Manufacture  of  Furs. 

It  is  contended,  and  theie  is  plenty  of  evidence  to 
substantiate  this,  that  retailers  who  wish  to  build  a  perma- 
nent, satisfactory  fur  business  must  buy  furs  of  quality, 
and  not  be  tempted  by  price  alone.  Fortunately  Canada 
has  many  good  fur  manufacturers,  who  manufacture 
under  the  right  conditions  and  are  straightforward  in 
their  selling  methods,  advising  retailers  exactly  what  they 
are  buying,  and  not  holding  out  any  baits  to  secure  busi- 
ness. Nearly  all  of  these  firms  have  built  up  a  satisfac- 
tory business,  and  t'heir  customers  are  'the  retailers  who 
have  built,  or  are  building  a  profitable  retail  fur  trade. 

With  this  in  view  it  will  be  interesting  to  retailers  to 
sketch  fur  manufacturing  viewed  under  right  conditions. 
The  following  particulars  were  obtained  through  the 
courtesy  of  Jas.  Coristine  &  Co.,  Ltd.,  Montreal.  The 
Review  representative  was  shown  through  the  entire  fur 
factory,  by  D.  A.  Cowan,  their  fur  superintendent,  who 
has  been  identified  with  the  business  for  nearly  thirty 
years.  This  factory  is  one  of  the  most  modern  in  the 
trade. 

The  outstanding  feature  of  a  fur  factory  to  the  un- 
initiated is  the  bewildering  number  of  processes  that  a 
fur  skin  goes  through  before  it  is  part  of  a  finished  fur 
article.  This  sketch  does  not  take  into  consideration  the 
processes  of  dressing  and  dyeing  of  raw  fur  skins,  an 
interesting  branch  of  the  fur  trade.  It  simply  aims  to 
show  how  carefully  furs  are  manufactured  in  a  modern 
fur  factory. 


Tlie  Cutting  Room. 

The  cutting  and  siiaping  of  furs  to  a  pattern  for  a 
garment  or  fur  article  is  totally  different  than  the  liand- 
ling  of  cloth.  For  this  reason,  in  all  parts  of  a  fur 
factory,  piece  work  prices  are  not  easily  adjusted.  Many 
factories  have  their  different  work  people  ujjon  weekly 
salaries.  It  is  felt,  also,  that  this  results  in  more  careful 
and  satisfactory  work.  The  big  airy  cutting  room  on  it  he 
top  floor  of  the  Coristine  building,  has  its  numerous  cut- 
ters all  specialized  and  working  upon  certain  skins.  They 
take  the  skins  as  they  come  from  the  dyers,  cut  out  all 
imperfections,  and  lay  them  upon  the  desired  pattern. 
This  work  requires  extreme  skill,  especially  when  working 
with  expensive  skins. 

After  the  different  parts  of  the  fur  article  are  cut  out 
upon  patterns,  they  are  sent  to  the  operating  room  below, 
where  wonderful  machines  sew  together  through  the  back 
all  the  parts  that  have  been  cut.  Then  the  different  parts 
of  the  fur  article  are  thoroughly  damped  upon  the  flesh 
side,  and  are  ready  for  the  blocking  floor. 

The  Blocking  of  Furs. 

The  blocking  room  is  one  of  the  very  interesting  parts 
of  a  fur  factory  to  the  casual  visitor.  The  complete 
pattern  for  the  fur  garment,  or  the  article  required,  is 
drawn  upon  large  board  platforms,  lying  upon  rests.  The 
fur  article  is  then  spread  upon  this  board  platform  and 
has  always  been  cut  so  as  not  to  completely  cover  the 
pattern.  The  blockers  go  carefully  to  work,  and  stretch 
the  damp  fur  article,  which  is  lying  with  the  fur  down- 
wards, and  tack  it  throughout  to  outline  the  pattern.  This 
sometimes  requires  a  great  deal  of  stretching  and  pulling, 
but  gives  the  fur  article  the  requisite  appearance  and 
smooths  out  all  the  seams. 

After  the  blocking  process  the  furs  go  to  the  drying 
room,  or.  as  in  this  case,  are  dried  in  the  open  air,  to 
avoid  scorching,  upon  the  top  of  the  building. 

The  fur  article  is  then  ready  to  be  lined,  and  where 
required,  the  wadded  and  quilted  lining  is  put  in.  All 
tliese  linings  are  made  in  this  factory.  This  is  done  by 
specialists  for  each  article  of  fur,  and  this  same  idea  is 
followed  throughout  the  factory. 

Finishing  Process. 

What  was  formerly  a  group  of  matched  skins  is  now 
ready  for  the  finishing  processes.  It  is  the  attention 
given  to  furs  in  the  finishing  process  that  makes  a  good 
deal  of  the  difference  between  early  conditions  in  fur 
manufacturing  and  those  of  to-day.  As  the  case  may  be. 
according  to  the  kind  of  fur  they  are  clipped,  trimmed, 
glazed  and  beaten.  The  number  of  times  certain  fur  art- 
icles go  throug*h  this  process  is  almost  beyond  belief. 

After  the  fur  has  passed  the  final  inspection,  it  is  sent 
to  one  of  the  large  floors  below,  and  is  hung  up  until 
ready  for  shipment.  Just  before  shipping  time  in  July, 
the  appearance  of  this  floor  is  beyond  description.  Rows 
and  rows  of  furs  of  every  description  classified  according 
to  their  kind,  exceed  the  capacity  of  the  floor  space. 
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has  been  built  upon 
the   bed   rock    of 

quality, 

IT  PAYS 

to  buy  your  furs 
from  a  house  that 
places  your  satis- 
faction,  and  the 
satisfaction  of  your 
customers,  above  all 
else. 


James  Coristine    &   Co. 


LIMITED 


Manufacturers  of  High  Class  Furs 

MONTREAL 
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Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Present  Abuses  and  Problems  in  Canadian  Fur  Trade 

Excessive  Competition  and  Consignment  Evil  —  Unreasonable  Dis- 
counts —  Poor  Advertising  -  Is  Retail  Distribution  Expanding  to  the 
Breaking  Point  ?- Remedy  Lies  Both  With  Manufacturer  and  Retailer. 


DURING  the  past  'two  years  the  Review  has  con- 
stantly pointed  out  the  evils  that  have  crept 
into  fur  manufacturing  and  fur  distribution.  In- 
stead of  conditions  improving,  they  have  grown 
worse.  So  much  soj  in  fact,  that  fur  manufacturing  in 
Canada  is  not,  by  any  means,  as  profitable  as  it  should  be, 
and  the  retail  trade,  as  a  whole,  is  making  very  lit^tle  out 
of  furs.  A  summary  of  the  abuses,  both  at  retail  and  at 
wholesale,  is  instructive.  Neither  the  retailer  nor  the 
manufacturer  is  entirely  to  blame,  but  certain  conditions 
must  be  righted  before  profits  become  what  they  should 
be  for  both  retailer  and  manufacturer. 

Fur  manufacturing  is  perhaps  one  of  the  most  difficult 
industries  in  the  country.  It  requires  capital  to  handle 
successfully.  Raw  furs  have  to  be  bought  and  paid  for 
almost  a  year  before  any  return  from  manufactured 
goods  is  had.  After  samples  are  made,  early  in  the  year, 
the  selling  cost  is  paid  out  in  cash,  then  the  manufacturing 
is  carried  on  for  a  few  months  and  wages  paid  weekly. 
Finally  the  goods  are  shipped  in  the  late  Summer,  and 
payments  are  not  made  until  well  on  into  the  Fall  in  the 
majority  of  cases. 

Coupled  with  this  inherent  difficulty,  excessive  com- 
petition in  the  selling  end  has  brought  on  the  all  too 
prevalent  consignment  evil,  in  various  formSj  the  giving 
of  excessive  discounts,  and  has  caused  hig'h  selling  ex- 
penses. Further,  manufacturers  have  not  always  rightly 
figured  their  cost  of  production.  At  retail,  distribution 
has  gotten  into  the  hands  of  too  many.  From  the  days 
of  the  specialty  retail  furrier,  to  the  present  day  when 
furs  are  distributed  by  many  classes  of  trade,  is  not  long, 
but  it  has  made  all  the  difference  between  good  profits 
and  small  profits,  or  none  at  all.  In  recent  years  retailers 
have  not  given  heavy  advance  orders  in  some  sections  of 
t)he  country,  and  stocks  in  some  eases  have  not  been  well 
assorted.  This  has  made  possible  the  encroachment  of 
a  big  mail  order  trade  in  furs.  Some  houses  have  develop- 
ed a  large  retail  mail  order  fur  business.  Further,  retail- 
ers have  been  poor  advertisers  of  furs  at  retail,  and  have 
neglected  essential  methods  of  display  and  selling.  This 
summary  is  necessarily  broad,  but  covers  fairly  accurately 
general  conditions. 

The  Consignment  Evil. 

Notwithstanding  the  efforts  of  conscientious  manufac- 
turers, who  are  looking  for  t?he  best  interests  of  the  trade 
as  a  wholcj  the  consignment  of  furs  'to  retailers  is  still 
going  on.  (Years  ago,  manufacturers  saw  the  danger,  and 
did  get  together  and  abolish  consignment.)  All  went  well 
until  within  the  last  three  years,  when  competition  became 
keener,  weather  unfavorable,  and  consignments  were  start- 
ed again.  As  has  been  pointed  out  several  times,  such  a 
method  of  doing  business  is  neither  profitable  for  manu- 
facturer nor  retailer.  Retailers  have  not  the  spur  to  sell 
such  goods,  and  manufacturers  must  face  a  return  of  furs 
that  have  deteriorated  very  seriously  in  value,  and  some- 
one has  to  bear  the  loss.  There  is  no  pos.sible  likelihood  of 
this  method  building  a  permanent  and  profitable  fur  busi- 
ness. Experience  has  proven  a  stern  teacher  in  this 
respect,  both  at  retail  and  wholesale. 


Excessive  Discounts. 

Another  vexatious  question  in  present  methods  of  sell- 
ing furs  is  the  prevalence  of  large  discounts,  which  vary 
according  to  the  size  of  ithe  order.  Naturally  this  metliod 
of  salesmanship  is  such  that  the  fur  manufacturer  must 
continue  to  make  a  profit.  It  simply  means,  in  many  cases, 
that  prices  must  be  arranged  to  allow  for  the  giving  of 
these  discounts,  and  still  make  a  profit.  A  determined 
effort  has  been  made  upon  the  part  of  some  manufacturers 
to  stamp  out  this  practice.  These  factories  are  basing 
their  prices  upon  a  reasonable  profit  that  will  not  stand 
for  excessive  discounts 

Another  grave  problem  that  fur  manufacturers  have 
to  face,  and  which  lias  helped  to  make  fur  manufacturing 
difficult  and  unprofitable,  is  the  large  cost  of  selling.  This 
faces  every  Canadian  distributor^  on  account  of  the  big 
territory  comparatively  thinly  settled.  However,  in  the 
early  days  of  the  fur  trade,  orders  were  larger,  and  sal- 
aries were  smaller.  To-day  good  salaries  are  paid,  and 
very  lai'ge  orders  are  the  exception.  Naturally  better 
means  of  communication  make  it  possible  to  call  upon 
more  retailers  in  less  time,  but  nevertheless  the  selling 
cosit  is  higher.    This  is  a  serious  problem  with  many  firms. 

The  wide  difference  in  quotations  on  certain  fur  arti- 
cles which  appear  similar,  is  conclusive  evidence  that  the 
cost  of  production  varies  considerably,  even  though  the 
methods  of  arriving  at  costs  are  not  exactly  alike.  An 
important  consideration  at  'the  outset  in  this  respect  is  in 
tue  grading  of  skins.  Skins  never  run  uniformly,  and  in 
a  bale  of  so-called  firsts,  not  all  are  firsts.  This  means 
that  certain  skins  which  are  classed  as  firsts^  cannot  be 
j)riccd  at  the  rough  cost  of  each  skin  constituting  the  bale. 
T!ie  next  serious  consideration  is  in  the  varied  processes 
of  manufacture,  and  the  class  of  workmanship  put  upon 
the  fur  article.  One  factory  might  have  its  fur  skins  go 
through  twenty  processes  before  that  particular  fur  arti- 
cle is  ready  for  the  retailer,  while  another  factory  would 
use  biit  ten  processes.  This  makes  a  big  difference  in  the 
cost  of  production  and  also  a  marked  difference  in  the 
wear  and  satisfaction  of  a  fur  article.  This  consideration 
should  always  be  kept  in  mind  by  retailers  when  buying. 

Retail  Troubles. 

Manufacturers  are  doubtless  as  much  to  blame  as  re- 
tailers for  expanding  retail  distribution  of  furs  to  the 
breaking  point.  Specialty  fur  stores  have  found  it  hard 
to  hold  their  own,  and  the  dry  goods  and  department 
stores  are  now  doing  the  bulk  of  the  business.  Clothing 
stores  do  a  fair  amount  of  the  men's  fur  trade.  General 
stores,  and  many  other  lines,  such  as  implement  and  car- 
riage men,  jewelers,  and  even  harware  stores  are  selling 
furs  in  some  sections.  This  has  made  the  profitable  re- 
tailing of  furs  very  hard. 

Naturally  where  many  retailers  are  selling  furs  in  n 
small  community,  the  assortments  cari'ied  are  small.  This 
has  made  possible  the  gradual  growth  of  a  retail  mail 
order  business.  The  T.  Eaton  Co.,  Ltd.,  and  other  firms 
in  Toronto  and  Montreal  are  doing  a  good  retail  mail  order 
fur  business.  This  is  directly  the  result  of  unsatisfactory 
conditions  in  retail  stores.  Retailers,  to  combat  this  grow- 
ing evil,  must  do  business  in  the  same  progressive  methods 
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Furs 


Furs 


This  Brand  is  the  Standard 

for  Quality 

If  you  wish  to  build  a  permanent,  satisfactory  and 
profitable  fur  business,  you  may  have  the  benefit 
of  our  experience,  the  knowledge  of  having  the 
right  furs,  and  our  co-operation    in   every    respect. 

In  every  line  of  business  the  permanent  successes  are 
based  upon  the  merchandise  of  quality. 


Our  furs  are  not  the  cheapest,  yet 
you  can  pay  more  but  not  get  more. 
Every  fur  article  is  standard.  Every 
process  of  manufacture  is  con- 
ducted under  the  most  rigid  and 
careful  methods.  The  result  is  uni- 
form, satisfactory  furs  and  uniform 
good  value. 


We  are  selling  some  of  the  bast 
retail  furriers  in  Canada.  They 
have  learned  to  look  to  us  for  furs, 
and  have  made  good  fur  profits. 
Our  range  of  heavy  goods  for 
the  present  season  is  particularly 
attractive. 


We  issue  a  fur  catalogue  in  the  early  Fall.      Make  sure  of  your  copy  by 

sending  your   name  now. 

S,  T.  Greenleese  &  Sons,  Limited 

Wholesale  Fur  Manufacturers 

12  St.  Helen  Street,  Montreal 
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as  the  mail  order  concerns.  First  of  all,  there  is  the 
absolute  necessity  of  doing  business  on  the  cash  basis. 
Then,  larger  and  more  varied  assortments  in  furs  must 
be  carried.  Retailers  must  learn  to  co-operate  with  reput- 
able manufacturers  for  mutual  benefit. 

Many  shrewd  retailers  blame  the  large  retail  mail  order 
houses  for  the  introduction  of  bargains  and  price  cutting 
into  both  general  dry  goods  and  furs.  At  any  rate  this 
method  of  doing  business  shows  no  signs  of  abating.  It 
is  particularly  unfortunate  that  fur  prices  are  slaughtered 
right  after  Christmas.  Our  winters  seemingly  start  later, 
and  the  season  for  profitable  fur  selling  is  very  short. 
In  some  sections  retailers  have  agreed  not  to  cut  prices 
until  the  end  of  January,  but  this  is  the  exception.  It  is 
certain,  however,  that  it  does  pay  to  clear  out  furs  at  the 
end  of  the  season.  Even  if  cost  is  not  obtained  for  them, 
the  retailer  should  be  able  to  use  the  money  at  least  three 
times  within  a  year,  and  that  money  should  be  worth  7% 
each  time.  Thus  it  is  plain  that  a  retailer  can  sell  goods 
at  21%  below  cost  and  end  up  even  within  a  year. 

Many  merchants  contend  that  the  catalogues  of  manu- 
facturers afJord  them  a  method  of  doing  business,  without 
carrying  a  large  stock.  The  catalogue  has  been  a  useful 
adjunct  for  all  branches  of  the  trade,  but  cannot  replace 
a  good  showing  of  the  actual  furs. 

It  has  been  the  experience  of  retailers  who  have  found 
furs  profitable  that  it  pays  to  avoid  baits.  It  is  ultimately 
more  satisfactory  to  buy  from  dependable  manufacturers 
who  stand  back  of  their  goods. 


Death  of  David  Yuile. 

Mr.  David  Yuile,  of  Montreal,  the  president  of  the 
Dominion  Textile  Co.,  Limited,  and  a  director  of  Pen- 
man's, Limited,  died  June  21st,  in  Baltimore,  where  he 
liad  gone  for  an  operation. 

Mr.  Yuile  was  recognized  as  one  of  the  leaders  in  the 
commercial  field  of  Montreal,  and  since  the  re-organiza- 
tion of  the  Dominion  Textile  Co.,  over  four  years  ago, 
he  was  identified   with  this  company  as  president. 

Mr.  Yuile,  who  was  about  sixty  years  of  age,  was  born 
and  received  his  early  education  in  Glasgow,  Scotland, 
coming  to  Canada  as  a  young  man.  For  a  time  he  resided 
near  Woodstock,  Ont.,  afterwards  coming  to  Montreal. 

For  the  greater  part  of  his  business  career,  he  was 
engaged  in  tlie  glass  business,  as  a  partner  in  the  firm  of 
the  W.  &  D.  Yuile  Co.,  and  later  in  the  North  American 
Glass  Co.,  Montreal.  It  was  only  at  a  comparatively  re- 
cent  date   that   he  turned  his  attention   to  the   textile  in- 


dustry. 


Mr.  Yuile  is  survived  bv  his  wife  and  four  daughters. 


A  Drygoodsman's  Wireless  System. 

The  new  yacht  wjiich  J.  C.  Eaton,  of  the  T. 
Eaton  Company,  purchased  recently,  is  to  be  a 
medium  for  business  as  well  as  a  source  of 
pleasure.  It  is  fitted  up  with  a  modern  system  of  wire- 
less teleg-raphy.  In  order  that  Mr.  Eaton  may  be  kept 
in  touch  with  business  while  pleasure-seeking  on  the 
Inland  Lakes  a  wireless  station  is  to  be  located  on  the 
top  of  his  Toronto  warehouse.  .Judging-  from  the  pub- 
licity which  has  been  given  to  this  fact  Mr.  Eaton  has 
got  an  eye  to  the  advertising  he  will  get  as  well  as  the 
convenience  he  will  experience  from  his  private  Marconi 
system. 

When  returning  from  Great  Britain  a  few  weeks  ago 
on  the  second  day  out  from  L'iverpool  Mr.   Eaton    was 


surprised  to  receive  a  wireless  message  from  his  yacht 
saying  that  she  had  safely  arrived  at  Halifax  on  her 
way  from  New  York  to  Toronto.  This  little  item  of 
news  has  not  leaked  out  before,  but  was  told  to  The 
Dry  Goods  Review  by  a  well  known  Canadian  business 
man  who  was  on  board  the  steamer  that  received  the 
message. 


Charging  Draft  Discounts. 

A  British  Columbia  subscriber  asks:  When  a  draft 
given  in  30  days  with  discount  is  returned,  should  the 
discount  be  charged  back  to  the  draft  when  a  renewal 
is  wanted  for  30  days  more,  or  should  only  the  cost  o£ 
draft   be   charged,   with   interest? 

Answer: — We  certainly  think  that  when  the  wholesaler 
has  based  his  prices  on  a  eeitain  per  cent.,  and  figures 
that  he  can  allow  a  certain  rate  of  discount,  it  is  not 
right  to  expect  him  to  extend  the  time  and  still  allow 
discount,  because  the  wholesaler  has  already  paid  for  his 
goods  and  must  have  some  rule  in  regard  to  such  a  case. 

We  have  frequently  known  it  to  occur  tlirougli  some 
oversight,  that  the  wholesaler  will  take  the  net  amount 
of  the  draft,  and  draw  back  for  the  extended  time,  add- 
ing expenses,  but  the  general  custom  is  to  take  the  original 
amount  of  the  invoice,  and  if  only  a  month  or  two  months 
longer  time  is  requested,  interest  would  not  be  added  in 
such  a  case,  and  only  collection  charge,  because,  as  a  rule, 
there  are  net  terms,  as  well. 

Then,  again,  we  have  known  instances  where  a  portion 
"f  the  cash  discount  has  been  allowed,  and  then  interest 
ami   exchange   added. 


Stark  &  Sons'  New  Store. 

Vancouver,  B.C.,  June  29.— Jas.  Stark  &  Sons,  pioneer 
drygoods  merchants  of  this  city,  will  about  August  1  re- 
move their  business  from  its  present  location  at  Canibie 
and  Cordova  streets  to  the  "Fair"  building  on  the  north 
side  of  Hastings  street. 

The  eha.nge  of  location  will  not  only  bring  Stark  & 
Sons  into  the  heart  of  the  retail  shopping  district  but  will 
a 'so  give  iheni  a  floor  space  for  their  growing  business 
equal  to  five  times  that  which  they  have  at  their  present 
location.  Their  new  home  will  be  entirely  renovated  and 
decorated  before  the  firm  enters  the  building,  one  of  the 
improvements  being  the  construction  of  a  new  store  front 
costing  $5,000.  This  will  be  the  most  elaborate  and  up-to- 
date  store  front  for  the  purpose  for  which  it  is  designed 
in  the  whole  Dominion.. 

The  new  home  of  Stark  &  Sons  consists  of  five  floors, 
basement,  and  mezzanine  floor  on  the  first  storey.  The 
concern  ^^ill  add  to  its  present  extensive  eslahl'isliment 
several  new  departments.  ' 

There  will  be  rest  and  writing  rooms  on  the  mezzanine 
and  third  floors,  a  mezzanine  tea-room  and  a  latest  model 
iceless  soda  fountain. 


Advance  Notice  from  ASCHER   BROS.,  Montreal 


FALL,  1909 


FURRIERS'    SUNDRIES 

JEWELED    BUTTONS 

Mr.  Ascher  will  visit  you  shortly. 
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TRADE        MARK 

RESIiTERED 

Everything    in    Dependable    Ladies'   and    Men's   Furs 


MUSK-OX 

Brand  Furs 

protect  you  and  your  customers. 

Face  the  question  fairly.     Decide 
this  season  to  sell 

SATISFACTORY 
FURS 

and  add  to  your  bank  account,  and 
your   reputation   as    a    merchant. 

Boulter,  Waugh  &  Co.,  Ltd. 

Canada's  Furriers,  Established  40  Years. 

491-493-495  St.  Paul  St.      57  St.  Peter  St. 
MONTREAL 


HAT 


Will  Build 
You 

a  Large  and  Permanent 
Hat  Business. 

We  Help  You  Sell 

Royalty 
Hats 

Enquiries  Solicited 


We  are  in  a   position   to   look 
after  delayed  Fur  Orders. 

Our  Furs  are  always  satisfactory 
and  dependable. 


Swift,  Copland  &  Co., 


517-525  St.  Paul  St. 
MONTREAL,   QUE. 


Limited 
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"DUCHESS"  HOOPS 

The  Fell  Cushion  protects  the  fabric 
and  embroidered  work  from  iniury  and 
holds  either  light  or  heavy  fabrics  tight- 
ly stretched.  Sold  for  10  years  in 
over  18,000  retail  stores. 

Made  in  the  round  and  oval  shapes. 
"DUCHESS"  (round)— Sizes  4,  5,  6,  7,8,  10,  12  inch  diameters 
"DUCHESS"  (oval)-Two  Sizes  4>^  x  9  and  6  x  12  inches. 
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THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroider- 
ing as  in  a  large  round 
hoop,  but  has  the  con- 
venience in  use  of  a 
small  hoop. 


'ROYAL-OVAL." 


A    lower   priced,    smoothly   finished   and 
carefully  fitted,  plain  oval  Hoop  (without 
the  Felt  Cushion  or  Bow  Spring.) 


Made  in  Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
45x  9  inches,  a  popular  size  for  all  kinds  of  work. 
3   X  6  inches,  for  workingdesigns  on  hosiery,  etc. 


"PRINCESS" 

Has  a  nickel- plated 
bow  spring  which  ad- 
justs Itscif  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 

Made  in  the  round 
and  oval  shapes. 

"Princess"  (round) 
Sizes:  4,  5,  6.  7,  8,  10, 
1  2  inch  diameters. 

"Princess'  (oval) 
Two  Sizes:  4J^2x9and 
6x12  inches. 


THE 
"PRINCESS 
OVAL" 

accomodates  a  full  de- 
sign for  embroidering 
as  in  a  large  round  hoop, 
but  has  the  conveni- 
ence in  use  of  a  small 
hoop. 


"SPECIAL-SELECT." 


A   lower  priced,   smoothly   fiuished 
and     carefully   fitted,   plain    round 
Hoop,  (without  the  Felt  Cushion  or  Bow-Spring.) 

Made  in  Sizes:  4,  5,  6,  7,  8,  10,  12  inch  diameters. 


Order    To-day.       Your  Jobber  can  .upply  you.         THE  GIBBS    MFG.  CO.,       CAN  rON,  OHIO,  U.S  A 


MY  LADY^S  TOILET 

THERE  IS  A  BIG  BUSINESS  DOING  IN 

Real  Hair 
Goods 


Send  for  a  Sample  Collection 

FROM   THE  ACTUAL   MANUFACTURERS 

BURNET  AND  TEMPLE  ''''"' *iZn1^J^^ ''°'"'''' 

LONDON,  Eng. 
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Notable  Examples  of  the  Season's  Trimming  Accessories 


Fancy   Goods,    Notions    and   Trimmings 

Fall  Fashion  Indications  are  Much  in  Favor  of  Jets  and  Beads 
— Trimmings  in  Antique  Gold  and  Aluminum  Threads  Selling  Well 
-  Braid  Trimmings  will  have  Strong  Demand— Needlework  and  Stenciling. 


I^HE  jet  and  bead  people,  it  \vuuld  appear,  will  Ljold  beads.  Trimmings  developed  in  anti(iue  gold  and 
liave  a  I'eeord  Fall  season.  In  consequence  prices  aluminum  threads  in  Moyen  age  and  classic  patterns  are 
are  on  the  up  grade  and  considerable  time  is  se^lling,  and  the  long  stitch  embroideries,  done  in  soft 
asked  for  delivery.  Fall  fashion  indeations  are  floss  silks  outlined  with  darned-in  threads  are  good.  Al'- 
all  in  their  favor,  and  not  only  are  jetted  nets  and  trim- 
mings asked  for,  but  jet,  in  some  form  or  other,  is  used 
on  every  possible  article  of  dress.  Bands  are  probably 
the  most  important  section  of  the  business,  but  there  is  a 
demand  for  jetted  and  beaded  pieces  and  it  is  here  that 


Tailored    Bell   made   wiih    Folds  of   Taffeta   and   Wors  ed    Braid 
—  Shown   by   R.    D.    Fairbairn   Co.,    Limited. 

the  full  development  of  the  fashion  promises  to  come. 
Yokes,  empiecements,  panels,  berthas,  boleros,  etc.,  ai"e  all 
being  produced  and  in  a  wealth  of  novelty  and  design. 

Nor  are  these  all  developed  in  black  alone;  gold  and 
aluminum   threads  are  freelj'  used  as  well  as  silver  and 
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Coronation   Braid  and  Crochet  Insertion      Shown 
by  Hambly,  Oakley  &  Wilson. 


Seal  Grain  Leather  Bag,  New  Style    Velvet    Calf    Bag,    Embroidered    in 

Frame  —  Shown    by   the    Canada         Soutache  —  Shown   by  the  Canada 

Leather  Goods  Co.,  Montreal.  Leather  Goods  Co.,  Montreal. 

overs  are  woi'ked  up  with  clusters  of  beads  and  gold  thread 
patterns.      These   are    used    for   yoke   purposes.      Persian 


In  the  cut  which  leads  this  department,  samples 
of  a  number  of  the  season's  notable  trimming  acces- 
sories are  shown.  That  on  the  left  is  the  pattern 
of  an  embroidered  band,  worked  in  soft  silk  floss, 
outlined  with  tinsel  threads,  on  net  ground.  In  the 
centre  will  be  noted  an  example  of  trimming  band 
of  net  worked  with  gold  and  aluminum  threads  and 
underneath  it  a  jetted  net  band  worked  in  beads 
and  spangles.  On  the  right  is  a  soutached  and  tassel 
ornament  shown  by  the  Laces  and  Braids  Manufac- 
turing Co.  The  others  are  shown  by  Wilhelmine 
Drechsler,  Eibenstock    Germany. 
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desigriis  and  colorings  are  worked  up  in  a  kind  of  cord 
effect  on  net  grounds.  All  of  these  trimnaings  are  work- 
ed upon  on  either  cream  or  black  fine  meshed  nets,  and  a 
few  gold-colored  uet  grounds  are  also  used. 
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Border  Pattern  in  Stencil     Shown  by 
Hambly,  Oaliley  &  Wilson. 


I 
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The  ciitling-up  trade  is  making  free  use  of  "rat-tail" 
piping  for  Irinuning  i)urposes  and,  doubtless,  this  trim- 
ming will,  laler  on,  liud  its  way  to  the  counter  in  the  re- 
tail store.     It  is,  as  its  name  implies,  a  soft,  smooth,  flex- 


Seal   Grain  Leather  Bag,   Knickerbocker 

Style  — Shown  by  the  Canada  Leather 

Goods  Company,  Montreal. 

ible  cord  of  satin  made  on  a  special  machine  and  it  can 
be  used  much  in  the  same  manner  as  soutache. 

Soutaches  are  very  much  in  evidence  and  braid  trim- 
mings of  all  kinds  promise   to  be  a  feature  of  all  Fall 


Stencil  Pattern  —  Shown  by  Hambly,  Oakley  &  Wilson. 

ornamentation  schemes.  The  only  drawback,  from  the 
merchant's  point  of  view,  is  that  the  braid  must  match 
the  color  of  the  gown.  The  same  applies  to  the  rat-tail 
embroideries. 

Coi'dsj  tassels,  and  cord  and  tassel  ornaments  are  much 


used.  Jet  buttons  are  coming  on  very  strongly  for  Fall. 
They  have  been  used  on  the  linen  and  serge  suits  during 
summer  and  the  promise  is  that,  in  line  with  jet  ti-ini- 
mings,  etc.,  they  will  have  added  interest  this  Fall.  The 
demand  for  metal  buttons  is  exhibiting  more  activity, 
particularly  in  gilt.  The  moire-covered  button  promises 
to  take  the  place  of  the  satin-covered  article  and  moire 
will  also  be  popular  for  collar  and  cuff  facings.  Later 
on,  there  is  some  indication  of  the  velvet  collar  and  velvet 
buttons  coming  into  use.  Velvets  were  good  during  the 
late  Winter  and  early  Spring  in  London  and  Paris,  and 


New  York  Novelty  Belts  for  Fall.     No.  1,  Black  Elastic  and  Bead 

and  Cabochon  Buckle  in  Jet  ;  No.  2,   Belt  of  Tan   Leather 

with  Jet  Fasteners  and  Pocket  with  Fastener      Shown 

by  H.  M.  Hillman  &  Co.,  New   York. 

are    taking    with    the    dressmaking    trade    in    the    United 
States. 

Fancy  bags,  patterned  upon  tlu;  alms-purses  that  form- 
ed a  part  of  Moyen  age  dress  are  made  of  jet  and  beads. 
This  is  one  of  the  latest  novelties  in  the  market,  and  is 
expected  to  catch  the  fancy  of  the  buying  public.  These 
bags  are  also  developed  in  Irish  crochet,  and  in  Brussels 
laces. 


Leather  Bags. 


A  look  at  the  new  Fall  samples  of  purses  and  bags, 
l)r()\es  that  Canadian  manufacturers  are  exceeding  them- 
selves, as  the  new  lines  shown  to  the  trade.     There  can 


New  York  Novelty  Belt  for  Fall  ;  Tan  Leather  and  Jet  Fasteners 
—  Shown  by  H.  M.  Hillman  &  Co.,  New  York. 


be  no  doubt  that  Fall  orders  will  be  very  heavy,  as  the 
goods  are  particularly  suitable  for  the  Christmas  trade. 
The  new  line  is  more  varied  than  in  past  seasons,  and 
the  range  of  prices  wide. 

The  leather  which  is  being  featured  most  strongly  is 
the  velvet  calf,  which  makes  a  dressy  bag  and  takes  all 
colors  well.  There  are  a  great  many  different  styles  of 
frames,  and  a  novel  touch  cord  for  handle,  instead  of  the 
usual  leather  handle.  The  latter  are  of  course  shown  as 
usual.  A  great  deal  of  use  is  made  of  soutache  applied 
in  elaborate  designs,  and  many  of  the  new  bags  are  em- 
bossed in  different  designs. 

The  bags  are  large  and  roomy,  and  usually  contain  a  ' 
small    purse,   mirror,   etc.      The   colors   shown    embrace    a 
good  range,  and  almost  any  shade  may  be  had. 
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Exclusive  Dress  Goods  Novelties 


FABRIC   I 


54-inch  Striped  Broadcloth. — This  cloth  created  such  a  sensation  through- 
out the  country  during  the  Spring  that  we  were  encouraged  to  still  further 
develope  the  line  and  are  now  ready  with  a  much  larger  assortment  in 
beautiful  two-tone  effects. 

Every  style  exclusive  and  not  to  be  had  elsewhere 


COLORS 


Color  Effects  are  the  leading  novelties  for  Fall  and  Winter.  Shades 
prominent  in  our  Spring  showing  will  be  continued  for  the  coming  season 
but  in  softer  and  darker  tones,  and  will  include 

Walnut,  Nutmeg,  Copper,  Seal,  Taupe,  Steel,  Artichoke,  Moss, 
Ashes  of  Roses,  Catawba,  Carob,  Chicory,  Gendarme,  Wistaria, 
Raisin,  Purple,  Burgundy,  Olive,  Myrtle,  Navy,  Black. 


DELIVERIES 


Owing  to  the  necessarily  slow  process  of  dyeing  and  finishing  this  popular 
fabric  it  is  almost  impossible  to  give  quick  delivery  unless  orders  are 
placed  ahead  of  the  season.  Place  your  orders  at  the  earliest  possible 
opportunity  and  get  first  deliveries. 

A  complete  range  of  the  new  Autumn  colorings, 
properly   named,    will    be   mailed    on    request. 


Nisbet  &  Auld,  Toronto 


LIMITED 
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Back  Combs 

Side  Combs 

Barrettes 

Granby  Mf^.  Co.,   Limited 

GRANBY,    -    QUE. 


Fancy  Needlework. 

Preparations  for  Fall  selling-  are  being  made  in  this 
department.  Following  the  vogue  for  crochet  laces,  cro- 
chet work  is  to  be  much  to  the  fore.  The  use  of  corona- 
tion braid  combinations  in  the  making  of  crochet  lace 
renders  effective  results  ea.sily  possible.  This  lace  is  par- 
ticularly adapted  to  the  edging  of  doileys  centi'e-pieces, 
and  other  round  and  oval  designs.  It  is  difiRcult  to  find 
a  lace  suitable  for  this  purpose  and  hence  this  braid  lace 
may  be  said  to  fill  a  long  felt  want. 


When  writing  advertisers  kindly  mention 
Dry  Goods  Review. 


PURE  AND   PERFECT 


These    are    two    .salient 
features    of 

LIDDELL'S  LINENS 

In  quality  they  are  unapproachable  and 
in  workmanship  they  evidence  the 
hi<jhest  skill  of  a  people  exceptionally 
skilled  in  linen  weaving  and  em- 
broidering;— the  Irish. 

Place  your  order  now 

for  the  holiday  trade  before  prices 
advance. 

Irish  Hand  Embroidered  Bed  Spreads, 
Sheets,  Pillow  Cases,  Tea  Cloths, 
Damask  Cloths  and  Napkins. 

R.  H.  COSBIE 

30  WELLINGTON  ST.  WEST,  TORONTO 
Irish  Linen  Agency 


PRACTICAL  FIXTURES  FOR  MANY  LINES  OF  GOODS 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


PRACTICAL  COUNTER   NOTION 
CABINETS.    Made  in  five  len£ihs. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL  CLOAK 
AND  DRESS  RACKS 

Revolving  and  straight. 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  and  100  pairs  Hose. 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION,  N.Y. 
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Canada  Leather  Goods  Go, 

409-415    ST.   JAMES    STREET 

MONTREAL,  P.Q- 


No.  741— Velvet  Calf  Bag,  embroidered  with  silk 
soutache  braid,  silk  cord  handle,  ornamented 
with  silk  tassels.    All  shades. 


IN  OFFERING  our  Fall  and  Holiday  Line  to  the 
trade,    we  are    pleased    to   announce  that  ■we 
>vill  show  a  veiy  exceptional  line  of  Ladies' 
Hand    Bags,  Purses   and  Novelties   surpassing  in 
Style,  Workmanship, 

Exclusiveness  in  Designs 

and  Prices,  any  line  of  leather  goods  ever  before 
sold  to  the  Canadian  trade.  Our  representatives 
are  now  on  the  road  showing  our  splendid  line  of 
samples,  and  w^ill  certainly  call  on  you  at  an 
early  date.  We  feel  confident  that  it  will  be  to 
YOUR  advantage  to  see  and  examine  our  w^ide 
range  of  samples  before  ordering  elsewhere. 


No.  765— Velvet  Calf  Bag,  embossed  in  dainty  leaf 
design.      Patented    frame.      All  shades. 


Ganada  Leather  Goods  Go, 

409-415    ST.  JAMES    STREET 

MONTREAL,  P.Q. 


Seal  grain  is  also  extensively  employed,  and  alligator 
bags  are  strong. 

One  of  the  late  imported  novelties  for  the  present 
season  is  a  straw  Panama  bag,  which  comes  in  natural, 
white  and  black.  This  has  the  advantage  of  being  easily 
cleaned.    They  sell  at  fi'om  $16.50  to  $.30.00  per  dozen. 

The  Vogue  in  Belts. 

Owing  to  the  vogue  of  the  new  long-waisted  gowns,  the 
prospects  are  not  bright  for  expensive  belts.  In  the  popu- 
lar trade,  however,  the  belt  business  promises  to  be  fairly 
good.  Here  the  skirt  and  separate  waist  is  always  a 
factor,  and,  therefore,  there  is  always  a  sale  for  populai-- 
priced  belts. 

Novelty  lines  run  strongly  to  jets.  There  are  jet 
buckles  on  elastics,  and  elastics  and  beltings  trimmed 
with  jet  nailheads.  The  Review  illustrates  a  number  of 
novelty  belts  of  this  class;  one  is  an  elastic  with  jet 
buckle,  and  tlie  other  models  are  of  tan  leather  with 
fasteneis  and  trimmings  of  jet. 

•!• 
Stenciling. 

Handwork  of  artistic  merit  which  does  not  require 
any  lengthy  course  of  art  training — but  only  a  sense  of 
color  and  a  measure  of  care  and  artistic  taste  for  its 
production,  seems  sure  to  develop  a  large  following. 


Coronation  and  Crochet  Edge      Shown  by 
Hambly,  Oakley  &  Wilson. 

When  well  done,  stenciling  is  one  of  the  most  beauti- 
ful and  effective  methods  of  ornamenting  fabrics  and  it 
is  now  possible,  with  the  stencils  and  prepared  colors,  to 
decorate,  most  attractively,  curtains,  portieres,  table 
covers,  pillows  etc.,  to  harmonize  with  the  wall  covering 
and  other  fittings  of  the  room. 

The  fabric  does  not  need  to  be  washed  before  decorat- 
ing, and  no  matter  what  the  design,  the  operation  is  prac- 
tically the  same.  The  fabric  is  first  stretched  very 
smoothly  over  white  blotting  paper,  or  pieces  of  news- 
paper, and  fastened  firmly  to  a  drawing  board  or  table 
:op  with  thumb  tacks  or  large  pins.  The  stencil  should 
be  fastened  in  like  manner.  The  paper  underneath  ab- 
sorbs all  extra  color  and  prevents  its  creeping  up  under- 
neath the  stencil.  After  selecting  an  appropriate  design 
A  is  necessary  to  make  a  careful  measurement  in  order 
that  the  repeats  will  fit.  properly. 

A  stencil  brush,  about  an  inch  wide,  is  used  for  fabric 
decoration.  Dip  the  brush  in  colors  which  have  been 
thoroughly  mixed  by  means  of  a  spatula  or  small  knife. 
See  that  the  brush  is  thoroughly  filled,  then  scrape  off  the 
superfluous  color.  Proceed  to  stencil  rather  by  tapping 
tlian  brushing  om  the  coilor.  If  two  colors  are  to  be  used 
separate  stencil  and  hrush  should  be  used  for  each  color 
Brushes  should  be  carefully  cleaned  in  either  turpentine 
or  benzine. 
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—A  Trade  Triumph  !=^= 

One  of  the  Most  Practical  Novelties  Offered  You 

/'''^''"T^fc^^     in  Recent  Years— 

7«        - /*       '^A^    ^  i#ii,\  Something  that  is  striking  in   its 

dressy  appearance — and  appeals  to 
all  women  for  its  convenience. 

Lambert  Combination 

Chatelaine  Bag 

and  Belt 


THE  MOST  UNIQUE  AND  UP-TO-DATE 
NOVELTY  YOU  CAN  OEFER  YOUR  CUS- 
TOMERS. 

Made  in  many  leathers  and 
colors.  Tan  Calf  for  Tennis,  also 
Natural  Color  Pigskin.  For  the 
Seaside,  best  quality  Enamel  Calf. 
Bronze  to  match  shoes  and  other 
popular  leathers,  such  as  Lizard, 
Seal  and  Goat  Seal. 

For  the  Shirt-waist  Suit,  Travel- 
ing Suit,  Tailored  Suit,  Yachting 
Suit — for   all  times. 

Furnishes  the  needed  pocket  for 
handkerchief,  etc.  Fitted  with  and 
without  purse. 

SAMPLES  SENT  ON  APPROVAL 

P.  W.  Lambert  &  Co. 

64-66  Lispenard  Street 
NEW  YORK  CITY 

Canadian   Repreientative :     S.   ABRAHAMS, 
431  Mount  Pleasant  Ave.,  Montreal. 


Ladies'  Hand  Bags 

Our  1909  Line  is  one  of  the  largest 
and  best  we  have  ever  shown.  Buyers 
are    invited    to     inspect    the    collection. 


Manufactured  by 


Ladies'  Hand  Bag  No.  7687. 
JS^d  fox.IHustrate^l  Catalogue  "C", 


r  r  -  «... 


C.  F.  RUMPP  &  SONS 

Tine  Eeatbcr  Goods 

.V        -  PHILADELPHIA  •       •     ... 

^    .New  York  Salesroom,  683  and  685  Broadway  (Cor.  Third  St.) 


Established 
1830 
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Interesting  Statistics  from  Records  of  Retail  Stores 

Actual  Figures  as  to  Stocks  Carried,    Yearly  Turnover,    Profits  and 
Proportion  of  Expense  -  Statements  Emphasize  Advisability  of  an  Eighty  ; 

to   Ninety    Per   Cent.    Insurance    Basis  —  The    Advertising    Problem. 


THE    Review    is    frequently    asked,    what    amount 
should  a  retail  merchant  spend  in  advertising? 
How    nuicli    stock,    under    ordinary    conditions 
should  he  carry  in  a  town  of  this  size?    What  is 
a   reasonable   proportion   of   expense?     What   amount   of 
insurance  is  customary? 

In  order  to  reply  to  these  queries,  intelligently.  The 
Review  has  endeavored  to  obtain  useful  information  from 
merchants  themselves.  Letters  were  written  to  retailer^ 
in  centres  of  population  ranging  from  3,000  to  20,000  ask- 
ing for  statistics  under  tlie  following  heads:  Population, 
value  of  stock;  how  often  turned  over  in  one  year; 
percentage  of  expense;  amount  of  insurance  and  amount 
spent  in  advertising 

Influenced  by  Conditions. 

■  The  amount  of  stock  carried  varies,  of  course,  in 
accordance  with  the  merchant's  field.  A  man  in  a  city  of 
17,000  for  instance,  places  his  stock  at  $70,000  and  he 
turns  it  over  two  and  one-half  times  yearly,  while  a  man  in 
a  town  of  7,000  population  carries  a  stock  of  .$32,000  and 
turns  it  over  twice  in  one  year.  These  two  examples  are 
fairly  well  proportioned.  A  merchant  in  a  small  town  ot 
3,500  states  that  his  stock  is  between  $30,000  and  32,000, 
but  the  e^-planation  here  is  that  his  is  a  large  general 
store  while  that  in  the  town  of  7,000  is  purely  dry  goods. 
Another  general  merchant,  in  a  town  of  8,000,  has  a  stock 
of  $75,000,  which  turns  over  one  and  one-half  times,  si 
ihat  it  may  be  concluded  that,  owing  to  influences  of 
f'Cope,  and  local  conditions  it  is  a  difficult  matter  to  tie 
up  to  any  one  set  of  figures  on  the  stock  proposition. 
The  replies  given  below  will,  however,  be  found  of  inter- 
est in  that  connection. 

The  Insurance  Problem. 

It  is  noted  that  in  almost  every  case  stocks  are  pietiy 
wdl  covered,  by  insurance.  The  investigation,  if  such 
it  may  be  called,  seems  to  give  some  contradiction  to 
statements  made  frequently  that  there  are  many  glowing 
-■jases  of  disproportion  as  between  stock  and  amount  of 
insurance.  In  the  absence  of  any  explanation,  the 
merchant  who  states  that  his  stock  is  $125,000  and  his 
yoaily  insurance  $6,000  appears  to  be  open  to  such  a 
cj:iarge.  Judging  from  the  majority  of  replies,  it  may  be 
'  said  that  to  recommend  an  insurance  basis  ranging  from 
70  to  90  per  cent,  is  the  best  answer  to  this  question. 

Outlay  for  Advertising. 

There  seems  to  be  some  difference  of  opinion  on  the 
advertising  problem..    A   merchant    doing   business   in    a 
town  of  3,500  answers  "little  or  none."    Here  local  con- 
ditions  must    again   be    taken    into    consideration.      This 
particular  store  is  located  in  a  section  of  country  where, 
in  winter,  the  people  are  very  difficult  to  reach,  and  where 
a  great  many  of  the  men  are  employed  in  lumber  camps  or 
mining,   while,   in    summer,   there   is   considerable    tourist 
I  tr^ffiic   whiph   cannot   be   effectually   touched  by   advance 
:  publicity   and  ^which   has  been   previously   supplied    with 
i  the  outing  season's   requirements.     This   maji  places   his 
[  percentage  of  expense  at  8  per  ceqt.,  the  lowest  on  the 
[  list,  and  it  must  also  be  pointed  out  that  his  figures  only 
apply  to  one  of  two  branch  stores  in  the  same  district. 
One    merchant   holds   tbat,    in    his    locality,    the    amount 
spent  on  advertising  should  not  exceed  one  per  cent,  of 


llie  turnover.  A  reference  to  the  list  shows  that  in  the 
majority  of  cases  the  amount  so  expended  is  beyond  th^t 
margin.  : 

Replies  from  Merchants.  < 

Among  the  replies  received  by  The  Review,  the  fol- 
lowing are  notable: 

From  a  general  merchant  iu  a  town  of  3,500: — ^Stock, 
between  $30,000  and  $32,000;  turned  over  twice  in  the 
year;  gross  profit,  about  $8,500;  net  profit,  about  $4,500; 
expense,  8  per  cent;  spent  on  advertising,  little  or  none; 
insurance,  $25,000. 

From  dry  goods  merchant  in  city  of  9,500: — Stock, 
$25,000  at  stock-ta,king,  the  lowest  point;  turned  over 
1%  times;  gross  profit,  $10,200;  net  profit,  $2,700;  ex- 
pense, 18  per  cent.,  including  owner's  drawings  for  home 
and  personal  expenses;  insurance,  $22,500;  advertising, 
.$600. 

Dry  goods  merchant  and  men's  furnisher  in  city  of 
17,000:— Stock,  $70,000;  turned  over  21/2  times;  expense, 
I6V2  per  cent.;  advertising,  $3,950;  insurance,  80  per. 
cent. 

General  merchant  in  town  of  8,000 :— Stock,  $75,000; 
turned  over,  l^/o  times;  gross  profit,  $30,000;  net  profit, 
$7,000  a,verage;  expense,  221/2  per  cent.;  advertising, 
$1,800;  insurance,  $70,000  to  $90,000  as  the  stock  changes. 

One  Per  Cent,  for  Publicity. 

This  merchant  points  out  that  he  considers  the  opera- 
tion of  his  business  is  more  expensive  than  in  the  ordinary 
town  stores. 

"Our  store  covers  a  wide  area,"  he  writes,  "and  this 
mea,ns  increased  light  and  heating  and  increased  atten- 
tion. So  far,  we  have  not  been  successful  in  getting  the 
volume  which  justifiies  the  space  or,  the  amount  of  turn- 
over, hence  we  fancy  that  our  net  results  are  not  as 
profitable  as  they  should  be  and  that  our  percentage  of 
expense  is  more  than  that  of  the  average  town  store. 

"The  amount  spent  last  year  in  advertising  was  very 
large  with  the  intention  of  trying  to  increase  the  volume. 
Our  own  judgment  is  that  a  store  such  as  ours  should 
limit  its  advertising  to  one  per  cent,  of  its  turnover— at 
least,  it   should  not  exceed   that." 

Draws  Profit  out  in  Cash. 

Dry  goods  mereha.nts  in  town  of  6,000: — Stock,  $20,- 
000;  did  .$-45,000  in  business  in  1908  and  .$48,000  in  1907; 
for  the  past  ten  years  we  have  made  10  per  cent,  (ovei* 
and  above  all  a,nd  every  expense  including  salaries  of 
the  two  members  of  the  firm)  on  the  gross  turnover.  Oh 
.$45,000  business,  we  make  $4,500  and  draw  it  out  in  ea.sji 
every  year;  advertising,  $700;  insurance,  80  per  cent.     ' 

This  merchant  adds:  "Our  expenses  are  very  low  as 
the  members  of  the  firm  are  workers,  and  the  remainder 
of  the  staff  are  home  girls.  Our  salary  list  amounts  to 
$.311.50  per  week  (outside  of  ourselves)  and  this  includes 
parcel  boy."  j: 

The  head  of  a  western  departmental  store,  in  a  city 
of  25,000,  writes  that  he  carries  a  stock  of  $125,000; 
turned  over  two  or  three  times  a  year;  gross  profit,  25 
to  30  per  cent.;  net  profit  varies  from  $1,000  to  $3,000  or 
.$4,000;  expense,  30  per  cent.;  advertising,  $4,000;  in- 
surance, $6,000  yearly. 

Dry  goods  merchant  in  town  of  7,000  :—StocW^32.- 
000;  turned  over  twice  in  year;  gross  profit,  $18,000;  net 
profit,  $4,500;  advertising,  $550;  insurance,  $27,000. 
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We  invite  you  to  visit  our  warehouse 
so  you  may  examine  the  articles  illus- 
trated on  the  next  pages  and  prove  to 
yourself  our  right  to  be  called  "The 
Assorting  House  of  Montreal." 

The  W.  R.  Brock  Company,  (Limited) 
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PICTURES   TELL   OUR  STORY 


THE  W.  R.  BROCK  COMPANY,  (LIMITED) 

MONTREAL 
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Boot  and   Shoe  Department 


Style  Tendencies  Indicated  by  Season's  Footwear 

Elaborations    of   Straps    and    Bows  and  Buckles  in  Pumps,  Ties  and 
Oxfords  —  Present    Trade    in    Tan    Oxfords    is    Heavy  —  Fall  Styles. 


Ladies  Button  Shoe  of  Dull  Calf,  showing  ' 

latest  slant  trim  of  top—  From   the 

Victoria  Shoe  Co. 


Ladies'  Relindo  Patent,  Dull  Calf  Top, 

Plain  Toe  —  From  the  Spring  Line 

of  the  RelindoShoe  Co. 


At  the  request  of  many  of  our  readers.  The 
Review  will  conduct  regularly  a  shoe  department. 
'The  editor  has  arranged  for  pra,ctical  articles  on 
retail  shoe  advertising,  shoe  window  dressing,  the 
arrangement  of  the  shoe  department,  and  the  shoe 
styV  tendencies  will  be  carefully  forecasted. 


STYLES  in  ^adies'  footwear  for  the  present  season 
are  varied,  and  show  a  wide  range.  Naturally,  at 
at  the  present  time,  the  big  demand  at  retail  is  for 
low-cut  shoes.  There  is  a  heavy  demand  for  liglit 
tan  Oxfords,  and  one  and  tAvo-eyelet  effects  are  strong. 

Patent  leathers  are  selling  wel'j  but  gunmetal  calf  and 
kid  are  taking  the  place  of  the  bright  leathers  to  some  ex- 
tent. White  canvas  footwear  is  strong  this  season,  tlie 
newest  feature  being  a  high-buttoned  boot.  Suedes  arc 
selling  both  in  black  and  colors.  There  is  a  good  demand 
for  bronze,  but  it  is  not  anticipated  that  this  will  attain 
any  great  degi'ee  of  importance.  Champagne  shades  is 
selling  in  good  quantities,  and  smoke  is  in  good  request. 
There  is  some  demand  for  fancy  colors,  blues  and  greens 
being  among  the  strongest. 

The  severely  plain  pump  has  lost  much  of  its  popular- 
ity, or  rather,  it  has  attained  such  a  degree  of  popularity, 
that  fashionable  people  have  been  looking  for  something 
new  for  some  time.  As  a  result  the  former  plain  pump 
is  now  made  elaborate  with  straps,  bows  and  buckles.  High 
)uttoned  boots,  with  cloth  tops  are  leaders  among  high 
Ixiots.     These  are  more  or  less  elaborate. 

Spi-ing  styles,  whicli  are  now  being  ))reparcd,  sjiow 
some  further  development  in  the  directions  indicated 
ratlier  than  any  marked  divergence  from  prevailing  styles. 


Styles  for  Men. 

Present  trade  in  men's  shoes  is  largely  in  tan  Oxfords. 
Blacks,  however,  are  selling  in  large  quantities,  and  there 
is  some  demand  for  dull  leathers. 

Indications  for  Fall  are  that  more  cloth  tops  will  be 
called  for  than  are  in  request  at  present.  It  is  expected 
that  in  popular  Fall  styles  the  lasts  will  be  thicker  and 
shorter  than  at  present.  Edges  will  be  trimmed  fairly 
close.  There  is  a  tendency  to  vary  the  heights  of  heels  con- 
siderably, there  being  extremes  in  both  directions.  Military 
heels  ai'e  shown,  some  of  them  being  nearly  two  inches  in 
Iieight. 


Ladies'  Buttoned  Shoe   in   Patent  and 

Grey  Suede      Shown  by  the  Minister, 

Myles  Shoe  Co.,  Toronto. 


Ladies'  Napoleon  Blucher  of  Velour  Calf 

—  From  the  Spring  Line  of  the 

Relindo  Shoe  Co. 


Trade-Marked    Shoes. 

A  vexed  question  to  the  shoe  trade  is  the  value  of  a 
Ladies'  Patent  Pump,  with  Leather  Bow        manufacturers'  trademark  in  building  up  a  retail  business.       '^^"'^  Patent  Tie,  Plain  Toe  -  From   the 


and  Ankle  St^rap^^Sho^w^n  by  the  Opinion   is   becoming  more   settled   that   the   value   of   a 


Spring   Line  of  the  Minister, 
Myles  Shoe  Co. 
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manufacturers'  trademark  depencls  upon  how  well  it  is 
known,  and  what  support  the  manufacturer  gives  the  mer- 
chant. An  analysis  of  successful  shoe  departments  the 
country  over  is  good  evidence  that  trademarked  shoes 
offer  the  easiest  way  of  building  up  business  quickly  and 
profitably. 

Display  Shoe  Findings. 

A  visit  to  many  shoe  departments  in  dry  goods  stores 
shows  the  carelessness  in  the  matter  of  shoe  findings. 
Many  stores  keep  these  in   one  or  more  drawers  out  of 


Men's  Oxblood  Oxford  -  From 
the  Spring  Line  of  the  Victoria 
Slioe  Company. 


Men's  Patent  Shoe,  Dull  Calf 
Upper,  Wide  Toe  — From  the 
Spring  Line  of  the  Victoria 
Shoe   Company. 


sight,  and  in  bad  order.  Progressive  stores  are  adopting 
energetic  display  methods.  Around  almost  every  store 
space  may  be  found  for  the  use  of  a  special  cabinet  or 
fixture  for  shoe  findings,  or  an  old  show  case  may  be  fitted 
up  for  the  purpose.  These  lines  usually  bring  a  profit  of 
from  ,50  to  100  per  cent.,  and  are  active,  steady  sellers. 
A  fixture  of  tliis  nature  will  also  tend  to  do  awav  witli  the 


Child's  Patent  Marjorle  Strap  Shoe  —  From   the  Spring 
Line  of  the  Geo.   E.  Boulter  Co. 

evil  in  some  quarters  of  giving  free  .shoe  laees  fo  regular 
customers. 

Prices  can  be  put  in  the  different  sections  of  the  case. 
Among  the  articles  which  could  be  shown  in  such  a  case 
are  shoe  laces,  of  the  different  kinds  and  different  lengths 


for  men's  women's  and  children's  boots  and  ties.  This 
covers  a  wide  range  considering  the  colors,  black,  tan  and 
white. 

Liquid  and  paste  ijolisiies  of  each  color,  in  tiie  different 
sizes  should  also  be  carried  here. 

Furtiier,  various  articles,  wiiich  are  constantly  asked 
for,  sucli  as  insoles,  buttons,  button  hooks,  shoe  horns, 
high  clasps,  rubber  heels,  corn  files,  etc.,  should  be  kept  in 
the  shoe  findings  case. 

Shoes  in  a  Dry  Goods  Store. 

As  opposed  to  a  specialty  shoe  store,  a  dry  goods  or 
department  store  is  visited  by  many  more  people.  This  is 
an  exceptional  advantage  for  a  dry  goods  store.  This  has 
resulted  in  many  dry  goods  and  department  stores  cater- 
ing for  shoe  bargains.  The  advertising  of  such  stores  is 
evidence  of  this  tendency.  Many  department  stores  who 
have  seen  the  danger,  divide  their  slioe  section  into  two 
separate  parts,  a  first  floor  section,  where  quality  shoes  are 
carried,  and  in  the  basement  a  bargain  .shoe  section,  where 
jobs  and  broken  lots  are  sold.  This  separates  the  buyer  of 
stylish  shoes  from  those  shoppers  who  are  looking  for 
cheap  shoes  at  bargain  prices.  The  two  extremes  of  trade 
are  not  mixed.  Where  for  reason  of  space,  this  plan  is 
not  permissible,  a  dry  goods  store  should  have  a  regular 
bargain  table  for  shoes  and  this  table  removed  from  the 
regular  shoe  department.  Of  course,  the  Summer  and 
Winter  clearance  seasons  will  allow  of  the  expansion  of 
tlie  bargain  section.     A  bargain  section  is  always  a  good 


Ladies'  Patent  Pump,  with 
Ankle  Strap  and  neat  Leather 
Bow  From  the  Spring  Line 
of  the  Minister,  Myles  Co. 


Men's  Dressy  Pateni  Shoe, 
with  Dull  Oxblood  Patent-faced 
Upper;  a  particularly  comfort- 
able last  by  reason  of  wide  and 
graceful  outer  curve  From 
the  Spring  Line  of  Minister, 
Myles  Company. 


means   of  attracting   trade,   but   it    does   not   pay   to   mix 
cheap  and  high  grade  goods. 


The  Hartt  Boot  and  Shog  Co.,  of  P'rederictou,  N.B., 
recently  completed  the  most  prosperous  year  in,  its  history, 
the  dividend  being  increased  from  five  to  six  per  cent. 
The  factory  is  now  running  at  its  full  capacity. 

The  United  States  Senate  has  adopted  amendments  to 
the  tariff  bill  whereby  the  duty  on  shoes  is  increased  from 
15  to  20  per  cent,  ad  valorem,  and  increasing  the  duty  on 
sole  leather  from  five  to  ten  per  cent,  ad  valorem,  the 
lower  figure  representing  the  house  rate  in  each  case. 
'The  Dingley  rate  on  shoes  is  25  per  cent.,  and  that  on 
sole  leather  twenty  per  cent. 


Advertising  Essential  in  Making  Shoe  Department  Pay 

Sales  Wait  on  Publicity— People  Buy  From  the  Man  who  is  Long  on 
Persuasion  —  Salient,    Interesting   Features   Necessary  -  Vary  the  Diet. 

By  Cid  McKay  in  Southern  Retailer 


ADVERTISING  is  the  long-  pole  that  knocks  the  ap- 
ples of  trade.  The  merchant  who  has  learned 
the  art  of  advertising  his  shoes  has  mastered  the 
problem  of  successful  retailing. 
How  shall  I  advertise  my  shoes  is  a  question  that  has 
come  home  to  the  heart  and  bosom  of  many  a  retailer — 
and  well  it  may.  Sales  wait  on  publicity.  Your  location 
may  be  good,  your  store  inviting  as  far  as  general  appear- 
ance goes ;  your  goods  may  have  been  selected  with  wis- 
dom and  care,  and  your  clerks  may  be  up  on  the  principles 
of  salesmanship — but  if  you  don't  advertise  in  a  winning 
way  trade  is  going  to  come  your  way  exceedingly  gingerly 
and  tardily.  This  is  an  age  wlien  the  people  buy  from  the 
man  who  is  long  on  persuasion.  In  order  to  create  enthus- 
iasm about  your  shoes,  you  your.self  must  be  powerfully 
enthusiastic  over  them.  To  get  people  to  talking  about 
them,  you  must  wax  eloquent  in  your  own  talk  concern- 
ing them.  Couple  your  name  with  the  word  shoe  so  per- 
sistently and  artfully  that  the  one  will  suggest  the  other — 
that  is  the  ideal  toward  which  you  should  aim.  And  it 
takes  an  "aim"  to  hit  the  bull's  eye  of  a  target.  No 
haphazard,  sporadic,  pop-gun  advertising  shots  will  do  it. 

Shoe  Ads.  Should  Have  Facts. 

Tell  facts  about  your  shoes — but  tell  these  facts  in  a 
fresh,  original  and  interesting  way.  So  many  ads.  which 
come  to  my  notice  from  time  to  time  appear  to  be  a  tur- 
gid, stilted  and  conventional  —  absolutely  washed  and 
wrung  dry  of  the  personal  element.  Be  yourself  in  your 
ad.  Seize  upon  salient,  interesting  features  about  your 
shoes — the  materials  in  them  and  the  process  of  their 
manufacture.  Are  they  well  made?  Tell  the  public  how 
and  why.  Prove  it.  Are  they  modish,  swell,  right  up  to 
the  minute  in  last  ?  Illustrate  by  half  tone  or  line  illus- 
tration that  fact  also.  Are  they  comfortable  shoes?  Do 
they  fit  the  feet — or  merely  the  fancy?  Explain  to  the 
public  why  your  shoes  fit.  Do  these  shoes  of  yours  re- 
tain their  present  graceful  shape  ?  Acquaint  the  public 
with  solid  reasons  therefor.  Build  your  advertising  super- 
structure upon  the  foundation  of  argument  and  adorn  it 
with  the  creations  of  your  fancy.  Remember  that  the 
average  reader  has  a  thousand  and  one  things  tugging  at 
his  attention — if  you  hold  him  for  a  full  minute  you've 
achieved  quite  a  notable  task.  Therefore  pointedness  is 
a  merit  par  excellence. 

And  vary  the  diet.  I  like  chicken  fine.  Indeed  I  think 
there  is  nothing  superior  to  the  flesh  of  a  young  and  un- 
sophisticated chicken  in  the  early  Spring;  but  I  once 
struck  a  section  of  the  country  where  they  overworked 
the  chicken  diet.  They  had  fried  chicken  for  breakfast, 
fried  chicken  for  lunch,  and  fried  chicken  for  dinner, 
fried  chicken  twenty-one  times  per  Aveek,  fried  chicken 
ninety  times  per  month.  Eventually  fried  chicken  got 
onto  my  nerves.  Appeal  to  a  variety  of  motives  in  work- 
ing out  your  advertisements — and  there  are  plenty  of 
legitimate  motives.  Work  out  your  ads.  in  different  ways 
— ingenuity  hath  no  bounds.  Attract  attention  somehow, 
even  if  you  have  to  resort  to  the  sensational.  If  the  dear 
public  is  densely  and  profoundly  indifferent  to  the  good- 
ness of  your  .shoes;  if  it  will  not  get  in  the  least  excited 


over  them — resort  to  spectacular  methods.  There  may 
be  cases  in  which  it  is  almost  .iustifiable  for  a  dealer  to 
hire  some  prudent  clerk  to  break  into  his  store  in  the  mid- 
dle of  the  night  and  make  off  with  a  couple  of  pairs"of 
fine  shoes.  That  would  give  you  a  cue  for 'a  corking  ad. — 
maybe  it  would  get  you  quite  a  news  item.  I  state  this 
extreme  view  somewhat  tentatively,  to  be  sure;  and 
wouldn't  be  understood  as  prescribing  it  for  general 
use;  it  might  lead  to  complications.  But  my  main  point 
is,  be  out  of  the  ordinary — and  right  there,  Johnny-on- 
the-spot  with  something  new  each  time. 

Keeping  Everlastingly  at  It. 

And  keep  at  it.  Bull-dog  tenacity,  sheer  unwillingness 
to  let  go — even  in  the  face  of  rank  discouragement — is  an 
inalienable  constituent  of  the  winner.  It  has  come  to  pass 
with  our  present  industrial  conditions,  it  takes  unmiti- 
gated pluck  to  make  good.  Nothing  short  of  the  unmiti- 
gated sort  is  quite  adequate  to  present  trade  conditions. 
Competition  is  devilish.  (That  word  "devilish"  means 
much  or  little,  according  to  your  theological  notions;  but 
I've  always  had  a  notion  the  devil  is  quite  a  fierce  sort 
of  an  individual — and  I  think  you'll  agree  with  me  that 
competition  is  fierce  enough  for  anybody.)  If  you  and 
your  competition  start  out  about  even,  and  run  neck-and- 
neck,  obviously  it's  only  a  question  of  wind  as  to  which 
one '11  reach  the  wire  first.  "Know  ye  not  that  they  which 
run  in  a  race  run  all,  but  one  receiveth  the  prize?  So  run, 
that  ye  may  obtain."  Pretty  good  advice  from  one  who 
was  quite  a  runner  in  his  day. 

Instead  of  plodding  around  the  store  superintending 
the  dusting  of  cartons,  or  pow-wowing  over  a  two  penny 
waste  of  time  or  material  on  the -part  T)f  some  employe, 
the  manager  of  the  department  could  spend  his  time  more 
profitable  thinking  up  new  advertising  ideas.  Let  him 
search  the  trade  journals  diligently.  Let  him  fertilize 
the  idea-sprouting  soil  of  his  clerks.  Let  him  compass 
heaven  and  earth  for  an  apt  expression,  a  fetching  con- 
ceit, a  striking  and  spectacular  method  of  boosting  the 
wares.  Think  over  your  proposition !  Think  through  it ! 
Write  ads.  by  day  light,  gas  light,  lamp  light,  or  any  other 
light;  but  write  'em  with  a  swing  and  a  dash  and  a  con- 
vincing power.  Build  'em  out  of  facts  and  gild  them  with 
fancy — and  then  put   'em  on  to  simmer.     And  keep  at  it. 

Time  to  Advertise. 

When  should  a  man  advertise?  Whenever  he  feels 
that  he  could,  by  a  little  extra  hustling,  sell  a  few  more 
shoes  than  he  is  selling.  When  his  trade  gets  .so  big  that 
he  can't  care  for  it^  when  his  volume  of  business  is  large 
enough  to  satisfy  all  of  his  desires — then  he  can  ease  up 
on  his  advertising;  otherwise  he  had  better  keep  at  it. 

But  the  individual  ad.  may  be — and  should  be — put 
out  in  harmony  with  the  principle  of  timeliness.  At  cer- 
tain times  public  thought  may  be  switched  to  the  subject 
of  footgear  more  readily  than  at  other  times.  And  it  may, 
lor  obvious  reasons,  be  switched  to  particular  kinds  of 
footgear.     Seize  such  times  by  the  forelock. 


Convenient  Forms  for  Use  in  a  Departmentized  Store 


The  Cash  and  Bank  Account  -  Helpful  Forms  for  Recording  Cash 
and  Bank  Transactions  —  Separate  Book  Advisable  if  not  Absolutely 
Necessary    in     a    Large  Business  —  Useful    Columnar    Arrangements. 

Written  for  The  Dry  Goods  Review  by  Howard  R.  Wellington. 

IN  a  large  business,  it  is  advisable,  if  not  almost  iieces-       withdrawn"   and   on    the   dchil    side   of  the   cash   hi 
sary  to  have  a  separate  book  for  easli  a,nd  for  bank       "cash  from  bank,"  one  item  oliecdving:  a<?ainst  the 
transactions.     All  cash  and  cheques  deposited  are  entered  A  number  of  concerns  keep  an  account  in  the 
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on  the  credit  side  of  the  cash  book  as  "Bank  Deposit,"  for  the  bank  and  sometimes  for  cash,  into  which  the  totals 

and  on  the  debit  side  of  the  bank  book  as  "cash  deposit"  at   the  end  of  each  month  are  posted. 
— no  posting  being  necessary   for   these   items   except    to  This   is  hardly  necessary  as  the   cash   book   is  practi- 

cheek  one  against  the  other.     Cash  drawn  from  the  bank  eally  a   ledger   account,   and   similarly   the   bank  book,  if 

is  entered  on  the  credit  side  of  the  bank  book  as  "cash  used.      The   only   argument   in   favor   of  having  these   ac- 
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counts  in  the  ledger  is  that  everything  necessary  to  the 
complete  trial  balance  can  then  be  found  in  the  ledger. 
a.nd  there  is  no  possibility  of  omitting  an  amount. 

The  cash  book  for  general  purposes  is,  however,  the 
combined  cash  and  bank  book  with  columns  for  most 
itt,ms  which  appear  frequently.  We  give  below  a  form 
of  columnar  book  which  might  be  used  to  advantage  in  a 
departmentized  store,  showing  how  the  various  items  may 
be  extended  and  posted  only  once  a,  month. 

By  the  use  of  the  figures  1,  2,  3,  etc.,  for  the  montii, 
the  omission  of  the  words,  "to"  and  "by,"  which  are 
not  necessary,  and  various  other  small  details,  the  work 
of  posting  may  be  considerably  lessened. 

In  case  it  is  found  impossible  or  impracticable  to 
apportion  certain  expense  items  when  paid.  a,n  additional 
column,  headed  "general  expense"  may  be  added,  into 
which  is  posted  all  such  items  and  at  the  end  of  the  year 
the  total  is  apportioned  over  the  various  departments 
based  on  sales,  profits  and  various  other  items. 

In  some  future  issue  will  'be  given  a  modern  form  for 
bill  books,  journal,  etc. 

The  New  Vice-President. 

A.  M.  Patterson,  of  the 
Hrm  of  Lewis  &  Patterson, 
dry  goods  mereha.nts,  of 
Brockville,  was  elected  sec- 
ond vice-president  of  the 
Retail  Merchants'  Associa- 
tion of  Canada  at  their  an- 
nual convention,  held  in 
Broekville,  June  16th  and 
17th. 

Mr.  Patterson  is  one  of 
those  active,  useful  men 
who  can  look  after  the 
best  interests  of  his  own 
business,  a,nd,  at  the  same 
time,  devote  a  good  deal  of 
time  and  energy  to  the 
municipal  affairs  of  his  own  town.  Besides  all  this,  he 
takes  a  great  interest  in  the  work  of  the  Retail  Merchants' 
Association,  and  thinks  that  it  is  the  duty  of  every  mer- 
chant to  study  the  conditions  of  the  retail  trade  and  as- 
sist in  keeping  in  proper  tact  the  system  of  trade  and 
commerce,  which  brings  the  best  results,  not  only  to  those 
engaged  in  it,  but  to  the  public  at  lai'go. 


A.  M.  PATTERSON 


Index  to  Next  Season. 

The  present  season's  business  in  the  knitted  goods  de- 
partment is  a  good  index  to  next  season's  requirements. 
In  the  ladies'  section,  ribbed  Swiss  goods,  fine  lisles  and 
cottons  have  all  done  well.  In  the  men's  section,  partic- 
ularly, combinations  are  growing  in  jinpularity,  and  it  is 
not  surprising  to  find  that  serious  attempts  at  specializa- 
tion in  these  garments  are  meeting  with  success.  One 
furnisher,  who  is  backed  by  facilities  by  which  to  fill  ord- 
ers for  unusual  measurements,  states  that  recently  a 
customer  with  a  .56  chest,  59  waist,  and  requiring  a  26  arm- 
hole,  made  his  appearance  and  asked  for  a  combination 
garment.  At  first  glance,  it  looked  like  swathing  a  mount- 
ain in  a  sheath  gown,  but  it  was  found  that  the  proper 
size  was  available  and  the  giant  was  satisfied.  This  in- 
stance demonstrates  the  significance  of  the  size  problem, 
but  even  with  small,  medium  and  outsizes  a  retailer  will 
find  he  can  do  much  with  fhese  garments.  That  this  part 
is  being  realized  is  evident  from  the  statements  of  whole- 
salers, who  say  that  the  demfind  is  fast  improving. 
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"  Office   of   the  Dry   Goods  Review, 

^  88  Fleet  'Street,  E.G., 

London,   Eug.,   June  23. 

THE  past  mouth  has  been  a  very  good  one  in  the 
wholesale  trade,  and  in  consequence  stocks  are 
in  very  good  shape  for  this  time  of  the  year. 
Thei-e  has  been  a  large  influx  of  visitors  both 
from'abroad  and  from  the  provinces,  and  the  retail  trade 
has  nothing,  therefore,  to  complain  of.  Summer  resorts 
also  report  good  trade. 

Anything  connected  with  the  Selfridge  store  is  still 
warmly  debated,  and  the  trade  is  greatly  interested  in  the 
forthcoming  issue  of  shares  and  debentures  to  the  general 
public.  The  total  authorized  capital  of  the  company  is 
£900,0&0  in  400,000  6  per  cent,  preference  shares  of  £1 
each,  and  500,000  ordinary  shares  of  the  same  value.  The 
ordinary  shares  have  been  taken  up  by  the  firm  as  also 
have  been  212,542  of  the  preference  shares,  a,nd  the  bal- 
ance, that  is  187,458  shares  will  be  offered  to  the  public. 

Debentures  to  the  amount  of  £400,000  will  also  be 
offered,  bearing  interest  at  the  rate  of  5  per  cent,  per 
annum  to  be  paid  quarterly.  These  debentures  will  be 
a  first  charge  on  the  £622,618  assets  of  the  company.  In 
1912  the  company  will  commence  to  redeem  the  deben- 
tures at  the  rate  of  7,000  per  annum,  at  a  premium  of 
5  per  cent. 

Mr.  Selfridge  stated  in  an  interview,  given  to  a  lead- 
ing trade  paper,  that  any  shares  not  taken  up  by  the  pub- 
lie  would  be  taken  up  by  himself  or  other  members  of 
the  firm.  He  did  not  anticipate  any  such  contingency, 
however,  as  applications  had  already  been  received  from 
a  large  number  of  persons.  When  asked  if  lie  wisred  to 
attract  customers  to  the  store  by  making  them  share- 
holders, his  reply  was  that  he  did  not  atta.ch  much  im- 
portance to  that  aspect  of  the  business,  and  was  perfectly 
satisfied  with  the  patronage  the  store  was  receiving  and 
also  the  volume  of  sales.  In  addition,  he  said  that  large 
as  the  store  was  it  did  not  nearly  meet  the  requirements 
of  their  present  trade. 

Bradford. 

The  values  of  merinos  and  erossbreds  are  showing  ng 
change  from  those  established  at  the  finish  of  tht  last 
series  of  sales  of  colonial  wools  in  London.  There  have 
been  some  reports,  however,  that  some  classes  of  combed 
wools  could  be  bought  for  forward  delivery  at  a  slightly 
lower  figure.  Pre-holiday  transactions  were  only  on  a 
small  scale,  and  as  a  rule  for  special  grades. 
■.  American  purchases  at  the  recent  sales  total  to  about 
25,000  bales,  and  the  bulk  of  this  wool  is  of  the  one  class. 


and  that  the  best  and  highest  priced  of  its  kind.  The 
American  trade,  as  a  rule  buys  freely  of  the  British 
grown  wools.  'They  are  buying  Down  wool  for  hosiery 
purposes  and  demi-luslers  for  linings. 

At  the  present  time,  comibed  tops  have  reached  14d  per 
lb.  This  is  certainly  higher  than  the  manufacturing  end 
(if  the  trade  likes  to  see.  It  is  not  in  this  end  of  the  busi- 
ness that  the  cause  of  the  late  advances  have  had  their 
root,  it  is  tht  wool  interests  that  have  advanced  the  price 
of  the  raw  product. 

Manchester. 

Not  much  cliange  has  taken  place  in  the  price  of  Am- 
erican cotton,  but  Egyptian  cottons  are  steady,  with  values 
against  the  buyer.  Spinners'  margins,  on  American 
counts,  continue  poor,  and  though  Egyptians  are  better 
situated,  prices  upon  staple  counts  leaves  little  profit 
for  the  spinner.  The  Employers'  Committee  are  consid- 
ering a  policy  of  organized  restriction  and  a  short-time 
movement   is  expected  to  relieve  the  situation. 

The  making-up  factories  have  been  particularly  busy, 
due  to  the  enormous  demand  for  blouse  robes  and  white 
underskirts. 

Nottingham. 

The  making-up  trade  is  exceptionally  busy  at  present 
and  the  majority  of  the  Nottingham  houses  have  all  the 
business  they  can  attend  to.  Frillings  are  a  line  that  is 
selling  well,  and  good  profits  are  being  made  on  these 
goods.  Tucked  nets  have  not  done  so  well  lately,  but 
there  is  some  improvement  in  fancy  la,ces.  Torchons  and 
baby  Irish  effects  are  decidedly  popular  goods,  and  there 
is  more  business  coming  to  hand  in  narrow  val  laces. 

Silk  camibrays  are  selling  for  beading  purposes  and 
bobbin  nets  are  going  well.  There  is  less  doing  in  patent 
spotted  net,  but  prices  have  not  declined.  Motor  veils 
are  good,  and  there  is  an  increase  in  the  call  for  cheniled 
nets. 

North  of  Ireland. 

Instead  of  falling  off  with  the  Summer  season,  ship- 
ping business  is  on  the  increase.  Orders  from  Canada 
are  increasing,  and  the  volume  of  business  from  the 
States  continues  tu  be  very  large,  and  in  other  markets 
a    steaidy    business    is    maintained. 

The  whole  tendency  of  the  mai'ket  is  upwards,  though 
soiiu'  lines  of  yarns  are  somewhat  dull,  as  manufacturers 
are  only  buying  from  hand-to-mouth.  Continental  yarns 
are  tending  upwards.  Manufacturers  are  finding  enough 
orders  coming  forward  to  maintain  their  oversold  con- 
dition. 


Back  to  Middle  Ages  Fashion  Turns  for  Fall  Keynote 

Moyen  Age  the  Decided  Novelty  in  Costumes  and  Suits  —  Two  and 
Three-piece  Tailored  Garments- Extreme  Effects  Discarded  for  Prac- 
tical    and     More     Becoming     Lines  —  Interesting     Fall     Productions. 

Staff  Correspondence. 


Office  of  The  Dry   Goods  Review, 

160  Broadway,   New   York,    July   2. 

THE  knight  in  armor  was  the  glorious  figure  of 
the  Moye^n  Age  and  the  dress  af  his  lady  follow- 
ed his  lead.  From  neck  to  hips  her  gown  clung 
close  to  the  figure,  the  skirt  falling  full  and 
long  and  straight.  Her  sleeves  were  long  and  close-fit- 
ting. Panels  of  rich  embroidery  gave  adornment.  Some- 
times the  whole  cuirass-like  bodice  was  richly  em- 
broidered. 

Practically   every   garment   manufacturer   is    including 
some  effect  of  the  Moyen  Age  in  his  new  models  and  all 
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The  new  long  waistei 
princesse  gown,  the 
American  adaptation 
of  thie  new  Moyen  Age 
fashions. 

—  From  Advance 
Styles,  publish- 
ed by  John  'J. 
Mitchell  Co. 


we  hear  is  Moyen  Age,  Merovingian,  mediaeval  styles. 
That  it's  adoption  is  becoming  general  is  proved  by  the 
fact'  that  m.erchants  in  the  smaller  towns  are  as  much 
interested  in  these  styles  as  those  in  larger  places. 

Moyen  Age  and  cuirass  bodices,  somewhat  similar 
in  effect  or  outline,  but  with  one  still  hanging  straight 
from  armpit  to  hip,  and  the  other  following  closely 
every  curve,' are  the  two  radical  departures  in  fashion  now 
crowding  rapidly  to  the  front.  Thes^  costumes  are  already 
seen  on  the  street.    They  have  the  kilted   skirt   attached 


io  the  bottom  of  the  bodice  which  reaches  nearly  to  the 
knees,  squite  so  in  some  instances,  and  are  trimmed  with 
bandings   of  lace,    embroidery   or   soutaching. 

Moyen  Age  costumes  in  which  the  upper  portion  or 
bodice  are  made  of  a  new  elastic  cloth  fitted  after  the 
manner  of  the  jerseys  of  days  gone  by,  are  seen  for  the 
house,  and  worn  with  coats  matching  the  skirt  for  the 
street.  This  is  one  of  the  latest  three-piece  costumes 
and  it  is  rapidly  'being  adopted  by  merchants.  For 
evening  wear  these  elastic-cloth  bodices  in  white  or 
tinted  silk,  with  skirt  portions  of  net  or  chift'on  or  some 
other  draping  fabric  are  attractive.  Beaded,  spangled, 
jeweled,  embroidered  or  braided  ornamentations  are  used 
to  trim  them  at  the  top  and  sleeves.  Rich,  barbaric- 
like  girdles  or  belts  are  worn  with  some  of  these 
mediaeval  costumes. 

Return  to  the  Full  Gathered  Skirt. 

What  is  the  correct  width  of  skirt  ?  is  the  question 
of  t'ae  moment,  and  a  question  that  apparently  is  to 
remain  unsettled  for  the  present.  Pleats,  gathers  and 
folds  are  one  and  all  to  be  noted  on  the  new  models 
now  in  work  for  the  Fall  .season.  Too  scant  a  short 
skirt  is  rarely  becoming  and  short  skirts  are  most  de- 
cidedly in  favor  for  the  coming  season,  made  up  in  all 
the   new   fabrics  popular  for  Fall   and  Winter. 

The  new  skirts  are  pleated  from  a  yoke  with  panels 
back  and  front.  Others  have  a  .straight  yoke  all  the 
way  round,  just  a  trifle  higher  in  the  back  than  in 
front.  The  yoke  that  is  made  in  the  scalloped  design  or 
^'-shape,  with  pleats  let  in,  usually  gives  a  graceful  line. 
The  Moyen  age  type  is  a  popular  mode  for  this  season. 
Other  yokes  have  the  panel  at  front,  back  and  sides, 
giving  a  box-pleated  effect,  in  the  centre  of  which  are 
two  small  pleats.  The  bodice  is  noted  on  some  skirt 
models,  but  it  is  not  so  high  as  during  the  past  season. 
In  fact  the  skirt  with  the  natural  waistline  is  to  be 
more  popular  for  the  coming  season  rather  than  those 
with  the  bodice  or  princess  belt  effects.  Th'is  gives  the 
belt  manufacturer  a  chance  to  get  out  some  pretty  belts, 
as  such  skirts  necessitate  belts.  The  past  few  seasons 
the  belt  people  have  not  had  much  chance,  but  it  is  ex- 
pected that  their  season  is  on  its  way  and  that  this 
Fall  will  be  seen  many  pretty  belts  that  will  prove  good 
sellers,  and  will  be  appropriate  garnitures  for  the  separ- 
ate skirts. 

In  the  Cloak  and  Suit  Market. 

A  great  number  of  the  larger  and  more  up-to-date 
local  departments  are  now  actively  preparing  for  their 
advance  Fall  style  displays  which  usually  take  place 
while  the  Summer  season  is  still  at  its  height.  At  pre- 
.sent  the  opinion  is  prevalent  that  whatever  style  changes 
may  occur  in  the  Fall,  the  skirts  and  dresses  will  be 
more  seriously  concerned  than  the  coats,  the  last  con- 
s'idered  especially  as  a  suit  component.  The  indications 
are  all  in  favor  of  the  lengthened  waistline,  which  does 
not  mean,  however,  a  fitted  waist-line.  In  the  coat  for 
instance,  the  fashionable  drop  of  the  waist-line,  in  many 
instances,  will  be  simulated  by  the  use  of  hip  pockets 
set  well   down  below  the  hipline  ;  by  side  effects  put  in 
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tetween  the  panels  front  and  back,  or  by  a  semi-fitting- 
coat  cut  off  at  the  hip-line  with  skirt  attachments.  Al! 
manufacturers  seem  to  favor  the  long-  waist-lines  and 
are  making-  up  many  of  their  erarments  on  such  lines. 

The  coat  upon  which  the  manufacturers  of  ptipuiai- 
priced  garments  are  pinning-  their  faith  fcr  the  Fall  is 
not  unlike  that  which  has  been  customary  for  the  past 
several  months.  In  models  already  projected  this  coat 
shows  the  straight,  somewhat  narrow  back,  the  short 
shoulder  and  semi-fitting  front  that  are  characteiistics 
of  the  fashionable  coat  of  the  summer. 

The  tendency  toward  the  more  fitted  lines  has  been 
apparent  for  sometime,  and  comes  as  no  surprise  to 
those  who  follow  style  tendencies  closely.  That  is,  while 
the  garment  is  to  be  more  fitted,  it  is  not  to  be  strictly 
form  fitting  as  some  might  infer,  but  garments  closer 
fitted  to  the  figure  line  than  have  appeared  heretofore. 

The  shoulders  are  to  be  normal  and  the  sleeves  long 
and    close-fitting.    While    the   mannish     coat    sleeves     are 


tremc  liii)Iess  or  semi-fitted  styles,  which  in  many  locali- 
t-ci  unquestionably  will  be  more  acceptable.  The  tight- 
fitting  sleeves  have  been  replaced  by  the  sleeves  with  a 
little  more  fullness  at  the  shoulder,  this  feature  making 
the  garment  more  becoming  to  the  average  woman,  and 
ad<ling  as   well  to   her  comfort. 

Practically  all  the  skirts  accompanying  the  two-piece 
tailored  suits  are  in  pleated  effects.  The  introduction  of 
the  pleated  skirt  is  jjcrhaps  one  of  the  most  radical 
changes  in  the  garment  market,  this  season.  These  de- 
signs are  always  favorites,  and  are  welcomed  by  both 
manufacturer   and   merchant. 

liuyers  who  have  already  i)laced  their  initial  orders 
for  Fall  garments  have  shown  favor  for  the  38,  40  and 
45  inch  lengtiis  in  coats.  Some  of  the  manufacturers 
feel  that  coats  niay  even  grow  longer,  the  52-ineh  coat 
being  considered  a  possibility  for  such  suits.  The  more 
fitted  lines  in  coats  are  meeting  with  good  reception 
and   buyers  like  them   very   much.     Strictly   tailoi'ed   gar- 


The  Moyen  Age  Fjshions  as  adapted  to  Separate  Skirt  Styles—     From  Advance  Styles,  published  by  John  J.  Mitchell    Co. 


shown  to  so'mie  extent,  designers  generally,  favor  a 
slight   fullness   at   the   top. 

The  two-piece  suits  are  becoming  practically  staple, 
the  smaller  merchants  carrying  them  as  well  as  tlie 
larger  ones,  in  large  and  small  centres.  With  every 
.season  there  is  a  growing  demand  for  the  two-piece 
tailored  garment,  because  of  its  being  so  thoroughly  a 
practical  garment.  Every  woman  can  wear  a  two-piece 
suit  and  always  appear  well  dressed,  as  well  as  up-to- 
date,  for  the  new  features  prevalent  in  costumes  are 
carried  out  in  tailored  effects  in  the  two-piece  suits, 
either  in  the  construction  or  in  the  trimming. 

That  the  new  P''all  gannents  will  excel  those  shown 
in  the  previous  seasons  is  undoubted,  because  of  their 
being  so  absolutely  plain.  That  is,  all  the  extreme 
effects  have  been  discarded  and  we  have  got  down  to 
practical  and  more  becoming  lines,  something  that  is 
always  acceptable  in  the  high-class  garment  trade.  The 
seven-eighths  fitted  coat  has  taken  the  place  ol  the  ex- 


ments  are  showing  very  little  trimming  effects,  the 
novelty  being  in  the  cut  of  the  models  rather  than  in 
the  trimming.  . 

The  plainly  made  tailored  suit  will  be  the  most 
popular  for  early  Fall,  but  later  in  the  season  the 
trimmed  models  will  come  in  for  the"ir  share  of  popular- 
ity. Flat  braids,  moire,  satin  folds,  soutache  and 
Ottoman  silks  will  trim  them.  Also  fancy  jet  buttons, 
in  plain  and  combinations,  in  metal  effects,  and  velvet 
buttons  all  constitute  trimmings  for  these  garments. 

Three-piece  Suits. 

Three-piece  suits  will  constitute  a  gotidly  share  of 
the  showing  of  the  high-class  garments  and  of  many  of 
the  middle-class  ones.  And  it  is  in  the  dress,  composing 
the  one-piece  skirt  and  blouse  that  much  of  the  novel 
charm  of  the  new  fashions  will  be  found.  It  is  likely 
that  some  of  the  dresses  will  retain  the  jumper  features 
that  have  been  associated  with  dresses  since  their  intro- 
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duction  two  or  tliree  .seasons  ago,  but  the  greater  num- 
ber will  dispense  with   separate  sleeves. 

The  Sleeve  Question. 

The  question  of  the  sleeves  continues  a  matter  of 
controversy  with  the  costume  maker  as  well  as  with 
the  blouse-maker.  While  there  has  been  much  talk  of  the 
sleeve  with  a  puff,  and  while  high-class  dress  makers 
have  adopted  this  idea  in  many  of  their  latest  produc- 
tions, there  seems  to  still  be  some  fear  of  their  ever 
becoming-  popular.  The  closely  fitted  sleeve  is  far  more 
favored  by  all  merchants  and  they  are  only  making  a 
few  sleeves  of  the  costumes  or  waists  with  puffs  more 
as  a  novelty  than  as  a  good  seller.  The  trimmed  sleeves 
are  the  decided  favorites  however,  whether  they  have 
the  puffs  or  not.  The  fuller  sleeve  at  the  armhole  is  a 
new   departure  in   this   line   and    as   it   is   more  becoming 


One  of  the  new  long 
waist  suits,  showinj; 
the  new  long  shiawl 
collar,  faced  with 
moire,  and  fastening 
below  the  waist  line. 

— From  Advance 
Styles,  publisl- 
ed  by  John  J. 
Mitchell  Co. 


than  the  tight  one  it  is  believed  that  such  sleeves  will 
be  the  dominant  factor  for  this  season  in  blouses  and 
costumes. 

Veilings  in  Demand  for  Fall. 

In  place  of  the  one-time  universally  diamond  mesh 
"invisible"  veils,  the  large  open  hexagon  mesh  is  worn, 
with  black  for  first  place,  colors  second.  Brown  is 
prominent  in  automobile  and  face  veils,  though  there  is 
a  certain  tendency  tO'  match  the  color  of  the  hat.  The 
automobile  veil  has  taken  on  various  transparent  fabrics 
which  are  kin  to  chiffon,  crepe  de  chine  and  net,  having 
no  special  genealogy  of  their  own. 

The  Separate  Waist  Outlook. 

The  separate  blouse  outlook  for  Fall  is  very  promis- 
ing.    The  'dem^and  for  colored  fabric  and  silk  waists  will 


equal  that  of  last  season.  The  lingerie  blouse  in  high 
grades  will  be  in  fairly  good  demand.  There  will  also 
be  various  dressy  models  of  crepe  de  chine,  messaline, 
fancy  nets  and  the  like.  Blouses  of  jetted  net,  bugle- 
trimmed  are  mentioned  as  among  the  novelties. 

The  special  style  points  of  the  new  models  will  have 
reference  to  the  sleeves,  to  the  elongation  of  the  shoulder 
and  the  yoke  shapes  and  trimmings.  Without  doubt  the 
Fall  waists  will  introduce  a  sleeve  different  in  many 
respects  from  that  now  in  vogue.  The  close-fitting  sleeve 
is  not  to  be  altogether  eliminated  however,  but  the 
fuller  sleeve  is  the  one  upon  which  many  of  the  designers 
are  counting  for  initial  successes  of  the  Fall  waist. 


Retail  Merchants  Pass  Resolutions. 

Among  those  resolutions  jaassed  at  the  annual  meeting 
of  the  Retail  Merchants'  Association  in  Brockville,  the 
following'  will  be  of  interest  to  the  dry  goods  trade. 

That  it  is  unfair  to  the  retailer  to  be  charged  cartage  at  both 
ends  of  shipments  of  goods,  and  a  committee  be  appointed  to  look 
into   the  matter. 

That  the  action  of  the  Government  in  awarding  the  contract  for 
publishing  the  school  books  to  the  T.  Eaton  Co..  which  in  our 
opinion  was  secured  for  advertising  purposes,  is  m  our  opinion  to  be 
deplored,  therefore  we  as  fair  dealingi  merchants  strongly  condemn 
such  action  and  recommend  that  a  strong  committee  be  appointed  to 
interview  the  Government   on   tne  matter. 

That  whenever  a  commission  of  enquiry  to  report  on  any  question 
is  appointed,  the  government  shouldi  make  the  selections  from  prac- 
tical  men  rather   than   political   favorites. 

That  the  Criminal  Act  should  be  so  amended,  that  when  a  pro- 
secution takes  pilace  under  the  name  of  a  trade  mark,  the  said  in- 
fringement shall  be  punishable  the  same  as  though  it  was  recorded 
by   the   firm. 

That  inasmuch  as  the  Dominion  Government  have  deemed  it  wise 
to  create  a  d<?partment  of  labor  and  have  appointed  a  minister  of 
labor,  we  therefore  urge  very  vigorously  upon  the  government  the 
necessity  of  appointing  a  Board  of  Commerce  similar  to  that  of  the 
Board   of   Railway   Commissioners. 

That  inasmuch  as  the  trade  in  smaller  cities  and  towns  is  suffer- 
ing through  the  encroachments  of  department  stores  and  that  the 
wholesale  trade  as  well  is  injured,  we  therefore  authorize  our  ex- 
ecutive officials  to  take  such  action  with  the  wholesale  men  and 
manufacturers   to  control  the  said  evil  as  may   be   deemed  proper. 

That  inasmuch  as  we  have  repeatedly  called  the  attention  of  the 
Ontario  Government  to  the  present  unsatisfactory  condition  of  the 
Peddlers  and  Transient  Traders'  Act,  and  they  have  made  no  effort 
to  imiirove  the  same,  that  we  make  a  vigorous  protest  against  tha 
I'resent   Act,    and   press  for  a  change. 

That  we  again  urge  upon  the  Dominion  Government  the  neces- 
sity of  amending  the  criminal  code  so  as  to  give  us  the  same  rights 
and   privileges   now   enjoyed  by  the   working  men. 

That  this  association  strongly  supports  the  idea  of  all  retail 
merchants  being  united  in  one  association  i'n  order  to  be  better  pre- 
pared to  defend  the  entire  retail  trade  against  unhealthy  encroach- 
ments, and  while  we  have  no  objections  for  any  trade  lines  to  have 
separate  organization,  we  certainly  think  they  are  not,  on  that  ac- 
count, justified  to  withhold  their  support  from  the  general  associa- 
tion. 

That  the  convention  places  itself  on  record  as  being  strongly  in 
favor  of  the  Act  which  has  been  recently  passt-d  by  the  Dominion 
Government,  which  makes  the  acceptance  of  a  bribe  or  secret  rebate 
a  criminal  offence  and  that  a  copy  of  this  resolution  favoring  the 
Act  be  forwarded  to  the  Premier,   Str  Wilfrid  Laurier. 

The  Association  will  hold  its  annual  convention  in 
Kingston  next  year. 


Hair  Goods. 

Summer  business  in  hair  goods  has  been  enormous, 
and,  as  large  hats  are  to  be  worn  for  Fall,  hair  pads,  rats, 
wire  frames,  etc.,  will  be  required.  Clusters  of  puffs  and 
curls,  pilaits,  etc..  are  free  sellers.  These  may  be  had  in 
a  very  close  substitute  for  real  hair  to  retail  at  25c. 

Jet  pins,  barrettes,  etc.,  are  expected  to  be  good  for 
Fall.  These  articles  in  carved  and  jeweled  shell  are  also 
selling. 


Dry  Goods  Rcinciv 
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L  adies '  K  niited 
Coal  No.  900. 


This  and  three 
succeeding 
pages  tell  you 
about  the  finest 
line  of  Knitted 
Coats  and  Muff- 
lers ever  made 
in  Canada. 
These  goods 
should  be  in 
your  stock. They 
will  bring  busi- 
ness to  your 
store.  Read  this 
advertisement. 
No  knit  goods 
manu  f  acturer 
has  ever  offered 
retailers  such  a 
profit  producing 
plan.  :      : 


The  Monarch  Knitting  Co.,  Limited 


DUNNVILLE,  ONTARIO 
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SUNDAY   MAGAZINE 

^  Sunday  Record-Herald 
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SUNDAY  MAGAZINE 
i&i  tt^f  pittetiurgt}  guat 

"cVrnDAY  MAGAZINE 

SUNDAY  MAGAZINE    \ 
Of  the  Philadelphia  Press     \ 


Beginning  in  September,   the  publicalions  pictured  on  this 
page  will  be  used  to  advertise  to  the  customer  the  merits  of 

Bradley  Full-Fashioned  Mufflers 


Can.  PalenI  No.  1 12770 


OiiirL-  SiirriTTiarv  •  The  be^  muffler  on  earth 

V^UICK  :3Ummary  .  ^^^^^     p.otectea  profits.    Effective  selling  helps 


Look  at  that  li^  !     See  how  it  covers  the  country  ! 

Liberal  space  and  ^rong  copy  will  be  used.  Any  one  issue  of  each  of  these 
magazines  will  reach  more  than  one  million  actual  subscribers,  and  according  to 
the  usual  e^imates,  more  than  five  million  readers  and  possible  buyers  in  Canada. 

Can    you    comprehf  nd    what  a  tremendous  d«  mand  this 
advertising  will  bring  to  your  store  for  Bradley  Mufflers  ? 

Following  the  schedule  adopted,  Bradley  Muffler  advertising  in  the  world's  greater 
magazines  will  appeal  to  the  higher  class  of  the  consuming  public  every  three 
days  during  the  entire  period  when  the  demand  for  mufflers  is  greater.  Such  a 
red-hot  advertising  campaign,  with  telling  blows,  delivered  often,  is  going  to  make 
the  consumer  call  at  your  ^ore  for  Bradley  Mufflers. 

KEEP  THIS  LIST  IN  YOUR  MIND  —  IT  WILL  HELP  YOU 

The  Ladies'  Home  Journal  The  Saturday  Evening  Post  Motor 

The  Delineator  The  Wom«n's  Home  Companion  Life 

The  Associated  Sunday  Magrazines  of  Chicago,  New  York,  St    Louis, 

Buffalo,  Pittsburg,  Washington.  Denver,  Boston.  Minneapolis,  Philadelphia 

The  Bradley  Full-Fashioned  Muffler — the  only  one  that  fits  and  the  be^  in  the 
land,  has  made  a  bigger  hit  in  a  shorter  time,  than  any  muffler  ever  before  produced. 

One  great  importing  and  exporting  concern,  after  a  critical  examination  of  all  mufflers,  lias  seiedled 
the  Bradley  for  exclusive  sale  in  Europe  and  Au^ralia. 

Bradley  Mufflers  sell  when  placed  in  competition  with  others  —they  outsell  all  others  and  the 
dealer  profits. 

Your  profits  are  sure.  The  Bradley  is  sold  dire<5>,  and  the  retail  price  of  50c.  mu^  be  maintained. 
Bradley  Full-Fashioned  Mufflers,  $4.50  per  dozen. 

Place  your  orders  at  the  earlier  opportunity.  FuUeit  information  on  reque^.  Selling  Helps  such  as 
you  have  never  had  before.     Get  in  line  with  the  bea  muffler  for  the  biggeS  trade  and  greater  profit. 

Tremendous,  logical,  forceful  advertising  appearing 

Write  for  Samples. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Dry,  Goods  Reviezv 


K  N  I  '1^  T  R  ])     ( ;  ( )  ( )  I )  S 


127 


^"^^ 


This  is  the  = 

MUFFLER 

that  we  are  asking  the  dry 
goods  merchants  of  Canada  to 
buy  for  their  next  season's  trade. 
It  IS  going  to  be  the  be^  selling 
Muffler  ever  offered. 

This  tremendous  consumer  ad- 
vertising campaign  which  will 
be  inaugurated  at  the  time 
Mufflers  will  he  in  demand 
will  bring  buyers  to  the  stores 
of  merchants  who  sell  The 
Bradley.  They  will  not  only 
buy  the  Mufflers  upon  which 
you  make  a  good  profit,  but, 
while  these  discriminating 
buyers  are  in  your  ^ore  you 
have  a  splendid  chance  to  sell 
them  many  other  things. 


c 


You  will  make  a  big  mistake  if  you  do  not 
^ock  Bradley  Mufflers  for  this  Fall's  selling. 
You  can  see  the  reason  why. 


The  Monarch  Knitting  Company  are  the  sole 
makers  and  di^ributors  of  these  goods  m  Can- 
ada, and  also  manufacture  the  very  fine^  lines 
of  sweaters,  sweater  coats,  fancy  knit  goods  and 
knit  neckwear,  samples  of  all  of  which  travelers 
are  now  showing. 


The  Monarch  Knitting  Co.,  Limited 


DUNNVILLE,  ONTARIO 
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Vanilu     Coat  No.  2 


Made  in  any  combination  of 
club  colors.  An  absolutely 
new  weave,  introduced  by  us 
and  seen  only  in  Monarch 
goods. 

We  also  make  Knitted  Neck- 
wear, Slippers,  Toques  and 
the  New  Monarch  Auto  Scarf 
— all  good  sellers. 


The  Monarch  Knitting  Co. 

Limited 

DUNNVILLE.  ONTARIO 


Our  New  Catalogue,  the  most 
handsome  ever  gotten  out  by 
any  Canadian  Knitting  Mill 
will  be  ready  Sept.  I .  Get 
your  name  on  the  list  now  for 
a  copy. 

onarch  goods  in  your  store 
will  sell  quickly — and  satisfy 
your  customers.  Try  a  sample 
selection  and  prove  the  truth 
of  this. 


Men's  Coal  No.  4 


Men'sCoal  No. 6 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


Dr.  Pyne's  "Red  Herring*'  does  not  Represent  Justice 

Minister  of  Education  knows  that  Eaton  Contract  was  Grave  Blunder 
—  Attack  on  MacLean  Papers  Merely  an  Attempt  to  Burke  the 
Question  —  Will  not  Satisfy  the  Retailers  —  Two  Remedies  Suggested. 


HON.  Dr.  Pyiie,  Minister  of  P]cliication  for  Ontario, 
has  returned  to  the  attack  on  MacLean 's  Trade 
Journals  wliich  he  began  a  few  weeks  ago  dur- 
ing a  platform  address.  His  latest  attack  is  in 
a  letter  to  a  Hamilton  bookseller  published  in  the  Herald 
of  that  city.  He  says  "There  is  a  criticism  arising  from 
certain  electric  corporations,  and  through  their  influence 
certain  trade  journals  are  endeavoring  to  stir  up  the  re- 
tailers of  the  pi'ovince  by  means  of  circulars.  The  men 
who  are  at  the  back  of  this  have  really  no  financial 
interest  in  the  books,  and  are  endeavoring  to  use  the  re- 
tailers of  the  province  for  their  own  interests." 

Hon.  Dr.  Pyne's  statements  regarding  the  influence 
which  induced  MacLean 's  Trade  Newspapers  to  take  the 
stand  they  have  in  regard  to  this  matter  are  most  unfair, 
and  what  is  more  they  are  untrue.  The  so-called  electric 
ring  neither  in  word  or  even  by  suggestion,  had  anything 
to  do  with  the  articles  in  question.  One  who  is  head  of 
the  educational  institutions  of  Ontario  should  make  sure 
of  his  facts  before  he  speaks.  He  should  not  make  wide 
ventures  in  speech  even  if  it  is  for  the  purpose  of 
"saving  his  face,"  as  the  Chinaman  would  say.  He 
should  be  an  example  for  probity  as  well  as  for  sound 
logic. 

The  fact  of  the  matter  is  that  the  Education  Depart- 
ment has  made  a  grave  blunder,  and  no  one  knows  that 
better  than  Dr.  Pyne  himself.  His  attack  on  tlie  Mac- 
Lean  trade  papers  is  merely  an  attempt  to  burke  the 
question  and  to  draw  a  red  herring-  across  the  track. 

No  Quarrel  with  the  Government. 

MacLean 's  trade  papers  have  no  complaint  to  make 
against  the  Ontario  Government  because  it  has  brought 
about  cheap  readers.  One  of  the  planks  of  the  party  now 
in  power  when  it  was  in  opposition  was  cheaper  school 
books  and  it  was  their  bounden  duty  to  carry  out  this 
policy  and  to  get  books  as  cheaply  as  possible  commen- 
surate with  efficiency.  We  believe  it  has  honestly  tried 
to  carry  out  its  pre-election  promises  in  this  respect.  It 
is  obvious,  therefore,  that  we  have  no  quarrel  with  the 
Government  on  this  point.  Where  we  break  with  them 
is  in  regard  to  method.  The  T.  Eaton  Company  is  not  a 
publishing  house  in  the  accepted  sense  of  the  term.  It 
has  a  printing  plant  employed  wholly  for  printing  its  own 
catalogues  and  other  literature.  That  in  itself  is  perhaps 
not  a  serious  objection. 

Where  the  Government  made  the  mistake  was  in  giv- 
ing the  contract  to  the  Eaton  Company  before  consider- 
ing its  import.  We  are  not  quarreling  with  the  Govern- 
ment because  they  made  this  mistake.  Governments  as 
well  as  individuals  err.  We  only  ask,  in  view  of  the  fact 
that  they  did  make  a  mistake,  that  they  take  steps  where- 
by the  evil  wrought  the  retail  trade  in  Ontario  may  at 
least  be  modified. 

How  the  Evil  May  Be  Modified. 

The  Government  can  do  this  in  two  ways.  They  can 
stipulate  that  the  imprint  of  the  Education  Department 
shall  be  placed  upon  the  books  instead  of  that  of  the 
T.  Eaton  Company.  Futhermore,  besides  doing  this  they 
can  distribute  the  books  themselves. 


We  are  not  asking  them  to  do  something  they  cannot 
do,  but  are  merely  asking  that  they  do  that  which  under 
the  provisions  of  the  contract  they  have  the  power  to  do. 
As  an  act  of  justice  to  the  retail  interests  of  the  country 
tliey  should  not  hesitate  to  move  in  the  matter. 

Drawing  a  red  herring  across  the  track  will  not  lead 
tiie  retail  trade  to  any  other  conclusion  than  that  the 
onus  of  affording  relief  rests  upon  the  Government.  To 
the  retail  trade  the  red  herring  smells  "fishy,"  and  it  will 
not  divert  retailers  from  their  purpose  to  secure  a  remedy. 

It  is  quite  true  as  Dr.  Pyne  says  that  MacLean 's  trade 
journals  are  woi'king  in  the  interests  of  the  retail  trade. 
Why  shouldn't  we?  No  one  knows  better  than  Dr.  Pyne 
the  harm  the  department  stores  have  wrought  to  the  re- 
tail trade.  In  this  reader  contract  the  Education  Depart- 
ment of  Ontario,  unknowingly  it  is  true,  place  in  the 
hands  of  the  T.  Eaton  Company  a  weapon  more  powerful 
and  potent  tiian  any  yet  possessed  by  that  or  any  other 
department  store  to  further  cripple  and  maim  the  retail 
trade. 

Title  Page  Practically  an  Ad. 

For  ten  years  and  perhaps  for  longer,  because  the 
contract  is  renewable,  every  reader  that  leaves  the  de- 
partment store  will  have  on  its  title  page  what  is  prac- 
tically an  advertisement  for  the  T.  Eaton  Company.  As 
pupils  requiring  a  reader  can  get  it  from  the  T.  Eaton 
Company  for  the  same  price  as  the  local  I'etail  dealer  is 
charged  they  will  only  in  rare  cases  be  satified  to  pay  the 
higher  figure  which  must  necessarily  be  demanded  by  the 
local  dealer  if  he  cares  to  handle  the  book  at  all,  as  the 
parents  of  the  children  are  not  likely  to  hesitate  as  to 
where  they  will  buy  the  books.  Twenty  per  cent,  is 
twenty  per  cent.,  and  they  will  be  as  anxious  to  save  that 
discount  as  any  business  man  would  be  on  his  purchases. 
Consequently  parents  will  send  to  the  department  store 
for  the  readers  and  not  only  for  them  but  for  other  school 
books  besides. 

But  the  trouble  is  they  will  not  stop  at  school  books. 
When  sending  for  the  latter  they  will  naturally  order 
general  merchandise — food    clothing,  house  furnishings. 

Every  Reader  an  Eaton  Agent. 

Every  reader  bearing  the  imprint  of  the  T.  Eaton  Co. 
will  be  an  advance  agent  for  the  latter  into  every  home 
which  it  enters. 

It  is  these  facts  which  are  alarming  the  retailers  of 
this  country  and  cause  them  to  join  with  the  MacLean 
trade  journals  in  asking  the  Government  to  exercise  the 
privileges  it  possesses  under  the  terms  of  the  contract. 

The  Hamilton  Herald  warmly  praises  the  Government 
for  providing  cheap  readers  but  says  that  the  objection 
to  the  readers  being  used  for  advertising  the  T.  Eaton 
Co.  is  a  sound  one.  "No  advertising  matter"  it  declares, 
"ought  to  be  allowed  within  the  covers  of  these  school 
books."  That,  in  reality,  is  all  that  the  MacLean  trade 
newspapers  are  asking  for. 

Judging  from  the  way  in  which  Dr.  Pyne  is  trying  to 
draw  a  red  herring  across  the  track  the  Government  is 
not  yet  disposed  to  modify  the  terms  of  the  contract. 
Until  they  are  persuaded  the  retail  trade  should  not  let 
up  for  one  moment  in  their  agitation  to  have  the  objec- 
tionable features  of  the  contract  modified. 


Midsummer  Gowns  at  Longchamps  a  Study  in  Color 

Hats  and  Gowns  Sometimes  in  Violent  Contrast  — New  Tones  Make 
their  Appearance  —  Present  Styles  Seem  to  Point  to  Return  of  the 
Tablier  Skirt  and  Overdress— Foulards  Rival  Tussahs— The  New  Sunshade 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 
8  Place  de  la  Bourse, 

Paris,   France,    June    2o. 

THE  gay  city  is  full  of  life  and  movement,  a,nd 
ea,cli  liner  that  comes  into  Havre  or  Cherbur"' 
lands  an  additional  contingent  of  Americans, 
pleasure-seekers,  or  buyers,  in  search  of  the 
latest  ideas  that  Paris  has  to  jaresent  in  the  coming  modes. 
Hot-weather  gowns  are  making  their  appeara,nce. 
Tl'.ese  are  of  the  liglUest  materials  such  as  ninon,  mous- 
seline  de  soie,  silk  voile,  foulard,  cashemire  de  sole,  etc. 
Dainty  frocks  of  lace  and  muslins  as  well  as  smart  gowns 
of  linen  a,nd  canvas  are  much  worn.  The  stands  at  Long- 
champs  were  filled  to  overflowing,  and  many  beautiful 
gowns  were  worn,  but  as  usual  some  wei'e  notal)le  only 
for  their  oddity. 


It  must  be  acknowledged  that  the  present  fashion  of 
wearing  all  kinds  of  odd  colors  together  is  not  quite  a 
happy  one.  This  is  very  apparent  when  hat  and  gown 
ai'e    in    sucli    vl(dent    contrast.      Several    new    coloi-s    lia\'e 


Pale  Mauve  Tussah,  dotted  in  White,  Outlined  in  Black,  trimmed 

Eyelet  Embroidery  and  Soutache  Braid.    The  model  shown  is 

one  of  the  new  Tunic  Effects.    On  the   right  is  a  Gown  of 

Honey-Colored   Cashemire  de   Soie,  showing 

new   Fichu    Effect. 

Shantung,  plain,  ribbed  and  figured,  was  much  in 
evidence,  but  the  new  silk  fabrics  are  cashemire  de  soie 
new  material  that  is  something  between  a  velours 
epingle  and  poplin. 


The   Latest  Idea  in    Tailored    Suits,    showing 

the  New  Shawl  Collar  and  fastening   below 

the  Waist.      The   Model  shown   is  in 

Bois    Rose   Tussah. 

made  their  appearance,  the  most  favored  of  which  is  a 
soft  pale  greenish  gold  tint  named  tilleul,  or  lime-flower 
green;  this  shade  suggests  unripe  lemons  and  is  much  used 
111  millinery.  Another  new  color  is  rouge  Venetian,  a  sub- 
dued brick  red;  then  there  is  a  rich  tortoise-shell  brown 
and  a  russet  sha.de  that  combines  well  with  black,  also  a 
variety  of  beautiful  amber  shades  ranging  from  honey 
color  to  the  deep  dark  orange  of  the  Richardson  rose. 
These  amber  tones  are  very  beautiful  and  becoming,  and 
give  promise  of  high  favor,  and  many  authorities  expect 
that  they  will  lead  the  season,  especially  for  hat  trimmings, 
flowers,  feathers  and  ribbons.  Then,  there  is  a  rich  dark 
blue,  the  color  of  lapis-lazuli,  and  a  new  shade  of  bois  rose 
that  is  more  the  color  of  ripe  mulberry  fruit  than  rose- 
wood. 

Blotting-paper  pink  and  a  long  list  of  blues  and  helios 
were    strongly    to    the    fore    at    Longchamps    as    well    as 
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numetous  mustard  tints.  These  colors  had  generally  the 
collar  and  cuffs  of  black  dull  satin  and  were  ornamented 
with  soutache  applications  as  well  as  loops  and  buttons. 

The  new  coats  are  crossed  and  buttoned  below  the 
waist  line,  with  one,  two,  or  at  most  three  large  buttons. 
Some  of  these  new  coa,ts  are  so  straight  up  and  down  that 
they  look  like  sacks,  and  it  is  a  study  indeed  to  watch  the 
progress  of  some  elegantes  in  these  coats,  huge  hats,  and 
the  new-fashioned  shoe,  which  has  large  silken  bows  tied 
between  the  toes  and  the  instep.  Even  the  men  are 
adopting  this  'bizarre  fashion,  which,  by  no  means  fetch- 
ing even  on  i^retty  feet,  is  simply  ridiculous  on  the  larger 
specimens. 

The  Longchamps  crowds  illustrated  the  fact  that 
fashion  for  the  present  at  least  is  broadly  a  matter  of 
choice.  There  were  gowns  showing  the  pretty  lines  of 
liie  figure;  there  were  complicated  tunics  and  loopings 
and  drapings,  lavandiere  costumes  with  pleatings  and 
scarfs  and  sashes  in  the  style  of  the  early  eighties,  and, 
more  noticeable  than  all,  there  were  the  gowns  showing- 
pannier  tendencies.  These  would  seem  to  point,  at  an 
early  date,  to  the  arrival  of  the  gown  with  the  tablier 
skirt  and  over-dress.  This  style  of  costume,  it  would 
seem,  will  have  to  be  developed  in  handsome  brocades  and 
tigui'ed  satins — not  in  the  light  transparent  fabrics  now 
worn. 


from  thence  down  to  the  hem  show  a  gradual  increase  in 
fullness.  They  are  lavishly  embroidered  and  ti'immed  and 
as  a  rule  show  a  touch  of  color  at  the  waist.  Bands  of 
finely  tucked  lawn  or  toile  alternate  with  a  profusion  of 


Draped  Skirl  and  Tunic  Models   are  shown  in 

Paris  and  this  is  one  of  the  latest  and  most 

practical.    The   material   is  Silk  Voile 

in   Almond   Green. 

The  new  lingerie  gowns  attracted  a  decided  amount  of 
attention.  The  greater  number  were  white;  and  they  were 
made  in  the  fashionable  mediaeval  style  of  the  moment. 
These  gowns  mould   the  figure   almost    to   the  knees,  and 


Moyen  Age  Model  in  Russet   Cashemire  de  Sole,  trimmed 

with  Bands  and  Empiecements  of   Dull  Gold  Threads 

Embroidered   in   Net  to  match   the  Gown. 


Alencon  and  Cluny,  Valenciennes  and  Cluny,  Ciuny  and 
Madeira-work  and  Irish  jioint,  or  i^oint-de-Paris.  Three 
or  even  four  of  these  laces  will  be  united  in  one  gown 
and  besides  there  is  every  form  of  embroidery  used — 
bands,  medallions,  galoons,  etc.  The  one  essential  point 
seems  to  be  the  touch  of  color  at  the  waist.  Sometimes 
this  comes  in  the  shape  of  the  classical  Empire  corselet 
either  in  Empire  green,  cerise,  blue,  violet  or  orchid  mauve 
satin;  the  entire  corselet  screened  by  lace  or  embroidered 
fabric.  Or  there  may  be  a  scarf  of  soft  satin  or  silk 
ci'epe  across  the  bust  with  the  ends  gathered  and  ending 
in  a  silver  jet  or  gold  tassel  at  the  sides.  Another  form  is 
the  cienture  Louis  XIII  composed  of  a  ribbon  four  inches 
wide  threaded  through  the  openworked  material  and  fin- 
i.sihed  in  front  with  voluminously  looped  chon.  But  the 
prettiest  fashion  of  all  is  the  wearing  of  a  tasseled  tulle 
scarf  in  blonde  or  smoke  grey.  These  scarfs  surround 
the  waist  under  round  tabs  of  lace  and  embroidery,  and 
fasten  with  a  loose  knot  and  ends  at  the  side.  The  ends 
are  finished  with  silk  fringe  and  grelots  to  match  the 
tulle. 

Many  gowns  ^ow  a  straight  empieeement  of 
this  class  of  trimming  placed  a,cross  the  front  of  the 
gown,  the  design  worked  in  shaded  silk  and  edged  and 
heightened  with  threads  of  silver  and  silver  cord. 
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Dry  Goods  Review 


Please  mention  The  Review  to  Advertisers  and  Their   1  '■avelers 


Trend  of  Style  in  Dress  Goods 


For  the  Repeat  Season,  Prices  of  Cloth  Will  Advance 
From  Five  Per  Cent,  to  Twenty  Per  Cent.  — 
Satins  with  a  Crepe  or  Twill  Effect  are  in  Demand 
—  Worsted     Materials     are     Meeting     with     Favor. 


THOUGH  the  bulk  of  the  placing  trade  is  now 
clone  for  the  Fall  season  of  1909,  jobbers  are 
still  in  receipt  of  additional  orders,  and  are 
steadily  increasing  the  amount  of  business  on 
their  books  for  Fall  delivery.  These  orders  are  coming 
from  buyers  who  are  carefully  watching  both  the  raw 
material  mai"ket  and  that  for  finished  goods.  This  anxiety 
to  have  the  goods  is  due  in  a  measure  to  the  situation  in 
the  raw  material  market.  The  tendency  is  for  high  prices 
for  raw  wools,  particularly  for  the  fine  combing  article, 
from  which  not  only  the  dress  fabrics,  in  vogue  but  the 
materials  favored  for  men 's  wear  are  also  made.  This 
class  of  wool  has  been  rapidly  advancing  since  the  begin- 
ning of  the  year  due  to  the  increased  demand  particularly 
from  the  United  States. 

Cloths  are  already  advancing,  and,  for  the  repeat  sea- 
son, will  rule  all  the  way  from  five  per  cent,  to  twenty  per 
cent.  As  is  always  the  case,  the  heaviest  advances  come 
in  the  cheaper  grades.  The  advance  of  two  or  four  cents 
a  yard  does  not  figure  upon  the  expensive  goods. 

The  man  who  placed  early  orders  is  not  only  on  the 
right  side  of  the  market  this  year,  but  will  also  be  the 
oixe  to  have  the  goods  when  wanted.  Already  the  delivery 
.situation  is  shaping  badly  and  slow  delivery  of  goods  is 
expected  to  be  a  feature  later,  One  reason  given  is  the 
dyers'  strike  in  France,  and  also  the  increased  time  re- 
quired to  dye  the  many  fancy  shades  and  colors  now 
required. 

Though  advances  are  the  rule  now.  jobbers  and  agents 
state  that,  when  Spring  lines  are  opened,  a  very  material 
advance  in  the  prices  of  finished  goods  may  be  expected 
as  the  trade  will  feel  then  the  full  force  of  the  present 
prices  for  raw  wool. 


Silks  for  Fall. 

Foulards  are  more  in  demand  in  Paris  than  in  London, 
but  New  York  has  taken  to  them  kindly.  Canadian  buyers 
ordered  in  a  very  conservative  manner,  and  would  have 
soid  all  they  bought.  This  season,  at  least,  these  silks 
have  not  equaled  the  sale  of  Tussahs  and  Shantungs. 
These  latter  silks  seem  to  have  made  for  themselves  a 
staple  place  in  the  trade  for  summer  suits. 

While  satins  are  selling,  the  demand  is  largely  for 
those  of  a  crepe  or  twill  effect  than  a  smooth  bright  sur- 
face. This  is  bringing  peau-de-soie  to  the  front.  Moires 
are  taking  the  place  of  satins  for  trimming  purposes  and 
for  the  facing  of  coats,  etc.  Bengalines  and  ribbed 
weaves  are  good.  Skirt  manufacturers  are  buying  fairly 
heavy  taffetas  in  soft  and  rustling  finishes  and  here  also 
is  developing  a  feeling  for  shots. 

•*• 

Worsted  Coming  to  the  Front. 

The  trade,  generally,  has  bought  well  of  satin-finished 
fabrics,  but  with  the  exception  of  those  fabrics  where 
the  lustre  is  due  to  the  high  quality  of  the  wool 
used  in  their  manufacture,  there  is  a  tendency  to  go  slow 
on  these  cloths.  A  growing  interest  is  developing  in  duller 
finishes,  and  in  worsted  materials  presenting  a  smooth 
twilled  surface.  Diagonals  are  taking  a  good  place,  and 
promise  to  rival  stripes  as  the  season  advances.  Piece- 
dyed  worsteds  iri  stripes,  and  in  fancy  weaves  are  becom- 
ing prominent  in  the  orders  now  coming  to  hand  and 
many  of  the  later  fabrics  of  this  class  are  in  serge  effects. 

Conservative  buyers  have  given  a  free  representation  to 
Venetians,  Sedans  and  broadcloths  and  these  cloths  prom- 
ise  to  do  extremely  well  for  the  coming  season. 
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The  fact  that  stripes  are  so  prominent  has  lent  strength 
to  the  cotele  effects  and  Bedfords  and  cord  stripes  have 
been  accorded  a  fair  representation.  While  cords  rnnning 
the  long  way  of  the  cloth  have  sold,  very  little  has  been 
done  on  the  Canadian  market  with  traverse  weaves. 

The  cutting-up  trade  with  the  exception  of  a  few  firms 
making  high-class  garments  have  turned  down  satin 
weaves.  This  is  because  fabrics  of  a  price  suitable  for 
making  up  into  a  garment  that  is  within  the  reach  of  the 
popular  trade  do  not  tailor  well.  The  manufacturers  are 
buying  worsteds,  diagonal  and  clie\iot  serges. 

The  classy  trade  is  taking  up  with  rouglier  finishes,  in 
melanges  and  in  yarn-dyed  fabrics.  Sliaded  stri|)es  and 
subdued  stripes  in  (wo  or  more  blendings  of  color  are 
shown.  Diagonal  effects  are  strong  all  through  the  line 
in  high  class  fabrics. 

The  Color  Range. 

The  color  range  for  Fall  shows  a  pronounced  tendency 
towards  dark  shades,  and  the  gi-eat  vogue  of  the  dark  pas- 
tels is  unquestioned.  "W^iat  would  be  the  colors  for  Fall 
was  to  most  manufacturers  somewhat  of  a  conundrum 
and  the  color  ranges  in  all  lines  were  very  large,  ninety 
to  one  hundred  shades  on  a  card  being  by  no  means  un- 
usual. Now  that  advance  buying  has  been  about  com- 
pleted many  .shades  have  been  thrown  aside  and  the  color 
list  reduced  to  a  more  workable  number. 

The  wistaria  shades  and  all  helio  and  purple  tones  have 
been  of  most  interest  to  buyers  and  promise  to  be  the 
leading  shades  in  the  coming  Fall.  Those  most  popular 
are  tlie  faded  and  the  very  deep  raisin  and  prunelle 
shades.  Closely  rivaling  the  wistaria  shades  come  the 
wines  or  catawbas.  Soft  dark  shades  of  green  are  com- 
ing more  into  prominence.  Fine  shades  of  brown  are  out  of 
the  running  but  there  are  several  colors  verging  on  brown 
that  promise  to  be  decidedly  good.  Navj^  is  the  best  seller 
among  the  more  staple  shades,  but  even  here  the  colors 
that  verge  upon  fancy  shades  are  decidedly  the  best. 
There  is  a  long  list  of  art  shades  in  blue  shown,  many 
revealing  a  hint  of  green  such  as  cascade,  and  glacier. 
Farence  and  yafch  are  variations  of  the  cadet  shades. 
The  high-class  trade  is  dropping  mole  but  it  is  still  a 
factor  in  the  popular  end  of  the  trade  though  the  shade 
selling  for  Fall  has  more  brown  in  it  than  the  one  so  much 
worn  now.  The  better  trade  is  taking  to  smoke  greys.  In 
the  better  trade  some  very  dark  shades  are  expected  to  be 
good  as  the  season  advances. 

Black  is  increasing  in  favor,  and  more  black  will  be 
worn  in  the  coming  season  than  for  many  seasons.  In 
Paris  now  many  black  gowns  are  seen,  particularly  on 
dressy  occasions,  and  few  of  these  are  all  black.  When 
of  transparent  fabric  they  are  mounted  over  a  color  and 
enriched  with  gold  and  silver,  soft  silk  embroideries  and 
jetted  nets,  etc. 

A  series  of  tones  beginning  with  a  pale  amber  and 
shading  out  a  deep  dull  orange  is  coming  into  prominence 
in  Paris  now;  other  new  colors  are  russet,  tortoise-shell. 
Venetian,  a  rich  deep  blue,  and  a  new  bois  rose  that  is 
really  a  deep  mulberry  shade  and  Tilleul,  a  pale  yellow 
green,  is  also  much  favored.  The  blonde  shades  or  Tussah 
are  very  prominent  and  promise  to  appear  again  in  the 
Spring  of  1910. 


The  Samples  Illustrated. 

The  three  large  samples  in  the  grouj)  shown  in  the 
illustration  above  are  of  Canadian-made  cloths,  which 
illustrate  in  marked  degree  the  striking  development  now- 
going  on  in  domestic  mills.  Of  the  three,  the  two  on  the 
left  are  satin-finished  cloths  in  cord,  stripe  effect,  while 
the  third  is  a  smooth-finished  piece-dyed  cloth  in  tweed 
effect.  The  colors  are  particularly  soft  and  clear,  the 
first  on  the  left  being  the  new  faded  rose;  the  next,  taupe, 
and  the  third,  wisteria.  Tlie  other  samples  are  from 
fabrics  placed  on  the  New  York  market  for  Fall  .selling. 
The  upper  one  is  a  smooth-finished  chevron-wea,ve  me- 
lange in  bhie  and  green.  The  other  is  a  cheviot  serge 
in  garnet  and  grey  mixture.  The  five  pieces  on  the  right 
are,  from  the  top,  grey  melange,  striped  with  blue  and 
black,  smooth-finished  diagonal  in  deep  i^runelle  shade, 
fine  twill  in  dark  bias  rose  or  mulberry  shade,  Bedford 
cord  or  cotele,  one  cord  deep  emerald,  and  the  other 
shaded  blue  and  black;  russet  and  blue  pick-and-i)ick 
c'oth   in  hopsack  and   diagonal  sti'ipes. 


Presented  with  Case  of  Silver. 

On  the  occasion  of  his 
marriage  recently,  W.  C.  C. 
Innes,  manager  of  the  Tn- 
ronto  retail  store  of  the  Dr. 
Jaeger  Co.,  was  presented 
witli  an  oak  case  of  cutlery 
and  silver  by  the  members 
of  the  Canadian  staff.  The 
presentation  was  made  by  A. 
H.  Patterson.  Cana.dian 
manager,  who.  l)esides  con- 
veying the  felicitations  of  the 
staff,  complimented  Mr.  In- 
nes upon  the  success  of  the 
Toronto  store  since  he  as- 
sumed charge  sixteen  months 

Mr.  Innes  entered  the  employ  of  the  Dr.  Jaeger  Co., 
shortly  after  the  opening  of  their  Canadian  agencies.  For 
five  years  he  was  with  the  John  Smedley  Co.,  of  Lee 
Mills,  Matlock,  Eng.,  manufacturers  of  hosiery  and  under- 
wear. In  tliat  time  he  familiarized  himself  thoroughly 
with  every  section  of  the  industry  and  was  latterly  tra- 
veling representative. 


VV.  C.;C.  INNES 


Joseph  Stanley,  Brantford,  has  disposed  of  his  busi- 
ness, the  Big  22,  to  A.  E.  Wiles  and  J.  E.  Quinlon,  and  in- 
tends leaving  shortly  for  the  West.  The  members  of  the 
new  firm  are  both  former  employes  in  the  store. 


John  Wanamaker's  Views. 

In  discussing  the  question  of  advertising  the  subject 
is  said  to  have  been  concisely  summed  up  by  John  Waii- 
amaker  in  the  following  words:  "If  there  is  one  enter- 
prise on  earth  that  a  'quitter'  should  leave  severely  alone, 
it  is  advertising.  To  make  a  success  of  it  one  must  be 
prepared  to  stick  like  a  barnacle  on  a  boat's  bottom.  He 
should  know  before  he  begins  that  he  must  spend  money- 
lots  of  it.  Somebody  must  tell  him  also  that  he  cannot 
hope  to  reap  results  commensurate  with  his  expenditure 
early  in  the  same.  Advertising  doesn't  jerk;  it  pulls. 
It  begins  very  gently  at  first,  but  the  pull  is  steady.  It 
increases  day  by  day  and  year  by  year,  until  it  exerts 
an  irresistible  power, "  \ 


Fall  Fabrics  Show  Great  Variety  of  Weave  and  Design 

Piece-dyed  Worsteds  Hold  General  Interest  Unfinished  Worsteds 
Becoming  Stronger  —  Increasing  Demand  for  Novelty  Effects  in  the 
Garment  Trade  —  The  Silk  Demand  —  New,   Supple,  Velvet    Fabrics. 

Staff  Correspondence. 


Oliifc   oi:   The    l):-v    (mmkIs   Kcview, 

l)22-()24  Tri  1)1111  ('  liiiildiiiu-.  New  Voi'k.Jiily  2. 

Foil  ilic  cciiiiiiii;'  .scasdii  iiciuTal  intei'est  conrimies 
lo  be  shown  in  piecL'-ilycd  worsted  malerials  liav- 
iiij>:  a  liard  linish.  Special  alteiilioii  is  given 
to  sti'ijjed  weaves.  Serges  will  be  popular,  de- 
si>ile  their  being  essentially  a  Spring  weave. 

Unfinished  worsteds  are  becoming  stronger  and  they 
are  to  occupy  a  high  position  this  year.  They  present 
the  first  move  from  a  hard  or  lustrous  finish  toward  rough 
effects,  which  are  now  being  generally  adopted  by  al! 
garment    manufacturers. 

There  is  an  increasing  demand  for  novelty  effects  being 
noted  in  the  garment  trade.  These  have  been  given 
larger  representation  in  the  trade  this  year  than  in  any 
previous  time  as  fabrics  of  this  nature  are  the  newest 
thing  adopted  by  the  leading'  garment  houses  of  Paris. 
Reports  from  importers  state  that  the  suits  already  not- 
ed in  some  of  the  best  shops  in  Paris  are  made  up  of 
novelty  fabrics,  in  combination  of  colors,  rather  than 
plain  ones.  Cheviots  have  also  increased  in  demand 
for  Fall,  and  manufacturers  of  garments  catering  to 
the  ultra  fashionable  trade  are  taking  them  up  because 
they  come  under  the  classification  of  rough  effects,  now 
so  much  in  favor.  These  fabrics  are  practical  for  tail- 
ored suits  for  general  wear,  and  they  are  highly  com- 
mended for  their  lasting  and  well-wearing  qualities. 

Zibilenes  have  been  given  a  limited  representation 
also  favored  by  the  ultra  fashionable  trade.  These  come 
in  a  closely'  sheared  panne  effect  and  in  some  instances 
carrying  a  fleck  of  white  on  a  dark  ground. 

Melange  mixtures  in  diagonal  weaves  are  expected  to 
sell  vei'y  well  in  the  eutting-up  trade.  These  come  in 
all  shades.  Particularly  are  they  good  in  dark  Oxfords. 
Fine  cotele  effects  are  good  sellers  aJso.  These  come  in 
all  colors  and  are  general  favorites  in  blue  and  green 
combinations.  Dark  or  sombre  tones  are  very  good  in 
these   cotele   effects. 

Fine  cashmeres  in  bayadere  cotele  effects  are  well 
thought  of  for  this  season.  They  can  be  had  in  all  the 
newest  shades.  Natural  lustre  novelty  cloths  are  at- 
tractive and  manufacturers  think  well  of  them. 

Practically  all  the  plain  or  semi-plain  materials  for 
early  Fall  are  of  a  satin  finish  and  there  is  now  no  doubt 
but  that  many  of  the  favorite  Spring  fabrics  will  con- 
tinue to  be  popular  during  the  Fall.  Satin  berbes,  cash- 
mere, henriettas  and  similar  materials  are  all  included 
in    the   list. 

Plain  and  fancy-woven  worsted  dress  goods  of  a 
satin  finish  of  one  color  and  dyed  in  the  piece  will  have 
the  principal  sale,  and  satin  or  shadow  stripes  w'ill  com- 
pete for  the  leadership  in  the  demand  with  the  perfectly 
plain  goods.  Checks  in  shadow  effect  and  satin,  besides 
other  novelties,  will  have  some  representation,  but  it  will 
be  a   comparatively  small   one. 

In  close  alliance  with  the  present  season's  demand 
for  foulard  silks  is  the  prospect  of  an  immense  demand 
for  sateens  for  Fall.  Some  of  the  sateens  offered  foi'  the 
new  season  are  as  beautiful  as  any  foulai'd  silks  and  the 
finish  is  exceedingly  good.     So  close  is  the  resemblance 


of  these  goods  to  silk  llial  it  is  dillicull  at  a  shorl  dis- 
tance!   to    tell    them    apart. 

Mohairs  in  plain  colors  and  in  an  immense  variety 
of  fancies,  with  chief  place  given  to  stripes,  will  be  of 
more  importance.  It  is  very  likely  that  they  will  be  better 
for  Fall  and  Winter  than   liiey  were  last  season. 

Cashmeres  are  in  demand.  Many  of  the  high  class 
costume  and  suit  houses  are  ineliiding  ca.shmere  de  .sole, 
also  wool  cashmeres  in  their  new  lines  of  gowns  for  the 
Fail.  Every  effort  is  beting  made  to  push  the  use  of  cash- 
mere especially  for  costumes  and  they  are  expected  to 
replace  in  a  way,  panama  and  serges  so  long  in  demand. 
That  these  goods  will  become  what  is  expected  of  them 
will  have  to  be  practically  demonstrated,  however,  bcfoii: 
it  can  be  actually  stated  what  the  result  will  be.  .Ju.-t 
now,  however,  they  are  being  freely  taken  in  silk  and 
wool  qualities. 

One  of  the  strong  features  in  regard  to  styles  for 
costumes  for  the  coming  season  among  the  smartly  dressed 
women  is  the  tendency  toward  materials  of  the  velvet 
class. 

While  not  entirely  new  the  use  of  velvet  for  trimming 
is  being  more  strongly  emphasized  this  season  than  ever. 
It  is  being  used  for  collar  and  cuff  facings,  buttons,  pip- 
ings and  trimmings.  It  is  also  being  made  up  into  coats 
to  accompany  cloth  costumes.  One-piece  costumes  made 
entirely  of  velveteen  are  being  brought  out  in  simple 
style  either  in  princess  or  coat-dress  effects. 

As  a  rich  contrast  to  plain  and  fancy  woolen  fabrics 
and  as  the  background  for  embroideries,  braidings  and 
other  effective  ornamentation  and  garniture,  nothing  has 
ever  excelled  the  rich  pile  fabrics.  All  the  best  makers 
are  interested  in  this  new  touch  and  the  brilliancy  and 
richness  of  color  effects  make  it  a  very  promising  part  of 
the  Fall  dressy  wear. 

Many  new  supple  velvet  fabrics  have  been  introduced 
especially  a  rich,  silky  velveteen  which  might  be  called  a 
completely  new  article.  This  fabric  is  superb  in  its  beauty 
and  is  particularly  suited  for  the  clinging  princess  like 
garments,  which  in  a  variety  of  forms  will  continue  to 
hold  the  attention  of  women  who  dress  well. 

Corded  effects  are  going  to  be  very  strong.  The 
corded-velvets  lend  themselves  .so  particularly  to  general 
wear  that  it  is  quite  likely  that  the  season's  tailor-made 
garments  will  see  a  number  of  such  ideas  embodied  in  the 
collections  of  our  very  foremost  garment  manufacturers. 

Silks  that  are  in  Demand. 

Moire  silks  are  coming  to  the  front  very  stronglly  for 
millinery  and  combination  purposes  and  for  novelty  gar- 
ments. They  are  being  brought  out  in  fine  qualities  in 
all  the  favorite  colors.  Black  will  be  especially  good  for 
pipings  and  buttons. 

Many  beautiful  silks  on  the  style  of  the  cashmere 
designs  and  weaves  are  being  shown  in  qualities  that  are 
practical.  These  are  of  a  fine  lustrous  finish  and  of  an 
exceedingly  rich  appearance. 

'Rough  weave  silks  similar  to  Tussahs  will  again  be 
popular  this  sea.son  and  perhaps  will  be  in  more  request. 
Black  silks  are  in  the  line  for  one  of  the  most  successful 
seasons  of  years.    The  weaves  naturally,  will  follow  closely 
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Ladies'  Suitings 
Mantle  Cloths 
Woolen  Sheets 
Blankets,  Yarns 

Harris  &  Co.,   Limited 

ROCK  WOOD         -         -         ONTARIO 


REPRESENTATIVES  : 
MONTREAL  •  HECTOR  PREVOST.  710  St.  Hubert  Street 
HALIFAX      -  G.  A.  WOODILL,  Roy  Building 
LONDON        ■  J.  A.  IRWIN,  141  Princess  Avenue 
WINNIPEG    •  McRAE  &  WALKER,  Ashdown  Block 


Tasbton  Cuts 


V%'«/V»/VWWV 


TO   OUR    READERS 

The  Review  uses  monthly  In 
its  reading  columns  late  fashion 
cuts  which  we  secure  from  the  old 
and    new  worlds. 

These  are  only  used  once  by 
us,  and  we  offer  these  cuts  to  our 
supporters  for  their  advertising 
work  at  the  following  low  rates  : 

8  cents  per  square  inch  for  half-tones 
4     "      "       "      "    "    zinc  etchings 

Only  the  originals  will  be  sold. 

When  ordering  please  mention 
page  and  month  of  the  Review  in 
which  the  cut  appeared. 


Address 


MONTREAL 
232  McGill  Street 


TORONTO 
10  Front  St.  East 


after  those  that  are  popular  in  colored  goods^  both  in 
plains  and  fancies.  There  will  be  a  surprisingly  large 
demand  for  taffetas  in  softer  weaves,  both  in  black  and 
the  fashionable  shades.  Color  will  be  a  very  important 
consideration  during  the  coming  season,  just  as  important 
as  weave  or  design. 

As  in  woolen  dress  goods,  the  prevailing  tendency 
in  silks  is  towards  plain  and  semi-plain  weaves  and  un- 
obtrusive patterns.  Unobtrusive  corded  weaves  of  very 
pliable  and  soft  construction  are  already  being  sold  for 
millinery  and  costume  purposes  and  in  the  wider  wales 
and  heavier  fabrics  for  outer  garments.  There  is  no 
question  of  a  doubt  but  that  these  are  the  correct  thing 
for  Fall  and  Winter.  Diagonals  are  shown  in  a  wide 
variety  of  wales  in  plain  colors  and  in  novelties  as  in 
melanges.  There  are  also  many  beautiful  fancies  which 
are  on  the  style  of  the  old  brocades  that  give  promise 
for  a  large  vogue. 

Colors  that  will  Find  Favor. 

Manufacturers  both  foreign  and  domestic  are  vieing 
with  each  other  in  the  production  of  attractive  shades 
and  com'bination  of  fabrics.  'As  in  woolen  dress  goods, 
rose  shades  will  be  good  and  so  will  mulberry  and  the 
different  shades  of  green,  especially  the  soft  tones  like 
reseda.  The  many  shades  of  blue,  such  as  those  like  the 
Concord  grape,  also  brown  and  gray  will  have  a  strong 
call.  Blues  will  be  best  in  the  soft  shades.  Browns  will 
run  all  the  way  from  the  seals  to ,  the  pastel  shades  and 
walnuts  and  castor  are  particularly  desirable.  Moles 
and  drabs  with  a  touch  of  gray  in  them  are  among  the 
newest  and  best  of  shades  this  season.  Black  is  espec- 
ially good  and  will  increase  in  favor  as  the  season  ad- 
vances. 

The  Vogue  in  Paris. 

In  Paris,  at  least,  foulard  is  proving  a  powerful  rival 
to  the  tussahs  and  shantungs  that  seem  to  have  made  for 
themselves  a  staple  place  in  the  summer  selling  on  the 
American  side  of  the  Atlantic.  This  may  be  because  of 
the  persistence  of  Paris  dressmakers  who  have  been  show- 
ing gowns  of  this  silk  each  summer  for  the  past  five  or 
six  years.  They  have  had  the  reward  of  their  persistence 
this  year  and  there  has  been  an  astonishing  sale  of  this 
fabric.  The  silk  manufacturers  have  seconded  the  dress- 
makers by  the  production  of  many  new  textures,  some 
almost  as  light  as  muslin,  and  others  as  firm  and  as  soft 
as  satin.  They  come  in  all  the  colors  exploited  in  the 
fancy  satins  and  in  both  plain  and  fignired  cloths.  New 
printed  designs  recall  old  Venetian  brocades  or  quaint 
Egyptian  hiei-oglyphics.  Wafers  and  stripes  are  com- 
bined and  many  patterns  are  in  blurred  white  on  a  colored 
ground;  some  show  patterns  of  minute  white  specks. 
Foulards  lend  themselves  well  to  the  new  mediaeval  styles. 

A  tailored  suit  in  spotted  foulard  shown  by  a  well- 
known  dressmaker  of  the  Fauberg  St.  Honore  had  a  long 
jacket  with  wide  pointed  revers  in  the  plain  material 
above  a  trimming  of  gold  buttons  and  spherical  kno'bs 
sewn  on  in  clusters.  The  same  trimmings  was  used  on  the 
short  pleated  skirt,  which  was  fastened  with  a  wide 
waistband  of  spotted  foulard  lined  with  plain  and  drawn 
through  a  large  pearl  buckle  in  such  a  way  as  to  give 
glimpses  of  the  lining. 

Another  striking  model  was  in  chartreuse  green, 
covered  with  a  bouquet  and  trailing  'Renaissance  design 
in  white-of-lilies,  irises  and  leaves  all  in  white.  This 
gown  had  a  Medici  empiecement,  and  the  sleeves  were 
made  in  two  parts.  From  shoulder  to  elbow  they  were 
of  pleated  foulard,  and  from  elbow  to  wrist  of  pleated 
tulle.  The  square  yoke  was  of  the  same,  and  the  bodice 
was  gathered  rather  full  and  sewn  on  to  a  plain  high- 
waisted  skirt. 
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Ups  and  Downs  of  Business 


Ont 


ario. 


'I'lie  McjiJintic  Furniture  Co.,  Lake  Megantic,  dissolved. 

\'ezcau  &  Frere,  Clieneviile,  general  store,  assets  sold. 

Theophile  Joubert,  Montreal,  boots  and  shoes,  assigned. 

Moise  Drolet,  Mount  Carmel,  general  stoi-e,  assigned. 

A.  McDougall  &  Co.,  Montreal  wholesale  woolens,  dis- 
solved. 

Poupore  &  McDonald,  Chapeau,  general  store,  damaged 
by  fire. 

J.  H.  Harnois,  Joliette,  clothing  and  men's  furnishings, 
assigned. 

J.  N.  Morisette  &  Co.,  Montreal,  men's  furnishings, 
dissolved. 

A.    McDougall    &    Co.,    Montreal,    wholesale    woolens. 


Morris  &  Co.,  Sudbury,  tailors,  assigned. 

Peter  T.  Dagenais,  Aniprior,  tailor,  assigned. 

R.  G.  Bailie  &  Co.,  Berlin,  dry  goods,  assigned. 

W.  S.  Lumgair.  Hamilton,  furniture,  assigned. 

H.  S.  Moffatt,  Jasper,  general  store,  assets  sold. 

Misses    Ogilvie,    Collingwood,   millinery,    assigned. 

S.  L.  Squire,  Villa  Nova,  general  store,  burned  out. 

Stanley  &  Co.,  Toronto,  clothing,  sold  to  Edwin  Yard 

H.   Atkinson,   Toronto,   dry  goods,   discontinuing  busi-      registered, 
ness.  T.  1).  Cairnichaci,   Fort    Coulogne,  general  store,  burnt 

Geo.   MeTavish,   Lavalee,  general   store,   retiring  from       ""^-  i'l'^iired. 
business.  Alt'.   Kenaud,   La   Petite  Riviere   St.  PVancois,  general 

Big  Four   Cap    Co.,    Toronto,   succeeded    l)y    Kliu    and     ^t'>'"t'»  assigned. 
Schwartz.  L    Paquin,    Hull,    wholesale    and    retail    furniture,    fire 

Henry  Fowler,   Hamilton,   boots   and    slioes,   given    up      <laniage,  insured, 
business.  The   Berger   Co.,   Montreal,  cloak   and   skirt   manufac- 

Kelly,    Cloney    Co.,    Toronto,    clotiiing    manui^icturers,       turers,  obtained  charter, 
assigned.  Millars,  Limited,  Montreal,  wholesale  leather,  dissolved, 

John  Whiteman,  Chiselhurst,  general  store,  sold  to  N.       business  closed. 


A.  Ackland. 

Colleran  Patent  Spring  Mattress  Co.,  Toronto,  loss  by 
fire,  insured. 

Matilda  Slack,  St.  Mary's  fancy  dry  goods,  sold  to 
Florence  McKay. 

J.  D.  McGregor  &  Co.,  Collingwood,  merciiant  tailors. 
John  McGregor,  deceased. 

Sharpe  Bros.,  Toronto,  men's  furnishings,  boots  and 
shoes,  retiring  from  business. 

Jacob  Y.  Shantz  &  Son  Co.  Berlin,  button  makers 
burnt  out,  partially  insured. 

The  Edmison,  Sutcliffe  Co.,  Toronto,  wholesale  fancy 
goods,  sold  to  F.  &  E.  W.  Kelk. 

Coppley,  Noyes  &  Randall,  Hamilton,  clothing  manu- 
facturers, loss  by  fire,  insured. 

M.  Brennan  &  Co.,  North  Bay,  dry  goods,  clothing, 
boots  and  shoes,  sold  by  auction. 

W.  H.  Paget,  Toronto,  sold  retail  stationery,  wall  paper 
and  fancy  goods  to  F.  J.  Metherel. 

Sutcliffe,  Edmison  Co.,  Toronto,  wholesale  fancy  goods, 
stock  and  fixtures  sold.  J.  A.  Sutcliffe  continues  the  im- 
porting business  under  the  style  of  The  Sutcliffe  Co. 

i- 

Quebec 

J.  R.  Maillet.  Laprairie,  tailor,  assigned. 
J.  E.  Leclaire,  Montreal,  tailor,  assigned. 
J.  A.  Tremblay,  Bic,  general  store,  assigned. 
Joseph  Naulin,  Levis,  general  store,  assigned. 
J.  C.  Gelinas,  Montreal,  boots  &  shoes,  assigned. 
Simeon  Renault,  St.  Tite  des  Caps,  assets  sold. 
Parsian  Corset  Co.,  Quebec,  burnt  out,  insured. 
Lorenzo  Guay,  Montreal,  wall  paper   assets  sold. 
O.  Edy,  Ltd.,  Montreal,  tailors,  obtained  charter. 
J.  A.  Milotte,  Montreal  boots  and  shoes,  assigned. 
Haddoc  Bros.,  Barnston,  general  store,  dissolved. 
The  Guarantee  Hat  &  Cap  Co.,  Montreal,  dissolved. 
Boutara  &  Sand,  Montreal,  fancy  goods,  dissolved. 
Canada  Shirt  &  Overall  Co.,  Montreal,  assets  sold. 
Alph.  Vidal   Est.,  Montreal   dry  goods,  assets  sold. 
J.  E.  Lacoste,  Thurso,  general  store,  assets  sold. 
Mady  Cousins,  Farnham,  general  store,  registered. 
L 'Ideal,  St.  Johns,  shoes,  J.  H.  Racicot,  registered. 


The  West 

L.  D.  Lowe,  Kylemore,  Sask.,  general  store,  sold  out. 

Athey  &  Smith,  Rossland,  men's  furnishings,  closing 
out. 

Laviolette  &  Kennedy,  Vancouver,  B.C.,  tailors,  dis- 
solved. 

A^ancouver  Bazaar,  fancy  goods  and  notions,  discon- 
tinuing. 

F.  S.  Millard,  Winnipeg,  boots  and  shoes,  sold  to  .James 
Agnew. 

Vancouver  Garment  Co.,  manufacturers  and  retailers 
dissolved. 

G.  N.  Hart,  Melville,  Saski.,  moved  to  Portage  la 
Prairie. 

S.  C.  Millman,  Watson,  Sask.,  general  store,  sold  to  H. 
Aberman. 

C.  0.  Lalonde,  Vancouver,  boots  and  shoes,  sold  to 
Jas.  Rae. 

S.  St.  Onge,  Penticton,  B.C.,  millinery,  moved  to 
Kelowna. 

F.  R.  Knight,  Orcadia,  general  store,  sold  to  P.  B. 
Whitman. 

Quimette  Wright  &  Co.,  Colema,  Alta.,  geenral  store, 
dissolved. 

J.  &  B.  Gadsden,  general  store,  Winnipeg,  closed  up 
business. 

Wylie  Bros.,  Leslie,  Sask.,  general  store,  succeeded  by 
L.  A.  Wylie. 

Mrs.  W.  Robinson,  White  Horse,  dry  goods,  millinery, 
etc.,  closing  out. 

Carr  Bros.,  Parkville,  B.C.,  general  store,  sold  to 
T.  T.  M.  Custance. 

Est.  Sullivan  &  Moir,  Esterhazy,  Sask.,  general  store, 
sold  to  S.  A.  Kredba. 

Richardson  Bros.,  SasTi'atoon,  tailors,  succeeded  by 
Clayton  and  Hemmings. 

A.  W.  Moore  &  Company,  Wilkie,  Sask.,  furniture, 
succeeded  by  C.  J.  IvOgan. 

W.  F.  H.  Thompson,  Vermillion,  Alta.,  general  store, 
stock  sold  to  Freeman  &  Sutton. 

Tom    Stedman    &    Sons,    Winnipeg,   boots    and   shoes, 


Napoleon  Cadieux,  Montreal,  merchant  tailor,  assigned,      succeeded  by  Tom  Stedman,  Ltd. 
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The  Unprecedented 
Demand  for 


Star  Brand 


Garments  this  Spring  is  an  unmistakable  evidence 

of  their  superiority. 

Do  you  realize  that  the  Fastest 
Selling  Brand  is  the  most  Profit- 
able    Line    for    You    to    Handle? 


Our  Fall  Samples  are  on  the   Road 

PLACE    YOUR    ORDER     EARLY. 

The  Star  Whitewear  Mfg.   Co., 

BERLIN,  ONT. 


berlin/^Xontario.  berlin/^^Xontario. 
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Ladies'   Ready-to-Wear  Department       The    Americin   Outfitters,   335    Notre    Dame  St.   West,  Montreal.     (See  page  70). 

Best  Vogue  in  Ready-to- Wear  Garments 

Promised  Shortage  of  Materials  Emphasizes  Importance  of  Early  Order- 
ing—All Suit  Skirts  Show  Pleats  in  Some  Eorm  Bleached  Linen  Featured 
Strongly  in  Fall  Waist  Samples— Rubberized  Garments  in  Good  Demand. 


MANUrACTUREKS  a,iid  retailei's  alike  art  en- 
'thusiastic  regarding  the  coming-  Fall  season. 
Retailers  have  justified  their  optimism  in  tJie 
shape  of  good  orders.  Orders  for  popular 
lines  of  coats,  suits  and  skirts  have  been  well  placed,  and 
stores  catering  to  the  better  class  of  trade  are  coming  into 
the  market  freely.  In  smaller  towns,  the  orders  for  suits 
have  not  been  large,  but  Montreal  manufacturers,  in  par- 
ticular, state  city  stores  have  given  generous  orders. 
Canadian  garment  manufacturers  have  shown  the  best 
lines  in  their  history,  and  as  a  result  have  obtained  a 
larger  share  of  business  than  in  any  previous  season. 
There  will  be  the  old  trouble  of  difficulty  in  deliveries,  as 
operators  in  Montreal  and  Toronto  are  not  too  plentiful 
and  manufacturers  are  very  slow  in  delivering  wanted 
fabi'ics. 

High  class  lines  of  waists  and  dresses  are  meeting 
with  the  approval  of  the  big  city  stores.  Whitewear 
manufacturer's  are  showing  lines  for  the  new  season  and 
count   upon   exceptional   orders. 


Fall  Suit  Styles. 

It  is  important  that  retailers  place  early  orders  for 
suits  for  Fail  delivery.  The  volume  of  orders  already 
placed  shows  tliat  manufacturers  will  be  very  bu.sy.  a,nd 
as  there  promises  to  be  a  shortage  of  materials,  trim- 
mings, etc.,  merchants  may  have  to  suffer  the  inconveni- 
ence of  bad  deliveries  and  not.  even  at   a  la.te  date,  be 


able  to  get  the  desired  garments.  Everything  points  to 
more  merchants  selling  suits  for  Fall. 

The  two-piece  suit  has  a  strong  representation  in  Fall 
lines.  While  the  thi-ee-pieee  suit  will  sell,  it  will  never  at- 
tain the  populai'ity  of  the  two-piece  costume.  Coats  of 
the  Fail  suits  are  made  to  give  the  slender  hijj  effect.  A 
great  many  of  the  coats  are  trimmed  to  give  the  elongated 
waist  effect.  To  produce  this,  trimmings  are  placed  low 
over  the  hip.  Popular  lengths  of  coats  are  40  and  45 
inches.  Tlie  early  showing  of  Fall  suits  will  be  of  the 
strictly  tailored  styles  to  a  marked  extent,  but  it  is  not 
likely  that  the  later  showing  will  be  at  all  elaborate.  The 
Buster  Brown  coat  seems  to  give  evidence  of  popularity 
for  the  Fall  trade,  and  the  Dutch  collar  is  shown  on 
some  of  the  new  Fall  coats. 

'Suit  skirts  show  marked  changes.  All  show  pleats  in 
some  form.  Pleats  are  introduced  at  the  seams,  and  the 
novelty  is  the  very  deep  yoke,  extending  in  many  cases 
almost  to  the  knee,  below  which  the  skirt  is  laid  in  pleats. 

The  dresses  of  the  three-piece  suits,  in  a  great  many 
cases,  show  the  elongated  waist.  Where  the  lower  part 
of  the  skirt  is  not  actually  pleated  on  to  the  upper  part 
of  the  dress,  trimmings  are  placed  to  give  the  effect. 
This  will  give  a  change  from  the  Directoire  style,  which, 
however,  has   a  sti'ong  representation   in  Fall  lines. 

Trimmings  are  used  on  the  suits,  but  not  in  great 
quantities.  Silk  soutache  embroidery,  usually  black,  is 
seen  on  a  great  many  of  the  new  suits,  and  jet  is  a  fea- 
ture. Bengaline  silk  is  used  for  collars,  cuffs  and  pipings. 
Moire  is  also  good. 
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One  of  I  the  New  Plain-Tailored 
Suits  that  Paris  is  now  showing, 
made  of  deep  Wistaria  Cashe- 
mire,  the  Revers  and  Collar 
trimmed  with  Bands  of  Moire 
of  the  same  shade.  Moire  but- 
tons on  front  and   large   pocket. 
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There  is  Always  "One  Best  Way. 
In  Selling  Costumes  it  is 
the  "Novi  Modi''  Way. 


Honestly  now,  haven't  you  wished  hundreds  of  times 
that  you  could  do  a  big  Costume  (Suit  and  Cloak)  busi- 
ness without  tying"  a  lot  of  money  up  in  garments,  which 
might  be  old  style  before  you  sold  them  ? 

You've  kept  doing  business  in  the  old  way,  though, 
because  no  other  practical  means  seemed  available. 

Now  We  Offer  a  New  and  Better  Way 


Show  your  customer  model  garments  and  samples  of  material  and  have  the 
Novi-Modi  Company  expert  tailors  make  the  garments.  They  will  be 
delivered  to  you  promptly.  Besides  this,  they  will  fit  perfectly;  will  be  better 
made — and  will  pay  you  a  better  profit.  :  :::::: 


This  is  the  "Nev^  Way"  in  merchandising.     A  good  many  live 
retailers  have  tried  it  to  their  satisfaction  and  profit 

Let  us  tell  you  how  we  can  help  to  make  your  department  more 
profitable.  It  will  not  entail  any  obligation  on  your  part,  and 
yet    it    may    mean    a    great    deal    to    you    in    future    profits. 


Handsome  Style  Book 
upon  request 


Novi-Modi  Costume  Company 


302-4-6  Church  Street,  Toronto 


Limited 


Please  mciitioii  The  Reziezv  to  Advertisers  and  Their   Travelers 
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Wrap  cloaks  are  very  much 
in  evidence  and  Indicate 
the  lines  which  evening 
e  oaks  promise  to  follow 
this  Fall.  The  one  shown 
is  of  pale  yellow  face-cloth 
trimmed  with  satin.  There 
is  a  line  of  gold  net  lace 
edging,  the  collar  and  the 
buttons  are  covered  with 
cloth-of-gold. 
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Laurentian 

Waists  and  Whitewear 


The  Mark  of  Quality  ior  Whitewear, 
Blouses,  Hemmed  Sheets  and  Pillow  Slips 


Canada' s  Lcadi)ig  Line 


Lawn  Waists 

You    will    never  really   realize    what    appearance    and    finish    $9.00    Lawn 

Waists  can  have  until  you  see  the  Laurentian  line. 

The  embroidered  effects  are  winners. 

The  Range  from  $6.50  to  $36.00  is  just  as  good 


The  Laurejitian  Goods  are  Noted  foi^  their  Fit, 
Workmanship,  and  Value 


Laurentian  Whitewear 

The  new  rang-e  includes  all  that  is  good   in    new  styles  of  corset  covers, 

drawers,  combination  garments,  and  night  gowns.      Special 

lines  of  each  to  retail  at  popular  prices. 

Laurentian  Ready-Made  Sheets  and 

Pillow  Slips 

All  sizes  and   qualities.      They  are   big  sellers.       Our  values 
are    the   best   shown   in   Canada.       Samples   will   prove  this. 

WAIT    FOR    THE    LAURENTIAN    MAN 

Enlarged  facilities  assure  prompt  deliveries  of  early  orders.      Get  on  our  calling  list 


Laurentian  Whitewear  Co.,  Levis,  oue. 

Winnipcir  Toronto  Montreal  Eastern  Townships  St.  John,  X.B. 

Western  Fabric  Co.,  W.  H.  Piton  Z.  P.  Benoit,  and  Province  of  Quebec,     Alex.  Burr,  Magilton's 

63  .Albert  St.  Empire  Bldg-.   Mark  Fisher  BIdg-.  R.  Dionne  Sample  Rooms. 
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Paris  Tailor-made  of  Leaf-Green 
Serge,  siiowing  the  New  Long 
Mannish  Revers  and  Velvet  Col- 
lar. Also  the  New  Cross  Fasten- 
ing, with  the  Buttons  set  low 
down.  The  buttons  are  of  cut 
iet. 
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OU  can  sell  better 
goods  and  make  a 
bigger  profit  s&  3&  s& 


OUR  experience  in  our  retail  store  convinced 
us  thoroughly  of  this  fact.     There  is  a  big 
and  a  growing  demand  for  garments  of  a 
good  quality,  upon  which  a  satisfactory  profit  can 
be  made. 

You  sell  cheap  goods,  make  a  small  profit, 
and  get  a  cheap  transitory  trade. 

Don't  do  it. 

Cultivate  the  best  class  of  trade — the  class  that 
pays  a  fair  price  for  its  wearing  apparel — and  al- 
lows you  a  good  profit. 

If  you're  in  business  to  make  profits,  we  can 
help  you. 

Our  goods  are  not  the  kind  that  go  on  the 
bargain  counter.  They  won't  stay  in  your  store 
long  enough. 

Merchants  who  speak  from  experience  tell  us 
that  Rea  garments  beat  New  York  and  Paris  in 
style,  and  they  cost  you  a  great  deal  less. 

We  ^now  these  merchants  speak  the  truth. 
A  I?  D1?  A  ^^  know,  too,  that  with  our  goods  in  your  store 
A.  £j«  KIjA  you  can  please  your  customers — do  it  easier  and 
C.    pr|  with  greater  profit  to  yourself. 

^""'^^^  Can  these  vital  considerations  be  passed  over 

Spadina  Ave.        ^^S^^^y  •       ^?  ^^e  opposite  page  we  show  some 
garments  which  in  your  store  will  prove  the  truth 
Toronto  of  our  claim. 
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Nu.  .':i.     Dic>.-,  all  best  loIui.-,,  iicl  >  okc  ainl 
sleeves  and  hand  embroidered,  S15.(H» 


Broiulcluth  Opera.  Cloak  in  all  leading 
colors,  silver  triininings.  .^18.00 


X<i.  Mill.     Net  xvaisl,  .silk  lined,  iii.Mi 
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The 

Watt  &  Shapiro  Mnfg.  Co.'s 

Range  of  "Quiet  Elegance"  Coats,  Suits  and 
Skirts  for  "Fall"  are  on  the  road  and  also 
await    your    inspection    at    our    showrooms. 

You    will    know    from    experience 

Our  Goods   Sell 


507  St.  Paul  Street  Montreal 


SHIELD  BRAND  GARMENTS 

FOR    EVERY    READY-TO-WEAR    NEED 

An    entirely    new  range    of    ready-to-wear    garments,    with  many    additional   lines.     Everything    in 
Ladies',   Missts',   Children's  and   Boys'   Garments. 

What    Our   Special  Representatives    Show   for   Spring 

LAWN,    SILK   AND  NET   WAISTS 

Make  sure  of  seeing-  our  Lawn   Waits  at  $9.00,  $12.00,  A    special    Black  Taffeta    Waist  (open   back  and   front) 

$15.00  per  dozen.     We'll  leave  the  order  question  to  your  at  $2.25. 

own  judgment.  The    range    also    includes    a    big    varietj-    of   plain    and 

Special  values  in  Net  Waists  at  $1.75,  $2.25,  $2.50,  $2.75.  colored  tailor-made  waists. 
These  are  leaders  for  Christmas  trade. 

LADIES'   WASH   DRESSES 

White  and  Colored  .Aprons  (50  lines).  House  Dresses. 

Ladies'  Cotton  Wrappers.  Dressing  Sacques. 

BOYS'  LINES  CHILDREN'S   LINES 

Everything  that  you  would   expect   for  the  boy  is  in  our  All  lines  of  Infants'  Wear  (Silk,  Cotton  and  Wool), 

lines,  at  the  right  prices.  Infants'  Boots  and  Shoes. 

Boys'  Wash  and  Wool  Suits.  Girls'  Cashmere  Coats. 

Wash  Blouses.  Boys',  Girls'  and  Infants'  Headwear,  etc. 
Boys'  Wash  and  Wool  Knickers,  etc. 

Our  representatives  will  later  make  a  special  trip  wiih  Cloth  and  Wash  Skirls,  Colton  Suits,  Raincoats,  etc. 

In  your  own  interests  look  carefully  at  our  range  of  samples.     Then  you'll  know  why  this  department  is  growing  so  fast. 

GREENSHIELDS,  LIMITED   -  Montreal 
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Parisian  "  — 

^       Corset  ManufactminC'  Compaiiii 


UMmrjiu. 


Manufacturers  of  tho 
FAMOUS  P.C.COHSETS. 


Quebec,  loth  June,  igog 


ZCo  @uv  CuBtomevB: 

The  complete  destruction  of  our  build- 
ing, plant  and  stock  in  yesterday's  con- 
flagration will  unfortunately  delay  further 
operations  for  a  short  time,  and  we  trust 
our  clients  will  bear  patiently  any  incon- 
venience caused  them  during  the  interim. 
We  are  pleased  to  be  able  to  advise  you 
that  we  have  been  fortunate  in  securing 
new  premises  at  82  and  84  Boulevard 
Langelier  (Royal  Paper  Box  Block) 
where  we  have  already  commenced  the 
installation  of  an  entirely  new  plant, 
which  when  completed  will  be  the  most 
modern  in  Canada.  We  have  the  assur- 
ance of  those  in  charge  of  the  installation 
that  same  will  be  pushed  forward  with 
the  least  possible  delay,  and  should  be 
completed  in  three  or  four  weeks,  when 
we  hope  to  be  favored  with  a  further 
continuance  of  your  esteemed  commands. 

We  take  this  opportunity  of  thanking 
you  for  past  esteemed  patronage,  and  trust 
we  may  still  merit  a  continuance  of  your 
generous  consideration,  assuring  you 
that  all  favors  intrusted  to  us  will  receive 
our  most  careful  and  prompt  attention. 

Yours  respectfully, 

Jpavisian  Corset  mfg,  Co., 

LIMITED 
PRESIDENT 


Broadcloths,  satin  cloth,  and  Venetian,  also  heavy 
worsteds,  are  the  popular  materials,  and  on  account  of  the 
fact  that  women  wear  suits  throughout  the  Winter  to  a 
greater  extent  than  formerly,  heavier  goods  are  being 
employed.  While  plain  cloths  are  very  strong,  there  is  a 
good  showing  of  stripes,  chiefly  self-striped  materials. 

London  smoke  and  taupe  are  big  sellers  for  Fall.  The 
dark  rose  shades  are  also  good.  Among  the  staple  colors, 
navy  is  strong.  Wine  reds  are  also  holding  an  important 
place  in  the  Fall  showing  of  colors.  Myrtle  and  reseda 
are  also  very  good. 


Mannish   Style   Silk    Rubberized    Coal      Manufactured  by    National 
Rubber   Company  of  Canada,  Montreal. 

Waists. 

Tailored  blouses  at  retail  are  still  the  main  fea,ture, 
though  there  is  more  demand  for  the  fancy  lingerie  blouses 
than  there  was  a  month  ago.  Manufacturers  of  blouses 
expect  that  the  Fall  trade  will  bring  a  continued  demand 
for  the  plain  tailored  effects.  Fall  samples  are  chiefly 
in  these  tailored  styles,  with  blind  embroidery  on  a  great 
many  of  the  lines.  Bleached  linen  is  featured  strongly, 
particularly  embroidered  linens,  a.nd  a  line  of  white 
French  shirting  is  favored  in  Fall  orders. 

Tailored  styles  in  colored  linens,  repps,  poplins  and 
ehambrays,  are  also  on  the  market. 

Many  of  the  new  waists  have   the  Dutch   collar,  and 
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BwcKie^^ 


BRAN  D 


Whitewear 

for  Spring,  1910 


No.  137  Combination  Corset 
Cover  and  Drawers  here 
illustrated  is  one  of  the  400 
samples  of  Whitewear  which 
our  travellers  will  be  showing" 
by  Aug-ust  I  St.  All  lines  of 
Ladies'  Undergarments  are 
cut  from  latest  patterns  and 
creations  of  the  best  French 
designers.         :         :         :         : 


The  Jit  mid  finish  of 
French  -  made  gar- 
ments are  proverbial. 
That  iswhy  "■  Duchess 
Brand''  are  cut  on 
French  lines.       :       : 


The  Dunlap  Manufacturing  Co. 

Montreal 

J.  E.  McCLUNG,  8-10  Wellington  Street  East,  Toronto 

Sales  A_s^e>i/  for  Ontario 
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ALWAYS   ^ 
SOMETHING 

NEW    ^    ^ 

Our  latest   proofed   materials 

GABARDINES 

A  light  weight,  firm  texture  materia',  in 
plain  colors,  and  self  stripes.  Wind,  dust, 
and  rain-proof. 

GABARDINE  coats  for  Ladies  and  Men 
are  useful  and  dressy.  They  come  in  many 
up  to  date  styles. 


ROSEBERY 

A  poplin  weave.  This  is  the  most  succ.ss- 
ful  clolh  introduced  in  the  trade  It's  having 
a  big  sale,  and  is  taking  the  place  of  former 
shower  proaf  materials  for  Ladies'  and 
Men's  Coats.  ROSEBERY  coats  have  a 
silky  appearance,  yet  are  wattrproof. 

Our  salesmen  are  showing  these  lines  along 
with  the  biggest  range  in  the  trade,  of 

Ladies'  Silk  Rubberized  Garments 


PARAMATTAS 

Single  and   doubfe  texlure  coats  for   Ladies 
and  Men. 

FEATHER-WEIGHT  WATERPROOFS  for 

Ladies  and  Men  are  Bi^  Sellers. 

We  have  them. 

ALL    THESE    LINES    FOR    IMMEDIATE    DELIVERY. 

They  will  BE  BIG  SELLERS  lor  Fall. 

A  copy  of  our  catalogue  and  price  list  is 
yours  upon  request, 

A    TRIAL    ORDER    SOLICITED 

NATIONAL  RUBBER  CO. 

OF    CANADA 

The  largest  exclusive  rain- 
coat    house    in    Canada. 

MONTREAL 


these  are  doing  extremely  well.  Besides  the  laundered 
collar,  the  Gibson  collar  is  holding  its  own. 

Fall  samples  are  showing  some  changes  in  sleeves.  The 
Directoire  sleeve  has  a  strong  representation  in  Fall  sam- 
ples, but  there  is  a  marked  tendency  towards  larger 
sleeves.  Shortwaists,  in  many  cases,  show  the  new  sleeve, 
which  has  more  fulness  at  the  wrist,  gathered  into  a  nar- 
row, close-fitting  cuff,  really  a  much  modified  form  of  the 
bishop    sleeve. 

Net  waists  will  again  be  big  sellers  for  the  Fall  trade. 
The  bulk  of  the  trade  will  naturally  be  done  in  black, 
white  and  ivory,  but  it  is  expected  that  colors  will  be  in 
greater  demand  tha,n  they  were  last  Fall,  and  manufactur- 
ers are  preparing  for  this  demand.  Some  very  handsome 
samples  are  shown  in  colors,  which  will  be  worn  match- 
ing the  costume,  giving,  to  some  extent,  the  effect  of  a 
dress.  'Some  of  the  coarser  nets  are  being  favored  for 
Fall.  What  are  known  a,s  crochet  nets  are  fairly  in  evi- 
dence. 

The  novelty  material,  liowover,  is  chiffon,  and,  as  in 
nets,  l)lack,  white  and  ivory  will  lead,  tout  in  high-class 
waists,  colored  models  matching  the  gown  will  doubtless 
be  called  for. 

Tailored  taffeta  waists  are  in  good  demand  for  Fall 
delivery.  Duchesse  satin  is  selling  and  messalines  are 
doing  well.  Crepe  de  chine  will  figure  in  Fall  vvaists 
to  siinie   extent. 

Tlu'i'e  is  a  strong  tendency  to  keep  to  the  simple  ef- 
fects, and   this  will   keep  the   tailored  styles   to   the   fore. 


Rubberized  Garments. 

That  rubberized  garments  have  obtained  a  very  strong 
hold  ui)iin  the  trade  is  proven  by  the  fact  that  manufactur- 
ers of  the  lines  have  f(Uind  the  demand  so  good  that 
I  hey  are  going  into  the  making  of  these  lines  more  heavily 
than  they  ha.ve  in  the  past.  Not  only  are  the  rubberized 
garments  thoroughly  rainproof,  but  they  are  windproof  as 
well.  The  growth  of  the  motoring  fad  has  made  such 
garments  a  .necessity.  These  garments  are  sightly,  a,nd 
are  made  up  in  a  fine  range  of  colors,  including  all  the 
neutral  shades.  A  good  line  for  the  Fall  trade  is  made 
of  self-striped  materials  in  all  the  good  shades.  Moires 
are  also  coming  to  the  front.  These  coats  are  made  either 
loose,  or  a  loose  semi-ifitting.  The  range  of  prices  suits 
all  classes  of  ti'ade.  Many  special  materials  of  this  order 
have  been    introduced. 


Separate  Skirts. 

Separate  skirts  for  Fall  are  following  closely  the 
models  shown  for  suits,  that  is,  the  majority  are  pleated 
in  some  fashion  or  other.  'They  are  less  trimmed,  and 
few^r  models  show  folds  and  strappings  of  silk  or  satin. 
Fewer  buttons  are  used,  and   the  greater  number  are  of 

The  bulk  of  business  is  to  be  done  in  the  practical, 
useful  skirt  for  general  wear,  and.  for  this  reason,  the 
skirt  manufacturei's  have  turned  down  certain  materials. 
The  list  includes  satin-finished  cloths,  and  for  this  reason, 
cloths  of  this  class,  sa.ve  in  the  'better  grades,  do  not 
tailor  satisfactorily.  The  cloths  featured  are  serge  ef- 
fects, cheviot,  cheviot  serges,  striped  fancy  worsteds  and 
cloths.  Panamas  are  also  good,  and  for  the  Spring  of 
1910  will  be  a  strong  factor  in  separate  skirt  production. 

Black,  navy,  green,  and  a  few  browns,  are  the  selling 
coolrs.  In  fancy  cloths,  grey  mixtures  with  indistinct 
cu'or  stripes  are  selling. 
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Now  For  1910 


Samples  of  Waists  and  Whitewear  for  season 
of  1910  are  now  being  completed,  and  our 
travelers  will  soon  be  out  with  the  most  com- 
prehensive range  of  these  goods  ever  shown 
the  Canadian  trade.  The  Eclipse  line  will 
embrace  over  1 ,000  styles  designed  from 
New  York  and  Pans  models.  Prices  will 
be  even  lower  than  this  year.  Eclipse  goods 
in  your  store  will  mean  bigger  sales  and 
more  profit.     Be    sure  to  see  our   samples. 

The    Eclipse  Whitewear   Co. 


Limited 


Toronto, 


Ontario 
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CRESCENT  MANUFACTURING  CO 


LIMITED 


Fine  Muslin  Underwear  and  Waist  Manufacturers 


2  Inspector  Street 


Montreal 


Spring 
1910 


(\  Our  travelers 
will  be  on  their 
routes  this 
month,  showing" 
the  finest  range 
of  whitewear 
ever  manufac- 
tured in  Canada. 

(\  Be  sure  and 
see  our  range 
before  placing- 
your  orders. 


Leaders      in 

Corset 
Covers 

Gowns 

Skirts 

Drawers 


Money  Makers 
for  Every  Mer- 
chant. 


an 
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CRESCENT  MANUFACTURING  CO.,  Limited 

Manufactm'crs  of  High  Gi'ade  Cravats 
2  INSPECTOR  STREET       ^       MONTREAL 

COMBINATION    BOX 

Containing   " 

Merc.  Lisle  Hose,  Silk  Handkerchief  and  Cravat 

FOR  AUTUMN   AND   HOLIDAY  TRADE 


PUT    UP    IN    TWELVE   COLORS    ALL   TO    MATCH 

Grey,  Pansy,  Myrtle,  Gun  Metal,  Violet,  Harvard,  Alice 
Blue,  Buster  Brown,  Indigo,  Leaf  Green,  Moss,   Black. 

One    of    the    newest    and    most    att ractive    packages    on    the    market 

Packed  in  single  boxes:  3-i2th  doz.  of  a  color  in  carton. 
Hosiery  sizes,  10,  10^  and  n.         :         :  :  :  : 

Price  $12.00  Per  Doz.  Sets 
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OUR 


Fall  Line 


Waists  and  Dresses 


A  LARGER  LINE   THAN   EVER  OF 

Modified 
Parisian  and  American  Styles 

IN 

Dresses,  Costumes  and  Semi- 
Tailored  Dresses 

ALSO 

Tailored  and  Fancy  Dress 
Waists 

IN  THE   NEWEST  MATERIALS 

Our  Taffeta  and  Messaline  Waists  for 

Fall  are  interesting.     Do  not 

fail  to  see  them. 

Our  new,  large  and  commodious 
show  rooms  afford  ample  oppor- 
tunity for  house  inspection.  Our 
show  rooms  are  fitted  up  for  the 
convenience  of  buyers  when  in 
the  city.      :::::::: 


Reliable  Silk  Waist  Factory 

40  St.  Antoine  St.,  Montreal 

Or  through   the   travelers  of  the  Hart  Mfg.  Co., 
Montreal 


Coats  and  Wraps. 

Because  of  the  hold  secured  by  the  one-piece  dress, 
tlie  outlook  for  the  separate  coat  is  much  better  this 
Fall. 

^Separate  coats  for  the  Fall  and  Winter  season  are 
made  much  upon  tlie  same  lines  as  the  suit  coats.  They 
are  long  and  semi-tttting  and  so  cut  as  to  give  the  slender' 
hipless  figure.  Pleats  a,re  introduced  to  give  the  long- 
waisted  effect,  and  all  trimmings  are  placed  low  over  the 
hips  to  produce  this  effect. 

The  novelties  in  coat  lines  are  those  that  present  the 
appearance  of  a  dress.  These  coats  are  made  up  in 
severely  tailored  styles,  and  much  resemble  the  Princess 
dress.  This  feature  is  expected  to  make  favor  for  these 
dress  coats,  particularly  with  the  better  trade.  Trim- 
mings are  rather  more  elaborate  on  these  coats  and  sou- 
taclie   and   ra,t-tail  embroidery  are   much   used. 

Plain-tailored  mannish-style  coats  are  shown  in  heavy 
fancy  materials.  Fashion  has  made  much  of  the  elabor- 
ate fancy  wrap  this  Summer,  the  newest  being  iii  the 
becoming  cape  and  mandarin  coat  styles.  Paris  has  en- 
dorsed the  wearing  of  these  coats  and  they  have  been  a 
prominent  feature  o£  all  tlie  iSumnier  race  meetings.  At 
the  Woodl)ine  meet  many  bea.uliful  wra[)  coats  of  this 
class  were  worn,  and  models  along  the  same  lines  are 
being  prepared  for  evening  wear  during  the  Winter. 
This  is  a  branch  of  the  ready-to-wear  trade  that  is  as- 
suming large  proportions,  and  that,  in  many  of  the  larger 
stores,  has  assumed  the  dignity  of  a  separate  depart- 
ment. Canadian  manufacturers  are  now  eatei-ing  to  this 
department  and  are  putting  out  mode's  that  follow  close- 
ly along  Parisian  lines.  These  take  the  form  of  dressy 
mantles  and  capes.  They  come  in  a  large  variety  of  pas- 
tel shades  in  Fi'encli  face-cloths,  and  fringes  and  ta.sscls, 
tinsel  and  silk  embroideries,  soutache  embroideries,  satin 
pipings  and  smitaehe  and  rat-tail  trimmings,  'brightened 
by  touches  of  tinsel  arc  anumg  I  he  leading  embellish- 
ments, ^ome  of  the  capes  have  hoods  lined  with  gold  or 
silver  cloth,  or  sa.tin  to  match.  Frequently  black  satin 
pipings    and    jet    buttons    are    used. 


Whitewear. 

Whitewear  sample  lines  for  January  delivery  are  just 
aljiiul  cnmplete.  The  samples  shown  were  never  more 
attractive,  and  the  values  are  such  as  to  give  the  retailer 
every  chance  to  do  a  big  business  at  tiie  January  sales 
and  in  the  coming  Spring  season.  The  cottons,  nain- 
sooks, etc.,  that  go  into  the  new  lines  were  bought  when 
values  were  lower  than  at  the  present  time,  and  the  same 
app'ies  to  embroideries.  Just  about  one  year  ago  the 
Swiss  manufacturers  were  begging  for  orders,  and  were 
willing  to  make  very  close  prices  for  business  to  keep 
their  ma.chines  going.  Since  then  a  great  vogue  for  em- 
broideries has  develoj^ed  and  prices  have  advanced  rapid- 
ly. Therefore,  designers  have  had  full  scope  when  planning 
the  new  numbers,  and  the  manufacturers  are  wisely 
pricing  garments  at  such  a  figure  that  the  retail  trade 
will  reap  their  share  of  the  advantage  gained  by  early 
pni'chases. 

With  retail  stocks  in  gnud  shape,  and  with  irnj)roving 
trade  conditions,  with  the  daily  growing  assurance  of 
bountiful  harvests,  particularly  in  the  West,  and,  more- 
over, with  attractive  garments  at  attractive  pi'ices,  the 
trade  is  fully  justified  in  expecting  a  big  whiteweai  sea- 
son. With  this  prospect  in  view,  the  trade  is  reminded 
that  there  is  a,  limit  to  the  producing  power  of  the  fac- 
tories, and  not  only  will  the  man  who  anticipates  his 
wants  thuruughly  be  secure  of   the  goods   when   he   needs 
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Al.  Goldston  &  Co. 

announce  to  the  Canadian  Trade 
that  their 

FALL  LINES 

ARE  NOW  READY 


embodying  all  the  latest  styles  selected  by  Mr. 
Al.  Goldston  in  the  foreign  fashion  centres — 
Paris,  Berlin  and  Vienna,  as  well  as  American 
copies  of  the  foreign  models,  comprising  Tailored 
Suits  and  Coats  in  all  the  new  imported  and 
domestic  materials. 

A  large  line  of  "Tricoat"  Dresses  and  Costumes 
of  the  ''Moyen  Age." 

Every  Canadian  buyer  visiting  New  York  is 
invited  to  call  and  inspect  the  offerings  for  the 
Fall  season  of  1909  of  the  Largest  Wholesale 
Cloak  and  Suit  House  in  America. 

Al.  Goldston  &  Co. 

126-128  Fifth  Avenue,       -       NEW  YORK 
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Announcement 

The  Newest  and  Best  Underskirt 


^G\^ 


PT\ 


^\^ 


UNDERSKIRTS 

will  be  shown  by  the  leading  wholesalers 

for  the  next  season. 

Wait  and  see  them.    You'll  find  Egyptine  Underskirts 

the  best  sellers  you  ever  had. 


EGYPTINE  Underskirts 
cost  one-third  the  price  of  silk, 
look  like  silk,  but  last  ever  so 
much  longer. 


^Gy^T\^'^ 


EGYPTINE  Underskirts 
will  be  shown  in  all  the  lead- 
ing underskirt  styles  and 
colors. 


You  have  sold  underskirts  in  materials  that  look  like  silk,  but  not 
one  of  them  has  the  appearance,  or  gives  the  wear  of  EGYPTINE. 

Further,   EGYPTINE  gives  you  a  better  profit, 
and    you    give    your    customers    better    value. 

Prices  range  from  $15.00  to  $24.00  per  dozen. 

EGYPTINE  Underskirts  are  manufactured  only  by 
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Blackeye  Silk  Moire  Underskirts 

May  be  had 

From  the  Leading  Wholesalers  of  Canada 


For  Wear  and  Appearance   BLACKEYE  Underskirts  are  the    Ideal    Underskirts 
Prices  range  from  $30  to  $52  per  dozen.     All  styles  and  good  colors. 

Wait  and   see   the  range. 


"UlimVuMC 
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Dr\  Goods  Rcz'ieii.' 


"  IVe  Make  Big  Sellers  for  Big  Buyers' 
OUR  FALL  LINE  OF 

Suits,  Coats 
and  Skirts 

Contains  the  right,  popular 
priced  garments.  Our  prices 
are  for  stores  that  handle 
quantities.  You  may  depend 
upon  getting  from  us  gar- 
ments that  have  the  right 
style,  fit  and  workmanship. 

WILL    YOU    INVESTIGATE? 

The  Montreal  Skirt  and 
Cloak  Mfg.  Co. 

1114  St.  Lawrence  Blvd.,    -    MONTREAL 


Berber's 


THE   PLACE 
EON  SKIRTS 


Our  Fall  Range 

includes  the  newest  develop- 
ments in  Pleated  and  Gored 
Skirts.  The  range  of  materials  is 
broad  enough  to  please  the  most 
exacting.  Values  are  un match- 
able Call  when   in  the  city. 


BERGER  &  CO. 


383   ST.  PALL  STREET 
MONTREAL 


them,  but  he  will  also  secure  himself  against  advancing' 
prices.  This  is  no  cry  of  "Wolf!"  but  is  fully  warrant- 
ed l)y  present  market  conditinns. 

A  noticeable  feature  of  the  whitewear  tra,de  ar  the 
present  time  is  the  increasing  demand  for  better  ma- 
teria's.  Every  season  brings  improvements  along  this 
line.  The  new  samples  show  very  little  of  cheap  laces 
(ir  embroideries  or  coarse  cambrics.  Instead,  merchants 
have  been  asking  for  finer  materials  in  nainsooks,  etc., 
employed  in  the  manufacture,  and  finer  laces  and  em- 
broideries, but  less  of  them.  This  is  a  satisfactory  state 
of  affairs,  as  such  garments  give  much  better  satisfaction. 
and  di'a,\v  more  of  the  high  class  trade. 

Two-piece  combinations  and  Princess  slips  are  rapidly 
growing  in  favor,  and  a  good  trade  is  done  in  this  class 
of  garments. 


Dresses. 

The  strong  selling  (|u.alities  of  the  one-piece  dress  have 
received  an  ample  demonstration  this  Summer,  and  the 
manufacturers  who  have  mastered  the  art  of  making  these 
di-fsses  in  linens  and  lighter  fabrics  are  putting  out 
(li-esses  in  various  cloths  for  Fall  selling.  Waist  manu- 
facturei's  have,  in  the  past  season,  gone  extensively  into 
this  branch  of  the  business,  and  have  done  too  well  in  it 
to  I'clinquish  sucli  a  iir(rtital)le  line.  Therefore,  a  number 
of  houses  a,re  showing  simple  trotteur  dresses  and  coat 
dresses,  as  well  as  mure  dressy  gowns.  These  come  in 
simiile  and  compai'atively  inexpensive  models.  Those 
chosen  are  of  the  Pi'liiccss  character,  showing  the  long 
waist  and  finished  with  a  flounce  or  ]ileating,  much  in 
the  same  form  as  the  lingerie  gowns  that  have  sold  so 
freely.  'Cashmere,  fine  serges,  )ioplin.  and  also  silk  and 
wool   mixtures   are   used   for   these   gowns. 

Each  season  brings  about  its  improvements  in  the  gar- 
ment trade,  and  in  no  branch  of  it  is  this  uKu-e  apparent 
than  in  fancy  dresses.  Manufacturers  now  turn  out  ela- 
borate dresses  for  evening  wea.r  or  for  di'cssy  occasions. 

The  new  season's  samples  are  strikinirly  handsome. 
All-over  lace  u'owns  are  much  in  evidence,  in  black,  white 
and  ivdi'y.  'Owing  to  the  prevailing  jet  craze,  black  is 
iniii-h    in    evidence. 

Some  of  the  new  salin  dresses  are  \-i'ry  handsome, 
and  come  in  p  i])u'ar  evening  shades.  Nearly  every  dress 
shows  metal  in  the  trimmings.  .  These  fancy  gowns  are 
mostly  of  the   Directoire   type. 

Sleeves  for  the  aftc'-noon  di'esscs  are  lonu'.  but  many 
of  the  dresses  have  gotten  away  from  the  close-fit tinsj' 
Directoire  sleeve,  and  have  the  new  sleeve,  close-fitting 
to  the  elbow,  finishing  with  a  puff,  generally,  of  tucked 
chiffon,  net  or  lace,  sometimes  over  silk  and  sometimes 
with  no  linins'  of  any  sort,  from  the  elbow  to  the  wrist, 
wliere  it  is  finished  with  a  narrow  cuff  of  the  material 
of  which  the  dress  is  made. 

The  sleeves  of  the  evening  di'esses  are  verv  short. 


Advancement  in  the  Corset  Industry. 

(Staff  Correspondence.) 

New  York,  June  30,  1909. 

This  year  corset  manufacturers  have  realized  more 
than  ever  the  importance  of  producing  style  corsets  that 
will  in  every  way  conform  with  the  present  fashion  ten- 
dencies in  dres3.  One  manuf?cturer  has  tried  to  outdo 
the  other  in  his  endeavor  to  produce  such  models  that  will 
bfcome  popular,  so  that  there  may  be  no  longer  any 
trouble  on  the  part  of  the  merchant  to  secure  just  what 


Dry  Goods  Review 


R  K  A  D  Y-T  O-W  E  A  R     G  A  R  M  R  N  T  S 


i6i 


Allen  Manufacturing  Company,  Limited. 

ESTABLISHED    1886. 

A.   W.  Allen  Fred  Wood  land  A.  P.  Allen  JV.  F.  Fosler  E.  D.  Milehell 

President  and  General  Manager     Director  and  Sales  Manager     Director  and  I'iutory  Manager  Buyer  Office  Manager 


WHITEWEAR 


Our  Representatives  are  now  on  the  way  to  you  with  Whitewear 
Samples  for  Spring  1910,  comprising  all  garments  in  Ladies'  and 
Children's  White  Muslin  Underwear,  Aprons  and  Children's  Dresses. 

Our  range  is  larger  and  of  greater  variety  than  ever  before,  and  our 
facilities  for  turning  out  the  work  are  increased. 

We  solicit  your  inspection  of  our  range  before  ordering. 


Allen  Manufacturing  Company,   Limited, 


»- 


MAOI   IN  CAHAOA 


Corner  Sinicoe  and  Pearl  Streets, 


Toronto,    Canada. 


OL* 
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his  customers  want  in  this  line.  The  assortment  is  varied 
and  while  the  corsets  may  all  be  on  the  same  lines,  there 
is  something  different  about  each  model  that  is  not  noted 
on  the  other.  That  is^  each  designer  features  some  one 
thing  that  another  does  not. 

Another  important  feature  of  the  corset  industry  is 
that  merchants  all  over  the  country  are  becoming  more 
and  more  concerned  about  having  properly  fitted  corset 
departments  so  that  it  is  no  longer  necessary  for  a  woman 
to  have  to  go  to  a  corsetierre  to  be  properly  corsetted. 

A  properly  instructed  force  in  a  retail  coi'set  dejJart- 
ment  'helps  to  enlarge  the  business  and  merchants  ought 
to  well  consider  this  fact^  as  the  corset  industry  is  rapid- 
ly becoming  one  of  the  most  important  branches  in  the 
garment  business.  On  the  corset  depends  every  style  of 
dress  as,  regardless  of  the  natural  figure  of  the  woman,  by 
a  well  fitted  corset  she  is  enabled  to  wear  the  costumes 
which  to-day  call  for  long  lines  in  every  particular.  The 
corset  sounds  the  keynote  of  success  with  the  dressmaker, 
with  the  tailor  and  with  the  garment  manufacturer.  No 
garment  will  look  well  over  a  poorly  constructed  corset, 
regardless  of  the  style  or  make  of  the  gown. 

Style  Indications  for  Fall. 

Usually  a  change  in  the  style  of  corsets  comes  gradu- 
ally, but  this  season  designers  have  not  observed  this  old- 
time  I'ule,  but  are  making  the  corsets  with  lower  busts,  a 
slight  dip  at  the  waist-line  and  changing  the  boning  of 
the  lower  part  of  the  models  to  some  extent.  By  this 
is  meant  that  in  place  of  the  very  high  bust  effects  that 
have  predominated  the  past  season  or  two,  there  is  a 
radical  change  to  the  low  bust-line  w'hich  is  the  new  style 
for  Fall.  The  part  below  the  waist-line  remains  the  same 
except  that  the  break  in  the  boning  is  about  four  inches 
from  the  edge,  instead  of  the  back-boning  extending  the 
full  length  as  formerly  was  noted.  This  enables  the  wear- 
er to  sit  comfortably  as  it  was  simply  impossible  to  do  so 
with  the  long  steel  at  the  back.  The  skirt  part  is  there 
and  that  gives  and  moulds  into  the  figure  and  produces 
quite  a  good  shape.  This  new  departure  will  unquestion- 
ably be  generally  welcomed  since  many  of  the  models 
now  on  the  market  are  boned  so  long  at  the  back  that  they 
are  uncomfortable  and  it  is  ahnnst  inipussible  to  sit  down 
with  one  on. 

While  the  low  bust  does  not  mean  the  extremely  low 
effect,  but  just  medium,  it  will  be  readily  accepted  as  it 
is  a  more  comfortable  style  and  a'so  becoming  for  tiie 
average  figure.  The  dip  at  the  waist-line,  is  also  a  new 
feature  in  some  of  the  Fall  models.  This  is  due  to  the 
return  to  the  natural  waist-line  and  while  that  does  not 
mean  the  waist  is  to  be  larger  on  account  of  this  dip,  so  to 
speak,  this  feature  is  necessary  in  order  that  the  new 
styles  of  custume  may  be  worn  satisfactorily.  The  ten- 
dency is  still  for  small  hips  and  the  long  corset,  but  the 
extremely  straight  figure-line  is  going  to  be  replaced  to 
some  extent  by  the  curve  at  the  waist-line,  the  first  inti- 
mation of  curves  since  the  Directoire  styles  made  their 
appearance. 

Manufacturers  are  also  showing  a  splendid  line  of 
reduso  corsets  that  every  stout  woman  welcomes.  While 
some  of  the  models  are  equipped  with  straps  there  are 
others  that  'have  none  at  all,  but  are  so  perfectly  con- 
structed that  the  straps  are  not  requisite  for  this  purpose. 
There  are  also  all  kinds  of  arrangements  on  the  corsets 
for  reducing  either  the  stout  or  slender  figure.  A  slender 
person  may  have  a  small  waist,  but  large  hips  and  that 
is  where  she  can  make  use  of  such  reduso  arrangements. 

There  is  a  tendency  to  trim  the  corsets  with  embroider- 
ies instead   of  lace.     Manufacturers   are   including  many 


such  trimmed  corsets  in  their  new  Fall  lines  and  they  are 
sure  to  meet  with  favor  in  the  trade.  Hamburg  embroid- 
eries as  well  as  English  eyelet  or  blind  embroidery  are  all 
used  and  they  look  very  well  on  the  top  of  the  models. 
The  trimmed  corset  is  very  much  desired  especially  when 
I  bin  dresses  are  worn  and  the  undergarments  trimmed 
fancifully  with  laces  and  ribbons.  The  corset  is  apt  to 
show  through  the  lingerie,  but  when  trimmed  on  the  top 
does  not  look  like  a  corset,  but  more  like  a  piece  of 
lingerie. 

One  of  the  most  important  items  of  the  corset  is  the 
hose  supporters.  Usually  a  corset  outwears  the  supporters, 
but  there  are  some  new  methods  adopted  in  hose  support- 
ers that  will  outwear  the  corsets.  One  manufacturer 
tries  to  lay  claim  on  some  particular  patent  in  this  regard 
that  another  has  not  got  so  that  there  are  many  kinds  to 
be  found  on  the  market. 

A  corset  should  be  equiiped  with  at  least  four  liose- 
supporters.  Two  in  front  and  two  in  the  back.  For  stout 
figures  six  are  best.  Supporters  attached  to  deep  shaped 
girdles  or  belts  are  taking  very  well  in  the  market  just 
now.  These  are  intended  for  bathing  or  outdoor  purposes, 
however.  These  do  not  hold  the  stockings  up  but  'they 
mould  the  figure  slightly  producing  a  pleasing  effect  with- 
out any  marked  restraint  upon  the  bather's  limbs.  These 
supporters  are  made  of  light  weight  fabric  with  non-rust- 
ing metal  parts. 
(Ready-to-Wear    Department   concluded     on  page  177.) 

It  was  necessary  for  the  firemen  to  flood  one  of  the 
basements  of  the  David  Spencer,  Ltd.,  store,  Vancouverj 
B.C.,  before  a  blaze  which  started  in  the  boiler  -room 
was  overcome.  Considerable  damage  was  done,  but  the 
fire  did  not  interfere  with  business  in  the  chief  portion 
of  the  store. 


THE  ECLIPSE  CLOAK 
COMPANY 


Long  Distance  Main  sygi 
323  ST.   JAMES  ST. 

MONTREAL 

If  you  reqiiii-e  good-fittmg,  well-made  garments 

If  you  need  the  newest  styles  and  the  latest 
7)1(1  fenals  in  the  good  shades 

GRIFFIN  BRAND  Garments  will  help  you 
FALL  SUITS 

There  is  a  growing  demand  for  suits,  and  our  efforts 
are  turned  to  show  you  a  big  line  of  popular  sellers 
in  the  latest   styles    and    newest    materials. 


SKIRTS 

The  latest  styles 
The  best  materials 
Popular  prices 


FALL  COATS 

One  of  our  leaders 

Ladies'  stylish  black,  heavy- 
weight Vicuna  cloth  coat, 
full  lined,  47  in.  long,  a  big 
seller.  Price  $4.50 


Dry  Goods  Review 


R  E  A  D  Y-T  O-W  E  A  R    G  A  R  M  E  N  T  S 


163 


An  Experiment  That  Paid 


A  few  months  ago  a  careful 
dry  goods  merchant  was  induced 
to  stock  a  small  line  of  our 
Misses'  and  Children's  dresses, 
because  he  thought  he  saw  in  it 
a  possibility  of  increasing  his 
profits. 

This  was  purely  an  experi- 
ment. He  had  never  sold  these 
goods  before. 

They  "caught  on,"  though, 
and  sold  well.  His  women  cus- 
j-omers  liked  them,  and  shortly 
afterwards  he  had  to  send  a 
repeat  order. 

He  was  by  this  time  fully  con- 
vinced. He  knew,  because  he 
had  tried  it,  that  our  Misses'  and 
Children's  dresses  in  his  store 
brought  him  bigger  business  and 
more  profits. 

The  natural  result  of  his  con- 
version to  the  Children's  Depart- 
ment Idea  was  that  the  next  time 


our  traveler  called  on  him  he 
placed  a  big  order.  He  bought 
enough  goods  to  stock  the 
splendid  department  he  had  now 
decided  should  be  a  feature  of  his 
store. 

This  is  the  actual  experience 
of  one  merchant  who  gave  the 
Children's  Department  and 
Home  &  Watts  goods  a  fair  trial. 

Your  experience,  if  you  try 
them,  will  be  the  same.  We 
don't  tell  you  in  generalities 
what  can  be  done  with  a  Home 
&  Watts  Children's  Department. 
We  tell  you  what  has  been  done; 

If  you  are  a  wide-awake  mer- 
chant you  will  have  decided  that 
it's  worth  while  to  investigate 
this  profit-promisingdepartment. 

Drop  us  a  line  and  we  will  tell 
you  a  good  deal  more  about  it. 
We  will  tell  you  about  merchants 
who  have  made  money  with  our 
line. 


HOME  &  WATTS,  Limited 


Duncan  St.,  TORONTO 
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DRESS     ACCESSORIES 
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Braids  are  Favored 
For  Trimming 


Fashion's  dictates  must  be 
obeyed.  She  says  now, 
most  emphatically,  that 
BRAIDS  will  LEAD  every 
other  trimming.  So  far  as  you 
are  concerned  this  means  that 
women  will  want  to  buy  braids 
— they  will  demand  them,  and 
the  store  that  has  the  best 
assortment  of  the  newest  lines 
will  get  the  business.  We 
have  anticipated  this  demand 
for  braids,  and  are  showing 
samples  of  the  very  latest  and 
most  stylish  goods— goods 
which  are  going  to  be  in  strong 
demand  this  Fall. 

Your  trimming  trade  should 
be  the  important  part  of  your 
business  during  this  season. 
We  can  help  you  to  make  it 
the  most  profitable. 


LACES  &  BRAIDS 

Manufacturing  Co. 

BRAID  STREET 

TORONTO 
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Latest  Ideas  of  Fashion  in  Dress  Accessories 

New  Scarfs  are  Worked  or  Encrusted  with  Gold,  Silver,  Jet  and 
Crystal— Directoire  Handles  Popular  Feature  of  Parasol  Lines— Dutch 
Collar  Still  Feature  in  Neckwear  Lines  —  Narrow  Ruches    for    Fall. 


Veilings,  Scarfs,  Nets. 

THE  Summer  demand  in  veilings  centres  at  present 
on  fine  meshes  and  small  dots  in  yard  goods. 
Made  veils  and  bordered  goods  for  automobile 
veils  are  selling  exiensivelj'.  The  demand  here 
is  for  light  shades^  and,  as  the  veil  receives  very  hard 
usage,  they  do  not  last  long.  Late  Paris  novelties  come 
in  very  conspicuous  effects.  The  mesh  is  diamond  shape 
and  consists  of  four  or  six  strands,  centred  with  large 
iiregular  blocks.  A  new  veiling  is  of  fine  hexagon  mesh 
much  like  a  hair  net. 

The  outlook  for  dress  nets  is  very  bright  as  the  yoke 
is  still  a  big  feature  in  all  gowns.  The  newer  yokes  are 
made  of  plain,  fine  nets,  also  of  nets  embroidered  in  darn- 
ed effect  with  metal  threads  or  encrusted  with  jet 
beads.  Gold  and  silver  nets  will  be  used  to  veil  the  net 
of  the  yoke. 

The  chiffon  scarf  is  becoming  an  important  adjunct  of 
dress.  It  is  much  worn  with  dressy  toilettes  and  for 
carriage  wear  at  the  present  time.  In  Winter,  its  chief 
use  is  as  a  head  wrap  for  theatre  wear.  The  new  scarfs 
have  worked-in  and  encrusted  patterns  in  gold,  silver,  jet 
and  crystal?     The  pattern   consists  of  simple  allover  de- 


as  it  is  reasoned  that  women  will  wear  Dutch  collars  over 
their  coats  as  they  did  in  the  early  Spring.  Meanwhile, 
every  conceivable  idea  in  Dutch  effects  is  being  put  on  the 


"Middy"  Collar— Shown  by  Ladies'  Wear  Limited,  Toronto. 

signs,  worked   diamonds  and   squares.     Ivory,  black,   and 
rose  are  the  leading'  shades. 


Ladies'  Neckwear. 

The  Dutch  collar  is  still  the  whole  tale  in  ladies'  neck- 
wear, and  is  expected  to  sell  well  on  into  the  Fall  season, 


Fancy  Jabot  made  of    Silk  Ribbon 

and  Plauen   Lace,  with    Fancy 

Buckle  ^  Shown  by  R.    D. 

Fairbairn  Co.,  Ltd. 


Fancy    Stock   Trimmed    with    Gilt 
Ribbon      Shown  by  R.  D.    Fair- 
bairn Co.,  Limited. 


market  and  the  manufacturers  have  quite  as  much  busi- 
ness as  they  can  turn  out.  Five  and  six-pointed  effects 
in  tucked  net  linen  and  pique  are  the  latest  arrivals.  Now 
that  the  heated  term  is  here,  light  lacy  collars  of  net  and 
lace  are  good  sellers. 

Dutch  effects  are  not  only  first  in  the  popular  end  of 
the  trade  but  are  just  as  good  in  the  section  that  buys 
expensive  goods.  Here  it  is  the  collar  of  Irish  crochet  or 
the  one  that  is  trimmed  with  this  lace  that  is  selling. 
Here,  also,  stocks  of  hand-embroidered  trimmed  with 
Irish  crochet  and  Cluny  laces  are  coming  into  vogue. 

Jabots  are  good  at  present  and  promise  to  continue 
their  vogue  over  the  next  season.  A  pleasing  feature  is 
the  strong  demand  for  the  better  grade  of  goods.  High 
and  medium-priced  collars  and  jabots  sell  better  than  the 
cheaper  lines.  This  is  a  feature  which  the  merchant 
should  do  all  in  his  power  to  encourage,  as  it  is  to  his 
interest.  It  costs  just  as  much  to  sell  a  25-cent  collar  as 
one  at  50c  or  75c,  and  the  latter  brings  up  the  profits 
better. 

It  can  hardly  be  said  that  the  expected  drop  has  taken 
place  in  frillings,  for,  contrary  to  expectations  frillings 
have  done  good  business  all  summer,  and  orders  are  com- 
ing in  for  Fall.  The  course  of  the  frilling  business  is  most 
interesting  and  unusal.  They  started  in  with  small,  fine 
ruches  and  pleatings  and  developed  into  heavy  ruches. 
These  have  now  had  their  run  and  for  the  Fall  season 
tlie  narrow  ruches  are  again  in  vogue,  thus  coming  back 
to  the  point  where  they  started.  Bias  folds  are  the  most 
promising  development  at  present   and   often  one  of  the 
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folds  will  be  of  gold  cloth.     Narrow  pleatings  in  net  and 
tinsel  and  in  many  new  effects  are  shown. 


1 

1^^ 

Hk 

^^; 
^^^1 

^^^^H 

1 

1^^^,^^ 

|H 

Dutch    Collar   and   Jabot   made   of  Black  Spotted   Muslin,  Trimmed 
with   Lace  and  Insertion — Made  by  Archer  Mfg.  Co.,   Toronto. 

Taken  altogether  the  Fall  outlook  for  all  kinds  of 
ruchings  is  very  bright.  What  is  to  be  worn  for  Fall  is  a 
matter  for  eager   discussion   at    the   present   time   in    the 


Net   Insertion,   Embroidered   in  Soutache   Effect - 
Konig  &   Stuffmann,  Montreal. 


Shown   by 


did  season  before  the  trade  is  the  opinion  of  all,  but  ideas 
are  in  a  somewhat  unformed  condition. 

Indications,  however,  all  point  to  the  fact  that  a  good 
season  in  fancy  neckwear  is  ahead — much  along  the  same 
line  of  materials  used  three  or  four  years  ago  in  the  palmy 
days  of  the  trade. 

The  stock  collar,  not  in  the  extreme  Gibson  shape, 
but  rounded  out  to  fit  the  contour  of  the  neck  and  chin 
and  higher  at  the  back  seems  to  be  the  accepted  shape. 
These  collars  are  made  and  trimmed  with  chiffon;  silks 
and   ribl)oiis,  Irish   crochet,  Cluny,  and  other  Iieavy  laces, 


neckwear    section,    where    manufacturers    are    busy    with 
their  early  Fall  lines  of  samples.     That  there  is  a  splen- 


Paris  Gown,  showing  the  use   of  the    New   Bead 
and  Bugle  Trimming;  also   Soft  Silk    Em- 
broideries, outlined  with  Aluminum 
Threads. 

and  much  glitter  and  spangle  are  to  be  seen  in  their  dec- 
oration. This  will  take  the  form  of  gold,  silver,  jet, 
crystal  and  pearl.  There  is  truly  a  good  outlook  both  for 
tlie  manufacturer  and  the  retail  trade. 

Separate  jabots  will  be  a  feature  also  and  will  be 
developed  in  net  and  lace,  net  and  jet,  etc.  Some  are  of 
silk  lace  trimmed  and  will  be  shown  in  black  and  colors 
as  well  as  ivory  and  cream.  It  seems  pretty  certain  that 
some  sort  of  Dutch  effects,  most  probablj'  in  silk,  will  sell, 
and  also  stiff  embroidered  turndowns.  But  the  wearing 
of  jabots  will  not  be  dependent  upon  these  articles  being 
in  vogue.    They  will  be  pinned  onto  the  front  of  the  yoke 
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Department  ''E"  Fall  igog 


The  continued  large  increase  in  our    Ribbon    business    is    particularly   g-ratifying. 

For  the  F'all  trade  we  have  a  stock  that  will  certainly  please. 

Early  favorable  contracts  ensure  good  values,  and  we   have   the    wanted   lines  in 
Duchess  Satin  and  Taffeta  Ribbons.  Try  us  for  both  placing  and  sorting  orders. 

LACES   IN  FAVOR 

Guipure  Insertions  and  Bands  are   the   features   we   have   prepared   for    in    Fall 
Trimmings,  and  the  big   demand   fully  warrants   our  selection   of  these  goods. 

FASHION  CALLS  FOR  LACES  FOR  FALL 

Our  stock  comprises  the  latest  ideas  in  Cluny  Laces,    Imitation    Irish    Laces,    Insertions,  AUovers. 

We  always  offer  the  advantage  of  a  choice  from  our  well  assorted 
stock  and  great  variety  o'  lines  carried. 

GREENSHIELDS  Limited      -      MONTREAL 


BELDING'S 

\ % 

Ribbon    Sug'g'estions    for    tKe    Fall    Season  | 

A   new  fashion  and   use  of  ribbons  will   be   Hair    Decorations,    using  ^ 

Soft  Satin  Ribbons.  S 

Directoire   Satins,    Wide    Widths    for    Bows,    Sashes,    Rosettes,    etc.  % 
Taffetas  for  Hair  Bows,  etc. 

Duchess    and    Countess    Soft    Satin    Ribbons    for    Dress    and    Waist 

Trimmings.  % 

We  will  have  a  large  range  of  Baby  and   Holly  Ribbons  for  Fall  and 
^  Christmas  trade. 

®  BEST  VALUES  IN  THE  MARKET  f 

g  LARGE  STOCK  QUICK  DELIVERIES  % 

8  ALL  THE  NEW  AND  FASHIONABLE  SHADES  f 

@     :: : : : ® 

«.»  //    a  ill  Pay    \ou    to   Look  at   Our  Samples,    Before   Ordering  Elsewhere  «*» 

I   BELDING,  PAUL   (Q.   COMPANY,   Limited  | 

^  The  Largest    Ribbon    Manufacturers   in    Canada  @ 

®      MONTREAL  TORONTO  WINNIPEG  VANCOUVER  J 
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B817.     Net  Waist 
in  white  and  ecru. 

$3.50  each 


Sample  of  Net  in 
above  waist 
B847. 


A227. 

Alloverlace,  baby 
Irish  and  spot. 

55c.  per  yd. 

6  yd,  ends. 


A226. 

Vermicelli   effect 
and  heavy  stripe. 

50c.  per  yd. 

6  yd.  ends. 


A228. 

Verniicelli    a  n  d 
Cluny  effect. 

55c.  per  yd. 

6  yd.  ends. 


A215. 

Heavy    Hexagon 
mesh    with   spot. 

65c.  per  yd. 

Cream. 

75c.  per  yd. 

Colors  —  Reseda, 

Black,     Navy, 

Rose. 

6  yd.  ends. 


9290.      $4.50  per  doz. 

Jet  effect.     Elastic  Belt. 


4070       $4.50  per  doz. 

Black  Elastic.     JetCabichon  Buukle. 


LADIES'  WEAR,  Limited,  TORONTO 
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Over  there 


are  illustrated  a  few  lines 
taken  from  our  range  which 
we  submit  as  being  correct 
and  good  value. 

Prospects  in  Canada  for 
Fall  trade  w^ere  never  bet- 
ter and  we  would  advise 
that  merchants  see  our 
salesmen  at  the  earliest 
opportunity  and  thus  be 
prepared  rather  than  be 
disappointed. 

Our  salesmen  are  all 
experts  in  this  particular 
branch  of  the  business  and 
w^ill  be  pleased  to  give 
departments  benefit  of  ex- 
perience if  consulted. 


Ladies'  Wear 

Limited 

Toronto 
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A  Big  Leader  in 

Dutch 
Collars 


DUTCH  COLLAR  AND  JABOT 

No.  982— $2.25  Dozen  Sets 

THIS  collar  in  your  neckwear 
department  will  make  quick 
sales.  The  style  shown  here  will 
be  the  most  popular  of  all  mid- 
summer neckwear  lines. 

This  house  has  demonstrated  its 
ability  to  lead  in  seasonable  neck- 
wear novelties.  We  can  help  you 
to  make  more  profit  from  that 
department.  Order  a  supply  of  the 
leader  shown  here.  They  will  move 
out  quickly. 

Our  range  of  Frillings,  Veilings, 
etc.,  for  Fall  will  embrace  the  very 
newest  goods.  Be  sure  to  see 
samples  our  travelers  show. 

Sandersons  Limited 

66-68  WELLINGTON  ST.  WEST 

TORONTO 


of  the  gown  or  waist  to  fill  up  the  V  left  by  the  coat.  This 
is  the  fashion  adopted  by  the  smart  women  of  Paris  and 
Vienna  to-day. 


Paris  Walking  Suit,   trimmed   with   Tress; 
Braid   and   Pattes   formed  of   Soutache. 


Parasols  and  Umbrellas. 

If  the  weather  has  not  favored  parasols,  it  has  been 
just  the  opposite  with  umbrellas  and  the  manufacturers 
have  been  and  are  exceedingly  busy.  Moreover,  travelers 
out  for  Fall  are  sending  in  large  orders  from  some  sec- 
tions that  are  said  to  be  away  above  what  have  been 
e.xpscted. 

•The  straight  Directoire  handle  is  much  in  evidence, 
12-in.  and  14-in.  being  the  popular  selling  lengths,  though 


Ahead    of   the   Times 


SEE      OUR      LINE      OF 

Dutch  Collars 

SUMMER  NECKWEAR 
FRILLINGS  and  RUCHINGS 

The   Archer  Manufacturing   Co. 

313-315    COLLEGE    STREET,   TORONTO 
PROMPT     SHIPMENT     OUR     SPECIALTY 
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PEWNY'S 


Kid  Gloves 


Our  Stocks  of  Kid  Gloves  for  Fall 


Are  now  arriving  and  we  will  be  able  to  supply  your  Fall 
sorting  wants  promptly.  ^  Our  buyer  is  now  abroad 
placing  advantageous  contracts  for  Spring.  ^  Our  trav- 
elers   will    show    you    the    Spring    line    in    good  time. 


Greenshields  Limited,  Montreal 


THE  ONTARIO  BUTTON  CO, 


BERLIN,    ONT. 


Exclusive  wholesale  button  merchants  and  manu- 
facturers of  all  kinds  of  covered    buttons. 


Our  lines  embrace 
Satin,  Black  and 
Colored  Grosgrain, 
Basket  Weave  and 
Taffeta  Silks,  Vel- 
vets and  wool  ma- 
terials. Silk  Braid 
and  Mohair  Twills 
and  Silk  and  Mo- 
hair Soutache. 


Our  Triplicjte  Box 


We  cover  buttons  to  order 
for  merchants  and  dressmakers 
in  any  size  from  14  to  50  lignes. 

All  Letter  Orders  Promptly  Filled. 


It  is  a 


Fownes 


That  is  all  you  require 
to  know  about  a  ^love. 


Fownes  Bros,  &  Co. 

Coristine  Building, 
MONTREAL 
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KONIG    and 


Manufacturers 


VICTORIA  SQUARE, 


CALAIS 
LYONS 


W 


Insertion,  embroidered  with  fibre  silk  and  tinsel  on  net, 
with  glass  beads  in  the  centre  of  the  flowers. 


Ready  for  Fall 

E  are  spendidly  equipped  for  the  Fall 
season,  and  cordially  invite  retailers 
to  make  an  inspection  of  our  various 
lines — 

Q  All  foreign   markets  have  been  searched  to 
makeourstocks  the  most  complete  in  the  trade — 

^  Careful  buying  of  the  right 
things  is  more  than  ever  necess- 
ary for  the  coming  season, 
fl  Our  assortments  in  the  var- 
ious departments  will  help 
lighten  the  responsibility,  as 
they  embody  the  newest  and 
best  ideas. 

CI  Acordial  invitation  isextend- 
ed  to  you  to  visit  us  when  you 
are  in  the  city. 


Look  carefully  over  our  salesmen  s  samples  from  these  departments 

Laces,  Embroideries,  Trimm- 
ings, Neckwear,  Handkerchiefs, 
Veilings,  Hosiery,  Corsets,    :    : 


BRUSSELS 
NOTTINGHAM 
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STUFFMANN 


and    Importers 

MONTREAL 


Laces  and  Trimmings 
Widely  Used 


^  Fashion  dictates  the  wide  use  of  laces  and  trimming's  for  the 
Fall  season. 

^  Laces,  showing  combinations  of  jet  and  glass  beads,  gold,  silver 
and  steel  effects,  etc.,  represent  the  latest  style  note. 

^  Among  the    new  Fall    trimmings,    we    recommend  jet    beads, 
buttons,  ornaments  and  many  sequin  effects. 

^  These  latest  novelties  are  stocked  by  us 
in  a  large  assortment. 

^  Buying  them  from  us  minimizes  your 
risk  of  unsalable  stock,  and  creates  a  repu- 
tation for  you  of  having  the  newest  goods. 


PLAUEN 
ST.  GALL 


Fall  Neckwear 


^  You  will  appreciate  our  distinctive  range 
of  Ladies'  Fall  Neckwear.  Prominent 
among  the  novelties  shown  are  the  Gibson 
Collar  effects  with  the  points  farther  at  the 
back.  They  come  in  Guipure,  Venice,  etc., 
and  many  are  trimmed  with  beads,  colored 
silk,  etc.      Cuffs  are  shown  to  match. 

^  We  are  also  showing  a  beautiful  range  of  Coat  Collars  and 
Cuffs  to  match  in  many  new  effects. 

^  The  new  range  of  Laces  and  Trimmings  exemplifies  our  unique 
buying  facilities,  and  our  determination  to  give  you  the  latest 
novelties  at  the  earliest  possible  moment. 

We  maintain  at  all  times  a  large    and 
varied   stock  for  your  convenien  ce. 


Insertion,  Silk  Embroidered  on  net 
with  jet  ornaments. 


PARIS 

LONDON 

NEW  YORK 
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NOVELTIES    IN    WAISTS,   DRESSES    AND   SKIRTS. 


R.  D.  FAIRBAIRN  CO.  LIMITED    .    107.Siincoe  St.,  Toronto. 
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A  FEW  OF  OUR  ADVANCE  STYLES  AT  SPECIAL  PRICES 


R.  D.  FAIRBAIRN  CO.  LIMITED 


107  Simcoe  Street,  Toronto 
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tliey  are  shown  up  to  18-in.  in  Iciigtli.     That  is  the  extent  and  silks.    Old  rose,  wistaria,  serpent  green,  myrtle,  taupe, 

of  the  length  in  domestic  lines,  but,  in  the  United  States,  etc.,   will   figure   among   the   fasliionable  shades  for  Fall 

longer   handles   are   shown.      The   handles   are   especially  trade,  while  of  course,  there  is  the  usual  demand  for  staple 

attractive  with  the  straight,  plain  green  ebony  handle  as  colors, 
the  one  best  liked  on  classy  goods.     This  wood  is  shown  ^ 

The  Glove  Situation. 

Glove  importers  have  had  more  than  their  share  of 
worry  regarding  cancelled  and  returned  long  fabric  and 
kid  gloves.  In  many  cases  retailers  have  acted  in  a  very 
high-handed  way,  simply  returning  the  gloves  without  any 
explanation  excej^t  a  memo  of  the  quantities  and  request- 
ing a  credit  note.  This  has  caused  a  good  deal  of  fric- 
tion and  suggests  to  wholesale  importers  the  advisability 
of  co-operation.  It  is  evidently  very  hard  to  know  when 
an  order  is  an  order.  In  the  face  of  cancellations  of  the 
general  trade,  store  like  Eaton  and  Simpson,  of  Toronto, 
Eaton  in  Winnipeg  and  David  Spencer,  Vancouver,  have 
been  buying  big  quantities  of  long  gloves.  In  this  connec- 
tion one  of  the  novelties,  which  has  been  introduced  to 
retain  the  popularity  of  long  gloves  is  a  20-button  length 
silk  glove,  tucked  and  closed  with  buttons  to  represent  a 
tucked  mou.squetaire  sleeve.  This  glove  may  be  worn 
either  with  short  sleeves,  or  pulled  over  a  long  close 
fitting  sleeve,  as  it  is  made  loose  enough  for  that  purpose. 
These  gloves  come  in  the  neutral  sliades,  white,  black, 
champagne,  pongee,  mode,  and  pearl  grey. 

Fall  orders  for  kid  gloves  are  chiefly  for  the  wrist 
lengths,  with  of  course,  the  usual  call  for  the  very  long 
gloves  for  evening  wear.  Staple  shades  are  chiefly  in  de- 
mand. White  gloves  have  sold  remarkably  well  for  the 
Fall  season,  and  there  has  been  a  good  demand  for  cham- 
pagnes and  modes.     Tans  are  the  big  sellers.     Glaces  are 

in  the  majority,  but  there  is  a  marked  increase  in  the  de- 
Long  Silk  Glove  showing  Tucked  Mousquetaire  Effect                                     ,     «               ',                            o  .1  1     •  1    1  ^i  j< 
-Shown  by  the  Paris  Kid  Glove  Store,  Montreal.                              "^^"f^    fo^'    ^""^'^S-    "^Ol'^"    of  these    being    taken     than     for 

several  seasons  past. 

variously    mounted    and    is    particularly    attractive    when  Chamois  gloves  for  outing  wear  have  been   doing  ex- 

combined  with  the  new  engraved  or  etched  silver.     Direc-      ceptionally  well,  and  there  is  a  cape  glove,  with  a  strap 
toire  handles   in   engraved   silver  are  shown   and  various      nnd  buckle  nt  the  wrist  which  has  met  with  favor, 
combinations  of  silver  and  colored  pearl.     Colored  pearls 
are   a  happy   combination   with    rolled   gold   plate.      Box- 
wood, snakewood  and  partridgewood  handles,  both  plain 
and  mounted,  are  shown. 


Ribb 


ons. 

Ribbon  deliveries  are  still  unsatisfactory  as  a  whole. 
Importers  who  placed  orders  early  are  not  experiencing 
much  difficulty  in  this  respect,  but  buyers  who  delayed 
orders  find  that  they  cannot  get  the  goods  as  soon  as  they 
want  them.  Manufacturers  of  ribbons,  particularly  of 
the  better  class  goods  are  asking  for  four  and  five  months 
delivery  instead  of  the  usual  two  and  three.  Prices  are 
about  10  per  cent,  higher  than  a  year  ago,  but  are  steady 
at  present.  If  any  change  takes  place  it  will  be  upwards. 
Orders  for  Fall  were  good,  buyeis  evidently  realizing  the 
value  of  early  orders. 

For  the  high  class  trade,  satin  ribbons  will  have  the 
preference.  Moires  are  coming  to  the  front,  on  account 
of  the  vogue  for  moire  silk.  Country  trade  is  taking 
more  of  the  taffeta  than  moire  or  satin.  There  is  not  a 
great  deal  of  fancy  ribbons  in  demand. 

There  has  been  an  astonishing  demand  for  velvet  rib- 
bons, and  though  this  has  abated  somewhat,  it  is  expected 
that  it  will  again  be  strongly  to  the  fore  for  Spring  trade, 
1910. 

Colors  will  run  on  the  prominent  shades  iii  dress  goods 
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Net  Insertion,   Embroidered  with   two  Sizes  of   Beads 
—  Shown   by  Konig  &   Stuffmann,  Montreal. 

Importers  state  that  orders  for  Fall  were  exception- 
ally good,  and  that  repeats  are  already  coming  in  in  good 
quantities.  The  only  difficulty  seems  to  be  a  scarcity  of 
goods.  Prices  are  back  to  normal,  but  recent  advices  from 
Grenoble  state  that  there  has  been  a  slight  increase,  and 
that  further  advances  may  be  looked  for.     This  is  prob- 
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ably  due  to  the  fact  that  stocks  were  low,  and  merchants 
have  been  scrambling  for  short  goods.  Another  condition 
which  has  likely  had  something  to  do  with  it,  is  the  diffi- 
culty in  getting  sewers.  There  is  no  difficulty  in  getting 
cutters,  but  sewers  are  hard  to  secure.  The  increase  iu 
prices  will  not  likely  aft'ect  retail  selling  before  Spring. 
The  American  market,  in  view  of  tariff  changes,  has  been 
taking  all  the  available  supply  of  gloves  for  Fall.  Whole- 
sale importers  are  becoming  anxious  regarding  their  Fall 
stocks. 

Trimmings,  Braids  and  Buttons. 

(Staff    Correspondence.) 

New  York,  July  2. — The  vogue  f(u-  jet  is  perhaps  the 
most  dominant  feature  of  the  season  in  trimmings  and 
buttons.  While  to  some  extent  much  use  has  already 
been  made  of  jet,  it  has  not  become  general,  owing  to  the 
shortage  in  the  supply. 

Fall  and  Winter  are  better  sea^'ons  for  jet  trimmings 
and  this  season  they  will  be  more  extensively  employed 
than  they  have  been  heretofore.  Jet  will  be  seen  in  milli- 
nery decorations,  hair  ornaments,  buttons  and  trimmings 
of  all  kinds.  Importers  are  bringing  over  many  jet  but- 
tons and  combinations  of  jet  and  metal  effects  in  their 
new  Fall  lines.  The  demand  exceeds  the  ^■upply  in  jet,  but 
those  who  have  been  successful  in  seeurini;'  the  ij'oods  are 


Lace    Stock    Trimmed    with     Guipure 

Medallions  and  Gilt  Braid— Shown 

by  R.  D.   Fairbairn  Co.,  Ltd. 

advancing  the  prices  extensively.  AVhile  there  will  be  a 
big  demand  for  jet  buttons,  there  are  many  new  novelties 
that  are  also  being  brought  out  in  other  style  buttons, 
such  as  the  pdished  wood  buttons  which  are  very  new. 
These  come  in  all  shapes  and  sizes  and  are  very  pretty. 
The  colorings  are  beautiful  in  the  wood  buttons. 

Moire  trimmings  and  buttons  will  also  come  in  for 
their  share  of  popularity  especially  on  cheaper  gowns  and 
suits.  Satin  trimmings  are  expected  to  have  some  recog- 
nition for  pipings  and  buttons. 

Braided   nets   will   be   good   for  yokes   and   sleeves   of 

costumes.     Soutache    rat-tail  braid  or  cord  are  used  for 

such  purposes  in  both  silk  and  cotton  effects.  The  gold  and 

silver  nets  form  the  foundations  of  some  of  these  effects. 

♦ 


READY-TO-WEAR  GARMENTS. 

(Concluded    from    page    162). 
Underskirts. 

Underskirt  manufacturers  are  exceedingly  busy  and 
there  is  a  fear  in  some  quarters  that  they  have  oversold 
their  product.  One  reason  for  this  is  that  they  are  find- 
ing deliveries  of  desirable  fabrics  slow. 

Taffetas  are  back  in  their  usual  place  in  underskirt 
lines,  and  the  taffeta  petticoat  is  first  fa.vorite.  Manufac- 
turers   this   season    are   showing   models   in    both    a    soft- 


finished  and  a  rustling  taffeta  and  the  buyer  may  make 
his  choice.  Moires  are  selling  well  and  there  are  indiea.- 
tions  that  shot  taffetas  are  to  connnand  attention  later. 
Some  of  the  large  buyers  are  sampling  shots,  and  express 
themselves  as  having  faith  in  their  future  development. 
There  is  this  in  favor  of  shots — they  will  match  or  tone 
in  with  more  gowns  than  the  plain  fabric. 

Moirett^s  are  selling  well,  and  sateen,  as  usual,  has 
a  big  call  in  low-priced  goods.  To  English  taffetas  is  ac- 
corded each  season  more  favor.  'This  fabric  has  the  feel 
and  rustle  of  silk  at  a  material  reduction  in  price.  It 
gives  extremely  good  wear,  and  forms  in  every  way  an 
extremely   good   petticoat   fabric. 

The  comfort,  smartness  and  convenience  of  the  knit- 
top  petticoat  is  well  known  in  the  United  Sta,tes,  and  the 
price  consideration  has  been  what  has  always  stood  in 
the  way  of  a  big  development  in  Canada.  Knit-top  petti- 
coats are  now  made  here,  and  the  firm  handling  them  are 
doing  a  rapidly  increasing  business.  The  knitted  tops  are 
so  made  that  they  cannot  sag,  and  come  in  cotton,  cot- 
ton and  wool,  and  silk  knitted  fabric,  while  tafieta,  moire 
and  English   taffeta  are  used  for  the  flounce  part. 

There  is  a  Canadian  skirt  on  the  market  for  which 
a  number  of  good  points  are  claimed,  the  chief  of  which 
is  that  it  does  not  have  to  be  stocked  in  different  waist 
sizes.  The  skirt  fastens  at  the  side  and  when  first  put 
on  by  means  of  a  clever  a,rrangement  of  eyelet  holes  and 
a  patent  hook,  an  inverted  boxpleat  is  formed  at  the 
back  that  regulates  the  size  of. the  waist.  Once  adjusted, 
there  is  no  further  trouble,  nor  is  there  any  fulness  nor 
bunchiness  at  any  point.  This  device  is,  of  course,  pat- 
ented. 

•i- 

Juvenile  Garments. 

By  having  the  garments  in  stock,  and  by  judicious  ad- 
vertising and  pushing,  a  large  business  in  the  children's 
wear  section  ought  to  result  during  August.  At  that 
time,  if  properly  shown  and  handled,  children's  gar- 
ments ought  to  sell  well,  for,  after  a  month  or  six  weeks 
of  strenuous  holidaying,  the  mother  is  beginning  to  think 
of  the  needed  preparations  for  the  opening  of  school. 
Early  August  is  the  time  for  the  window  trimmer  to  get 
busy  and  put  in  a  few  windows  featuring  the  line,  and 
if  he  develops  some  feature  in  connection  that  points 
clearly  to  the  passing  of  the  holidays  and  the  return  to 
school,  so  much  the  better. 

* 

Banking  Accommodaion. 

It  is  a  para,dox  that  the  good  suffer  with  the  bad 
many  times.  This  is  particularly  true  in  regard  to  the 
banking  accommodations  extended  manufacturers  and 
wholesalers  in  many  centres  of  Canada,  but  particularly 
in  Montreal.  In  recent  years  Montreal  has  had  several 
bad  failures,  and  a  few  weeks  ago  a  pa,rticularly  bad  one. 
This  is  doubtless  the  reason  for  banks  going  the  limit 
(HI  the  question  of  security.  Several  manufacturers  find 
that  they  are  handicapped  by  the  banks  insisting  upon  a 
percentage  of  collateral  that  ties  up  capital.  It  is  a 
common  thing  for  manufacturers  who  use  customers' 
paper  to  put  up  25  per  cent,  or  more  than  the  amount 
which  is  put  down,  even  upon  paper  which  is  considered 
good. 

The  criticism  is  made  that  drastic  treatment  of  manu- 
fucturers  by  the  banks  has  forced  many  firms  into  liqui- 
dation as  the  only  solution  of  their  trouble.  It  is  con- 
tended that  if  these  firms  had  been  given  more  reasonable 
bankiug  accommodation  they  would  soon  have  reached 
the   point    where    they    would    not    have   required   it 
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"EXCELDA" 

Handkerchiefs 

Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  good  article  com- 
mands respect  from 
your  customers  and 
increases  your  business 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

''EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 

Please  mention  The  Revieiv  to  Advertisers  and  Their    Travelers 


Interior  of   Blumenthal's   New  Branch  Store,  Montreal. 


Men's    Clothing    and    Furnishings   News 

Greys  Promise  to  be  Prominent  Feature  in  Spring  Lines  of  Men's 
Woolens  —  Mills  are  Busy  on  Fancy  Worsted  and  Late  Orders  will 
Undoubtedly    Meet  with  Poor  Delivery— The  Situation  in  Chemnitz. 


WHOLESALE  woolen  men  have  had  a  record 
season.  The  letter-order  business  has  been 
exceptionally  good,  and  this  indicates  that  a 
good  many  merchants  are  merely  buying  as 
they  want  stock.  The  wholesaler,  therefore,  has  had  to 
carry  heavier  assortments  than  usual,  but  it  is  evident  that 
for  Fall,  placing  will  be  conducted  on  a  more  liberal  plr.n. 
One  thing  is  also  certain,  that  the  people  who  have  not 
bought  well  for  Fall  requirements  are  going  to  find  it 
difficult  getting  deliveries.  The  manufacturers  of  fancy 
worsteds  are  very  busy,  and  in  more  than  one  house,  it  is 
found  that  repeat  orders  cannot  be  filled  in  less  than  two 
months  from  the  time  actually  required. 

A  glance  at  Fall  sample  books  shows  that  the  greater 
run  has  been  on  greens  and  browns. 


Gray  for  Spring. 

For  Spring,  the  indications  are  that  greys  will  have  an 
unusual  emphasis.  A  number  of  very  fine  samples  were 
seen  in  a  bluish  or  slatish  cast  of  a  two-tone  self  effect 
with  faint  lines  of  color.  Light  colors  are,  at  any  rate, 
the  chief  feature  of  Spring  lines  already  shown.  The  op- 
inion is  expressed  by  some,  that  the  time  is  not  far  dis- 
tant when  tweeds  will  come  to  their  own  in  a  gi'eater  de- 
gree than  is  evident  at  present.  One  reason  for  such  a 
prophecy  is  the  present  high  price  of  fancy  worsteds.  In 
the   Old   Country,  this   tendency  is  said   to  have  become 


noticeable,   and    Spring   lines   are   featuring  Bannackburn 
'weeds. 

In  worsted  lincSj  while  checks  have  some  prominence, 
they  are  almost  invariably  over-striped.  Pick-and-pick 
mixtures  have  a  good  showing.  These  are  varied  some- 
what by  a  divergence  of  weave,  forming  a  stripe.  Green- 
ish grey  is  also  considered  a  good  tone  in  these  patterns. 


Spring  Clothing  Lines. 

Among  clothing  manufacturers,  grej's  are  also  being 
well  considered  for  Spring  lines.  Fall  "business  has,  judg- 
ing from  first-hand  reports,  been  very  satisfactory.  Manu- 
facturers are  not  giving  publicity  to  Spring  designs  as 
yet,  but  it  is  promised  that  the  novelty  which  has  marked 
the  past  two  seasons  is  not  going  to  be  relinquished.  It 
would  seem  that  the  limit  had  been  reached,  and  in  fact, 
there  are  those  who  declare  that  the  time  has  come  for  a 
relapse  of  what  they  refer  to  as  "saner  things."  Smart- 
ness, it  is  pointed  out,  is  the  great  essential  in  the  young 
man's  clothes  at  the  present  time,  and  in  retaining  this 
the  Canadian  manufacturers  cannot  be  accused  of  over- 
stepping the  mark  set  by  propriety.  As  the  head  of  one 
house  put  it.  "Our  novelty  goods  have  taken  well,  but 
you  may  say  that  for  next  Spring,  as  for  any  season,  every 
taste  and  temperament  is  being  considered  to  the  fullest 
extent  possible." 
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THE  BEST 
WATERPROOF  COLLAR 

for  you  to  sell  is  tbe  collar  your 
customers  want  to  buy.  There  is  just 
one  collar  which  meets  this  description. 
It  is  the  Challenge  Brand  — The  Arling- 
ton. We  create  a  demand  for  you  for 
this  collar,  and  this  demand  is  con- 
stantly growing  because  the  man  who 
once  wears  one  always  wants  the  same 
collar.  The  reason  for  this  is  that  they 
are  more  like  linen  than  any  collar  ever 
made;  same  dull  finish  and  the  same 
linen  texture.  No  linen  collar  has  more 
correct  style  than  the  Arlington. 

You  cannot  afford  to  risk  your 
reputation  as  a  merchant  by  selling 
inferior  goods.  Every  collar  you  sell 
which  disappoints  your  customer  hurts 
you.  This  is  one  of  the  fctrongest  rea- 
sons why  you  should  sell  the  Arlington 
collar.  Your  jobber  can  fill  your  orders 
for  our  goods. 

We  also  manufacture  Arlington 
Collar  Supporters,  Dressing  Combs, 
Fine  Combs,  Martingale  Rings  and 
Harness  Loops,  and  all  in  the  Arlington 
quality  — the  best. 

SPECIAL  NOTICE. 

A  handsome  outside  Collar  Case, 
made  of  the  finest  British  Plate  Glass 
and  the  choicest  quarter  cut  oak,  given 
away  absolutely  free  to  dealers  using 
Arlington  Challenge  Rubber  or  Pyralin 
Collars  and  Cuffs.  Write  our  agents  re 
conditions,  which  are  most  reasonable. 

The  Arlington  Company 
of  Canada,  Limited 


54-56  Fraser  Ave. 

Western 

J.  A.  Chantler  &  Co. 

Toronto 


Toronto 


Representatives 


Eastern 

Duncan  Bell 

Montreal 


The  New  Hosiery. 

Wholesali  IS,  of  men's  furnishings  who  have  retuiae.l 
from  Eiivopc,  where  they  have  been  purchasing  Spring 
stocks,  state  ,bat  a  somewhat  interesting  study  Is  piTis- 
entered  by  the  CJhemnitz  hosiery  makers.  Canadian  buyers 
Lave  bought  heavily,  but  representatives  of  large  United 
States  houses  hfid  done  little  placing,  preferring  rather  to 
wait  until  the  tariff  situation  at  home  had  assumed  more 
definite  shape.  It  is  predicted  that,  should  there  be  an  ad- 
dition of  20  per  cent.,  ad.  valorem,  it  will  practically  wipe 
out  the  United  States  import  trade  on  .$2.25  lines,  owing  to 
the  advantage  thus  placed  in  the  hands  of  home  manufac- 
turers. For  immediate  use,  however,  large  shipments 
have  been  made  and  rushed  in  order  to  tnke  advantage  of 
l^resent  conditions.  The  German.^  natural'y  view  the  pro- 
])nsed  tariff  changes  very  seriously  and  declare  that,  since 
the  line  referred  represents  their  best  effort  in  that  grade, 
I  hey  cannot  be  expected  to  bear  any  share  of  the  burden. 
There  is  considerable  talk  of  favored  nation  relationship 
with  Canada,  and  one  buyer  stated  that  he  heard,  from 
a  somewhat  authoritative  quartei',  that  some  such  ar- 
rangement as  that  was  expected  befoi'e  the  new  year. 
The  German  manufacturer  looks  upon  Canada  as  a  market 
of  great  promise,  and  tariff  concessions  are  therefore 
greatly  to  be  desired. 

Referring  to  the  agitation  which  is  now  going  on  in 
llie  United  States  by  way  of  protest  against  the  mon- 
opolistic tendencies  of  the  Payne  Tariff  Bill,  a  manufac 
turer  of  Canadian  hosiery  stated  that  while  he  and  his 
wife  were  going  through  a  large  Chicago  store,  recently, 
they  were  each  given  an  oportunity  to  sign  one  of  the 
petitions  of  protest.  It  appears  to  make  no  difference 
wliether  the  signatures  are  those  of  people  residing  in  the 
United  States  or  not,  or  whether  they  be  at  all  interested 
in  the  points  of  dispute.  Petition  after  petition  has  been 
rushed  to  Washington  from  every  part  of  the  country, 
and  if  the  Bill,  as  originally  framed,  passes,  it  would 
appear  to  be  against  the  unmistakably-expressed  wishes 
(if  the  free  and  united  people  of  the  great  republic. 

Plain  Colors. 

To  ask  a  returned  buyer  what  the  outstanding  feature 
of  next  Spring's  hosiery  lines  are,  is  to  receive  the  almost- 
in variable  answer,  "Plain  colors."  Thus  far,  it  would 
appear  to  be  a  repetition  of  last  season,  but,  in  higher 
grades,  at  least,  splashy  embroideries  will  be  eliminated. 
The  plain  ground  and  neat  clocks  will,  it  is  pointed  out, 
form  a  reasonably  striking  combination  in  lisle  and  cotton 
footwear.  Breaking  away  from  the  plain  effects,  vertical 
stripes  will  be  good  style.     Jacquards  are  also  favored. 

While  prices  on  the  Chemnitz  market  are  said  to  be 
quite  satisfactory  at  the  present  time,  it  is  stated  by 
some  that  there  is  a  likelihood  of  an  early  advance.  The 
mills  have  their  business  fairly  well  in  hand  and  deliveries 
are  expected  to  be  good.  In  the  cashmere  market,  prices 
are  said  to  be  somewhat  firm,  owing  chiefly  to  the  same 
condition  in  the  wool  market.  Engli.sh  mills,  it  is  stated, 
have  by  no  means  experienced  a  recovery  to  normal 
things.  Enquiry  among  the  wholesale  and  retail  trade, 
however,  shows  some  recent  improvement,  and  this  was 
generally  I'egarded  as  an  indication  of  better  things. 

Men's  Spring  Gloves. 

Men's   fabric  gloves  for  next   Spring  still  indicate   a 
preference  for  greys  and  chamois.     Buyers  interested  in 
(Continued  on  page  i88.) 


Rock  Island,  Que.,  a  Progressive  Manufacturing  Centre 

Eight  Pretentious  Factories  Manufacturing  for  the  General  Dry  Goods 
Trade  —  Natural  Advantages    Available    for    Industrial    Development, 


BOOT   luaiuifac'liiriiig  gave   Rock  Island  its   reputa- 
tion,   and    manufacturing    for    the    general    dry 
goods  trade  is  sustaining  and  increasing  the  re- 
nown of  this  energetic  Quebec  Province  village. 
Every  general   dry  goods  merchant  in  Canada  knows  of 
one  or  more  Rock  Island  manufacturers. 

There  are  in  Rock  Island  eight  pretentious  factories, 
manufacturing  for  the  general  dry  goods  trade,  four  of 
these  nuiking  overalls,  one,  shirts;  one  ready-to-wear  gar- 
ments; one,  suspenders;  and  one,  horse  clothing,  besides 
the  Lay  Whip  Co.,  (the  largest  whip  manufacturers  in 
Canada)  and  Butterfield  &  Co.,  (exporters  to  all  parts  of 
the  world  of  taps  and  dies).  This  is  quite  a  formidable 
list,  and  hard  to  apjiroach  in  Canada  for  a  community 
anywhere  near  equal  size. 

Rock  Island  is  thirty-two  miles  from  Sherbrooke  on 
the  B(  ston  &  Maine  Railroad,  and  104  miles  from  Mon- 
treal. In  the  accompanying  illustration,  the  post,  the 
line  between  the  two  door-ways  mai-ks  the  boundary 
between  Canada  and  the  United  States,  and  betAveen  Rock 
Island,  Que.,  and  Derby  Line,  Vt.,  and  also  divides  the 
American  and  Canadian  Express  Companies.  Adjoining 
Rock  Island  on  the  other  side  is  Stanstead,  Quebec.  Rock 
Island  has  a  population  of  1,500,  and  Stanstead  and  Derby 
Line  have  1,000  each. 

An  Unusual  Development. 

The  causes  leading  up  to  such  an  unusal  development 
of  manufacturing  in  so  small  a  centre  of  population  rest 
in  the  character  of  the  nuMi  who  are  to-day  managing  the 
several  factories  and  the  fact  that  the  Boston  &  Maine 
railroad's  freight  arrangement  with  the  Canadian  Pacific, 
Grand  Trunk  and  Quebec  Central  roads  is  such  that  this 
point  is  not  handicapped  by  a  differential  that  would 
remove  Rock  Island  from  the  field  as  a  competitor.  An- 
other very  important  factor  in  the  present  status  of  these 
factories,  is  that  they  had  very  humble  beginnigs,  and  are 
the  result  of  slo-n,  conservative  growth^  and  to  this  one 
idea  is  largely  due  the  present  sti-engtb  and  I'eputation  of 
these  enterprises. 

The  present  managers,  even  the  foreman  of  depart- 
ments have  grown  up  with  each  business.  One  concern 
lost  a  traveler  by  death  recently,  that  had  been  selling 
Rock  Island  productions  for  more  than  40  years.  The 
secret  of  the  success  of  Rock  Island  products  rests  after 
all  in  the  one  idea  that  has  been  the  shibboleth  of  every 
maker,  and  that  is  quality. 

The  natun'l  beauty  of  Rock  Island  is  hard  to  equal. 
It  is  built  high  upon  a  p'.ateau,  practically  surrounded  by 
forks  and  waterfalls  of  the  Tomifobia  River — thus  its 
name — Rock  Island.  The  county,  Stanstead,  is  known  as 
the  flcwer  garden  of  the  Eastern  Townships,  and  th'is 
Rock  Island  supports  several  good  general  stores,  that 
have  been  famous  in  at  least  three  cases  before  the  civil 
war  in  the  United  States. 

The  existence  of  the  village  dates  back  well  over  100 
years.  It  was  settled  by  Yankees,  when  the  location  was 
on  the  stage  route  between  Sherbrooke  and  Boston.  It 
is  one  of  the  few  Quebec  villages  that  have  retained  their 
English  preponderance  in  population. 

It  is  not  difficult  to  understand  the  attraction  of  Rock 
Island  for  manufacturing  purposes.  The  Council  has  al- 
ways been   liberal     (exemption   from   taxation)    abundant 


water  jxiwer  is  available  al  infinitesimal  cost,  and  labor 
enjoys  light  and  airy  factories  in  exceptionally  healthy 
surroundings.  This  has  attracted  a  progressive  lot  of 
manufacurei'es  of  the  self-made  man  type. 

First  Boot  Factory. 

Rock  Island  has  always  been  a  manufacturing  village. 
Sixty  years  ago  a  Rock  Island  boot  manufactiii-er  sent 
travelers  to  call  upon  the  retail  trade.  This  was  the  first 
boot  factory  in  Canada  to  do  so.  Soon  several  boot  fac- 
tories started  in  Rock  Island,  and  the  village  attained  a 
reputation  as  a  boot  manufacturing  centre.  They  all  made 
the  famous  long  boot,  which  came  to  be  known  as  the  Rock 
Island  boot.  Factories  like  those  of  Chas.  Pierce,  A.  T. 
Foster  &  Co.,  James  Brodie  &  Kelsie  (afterwaixls  sold 
and  moved  to  Montreal,  what  is  now  the  Ames,  Holden 
Co.,  Ltd.),  Joiidro  &  Coodhue,  Hall  &  Jondro,  and  Wm. 
Jondro,  did  a  splendid  business,  (fradually  as  the  de- 
mand for  this  class  of  boot  lessened  they  withdrew  from 
business. 

Other  industries  that  Rock  Island  has  boasted  are 
a  book  bindery,  foundry,  plow  factory   cigar  factory,  felt 


Post  marks  houndry  between  Rock  Island,  Quebec,  and  Derby  Line,  Vt. 

hat  factory,  comb  factory,  tannery,  etc.,  etc.     All  of  these 
did  well.     In  fact  failures  are  unknown  in  Rock  Island. 

The  present  factories  had  a  beginning  over  26  year.s 
•igo.  and  in  the  order  of  their  standing  are  briefly  re- 
viewed. 

The  Standard  Mfg.  Co. 

William  M.  Pike,  the  present  owner  of  the  Standai'd 
Mfg.  Co.,  is  the  pioneer  overall  manufacturer  in  Rock 
Island,  having  started  to  manufacture  overalls  over  twenty 
years  ago. 

The  story  is  told  of  how  Wni.  M.  Pike  and  his  biotiier 
and  Mr.  Whitcher  (avIio  sold  his  business  to  the  Peerless 
Overall  Co.,  last  year),  dicussed  the  advisability  of  manu- 
facturing in  Rock  Island.  After  a  lengthy  discussion,  it 
was  decided  that  overalls  offered  a  fruitful  field  in  Can- 
ada. Straigthway  they  procured  samples  of  American 
lines,  made  patterns  and  sent  out  samples  locally.  The 
result  encouraged  Wm.  Pike  and  his  brother,  who  were 
running  a  general  store,  to  commence  overall  manufactur- 
ing. The  Standard  Manufacturing  Co.  's  business  'has  al- 
ways been  healthy  and  flourishing.  They  manufacture  a 
general  line  of  overalls,  coats,  pants,  shirts,  etc.,  and  the 
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Globe  SuspenderCo 

ROCK    ISLAND, 
P.Q 


GLOBE  SUSPENDERS 

FILL  EVERY  SUSPENDER  WANT 

For  all  purposes  and  all    seasons   there   are  the  Globe 
Suspenders    for  your    customers. 

From  $1.00  to  $12.00  Doz.     Best  $2.00,  $2.25,  $4.00  and  $4. .SO  shown  in  Canada. 

Globe  Suspenders  are  priced  right,   look  right  and  are  right. 

HERE'S     THE     PROTECTION 
we  give  you   and  your  customers  : 

Manufacturers"  Guarantee 

THIS  SUSPENDER  IS  WARRANTED 
TO  WEAR  TO  THE  SATISFACTION 
OF  THE  PURCHASER,  IF  FOR  ANY 
REASON  IT  FAILS  TO  DO  SO.  MAIL 
IT  TO  US.  WRITING  YOUR  NAME 
AND  ADDRESS  PLAINLY  UPON  THE 
PACKAGE.  AND  IT  WILL  BE  RE- 
TURNED TO  YOU  IN  GOOD  CON- 
DITION. FREE  OF  COST. 


ROCK    ISLAND, 
PC 


WIZARD 


THREE    SPECIAL    LINES 
POLICE 


^l^j^ENDERS  MADE 

OUST       ,^N  CANADA 


GUftRANTEEO  TO  GIVE 
PERFECT  SATISFACTION 
TO  THE  WEARER 


Globe  SuspenderCo 

ROCK    ISLAND, 


HUB 

SPECIAL  STRONG  BRACES 
Double  piece  at  back,  $4.50  Doz. 


Our  salesmen  cover  all  Canada.    Look  at  their  samples,  or  let  us  know  your  wants- 

GLOBE  SUSPENDER  CO.  -   Rock  Island,  Que. 

Manufacturers  of  Globe  Suspenders  and  Wholesalers  of  Up-to-date  Men's  Furnishings 


Eagle 
Brand 
Shirts 


Eagle 
Brand 
Shirts 


The  range  for  Spring,    1909,   will   be   shown 
early  in  September.      Wait  for  our  traveller. 


Ea^le  Brand  Shirts  sell  at 
popular  prices.  The  ran^e 
of  ne^li^ees  from  $6.50  to 
$12.00  deserves  your  atten- 
tion. 


Ea^ie  Brand  Shirts  are  noted 
for  their  exclusive  patterns. 
They  are  accurately  cat,  and 
the  workmanship  is  always 
accurate. 


Eagle  Brand  Shirts  will  build  your  shirt  business, 
and  make  you  satisfactory,  permanent  profits. 
The  samples  are  convincing.  Will  you  get  on 
our  visiting  list  .'* 


MONARCH  SHIRT  COMPANY, 


Rock  Island,  Que. 
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Progressive 
Merchants 

from  Halifax  to  Vancouver 
will  be  interested  in  Mocris 
Taffeta. 

Interested  because  Ave 
control  this  stock  ab- 
solutely. 

Interested  because  you 
may  control  it  ab- 
solutely in  your  respec- 
tive locality. 

Interested  because  it  is 
made  into  Duchess 
Brand  Petticoats. 


o^^^^^ 


TRADE  MARK. 


TRADE   MARK. 


Quality  wins  because  the  world  demands  it. 

With  *' Mocris "  Taffeta  made  into  Duchess  Petticoats  you  have 
Quality  and  Perfection. 

Quality  has  been  our  aim  in  securing  the  newest  as  well  as  specially 
woven  fabrics  for  our  petticoat  trade. 

Perfection  in  design  to  meet  the  demands  of  the  most  exacting; 
thus  these  two  features  are  united  in  making  the  Duchess  Brand 
Petticoats  the  most  substantial  line  for  any  retailer  to  tie  to. 

Our  special  fabrics  are  "  Mocris  Taffeta,"  Heatherbloom 
Taffeta,  as  well  as  a  number  of  imitations  that  are  worthy  a 
place   in    the   list,    sateen,   moreen,    silk   taffeta,  and    others. 

Our  proof  that  we  have  produced  the  goods  that  were  wanted 
is  the  fact  that  1909  sales  exceed  1908  to  date  over  40  %. 
This  increase   includes    our    Petticoat   and   Wash   Suit  business. 

And,  speaking  of  Wash  Suits,  just  wish  to  say  that  we  intend 
making  our  new  spring   line  the  strongest  line  in  Canada. 

We  intend  to  prove  our  claim  to  your  trade  in  the  special 
lines  we  manufacture.  Send  for  samples  any  time ;  we  are 
always  producing  something  new. 

Telford  &  O'Rourke  Garment  Co., 

Rock   Island,  Quebec. 

P.S.-It  is'nt  "Mocris"  unless  it  has  the  label  on  the   band. 
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STAY-ON 

Registered  Tiiule  Mark 


The  Telford  &  Chapman  Mfg.  Co. 


MANUFACTURERS   OF 


Horse  Blankets  of  every 
style  and  kind 

Sweat  Pads 

Sheep  Skin  Lined  Coats 


If  you  stock  these  lines  you  have 

the  most  satisfactory  goods 

of  the  kind    in   Canada 


ROCK  ISLAND, 


QUEBEC 


PEERLESS 
OVERALLS 


Known    all    over    Canada    for    their 

make,    fit,   appearance    and 

full    sizes. 

American  Denims  and  Drills  are  used. 

The  cloth  is  finely  woven  and 

g"ives  unequalled  wear. 

,„o B,„e  II 2.00 s: bSw""  $9.30 


600  Black 


Samples  upon  request 


Peerless  Overall  Co. 

Rock  Island  -         -        Quebec 


The  Standard 

MANUFACTURING   COMPANY 


Established 


26  years 


The     FIRST    Overall    Factory    in     Rock     Island 


Our  lines  cf 

Overalls,  Working  Shirts, 
Coats  and  Pants  "'  '^^'"'^'"'  " 


every  respect. 


In  every  line  there  is 
a  standard 

In    overalls    that   standard  is    Standard    Overalls 

If  you  get  samples  or  look  at 
the  line  in  the  hands  of  our 
travelers^  you  II  knoiv  the 
reason. 

ROCK  ISLAND 

QUEBEC 


Canadian  trade  is  indebted  lo  tiie  firm  for  the  first  ser- 
ious attempt  to  improve  upon  the  cdass  of  overalls  manu- 
factured in  Canada.  Wm.  Pike  since  the  death  of  his 
brother  a  few  years  ago,  is  the  sole  proprietor.  He  is 
also  proprietor  of  a  feed  mill  and  supplies  electricity 
where  required. 

Rock  Island  Overall  Co. 

As  might  be  expected^  S.  T.  Fi'egeau,  who  Avas  working 
in  Mr.  Pike's  store,  soon  decided  that  there  was  room  for 
another  overall  factory  in  Canada.  Over  twenty  years 
ago  he  started  with  Mr.  Gilmore  (now  of  the  Globe  Sus- 
pender Co.),  the  Rock  Island  Overall  Co.  This  business 
has  developed  to  a  point  where  a  big  six  storey  factory, 
100  X  40  feet,  is  required  and  their  travelers  cover  all 
Canada.  They  manufacture  the  better  lines  of  overalls, 
coats,  pants,  shirts,  etc.    etc.     Quality  has  been  the  watch- 


word of  this  firm  in  building  their  business.     S.  T.  Fregeau 
is  still  at  the  head  of  the  firm. 

Globe  Suspender  Co. 

James  A.  Gilmore  sold  out  his  interest  in  the  Rock 
Island  Overall  Co.,  and  with  B.  P.  Ball,  seventeen  years 
ago,  started  the  Globe  Suspender  Co.  The  two  partners 
JKive  succeeded  in  building  up  a  suspender  business  that 
covers  all  Canada.  Their  present  facilities  include  two 
large  suspender  factories,  a  box  factory  and  storehouses. 
They  are  also  wholesalers  of  men's  furnishings  special- 
ties. 

Telford  &  Chapman  Mfg.  Co. 

Over  twelve  years  ago  Mr.  Telford  and  Mr.  Chapman 
joined  forces  as  the  Dominion  Specialties  Co.,  wholesal- 
in<'  noveltv  lines.     Thev  were  alwavs  on  the  lookout  for 
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'DEBENHAM'S'' 
"for 
NOVELTIES 


Novelties 


Dress  Goods 

Silks 

Ribbons 

Velvets 

Velveteens 

And  in  Montreal  only 


Millinery 

and 

Millinery 
Material 

Attention  is  directed  to  our  facilities 
in  Paris  and  London  which  enable  us 
to  follow  closely  every  movement  of 
fashion. 

That  means  we  have  the  very  latest 
styles  and  coloring's  always    in    stock. 

Send  in  your  Mail  and  Sortings  Orders. 

Debenham^s 

(Canada) 


Limited 


MONTREAL 


TORONTO 


DEBENHAM  &  CO. 


10  c.    LI   I       ci       1  Bay  and  Wellington 

18  St.  Helen  Street  •'       c.       *„ 

btreets 


LONDON     (West),    PARIS,    NEW  YORK.    MELBOURNE,    CAPF  TOWN 
LONDON    (City).  BRUSSELS,    BOSTON,    SYDNEY,    JOHANNESBERG 
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THEORY  PLUS  FACT 

WE  THOUGHT 

CANADA  NEEDED  A 

Specialty  Men's  Topwear  House 

RAINCOATS    -    WATERPROOFS    -    OVERCOATS 
WE  NOW  KNOW 

OUR  JUDGMENT  WAS  CORRECT 
We  now  occupy  a  much  larger  factory  at 

304  Notre  Dame  St.  West,  Corner  St.  Henri  St. 


Our  line  of 


OVERCOATS 

includes    the  latest 
styles  and  materials 


See  our  special 


RAINCOATS 

"GABARDINE"  and 
"BURBERETTE" 


The  biggest  range  in  the  trade  of 

MEN'S  WATERPROOF  COATS 

Write  for  Mobile  Catalogue.     Cut  shown  in  this  issue. 

SAMUEL  WENER  &  CO. 

Manufacturers  of  True-Fit  Brand 

304  NOTRE  DAME  ST.  WEST,  -  MONTREAL 
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lines  that  could  be  successfully  iiiniiufactured  in  Rock 
Island.  Nine  years  ago  they  ihit  il,  and  bit  it  right.  Hav- 
ing wholesaled  horse  blankets  successfully,  they  decided 
the  line  offered  a  good  chance  for  manufacturing.  They 
at  once  started  the  manufacture  of  horse  blankets,  and 
have  built  up  the  largest  business  in  Canada.  They  were 
the  first  to  manufacture  the  "Stay-on"  horse  blanket, 
their  registered  trade-mark.  This  blanket  is  shaped  and 
has  surcingles  on  the  blanket.  They  now  make  all  kinds 
of  hoi'se  blankets  sweat-pads,  and  sheepskin-lii;ed  clothing. 
They  sell  all  over  Canada,  and  their  buildings  comprise 
the  main  factory,  90  x  44,  five  floors,  a  store  house  30  x  r)0, 
three  floors,  besides  sheds,  extra  store  houses,  etc. 

Telford  &  O'Rourke  Garment  Co. 

Five  years  ago  Mr.  Telford  and  Mr.  0  'Rourke,  the  pres- 
ent proprietors,  started  the  only  ladies'  garment  factory 
in  Rock  Island.  Turning  out  specialties,  coupled  with 
accurate  fitting  garments,  has  built  up  a  lucrative  business, 
covering  Canada.  They  manufacture  specialties  in  un- 
derskirts, two-piece  suits,  shirtwaist  suits,  and  separate 
skirts.      Tliev    first    introduced    the   Heatherbloom    under- 


General  View  of   Rock  Island. 

skirts,  and  iinw  make  leaders  of  Morris  taffeta  undei'- 
skirts  also  specializing  uptm  wash  goods  lines  in  skirts, 
shirtwaist  suits  and  two-piece  suits.  Their  travelers  covei- 
all  Canada.  Their  head  designer  is  now  in  New  Yoik. 
where  he  has  been  for  a  few  monthSj  at  the  designing 
school  of  the  John  J.  Mitchell  Co.,  and  will  return  i)rimed 
with  the  newest  ideaSj  in  time  for  their  new  Spring  line, 
for  which  they  are  making  special  preparations. 

Monarch  Shirt  Co. 

Six  years  ago  the  Monarch  Shirt  Co.  was  started  by 
F.  W.  I).  Melloon  and  W.  H.  Hovey,  the  present  propri- 
etors. Mr.  Melloon  as  he  does  to-day,  conducted  a  general 
retail  store.  The  Monarch  Shirt  Co.  has  built  up  a  satis- 
factory business,  and  now  occupies  a  four-storey  factory. 
40  X  30  feet.  They  manufacture  a  big  line  of  negligee 
shirts  and  working  shirts  under  the  Eagle  Brand. 

Peerless  Overall  Co. 

Mr.  C.  R.  Jenkins  and  Mr.  A.  J.  Bissonnet,  proprietors 
of  the  Peerless  Overall  Co.,  are  two  of  the  younger  Rock 
Island  business  men,  who  have  rapidly  assumed  a  leading 
position  in  the  Canadian  Overall  manufacturing  industry. 
They  took  over  the  overall  business  of  Mr.  Whitcher  on 
March  1,  1908  and  in  less  than  one  and  one-half  years 
have  trebled  their  capacity.  They  manufacture  the  bet- 
ter lines  of  overalls,  coats,  grocers'  coats,  etc.,  and  lay 
stress  upon  full  sizes,  and  careful  workmanship. 


Won't  You 
Do  One  Thing  ? 

Investigate  the  po.ssibilities  of 
a  Campbell  Special  Order 
Clothing-   Department. 


Many  retailers  have  learned  that 


Campbell  Special  Order 
Clothing  is  the  profit- 
able way  of  selling  cloth- 
ing. No  bad  stock. 
No    capital    tied    up. 


Campbell  Clothing-  is  known  for 
its  style,  fit,  finish  and  materials. 
Campbell  Special  Order  Cloth- 
ing is  splendid  co-operation,  but 
hard  competition. 
Our  enlarged  facilities  provide 
for  the  opening  of  additional 
accounts.  Will  you  decide  to 
have  the  Campbell  franchise  in 
your  town  ? 

The  Campbell  Mf^.  Co. 

Limited 
New  Factory  : 

Elmire,  Cadieux  Sts.  and  Colonial  Ave. 
MONTREAL 


MEN'S     FURNISHER 
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XYLONITE^« 

Collars  6  CuM 


These  Are  The  Reasons 

why  you  can  sell  more  Xylonite 
Linen  Collars  and  Cuffs  than  of  any 
other  goods  of  a  similar  nature  :— 


1.  They  look  just  like  the  best  class 
of  linen — it  takes  an  expert  eye  to 
tell  the  difference. 

2.  They  are  stylish — made  up  in  the 
latest  approved  shapes. 

3.  They  fit — being  cut  vrith  scientific 
accuracy. 

4.  They  wear  nnuch  better  than 
ordinary  goods — being  made  of  super- 
ior materials  and  doubly  thick  at  the 
button  holes. 

5.  They  are  absolutely  Perspiration 
Proof — won't  wilt  in  the  hottest 
weather. 


But  This  is  the  Main  Point 

They  yield  you  a  greater  percent- 
age of  profit  than  any  other  make 
on  the  market.  Now  just  sit  down 
and  write  us  for  samples  and  prices; 
w^e  can  put  money  into  your  pocket. 


GEO.  RIDOUT  &  CO. 

TORONTO 


I 


Canadian  Selling  Agents 

Large  Stocks  available  in  the  following  Cities  : 

7  7.York  Street  56   Albert  Street 

Phone  Main  3003  Phone  Main  3864 

TORONTO  WINNIPEG 


BIG 
SALES 


123  Coritline  Building 

Phone  Main    3921 

MONTREAL 


I 


BIG 

PROFIT 


MEN'S  CLOTHING  AND  FURNISHINGS. 

(Continued  from  page    i8o). 

leather  lines  state  that  there  is  an  indication  of  stiffen- 
ing prices  in  certain  grades,  owing  to  an  advancing  ten- 
dency of  raw  materials  and  disadvantageous  conditions 
in  the  labor  market.  So  far  as  the  Fall  season  is  con- 
cerned orders  have  developed  satisfactory  volume.  Suedes 
bid  fair  to  rival  capes  in  popularity. 

The  Rounded  Wing  Collar. 

It  would  appear  that  the  possibilities  of  any  marked 
variation  in  the  styles  of  turned  down  collars  have  been 
pretty  well  used  up.  Buyers  state  that  in  the  Austrian 
market  there  is  nothing  that  may  be  considered  decidedly 
new  in  this  section  of  collar  assortments,  but  that  some 
prominence  has  been  attained  by  the  small,  rounded-wing 
effects.  The  flare  in  some  of  these  is  hardly  two  inches 
from  tip  to  tip.  American  patterns  also  show  that  this 
collar  has  taken  hold  and  is  being  featured  strongly  for 
Spring. 

!• 

Black  and  White  Vogue. 

In  shirts  as  in  neckwear,  black  and  white  combinations 
are  being  made  much  of  in  England.  Entire  window  dis- 
plays are  arranged  with  these  colors  as  the  basic  principle, 
and  it  is  predicted  that  while  they  always  have  been 
staples  of  more  or  less  individual  strength,  their  judicious 
use  in  combinations  will  be  a  feature  of  Spring  lines  in  the 
high-class  trade.  The  general  color  card  sugests  little 
confinement  of  range.  Stripes  will  still  be  a  pi'onounced 
feature  both  in  shirts  and  ties. 


Advance  Hat  Styles. 

Buyers  have  already  seen  Spring  ranges  of  hats.  In 
derbies,  it  is  noted  that  crowns,  particularly  the  English 
blocks,  are  squarer  than  those  of  last  year,  with  brims, 
having  a  more  pronounced  curl.  It  is  pointed  out  that 
greens  in  soft  shapes  will  not  occupy  the  place  they  did 
formerly  and  that  one  of  the  newest  shades  is  a  delicate 
tone  of  wine.  Greys  will  still  be  strong  in  the  tourist  and 
Alpine  class.  The  shaped  telescope  is  also  said  to  be  pass- 
ing, and  taking  its  place  in  the  smaller  shapes  are  the  full- 
crowned  hats,  which  leave  the  denting  process  to  the  wear- 
er's discretion. 

The  past  month  has  seen  a  most  satisfactory  develop- 
ment in  straw  business.  The  heated  spell  has  done  the 
trick  and  the  movement  has  been  exceptionally  strong 
both  in  plain  braids  and  sennits.  The  cloth  cap  and  hat 
trade  also  report  a  good  season,  and  placing  in  this 
department  also  points  to  an  encouraging  winter  record. 
Spring  lines  are  now  being  prepared. 


Clothing  Prices  Soar. 

A  despatch  from  New  York  states  that,  in  anticipa- 
tion of  the  effect  of  the  present  provisions  of  the  Aldrieh 
tariff  bill,  the  prices  of  men's  clothing  were  sent  sky 
high  within  a  week,  during  the  latter  paxt  of  June.  Cloth- 
ing dealers  report  that  suits  tha,t  could  be  bought  a  week 
ago   for  $20   are   now  being  marked   $35. 

Staple  worsteds  and  woolens  took  a  35  per  cent,  rise 
within  a  few  days.     Coupled  with   the  expected   tariff  ef- 
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feet  is  the  increased  cost  of  scoured  wool,  whicli  a  year 
ag'o  cost  16  cents  a  ponnd  and  which  now  is  quoted  at  75 
cents. 

Clothing  sellers  look  upon  the  situation  with  much 
satisfaction,  their  position  being  much  stronger  than  it 
has  been   in   many  years. 


Blumenthal's  New  Store. 

( Statt'  C'liri'espiindence.) 

Montreal,  June  30. — The  new  East  End  branch  store  of 
J.  H.  Blumenthal's  Sons'  Lt.,  483-485  St.  Catherine 
Street   East,  Montreal;   main   establishment    corner   Craig 


such  as  "All  of  our  goods  are  hand  tailored"  conveys  to 
the  passer-by,  in  a  certain  manner,  what  is  going  on  in 
an  up-to-date  clothing  establishment. 

A  noticeable  feature  of  the  main  floor  is  that  it  con- 
tains no  tables  of  any  description.  All  the  stock  is  car- 
ried in  the  finest  of  hardwood  wardrobes  constructed  for 
thait  purpose  and  finished  off  with  a  very  handsome  rail- 
ing. Mirrors  also  are  distributed  throughout  many  parts 
of  this  floor,  not  only  for  decorative  jjurposes  but  also 
for  the  conveniences  of  their  customers.  The  front  part 
of  the  floor  is  set  off  by  very  handsome  hardwood  cases 
used  for  displaying  vests  and  odd  pairs  of  trousers.  The 
centre  of  the  room  contains  stands,  running  from  the 
front  to  the  rear,  on  which  are  displayed  everything  that 


The  Triple  Front   Auto  Coat  —  Shown  by  Samuel  Wener  &  Co..  Montreal. 


and  Bleury  Streets,  which  was  opened  to  the  public  re- 
cently is  unusually  attractive  both  as  regards  construc- 
tion and  equipment.  It  is  also  admirably  suited  in  loca- 
tion for  the  particular  French   trade  to  which   it  caters. 

The  new  building,  which  is  semi-fireproof,  consists  of 
three  stories  and  basement,  and  is  of  brick  construction. 
It  has  a  frontage  of  32  feet  by  a  depth  of  130  feet. 

The  windows  are  large  and  roomy  and  allow  plenty  of 
displa.y  space.  While  there  are  but  two,  these  are  suf- 
ficient according  to  the  layout  of  the  building.  They  are 
situated,  one  on  each  side  of  a  mosaic-finished  main  en- 
trance. The  base  of  the  windows  is  completely  surround- 
ed by  very  handsome  brass  signs  on  which  the  wording. 


is  fashionable.  Near  the  entrance  are  attractively-finished 
glass  show  cases.  These  eases  help  to  complete  an  effec- 
tive ensemble  of  the  floor. 

The  second  floor  is  used  partly  for  the  display  of  boys' 
and  children's  clothing.  A  large  reserve  stock  is  also  to  be 
found  on  this  floor.  La,rge  handsome  glass  cases  which 
line  both  sides  of  the  room,  as  on  the  ground  floor,  give 
a  very  pleasing  effect   to  the  department. 

The  top  floor  is  used  exclusively  for  repair  purposes; 
a  skilled  workman  being  employed  to  make  the  little 
changes  that  are  found  necessary  in  all  garments  from 
time  to  time.  The  basement  is  given  over  to  storage 
purposes. 
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The  Judge  and  the  Tailor 


(A   TRUE  STORY) 


o 


NE  of  Canada's  foremost  Judges  was  stayin 
cently  in  a  city  which  ranks  among  the  larg 
the   Dominion. 

€[|  While  he  was  there,  he  had  occasion  to  pay  a 
visit  to  a  tailor  and  being  a  Judge  he  naturally 
selected  the  leading  high-class  tailor  of  the  city. 

€[[  Curious  to  know  something  as  to  the  relative 
merits  of  various  makes  of  good  cloth,  he  said 
to  the  tailor:  ''Where  do  you  get  the  best  cloth 
made  in  Canada?" 

€[[  The  tailor  had  in  stock  several  different 
makes,  and  they  were  all  good,  reliable  qualities, 
because,  as  we  have  said  before,  he  enjoyed  an 
exclusive  trade,  but  the  answer  came  unhesitat- 
ingly:   ''From  the  Hewson  Woolen  Mills." 


THIS  LITTLE  STORY  HAS  A  SIGNIFICANCE  FOR  YOU  FOR  THREE  REASONS: 

I  St.  Because  the  Judge  represented  in  the  highest 
degree  a  critical  prospective  customer. 

2nd,  Because  the  tailor^  recognizing  this.,  was  will- 
ing to  put  his  valuable  reputation  for  relia- 
bility behind  Heivson  Cloth. 

jrd.  Because  this  story  is  a  true  history  of  an 
actual  occjirrence. 
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Dr\  Goods  Rcviciv 


On  the  TIP  of  the  TOP 

IN    FRONT    or    THE    FRONT    RANK 


that's  where  "ENN-ESS  Gar- 
ments are  this  season.  Have 
you  seen  them? 


THE  NEW 


ii 


Enn-Ess" 


;;.^. 


K\r 


Where  "ENN-ESS"  Clothing  is  made.    Factory  floor  space  covering  over  four  acres. 


fabrics  in  exclusive  patterns  com- 
bine top-notch  style  with  Al  value. 

These  fabrics  include  such 
trade  winners  as  the  new  novel- 
ties in  greens  and  browns  in 
choice  shadow  stripes,  etc.,  etc.f 
in  a  very  extensive  range. 

The  new  "ENN-ESS"  styles 
include  the  latest  and  most  de- 
sirable features  in  construction, 
and  finish  and  detail  of  shoulders, 
fronts  and  sleeves,  etc.  This 
particularly  applies  to  our  med- 
ium and  higher  price  grades. 


CLAYTON  &  SONS,  Halifax,  Can. 


Our  Hosiery  Range  for  Spring 

1910 

is  the  largest  and  most  varied  in  the  trade 


EXCLUSIVE  DESIGNS 

Our  range  of  Men's  Lisle  Hosiery,  to 
retail  at  popular  prices,  contains  many 
patterns  you  cannot  get  elsewhere. 
The  Jacquard  effects  are  particularly 
smart.      Values  will  please  you. 


EXCEPTIONAL  VALUES 

LADIES'  HOSIERY 

All  that  you  would  expect  to  find  in  the 
largest  line  in  the  trade  is  represented. 
Exclusive  patterns  and  b  i  g  values 
abound.    See  the  range  of  Silk  Lisle. 


LARGE  RANGE  OF  COLORS,  BEAUTIFUL  EMBROIDERIES,  JACQUARDS,  ETC. 

Our  buyer  spent  many  weeks  in  the  Chemnitz  mar- 
ket, and  his  arrangements  with  the  best  manu- 
facturers mean  big  values,  exclusive  designs, 
prompt  delivery.      Wait  for  our  representative. 

PERRIN  FRERES  &  CIE. 


Mark  Fisher  Building 


MONTREAL 
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LOOK  FOR  IT! 

ON 

OVERALLS 

SHIRTS 

SMOCKS 

WORK  TROUSERS 

FINE  TROUSERS 


TR\DE 


THE 
.WHITECO>MARK 

IRAND^ 


Our  Goods  are 
RAPID  TRADE  BUILDERS 


WHITE  Limited 


226  ALBERT  STREET 
OTTAWA  


Glove 

Education 


''Aoe    t-t 


The  Maple  Leaf  Line 

is  of  absorbing  interest  to 

every  discriminating 

glove  buyer. 


A  full  range  of   Ladies' 

and  Men's  Wool  and 

Fur-lined  Gloves. 


The  Robert  Ryan  Co. 

THREE  RIVERS,  QUE. 


"Faultless 
Clothing 

The  Proven  Best  Line  for  Merchants 
Catering  to  the  Medium  Trade. 


We  make  a  general  line  of 
popular  priced  clothing,  suits 
and  overcoats  in  all  the  latest 
styles. 

Our  factory  facilities  assure 
painstaking  tailoring  and  econ- 
omical production.  Our  large 
output  means  a  big  variety  of 
materials,  at  close  prices. 

Our  brand  was  not  chosen 
without  careful  thought,  and 
we  endeavor  to  live  up  to  the 
"Faultless"  standard  in  all  our 
dealings. 

A  card  will  bring  you  samples 
of  our  new  Protect  Collar  and 
Combination  Overcoat 

ITS  A    WINNER 

Your  Fall  Sorting  Orders  Requested 
Wait  For  Our  Spring  Line 


Wener  «T«  Hart 

Manufacturers  of  the 

"Faultless"  Clothing 
MONTREAL 
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THE  ALLIANCE  MANUFACTURING 

COMPANY  LIMITED, 

MONTREAL. 

MANUFACTURERS    OF 

WHITE  SHIRTS,  NIGHT  SHIRTS 

AND 

FINE  NEGLIGEES 

New  Ran^e  for  Spring  1910 

WILL    BE   READY    JULY    15th. 
THE  WHOLESALE  TRADE  ONLY  SUPPLIED 

THE  ALLIANCE   MANUFACTDBINfi 
COMPANY  LIMITED 

15-19  Clark  Street,       -      MONTREAL 


AA^reyford    &    Co. 

TORONTO 

WHOLESALE  MEN'S  FURNISHERS 

Sole  Agents  in  Dominion  for: 

Young  &  Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,  Dressing 

Gowns.    Best  selection  Flannel  Shirts  in  Canada. 

THE  NEW  VESTS  have  military  edging. 

FACTORIES:  London  and  Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 

July  is  "AXRTEXJ*  Month 
Be  CIotKed   in  Air 

Now  in  stock  all  sizes 

Cellular"AERTEX"  Underwear 

Short  Drawers  Union  Suits 


SPECIAL  KNITTED  NECKWEAR 

Two-tone,  Bars  and  New  Bias  design,  $3.00  doz. 

Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Fall  order. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  lo  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^eg?TradeMark^ 


PROOFED  BY 

Fac-simlle  of  Stamp 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


(Copyright) 


DUST-PROOF 

as  well  as 


Showerproof 


The    ^ 


Proofers  to  the  Trade,  BRADFORD,  YKS. 
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STOCKING 

Every  pair  Guaranteed 

WANTED !    Selling  Agent  for  Canada 

We  want  to  get  in  touch  with  a  Uve,  energetic,  practical  Hosiery  man 
to  sell  the  "American  Boy"  and  "American  Girl"  Stockings  in 
Canada. 

We  will  make  liberal  arrangements  with  the  right  man  who  can  satisfy 
us  as  to  his  ability  and  energy,  and  will  back  him  up  by  strong  ad- 
vertising and  co-operate  with  him  in  every  way. 

Splendid  opportunity  for  the  right  man. 

American  Stocking  Co. 


498  BROOME  STREET 


NEW  YORK 


Oxford  Quality 
Tweeds 

OXFORD  MANUFACTURING  CO.,  LIMITED 

Sole  makers  fa nioiis  Oxford  Tiveeds,   Hoiiiespufis  ami  Yarns 
OXFORD         ::::::        NOVA  SCOTIA 


^    ^    ^     >?    ^    ^ 


There  are  some  tweeds  that  possess  an  air  of  fashion, 
which  the  manufacturers  cry  up  to  the  fullest  extent  — 
but  these  goods  lack  quality,  and  in  the  long  run  quality 
counts.  Now,  Oxford  Tweeds  possess  the  very  highest 
quality,  being  made  by  experts  from  pure  wool.  At  the 
same  time,  our  patterns  represent  the  height  of  fashion 
and  elegance.  Always  the  very  latest.  We  anticipate 
the  public  desire  in  Tweeds  and  give  you  the  benefit. 
Oxford  Tweeds  sell  themselves,  especially  after  first 
sale.  No  wonder  up-to-date  dry  goods  merchants 
insist  upon  Oxford  Tweeds.  They  are  what  discerning 
people  want.  :::::::: 


250  Kinds  of  Deacon  Shirts— 

EVERY  ONE  OF  THEM  OF  EXCEPTIONAL  VALUE 

We  want  to  send  you  samples  of  the  Deacon  line,  comprising'  Working  and  Neg'ligee  Shirts, 
because,  if  we  can  g-et  you  to  examine  the  samples,  we  are  pretty  sure  of  your  order.  They 
are  made  of  the  best  domestic  cottons  and  woolens,  and  their  unstinted  success  with  other 
dealers  gives  us  confidence  that  YOU  will  find  them  to  be  real  money-makers.  Examine  the 
samples,   anyway — we  shall  be  pleased  to  send  you  a  set  on   request.      JJ'n'fe  //s  for  them  to-day. 

The  Deacon  Shirt  Co.,     Belleville,  Ontario 
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Manufacturers    Agents  '  ' 

230  McGill  St.  :  Montreal  O  o  *  ^  O  Dublin 

CI  idDPMnp-Rc: 

Irish  Poplin  Silks  and 

Neckwear 


HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


BltKTBLLCS  INSEPARABLES 
PARIS         NEW   YORK         PHILADELPHIA 


STANFIELD'S 

UNSHRINKABLE 

UNDERWEAR 


We  take  the  shrink  out 
of  the  wool  BEFORE 
the  garments  are  woven. 
This  insures  every  gar- 
ment being  absolutely 
unshrinkable.  You  can 
guaraiitee  Stanfield's 
Underwear  to  your 
customers,  because  we 
guarantee  it  to  you. 

Write  for  Samples 
and  Prices 


Stanfields,  Ltd.  -  Truro,  N.S. 


A  Practical 
Millinery  Paper 

Commencing  with  August  publication  of  the 
Canadian  Millinery  Review  will  be  resumed. 
Send  for  a  copy  and  give  it  to  the  head  of 
your  millinery  department. 

THE  CANADIAN  MILLINERY  REVIEW 
10  Front  St.  East  Toronto 
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C.  BESSETTE 

Wholesale    Manufacturing    Furrier 

Inspection  invited  when  in  the  city  this  summer, 
as  our  FURS  FOR  FALL  this  season  have  a  fit 
and  finish  which  we  think  will  be  hard  to  excel. 

223  Notre  Dame  St.  West,    MONTREAL 


The  Berlin  Suspender  and  Button  Co.,  ^ont^' 


A    Real   Trade    Impetus 

This  is  what 

Imperial  Gloves 

have  always  proved  to  be  with 
the  merchant  who  handles  them. 
The  chief  desire  you  should 
have  in  selling  gloves  and  mitts 
is  to  give  quality  and  value. 
This  is  what  every  pair  turned 
out  by  us  represents.  They 
stand  for  strength  and  style,  fit 
and  flexibility,  wear  and  worth. 
They  are  made  of  the  best 
material,  represent  the  most 
skilled  workmanship  and  every 
pair  is  guaranteed.  We  have 
a  reputation  to  maintain  and 
cannot  afford  to  jeopardize  it  by 
any  inferior  article.  Don't  risk 
yours. 

LET   US   SEND   YOU   QUOTATIONS 

Imperial  Glove  Co.,  Ltd. 


DUNDAS, 


ONTARIO 


Manufacturers  of  specially  good  Gloves  and   Mittens  for 
Fanners   Railroadmen,  Drivers,  Hunters  and  Automobilists. 
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PHILUPS  &  WRINCH 


SMALL  WARES  and  NOVELTIES 

FALL  igog 


Limited 


Our  Fall  samples,  replete  with  every  selling  Novelty  in  the  Smallware  line  are  now  in  the  hands  of 
our  eight  representatives.  If  they  do  not  reach  you,  write  us  direct  and  we  will  send  you  an  approba- 
tion parcel  express  paid. 

Hair  Ornaments  in  Jet,  Bronze  and  all  the  staple  colors  to  retail  from  loc.  to  $12.00  each. 

Hair  Nets,  Hair  Rolls  in  all  the  selling  styles. 

Full  line  of  latest  styles  in  Hat  Pins,  Including  Jet,  Metallized  Wheat,  etc. 

A  complete  range  of  Ladies'  and  Men's  Jewelry,  including  Ladies'  Cuff  Links  and  Waist  Sets. 

Send  us  your  orders  for  WOODEN  B  UTTON  MO  ULDS 


Phillips  &  Wrinch, 


Limited 


Quebec,  137  St.  Joseph  St.  80  BAY  ST.,  TORONTO 

Sole  Agents    for    "  Capsheaf  "    Coilless  Safety  Pins  and  Woodfield's  Meteor   Sharps —  "the  best  needle" 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


igS 


HOUSEFURNISHINGS 


Dry  Goods  Review 


**ii^-',  ^'«'^^»^ 


The  Harvey  Quilting 
Company,  Limited 

TORONTO,   ONT. 


The  Maple  Leaf  Brand 

Don't  buy  Down  or  Cotton  Comforters  until  you  have 
seen  The  Maple  Leaf  Brand. 

We  manufacture  all  our  own  Cotton  and  Wool  Fillings 
so  can  guarantee  them  pure,  free  from  odor  and  dust. 

An  assortment  of  Down  and  Cotton  Comforters  with 
Pillow^s  and  Cushions  makes  an  attractive  window^. 

We  have  bought  the  Comforter  and  Cushion  Plant  of 
The  Alaska  Feather  and  Down  Company,  Montreal, 
and  have  moved  it  to  Toronto  where  it  is  in  operation 
with  our  already  extensive  plant. 

We  are  making  w^eekly  one  hundred  and  forty  dozen 
Cotton  Comforters,  so  w^e  can  assure  you  prompt 
deliveries. 

If  our  Travellers  have  not  yet  shown  you  samples  of 
our  Lines  drop  us  a  card  saying  you  wish  to  look 
them  over. 

We  are  making  some  Special  Lines  in  Bed  Pillows  and 
Cushions  which  we  guarantee  well  filled  and  free 
from  odors. 

We  will  have  on  the  market  shortly  Down 
Comforters  with  Goffered  Borders  and 
Frills  which  give  the  Comforter  a  beautiful 
effect,  and  we  hope  to  have  our  Samples 
of  same  on  the  road  in  a  few^  weeks. 

We  also  make  a  large  Range  of  Muff  Beds. 


33  to  37  Pearl  Street, 


Toronto,  Ont. 
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Carpet    Deparlment  of   Geddes    Bros'.    Store,  Sarnia. 


Furnishings  and  Decorations  for  the  Home 

Greens  and  Browns  will  be  the  Leading  Colors  in  Next  Season's 
Carpet  Lines— Retailer  Predicts  Pronounced  Recovery  of  Piece  Goods 
—Wall  Paper  Lines  for  1910  Show  Strong  Influence  of  Artistic  Motive. 


WITH  the  majority  of  wholesale  buyers  in  the 
Old  Cuuiury  selecting  their  Spring  lines  of 
carpets  and  other  import  lines  of  house- 
furnishings,  heads  of  these  departments  have 
not  a  great  deal  to  talk  about  at  the  present  time  The 
present  season's  business  has  reflected  the  general  im- 
provement in  the  country's  condition.  Enquiry  at  several 
of  the  large  retail  stores  shows  that  it  is  a  difficult  matter 
to  say  which  grade  or  make  of  carpet  has  had  the  best 
record  during  the  past  seasons.  Replies  seem  to  con- 
firm the  statements  of  wholesalers  and  manufacturers  that 
all  lines  have  done  well.  Of  the  colors  preferred,  green 
stands  out  prominently  and  will  again  be  a  feature  of  the 
new  lines.  Soft  browns  are  likely  to  rival  them  in  favor. 
It  stems  to  be  pretty  well  agreed  that  these  two  bas'c 
colors  form  most  effective  grounds  for  home  interiors  of 
the  present  day.  Blue  is  a  likable  tone,  but  is  very  often 
unsatisfactory  because  of  the  fading  tendency. 

Asked  whether  he  had  noticed  any  improvement  in  the 
demand  for  piece  goods,  the  head  of  a  large  vetail  carpet 
department  prophesied  that,  within  the  next  year,  there 
would  be  a  pronounced  activity  in  fa,vor  of  piece  goods. 

Instances  which  led  him  to  express  this  opinion  were 
supplied  by  some  of  the  best  people  of  the  city  who  had 
tired  of  the  attention  required  by  hardwood  floors  and 
had  had  them  covered  with  piece  goods  in  neat  designs. 
It  was  his  belief  that  the  hardwood  floor  craze  was  pass- 
ing and  that  allover  coverings  would  benefit  therebv. 


Good  Demand  for  Mattings. 

Linoleums  and  oilcloths  have  done  fairly  well  during 
the  past  month.  Mattings,  in  particular,  have  been  in  large 
demand  for  verandah  and  summer-cottage  purposes. 
Among  the  newest  lines,  is  a  carpet-like  weave,  in  printed 
patterns  of  which  the  body  is  a  long  tough  gress  of  excep- 
ticnal    wearing   qualities.      These   have    sold    well    during 


ihe  seastai,  although  prices  run  somewhat  higher  than  the 
ordinary  mattings. 

In  the  drapery  department,  scrim  and  Madras  fabrics 
have  been  active,  but  in  spite  of  the  popularity  of  these 
lines,  lace  curtains  are  still  holding  their  own. 


Wall  Paper,  for  1910. 

Lines  of  wall  paper  for  Spring  and  FaJl  of  1910  show 
all  through  a  decided  influence  of  the  highly  artistic 
motive.  At  the  same  time  it  must  be  said  that  the  manu- 
facturer has  not  overlooked  the  fact  that  the  great 
majority  of  people  buj'  what  happens  to  please  them  and 
that  the  dealer  wants  that  class  of  designs — he  must  have 
goods  that  will  move  rapidly.  It  making  a  success  of  his 
industry,  it  stands  to  reason  that  the  manufacturers  must 
keep  in  touch  with  the  trade  and  not  lead  the  procession 
by  too  great  an  advance.  It  must  not  be  forgotten  that  in 
Canada  there  is  a  large  section  of  the  trade  which  is  not 
looking  for  highly  artistic  effects.  This  section  must  be 
catered  to — as  well  as  the  more  decorative  section. 

The  new  lines,  it  appears,  ha.ve  kept  these  facts  well  in 
view.  Among  tjie  higher  grades  there  are  some  very  not- 
able specialties  along  lines  which,  aeeording  to  the  pro- 
ducers, have  never  before  been  attempted.  In  many  of 
the  new  patterns  illustrating  this  idea,  effective  use  has 
been  made  of  the  deeper  tones.  For  the  dining  and  living 
rooms,  browns  and  greens  are  favorites,  while  for  parlors 
and   bedrooms   soft   greys   have   been   largely   chosen. 

Fabric  or  weave  effects  are  going  to  be  repeated. 
Fabric  backgrounds  for  neat  designs  form  a  pleasing  com- 
bination and  new  lines  have  given  them  prominent  place. 
One  manufacturer  introduced  a  chambray  weave  last  sea- 
son, which  had  an  exceptional  imn  and  he  has  made  pre- 
parations to  repeat  a  somewhat  similar  line  next  season. 
For  ceiling  treatment,  moire  effects  are  still  popular. 
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The  new  lines,  however,  show  simple  but  effective  designs 
in  somewhat  different  treatment  and  in  light  colorings. 

One  of  the  new  lines  contains  a  good  assortment  of 
oatmeal  ingrains.  These  have  already  met  with  a  large 
sale  and  are  taking  the  place  of  plain  ingrains  to  a  large 
extent.  In  the  same  line  is  a  range  of  "engravures" 
l)rinted  from  copper  rollers  and  in  oil  colors.  Effects 
are  thus  obtained  which  are  impossible  with  the  ordinary 
wall  paper  printing  press. 

The  past  season  has  been  maa'ked  by  some  exceptional 
records  in  the  wall  paper  trade.  One  house  states  that 
their  business  increased   about   200  per  cent. 


Special  Prices  for  Borders. 

Apart  from  the  marked  improvements  in  desi.o'ns  of 
Canadian  wall  paper,  as  described  in  part,  the  outstand- 
ing feature  of  the  1910  range  is  the  new  scale  of  prices, 
adopted  by  Canadian  manufacturers.  Samples  now  being 
shown  by  travelers  are  priced  separately  for  borders  and 
side  walls.  This  was  foreshadowed  in  the  June  Review 
and  the  various  reasons  for  the  change  were  given.  It 
is  well  known  that  it  costs  more  to  manufacture  borders, 
and  the  prices  of  borders  for  1910  delivery  are  based  upon 
this  fact.     For  the  last  three  years,  since  flat  prices  have 


that  they  had  already  received  from  many  retailers  assur- 
ances of  their  endorsation  of  the  proposed  changes.  It 
is  stated  that  very  little  difficulty  is  anticipated  in  intro- 
ducing the  new  prices.  In  buying  border  by  the  yard, 
the  public,  it  is  pointed  out,  will  not  be  confronted  with 
the  necessity  of  buying  a  full  roll  where  less  will  suffice. 

Looks  Like  Prophecy. 

The  article  reproduced  below,  from  Bookseller  and 
Stationer  of  July,  1903,  is  reprinted  because  it  reads  like 
a  prophecy.  At  that  time  it  was  pointed  out  that  the 
change  to  a  flat  price  would  be  detrimental  to  the  interests 
of  all  concerned  in  the  wall  paper  trade,  especially  the 
retailer,  and  in  view  of  the  restoration  of  the  border 
price  to  an  ordinary  paying  basis  as  far  as  the  manufac- 
turer is  concerned,  this  article  seems  to  be  worthy  of 
reproduction. 

"Two  years  ago,  when  the  Continental  Wall  Paper 
Co.,  of  the  United  States  ceased  to  exist,  the  American 
manufacturers  began  to  sell  at  what  are  known  as  flai 
prices,  that  is,  side  wall,  ceiling  and  border  all  ai  equal 
price.  S.  S.  Boxer,  vice-president  and  managing  director 
of  the  Watson,  Foster  Co.,  Montreal,  saw  at  once  that 
this  would  seriously  harm,  if  not  ruin,  the  retail  wall 
jir.per  trade,  not  only  of  the  United  States,  but  of  Can- 


"Brightling"  Cut-out   Border  No.  2026,  matching  a  very  atiraclive  Rose-Stripe   Hanging,  in  t'.-.e  new  line  of  the  Watson,   Foster  Co,  Ltd. 


been  in  force  for  borders  and  side  wall,  results  have  been 
unsatisfactory  to  manufacturer  and  retailer  alike.  Ca,n- 
adian  manufacturers  have  wisely  decided  that  their  prices 
must  be  based  upon  the  standard  of  four  years  ago. 

A  glance  through  the  lines  of  Canadian  manufacturers 
is  evidence,  however,  that  the  prices  for  the  season  of 
1910  are  not  on  the  same  scale  as  four  years  ago.  Rough- 
ly speaking,  the  total  advance  does  not  exceed  10  per 
cent,  over  the  cost  of  border  and  side  wall  of  a  similar 
line  a  year  ago  and  this  is  not  as  high  as  formerly  before 
the  change  to  flat  prices. 

It  is  not  expected  that  retailers  will  find  it  difficult 
to  obtain  from  their  customers  the  new  scale  of  prices. 
Many  lines  of  merchandise  have  advanced  in  recent  years, 
and  the  public  is  well  educa,ted  to  expect  higher  prices. 
Further  it  means  additional  profit  for  the  retailer. 

Canadian  wall  peper  manufacturers  have  taken  re- 
tailers into  their  confidence,  and  have  issued  a  very  neat 
booklet  on  the  border  price  question.  This  booklet  states 
their  position  faii'ly  and  effectivbly  and  makes  clear  that 
the  interests' of  manufacturer  and'  retailer  are  mutual. 
To  those  who  ha,ve  not  reeeiyed  a  copy,  any  Canadian 
wallpaper  factory  will  be  glad  to  supply  one. 

In  connection  -with  the  change  in  border  prices,  The 
Review  will  welcome  opinions  favoi'able  or  otherwise  from 
retailers.    Manufacturers  interviewed  in  the  matter  stated 


ada  also.  Many  retail  dealers  in  Canada,  without  going 
into  the  matter,  came  to  the  conclusion  that,  if  they 
bought  their  borders  at  the  same  price  as  side  walls  from 
American  factories,  they  would  be  buying  their  goods 
cheaper  than  if  they  bought  from  Canadian  factories, 
paying  the  nsual  advance  price  for  borders.  Mr.  Boxer 
knew  Miat  this  was  not  the  ease^  but  that  the  retailer,  in 
reality  paid  from  15  to  25  per  cent,  more  for  his  Ameri- 
can goods  on  a  flat  price  than  he  would  pay  for  Canadian 
goods  with  a  border  price  and  he  issued  a  most  compre- 
hensive comparative  statement  to  the  wall  paper  trade 
of  Canada  which  clearly  showed  that  American  wall 
papers,  at  a  flat  price,  cost,  as  before  stated,  consider- 
ably more  than  Canadian.  This  comparative  statement 
was  so  thoroughly  correct  that  it  was  at  once  appreciated 
by  the  Canadian  wall  paper  trade,  and  Mr.  Boxer  received 
letters  from  buyers  from  all  parts  of  Canada  thanking 
him  for  putting  the  ease  cleai-ly  before  them. 

Had  the  Canadian  manufacturers  followed  the  idea  of 
flat  prices  inaugurated  in  the  United  States,  the  retail 
wall  paper  dealers  of  Canada  would  to-day  be  selling 
their  borders  at  the  same  price  as  side  walls,  and  their 
business  would  have  become  as  unprofitable  as  it  has  in 
the  United  States,  as  every  dealer  knows  that  the  bulk  of 
his  profit  lies  in  the  borders." 
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CANADIAN-MADE 


Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 


DESIGNS    ) 

QUALITY  \     ARE  RIGHT 

PRICES       ) 

This  season  we  are  showing  a  large  range  of  excellent  pat- 
terns in  a  great  variety  of  colorings  ;  a  pattern  suitable  for 
every  need,  and  all  combined  to  make  a  line  of  ready  sellers. 


MADE  IN  CANADA 
MADE  BY  CANADIANS 
MADE  FOR  CANADIANS 


HANDLED    BY    ALL    THE    WHOLESALE    DRY    GOODS    TRADE 


Prepared  Decorative  Burlaps 

THE    MODERN    WALL    COVERING 

Write  for  Sample  Book  and  Prices  of  this  Line 


MANUFACTURED    BY 

^^^  Dominion  Oil  Cloth  Co.,  Limited 

Montreal 
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From  Leaves  and  Rushes  to  Carpets  of  Richest  Weave 

History  of  Floor  Coverings  Shows  Wonderful  Development  in 
Artistic  Skill  —  Flanders  the  First  Country  to  Weave  on  Distinctly 
European    Patterns  —  Origin    of    Brussels,    Axminsters    and    Wiltons. 

Written  for  The  Dry  Goods  Review  by  Alex.  Smith  of  the  Carpet  Department  of  Thos.  C.  Watkins,  Hamilton. 


CARPETS  p'ay  an  important  part  in   the  develop- 
ment of  the  "home  beautiful."     They  are  really 
the   foundation   for   all   home  furnishing-.^.     It   is 
from  the  floor  covering-s  that  the  different  decor- 
ative schemes  are  carried  out. 

In  the  earliest  times,  the  only  attempt  at  carpeting  a 
room  consisted  in  strewing  leaves  of  trees  or  grass  over  the 
ground.  The  next  advance  was  the  use  of  animal  skins. 
Later,  with  the  progress  of  civilization  and  the  growth  of 
wealth  and  luxury  came  floors  of  various  colored  woods 
and  marble  tiles.  In  ancient  Gi'eece  and  Rome  mosaics 
of  marble  and  artificial  stone  were  used  in  the  temples 
and  in  the  houses  of  the  rich.  Textile  carpets  w'ere  first 
made  in  Asia,  and  were  in  use  there  at  a  time  when 
Europe  was  inhabited  only  by  savages.  The  ancient 
Egyptians  made  carpets  of  wool,  and  the  woollen  carpets 
of  Babylon  were  well  known  in  Rome  during  the  second 
century.  The  Oriental  looms  of  antiquity  were  in  all  es- 
sential respects,  the  same  as  those  upon  which  Oriental 
rugs  and  carpets  are  woven  at  the  present  time  by  hand 
labor,  and,  as  is  well  known,  these  goods  have  never  been 
excelled  as  far  as  durabi'ity  and  beauty  are  concerned. 

Carpets  were  introduced  into  Spain  at  the  time  of  the 
Moorish  conque.st  of  that  country,  and  the  Crusaders 
brought  Turkish  carpets  with  them  when  they  returned 
from  the  Holy  Land.  Italy  received  most  of  these  goods 
and  they  were  dealt  in  by  the  enterprising  Italian  merch- 
ant long  before  they  were  introduced  into  any  othei'  part 
of  Europe. 

Mosaic  floor  coverings  were  introduced  into  Britian  by 
the  Romans.  In  the  British  Isles  the  earthen  floors  seen 
in  the  best  houses  of  those  times  were  strewn  with  rushes, 
liay  or  leaves.  The  weaving  of  these  rushes  to  form  a 
matting  was  a  step  forward,  suggested  perhaps  by  im- 
portations of  Chinese  matting.  The  weaving  of  straw 
matting  was  an  art  common  in  China,  thousand  of  years 
before.     (First  factory  in  Europe.) 

Long  befoi'e  textile  carpets  w'ere  known  in  Europe  the 
noble  ladies  of  England  and  Flanders  spent  mucli  of  their 
time  in  making  tapestry  or  needle  work  hangings  and  oc- 
casionally these  fabrics  were  used  as  floor  coverings.  The 
first  carpet  factory  in  Europe,  was  started  in  Arras  in 
Flanders  and  the  manufacture  soon  spread  to  France  and 
other  parts  of  Europe. 

The  mediaeval  church  in  Europe  used  Oriental  rugs 
and  carpets,  before  altars,  in  the  choirs  of  cathedrals  and 
at  the  feet  of  images.  They  were  used  at  large  banquets 
and  laid  before  thrones.  The  ladies  used  them  for  a  table 
cover  or  hanging.  In  the  old  dictionai'y  a  carpet  was  de- 
fined as  a  table  cover. 

In  1664,  Louis  XIV  started  a  carpet  factory  at  Louvre 
and  he  engaged  the  best  painters  of  his  time  to  supply 
designs  for  the  weavers;  there  are  still  some  relics  of 
these  goods.  Their  designs  represented  figures  and  land- 
.- -ipes.  A  large  proportion  of  the  workmen  employed  in 
the  French  factories  were  of  Flemish  birtli  and  Protestant. 
The  revocation  of  the  Edict  in  1685  resulted  in  the  flight 
of  many  of  these  workmen  to  countries  where  they  were 


not  prosecuted  on  account  of  their  religious  faith.    Fland- 
ers, Holland  and  England  received  many  of  these  people. 

The  Flemish  Looms. 

Flanders  was  the  first  country  to  engage  in  the  weaving 
of  carpets  on  a  distinctly  European  pattern,  as  compared 
with  the  primitive  apparatus  used  by  the  Oriental  weavers. 
Brussels  carpet  was  a  prominent  product  of  the  Flemish 
looms. 

In  1685  Louis  XIV.  became  so  intolerant  that  a  great 
many  of  these  weavers  fled  to  England.  Before  1745, 
most  English  carpets  were  a  mere  interlacing  of  warp  and 
w'eft  of  different  colors.  In  1735  the  manufacture  of  Kid- 
derminster carpets  had  become  a  large  industry  in  the 
town  of  fliat  name.  This  is  the  carpet  that  is  now  com- 
monly called  an  ingrain  or  wool  carpet;  it  derives  its 
name  from  first  being  manufactured  in  the  town  of  Kid- 
derminster. 

In  1745,  a  carpet  factory  was  established  at  Wilton, 
England,  under  the  patronage  of  the  Earl  of  Pembroke, 
who,  while  traveling  in  France  had  noted  the  superiority 
of  the  French  weavers  and  he  accordingly  imported  a 
number  of  the  weavers  and  secured  a  patent  giving  him 
exclusive  right  to  manufacture  the  French  carpets  in 
England.  They  were  made  square  or  oblong  and  had  a 
cut  pile,  like  the  Oriental  rugs. 

Savonnie  Carpets. 

In  1750  a  capuchin  friar  began  the  manufacture  of 
Savonnie  carpets  at  Fulham,  England.  The  enterprise 
was  unsuccessful,  but  at  London,  in  the  same  year  two 
workmen  who  had  been  employed  in  the  Savonnie  factory 
opened  a  Avorksliop  with  the  assistance  of  a  Mr.  Moore. 
A  disagreement  between  the  three  men  resulted  in  the 
starting  of  another  factory  by  the  two  Frenchmen  under 
the  patronage  of  the  Duke  of  Cumberland.  Moore's  fac- 
tory continued  in  operation,  and  in  1757  he  obtained  a 
premium  from  the  Society  of  Arts  for  the  production  of 
the  best  imitation  of  a  Turkey  carpet. 

The  manufacture  of  what  is  known  as  Brussels  car- 
pets probably  originated  in  Flanders.  The  city  of  Brussels 
was  noted  for  these  goods  and  gave  its  name  to  them. 
Their  manufacture  was  introduced  in  England  by  John 
Broom,  a  Kidderminister  weaver  who  went  to  Brussels 
and  afterwards  to  Tournai,  to  study  the  weaving  of  tliese 
goods. 

At  Tournai,  Broom  found  a  man  who  understood  the 
making  of  the  Brussels  loom  and  the  two  men  embarked 
for  England,  where  in  1749,  they  built  and  set  in  operation 
the  first  Brussels  loom  known  in  that  country.  Broom 
and  his  assistant  were  anxious  to  keep  to  themselves  the 
secret  of  the  Flemish  loom  and  no  other  man  was  allowed 
to  enter  their  shop,  but  they  ran  the  loom  by  night  as 
well  as  day,  and  finally  a  weaver  in  the  employ  of 
another  carpet  weaver,  climbed  a  ladder  and  watched  the 
men  at  work  when  they  thought  they  were  unobserved. 
It  was  not  long  before  there  were  a  number  of  these 
looms  in  operation  in  Kidderminister,  and  in  a  short  time 
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No.  2065,  one  of  the  new  self-colored  "  BRIGHTLING  " 

CUT-OUT  FRIEZES 

in  the 

"WATSON-FOSTER"  LINE 

for   1910 

CONFIDENCE 

that 

WE    HAVE    THE   GOODS 

and  that  you  will  think  so,  is  the  key-note  of  our  enthus- 
iasm this  season.     It  will  be  yours  when  you  see 

THE  COMPLETE  LINE 
THE  WATSON-FOSTER  LINE 

Full  of  things  good  to  look  at,  practical  novelties,  cut-out 
borders,  original  colorings  and  priced  so  you  can  fix 
your  own  profits. 


a  continued  and 
successful  specialty 

You  do  not  have  to  buy  our  LINE  when  you  see  it, 
but  we  ask   you   to    buy    no    other   till    you    do. 

The  Watson-Foster  Co.,  Ltd. 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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We  Are  Showing 

In  Our  New  Samples 

THE  FINEST 

CHAMBRAYS 
BURLAPS 
SILKS 

Two  Tones  Silk  Stripes 

Duplex  Ingrains        Fabric  Effects 


AND  A  GREAT  BIG  LINE  OF 


Well  Colored  Neyv  Designs 

IN  EVERY-DAY  SELLERS  OF  WALL  PAPERS 
THE    FINEST   THAT    HAVE    EVER  BEEN    PRODUCED    IN    CANADA 


OUR  TRAVELLERS  ARE  ON  THE  ROAD— WATCH  FOR  THEM 

Colin  McArthur  &  Co. 

Wall  Paper  Manufacturers   -   MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their   7  ^'avelers 
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Pleasing 

In  Pattern 

Peerless 

in  Quality 


BRINTON  • 
•CARPETS 


According  to  the  Trade  (who 
really  ought  to  know)  Brinton's 
Canada-Made  Carpets  are  won- 
derfully good  value. 

That  comes  of  not  only  know- 
ing how  to  make  carpets,  but  of 
knowing  how  to  make  carpets 
that  the  Canadian  people  want. 

Our  knowledge  of  the  market 
tells  us  to  make  carpets  that  are 
artistic  and  decorative  in  patttrn 
and  color,  and  which  have  the 
quality  to  stand  hard  wear. 

Just  make  a  point  of  seeing  our 
samples  — you  are  a  good  judge. 


The  Brinton  Carpet  Co. 

OF  CANADA,  LIMITED 

PETERBORO,  ONTARIO 

Sal..A.ent=  W.  E.  WHITEHEAD 

28  WELLINGTON  STREET  WEST,  TORONTO 

Alto  Kildare  Irish  Hand  Tufted  Carpets 


Our  Claim 

The 
Assorting   House 

of  the 
Maritime  Provinces 


WELL  ASSORTED   STOCn 

ORDERS  CAREFULLY  FiLLED 

PROMPT  DELIVERIES 

PRICES  RIGHT 


WE  CAN  PROVE  IT 


You  can  rely  on  the  accurate  filling 
of  mail  orders  by  our 

Special  Mail  Order  Dept. 


J.  &  M.  MURPHY 

LIMITED 

Wholesale  Drygoods 

HALIFAX, 

N.S. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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|f|R  celebrated  our  firft  anni- 

>i<  versary   on   July    5  th   by 

presenting  to  the  trade 

through  our  representa- 

tives, a  line  of   IVall 

Papers  truly  Canadian  in 

every  resped,  a  line  which 

shows  to  what  perfedion 

new  blood  has  brought  this 

Canadian  induftry,  and 

every  true  Canadian  will 

be  intere^ed  in  this  line. 

''And  now  to  business 

We  Want  your  order'' 

TheR 

eg.  N.  Boxer  Co.,  Ltd. 

Manufacturers   of 

PAPER  HANGINGS 

Address  Correspondence                                                             Work,!  at 

to  Toronto                                                                         NEW  TORONTO 

Plea 

se  mention  The  Review  to  Advertisers  and  Their    Travelers 
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KING'S 


Established  1776 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  piece  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,    SC?T<AND. 


Sole  Selling  Agrent : 


SYDNEY   MOSS, 


Empiro  BIdg,,  58  Wellington  St.  W, 
TORONTO 


'LAMSON- 


Lamson  Cable  Cash  Carrier  System  in  Store  of  Acme  Co., 
Edmonton. 


LAMSON  CARRIERS 

(_  Stop  The  Leaks  due  to  unequal  distribution  ot 
labor  in  Stores,  Offices  and  Workrooms.  They 
fetch  and  carry  Cash,  Messages  or  Merchan- 
dise in  over  eighty  per  cent,  of  the  representa- 
tive retail  stores  of  America  and  Great  Britain. 

Ask  any  user! 

Systems  Leased  or  Sold 
Send  for  BuIIelin   M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington   St.  W.,      Toronto,  Ont. 

'SERVICE' 


111?  l(]\vn  became  the  chief  seat  of  the  carpet  manufactur- 
ing business. 

Important  Invention. 

In  the  year  1831  an  invention  of  the  highest  impor- 
tance to  the  carpet  trade  was  accomplished  by  Richard 
Whytock,  of  Edinburgh  Scotland.  Mr.  Whytock  was  the 
head  of  the  firm  of  Richard  Whytock  &  Co.  His  experi- 
ence as  a  retail  dealer  as  well  as  a  manufacturer  had 
convinced  him  that  a  carpet  different  from  an  ingrain 
but  cheaper  than  Brussels  would  be  in  demand  among  the 
large  proportion  that  could  not  afford  to  buy  Brussels. 
Thinking  over  this  idea  it  occurred  to  him  that  a  one- 
frame  Brussels  would  be  just  the  ( arpet  desired,  because 
it  would  save  all  the  waste  material  that  went  into  the 
back  of  the  fabric  where  it  is  almost  useless.  With  this 
idea  in  view,  he  began  experimenting  in  1834.  In  his 
employ  at  that  time  was  William  Sloane  who  afterwards 
came  to  New  York  and  founded  there  the  great  carpet 
business  now  conducted  under  the  style  of  W.  &  J.  Sloane. 
Mr.  Sloane  procured  for  Mr.  Whytock  his  first  jars  of 
coloring  used  in  the  dyeing  of  yarn.  Being  now  con- 
vinced that  the  idea  was  practicable  he  kept  working  on 
the  invention  and,  not  having  a  patent  for  the  loom  and 
desiring  to  keep  it  private  they  set  up  the  first  loom  in  a 
stable  at  the  rear  of  Richard  Whytock  &  Co.  This  is 
the  carpet  now  known  as  tapestry  or  tapestry  Brussels. 
The  first  entire  piece  of  velvet  carpet  was  made  on  this 
loom  by  William  Sloane  in  1831. 

Soon  afterwards,  Mr.  Whytock  secured  a  patent  for 
his  invention  and  he  made  arrangements  with  a  large 
carpet  manufacturer  to  make  these  goods  on  a  large  scale, 
but  after  repeated  trials  they  abandoned  the  idea;  two 
or  three  other  firms  tried  it,  with  the  same  result.  How- 
ever, a  few  of  these  looms  were  kept  running,  but  it  was 
not  until  1843  when  they  were  introduced  into  the  U.S. 
that  the  demand  for  them  assumed  large  proportions. 
Soon  afterwards  the  English  carpet  manufacturing  firm 
of  John  Crossley  &  Son  became  the  owners  of  the  patent 
and  by  making  a  number  of  improvements  in  the  style  of 
coloring,  designs  and  quality  of  the  fabric  it  soon  secured 
widespread  popularity  in  the  United   States 

Patent  Axminsters. 

The  manufacture  of  Axminster  carpets  was  str.rted  in 
Axminster  from  which  place  it  derives  its  name.  The  real 
Axminster  was  made  entire'y  <;f  wool  for  both  front  and 
back,  the  wool  being  knotted  in  tufts  upon  the  warp 
threads  by  the  hand  of  the  workman  and  held  together 
by  an  invisable  ground  work  of  linen  threads.  A  desire 
to  produce  a  cheaper  fabric  and  yet  retain  its  rich  effect, 
prompted  experiments  by  James  Templeton,  of  Glasgow, 
and  William  Quigley,  of  Paisley,  which  resulted,  in  1839, 
in  what  is  called  patent  Axminster.  Several  improvements 
were  devised  in  this  fabric.  The  patent  goods  are  cheaper 
partly  on  account  of  steam  power  but  mainly  because  they 
require  only  about  one  half  of  the  wool  used  in  the  real 
Axminster. 


■^ 


J.  H.  B.  Webster,  formerly  with  the  Right  House, 
Hamilton,  and  long  connected  with  the  trade  in  England 
has  taken  a  position  as  spc'cialist  in  interior  decoration 
and  housefurnishing  with  the  W.  A.  Murray  Co.,  Toronto. 

Lucien  J.  Lahaie,  lately  of  the  Bank  of  Montreal  staff, 
and  Delphiee  Grenier,  lately  of  the  2  Macs  Co.,  Ottawa, 
have  entered  in  partnership  as  general  merchants  and 
merchant  tailors,  and  will  within  a  couple  of  weeks  open 
a  large  store  at  Rapide  de  L'Orignal,  on  the  Lievre  river. 
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Most  Jobbers  Handle 


FIFE  LINOLEUM 

Ask  Yours! 

If  he  cannot  supply  you,  write  us  direct.  In  Fife 
Linoleum  we  can  show  you  something  distinctly 
superior.  Our  range  of  patterns,  for  instance,  con- 
tains something  to  suit  every  taste ;  while  in  wearing 
quality,  positively  no  other  line  on  the  market  is 
equal  to  Fife  Linoleums. 

James  B.  Jamieson 

Canadian  Manager  of  the 

Fife  Linoleum  Co.,  Limited 

64   Wellington   Street   West,   Toronto,    Ont. 


Th( 


^^Why  not  open  a 

Furniture 
Department  ? 

Increase  your 

Business  with 

same  Expense ! 

'''■Ask  igog  Catalogue  and  Prices." 


jy 


Victoriaville  Furniture  Co., 


Victoriaville, 
P.  Q. 
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Demonstration  Aids  Sales  in    Furniture    Department 

Co-operation  with  Housefurnishings  Section  Important— Simplicity  a 
Marked  Feature  in  Present  Day  Furniture  Designs -Good  Summer 
Trade  in  Rattan,  Reed  and  Willow  Furniture  —  Western  Demand  Good. 


So  VARIED  are  the  styles  of  house  furniture  now 
manufactured  to  meet  the  great  divergencies  of 
taste,  that  it  is  sometimes  a  difficult  matter  for 
that  section  of  a  general  or  departmental  store  to 
measure  up  to  representative  standards.  Given  the  re- 
quisite space,  however,  and  the  selling  equipment,  it  is  one 
department  which  should  add  very  considerably  to  the 
attractiveness   of   the   store. 

Where  there  is  a  good  housefurnishing  department,  a 
furniture  section  has  a  distinct  advantage.  For  one 
thing,  the  customer  figuring  on  a  complete  equipment 
for  a  room  or  house,  finds  it  possible  to  study  combined 
effects  more  satisfactorily  than  in  a  store  carrying  furni- 
ture exclusively.  Salesmen  in  the  large  departmental 
stores  of  the  cities  state  that  it  very  often  facilitates  the 
purchase  of  carpets  or  rugs  to  demonstrate  effects  by 
the  adaptation  of  different  pieces  of  furniture  in  favor- 
able relation  thereto.  While  this  does  not  require  the 
purchase  of  the  furniture,  since  a  well-stocked  department 
may  easily  produce  pieces  to  match  thos  e  already  in  the 
home,  it  has  often  led  to  sales  in  the  furniture  section 
which  might  not  otherwise  have  been  recorded.  In  short, 
the  rule  works  both  ways.  It  is  this  ability  to  suggest 
furnishing  schemes  that  is  proving  one  of  the  important 
essentials  of  salesmanship  in  the  furniture  department. 
Arrangement  of  stock  may  also  be  carried  out  with  this 
idea  in  view.  The  furnished  room  or  similarly  suggestive 
display  may  be  made  a  very  interesting  and  profitable 
feature  where  properly  advertised. 

Characteristic  Arrangement. 

The  same  idea  may,  in  fact,  be  said  to  mark  the  ar- 
rangement in  wholesale  warehouses  or  showrooms  at  the 
present  time.  One  of  the  largest  and  mose  progressive 
concerns  in  Canada  has,  for  example,  a  complete  area  of 
2,000  square  feet  reserved  exclusively  for  early  English 
designs,  and  the  subdued  and  characteristic  lighting  and 
the   general    arrangement    is    exceedingly    appropriate. 

Early  English  is  a  class  of  furniture  which  has  had  a 
wonderful  development  of  recent  years,  and  the  very 
complete  lines  carried  by  wholesale  houses  are  illustra- 
tive of  the  research  and  specialization  in  that  regard. 
Ijarge  retailers  are  giving  consideration  to  it  also,  for  the 
den  and  the  living  room  have  become  distinctive  features 
of  the  modern  home,  and  what  so  reposeful  for  these 
loungeful  realms  of  relaxation  than  the  quaint  and  not 
inartistic  effects  in  plain  or  quarter-cut  oak  in  dull  or 
polished  early  English  or  mission  oaks'?  It  is  stated 
by  some  retailers  that  not  a  few  of  the  leading  homes 
in  their  cities  were  eliminating  the  large,  elaborate,  formal 
drawing  rooms  or  parlors  and,  while  still  retaining  a  re- 
ception room,  were  emphasizing  their  liking  for  this 
class  of  furniture  by  substitution. 

Period  Adaptation. 

All  of  this  suggests  the  question :  Is  there  a  growing 
favor  in  Cana.da  for  period  effects?  This  question  was 
asked  of  a  large  manufacturer  recently.  He  replied  that, 
while  Canadian  wealth  had  not  reached  such  a  stage  as 
to  warrant  or  afford  any  great  development,  generally,  in 
that  direction,  there  were,  in  those  quarters  that  could 
fully  appreciate  it,  some  evidences  of  its  growth. 


"It  is  sometimes  stated,"  said  he,  "that  Canadian 
manufacturers  cannot  produce  the  lines  essential  to  any 
marked  advance  in  the  dircetion  of  period  development. 
In  reply  to  this,  all  I  have  to  say  is  that,  while  the 
furniture  business  is  confronted  by  a  demand  almost  as 
exacting  and  eccentric  as  that  which  millinery  men  have 
to  cater  to,  it  is  possible  to  find  in  up-to-date  manufac- 
turers' showrooms,  goods  that  will  encourage  a  period 
tendency  to  any  extent  the  trade  is  prepared  to  go,  and 
perhaps   a   little   further. 

"The  up-to-date  retail  stock  will  also  be  found  to 
contain  a  good  representation  of  period  adaptation,  some 
of  them  very  rich  in  carving  and  other  elabora- 
tion, quaint  colonial  effects,  and  similar  dainty, 
but  distinctive  patterns.  All  of  these  have  their 
admirers.  It  cannot  be  said  that  any  one  class 
is  meeting  with  more  exclusive  patronage  than 
another.  Early  English  is  very  popular  for  certain  rooms, 
but  taste  is  turning  strongly  in  the  direction  of  effects 
that  are  rich  in  finish,  but  simple  in  general  construction. 
The  different  kinds  of  wainut  and  mahogany  lend  them- 
selves particularly  well  to  the  more  expensive  grades  of 
this  furniture.  There  has  to  be  some  similar  tendency 
reflected  in  the  cheaper  lines,  and  veneered  and  imitation 
woods,  oaks  and  maples  have  been  very  effectively  em- 
p'oyed  in  the  production  of  a  range  adapted  to  every 
purse  and  taste." 

Simplicity  of  Treatment. 

Prevailing  styles  in  bedroom  furniture  illustrate  this 
tendency  toward  simplicity  of  effect.  Circassian  and 
English  walnut,  mahogany,  oak  and  maple  all  figure  in 
these  productions.  Many  of  the  examples,  in  their  sim- 
plicity, suggest  a  colonial  atmosphere  in  somewhat  strik- 
ing contrast  to  bold  elaborations  of  the  so-called  period 
type.  The  post  and  curl-top  bedsteads  are  features,  a,nd 
in  large  departments  there  are  specimen  reproductions  of 
the  old-time  curtained  beds.  Brass  and  enamel  lines 
carry  out  the  same  ideas  of  simplicity  to  a  certain  ex- 
tent, although  there  a,re  many  fanciful  designs,  both  in 
tiip  round  and  square  metal  and  in  combinations. 

For  the  dining-room,  golden,  fumed  and  early  English 
oaks  are  popular  woods,  and  there  are  many  rich  sets 
in  mahogany.  The  latter  wood,  solid  and  veneered,  and 
the  walnuts,  iire  the  leaders  in  drawing-' oom  or  parlor 
furniture,  and  for  upholstering,  the  deeper  tones  and 
colorings  are  in  decided  favor.  Where  living-room  effects 
have  been  developed,  leather  is  very  extensively  used. 

Demand  for  Summer  Goods. 

Fer  verandah  or  Summer  cottage,  a  very  fine  rani^e 
n]'  light  reed,  rattan  and  willow  creations  is  shown.  These 
liave  met  with  a  very  stronq   demand. 

Westo'i'n  Canada  is  proving  a  very  strong  furniture 
nnrkot.  While,  as  yet.  it  cannot  be  said  that  th?  general 
demand  is  for  the  higher  grades,  it  is  felt  that,  with  de- 
velopment, this  will  come.  One  manufacturer  stated  that 
ni)  line  illustrated  more  strongly  than  furniture  tl;^  for-.'e 
of  the  prediction  that  the  time  was  approaching  when 
the  West  would  become  the  2:reait  market  for  the  output 
of  the  East. 
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DALY  &  MORIN 

For  Upholstery  Goods  and  Specialties 


Our  Upholstery  Goods  De- 
partment represents  wanted 
lines  at  the  right  prices,  and 
Daly  &  Morin  treatment  of 
customers.  You  o^ve  it  to 
yourselves  to  inspect  our 
line  of  Portieres,  Table 
Covers  and  Couch  Covers. 


TTnTITT 

Send  for  our  supplement  to  Catalogue  No.  3. 

This  catalogue  contains  illustrations  and  descriptions  of  practically  every 
specialty  wanted  in  the  House  Furnishings  line.  It  will  make  special  sales 
for  you,  and  your  profit  on  these  sales  is  good. 

Window  Shades  and 

Shade  Cloths. 

Curtain  Poles. 

Trimmings. 


TRADE 


MARK 


The  lines  of  Daly  &  Morin  appeal  to  the  buyer  of  House  Furnishings  because 
they  combine  beauty,  durability  and  satisfaction. 

They  come  in  styles  and  prices  to  suit  everyone. 

rr^i         o  '    t    r\    A         r^  j.  j.    will    look    after    . 

The  Special  Order  Department  orders  for  special 

size  or  color. 

The  Complete  Illustrated  Catalogue  will  explain  the  line  in  detail. 


DALY  &  MORIN, 


MONTREAL 
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Directory  to  the  New 

STAUNTON 

Line  of  Wall  Papers 

SEASON  1909-10 


White  Blanks 

A  selection  of  the  best  patterns  we  have  ever  had  the  opportunity  of  choosing  for  you. 

Superbly  colored  in  collaboration  with  the  two  American  factories 

with  which  STAUNTONS  LIMITED  is  affiliated. 

"OUR  BEST  EFFORT" 

Gilts  and  Varnished  Gold  Papers 

An  interesting  and  very  strong  showing,  including  numerous  examples  in  new  treatments 
of  drawing  room  and  parlor  wall  coverings. 

Jaspe  and  Jupes  Grounds  Chambrays    and    Linens 

in  delicate  treatments.  in  Blanks,  Gilts  and  Specials. 

Embossed  Papers  Silks  Velours 

Rich  Tapestries  Ingrains 

Plain,  Printed  and  Stained  Oatmeals 

One  of  the  best  of  the  moderate  priced  new  thmgs. 

Engravures 

On  velour,  parchment  and  special  stock. 
In  stripes,  crowns,   plain  effects  and  floral  friezes. 

Varnished  Tiles  Leathers,  Plain  and  Pressed  Sanitas 

Independent  Specials  in  Flats,  Silks  and  Velours 

Woodkrusta  Paneling 

(Sole  Agency  tor  Canada) 

A  perfect  substitute  for  wood  wainscoting,  hung  like  paper. 
Can  be  stained  and  finished  like  quarter  oak. 

IMPERIAL  AND  PREFERENTIAL  DYED  BURLAPS,  DIAMOND  OIL  COATED  AND  PLAIN 
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Wall  Paper  Bulletin 


Season  1909-1910 


STAUNTONS 


LIMITED 
TORONTO 


No.  1 ,  June,  1  909 


T 


n  li  u 


HE  new  Wall  Paper  Season  for  Nineteen  Hundred 
and  Nine  and  Ten 

Opens  July  5th,  1 909 

Simultaneously  in  all  parts  of  Canada. 

The  Staunton  Salesman 

will  be  on  the  ground  as  early  as  the  first — very  much  on 

the  ground  at  that.         ^  ^  ^ 

^'^       ^       ^ 


EVERY  factory  in  the  Dominion  is  probably  "warning"  you  to  hold  your  order  until 
its  traveller  reaches  you.  This  is  entirely  praiseworthy  and  a  song  which  we  would 
valiantly  chorus  had  it  not  grown  a  bit  threadbare  through  overmuch  enthusiastic  repetition. 
So  we  are  not  going  to  presume  to  tell  you  what  you  should  or  should  not  do.  We're 
in  rather  an  interested  position,  you  know,  and  it's  difficult  enough  at  any  time  to  give  good 
advice.  We're  going  to  let  you  do  the  deciding,  without  any  additions  to  factory-made 
advice.     You  can't  hold  your  order  for  all  of  us.     So  we  say  "  Let  the  Best  Win." 

SSt     s&     s& 

THE  Nineteen  Nine-Ten  Line  surpasses  all  our  previous  showings  in  both  range  and 
value.  White  Blanks,  the  demand  for  which  forms  the  backbone  of  the  general 
trade,  are  represented  by  some  of  the  most  charming  designs  we  have  ever  seen,  colored 
right  up  to  the  top  notch  of  the  new  modes  and  the  whole  line  from  "selfs  to  specials" 
is  consistent,  well  balanced,  artistic  and  saleable. 

Stauntons  Limited 

Manufacturers  of  Fine  Wall  Papers 
TORONTO 
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Practical  Monthly  Talks  on  Modern  Retail  Advertising 

An  Effective  Men's  Wear  Ad— The  John  Murphy  Go's.  Store  News 
Bulletin  — A  Timely  Announcement    by  a    Sydney,    C.B.,    Merchant. 


Good  Men's  Wear  Ad. 

One  of  the  muost  atractive  and  practical  advertise- 
ments The  Review  has  been  asked  to  criticise  in  a  long 
time  is  that  of  Moore  &  McLeod,  reproduced  here.  It 
occupied  a  space,  3  cols,  by  14  inches,  and  it's  just  about 
as  2'ood  a  talk  on  men's  things  as  one  will  find.  Enough 
rrle  is  used  to  make  the  ad.  attractive,  and  good  judg- 
ment has  been  used  in  the  use  of  display  type,  the  differ- 


'  Mooi^  &  McLeod 


June    iZlh,  \909 


Let's  help  to  make  you 
Comfortable  Today 


One  of  the  most  important  depart- 
meats  we  have  is  comfort  making  de- 
partment for  men.  Vou  wiM  find  it  on 
the  left  hand  side  of  ths  store  immed- 
iately ai  you  enter,  and  you  will  always 
find  a  well  posted  and  obliging  young 
man  ready  for  you  when  you  come. 
We'd  like  tp  see  you  to-day  even  if  you 
only  want  a  colUr  button. 

Comfort  in  Underwear 

We  oHer  you  a  pretty  good  line  of 
balbrjggan  underwear  in  'a,  good  raa« 
of  sizes,  smooth  and  cool,  at  ?E^  SUIT 

„ ,SOe 

,  And  there  is  abetter  cue,  full  rangtf 
of  sizes  from  u  to  44  inches  French 
necks,  sateen  facings,  Jersey  cuffs  and 
ankles,  suit * -.75c 


Really  cliojce  Balbriggan  under-  Fipe  white  Balbriggan  under- 
wear all  sizes,  long  sleeves  or  shore,  wear  narrow  rib,  French  neck,  sat- 
loug  drawers  or  short,  splfendid  fin-  een  facing,  Jersey  cuffs  and  ankles, 
ish,  sells  at  per  suit I  00  special   at. .  ..«  .  ...^  .-. . .    «.  1.35 

Aerlex  CelluUr— The  undervear  of  cool  eomfori 

The  weave  and  structure  of  this  splendid  line  is  such  that  'H  admits 
of  a  constant  circulatiou  of  air  next  the  skin,  ensuring  constani  dryness, 
and  protectiun  from  the  danger  of  sudden  drafts.  This  line  with  short 
sl«eves  trunk  drawers  at „ .^  . 2.00  per  suit 

With  long  sleeves  and  long  drawers  at ^  .  .*-.*-3.09  per  suit 


You   can   buy  a   neat 

soft  front  shirt  at  45c 

And  mind  yoa  this  is  no  "bargain •table  shirt"  citbei.  Big  quantity 
buying  is  ihc  thingthat  makes  the  price  possible  it  is-madeinall  respects 
as  well  as  many  shirts  that  you  have  bought  at  85  cenis--  full  range  ol  neat 

pitterns  in  percales  and  striped    rcrds «c 

There  is  a  splendid  range  nf  the  The  MOOKMAC  DOLLAR  shirt 
new  wide  stripes  in  very  effective  is  better  than  all  other  dollar  shirts 
colourings, 'nice  goods,  firm  and  dnr-     because   it    is    really     a    1.55    shirt 

able __ 79c     for     .      ^ $liH) 

And  then  there  are  all  sorts  of  shirts  for  small  boys  all  sorts  of  neg- 
ligees for  meu— all  sorts  of  working  shins  foi  all  mankind.  We  have  a 
working  shirt  at  fifty  cents  thaj  has  competition  '"faded."     See  it. 


Some    of    the    Smaller    needfuls. 

We  have  every  sort  of  cool  summer  son  for  men,  15c.  25c,  to  50c. 
Invisible  suspenders   for  50c.  Hcse  supporters  2sc  and  35c. 

Wash  neckwear,  newest  for  25c  up.      President  suspenders  50c 
E\celda  handkerchiefs,  p,  for  25c  Umbrellas  from  89c  t07.50. 

Newest  shapes  in  collars  2  for  25c.     Best  cuffs  25c  pr. 

Sweaters  of  every   weight  that  you  can  think  of — at  prices  that  will 
make  ^ou  fee!  badly  if  you've  bought  anywhere  else. 

Mewest  cap:  for  Boys  25c,  50c,  70c.         Newest  caps  for  men  60c,  70c,  i.oo 
Belt*  for  boys  15c,  25c,  32c.  Belts  foi  men,  40c, 50c.  60c  80c, i.o 


—Let's  figure  on  your  outfit- 


A  Splendid   Men's  Wear   Department   Ad.  by  Moore  &   McLeod. 

ent  headings  being  set  in  the  same  series  in  appropriate 
sizes.  The  one  illustration  used  is  timely  and  will  be 
sure  to  attract  the  attention  of  men  who  read  that  paper. 
The  writer  of  the  ad.  has  anticipated  the  objection  which 
the  average  man  has  to  going  into  a  store  crowded  with 
women  and  hunting  around  for  the  counter  at  which  he 


may  buy  the  tie  or  pair  of  socks  he  wants.  This  ad.  tells 
just  where  the  department  devoted  to  men's  wear  is  lo- 
cated. There  is  another  point  brought  out  by  a  study  of 
this  ad.,  which  merchants  generally  might  note  with  profit. 
Moore  &  McLeod  realize  the  value  of  selling  and  pushing 
Aertex  Cellular  trade-marked  goods.  This  ad.  mentions 
underwear,  Excelda  handkerchiefs  and  President  suspen- 
ders, all  well  advertised  goods  and  goods  which  customers 
of  the  Moore  &  McLeod  store  are  likely  to  have  formed  a 
favorable  impression  of,  by  reason  of  this  fact.  Mer- 
chants are  gradually  coming  to  realize  that  it  pays  to 
stock — and  advertise  themselves — goods  which  the  manu- 
facturers have  faith  enough  in  to  spend  money  to  create 


A  Dress  Goods  Purchase]  ,°Lg 

Allogflher  Out  ol  the  Common  I    ^^ 

IN  QUANTITY  AN'l)  IN  I'mCU        i  3  O 

Heing.6S.  TSandHi  SUMMUR  FABRU  :5  JyA  R  n 

On  Tuesday  wc  shall  hold  ihc  sale  ol  U-n  ihousand 

yards  of  summer  dress  materials    A  cash  purchase  bruughl 

Ihem  here.    The  sellrng  prrce  is  less-much  less  ihari  the 

lacluter's  u^ual  prrce  to  the  trade.    Here  is  what  they 
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A   Sample  of   the   Advertising  of  The   John   Murphy   Co.,   Ltd., 
Montreal,  introducing  a  news  bulletin  feature. 

a  demand  for.    This  ad.  gives  evidence  of  an  appreciation 
of  the  modern  idea  in  merchandizing. 


A  Store  News  Bulletin. 

The  John  Murphy  Co.,  Ltd.,  Montreal,  according  to 
many  careful  readers  of  Canadian  advertising,  are  doing 
the  best  advertising  for  the  better  class  of  trade  catered 
to,  of  any  Canadian  tirm.  Their  advertisements  are  al- 
ways  artistic   in    appearance,   the   type   scheme    uniform, 
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and  the  reading-  matter,  for  its  style,  news  and  wording, 
is  in  a  class  by  itself.  They  have  lately  started  a  re,2:ular 
feature  of  their  advertisings,  known  as  the  Daily  News 
Bulletin,  which  mentions  briefly  the  new  arrivals  in  var- 
ious departments,  and  contains  spicy  fashion  news.  One 
of  their  "ads."  selected  at  random,  containing  this  fea- 
ture, is  illustrated.  Many  smaller  stores  could  well  fol- 
low out  the  same  idea  in  the  form  of  a  weekly  News  Bul- 
letin. 


Black  Type  Overworked, 

A  four  page  circular,  each  page  measuring  about  10  by 
14  inches,  issued  by  Thomas  Muleahy,  Ltd.,  Orillia,  has 
been  received  for  criticism,  and  the  first  page  of  this  cir- 
cular is  here  reproduced.  In  this  department  in  previous 
issues  we  have  depreciated  the  practice  of  dry  goods  mer- 
chants who  send  out  bills  as  big  as  newspaper  page — in 
many  cases  bigger — and  printed  on  one  side  only.     So  far 


I  GREAT  May  Sale 
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First  page  of  Circular  in  wiiicli  too  frequent  uselof  heavy  type  Is  made. 

as  tlie  size  and  style  of  the  circular  is  concerned,  Thomas 
Muleahy  has  gotton  out  one  which  conforms  to  our  idea  of 
the  most  practical  because  the  most  likely  to  be  preserved 
— and  read.  The  chief  fault  with  the  circulars  in  ques- 
tion— in  our  opinion — is  that  it  shouts  too  much.  Black 
type  in  an  ad.  corresponds  to  loud  talking-  in  conversa- 
tion. One  shout,  like  one  line  of  black  type,  attracts  at- 
tention, but  continual  shouting  and  continual  use  of  big 
black  loud-talking  type  should  not  be  indulged  in.  In  the 
circular  here  the  one  fact  the  advertiser  wanted  to  em- 
phasize was  that  a  "May  Sale"  was  to  bo  held.  Can  you 
not  imagine  how  much  stronger  that  line  would  have  been 
if  the  rest  of  the  page  had  been  printed  in  small,  modest 
type.  There  is  one  fact  which  few  advertisers  realize, 
too.  A  line  or  sentence  printed  in  capital  letters  is  not 
as  easily  read  or  as  prominent  as  it  is  if  upper  and  lower 
case  type  is  used.  The  one  fault  in  this  circular  is  the  too 
frequent  use  of  heavy  faced  type. 


A  Timely  Appeal. 

This  Victoria  Day  ad.  for  Crowells,  Limited,  Sydney, 
C.B.,  appeared  on  May  20,  and  should  have  resulted  in 
iieavier  sales  of  goods  suitable  for  holdav  wear,  during  the 
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Men's  Holiday  Clothes  for  Outing  and  Dress 

Mens  Stylish  Clothes 

Boys  Outing  Clothes 
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A  suggestive  Ad.  for  a  holiday  season. 

Saturday  preceding.  In  such  an  ad.  discriptions,  except 
they  are  brief,  are  not  advisable.  Its  principal  func- 
tion is  to  suggest  things,  which  the  reader  may  be  induced 
to  buy,  and  in  this  respect  the  ad.     reproduced  pei'forms 


Muslins,  Linens  and  Cottons ! 
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MILLINERY  OPENINGS 

FRIDAY     AND     SATURDAY. 

APRIL  the  2nd  and  3rd,  1909 


WE    INVITE    YOUR   INSPBOTION 
FOf(  THESE  DAYS 


I  STUDY  THE  LAST  PAGE  | 

C.  LAWRENCE  &  COY 

THE  CHEAP  CASH   STOBE, 
CFIEEMORE.  -  ON  r. 


First  and  fourth  pages  of  a  neat  Circular  sent  out 
by  G.  Lawrence  &  Co.,  Creemore,  Ont. 

its  function  well.  The  lay-out  is  good,  and  its  whole  ap- 
pearance is  pleasing  and  neat.  The  proof-reading  has  not 
been  very  thorough,  for  the  lines  "Men's  stylish  clothes." 


2l6 
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and  "Boys'  Outing  Clothes,"  have  been  transposeil.  the 
former  being  oxer  the  items  referring  to  boys'  wear,  and 
viee  versa.  There  are  a  few  other  slips  which  seem  to 
indicate  a  lack  of  care  on  the  part  of  the  compositor 
and  proof-reader,  such  as  the  failure  to  capitalize  "Mont- 
real" in  the  the  last  line  of  the  introduction.  These 
thing.s  may  seem  small  in  themselves,  but  they  spoil  ;he 
good  impression  Avhieh  an  ad.  would  otherwise  cre'ite,  and 
the  fault  really  lies  with  the  advertiser.  He  should  insist 
on  having  his  copy  properly  set.  He  pays  good  prices  for 
newspaper  space,  and  should  see  that  the  matter  printed 
there  represents  his  store  in  a  pleasing  and  attractive  way. 


A  Good  Opening  Circular. 


Evidently  the  advice  given  more  than  once  in  this  de- 
partment, to  send  out  small,  neat,  easily  handled  circu- 
lars, instead  of  the  big  spreads,  is  being  adopted,  since  in 
this  issue  two  such  circulars  sent  for  criticism  are  repoL-- 
duced.  That  of  G.  Lawrence  &  Co.,  sent  on(  to  announce 
a  Spring  millinery  upening,  is  a  pretty  creditable  circulrcr. 
It  would  seem,  however,  that  in  an  announcement  of  a 
millineiy  op.Mung,  a  little  more  should  havi-  been  said 
abuul  millinery.  The  only  reference  to  it  is  in  the  title 
page,  and  we  be'ieve  thai  nuire  space  could  iiaxe  been  very 
profitably  de\'oted  to  a  talk  about  wduieii 's  lieadweai', 
which  was  to  be  the  feature  of  that  (p.^ning.  In  this  cir- 
cular, too,  the  printer  seems  to  have  made  a  disastrous 
error.  On  pag-e  three  there  is  this  line,  "Perrin's  Olove 
Cut,"  in  display  type,  followed  by  this  sentence,  "Kid 
g-loves  that  are  guaranteed  have  this  stamp  in  them."  The 
very  evident  intention  of  the  writer  of  the  circular  was 
to  use  a  cut  of  the  well  known  Perrin  Glove  trade  mark, 
hence  the  line,  "Perrin's  Glove  cut,"  meant  an  instruc- 
tions to  the  printer  to  use  the  cut  there.  The  insertion 
of  this  line  in  the  circular  and  the  omission  of  the  cut  des- 
troys the  sense  of  the  whole  paragraph — makes  it  utterly 
devoid  of  meaning,  and  defeats  the  purpose  which  the 
writer  of  the  circular  had  in  mind — taking  advantage  of 


Dress  floods  and  Trimmings  ! 


BLACK  DRESS  GOODS  I 


SILKS.  SOX  MULLS  AND  SATINS  t 


Spring  Costumes,  Jackets  a>7d  Skirts 


ALiOVER  NETTS  AND  INSERTIONS  I 


^  ^erij  ixtensiue  flange  All  Through 


Second  and  third  pages  of  the  Lawrence  Circular. 

the  general  advertising  given  Perrin 's  gloves  to  help  his 
own  sale  of  these  goods. 


Death  of  W.  C.  Mclntyre. 

Montreal,  July  2. — On  Wednesday  morning,  June  30th, 
the  entire  Montreal  business  community  was  greatly 
shocked  to  learn  of  the  death  of  Wm.  C.  Mclntyre.  presi- 
dent of  Mclntyre,  Son  &  €o.,  Ltd.,  wholesale  dry  goods, 
Victoria  Squa.re,  Montreal,  as  the  result  of  an  automobile 


aci'ideut  at  Dixie,  (near  Montreal)  at  10  o'clock  the  previ-' 
ous  evening. 

Mr.  Mclntyre 's  car  skidded,  and  crashed  into  a  tele- 
graph pole;  apparently  he  was  killed  at  the  first  c-rasli. 
The  other  oeeupa,nts  of  the  car  were  injured. 

Wm.   C.  Mclntyre   was  mlv  48  vears  of  age,  but    fur 


WILLIAM  C.   MclNTYRE 

President  of  Mclntyre,  Son  &  Co.,  wholesale  dry  goods,  Montreal, 
who  was  killed  in  an  auto  accident  at  Dixie  on  Tuesday,  June  29. 


fifteen  years  had  been  the  moving  spirit  in  the  Mclntyi'e 
Co.  He  was  a  worthy  successor  to  his  father,  Duncan 
Mclntyre,  and  was  instrumental  in  the  remarkable  de- 
velopment of  this  business. 

He  was  also  actively  associated  with  many  outside 
interests,  being  president  of  the  newly  formed  Mount 
Royal  Spinning  Co.,  Ltd.,  president  nf  the  Canadian  Trans- 
fer Co.,  vice-president  of  the  Dominion  Bridge  Co.,  presi- 
dent of  the  Windsor  Hotel  Co..  director  of  the  Molsons 
Bank,  and  Structural  Steel  Co.,  and  other  industrial 
concerns. 

He  was  unmarried,  and  is  survived  by  his  mother  and 
tliree  brothers,  of  whom  Dunca.n  is  in  the  Mclntyre  dry 
goods  business. 


Tfios.  J.  Hall  takes  Dress  Goods  Agency. 

Thos.  J.  Hall  has  resigned  his  position  with  the  W.  Ii. 
Brock  Co.,  Toronto,  to  take  the  agency  for  Perkens,  Van 
Bergen  &  Co.  's  dress  fabrics  for  Canada.  Mr.  Hall  is 
well  fitted  for  the  post  he  has  undertakcUj  as  he  has  an 
intimate  knowledge  of  both  the  retail  and  wholesale  dress 
goods  trade.  He  gained  the  former  in  the  dress  and  silk 
department  of  the  T.  Eaton  Co.  and  his  wholesale  exp3ri- 
ence  with  the  W.  R.  Brock  Co.  in  their  dress  department 
in  Toronto. 

The  Review  is  sure  that  the  many  friends  Mr.  Hall 
has  in  the  trade  will  heartily  join  in  wishing  him  the  best 
of  success  in  his  new  undertaking. 


The  Spiesz  Furniture  Co.,  of  Hanover,  were  recently 
incorporated  with  .$60,000  capital.  The  provisional  direc- 
tors are  Henry  Spiesz,  J.  J.  Spiesz,  Geo.  Boettger.  Henry 
Ruppenthal,  B.  F.  Ahrens,  P.  Beckei'    and  W.  Rcbei'tson. 
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This  Catalog 

is  a  practical  text- 
book on  the  Art 
of  Display  that 

Costs  You  Nothing 

The  basis  of  a  good  display  consists  of 
convenient    and    attractive    display    fix- 
tures.     Our   catalog    illustrates    a     com- 
plete    line     of     every    kind    of     display 
fixture  that   is  likely  to  assist  the  trade 
in   displaying    their    stocks    to    the    best 
advantage. 

In  beauty  of  design  and  finish  and 
in  excellence  of  workmanship  and  dura- 
bility we  know  that  our  fixtures  will  meet 
the  requirements  of  progressive  merchants. 
A  few  examples  of  our 
extensive  line  are  show^n 
here. 


No,  359 
Shoe  Stand 


i^'rfi 


C 


No.  190-Clothing  Stand 


No.  33— Tie  Stand 


No.  360 -Shoe  Stand 


WRITE  TO-DAY  FOR  OUR  CATALOG 


The  Toronto  Brass  Manufacturing  Co. 

17-21  Temperance  St.,  Toronto,  Ont. 


Please  mention  The  Review  to  Advertisers  and  Their   TiavelerA 


2l8 


DRY     GOODS     REVIEW 


Dry  Goods  Review 


The  "Hello  People"  Sailor 


Hello  People! 

This  is 

The  Latest 

Sailor 

'THE  HIT  OF  THE  SEASON" 

From  the  Millinery  Trade  Review, 
June  issue 

From  the  lllusrated  Milliner,  June  issue 


The  "Hello  People"  Sailor  is  the  Hat  worn  in  the  "Hello  People"  Chorus  in  James  T.  Powers'  latest 
musical  comedy  "Havana,''  now  running  at  the  "Casino,"  Broadway,  New  York,  unanimously  declared 
by  all  the  New  York  daily  papers  to  be  the  musical  hit  of  the  season.  The  "Hello  People"  Sailor  has  become 
the  rage  in  New  York — everybody  is  wearing  one— and  its  popularity  is  going  to  be  even  greater  than  that 
of  the  "Merry  Widow"  in  1907.     IT  WILL  HAVE  A  TREMENDOUS  SALE  ALL  OVER  AMERICA. 

Get  Ready  to  Supply  the  Demand  in  Your  ToAvn 

for  This  Summer 


Here 

It 

Is! 


SEND  FOR  SAMPLES 


Made  in  two  sizes  in  dif- 
ferent grades  of  straw, 
rough  and  fine,  trimmed 
w^ith  Velvet,  Silk  and 
Glazed  Leather  Bands. 
Light  in  weight,  and  made 
in  all  colors.  Also  made 
in  Pique,  Duck  and  Linen. 


DO  IT  NOW  ! 


THE    MAKER: 


JACOB    WECHSLER 

46-48  East  Houston  Street,  New  York 

-  ■  ■  --      ' '  / '-  ^ 

Watch  for  Annouricement  of  Fall  Line  in  August  issues  of  Dry  Goods  Review  and  Millinery  Review 


l^lease  mention  The  I\ciici>.'  lo  Ad^-erti^crs  and  Their    T-avclcrs 


The  Millinery  Trade  Revie^v 

Hats  for  Outing  Wear  are  the  Profit-Bringers  of  the  Present  Season 
—The  Lingerie  Hat  of  the  Moment  is  an  Elaborate  Affair  —  Parisian 
Millinery  —  Shapes  Large,   but  Not    Exaggerated  —  Recent    Novelties. 


The  publication  of  the  Canadian  Millinery  Re- 
view as  an  exclusive  trade  newspaper  will  be 
resumed  next  month. 

1'^HE  close  of  the  Summer  season  is  well  in  sight 
now,  and  all  efforts  in  the  retail  trade  are  be- 
ing directed  towards  the  closing  out  of  any 
stock  that  may  remain  on  hand.  The  season 
has  been  well  prolonged  and  the  business  done  has  been 
a  substantial  advance  over  that  of  last  year.  Though  the 
depression  had  by  no  means  passed,  the  Spring  season  of 
1908,  was  a  large  one.  Indeed,  it  may  be  said  that,  in 
most  houses,  the  season  now  passing  has  been  a  record- 
breaker. 

The  chief  complaint  made  is  that  so  many  styles  and 
mateiials  were  wanted  that  stock  had  to  be  heavy.  The 
coloi's  indicated  have  held  their  place  fairly  well  to  the 
end  of  the  season.  This  has  been  particularly  true  of  the 
the  wistaria  series  and  of  the  rose  shades.  As  The  Review 
predicted  last  month,  in  speaking  of  fashions  r.t  the  Wood- 
bine, black  is,  by  far,  the  most-worn  color.  The  all-black 
is  the  hat  the  well-dressed  woman  is  chosing.  It  is  gen- 
erally of  crin  or  chip  and  trimmed  with  ribbon  velvet, 
ostrich  and  jets    or  jets  and  wings  or  quills. 

The  black  hat,  draped  with  white — often  satin,  but 
also  net  or  silk  mull  and  trimmed  in  addition  with  white 
wings  and  jets  or  cabochons — is  also  high  style.  Burnt 
and  melon  straws  are  often  trimmed  with  black. 


Hats  for  Outing  Wear. 

There  promises  to  be  quite  a  good  business  done  in  hats 
for  outing  wear  this  year.  The  sailor  is  to  the  fore  but, 
handled,  as  it  has  been,  in  n  proper  manner,  it  is  going 
to  be  a  profit-bringer,  not  a  profit-killer.  The  mushroom 
sailor  is  the  big  seller  with  the  popular  trade,  but  large- 
sized  straight-brimmed  sailors,  and  sailors  that  show  the 
edges  turned  up  all  round  are  also  selling,  while  a  new 
shape  has  the  high  turn  at  one  side.  Velvet  bands  in  black 
and  in  all  the  popular  shades,  with  a  flat  bow  either  at 
the  side  or  in  front,  are  the  accepted  trimming.  The 
mushroom  shapes  are  also  trimmed  with  scarfs  of  India 
silk  or  figured  mus'in. 

The  fabric  hat  is  a  conspicuous  item  in  the  better  class 
'trade.  Picturesque  shady  shapes,  generally  with  the  wide 
drooping  brim,  but  sometimes  lifted  at  the  side  in  the  pre- 
vailing style,  are  shown.  Linen,  broderie  Anglaise,  mus- 
lin, Shantung,  batiste,  net  and  canvas  are  all  used  to 
develop  these  outing  hats.  The  majority  have  the  velvet 
band  in  black  or  colors  as  the  trimming,  but  the  muslin 
scarf  is  also  pressed  into  service. 

In  New  York  the  sailor  of  patent  leather  is  a  novelty 
that  is  selling,  the  straw  or  linen  outing  hat  also  shows 
the  band  of  patent  leather. 


The  Lingerie  Hat. 

Each  season,  when  the  time  for  wearing  wash  materials 
i: rives,  the  linocrie  hat  makes  its  appearance.    Nor  is  this 


to  be   wondered   at   when   their  suitability   for  wear   with 
washing  gowns  is  considered. 

This  year's  lingerie  hat  has  been  an  ehiborate  affair, 
f|uite  in  keeping  with  the  handsome  lingerie  gowns  worn 
this  Summer.  Many  have  had  the  bowl  crown  and  droop- 
ing biim  while  others  have  been  more  on  the  Corday 
order.  The  majority  are  of  lace,  often  with  a  shirred 
crown  of  mull;  others  have  had  the  flower  crown  and 
the  brim  ruffled  or  fine  pleated  lace.  Earlier  in  the  season 
very  fanciful  lingerie  hats  were  worn.  Some  were  much- 
trimmed  with  ribbon  and  rose  garniture,  and  often  had 
libbon  ties.  Now  that  the  heated  season  has  arrived 
tlie  lingeries  are  of  a  more  practical  character,  and  are 
(if  frilling  and  kiltings  of  lace  with  a  velvet  or  ribbon  band 
and  big  bows. 

What  Pans  is  Showing, 

The  millinery  produced  for  wear  at  the  early  Sum- 
mer race  meetings  in  Paris  r,nd  other  fashion  events  of 
the  same  class  always  has  a  strong  influence  upon  Fall 
styles. 

Buyers  from  all  parts  of  the  world  are  now  in  Paris, 
and  the  trend  of  the  mode,  as  now  developing,  largely 
guides  their  choice  of  Fall  models  and  colors. 

Attractiveness  and  picturesqueness  seem  to  be  the 
chief  quality  of  the  millinery  now  worn,  and  charming 
hats  are  seen,  arranged  in  shapes  that  are  copied  from  old 
pictures.  They  are  high  of  crown  and  wide  of  brim,  and 
throw  one  side  of  the  face  into  shadow  in  a  fashion  that 
is  decidely  becoming.  The  other  side  of  the  brim  turns 
up  sharply  off  the  hair.  Rose  wreaths  are  a  favorite  trim- 
ming, but  decorative  fruits  and  blossoms  of  various  kinds 
are  much  used. 

Though  large  shapes  are  worn  they  are  not  unduely 
exaggerated,  and  the  huge  hats,  which  not  only  extinguish- 
ed the  wearer,  but  left  her  with  little  showing  of  either 
features  or  coiffure  and  threw  the  whole  figure  out  of 
proportion,  have  happily  passed  away.  Though  the  hat  is 
large,  it  is  practical  and  also  very  becoming. 

For  the  adornment  of  these  new  hats,  ostrich  and 
aigrettes  are  daily  becoming  more  fashionable.  The 
(strich  is  used  in  a  full  panache  of  beautiful  full  plumes, 
and  the  aigrettes  are  large  and  expensive.  Very  little 
other  trimming  is  used — just  a  band  a  few  loops  of  vel- 
vet or  satin,  and  a  large  rose  or  tight  bunch  of  smnll^r 
blooms.  Kand.'ome  cabochons  and  band  ornaments  of  jel 
or  metal  ixir  used. 

There  is  no  attempt  to  match  the  hat  and  gow  ■  and, 
it  must  be  confessed,  that  here  comes  a  somewhat  jarr- 
ing note,  as  all  kinds  of  odd  colors  are  worn  together  in- 
discriminately. In  some  cases,  the  effect  is  more  flaring 
than  refined. 

Among  the  new  colors  introduced  there  is  a  rich 
tortoise-shell  brown  and  a  russet  that  combine  well  with 
black,  and  there  are  also  the  honey  shades  ranging  from 
a  pale  amber  to  a  deep  dark  orange  shade.  These  colors 
promise  to  come  into  favor  for  feathers,  ribbons  and  other 
hat  trimmings.  A  rich  dark  lapis  lazuli  shade  is  another 
new  millinery  color. 
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The  Regular  and  Special  Show  Card. 

Referring  to  a  large  assortment  of  his  display  cards 
with  which  he  recently  favored  The  Review,  A.  A.  Arnolcl, 
of  Stark  &  Sons,  Vancouver,  B.C.,  writes: 

"These  are  cards  that  have  been  in  a,ctual  use  in  the 
store  at  some  time  or  other.  The  14  in.  x  22  in.  cards  are 
generally  used  in  the  windows  or  for  some  special  occa- 
sion. The  11  in.  x  14  in.  cards  are  used  in  the  store  in 
oxidized  frames. 


Peak's  Hat  Business. 

John  W.  Peck  &  Co.,  Montreal,  Winnipeg  and  Van- 
couver have  opened  a  warehouse  at  12  St.  Helen  Street, 
Montreal,  and  will  add  a  wholesale  men's  hat  department 
for  the  benefit  of  the  Eastern  trade.  This  business  will 
be  conducted  in  con.iunction  with  their  western  hat  bus- 
iness, but  the  Montreal  house  will  look  after  the  entire 
trade  from  Port  Arthur  east.  This  warehouse  will  also  be 
used  to  show  samples  of  clothing,  furs,  shirts,  etc.,  for  the 


FALL 
OPENING 


uching?_ 


A  lavish  display 
of  cvefylhiiAl  new 
^t\d  worthY  m 
autumn  dre^s  ^oods 


Display  Cards  by  A.  A.  Arnold,  of  James  Stark  &  Sons,  Vancouver,  B.C. 


I  chiefly  adopt  hlack  on  white,  but  the  colored  cards, 
it  will  be  seen,  are  employed  chiefly  for  special  events, 
such  as  openings,  Christmas,  anniversary  sales,  etc 

Some  of  the  dark  cards,  also  a  few  of  the  white,  show 
evidence  of  the  air-brush.  To  my  mind,  the  air-brush 
gives  a  card  a  very  effective  appearance  when  used  spar- 
ingly and  not  too  frequently. 

The  Roman  alphabet  is  best  for  everyday  use,  as  it 
gives  a  distinctive,  neat  appearance  and  is  not  flashy  but 
strong  and  attractive.  I  use  a  pen  in  connection  which,  I 
think,  makes  a  splendid  combination.  For  black  paint. 
I  buy  dry  drop  black  and  mix  it  myself  with  mucilage  and 


benefit  of  merchants  visiting  the  city.  The  big  factory 
at  the  north  end  of  Montreal,  has  not  been  found  as  con- 
venient as  desired,  by  merchants  who  have  little  time 
in  the  city. 

The  manager  of  Peck's  hat  business  is  Geo.  S.  Page, 
one  of  the  best  known  men  in  the  Canadain  hat  trade,  and 
formerly  with  the  Paquet  Co.,  Quebec.  Peck's  will  also 
distribute  Carter  and  Wilkinson  hats,  brands  formerly 
sold  by  the  Paquet  Co.,  Ltd. 


Tucker,    Limited,    Belleville,    have    been    incorporated 
with  .$40,000  capital,  to  manufacture  shirts    collars,  cuffs, 


f^    Smc7r/- 
^  .Jat'/ored 

Siiifs  on  sa/e 
Moncfay 


nsim/K^a  .C3S. 


Display  Cards  by  A.  A.  Arnold,  of  James  Stark  &  Sons,  Vancouver,  B.C. 


water;   white,   the   same   way.     Red  and  green,  I  buy  in  drapery,  haberdashery  and   wearing  apparel  of  all  kinds 

sealed  jars  and  find  it  very  satisfactory.     I  use  red  sable  for  men,  women  and  children  and  to  acquire  the  business 

rigger  brushes  with  square  ends,  sizes  10,  11,  12  and  14.  heretofore  carried  on  in  Belleville  by  F.  H.  Johnson  and 

but  find  it  very  hard  to  get  good  brushes.  F.  A.  Fish. 
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KnoAvn  All  Over  Canada 

THE 

Elite  Garment 

Now  is  your  time  to  complete  your  Fall 
Assortments  of  Ladies'  and  Men's  Coats 


Our  line  of  Ladies'  Fall  Coats  con- 
sists of  the  most  successful  styles,  in 
a  wide  range  of  materials.  Values 
will  please  you. 


Our  line  of  Men's  Overcoats  consists 
of  the  snappiest  styles  and  materials 
in  the  trade  for  early  Fall  wear.  The 
range  of  Winter  Overcoats  covers 
every  possible  want. 


Headquarters  for  Ladies'  Rubberized  and  Single 
and  Double  Texture  Garments,  Men's  Rain- 
coats and  Waterproofs 

We  show  the  largest  range  in  the  trade  of  Pelraine 
for  Ladies  and  Gaberdine  for  Men.  These  materials 
shed    rain,    and    come    in    the    latest    patterns. 

Season  after  season  the  prestige  of  the  Elite  Garment 

has  been  growing.     Will  you  arrange 

to  try  the  line  this  season  ? 


Montreal  Waterproof  Clothing  Co. 


PAPINEAU  AVENUE 


MONTREAL 


PUait  mention  Tht  Rrview  to  Advtrtistrs  and  Their  Travelers 


How  the  Merchant  May  Brighten  Midsummer  Business 

Store  Should  be  Cool— Comforts  that  are  Appreciated  in  Hot  Weather 

Windows  Attractive  —  Plenty    of    Material    to    Make  July  a  Good 

Month  —  How  to  Handle  the  Farming  Trade— Staples  Well  in  Hand. 


MERCHANTS  who  are  making  careful  prepara- 
tions for  increasing  business  during  tlie  lieated 
months  should  see  to  it  that  their  stores  are 
as  cool  as  circumstances  will  permit,  and,  above 
all,  that  they  are  well  ventilated.  Ledge-trims  and  store 
decorations  should  'be  of  a  light  nature  and  not  too 
crowded.  If  the  store  has  no  rest  room  a  place  should  be 
made  for  a  comfortable  seat  or  two,  and  nearby  a  water 
cooler  with  ice  water.  A  soda-water  fountain  may  be 
found  profitable. 

These  comforts  will  be  much  appreciated  and  will  oil 
the  wheels  of  business.  The  comfortable  seat  and  the 
cool  refreshing  drink  after  a  hot  dusty  ride  or  drive  will 
put  the  customer  into  a  pleasant  mood  and  make  it  much 
easier  for   the   selling  staff. 

'Besides,  good  ventilation  and  a  cool  store  will  do 
wonders  in  keeping  the  help  alert  and  in  good  form  dur- 
ing the   heated   term. 

The  windows  must  be  kept  bright  and  attractive,  and 
the  fact  that  it  is  the  season  for  light  summer  goods  should 
make  this  easy.  Of  course,  the  time  when  novelty  and 
fashion  was  the  sole  inducement  to  buy  is  gone.  Sale 
displays  rule  now,  but,  because  of  that  fact;  attractive- 
ness need  not  be  sacrificed.  An  effort  should  be  made  to 
have  trims  look  as  cool  and  as  fresh  as  possible,  and 
this  fact  and  the  price  concessions  should  serve  to  sell 
goods. 

Turn  July  Into  Good  Month. 

There  is  plenty  of  material  in  most  stores,  if  rightly 
employed,  to  turn  July  into  a  good  month  instead  of  a 
slow  one.  Most  merchants  take  their  half-yearly  inven- 
tory during  the  latter, part  of  the  month.  Rightly  man- 
aged, June  should  have  seen  a  commencement  made  on 
the  process  of  weeding  out  slow-moving  stocks.  With  the 
advent  of  July,  more  stringent  methods  should  be  em- 
ployed and  preparations  should  be  made  for  a  rousing 
pre-inventory  sale. 

Each  department  should  deliver  up  its  remnants  and 
broken  lines.  Take  the  hosiery  counter,  for  instance,  the 
season's  selling  will  have  left  lots  of  broken  lots  of  sum- 
mer goods  on  hand;  they  are  in  all  weights,  makes  and 
styles,  some  are  loose  and  others  are  housed  in  soiled 
and  dilapidated  boxes.  When  these  are  placed  in  one 
lot,  the  small  bunches  of  saleable  goods  from  stock  may 
be  thrown  in  as  "sweetners. " 

Mark  them  all  at  the  lowest  price  named  in  the  lot. 
Go  through  the  other  departments  in  the  same  manner 
and  get  together  the  materials  for  an  interesting  pre- 
inventory  sale. 

The  merchants  pay  for  distributing  the  merchandise 
is  what  is  left  over  after  he  has  paid  for  the  cost  of 
handling  the  goods  he  has  sold.  This  fact  often  makes 
the  merchant  keep  goods  longer  on  his  shelves  than  he 
should,  because  he  simply  has  not  the  nerve  to  cut  deep 
enough  to  make  them  move.  Now  that  the  selling  season 
is  so  far  advanced  it  is  absolutely  necessary  to  get 
them  out. 

Something  to  Talk  About. 

Tf  tlio  advice  given  is  followed  there  may  be  an  actual 
mi'iiev  loss  on  the  "-oods  sold  but  on  the  other  hand  the 


merchant  will  have  drawn  good  trade.  He  will  have 
given  his  customers  something  to  talk  about  and  remem- 
ber, and  doubtless  he  will  have  made  good  on  stock  sold 
at  regular  prices  to  customers  attracted  to  the  store  by 
the  bargains  he  has  been  offering.  He  will  have  con- 
verted doubtful  merchandise  into  useful  cash,  and  will 
have  cleared  his  stock  and  enhanced  its  value. 

Just  one  caution, — the  merchant  should  be  sure  that 
the  approach  of  inventory  time  is  not  made  an  excuse  for 
letting  stocks  of  bread-and-butter  goods — goods  that  are 
in  every  day  demand — run  out.  This  is  frequently  done 
in  the  effort  to  have  stocks  down  as  low  as  possible. 
Even  the  large  departmental  stores  that  pose  as  the  pace 
setters  for  the  rest  of  the  trade,  are  not  guiltless  in  this 
respect.  With  the  general  trade,  this  happens  as  a  ma,tter 
of  course  and  so  frequently  that  merchants  take  it  as  a 
matter  of  course.  With  many,  it  has  always  been  so  and 
they  have  given  no  thought  to  the  wisdom  of  a  change. 
But  it  is  a  wrong  policy,  and  if  the  merchant  sets  out  to 
correct  it,  he  will  probably  find  he  has  a  perceptible  lever 
over  his  competitor  in  the  matter  of  reputation  by  hav- 
ing the  goods  when  wanted. 

If  he  is  out  of  many  staple  articles  because  he  wished 
to  have  stocks  low  for  entry  time,  the  sales  he  loses 
may  not  in  actual  money  value  aggregate  a  large  amount, 
but  he  must  consider  that  he  is  likely  to  run  the  risk  of 
disappointing  customers.  Very  few  women  know  any- 
thing about  his  stock-taking  and  care  less,  but  what  they 
do  know  is  that  he  could  not  supply  them,  when  they 
asked  for  some  simple  household  want. 

The  Farmers'  Trade. 

In  many  sections  where  the  farmers'  trade  is  the 
great  standby,  it  is  pretty  difficult  to  make  things  hum 
at  present.  The  farmer,  the  farmer's  wife,  and  all  the 
rest  of  the  family  are  working  at  high  pressure  now,  and. 
what  is  more  important  to  the  merchant,  his  horses  are 
also,  and  can  not  be  spared  to  drive  into  town.  Here, 
however,  in  many  sections,  the  telephone  steps  in.  This 
does  not  take  the  place  of  a  visit,  as  only  the  goods  needed 
will  be  ordered,  and  there  will  be  no  chance  for  any 
shopping  around  as  most  customers  do  when  they  enter 
the  store.  Nevertheless,  telephone  orders  count  during 
the  slack  months  of  July  and  August. 

If  the  merchant  cannot  atti-act  customers  to  the  store, 
he  can  go  after  them  in  their  homes.  If  a  newspaper 
service  is  not  available,  folders  and  circulars,  telling  of 
the  bai-gains  may  be  distributed  each  week.     Advertising 


Make  the  store  Comfortable — See  to  ventila- 
tion— Provide  seats  and  ice  water — ^Do  not  let 
assortments  of  staple  lines  run  out  before  inven- 
tory time — Get  rid  of  stickers  and  broken  sizes 
and  lines  at  any  cost — Use  these  items  to  hold  a 
rousing  pre-inventory  sale — Take  special  care  of 
telephone  orders  during  the  farmers'  busy  season — 
The  use  of  a  card  index  in  handling  farmers' 
trade — After  inventory,  drop  the  bargain  sale  cry — 
Buy  special  lines  at  clearing  prices,  and  give  induce- 
ments in  the  departments. 
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should  be  bright  and  vigorous,  and  give  a  truthful  de- 
scription of  the  reduced  goods  and  stating  plainly  just 
why  the  merchant  is  able  to  reduce  them.  He  must  no^ 
bang  the  bargain  drum  too  loudly,  or  shout  great  price 
reduction,  but,  rather,  see  to  it  that  all  the  goods  offered 
are  really  bargains. 

The  farming  community  and  also  other  sections  have 
had  the  bargain  inducement  that  was  no  great  bargain 
offered  too  many  times  to  be  so  very  ready  to  bite  now. 
It  may  be  found  possible  to  send  out  sam})les  with  your 
best  lines  and  attach  a  swatch  to  circulars.  This  can  be 
done  especially  well  with  Spring  dress  materials  and  wash 
fabrics  and  the  fact  tha.t  values  are  enticing  will  lend 
confidence  to  the  rest  of  the  story. 

The  Card  Index  Method. 

In  handling  the  farmers'  trade,  the  card-index  nielhod 
of  gatting  after  business  is  worth  considering.  No  elabor- 
ate filing  cabinet  is  needed — just  an  ordinary  cardboard 
box  will  do  to  file  the  cards.  Each  card  should  contain 
not  just  the  farmers'  name  and  address,  but  partieulari 
of  his  family  and  their  names  and  also  approximately 
their  ages.  Then  when  the  merchant  has  a  bargain  in 
any  department  he  knows  by  looking  over  the  index  where 
to  find  the  class  of  trade  interested  in  the  goods  and  send 
his  circular  addressed  to  that  individual.  Thus,  if  he 
is  featuring  girls'  dresses,  or  boys'  boots,  he  will  send 
to  the  children  that  are  of  the  age  to  wear  them,  and 
there  is  little  doubt  but  tha^t  they  will  'bring  the  goods  to 
their  parents'  notice. 

This  card  list  should  be  valuable  also  when  new  gtjods 
arrive,  and  members  of  the  family  ought  to  be  informed 
when  lines  personally  interesting,  are  put  into  stock. 
This  individualized  advertising,  if  tactfully  and  cleverly 
done,   ought   to   be  productive   of  results. 

When  to  Drop  Sale  Cry. 

When  the  taking  of  inventory  is  over  the  sale  cry 
should  drop.  Goods  not  sold  should  be  reduced  further 
and  advertise,  but  not  as  a  special  feature.  It  is  time  noAv 
10  help  others  to  clear  stock.  If  possible,  that  is  if  the 
buying  centre  is  anywhere  near  enough  to  make  a  buy- 
Mg  trip  or  trips,  go  right  into  the  market.  Manufacturers 
and  jobbers  also  have  broken  lines  and  oddments  to  clear. 

Special  items  in  the  departments  may  thus  be  obtained. 
Tiie  money  that  is  obtained  by  selling  out  the  stickers  will 
buy  these  goods  and  they  produce  a  profit,  and  this  profit 
Avill  help  to  recoup  for  the  losses  on  the  articles 
sold  at  or  below  cost.  If  the  merchant  cannot  get  into 
market,  he  should  write  to  the  firms  he  does  business  with 
and  state  his  needs.  They  will  all  have  goods  to  get  rid  "f 
and  will  only  be  too  glad  to  respond. 

The  trading  policy  outlined,  if  carefully  followed, 
should  result  in  a  fairly  busy  and  profitable  six  or  eight 
weeks.  It  should  also  help  the  store's  reputation  for 
selling  cheap  and  reliable  goods.  It  should  make  the 
community  it  draws  business  from  feel  that  it  pays  to 
Irnde  there. 


Fire  Escape  Contest  for  Travelers. 

Commercial  Travelers'  Day  at  the  National  Exhibition, 
Toronto,  will  be  celebrated  Saturday,  Sept  4.  The  fiio- 
escape  contest,  arranged  by  the  Exhibition  Committee  on 
July  2  will  be  the  principal  feature.  It  promises  to  be  of 
particular  interest  to  knights  of  the  grip,  because  of  the 
activity  they  have  always  shown — -and  quite  properly  so 
— in  matters  relating  to  the  proper  equipment  of  hotels. 


A  prize  of  $100  will  be  awarded  jointly  by  the  Commer- 
cial Travelers'  Association  and  the  License  Department  of 
the  Ontario  Government,  for  the  fire  escape  which  is  con- 
sidered best  adopted  for  private  rooms  or  apartments  in 
hotels.  Several  designs,  it  is  anticipated,  will  be  ex- 
hibited, as  the  contest  is  open  to  all  members  of  the  as- 
sociation. All  entries  must  be  sent  into  Jas.  Sargent,  51 
Yonge  Streetj  Toronto. 

Travelers'  Day  will  also  include  a  five-mile  Marathon 
race  for  prizes  valued  at  $125,  open  to  amateur  members 
of  the  association  holding  certificates  for  1908  or  1909.  A 
baseball  game  between  the  Toronto  and  Hamilton  sections 
will  be  another  feature.  The  winners  will  be  the  year's 
holders  of  Ex-President  M.  C.  Ellis'  silver  trophy,  now 
held  by  the  Toronto  association. 

During  the  afternoon  a  number  of  the  leading  public 
men  of  the  day  will  address  a  meeting  of  the  travelers. 

The  pi'ogramme  is  a  particularly  good  one  and  the  cotn- 
niittee  in  charge  are  working  with  the  object  of  making  tiie 
day  better  than  the  best  on  record. 

* 


New  Whitewear  Firm. 

W.  G.  Reilly,  who  for  the  last  eight  years  has  been 
identified  with  The  Minerva  Mfg.  Co.,  and  has  filled  the 
office   of   vice-president   of  the  company   has  severed   his 


VV.  G.  REILLY 

Head  of  the   New  Waist  Manufacturing  Firm  of  The    ReiHy   Mfg.   Co. 

connection  with  that  concern  a,nd  will  go  into  the  manu- 
facture of  waists  under  the  firm  name  of  The  Reilly  Mfg. 
Co.  Mr.  Reilly  during  the  years  that  he  has  been  calling 
on  the  Canadian  dry  goods  trade  which  he  knows  from 
coast  to  coast  has  made  a  great  many  friends  who  will  be 
interested  in  the  announcement  that  he  is  entering  busi- 
ness for  himself,  and,  starting  with  the  prestige  which  this 
connection  gives  him,  and  with  his  thorough  knowledge 
of  the  business  there  is  little  doubt  of  the  success  of  the 
enterprise.  The  new  firm  will  show  samples  of  goods  for 
Spring  in  ample  time  for  that  season.  Mr.  Reilly  was 
one  of  the  four  commercial  travelers  from  Canada  who 
took  the  trip  around  the  world  last  year. 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


DALY   &   MORIN. 

Daly  &  Morin,  Montreal,  manufac- 
turers of  window  shades,  etc.,  Iiave 
issued  a  useful  and  attractive  'tata- 
logiie  known  as  supplement  to  cat- 
alogue No.  3.  This  catalogue  de- 
scribes their  upholstery  department, 
and  illustrates  tapestry  curtains, 
couch  covers,  lace  curtains,  etc.  This 
department  of  their  business  is  pro- 
gressing favorably.  Another  section 
of  their  catalogue  is  devoted  to  spec- 
ialties in  house  furnishings,  such  as 
screens,  curtain  stretchers,  etc.,  etc. 
The  illustrations  throughout  ire 
good,  and  the  descriptions  practical. 
The  catalogue  will  be  particularly 
useful  as  an  aid  in  making  special 
sales  and  giving  retailers  a  source 
of  supply  for  many  lines  that  are 
called  for  at  odd  times.  A  copy  will 
be  gladly  sent  upon  request. 

Delfosse  &  Co.,  7  Hermine  Street, 
Montreal,  is  showing  a  modern  and 
up-to-date     stock     of      brush     brass 


square  tubing  fixtures  suitable  for  a 
display  of  silks,  laces,  lace  collars, 
haberdashery,  hosiery,  etc. 

E.  H.  Code,  the  wholesale  small- 
wares  man,  Ottawa,  has  removed 
from  19^  Elgin  Street  to  fine  new, 
and  much  larger,  premises  at  223-225 
Queen  Street.  The  new  quarters, 
ground  floor  location,  are  75  x  3'ii 
feet,  and  were  taken  to  accommodate 
the  firm's  growing  business.  Mr. 
Code  was  a  popular  traveler  for 
many  years  up  to  the  time  he  ven- 
tured into  the  smallwares  and  fancy 
goods  field  for  himself. 

Sparks  Bros.,  Ottawa,  have  ',ust 
removed  to  new  quarters  at  221 
Queen  Street,  where  they  have  con- 
siderably more  space  at  their  dis- 
posal than  they  have  ever  bad  in  the 
past.  The  new  premises  give  them 
r),OflO  square  feet,  the  building    they 


occupy  being  a  fine,  new  brick  struc- 
ture. The  firm  will  be  enabled  jow 
to  turn  out  a  larger  quantity  of 
goods  in  less  time  than  in  the  old 
place   on    Sparks    Street. 

THE  NEW  STAUNTON  LINES. 

In  the  Staunton  line  of  wall  paper 
for  1910,  while  due  consideration  is 
given  to  the  fact  that  a  large  ."-c-c- 
tion  of  the  trade  requires  goods  that 
will  suit  the  popular  taste  and  soli 
rapidly,  it  has  been  borne  in  mind 
that  highly  artistic  effects  have  been 
steadily  growing  in  favor.  In  the 
development  of  this  tendency  it  must 
be  stated  that  Stauntons  have  done 
a  great  deal.  Many  patterns  in  Art 
Nouveau  styles  are  shown,  the  deeper 
tones  and  colorings  being  employed. 
Weave  and  fabric  effects  are  well  re- 
presented, and  there  is  a  good  show- 
ing of  Jaspe  grounds  in  medium 
ajid  high  grades.  An  assortment  of 
oatmeal  ingrains  is  another  feature. 
These  have  already  met  with  a  V'3ry 
large  sale.  A  unique  and  what  pro- 
mises to  be,  a  very  accepta.ble  intro- 
duction is  a  line  of  "Engravures," 
printed  from  copper  rollers  in  oil 
colors.  By  this  means  effects  im- 
possible with  the  ordinary  printing 
presses  are  obtained. 

Through  their  connection  with  the 
Imperial  Wall  Paper  Co.,  of  Olens 
Falls,  N.Y.,  and  the  Wm.  Ca,mpben 
Co.,  of  Hackensack,  N.J.,  Stauntons 
are  enabled  to  give  an  unprecedeiifod 
variety  of  designs  and  colorings. 
While  they  manufacture  in  Toronto 
all  of  those  grades  which  can  econo- 
mically be  printed  here  for  the  Can- 
adian trade,  those  lines  which  can 
more  advantageously  be  produced  in 
the  States  are  manufactured  in  tlio 
plants  referred  to.  Stauntons  are 
the  sole  representatives  in  Canada 
for  the  Campbell  and  Imperial  neo- 
ple,  and  goods  selected  from  ^hesp 
two  "Import"  lines  will  be  shipped 
to  customers  on  regular  wall  paper 
terms.  They  will  continue  to  handle 
the  Sanitas  waterproof  cloth  wall 
coverincs.  and  with  a  rich  assort- 
ment of  tiles  and  burlaps  are  in  a 
particularly  stroner  position  to  serve 
every  need  of  the  Canadian  trade. 

SAMUT^L  WENER  &  CO. 

Samuel  Wener  &  Co.,  a  specialty 
men's  top-wear  house,  now  occupy  a 
laree  factory  nt  301  Notre  Dame  St. 
West,  corner  of  St.  Henri  St.,  Mon- 


treal. The  factory  comprises  four 
floors,  44  X  130  feet,  the  main  floor 
is  fitted  up  for  offices  and  show 
rooms,  and  affords  unique  facilities 
for  house  trade.  This  firm  is  making 
ai  specialty  of  men's  overcoats,  rain- 
coats, and  waterproofs,  and  has  rap- 
idly built  up  a  large  business. 

Kleinert's  "Nu  Method"  hose  sup- 
porter is  proving  a  big  seller  where- 
cver  it  has  been  introduced.  Wo- 
men instantly  appreciate  its  great  ad- 
vantages and  the  volume  of  repeat 
orders  received  from  merchants  who 
have  placed  in  stock  a  sample  order 
is  evidence  that  the  practical  features 
of  this  supporter  are  such  that  they 
command  ready  sale.  All  jobbers 
have  sitocked  the  "Nu  Method"  sup- 
porter and  are  in  a  position  to  fill 
orders  promptly.       In   order  to  help 
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retailers  to  sell  these  goods  and  to 
call  their  merits  to  the  attention  of 
customers,  the  Kleinert  Rubber  Co., 
will  be  glad  to  supply  free  of  charge 
electros  like  that  shown  here.  These 
electros  used  in  your  advertisemen. 
with  a  talk  about  the  superior  ad- 
vantages possessed  by  the  "Nu 
Method"  supporter  will  produce  in- 
creased  sales. 

R.  C.  WILKINS. 

R.  C.  Wilkins,  Montreal,  Rooster 
Brand  Overall  specialties,  has  had  a 
big  season,  and  has  been  unable  to 
cope  with  the  demand,  notwithstand- 
ing increased  facilities.  Travelers  arc 
booking  future  orders  and  they  tru.st 
to  soon  catch  up  with  the  demand.  ■ 
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DEMAND  FOR  REAL  HAIR  GOODS 

Therei  is  a  very  strong  demand  for 
real  hair  goods  in  toilet  departments 
and  these  necessary  aids  to  attrac- 
tiveness are  so  cunningly  and  beauti- 
fully made  that  it  is  impossible 
when  once  these  articles  are  fixed  on 
the  wearer's  head,  to  determine 
where  nature  terminates  and  art 
steps  in.  Burnet  &  Temple  are  the 
pioneers  of  this  now  extensive  trade 
and  their  creations  are  to  be  seen  in 
every  dry  goods  establishment 
throughout  the  world.  The  Canadian 
trade  generally  is  very  favorable  to 
this  class  of  goods  and  large  con- 
tracts have  been  recently  placed. 

Burnet  &  Temple  are  prepared  to 
forward  to  any  firm  in  Canada  a 
Kan)ple  range,  value  about  $20,  com- 
prising all  the  latest  and  fashionable 
curls,  switches,  pincurls,  waves, 
transformations,  etc.  This  will  enable 
every  firm  to  have  an  opportunity  of 
testing  the  likelihood  of  doing  busi- 
ness in  these  lines  at  very  small  risk 
to  themselves.  These  goods  will  be 
strictly  non-returnable. 

KNITTOP  AND  FORM-FITTE  PET- 
TICOATS. 

In  every  store  handling  reudy-nia.de 
g-arments  the  alteration  problem  i.-,  a 
factor   and   any   improvement   in    the 
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make  of  a  garment  that  tends  to 
minimize  expense  in  this  direction, 
not  only  makes  business  easier, 
but  makes  it  a  better  paying 
one.  Merchants  therefore  will  do 
well  to  investigate  the  merits)  of  the 
"Knittop  and  Form-Fitte"  under- 
skirts. The  first  mentioned  skirt  is 
made  of  Canadian-made  knitted 
fabric  specially  fashioned  so  that 
no  sagging  is  possible.  It  comes  in 
mercirlzed  silk,  worsted  and  cotton 
fabric,  finished  with  taffeta  in  both 
soft  and  rustling  flounces,  also 
flounces  of  English  taffeta,  both 
plain  and  embroidered.  This  ski't 
perfectly  molds  the  figure  and,  being 
of  .iersey  top,  gives  with  every  move- 
ment. The  "Form-fitte"  pettid'at 
comes  in  all  fabrics,  taffetas,  moires, 
English  taffetas,  etc.,  and  its  merit 
consists  in  the  fact  that  because  of 
a  simple  patented  adjustment  it  vvHl 
fit  any  sized  waist.  The  skirt  fast- 
ens with  a  placquet  and  fasteners  at 


the  front  side  seam.  In  the  band  at 
the  back  is  placed  a  series  of  eyelet 
holes.  There  is  a  patented  double 
hook  by  means  of  which  an  inverted 
box  pleat  can  be  formed  that  fits  it 
to  any  waist.  This  is  done  in  a 
simple  and  easy  jnanner  and  with  no 
possibility  of  either  tearing  or  sUr- 
ping. 

These  skirts  are  manufactured  l)y 
McKay  Bros.,  liJ29-1231  Queen  West, 
Toronto. 

THE    CANADA   LEATHER   GOODS 
CO. 

In  regard  to  their  new  samples  for 
the  Fall  and  Christmas  tra:de,  the 
Canada  Leather  Goods  Co.,  of  Mon- 
treal, state  that  they  have  surpassed 
all  past  efforts  in  their  lines  of 
ladies'  bags,  purses,  etc.,  and  that 
the  new  range  will  be  superior  to 
anything  ever  shown  in  Canada.  Ex- 
clusive designs,  the  best  of  materials, 
and  superior  workmanship  make 
their  Fall  showing  a  most  attractive 
one,  and  buyers  will  do  well  to  fro 
these  goods  before  placing  Fall 
orders. 

ASSORTING     SAMPLES     READY. 

Merchants  who  are  in  search  of 
especially  good  values — of  the  right 
goods  at  the  right  prices — will  do 
well  to  examine  the  new  dress  fabric, 
lines  shown  for  the  assorting  season, 
by  J.  and  N.  Philips  &'  Co.,  Man- 
chester. The  new  color  cards  are 
now  to  hand,  corrected  from  the  ex- 
perience gained  during  the  placing 
season.  These  corrected  ranges 
come  in  all  the  advanced 
fabrics  that  are  popular  now,  and 
in  those  novelty  weaves  that  are 
just  making  their  appeara,nce  on  the 
fashion  horizon.'  Special  mention 
may  be  made  of  the  new  smooth- 
finished  worsteds,  of  the  serge  chevi- 
ots and  diagonal  weaves,  and  the 
rougher  finishes  now  coming  into 
favor  with  the  high-class  trade  ;  also 
the  new  satin  cloths,  broad  cloths, 
sedans,  etc.  Among  the  noveltv 
series,  special  mention  may  be  made 
of  a  new  serge.  This  material  is  a 
pure  mohair  cloth  in  the  new  soft 
finish.  It  comes  in  a  beautiful  selof- 
tion  of  dark  pastel  shades,  and  can 
be  retailed  with  good  profit  at  ■'■"c 
This  is  onlv  one  of  the  many  splen- 
did values  "in   this   firm's  line. 

This  house  might  be  named  with 
truth  'the  house  of  values  as  thev 
have  long  been  most  practical  ex- 
ponents of  the  doctrine  of  small 
profits  and  quick  returns  and  they 
believe  most  emphatically  in  tlie 
trade  building  merits  of  good  qu;ili 
ties   and   short   datings. 

From  their  high  standing  :\\v\ 
great  experience,  as  one  of  the  great 


British  firms,  the  retailer  bujing 
from  Philips  &  Co.,  has  every  as- 
surance that  the  goods  they  show 
are  not  only  right  in  value,  but  up- 
to-the-minute  in  style,  weave  and 
color.  This  firm's  methods  of  doing 
business  make  them  a  specially  good 
house  for  the  man  to  buy  from  whi) 
is  in  the  habit  of  exacting  quick 
turnovers  :  from  his  enterprise. 

WANT  CANADIAN  REPRESENTA- 
TIVES. 

The  American  Stocking  Company, 
New  York,  manufacturers  of  "The 
American  Boy"  and  "The  American 
Girl"  stockings  want  a  live-wire  re- 
presentative to  handle  their  goods  in 
Canada.  The  product  of  this  firm  is 
well  known  in  the  United  States, 
where  a  big  trade  has  been  built  up 
in  them  and  there  seems  good  reason 
to  believe  that  the  applicalion  of  the 


same  progressive  methods  to  the  Can- 
adian field  will  result  in  equally  sa- 
tisfactory results.  This  should  be  a 
good  line  foo  a  man  now  covering  the 
Canadian  retail  dry  goods  trade  to 
connect  with,  and  the  American 
Stocking  Co.,  will  be  glad  to  be  com- 
municated with  by  any  traveler  who 
is  interested  in  a  proposition  which 
will  add  to  his  sales  and  commissi  )n. 
See  the  advertisement  in  another 
page  in  this  issue. 

THE  WATSON-FOSTER  LINE. 

The  Watson-Foster  Line  for  1910 
has  not  been  created  by  merely  think- 
ing of  it,  but  by  a  well  thought  out 
plan  based  on   a  comprehensive  sys- 
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tern  of  administrative  experience  and 
salcmen's  reports  regarding  three 
thousand  buyers'  requirements. 

The  Watson-Foster  Company  are 
not  taking  refuge  by  any  means  be- 
hind the  restoration  of  the  border 
price,  which  in  point  of  fact  is  com- 
paratively in  the  dealers'  interest, 
but  by  making  their  line  so  exceed- 
ingly attractive  in  merit  that  even 
at  close  prices  their  expected  increase 
in  business,  or  longer  "runs"  of  pat- 
terns, will  justify  their  selling  fig- 
ures. 

There  is  no  "dead  wood"  in  the 
Watson-Foster,  every  pattern  has  a 
purpose  and  the  clever,  original 
"Brightling"  collection  will  make 
the  paper-hanger  happy,  to  say 
nothing  of  the  people  at  large.  The 
whole  line  is  educatively  interesting 
and  will  be  a  pleasure  for  the  dealer 
to  look  upon  early  in  July. 

LAMBERT  CHATELAINE  BAG 
AND  BELT . 

One  of  those  unique  and  up-tp-datc 
novelties  which  emphasize  practical 
value,  while  retaining  the  requisites 
of  dressy  appearance,  has  made  its 
appearance  in  the  Lambert  Combina- 
tion Chatelaine  Bag  and  Belt.  It  has 
already  met  with  a  reception  which 
pronounces  it  a  decided  feature  of  the 
season's  leather  or  fancy  goods  de- 
partments. As  will  be  noted  by  the 
illustration,  the  bag  is  cleverly  fast- 
ened on  one  side  of  the  belt  and  is 
fitted  with  a  leather  coin  purse,  al- 
though this  is  optional.  The  bag  fur- 
nishes the  necessary  pocket  for  hand- 
kerchief, etc.,  and  is  adaptable  and 
useful  in  all  occasions — shopping, 
walking,  traveling,  outing.  It  is 
strikingly  suggestive  of  its  own  con- 


leathers  and  colors  required  to 
match  the  shades  of  the  gown  where 
possible,  or  the  shoes.  The  manufac- 
turers are  P.  W.  Lambert  &  Co.,  64 
and  .  66  Lispenard  St.,  New  York  ; 
Canadian  representative  S.  Abra- 
hams, 431  Mount  Pleasant  Ave., 
Montreal.  Samples  will  be  sent  on 
approval. 

A.    E.    RAE'S     ILLUSTRATIONS. 

Two  beautiful  evening  wraps  are 
shown  in  the  advertisement  of  A.  E. 
Rca  &'  Co.,  on  another  page.  No.  21 
is  a  beautiful  kimona  cape  model 
without  sleeves.  This  particular 
wrap  is  developed  in  eau  dc  Nile  chif- 
fon broadcloath,  and  is  trimmed  with 
bands  of  handsome  passementerie, 
braid  and  embroidered  buttons.  The 
shaped  collar  is  heavily  embroidered 
in  soutache  effect  with  eau  de  Nile 
silk,  and  the  garment  is  lined 
throughout  with  chiflon  taffeta  to 
match.  This  wrap  can  be  had  in  all 
the  leading  shades  to  sell  at  $35.00 

No.  22  is  a  smart  opera  cloak  in 
circular  cape  shape  and  with  armlets 
in  front.  The  model  shown  is  made 
from  French  grey  chiffon  broadcloth 
and  trimmed  with  one  of  the  new  ox- 
idized passermenterie  bands.  The 
fancy  collar  being  inlet  with  a  pat- 
tern of  oxidized  gauze.  This  coat  is 
unlined  and  the  garment  sells  at  $18. 

No.  23  shows  a  one-piece  dress  of 
black  Venetian  with  the  long  tight 
sleeves  and  yoke  of  black  fish-net, 
trimmed  tucks  and  guipure  insertion. 
The  front  of  the  waist,  the  waists 
band  and  skirt  panel  are  heavily  em- 
broider<^d  in  silk  to  match.  This 
dress  can  be  had  in  all  the  leading 
colors  and  sells  at  $15.00. 


under  sleeve  of  fine  tucked  net  trim- 
med with  baby  Irish  insertion  and 
motif.  The  waist  is  lined  throughout 
with  Japanese  silk  and  the  price  is 
$4.50. 


Lambert  Combination  Chatelaine  Bag  and  Belt. 


venience  and  for  that  reason  will  ap- 
peal to  every  woman  who  sees  it. 
The  bag  is  made  in  a  great  variety  of 


No.  SllO  shows  a  new  waist  model 
in  net.  1  he  body  and  upper  sleeve  is 
of  Irish  crochet  net  and  the  yoke  and 


New  Corset  Model,  Manufactured   by   the 

Parisian  Ccrset  Manufacturing  Co., 

Limited,   Quebec,   Que. 

OLD  BLEACH  TOWELS. 

Owing  to  the  very  large  demand  for 
Old  Bleach  towels,  R.  H.  Cosbie  of 
the  Irish  Linen  Agency,  Toronto,  is 
now  carrying  a  stock  of  the  most  po- 
pular lines,  and  can  supply  orders 
direct.  Merchants  in  need  of  imme- 
diate supplies  will  do  well  to  note 
this  departure. 


HOME    &   WATTS   IN   NEW    FAC- 
TORY. 

Home  &  Watts,  Ltd.,  Toronto, 
manufacturers  of  misses'  and  child- 
ren's clothing  have  recently  moved 
into  their  new  factory  in  the  South- 
am  Press  Building,  at  the  corner  of 
Duncan  and  Adelaide  Sts.  They  will 
have  there  the  additional  factory 
space  which  the  rapid  growth  of 
their  business  has  demanded,  and  a 
feature  which  will  be  especially  ap- 
preciated by  customers  of  the  firm 
visiting  the  city,  will  be  the  splen- 
did large  sample  room.  This  will  be 
fully  stocked  with  samples  of  the 
very  lat.est  styles  in  these  garments 
which  have  i)roved  so  popular  with 
the  trade  since  their  introduction. 
The   firm     is  located    on    the  second 


Dry  Goods  Review 


HINTS    TO    BUYERS 


227  ■ 


floor  of  the  new  building  where  they 
have  12,000  square  feet  of  space,  and 
their  offices  and  sample  rooms  are 
easily  reached  by  a  passenger  ele- 
vator. Merchants  visiting  Toronto 
will  find  it  to  their  decided  advantage 
to  call  upon  this  firm  and  investigate 
the  opportunities  which  a  line  of 
children's  clothing  offers  them  for 
profitable  turnover. 

THE   "HELLO  PEOPLE  "   SAILOR. 

Musical  comedy  is  rcsponsiblfe  for 
the  launching  of  many  hat  fashions. 
It  was  musical  comedy  that  introduc- 
ed the  "Merry  Widow,"  and  now  it  is 
the     "Hello     People"      sailor. 

The  full  lide  of  the  tourist  season 
will  see  a  demand  for  this  sailor 
shape  develop  in  Canada,  and  to  be 
able  to  supply  the  demand  the  retail 
trade  should  lose  no  time  in  ^ettin;^ 
in  touch  with  the  manufacturer,  Ja- 
col)  Wechsler,  4G-18  Houston  Street, 
New  York. 

ACCOUNTANTS   AND   AUDITORS. 


HOTEL   DIRECTORY. 


JENKINS   &  HARDY 

Assignees,  Cliartered  Accountants,  Estate  ami 

Fire  Insurance  Agents. 

1.5%  Toronto  .St.  465  Temple  BUlg. 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

280  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing  commercial  report! 
to  our  subscribers  gives  prompt  and    reliable   in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  198.') 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates,  Montreal 

Albert  W.  Atwater,  K.C.,  Consulting  Counsel 

for    City    of    Montreal,"     Cha,s.    A. 

Duclos;    Henry    N   Chauvin, 


Cable  Address  Office 

"  MACKER,"  Winnipeg  51 1  Ashdown  Block 

McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Corresponilencf  solicited  from  manufacturers 
(lesiring  live,  up-to-date  represeTitatioit  in  the 
West. 


J.    SPROUL    SMITH 
Manchester  Building  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  Wm.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Godde  Bedin  &  Cie,  Chiffons,  Laces,  etc.,  Paris, 
France  ;  Ferret  Gros  &  Million,  Malines.  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliams,  Ont. 


Dieckerhoff  RaflFloer  &  Co. 

OF  CANADA,  LIMITED 
DRY  GOODS  COMMISSION  MERCHANTS 

AND  MANUFACTURERS'  AGENTS 

Montreal  — 525  St.    Paul    St.;    Winnipeg    -400 

Hammond  Block;  Toronto— 154-160  Wellington 

Street  West,  cor.  Simcoe  Street— Head  Office. 

Importers  of  Buttons,  Smallwares,  Laces, 

Tailors'  Trimmings,  Linings,  'Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pleasantly  and  conveniently 
located  on  the  east  side  of  tjueen  Street.  The 
rooms  are  bright  and  cheerful.  Every  attention 
paid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  McNicol,  Prop. 


TOWER     HOTEL 

GEORGETOWN,    DEMERARA 
BRITISH  GUIANA 

This  first-class  hotel  is  most  conveniently 
situated  in  the  coolest  and  healthiest  part  of  the 
city.  Five  minutes  from  railway  station  and 
steamer  stallings,  and  near  to  all  principal  pub- 
lic buildings.  Cool  and  lofty  bedrooms.  Spacious 
(lining  and  ladies'  rooms.  Billiard  room.  Elec- 
tric light  throughout. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mrt.  J.  F.  SMITH,       -         -       Proprietress 

Opposite 'Victoria    Park    and    Cedar    .Ave 
Private  Board  $12  to  $14  per  week. 
Open  November  Closes  in  May 


WINTER    RESORT 

QUEEN'S    PARK    HOTEL 

Port-of-SpaIn,  Trinidad,  B.W.I. 
.JOHN  McEWEN,  -         -         -         Manager 

For  rates,  etc.,  apply 
TRINIDAD   SHIPPING    &    TRADING    CO 
29  Broadway,   New  "Vork. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


WHOLESALE  HOUSES. 


aiERSON 

LIMITF.O 

I  The  Wholesale  Millinery  and  Fancy  Dry  Goods  { 
House  of  the  Maritime  Provinces. 

ORDERS  OUR  ESPECIAL  HOBBY 


Collecting  Money 


from  tardy  debtors  may  be  no  easy 
task  to  you.  But  we  make  a  specialty 
of  the  business.  Our  work  during  the 
year  weVe  been  in  business  has  been 
(and  is  now)  entirely  satisfactory  to 
our  clients. 

Let  us  collect  your  overdue  accounts. 
We    can    get    your    money   for    you. 


The  Beardwood  Agency 

313  New  York  Life  euildlng    -    MONTREAL 


Condensed  Advertisements 


AGENTS   WANTED. 

AGENTS  WANTED-CalliriE    upon    the   retail 
trade  to  handle  the  p''oductions  of  a  high-class 
lace  and  novelty   house.     An  inicrestinE  line 
for  any  a£ent  with  good  connection   amongst    high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.G.,  London,   England. 

WANTED  INDUSTRIAL  AGENT  for  thriving 
western  town.  Must  be  a  capable  organizer, 
able  to  inspire  big  commercial  ventures  and 
10  write  literature  that  will  attract  attention.  A 
newspaper  man  would  be  preferred,  but  high  class 
applicatons  will  be  considered.  Salary  $2,500  to 
start,  $3,000  second  year,  and  there  is  practically 
no  limit  to  the  money  provided  the  man  can  "make 
good."  Answer  in  confidence,  "G.H.,"  care  the 
MacLean  Publishing  Co.,  Montreal,  Que. 

MISCELLANEOUS. 

pUT  DOWN  YOUR  PRINTING  BILLS  one 
Vy  half  by  installing  a  "  Writerpress."  Your 
office  girlor  boy  can  with  it  print  your  circu- 
lars, price  lists,  etc.,  at  the  rate  of  1500  to  2000 
copies  per  hour.  Best  machine  ever  made  for 
printing  facjimile  typewritten  letlers.  Prints  from 
primers' type,  half-tones,  etc.  Retail  stores  could 
greatly  increjse  their  business  by  using  a  Writer- 
press  to  run  off  circulars  and  letters,  sending  them 
out  10  their  customers  and  probable  customers 
announcing  special  sales,  etc.  Send  for  illustrated 
catalogue  and  sample*.  The  Canadian  Writerpr.ss 
Company,  33  John  St.  South,  Hamilton,  Ont. 

DICTATING   to   the   Dictaphone   saves    SO   per 
cent.     We  will  prove  it  to  you  if  you  will  send 
us  a  post  card   for   full  particulars.     Toronto 
Phonograph  Co.,   Limited,  Dictaphone   Dept.,  40 
Melinda  St.,  Toronto,  Canada.  (tf) 

ELLIOrr- FISHER     Standard    Wrlting-Adding 
Machines    make    toil    easier.     Elliott-Fisher 
L"mlted.  513,  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street,  Toronto. 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracuse  Dial  Time 
Recorder  is  the  most  practical  time  recording 
machine  for  dry  goods  and  millinery  stores  En- 
tirely automatic.  Nothing  to  confuse  employes. 
A  turn  of  the  pointer,  a  pressure  in  the  hole  oppo- 
site the  employe's  number,  and  the  hour  and  min- 
ute Is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hands,  we  can  supply  you  with  a 
machine  suited  to  your  requirements.  Write  for 
catalog.  International  Time  Recording  Company 
of  Canada,  Limited.  Office  and  factory,  15  Alice 
Street,  Toronto.  (tf) 

LIVE  BUSINESS  MEN  insist  .'that  their  busi- 
ness correspondence  be  typewritten.  Keen, 
progressive  merchants  find  personal  type- 
written letters  bring  the  best  advertising  results. 
They  are  secret,  individual,  powerful  business 
getters.  The  Light  Touch  MONARi_H  is  especial- 
ly attractive  to  the  merchant.  Write  for  interest- 
ing literature.  The  Monarch  Typewriter  Company 
Limited,  98  King  St.  West,  Toronto,  Ont.  (tf) 

MEN  SELLING  ON  COMMISSION,  or  men 
A'hosetimeis  not  fully  employed,  should  be- 
come our  agents.  The  Canadian  Grocer, 
Dry  Goods  Review,  Hardware  and  Metal,  Printer 
and  Publisher,  Bookseller  and  Stationer,  Plumber 
and  Steamfitter,  Canadian  Machinery  and  Power 
House  are  all  well  known  and  highly  regirded 
trade  papers,  with  a  large  circulation  throughout 
Canada,  United  States  and  Great  Britain.  The 
circulation  must  be  maintained  and  increased. 
We  pay  large  commissions  to  men  who  push  for 
new  s  jbscribers.  If  you  can  do  anything  in  this 
way  write  the  Circulation  Department,  giving  ref- 
erences. THE  MacLEAN  PUBLISHING  CO., 
Toronto.  (tf) 

SAVE  50  OF  THE  COST  OF  HANDLING 
merchandise  by  installing  a  Beath  Syslem  of 
Overhead  Carriers.  Saves  valuable  floor 
space  because  the  trackage  is  on  the  cei  Ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
and  for  handling  goods  in  and  about  the  warehouse 
and  factory  reduces  the  cost  of  labor  because  far 
less  warehouse  help  is  required.  Systems  for  all 
kinds  of  businesses,  large  or  small.  Write  us  for 
illustrated  catalog.  W.  D.  Beath  &  Son,  193  Ter. 
auley  Street,  Toronto.  (tf) 


THE  WALES  VISIBLE  ADDING  AND  LIST- 
ING MACHINE  Is  superior  to  any  other 
machine  for  these  reasons,  among  others:— 
Visible  Printing,  Flexible  Keyboard,  Columns 
Space  Bar,  Automatic  Clear  Signal,  Adjustment  for 
Carbon  Copies,  Eliminating  Keys,  enabling  the 
operator  by  the  mere  pressure  of  t  key  to  add 
wiihoul  listing  or  list  without  adding.  30  dsyg 
free  trial  10  responsible  people.  Write  us  for  free 
illustrated  catalogue.  Adder  Machine  Comptny, 
Wilkesbtrre.  Pa. 
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Accountants'    Directory 

Allen  Mfg.   Co 

Alliance    Mfg.    Co 

Arlingrton    Co 

American    Stocking   Co. 
Anderson   &   Co.,   Ltd., 

Archer    Mfg.    Co 

Ascher    Eros' 

Australasian    Draper    ... 

B 

Baldwin,    J.    &    J.    &    Partners    81 

Beardwood    Agency    227 

Belding   Paul    &    Co 167 

Berger    &    Co 160 

Bergmann,    J.,    &    Co 15 

Bessette.    C 196 

Berlin    Suspender    &    Button    Co 196 

Boulter    Waugh    &    Co 103 

The    Reg'n.    Boxer    Co.,    Ltd 207 

Bradford    Dyers'    Association    ! 5 

Brinton    Carpet   Co 206 

British-America    Assurance    Co 67 

British-American    Dyeing    Co 80 

Brock.    W.    R.,    Co.,    Toronto...n— 18— 19—  20 
Brock,     W.R.,     Co.,  Montreal    55—113—114—115 

Brock    &    Paterson    227 

Brophy,    Parsons   &   Rodden,    Ltd 4 

Buckingham-Rae    Co 58 

Burnley,   Thos.   &  Sons   84 

Burnet  &  Temple  104 

Clayton    &    Sous    192 

Campbell    Mfg.    Co 187 

Canada   Leather    Goods    Co 110 

Canadian   Converters   Co.,   Ltd....8— 9— 158— 159 

Carter-Crume    Co 63 

Chipman,     Holten    Knitting    Co 37 

Corticelli    Silk    Co.,    Ltd 11 

Coristine,    Jas.,    &    Co.,    Ltd 99 

Cosbie,    R.    H 13 

"Craftana"    85—109 

■•Cravanette"    Co 194 

Crescent   Mfg.   Co 154—155 

D 

Daly    &   Morin    211 

Debenhams    (Canada)    Limited    185 

Deacon    Shirt   Co 195 

Defiance    Button    Machine    Co 67 

Delfosse    &   Co 65 

DieckerhofT.    Raffloer    &    Co 227 

Dominion   Te.xtile   Co 94 

Dominion    Oil    Cloth    Co 201 

Dominion    Suspender    Co 189 

Dominion   Wadding   Co 85 

"Duchess"    Brand    151 

E 

Eagle   Knitting   Co 72 

Eclipse   Cloak   Co 162 

Eclipse     Umbrella     Co.,      Ltd Inside    back 

cover 

Eclipse    Whitewear    Co 153 

"Excelda"     Handkerchiefs    178 


Fairbairn,   Rhys,    D 174—175 

Fife   Linoleum    Co 209 

Fownes  Bros.   &  Co 171 

G 

Gait    Knitting    Co 83 

Garland,    John    M.,    Son    &    Co 16 

Gault    Bros.    Co..    Ltd 6—7 

Gibbs    Mfg.    Co 104 

Gipe   Carrier    Co 58 

Globe    Suspender    Co 182 

Goldston,    Al.    &   Co 157 

Gordon,    John   &    Son Inside   back   cover 

Granby    Mfg.    Co 109 

Greenleese,    S.    T.   &    Sons,   Ltd 101 

GTCcnshields,     Limited    1-2—3—149-167 

Hanson,    G.    C 85 

Harris   &   Co 136 

Harvey   Quilting    Co 198 

"Health    Brand"    Underwear    80 

Hermsdorf,    Louis    81 
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Home    &    Watts    163 

Horrockses,    Crewdson    &    Co 24 

Hotel    Directory    227 
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Jaeger,    Dr.    Co 77 
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King,    John    &    Son    208 
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N 

National    Rubber    Co 152 

Nazareth    Waist    Co 73 

Nisbet    &    Auld    107 

Nova    Scotia   Knitting    Mills.    Ltd 78 

Nova-Modi    Costume    Co 141 


O 

"Old   Bleach"    Linen    Co. 

Ontario    Button   Co 

Oxford    Knitting   Co.    Ltd. 
Oxford    Mfg.    Co 
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192 
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Palmenberg's    Sons,    J.    R ... 

Parisian  Corset  Mfg.   Co 

Parker.    R.    &   Co 

Peerless    Underwear    Co 

Peerless    Overall    Co 

Penman   Mfg.    Co 

Perrin    Freres    &    Cie 

Phillips    &    Wrinch,    Ltd 
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Smith,    J.    Sproule    227 

Southam.    Ltd 87 
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Staunton's    Ltd 212—213 

Standard  Fashion  Co 97 
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Weir    Wardrobe    Co.,    Ltd 63 
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Eclipse  Umbrellas 

Comprise  Every  Umbrella  Want 

For  Ladies,  Men  and  Children 

The  Variety  of  Handles,   Fabrics,  and  Styles  Will  Please 
the  Most  Exacting  Taste 

Values  are  Unsurpassed 

IMMEDIATE    DELIVERIES    OF    ALL    LINES 

The  Eclipse  Umbrella  Co.,  Limited 

454  St.  James  St.,  Montreal 


Our  Sales  are   Increasing  Every   Month   in 

CAMPBELL'S                       1 

Linen  Threads 

We  would  ask  you  to  try  them. 

They  are  Strong,   Smooth   and   Best  Quality. 

For  Household  or   Manufacturing  Purposes. 

AU  1 

^arge  Wholesalers  carry  them  in  stock,  or 
can  procure  at  once  from  us. 

AGENTS    FOR    CANADA 

JOHN 

TORONTO 

GORDON  &  SON 

MONIREAL              WINNIPEG 

DRY     GOODS     RE\"IEW 


->^. 


;G' 


QUEEN  of  DRESS  GOODS 


Tussah  Royal 

In  all  the  NEWEST  SHADES 

Austrian  Satin 
Belvoir  Satin 

Clarence  Satin 

Alexandra  Satin 

Wool  Travers 


The    Now    Famous 


500-BUTTON  COSTUME 

lately  exhibited  at  the  Dressmakers'  Conventions' in 
Ne^v  York,  Boston  and  Chicago.     It  was  made  from 


'il 


ENGLISH  TUSSAH   ROYAL 


All  of  these  Cloths 
are  shown  in  the 
leading  Fall  shades. 


These  beautiful  materials,  accepted  by  the 
fashionables  in  London,  Paris,  and  New  York, 
will  ensure  the  success  of  your  Dress  Goods 
Department.  Make  these  cloths  leaders  in 
your  Dress  Goods  Department  this  coming 
Fall. 


Sole  Agents  for  Canada, 

Greenshields  Limited 

MONTREAL 


Special  Knit  Goods  Number 


August        1909 


Vol.  XX. 


No.  8 


Tl  '■-  illustration  shows  a  classy  and 
stylish  garment,  selected  from  the  range 
manufactured  by  the  Monarch  Knitting 
Co.,  Ltd.,  of  Dunnville,  Ontario.  It  is 
made  from  the  finest  Australian  stock ; 
and  being  closely  knitted  produces  a  firm 
and  lofty  stitch,  making  a  garment  that 
will  always  retain  its  shape.  The 
Monarch  Knitting  Co.  will  be  glad  to 
send  you  a  sample  of  this  Coat,  which  is 
bound  to  be  a  big  seller.    Ask  for  No.  905. 


Maclean    Publishing    Company,    Limited,     Publication    Office,     Toronto,     Canada 

Montreal  Winnipeg  New    York  Chicago  London.   Eng. 
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Profits  in  Discarded  Stock 

This  may  sound  like  a  paradox— but  it  is  not. 

Merchants  who  send  their  dead  stock  here  may  have  the  fabrics  trans- 
formed into  good  saleable  lines. 

Nowhere  else  in  Canada  is  there  a  Dyeing'  plant  of  nearly  the  size  of 
that  of  this  house  — none  so  modernly  equipped  -none  where  more  skilled 
work-people  are  employed. 

For  more  than  thirty  years  we  have  been  re-dNeing"  and  finishing"  the 
ofif-color  and  shop-worn  stocks  of  leading  dry  goods  merchants  all  over 
Canada — making  them   money. 

We  have  attained  close  to  perfection  in  the  re-dyeing  and  curling  of 
fine  feathers  and   plumes. 

R.  PARKER  &  CO., 


Dyers  and  Finishers 


TORONTO,  CAN. 


"Rooster  Brand" 

WE  MAKE  TROUSERS  AT  ALL   PRICES 


ICrow/I.OverAll 


ENGLISH     DRAB    COTTOX    WHIPCORD 
ENGLISH    BEDFORD   CORD, 

Di-nb  and  Coffee,   Extra  Heavy 

ENGLISH  CORDEROY, 

Drab  and  Browiu   Extra  Heavv 


Working  Pans,  Dress  Trousers,  Riding  Breeches 


IVe  make  some  specials  that  are 
ivonder  ivorkei's  with  the  trade 


WOOLLEN  WHIPCORDS, 

Iroti    Grey  and  Riitlernut 

WOOLLEN     BANNOCKBURNS     and 
IRON   GREYS 

:     Overalls,  White  Coats,  Hunting  Coats 


SHIRTS   FOR   FALL,    in   all  the  lines  most  in  demand 

ROBERT  C.  WILKINS  CO.,  Limited 

MONTREAL 


DRY     COODS     RE\'1I<:W 


FALL  BUSINESS 


1909 


t[|  Each  day  sees  an  improve- 
ment in  business  prospects  all 
over  Canada. 

€|1  Crop  conditions  are  bright, 
manufacturers  are  running  full 
time  and  everything  points  to  a 
big  Fall  business. 

€[f  All  our  departments  are  well 
supplied  for  Fall  trade. 

€[[  It  pays  you  to  take  advan- 
tage of  our  stocks. 


GREENSHIELDS  LIMITED 


MONTREAL 
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QUEEN  OF  DRESS  GOODS 


Tussah  Royal 

IN  ALL  THE  NEWEST  SHADES 

Austrian  Satin 
Belvoir  Satin 
Clarence  Satin 
Alexandra  Satin 
Wool  Travers 


All  of  these  Cloths  are  shown 
ill   the    leading  Fall   shades. 


THE  NOW  FAMOUS 


500-BUTTON  COSTUME 

lately  exhibited  at  the  Dressmakers'  Conventions  in 
New  York,  Boston  and  Chicago.    It  was  made  from 


52 


ENGLISH  TUSSAH   ROYAL 


These  beautiful  materials,  accepted  b}- 
the  fashionables  in  London,  Paris,  and 
New  York,  will  ensure  the  success  of 
your  Dress  Goods  Department.  Make 
these  cloths  leaders  in  your  Dress  Goods 
Department  this  coming"  Fall. 


SOLE  AGENTS  FOR    CANADA: 


Greenshields  Limited 

MONTREAL 
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Important   Announcement. 

Children's,    Misses'   £uid   Ladies' 

Hosiery,  Gloves  and  Underwear 

FOR  SPRING,   1910. 

Having  cut  Men's  Underwear  out  of  this  department  we  are  "Specializing" 
on  the  above  lines,  and  will  show  for  the  coming  season  a  most  com- 
prehensive range   in  these  goods. 

/«A.-#w*.^.«'o    )     Cotton,  Nos.  200  to  248. 
*7;       .         ®     '      Cashmere,  Nos.  1400  to  1430. 
Hosiery.      j  *«  <«    ^2  to  M28. 

All  sizes  in  White,  Black  and  Newest  Shades  and  Combinations.  Put  up 
in  the  most  suitable  and  convenient  manner  for  the  retailer.  See  Nos.  204, 
214,  218,  220,  222,  224,  228,  244. 

In  Misses'  and  Ladies'  Black  Cotton  Hose. 

See  "  Specials,"  1000,  2000,  3000,  4000,  5000  and  6000,  at  prices  to  interest 
large  keen  buyers. 

Cotton,  Lisle  and  Fancy  Hosiery,  Nos.  250  to  562,  A  range  of  choice 
selections  that  should  command  the  attention  of  all  buyers  of  Hosiery.  Ask 
to  see  Nos.  276,  282,  286,  294,  362,  400,  410,  414,  604,  516,  526,  538,  550. 

Cashmere  Lines,  1450  to  1630. 

See  1450,  1460,  1464 ;  1476  to  1490  very  Special;  1600,  1606,  1626,  1630. 

Fabric   Gloves  Range  from  450    to  814. 

One  of,  if  not  the  most,  unique  and  complete  combination  of  Shadings  and 
Values  to  meet  present  trade  requirements.  See  Nos.  456,  470,  482,  494, 
546,  568,  586,  592,  608,  Oil,  622,  638,  762,  770,  784. 

Children's,   IVIisses'  and  Ladies'  Underwear. 

Rubens,  600  to  615.  Underwear,  200  to  470.  The  Cream  "Selected"  from 
all  the  best  manufacturers. 

"Cedo  Num." 

Our  Trade  Mark  on  all  Goods  stands  for  "Merit"  in  the  fullest  sense  of 
that  term. 

There   are  some   things   worth    remembering. 

Brophy,   Parsons    Sl   Rodden,    Ltd., 

THE   SPECIALTY  HOUSE, 

25   Victoria  Square,     -      -      MONTREAL. 
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Asserts  nothing  —  it  can  always 
present  facts  of  crushing  weight 

All  correct  rules  of  business  are  simple,  but  not 
always  easy  to  follow. 

One  of  the  fundamentals  of  Corticelli  policy  is  to 
make  better  spool  silk  than  any  other.  That's 
simple,  but  not  easy. 


It  has  been  accomplished  by  CorticelH, 
however,  for  three-quarters  of  a  century. 
Every  year  and  every  work  day  of  that  time 
the  CorticelH  mills  have  been  producing 
the  best  spool  silk  in  the  world. 
The  effort,  the  capital,  the  experience  re- 
quired to  do  this,  are  reflected  in  the  pro- 
duct. Corticelli  is  superier  because  we 
have  made  it  so,  faithfully  and  unfailingly. 
It  is  the  best  spool  silk  in  the  whole  world 
for  any  dealer  to  sell,  or  any  consumer  to 
use.      We  prove  this  with  Corticelli,   and 


Corticelli  proves  it  by  an  absolutely  re- 
sistless progress  in  popularity  and  in  sales. 
The  eyes  and  ears  of  the  dressmaking 
world  are  open  to  the  tremendous  benefits 
of  Corticelli  European  Fashion  Service, 
the  biggest  thing  ever  done  by  any  manu- 
facturer for  the  benefits  of  users  of  spool  silk. 

The  eyes  and  ears  of  the  dry  goods  trade  are  centered 
on  the  movement  as  they  never  have  been  on  ANY- 
THING ever  done  in  the  spool  silk  fields. 

Emerson  said  :  "Hitch  your  •wagon  to  a  star. ' '  We  say  : 
"Hitch  your  store  to  Corticelli  and  its  European 
Fashion  Service." 


CORTICELLI  SILK  COMPANY,  Ltd. 

Head  Office  :  St.  Johns,  Que. 

Address  Nearest  Office 

Sales  Rooms  -22  St,  Helen  St.,  Montreal  399  Cordova  St,.  Vancouver  56  Albert  St.,  Winnipeg 

24  and  26  Wellington  St.  West,  Toronto  91a  York  St.,  Sydney,  N.S.W. 
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DEBENHAMS 


for 
NOVELTIES 


Ftill  1909 


PylRISPylTTERN  HaTS 


{Strictly  Imported) 


Latest  Millinery  Novelties 


will   be  shown   on 


Monday,  August  30th 


and   following  days 


Ready  for  Early  Buyers  August  16th 

^ 

Trimming  Room  Opens  August  9tfi 


Dehenliams  {Canada)  Limited 


Quebec 


18  St.  Helen  Street 

Montreal 


Ottawa 
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Established  1832  Cable  Code :  Law- Bradford 

FALL  1909 


REGISTERED 


Exclusive  Designs 

These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  cCdtih/ld 

SPECIALTIES 

Mayfair  and  Blenheim  Suitings 

in  our  Combination  finish 
(PIRLE  AND  SUEDENA) 

ShoAverproof  Goods 

in  the  latest  styles 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

La^v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics. 
BRADFORD   AND   LONDON 
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ANNOUNCEMENT 

to  the  Retail  Trade  of   the 
DOMINION  of  CANADA 


Revillon  Freres  Limited 

Exporters  and   Importers    of  General  Dry  Goods 

(Headquarters,  PARIS) 
Canadian    Office,    134   McGill    Street,    Montreal 


Beginning  September  1st,  1909,  ten  experienced  salesmen  leave  this  warehouse 
equipped  with  the  cream  of  the  world's  merchandise  for  your  inspection. 
Placing  orders  are  for  delivery  Spring,  1910. 


OUR  POLICY  IS  :     ''Lowest   Possible  Prices, 

Dependable  Mei'chandlse, 
Reliable  Service.'' 


DEPARTMENTS 


Dress  Goods  Blouse  Cloths  and  Challies 

Broadcloths  All  kinds  of  Ribbons 

Shell  Cloths  for  Furriers  French  Val.   Laces,   Nottingham   Laces 

Beaver  Cloths  Plauen  Goods 

Men's  Suitings  Representatives  of  the  Austrian    Gov- 

^  .   .        ,      T^      .             ,  rx^  .,  ernment  for  Real  Laces 
Linings  for  Furriers  and  Tailors 

Brocades  and  Damas  ^'^^"^^  ^"^  ^^^^^  Lace  Curtains 


All  kinds  of  Silks 


Sw^iss  Embroideries 
Swiss  Muslins 


C.  J.  Bonnet's,  of  Lyons,  famous  black 

Silks  Ladies'  and  Men's  Hosiery 

All  kinds  of  Wash  Goods  Ladies'  and  Men's  Kid  Gloves 

Sateens  and  Prints  Fabric  Gloves 

Plumes,  Feathers,  Feather  Boas  Braids,  Dress  Trimmings 

Velvets,  Velveteens  Men's  Underwear 
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SUCCESS 
WHITE  SHIRT 


From  Your  Wholesaler 


Ready  for  Shipment  Aug.  15th. 
$9.00  per  doz. 


NOTE  THESE  POINTS: 

Dependable  materials 

Made   36-in.  long  back  and 
front 

Reinforced  linen-faced  bosom 
Linen-faced  cuffs 

Sleeve    made   with   endless 
and  top  stay 

Sold    with    either    cuffs   or 
bands 

Attractively  boxed  in  quar- 
ter dozens 


SUCCESS  WHITE  SHIRT 

is  made  to  retail  at  a  popular  price,  but  v^^ith  all  the  good  selling  features  a 
shirt  can  have — good  enough  for  a  leader  in  any  store.  Your  Wholesaler  will 
be  showing  it  very  shortly.     Look  it  over  carefully. 

Carried  in  stock  and  guaranteed  by  the  makers, 
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Look  for  this  Label  ^ 

Which  appears  on  all 

SUCCESS 
OVERALLS 


of  3  Garments 
in  3  Weights 
and  3  Colors 


Covering   a  range 

Overalls     -     Bibs 

-  6  Oz.        -     7  Oz, 

-  Black       -     Blue 
27  Garments  in  all 


Smocks 

8  Oz. 

Gold  Back 


SUCCESS    OVERALLS 

are  better  value  than  any  other  overalls,  because 
they  are  better  made,  and  there  is  "  more  to  them." 


"We  aim  to  get  and  keep  your  trade  by  selling  you  goods  that  enable  you  to  give 
your  customers  better  value  than  they  can  get  elsewhere. 

A  workman  requires  strength,  durability,  and  generous  size  in  his  working  clothes, 
and  we  are  making  SUCCESS  OVERALLS  to  fill  these  requirements  better  than 
any  other  brand. 

POSITIVELY    GUARANTEED 

SUCCESS  OVERALLS  are  positively  guaranteed  by  the  manufacturers  to  be 
full  size,  and  to  give  wear  and  satisfaction  to  your  customers.  Every  dealer  is  authorized 
to  return  full  purchase  price  of  any  garment  returned  through  defect. 

Supplied  by  the  wholesale  trade  at  these  prices  : 

6  oz.  $8.25,      7  oz.  $8.75,      8  oz.  $9.50. 

If  your  wholesaler  is  not  carrying  the  line,  write  us. 

IN  STOCK.  AFTER  OCTOBER  1st. 
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BRADFORD  DYED  AND  FINISHED 
English  Mohairs  and  Siciliennes 


There  is  no  "perhaps"  about  these  fabrics.     You 
are  "safe"  in  buying  and  buying    "big." 

B.  D.  A.   Mohairs  are  not  skyrocket  favorites — the 
vogue  to-day  and  gone  to-morrow. 

You  can  bank  on  them  for  ready,  steady,  profitable 
business  each  succeeding  season. 

The  frichest    colors    on    the    Paris    color   card    are 
represented  in  the  B.  D.  A.  line  for  1909-1910. 


The  Bradford  Dyers'  Association 


of 


Bradford,  England 
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II 


John  M. 

Ottawa 


jb- 


Son  &  Co. 

Ontario 


Promptness 

and 

Thoroughness 


IS 


Our 
Endeavor 


We  carry  as  complete  and 
well  sorted  a  stock  of  gen- 
eral dry  goods,  fancy  goods 
and  staples  as  is  to  be  found 
in  Canada.  Try  us  with  a 
mail  order  the  next  time  you 
are  in  need  of  anything.  One 
trial  will  assure  you  of  our 
desire  and  ability  to  please. 
If  you  have  not  our  mail 
order  blanks  let  us  send  you 
some.  We  feel  that  upon  the 
trial  of  one  the  balance  will 
rapidly  follo\v. 


John  M.       -^ 

Ottawa  ^  ^ 


^' 


^ 


Son  &  Co. 

Ontario 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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FLANNELETTE 

If  purchasers  of  this  tiuseful  material  for 
underwear  all  the  year  round  would  buy 
the  best  Engiish  make  they  would  avoid 
the  risks  they  undoubtedl)'  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES' 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills  and  Sheetings) 

are  the  best 


Q  ^T       ii  ¥  ¥  A^  ¥3  13  ^^  /^  1^  C  T7  CI  ^  ^       stamped  on  selvedge  every 


5  yards. 


Horrockses,  Crewdson  &  Co. 

Limited 

Cotton  Spinners  and  Manufacturers 
PRESTON  MANCHESTER  LONDON,  ENGLAND 


Phase  iiiciitioii  The  Rei-icii.'  to  Adicrtiscrs  and  7  heir    Travelers 


Brand 
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LOOK    OUT   FOR    THIS    SHIELD   AND    TRADE    MARK. 
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IN  PLAINS,  SOLEILS&FAN 

LL  THE  NEWEST  DIRECTOIRE  C^^ 
1IXTURES  &  BLACK 


ar 


Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,  STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 
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The  Door  of 
Opportunity  is 
Always  Open 

to  the  man  who  is  selling 

"Old  Bleach" 
Linens 


It  is  the  key  to  large  business,  a 
satisfied  trade,  a  feeling  of  giving 
honest  value  and  a  sense  of 
superiority  that  comes  from  sell- 
ing goods  of  the  highest  quality. 


Art  Linen  To\vels 
Art  Table  Damasks 


Made  by  the  famous  "Old  Bleach" 
process  from  the  best  flax  that 
grows.  They  are  bleached  in  the 
sun  which  gives  them  a  durable 
whiteness  while  retaining  the  full 
strength  of  the  fabric.  "Old 
Bleach"fabrics  are  soft  and  smooth 
and  do  not  •  become  rough,  and 
the   patterns   are  very   attractive. 


SEND  FOR  OUR 
CATALOGUE 
AND   PRICES 


R.  H.  COSBIE 
Irish  Linen  Agency 


TORONTO 


ONTARIO 


^"Ladies'  Tailors 
Costumiers  ■ 


and 


The  New  Directoire  Trimmings 

with  Cord  and  Applique  Medallion.  (Samples 
of  these  goods  cannot  be  sent  free).  Set  of 
same   $1.20  and    $2.40. 

New   Brocade  Linings. 

New  Ivory  Soft  Satin  Mousseline 

Most  of  the  French  Models  for  the  coming  season 
are  lined  with  this  article,  which  will  take  the 
place  of  Satin  Duchesse  so  long  in  vogue. 
Samples  on  application. 

Other  Departments 

Skins,  Vests,  Embroidery  ^."ee^cioth. 

BRAIDS,  BUTTONS.  (Our  Specialties  in  Em- 
broideries for  Ladies'  Tailors  are  all  engaged 
patterns,  and  cannot  be  procured  elseAvhere. 
Samples,   $2.40.) 

The  New  Directoire  Embroidery 

on  Shantung,  20  inches  wide,  8  shades,  .$3.55. 
Also  Vestings,  7  inches  wide,  8  shades,  $t.63. 
(With  and  without  Tinsel.     Pretty  effect.) 

Large  Range  Vlctoria  Twill  Liniogs 

(Otherwise  Polonaise)  plain  and  with  design. 
From  48   cents. 

The  New  Sea  Serge  56  inches  wide 

in   Black,    Navy  and    Cream   only.        66   cents. 

This   is   the    House  that  supplies  the 

Best  Ladies'  Tailors  in  England  with  most  of 
the  specialties  in  Braids,  Embroideries  for  Col- 
lars, Vests,  etc.,  and  well-known  for  good  value 
in  Duchesse  Satin,  and  other  makes  of  40-inch 
Linings. 

All    Orders    executed    same    day. 
Open  Indents  carefully  executed. 

H,  W.  Wilson  &   Co.,  Manufadurers, 

4  Kindly  Street,  Recent   Street, 

LONDON,   W.,   England. 
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PYRAMID"  Handkerchiefs 


u 


^m 


PYRAM I D 

HANDKERCHIEFS 


BEGISTFREO    No     118390 


L-m'  -t. 


The  LATEST  in  HANDKERCHIEFS. 
A  PERFECT  FABRIC. 

Guaranteed. 
Woven 

FAST  Colors. 


Finish  SOFT. 

Quality  Very  DURABLE. 


In   BEAUTIFUL  Styles. 


PYRAMID 

PdANDKERCHIEFS 


REGISTERED  DESIGNS. 


ONCE  USED 

Always 

Asked   For. 


PYRAMID 

HANDKERCHIEFS 


Pyramid   Handkerchiefs  are  carried  by  all  the  leading  Wholesale   Houses  in   Canada. 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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M.  L>KlbC_>UOLO  Cx  V^O.,HattonGarden,London,Eng. 

Manufacturers  of  "  THE  PERFECTION  " 

HUMAN  HAIR 

FRINGE  NETS 

Revised  and  greatly  reduced  prices 


Size  28-30  Meshes,  20/-  gr. 

"      32-34       "         23/-  " 

"     40-40       "        28/-    " 

We  guarantee  correct  number 

of  Meslies. 


Size  45-47  Meslies  35/-  gr. 
"     50-50       "       40/-    '• 
"     60-60       "       50/-     " 
Tlie  very  best 
net  made 


Special  quotations  to  wholesalers  ard  large  buyers.  Canadian  orders  promptly  executed. 

Acknowledged  the  cheapest  house  for  value. 

PLEASE  NOTE.     We   are   Manufacturers,  NOT  Middlemen. 


PATENTED   1909 

One  of  these  cuts  furnished  free  for 

advertising  this  new  supporter. 

Write  for  it  to-day. 


PATENTED  igocj 


LATEST  SUPPORTER 


EVERY  JOBBER  HAS  IT 


"jVu-AlctboS' 


with 


Mm-Oi 


AND  ADJUSTABLE  HOOK 

The  merits  of  this  new  supporter  appeal  to  ladies 
on  sight ;  once  used  will  have  no  other. 

I.  B.  Kleinert  Rubber  Co. 

TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Important  Features  of  Canada's 
Largest  Cotton  Organization — 
The  Dominion  Textile  Co.,  Limited, 
where  Canadian  Cottons  are  made 


The  Dominion  Textile  Co.,  Limited,  was 
organized  January  4tli,  190;"),  and  shortly 
afterwards  took  over  the  management  of  the 
Dominion  (^otton  Mills  Co.,  The  Merchants 
Cotton  Co.,  Montmorency  Cotton  Mills  Co., 
and  the  Colonial  Bleaching  and  Printing  Co. 
The  Company  controls  seventeen  different 
works,  classified  and  located  as  follows-: — 

NINE  COTTON  MILLS 

Merchants  Mills,  St.  Henri,  Que. 
Montmorency  Mills,  Montmorency  Falls,  Que. 
Hudon  Mill,  Hochelaga,  Que. 
St.  Ann  Mill,  Hochelaga,  (^ue. 
Magog  Cotton  Mill,  Magog,  (^)ue. 
Halifiix  Mill,  Halifax,  N.S. 
Kingston  Mill,  Kingston,  Ont. 
Moncton  Mill,  Moncton,  N.B. 
Windsor  Mill,   Windsor,  N.S. 

FOUR  BLEACHERIES 

Hudon  Bleachery,  Hochelaga,  Que. 
Merchants  l^leachery,  St.  Henri,  Que. 
Magog  Bleachery,  Magog,  Que. 
Colonial  Bleachery,  St.  Henri,  Que. 

TWO  PRINT  WORKS 

Magog  Print  Works,  Magog,  Que. 
Colonial  Print  Works,  St.  Henri,  Que. 

TWO  SPINNING  MILLS 

Merchants  Spinning  Mills,  St.  Henri,  Que. 
Montmorency     "  "      Montmorency,  (^ue. 


^i  ^ HE  total  7iui}iber  of  looms  is 
JL  8^,070;  aggregate  number  of 
spindles,  383,900,  and  the  num- 
ber of  employees  (y, 000.  The  Company 
marmjactures  every thi?ig  classed 
under  the  head  of  printed  cotton 
goods,  whites  and  greys,  and  yarns, 
louring  the  first  three  years  of  its 
organization  the  company  sold  $25,- 
000,000,  and  paid  ont  in  wages 
SS, 3 00, 000.  The  spindle  capacity 
was  increased  by  8,000  spindles,  and 
in  order  to  keep  the  mills  thoroughly  up 
to  date,  $838,000  was  spent  in  nn- 
provements  to  machinery  and  repairs. 

Q(The  chief  advantages  derived 
from  this  immense  ofganization  are 
economies  in  purchasing,  manufac- 
turing and  selling.  A  central  pur- 
chasing depart?nent  at  112  St.  James 
Street,  Montreal,  the  Head  Office, 
effects  large  savings.  Specialization 
in  manufacture  is  largely  carried  out, 
and  ecofio/nies  in  selling  to  whole- 
salers and  manufacturers  are  made 
possible  by  the  united  selling  depart- 
ments. Every  mill  is  thoroughly 
equipped  with  modern  machinery,  and 
all  improvements  known  to  cotton 
manufacturijig  are  incorporated. 

Q  The  following  pages  contain  some 
particulars  about  the  different  plants. 


Order    Dominion    Textile   Co  s   Goods   from  your  ^W^holesaler 

SEE    THE    SPRING    LINES 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Some  of  the  LEADING  LINES  manufactured  at 


ROCK  FA$f 
DRILLS 


STANDARD 
CLOTH 


FAST  COLOR 
GUARANTEED 


ASK  TO  SEE  OUR  FULL  RANGE  OF 
GUARANTEED     INDIGO     DRILLS. 


Magog 
Print  Works 

No.    3    Print —  in  all  lines  of  Prints. 

H.   P.     Print —  Patterns  are  the  latest. 

C    1  rint         —  Colorings  absolutely  fast. 

D.C.   Indigo—  values  unsurpassed. 


A.A. 

DUCK 
INDIGO 


Complete  line  of 

Light  Ducks.  Marathon 

Duplex  Suitings.    Suitings. 


Wrapperettes 


EMPRESS  SUITINGS 
IMPERIAL  SUITINGS 
KIMONA   CLOTH 


Order  the  Above  Lines  from   your     vvholesaler. 
A  STANDARD  WRAPPERETTE  LINE.  There's  more  profit  for  you  in  Canadian  Printed  goods. 
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Some  of  the   IMPORTANT   LINES 
manufactured  at  ««««««««« 


Hochelaga  Mills 


Bleached  and 
Unbleached 
Sheetings 
6/4  to  1 1/4. 

Under  same  form  of 
TicKet. 


LIGHT  CIRCUL/VR,    HEAVY  CIRCULAR 


^^^ 


IN  THREE  QUALITIES 
A,  B  and  D 


m^ 


ALL   QUALITIES 


L,  N,  H  and  CL 


^4-^t 


FPll 


[(O©!^!?®!^ 


! 


Af< 


W. 


Special  Lines 
Sheetings 
No.  10— No.  20. 

Best  Plain — 
Best  Twill. 


Quilts 
o 

XX 
1.  w 

1.  SF 

2.  SF 

3.  SF 


mm 
whKmmh 


FROM  6  TO  12  OZ. 


FROM  6  TO  12  OZ. 


FROM  6  TO  12  OZ. 


BLEACHED   AND   UNBLEACHED 


All    hues    represent    the    highest   proficiency    in    weaving,     bhaching    and    finish.      Values    are    unmatchalh. 
A   full  range   of  these   Goods  carried  in  stock   ly  your    Wholesaler. 
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AMONG     THE      LINES      MANUFACTURED     AT      THE 

Merchants'  Mills 


Underwear 
Cloth  in 
5  qualities. 


Especially 

soft  finished 

for  household 

purposes. 


BBIBO'StVtv'f' 
CI, oil 


B«!  et  lnniHii  ?'"■■'■■■ 


M 


L^@YAL 


e/^.Kii[S[ie 


EJMMSO   SEEASHESV 


0^  m,m 


1 


f\'^  V, 


f'^^.'^^i/ 


■■"soiFTrN, 

■BffliBilii-M 


ALL   QUALITIES.     GREY   COTTONS 


ALL   QUALITIES 


Imperial 

Brand 

Shirtings. 


Made  in 
5  qualities, 
unsurpassed 
in  value. 


I  our    Vwholesaler   will   he   glad   to   show   you    These   Lines. 
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L- KNOWN  LINES       11/1  ^  «  4- *v-i  a^.  ♦•  ^  ♦-.  r^  ^ r    IV/T  C  1  1  r^ 

at  •.*..*.  •   Montmorency  Mills 


WELL-KNOWN  LINES 
made 


T°  7.  T  white"'  Cotton  Blankets 

ASSORTED  COLORED    BORDERS. 


«2^^5>-£»o 


T.  T  wmTE""  Cotton  Blankets 


r 


¥ 


f 


cS1 


THAOEMAflKREGrsrERED 

PURE  COTTON 


[JiJfl[LLL§ 


60 


n 


Rugby  Fancy  Rugs,  ^°Vrade'^' 


Grey  Cottons,  qua^^ties 


Any   Canadian    W^hohsaler  can    show    you    the    ahove   lines.       You    will  fnd  values   at    all   times   unequalled. 
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IMPORTANT    LINES 
MADE  HERE  ARE:— 

Seamless 
Grain  Bags. 

Cement  Ducks. 

Carpet  Warps. 

Grey  and 
Bleached 
Cotton 
Towels. 


Superintendent     -     A.  H.  McManus 

ST.  ANNE'S  MILL 

HOCHELAGA  (MONTREAL)  QUE. 
450  hands,   13,300  warp  spindles,  450  looms,  6,200  weft  spindles. 


^mw 


DOMINION 


mT2, 


Printed  Art  Tickings. 
Printed  Moles  and  Tweeds, 


Colonial  Tweee 


Superintendent     -    J.  H.  Hindle 

COLONIAL   PRINT  WORKS 

ST.   HENRI  (MONTREAL)  QUE. 
Employs  150  hands.         Operates  4  Print  Machines. 
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WW 


DOMINION 


^IT2, 


(  SuperintendTit     -     J.  V.  Jackson 

MONCTON    MILL 

MONCTON,  N.B. 

Employs  250  hands,  operates  400  looms,  9,100  warp 
and  8,200  weft  spindles. 


Superintendent     -     W.  Cook 

KINGSTON    MILL 

KINGSTON,   ONT. 
250  hands,  9,400  warp  spindles,  500  looms,  8,700  weft  spindles. 


GREY  COTTONS 
ALL  VALUES 


SUM')!!© 


30; 


BENGAL  GREY  COTTONS 
5  QUALITIES 


KINGSTON  MILL  MANU- 
FACTURES    CHIEFLY:- 

Bag  Cloths. 

Cement  Ducks. 

Converters'    Grey 
Cloths,  etc. 
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Superintendent    -     George  H.  Wilson 

HALIFAX  MILL,  Halifax,  n.s. 

250  hands,  11,300  warp  spindles,  520  looms,  11,400  weft  spindles.     Total  floor  space,  100,000  square  feet. 
Manufactures  COTTON  TWINES  and  GREY  CLOTHS  for  our  Print  Works. 


WW 


DOMINION 


Turns  out 
GREY  DRILLS 

and 

GREY    CLOTHS 

for  our 

Print  Works. 


Superintendent    -     George  H.  Wilson 

WINDSOR  MILL,  Windsor,  n.s. 

200  hands,  6,600  warp  spindles,  350  looms,  7,200  weft  spindles. 
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A  Few  Reasons  IV hy 


THREE    EIGHTIES    BRAND    has   by   far   the    largest 
sale  of  any  Hose  in  Canada  : 


The  yarn  used  is  of  a  superior  quality,  giving  the  max- 
imum strength  for  the  weight,  and  permitting  us  to  obtain 
that  lustrous  finish  usually  only  to  be  found  on  goods  the 
price  of  which  is  greatly  in  excess  of  this  brand. 

The  dye  is  of  the  same  double  process  as  used  on  all  styles 
which  we  manufacture,  and  is  positively  guaranteed  to  be 
strong,  clean  and  soft. 

Each  pair  undergoes  a  rigid  examination  at  the  hands  of 
skillful  operators  and  the  same  high  standard  of  inspec- 
tion is  maintained  throughout  the  manufacture  as  on  the 
highest  priced  line  which  we  make. 


TRADE      MARK 
RELCISTE  R  El  D 

FOR  LADIES  AND    MISSES 


THREE  EIGHTIES  BRAND  of  Seamless  Cotton  Hose 
is  made  in  sizes  4/^  to  10,  in  colors  black,  leather  shade 
tan  and  white,  and  attractively  packed  one  doz.  to  the  box. 


Look   for    the     Three    80's    and    refuse    imitations 

ORDER    FROM    YOUR   JOBBER 

Canada 


Hamilton 


E.   H.  WALSH  &  CO.,  Sole  Agents 
TORONTO  -  MONTREAL 


Please  mention  The  Reviezv  to  Advertisers  and  Their     Travelers 


Facts  of  Interest— Mainly  About  Ourselves 


THE  REVIEW  It   is    sometimes   stated    that    The 

HELPFUL  TO  Review  overlooks  tlie  purposes  of  the 

SMALL  STORES,  stores  in  the  smaller  centres  of  popu- 
lation— that  its  departments  are 
framed  more  particularly  for  the  merchant  in  large  towns 
and  cities.  This  is  an  entirely  erroneous  idea,  and  this 
monlli's  issue  of  The  Review  may  be  cited  as  disproving- 
that  idea.  One  of  the  most  interesting'  articles  in  the  is- 
sue describes  the  experiences  of  a  merchant  in  a  village 
of  scarcely  200  population,  in  working  out  a  plan  whereby 
he  could  give  his  customers  a  regular  store  news  service. 
This  man  now  has  a  small  printing  press  and  a  fiuit  or 
two  of  type  in  the  rear  of  his  store,  and  is  turning  out 
bulletins  that  have  already  brought  good  results.  His  plan 
may  not  be  necessary  or  feasible  to  a  good  nia,ny  mer- 
chants, but  the  article  simple  serves  to  show  that  The 
Review  is  not  overlooking  the  small  stores,  nor  does  it 
ignore  those  features  of  merchandizing  that  may  be 
adaptable  to  stores  in  minor  places.  The  "Men  and 
Methods"  section  this  month  also  refers  largely  to  stores 
in  small  towns.  Problems  vary  according  to  the  location 
of  the  centre  of  population,  but  it  cannot  be  denied  that 
merchants  may  very  often  find  in  the  methods  employed 
by  a  distant,  and  probably  much  smaller  store,  a  hint 
which  he  may  be  able  to  convert  into  actual  value.  He  is 
an  indifferent  merchant  who,  nowadays,  is  not  interested 
in   what   the  other  fellow  is  doing. 

The  Review  has  many  assurances  as  to  the  helpfulness, 
for  example,  of  its  "Art  of  Display"  department,  not 
only  to  the  small  stores,  but  to  the  young  men  engaged 
therein,  and  it  feels  that  it  may  claim  some  share  of  cre- 
dit for  the  importance  attached  to  modern  display  ar- 
rangement by  merchants  outside  of  the  large  towns  and 
cities.  Some  of  the  most  successful  trimmers  and  card- 
writers  make  their  first  acquaintance  with  that  class  of 
work  in  country  stores,  and  this  development,  whereby 
they  were  enabled  to  take  important  positions  in  larger 
stores,  or  make  profitable  application  of  their  skill  at 
home,  has  been  due,  to  a  great  extent,  to  their  close  study 
of  methods  and  suggestions  given  in  The  'Review  from 
time   to    time. 

So  fas  as  style,  information  and  market  conditions 
are  concerned,  no  merchant,  no  matter  how  diminutive 
his  dry  goods  store  or  his  department,  will  say,  in  these 
days  when  men  are  watching  trade  influences  more  close- 
ly tha,n  ever  before,  when  the  department  store  stands 
ready  to  serve  where  the  local  merchant  falls  down,  when 
the  man  across  the  road  has  his  eye  peeled  on  every 
movement  of  his  competitors — no  merchant  will  say  that 
he  can  afford  to  overlook  the  medium  whereby  he  may 
keep  posted. 

The  Review  is  not  overlooking  the  merchant  in  the 
sma,ller  centres  of  population.  It  is  placing  in  their  hands 
the  means  by  which  they  may  make  their  stores  more  at- 
tractive, whereby  they  may  familiarize  themselves  with  the 
doings  of  other  merchants,  whereby  they  may,  possibly, 
be  enabled  to  impi-ove  store  system,  and  through  which 
they  or  their  salesmen  may  always  express  their  views 
or  submit  problems  for  consultation  or  remedial  opinion. 

It  is  impossible  to  say  that  matters  of  interest  or  con- 
cern to  the  merchant  in  larger  towns  and  cities  does  not 
appeal  to  those  of  the  villages.  The  service  to  which  the 
Canadian  dry  goods  trade  is  entitled  is  not  one  which  has 
only  sectional  application,  but  one  which  is  helpful  to 
the   whole,   one   that  seeks  or  creates  no  divisional  line. 


but  which  aims  at  uuity  of  association  and  efYort,  and 
The  Review  hopes  that  it  may  justly  credit  its  work  in 
that    dii'ection   with  some  measure  of  success. 


BOOTS  AND  SHOES  The  Review's  Boot  and  Shoe 

TO  BE  MADE  Department,   the   result   of   fre- 

STRONG  FEATURE.  quent  requests  made  by  read- 
ers, is  to  be  made  a  permanent 
feature  of  the  paper,  and  no  effort  will  be  spared  in  mak- 
ing it  a  section  of  great  interest.  It  is  evident  tha,t  there 
are  many  merchants  throughout  Canada  to  whom,  by 
reason  of  the  scope  of  their  departmentizing,  a  bright, 
newsy,  helpful  boot  and  shoe  budget  would  be  appre- 
ciated. Not  only  will  the  merchant  be  kept  posted  with 
reference  to  footwear  style  tendencies  and  market  con- 
ditions, but  department  plans  will  be  discussed,  selling 
methods  described  and  experiences  in  dealing  with  boot 
and  shoe  problems  will  be  narrated.  To  that  end,  The 
Review  desires  to  keep  in  touch  with  the  trade  in  order 
that  it  may  give  the  most  valuable  service  possible. 
Photos  of  well-arranged  and  conducted  shoe  departments 
and  windows  will  always  be  acceptable,  and  The  Review- 
is  willing  to  pay  for  articles  describing  any  particularly 
good  merchandizing  schemes  applicable  to  the  boot  and 
shoe  depa,rtment,  or  for  information  from  which  such 
articles  may  be  written. 

The  boot  and  shoe  section  will  be  made  a  special  fea- 
ture of  the  September  number.  Spring  ranges  in  foot- 
wear will  be  fully  described  and  illustrated,  and  articles 
dealing  with  department  management  a.nd  salesmanship 
are  being  prepared.  Both  buyer  and  seller  will  find  this 
feature  of  The  Review  of  particular  interest. 


REVIEW'S  SPECIAL  The  August   number  of  The 

KNIT  Review    features   knitted   goods, 

GOODS  NUMBER.  and  the  department  will  be  found 

to  contain  a  number  of  articles 
dealing  in  aji  interesting  way  with  the  manufacture  of 
that  class  of  goods,  salesmanship  in  the  department,  and 
market  conditions.  The  Review  has  endeavored  t'o  make 
this  the  best  knitted  goods  special  it  has  ever  issued,  and 
its  appearance  and  contents  will  undoubtedly  bear  out 
the  statement  that  this  purpose  has  been  attained.  The 
information  for  the  article  on  the  manufacture  of  knit- 
ted goods  was  obtained  from  men  engaged  in  the  indus- 
try, and  it  describes,  in  a  manner  that  is  n'ot  too  tech- 
nical, the  different  processes  which  enter  into  the  pro- 
duction of  sweater  coats,  cardigan  jackets,  etc.  The  cover 
design  represents  one  of  the  later  styles  in  long  knitted 
coats,  this  particular  illustration  being  that  of  a  particu- 
larly dressy  garment,  from  the  new  line  of  the  Monarch 
Knitting  Co.,  Dunville.  Such  is  the  quality,  as  well  as 
the  variety  and  classiness,  of  the  goods  on  the  market, 
that  this  department  in  many  of  the  larger  stores  is 
being  strongly  specialized  with  good  results.  The 
dry  goods  man  will  find  in  The  Review  much  informa- 
tion helpful  to  him  in  carrying  out  plans  with  that 
object  in  view,  as  well  as  posting  him  upon  the  char- 
acteristics of  the  latest  productions. 

In  addition  to  boots  and  shoes,  furs  will  be  featured 
in  the  September  issue.  Plans  are  now  under  way  to 
make  this  department  exceptionally  interesting  and  in- 
structive to  buyer  and  seller. 
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The  Garment  Section 

We  are  proud  of  our  range  of  "  Her  Ladyship  "  garments  for  fall  and   winter  season 

1909-10.     Below   we  briefly  outline  some  of  remarkable  values 

that  are  offered  in  the  garment  section 


J.  600 

J.  600,  our  leader  in  moire  skirts,  to  retail  at   $1.00. 

Write  for  a  sample  dozen  of  this  skirt. 


O.  S. 
We  here  picture  our  biggest  selling  gown  of 
the  season,  O.  S.,  in  large  sizes  only, 
made  of  an  extra  heavy  flannelette  in 
white  or  pink  in  56-58-60  lengths,  to 
retail  at  $1.00. 
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Continued    Improvement. 

COMPARISON  of  the  present  season's  husines.s  in 
tlry  goods  with  that  of  1907,  prior  lo  the  period 
of  depression,  shows  a  marked  improvement  in 
inany  lines  The  rceoi'd  is  far  ahead  of  last  year, 
and  it  is  pleasing  to  note,  from  inquiries  through  the 
trade,  that  money  is  movingmore  easily.  There  is  an  en- 
couraging oullouk  in  the  matter  of  crops  and  industry 
generally,  and  conditions  on  every  haiul  indicate  a  steady 
movement  in  the  right  direction.  The  price  situation 
practically   remains    unchanged.      The   sensational   slump 


in  cotton  had  little  effect  heyond  the  stock  nuirket  and 
prices  on  the  raw  and  manufactured  article  still  hold  to 
advanced  levels.  Woolens  are  also  firm.  At  the  recent 
London  sales  good  merinos  and  crossbreds  remaine '.  at 
May  levels  while  inferior  and  heavy  sorts  showed  some 
falling  off. 

The  last  monthly  statement  of  the  chartered  banks  of 
Canada  is  significant,  since  it  again  shows  some  notable 
increases.  Current  loans  in  Canada,  for  example,  stood 
at  $535,000  000  as  against  $528,000,000  the  month  previ- 
ous and  deposits  on  demaiul  at  $220,000,000  as  compared 
with  about  $217,000,000.  Deposits  payable  on  notice  in- 
ci'eased  $2,000  000.  The  Western  crop  is  now  the  subject 
of  interesting  prophecy,  and  the  confidence  with  which 
the  most  conservative  authorities  view  the  prospects  is 
undoubtedly  the  explanation,  in  considerable  measure,  of 
the  bettered  tone  throughout  the  trade.  One  of  the  latest 
reports  places  the  probable  yield  at  over  140,000,000 
bushels  the  general  increase,  as  compared  with  last  year, 
averaging  between  10  and  15  per  cent. 

Dry  goods  and  millinery  men  are  pleased  to  know  that 
Ihey  are  not  to  be  placed  in  a  somewhat  helpless  pos.aon 
with  regard  to  the  new  French  treaty  which  was  recently 
ratified  by  the  French  Chamber.  The  treaty  must  now  be 
ratified  at  Ottawa  before  taking  effect,  and,  as  the  House 
does  not  sit  until  November,  a  good  three  months  is  avail- 
able to  importers  in  which  to  prepare  themselves.  There 
is  every  reason  to  believe  that  the  bill  will  be  immediately 
endorsed  by  the  Dominion  Parliament  very  early  in  the 
session.  European  buyers  will  be  enabled  to  patronize  the 
most  advantageous  market  for  lines  which  have  not  yet  been 
purchased  for  Spring  and  next  season 's  prices  will  undoubt- 
edly be  given  the  benefit  of  this  exchange  of  tariff  favors. 
Naturally,  Germany  cannot  well  afford  to  ignore  the 
significance  of  the  new  treaty,  and  reports  have  it  that 
strong  representation  is  being  made  at  Ottawa  looking 
towards  similar  favors.  While  Canada  has  a  free  hand 
in  such  propositions  as  this,  it  is  evident  that  any  con- 
cession to  a  foreign  country  based  on  a  principle  other 
than  that  of  continued  encouragement  to  those  industries 
capable  of  the  highest  possible  development  in  Canada 
will  meet  with  strenuous  opposition. 
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Government-Aided  Advertising. 

VIGOROUS  protests  are  being'  called  forth  in 
England  over  the  fact  that  the  I'ostmaster- 
General  has  not  only  equipped  and  staffed 
branch  post  offices  in  Self  ridge's  and  Harrod's  department 
stores,  but  has  sanctioned  the  use  of  the  firms'  names  on 
the  post  offices'  cancellation  stamps.  This  it  is  justh' 
claimed,  is  government-aided  advertising,  and  objections 
are  chiefly  taken  on  the  gTound  that  it  is  no  business  of 
a  government  to  furnish  attractions  for  huge  trading  en- 
terprises in  direct  competition  with  smaller  concerns. 
Every  registered  letter,  parcel,  telegram,  money  or  postal 
order  issued  from  Harrod's  or  Selfridge's  post  offices 
bears  on  it,  as  the  stamp  of  the  issuing  officer  the  nani(> 
of  one  or  the  other  of  these  firms. 

Somewhat  similar  problems  confront  the  retail  mer- 
chants of  Ontario.  The  government  by  granting  the 
school  reader  contract  to  the  T.  Eaton  Co.,  on  the  terms 
and  conditions  already  described  is  practically  assisting 
that  firm  to  advertise.  Again,  if  one  may  judge  from  the 
printed  instructions  on  the  envelopes  containing  the  cata- 
logues sent  out  by  the  large  departmental  stores,  it  is 
proper  to  ask  postmasters  to  so  refer  to  their  knowledge 
of  the  people  in  the  respective  towns  and  cities  that  un- 
called for  catalogues  will  be  placed  where  they  may  do 
the  most  good.  Here  is  the  way  one  of  these  requests 
reads: — "To  postmaster — If  this  catalogue  is  not  called 
for  or  delivered  within  two  weeks,  will  postmaster  kindly 
give  it  to  someone  who  will  appreciate  it."  The  post- 
master cannot  help  but  know  that  the  envelope  contains 
advertising  matter  for  the  departmental  stores.  The  name 
of  the  firm  is  generally  there  in  type  and  on  the  back 
some  notable  bargain  is  generally  described.  The  ground 
taken  by  retailers  who  have  complained  of  this  tendency 
to  use  the  postmaster  as  an  advertising  agent  is  that  it 
paves  the  way  towards  the  unreasonable  dumping  of  retail 
mail  order  literature  under  meagre  address  expecting  the 
postmaster  to  enlist  his  knowledge  and  services  in  be'.ialf 
of  an  intelligent  distribution  in  competition  with  people 
who  contribute  largely  to  the  revenue  of  his  office. 

A  Problem  in  the  East. 

UNDOUBTEDLY  the  Maritime  Provinces  and 
Eastern  Canada  generally  are  showing  a  steady 
development.  However,  a  serious  problem  in 
both  the  Maritime  Provmces  and  Quebec  Province  is 
the  emigration  of  desirable  young  people,  particularly 
girls,  to  the  United  States.  This  condition  is  by  no  means 
as  serious  as  it  was  even  a  few  years  ago,  as  the  Western 
Canadian  Provinces  are  attracting  many  from  Eastern 
Canada. 

Careful  observers  of  conditions  in  the  Maritime  Prov- 
inces regret  the  emigration  of  desirable  young  girls  to 
Boston  and  other  United  States  cities.  These  girls  are 
the  product  of  three  generations  of  healthy  Maritime 
Province  people  and  they  are  replaced  by  an  immigi-ation 


tliaf  must  take  at  least  three  generations  to  equal  those 
who  have  left.  One  of  the  problems  of  the  Maritime 
Provinces  is  to  provide  employment  for  these  girls.  In 
this  connection  the  lack  of  ready-to-wear  garment  fac- 
tories in  the  Maritime  Provinces  suggests  one  factor  to 
relieve  the  situation. 


Doubled  His  Advertising. 

THE  fact  that  a  Belleville  dry  goods  merchant  doubl- 
ed his  advertising  expenditure  last  year  in  antici- 
pation of  the  period  of  depression  is  worthy  of 
particular  conniiendation  when  one  considers  the 
almost  general  conservatism  with  which  the  storm  was 
weatliered.  That  this  merchant  held  his  trade  and  hence 
enjoyed  a  somewhat  exce])liiin:i'  exi)erience  speaks  well 
for  his  publicity  methods,  and  that  he  declai'es  that  he 
would  do  the  same  tiling  again  under  similar  circum- 
stances indicates  the  deep  rootedness  of  his  faith  in  ad- 
vertising. 

A  frequent  excuse  given  for  not  advertising  is  tiiat 
present  business  is  such  tliat  it  is  not  warranted.  The 
opinion  and  the  experience  of  tiie  Belleville  man  is  that 
present  business  is  not  an  absolute  criterion  of  future 
possibilities  and  that  the  merchant  who  carefully  studies 
conditions  must  give  his  business  the  benefit  of  tonic 
influences  in  order  to  keep  it  up  to  most  satisfactory 
levels  and  away  from  the  fatal  rut. 

The  New  Wall  Paper  Prices. 

AS  foreshadowed  in  the  July  Review  retailers  all  over 
Canada  have  welcomed  the  new  scale  of  wall  paper 
prices  of  Canadian  manufacturers  for  1910.  Early 
orders  received  by  manufacturers  clearly  prove  that 
retailers  recognize  I  lie  value  of  having  a  different  scale 
of  prices  for  borders  and'  side  walls.  It  is  in  the  best 
interests  of  all  concerned  and  gives  retailers  an  opportun- 
ity to  make  better  profits.  Furtiier,  another  point  which 
has  appealed  strongly  to  many  good  retailers  is  the  fact 
that  all  their  borders  now  in  stock  will  appreciate  in 
value.  Tiie  trade  generally  should  co-operate  to  put  up 
border  j^rices  on  the  first  of  September.  This  is  the  plan 
that  many  stores  are  counting  upon.  It  is  simply  a  case 
of  merchants  in  a  town  getting  together  for  their  own 
best  interests,  and  it  is  expected  that  the  prices  of  bor- 
ders now  in  stock  will  be  raised  to  correspond  witli  the 
new  scale  of  prices  asked  by  manufacturers. 

Canadian  designs  in  both  popular  and  high  class 
effects  show  a  decided  improvement  along  artistic  lines. 
Manufacturers  are  urging  retailers  to  carry  more  repre- 
sentative stocks,  and  are  paving  the  way  for  retailers  to 
pay  more  attention  to  the  lines  when  the  actual  selling 
season  begins.  Where  wall  paper  is  given  proper  atten- 
tion at  retail,  the  department  is  a  profitable  one.  Re- 
tailers should  make  up  their  minds  now  that  they  will 
prepare  proper  shelving  for  wall  paper  and  adequate 
space  and  light  for  the  showing  of  the  goods. 
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EARLY  FALL  STYLES  DES/G.VED  BY   THE  McCALL  COMPANY,  MAKERS  OF  FASHLOXS,  NEW  YORK 

Garments  made  by  McCall  Patterns  look  just  like  the  pictures.  Dressmaking  experience  is  unncesssary  to  obtain 
satisfactory  results.  McCall  Patterns  are  known  among  women  everywhere  as  the  most  practical  patterns.  They 
are  also  known  as  the  most  stylish,  best  fitting  and  easiest  to  use  paper  dress  patterns  in  the  world. 

Among  dry  goods  and  general  merchants,  McCall  Patterns  are  known  as  the  patterns  that  sell,  that  draw  trade 
to  their  store,  that  increase  their  entire  business.  That  is  what  the  wide-a-wake  retailer  is  interested  in— sales. 
Given  an  equal  chance,  McCall  Patterns  will  outsell  any  other  make  on  the  market.     We  can  prove  this  statement. 

The  well-established  McCall  Canadian  Office  and  Factory,  the  largest  and  best-equipped  Pattern  Plant  in  the 
Dominion,  make  it  possible  to  offer  Canadian  merchants  the  celebrated  McCall  Patterns  and  Fashion  Publications, 
with  ALL  the  advantages  of  TERMS,  PRICES,  DELIVERIES,  etc.,  the  United  States  merchants  enjoy. 

May  we  tell  you  more  about  McCall  goods  and  methods?  It  will  interest  you.  Thers  is  no  obligation.  Write 
to-day  and  you  will  be  in  time  for  the  busy  Fall  season. 

THE  McCALL  COMPANY 

THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA 

236  to  246  West  37th  Street,  New  York 

CHICAGO  SAN  FRANCISCO  TORONTO,  CANADA 

NOT  LN  THE  TRUST  NO  CONNECTION   WITH  ANY  OTHER  HOUSE 
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Interior   view  of   the    Dry   Goods   Store   of    D.    V.  Sinclair,   Belleville,  showing   good  arrangement   of   display   fixtures. 


Canadian  Drygoodsmen  and  their  Methods 

What  the  Annual  Mihtary  Camp  at  Niagara  Means  to  the  Merchants 
of  that  Town— Expenditure  of  Each  Man  Estimated  Serious  Aspects 
of  the  Out-of-town  Shopping  Problem  —  Building  up   Locality  Trade. 


Problems  in  a  Border  Town. 

THE  merchants  of  Niagara-on-the-Lake  are  inclin- 
ed to  believe  that,  "peace  hath  her  victories  no 
less  renowned  than  war."  The  old  town  has 
seen  quite  a  lot  of  both  sides  of  the  question 
and  every  year  brings  a  two  weeks'  relapse  into  scenes 
and  events  having-  a  somewhat  military  aspect.  Such 
happenings,  however,  do  not  tend  to  make  these  "piping 
times  of  peace"  any  more  pipeless — they  only  represent 
the  |)eople's  endorsation  of  the  good  sense  involved  in  the 
old  saying,  to  the  etfect  that  while  the  doves  roost  on  the 
annnunitiiin  wagon  it  is  a  good  time  to  get  ready  for 
tiouhle. 

The  two  dry  goods  merchants  of  Niagara  seem  to 
think — and  the  same  conclusion  is  undoubtedly  shared  in 
by  other  merchants — that  it  would  not  be  a  good  thing  for 
the  town — from  a  business  point  of  view — if  the  depart- 
ment of  militia  and  defense  were  merged  into  the  depart- 
ment of  agriculture  or  domestic  science.  That  they  have 
figured  out  just  what  it  would  mean,  in  dollars  and  cents, 
if  the  annual  camps  were  eliminated  from  the  program- 
mes at  Niagara,  speaks  well  for  the  eternal  vigilance  of 
tiie  merchants  there. 

"Each  camp  averages  about  5,000  men  for  two  weeks," 
said  F.  J.  Rowland,  dry  goods  merchant,  to  The  Review. 
"We  estimate  that  a  man's  personal  expenditure  in  that 
time  is  between  $3  and  $4.  Then,  the  amount  spent  in 
supplies  for  the  camji  and  the  large  numbers  of  extra 
men  employed  from  the  town,  must  be  considered,  and  al- 
together, we  think  we  are  safe  in  saying  that  each  camp 


places  from  $.30,000  to  $40,000  in  circulation.  Some  of 
this  comes  to  the  dry  goods  merchant  directly  and  some 
of  it  indirectly. " 

In  a  town  such  as  Niagara,  which  is  made  the  objec- 
tive of  a  large  number  of  summer  residents,  one  would  sup- 
pose that  the  approbation  evil  would  be  somewhat  ag- 
gravated, that  a  good  many  of  the  visitors  would,  in  their 
luxurious  way,  requii-e  sucii  things  as  they  needed  sent 
uj)  to  the  hotel  or  honse  foi-  inspection.  Mi'.  Rowland 
states,  however,  that  he  has  had  very  little  tronlde  in  this 
connection  and  thai  tlu;  fact  that  goods  ai-e  only  allowed 
out  on  approval  fm-  a  very  shoi't  period  of  lime  has  tend- 
ed to  reduce  the  nuisance  to  a  minimum. 

While  an  absolutely  casii  plan  is  considered  imprac- 
ticable in  Niagara  Mr.  Rowland  jioints  out  that  ten 
years'  merchandising  there  has  familiarized  him  with  his 
customers  and  enabled  him  to  form  a  correct  idea  oi  the 
account  which  the  circumstances  of  each  will  stand. 

"It  is  never  wise,"  said  he,  "for  a  merchant  to  give 
a  customer  the  impression  that  he  or  she  may  develop 
an  account  out  of  all  proportion  with  the  ability  t"  pay. 
Where  credit  must  be  done,  that  is  the  rule  which  sliould 
be  insisted  upon,  and  the  customer  will  thank  you  for 
it  afterwards.  Here  in  Niagara  we  find  that,  beginning 
with  the  annual  camp,  credit  dwindles  until  late  in  the 
Autumn.  Then  it  slowly  develops,  for  there  are  some 
families  whom  we  have  to  carry  through  the  winter.  We 
never  allow  them,  however,  to  get  beyond  their  means,  and 
they  appreciate  it. 

"Another  rule  which  I  endeavor  to  enforce  in  my  store 
is  that  people  are  always  at  liberty  to  enter  and  inspect 
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ji'ood.s.  If  llicy  arc  mil  rcaily  In  buy,  llio  clerks  do  nol 
iKii;'  the  life  out  of  them.  Tt  is  my  belief  that  more  sales 
are  marred  than  made  in  thalway.  So  far  as  tiie  (lul-of- 
liiwii  slnippiiiL;'  pi-nblcni  is  concerned,  we  lia\'e  to  lake  il 
|ilii!(iso|)liically.  What  (dse  is  there  to  do,  with  six  trains 
to  Buffalo  and  six  boats  daily  to  Tofonlo,  in  the  Simmier 
lime?  We  do  not  consider  our  proximity  to  St.  Cathar- 
ines seriously  as  compared  with  other  outlets,  and  be- 
sid(s,  we  can  iiciierally  do  as  wcdl  for  a  customer  lii're  as 
can  the  stores  id'  the  (Jarden   City." 

''AVhat  do  you  do  when  a  customer  asks  you  lo  nuilch 
a  piece  of  j>'Oods,  \\hi(di  she  has  purcdiased  in  Tin-inito  or 
liutlalor' 

"Wematchit  for  her.  if  posible.  To  refuse  wouhl  only 
be  cutting-  off  your  iu)se  to  spite  your  face.  We  take  oin' 
location  and  surroundinjis  into  consideration,  and  do  the 
best  we  can  to  hold  what  we  may  consider  our  share  of 
I  he  trade.  We  bcdieve  in  adveitisinii',  but  so  do  the  Buff- 
alo   the  Niaiiara  Falls,  Toronto  :uid   St.  Catharines  mei- 


secure  the  left-over  and  make  a  i;()wn  of  the  same  maler- 
i:;l.  This  forlnnalely,  does  no|  |iap[)eii  very  dfteii.  We 
do  not  l)(die\'e  in  special  sales,  as  a  liaidl.  as  il  is  unui-c, 
in  a  town  of  1, .")()()  poindation.  resliided  to  about  li\c 
miles  of  ciiunli'y  on  oiw  side  <in'y,  to  load  llie  people  up. 
i''ar  better  is  it  for  Ihe  merchant  lo  allow  lii^  people  |(, 
buy  as  they  no.  and  lo  lake  his  profits  steadily. 

The  buildinii'  occuj)ied  by  Mr.  liowland  sli.mls  lu  Ihe 
site  of  one  of  the  lii'st  dry  "joods  stores  in  Ihe  historic 
town.  The  oriii'inal  structure  was  of  \\<;od,  and  was  erect- 
eil  o\er  100  \'ears  asjo. 


Suggestion  by  Display. 


It  is  very  often  a  diflicult  mailer  for  the  mercliaiil  in 
a  small  town  to  tiive  the  most  satisfactory  dis[)lay  to 
cei'tain  departments,  because  of  the  bulk  of  yoods  con- 
tained in  them.  To  carry  liousefurnishinLis  to  l.est  ad- 
N'anta.n'e  nowadays,  it  is  recognized  thai  the  salesroom 
must   be  easy  of  access.     In  a  yreat  many  cases  it   is  lo- 
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an    of   the  Dry   Goods   Sior;  ot  John   Liidlaw   &   Son,    Kingston,   showing  double-sect  on   flo;r  with    one  small 

and   one   very   large    display   window. 


chants.  We  have  a  tailoring'  department  in  connectior. 
with  the  store,  and  if  a  man  comes  in  with  a  suit  of 
ready-mades  that  does  not  fit  we  do  the  alterations,  and 
charge  him.  In  a  conservative  town  such  as  this,  we 
find  that  a  made-to-order  department  works  in  nicely 
with  our  busine.ss.  For  the  same  reason  we  carry  boots 
and  shoes  and  millinery.  There  is  practically  no  ready- 
made  department  in  Niagara,  as  competition  with  Amer- 
ican lines  in  winter  and  with  Toronto  departments  includ- 
ed in  summer,  we  consider  it  out  of  the  question. 

"These  are  only  some  of  the  problems  that  a  merchant 
in  a  town  such  as  Niagara  has  to  contend  with.  A  good 
many  wealthy  people  spend  the  Summer  here,  and  among 
the  regulars  are  quite  a  few  excellent  customers.  "'.Vitii 
necessarily  small  departments,  one  cannot  always  measure 
up  to  the  expectations  of  people  who  are  accustomed  to 
more  elaborate  things.  We  have  known  people  to  refuse 
a  piece  of  goods  to  which  there  was  a  remnant  simply  be- 
cause they  were  afraid  that  somebody  else  in  town  might 


cated  in  a  top  story  of  a  building,  ha\-iiig  no  (devalor  but 
a  stairway  running  at  anything  but  a  desirable  grade. 

Last  month,  The  Review  described  the  plan  adopted 
by  a  merchant  who  devoted  one  entire  ground  floor  area 
of  a  triple  section  store  to  carpets  and  housefurnishings. 
He  attributed  the  great  .success  of  his  department  to  the 
fact  that  it  was  easy  to  reacii. 

The  dry  goods  merchants  of  Niagara-on-the-Lake  cany 
their  linoleums  and  other  lines  of  housefurnishings  on 
Ihe  ground  floor.  The  stores  are  \ei'y  small,  but  havf 
upper  flats;  nevertheless,  it  is  the  opinion  of  merchants 
that  it  pays  to  carry  the  goods  where  people  may  see 
them,  whether  they  ask  for  them  or  not  and  that  well 
selected  stocks  always  possess  a  certain  power  of  sugges- 
tion. 

It  would  appeal-,  howevei',  that  to  show  a  customei-  a 
])iece  of  linoleum  or  carpet  on  the  main  flooi-  of  a  stone, 
would  be  a  somewhat  awkward  undertaking.  Thi.s,  how- 
e\er,  all  depends  u]>on  Ihe  arrangement.     .las.  MulhoUand, 
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for  example,  has  a  number  of  display  tables  in  the  centre 
of  his  main  floor.  These  tables  are  on  wheels,  and  may 
be  moved  towards  front  or  rear  without  inconvenience  to 
people  in  the  store.  Sufficient  of  a  piece  of  goods,  may 
thus  be  shown  to  facilitate  the  customer's  choice. 

Such  a  plan,  Mr.  MuUholIand  points  out,  is  only  ill- 
ustrative of  the  general  principles  of  display  in  a  small 
store.  Most  people  have  shopped  in  larger  establishments 
have  become  accustomed  to  the  liberty  of  personal  inspec- 
tion, and  it  is  therefore  up  to  the  merchant  in  town  or 
village  to  so  concentrate  and  arrange  his  stock  that  it 
will  be  attractive. 

Asked  whether  the  fact  that  Niagara  was  a  favored 
resort  for  Summer  residents  was  of  any  value  to  the  mer- 
chant, Mr.  Mullholland  replied  that,  while  the  majority 
of  the  visitors  brought  the  season's  outfit  with  them,  not 
a  few  of  those  who  came  from  United  States  made  a 
point   of  purchasing  in   Canada   articles   or  goods  which 


This  is  the  shirt  that  has  given  the  store  of  James 
Bird,  St.  Catharines,  particularly  good  reason  for  its 
existence  in  a  locality  somewhat  removed  from  the  busi- 
ness heart  of  the  city,  and  which  might  otherwise  prove 
flat.  He  manufactures  the  shirt  on  his  premises  exclu- 
sively for  his  store,  and  his  sewing  department  also  pro- 
duces white  underskirts,  print  skirts,  negligee  shirts, 
night  gowns,  etc.,  which  are  noted  for  the  generosity  of 
their  proportions  whenever  such  a  feature  is  desirable, 
and  particularly  for  their  wearing  qualities. 

It  is  by  this  means  that  a  good  locality  trade  has  been 
developed  for  the  Bird  store.  Apart  form  these  special- 
ities the  .stock  consists  of  little  else  than  fancy  gooda 
and  staples.  Particular  care  is  taken  to  keep  the  shirts 
in  sizes  most  generally  called  for.  They  are  built  on 
lines  which  enable  a  man  to  swing  his  arms  freely,  and 
the  sleeves  are  large  enough  to  pei-mit  of  muscular  devel- 
opment. 
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Floor  plan   of   Madill    Bros'.  Store,   Napanee.    It  will   be   noted  that  one   ground-floor  section  is  devoted  to  carpets, 

linoleums   and   housefurnishings.     The   curtains  are  kept  in   dustproof  cabinets  in  t  small   section  at   the 

rear  of   the  ready-to-wear  deparrment.     The   location   of  the   housefurnishings  as   indicated 

has  made   of   it  a   very  strong  department. 


they  could  secure  more  advantageously  here.  On  the 
other  hand,  however,  Canadians  did  not  hesitate  to  pat- 
ronize American  .stores  for  the  .same  reason.  This  ap- 
peared to  be  one  of  the  unsolvable  problems  of  border 
merchandising.  Among  those  who  have  been  Summering 
in  Niagara  for  years,  there  were  many  good  customers, 
and  very  seldom  was  there  a  case  of  negligence  in  pay- 
ment of  accounts  or  disobedience  of  the  approbation  time 
limit. 


Developed  Locality  Trade. 

Ask  the  average  workingman  in  St.  Catharines  what 
he  knows  about  Bird's  shirts,  and  in  the  majority  of  cases 
he  will  reply  that  they  have  extra  good  width  and  will 
stay  with  him  through  more  wear  and  tear  than  a  good 
many  75-cent  working  shirts  will  stand  for. 


"We  have  been  making  these  garments  for  several 
years,"  said  Mr.  Bird  to  The  Review,  "and,  as  we  are 
somewhat  out  of  the  beaten  path,  they  serve  as  a  business 
lever.  They  give  people  an  excuse  for  coming  to  our 
store;  otherwise,  they  would  pass  us  by  and  go  up  town. 
It  is  absolutely  necessary  in  a  store  situated  as  ours  is  to 
emphasize  some  feature  which  people  do  not  find  as  satis- 
factory elsewhere.  That  is  the  idea  we  always  have  in 
view.  We  feel  that  we  are  quite  safe  in  saying  that  people 
cannot  obtain  the  same  values  uptown.  The  shirts  have 
been  a  particularly  good  advertising  feature,  and  as  the 
buying  in  the  majority  of  cases  is  done  by  the  woman,  we 
have  endeavored  to  produce  lines  which  will  also  be  of 
special  interest  to  them." 

Mr.  Bird  buys  for  cash  and  sells  for  cash.  That  ho 
declares  is  essential  in  a  locality  business  where  prices 
have  to  stand  critical  comparisons, 


How  one  Man  Advertised  in  Paperless  Country  Village 

First  Used  Rubber  Stamps  to  Print  Dodgers,  then  Gelatine  Pad,  then 
Typewriter  and  now  Real  Printing  Press— Increased  his  Yearly  Turn- 
over by  $1000— Takes  time,  but  he  says,  "You  can  take  Time  if  it  Pays." 


R.   J.   THOMAS 
Hartford,   Ont. 


Where  no  newspaper  is 
I'asily  available,  the  dry 
goods  merchant  who  would 
advertise  if  he  could  must 
feel  himself  seriously  handi- 
capped. How  to  keep  the 
merchandising'  field  posted 
by  means  of  a  regular  store 
news  service,  is  a  problem 
whieii  in  many  cases  goes 
unsolved  and,  in  others,  is 
being  dealt  with  more  or 
less  effectively. 

R.  J.  Thomas,  of  Hartford, 
a  Simcoe  County  village  of 
200  population,  is  one  of 
I  those  who  has  a  deep-sea,ted 
conviction  that  advertising 
pays,  provided  that  it  can  be  made  attractive  to  the 
people  and  i^leasant  to  take.  In  looking  about  for  a 
medium  through  which  to  apply  the  proper  doses  where 
they  would  do  the  most  good,  he  sa,w  neither  local  news- 
paper nor  jol)  printing  office. 

The  First  Batch  of  Dodgers. 

Satisfied  that  his  field  would  benefit  by  the  treatment, 
he  examined  his  own  resources  and  found  that  he  had 
a  box  of  rubber  stamps  and  whatever  knowledge  of  the 
art  preservative  he  had  obtained  from  their  frequent  use. 
With  this  equipment  he  decided  to  issue  the  first  news 
bulletin  of  the  B.  W.  Thomas  store — a  sample  of  which 
is  here  reproduced.     The  "job"  was  not  a  work  of  art. 

S  W  THQMflS, 
Gflneril    Mi-rchftDt, 

""AStlOKO.OIir 


Okford  Shirtinq. 


The  above  is  reproduced  from  one  side  of  a  dodger  issued 
from  the  I'h  imas  store,  Hartford,  Ont.  It  is  in  the  merchant's 
handwritingand  a  gelitine  pad  was  used  in  duplicating.  This  re- 
presents  the  second   stage    in  growth    of  the  store's    prinlery. 

but  it  said  things  in  a  bright,  catchy  style  and  the  fact 
that  it  had  been  personally  executed  did  not  detract  from 
its  charm.  In  all  of  these  talks.  Mr.  Thomas  ranged 
quality  alongside  of  value  and  by  persiistent  repetition 
the     phrase     "You     remember  the  quality  long  after  the 


l)rice  i.s  forgotten,"  became  inseparably  associated  with 
the  store's  reputation. 

The  evolutionary  process  worked  overtime  in  the 
Thomas  store.  Tlu^  rubber  stamps  gave  place  to  a  gela- 
tine pad  in  connection  with  which  he  was  a,blc  to  intro- 
dnee  illustrations  all  his  own;  this  was  substituted  by  a 
typewriter,  and  finally  Mr.  Thomas  secured  a  real  print- 
ing press.  He  discovered  that  one  year's  turntjver  iiad 
been  increased  by  $1,000,  and  he  considered  that  advertis- 
ing was  largely  responsible  for  it. 

The  remarkable  thing  about  it  is  tliat  Mr.  Thomas 
never   ran   a   press   or  set    a   line   of   type   until   his   own 
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tional talk,  but  your  Moneys  Worth. 
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PRINTS 

We  cm  boast  of  our  Prints,  arnl 
if  >ou  examine  the  samples  (arc- 
luUy,  yf>'i  can  see  why 

(.'ilstoriiers  have  remarked  lately 
"  What  a  fine  lot  of  pnnt-s  yon 
have,  and  sueh  nice  patterns  too 

We  are  protid  of  iheni  and  want 
\onto    have    ihem    berause    they 
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To  5<;ll  at 

Cherry  Red?  T«o  patterns 
W/hite    Grounds   »iili   the 

small  |.,,U.-nis, 

Plain  Blue  isal.inen  Smtmg 
p.n.l  hmashand  «.;)r;  also  ni  a 
Mm.!.'   I.mlit.r. 


The  10  cent  ones 

The  White  »llh  the   Red.  and 

the  Blue  Dot,  the  Light  Red. 

SiTlie  cuttinf;  the  samples,  we 
liaM'  |iul  in  some  more  n.-w  I'rmis 
Indigos,  ami  Light   Grounds 


Chambrays 
to  seli  at 
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TheOr.y  and  Pink  show  the 
(,)iixlity  r>r  th'  Rou  Is;  we  have  it 
also  in  Sky,  Red,  P:\le  Green  and 
Fawn.  They  are  la:t  colors. 

Batiste  The  Blue  gro  ind  with 
the  small  fi,'^ire.  Pilegant  goods 
for  (ool  Summer  wear.  Also  in 
ijlack  w,tii  awnite  dot.  per  yd  .10 

Towelling 

The  C'o'.'on  one  has  a  neat  two 
stripe  blue  t>order.  per  yard,      .  .6 

The  Ijinen  one    is   '2"2    in.    wide 

has  a  nice  Red  border    .      .       .10 

St^atTilooni 

fsn"t  It  a  nice  one?  Look  at  llu- 
fine'  even  thread,  close  weave,  and 
a  yard  wide;  per  }ard  .10 

Grey  Cotton 

See  what  a  clean  even  piece 
:}•!  inches  wide  per  yd  

Flannelette 

The  sample     shows    one    of 

hues  to  sell  at 

We  have  a  fine  slo<  k  of  Klai 

ettes  in  I^isht  and  Dark    color 

6,    8,    10  and 
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B.  W  .Thomas 

A  bright,   well-arranged  dodger  printed    in    the  Thoinas   store, 
Hartford,  on   a  7   x    11   Pearl  press,  the  latest  devel- 
opment  in   a  publicity   equipment   by   which 
custotners  were   kept  posted. 

equipment  was  installed.  He  secured  the  plan  of  the  type 
cases  fromi  a  newspaper  office  in  a  neighboring  town  and 
then  distributed  the  type. 

Sent  out  Samples. 

"The  first  real  series  of  advertising  ever  put  out  from 
Dur  store,"  he  states,  "was  sent  out' May  1st,  1908.  Be- 
fore this  we  sent  out  dodgers  once  in  a  while.  But  this  did 
not  seem  to  bring  any  noticeable  results. 

"In  the  Spring  of  190'8,  I  decided  to  send  out  samples  of 
our  dry  goods,  and  also  call  the  attention  of  customers  to 
other  lines  that  could  not  be  sampled.  This  series  of 
advertising  we  gent  out  about  every  two  weeks.  The  printing 
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was  done  with  a  rubber  stamp,  as  the  samjMe  enelosed 
shows.  The  stamp  outfit  was  too  slow,  so  I  hunted  up  an 
old  gelatine  copying  pad  and  sent  out  the  next  lot  with  a 
little  less  work,  and  looking  considerably  better. 

"When  I  began  to  look  over  the  stock  we  had  in  the 
store,  that  was  salable  and  yet  not  in  sight  of  the  cus- 
tomers— things  that  ihey  wouhl  be  buying  every  day  if 
they  only  knew  we  had  them — I  made  up  my  mind  that 
there  must  be  a  way  quicker  than  I  had,  and  yet  not  take 
up  any  more  room  on  paper  than  I  was  using.  Type- 
written ads.  were  coming  to  us  from  wholesale  firms,  and 
I  looked  up  the  price  of  a  typewriter. 

"I  rented  two  different  kinds  to  see  if  they  would 
do  wliat  T   wanted  of  them,  and  they  did'  the  work,  so  I 
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MORE  FLANNELETTES, 


Just  examine  the  samples  sent  you  this  week. 

And  see  for  yourselves  if  we  are  not  giv- 
ing you  real  worth  foryour  money. 

Compare  them  with  the  other  stores  and  you 

will  be  better  satisfied  that  we  are  giv- 
ing you  the  best  values, 

I  bave  had  Country  Merchants (who  are  living  in  the 
city)  say  that  we  sell  cheaper  than  the  city 

merchants  do. 


We  buy   for   cash,   and   if  there   is   any  extra 
discount  or  bargain  to  find,   we  are 
after   it 

This   all  counts   for  your  benefit. 
•WE  WANT   YOUR  TRADE. 


TBN-CBNT   IXAMNELETTES 

In  this   lot  of  fivr  pieces(Plnk,  Blue,  White 

and  Grey)    and  Pink  Check,   you  can   see   for 

yourselfby  the   samples  what   the 

value  is 

They  are  all  29  Inches  wide 

The  Pink  Check  used  to  be  a  Shilling. 


The  price  on  the  lot  per  yard 


Llling./ 


WHITE  FLANNELETTES. 


This   single  piece   is  extra  value   at   13  cents   a  yard. 
It   is  a  piece  we  marked  down  from  14  cents. 
The   width  is   31   inches 


The   price   now  is 


ncnes  / 


The  dodger  here  reproduced   represents   the  third   stage   in  the 
development  of  the   Thomas  store  print-shop.     It  was  pro- 
duced on  a  typewriter  and  duplicated   by  means 
of   a   gelatine   pad. 

bought  one  for  .$3.5.00.  losing  this  with  a  copying  ribbon, 
I  was  able  to  make  about  35  to  40  copies  at  once.  This 
meant  double  work,  as  I  was  sending  out  65  to  75  copies. 
We  have  the  Indian  Reserve  on  one  side,  and  other  stores 
close  on  the  other,  a.nd  in  the  country,  merchants  do  n«t 
reach  out   after   their  neighbors'   customers. 

His  Own  Illustrator. 

"This  method  of  advertising  I  continued  with  some  im- 
provements, aided,  as  you  ca,n  see,  with  the  pen,  in  the 
way  of  illustrations,  until  I  had  put  out  my  Xraas  ads. 
Then  we  were  so  busy.  I  could  not  get  time  to  do  any 
more  till  after  the  holidays.  Up  to  this  time  the  cost  had 
been  :  for  the  gelatine  pad  about  $1.00  (this  ma.kes  two 
pans)  ;  typewriter,  .$3.5.00;  extra  ribbon,  $1.00;  printed 
>vi|)er  to  put  ads.  on,  $2.00  per  thousand.  The  distribut- 
ing was  dune   through   tlie  school  cliildren. 


"After  Xmas  I  decided  to  enlarge  my  list  of  customers, 
by  sending  it  to  the  Indian  reserve.  We  took  stock  in 
January,  and  found  our  turnover  had  increased  by  ^IjOOO, 
so  it  made  me  more  confident  that  advertising  had  done 
its  share  in  tlie  work.  In  hudving  over  the  ground  and 
ciuinting  up  the  people,  it  would  take  about  250  to  275 
copies.  Then  came  the  problem  of  what  to  get  to  do  it 
with.  Among-  the  machines  I  looked  at  were  Neostyle, 
the  Rotary  of  the  same  kind  (these  to  use  wax  paper) 
at  about  $15  and  .$40  respectively.  These  could  be 
used   with   the   typewriter  I  lia,d. 

Printing  Outfit  Cost  $  1  50. 

''Next  in  order  came  the  Writerpress  at  about  $150.00, 
and  the  Polygraph  at  about  $75.00  to  $100.00.  Witlv  these 
last  two.  at  the  prices  named,  I  believed  I  could  buy  a 
small  printing  press.  I  looked  around  quite  a  lot,  and 
bought  a  second-hand  Pearl  press,  size  7x11,  for  $75, 
and  type,  inks,  paper,  and  the  necessai'ies  that  go  with 
tliem,  until"  the  outlay  will  run  about  $1,50.00. 

GROCERY  ITEMS. 
If  you  drink  Japan  TEA, 
try  ours  at  30  cts  a  lb. 

Our  Java  &  Mocha  blend 
COFFEE  at  40  cts  a  lb, 

tastes  GOOD. 

Fresh  Rolled  Oats 

6  lbs  for  25  cts. 

Quaker  Oats  30  cts  pkg 

Matthews  fresh  Sausage 

&Bologrna,on  Saturdays. 

Rolled  Shoulder  ANY  DAY 

Ripe  Fresh  BANANAS 

ORANGES  &  LEMONS 

always  on  hand. 


UPIOOAII    SIOBf. 


A  specimen  from  the  first  striesof  home-made  dodgers  issued 
by  the  Thomas  general  store,  Hartford.  It  was  produced  by 
means  of  a  rubber  stamp  and  inli  pad.  The  n«me  at  the  bottom 
is   on   a    gummed   label  applied  to  the  card. 

"It  is  not  only  doing  my  advertising,  but  making  bill 
heads,  dodgers,  paper  bags,  want  cards,  blotters,  en- 
velopes, etc.,  also  some  work  for  others. 

"As  to  the  cost  of  putting  out  a  batch  of  250,  I  .showed 
them  to  two  or  three  printers,  and  the  price  was  from 
$2.75  to  $3.50.  Of  course  it  takes  time  to  do  it,  but  you 
can  take  time  if  it  pays.  As  to  results,  I  am  sure  it  is 
helping;  we  can  tell  better  after  stdcktaking  again."' 


In  a  town  three  miles  distant  from  a  city  of  12,000  and 
connected  with  it  by  trolley,  the  dry  goods  merchant  is 
confronted  by  many  serious  i>roblems.  Very  often  he 
Hnds  his  business  confined  almost  exclusively  to  staple 
lines,  unless  he  has  specialized  strongly  in  some  particular 
by  which  he  may  hope  to  offset,  to  some  extent,  the  at- 
tractions of  the  city. 

The  Misses  Stanley  Avho  opened  the  "Beehive"  in 
Thorold  a  few  years  ago,  with  a  small  stock  of  staple  and 
fancy  dry  goods,  state  that  they  owe  their  success  to  p. 
careful  study  of  those  wants  which  can  be  as  advantage- 
ously filled  in  Thorold  as  in  the  city.  The  display  win- 
dows have  been  effectively  used  in  emphasizing  that  idea. 
The  Misses  Stanley  intend  addirg  a  millinery  depart- 
nieiil  to  llieir  sloi'e  this  Fall. 


Reversing    Cash    Discounts    on    Overdue    Accounts 

The  Retailer's  and  Creditor's  Views  Reasonable  Treatment  of  Cus- 
tomer's Account  When  Cash  Discounts  Should  Not  be  Allowed 
—Not  Obligatory  to  Allow  any  Cash  Discount  after  Period  has  Elapsed. 

Written  for  The  Dry  Goods  Review  by  Howard  R.  Wellintfton. 

IF    llic    I'clnilci-    (Idcs    not    pay    liis    accdiiiil     within    llic  luit    be    allnwcd    i  I'   accouiils    arc    iml    paid    within    the    re- 
discount  period,  is  he  entitled  to  any  casii  discount  f  (|nii-ed   lime. 
A  customer  in  tlie  Wesr  wi-ote  us  recently  asking  for  Jn    our    experience    a    number    of    meti:ods    have    been 
our   caiulid   (i[)inion    upon    this   su!).iect.      lie   liad   ac-  |)ursued   in   reuard   to  liiis  matter  ol'  cash  discount    on  re- 
cepted   a  dral'l    payable   within   a   tliscount   period,  but    lui-  newals,    and    we    luiiihl    enumei'ate    some    ot'    the    (yises    as 
able   to  take   up   the  draft    when   ilue.  he   writes  his  credi-  fidlows: 

tois  statinjj-  the  facts  and  asking  for  a  renewal.     The  ex-  1.   ("iiarge   back    full   cash   discount   and   renew  amount 

tension  is  granted,  but  the  cash  discount,  already  allowed  ol'   account    without    adding   interest,    but    charging   bank 

him,  is  charged  back,  and   in   addition,  interest   on   the  re-  exchange,    providing,    of   coui'se    that    the    time    retjuested 

newal  for  the  extra  time.  by  the  customer  does  not  extend  beyond  the  "Net   terms'' 

It     would    seem    that    the    reasonable    treatment    of    a  i)eriod.      If  goods   are   sold    only   on    the    discount    pei'iod. 

custonu'r's    account    in    such    r.    case    wiuild    l)e    to    (diarge  interest  would  then  be  added  as  wcdi. 

back  the  cash  dise(unit,  and  redraw,  adding  exchange  2.  When  part  of  the  draft  is  paid,  allow  cash  discount 
only,  provided,  of  course  that  the  extension  asked  for  did  on  this  amount  only,  charging  back  the  balance  and  add- 
not  go  beyond  the  "Net  Terms"  period,  as  usually,  goods  ing  interest  and  exchange  on  the  amount. 
are  sold  with  both  a  discount  period  and  a  net  term  When  the  whole  amount  of  draft  is  returned,  and  re- 
period.  If,  however,  a  renewal  is  reijuested  for  only  a  newal  is  retjuested  for  say  thirty  days,  allow  one-half  cash 
short  period,  say  fifteen  or  thirty  days,  it  seems  reason-  discount,  renew  amount,  adding  interest  and  exchange. 
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Record    Form    for    Ladies'   Readyto-Wear    Department. 


able  to  expect  that  a  ptn-tiou,  at  least,  of  the  cash  dis- 
count be  allowed,  even  though  interest  be  charged  for  the 
extra  time,  bnt  certainly  the  full  discount  should  not  be 
allowed. 

Reason  for  not  allowing  Cash  Discount. 
The  manufacturer,  wholesaler  or  jobbei-,  as  the  case 
may  be,  imports  his  goods  in  large  quantities  in  order  to 
better  serve  the  retailer  by  giving  him  the  closest  possible 
prices  and  carrying  a  heavy  stock  so  as  to  supply  goods 
when  wanted.  Usually  advantage  is  taken  of  cash  dis- 
counts, in  fact  some  of  the  houses  will  give  no  other 
terms,  and  it  means  therefore  a  vast  outlay  of  money, 
part  of  which  it  is  altogether  likely  is  bori-owed  from  the 
bank  at  certain  seasons  of  the  year,  and  on  which  interest 
will  be  paid.  It  is  obvious,  therefore,  that  cash  discount, 
which  impoi-ter  eains  on  his  purchases  is  very  often  more 
than  wiped  out  by  the  interest  on  the  amount  invested. 

Percentage  Added  for  Selling  Price. 

Again,  selling  prices  are  based  on  an  advance  of  a 
certain  percentage  on  cost,  the  cash  discount  being  looked 
upon  simply  as  an  inducement  for  the  customer  to  pay 
his  account  promptly;  in  other  words,  cash  discount  is  a 
rebate   for   prompt   payment   and   mjjst    certainly   should 


4.  When  the  whole  amoinit  of  draft  is  returned  and 
renewal  requested  for  thirty  and  sixty  days,  allow  pro- 
portion of  cash  discount  on  each  draft,  and  add  interest 
and  exchange  on  renewal. 

Strictly  speaking,  it  is  not  obligattn-y  to  allow  any 
cash  discount  after  the  discount  period  has  elai)sed,  and 
while  a  proportion  is  sometimes  allowed,  the  I'etailer 
should  not  expect  it. 

It  must  be  remembered,  loo,  that  where  a  large  number 
of  renewals  are  desired  by  customers,  a  corresponding- 
amount  of  work  is  entailed  in  an  oftice  in  the  way  of 
letter  writing,  drawing  drafts,  posting  to  ledger,  banking, 
etc.,  and  while  this  may  not  api)ear  to  the  average  cus- 
tomer as  an  expense,  it  certainly  takes  a  great  deal  of 
va'nable  time  to  look  after  these  matters. 

Record  for  Ready-to- Wear. 

If  the  form  here  given  were  posted  up  from  the  pur- 
chase invoices,  and  when  the  goods  are  sold,  from  the 
sales  of  the  department,  possibly  checked  with  the  ticket 
on  the  coat,  an  invaluable  record  would  be  given  as  a 
guide.  Further  suggestions  of  this  plan  will  be  given  in 
our  next  issue. 


m  f''- 


London,  Eng.,  Office,  Dry  Goods 
Review.  88  Fleet  St.,  E.G. 


The  Month's  Review 
of  Trade  Activities 

in  British  Markets 


Staff  Correspondent 


OfSee  of  the  Diy  Goods  licview, 
88  Fleet  Street,  E.G.. 

London,  Eng'.,  July  23. 

ONCE  a.uaiu  the  present  government  has  shown  its 
aloofness     from     practieal     commercial     issues. 
There  have  been  many  incidents  in  the  past  few 
months  that  have  been  sharply  resented  by  the 
drapery    tra<le  but   none   more   keenly   than   that   now   at 
it.sue.     Luiidou   drapery  firms  are  becoming  as  keen  ad- 


brancli  post  offices  and.  by  arrangement  witli  the  Post 
Office,  tlie  cancellation  stamps  used  by  tliem  bear  the 
name  of  the  firm  within  whose  establishment  the  branch 
office  is  situated.  This  applies  to  all  registered  letters, 
parcels,  telegrams,  money,  and  postal  orders.  The  fact 
that  it  is  against  the  declared  policy  of  the  Post  Office 
administration  to  establish  branches  in  shops  or  stores 
save  in  such  districts  where  business  is  so  small  that  the 
expense   of  maintaining  an   office  is   not   warranted,   and 


Gowns  seen  at  Ascot. 


vertisers  as  their  American  contemporaries  and  two  of 
the  largest  firms,  Harrods  and  Selfridge.  have  been  taking 
advantage  of  the  lack  of  business  acumen  on  the  part  of 
the  Post  Office  department.     These  stores  have  secured 


that  even  here  the  trader  is  not  allowed  to  use  his  name 
as  in  the  above  instances,  is  a  further  aggravation  to  the 
trade. 

The   matter   has   been   brought   up   in    the   House   of 
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Commons  and  Mr.  Rnxton  lias  promisod  tliat  tlic  privi- 
leoe  of  usinj^'  tlie  firm's  name  on  I  he  canccllalion  slainp 
shall  be  witlulrawn. 

Another  PInmag'e  Bill,  franunl  much  upon  the  same 
lines  as  the  old  ones,  has  again  boon  introduced  into  the 
House,  this  time  by  Ramsey  McDonald.  There  is  little 
hope  of  its  provisions  becoming  law,  but  the  trade  is 
adopting  a  watchful  attitude  and  is  preparing-  to  combat 
all  moves  looking  in  that  direction. 

Reports  of  the  June  fur  sales  are  now  to  hand  and, 
though  tlie  attendance  of  buyers  was  large,  only  a  small 
amount  of  furs  was  offered. 

This  is  accounted  for  by  the  large  offerings  at  the 
January  and  March  sales,  and  by  the  amount  of  furs 
consigned  since  that  time  to  Continental  manufacturers. 
J.  and  H.  Creamer  report  a  good  attendance  of  buyers  at 
their  sale  ending  on  Wednesday,  and  that  prices  made  a 
record  for  the  time  of  year.  Quantities  were  short  and 
the  demand  brisk,  as  in  spite  of  high  prices  the  trade  has 
developed.  Taking  into  consideration  the  poor  conditions 
of  the  skins  offered,  prices  show  an  upward  tendency. 
The  China  sales  were  poorly  attended,  the  quality  of  the 
skins  offered  being  poor.  The  great  part  of  the  principal 
articles  were  neglected  and  Thibet  goods  showed  a  slight 
decline. 

The  Lond<in  season  that  is  now  drawing  to  a  close  lias 
not  been  a  brilliant  one,  and  very  few  notable  entertain- 
ments have  been  given.  This  is,  in  many  quarters  laid  to 
the  shadow  of  the  new  budget  which  hangs  heavily  over 
the  moneyed  cla.ss.  One  notable  exception  has  been  in 
the  case  of  Ascot,  which  has  seen  the  most  brilliant 
fashion  gathering  in  years.  Dress  for  this  Royal  event, 
which  is  the  ninth  Ascot  of  King  Edward's  reign  has 
reached  a  point  of  fashionable  splendor  never  seen  before. 
There  were  far  larger  gatherings  in  the  pavilion  and  the 
stands  and  paddocks  were  as  gaily  tinted  as  a  flower- 
garden.  This  has  been  a  bright-colored  Ascot  and  some 
charming  costumes  were  seen. 

The  Queen  wore  a  gown  of  hyacinth  mauve  with  a 
black  straw  hat  trimmed  with  ostrich  plumes  to  match 
her  gown.  Her  Majesty  has  ensured  the  acceptance  of 
the  large  scarf  by  wearing  one  on  this  occasion.  It  was 
made  of  rows  of  gathered  heliotrope  chiffon,  striped  with 
bands  of  ostrich  feathers.  The  Princess  of  Wales  was  all 
in  blue  and  the  Princess  Pati'ieia  wore  a  bright  green 
voile  dress  with  a  flower  wreathed  hat.  One  splendid 
toilette  was  of  cream  chiffon  over  pale  gold  satin.  Over 
this  was  worn  a  transparent  coat  of  net  so  richly  em- 
broidered with  gold  threads  as  to  give  the  impression 
that  it  was  of  metallic  tissue. 

The  new  gowns  make  women  look  very  tall,  and  many 
of  the  younger  women  on  the  stands  looked  fully  six  feet 
high.  These  gowns  give  the  long  straight  line  and  oblit- 
erate the  hips  giving  the  figure  of  a  s'endor  boy.  The 
new  satins  have  a  surface  like  suede  and  drape  like  crepe. 
They  are  richly  embroidered  and  are  often  used  as  the 
foundation  for  an  over  dress  of  silk  voile,  gauze,  chiffon, 
etc.,  which  carry  embroideries  in  profusion  and  are  heavi- 
ly worked  with  floss  silk  intermingled  with  beads  and 
bullion. 

On  every  side  were  light  and  brilliant  hues,  rose  pink, 
cherry  red,  watercress  green  and  reseda,  blues  of  every 
tone,  delicate  greys  and  ambers,  satin  foulards  and  shang- 
tungs  and  here  and  there  in  contrasting  effect  a  complete 
gown  of  black  was  noted. 

Bradford. 

Interest  here  is  centred  in  the  course  of  prices  at  the 
London  wool  sales.    Previous  to  the  opening  of  the  July 


series  fhero  was  some  feeling  in  I'radford  that  prices 
iniglil  case  oil'  ;i  lillli'  as,  pussihly,  llic  wool  iiilcrcsts 
niiglil  be  inclined  to  "bear"  the  market  in  anticipation 
of  the  new  season's  crop  now  beginning  to  arrive  from 
Australia.  Bradford  manufacturers  would  welcome  such 
a  development  as  a  reduction  of  even  a  jjenny  per  i)ound 
would  enable  them  to  produce  satisfactoi-y  di'ess  fabrics 
with  greater  ease. 

Though  iniicli  of  the  offerings  on  the  early  days  of 
the  sale  were  of  decidedly  poor  ([uality.  the  fii-mness  of 
the  May  sales  prices  was  fully  maintained  on  all  merinos 
and  crossbreds  suitable  for  American  consumption,  whih' 
the  lower  crossbreds  and  40 's  quality  were  5  per  cent, 
lower.  By  the  middle  of  tlie  week  better  grades  of  wool 
began  to  come  forward,  and  when  this  occurred  vVmerican 
hidiling  became  spirited  and  the  prices  of  both  cross- 
breds and  merinos  advanced  fully  5  per  cent. 

The  prevailing  sentiment  throughout  the  West  Riding 
is  that  wool  values  have  seen  their  highest  point  and  that 
the  May  sales  marked  the  top  of  the  rise,  which  has  gone 
on  steadily  now  for  more  than  a  year. 

(ireat  interest  is  shown  in  the  new  crop  in  Austi'alia 
which  is  now  arriving.  Much  of  this  wool  will  be  ofleicd 
at  the  September  sales.  The  weather  has  been  excellent 
in  the  sheep  growing  districts  in  Australia,  and  heavy 
fleeces  of  good  sound  combing  wool  are  reported  from 
Queensland,  where  the  wool  harvest  is  now  in  jtrogress. 
English  wool  growers  are  also  becoming  easier  to  deal 
with  and  are  disposing  of  their  wools  at  reasonable  rates. 

The  heavy  woolen  district  of  the  West  Riding  is 
represented  on  the  King's  birthday  honor  list  by  three 
well  known  members  of  the  trade- — Thomas  Freeland 
Firth,  son  of  Edwin  Firth,  the  founder  of  Flush  Mills 
Heckmondwike.  T.  F.  Firth  &  Co.,  are  known  as  one  of 
the  largest  blanket  and  cloth  manufacturing  firms  in  the 
world  and  Mr.  Firth  has  been  created  a  baronet.  William 
Edward  Briggs  Priestley,  who  has  been  knighted,  is  the 
eldest  son  of  Briggs  Priestley  of  Calverly,  near  Bradford. 
He  was  the  first  representative  of  the  division  of  Pudsey, 
and  is  the  head  of  the  immense  business  carried  on  under 
th(>  style  of  Priestley's  Limited.  The  last  member  of  the 
trio  is  Mark  Oldroyd  the  head  of  the  woolen  manufactur- 
ing and  mercantile  firm  of  M.  Oldroyd  &  Sons,  Dewsburj\ 
Mr.  Oldroyd  has  been  created  a  knight. 

Manchester. 

In  .spite  of  the  recent  spectacular  break  in  the  raw 
cotton  market,  the  general  tendency  of  values  is  upward, 
and  spot  middling  American  is  fully  a  penny  a  pound 
higher  than  at  the  beginning  of  the  month  of  March.  The 
advance  is  working  out  adversely  for  the  weaving  trade, 
for  owing  to  the  higher  price  of  raw  cotton  and  yarns, 
the  margin  of  profit  is  lessened,  and  there  is  no  possibility 
at  present  of  securing  adequate  advance  on  piece  goods, 
as  orders  are  not  coming  on  with  any  volume.  Holiday 
stoppages  have  brought  some  relief  in  certain  lines,  and 
in  sateens  and  colored  woven  cloths  there  is  more  firm- 
ness in  quotations. 

Unfavorable  weather  has  greatly  iiiterferred  with  the 
home  trade,  and  the  demand  is  not  developing  as  was 
anticipated.  Many  of  the  large  retail  houses  are  behind 
in  their  returns  and  will  not  place  repeat  orders  until 
present  stocks  are  reduced. 

Joseph  Galloway  who  has  just  completed  his  50th 
year  in  the  employ  of  Rylands  &  Sons,  has  been  presented 
by  the  buyers,  repi'esentatives   and   chief  clerks  of  that 

(Concluded   on  Page  46.) 


Why  Large  Stores  Adopt  Uniformity  in  Show  Cards 


Object  is  to  Avoid  Confusion  of  Customers  and  to  Make  Depart- 
ments Easy  to  Find  —  Methods  Employed  by  Some  Writers  in  Fol- 
lowing   Out    this    Idea  —  Pointers    on    the  Art    of    Color  Blending. 

Written  for  The  Dry  Goods  Review  by  P.  Thompson. 


THE  majority  of  large  retail  stores  using  show 
cards,  and  probably  the  more  successful  ones, 
a,dopt  one  particular  style  of  lettering  and  carry 
that  style  out  exclusively.  In  addition  to  the 
uniformity  this  establishes  throughout  the  store,  it  makes 
it  easy,  in  a  larger  city,  where  there  may  be  a  number  of 
branches,  to  locate  any  one  of  these  at  a  glance  by  their 
striking  similarity. 

Take  Wanamaker's  la.rge  depai-imeutal  stores  as  an 
example.  They  adopt  small,  classy  cards  with  neat  Italic 
lettering  placed  in  the  centre,  leaving  a  wide  white  mar- 
gin. 

Another  similar  card  is  employed  by  Macy's  big  store. 
New  Yoik,  black  being  the  predomina,ting  color.  These 
cards  are  lettered  in  a  neat  Roman,  and  present  a  de- 
cidedly high-class  apiJearance. 

In  Ca,nada,  the  T.  Eaton  Co.  adopts  a  white  card  with 
a  bold,  block  letter.  The  particular  reason  this  firm  has 
in  adopting  this  letter  is  to  render  cards  as  easily  read 
as   possible    for    the   great    masses   of  people    that    daily 


Correct  pjsition  in  using  tlie  Sonnechen  Pen  for  Show  Card  Writing. 

come  in  contact  with  tliem,  including  those  who  may  not 
be  the  best  of  readers  and  those  who  liave  forgotten  their 
eye-glasses. 

The  great  balk  of  the  cards  used  by  this  store  are  run 
on  presses  in  their  piinting  department.  Thousands  of 
these  cards,  including  all  prices,  are  stocked  in  the  adver- 
tising department,  where  they  may  be  had  any  time  up 
to  10  a.m.  each  day. 

Besides  the  vast  amount  of  cards  consumed  in  this 
way,  one  girl  is  constantly  operating  rubber  stamps,  while 
a  cardwriter  is  busy  on  miscellaneous  work  which  the  press 
a,nd  rubber  stamps  are  incapable  of  turning  out.  These 
cards,  while  coming  from  the  three  sources  mentioned, 
are  all  confined  to  the  block  letter. 

Use  of  Black  and  White. 

The  majority  of  department  st(jres  have  a  reason  for 
confining  themselves  to  black  aiul  white.  It  is  because 
black  and  white  cards,  when  neatly  executed,  never  be- 
come   tiresome. 

Unless  color  be  used  very  sparingly  in  such  large 
places  where  cards  are  grouped  so  closely  together  they 


become  eye-sores.  Again,  loud  colors,  which  may  be  used 
on  these  cards,  are  not  always  in  harmony  with  the  goods 
they  are  displayed  on.  Clerks  do  not  discriminate  in 
placing  such  cards  and  even  if  they  did,  a  twenty-five-ceut 
ticket  may  be  used  on  tinware  to-day  and  probably 
ladies'  collars  to-morrow.  For  this  reason  the  black  and 
white,  as  employed,  is  always  easily  interchangeable. 

Theatrical  work,  and  such  like,  is  the  only  advisable 
use  for  decorate  lettering.  I  mean  by  this,  that  any  kind 
of  decoration  that  would  tend  to  spoil  the  line  of  your 
letter.  Keep  all  the  ietering  as  clean  as  possible,  and 
display  all  possible  dexterity  in  the  way  of  decoration 
ill  your  borders  or  ornaments.  Flat  tones  produced  by 
the  air  brush  panel  designs,  etc.,  are  always  eifective 
and  easily  read,  as  it  breaks  up  the  phrases. 

The  finest  grade  of  Roman  lettering,  which  is  con- 
sidered best  for  this  class  of  work,  is  produced  with 
Sonneekeu  pens.  These  range  in  size  from  1  to  6,  the 
No.  1  being  the  largest  size,  making  a  line  one-eighth  of 
a.n  inch  wide.  This,  however,  is  not  the  size  of  work  these 
pens  are  limited  to.  For  larger  work,  double  strokes  are 
made  and  filled  in  after.  In  this  way  letters  from  one- 
quarter  to  two  and  one-half  inches,  or  even  larger,  are 
readily  executed.  These  nibs  are  abont  the  same  in  size 
a,s  an  ordinary  writing  pen.  They  are  used  in  a  holder. 
Hat  on  one  side  and  taking  a  nib  at  each  end.  The  fiat 
side  of  the  holder  rests  against  the  second  finger  and  in 
ihis  way  keeps  the  pen  from  turning  and  the  full  width 
of  the  ni'b  working. 

These  pens  are  simple  to  operate.  Unlike  the  brush, 
they  are  firm  and  give  the  ha,nd  something  to  rest  on.  In 
this  way  no  unsteadiness  is  portrayed  in  the  work.  It 
IS  a  first-class  implement  of  practice  before  beginning 
with   the   brush,   as   it   builds   up  confidence. 

Color  Mixing. 

In  mixing  colors  the  first  principle  is  to  take  the  body 
color,  or  tliat  pigment  which  predominates,  and  add  to 
Jt  gradually  the  other  colors.  These  colors  must  be  work- 
ed to  a  smooth  consistency  with  a  palette  knife,  other- 
wise lumps  will  .spread  out  under  the  brush,  leavino' 
streaks.  " 

The  following  table  will  be  found  useful  by  card- 
writers.  The  colors  are  so  arranged  as  to  make  the  work 
easy : 

Take  buff,  for  instance,  the  body  is  white  and,  as  we 
use  more  yellow  ochre  than  red,  we  make  that  second 
Iheii  comes  red;  we  need  least  of  this  and  make  that 
third. 

Each   color 


in    carefully   until    the 


given   below   is  arranged  in   this   manner, 
and    the    colors   should    be   stirred    ' 
desired  shade  has  been   made. 

(irey— Flake,    white   and    lampblack. 

Buff— White   and  yellow   ochre,  red 
,      Pearl-^hite,    bla,ck,    blue. 
I    Orange — Yellow,  red. 
I    Violet— Red,  blue,   white. 
I    Purple— Violet,    with   red   and   white 

Olive-Yellow,   blue,    black   and   white. 

(.hestnut— Red,   black,   yellow. 

Flesh— White,  yellow,  ochre,  vermilion 

Fawn— White,  yellow,  red. 
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Chocolate — ^Raw  umber,  redj  black. 

Drab — 'White,  raw  and  burnt  umbers,  or  white,  yel- 
low ochre,  red,  black. 

Bronze — ^Green,  chrome  green,  black,  yellow,  or  black 
a,nd  yellow  or  black  and  green. 

'Pea  Oreen — White  and  chrome  green. 

IRose — ^White,   madder   lake. 

Copper — ^Red,  yellow,  black. 

Lemon — White,  yellow. 

Claret — Red.  umber,  black. 

Pink — ^White,  vermilion. 

Cream — ^White,  yellow. 

Salmon — ^^White,  yellow,  raw  umber,  red. 

iLilac — ^White  with   violet. 


This   color, 

Contrasts   with. 

Harmonizes  with 

White 

Black,  bi-own, 

Any   color, 

Yellow 

Purple,  white. 

Orange  and  pale 
colors. 

Orange 

Blue, 

Red,  pink. 

Red 

Green 

Crimson. 

Green 

Red 

Yellow 

Purple 

Yellow,  while. 

Crimson 

Black 

Pale  colors, 

Deep  colors. 

Gold 

T)a,rk  colors, 

Liglit  colors. 

Any  color  of  strong  contrast  may  be  made  to  harmon- 
ize pleasantly,  by  dividing  them  with  a  line  of  white  or 
any  neutral  tint.  For  instance,  a  green  and  red  placed 
together  may  be  made  to  harmonize  by  placing  between 
them  white  lines  to  relieve  the  glimmer.  The  width  of 
the  line,  of  course,  should  be  in  proportion.  The  study  of 
color  schemes  is  a  large  one,  and  practice  only  will  teach 
new    and   probably    the    most   pleasing   combinations. 

The  following  are  likely  lo  be  most  employed: — 

White,  as  a  ground  color,  is  pleasing  with  blues,  pur- 
ples, violet,  reds,  greens,  browns. 

Black,  with  drabs,  pink,  lemon,  gold,  light  blues,  greens, 
purple,  salmon. 

Blue,  with  gold,  pink,  salmon,  buf¥.  light  blue,  yellow 
and  drabs. 

Green,  witli  gold,  purple,  pink,  lemon,  dove,  flesh, 
pearl,   light   greens   and   yellows. 

Red,   with   lemon,  pearl,  gold,   pale   blues   and   greens. 

The  best  colors  for  show  cards  are  specially  prepared 
and  put  up  in  tins.  For  results,  not  so  satisfactory,  or- 
dinary dry  pigments  may  be  ha,d  from  your  local  hard- 
ware merchant,  and  ground  with  a  knife  on  a  piece  of 
glass.  Use  water  to  cut  and  add  enough  mucilage  of  gum 
Arabic  to  make  adhesive. 


New  Companies  Incorporated. 

The  Gale  Manufacturing  Co.,  Toronto,  incorporated 
■with  $130,000  capital,  will  take  over  the  business  carried 
on  by  the  Gale  Manufacturing  Co..  manufacturers  of 
ladies'  and  children's  clothing,  the  provisional  directors 
being  F.  J.  Dunbar,  A.  G.  F.  Lawrence,  and  Geo.  E.  Dun- 
bar. 

The  Robert  Ryan  Co.,  Three  Rivers,  Que.,  has  been 
incorporated  with  $150,000  capital,  to  take  over  the  busi- 
ness of  the  Robert  Ryan  Co.,  and  to  manufacture  gloves, 
mitts,  mocassins,  hats  fui'S,  etc.  The  incorporators  are 
C.  Dumoulin,  Paul  Dumoulin,  T.  R.  Murray,  Anna  M. 
Lilley  and  A.  L.  Rinfret. 

The  New  Empire  Wall  Paper  Co.,  of  Toronto,  has  been 
incorporated  with  $50,000  capital,  to  acquire  from  Fran- 
cis Vickers  Johns  the  stock  in  trade  and  other  assets  of 
the  Empire  Wall  Paper  Co.  The  provisional  directors 
are  Archibald  Struthers,  Geo.  E.  MeCann,  and  Lionel 
Davis. 


BRITISH  LETTER 

(Concluded  from  Page  4,1.) 

firm,  with  a  silver  salver  and  rose  bowl.  Mr.  Galloway 
is  the  buyer  for  the  table  cover  department. 

John  Bright  &  Bros.,  carpet  manufacturers,  have  re- 
moved to  26  York  St. 

Mrs.  Godfrey  Mason  Richardson,  widow  of  the  late 
Godfrey  Mason  Richardson  of  Richardson,  Tee  &  Rycroft 
has  donated  £1,000  to  the  Manchester  Royal  Infirmary. 
The  money  is  for  the  endowment  of  a  bed  to  be  known  as 
the  Lowson-Richardson  "bed. 

■    Nottingham. 

Decidedly  the  busiest  section  in  Nottingham  at  present 
is  the  making  up  trade  and  firms  are  in  constant  trouble 
for  working  after  the  hours  prescribed  by  the  Factory 
Act.  Those  manufacturers  making  a  specialty  of  ladies' 
neckwear,  blouses,  shirts,  etc.,  have  orders  for  more  goods 
than  they  can  turn  out. 

The  net  trade  is  also  flourishing,  and  not  only  is  thei-e 
a  fair  share  of  orders  on  hand  for  present  delivery,  but 
there  are  contracts  ahead  for  large  shipments  even  as 
late  as  October  and  November.  Prices  also  are  satisfac- 
tory and  are  calculated  on  such  a  scale  as  to  leave  a 
good  margin  of  profit  for  all  handlers. 

There  is  little  doing  in  the  lace  trade  itself  and  there 
is  no  one  line  upon  which  it  can  be  said  that  any  large 
oi'ders  are  being  put  through.  There  is,  however,  some 
signs  of  a  movement  in  millinery  laces. 

The  hosiery  branch  is  extra  busy  for  the  lime  oi.  the 
year.  The  factories  are  busy  with  large  orders  for  fancy 
merino  half-hose,  black  cashmere  hose,  and  natural  wool 
and  merino  pants  and  combinations.  Prices  are  highei- 
in  sympathy  with  the  increased  values  of  wool  and  cotton. 
At  the  Nottingham  wool  sales  the  local  farmers  obtained 
from  3d  to  4d  per  pound  for  their  wool  over  the  price  of 
the  clip  marketed  in  June  last  year. 

Ernest  Jardine,  J.P.,  of  the  firm  of  John  Jardine, 
Nottingham,  the  Conservative  candidate  for  Somerset, 
handed  over  the  deeds  of  Glastonbury  Abbey  to  the  Arch- 
bishop of  Canterbury  on  June  22nd.  On  the  same  date 
Mr.  and  Mrs.  Jardine  entertained  the  Prince  and  Princess 
of  Wales  at  the  Abbey  House,  Glastonbury.  They  have 
since  received  two  large  autograph  photographs,  one  of 
the  Prince,  and  the  other  of  the  Princess,  and  a  letter 
thanking  them  for  their  hospitality 

Glasgow. 

This  is  the  beginning  of  the  dullest  part  of  the  year  in 
the  Glasgow  wholesale  section — the  staffs  are  away  on 
holidays  and  there  will  be  little  doing  until  late  in  August 
or  the  beginning  of  September.  Business  on  the  jute 
spinning  and  manufacturing  is  decidedly  dull,  and  two 
weeks'  stoppage  is  contemplated  in  most  mills.  This  is 
longer  than  usual. 

Belfast, 

Reports  from  the  large  Irish  linen  centres  make 
satisfactory  reading.  Orders  for  Winter  goods  still  con- 
tinue to  come  to  hand,  and  manufacturers  are  now  so  far 
sold  ahead  that  they  can  once  more  make  their  own  terms. 
This  being  so,  they  are  not  very  willing  to  make  advance 
contracts  at  present  prices. 

There  is  a  much  improved  demand  for  yarns.  Fine 
yarns  are  in  better  request  and  there  is  more  doing  in 
tows. 

The  recent  rains  have  greatly  benefited  the  fiax  crop. 


DRY    GOODS    REVIEW 


47 


$teer  Your  Bu$ine$$  Bark  to 

Port  $ucce$$ 

BY    CARRYING    A   WELL  -  ASSORTED    CARGO    OF 

HIGH-GRADE 
UNDERWEAR 

FOR   MEN,    WOMEN 
AND     CHILDREN 


<3'« 


OUR  SELLING  REPRESENTATIVES  ARE 


ONTARIO 

C.  &  A.  G.  Clarke,  Empire  Building 
WelliDgton  St.  W.,  Toronto 

QUEBEC 

Goolding  &  Co.,  %  Wellington  St.  East 
Toronto 


BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  10% 
Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  WoodiU,  70  Granville  St., 
Halifax,  N.S. 


MANITOBA 

Frank  Clark,  Winnipeg  and  N.W.  Territories 


It  will  be  an  act  of  wisdom  for  you 
to  entrust  your  orders  for  Spring 
Underwear  to  a  Peerless  repre- 
sentative. By  doing  so  you  will 
be  assured  of  this  :  The  very  best 
values  delivered  in  first-class  con- 
dition sharp  on  time. 


THE    PEERLESS    UNDERWEAR    CO. 

Hamilton  -  Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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UINSHRINKABLE 


NderweaR 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion   where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR  "  SctitcJ  Pants 
and  Drawers.  No  scams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and   Silk  and  Merino. 

ANY  CA  MENT  SHRUNK  U  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

U'/i/tf'-sttfr  onlit 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

ENGLISH 


UNDERWEAR. 


ff  ^  S  ©  S-©  ^S  S?  ©^?  ©©  5?-S>^P^p®-?S^5^5^S?  ©  *  ^  ©ff  ©^p^©-St©-©  ^ 
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To 


THE  HALL-MARK  OF  Refristered  No.  262.005 

Maximum  Comfort  and  Durability 
at  lUlinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the    TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


be   had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses 


St.  George  Brand 

Underwear  for  Men 


4* 


made  in   various  weights  and   textures 

WOOLNAP 


St 

> 

> 
-> 


4^  (For  extra  warmth) 

^  Also  bears  the  St.  George  Trademark 

4i  for       your       protection      and     ours. 


Flcasc  >iii'iilioii   The  RcricK'  to  Adroiiscrs  and  Their    Travelers 


50 


KNITTED    GOODS 


Drv  Goods  Review 


Zimnierinan  Porous  Knit 


THE  garments  shown  on  this  page  are  a  step  in  ad- 
vance of  anything  ever  before  offered  by  a  Can- 
adian mill.  The  high-grade  finish  of  these  goods  has 
established 

ZIMMERKNIT 

as  the  synonym  of  quality  among  the  leading  wholesale 
houses.  They  are  adjudged  by  the  wholesale  buyers  as 
equal  to  the  best  imported  lines.  The  Zimmerman 
Porous  Knit  embodies  the  modern  ventilation  feature 
which  has  become  so  popular,   as  the  multiplicity  of  little 

holes  promotes  rapid  evapora- 
tion of  perspiration,  keeping  the 
garments  and  the  skin   of   the 
wearer   always    dry    and 
comfortable. 


ZIMMERKNIT  BALBRIGGAN 

will  fully  meet  the  requirements  of  your  customers  who  prefer  this  kind 
of  underwear.  We  make  it  up  in  the  modern  coat  shirt  style  with  knee 
length  drawers  as  illustrated,  as  well  as  in  long  sleeve  and  other  styles. 
Remember  that  our  lines  include  Silkette,  Lisle,  Sea  Island,  in  a  large 
range  of  beautiful  colors  and  tints.  These  in  men's  and  boys'  two- 
piece  and  combination  garments;  also  an  endless  variety  of  athletic 
jerseys  as  well  as  bathing  suits. 


SELLING    AGENTS  : 

Win.  R.  Begg  -  88  Bay  St.,  Toronto 
S.  M.  Campbell,  Hammond  Bldg.,  Winnipeg 
A.  R.  McFarlane        -        Vancouver,  B.C. 


ZIMMERMAN 

MANUFACTURING    CO. 


Sold  by  the  Wholesale  Trade  only. 


Hamilton 


LIMITED 


Ontario 


Zimmerknit  Balbriggan 

(Modem  Coat-S/mi  Style) 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Ne\vs  of  Season's  Trade  in  Knitted  Goods 

New  Lines  of  Canadian  Manufacture  are  Suggestive  of  Development 
Towards  High  Standards  —  Effects  of  Specialization  —  Decided  Classi- 
ness of    Spring   Lines  —  Notable   Features   in    Fancy    Knitted    Goods. 


High  Standards  in  New  Lines, 

WHFjREVKIi  the  next  season's  range  of  Cana- 
dian knitted  goods  has  been  thoroughly  in- 
spected, there  is  nothing  but  i)raise  for  tlie 
high  standards  of  wori<manship  and  design 
revealed  in  the  different  lines. 

In  balbriggaiis,  for  example  it  is  safe  to  say  that 
there  has  never  been  a  more  highly  satisfactory  assort- 
ment of  goods  placed  on  the  market,  no  matter  what  the 
viewpoint.  Wholesale  men  declare  that  in  the  knitted 
goods  industry  Canadian  manufacturers  have  displayed 
an  enterprise  which  entitles  them  to  the  highest  praise. 
It  is  evident  tliat  specialization  has  been  largely  instru- 
mental in  tiiis  development.  It  need  scarcely  be  pointed 
out  tiiat  balbiiggans  and,  in  fact,  al!  kinds  of  cotton  un- 
derwear have  never  received  the  benefit  of  as  great  con- 
centration of  tiioiight  and  energy  as  during  the  past  three 
or  four  years,  and  the  same  may  be  said  of  heavier  grades 
and  fancy  knitted  goods  for  outer  weai'. 

While  Spring  lines  shown  by  manufacturers'  agents 
and  wholesalers  are  not  without  novelty,  it  is  apparent 
that  designers  have  not  overstepped  the  line  which  divides 
the  practical  from  the  speculative.  In  the  trimming  of 
women's  and  misses'  vests  many  dainty  lacey  touches 
have  been  introduced  which  add  greatly  to  the  classiness 
of  the  garments  in  the  market  and  improve  their  selling 
qualities. 


move  will  be  vigorously  opposed.  There  are  those  who 
iiold  that,  even  at  tlie  present  time  the  industry  is  not 
sulticiently  j)i'otected  and  the  uncertainily  of  the  situa- 
tion accounts  in  a  large  degree  for  tlie  fact  tiiat  one  con- 
cern has  establisiied  a  branch  factoiy  on  the  other  side 
of  tile  border.  Manufacturers  have  shown,  that  with 
something  like  ade(|uate  encouragement,  the  industry  is 
one  capable  of  great  development  in  Canada.  The  goods  that 
are  being  produced  are  the  best  possible  evidence  of  that 
fact. 


Fashion  Plays  Strong  Part. 

The  importance  attached  to  present-moment  style  is 
probably  best  illustrated  in  the  new  lines  of  fancy  knit- 
ted goods — sweater  coats,  golfing  jackets,  auto  and  pony 
coats,  Norfolks,  etc.  In  many  of  these  the  distinctive 
feature  is  some  adaptable  touch,  characteristic  of  the 
prevailing  fashion,  though  there  is  no  attempt  to  deprive 
the  garment  of  the  essentials  of  comfoi-t.  In  one  of  those 
illustrated,  for  example,  a  natty  jacket  for  outing,  it 
will  l)e  noted  tliat  an  unusual  number  of  buttons  have 
been  used,  though  not  without  purpose.  A  breast  shield  or 
protector  of  extra  weight  is  fastened  in  place  by  means 
of  loo])s  and  buttons,  while  the  sc  "  e  effect  is  carried  out 
in  the  sleeves.  This  will  be  recognized  as  merely  a  con- 
cession to  the  prevailing  favor  for  buttons,  and  the  addi- 


Trade  Conditions. 

Although  the  present  year  shows  unmistakable  signs 
of  prosperity,  some  of  the  leaders  in  the  trade  state  that 
they  cannot  depiecate  the  tendency  still  apparent,  to  feel 
the  way  somewhat  cautiously.  (Conditions  are  work- 
ing back  to  a  fair  rate  of  going,  and  it  is  considered  ad- 
visable that  the  movement  be  well  balanced.  The  Sum- 
mer's business  has  been  quite  satisfactory,  the  volume  of 
Fall  orders  shows  a  marked  increase.  Payments  and 
collections,  on  the  whole,  are  good. 

"While  the  prospects  do  not  warrant  unreasonable 
conservatism,"  said  a  manufacturer's  representative, 
"we  should  carefully  avoid  any  hysteria  or  regardless  dis- 
counting of  the  future.  It  is  my  belief  that  this  was  one 
of  the  causes  of  the  panic  of  last  year  and  the  lesson 
has  undoubtedly  been  pretty  well  learned.  While  plac- 
ing for  Fall  has  been  conducted  on  a  more  liberal  basis, 
there  is,  I  feel,  a  wide  margin  to  be  filled  in  the  sorting 
season  and  eventually  things  are  going  to  work  out  all 
light.  Good  crops  will  undoubtedly  exert  a  great  influence 
in  that  direction." 


Will  Surtax  Be  Removed  ? 

Reports  to  the  effect  that  Germany  is  endeavoring  to 
obtain  tariff  concessions  from  Canada  are  not  being  over- 
looked by  Canadian  knitted  goods  manufacturers,  and 
should  there  be  any  inclination  on  the  part  of  the  Govern- 
ment to  seriously  consider  the  removal  of  the  surtax,  the 


Illustrations  of  Knit  Goods  Novelties. 

On  page  52  of  this  issue  illustrations  are  given 
showing  some  new  features  in  knitted  goods  lino-; 
for  the  present,  and  for  the  Spiing  season.  fhv 
ladies'  coat  shown  at  the  top  of  the  page  is  one 
of  the  i)roducts  of  R.  M.  Ballantyne,  Ltd.,  Strat- 
ford. It  is  a  skating  coat,  close-fitting,  and  with 
button  trimmings.  The  novelty  feature  is  fui- 
nished  by  the  removable  front,  and  the  coat,  when 
this  front  is  taken  away,  and  the  collar  removed 
is  suitable  for  evening  wear,  as  a  summer  gar- 
ment. 

The  ladies'  vest,  illustrated  on  the  left  of  the 
page  is  a  Birdseye  "Ilet"  cloth,  made  by  the  Ox- 
ford Knitting  Co.,  Ltd.,  Woodstock,  and  has 
trimmings  of  hand-crocheted  lace.  Special  atten- 
tion is  given  to  the  perfect  bleaching  of  these 
garments. 

On  the  right  is  a  ladies'  lisle  vest,  with  V- 
shaped  top,  and  handsome  trimming  of  net.  This 
vest  is  from  the  large  range  of  fine  underwear 
shown  by  The  Eagle  Knitting  Co.,  Ltd.  of  Hamil- 
ton, for  the  Spring  season  of  1910. 

Something  new  in  shoulder  scarfs  is  also  shown 
here.  It  is  made  of  wool  and  comes  in  a  varia- 
tion of  designs  and  patterns.  The  two  ends  are 
finished  with  self  fringe.  It  is  as  lustrous  as  silk. 
Manufactured  by  The  Standard  Knitting  Co., 
Cleveland,  Ohio. 
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Unshrinkable 
Underwear 


Your  average  customer  is  in 
clined  to  be  skeptical  when  you  offer 
"unshrinkable"      underwear.       As     you     well 
know,    your   best   argument  in  such  a  case    is 
an    unqualified    guarantee. 

That's  the  great  advantage  you  get  by  handling 
"  Ceetee "    Unshrinkable    Underwear. 


We  guarantee  every  garment  to  be  unshrink- 
able, and  you  may  safely  do  the  same  when 
selling  "Ceetee"  to  your  customers.  We  will 
cheerfully    replace  any  "Ceetee"  that  shrinks. 

In  all  other  points — fit,  elasticity,  finish,  wear — 
you  will  find  few  mills  producing  goods  equal 
to  "Ceetee"  while  positively  none  are  produc- 
ing superior  goods. 

You    might   as  well    handle    the    /^est   line. 
Let   us   quote   you    prices   and 
show  samples. 


9^ 


TheC.TurnbuU 

Co.  of  Gait,  Limited 
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tiou  of  the  sash  is  a  style  touch  reqiiiring'  no  comment. 
The  separate  front  of  this  coat  on  being  removed  together 
with  the  coHar,  which  is  also  detachable,  leaves  a  neat 
jacket,  well  adapted  to  cool-evening  wear. 

In  all  of  the  full  fashioned  garments,  attention  has 
been  devoted  to  the  trimming.  Sometimes  knitted  fabrics 
in  contrasting  colors  and  very  often  fancy  braids  are 
used  for  the  edging  and  pocket  trims.  White,  gray  and 
red  are  three  of  the  very  populai-  colors  used  in  these 
coats.  Blues  occupy  a  good  p'ace.  although  they 
are  used  to  a  very  large  extent  in  the  trimming.  Such 
are  the  capabilities  of  the'  modern  knitting  machine,  and 
the  fabric  so  easily  applied  to  the  same  purposes  as  cloth, 
that  it  is  evid<^nt  that  the  designer  has  a  wide  field  in 
which  to  exercise  his  originality,  apart  from  that  which 
has  to  do  with  stitch  effects.  The  knitted  fabric  is  also 
being  more  largely  used  than  ever  before  for  petticoats 
and  underskirts,  and  a  very  fine  range  in  these  garments  is 
being  shown. 

In  the  manufacture  of  fancy  knitted  goods,  lines  for 
men 's  wear  have  also  received  careful  attention.  For 
sporting  purposes  the  knitted  coat  is  made  in  different 
weights,  according  to  the  purposes  required.  Some  of  the 
hockey  coats  shown  weigh  upwards  of  four  pounds,  being 
of  double  fabric.  All  of  these  garments  have  great  wearing 
qualities.  Vests,  caps,  gloves,  mittens  and  ties,  form  a 
large  and  increasingly  important  section  of  the  industry  in 
Canada. 

+ 
Spring  Hosiery. 

While  it  is  anticipated  that  colored  hosieiy  will  be 
strong  for  the  Spring  season,  there  is  a  feeling  that  there 
will  be  less  of  the  startling  eiifects,  which  have  character- 
zed  this  season,  in  evidence  next  year.  Quieter  shades 
will  be  favored,  and  a  great  deal  of  embroidery  will  be 
shown.  This  will  either  be  in  self  shades  or  in  very  (piiet 
contrasting  colors.  Lace  goods,  v.^^'iith  have  been  quiet 
for  some  time  promise  to  feature  strongly  in  Spring  lines. 
Tans  and  blacks  will  likely  be  stronger  than  the  past 
season. 

Men's  hosiery  will  follow  somewhat  the  same  lines  as 
the  ladies'  hosiery,  the  tendency  being  towards  (juiet  color- 
ings. 

One  difficulty  manufacturers  have  to  contend  with  is 
the  execeptional  demand  for  colors.  Canadian  importers 
are  showing  anywhere  from  six  to  twenty  shades  of  ladies' 
hosiery  to  I'etail  at  popular  prices.  This  not  only  means 
more  ti-oublc  for  the  retailer  in  selecting  his  stock,  but 
the  dyeing  adds  considei'able  to  the  cost  of  jnoduction 
and  tends  to  offset  the  exceptional  values. 

As  outlined  in  the  July  issue  prices  of  Chemnitz  hos- 
iei'y  are  distinctly  favorable,  and  lines  at  prices  to  retail 
at  25,  50  and  75c  are  better  value  than  in  many  years. 
Canadian  buyeis  made  purchases  at  a  particularly  favor 
able  time.  As  is  well  known  the  American  market  is  a 
big  factor  in  Chemnitz  goods,  but  tariff  uncertainty  has 
delayed  their  purchasing.  As  a  result  the  Chemnitz  mai'- 
ket  was  very  dull,  and  Canadian  buyers  found  no  difficulty 
in  placing  advantageous  contracts.  No  matter  which  way 
the  American  tariff  is  revised  it  is  regarded  as  a  certainty 
that  Chemnitz  prices  will  jump  at  once  and  that  Canadian 
buyers  will  not  be  able  to  place  repeats  at  anything  like 
the  figures  paid  for  first  orders.  With  this  in  view  it  is 
obvious  that  merchants  should  place  generously  for  Spring 
hosiery. 

When  Canadian  buyers  visited  the  great  German  hos- 
iery market  they  found  dozens  of  American  buyers  there 


simply  waiting  for  cable  instructinis  from  their  houses. 
They  could  not  buy  at  favorable  prices  because  a  down- 
ward revision  of  the  tariff  would  mean  a  readjustment  of 
their  selling  prices,  and  if  the  tariff  was  boosted,  the 
same  thing  would  apply  and  they  would  get  badly  caught. 
Importers  have  to  buy  at  prices  to  meet  fixed  selling  prices, 
and  this  was  impossible. 


Problems  of  the  Buyer. 

Discussing  the  buying  problem,  a  wholesaler  who  had 
just  returned  from  Europe,  stated  that  so  perplexing  had 
the  color  problem  became,  and  so  diversified  the  knitted 
effects,  that  the  good  taste  and  judgment  of  the  buyer 
were  called  upon  to  an  extent  never  before  required. 
What  was  true  of  the  buying,  it  was  pointed  out  was  also 
true  of  the  se'liug.  Salesmanship  in  the  retail  department 
called  for  well-informed  clerks — people  who  were  familiar 
with  every  fashion  feature  in  the  various  lines,  for  knit- 
ted goods  were  occupying  a  place  far  more  prominent  in 
the  realm  of  fashion  than  ever  before.  That  the  Spring 
range  contains  an  almost  indescribable  range  and  combin- 
ation of  colors  and  designs  was  strong  evidence  of  this 
fact. 

* 

Knitted  Goods  in  New  York. 

Staff  Correspondence. 

New  York,  .July  28. — Knit  goods  mills  are  entirely 
sold  up  on  goods  for  this  Fall  to  the  jobbing  and,  retail 
trade.  A  most  profitable  year  is  anticipated.  Retailers 
who  have  not  already  placed  their  orders  will  experience 
some  difficulty  in  securing  their  goods  in  time  for  their 
Fall  selling.  It  will  be  a  case  of  "first  come,  first 
served." 

Union  suits  are  still  far  in  the  lead  in  underwear. 
The  present  fashion's  requirements  necessitate  snug- 
fitting  undergarments,  and  there  is  no  garment  more 
comfortable,  nor  more  adaptable  for  wear  under  such 
costumes,  than  the  union  suit. 

The  underwear  business  has  never  been  better,  es- 
l)ecially  on  the  better  grades  of  goods.  The  P^all  demand 
for  these  goods  from  jobbers  has  already  attained  a  very 
large   and  ready   sale. 

Novelties  ia  women's  ribbed  vests  are  selling  well  at 
the  moment.  Many  pretty  and  attractive  models  are  be- 
ing shown  for  the  Fall  and  Winter  selling,  as  well, 
which  will  undoubtedly  meet  with  ready  reception  when 
placed  on  the  retail  stands  in  the  underwear  depart- 
ments. 

In  men's  goods,  garments  on  the  athletic  ribbed 
effects  and  mesh  lines  hold   first  favor  in  the  trade. 

Sweater   Coats. 

There  has  never  been  such  a  large  demand  for 
sweaters  as  there  is  for  the  Fall  season.  Manufacturers 
are  overstocked  with  orders  for  Fall  delivery  and  it  is 
still  a  problem  to  them  as  to  how  they  are  going  to 
make  deliveries  to  meet  the  requirements  of  the  retailer. 

The  styles  of  knitted  garments  this  season  are  as 
varied  as  those  of  cloth.  All  the  latest  developments 
noted  in  cloth  garment  lines  are  prevalent  in  these 
goods.  There  are  models  made  for  automobiling,  golfing, 
boating,  skating,  touring  and  for  outing  wear,  all  of 
which  include  many  attractive  features.  They  are  made 
of  fine  worsted  yarn,  some  having  the  V  neck  style, 
pockets,  cutaway  shapes,  fitted  backs,  high  turn  over 
collar,  Norfolk  style,  close  fitting  with  belt,  etc,  in 
various  lengths,  according  to  the  desire  and  taste  of  the 
purchaser.     These    models    are    made    in    fine,    soft    Shet- 
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Buy  it  for  Spring  1910. 

Perry's  "  Nevershrink  "  Underwear  is  the  best  line  upon  which  to  build  the  success  of 
your  Underwear  Department.  We  make  Ladies'  and  Children's  Underwear  that  is  positively 
unshrinkable.  We  built  our  reputation  on  this  feature,  combined  with  perfect  fit  and  finish 
and  excellent  wearing    qualities.       They    will    also    build    YOUR    reputation. 


Be    sure    to    see    samples    of    our   Springf    Lines. 

G.    B.    Perry  Knitting  Co. 


Hamilton,  Ont. 


A  WORD  WITH  YOU 

Lisle  Hose  are  more  comfortable,  more  sanitary, 
and  very  much  more  elegant  than  cashmere  hose 

Beg  nning    about    the    middle    of    August,    our 
travellers   will    show    samples  of  Lisle  Hose  in 

A  WIDE  RANGE  OF  COLORS         LACE  EFFECTS. 
BEAUTIFUL  EMBROIDERIES  EXCLUSIVE  JACQUARDS 

and  several  qualities  in  highly  finished  Silk  Lisle,  all  colors 
The  range  is  much  more  extensive  than  has  been  put  on  the  market  before 

These  goods  come  from  the  best  factories  in  Germany,  and  are  the  choicest  designs 
that  the  world  produces.  Such  a  varied  and  carefully  designed  range  has  not 
been  shown  before,  unless  by  the  largest  hosiery  dealers  in  the  United  States. 

It  will  interest  you  to  see  these  samples 
whether  you  are  a  purchaser  or  not, 

PERRIN  FRERES  &  CIE. 

Mark  Fisher  Budding  MONTREAL 
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ATUNSHRINKABLE^ 


^/     Trade  AfarK 


Pen-An^le  Underwear 

The  Popular  and  Profitable  Brand 


^  You  can  make  better  time  sailing 
with  the  wind  than  against  it. 

^  Similarly,  you  can  make  more  sales 
with  Pen-Angle  Underwear  than  by 
trying  to  push  a  little  known  brand 
against  the  well  known  Pen-Angle 
reputation. 

^  Many  merchants  who  formerly 
used  their  energy  to  try  and  force  the 
sales  of  little  known  lines  have  found 
that  there  is  more  money  in  putting 


the  same  energy  behind   Pen-Angle 
Underwear. 

^  The  established  reputation  of  Pen- 
Angle  plus  sales-energy  on  your 
part  is  the  combination  that  will  pile 
up  larger  underwear  sales. 
C[  Our  advertising  campaign  for  fall 
will  soon  commence.  The  demand 
will  be  greater  than  ever.  Are  you 
going  to  work  for  Pen-Angle  or 
against  it?  Something  seems  to  tell 
us  you'll  work  with  Pen-Angle  — and 
enjoy  increased  underwear  prosperity. 


Pen-An^le   Hosiery 

will  soon  be  the  best  known  brand 


^  Astrong  advertising  campaign  will 

shortly  be  under  way  for  Pen-Angle 

Hosier) . 

^   It  will  tell  why  Pen-Angle  Hosiery 

is  better  than  ordinary  kinds. 

^   It  will  contain  a  selling  proposition 

that  will  command  attention  from  the 

hosiery-buying  public. 


^   It  will  make   Pen-Angle   Hosiery 

famous  from  coast  to  coast. 

^  We  don't  intend  to  tell  everything 

about    this    selling    campaign    here, 

but  we  invite  all  wide-awake  dealers 

to  write  us  for  particulars. 

^   Its  very  much   to  your  interest  to 

do  so — and  without  delay. 


PENMAN'S  Limited,  Paris,  Canada 


J 
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land  yarn,  woTsted  and  fine  flosses,  and  fine  worsted 
(jnly,  in  plain  and  fancy  weaves.  They  are  trimmed  with 
pearl   buttons  which  also  accomplish  their  fastening. 

One  of  the  most  novel  styles  of  sweater  or  knitted 
coats  is  in  pony  style,  made  with  fancy  self-colored 
band.ss  watcii  pccket  and  close  fitted  at  the  waistline, 
disclosing  the  form  of  the  wearer  to  some  extent.  The 
Norfolk  style  is  another  stylish  and  well  favored  model. 
It  has  a  belt  of  self  color  and  is  trimmed  with  knitted 
bands   and   pearl   buttons. 

Knit  luiisj-  coats  for  auto  n.se  made  after  approved 
cloak  models  are  having  a  .-eason  of  their  own  and  the 
demand  for  such  garments  is  very  large.  They  are  in 
%^  lengths,  have  two  pockets,  notched  collar,  and  fasten 
with  pearl  buttons.  They  can  be  had  in  white,  Oxford, 
tan,  brown,  black,  caidinal  and  navy.  They  are  hand 
tailored   and   are   extremely   stylish. 

Fibre  Shawls. 

Something  entirely  new  in  the  market  is  the  fibre 
knitted  .shawl  or  scarf,  a.ppropriate  for  wear  over  the 
head  when  automobiling  or  can  be  worn  over  the  should- 
ers for  dressy  wear  over  an  evening  costume.  These 
shawls  are  made  of  wood  fibre  and  are  woven  an  many 
beautiful  patterns  and  designs.  They  come  in  ditferent 
lengths  and  are  finished  at  the  two  ends  by  a  self 
fringe.     They  have  a  very  lustrous  finish. 

Fall  Styles  in  Hosiery. 

The  average  business  on  hosiery  is  ahead  of  that  of 
last  year  by  a  strong  margin.  Instead  of  placing  very 
large  orders  at  a  time  as  buyeis  used  to  do,  they  are 
buying  in  smaller  lots  and  oftener.  The  retail  sales  in 
hosiery  have  been  large,  and  it  is  due  to  the  attractive 
patterns  and  designs  that  hosiery  designers  have  bee.; 
getting  out  the  past  season  or  two. 

Most  of  the  selling  of  hosiery  is  now  being  done  on 
next  Spring's  goods.  Thus  far  buyers  have  placed  some 
very  fair-sized  orders  and  salesmen  on  the  road  are  send- 
ing in  quite  an  amount  of  business.  There  is  some  fear 
displayed  that  prices  will  advance,  so  that  the  sooner 
the  retailer  places  iiis  order  the  better  he  will  come 
out  in  the  end,  and  thus  obtain  the  benefit  of  the  low 
prices  as  they  stand  ju.st  now,  as  there  is  no  liklihood 
of  their  getting  any  lower. 

The  current  demand  in  hosiery  is  for  high  colors  in 
plain  and  embroidered  effects.  Tans  are  the  leading 
color  and  white  are  having  a  big  sale. 

Colored  hosiery  to  match  the  costumes  are  in  high 
style  in  Paris,  but  not  so  good  in  this  country.  The 
latest  styles  in  hosiery  for  women  are  in  striped  effects 
and  some  very  pretty  patterns   are  being  offered. 

Beautiful  designs  in  si"k  hosiery  are  shown,  an  effort 
being  made  to  popularize  the  open-work  effects  or  those 
having  the  designs  in  panel  effects. 

Misses'  hosiery  follows  very  closely,  as  far  as  colors 
and  styles  are  concerned,  in  the  wake  of  those  chosen 
by  women.  If  anything,  a  larger  proportion  of  tans 
and  white  have  been  sold  and  are  selling  in  the  child- 
ren's lines.    Novelties   are   well  thought  of. 

The  colors  in  hosiery  range  as  follows  :  blues,  navy, 
peacock,  bright  navy,  Copenhagen,  reseda,  stone  green, 
olive  and  moss,  light,  medium  and  da.rk  violet  shades, 
and  grays   in   all   their   shades. 


Oxford  Knitting  Co.'s  New  Mill. 

During  the  present  month  the  Oxford  Knitting  Co.. 
Ltd.,  of  Woodstock,  has  moved  in  to  the  splendid  new 
mill,  erected  for  the  company  near  the  C.P.R.  station. 
This  building  of  "mill  construction"  is  200  feet   by  55 


feet,  two  storeys  and  basement,  while  a  dye  house  and' 
b;)i'(  I-  nii.ni  70  feet  by  30  fee;  adj.jins  the  main  building. 
Tlie  building  was  designed  and  erected  not  only  with  a 
view  to  solidity  and  appearance,  but  is  also  constructed 
iu  a  manner  which  guarantees  plenty  of  light  and  the 
best  of  ventilation,  the  latter  being  obtained  by  transoms 
cpening  at  the  top  of  each  window.  The  shipping  facili- 
ties afforded  by  of  the  loeatic  n  of  the  mill  are  of  the  best, 
the  tracks  of  both  the  C.P.R.  and  G.T.Il.  being  immedi- 
ately adjac-ent.     This  company  commenced  business  three 


New  Mill  of  the   Oxford  Knitting   Co.,  Woodstock. 

years  ago  in  smal  quarters  on  the  upper  floor  of  the  build- 
ing from  which  they  have  recently  moved.  In  the  second 
year  of  their  existence,  however,  it  was  found  necessary 
to  acquire  all  the  space  available  in  that  structure,  and  it 
soon  became  evident  that  this  building  was  altogether  in- 
adequate to  the  requirements  of  the  growing  business.  K. 
Harvey  is  manager  and  W.  B.  Barrowclough  is  secretary- 
treasurer,  of  the  Oxford  Knitting  Co.,  Limited. 


Will  Make  Ribbed  Underwear. 

H.  P.  Long  has  established  a  knitting  mill  for  the 
manufacture  of  ladies'  and  children's  ribbed  underwear, 
at  GO  King  William  St.,  Hamilton.  Ont.  Mr.  Long  has 
had  a  wide  and  varied  experience  in  the  knitting  business 
and  will  bring  this  experience  to  bear  upon  the  new  enter- 
I)rise  with  which  he  is  now  identified.  It  is  the  intention  lo 
place  this  line  upon  the  market  for  the  Spring  selling  in 
1910,  and  samples  will  be  shown  the  trade  iu  the  very 
near  future. 


To  Double  Their  Capacity. 

The  Zimmerman  Mfg.  Co.,  Hamilton,  which  has 
not  yet  been  in  existence  three  years,  has  let  a  con- 
tract for  the  erection  of  an  addition  to  the  present  mil!, 
which  will  double  its  capacity.  Work  will  be  com- 
menced on  this  addition  at  once,  and  the  machinery 
will  be  installed,  and  the  whole  mill  in  operation 
by  October  1st,  of  the  present  year.  The  contract 
for  the  equipment  has  been  given.  The  mill  will  be  of 
the  most  modern  kind,  both  in  the  character  of 
its  construction  and  the  equipment.  The  erection  of  this 
large  addition  has  been  made  necessary  by  the  rapid 
growth  in  the  business  of  this  concern,  which  makes  a 
specialty  of  fine  knitted  underwear,  for  ladies,  misses, 
children  and  men.  and  when  the  enlarged  mill  is  in  full 
operation  an  output  double  that  of  the  present  mill  will 
be  possib'e.  Mr.  Zimmerman  states  that  already  there  is 
enough  business  in  sight  to  guarantee  a  continuous  and 
full  operation  cf  the  mill,  as  it  will  be  after  October  1st. 
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Jaeger  Pure  Wool 

FOR       LATEST       NOVELTIES       IN 

High  Grade 
Knitted  Goods 


Coat  Sweaters  from 
$4  to  $7,  retail  prices 

SEND    FOR    CATALOGUE    AND    TRADE    TERMS 


Dr.  Jaeger's  Sanitary  Woollen  System  Co. 

52  Victoria  Square,   Montreal  limited 
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27    Dalcv  Slreet,    Manchester. 


TRADE   MARK 


Sun    Mill,    Litlleborough. 


THOS.   GRIMSHAW  &   SONS, 


Works: 
Sun  Mill,  Litlleborou^h 

Branches : 
Liverpool — 21   Lei^h  Street 
Birmingham — 20  Cannon  Slreet 
London  Office— 6  Milk  Street,  E.G. 
Glasgow  Office — 40   Union  Street 
Sydney.  N.S.W.— 458  George  Street 


LIMITED. 


Hosiery   Manufacturers 

27   Dale   Street, 
MANCHESTER,  eng. 

Agent  for  Canada,  A.    W.    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 
Specialty:   "OAK    TREE"    HOSIERY    and    UNDERWEAR 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Salesmanship  in  the  Glove  and  Hosiery  Department 

Tact  is  one  of  the   Important    Essentials    in    Handling    of  Customers 

—  Full  Information  Should  be  Given  to  Clerks  —  Must   Know  Values 

-  Interest  and   Enthusiasm  Factors  of  Success    Behind    the    Counter. 


Written  for  The  Dry  Goods  Review  by  P.  B.  Lyons  of  the  John  Murphy  Co.,  Montreal. 


FIRST  size  up  the  customer,  at  the  same 
time  asicertain  what  is  wanted.  Different 
stores  cater  to  different  classes.  As  far  as 
price  is  concerned,  no  set  nile  can  be  laid  down, 
but  it  is  generally  best  to  show  a  medium  or  better  grade. 
The  l)sst  course  is  to  bring  two  or  three  grades  at  once. 
Show  only  one  at  a  time,  but  have  the  otliers  at  hand.  In 
liosiery,  the  size  and  cohu'  must  be  asked.  Tlie  customer 
gcut'ra'Iy  says  whether  it  be  lisle  casliniere  or  sillv,  that 
is  reiiuired.  AfUr  knowing  the  size  and  cohu-.  it  is  not 
neces.5ary  to  ask  any  nii>re  i|uestions.  if  the  sales  person 
know  their  lines  and  have  the  proper  .?tock.  Too  many 
questions  only  confuse  and  irritate  the  customer. 

The  handling  of  a  glove  customer  requires  more  tact 
tlian  hosiery.  The  sizt-  plays  such  an  important  part  with 
gloves,  also  the  average  woman  does  not  want  to  think 
her  hnnd  is  at  all  hirge.  Tt  is  here  tiie  skilled  glove  girl 
comes  to  Ihe  IVcmt  by  handling  such  eases  in  a  jileasant 
and  agreeable  manner. 

With  good  gloves,  unless  at  rush  seasons,  it  is  best  ti) 
lil  as  many  as  pcssib'e  al  the  counter.  When  the  gluves  fit 
Ihe  average  customer  is  satisfied,  even  though  il  is  neces- 
sarv  to  put  on  a  size  larger  than  asked  for.  In  such  cases. 
had  these  gloves  been  fitted  at  home,  it  would  have  meant 
a  pair  of  broken  gloves,  though  the  gloves  were  in  no  way 
to  blame.  In  every  case  possible,  sell  the  better  grade  of 
Uddds.  It  means  better  satisfaction  all  ai'ound.  Set  up 
a  slaiiilard  and  live  up  to  it. 

Information  to  Clerks. 

Full  information  should  be  given  to  those  able  to 
grasp  it  providing  that  information  is  given  in  such  a  way 
ilial  it  means  education.  Sales  people  should  not  be  jn-t 
sahs  clerks.  They  should  be  assistants.  In  oi-der  to  lie 
enme  that  they  must  have  knowledge.  They  nuist  knov,- 
\alues.  They  must  follow  styles.  Very  few  sales  peopl.' 
V.  ill  lake  their  own  time  to  learn  these  things,  and  ■,  iili- 
ont  I  hem  they  are  of  little  value  to  their  eniph)yei's  ir 
llieniselves.  In  some  stoi-es  schools  and  i-egular  classes 
ai-e  maintained  but.  where  this  is  impossible,  talks  should 
be  given  often  to  one  or  mere  at  a  time.  This  can  be 
done  in  any  store  and  wonderful  results  are  sure  to  com? 
of  ii. 

Winn  a  sales  peison  first  enters  the  department  t';e 
su:i'or,ndings,  help,  goods,  ami  system  are  new  to  him. 
ir  a  live  or  ten-minute  talk  is  given  him  as  to  the  slan- 
(l.irds,  the  way  he  is  expected  to  treat  and  handb  cii--- 
lomers,  and  what  Ihe  department  expects  of  hiui.  ii  .\-il! 
be  a  pavement  for  future  talks.  It  does  not  do  to  make 
these  Inlks  very  long  or  confusing.  Rather,  in  a  fiw 
days,  add  to  the  first.  By  this  time  the  sales  person  will 
be  more  familiar  with  conditions,  and  will  more  readily 
grasp  your  meaning.  But  the  work  does  not  end  there. 
If  the  sales  person  is  worthy  of  a  position  these  talks 
should  be  continued  from  time  to  time. 

Interest  and  Enthusiasm. 

Without  interest  and  enthusiasm,  no  matter  how  much 
knowledge  a  sales  person  possesses,  their  services  are  of 


little  value  to  a  growing  department.  There  is  no  better 
way  to  create  interest  than  to  make  each  one  responsible 
for  some  one  thing  and  explain  why.  It  may  be  the  order- 
ing of  tickets,  collecting  of  books,  the  entering  of  sales 
of  some  line  under  careful  watch  or  some  such  thing. 
Whatever  it  is,  an  interest  is  created  and  those  capable  of 
doing  these  minor  special  duties  correctly,  are  the  ones  to 
fill  the  more  important  ones.  The  more  knowledge  of 
Ibis  kind  that  they  obtain  the  mose  valuable  they  are  both 
to  you  and  themselves.  Then  trade  papers  should  be  con- 
sulted and  ta'ked  over.  This  will  not  only  be  valuable  to 
them,  but  to  yourself,  especially  when  they  know  they 
can  express  themselves  fully  and  freely. 

Some  say,  that,  just  when  sales  people  have  Decome 
useful,  they  change  their  positions.  This  is  sure  to  follow 
in.  some  cases,  but  with  the  majority,  if  you  have  had 
fairly  good  material  to  work  with,  ycnir  time  is  not  wast- 
ed, provided,  as  they  get  more  valuable,  you  make  it  worth 
Iheir  while  to  renutin.  Kven  suppose  some  do  go,  water 
will  only  rini  Id  its  level.  So  with  sales  people.  Tliey 
will  only  go  to  where  you  were  when  they  left  and  by 
thai  time  yon  are  su  f:ir  ahead  it  ni:ikes  very  little  differ- 
ence. 

Here  are  some  suggestions  in  placing  a  glove  and  hos- 
iery department  in  motion — moving  around,  as  it  should, 
like  a  Avheel.  Buy  the  best  values  to  be  foninl,  then  buy 
better.  Have  sales  i^eople  anxious  to  do  things  your  way 
and  train  them.  Keep  your  stock  well  assorted,  but  not 
too  heavy.  Don't  buy  jobs  unless  you  can  see  what  you 
are  going  to  do  with  the  last  of  them.  See  that  your  par- 
eels  are  wrapped  in  such  a  way  thai  they  will  open  up 
with  the  same  freshness  they  had  in  the  stoi-e.  Some  of 
the  very  best  material  for  ynur  glove  or  hosiery  depart- 
ment may  be  in  ycnir  store  wi'apping  parcels  or  some  such 
woik.     Have  a  look  arouiul  and  Irv  sotne  of  them. 


.John  K.  Turnhnll,  brother  of  the  late  Robert  Turn- 
bull,  fotnuier  of  the  C.  Tuiiihull  Co.,  manufacturers  of 
knitted  goods,  Gait,  died  early  iu  July.  He  was  born  in 
Hawick,  Scotland,  in  1831,  and  coming  to  Canada  5(1 
years  ago,  went  to  Gait  where  he  actively  identified  him- 
self with  the  industry  referred  to.  He  is  survived  by  his 
vv'ife,  one  son,  .John  Turnhnll  and  one  daughter.  Miss  Jean 
Tinnhull. 


The  illustrations  on  page  .tH  are  representative 
of  lines  manufactured  by  Canadian  Knitting-  mills. 
The  man's  shirt  at  the  top  is  from  the  line  of  the 
Zimmerman  Mfg.  Co.,  Hamilton,  and  shows  the 
pojiular  Torous  Knit  introduced  in  men's  goods  by 
this  firm.  Fancy  knitted  coats  for  boys'  and 
misses'  wear  are  represented  by  two  selected  from 
the  range  of  the  Monarch  Knitting  Co.,  Dunnville, 
that  on  the  left  being  their  Buster  No.  9,  for 
boys,  and  on  the  right,  the  Queen  coat  for  misses. 
The  ladies'  vest  shown  at  the  bottom  is  a  silk 
garment,  with  handsome  trimmings.  It  is  made 
by  The  Eagle  Knitting  Co.,  Hamilton. 


Dry  Goods  Review 


KNITTED     G  O  O  D  S 


6i 


Nj.  4767,  Ladies'"  Oxford"  Lisle  Ves'. 

"OXFORD" 

Underwear  will  gain  satisfied 
customers  for  your  store. 

We  are  the  only  firm  in 
Canada  making  the  celebrated 

"Ilet"  Birdseye 
Elastic  Underwear 

the  coolest  cloth  made,  beauti- 
fully bleached  and  finished. 

Wait  for  the  "Oxford"  samples 
before  buying  Spring  Under- 
wear. 

Representatives  are  now  on 
the    road. 
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Fine  Swiss  Ribbed  Underwear 

For   women    and    children. 

This  line  is  a  phenomenal 
seller  because  of  its  dis- 
tinctively superior  quality 
in  texture,  fit  and  finish,  and 
our  samples  for  Spring  are 
the  finest  ever  made  by  any 
Canadian   mill. 


No.   4730,    Ladies'    "  Oxford "    Vest,    trimmed    with 
torchon    lace. 


The  Oxford  Knitting  Co.  Ltd. 

Woodstock         -         -         Ontario 


Please  mention  The  Reviezv  to  Advertisers  and  Their      Tra:  rU-'-s 


Fancy  Knitted  Goods  Conform  to  Style  Tendencies 

Fashions  Have  to  be  Closely  Studied  in  Designing  Modern  Gar- 
ments Where  Brains  are  First  Applied  in  Manufacturing  —  Circular 
and  Flat  Machines  that  Change  Stitches  and  Patterns  Automatically. 


THE  manufacturer  of  fancy  knitted  goods,  such  as 
golf  coats,  vest's,  blouses,  sweaters,  scarfs,  ties 
and  mufflers,  is  a  far  more  cai'eful  student  of 
prevailing  styles  than  he  is  sometimes  given 
credit  for.  In  a  country  such  as  'Ca,nada  with  a  eompar- 
iUively  small,  but  "Towing  population,  the  proposition 
that  confronts  him  is  the  necessity  of  making  his  sea- 
son 's  output  of  such  range  that  it  will  answer  every  re- 
(■uirement  of  a  market  in  which  strong  specialization  and 
great  variety  are  outstanding  features. 

Work  of  the  Designer. 

"Something  new"  is  the  problem  presented  by  ever_\ 
succeeding  season,  and  the  degi'ee  to  which  the  manufac- 
turer has  measured  uj)  to  it  may  best  be  measured  by  ihc 
high  standards  of  (iiiality,  style  and   workmansliii)  retlect- 


jiiolonged  deimind.  The  continuity  of  the  designer's  w'ork 
is  a  somewhat  dift'ereuit  propnsition ;  it  is  repeatedly  a 
case  of  "oft'  with  the  ohl  love  and  on  with  the  new."  It 
is  up  to  him  to  conceive  those  features  which  must  give 
distinction  to  an  advance  season.  The  result  of  his  study 
may  take  the  foim  of  new  effects  in  stitching  in  which 
there  appears  to  be  no  end  and  the  capr.bility  of  the  mod- 
ern knitting  nuichine  or  it  may  be  in  the  pocket,  collar, 
sleeve,  trimming  or  length  that  his  work  Hnds  expression^ 
Very  often  a  good  customer  makes  suggestions.  The  de- 
signer thinks  them  over,  and  by  the  process  of  adoption 
and  elimination  or  elaboration  developed  a  profitable  fea- 
ture. It  will  thus  be  seen  that  the  designer  must  iieces' 
sarily  be  a  very  alert  and  resourceful  individual.  It  is 
in  accordance  with  the  originality,  the  a(la|itability  and 
llie  good   t;;ste  displayed   in   his   desiu'iis    that   the   re):>uta- 


The    Main   Finishing   Room   of  a    Modern    Knitting   Factory. 


ed  in  his  productions.  A  striking  example  of  this  is 
found  in  the  evolution  of  the  very  popular  golf  coat  of 
the  present  day  or  any  of  those  garments  in  the  same 
class.  It  embodies  in  its  desig'ii,  the  latest  adaptable  fash- 
ion ideas,  and  represents  a  line  in  which  most  judicious 
use  is  made  of  novelty  effects.  The  purpose  of  the  gar- 
ment, however,  has  always  been  kept  uppermost,  and  it 
may  safely  be  said  that  it  conforms  to  the  essentials  of 
out-of-door  wear  to  a  greater  degree  than  ever  before. 
That  specialization  has  struck  the  happy  balance  between 
the  practical  and  the  stylish  in  the  manufacture  of  fancy 
knitted  goods  is,  therefore,  the  correct  inference. 

The  designing  end  of  a  modern  knitting  factory  is  where 
brains  first  count  in  the  preparation  of  a  season's  range. 
To  the  workman  at  the  machine,  it  is  a  difficult  matter 
to  tell  just  where  one  season  ends  and  a  new  one  begins. 
Some  lines,  of  course,  are  staple,  and  others,  the  creation 
of  a  season,  or  designed  for  exclusive  order,  may  have  a 


For  the  information  from  which  this  article  was  prepared  the 
Review  Is  indebted  to  the  Monarch  Knitting  Co.,  Dunnville,  and  R.  M. 
Ballantyne,    Limited,   Stratford. 


tion  of  his  concern   develops  along  the  most  satisfactory 
lines. 

Different  Machines. 

There  are  few  industries  in  which  the  mechanisms  are 
apparently  so  complicated  in  their  relative  arrangement, 
yet  so  simple  in  operation,  so  dependent  one  upon  the 
other,  yet  so  perfectly  adjustible  to  various  purposes  re- 
rjuired  of  them,  than  are  those  used  in  knitting.  There 
are  several  different  kinds  of  machines  employed  in  the 
actual  knitting  processes  in  a  factory  where  fancy  goods 
are  produced  exclusively.  In  one,  a  fast  revolving  vertical 
cylinder  set  with  needles  varying  in  number  with  the 
size  of  the  fabric  or  Aveb,  works  in  conjunction  with  a 
revolving  horizontal  dial,  also  set  with  needles,  each  one 
performing  its  part  in  the  working  out  or  a  pattern  in 
accordance  with  the  setting  of  a  desig'u  chain.  This  lat- 
ter contrivance  may,  for  the  sake  of  better  understanding, 
be  said  to  answer  the  same  purpose  on  a  knitting  machine 
as  a  music  roll  on  a  modern  jiianola.  In  this  type  of 
machine  the  fabi'ie    as  it  is  knitted  also  revolves  and  be- 
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Are  you  getting  your  share 
of  the  increasing  calls  for 


THE 


Of  course  if  you  say  "No,  but  here's  something  just  as  good"— your 
customer  will  go  elsewhere. 

The  dealers  who  are  doing  the  business  on  children's  knit  waists  are 
the   NAZARETH  WAIST  dealers. 

How  do  we  know? 

Well,  we've  got  to  add  another  floor  to  our  mill— increase  our  production 
by  600  dozen  daily— making  the  total  output  2,000  dozen  a  day. 

That  looks  as  if  NAZARETH  WAIST  dealers  were  making  money, 
doesn't  it? 

Might  as  well  get  some  of  this  NAZARETH  WAIST  money  by  carry- 
ing the  children's  knit  waist  that  has  led  the  field  for  twenty-three  years 
and      is    still    going. 

The  genuine  have  this  trademark  in   red  on  the  back  centre    tape. 

The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary,   Alta. 

\V.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 
J.  .(•  M.  Murphy. 
W.  *  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  &  Minnes 

London,  Ont. 
R.  C.  Strutliers  A  Co. 
Robinson,  Little  A  Co. 


Montreal,  Que. 

W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  4  Co.,  Ltd, 
Hodgson,  Sumner  A  Co. 
A.  Racine  &  Co. 
Brophy.  Parsons  &  Rodden 
Kyle.  Cheesbrough  A  Co. 
Mcliityre,  Son  A  Co. 
P.  P.  Martin  A  Co. 
A,  O.  Morin  k  Co. 

Quebec,    Que. 

Thibaudeau,  Freres  *&  Cie.. 
McCall.  Shehyn  A  Co  . 
Gauvreau,  Beaudry  i-  Cie., 


Ottawa,  Ont. 

John  M,  Garland,  Son  A  Co. 

St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  A  Co. 
Manchester,  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 

Winnipeg,   Man. 

R.  J.  VVhitla  A  Co.,  Ltd. 
Robinson,  Little  A  Co. 


Toronto,  Ont. 

John  Macdonald  A  Co. 
Beattv.  Kerr  A  Verner 
W.  k.  Brock  Co..  Ltd. 
Gordon,  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 


NazarerhJ     Mills   at 
Nazareth, 
Pa.,    U.S.A. 


JfeB&S^ 


350  Broad-way, 


New  York 


Canadian     Representatives  :- 

E.  H.  WalsK  y  Co. 

Toronto  and  Montreal 
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Apart  from  the 
Fast  Black  Feature 


Hermsdorf  Dyed  Hosiery  is  better  because  of 
\\' ?,  fine r  finish  and  longer  wearing-  qualities. 

q   Why? 

^  Because  the  dye  gets  to  the  heart  and  soul 
of  the  yarn  without  drubbing  or  burning. 

^  There's  nothing  in  the  Hermsdorf  process 
to  "tender"  the  yarn. 

^  Anybody  can  prove  this  by  comparison. 

^  Give  your  hosiery  customers  a  reason  to 
stick  to  your  store,  by  selling  only  the  tried 
and  true  real  fast  blacks. 

Look  for  the  truth  on  the  toe: 


All  the  iiialerUil  for  a  local  advertisi)ig  campaign 
supplied  free.  If  you  want  to  control  the  hosiery 
trade  of  your  town — run  a  ^'■Hermsdorf  Week." 
Write  us  about  it  no7V. 


Works  : 

Chemnitz,  Saxony 

A  m  e  rica  n   Bureau  : 

235  West  39th  Street,  New  York 


STERLING 


HOSIERY 

BUILDS    A    PERMANENT 
SATISFACTOEY    DEPAETMENT 


Every  number  lives 
up  to  the  standard 
set  by  our  brand. 
Make  a  resolution 
NOW 

that  you  will  see 
the    Spring    Line. 

The  range  covers 
Lisle,  Cashmere 
and  Silk  for  ladies 
and  men. 

WHOLESALE    DISTRIBUTORS 


KONIG  &  STUFFMANN 

VICTORIA   SQUARE,    MONTREAL 
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The  Heavy  Tramp  of  Laden  Drays 

mingled  with  the  constant  clang  of  busy  machinery 
in  the  vicinity  of  our  mills  these  days  bears  eloquent 
testimony  to  the  fact  that  **Hygeian"  Underwear  is 
enormously  in  demand.      The  trade  know  that 


is  synonymous  with  the  best  values  in  Men's,  Women's 
and  Children's  Knit  Underwear. 

SOLD  BY   THE  WHOLESALE   TRADE   FROM   COAST  TO   COAST 

Eagle  Knitting  Co.,  Limited 

Hamilton,  Ontario 

Hygeian  Hygeian 

Waists  Waists 
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HOW  WE  HELP  YOU  TO   SELL 

Wolsey  Underwear 


UNDERWEAR 


One  of  the  "ads" 
appearing  in  news- 
papers during  the 
season.     :     :     :     : 


Samples  now  being  shown  for  the   Fall 

Ask  Your  Wholesaler    


Don't  Turn  Customers 
Away 


Because  you  cannot  fit  them  in 
the  Underwear  you  are  hand- 
ling. Take  their  measure  and 
order  their  sizes  in 

Stanfield's 

Unshrinkable 

Underwear 

All  sizes,  from  22  to  70  inches 
chest  measure.  In  three  win- 
ter weights,  and  every  garment 
guaranteed  absolutely  un- 
shrinkable. Just  think  what 
a  splendid  variety  that  gives 
you.  Enough  to  fit  every 
figure,  big  and  little,  as  well  as 
normal. 


By  the  way,  write  for  samples  of  Stanfeld's  Underwear, 
so  you  may  carefully  examine  the  quality. 

Stanfields   Limited 

TRURO,  N.S. 
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We  Will  Show 

600 

of 
The  Choicest  and  Tastiest  Patterns  in 

MEN'S  HALF  HOSE 


(Plain,  Jacquards  and  Vertical  Stripes) 


For  Spring,   1910 

Prices  range  from  $1.15  per  dozen 
to  $36.00  per  dozen. 


No  up-to-date  Buyer  can  afford  to  pass  our  line. 

Our  travelers  on  their  respective  territories  this  month. 


—  Gault  Bros.  Co.,  ud. 


MONTREAL 
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The  Gauh  Brothers  Co. 

Sf.  Helen  St.,  Montreal 


LIMITED 


Chemnitz  Office,  17  Wiesen  Strasse 


DIO22  Range 

DIOOO  Range — Two-thread  Prime  Lisle,  double  sole,  high 
spliced  heel  and  toe,  sixteen  of  the  newest  coloring's,  to 
retail  at 25c. 

DII49  Range — Two-thread  Allover  Lace  Lisle,  all  the  new- 
est colorings.      A  wonder.      To  retail  at 25c. 

DI036  Range — Two-thread  Lace  Ankle  Lisle  Hose,  fourteen 
shades.     A  world  beater.      Can  be  retailed  at 25c. 

D1073  Range — Embroidered  Two-thread  Lisle,  tw-elve  colors, 
to  retail  at 35c. 


D1082  Range 

D1022  Range — Fine-gauge  Silk  Lisle,  perfect  dye,  twenty 
shades.    Make  this  your  bargain-day  special.    Retail  at    39c. 

D1059  Range — Beautifully  ^Embroidered  Lisle,  self  color 
embroideries,    23     shades.      Very  special,  to  retail  at     50c. 

D1138  Range — Directoire  Satin  Striped  Herring-bone  Silk 
Lisle,  nineteen  shades,  a  real  75c.  value.  Can  be  retailed 
at 50c. 

D1082  Range — Finest  Gauge  Prime  Lisle  Embroidered  Hose, 
twent\-three  shades.      Can  be  retailed  at. .  .      75c.  or  $1.00 


SPECIALS    IN   CANADIAN  COTTON   HOSE 

Our  Girls — Case  lot,  all  sizes,  i  x  i ,  rib,  black  and  tan,  per  doz , . . .      $1.20 

BB.—  Case  lot,  all  sizes,  i  x  i,  rib,  black  and  tan,  per  doz $1.25 

Boys'  Own — Case  lot,  all  sizes,  i  x  i,  tuck  knee,  black  and  tan,  per  doz $1.35  to  $2.00 

Countess — Case  lot,  fine  gauge,  i  x  i,  ribbed,  black  and  tan,  per  doz $1.50  to  $2.00 

Gault's  Blue  Ribbon — Special  case  lot,  plain,  sizes  5  to  10,  black  and  tan,  per  doz $1.15 

Complete  samples   of  the  best  tine   in   our  tiistoiy   in  travelers'  hands  this  month.      Be  sure  anil  see  them. 
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EUREKA    Unshrinkable    Underwear    for    men 
will    build    up   a    sick    underwear    department. 
If    your   underwear    business   has   not    been   as 
large    or    as   satisfactory   as    you    would    wish, 
if  you  find  it  difficult 
to  find  just  the  kind 
of   underw^ear   your 
customers    want, 
you  are  not  doing 
yourself  ordinary 
justice  if  you  do  not 
send    for    samples  and    prices  of  the 
Eureka  Brand  of  Unshrinkable  Under- 
wear.      It    is    made     of    Nova   Scotia 
wool,  is  well  made,  shapely,  and  what 
is  of  the  greatest  im- 
portance, is  unshrink- 
able  in  fact  as    well 
as     in     name.       Five 
lines,    all    medium 
priced.       When   you 
see  samples  you  will 

agree  with  us  when  we  say  that  we  are 
offering  the  best  underwear  value  on  the  mar- 
ket.     Shall  we   send    you  samples  and  prices  .' 

Nova  Scotia  Knitting  Mills,  Ltd. 

EUREKA,   NOVA  SCOTIA. 


MARK 

ilSTELRTO, 

TIGER  BRAND. 


The  Strongest  and 
most  Popular  Range 
of  Underwear  on  the 
Canadian  Market. 

THE  GALT  KHITTING  CO, 

Limited. 
GALT,      ONTARIO. 


Ontario:  Quebeo:         St.  Stephen,  N.B.: 

J.  E.  MoClung:,  P.  DeCruchy,  Fred  S.  White 

West:  Cerhardt,   Hanley,   Mackay  Co.,    Limited 

AGENTS 


iiig-  caught  by  rollers  underneath  the  cylinder  is  gathered 
into  a  metal  one.  In  some  machines  the  fabric  is  wound 
upon  a  roller. 

In  another  type  of  machine  the  needle  cylinder  and 
the  needle  dial  remain  stationary,  while  the  mechanism 
which  actuates  them  revolves.  In  each  of  these  machine>: 
the  needles  of  the  dial  operate  outward,  towards  those 
of  the  cylinder.  In  a  third  machine,  however,  the  plate 
or  horizontal  needles  are  located  outside  of  the  cylinders, 
Ihus  reversing  the  positions  described  in  the  other  two. 

The  Flat  Knitting  Machine. 

These  three  machines  are  typical  of  the  circular  class. 
Another  knitter  is  constructed  on  the  somewhat  novel 
principle  of  two  parallel  rows  of  needles  near  enough  to 
each  other  to  connect  the  two  rows  of  knitting  at  either 
end,  but  separated  sufficiently  to  allow  the  fabric  to  pass 
down  between  them  as  it  is  knitted.  The  two  rows  of 
needles  are  set  in  a  steel  bed,  sloping  from  each  other 
like  the  roof  of  a  house,  the  separation  being  at  the  ridge 
or  centre,  where  the  needles  form  the  stitches.  The  car- 
I'iage  of  this  machine,  which  holds  the  mechanism  where- 
by the  needles  are  operated  up  and  down,  is  propelled  by 
means  of  a  crank,  the  needles  forming  stitches  with  one 
revolution.  Several  different  styles  of  fabric  may  be  pro- 
duced on  this  kind  of  machine.  By  operating  continuous- 
ly the  back  row  of  needles  towards  the  right,  and  the 
front  row  towards  the  left,  a  eii'cular  or  tubular  web  is 
the  result  .  Operating  both  rows  together  in  one  direction 
and  then  one  row  in  tlie  other  direction  will  j)ro:luce  a 
double  flat  web.  Operating  both  rows  together  in  both 
directions  produces  the  ribbed  or  seamed  flat  web  and 
operating  forward  and  back,  each  row  alternately,  con- 
nects the  two  rows  of  knitting  at  one  end,  leaving  them 
open  at  the  other,  thereby  forwarding  the  wide,  flat  web. 
By  eliminating  needles  at  regular  intervals  or  in  combin- 
ations, many  varities  of  stitches  may  be  formed,  thus 
[iroducing  different  styles  of  fabric.  It  is  on  this  type  of 
machine  that  fasliioned  hose,  mittens,  gloves,  cardigan 
jackets,  sweaters,  shirts  mufiders,  trimmings,  etc.,  are 
produced,  many  of  the  necessary  changes  being  produced 
automatically  without  attention  from  the  workman.  The 
number  of  needles  may  be  increased  or  diminished  at  any 
time,  so  any  size  of  fabric,  tubular  or  flat,  and  eitiier 
single  or  double,  or  ribbed  may  be  obtained. 

Varieties  of  Stitch. 

In  the  circular  lypes,  the  plain  machines  produce  but 
one  class  of  fabric,  a  straight,  tubular  web  of  either  plain 
or  tuck  stitch,  while  automatic  machines  make  a  tubular 
web  of  either  a  plain  or  tuck  stitch  or  combination  of 
both,  the  change  being  made  automaticaUy  without  inter- 
ference from  the  attendant.  This  machine  is  used  not 
only  for  producing  the  bodies  of  garments,  but  likewise 
for  sleeves,  and  other  shaped  adjuncts  of  garments  as  well 
as  the  narrowed  sections  for  wrists,  waists,  'or  shirts.  This 
part  of  the  web  is  taken  up  automatically,  the  mechanism 
being  controlled  by  the  pattern  chain.  The  links  of  the 
latter  being  raised  or  lowered,  in  accordance  with  designs 
required,  come  in  contact,  one  after  the  other,  with  rat- 
chets, which  operate  on  the  levers  controlling  the  needles. 

Latch-needles  are  used  on  the  machines  just  descrioed. 
The  "business  end"  of  these  needles  has  a  small  hook  and 
immediately  beneath  it  a  tiny  arm  or  "latch,"  which 
opens  and  closes  in  receiving  the  yarn  and  working 
and  casting  off  the  stitches.  In  the  knitting  of  an  ordin- 
ary sweater,  upwards  of  1,500  of  these  needles  are  some- 
times employed  on  one  machine. 
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Intensive  Advertising 

By  John   E.   Kennedy 

Now  Mr.   Manufatturer, 

Ask  yourself  why  intensive  advertis- 
ing and  true  "salesmanship  on  paper  ' 
should  not  actually  sell  or  powerfully  help 
^o  sell  your  product. 

Why  should  not  a  suflFiclent  and 
intensive  use  of  printed  salesmanship  in 
Wasteless  mediums  multiply  the  sales  and 
earning  power  of  your  personal  salesmen? 

For  whom  the  sales  could  thus  be 
more  than  half  made  when  they  called 
upon  your  prospective  customers  to  clinch 
these  sales. 

The  value  to  you  of  each  salesman's 
services  might  thus  be  doubled. 

This  for  a  fraction  of  his  salary 
spent  in  advertising. 

Meantime,  you  would  then  be  build- 
ingacumuJativemarket, which  no  salesman 
could  take  away  from  you,  whether  he 
goes  into  business  for  himself  or  is  lured 
away  by  competitors. 


GUARAN 
TEED 

UN- 

SHRINK 

ABLE 


THE    BRITANNIA    BRAND 

The  Underwear  Departments  of  all  Canada's 
leadirg  stores  which  are  stocked  with  Britan- 
nia wear  are  the  busiest.  They  tell  the  tale 
of  the  largest  turn-over  and  the  most  satisfied 
patrons.  Ask  your  jobber  how  it  is  going 
and  why  its  sales  are  so  big. 

We  will  supply  you  with  attractive  adverli!iin^. 
DUNCAN  BELL Canadian  Representative 

Manchester  Bld^.,  TORONTO       301  St.  James  St..  MONTREAL 


HEALTH  BRAND 


UNDERWEAR 

Our  salesmen  are  now  showing  samples  of 
Health  Brand  Underwear  for  Fall,  1909.  We 
have  improved  the  quality  of  every  number 
and  have  reduced  the  prices.  We  guarantee  the 
sizes  to  be  correct  in  every  number.  We  have 
a  complete  stock  on  hand  and  can  supply  you  at 
once  with  Long  or  Short  Sleeves  in  white  or 
natural.  W'e  think  it  will  increase  the  sales  of  your 
Ladies'   and    Children's    Underwear  if  you    stock 

HEALTH  BRAND 


WHOLESALE      DISTRIBUTORS 

GREENSHIELDS  LIMITED 

MONTREAL 


GOODS  OF  QUALITY 


TRADE' 


MARK 


MADE  BY 
THEGOOERICrt  KNITTING  CO 

We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a  pleasure 
to  you. 

"The  Maple  Leaf  Brand" 
of  Hosiery  and  Mitts 


WE  ARE  IN  A   GOOD    POSITION  TO  FILL 
SORTING  ORDERS  FOR  FALL  DELIVERY. 


Gcderich  Knitting  Co. 

Godericb,  Ont. 


LIMITED 


SELLING  AGENTS: 
J.  E.  McClung,  Toronto,  for  Ontario. 
Fred  S.  White,  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt.  Hanley,  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  We«t. 
A.  L.  Gilpin,  Montre?!,  Que.,  for  Quebec. 
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Colors  Introduced  Automatically. 

One  of  the  most  interesting  processes  observable  in 
the  knittino'  of  a  garment  is  that  by  which  different  vari- 
eties of  stitch  may  be  introduced  and  different-colored 
yarns  knitted  in  automatically.  It  is  the  pattern  chain 
which  jiractically  controls  these  changes,  the  adjustment 
of  the  different  sized  links  being  such  that  the  proper 
cams  are  affected  at  the  correct  moments.  It  is  thus  that 
the  uniformity  of  the  fabric  and  design  is  assured. 

The  Design  Chain. 

To  trace  the  manufacure  of  a  coat  or  sweater  from  the 
time  the  yarn  is  first  introduced  to  the  machine  from  the 
cones  on  the  holders  in  connection  with  it,  is  a  most 
entertaining  study.  The  varieties  of  stitch  to  be  emi)loy- 
ed  are  pre-determined  in  the  mechanism  controlling  the 
entire  pattern.  This  chain  or  series  of  links  represents 
the  work  of  the  designer.  Each  block  in  it  has  its  signifi- 
cance. Here  and  there  is  a  series  larger  than  the  others. 
In  another  jiart  of  the  chain  there  is  a  successicui  of 
blocks  of  unifiu'ni  size.  These  represent  the  straight 
stitch  whatever  variety  is  being  employed,  whether  it 
be  the  honeycomb,  the  pineapple,  the  zigzag,  the  herring- 
bone or  any  of  tiie  other  30  or  40  diiferent  styles  possible. 
The  tubular  web  for  the  sweater,  as  for  any  other  gar- 
ment, is  knit  in  a  continuous  length  and  afterwai'ds  cut 
in  the  proper  size.  This  is  indicated  by  the  difference 
of  stitch  necessai'y  for  the  skirt  of  the  garment  or  by  a 
welt  introduced  by  the  machine.  The  sleeves,  the  collar 
and  the  trimming  are  knit  in  the  same  manner.  The  web 
or  fabric  is  always  carefully  inspected  and  defects  re- 
paired. All  of  the  parts  being  assembled,  they  are  link- 
ed in  position  on  machines  which  not  only  make  the 
joints  but  trim  them  and  cover  the  edges  where  necessary. 
Buttonholes  are  cut  and  sewed  on  one  type  of  machine, 
and  the  buttons  applied  by  another.  The  completed 
garment  on  being  inspected  and  pressed  is  ready  for  the 
packing  and  shipping  departments. 

This,  in  brief,  describes  the  processes  enipldvcd  iji 
the  making  of  an  ordinary  sweater  or  coat.  Fully  a 
dozen  different  machines  are  employed  in  its  iiroduction. 
each  one  co-operating  with  the  other  and  the  work  so 
checked  that  tiiere  is  no  confusi<ni  in  the  final  assembling 
and  completion  of  the  garment,  although  to  the  inexperi- 
enced onlooker  it  would  api^ear  that  one  hitch  would 
seriolsly  jar  the  entii'e  mechanism. 

Fashioned  or  Shaped  Goods. 

In  the  manufacture  of  fashioned  or  sliapLMJ  garments, 
the  fabric  of  the  flat  machines,  which  may  be  produced 
in  any  width  in  accordance  with  the  measurement  of  the 
needle  bed,  is  fiist  treated  in  much  the  same  manner  as 
a  tailor  prepares  the  cloth  for  a  suit  of  clothes.  It  is 
cut  to  pattern  and  in  the  modern  factory  a  considerable 
thickness  of  web  may  be  cut  to  a  given  pattern.  The 
sleeves  and  other  smaller  parts  are  cut  with  shears  and 
the  shoulders  similarly  fashioned  to  receive  the  sleeves. 
The  work  then  passes  on  fo  the  loopers  and  the  different 
sections    carefully    united. 

How  Mufflers  are  Made. 
Full-fashioned  mufflers,  which  have  been  so  much 
worn  during  the  past  three  or  four  years,  are  made  on 
flat  machines  and  where  the  needle  bed  is  wide  enough 
several  lengths  of  the  fabric  may  be  produced  simul- 
taneously on  the  one  machine.  The  pattern  and  stitch 
is  automatically  worked  out  by  means  of  a  design  chain 
as  described.     The  saw-tooth  edge,  which  is  a  feature  of 


nearly  all  of  these  mufifler.s,  is  produced  in  this  manner. 
It  is  interesting  to  note  in  this  connection  that  the  dis- 
tinctive feature  of  one  of  the  types  of  muffler  which  has 
been  a  prominent  feature  in  the  market  is  simply  obtain- 
ed by  the  arrangement  of  the  blocks  on  the  pattern 
chain  so  that  the  zigzag  courses  are  extended  in  the 
centre,  the  fabric  thus  being  V-shaped  so  as  to  fit  the  neck. 
E.xperiments  with  their  machines  have  given  to  manufac- 
turers the  basic  idea  for  creations  which,  on  being  patent- 
ed, have  meant  increased  profits.  One  manufaetfirer,  for 
example,  turns  out  a  hockey  or  outing  cap  knit  in  zigzag 
courses  of  stitching.  The  fabric,  produced  on  a  flat 
machine,  has  deep,  saw-tooth  edges.  These  are  caught 
up  on  one  side  and  looped  together  for  the  crown,  while 
the  other  corners  are  turned  over  and  fastened  to  the  side 
with  neat  tufts  of  yarn.  The  result  is  a  cap  which  snugly 
encloses  the  head  and  is  particularly  well  adapted  to 
winter  snorts. 

A  Versatile  Mechanism. 

To  define  the  limit  of  possibility  on  the  modern  hUch- 
needle  knitting  machine  is  out  of  the  question.  Nothing 
has  been  said  of  the  production  of  underwear  of  various 
kinds.  A  modern  golf  coat  or  sweater  can  be  knit  and 
completed  within  half  an  hour.  A  loosely-knitted  cloud 
such  as  granny's  deft  fingers  might  produce  in  a  week's 
time,  can  be  knit  in  less  than  three  minutes  and  the  tas- 
sels attached  to  it  into  the  baigain.  This  style  of  muf- 
fler, by  the  way,  is  produced  on  a  flat  machine  which  is 
fed  by  yarn  from  a  beam  immediately  above  the  needle- 
bed.  In  other  machines  cones  are  used.  The  same  ma- 
chine is  used  in  producing  various  kinds  of  knitted  fabric 
for  knitted  coats  and  is  capable  of  a  variety  of  fancy 
stitches.  Children's  toques  are  knit  on  circular  machines, 
as  are  also  neckties  and  other  lines  requiring  a  tubular 
web,  the  size  of  the  needle  cylinders  of  the  machines 
varying  in  accordance  with  the  work  required.  Many  of 
the  machines  in  a  modern  knitting  factoi'y  are  adapted 
to  a  great  variety  of  purposes.  Take  one  of  the  large  flat 
machines  as  an  exami^le.  When  not  in  use  on  the  con- 
tinuous flat  web  for  which  it  may  be  sj^ecially  designed. 
il  can  be  so  set  for  the  production  of  tiimming  materials 
as  to  knit  a  number  of  widths  simultaneously.  So  per- 
fectly do  the  majority  of  machines  jierform  their  work 
that  they  require  but  little  attention  from  the  person  in 
charge. 

While  there  are  very  few  Canadian  mills  which  spin 
their  own  yarns,  nearlj-  all  have  spinning  equipment  by 
which  they  convert  their  waste  materials  into  value  by 
mixing  with  higher  grades  and  using  the  yarn  in  garments 
of  a  cheaper  class.  Most  factories  have  the  necessary 
machinery  for  winding  the  feed  cones  from  the  skeins  in 
which  the  bulk  of  their  material  is  obtained. 

Volume  of  output  is  a  matter  which  depends  entirely 
upon  the  size  and  scojse  of  a  plant.  One  of  tlie  most 
thoroughly  equipped  and  eennnmically  operated  factories 
in  Canada,  making  coats,  sweaters,  jackets,  blouses,  muff- 
lers, toques,  etc.,  produces  from  1,500  to  2,000  dozen  week- 
ly, representing  a  value  of  about  .$l.'),00'O. 

Skilled  help  for  the  Canadian  knitted  goods  industry 
is  at  present  very  difficult  to  procure.  The  experience 
of  most  manufacturers  is  that  it  is  necessary  for  them 
to  train  the  help  to  this  jiarticular  line  of  business,  and 
this  requires  considerable  time  and  i^atience.  Of  course, 
as  lines  vary  and  change  considerably  from  year  to  yea,r 
it  is  necessary  that  that  help  have  sufficient  intelligence 
so  that  they  may  adapt  themselves  fo  the  different  classes 
of  work. 
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The  Most  Popular  and  Widely  Advertised  Hoops  on  the  Market 


"DUCHESS"  HOOPS 

The  Felt  Cushion  protects  the  fabjic 
and  embroidered  work  from  injury  and 
holds  either  lijjht  or  heavy  fabrics  tight- 
ly siretehed.  Sold  for  10  years  in 
over  18,000  retail  stores. 

Made  in  the  round  and  oval  shapes. 
"DUCHESS"  (round)-Sizes  4,  5,  6,  7,8,  10,  12  inch  diameters 
"DUCHESS"  (oval)— Two  Sizes  i\i  x  9  and  6  x  12  inches. 


mmmmmml 


THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroider- 
ing as  in  a  large  round 
hoop,  bjt  has  the  con- 
venience in  use  of  a 
small  hoop. 


"RllYAI    flVAI     "     ^    lower    priced,    smoothly    finished   and 
HV»  IMlj-VJ  T  rtlJ.        carefully  fitted,  plain  oval   Hoop  (without 
the  Felt  Cushion  or  Bow  Spring.) 


Made  in  Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4J  X  9  inchey,  a  pDpu  ar  size  for  ali  kinds  of  wo  k. 
3   X   6  inches,  for  workingdesigns  on  h   siery,  etc. 


"PRINCESS" 

Has  a  nickel  -  pidted 
bow  spring  which  ad- 
justs Itse  f  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 

Made  in  the  round 
and  oval  shapes. 

"Princkss"  (round) 
Sizes:  4,  5,  6,  7,  8,  10, 
1  2  inch  diameters. 

"Princess  '  (oval) 
Two  Sizes:  45^5x9  and 
6x12  inches. 


THE 
"PRINCESS 
OVAL" 

accomodates  a  full  de" 
sign  for  embroidering 
as  in  a  large  round  hoop, 
but  has  the  conveni- 
ence in  use  c  f  a  small 
hoop. 


'SPECIAL-SELECT." 


A   lower  priced,   smoothly    finished 
and     carefully    fitted,    plain    round 
Hoop,  (without  the  Felt  Cushion  or  Bow-SpriDg.) 

Made  in  Sizes:  4,  5,  6,  7,  8,  10,  12  inch  diameters. 


Order    To-day.       Your  Jobber  can  supply  you.         THE  GIBBS    MFG.  CO.,        CANTON,   OHIO,  U.S  A 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Xr     (JO        Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury   &;   Co.,  Toronto 


Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure    in    place   without    flattening. 


5  Sizes     R  20 

Me<lium 


R  22    R  23 

Lai'T      Extra  Lar-re 


R  24      R  26 

Allovrr         Huperfine 


ROSEN  WALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS.    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co.,  Ltd. 

Cor.  Siincoe  &  Wellington  Sts,,  Toronto,  and  K-i  St.  Puul  St.  .Montreal. 
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Raphael  Tuck  &  Sons 
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§  Calendars  § 

®  Christmas  Cards         © 
S  Christmas  and  New  S 


Year  Post  Cards 


@    loy      nooks,      in@ 
@       Paper  and  Linen    © 

f   Colored  Juveniles       S 


5  Gift  Books 


© 
® 
© 
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Mechanical  Animals 
Picture  Panoramas 
Paper  Dolls 
Valentine  Novelties 
and  Post  Cards 

Autographic  Christ- 
mas   Stationery, 
etc.,     etc. 


©®©©©#®®@#©©####©©@ 


PRICE    LISTS    AND    CATALOGUES 
SENT    ON    APPLICATION 


TRADE  MARK 


^ 


Raphael  Tuck  Si  Sons  Company, 


LIMITED  

122  and  124  Fifth  Avenue 

LONDON  PARIS  BERLIN 


NEW  YORK 


MONTREAL 


Please  iiu'niion  I'hc  Review  to  .Idvertiscrs  and  Their   Travelers 


Fancy    Goods,    Notions    and    Trimmings 

Travelers  Report  Good  Placing  for  Christmas— Large  Assortment  of 
Novelty  Articles  in  Tie-Holders,  Hatpin-Holders,  Towel  and  Pipe 
Racks — Stenciling  Very  Popular— Irish  Crochet  Used  for  Embelishing. 


NO  matter  what  size  the  store  may  be  in-  what 
class  of  trade  a  mercliant  may  tin,  a  fancy 
goods,  neediwork,  notion  and  novelty  section  is 
unquestionably  worth  whik',  not  imly  t'rdui  I  he 
standpoint   of  more   profit  but  from   that    uf  adverlisiui;-. 

Popular-priced  specialties  of  this  class  should  all  hf 
grouped  together,  and  sold  in  one  section,  and  it  is  only 
by  so  eollecling  them,  that  they  will  bring  the  results 
they  should.  This  section  should  have  a  particularly  live 
buyer — one  who  is  not  afraid  to  branch  out  and  to  carry 
as  wide  a  line  of  merchandise  as  possible;  who  will  aim 
al  sup[)lying.  not  Jusl  the  customer's  need,  but  wlio  by 
knowing  I  he  trend  of  ideas,  can  create  a  demand  for 
novelty  goods.  Just  the  right  man  is  often  difficult  to 
lind,  for  novelty  stock  requires  careful  watching  to  keep 
it  down  to  the  proper  and  profitable  size.  Their  are  quick 
ciianges  in  these  goods,  that  may  leave  the  unwai'y  buyer 
stranded  with  unsaleable  stock  on  his  hands.  To  offset 
this,  goods  profits  are  earned  by  these  lines. 

Many  lines  are  specially  suitable  to  the  offering  of 
"leaders,"  which,  without  sacrificing  profits,  can  be  sold 
at  such  a  price  as  to  satisfy  the  popular  desire  for  baj'- 
gains.  These  goods  will  be  bringing  in  a  welcome  profit, 
and,  at  the  same  time,  advertising  the  business. 

If  the  store  does  not  pay  much  attention  to  these 
novelty  departments,  or  if  the  mercha,nt  does  not  carry  a 
full  line,  right  now  is  the  time  to  make  a  change.  These 
goods  a,re  saleable  every  month  in  the  year,  but  from  now 
until  Christmas-selling  is  over  is  the  banner  time  for 
novelty  goods. 


Good  Christmas  Placing. 

Travelers   are  out   with  sample   lines   of  novelties   for 
the  Christmas  trade,  and  the  fancy  dry  goods  houses  have 


Towel  rack,  stencil  pattern,  embroidered  in   floss  on   heavy  linen, 

hanger  and    bows  of  silk  ribbon-  Shown   by   Hambly, 

Oakley  &  Wilson. 

every  reason   to  be  pleased  with   the  number  and   volume 
of  orders  received  up  to  date. 

There  is  always  a  big  sale  for  handmade  fancy  articles, 
and  this  year  is  no  exception.  The  trade  has  prepared  a 
large  assortment  of  novelty  articles  in  tie-holders,  hat- 
pin-holders,   towel-racks,    pipe-ra.cks    and    others    of    like 


nature.  Natural-colored  linens  form  an  arlislic  and  i)rac- 
tical  covering,  and  tliis  is  decorated  wilh  iiand  painted 
designs,  or  they  ai'e  embroidered  in  floss.  At  present,  the 
slcncil  (lesiii'us  wurkcd  in  ai'l  shades  in  dull  reds,  blues, 
giccns.  soft  orange  shades,  etc.,  oiil  lined  will:  black  are 
the  decided  novelty.      Floral  patterns  linled  and  (Jiitlined 


Large    hat   pin,  with    jet  ornament.     Retails  at   a 

popular  price      Shown  by  Alfred  Burke  &  Co., 

Leominster,  Mass. 


with  silk  are  never  out  of  date,  aud  in  many  centres  are 
still  the  greatest  sellers.  Towel  holders,  etc.,  are  slightly 
padded  and  are  finished  with  handsome  bows  and  hangers 
of  satin  or  taffeta  ribbon. 

One  illustration  shows  a  hand-painted  tie-rack  in  rose 
sign.  A  particularly  fetching  design  in  these  hand-paint- 
ed articles  is  the  sunbonuet  mail.  Another  illustration 
show  a  new  form  of  towel  hanger  with  brass  hooks  instead 
of  the  conventional  rack,  and  this  and  the  third  illustration 
are  decorated  with  the  new  stencil  designs. 

In  the  art  needlework  department  the  Fall  business 
will  soon  be  in  full  swing,  for  as  soon  as  the  Summer  holi- 
day season  is  over,  plans  will  be  made  for  Christmas,  and 
work  for  the  long  Winter  evenings  will  be  undertaken. 

Stencil  work  is  the  artistic  fad  of  the  moment  and 
stencils  and  specimens  of  finished  work  shtuild  be  promin- 
ently featured.  Beginners  should  be  advised  to  undertake 
a  cushion-top  first  as  it  presents  fewer  difficulties  than  a 
laiger  piece  of  work. 

Burnt  work,  both  on  leather  and  wood,  are  still  desir- 
able, the  novelty  being  the  tinting  of  the  design  as  well  as 
I  he  burning. 

Irish  crochet  is  coming  strongly  to  the  front  and  proper 
supplies  of  needles  and  cotton  in  all  sizes  should  be 
stocked.  This  lace  is  very  fashionable  at  present  and 
many  articles  of  dress  are  embellished  with  it.  This 
applies  particularly  to  neckwear.  Dainty  collars  and  col- 
lar and  cuff  sets  are  shown  all  of  crochet  and  crochet 
motifs  and  insertions  are  used  a,s  trimmings  for  jabots 
and  bows.  This  lace  is  put  to  many  uses  for  the  embel- 
lishing of  women's   wear,   as   well   as   for   household   use. 

The  many  fancy-work  publications  are  all  showing  new 
and  pretty  ideas  in  this  kind  of  crochet  work  and  its  vogue 
promises  to  be  large. 
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Attractive  Novelties  Sell 


$2.25 

Per  Dozen 

HAT  PIN 
HOLDER 

nil  tan  saleeii;  pulp  hat 
|i'm  tube  trimmed  with 
h:ib\-ribbon.  Assorted 
colors  to  a  box. 


No.  802 

Our  rang-e  of  Novelties  to  sell  at  25c.  and  50c. 
embrace  main'  new  ideas.  If  you  tail  to  see  our  travellers, 
write  for  a  sample  order.      We  ^-uarantee  satisfaction. 


$2.25 

Per  Dozen 

HAT  PIN 
HOLDER 

Butterfly  design 
burnt  on  leather, 
glass  hat  pin 
tube  trim  m  e  d 
with  baby  ribbon 
Assorted  colors. 


No.  31 


Hambly,    Oakley   &   Wilson 

77  Wellington  S(.  West,  Toronto 

Manufacturers   of   Novelties,    Cushion   Tops, 
Stamped  Linen,  Berlin  Wools,  Knitted  Goods,  Etc. 


No.  65 

$2,25    Per  Dozen 

PIPE    HOLDER — design    burnt    on    heavy  brown    pulp, 
with  brass  rings,   chain  and  match-receiver. 


Braids  a  Feature. 

Bfaidiiig  promises  to  be  popular  and  both  soutache 
and  mercerized  tiibtilar  braids  are  much  used,  llie  tubu- 
lars  being  the  newer  feature.  Braided  eu.shions,  centre- 
pieces, tablecloths,  etc.,  are  shown.  Cushions  of  this  kind 
have  l)utt()nli()led  edges  and  the  back  and  front  parts  are 
laced  together  through  eyelet  holes  set  about  four  or  five 
incites  from  the  edge.  Very  few  cushion  frills-  of  ribbon 
are  used,  cords,  girdles,  and  heavy  cotton  lace  taking  their 
place. 

Wallachian  embroidery  seems  to  have  had  its  day,  but 
cut-work,  eyelet  and  Madeira  embroideries  are  very  much 
in  evidence. 

The  latest  idea  is  for  the  use  of  long  runners  in  place 
of  a  table  cover.  Two  are  generally  used  placed  cross- 
wise over  the  centre  of  the  table  and  the  ends  embellished 
with  some  form  of  embroidery,  generally  stencil  effect  in 
cliaracteristic  colors.  The  material  used  is  coarse  linen 
crash  in  the  natural  shades  with  the  ends  fringed  or 
hemstitched. 

+ 
Novel  Pincushions. 

A  novelty  that  will  take  instantly  is  the  new  Billikin 
pini'iisliidii.     Billikin  is  ''the  gud  of  things  as  they  ought 


Hand-painted  Tie   or   Ribbon    Rack   on   Linen  — Shown 
by  Hambly,    Oakley   &   Wilson. 

to  be."  A  tiny  celluloid  Billikin  is  seated  on  a  small 
pedestal,  the  base  of  which  is  a  small  plush  pincushion, 
[he  Billikin  being  removable.  The  pincushion  comes  in  a 
great  variety  of  shades.  There  are  many  other  novel 
designs  in   these  small  pincushions. 

A  good  belt  season  is  expected  in  popular-priced  lines. 
Elastics  in  plain  and  etnbossed  patterns,  with  fancy  jet 
buckles,  promise  to  be  free  sellers,  and  in  better-priced 
goods,  jet-studded  elastics  a.re  shown.  Steel-studded 
effects  are  also  good.  Tan  leather  belts  with  jet  fasteners, 
are  decidedly  smart  and  accord  well  with  the  tailored 
style  of  waists  selling  for  Fall. 

Paris  is  showing  neckla.ces  and  ropes  made  from  Vene- 
tian beads.  When  these  are  of  genuine  old  Venetian 
beads,  thev,  are  very  costly.  Others  come  from  Florence 
and  are  made  of  clouded  glass  and  in  shining  finishes. 
Long  ropes  of  jet  cabochons,  finished  at  the  end  with 
tassels,  are  much  worn.  These  are  not  fastened  and  the 
weight  of  the  tassels  is  relied  upon  to  keep  the  ropes  in 
place. 
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Something  New  in  French 
Jet  Indestructible  Hat  Pins 


Retail  with  big  profit  at  from 
five    to    twenty -five   cents. 

Our  production  of  250  gross  daily 
is     taken     by    our    wholesalers. 


Does  not  this  prove  to  you  the 
phenomenal  success  they  are  meet- 
ing with  ? 

The  reasons  why  these  Hat  Pins 

are  such  sellers  : 

High-Class  Finish,  Beautiful 
Designs,  12-inch  Blue  Steel 
Stems  (with  French  Heads.) 

The  best  jet  known  does  not  excel 
our  French  Jet  in  lustre,  beauty 
and  durability  or  its  deep  black. 


French  Jet  is  practically  indestruc- 
tible, and  is  guaranteed  not  to  chip, 
scratch,  break  or  dull.  No  such 
values  have  ever  before  been 
offered  to  a  merchant.  These  pins 
are  beautiful  enough  to  sell  on 
sight,  durable  enough  to  astonish 
your  trade  and  allow  a  big  profit. 
The  line  is  absolutely  new  and 
contains  a  big  variety  of  plain  and 
ornamented  patterns. 


A  Big  Range  of  Jet  Hat  Ornaments 

OF  THE  SAMb  MATERIAL 
They  can  be  sewn  on  hats  and  are  big  se  lers. 

These  Hat  Pins  and  Ornaments  cannot  be  duplicated  in  any 
other  material  or  finish  at  the  price  you  can  buy  same  at. 

Retailers  can  only  obtain  these  goods  through  their  jobbers. 
If  your  jobber  does  not  carry  this  line  he  can  get  it  for  you. 


MADE  BY 


LEOMINSTER,  MASS.,   U.S.A. 


ALFRED  BURKE  &  CO., 

J.  H.  GAGNON, 

200   Birks  Bldg. 
Phillips   Square, 

MONTREAL,  QUE. 

Canadian  Representative. 

Brooches  and  belt  pins  of  the  same   material  will 
soon  be  ready. 

We  will  send,  gratis,   one  sample  of  hat  pin  or  ornament  to 
responsible  firms  and  refer  you  to  the  nearest  jobber. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


78 


DRV    GOODS    REVIEW 


WHERE  QUALITY  COUNTS 
AS  NOWHERE  ELSE 


is  in  the  Linen  Department.  If  you 
want  to  keep  up  the  good  name  and 
reputation  of  your  store  you  cannot 
afford  to  take  any  chances.  You 
should  insist  on  having  goods  of 
proved  merit  like  Liddell's  Linens. 

They  leave  no  room  for  argument, 
as  to  their  quality,  attractiveness, 
strength  and  durability.  These 
features  impress  you  in  every 
article.  Let  us  have  your  order 
before  the  holiday  rush. 

Irish  Hand  Embroidered  Bed 
Spreads,  Sheets,  Pillow  Cases, 
Tea  Cloths.  Damask  Cloths 
and   Napkins.       :       :       :       :       : 

R.   H.   COSBIE 

30  Wellington  St.  W.,  Toronto 

Irish  Linen  Agency 


Back  Combs 

Side  Combs 

Barrettes 

Granby  Mf^.  Co.,   Limited 

GRANBY,    -    QUE. 


fr 


Improved  Defiance  Button   Machine 

Make  Your  Own 


COVERED  BUTTONS 


Makes  all  sizes  covered  buttons  from    12  to 
60.    Flat,  Half  Ball  or  Ivory  Rim. 

PRICE  $7.50 

Including  any    3  of  the  following  sizes  :    16,  18,  20, 

Patented 

Oft  25  1892        Additional   Dies   and   Cutter  from   12  to  36,  $2.00 
per  set.      38  to  60,  $3.00  per  set. 

Set  includes  Die  and  Cutter. 

Send  for  Catalogue. 

DEFIANCE  BUTTON   MACHINE  CO. 

53  EAST  8th  ST..  NEW    YORK 


Strong  Vogue  of  Jet. 

There  is  a  perfect  furore  for  rich  and  glittering 
i;-arn.itures  and  Iriuunings.  First  and  foremost  comes  the 
.strong  vogue  of  jet.  Not  only  are  jet  bands  to  be  freely 
used  but  set  pieces  and  garnitures,  panels,  collars,  yokes, 
festoons,  etc.,  are  all  shown.  Combinations  of  jet  with 
gold  are  good  and  both  gold  and  jet  nail-heads  and  faceted 
heads  are  shown.  Band  trimmings  are  on  jet  and  are  in 
(•(inibinniimi  of  beads  and  bugles.  Bands  on  net,  worked 
tip  wilh  gold  and  silver  thread,  are  selling. 

Kvciiing  trimmings  are  magnificent.  Beads  and  bugles 
in  light  pastel  colorings  worked  up  with  mock  jewels  and 
uu'tallic  threads  are  shown  in  light  pastel  colorings. 
Similar  patterns  to  those  seen  in  the  bead  trimmings  are 
Winked  in  soutache  or  rat-tail  cord.  Soutache  in  em- 
hrnidei'v  designs  is  ajiplied  to  both  heavy  and  light  fabries, 
,-!nd  elaborate  d(  signs  in  passemenlrie  effects  are  fdrmed 
111'  ciii'ds,  rnt-lail  and  snnlaclie. 

Tlirri'  is  not  the  (|iianlity  ni'  buttons  used  this  Fall  that 
luue  cliaraclei-i/.cd  rcciiil   slvl(^-;.  but  those  shown  for  Fall 


Towel  rack  or  tie   hanger,  with    brass   hooks; 

stencil    pattern,  embroidered    in     floss.    - 

Shown  by  Hambly,  Oakley  &  Wilson. 

are  in  haiulsonier  effects.  Faceted  jets  are  decidedly  in 
the  lead,  and  those  with  the  rim  effects  a,re  decidedly  the 
best.  Covered  buttons  are  still  fashionable  but  velvet  and 
moire  promises  to  take  the  place  of  satin. 


Hair  Ornaments. 

Dealers  in  hair  ornaments  are  reaping  the  benefits  of 
llic  present  styles  of  hairdressing  in  heavy  sales  of  all< 
kinds  of  barettes,  fancy  pins,  bandeaux,  etc.  One  of  tM 
newest  things  is  the  pin  sets,  for  wear  with  the  Grecian 
knot.  These  come  e'ither  singly  or  in  sets  of  three,  one 
slightly  larger  than  the  other  two,  and  a,re  worn,  the 
large  one  worn  at  the  top  of  the  low  knot,  and  one  at  each 
side.  These  are  used  for  both  utility  and  ornament,  as; 
the  absence  of  sidecombs  make  them  a  necessity  for  hold- 
ing the  coiffure  in  place.    Ball  pins  are  still  popular. 
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Fashionable   Hand   Bags   a   Necessity 

To  all  Well-dressed  Women  and  all  First-class  Stores. 

Women  are  now  paying  as 
much  attention  to  the  style  of 
their  hand  bags  as  to  their  shoes, 
gloves  or  any  other  dress  neces- 
sity. The  proper  hand  bag  is 
the  finished  touch  to  the  well- 
dressed  woman's  appearance. 

Merchants  must  have  what's 
expressive  of  the  very  ne^vest 
and  most  fashionable  in  bags  to 
keep  up  with  the  times. 


The   Latest  Vogue 

METAL  TOP 

BAGS 


Elaborate  German  silver  frames  in  numerous  designs  and  sizes,  in  liarnionious  blendings 
of  leathers  and  linings,  mounted  on  the  newest  leathers  in  fancy  calfskins,  tapir  calf, 
Heyl  patent  calf,  English  morocco,  mottled  English  pigskin,  the  staple  seal  and  walrus 
leathers   in   all    the  leading  shades  for  the   Fall. 


Oar  Line  is  Ready  for  Inspection 

P.  W.  LAMBERT  &  Co. 


64  &  66  Lispenard  Street, 
NEW  YORK. 


'My             1 

wobblin^s  and    i 

6l 

"  They  can't 

twislin^s  are     F 

5^^!'^ 

keep   me 

extremely       1 

down." 

amusing."       L 

1^ 

iUH 

H^^HP^    -  hT^'^H^^^  • 

^PP 

The  Billiken  Pin  Cushion. 


A   Catchy  and  Useful  Novelty. 


BILLIKEN 
'  God-of-things-as-they-ought  -  to  -  be. 
Good     luck    to    all    that    have    me." 

Billiken  is  not  attached  to  the 
cushion  ;  he  just  sits  on  the 
top  of  it  and  may  be  taken  off 
and  replaced  at  will.  Billiken 
is  made  of  celluloid,  mounted 
on  different  colors  of  plush 
PIN  CUSHIONS. 

For  Sale  by  all  leading  whole- 
sale Fancy  and  Dry  Goods 
houses  in  Canada. 

Retail  price,   25  cents. 


Dieckerhoff,   Raffloer    &    Co.  of  Canada,  Ltd. 


TORONTO : 

156  Wellington  St.   West. 


Sole  Distributors. 

MONTREAL : 
525  St.   Paul  St. 


WINNIPEG : 

Hammond  Building. 
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Fancy  Leather 


T.nlcl  Casi- 


Goods 


We  make  an  extensive  line  suit- 
able for  dealers  in  Fancy  Goods, 
Stationery,    Haberdashery,    etc. 


Sou/  for  Ilhtstralcd  C  'atalos[ue 


C.  F.  Rumpp  &  Sons 


Esfahlislicr/ 


I'HILADI.LrHIA,  PA.,  U.S.A. 


New  ^  ork  Salesrooms 


()8.V68.S  Broadway 


\\Hfi  l.unrlvi.ii  (ml  111 


BRITISH  AMERICAN  DYEING  CO. 


The    Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,   Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,   Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 

FEATHERS,    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC 


^""  ^S^J^u^a^l^lIA'^^""'^     MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


J 


Australian  Trade 


Is  worth  looking  after.  The  following  figures  are 
extracted  fronn  the  official  statistics  of  imports  into 
Australia  : 

1906. 


Canada    Oth^r  Countries        Tatal 


Cosies,  Cushions,  etc. 

Curtains 

Fancy  Goods 

Piece  Goods,  Cotton 

and  Linen 
Flannelettes 
Boots  and  Shoes 
Rubber  Sand  Shoes 


2  49.5 
190 
313 

11.894 
1,088 
4.9.'Jl 
2,319 


e     154,047 

87.075 

279,452 

3,297.724 
251,965 
114,n03 
47,998 


£    154.542 

87,865 

279,765 

3„309  018 
2,53.053 

118.954 
50,317 


The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing  Offlues 

Melbourne,  Fink's  Buildings 

Sydney,  Post  OfFice  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 


British  America  Assurance  Company 

A.  D.  1833 
FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskln,  K.C.,  LL.D. 
Frederic  Nlcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W,  B.  Meikle,  General  Manager;  P.  H.  SIma,  Secretary 

CAPITAL        ......  $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29,833,820.98 


w 


ESTERN 


Incorporited 
1851 


ASSURANCE 
COMPANY. 


FIRE 

AND 

/MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -  $3,570,000 

Income  lor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 
C.  C.  FOSTER.  Secretary 
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Ups  and  Downs  of  Business 


J.   ( '.   Caliainlci-  i&   Co.,  ^ciifral  hture,  liarluey,  Man., 
siu'cccilcd  bv  B.  S.  McEathron. 


Ontario. 

Kalpli   Helm.   Windsor,   (ailor,  assigned. 

Jliss  A.  I'a(|uett(',  Ottawa,  millinery,  assigned. 

Theresa   McKinley,  millinery.  Brussels,  assijiiied. 

S.  J.  Ivane,  merehant   tailur,  Ijeaminji'ton,  assijiued. 

Miss  K.  Pcdvon.  '['(n-oiito,  di-y  uodds,  out  of'  business. 

E.  Abond,  Fort  AVilliam.  dry  uodds  and  shoes,  assiuiied. 

Jule  Brown.  Lieueral  store.  Ahmic  ITai'bfU'.  loss  oy  lire. 

W.  1).  I'rinu'le.  tannery,  Win.iiham.  loss  by  lire,  pail  in- 
sured. 

\\.  J.  Yonnu',  men's  furnishinizs.  ehdhin;^',  ete.,   Beeton, 
a:  si'zncd. 

W.  K.  Adams,  men's  i'urnishinus.  Toronto,  elosed 
bi;siuess. 

The  Colonial  Furniture  Company.  Strathroy.  obtain- 
ed eharter. 

Straehan  Bros..  Toronto,  hat  umnufaelurers,  sold  to 
('has.  C.  I'unehard  &  Co. 

IMa-idar  &  Sliieft',  -eneral  store,  Fort  William  AVest 
dissidved.     J.  Maydar  ecnitinues. 

McLean  Bros.,  elothinji'  and  men's  furnishin.us,  dis- 
sclved,  W.  L.  continuing'  in  Goderich  and  A.  D.  in  London. 

•I- 

Quebec. 

M.  Bois,  tailor,  Montreal,  assets  sold. 

Dominion  Knitting  Co.,  Levis,  registered. 

H.  H.  Miner,  Dunham,  general  store,  assigned. 

J.  S.  Proulx,  Fraserville,  general  store,  assigned. 

Blouin  &  Valerand,  tailors,  Montreal,  dissolved. 

Napoleon  Cadieux,  tailor,  Montreal,  assets  sold. 

Mainguy  &  Frere,  clothing,  etc.,  Montreal,  assigned. 

Arthur  Perreault,  boots  and  shoes,  Montreal,  assigned. 

J.  A.  Bedard,  Chaudiere  Curve,  general  store,  assets 
sold. 

The  Dominion  Supply  Co.,  Montreal,  shoe  findings,  dis- 
solved. 

Morand  Jac(iues,  general  store,  St.  Barthelemi,  as- 
signed. 

J.  E.  J.  Plamondon  &  Cie.,  St.  Andre,  general  store, 
deceased. 

Jas.  Bropliy  &  Son,  dry  goods,  etc.,  Montreal,  dis- 
solved, Jas.  Bropliy,  registered. 

The  West. 

T.  J.  Knight,  fancy  goods,- Vancouver,  assigned. 

W.  Morritt  &  Co.,  tailors,  Edmonton,  discontinued. 

Alex  Zeigier,  general  store,  Methven,  sold  to  M.  H. 
Shields. 

R.  H.  Waddell,  general  store,  Sperling,  s(dd  lo  T.  C. 
Sperling. 

J.  A.  Bradley,  men's  furnishings,  Winnipeg,  sold  to 
M.  Schacter. 

J.  E.  McGregor,  general  store,  Austin.  Man.,  sold  to 
Geo.  Mitchell. 

Winning  &  Co.,  Wapella,  Sask.,  men's  furnishings, 
sold  to  R.  Adams. 

Est.  of  R.  M.  Haddad.  fancy  goods,  Winnipeg,  stock 
sold  to  S.  Abraham. 

G.  S.  Davidson  &  Co.,  Indian  Head,  Sa.sk.,  men's  furn- 
ishings, loss  by  tire. 


Trade  Inquiries. 


Since  the  publication  of  the  last  reixjit  there  has  beeu 
received  the  following  in(|uiries  i-elating  to  ('anadian 
trade.  The  names  of  the  tii-ms  making  these  iiii|uiries. 
with  their  addresses,  can  be  obtained  only  by  those 
especially  interested  in  the  respecti\'e  eonimodit  ies  upon 
application  to:  The  IiKpiiiies  Branch,  The  Department  of 
Trrole  and  Conmu'rce,  Ottawa,  or  The  Secretary  of  the 
B(  ard   of  Trade  at  Halifax,   Winnipeg  or  Vancouver. 

Headei's  using  these  trade  intpiiries,  when  communicat- 
ing with  firms  al)road,  who  are  advertising  for  agents  in 
<'anada,  should  ncit  fail  to  forward  references,  ])articu- 
'arly  it'  tbe\'  ai'c  bankers'  references. 

iXI'J.  A  Lomlon  firm  of  leather  and  hide  merchants 
would  like  to  appoint  suitable  Carmdian  resident  agents. 

8i);!.  A  Londeji  manufacturer  of  Panama  hats  is  open 
to  appoint  Canadian  resident  agents,  who  ])ossess  a  gtjoil 
connection  among  (mtiitting,  hatting  and  millinery  leia'l- 
ers.  who  can  cover  from  the  (ireat  Lakes  to  the  Rickiis 
anil  Nova  Scotia,  New  Bi-nnswick  and  Prince  Ivlward 
Islaml. 

883.  A  Demerara  firm  dealing  in  household  furniluir 
invites  correspondence  with  Canadain  manufacturers  of 
furniture. 

880.  A  dry  goods  firm  in  Georgetown,  Denun-ara,  wish- 
es to  receive  prices  and  catalogues  from  Canadian  manu- 
facturers of  boots  and  shoes. 

890.  A  well  established  firm  in  departmental  lines  in- 
vites correspondence  with  Canadian  manufacturers  ex- 
porters of  small  ware. 

885.  A  manufacturers'  agent  in  Port  of  Spain.  Trin- 
idad, wishes  to  hear  from  Canadian  manufacturers  of 
umbrellas  and  parasols. 

819.  A  Cape  Town  commission  agent  desires  to  be 
placed  in  touch  with  Canadian  exporters  of  fancy  goods. 

81;].  A  Newfoundland  commission  agent  wishes  to 
handle  a  line  of  underclothing  and  tweeds. 

740.  A  merchant  tailoring  finn  in  Hamilton,  Ber- 
muda, desires  samples  and  prices  from  Canadian  manu- 
facturers of  homespuns,  crash  and  tailor's  supplies. 

491.  Wanted,  an  up-to-date  representative  in  Toronto 
or  Montreal,  f(n-  British  firm,  handling  printed  delaines, 
silks,  etc.,  woven  cotton  dress  goods,  goat  skin  rugs  and 
also  rugs  of  other  skins. 


Gigantic  Catalogue  Distribution. 

Dui'iug  the  past  there  has  been  considerable  agitation 
throughout  the  country  against  so-called  retail  mail-order 
and  catalogue  houses.  For  this  reason  considerab'e  in- 
terest attaches  to  the  fact  that  a  Chicago  firm  last  month 
mailed  through  the  Chicago  post  office  6, 000,000  cataloi^iies. 
constituting  not  only  the  largest  single  mailing  ever  made 
in  that  city,  but  believed  to  exceed  the  record  of  other 
post  offices  in  this  and  other  countries.  These  catalogues 
weighed  two  ounces  each,  the  aggregate  weight  totalling 
450  tons.  Sixty-five  tons  of  sacks  were  used.  If  for- 
warded in  one  lot  these  filled  sacks  Avould  require  thirty 
full-length  cars  to  contain  them.  In  January  the  same 
firm  mailed  in  one  lot  3,800,000  catalogues,  totalling  265 
tons  of  advertising  matter  and  thirty  tons  of  mail  sacks. 
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20  Years*  Experience  Inventing  and  Building 


Cash  and  Package  Carriers 


"  GIPE  "  CARRIERS  are  the  LATEST,  SWIFT- 
EST, STRONGEST,  SIMPLEST  and  MOST 
EFFECTIVE  on  the  Market  To-day. 


^x!:„,."F.: 


r^ 


4»    '?    ^r 


G 

usua 


Our  New  "Closed  Wire"  Cash  Carrier. 

STRONGEST  and   EASIEST  propulsion  ever  produced. 

Levers  alwavs  CLOSED  and  the  two  wires  together  except  in  the  act  of  sending  the  Car. 

^~'.    -J-- l; ;_    I I    rr  n  IT /^ -r     nDr^rjIIl  t:  I /~v  ■  -     -  ... 


Levers  always  v.>LWotu  ana  tne  two  wires  logeiner  except  in  me  aci  oi  senuing  iiic  \.^ar. 
Guides  near  hinge  in  levers  compel  ERECT  PROPULSION,  thus  doing  away  with  the 
il  wabbling  of  car,  it  will  travel  twice  the  distance  with  the  same  impetus. 
•Hood  "on  car  catch  makes  it  absolutely  positive;   HOLDS  THE  CAR   EVERY  TIME, 

nr»icp     ic     T"PiHiif*^H     \t\     a     minimum 


and  noise  is  reduced  to  a  minimum 


Our  Guarantee 


We  will  install  a  System  of  our  Carriers  in  your  store;  you  use  them  TEN 
DAYS,  and  if  vou  do  not  find  that  thev  i?ive  you  BETTER  and  QUICKER  SER- 
VICE than  any  other  WIRE  CARRIER",  PNEUMATIC  TUBES,  CABLE 
CARRIERS    or    CASH    REGISTERS,    we    will    remove    them  at  our  expense. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe"  Carriers,  and. such  well-known  houses 
in  London.  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Carnages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS,  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  asking,  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe. 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON, ENGLAND 
118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN. 


ProfiLable  Display  Demands    PracLical  Fixtures 


PracUcal 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


PRACTICAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL  CLOAK 
AND  DRESS  RACKS 

Revolving  and  straight. 


PRACTICAL  HOSIERY 

RACKS.     Two  sizes,  holding 

72  and  100  pairs  Hose. 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION,  N.Y. 

?Uase  mention  The  Review  to  Advertisers  arid  Their  Travelers 


Valuable  Hints  on  Art  of  Displaying  Goods 

Perfect  Familiarity  with  Styles  Important  to  the  Modern  Trimmer 
—His  Work  Calls  for  Careful  Study  of  Color  Combinations -Unique 
Window  Arrangement  —  The    Use    of   Papier    Mache    in    Decorating. 


Trimmers  Must  Know  the  Styles. 

TllVj  umii  wlio  carcrully  propai'os  his  t-aiiipaig-n 
bel'circ'liaiiil  wins  uut ;  tiiis  ap[)li('s  just  as 
well  ti)  lliu  li-jiiuncr  as  it  docs  lo  other  leading 
lig-hts  ill  the  dry  g-oods  store.  Thoug-h  the  trim- 
mer "s  hands  are  l)iisy  lie  ouglit  to  be  able  to  cast  his 
thoughts  ahead  and  phiii  for  the  showing  of  tiic  new 
goods,  which  in  a  week  or  twc  will  be  arriving'  in  the 
store. 


new  goods,  and  will  ((iieslion  the  travelers  that  come  in 
his  way  as  to  the  later  novelties.  lie  will  not  just  read 
the  Art  of  Display  section  alone,  but  will  read  evei'y  item 
of  fashion  and  department  news.  Thus,  he  will  be  abreast 
with  the  new  style  ideas  and  fully  competent  to  put  in 
an  authoritative  fashion  window  when  the  time  comes. 

Attractive  backgrounds  go  far  towards  making  a 
Avindow  effective,  and  are  quite  indispensat)lc  at  the  open- 
ing of  the  season,  but  it  is  safe  to  say  that  no  window, 


An    attractive  mil.inery   window   by   the  T.   Eaton   Co.,   Winnipeg. 

No  man  can  trim  a  window  that  will  have  the  pulling  ever  so   handsome,   ever   fulfilled  its  mission   to   the   full 

power  it  should  ha\  e,  if  he  is  not  perfectly  familiar  with  when  the  trimmer  had  not  previously  gained  for  himself 

the  goods  he  is  going  to  show,  if  he  does  not  know  inti-  the  proper  information  about  the  goods  he  was  showing, 

mately  the  new  fabrics  and  trimmings  and  the  manner  in  In  other  words,  a  trimmer  cannot  impress  a  truth  upon 

which  fashion  is  preparing  to  use  them.     Therefore,  the  others   that  he   is   not   familiar  with   himself.     To   know 


Island   windows   as   planned   for   three   stores  that    have  been   thrown    into   one. 

earnest  trimmer,  the   trimmer  who  is  enthusiastic  in  his  thoroughly  all  that   there  is  to  know  about  present  and 

work,  will  take  every  opportunity  of  making  himself  per-  coming  styles  is  of  as  much  importance  to  the   trimmer 

fectly  familiar  with  the  goods  he  is  going  to  display.     He  as   to   the   buyer.      The   new   selling   season   really   starts 

will  miss  no  opportunity  to  obtain  buyers' views  about  the  when   the   millinery  openings   are   heW.   w^.   as   a   very 
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lar.ffp  iiuiiiber  of  stores  hold  their  first  ojjeuiugs  at  tiic 
same  time,  or  just  after  the  retail  openings,  the  end  of 
August  will  see  the  general  opening  of  the  Fall  season. 

Leaving  the  planning  of  the  hack  ground  and  (lie  win- 
dow display  alone,  there  is  much  for  the  trimmer  to  do. 
For  one  thing  there  is  a  number  of  new  color  names  to 
learn.     The  colors  are,  as  in  the  jiasl  I  wo  oi-  three  seasons 


and  the  leading  colors  in  liiis  set  are  beige  caramel, 
pointed  fox,  seal  and  cuidin  or  pugin  dog  fur  color.  Other 
leading  millinery  colors  are  the  kliaki,  tan.  mustard  and 
old  gold  shades,  and  a  new  color  that  Paris  is  favoring 
is  a  coppery  brown.  Tt  is  also  worth  noting  that  the  hat 
does  not  as  a  rule  match  the  gown  at  present. 

In  spite  of  all  llial   has  been  written  in  sui)[)ort  oi  the 


An  opening  window  trimmed  for  A.  W.  Cressman,  Pcterboro,  by  R.  C.  Edwards.  The  color  scieme  is  green,  while  and  gold, 
with  spple  blossoms  and  vines  asihe  tloral  decoration.  The  two  pair  of  pillars  at  the  ends  of  the  window  were  made  in  the 
trimmers' department,  the  lower  portion  being  painted  in  a  pretty  shade  of  green.  Thetop  part  was  panelled  off  in  white  and 
green,  edged  wi/h  gold  moulding.  In  the  centre  was  a  half  pillar,  finished  to  correspond  with  the  otlier  sets.  All  were  ioined 
with  brass  rods  and  broken  drapesof  apple  blossom  vine.  Directly  over  the  small  centre  pillar  was  a  brass  cupid,  holding  an 
electric  light  shaded  with  apple  blossoms. 


subdueil  and  warm  and  simw  niaii\'  half  tones  antl  off- 
shades.  There  seems  to  be  the  longest  list  of  new  greens, 
and  so  far  as  advance  indications  go.  this  color  is  to  be 
very  prominent.  Rhubarb,  spinach,  aeroplane,  cosaque, 
poivron  vert,  cressons  and  vert  de  gris  are  some  of  the 
most  talked-of  greens.  Rhubarb  and  spinach  explain 
themselves,  aeroplane  is  a  reseda  shade  cosaque  is  darker 
than  "hunter's"  green,  while  poivron  vert  or  pepper 
green  is  a  high  lusterous  clear  green  which  is  capable  of 


small  lial,  Ihose  familiar  with  the  subject  do  not  expect 
it  to  have  any  special  prominence.  As  at  i)resent  seen, 
the  new  slmj^es  are  large,  i)ictures<pie  and  graceful,  and 
■trimmed  with  large  feathers  and  wings.  There  Aviil  be 
considerable  sparkle  of  jet  and  gold  and  jewels  to  relieve 
the  sombreness  of  the  coloring,  and  these  are  all  facts 
to  be  noted  l)y  the  trimnu'r  in  planning  tiie  window  set- 
ting for   the   new   season's  millinery. 

White,  l)ut   not  all-white,  must  be  used  in  most   back 
gr(uni(l  effects.     The  all-white  background  Avould  present 


Plan    of  island  window   for   corner  store. 


Fjg.  No.  1.— Fancy  jardiniere,  made  of  gilded  laths,  used  as  a 
window  ornament  and  for  giving  variety  to  ledge  trims  by  A,  E. 
Apted,  of  the  Eaton  Co.,  in  his  spring  and  summer  decorations. 
Box  about  40  inches  long  and  18  inches  high,  sometimes  filled 
with  natural  and  sometimes  artificial  flowers. 


condiination  Avith  almost  any  shade  of  color.  The  cresson 
shades  are  decidedly  yellow  in  tone,  while  vert  de  gris  is 
a  bluish-green,  lichen  shade.  Sapphire  blue  is  called  bar- 
beau,  and  aviso  is  royal  blue,  while  Persan  is  a  soft  sliade 
of  Alice  blue.     The   fur  tones  strike   a  fairly  new   note 


too  strong  a  contrast  to  the  dark  colors  in  vogue,  while 
a  certain  amount  of  white  w'ill  be  reipured  to  lighten  the 
somber  effect  of  the  deep  dead  neutral  shades,  and  just  in 
what  proportion  to  use  must  be  determined  by  the  trim- 
mer himselt'. 
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SECTION   OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


THE  LIQUIDATION 

of  this   business  means  that   cut   prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 

Sectional  War Jrobes — each  complete  in  itself. 

I' itling  Rooms,  Stairways  or  Dummy  Fronts,    all  of   uniform 

style  and  size. 
Capac  t/  — 

High  Boys — in  30-in.  frontage — 50  suits. 
Low  Boys  — 25  Suits  and  25  pairs  odd  Trousers. 
Hardwood  or  Metal  Roller  Bearing  Slides 

Centre  Section  -  -  $30.00 

End  Section  -  -         $33.75 

(Melal  Slides  $5.00  extra) 

Prices  of  Fitting  Rooms.  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT   PRICES  bdng  offered   on   SHOW-CASES   and    SILENT 
SALESMEN. 

IVrite  for  illustrated  circular 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION) 

MOUNT  FOREST  -         ONTARIO 


The  Right  Way  to  Display  Skirts 

is  to  use  a  Buckingham  Sunflower  Skirt  Rack 

The  rack  illustrated  is  a  marvel  of  space  economy. 
On  it  you  may  display  50  Skirts  to  the  best  advan- 
tage at  one  time.  It  revolves  before  your  cus- 
tomer's eyes,  enabling  her  to  lee  every  skirt 
advantageously.  Every  garment  is  readily  acces- 
sible. Single  hangers  are  an  expensive  nuisance 
when  you    can   procure   the 

Buckingham  Sunflower  Skirt  Rack 

for  $16.50  F.O.B.  Cuelph,  Ont. 

As  we  ship  from  Guelph,  Ont.,  you  have  no  duty 
to  pay.  Now  is  the  time  to  install  one  of  these 
modern  display  racks  ;  don't  delay— but  send  your 
order   at    once    to 

BUCKINQHAM=RAE  CO. 


177-179  Adams  Street, 


Chicago,  111. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Island  Fronts  Used  in  England. 

In  the  United  States  and  in  Canada,  as  a  rule,  when 
a  firm  has  to  increase  its  business  space,  the  tendency  is 
to  spread  skyward.  Three  or  four  stores  may  be  thrown 
into  one,  but.  after  that,  when  more  room  is  needed,  the 
movement  upward  commences,  and  certainly  in  this  way 
a  more  imposing  building  results. 


Fig.  No  2.— Drape  for  a  jetted  and  beaded  robe  A  good  cen- 
tral feature  for  a  Fall  display;  could  be  used  to  advantage 
as   a  ledge-trim. 

In  England,  when  a  business  outgrows  the  premises 
in  which  it  is  carried  on,  the  usual  mode  is  to  add  the 
next  store,  and  when  further  enlargement  is  necessary, 
anotlier  and  yet  another  is  added,  and  it  is  not  an  unusual 
thing  for  a  string  of  eight  or  ten  or  even  more  stores  to 
be  strung  out  one  after  another  to  house  a  big  business. 
This  is  the  case  in  London  just  as  much  as  the  provinces. 

The  fact  is,  that  almost  all  businesses  of  ajiy  note 
have  been  built  up  from  small  beginnings.  This  is  true 
of  llarrods,  of  Debenhams  and  Freebodys,  of  Whiteleys. 
of  West  bourne  ({rove,  of  Lewes  of  Manchester  and  of 
uuuiy  other  firms  throughout  the  United  Kingdom.  These 
stores  have  had  the  smallest  of  beginnings  and  have  built 
up  big  businesses  by  the  assiduous  catering  to  a  particu- 
lar clientele. 

Another  reason  why  this  long  drawn  out  line  of  stores 
is  favored  may  be  found  in  English  methods  of  doing 
business.  In  Canada,  the  windows  are  so  dressed  as  to 
attract  the  public  into  the  store — a  selection  of  goods  ex- 
quisitely shown  attracts  attention  to  the  line  carried  and 
creates  a  desire  to  see  further.  Women  know  that,  when 
they  reach  the  department,  a  varied  assortment  will  be 
on  show  there  and  that  selection  can  be  made  at  leisure. 
In  England,  the  method  adopted  is  the  direct  opposite; 


is  expected  to  decide  upon  what  she  requires  before  she 
enters  the  store.  In  short  she  is  trained  to  frequent  the 
store  to  buy,  not  to  .shop,  and  all  the  efforts  of  the  selling- 
staff  is  directed  to  make  her  buy  something  before  she 
leaves  the  store.  Hence,  the  importance  of  a  long  chain 
of  display  windows. 

]\Iany  stores  make  use  of  what  are  termed  "island 
windows"  and  The  Review  is  illustrating  a  series  of  these 
windoAvs.  The  plans  shown  are  from  a  series  of  eiglit 
store  fronts  designed  for  a  large  Holborn,  London,  firm 
of  di-apers.    General  plan  of  these  windows  is  here  shown. 

The  corner  Avindow  offers  some  good  suggestions  to 
merchants  altering  or  building  stores.  The  entrance  is 
imposing  and  it  would  be  difficult  to  map  out  any  plan 
that  would  give  more  window  space  on  the  corner.  As  a 
fact,  the  entrance  forms  an  arcade  that  would  tempt 
l)eople  to  use  it  frequently,  as  it  cuts  the  corner  from  one 
street  to  the  other.  Note  the  show  case  that  covers  the 
piers  supporting  the  corner  of  the  building. 

It  has  come  to  the  knowledge  of  The  Eeview  that  quite 
a  number  of  merchants  who  are  occupying  three  stores 
are  contemplating  alterations  in  the  near  future.  By  us- 
ing the  plan  given  or  similar  plans  nearly  double  the 
straight  frontage  space  can  be  obtained,  as  well  as  very 
handsome  and  imposing  entrances.  In  the  plan  given 
the  plinths  are  of  polished  granite,  and  tlie  floors  of  the 
lol)bies  of  white  marble  with  green   panels  and  margins. 

New  Ideas  for  Showing  Goods. 

A  window  (lisi^'ay  made  wholly  of  drapery,  or  of  milli- 
nery, trimming's,  or  any  other  line,  tends  to  monotony  of 
effect.     Trimmers  alwavs  endeavor  to  shun  this  defect  and 


Fig.  No.  3.— Fountain  drape  tor  a  irimming  window.  White 
chiffon  with  jetted  trimmings,  blue  with  silver  and  crystal,  or 
black   with    gold   trimmings   would  be   effective. 

are  ever  on  the  alert  for  new  and  attractive  methods  of 
displaying  goods.  W^hile  not  claiming  that  the  following- 
ideas  are  absolutely  original,  as  these  are  rare,  The  Re- 


view believes  that  they  will  be  new  to  the  greatev  nuaiber 
the  windows  are  crow^e4  >vith  ^oods^  au4  tbp  custome;'     of  its  readers. 
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Papior  mache  is  much  used  by  llie  modpvn   h'immers,  l)ing  and  pouncino-  ralhor  tlian  by  painting'  over.     Several 

and  many  elaborate  effects  both  for  wiinlows  and  interior  thicknesses  of  newspaper  that  can  be  torn  away,  layer  by 

decorations   are   possible   in   this   material   alone.      I*ai)ier  layer,  make  very  -jood  backiiii^'  for  the  work.     For  deli- 

maclie,  because  it  is  light  in  weight  and  easy  to  handle,  cate  work,  blotting  paper  is  decidedly  the  best  backing  to 

predisposes  many  trimmers  in   its  favor.     The  nianufac-  use. 

Inrers   are   constantly  producing   novelties,   and   each   sea-  The   very  elaborate   satin   background,   that  have   been 

son  sees  something  new  and  good.  in  use  in  tlie  Kobert  Simpson  witnlows  all  season  are  fine 


An  opening  display  of  dress  goods  by  H  Robinson  for  R.  MjKay  &  Co.,  Hamilton.  Color  scheme  -  lavender,  pink  and 
cream.  Background^green  velour,  pleated.  Upper  background  was  a  sky  effect  made  by  stretching  cotton  on  a  frame  and 
painting  with  sky-blue  alabastine.  Between  the  upper  and  lower  backgrounds  was  a  12-inch  board  covered  with  while  felt  run- 
ning all  around  the  window.  A  pergola  effect  was  built  at  one  end  of  light  lumber  and  painted  with  white  alabastine,  and 
tAfined  around  were  pink  roses.     Lilacs  and  maiden-hair  fern  were  the  other  decorations  used. 


Staff  and  plaster  effects  are  also  much  used.  Many 
decorators  are  turning-  to  stencilled  effects.  When  well 
chosen,  as  to  pattern  and  color,  these  are  highly  artistic, 
and  have  the  added  merit  of  being  both  quickly  and  easily 
accomplished.     Any  number  of  patterns  may  be  obtained 


examples  of  what  can  be  done  with  stencil  work.  The 
pattern  is  an  allover  and  gives  the  effect  of  an  extremely 
rich  brocade.  One  of  these  large  panels  in  green  has  the 
pattern  stencilled  over  it  in  robins-egg  blue,  while  the 
blue  background  has  the  pattern  in  soft  leaf  green.     The 


Some  new  ideas   in  draping. 


from  many  sources,  and  special  designs  quickly  and 
cheaply  cut.  I)ec(nators  may  easily  secure  the  paper,  and 
it  is  a  matter  of  small  trouble  to  make  one's  own  stencils. 
Ordinary  oil  tube  colors,  such  as  artists  use,  are  quite  as 
good  as  any  special  colors  on  the  market.  They  are  thin- 
ned down  to  the  proper  consistency  with  turpentine. 

The  brushes  used  for  this  work  are  of  a  special  shape. 
They  are  short  and  stubby,  as  the  color  is  put  on  by  rub- 


grey  has  the  pattern  in  rose,  and  likewise  the  rose  is 
patterned  in  grey.  There  is  a  large  basket  of  flowers  in 
soft  natural  colors  stencilled  on  these  handsome  panels. 
These  panels  were  designed  by  and  executed  under  the 
supervision  of  G.  B.  Fraser,  trimmer  for  Marshall  Field 's. 
Another  decorative  scheme  that  has  been  in  use  most 
effectively  since  the  Easter  openings,  botrh  for  interior 
ledge  trims  and  as  relieving  accessories  in  the  window 
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The  Milbradt  Ladders 


cannot  be   any- 
thing but 

HIGHLY 
SATISFACTORY 

There  is  nothingabout 
them  to  give  or  wear 
out  or  get  out  of  order, 
and  after  they  are  once 
installed  require  no 
further  attention,  writh 
tlie  exception  of  a  few 
drops  of  oil  now  and 
then. 

They  are  made  of  the 
very  best  material  that 
can  be  obtained.  We 
ship  them  subject  to 
approval,  hence  they 
must  be  satisfactory. 

Write  for  Catalogue 
and  Prices. 

Milbradt 
Mf^.  Co. 

1438  N.  8th  Street, 
ST.  LOUIS,  Mo. 


FOR  THE  COMING  FUR  SEASON 


7E  No.  87U 

J.  R.  PALMENBERG'S  SONS 

Establislied  1852 
Factory,  89-91  W.  3rd  St.  710  Broadway,  New  York 


trims,  are  the  jardinieres  illustrated.  These  are  about  40 
incites  long  and  18  inches  high  and  are  made  of  gilded 
laths.  They  are  lined  with  some  dark  green  fabric  and 
have  been  used  filled  with  both  growing  plants  and  with 
artificial  flowers  and  plants. 

When  first  used  for  the  Easter  triitij  they  were  filled 
with  real  hyacinths,  tulips  and  ferns  and  were  placed 
sideways  on  the  low  central  rows  of  shelvings  that  sepa- 
rate the  aisles  in  the  T.  Eaton  store.  These  boxes  have 
been  since  used  most  effectively  in  giving  variety  to  the 
window  tiims.  Tn  one  instance  they  were  filled  with 
Americnn  beauty  I'oses  with  long  stems  and  foliage. 

One  of  the  illustrations  shown  is  that  of  a  new  drape 
for  a  beaded  or  jetted  robe.  This  is  draped  over  a 
stand  with  a  round  lop  and  there  is  a  garland  of  chrys- 
anthemums tied  with  wired  bows  of  narrow  ribbon.  To 
linish  the  drape  a  jardiniere  with  a  Japanese  dwarf  tree 
ill  it  is  placed  on  top.  If  the  tree  was  not  obtainable  a 
vase  (ir  any  ornament  might   be  substituted. 

The  idea  for  illustration  No.  .'!  is  of  flei-nian  origin, 
and  is  intended  for  showing  trimmings.  Tiie  new  trim- 
mings   this    fall    are   glittering   with    bugles    and    beads   of 


New  drape  made  on  a  simple  "T"  stand, 
jet,  crystal  and  gold  and  silver  threads.  The  fountain 
is  made  of  wood  covered  with  cotton  and  colored  with 
alabastine  to  imitate  marble.  The  wreath  at  the  bottom 
i.-;  ]>iijed  in  with  stucco.  The  fountain  is  dra])ed  with 
chift'on,  and  the  maniiei-  of  using  the  trimming  is  plainly 
indicated  in   the  cut. 


Novel  Id 


eas  in 


Drapes. 


Any  new  idea  in  the  arrangement  of  drapes  is  always 
welcome  as  it  seems  to  be  a  ditticult  matter  to  design  an 
cntiiely  novel  drape.  Those  that  are  here  shown  diner 
somewhat  from  those  frequently  seen.  They  are  the  work 
of  a  German  trimmer.  Window  trimming,  it  may  be 
stated  is  quite  an  advanced  art  with  the  Germans.  The 
large  stores  in  Berlin  employ  methods  that  are  even  more 
advanced  than  those  of  any  of  the  large  United  States 
establishments.  As  a  I'ule,  an  artist  of  repute  is  engaged 
to  design  window  and  inteiior  decorative  effects,  and  these 
ideas  ihe  trimmer  has  to  carry  out.  To  work  constantly 
from  designs  of  a  master  artist  must  have  a  most  educa- 
tive effect  upon  the  trimmer.     This  association,  no  doubt, 
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accounts  for  tlie  oxcellcuce  of  line  and  ilio  lii^'lily  (Iccora- 
tive  effect  of  the  drapes  here  shown. 

The  single  (Irai)e  is  especially  clever.  Il  not  only 
simulates,  remarkably  well,  llie  human  ligure,  hul  i(  also 
shows  tlie  classic  di'apery  and  tunic  et'fecl  which  is  so 
stronji'  a  feature  of  ad\'anced   rashions. 

The  goods  rire  draped,  simplVi  upon  a  wooden  uiirighf 
stand  about  five  feet  high.  This  has  a  cross-l)ar  of  about 
'20  inches  long  at  the  top,  and  eighteen  iiudu's  bcdow  is 
another  cross-bai'  12  inches  long. 

This  staiul  is  very  easy  to  drape  and  the  finished  effect 
I'esembles  that  of  a  made-up  gown.  It  is  an  easy  drape 
to  make  as  the  goods  are  just  dropped  over  the  top  bar  of 
the  stand  in  easy  graceful  folds.  These  folds  are  then 
gathered  in  at   the  lowei-  bar,  giving  the  effect  of  a  waist, 

llai'incniizing  or  a  contrnsing  material  is  draped  from 
the  fop  shoulder  or  corner  to  the  opposite  side  of  ihe 
simulated  waist  line.  A  bow  of  ribbon  is  placed  at  each 
cornel-  of  the  fop  crossbar,  and  a  rose  fastens  the  drapery 
folds  that  are  gathered  up  at  the  waist  line.     The  rest  of 


A  Papier  Mache  Background. 

the  over-drape  hangs  in  easy  folds  and  gives  the  effect  of 
an  overskirt.  The  illustration  shows  clearly  how  the 
drape  looks  when  finished. 

The  first  drape  in  the  row  is  made  by  arranging  a 
bordered  fabric  over  a  pedestal  about  four  feet  high,  and 
placing  the  drape  on  a  platform  six  inches  high,  covered 
with  velvet,  etc.  Next  is  shown  a  double  drape  made 
from  two  forms  draped  exactly  alike  but  reversed.  These 
drapes  are  much  the  same  as  the  drape  shown  by  itself 
only  there  is  no  waistline  formed  in  the  centre.  The  over- 
drape  is  held  by  ribbons,  and  there  is  a  garland  of  flowers 
joining  the  two  drapes  in  pretty  decorative  effects. 

The  next  drape  is  similar  to  the  double  design  and  has 
fancy  braid  or  trimming,  a  fan  and  a  rosette  of  riobon 
introduced  as  trimmings. 

The  last  drape  needs  little  description  as  the  illustra- 
tion shows  so  clearly  how  it  is  done.  Not  only  are  these 
drapes  notable  for  their  grace  of  line  and  effect  but  lor 
the  easy  way  in  which  they  are  accomplished.  All  that 
is  needed  in  the  way  of  fixtures  are  upright  stands  with 
crossbars.  The  pedestal  drape  shows  an  effective  way  of 
adding-  such  accssories  as  fans,  shoes,  ribbons,  trimmings 
and  flowers. 


Display  Fixtures 


Our  line  of  Display  Fixtures  com- 
prises every  up-to-date  appliance 
that  facilitates  the  display  of 
goods  in  Dry  Goods,  Millinery, 
Clothing  and  Gents'  Furnishing 
Stores. 

Such  things  as :  Clothing  Stands 
and  Forms,  Counter  and  Window 
Stands,  Drapery  Stands,  Flower 
and  Feather  Stands,  Men's  and 
Women's  Forms  and  Figures,  Glove 
Stands,  Coat  and  Pant  Hangers, 
Hosiery  Stands,  Shoe  Stands,  Mir- 
rors, etc.,  etc. 

If  you  have  not  already  received 
our  catalog,  write  us  for  a  copy 


1  he  Toronto  Brass  Manufacturing  Co 
17-21  Temperance  Street,   Toronto,  Ont. 


THE    MOST 
ATTRACTIVE 


SHOW  CARDS 


are  mad*'  with  tlit' 

FOUNTAIN 
AIR  BRUSH 


It  is  also  u«ed  by  up-to-date  Window  Trimmers  for  tinting 
Artificial  Flowers,  Lamp  Shades,  Draperies,  etc. 
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Dry  Goods  Review 

WILL  CONTAIN   A 

Special  FUR  Section 

PRACTICAL    ARTICLES- 
SORTING    ANNOUNCEMENTS    OF 
LEADING    MANUFACTURERS 

i-Jj 

Steady  Rise  in  Leather  Will   Affect   Values 

Manufacturers  and  Wholesalers  Concerned  over  Upward  Trend  of 
Hides— The  Approbation  Evil— How  it  may  be  Reduced— Co-opera- 
tion the  Real  Secret  -Plans  for  School  Opening  Shoe  Sales   Timely. 


MANUFACTURERS   and    wliolesalers      will   show 
their  new   Spring  lines  of  shoes  a,t   the  end  of 
this   month,   and   travelers   will   also   look   after 
Fall  sorting  business.     The   steady  increase   in 
the   price   of  hides   is   worrying  both   manufacturers   and 
wbolesalers.     It   simply  means   that    some  standard   price 
oQods  will  not  be  as  good  value  as  last  season. 


men.      This   quickly    tends    to    having   shoes    tried    on    by 
ladies  and  avoids  approvals. 

In  one  of  the  larger  Ontario  cilies  where  the  ])roblem 
was  particularly  vexatious,  a  nu'rchanl  enforced  a  regu- 
lation whereby  no  shoes  were  sent  (uil  (in  approval  unless 
on  the  understanding  that  one  paii-  wn.s  purchased.  The 
plan  worked  out  very  satisfactorily  from  a  business  point 
of  view,  and  reduced  the  evil  to  a  considerable  extent. 


Shoes  on  Approval. 

In  many  small  'Canadian  towns  one  of  the  most  vex- 
ing problems  the  shoe  department  has  to  deal  with  is 
the  sending  out  of  many  pairs  of  shoes  on  approval  in 
order  that  the  customer  may  ma,ke  a  selection  at  home, 
comparing  the  different  offerings  of  various  retailers.  Un- 
doubtedly many  retailers  are  aware  of  customers  who 
have  as  many  as  five  pairs  of  shoes  delivered  at  their 
•home  in  order  to  make  a  selection  of  one  pair. 

In  many  cases  that-  particular  customer  has  followed 
out  this  same  plan  with  other  stores.  This  procedure 
is  the  outcome  of  keen  retail  competition,  coupled  with 
indifferent  facilities  for  fitting  and  trying  on  shoes.  In 
the  largei-  stores  throughout  the  country,  the  approval 
problem  is  pretty  well  a  thing  of  the  past,  but  many 
stores  have  still  to  grapple  with  the  trouble  and  settle 
lit  satisfactorily. 

Pointing  out  the  evils  of  this  condition  is  almost  un- 
necessary, as  every  retailer  knows  how  badly  it  breaks 
stock,  causes  unnecessary  trouble,  and  extra  bookkeeping. 
Further,  it  is  the  means  of  some  customers  obtaining  cre- 
dit where  a  retailer  pretends  to  do  a  cash  business.  The 
delay  in  returning  shoes  sent  on  approval  is  always  an- 
noying and  often  expensive. 

Co-operation  is  the  real  secret  of  curing  this  evil.  Un- 
fortunately, in  many  towns  competing  merchants  are  still 
unfriendly,  and  this  makes  it  difficult  to  agree  on  a  set 
rule.  In  such  cases  a  merchant  who  decides  to  abolish 
aprovals  can  do  so  by  explaining  his  reasons  carefully. 
This  may  seem  an  impossibility  to  many  merchants,  but. 
like  so  many  other  things,  is  compara'tively  easy  once  a 
decision  has  been  made. 

In  carrying  out  this  idea,  cards  should  be  displayed  in 
the  shoe  department,  setting  forth  the  new  rule.  In  some 
towns  where  the  problem  is  a  particularly  hard  one,  it 
has  helped  by  making  a  rule  that  not  more  than  one  ex- 
tra pair  of  shoes  is  to  be  allowed  on  approval.  This  is 
chiefly  for  the  benefit  of  regular  customers  who  have 
contracted  a  habit  that  is  hard  to  break.  In  such  eases 
retailers  find  it  very  difficult  to  persuade  their  customers 
that  shoes  should  be  fitted  in  the  store.  However,  city 
methods  are  gradually  becoming  common  in  small  stores. 
A  merchant  should  first  of  all  supply  comfortable  seats 
for  his  lady  customers,  and  a  few  shoe  seats  for  sales- 


School  Opening  Shoe  Sales. 

Ma,ny  stores  feature  during  the  third  week  of  Au- 
gust a  special  sale  devoted  to  children's  line.  This  is 
particularly  important  for  a  shoe  department.  A  good 
plan  is  to  feature  this  sale  as  children's  week.  The  ad- 
vertisements should  include  all  the  lines  suitable  for 
children,  describing  the  goods  briefly  and  giving  prices. 
Special  windows  should  be  trimmed,  and  plenty  of  show 
cards  featuring  children's  week.  The  interior  of  the 
store  should  follow  out  the  same  idea.  This  plan  well 
worked  out  will  serve  the  purpose  of  getting  children  to 
talk  about  the  store  to  each  other  and  to  their  parents  at 
home.  Children's  week  also  interests  the  parents  who  do 
the  actual  buying. 


Opportunity  in  Newfoundland. 

Trade  Commissioner  Ray.  of  Newfoundland,  Avrites: — 
"If  Canadian  firms  would  undertake  to  do  a  little  more 
advertising  their  exports  to  this  colony  would  soon  ex- 
hibit a  marked  increase.  Canadian  footwear  is  fully  ap- 
jireciated,  but  the  aggressiveness  of  American  firms  in- 
creases the  keeness  of  the  competition  to  be  confronted 
by  Canadians.  In  three  years  the  imports  of  Canadian 
boots  and  shoes  have  fallen  from  $70,:i').'{  to  $;5li,0()(}.  This 
decline  cannot  be  attributed  to  competition  with  the  home 
factories,  as  during  the  period  above  quoted,  the  imports 
from  the  United  States  have  increased  from  $34,000  to 
$50,(557.  It  is  also  worthy  of  notice  that  during  this  same 
period  the  imports  from  Great  Britain  ha,ve  fallen 
from  $15,000  to  $12,500.  Moreover,  to  give  a  true  pres- 
entation of  the  whole  matter,  it  should  be  noted  that  the 
imports  of  boots  and  shoes,  etc.,  have  fallen  from  $121,739 
in  1905  to  $90,408  in  1908,  thus  proving  that  the  produc- 
tions of  the  five  boot  factories  in  this  colony  are  factors 
to  be  taken  into  consideration.  However,  there  has  been 
no  change  in  the  duty  of  40  per  cent,  since  the  Canadian 
imports  began  to  decline,  and  the  boot  and  shoe  manufac- 
turers of  Canada  should  take  steps  to  check  this  regretable 
reti'eat.  The  retail  prices  of  boots  and  shoes  range  from 
$2.50  to  .$0.50,  although  there  are  goods  exceptionally 
lower  and  exceptionally  higher  in  price." 
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Shoe  Styles  for  Spring. 

The  l)uy('r  of  a  largo  i-ctail  dcpai'dncnl,  wlio  has  al- 
ready made  extensive  purchases  for  Spring',  expresses 
the  opinion  tliat  suedes,  cloth-tops,  brtni/es  and  similar 
novelties  had  almost  entirely  been  eliminated  from  his 
preliminai'y  selections.  Patent,  dull  calf  or  gun  metal, 
chocolate  shades  and  tans  had  been  very  well  considered. 
A  new  ladies'  canvas  slice  in  tan  shades  would,  he  pre- 
dicted, be  a  good  seller,  and  he  pointed  out  that  there 
were  very  little  change  in  heel  styles,  the  Cuban  and  the 
military  being-  prominent  among  the  favorites.  Ankle 
strap  pumps  and  neat  ties  would  still  feature  the  new 
shoe  lines.  Referring  to  increase  in  prices,  the  buyer 
stated  that  values  would  undoubtedly  be  affected  on  a 
repeat  order  for  Fall.  He  had  to  pay  .$3.20  for  a  line  which 
a  short  time  before  had  cost  $2.80.  Change  in  values  he 
said  would  represent  an  increase  of  from  40  to  GO  cents 
a  pair.  Advance  in  hide  prices  had  iiec(>ssitated  this 
change. 


The  Outlook  in  British  Columbia 

Staff  Correspondence. 

Vancouver,  B.C.,  July  29.— "Never  better,"  was  the 
reply  The  Dry  Goods  Review  received  from  a  large  whole- 
sale dealer  wlm  wa.s  asked  huw  things  were  in  the  trade 
this  month.  This  means  more  than  it  looks  at  first, 
since  the  lumber  mills  are  not  enjoying  the  prosperity 
say  of  1907.  During  the  past  two  years  the  trade  with 
the  Northwest  has  never  come  up  to  expectations,  though 
the  prospects  are  of  the  best.  Mining  generally  is  look- 
ing up,  though  with  copper  low  and  zinc  militated 
against,  camps  in  the  boundary  are  not  as  active  as 
they  might  be.  The  dry  goods  trade,  perhaps  more 
than  other,  feels  the  effect  of  conditions,  because  while 
one  must  have  food  and  houses,  one's  clothing,  etc.,  can 
be  economized  in,  when  necessary.  All  those  things,  the 
sa,le  of  which  makes  for  a  good  trade,  are  now  going 
well.  This  being-  the  case,  when  a  drj-  goods  dealer  says 
the  outlook  and  present  situation  were  never  better,  it 
means  considerable.  There  was  a  little  quietness  on 
account  of  the  strike  among  the  coal  miners  in  the 
Crow's  Nest  Pass,  but  now  that  an  agreement  has  been 
reached,  travelers  have  gone  in  and  are  reporting  a  good 
business.  Then,  too,  the  trade  is  good  from  the  north, 
which  is  being  steadily  settled  up. 

Abo'Ut  August  1st,  James  Stark  &  Sons  will  move 
into  new  quarters  on  Hastings  street.  This  firm  started 
as  James  Stark  &  Co.  several  years  ago  ii  a.  com- 
paratively small  way  on  Carrall  street.  Later  they 
moved  to  Cordova  street,  and  five  or  six  years  ago  got 
the  present  stand,  when  Gordon  Drysdale  moved  to  a 
location  further  uptown.  This  move  of  Stark  &  Sons 
will  bring  them  on  to  Hastings  street,  the  trend  being 
gradually  from  Cordova  to  Hastings  and  Granville 
streets.  The  new  store  will  be  on  Hastings  between 
Abbott  and  Carrall,  it  having  been  built  and  occupied 
by  F.  Buscombe  &  Company,  crockery  dealers,  but 
which  is  now  too  small  for  their  purposes.  Stark  & 
Sons  will  have  five  times  the  floor  space  of  their  pre- 
sent location,  and  $5,000  will  be  spent  on  one  of  the 
most  elaborate  and  up-to-date  store  fronts  in  the  Domin- 
ion. There  will  be  five  floors,  with  basement  and  a 
mezzanine  floor  on  the  first  story.  It  is  the  intention  to 
add  several  new  departments  such  as  will  characterize 
the  place  as  a  thoroughly  modern   department   store. 


Paton's  Scotch 
Boot  and  Shoe 
Laces  :•   :'   :• 


Cotton  Thread,  Wool,  Silk, 
Leather  and  Porpoise  Hide, 
give  your  customers  satis- 
faction. 

Paton's  Name  on  every  box 

If  you  have  not  stocked  this 
line  it  is  w^orth  while  to  get 
samples  and  prices. 

Paton's  Linen  Threads 

Lack  a  Quality  Rival. 


Church  Brand 
— Needles — 


They    are  indispensable    to 

your  store. 

Your  wholesaler   has  them. 

Ward's  Coronet  Hardash, 

Red  and  Blue  Label. 

Unequalled    in  quality  and 
price. 

Sole  Agents  for  Canada  : 

Geo.  D.  Ross  &  Co. 

72  Bay  St.,  TORONTO 
142  Crai^  St.  West,        -         ■        MONTREAL 


Boots  and  Shoes  as  Paying  Section  in  Dry  Goods  Store 

G.  B.  Ryan,  of  Guelph,  States  that  Footwear  Cannot  be  Treated  as 
a  Sideline,  that  Success  Depends  upon  Buying  and  Management 
-  Department  where  Tact  in  Salesmanship  is  an  Essential. 


CAN  a  dry  goods  merchant  install  a  boot  and  shoe 
department  and  make  it  pay  handsome  returns'? 
is  a  problem  which  many  a  merchant  has,  at 
some  time  or  otlier,  during-  the  stage  of  his  busi- 
ness carf^er,  debated  with  much  interest.  The  query  does 
not,  of  course,  apply  to  the  general  storekeeper,  who  from 
the  character  of  his  trade,  keeps  a  representative  stock 
in  nearly  all  lines,  including  boots  and  shoes,  groceries, 
hardware,  stationery,  jewelery,  etc. 

The  question  is,  can  a  dry  goods  man— one  who  makes 
no  pretence  to  being  a  general  merchant— handle  boots 
and  shoes  at  a  protit  aiul  make  it  as  much  a  paying  divis- 
i(in  as  staples,  linens,  small  wear,  white  wear,  millinery 
or  (ii'ess  making?  While  a  number  have  not  gone  into 
ihe  shoe  line  on  a  large  scale,  among  the  most  successful 
and  progressive  business  houses  in  Ontario,  that  have  done 
so,  are  G.  B.  Ryan  &  C^o.,  Guelph,  who  have  conducted  an 
extensive  footwear  department  for  twelve  years.  The 
stock  includes  ladies',  misses'  and  children's  fine  shoes 
The  department  is  well  managed,  the  stock  is  neatly  and 
comi)actly  kept  and  occupies  very  little  room  compared 
with  other  branches,  while  the  returns  are  large.  In  Mr. 
Ryan's  opinion  the  success  of  a  shoe  dci)artnient  depends 
largely  upon  its  buying  and  management,  it  cannot  be 
treated  as  a  side  line  but  must  receive  as  much  attention 
:uid  direction  as  any  other  portion  of  the  business 

In  ithe  lirst  instance  a  practical  shoe  clerk 
must  be  placed  in  charge,  one  who  has  had 
thoroug-h  experience  and  knows  all  deta'ils  of  the 
manufacture  from  the  sole  to  the  uppers.  It  is  not 
as  easy  to  sell  shoes  as  it  is  many  other  thing's  in 
a  dry  goods  store  for  the  simple  reason  that  shoes  have 
to  be  fitted,  while  in  the  case  of  dress  goods,  staples,  and 
other  materials  there  is  in  the  selling  plan  no  fitting  to  be 
done.  After  a  lady  has  once  made  iier  selection  in  dress 
materials  it  is  a  ease  of  measuring  off  so  many  yards  and 
tlie  transaction  is  completed.  A  lady  may,  however,  ad- 
mire a  shoe  and  when  she  goes  to  try  it  on,  discovers  that 
it  does  not  fit.  It  requires  salesmanship  to  induce  her  to 
take  another  that  will  fit.  There  is  no  department  of  a 
store  where  greater  tact,  ability  and  understanding  of 
human  nature  have  to  be  observed  than  that  of  ladies' 
shoes  but,  well  managed,  there  is  no  reason  why  it  will 
not  yield  excellent  results. 

Stock  Nicely  Displayed. 

"Yes,  we  can  clothe  a  lady  from  head  to  foot,"  declared 
Harold  G.  A.  Ryan.  "We  frequently  have  brides  come  in 
the  store  and  secure  an  entire  outfit  without  having  to 
ste])  outside  for  any  part  of  their  trousseau.  The  fact 
that  we  have  the  stock  nicely  displayed  and  that  it  is 
\n  a  suggestive  spot  no  doubt  sells  many  shoes  for  us. 
It  creates  tiie  desire  for  a  new  pair.  A  lady  may  be  buy- 
ing' some  dress  goods  or  staples  and,  in  looking  about  the 
store,  her  eye  rests  on  some  dainty  slippers,  an  attractive 
pr.ir  of  oxfords,  or  a  fashionable  walking  shoe  and  then 
iier  interest  is  awakened.  These  goods  or,  at  least,  samples 
of  them  are  placed  on  the  counter  along  with  tags  in 
plain  prices,  and  naturally  passersby  often  stop  to  have 
a  look  at  them.  This  frequently  leads  to  a  sale.  It  is 
impossible    to    tell    what    proportion    our    dress   goods    or 


other  purchasers  invest  in  shoes  or  what  proportion  of 
callers  come  to  the  store  to  buy  shoes  alone.  Tlie  depart- 
ment works  in  consistently  with  other  ones  in  the  store 
and  tlu^  leturns  are  satisfactory." 

Where  Tact  is  Essential. 

The  boot  and  shoe  department  is  located  on  tlie  I'ight 
of  the  store  about  midway  between  the  front  and  rear. 
To  the  front  is  the  staple  department  and  to  the  rear  is 
the  diess  goods  stock.  Just  across  are  the  eoi'sets  and 
the  ciiildren 's  wear  while  children's  siioes  are  kept  next 
to  the  articles  which  appeal  to  that  interesting  class — the 
little  girls  who  will  be  the  buyers  and  shoppei's  of  the 
morrow.  The  space  occupied  by  shoes  is  thirty-three  feet 
a'ong  the  wall  and  the  shelves  are  piled  high  with  boxes 
of  the  test  and  most  stylish  class  of  footwear.  Mr.  Ryan 
says  that  they  handle  only  the  finer  grades  and  appeal  to 
a  high  class  trade.  The  average  ladies'  shoe  that  they 
sell  is  a  $3.50  or  $4  one,  in  misses'  the  prevailimg  price  is 
^'2  to  .$2.50  and  in  children's  sizes  the  figures  on  the  aver- 
age run  from  $1  to  .$1.50.  It  may  be  mentioned  here  that 
men's  shoes  are  not  sold  although  they  used  to  carry  a 
stock  in  the  men's  furnishing  ;uiil  clothing  department. 
It  was,  however,  not  given  the  same  attention  as  the 
ladies'  and  was  treated  more  as  a  side-line..  No  experi- 
enced clerk  was  in  charge  and  selling  shoes  cannot,  in 
Mr.  Ryan's  opinion,  be  undertaken  and  made  a  success 
unless  the  one  in  charge  has  the  necessary  insight  and 
knowleilge.  It  requires  skill,  competency  and  aptitude 
as  much  or  even  more  so  than  in  any  other  department. 

Good  Shoes  at  Fair  Prices. 

Miss  Colgate,  who  is  at  the  head  of  the  slK)e  depart- 
ment, has  had  several  years  insight  into  all  branches  of 
the  business  and  served  a  thorough  apprenticeship  in  an 
exclusive  boot  and  shoe  store.  She  takes  a  deeja  interest 
in  her  work  and  says  that  she  is  a  strong  believer  in 
handling  only  a  few  makes  and  keeping  all  sizes  and 
widths  in  stock.  The  department  carries  on  an  average 
between  .$5,000  and  .$8,000  worth  of  stock.  It  varies,  of 
course,  according  to  the  seasons.  All  goods  are  marked 
in  plain  figures  and  frequent  window  displays  are  made. 
Then  again  a  portion  of  the  the  counter  is  utilized  for 
exhibit  purposes  and  tags  attached  to  the  goods  all  bear 
the  price  in  large,  easily  read  figures.  In  the  advertising 
space  which  the  firm  does  in  the  daily  newspapers,  two  or 
three  times  a  week  reference  is  made  to  footwear  and  in 
that  way  the  goods  are  given  a  good  deal  of  publicity. 
Of  course,  the  shoes  have  to  take  their  turn  with  the  other 
items  of  the  immense  stock  carried  in  the  large  establish- 
ment, but  the  head  of  the  department  is  an  energetic 
young  lady  and  keeps  what  it  has  to  offer  well  before  the 
public.  Of  the  range  carried  fully  nine-tenths  are  ladies' 
shoes.  The  output  of  only  two  makers  is  stocked.  It 
would  be  a  mistake  to  carry  several  makes  such  as  is 
done  in  a  general  shoe  store.  All  the  different  sizes  and 
widths  of  the  various  manufacturers  would  have  to  be 
placed  on  the  shelves  which  would  result  in  taking  up  a 
great  deal  of  room.  Then,  as  pointed  out,  only  the  better 
grades  of  shoes  are  sold  by   G.  B.  Ryan   &'  Co.,  and  no 


DRY     GOODS     REVIEW 


Q.-^ 


attempt  is  made  to  cater  to  the  cheaper  class  of  custom. 
A  good  shoe  at  a  fair  price  is  the  ouiding  principle  of  the 
depra'tment.  Two  or  three  makes  are  also  carried  for 
misses  which  includes  sizes  from  eleven  lo  two  and  then 
there  are  the  cliihlren's  shoes. 

"To  make  a  success  (if  your  d('])artiiienl, "  said  Miss 
Colgate,  "you  must  kee|)  your  stock  compact,  have  every 
size  and  style  in  the  makes  that  you  carry  and  turn  over 
your  goods  as  often  as  possible.  Twice  a  year  we  have  a 
big  reduction  sale  in  my  department  and,  during  other 
seasons,  we  have  what  I  might  call  little  sales.  Every 
January  before  st.ock  taking  we  make  a  special  sale  and 
then  again  in  July  before  the  fall  goods  come  in  we  clear 
out  many  lines  at  greatly  reduced  prices.  We  sell  a 
great  many  oxfords  in  the  summer  time  but  during  other 
periods  the  lace  boot  is  the  favorite.  We  handle  com- 
paratively few  bulliin  boots.  Of  course,  if  it  a  season  for 
tans  we  An  a  big  l)usiiicss  in  tliat  line  but  liic  favorite 
shoe  is  tlie  dong(d:i  kid  or  the  patent  leather  or  a  com- 
bination. We  disposed  of  (lu'ite  a  number  of  velour'  calf 
but  not  as  nnuiy  as  in  patent  leather  or  dongola  kid.  We 
believe  in  iiandling  good  shoes  as  in  them  the  wearer  gets 
worth  and  service.  We  have  only  one  price  and  fre- 
quently sends  goods  out  on  approval.  We  have  no  dilli- 
cnlty  about  getting  them  back  and  none  of  the  shoes  are 
returned  soiled.  Ladies  like  to  pick  out  two  or  three 
suitable  pairs  and  have  them  sent  up  to  their  homes  to 
try  on  at  their  leisure." 

Stocks  Well  Arranged. 

There  is  only  one  display  table  in  the  department.  All 
the  othei'  goods  are  on  the  shelves,  neatly  boxed,  and  liie 
^stock  is  so  admirably  arranged  that  it  forms  an  attrac- 
tive part  of  the  interior  equipment  of  the  store.  A  glance 
shows  even  the  most  casual  observer  that  Ryan  &  Co. 
have  in  their  boot  and  shoe  department  the  same  evi- 
dences of  care,  neatness,  and  system  as  characterize  all 
the  other  lines  in  their  big  dry  goods  house. 

They  have  made  a  success  of  ladies'  shoes  under  the 
supervision  of  experienced  and  capable  hea<l,  by  looking 
carefully  after  the  stock,  exercising  discrimination  in 
buying  and  carrying  full  lines  of  a  few  of  the  best  makers. 
Tiu\v  do  not  get  loaded  up  with  a  lot  of  unsaleable  stuff 
r.nd  tiiey  turn  the  stock  over  frequently.  They  mark  all 
go(j(is  in  i)Iain  figures  and  give  the  boot  and  shoe  branch 
as  close  sci'utiny  as  they  do  staples,  whitewear,  dress  goods 
or  any  other  department.  Shoes  are  a  feature  of  the 
store  and  not  a  mere  side  line.  They  keep  only  the  best 
and  believe  that  a  high  grade  article  in  the  end  gives  the 
greatest  service  to  the  wearer  and  yields  the  largest  mar- 
gin of  profit  to  the  house.  The  sale  of  a  good  shoe  results 
in  the  customer  coming  again  and  in  that  way  permanent 
ti'ade  is  built   up. 

Satisfied  with  Results- 

All  kinds  of  ladies'  slippers,  polishes,  laces,  etc.,  are 
kejit.  They  do  not  find  it  necessary  to  run  a  repair  de- 
partment as  tlie  goods  are  of  that  class  of  material  and 
workmanship  which  do  not  require  repairs.  After  a  trial 
of  several  years,  Mr.  Ryan  says  that  he  is  satisfied  with 
the  results  of  the  women's  and  children's  footwear  de- 
partment and  that  he  can  see  no  reason  why  any  large 
dry  goods  house,  if  it  has  the  capital  and  the  space — and 
the  latter  is  comparatively  small — with  experienced  clerk 
or  buyer  in  charge,  cannot  make  handsome  returns  on  an 
investment  in  shoes  and  strengthen  the  hold  upon  the 
trade  of  the  family  by  being  in  a  position   to  clothe  all 


the  female  meinliers  fi-om  head  to  foot.  Sales  are  steady 
iind  ])i()fitable  and  ladies  like  to  be  waited  upon  in  a  shoe 
department  by  one  of  theii'  own  sex.  The  great  majority 
o!'  women,  in  their  purchase  of  footwear  select  something 
that  is  high  class,  stylish  and  distinctive,  knowing  that, 
in  llie  wear,  they  get  that  durability,  jdeasure  and  sense 
of  satisfaction   always  associated    with   iiualily   and    \alue. 


The  Drummers'  Snack. 

The  Drummers'  Snack  Club,  composed  of  Central  and 
Western  Ontario  knights  of  the  grip,  held  their  18th 
annu:il  outing  at  Erin,  on  July  30th  and  31st.  It  was  a 
.snack  which  will  prove  a  great  pace-maker  for  future  cele- 
br.Mtions.     This  was  the  first  year  for  flrin  to  be  favored 

with   such  a   visitation,  all    of  the   former  events  having 
been   lield  in  Alton. 

It  was  a  day  and  night  with  the  lid  off  the  fun  tank 
a!,([  Ei-iii  people  participated  in  the  affair  with  an  enthusi- 
asm (juite  as  spontaneous  and  unstinted  as  that  exhibited 
by  the  visitors  themselves.  One  of  the  main  manoeuvres 
was  a  costume  parade  alongside  of  which  a  calathumi)ian 
affair  -.vould  look  like  a  funeral  procession,  while  another 
incsistible  feature  was  a  concert  at  which  several  of  the 
more  celebrated  fun  artists  from  among  the  snackers  pro- 
voked a  great  spell  of  mirth.  A  banquet  was  another  of 
the  headline  events.  This  was  held  in  the  park  pavilion 
and  the  drummers  were  there  with  wiveSj  sweethearts, 
and  choice  pieces  to  say.  The  richest  bouquets  went  to 
Wm.  Algie,  the  Club's  founder,  who  was  presented  with 
a  gold-headed  cane,  while  Mrs.  Algie  was  presented  with 
a  gold-headed  silk  umbrella.  Replying,  Mr.  Algie  re- 
marked, "If  I  am  father  of  the  Snack  Club,  I  am  i)roud 
of  my  family." 

The    f()llo\vin< 
vear : — 


officers    were    elected    for    the    ensuing 


Past  Pies.— Robt.  Asher,  Toronto. 

Pres.— Bay  Hill,  Hamilton. 

Vice-Pres.— J.  H.   Wildfong,  Toronto. 

Sec.-Treas. — Robt.  Algie,  Toronto. 

Hamilton  Sec. — Geo.  Smye. 

Toronto  Sec. — Wm.  Meen. 

Home  Sec. — Ross  Cameron. 

Asst.  Home  Sec— D.  C.  Russell. 

Auditors.— P.  Mcintosh,  Toronto,  and  C.  Smye,  Ham- 
ilton. 

Hamilton  Executive. — W.  Dore,  Harry  Eckstein,  W. 
Pringle,  S.  Male,  R.  E.  Smith,  C.  Wilson,  C.  Kirkpatrick, 
M.  B.  Tufford,  E.  F.  Clarke,  P.  A.  Somerville,  B.  Arthur, 
W.  H.  Pusey,  and  0.  Wilder. 

Toronto  Executive. — W.  Madill,  Geo.  Campbell,  C.  A. 
Colwell,  W.  Scott,  C.  Silver,  T.  Gloster,  W.  Riley,  W.  II. 
Cross,  Sol.  Walters,  W.  J.  Mill,  Bert  Grosknrfh,  and  Earl 
Maltby. 

Executive  at  Large. — T.  Scott,  M.  Matthews,  W.  Irwin, 
C.  C.  Weese. 

Home  Executive. — Dr.  Gear,  J.  Gibson,  G.  F.  Scott, 
Dr.  Hamilton,  A.  J.  Thompson,  M.  Carrol,  J.  H.  Matthews, 
and  W.  Hull. 

Honorary  Members. — J.  Gibson,  president  C.  T.  A.; 
Bert  Harvey,  Toronto;  Martin  Cleworth  and  Master  Mil- 
ton Morrison. 

In  the  baseball  match  for  the  Ellis  trophy  Hamilton 
ti-avelers  defeated  Toronto,  by  4  to  3. 
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Good  as  Gold 


White  as  Snow 


WABASSO 


The  Wabasso  Cotton  Co. 

are  ag"ain  proving"  to  the  trade  that 
they    are    makers  of  fine  cotton. 

AMadapolan    and  a  new  line  called  T.inen 
are  now  amongst  their  fine  range  of  goods, 
and  with  their  Cambrics  and  Longcloths 
their    Lawns     and    Nainsooks,       The 

Wabasso  Cotton  Co.  are  well  to  the  fore 
in  the  run  for  first  place. 


THE  TRADE  MARK  OF  PURITY 

FOR  LAWNS,   NAINSOOKS,   CAM- 
BRICS, LONGCLOTHS 


Wholesalers  and  Manufacturers 

See  our  New  Spring  Lines  and 
give  your  customers  the 
advantage  of  buy- 
ing the  best 


THE  WABASSO  COTTON  CO.,  Ltd. 

THREE  RIVERS,  QUEBEC 


Address  all  correspondence  to  the  mills. 


Please  iiieiitioii  The  Review  to  Advertisers  and  Their    Travelers 


The  Staple  Department  and  its  Problems 

Advance  in  Raw  Cotton  Results  in  Higher  Prices  on  Most  Lines 
of  Cotton  Coods  -  Spring  Range  Said  to  Excel  that  of  Previous 
Seasons— Latest  Gingham  Price  Lists— Meeting    Foreign  Competition. 


BUYERS  of  cottons  in  Canadian  wholesale  houses 
we  now  in  foreign  textile  markets  making  selec- 
tions from  foreign  lines.  It  is  decidedly  encour- 
aging to  Canadian  ma.nnfacturers  vhat  before  they 
left  for  the  other  side  larger  bulk  orders  for  Spring  were 
placed  than  ever  before.  In  fact,  one  Canadian  cotton 
company  had  never  been  able  to  secure  orders  from  cer- 
tain wholesale  houses  for  Spring  before  their  buyers  re- 
turned in  September.  For  this  Spring  season  this  com- 
pa,ny  has  secured  large  orders. 

Higher  Prices  on  Most  Lines. 

Interest  in  cotton  goods  at  present  is  centred  in  the 
price  question,  which  is  being  watched  closely  by  all  con- 
cerned. The  enormous  increase  in  the  price  of  raw  cot- 
ton has  had  the  effect  of  compelling  manufacturers  of 
cotton  goods  to  withdraw  their  Fall  price  lists  and  issue 
new  lists,  with  higher  prices  on  most  lines.  Whether 
the  present  high  prices  will  be  maintained  is  a  debated 
point,  and  while  some  are  of  the  opinion  that  they  will 
not  hold,  there  is  a  strong  feeling  on  the  part  of  many 
connected  with  the  industry  that  prices  will  hold  to  their 
present  high  level  for  some  time.  Manufacturers,  how- 
ever, do  not  like  to  be  quoted  on  the  price  system,  in  view 
of  the  uncertainty  regarding  the  matter. 

A  good  cotton  crop  may  have  the  effect  of  bringing 
down  prices,  but  it  is  thought  by  some  that  owing  to  the 
fact  that  money  is  cheap  at  the  present  time,  speculators 
will  hold  their  cotton  for  even  higher  prices.  The  ad- 
vances tha,t  have  been  made  so  far  by  no  means  com- 
mensurate with  the  increase  in  raw  cotton,  and  the  'Spring- 
lists  issued  shoAV  further  advances. 

Manufacturers  state  that  present  business  is  very  ac- 
tive and  that  there  is  a  heavy  demand  for  all  c'asses  of 
cotton  goods..  The  volume  of  Fall  placing  orders  was 
heavy,  and  repeats  are  exceptionally  good.  Manufacturers 
state  that  their  only  complaint  with  regard  to  Fall  busi- 
ness is  that  profits  are  small. 

The  increase  in  prices  on  Spring  lines  is  varied,  the 
increase  per  cent,  ranging  from  about  five  to  fifteen.  The 
increase  on  grey  cottons  is  greater  than  on  white,  and  the 
increase  per  cent,  on  finished  goods  in  which  the  cost 
of  cotton  figures  prominently,  is  greater  than  on  goods, 
the  manufacturing  cost  of  which  is  greater. 


Spring  Lines. 

Canadian  manufacturers'  Spring  samples  will  go  out 
to  wholesalers  early  next  month.  A  great  deal  of  credit 
has  been  given  to  Canadian  manufacturers  of  both  print- 
ed and  woven  goods  for  the  excellence  of  the  Spring- 
range  of  1909,  as  to  patterns,  colors  and  quality.  The  1910 
Spring  range  is  said  to  be  as  far  ahead  of  these  as  the 
former  were  over   the   preceding  year. 


Ginghams. 

Canadian  manufacturers  of  ginghams  have  issued  an 
extremely  favorable  price  list  for  Spring,  1910.  During 
the  past  season  competition  was  very  keen  on  dress  ging- 


hams and  a  large  quantity  of  foreign  goods  entered  this 
market.  For  the  coming  season  competition  will  be  even 
keener.  Both  Canadian  and  foreign  lines  show  an  im- 
provement in  patterns.  The  new  Canadian  ra.nge  will  show 
cbambray  effects  and  stripes.  A  new  Canadian  line  for 
1910  is  crinkled  cotton  effects,  which  sold  largely  in  the 
United  States  last  year,  and  was  imported  into  Cana.da 
to   a   marked   degree. 


Sp 


ring  Prints. 


Still  further  improvements  have  been  made  in  Spring 
lines  of  Canadian  prints.  On  staple  lines,  wholesalers 
have  alrea,dy  placed  exceptional  orders.  The  Dominion 
Textile  Co.  are  .shov.-ing  a  bigger  range  of  patterns  and 
colorings  than  ever  before.  Their  price  list  will  be  is- 
sued this  month. 

While  Canadian  gingham  prices  are  lower,  the  ad- 
vances made  on  denims,  shirtings,  ticks,  cottonades,  blank- 
ets and  yarns  on  July  5th  hold  good  for  the  Spring  sea- 
son. These  lines  are  now  being  shown  wholesakTs  and 
placing  orders  are  being  given. 

Canadian  lines  of  lawns,  cambrics,  longcloths,  etc., 
will  show  still  further  improvements  for  the  'Spring  sea- 
son. 'Present  prices  a-re  favorable,  but  advances  are  ex- 
pected long  before  the  repeat   season   sets  in. 

'Canadian  manufacturers  are  a'so  showing  increased 
lines  of  wash  goods,  such  as  mercerized  poplins  and  repps. 
The  range  of  Canadian  linen  suitings  has  also  been  added 
to  cope  with  the  big  dema,nd  for  these  goods.  Checked 
muslins,  colored  organdies  and  dimities  and  corded  waist- 
ings  are  other  new  Canadian  lines.  The  branded  line  in 
the  United  States  known  as  Himalaya  cloth,  a  rough 
cotton  weave,  will  be  imitated  by  Canadian  manufactur- 
ers for  the  Spring.  This  is  one  of  the  latest  and  biggest 
successes  in  wash  goods  lines. 

Canadian  lines  of  perealines,  sa,teens,  spun  glass,  etc., 
show  improved  quality  and  finish  for  the  new  season. 
There  is  a  marked  tendencv  to  meet  foreign  competition 
on   certain  lines. 

I- 

Linens. 

There  is  every  reason  to  expect  further  advances  in 
li..ens.  as  the  market  is  both  high  and  firm.  Though  this 
is  usually  a  season  of  lessened  activity,  orders  in  unusual 
number  for  the  time  of  the  year  are  still  coming  through. 
These  are  mostly  from  the  United  States,  where  stocks 
have  been  allowed  to  run  very  low.  As  a  consequence 
the  manufacturers  have  orders  now  for  some  months 
ahead,  and  mi'ls  are  running  again  up  to  their  full  ca- 
pacity. 

Stocks  are  low  on  all  hands,  for  when  buying  almost 
totally  ceased,  after  the  late  financial  panic,  the  linen 
manufa.cturers  reduced  their  output  to  the  lowest  pos- 
sible amount.  For  many  months  both  the  retail  and 
wholesale  interests  have  been  buying  from  hand-to-mouth 
so  that  now  when  the  unavoidable  demand  comes,  the 
mil's   cannot    tnrn    out    the   orders. 

Since  the  opening  of  the  Spring  season,  business  has 
been  particularly  good  in  linens.     The  buying  for  Fall 
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has  been  on  an  extensive  scale  and  everything  points  to 
a  hirger  sale  of  linens  in  the  coming-  Fall  than  has  oc- 
i-iined  for  the  past  two  years. 

Bnyini;-  is  not  confined  to  any  one  line;  household 
•j-oods,  crashes,  etc.,  are  being  freely  taken.  Table  linens, 
towels,  etc.,  are  selling  extensively,  and  this  market  is 
showing  a  big  increase  in  the  way  in  which  it  is  taking 
high  grade  goods  of  this  class.  Buyers,  even  in  small 
centres,  who  only  a  few  years  ago  handled  the  cheapest 
gra,des.  are  now  buying  high-priced  towels  and  table 
linens  and  doing  a  good  business  with  them.  This  satis- 
factory condition  is  due,  in  part,  to  the  rapidly  increasing 
wealth  in  every  community,  but  much  of  this  business  is 
due  to  better  merchandizing  or  to  the  fact  that  retailers 
now  stock  and  show  these  lines. 

Buyers  have  made  extensive  preparations  for  Fall 
and  ('iiristmas  selling  of  both  table  and  art  linens.  Hand- 
some embroidered  sheets  and  pillow  eases,  bedspreads  and 
shams,  embroidered  towels,  centrepieces,  etc.,  are  being 
stocked.  Cluny-edged  table  cloths,  centrepieces,  runners, 
etc.,  are  being  bought  freely,  and  Japanese  drawn  work 
is  being  stocked  for  popular-priced  selling.  Among 
novelties  are  the  embroideries  in  delf  blue,  and  the  edges 
of  machine-made  crochet  lace. 


Lower  Dress  Gingham  Prices. 

Advance  proofs  of  the  listed  dress  gingham  prices  of 
Canadian  mills  for  Spring,  1910,  were  furnished  The  Re- 
view, though  the  lines  will  not  be  shown  retailers  before 
September. 

As  indicated  elsewhere  the  new  line  simply  means 
improved  cloths  at  lower  prices  than  were  in  force  this 
year.  This  is  largely  due  to  the  keen  competition  on  dress 
ging'hams  and  the  desii'e  of  Canadian  mills  to  secure  a 
larger  share  of  the  trade.  However,  foreign  lines  sell  in 
this  market  owing  to  their  exclusive  patterns  also.  Two 
lines  of  25  inch  Cana.dian  gingham,  G40  and  G41,  are  at 
7  cents  to  the  retailer  with  a  discount  to  the  jobber.  This 
is  the  same  price  as  exists  this  year,  but  the  cloths  are 
practically  new. 

Tiiree  other  lines  of  25  inch  gingham,  042  to  G44  are 
7%  cents  to  the  retailer  instead  of  S  cents  for  Spring, 
1909.  The  great  big  sellers,  G45  to  G^  are  91/,  cents  to 
the  retailer  instead  of  10  cents  as  existed  during  the  clos- 
ing season.     The  wholesalers  discount  remains  unchanged. 

Cotton  Crop  Conditions. 

The  following  report  from  the  Now  York  ( 'oninieicial 
with  reference  to  cotton  crop  conditions  in  the  United 
States,  is  of  exceptional  interest,  since  it  gives  statis- 
tical data  which  has  been  more  or  less  consistently  re- 
lied upon  in  yearly  analyses  of  the  situation: 

"Those  who  are  selling  cotton  short  this  year  are 
either  ignorant  of  the  history  of  cotton  culture  or  are 
deliberately  ignoring  conditions  which  the  experience  of 
14  years  shows  renders  it  impossible  for  a  large  crop  to 
be  made  this  year.  Nothing  is  more  certain  tha.n  that 
the  big  improvements  m  cotton  always  takes  place  be- 
tween the  25th  of  May  and  to  about  the  15th  of  July. 
The  records  show  that  where  the  condition  on  the  25th  of 
May  is  followed  by  an  improvement  of  the  condition  on 
the  25th  of  June  that  there  is  likely  to  be  a  further  im- 
provement of  condition  up  to  the  25th  of  July. 

"Where  the  cond'ition  declines  on  .June  15  from  what 
il  was  on  May  S:!,  that  the  decline  continues  each  month 
with   more  or  less  rapidity.     The  only   exception    we   can 


hiid  in  ihe  14  years  from  1.S95  to  1908,  inclusive,  to  this 
general  rule  was  in  1900,  when  it  opened  mi  the  25th  of 
May  at  82.5  and  on  the  25th  June  had  fallen  to  75.80.  On 
the  25th  of  July  it  was  leported  at  .70,  an  increase  of 
one-fifth  of  one  per  cent.  On  August  25  it  had  fallen  to 
68.2,  a.nd  on  September  25  it  was  (i7.  The  rule  is  so  uni- 
form and  invariable  that  this  may  be  put  down  as  a  fixed 
fact,  that  where  there  is  an  advance  in  condition  on  June 
25  over  May  25,  the  advance  may.  continue  up  to  July 
25;  after  July  25  there  is  a  steady  and  invariable  decine 
in  condition,  without  a  solitary  exceptian  in   14  years. 

"When  it  is  borne  in  mind  that  the  acreage,  accord- 
ing to  the  Government  report,  was  decreased  four  per 
cent,  on  the  25th  of  May  and  that  there  has  been  a  still 
further  decrease  until  it  is  perhaps  eight  per  cent,  less 
than  last  year's  acreage,  it  is  amazing  how  anybody  can 
expect  to  see  either  a  large  crop  or  low  prices  this  year 
for  cotton.  The  weather  conditions  have  been  one  of  the 
worst  in  the  history  of  cotton  culture,  while  last  year 
the  weather  conditions  were  practically  ideal  from  the 
time  of  planting  to  the  first  of  August.  There  has  never 
lieen  known  to  be  an  improvement  in  conditions  afte^- 
August  1. 

"An  analysis  of  the  whole  situation  indicates,  a,l  the 
best,  a  crop  of  not  exceeding  12,'O00,00iO  bales,  with  a  grave 
probability  of  its  not  going  much  over  11,000,000'  bales. 
The  condition  is  worse  than  it  was  during  the  season 
of  190()'-7,  and  yet  during  that  season,  although  the  crop 
opened  on  May  25  with  a  condition  of  84.0,  and  the  acre- 
age was  as  large  as  it  is  tliis  year  (32,040),  and  there 
was  much  better  weaiher  than  we  have  had  this  year,  the 
total  crop  was  only  12,176,199  bales,  while  the  next  year, 
the  season  of  1907-8,  with  an  acreage  of  32,000,000,  beinu 
somewhat  larger,  the  total  crop  was  but  a  trifle  over  11,- 
O'()ll,000  baJes,  and  yet  the  weather  conditions  were  better 
dui'ing  that  season  than  they  have  beeu'  this  year.  VVe 
do  not  believe  that  the  crop  can  possibly  exceed  12  000,- 
000  bales  for  the  season  of  19fl'9-10,  and  if  the  ordinary 
weather  eondiitious  of  August  and  September  continue,  it 
will  not  exceed  11,000,000  bales,  and  even  that  will  de- 
pend upon  the  output  from  Texas.  Cnntiiiiied  drought 
or  ravages  of  the  bool  weevil,  as  a  result  of  the  break- 
ing of  the  drought,  in  either  event,  is  not  un'ikely  to  re- 
duce the  crop  below  11,000,000  bales  and  render  it  no 
larger  than  the  ci'op  of  1905-6,  when  il  was  but  a  tiifle 
over  11,000,000  bales.  From  our  analysis  ol'  Ihe  silnalinn 
we  expect  to  see  cotton  sell  at  15  cents  a  puniid  before 
tlie  first   of  January," 

"]f  a  postscript  is  in  order,"  observes  the  C'ommercial, 
"we  might  add  that  there  are  quite  a  few  blackboard 
artists  in  New  York  who  ha.ve  been  preaching  15-cent  cot- 
ton, so  hard  and  so  ot'len  that  they  have  gfuie  short  of 
voice  and  are  now  singing  in  a  minor  key." 


A  striking  example  of  progressive  merchandising  in 
the  West,  is  that  su])plied  by  the  departmental  store  of 
J.  F.  Cairns,  Saskatoon.  Mr.  Cairns  began  business  six 
years  ago  last  December  in  a  frame  building  20  ft.  by  22 
ft.,  in  the  rear  of  which  was  a  portable  bake  oven,  leaving 
a  selling  .space  of  20  ft.  by  20  ft.  He  had  then  one  a.ssi.s- 
tant  who  was  also  a  baker. 

To-day  he  is  using  two  floors  and  a  full  basement  of  a 
solid  brick  building  130  ft.  by  142  ft.  and  has  under  con- 
sideration plans  for  an  additional  two  storeys  which  may 
be  added  this  Fall,  but  probably  will  not  be  put  on  till 
next  spring. 

The  permanent  staff  of  employees  averages  over  80, 
running  to  about  100  in  the  busy  seasons. 
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Mount  Royal  Cottons. 
Spring  Printed  Goods. 


Our  Range  of  Prints,  White  Goods  and 
Specialties  for  1910  delivery  will  be  in 
the  hands  of  wholesalers  during  October. 

You  will  find  values  in  keeping  with  our 
modern  Bleachery  and  Print  Works,  in 
which  every  improvement  in  machinery 
and  organization  known  to  cotton  manu- 
facturing is  incorporated. 

The  patterns  will  show  a  wealth  of  ex- 
clusive designs  and  dainty  colorings. 
Fast  colors   guaranteed. 

The  MOUNT  ROYAL  range  means  a 
forward  step  for  Canadian  Printed 
Goods. 

Our  circular  trademark,  shown  on  this 
page,  is   our   guarantee. 

We  will  furnish  attractive  show  cards 
direct  to  retailers.     Send  your  name  now. 

MOUNT   ROYAL   Grey   Cottons    are    in    large  demand   by 
the  retail  trac'e. 

Note    the    clean    finish   and  even   weave. 


Have   you   stocked  them  ? 


The  Mount  Royal  Spinning  Co.,  Limited 


Sales  Offices, . 
Eastern   Townships   Bank   Building, 


MONTREAL. 


f  lease  mention  The  Review  to  Advertisers  and  Their    1  f-avelers 


Indications  Point  to  no  Great  Surplus   of   Fall  Furs 

Montreal  Factories  Requesting  Operators  —  Orders  will  Keep  Some 
Concerns  Busy  Until  October  Furriers  Anxious  with  Reference  to  the 
Crop  Outlook  —  The  Consignment  Problem  —  Styles  in  Fur  Garments. 


FUR  shipments  from  'Montreal  and  Toronto  manufac- 
turers in  particular,  have  been  fairly  well  completed 
to  points  far  east  and  west.  Ma,ny  manufacturers 
contend  that  they  have  orders  on  their  books  to  keep 
them  busy  until  the  middle  of  October.  Montreal  fac- 
tories are  already  hanging  signs  requesting  operators, 
which  is  a  pretty  sure  index  that  there  will  not  be  a  big 
surplus  of  furs  this  coming  Fall.  Fur  manufacturing  is 
expanding  in  Toronto  very  rapidly  and  operators  on  white- 
wear  and  so  forth  have  been  educated  to  fur  machines. 

Furriers  are  particularly  anxious  with  regard  to  the 
crop  outlook  in  the  West.  Favorable  reports  are  taken  as 
omens  that  fur  assorting  from  the  west  will  be  good. 
Throughout  Ontario  local  wholesalers  count  upon  a  fair 
sorting  trade,  although  parts  of  the  province  will  suffer 
from  poor  crops. 

The  article  in  the  July  issue  entitled,  "Abuses  and 
Problems  in  Fur  Trade,"  has  met  with  the  approval  of 
many  upright  manufacturers  and  shrewd  retailers.  The 
question  of  consignment  is  a  particularly  annoying  one.  It 
is  not  only  a  problem  regarding  city  trade,  but  extends 
all  over  the  country. 

Manufacturers  who  make  a  practice  of  consignment 
contend  natura'ly  that  it  is  simplj-  done  to  meet  competi- 
tion, and  tha,t,  after  all,  it  is  but  a  small  fraction  of  their 
business.  It  is  certain,  liowever,  that  such  firms  are  pav- 
ing the  way  for  trouble,  as  customers  who  buy  outright 
from  them  learn  that  others  get  furs  on  a  consignment 
basis,  will  naturally  wish  to  be  treated  tlie  same  way.  Dis- 
t-riminatinn  is  not  good  business,  and  undoubtedly  this 
[inibleni  will  cure  itself  by  being  pushed  to  the  breaking 
point.  It  is  unprofitable  and  unsatisfactory  even  to  re- 
tailers. Manufacturers  who  have  been  forced  into  this 
method  of  securing  an  output  have  many  times  p'ayed  into 
the  hands  of  a  wily  retailer,  who  has  held  over  the  manu- 
facturer the  club  that  the  other  fellow  is  willing  to  give 
furs  on  consignment.  This  has  not  always  been  a  fact. 
A  better  understanding  between  manufacturers  would 
tend  to  avoid  such  pitfalls. 


staple  muff,   but  fancy   trimmed   muffs   are   in  high  favor. 
Animal  effects  are  shown  on  nearly   all  fur  pieces. 

Fur  Coats. 

The  three-quarter  and  seven-eighths  length  fur  coats  are 
the  big  feature  of  the  coat  demand  in  the  fur  trade.  These 
arc  slightly  fitted  and  are  made  in  all  cases  with  self- 
collars  and  lapels,  or  with  no  collars  at  all.  l^onibin.T,- 
tions  of  furs  are  not  used.  On  many  of  the  coats  very 
long  lapels  are  shown,  reac'hing  to  the  waist.  Coats  with- 
out collars  are  oesigncd  for  wearing  with  small  f'lr  scis. 
Ermine  is  good  for  this  purpose,  combining  well  with 
coats  of  almost  any  fur,  muskrat,  pony,  flat  astrachan, 
and  caracul  arc  the  furs  used  in  the  long  coats. 

There  is  not  the  demand  for  fur-lined  garments  in  tlie 
larger  cities  that  there  has  been  in  the  past  fi-w  ^eai.s. 
In  the  smaller  towns  and  in  the  country  there  is  a  kv(/W- 
ing  demand  for  fur  lined  coats.  The  west  is  doing  well  in 
this  respect.  In  cities  this  style  of  coat  is  being  used 
chiefly  as  an  evening  wrap. 

Hudson  Bay  Co.  Fined. 

The  Hudson  Fiay  Co.  was  recently  fined  $3,240  by 
Mag'istrate  Wieger  of  North  Hay,  for  having  unlawful 
l)ossession  of  15  beaver  and  39  otter  skins  on  June 
2flth. 

Leig^hton  McCarthy,  M.I'.,  for  the  defence,  contended 
that  the  skins  seized  were  shipped  from  Keewatin  Dis- 
trict and  Quebec,  that  the  company  were  guilty  of  no 
wrongful  act,  but  technically  had  infringed  the  Act  by 
shipping  the  skins  without  the  required  affidavit.  If  a 
fine  was  imposed  only  a  total  penalty  ol  from  $20  to 
$100  could  be  levied,  as  only  one  charge  had  been  made. 

The  pi'osecutinn  combated  this  and  claimed  that  a 
separate  tine  could  be  imposed  on  each  skin.  The  court 
upheld  this  contention  and  a  fine  of  $60  for  each  skin 
was  imposed. 


Fur  Styles. 

Fur  manufacturers  are  very  busy  with  Fall  orders, 
and  state  that  business  has  exceeded  their  expectations. 
When  travelers  first  started  out  with  samples,  prospects 
were  none  too  encouraging  but  while  early  orders  were  fair 
the  later  demand  has  been  good  and  manufacturers  are 
quite  enthusiastic. 

"The  popularity  of  suits  for  the  coming  Fall  and 
Winter  has  brought  about  a  heavy  demand  for  small  furs, 
and  orders  for  these  are  satisfactory.  There  seems  to  be 
no  run  on  any  particular  fur  except  muskrat  in  the  lower 
priced  goods.  All  kinds  of  furs  have  taken  well,  mink  and 
Persian  lamb  probably  taking  the  lead  in  the,  better  class 
goods.  Furs  at  all  prices  from  a  low  figure  to  the  hii.';!!- 
pricod  articles  are  selling. 

Small  cross  ties  and  stoles  are  popular  in  neckwear. 
There  has  been  a  good  demand  for  the  small  ruffs  with 
ruchings,  boas,  etc.,  though  this  style  of  fur  neckwear 
cannot  be  worn  by  every  woman. 

The  square  pillow  mufi  has  been  the  big  seller  as  a 


May  Lose  Secret  of  Gobelins. 

A  despatch  from  Paris  states  that  France  is  in  danger 
of  losing  the  secret  of  the  manufacture  of  the  famous 
Gobelins  tapestry.  Several  members  of  the  Chamber  of 
Deputies  have  expressed  the  belief  that  such  will  be  her 
fate  unless  the  State  increased  the  salaries  of  those  who 
are  engaged  in  their  production.  The  Gobelins  factory 
where  these  wonderful  tapestries  are  made  is  passing 
through  a  crisis.  Many  of  the  artists,  dissatisfied  with 
the  miserable  pittance  doled  out  to  them  by  a  parsimonious 
government  have  already  left  the  country  and  have  gone 
to  America,  and  others  refuse  to  fill  their  places,  as  the 
remuneration  is  so  poor.  The  dearth  of  skilled  artists 
is  being  felt  severely,  and  members  of  the  Chamber  con- 
tend that  unless  a  radical  change  be  effected  the  manu- 
factory will  close  at  no  distant  date.  Already  the  tapes- 
try shows  a  marked  falling  off  both  in  quality  and  quan- 
tity. Three  years  ago  the  Government  undertook  to'  reme- 
dy the  evil  by  drawing  up  a  more  liberal  scale  of  pay- 
ment for  the  employees,  but  though  this  scale  was  ap- 
proved no  attempt  has  yet  been  made  to  put  it  into  force. 


Store  Kinks  that  are  Giving  Good  Results 


BABY  SHOW  As   a   means   of  advertising-   the 

TO  ADVERTISE  opening  of  an  infants'  wear  depart- 
INF ANTS'  WEAR,  ment,  a  city  store  announced,  for  the 
first  week,  a  baby  contest  for  chikl- 
ren  up  to  three  years  of  age.  The  prizes  went  to  the 
handsomest  babies.  Parents  visiting  the  store  during  op- 
ening weelc  were  given  a  coupon  on  which  a  photograjih 
of  the  baby  couUl  be  secured  free  of  charge  at  a  studio 
adjoining  the  store.  Up  to  the  middle  of  the  month,  babies 
were  registered  and  after  registration  date,  the  babies' 
photographs  were  talien.  The  coupons  entitled  the  parent 
to  enter  the  baby  in  the  contest.  After  the  photographs 
were  taken,  they  were  numbered  and  placed  in  a  large 
frame.  The  names  of  the  children  were  not  posted.  Dur- 
ing registration  v.eek,  there  were  maids  in  attendance  at  the 
s^ore  to  ensure  every  comfort  for  the  mothers  and  children 
wiio  were  brought  to  the  department.  After  the  registra- 
tion was  closed  on  June  12,  the  pictures  were  framed  and 
the  salespeople  throughout  the  store  were  supplied  with 
bhink  votes,  which  were  given  to  all  jDurchasers.  The 
ji  reons  \'oting  were  required  to  give  their  names  and  ad- 
dresses on  the  votes  and  only  one  vote  could  be  cast  by 
the  same  person  on  any  one  day.  The  date  of  the  con- 
test began  after  the  posting  of  the  photographs,  which 
took  some  time  to  get  ready.  The  announcement  of  the 
voting  was  made  through  the  newspapers  and  by  signs  in 
the  store  windows.  Ten  prizes  were  given  for  the  in- 
fants. They  were:  First,  infant's  long  French  embroider- 
ed coat  at  $10;  second,  child's  $7..50  short  dress;  third, 
infant's  $5.50  long  dress;  fourth,  $4  lingerie  hat;  fifth, 
$2.50  pique  coat;  sixth,  $1.50  cashmere  sacque;  seventli, 
$1  silk  bonnet;  eighth,  $1  celluloid  novelty;  ninth, 
$1  muslin  bonnet;  tenth,  $1  muslin  dress.  To 
mothers  ten  prizes  were  also  given  of  corsets 
valued  at  $5  to  $1,  the  last  six  prizes  being  at  that 
value.  The  prizes  could  be  exchanged  for  anything  of 
equal  value  in  the  respective  departments.  During  the 
corset  sale,  tiny  corsets  for  dolls  were  given  away  with 
each  purchase  of  a  corset. 


HOUR  SALES  During  the  first  week  in  Aug- 

AS  A  ust,     the     J.   C.  Turnbull     Co., 

CLEARANCE  EVENT      Peterborough,       introduced       a 

series  of  hour  sales  .specials  in 
connection  with  midsummer  clearances.  The  schedule  of 
prices  was  made  a  feature  of  the  firms  advertising  in  local 
papers,  the  headline  of  the  event  being  "Ten  days  of 
Rare  Opportunities  for  Thrifty  Buyers."  While  there  are 
no  records  at  hand  showing  actual  results,  this  particular 
kink  looks  like  a  good  one.  The  specials  each  day  were 
confined  to  the  two  hours  between  10.30  and  12.30.  In 
some  towns,  a  certain  period  of  the  afternoon  might  be 
preferred  for  such  an  event,  but  merchants  know  their 
own  people  best  and  it  may  be  that,  after  all,  in  the 
midst  of  the  clearing  season,  it  is  more  desirable  that 
the  people  be  induced  to  shop  as  early  in  the  morning  as 
possible.  Special  events  must  have  special  hours.  Each 
day  in  the  time  mentioned  certain  lines  were  placed  on 
■  sale  at  very  attractive  reductions.  On  July  28th,  the 
specials  were  dress  goods  and  trimmed  curtain  scrim; 
on  the  following  day.  it  was  English  prints,  and  Axmins- 
ter  rugs,  and  so  on.  It  will  be  noticed  that  the  offerings 
did  not  affect  one  department  alone  but  were  so  arranged 


as  to  i-equire  intending  purchasers  to  make  a  pretty 
thorough  tour  of  the  store.  This  idea  was  a  valuable  one 
in  itse'f,  when  it  is  considered  how  difficult  it  is  to  get 
shoppers  to  distribute  themselves  throughout  a  store  dur- 
ing the  heated  spell. 


BARGAIN  ANNEX  The  Bargain   Annex  is  a   de- 

KEEPS  partment     installed    by    A.    W. 

BUSINESS  AT  HOME     Cressman,    of    Peterboro,    four 

years  ago,  as  a  "clean-up"  sec- 
tion. To-day  it  is  something  more  than  that.  It  is  now 
necessary  to  do  special  buying  for  it,  and  is  one  of  the 
main  features  of  this  progressive  Peteboro  business.  This 
exclusive  bargain  department  is  open  on  Wednesday  only 
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Bargain  Acnex. 


of  each  weak.  It  now  has  its  own  buyer  and  manager, 
selling  statf  and  extra  special  advertising.  Every  week 
the  whole  city  is  dodgered  from  house  to  house  with  a 
large  bill  containing  the  specials  of  the  day.  The  lead- 
ers are  brought  out  most  prominently  as  will  be  noted  in 
the  accompanying  cut. 

The  "Bargain  Annex"  is  a  way  A.  "W.  Cressman  has 
of  meeting  the  out-of-town  shopping  problem,  and  that  it 
has  been  very  successful  is  evident  from  the  fact  that 
the  average  number  of  people  served  last  year  in  this 
department  from  8.10  a.m.  to  5.30  p.m.  was  500.  The 
"Bargain  Annex"  term  has  been  copyrighted  for  Can- 
ada, and  Cressman  therefore  has  the  exclusive  use  of  it. 

Curtis  Hayes,  an  employe  of  the  T.  Eaton  Co.,  Winni- 
peg, was  drowned  in  the  Assinniboine  River,  early  in 
July.  Before  going  to  Winnipeg,  he  was  in  the  mail  order 
department  of  Montgomery-Ward's,  of  Chicago. 
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Please  mention  The  Review  to  Advertisers  and  Their    T"avelers 


Style  and  Price  Tendencies  in  Dress  Goods 

Full  Lines  of  Coating  Serges  in  Plain  and  Fancy  Weaves  shown  for 
Spring  Present  Prices  will  Likely  be  Maintained— Leading  Novelty 
Shades  are  Nutmeg  and  Artichoke— Crash  and  Canvas  Weaves  in  Demand. 


Fabrics  for 

Spring,  1910. 

Coating'    serg 

es — ^Fine 

mannish    wors 

teds,    d 

iagon- 

als,    unfinished 

worsteds- 

,   Panamas,   ch 

evict. 

Wool  tali'etas 

voiles, 

crepolines. 

Moiiairs    'in 

mannish 

effects     and 

light 

crepe 

\\  eases. 

Ci-eam    serges- 

,    cream 

sei'':<-es    with    p 

eneil   stripes,      | 

line    woistcds, 

black     t 

■round      with 

white 

pencil 

stripes. 

J 'lain    cloths, 

piece    dyes,    melanges, 

cross 

dyes, 

yarn    dyes. 

Silk — striped 

tafTctas. 

DRESS  goods  lines  for  the  Spring  season  of  1910 
are  now  opening  up.  The  wool  market  is  very 
jnuch  higher  than  last  year,  and  prices  of  piece 
goods  show  a  material  advance  over  those  rul- 
ing at  the  beginning  of  the  Fall  season.  Though  present 
prices  will  likely  be  fully  maintained,  as  the  situation  is 
shaping  itself,  fui'ther  advances  are  hardly  likely  to 
materialize. 

A  few  weeks  ago,  further  advances  were  expected  when 
Spring-  lines  opened.  This  was  due  to  the  hasty  action 
of  United  States  buyers.  During  the'  past  twelve  montiis, 
(lelivcries,  particularly  of  French  fabrics,  have  been  must 
annoying  and  dissappointing,.  and  this  condition  led  to 
an  early  rush  of  American  buyers  to  Europe,  and  tlie 
placing  of  contracts  that  boosted  prices  up  to  an  unreason- 
ably high  level. 

As  yet,  the  best  informed  buyers  have  phiceil  very 
small  orders,  as  the  general  belief  is  that  yarns  and  piece 
c'oiids  are  higher  than  the  present  scarcity  of  raw  wool 
juslihes.  and  Ihal  British  buyers  will  secure  their  goods 
for  the  coming  season  quite  7  per  cent,  cheaper  than  the 
American  buyers  liave  j)aid  fur  their  go(jds  in  the  grey. 
Spriii'?  collections  opened  so  far,  show  very  full  lines 
of  coating  serges  iu  both  plain  and  fancy  weaves,  as  well 
as  piece-dyed  worsteds.  The  cutting-up  trade  has  placed 
large  orders  for  plain  and  fancy  panamas. 

Stripes,  made  in  tlie  weaving  are  much  in  evidence, 
and  there  is  also  a  tendency  manifesting  itself  towards 
melanges  a,nd  fancy  stripes  that  form  only  a  slight  de- 
)iai'ture    from    })Iain    fabrics. 

Lines  of  grey  fancies  in  modest  stripes  are  freely 
slii'wn,  and  fine-finished  worsteds  in  mannish  effects  and 
cnlurings  promise  to  be  a  very  strong  factor  in  Spring 
selling. 

Following  the  lead  of  the  high-class  tailoring  trade, 
a  tendency  is  developing  for  yarn-dyed  fabrics.  These 
ai'p  manifested  by  tlie  prevalence  of  effects  showing  sub- 
dued stripes  of  a  softly  contrasting  color.  Raised  wale 
diagonals  in  fine  and  medium  twills  are  well  thought  of 
in  the  better  priced  goods.  Here,  also,  unfinished  worsteds 
are  increasing  their  lead,  and  there  is  an  increasing  vogue 
for  cheviots  and  cheviot  serges.  Mohairs  are  accorded  a 
fair  representation.  These  axe  chiefly  in  mannish  effects 
imitating  high-priced  worsteds,  and  also  in  the  new  fancy 
crpppy  weaves,  some  of  the  best  of  which  are  very  soft 
iu    finish,   and    are   of  French   production.     Voiles   have 


been  introduced  again,  and  the  i'rench  ina,uufacl  in  crs  ai'c 
showing  a  great  range  of  sample  lines  of  crepolines  that 
are  very  attractive  particularly  in  black.  Wool  taffetas  and 
batistes  particularly  in  fancy  effects  showing  satin  stripes 
are  well  in  evidence. 

('ream  serges  are  rega.rded  as  a  staple  fabric,  not  on  y 
by  the  cutting-up  trade,  but  by  the  dress  trade  also.  The 
importing  houses  have  placed  large  orders  for  fine  coat- 
ing serges,  and  diagonals  in  cream  shades.  Pra,ctically 
every  manufacturer  has  also  ordered  coating  serges  with 
black,  blue,  or  grey  pencil  stripes  on  a  cream  ground  and 
a.lso  fine  serges  and  worsted  having  black  grounds  with 
pencil  stripes  in  white. 

The  novelty  weaves  now  selling  with  the  exclusive 
trade  are  wide  wale  cheviots,  camel-hair  cheviots  and 
melange  homespuns  and  doubtless  there  will  be  further 
developments   in   this   directions   as   the    Spring   advances. 


Colors  for  Spring,  1910. 


Colors,  for  the  coming  Spring  are  practically  on  the 
same  order  as  those  fashionable  at  the  present  time, 
namely,  the  soft  art  tones  that  are.  now  running  under 
the  name  of  dark  pastels.  Spring  colors  a, re  on  the  same 
order  of  pastel  shades,  only  lightened  by  the  admixture 
of  pale  grey,  and  there  is  an  immense  preponderance  of 
greyish    tones  in    all   shades   of  colorings. 

The  two  leading  novelty  shades  are  artichoke  and  nut- 
meg. Grey  greens,  both  with  a  bluish  cast  and  on  the 
yellowish  order  are  strongly  represented.  Articlndvc  is 
a  grey-like  green  and  promises  to  be  in  high  favor  in  the 
coming  Spring.  Chicory  is  a  yellowish  tone  of  green, 
and  light  moss  is  another  good  green.  Light  reseda,  and 
stone  a,re  two  good  grey  greens. 

Blonde  tones,  shading  througli  amber  to  deep  gold, 
and  oi-ange  shades  have  been  very  much  wdi-d  in  Paris 
this  Summer,  so  much  so  that  tbey  are  sure  t"  have  a 
representation  in  this  niarkei  when  Spring  selling  opens 
particularly  in  novelty  lines.  Tussah,  old  gold  and  mus- 
tard are  likely  to  be  the  most  popular  shades  in  this 
series.  Somewhat  allied,  but  more  on  the  brown  order 
are  the  castor  or  beige  shades  and  as  these  are  less  of 
novelty  colors  they  will  be  all  the  more  readily  taken  uj). 
Nutmeg,  which,  with  artichoke,  is  expected  to  be  a  lead- 
ing color,  is  a  more  pleasing  variation  of  the  hois  joli  or 
rosewood  color  so  prominent  in  early  Spring  millinery 
this  year.  As  now  shown   it   approaches  more   nearly 

to  ashes-of-roses.  The  a,shes-of  roses,  as  sampled  fcu' 
Spring  selling,  show  a  decidely  purple  cast.  Wild  roso 
is  a  brighter  shade  of  old  rose,  and  shrimp  pink  is  a  soft 
and  pretty  coral  shade.  Burgundy  and  catawba,  are  deep 
wine  shades,  that  are  soft  and  attractive.  Considerable 
prcminence  is  expected  for  the  mauve  shades  both  in  wi-- 
taria  and  dull  amethyst  tones,  and  in  the  mauves  shading 
to  blue.  These  colors  are  the  popular  shades  in  Paris  to- 
day, and  particularly  with  the  cutting-up  trade,  and  in  the 
smaller  centres  are  expected  to  be  good.  These  colors, 
have,  in  the  larger  cities  and  towns,  been  extensively  taken 
for  Fall  selling  and  it  is  only  to  be  expected  that  they  will 
find  strong  rivals  in  these  centres,  from  the  newer  colors 
introduced  for  Spring.     Of  course  it  is  early  yet  to  ma,ke 
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positive  preilit'lions,  and  these  colors  may  take  a  liigher 
place  in  the  trade  than  at  present  indicated. 

The  navies  shown  are  very  dark  and  are  in  clear  marine 
shades.  Prussian  blue,  pastel  ciel  and  periwinkle  blue, 
are  the  novelty  .shades  in  this  color,  with  Prussian  blue  in 
the  first  place.  Drake  and  blue  green  a,nd  green  blue  are 
other  novelty  shades. 

The  browns  are  a  particularly  good  series,  but  are  one 
and  all  off  the  usual  run  of  brown  shades.  Walnut  is 
allied  to  the  deep,  dead,  rose  shades,  and  copper  is  a  con- 
tinuation of  the  orange  shades  that  the  blonde  set  deepens 
into,  ■while  seal  is  a  very  dark  tone  almost  invisible. 

■Greys  are  always  favored  in  Canada,.  The  greys  shown 
are  pearl,  mist  grey,  and  steel.  In  the  mannish  worsteds, 
greys  with  a  colored  cast,  such  as  green  greys  in  olive  and 
bluish  tones,  brown  greys,  blue  greys,  etc.,  are  very 
prominent.  The  old  standby,  Oxford  grey,  is  strong  in 
the  striped  suitings  and  melanges  so   extensively  shown. 

Silks  for  Spring. 

There  is  every  reason  to  expect  a  good  selling  season 
for  silks  in  Spring,  1910.  Not  only  is  fashion  favoring 
silks,  but  the  higher  prices  of  wool  and  cotton  fabrics  will 
help  to  make  silks  more  popular. 

Shantungs  are  rapidly  approaching  a  staple  position, 
and  are  shown  for  Spring  selling  in  a  big  range  of  shades, 
with  the  blonde  shades,  from  ecru  and  tussali  down,  first 
in  favor. 

Foulards  have  made  a  big  stride  forward  during  the 
Spring  and  Summer  and  promise  to  rival  shantungs  in 
the  coming  Spring.  Shantungs  are  as  a  rule  developed 
into  suits,  while  foulards  are  used  for  the  one-piece 
dresses.  There  is  no  doubt  that  both  silks  will  sell  freely 
in  the  Spring  of  lOKK  The  satins  showing  are  more  of 
tlie  peau  order.  Moires  are  good  now  for  coat-facings, 
l)ut  there  are  indications  that  muired  bcngalines,  etc., 
will  come  to  the  frcnit  next  Spring.  The  moire  antique 
waterings  are  being  taken  up  in  Paris.  Handsome  bro- 
ca.ded  patterns  are  showing  for  waists  and  evening  wear.. 


Wash  Fabrics. 

Large  orders  are  being  placed  for  dress  linens  both  by 
the  cutting-up  and  for  the  counter  trade.  The  fashionable 
trade    is    going    more    for    the    coarse    crash    and    canvas 


weaves  but  pongee  linens  are  also  selling.  The  color 
cards  show  an  extensive  series  of  shades,  and  there  is  a 
particularly  strong  showing  of  mauves  and 
the  new  blonde  .shades.  The  new  starch  blues 
are  good,  and  there  are  a  number  of  soft, 
attractive  greens  showing  as  well  as  a  large  range 
of  rose  shades  from  pale  pink,  to  the  deep  wines.  Linens, 
in  all  probability,  will  be  stocked  in  a  more  extensive 
ra,nge  of  shades  than  ever  before  in  the  coming  Spring. 
All  classes  of  linen-finished  goods  are  in  demand,  and 
mercerized  reps  and  poplins  promise  a  strong  representa- 
tion. Chevron  and  diagonal  weaves,  and  fancy  effects 
having  rep  and  poplin  grounds,  will  be  in  evidence. 

In  white  goods,  cross-bar  muslins,  corded  nainsooks 
and  dimities  are  the  chief  feature.  Madras  cloths,  weaves 
in  small  figures  and  stripes,  and  mercerized  jaequards 
will  be  taken  for  Fall  as  well  as  for  Spring  delivery. 


Colors  for  Spring,  1910. 

Blonde  shades — Tussah,  old  gold,  mustard,  cas- 
tor or  beige. 

Greens — Artichoke,  chicory,  light  moss  and  light 
reseda. 

Mauve-s — Wistaria,   dull  amethyst,   raisin. 

Reds — Wild  rose,  shrimp  pink,  light  and  dark, 
ashes-of-roses,  Burgundy,   nutmeg,   catawba,   carob. 

Blues— Prussian  blue,  pastel  ciel,  pervenche, 
navy. 

Brown.s — Walnut,  copper,  sea.l. 

Greys — Pearl,    mist   grey,    steel,    oxford    mixtures. 

Below  is  given  a  list  of  colors  that  every  retailer 
should  stock,  and  those  that  small  retailers  sliould 
buy  for  the  coming  Spring.  Buyers  will  find  this 
color  list  a  useful  one  to  work  from,  adding  the 
novelty  shades  that  experience  points  to  as  desir- 
able for  their  trade  :  Beige,  stone  green,  pearl, 
taupe,  dark  ashes-of-roses,  amethyst,  olive,  brown, 
navy,   black. 


Rich  Display  of  Novelties. 

Staff  Correspondence. 

New  York,    July   28. 

As  the  season  advances  it  is  noted  more  and  more 
that  plain,  piece-dyed  materials  of  self  color  chiefly  in 
stripes,  but  including  many  very  beautiful  novelties,  will 
have  the  strongest  representation. 

A  number  of  plain  fabrics  are  being  taken  because  of 
their  rich  and  beautiful  finish.  In  many  instances  there 
is  a  stix)ng  resemblance  between  the  fabrics  of  last  spring 
and  these  of  the  fall.  The  lines  to  a  certain  extent  are 
somewhat  diversified,  however,  and  there  are  a  great 
number  of  novelties  being  shown  that  will  assure  the 
merchant  that  his  Fall  showings  will  present  an  entirely 
new  ai)pearance  from  that  of  last  season. 

Unfinished  worsteds  are  looked  upon  as  coming  to  the 
front,  and  orders  are  being  placed  for  cheviot  serges  of 
comparatively  smooth  weave,  both  of  these  fabrics  to 
occupy  the  position  between  the  smooth-surfaced  materials 
and  those  of  very  rough  construction.  Materials  of  a 
rough  surface  are  undoubtedly  becoming  pojaular  with 
the  advance  trade.  Serges  promise  to  occupy  a  very 
conspicuous  place  in  the  demand.  HomesiJuns  will  doubt- 
less form  a  far  more  important  part  of  the  stocks  than 
they  did  last  spring.  Many  handsome  novelties  which 
have  recently  been  introduced  will  be  used  for  tailored 
garments  for  the  better  class  of  trade. 

The  bulk  of  the  business  will  be  done  on  piece-dyed 
goods  of  a  lustrous  finish  in  plains  and  fancies,  the  fan- 
cies for  the  most  part  taking  the  form  of  stripes. 

Silk  and  wool  henriettas  and  fabrics  of  a  similar  con- 
struction will  be  largely  represented  for  costumes,  and 
filmy  fabrics  of  the  voile  nature  will  be  employed  for 
garments  for  special  occasion  wear. 

It  is  safe  to  say  that  in  plain  goods,  broadcloths  will 
hold  first  place.  While  many  of  the  new  extreme  models 
are  shown  in  both  woolen  and  worsted  cloths  in  wide 
diagonals,  herringbone,  homespun  and  basket  weaves,  the 
modified  or  more  practical  garments  are  made  up  in  the 
ever  popular  and  suitable  broadcloth. 

There  are  as  many  different  grades  and  constructions  in 
broadcloths  as  in  any  other  fabric  and  the  different  gar- 
ment manufacturers  incline  to  one  or  another  according 
to  their  products. 

Among  the  staple  line  of  worsteds,  serges  are  most 
in  evidence  and  may  be  justly  considered  the  most  popu- 
lar fabric   for  medium-priced   tailor-made-suits. 

Coverts  and  bedford  cords  in  stone  green  and  covert 
tan  shades  look  very  promising  for  coats. 

Many  mills  are  already   busy  on   spring,   1910,   lines. 
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The  staples  in  worsteds  will  be  serges,  paiiama  and  voile. 
Woolen  lines  will  include  easlimere,  homespun  and  tropi- 
cal cloths. 

Silks  for  Fall. 

The  silk  situation  shows  little  clian<;e.  For  linin.iis 
peau  de  eygne,  satin  and  tatt'eta  are  all  being-  taken.  The 
tendency  is  towards  satins  in  plain  weaves  and  in  unob- 
trusive patterns  for  costumes.  The  most  popular  silks 
for,  dresse.s  are  tussor,  silk  serge,  cashmere  de  sole,  crepe 
cashmere,  moire,  satin,  shantung  and  plain  and  fancy 
,  printed  foulard.  Many  other  new  weaves  have  been  tried, 
including  warp  cording,  wide  diagonals,  and  brocades. 
The  serviceable  nature  of  the  dressy  silk  and  wool  wors- 
ted and  mohair  fabrics  is  being  generally  recognized  and 
they  are  steadily  strengthening  their  position.  All  the 
newest  weaves  are  found  in  these  cloths^  among  them 
being  wide  diagonals,  warp  cordings  and  shantung  etfects. 
Tlie  bengaline  weaves  which  have  been  most  in  demand 
this  spring,  are  also  in  evidence,  but  the  warp  and  diago- 
nal effects  seem  to  have  the  lead  for  fall. 

Some  manufacturers  are  introducing  among  their 
corded  weaves,  lines  of  a  construction  similar  to  poplin 
and  these  are  alreay  selling  well  both  for  millinery  and 
costume  purposes.  The  wider  wales  and  heavier  fabrics 
are  chiefly  for  purposes  of  outer  wear. 

Cashmere  designs  and  weaves,  will  be  very  important 
for  fall  and  winter.  The  high  class  garment  buyers  are 
favoring  these  in  the  expensive  grades,  these  that  sell  for 
$2.50  per  yard  and  in  40  inch  widths.  There  are  many 
designs  and  weaves,  however,  that  are  selling  at  popular 
prices.  Moires,  for  millinery  purposes  and  trimmings, 
are  being  used  in  all  the  new  colors  and  black. 

The  importance  of  black  silks  for  fall  cannot  be  over- 
estimated. They  are  booked  for  one  of  the  most  success- 
ful seasons  of  their  history. 

Wash  Goods  for  Fall. 

Reps  and  poplins,  and  those  of  a  similar  weave  and 
finish  in  plains  and  fancies  will  be  most  iii  demand  for 
the  fall.  There  is  a  remarkable  similarity  between  the 
appearance  of  these  fabrics  and  some  of  the  woolen  and 
silk  fabrics  shown. 

Most  of  the  novelties  that  are  meeting  with  favor 
have  unobtrusive  designs  and  many  of  them  take  the 
form  of  embroidered  dots  and  fancy  figures  on  poplin  or 
rep  grounds  and  also  of  chevrons,  stripes,  etc.,  in  one 
color. 

Sateens,  in  patterns  closely  following  the  new  designs 
in  foulards  are  expected  to  have  a  very  good  season. 

Many  corded  materials  in  styles  similar  to  bengalines 
and  other  silk  weaves  are  good.  Fancy  cords  in  crystal 
effect  are  also  well  liked. 

Crepes  in  a  variety  of  fancy  weaves  and  in  a  wide 
range  of  colors  promise  well  for  this  season.  These  lines 
are  daily  increasing  in  beauty,  both  in  finish  and  in  weave,, 
and  their  soft  pliable  construction  makes  them  especially 
desirable  for  the  long  graceful  draperies  which  are  book- 
ed for  vogue  for  Fall. 

Ginghams,  madrases  and  zephyrs  are  very  important 
and  will  be  more  in  demand  as  Fall  fabrics  than  ever 
before,  for  children's  wear,  as  well  as  house-dresses  for 
women. 

Fairweather  &  Co.,  Winnipeg,  have  been  incorporated 
with  $50,000  capital,  to  carry  on  business  as  dealers  in 
dry  goods,  furnishings,  hats,  furs  and  general  merchandi/e 
and  to  take  over  the  business  carried  on  in  Winnipeg  by 
R.  H.   Fairweather  and  Abraham  Sonimcr. 


THE 

Trade  Mark  of  Quality 


Ladies'  Suitings 
Mantle  Cloths 
Woolen  Sheets 
Blankets,  Yarns 


Harris   &  Co.,   Limited 

ROCKWOOD,      -     -      ONTARIO 


REPRESENTATIVES : 
MONTREAL  -  HECTOR  PREVOST,  710  St.  Hubert  Street 
HALIFAX      -  G.  A.  WOODILL,  Roy  Building 
LONDON       .  J.  A.  IRWIN,  141  Princess  Avenue 
WINNIPEG    •  McRAE  &  WALKER,  Ashdown  Block 


Appearances  Count 

Textile  .samples  of  every  description  look 
their  best  when  cut  with  gimped,  pinked 
or  serrated  edge. 

"EASICUT"  MACHINES 

are  made  for  this  purpose.  Carried  in  stock 
at  Montreal  in  various  sizes  from  8  inch  to 
32  inch  wide  knife.  Made  by  J.T.  Hardaker, 
engineer,  99  Crowther  St.,  Bradford,  Eng. 


This  style  is  our  Hand  Power  Machiae  made  to  cut  16  inch. 
SOLE  CANADIAN  AGENTS  : 

WALTER  WILLIAMS  &  COMPANY 

525  St.  Paul  St.,  Montreal 

Enquiries  Sollolfed  Catalogues  and  Prices  on  Request 
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Specialists  inj^diesyf^r 


And  as  specialists 
we  nave  learnea  to   know   just   about 
wnat   styles   ana    designs    will    be    tne    best 
sellers   among   Canadian   women. 

^   Neckwear,   Belts   and   Blouses   are   our    specialty    and 
we  nave  spared  neitner  energy  nor   expense   in   getting   all  tne 
rme  points  pertaining  to  tnese  three  lines. 

^  In  Neck-wear  we  are  featuring  stirr  Collars  and  Jabots  along 
witn  Dutcn  Collars  for  summer,  and  nave  a  line  of  Silk  Neckwear 
for  fall  w^nicn  is  tne  best  ever. 

^   In   Belts   our   leaders    consist    of   Wasn    Belts    in   fine   imported 
embroidery.   Elastic    worked    up    witb   Jet,   and    Tinsel    in    many 
fancy   patterns. 


^   In    Blouses    we    confine    our    attention    to    novelties    only 
in   Nets   and   in   Silks,    and    nave    fasnioned    a    number    of 
attractive  designs  wnicn  are  all  sellers. 


Salesmen   are   now   out    with   full   range   of 
les.        See    our    salesmen 


samples. 


or   write   us 


dSadies  ZJenro^Lmited 

Toronto  Ontario. 


¥.  P.  EVANS  i 

President  j 


W.  F.  GOFORTH 

Vice-President 


riease  mention  The  Revteu  to  Advertisers  and  Their    I'lavcicrs 


Latest  Ideas  of  Fashion  in  Dress  Accessories 

Varied  Assortments  in  Neckwear  Being  Sampled  by  Buyers- Frilling 
Manufacturers  Very  Busy  Fancy  Scarfs  in  Favor  Ribbon  Deliveries 
Backward    Indications  that  Spring  will  be  Strong  Short  Glove  Season. 


Ladies'  Neckwear. 

TIIK    retail    deniaii<l    is    slill    niiuiiiin'    slrcinu'ly    in 
lingerie  stock  effects,  ami  l'(ir  stocks  in  imitation 
there  is  an  increasing  sa/e  developing  in   fancy 
Untcli  collai's  and  jaljuts  in  lingerie  lines,  ihongli 
li'isli  lace.     Tucked  net   is  also  good.     It  is  e.\pected  that 
these  lingei'ie  lines  will  sell  well  into  the  Autumn  season. 


Tailored    Effect    Cniffon    Collar      ShOA'n    by 
Ladies'  Wear,  Ltd.,  Toronto. 

There  is  no  new  special  style  of  neckwear  shown  so 
far  for  the  coming  Fall.  There  is  a  varied  assortment 
and  everything  is  being  sampled  by  buyers.  Black  and 
white  is  expected  to  be  good,  and  white  collars  with  black 
trimmings  will  be  a  feature.  Jet  trimmings  will 
be  much  used  and,  even  now,  lingerie  effects  are 
sliown  studded  wiili  jet  nail-hea,ds.  These  studded 
trimmings  will  be  much  worn  this  Fall.  The  stock  shape 
favored  is  on  the  modified  Gibson  order — that  is,,  ikliougii 
coming  high  up  under  the  ears,  it  is  minus  the  extreme 
points,  and  maintains  the  heiglvt  straight  across  the  back 
while  curving  to  fit  the  neck  in  front. 

A  minor  novelty  for  present  selling  is  the  liarrow  neck- 
bands that  just  cover  the  Collar  band  of  the  waist.  These 
come  in  a  number  of  forms,  some  of  which  fasten  with  a 
small  harness  buckle  and  metal  eyelet  holes  in  the  band. 
IMetal  braids  are  formed  into  bows  and  bands  fastening 
at  the  back. 

Frilling  manufacturers  are  extremely  busy.  From  Que- 
bec province  and  from  the  smaller  centres  there  is  still  a 
demand  for  the  wider  frillings,  but  in  the  larger  towns 
narrow  effects  lead,  and  the  Fall  business  will  be  done  in 
these  narrow  widths. 

Fashionable  women  have  been  wearing  handsome  scarfs 


all  SnmiiR'r  as  wra.ps  for  dressy  (jccasiinis,  and  fancy 
scarfs  promise  to  be  decidedly  good  for  Fall  selling  for 
theatre  and  indoor  wear.  These  new  scarfs  ai-e  very  hand- 
some and  arc  developed  in  chiffon  or  marquisette.  They 
are  studded  and  patterned  with  jet  and  crystal  beads  i.r 
have  gold  and  silver  threads  woven  into  the  fabric.  The 
colors  are  ivory,  rose,  pink,  amber,  the  new  vert  gris.  and 
clair  de  lune  or  moonlight  blue. 

Ribbons. 

Now  to  get  deliveries  of  ribbons  seems  to  be  tlic  pi'ub- 
lem  confronting  ribbon  importers  at  the  present  time. 
Manufacturers  of  ribbons  are  asking  for  November  f(.r 
delivery  on  orders  just  placed,  and  buyers  leaving  now 
for  the  European  markets  will  doubtless  have  to  be  con- 
tent with  January.  In  order  to  get  Spring,  191Q,  goods 
in  December,  importers  have  had  to  place  Spring  orders 
already  when  buying  goods  which  are  to  be  delivered  in 
November.  This  difficulty  is  the  result  of  low  stocks. 
Everybody  has  been  buying  as  little  as  possible  with  the 
natural  result  that  stocks  a,re  very  much  reduced  and  ii 
is  absolutely  necessary  to  buy.  This  means  that  if  buy- 
ing keeps  up  much  longer,  as  it  is  doing  now,  the  factories 
will  simply,  be  tied  up. 

Pi'iees  are  also  stiffening,  an  increase  of  about  live 
p.  !•  cent,  having  been  made  in  the  pa.st  two  months.  Raw 
inalerial    is   hard    to   get    and    ninnnfactiircrs   have   to    p:iy 


Venise  Lace  Jabot  trimmed  with  Jet  and  Lace      Shown   by 
Weil,    Lorimier  &    Greenbaum,   New  York. 

from  3  to  4  francs  more  on  a  kilo.  It  is  expected 
f  Hit  her  advances  will  have  to  be  made.  The  Italian 
silk  market  is  in  such  an  excited  state  that  m.Tnufaci: 


that 
raw 

irers 


Dress   accessories 
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refuse  to  guarantee  their  latest  price  lists  for  more  than 
twenty-four  hours. 

The  big  demand  is  for  taffetas.  It  was  expected  that 
satins  would  lead  in  popularity  but  so  far  there  is  only 
the    ordinary    call    for    satin    ribbons,    while    everyone    is 


The  new  crop  of  skins  will  come  in  November  or  Decem- 
ber and  it  is  likely  that  this  will  bring  a  new  scale  of 
prices  into  force.  In  some  qua,rters  there  is  said  to  be 
a  scarcity  of  goods  for  Fall. 


Embroideries. 

Not  for  many  seasons  have  embroideries  sold  as  they 
have  done  in  the  summer  that  is  passing,  and  notwith- 
standing the  lateness  of  the  season,  quite  a  good  counter 
trade  is  in  progress.  Not  only  has  the  retail  trade  sold 
largely,  but  the  makers  of  lingerie  gowns  have  used  large 
quantities.  The  big  run  here  has  been  on  deep  flounc- 
ings  and  wide  galoons  and  bands  for  panel  purposes. 
Eyelet  patterns  have  been  very  strong  and  continue  to 
be  so. 

Embroideries  in  fine  qualities  axe  being  stocked  by 
most  stores  for  Fall  selling.  The  patterns  taken  being  the 
popular  eyelet  effects,  blind  work,  and  combinations  of 
blind  and  lace  effects.  Edgings  and  insertions  suita,blefor 
underwear  trimmings,  corset-cover  embroideries,  etc., 
promise  to  sell  fairly  well  tliis  Fall. 


Fine   Imported  Embroidered  Collar  «ith   Separate 
Jabot— Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

asking  for  large  quantities  of  taft'eta.  Millinery  styles 
for  the  coming  Fa.ll  and  Winter  favor  the  use  of  a  good 
deal  of  velvet  ribbon,  consequently  the  demand  for  this 
class  of  goods  is  active.  Moires  are  strong  for  Fall.  In 
high-class  goods,  two-toned  effects  are  popular  and  Dres- 
dens  with  gilt  are  showing. 


Handkerchiefs. 

Merchants  are  preparing  now  for  the  Christmas  trade, 
expectations  are  for  a  better  season  than  for  some  years. 
This  is  because  stocks  are  lower  than  usual  and,  with  good 
prospects  ahead,  buyers  will  ha,ve  to  place  larger  orders 
than  usual  to  bring  stocks  up  to  a  proper  selling  basis. 

The  bulk  of  the  business  now  doing  is  in  staple  styles 


Short  Gloves  for  Spring. 

Importers  of  gloves  are  looking  forward  to  a  season  of 
short  goods  for  next  Spring  a,nd  are  making  purchases 
accordingly.  Some  state  that  they  are  not  stocking  one 
pair  of  long  gloves  except  for  evening  wear,  and  while 
they  are  of  the  opinion  that  there  will  be  a  certain  demand 
for  long  stuff',  are  running  no  risks  by  putting  in  a  stock, 
which  may  have  to  remain  on  their  hands  or  be  disposed 
of  at  a  sacrifice. 

The  difficulty  experienced  during  the  past  season  by 
importers,  who  have  had  to  bear  the  loss  of  returned  goods 
from  merchants  who  would  not  accept  long  gloves  after 
they  were  ordered,  has  had  a  great  deal  to  do  with  this, 
and  some  of  these  who  are  going  to  handle  only  short 
gloves  for  Spring,  1910,  say  that  if  buyers  want  long 
goods  next  season  they  will  have  to  go  where  they  can 
find  them,  as  they  would  rather  do  without  the  business 
than  go  through  the  same  amount  of  difficulty  with  re- 
fusajs,  as  during  the  past  season.  Foreign  fashion  centres 
are  trying  to  revive  the  short  sleeves  and  long  gloves,  but 
it  is  sitill  doubtful  as  to  whether  this  will  prove  successful, 
and  retailers  who  have  placed  advance  orders  may  con- 
gratulate themselves  as  they  will  get  first  deliveries. 

The  big  demand  is  for  tans,  blacks  and  modes.  White 
is  also  selling.  Very  few  colors  to  match  costumes  are 
in  request.  These  are  not  profitable  to  the  retailer  and 
no  one  wishes  to  carry  a  heavy  stock  of  colors.  Prices 
are  stiffening  on  account  of  the  higher  cost  of  leather. 
Owing  to  the  fact  that  Americans  are  buying  largely,  and 
to  the  stiffening  prices  manufacturers  refuse  to  contract 
ahead  unless  at  abnormally  high  prices,  based  upon  the 
high  cost  of  leather.  Fur  manufacturers  have  stocks  of 
leather,  and  the  supply  of  skins  suitable  for  glove-making 
is  limited.  The  few  who  have  a  stock  are  the  only  ones 
takiiig-  orders,  as  their  cost  is  based  upon  lower  prices. 


Jabot  of  White  Venise    Lace    with    Black    Lace    Background    and 

Jet  Trimmings— Shown  by  Weil,  Lorimier  &  Greenbaum, 

New  York, 

in  the  cheaper  goods  in  plain  hemstitched,  initialled,  and 
embroidered  goods.  These  are  mostly  for  Christmas  sell- 
ing, and  importers  state  that  the  season  will  make  a  new 
record  in  handkerchiefs. 
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R.  D.  Fairbairn  Co. 


LIMITED 


MANUFACTURERS 


Ladies'  Neckwear 
Ladies'  Belts 
Frillings  and  Pleatings 
Lace  and  Silk  Waists 
Underskirts 
Dress  Skirts 
Umbrellas  and  Parasols 


We  do- 
Fancy  Braiding  on  coats  and  suits, 
Pleating   in    all    styles,  and  cover 
buttons  in  all  styles  and  sizes  for 
the  trade. 


Our  representatives  will  start  on  their  Fall  trip  about  August  16th,  with  a  full 
range  of  our  lines  of  manufacture.     Wait  for  them. 


R.  D.  Fairbairn  Co.,  Limited 

107  SIMCOE  ST.,  TORONTO 

Hugh  Henry,                                        R.  P.  Qua,  J.  F.  McGachie, 

204  St.  James  St.,        Rooms  711-712  Builders'  Exchange,  420  Hastings  St. 

Montreal.             Portage  Ave.,  Winnipeg.  Vancouver. 
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Veilings. 

From  the  sales  now  made  to  the  counter  trade,  and 
from  the  veils  now  being  worn,  it  would  seem  as  though 
the  majority  of  women  are  favoring  black  mesh  veilings, 
and,  judging  from  the  same  indications,  the  yardage 
goods  are  selling.  There  has  been  an  effort  made  during 
the  past  few  weeks  to  introduce  the  hanging  drape  veil  of 
lace,  but,  beyond  the  sale  of  a  limited  quantity  to  the 
elassy  trade,  they  have  not  caught  on.  Princess  and 
Chantilly  lace  veils  are  now  being  worn  in  Paris,  but  they 
are  worn,  as  in  America,  drawn  in  a,t  the  back  and  fitting 
closely  over  the  face.  The  new  bisc  color,  as  well  as 
black,  is  seen  over  there  and  some  of  the  Chantilly  veils 
havelhe  pattern  outlined  in  silver  or  gold  thread. 

The  new  mesh  veilings  shown  for  Fall  are  very  ex- 
treme. They  are  formed  of  the  finest  hair  meshes  with 
irregular  diamonds  very  large  size.  When  worn,  the  con- 
necting mesh  is  almost  invisible,  leaving  the  big  spot  visible 
only  and  the  effect  is  more  startling  than  becoming.  Not 
only  do  these  veilings  come  in  colors  but  in  black  also. 

Although  this  is  between  seasons,  quite  a  nice  business 


Irish    Effect  Stiff   >^ollar   and  Separate   Jabot 
—  Shown  by  Ladies'  Wear  Ltd.,  Toronto. 

in  passing  in  the  retail  trade.  There  are,  of  course,  some 
exceptional  price  inducements  offered,  but  stocks,  as  a 
rule,  are  well  reduced  and  in  good  shape  for  the  full  com- 
mencement of  the  Fall  season. 

Makers  of  dress  nets  are  exceedingly  busy  and  have 
orders  for  delivery  right  up  to  November.  Nets  promise 
to  be  wanted  for  va.rious  purposes  and  many  of  the  new 
trimmings  are  developed  on  net,  and  net  over-dresses  are 
to  be  much  worn.  They  will  be  wanted  also  for  costumes, 
waists  and  for  guimpes,  undersleeves,  etc.  The  nets  most 
in  vogue  are  the  heavier,  coarser  and,  therefore,  the  more 
serviceable  meshes. 

Metallic  nets — gold,  silver,  and  iluminum — promise  to 
be  much-used  as  well  as  net  run  and  embroideredi  with 
metal  threads.  A  new  idea  is  the  veiling  of  nets  with 
chiffon  for  waists.  Chiffon  promises  to  be  more  employed 
than  for  some  time.  Chiffon  waists  in  colors  to  match 
the  cloth  of  the  suit  and  in  white,  ivory  and  black  are 
shown  in  most  Fall  lines. 


Ramie  Syndicate  Formed. 

Vancouver,  B.C.,  July  29. — H.  A.  Stone,  manager  of 
Gault  Bros.,  a,nd  president  of  the  Board  of  Trade;  W, 
H.  Leckie;  Ciubb  &  Stewart,  dealers  in  men's  furnishings; 
Fred  Dyke;  H.  Carmichael.  provincial  assayer,  and  H.  S. 


Ashton,  have  organized  the  Vancouver  Ramie  Syndicate, 
and  after  preliminary  work  will  organize  a  company  to 
manufacture  ramie  yarns  and,  possibly,  will  go  as  far 
as  to  instal  machinery  for  the  weaving  of  cloths.  The 
raw  material  is  'China  grass,  which  grows  in  all  tropical 
countries,  large  supplies  of  which  are  available  in  India, 
China  and  the  Malay  States.  It  is  proposed  to  utilize 
a,n  old  pulp  mill  at  Albernia,  owned  by  Mr.  Carmichael, 
for  the  initial  work,  and  in"  about  three  weeks  John 
Phillipson  and  his  son,  from  Yorkshire,  who  know  the 
process  of  preparing  the  grass,  will  arrive  here.  By  that 
time,  five  tons  of  the  grass  will  have  been  brought  from 
the  Orient.  The  greatest  difficulty  is  the  degumming 
process,  and  Messrs.  Phillipson  know  the  secret.  This 
will  be  bought  by  the  syndicate  and  when  it  can  be  shown 
that  it  is  successful,  the  company  will  be  organized. 

Ramie  is  a  very  strong  fibre,  its  tensile  strength  be- 
ing compared  as  follows :  Ramie,  100 ;  hemp,  3'6 ;  silk, 
13;  cotton,  12.  It  is  used  in  the  manufacture  of  cloths 
for  ladies'  dress  goods,  muslins,  curtains,  upholstery, 
table  cloths,  napkins,  underwear  and  fine  cords  for  nets, 
etc.,  where  great  strength  is  required.  It  is  susceptible 
of  a  very  fine  finish,  nearly  approaching  silk  in  appear- 
ance, and  has  a  sheen  that  renders  mercerizing  unneces- 
sary. 

It  is  thought  that  a  success  can  be  made  of  such  an  in- 
dustry in  this  province,  as  it  would  be  on  the  line  of  the 
world's  trade,  with  direct  connection  with  all  the  prin- 
cipal   markets. 


New  Silk  Importing  House. 

A.  S.  King  &  Co.,  a  new  silk  importing  firm,  are  occu- 
pying premises  at  24  Wellington  St.  W.,  Toronto.  The 
principals  of  this  house,  A.  S.  King  and  E.  0.  Slingsby, 
were  formerly  members  of  the  staff  of  K.  Ishikawa  &  Co., 
importers  of  Japanese  and  European  silks,  Mr.  King  hav- 
ing been  head  traveler  for  that  firm  since  they  started 
business  here  fifteen  years  ago,  while  Mr.  Slingsby  was 
buyer  and  house  salesman.  They  are,  therefore,  young 
men  of  tried  experience  in  the  silk  business,  and  this,  to- 
gether with  the  fact  that  their  step  is  taken  under  very 
favorable  circumstances,  will  contribute  very  materially 
to  the  "success  which  will  undoubtedly  be  theirs. 


Display  Scheme  for  Fast  Blacks. 

(Staff   correspondence.) 

Chatham,  July  ^8. — ^The  fast  black  quality  of  their 
hose  was  driven  home  recently  by  Wm.  Foreman  &  Co., 
Chatham,  dry  goods  merchants,  in  a  striking  fashion. 

In  the  centre  of  an  attractive  window  display  of  black 
hose  they  seated  a  diminutive  colored  lad,  who,  munching 
happily  at  a  huge  slice  of  watermelon,  displayed  the  fol- 
lowing sign :. 

"Foreman's  hosiery  am  fas'  color;  de  black  don't  neb- 
ber  run  an'  de  price  am  low.     Price,  12c,  25c,  35e,  50c." 

One  of  the  lad's  limbs  was  stockinged  in  black,  the 
other  bare  to  the  knee.  "Both  fast  blacks"  was  the 
significant  legend  pinned   to  this  section. 

The  display,  shown  on  a  Saturday  night,  drew  a  big 
crowd,  and — as  usual  with  displays  where  anything  of  a 
"live"  nature  is  shown — proved  a  centre  of  interest  for 
the  buying  public,  and  caused  much  subsequent  discus- 
sion. 
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If  you  DO  buy  Fringe  Nets,  why  not  buy  the  very  best? 


ASK      YOUR      JOBBER      FOR 

PLEASALL 


REGD. 


FRINGE  NETS 

and  show  them.     They  speak  for  themselves.     It  means 
doubling  the  turnover  in  your  Hair  Goods  Dept. 


Sole  Agents  for  Canada  (Wholesale  only) 
HAROLD  F.  WATSON, 

207  St.  James  Street, 

MONTREAL 


and  at  the  Carlaw  Buildings, 

Wellington  Street  West, 

TORONTO 


It  is  a 


Fownes 


That  is  all  you  require 
to  know  about  a  ^love. 


Fownes  Bros,  &  Co. 

Coristine  Buildiu^, 
MONTREAL 


Thisis  the  Newest  Dutch  CoUai 


No.  1196 

Dutch  Collar 

and  Jabot 

Trimmed 

with  Jet 

Price  $4.00 

per  doz. 

sets. 

Send  us  a 

sample 

order. 


The  Archer  Manufacturing  Co. 


313-315  College  Street 


Toronto 
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CANADIAN-MADE 

Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 


DESIGNS 

QUALITY     ARE  RIGHT 

PRICES       I 

This  season  we  are  showing  a  large  range  of  excellent  pat- 
terns in  a  great  variety  of  colorings  ;  a  pattern  suitable  for 
every  need,  and  all  combined  to  make  aline  of  ready  sellers. 


MADE  IN  CANADA 
MADE  BY  CANADIANS 
MADE  FOR  CANADIANS 


HANDLED  BY  ALL  THE  WHOLESALE  DRY  GOODS  TRADE 


Prepared  Decorative  Burlaps 

THE  MODERN  WALL  COVERING 

Write  for  Sample  Book  and  Prices  of  this  Line 

MANUFACTURED  BY 

^''^  Dominion  Oil  Cloth  Co.,  Limited 

Montreal 
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Furnishings  and  Decorations  for  the  Home 

Carpet  Buyers  Returning  from  the  Old  Country  State  that  Business 
is  in  a  Very  Unsatisfactory  Condition  There  —  Weavers  Coming  to 
Canada— Hesitancy  Over  Advancing  Prices— Period  Designs  Feature 
of    Recent    Drapery    Importations  —  Wall  Paper  Men    Well  Pleased. 


WHOLESALERS  who  visited  the  Eng-lish 
carpet  market  during  the  past  month, 
state  that  business  in  the  Old  Countrj- 
is  in  a  very  unsa.tisfactory  condition.  Wliile 
advanced  prices  are  about  due,  owing  chiefly  to  the  up- 
ward movement  in  wool,  manufacturers  hesitate  because 
of  the  comparatively  scanty  volume  of  business,  particu- 
larly from  the  home  market.  The  Canadian  demand  has 
brightened,  and  there  is  a  good  market  in  South  America, 
but  the  business  from  these  sources  alone  will  not  keep 
tile  wheels  moving.  It  is  stated  that  very  tew,  if  any,  of 
the  large  factories  are  fully  employed. 


Carpet  Trade  Depression. 

A  writer  in  the  Birmingham  Gazette  and  Express,  of 
July  17,  states  that  robbed  of  the  means  to  obtain  a  liv- 
lihood  in  consequence  of  the  unfair  foi'eign  competition 
to  which  their  former  employers  are  subjected,  many  of 
the  carpet  weavers  of  Kidderminster  were  preparing  to 
quit  the  borough  and  seek  new  homes  across  the  sea.  Only 
dire  necessity  and  the  tempting  bait  held  out  by  Canadian 
miuHifacturers  had  induced  them  to  leave  the  home  land. 

"I  have  (uily  interviewed  to-day  Mi\  Whitcomb,  the 
president  of  the  Kiddei-minster  and  District  Weavers'  As- 
sociation," continues  the  writer,  "who^  as  announced  this 
morning,  yesterdaj^  informed  a  meeting  of  the  body  nam- 
ed, tliat  an  appeal  had  been  received  from  carpet  works 
in  Toronto,  for  a  number  of  skilled  weavers,  and  added  that 
the  wages  offered  literally  made  the  mouths  of  the  com- 
mitteemen water — so  glorious  was  the  prospect.  That  this 
latter  intimation  is  no  mere  figure  of  speech,  I  can  author- 
itatively affirm.  The  terms  offered  are  indeed  generous,  and 
although  Kidderminster  men  would  fain  stop  where  they 
are  at  a  much  lower  wage,  there  is  little  choice  left  to 
them  in  the  matter. 

"It  is  common  knowledge  that  trade  is  very  much  de- 
pressed in  Kidderminster,  thanks  wholly  to  the  Free  Trade 
System,  which  allows  foreign  carpet  manufacturers  to 
come  in  without  charge,  and  undersell  English  firms,  and 
the  result  is  that  operatives  are  working  either  on  very 
short  time,  or  are  out  of  employment  altogether.  How 
really  serious  the  state  of  things  is  can  be  gathered  from 
the  fact  that  the  local  Weavers  Association — a  Trades 
Union  body,  once  a  powerful  and  financially  strong 
organization,  has  had  to  report  an  adverse  balance  of 
£145  on  the  past  six  months,  due  to  the  depression  and 
the  consequent  inability  of  the  members  to  pr,y  subscrip- 
tions. In  the  last  four  years,  a  sum  of  £500  has  been  lost 
from  capital  account,  so  that  it  wih  be  seen  that  the  posi- 
tion has  become  really  critical. 

"The  offer  from  Toronto  has  thus  come  at  an  oppor- 
tune time,  I  may  say  there  are  already  some  former  Kid- 
derminister  weavers,  now  located  in  the  Canadian  centre, 
and  as  the  industry  grows  so.  it  is  expected,  will  the  de- 
mand for  operative;;,  and  although  in  time  to  come  To- 
ronto's gain  will  mean  Kidderminster's  loss,  that  is  not 
a   matter,   with    which    the   workers   can    be   expected    to 


concern  themselves  in  the  circumstances.  When  the  Weav- 
ers' Association  was  first  approached  in  tlie  niattei',  the 
rumour  grew  that  there  must  be  tro\ibie  in  Toroiihi,  and 
tliat  men  were  wanted  to  fill  tlic  i)'ac('  of  sli'ikei's.  I''ur- 
ther  in(|uiries  wei'e  made,  hut  everything  turned  out  to  Ix' 
entirely  satisfactoi-y. 

"I  asked  if  any  of  tlie  local  firms  would  he  affected 
by  the  departure  of  maybe,  some  nf  Ihcii-  best  men,  Mr. 
Whitcomb  replied  that  lie  did  not  think  so.  'So  far  as 
Kidderminster  weavers  are  conceined/  lie  said  'the  trade 
depression  is  so  acute  that  at  some  of  the  manufactories 
the  places  of  men  who  leave  are  not  filled  up.  Their 
absence  merely  makes  it  better  for  tiiose  wiio  remain, 
more  work  falling  to  tlieir  share,  and  accordingly  more 
money.  It  is  more  a  case  of  shortness  of  employment, 
rather  than  of  no  employment  at  all.  1  could  give  in- 
stances where  married  men  are  receiving  no  more,  on  an 
average,  than  7s.  6d.  per  week. 

"The  representative  of  one  of  the  most  impnrtant 
firms  in  the  borough,  whom  I  interviewed,  said  that  tlie 
employes  could  not  complain  if  their  operatives  left  them 
for  better  situations,  however,  they  might  wish  to  retain 
their  services.  'In  the  present  depressed  state  of  trade,' 
he  went  on  'we  cannot  afford  to  keep  them  fully  engaged, 
with  the  foreign  competition  In  wliieli  we  are  subjected,  in 
consequence  of  what  I  cinisicU'i-  mir  altogether  one-sided 
fiscal  system,  our  turnover  is  little  enough  as  it  is.  In 
Canada,  of  course,  things  are  on  a  different  basis.  There 
the  foreigner  who  wishes  to  bring  his  goods  into  the  mar- 
ket has  to  pay  for  the  privilege;  in  England  he  is  receiv- 
ed with  open  arms.  It  is  not  only  a  case  of  English  cap- 
ital, but,  in  view  of  this  latest  development  apparently 
English  people  also  are  being  driven  out  of  the  country 
by  Free  Trade.  Of  course,  every  foreign  caipet  that  comes 
into  this  country,  means  one  less  for  us  to  make,  and  so 
not  only  do  individual  firms  suffer,  but  the  State  reaps  no 
benefit  either. 

4- 

Shortness  of  Employment. 

"The  introduction  of  the  IJudget,  has  also  added  to 
our  ditt'iculties.  Carpets  ami  rugs  are  more  or  less  luxur- 
ies, and  middle  class  people  who  might  in  the  ordinary 
course  of  events,  be  renewing  their  carpets  this  year,  are 
instead  keeping  the  money  in  theii'  pockets,  owing  to  the 
feeling  of  insecurity  which  is  abroad.  There  is,  in  short 
a  lack  of  confidence,  in  the  country,  and  until  the  present 
(Jovernment  is  replaced  by  another  pledged  to  fiscal  re- 
form and  a  fairer  basis  of  taxation,  all  around,  I  am 
afraid  the  present  condition  of  affairs,  in  the  carpet 
world  at  any  rate,  will  contintue. 

"A  member  of  the  Town  Council,  who  is  also  associat- 
ed with  the  trade,  said  that  the  conditions  at  present 
were  the  worst  that  he  cuuld  remember  for  thirty-five 
years.  I  do  not  anticipate  fuller  employment  for  the 
men  until  we  have  Tai'ilf  Keform,  and  if  our  trade  and  our 
men  go  to  Canada,  who  is  to  blame  f  Only  those  respon- 
sible for  the  continuance  of  the  present  .system,  by  which 
we  are  allowed  to  be  undersold,  and  undersold  by  reason 
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BRINTON  • 
CARPETS 


YOU  KNOW 

there's  a  difference  in  carpet  quality. 
What's  more,  you  know  a  good  carpet 
when  you  see  it. 

That's  why  we  want  you  to  see  samples 
of  the  Brinton  carpets. 
We  know  their  superior  quality  will 
appeal  to  your  business  instinct  as  goods 
that  you  can  readily  sell  with  a  positive 
assurance  of  good  prices,  fair  profits  and 
satisfied   customers. 

They  are  equal  to  the  hardest  wear, 
being  made  of  the  very  best  materials, 
while  in  point  of  patterns  you  will  find 
the  Brinton  line  hard  to  equal  and  impos- 
sible to  excel. 

Ask 
Your 

JODDCr  to  show  you  the  Brinton 

Wiltons   and    Brussels    and  the    Regina 

Axminster. 

Your  own    good    judgment    will   advise 

placing  an  order. 


The  Brinton  Carpet  Co. 

OF  CANADA,  LIMITED 

PETERBORO         -  -         ONTARIO 

SaIe.A«en.:W.     E.     WHITEHEAD 

28  WELLINGTON  STREET  WEST       -       -       TORONTO 
Also  Kildare  Irish  Hand  Tufted  Carpets 


of   the   methods   of  overprodiiction   adopted   in    Gennany, 
and  elsewhere — with  which  all  traders  are  familiar.. 

"From  inquiries,  that. I  made  elsewhere,  I  found  that 
the  fear  was  also  present  in  some  minds  that  having  a 
flourishing  industry  safely  installed  in  their  country, 
Canada  will  say,  'We  have  been  giving  you  a  preference 
in  the  past,  without  reciprocal  treatment.  Now  we  will 
close  our  doors,  and  treat  you  as  a  foreigner. '  That  there 
Avould  be  some  justification  for  the  adoption  of  this  at- 
titude, say  those  who  take  this  view,  nobody  can  deny, 
especially  in  view  of  the  Liberal  Government's  action  in 
'Banging  the  Door,'  in  the  faces  of  our  Colonies,  on  the 
ocassion  of  the  last  conference  regarding  the  question  of 
mutual  arrangement  between  the  mother  country  and  her 
daughters.  'Healthy  competition  with  our  kinsmen  across 
the  seas,'  remarked  one  gentleman,  'we  have  not  the 
slightest  objection  to.  We  should  indeed  even  welcome 
it,  but  we  protest  and  protest  strongly  against  the  under 
cutting  methods  of  those  with  whom  we  have  not  the 
slightest  connection.' 

"Generally  speaking,  the  men  are  not  at  all  anxious 
to  leave  the  town.  'But  what  are  we  to  do?'  enquired  a 
weaver  whom  I  questioned.  'I  have  been  on  short  time 
for  nealy  twelve  months,  and  if  I  told  you  what  I  have 
been  earning  per  week,  you  would  wonder  how  I  have 
managed  to  keep  the  home  together.  I  would  much  rather 
stop  here  llian  go  away  to  a  new  country,  where  I  know 
no  one,  even  on  half  the  wages  I  can  get  in  Canada. 
But  I  feel  that  it  is  only  a  duty  I  owe  (o  myself  and 
family  to  accept  the  offer,  if  I  can  get  one,  although  if 
ever  trade  looks  up  over  here,  I  shall  endeavor  to  come 
back  again.     I  give  you  my  word  for  that.' 

"A  notice  which  appears  in  one  of  the  windows  of  a 
large  black  of  buildings  in  Vicar  Street,  spea,ks  only  too 
eloquently  of  the  present  !-tate  of  affairs  in  Kidderminster 
carpet  industry.  It  runs:  'To  be  let.  This  complete  car- 
pt>t  factory  with  offices  and  steam  power  engine.'  " 

Questioned  with  regard  to  their  i)urchases  for  the 
Spring  season,  wholesale  buyers  state  that  there  is  little 
to  say,  that  there  may  and  may  not  be  an  advance  in 
|)rices,  or  that  designs  show  little  novelty.  Greens  and 
browns  are  the  two  color  sections  chiefly  spoken  of.  In 
high-class  lines  period  effects  are  making  their  appearance, 
and  this  same  feature  is  being  taken  up  by  the  drapery 
trade. 

Opinion  seem  to  differ  as  to  the  future  of  piece  goods. 
In  some  quarters  it  is  stated  that  signs  point  to  a  revival, 
while  in  others  it  is  predicated  that  squares  will  never  be 
sliifted  from  the  position  they  have  attained  in  recent 
years. 

-I- 

Good  Wall  Paper  Business. 

Wall  paper  manufacturers  are  well  pleased  with  the 
reception  that  has  been  accorded  their  new  lines.  The 
new  selling  basis  for  borders  has  been  welcomed  by  the 
trade.  It  was  feared  that  the  large  departmental  stores 
were  going  to  hold  aloof  from  any  such  proposition  as 
would  intail  the  doubling  of  border  prices,  and  thus  give 
dealers  in  small  places  an  exceptionally  good  reason  for 
holding  off,  but  it  is  now  understood  that  the  department- 
al people  are  in  favor  of  the  change.  Letters  sent  out  by 
manufacturers  to  the  trade  explaining  the  significance  of 
the  change  have  been  very  favorably  considered. 

Reports  from  travelerSj  who  are  now  out  with  1909-10 
lines  show  an  improved  demand  for  the  better  class  of 
goods,  and  the  volume  of  business  is  far  in  excess  of  that 
of   last   year.      This   very   favorable   introduction   of   the 
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No.  3,  August,  1909 


Orr  TO  A  GOOD  START 


S  we  write  this  advertisement 
the  results  of  the  first  ten  days' 
work  of  our  travelers  has  just 
been  placed  before  us.  An  in- 
crease of  nearly  double  pre- 
vious season's  sales  indicates 
how  successful  we  have  been 
in  sampling  our  new  lines  for  the  season 
1909-1910.  We  are  proud  of  the  manifesta- 
tions of  this  confidence'  on  the'part  of  the 
trade  — and  glad  of  the  ever-increasing  con- 
fidence which  it  no  less  indicates 
in  the  house  of  Staunton  and  the 
Staunton  lines. 


STAUNTON 

this  season  are  away  ahead  of  any- 
thing in  range  and  value  that  we 
have  ever  shown  you.  Sounds  Hke  a 
stereotyped  claim,  perhaps,  but  you'll 
find  it  all  true.  When  our  traveler  presents 
you  with  the  evidence  contained  in  the 


and  the  prices  offered  with  what  you  have 
been  accustomed  to. 

We  feel  sure  that  when  you  realize 
the  appreciable  superiority,  the  many 
surpassing  points  of  merit  in  the  Staun- 
ton papers,  we  won't  have  to  ask  you  for 
your  order,  you  w^ill  give  it  to  us  as  a 
matter  of  course,  feeling  confident  that  in 
buying  the  Staunton  lines  you  are  pur- 
s  ing  the  course  that  commends 
itself  to  your  very  best  judg- 
ment. 


WALL  PAPERS 


Talk  to  the  Staunton  man 
when  he  calls.  He  is  more  than 
an  order-taker,  he  is  a  salesman  in  every 
sense  of  the  word  and  is  fully  informed  on 
the  lines  he  handles  and  of  the  policy  of 
the  house  he  represents.   You  will  find  him 


sample  case,  we  want  you  to  inspect  it  ready  with  helpful  hints  and  valuable 
carefully,  critically  and  impartially,  suggestions  applicable  to  the  profitable 
Judge  for  yourself.     Compare  the  patterns     handling  of  your  wall  paper  department. 

JUST    ASK    OUR     TRAVELER 

If  you  haven't  seen  the  Staunton  line  you  have  missed  the 
most  representative  selection   for  the   Season   1909-1910.      It 
contains  the  last  word  in  range  and  designs. 

Stauntons  Limited 

MANUFACTURERS  OF  FINE  WALL  "PAVER 


941  Yonge  Street 


Toronto,  Canada 


Please  mention  The  Revieiv  to  Advertisers  and  Their   Travelers 
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The  Brand 


that  sells 


Our  Ran^e  is  Representative 

in  the   line   of 

Do  vn,  Wool  and  Cotton  Comforters 


The  Maple  Leaf  goods  are  so  far  advanced 
and  complete  that  they  add  to  the  prestige 
and  representation  of  any  establishment. 
Wait  till  you  see  our  new  line  of  down  com- 
forters with  goffered  borders  and  frills.  We 
will  be  able  to  show  you  samples  shortl}'. 
The  elegance  of  the  effect  will  surprise  you. 

Our  line  of  muff  beds  is  in  every 
way    worthy   of  your   attention. 


The  Harvey  Quilting  Co.,  Limited 

33-37   Pearl  Street,  Toronto,  Ont. 


KING'S 


Established  1776 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  piece  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  vridths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   Sr^TlAND. 


Sole  Selling  Agrent : 


SYDNEY   MOSS, 


Empire  Bldg.,  58  Wellington  St.  W. 
TORONTO 


season  may  well  be  atti'ibuted  to  the  high  .slaiulards  re- 
pre.sented  in  the  new  lines.  It  is  safe  to  say  that  there 
has  never  been  a  more  strikingly  beautiful  series  of  lines 
issued  by  Canadian  mills,  and  the  business  to  date  indi- 
cates that  the  country  was  ready  for  them. 

This  marked  deve'opment  emphasises  the  importance 
of  the  wail  paper  department.  It  is  no  longer  a  feature 
which  will  stand  for  negligent  treatment.  Merchants  must 
give  it  location  and  facilities  where  demonstrating  may  be 
done  to  advantage.  In  an  age  when  individuality  is  a 
pronounced  feature  of  the  house  beautiful,  people  have 
ideas  and  the  merchant  has  to  show  them  that  his  lines 
are  capable  of  developing  those  ideas.  The  trend  of  the 
demand  was  described  by  a  retailer  recently  in  these 
words.  "It  is  no  longer  a  jjigeon  hole,  dust-covered  wall 
paper  trade  that  we  are  doing,  but  a  hang-it-up-aud-show- 
me  trade,  and  the  dealer,  who  is  best  at  showing,  and 
who  keeps  his  stock  brightest  and  cleanest  and  best  is 
nut  going  to  regret  it." 


Summer  Mattings, 

Mattings  and  all  kinds  of  summer  cottage  or  veran- 
dah goods  have  done  well  during  the  past  two  months. 
Tlie  verandah  and  balcony  are  entering  more  and  more 
into  the  general  living  purposes  of  the  home  and  many 
families  have  given  them  all  the  equipment  of  a  room  or 
apartment.  Mattings  and  draperies  suitable  for  that 
purpose  are  always  profitable  lines,  particularly  in  tiie 
larger  centres. 

+ 

Linoleum  Trade. 

Among  the  linoleum  designs  •  that  have  been  selling 
well  during  the  past  two  months,  the  small  ornate  effects 
have  figured  very  well.  Wholesalers  and  jobbers  state 
that  there  is  still  a  marked  tendency  to  buy  very  cautious- 
ly, but  tliat  advance  business  shows  a  marked  improve- 
ment in  volume  over  last  year. 

Spring  lines  of  Canadian  oilcloths,  linoleums  and 
specialties  will  be  in  the  hands  of  wholesalers  early  in 
September.  A  larger  variety  of  patterns  is  the  keynote 
of  the  Canadian  range. 

•*• 

Demand  for  Fabric  Drapes. 

The  past  season  has  been  remarkable  for  the  activity 
in  fabric  drapes  and^  curtains,  although  laces  lia.ve  not 
suffered.  Buyers  predict  that  next  season  will  see  a 
still  greater  development  i-n  that  direction.  In  the  large 
city  stores  the  drapery  departments  are  being  strongly 
specialized,  and  the  consultative  abilities  of  the  salesmen 
are  being  tested  as  never  before.  Not  only  is  he  called 
upon  to  suggest  effective  combinations  in  color,  but  he  is 
required  to  exercise  his  power  of  originality  in  making  up 
special  drapes,  but  the  application  of  borders  either  of 
the  plain  or  cut-out  variety.  Stenciling  has  been  taken 
up  by  some  stores,  while  others  ai'e  contented  with  their 
success  in  production  of  pleasing  effect  by  fabric-to-fabric 
combinations.  Where  there  is  a  salesman  who  thoroughly, 
understands  this  feature  of  the  housefurnishing  business 
the  department  may  be  made  especially  attractive  to  peo- 
ple who  have  ideas  on  home  adornment. 

A  new  list  of  window  shade  prices  was  sent  out  by  Can- 
adian manufacturers  this  month.  They  will  meet  with 
tlie  approval  of  the  retail  trade  as  several  reductions  are 
H<ited. 
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Border  No.  2001  — Cut-out  over  a  plain  stripe,  also  shown  with  matched  hanging, 
in  the  W.  F.  Co.'sline  for  1910. 


IF  you  would  leave  a  Wall  Paper  sample  room  perfectly  content 
and  with  the  conviction  that  youVe  "got  the  goods,'  wait  till 
our  man  shows  you 

The  Watson  -  Foster  Line  for  1910 

No  deadwood,  bright,  clean,  well-colored,  low  and  medium  goods, 
a  large  range  of  original,  catchy  and  artistic  practical  novelties, 
"cut-out"  borders,  etc.,  low-graded  in  price.  Every  book  has 
something  you  need  and  can  easily  handle  if  you  wish  to  make 
your  business 

An  Artistic  and  Commercial  Success 


The  WATSON  -  FOSTER  CO.,  Limited 

Montreal 
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THE  MOORE 

CARPET  COMPANY 

■   SHERBROOKE,  QUEBEC  ■ 

Spring  Announcement 

Our  new  lines  of 

Carpets  and  Rugs 

in    both 

Wilton  and  Brussels 

for  the  Spring"  Season  of  19 10  are  the  larg'est  and  most  complete  we  have  ever  brought 

out.     We  have  given  special  attention  to  our 


Various  Rug  Lines 

including"  our 

Princess  Wilton  Carpet  Size  Rugs 


Sirdar  Wilton  Rugs 

(in  the  smaller  sizes) 

Togo  Bath  Rugs 
Magog  Brussels  Rugs 

(in  all  sizes) 
and    each   line   has    been    strengthened    by    the   addition   of  many    new   patterns  and 

colorings,  all  of  which  are  our 

Own  Exclusive  and  Original   Designs 

Our  Sirdar  Wilton    Rug   line   will    be  almost  completely  new,  containing"  several  new 

designs  in  Hall  Runners  in  34  and  44  widths,  in  which  beautiful 

Oriental  designs  have  been  faithfully  reproduced. 

Our    famous 

"Windsor  Brussels" 

range  of  patterns  has   been   brought    up  to   a   perfection   never  before  attained  and  we 

will  again  have  a  large  line  of  patterns  in  three,  four  and  five 

frame  Balmoral  Brussels  at  a  popular  price. 

Our  representatives  will  cover  the  entire  Dominion  with  our  full  lines,  and  we  feel  sure  that 
the  inspection  of  same  will  be  of  interest  to  every  dealer. 

WATCH  OUR   LINE   FOR  A  NEW  FABRIC.    FIRST  TIME  SHOWN  IN  ANY  MARKET 
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Good  Working  Plans  for  the  Furniture  Department 

Demand  if  or  Better  Class  of  Goods  Noted  —  Reduction  Sales  Feature 
of  July— Responsibilities  of  Salesmanship  and  Management  —  Import- 
ance of  Location  and  Well-Planned  Advertising  of  the  Department. 


RRDITCTION  sales  have  been  a  feature  of   the  past 
month  and  retail  houses  who  adopt  this  method 
of    July   clearings,    state   that    there   has    been  a 
good    response.    Here,    too,    the   best    sales    have 
been  made  in  the  higher  grades. 

"People  are  more  particular,  though,"  remarked  a 
merchant.  "When  a  woman  comes  in  to  buy  furniture 
now  she  is  almost  as  particular  about  it  as  a  new  hat, 
and  she  looks  at  it  from  as  many  angles.  Furniture  to- 
day has  to  have  style  about  it  as  well  as  solidity  of 
construction,  because  people  like  to  talk  about  effects, 
period  or  otherwise. 

Salesmen  Must  Know. 

"The  salesman  has  to  know  his  business,  particularly 
in  the  large  department.  If  a  piece  or  set  of  furniture 
has  that  about  it  which  represents  some  historical  repro- 
duction or  adaptation,  the  salesman  can  with  little  diffi- 
culty find  out  about  it.  Very  often  this  will  prove  a  good 
talking  point  and  help  him  clench  a  sale.  People  do  like 
to  have  pieces  in  their  houses  that  may  be  talked  about 
among  themselves,  and  all  that  kind  of  thing  promotes 
good  business.  For  example,  a  young  couple  came  mto 
this  department  a  few  days  ago  and  took  a  fancy  to  a 
certain  bedroom  equipment  of  mahogany.  The  price  seem- 
ed too  steep  for  them  and  they  were  about  backing  out 
when  the  salesman  Q;a\e  them  a  line  of  talk  upon  the 
colonial  design  of  the  construction.  The  couple  may  not 
have  known  much  about  colonial  effects  for  the  set  was  ;i 
very  good  representation.  As  soon  as  they  heard  of  it, 
howev^er,  they  recalled  some  other  person's  colonial  set. 
and  thought  they  would  like  something  on  the  same  plan. 
That  sold  the  outfit.  The  salesman  must  know  and  cus- 
tomer has  to  be  shown." 

Watching  Defects. 

That  merchant  who  gives  most  careful  attention  to 
unavoidable  and  sometimes  insignificant  defects  in  fur- 
niture sold  in  his  department  will  find  it.  well  worth  the 
trouble.  An  interest  in  goods  after  they  leave  the  store 
is  very  often  the  one  thing  which  will  bring  customers 
back  for  more.  A  distinct  understanding  that  defects,  ex- 
isting prior  to  delivery,  will  be  remedied  should  be  given 
the  c-ustomer,  but  at  the  same  time  this  should  not  re- 
duce the  responsibility  of  the  merchant  to  deliver  his 
goods  in  the  best  possible  shape.  Mail  order  houses  plac- 
ed great  emphasis  on  the  satisfaction-or-return-the-goods 
rule,  and  the  wi^3e  local  merchant  will  leave  no  loop-hole. 

The  location  of  the  department  is  important.  Some 
stores  are  large  enough  to  admit  of  a  representative  sec- 
tion on  the  ground  fioor.  This  very  often  takes  the  form 
of  a  completely  furnished  room,  in  which  it  is  very  often 
possible  to  introduce  other  lines  of  house-furnishings, 
such  as  wall  paper,  draperies,  curtains,  carpets  and  bed 
equipment.  This  room,  if  located  on  the  ground  fioor, 
will  serve  effectively  as  an  introduction  to  the  actual  fur- 
niture department  which  may  be  on  the  second  or  third 
floor.    Very  often  a  window  will  serve  the  same  purpose. 

Advertising  Essential. 

Manufacturers  and  wholesalers  express  the  opinion 
that  where  furniture  is  carried  by  a  general  or  depart- 
mental  store  in  a  town   or   small   city,    one   difficulty   is 


that  the  merchant  does  not  always  give  his  lines  the 
the  benefit  of  sufficient  publicity.  .Sometimes  he  is  con- 
tent to  handle  only  a  commonplace  line  of  goods  with 
which  he  could  make  but  an  indifferent  display  at  best. 
In  some  of  the  general  stores  throughout  the  West,  the 
furniture  department  has  been  well  developed.  In  not  a 
few  instances  they  have  outgrown  the  facilities  of  the 
stores,  and  merchants  have  had  to  remove  them  to  other 
buildings.  Furniture  is  made  an  outstanding  feature  of 
advertising  and  careful  attention  is  given  to  window  and 
store  arrangement. 

Demand  for  Better  Grades. 

The  Summer's  trade  has  been  remarkable  for  an  im- 
proved demand  for  better  grades.  Wiltons  and  Axmin- 
sters  are  said  by  some  retailers  to  have  shown  consider- 
able activity,  with  business  still  very  good  in  Biussels 
as  a  staple  covering. 

In  the  drapery  department  it  is  noted  that  many  very 
handsome  lines  of  period  cretons  have  recently  been  im- 
portant. Some  of  the  most  dainty  of  these  are  of  the 
Elizabethan  oi-der,  and  there  are  decorators  who  will  go 
as  far  .as  to  declare  that  the  favor  of  period  effects  or 
adaptaioiis  is  such  as  to  suggest  an  influence  from  the 
trend  of  garment  styles.  Certainly,  he  i^oints  out.  the 
possibilities  in  the  home  furnishing  lines  are  such  at  the 
present  time  that  styles  of  the  Middle  Ages — those  ap- 
proved for  indoor  wear — need  not  languish  for  want  of 
appri.priate  setting.  That  there  is  some  reason  for  this 
statement  is  evident  from  an  inspection  of  recent  impro- 
tations  by  large  retail  houses.  One  of  the  newest  things 
was  a  series  of  old  Rheims  tapestry  reproductions,  vary- 
ing in  width  from  four  to  six  or  eight  inches,  such  as 
might  be  used  either  for  bordering  curtains  or  draperies 
or  for  dados.  These  pieces  are  very  rich  in  colorings,  are 
not  without  a  suggestion  of  age  and,  what  is  more,  are 
comparatively  inexpensive. 


Early  Closing  in  Montreal. 

Montreal,  -July  29. — The  Early  Closing  Association 
has  succeeded  in  enforcing  the  early  closing  by-law  which 
they  have  been  striving  to  bring  about  for  a  number  of 
years.  On  July  21st,  the  new  by-law  was  in  operation 
for  the  first  time  and  the  Associat'ion  celebrated  its 
victory  by  a  parade  through  the  streets  of  the  city. 
Dry  goods  and  grocery  stores  are  most  affected  by  the 
new  by-law,  drug  stores,  ice  cream  parlors,  etc.,  being 
exempt.  The  new  enactment  provides  for  the  closing  of 
business  places  at  7  p.m.  on  Wednesdays  and  Thursdays. 
Very  few  places  remained  open  the  first  evening,  but 
steps  will  be  taken  by  the  Association  to  prevent  any 
stores  infringing  on  the  new  law.  The  retail  merchants, 
however,  have  decided  to  appeal  the  by-law  to  the 
Privy  Council.  The  majority  of  those  attending  a  spec- 
ial meeting  favored  this  course,  it  being  held  that  the 
by-law  -was  ultra  vires  and  a  restraint  of  trade.  If 
pointed  out  that  the  by-law  was  particularly  unjust  to 
the  Jewish  community  a,s  the  laws  of  their  church  al- 
ready obliged  them  to  close  their  stores  twice  a  week. 
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The  Bargain  Department  as  an  Outlet  for  Slo\v  Stocks 

Location,  Supply  and  Advertising  the  Three  Factors  in  Bargain  Suc- 
cess—Every Item  Should  be  Prominently  Displayed  and  Plainly  Priced. 

By  Lynn  Sumner  in  System. 


CLEARING  house  for  over-stocks,  outlet  for  rem- 
nants and  broken  lines — what  the  by-product 
p'ant  is  to  the  factory — such  is  the  bargain 
department  to  the  retail  store. 
Another  purpose,  too,  it  serves;  it  is  the  constant 
source  of  ideas,  the  court  of  last  resort,  for  the  adver- 
tising mian.  When  the  season  is  slow,  when  reiteration  of 
regular  line  qualities  becomes  monotonous,  there  is  always 
a  bargain,  a  real  bargain,  understand,  to  catch  the  eye, 
bring  back  trade,  hold  interest. 

In  the  smaller  store,  these  two  general  principles  of 
purpose  may  not  find  complete  application.  Many  a  bar- 
gain store  or  department  stands  on  its  own  merits,  serves 
as  an  independent  institution.  But  we  speak  of  it 
primarily  in  its  sense  as  an  auxiliary  to  the  standard 
medium   of   retailing,    the   ordinary   general   store. 

Most  retail  houses  which  have  established  a  bargain 
department  as  a  permanent  feature  consider  it  almost 
in  the  nature  of  a  separate  store.  Its  relations  with  the 
other  departments  are  clea,rly  defined  and  its  sales  are 
watched  almost  as  closely  as  though  it  were  a  store  inde- 
pendent in  itself. 

Three  Elements  of  Success. 

Three  things  enter  into  the  successful  operation  of  any 
bargain  department — selection  and  maintenance  of  stock, 
location  a,nd  arrangement,  and  methods  of  advertising. 

In  order  to  attract  all  classes  of  buyers,  the  bargain 
department  must  have  leaders  (genuine  bargains,  desir- 
able because  of  their  newness  or  usefulness,  just  as  aiuy 
successful  department  should  have.  If  the  left-overs  and 
dead-stocks  are  depended  upon  entirely  for  the  depart- 
ment, they  will  create  unfavorable  instead  of  favorable 
impressions. 

The  very  first  thing  to  do  in  opening  a  new  bargain 
department,  or  in  stimulating  interest  in  one  already  in 
operation,  is  to  select  a  line  of  quick-selling  and  popular 
priced  new  leaders.  Possibly  the  most  successful  line 
comprises  new  ideas  in  staple  goods,  merchandise  which 
is  bought  and  used  in  the  home  at  all  seasons  of  the  year. 
These  leaders  should  be  offered  at  prices  which  the  public 
will  recognize  at  first  glance  as  unusual. 

Location  an  Important  Feature. 

Asiide  from  the  leaders,  the  bargain  stock  may  con- 
sist of  underprieed  merchandise  of  ma,ny  kinds  which 
has  been  obtained  from  the  various  departments  of  the 
store  and  from  jobbers'  and  manufacturers'  special  sales. 
Before  transferring  goods  from  a  regular  department  to  a 
bargain  department  the  selling  value  of  the  goods  should 
be  fixed,  and  then  a  discount  taken  off.  This  discount 
should  be  considered  as  the  loss  of  the  department  from 
which  the  goods  are  transferred,  and  the  bargain  depart- 
ment's margin  in  selling. 

Whenever  possible,  a  merchant  should  place  his  bar- 
gain department  on  the  second  floor  or  in  the  basement, 
but  if  neither  of  these  arrangements  is  practicable,  a  bar- 
gain booth,  counter  or  square  may  be  located  at  the  rear 
of  the  main  floor.  The  object  of  this  is  obvious — cus- 
tomers coming  in  with  the  sole  aim  of  making  bargain 
purchases  must  pass  through  the  main  section  of  the  store 
to  reach  the  goods  desired,  and  all  merchandise  displayed 
along  the  aisles  receives  attention. 


In  the  bargain  section  proper,  every  item  on  sale  should 
be  prominently,  openly  disp'ayed.  To  place  all  goods 
within  easy  reach  and  make  them  subject  to  quick  selec- 
tion— this  is  the  most  certain  route  to  quick  sales.  Tables 
and  counters  around  which  buyers  may  pass  freely,  an 
arrangement  which  the  five  and  ten  cent  stores  best  typify, 
are  the  best  mediums  of  display. 

Furthermore,  every  article  or  group  of  articles  should 
be  plainly  priced.  A  bargain  displayed  without  an  easily 
read  price  ticket  is  really  no  bargain  at  all,  for  price  is 
the  factor  on  which  quick  decision  depends. 

Two  principal  kinds  of  advertising  serve  to  keep  a 
bargain  department  before  the  public.  One  is  the  ordin- 
ary newspaper  advertising,  exploiting  specific  offerings; 
the  other  scheme,  advertising  methods  which  depends  for 
their  success  on  drawing  crowds  to  the  department  through 
some  unique  attraction  in  the  store. 

Exploiting  Special  Offerings. 

Newspaper  advertising  should  ordinarly  describe  but 
a  few  of  the  most  desirable  bargain  leaders.  Prices  on 
these  should  be  quoted  boldly.  Some  stores  make  a  prac- 
tice of  featuring  in  their  regular  newspaper  space  each 
day  some  one  particularly  desiraible  item,  using  it  as  a 
means  of  drawing  readers  to  the  department  should  they 
happen  that  day  to  be  in  the  store  or  in  the  shopping  dis- 
trict. Disjjlays  of  goods  in  the  store  are  depended  upon 
in  such  eases  to  create  desire  for  aidditional  articles  when 
the  customer  is  on   the  ground. 

One  w.ay  of  stimulating  sales  is  to  announce  in  the 
advertisement  that  the  quantity  of  goods  to  be  sold  and 
the  quantity  obtainable  by  each  customer  will  be  limited. 
This  naturally  impresses  the  reader  with  the  fact  that 
his  or  her  chance  of  securing  the  articles  is  reduced  and 
has  a  tendency  to  start  off  a  certain  day's  sales  with  a 
rusli. 

One  clever  method  of  advertising  a  bargain  section  was 
a  popular  shoppers'  contest  used  by  a  North  Carolina 
retailer.  This  plan  was  to  give  away  free  on  every  ad- 
vertised barg-ain'day  a  ten-pound  box  of  chocolates  to  the 
shopper  receiving  the  largest  number  of  votes  given  to 
customers  of  the  bargain  department.  One  vote  was 
given  away  with  evei-y  10-cent  purchase,  three  votes  with 
every  25-eent  purchase,  seven  votes  with  a  50-cent  pur- 
chase, and  fifteen   votes  with  every  dollar  purcha.se. 

Voting  Contests. 

The  store's  idea  in  using  this  contest  was  to  interest 
all  the  shoppers  in  the  town  and  get  them  to  induce  their 
friends  to  buy  something  at  the  bargain  department  and 
thus  get  votes  for  them.  The  votes  given  out  had  to  be 
east  in  the  ballot  box  at  the  department  as  they  were 
issued.  Interest  was  maintained  by  advertising  a  contest 
every  week,  thus  giving  customers  something  to  which 
they  could  look  forward. 

In  many  places  the  bargain  department  has  been  over- 
worked and  a  scheme  of  this  kind  is  necessary  to  stimulate 
interest.  In  this  store  the  contest  feature  was  found  -a 
decided  success,  as  it  moved  the  articles  offered  for  sale 
in  the  bargain  department  at  better  prices  than  could  have 
been  secured  by  leaders  alone. 

A  departemnt  house  in  an  Iowa  town  achieved  remark- 
able success  in  attracting  customers  to  its  bargain  depart- 
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ment  by  conducting  "hour  sales."  This  sale  plan,  based 
upon  the  theory  that  people  will  make  an  extra  effort 
to  obtain  articles  when  they  are  obtaina,ble  for  a  short 
time  only,  drew  crowds  every  day  it  was  put  on. 

One  of  the  unique  and  effective  features  of  this  sale 
was  the  method  of  advertising  it.  The  newspaper  space 
used  was  divided  into  as  many  separate  spaces  as  there 
were  specials  to  be  offered  and  in  ea,ch  square  was  a  cut 
of  a  clock  face  with  the  hands  pointing  to  a  certain  hour. 
Just  below,  the  reading  matter  ran  something  a,s  follows: 
"From  8  to  9  special  offering  in  wash  goods.  Ten  pieces 
of  silk  gingham,  small  checks,  regular  price,  25  cents;  this 
sale  for  one  hour  only,  lo  cents  per  yard."  Other  offer- 
ings were  ma,de  from  9  to  10,  from  10  to  11,  from  11  to 
12,  and  so  on  through  the  day. 

In  the  store  the  sale  periods  began  and  closed  sharply 
on  the  hour,  but  many  customers  who  had  taken  advantage 
O'fi  one  short  opportunity  remained  to  obtain  later  bar- 
gain offerings.  This  was  exactly  the  result  desired,  as 
the  hour  sale  was  only  designed  as  a  method  of  drawing 
people  to  the  store  so  that  they  would  be  induced  to 
make  purchases  from  the  regular  and  more  profitable 
stocks. 

Oddities  in  Sales  that  Bring  Business. 

A  Wisconsin  retailer  caused  a  carnival  of  fa,st  buy- 
ing in  his  store  by  conducting  a  "Nine-Minute  Nine- 
Cent"  sale.  This  plan  is  based  on  the  principle  of  having 
every  article  offered  priced  with  some  variation  of  the 
value,  nine  cents,  and  having  many  of  the  bargains  avail- 
able only  for  the  period  of  nine  minutes. 

For  example,  smaller  articles  should  be  marked  at  one 
for  nine  cents,  two  for  nine  cents,  three  for  nine  cents. 


and  so  on.  More  expensive  goods  should  be  quoted  at 
such  figures  at  twenty-nine,  fifty-nine,  and  seventy-nine 
cents  each.  For  very  short  periods,  such  as  from  9  to  9.(19 
a.m.,  some  of  the  bargains  should  be  offered  which  will 
appear  to  customers  as  exceptional  values.  Thus,  while 
the  novelty  will  keep  customers  interested  all  day,  there 
will  be  certain  times  when  buying  will  be  accelerated  l)y 
the  special  offers. 

Such  schemes  as  these,  used  occasionally  as  a  supple- 
ment to  straight  newspaper  advertising,  serve  to  keep  the 
public  alive  to  the  possibilities  of  the  bargain  dei^axtment 
as  a  money-saving  medium  for  them.  And  once  the 
department  has  become  an  established  feature,  recognized 
and  watched  by  buyers,  the  retailer  has  won  his  point. 

A  Pleasant  Outing. 

Montreal.  Aug.  5. — The  annual  picnic  of.  the  Ketail 
Dry  Goods  Association,  took  place  on  the  15th  of  last 
month.  A  special  train,  carrying  500  people,  left  early 
in  the  morning  for  Coney  Island,  Que.,  where  a  very  en- 
joyable day  was  spent.  Amusements  consisted  of  well 
contested  races  and  dancing  for  which  suitable  prizes  were 
awarded. 

Among  the  officers  in  attendance  were.    M.  0.  Lemire, 
pres. ;  J.  P.  Gervais,  1st  vice-pres. ;  Eug.  Viau,  2nd  vice- 
pres. ;  E.  Lamy,  treas.,  and  A.  Rouleau,  secretary. 
♦ 

Owing  to  the  scarcity  of  crude  material,  all  grades  of 
rubber  have  been  advanced  from  40  to  60  per  cent,  during 
the  past  year.  This  is  20  per  cent,  higher  than  they  ever 
were  before.  All  rubber  supplies  have  been  advanced 
over  10  per  cent. 
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Handkerchiefs 


Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  good  article  com- 
mands respect  from 
your  customers  and 
increases  your  business 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

"EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 


Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 
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Men's  Furnishing  Department  in  the  Cressman  Store,  Peterborough. 


Men's    Clothing    and    Furnishings  Ne\s^s 

Business  in  Many  Lines  for  1909  will  Exceed  that  of  1907  —  Good 
Prospects  for  Fall  and  Spring— Advance  Information  with  Reference 
to  Shirts,  Neckwear,  Clothing  and    Men's  Woolens  —  Higher  Prices. 


MANUFACTURERS  and  wholesalers  of  men's 
furnishings  are  well  satisfied  with  the  present 
season's  volume  of  business.  In  some  quarters 
it  is  said  to  be  in  advance  of  1907,  even 
though  that  season  was  remarkable  for  liberality  of 
buying.  There  is  now,  however,  a  very  cautious  feeling 
which  will  undoubtedly  become  reduced  according  as 
very  encouraging  prospects  are  realized.  There  is  one 
feature  of  this  so-called  hand-to-mouth  tendency  which 
some  wholesalers,  now  that  the  clouds  have  cleared,  are 
disposed  to  consider  in  the  nature  of  a  blessing.  They 
unhesitatingly  declare  that  it  spells  stability,  and  that, 
in  proof  of  this,  the  number  of  assignments  o!  late  has 
been  very  few.  A  manufacturer  of  men's  furnishings 
also  remarked  upon  this  condition  and  pointed  out  that, 
in  the  latter  part  of  last  year,  his  losses  were  consider- 
able. During  the  past  few  months,  however,  they  have 
been  comparatively  negligible,  and  he  attributes  it  to 
the  caution  exercised  throughout  the  trade.  He  main- 
tain's  that,  although  he  may  have  to  carry  larger  stocks 
through  the  season,  there  is  every  reason  to  believe 
that  business  will  work  back  to  normal  on  a  more  satis- 
factory basis  than  ever  before,  and  that  each  section  of 
the  trade  will  better  understand  the  other's  position. 


The  New  Shirtings. 


It  is  predicted,  and  lines  already  prepared  bear  it 
out,  thaX  men's  shirts  for  Spring  will  follow  the  general 
tendency   in     apparel     styles     in    favor  of  less   extreme 


effects.  The  past  two  seasons  have  emphasized  bold 
stripes  ;  winter  lines  show  modifications  and  Spring 
will  do  so'me  better  in  this  direction.  Neater  effects  in 
black  and  white,  blue  and  white  and  grey  and  mauve 
grounds  are  prominently  shown  in  some  of  the  latest 
shirt  fabrics  manufactured,  the  relieving  stripes  being 
very  narrow. 

While  there  has  been  little  change  in  Fall  values, 
owing  to  the  fact  that  the  cotton  prices  did  not  begin 
to  soar  until  after  manufacturers  were  well  supplied,  it 
is  likely  there  will  be  some  slight  changes  in  Spring 
values.  Enquiry  among  manufacturers  indicate  that  the 
extent  of  the  advance  is  a  matter  of  doubt.  One  man 
pointed  out  that  the  increase  to  date  on  certain  lines 
of  material  was  only  about  one. quarter  of  a  cent  a  yard, 
and  that  if  it  went  no  fuither,  garment  values  would 
not  be   affected. 

Fall  business  in  fancy  vests  indicates  a  good  feeling 
for  greys.  Tan  effects  have  also  taken  well  and  these 
colors  are  among  the  leaders  for  Spring.  Highly 
mercerized  Egyptian  yarns  are  being  largely  used  in 
vests,  and  also  silk  striped  worsteds.  While  opinion  does 
not  appear  unanimous  with  regard  to  the  popularity  of 
the  knitted  vest,  there  axe  many  retailers  who  still 
give  it  very  favorable  consideration.  The  new  lines  are 
very  neat,  and  suggest  that  care  and  good  taste  in 
.shaping,  fashioning,  trimming  and  designing  of  fabric  so 
characteristic  of  all  lines  of  knitted  goods.  Silk 
braids  are  much  used  for  trimming  the  edges  and  pockets, 
and  very  often  tiny  silk  patterns  in  contrasting  or  self 
tones  are  introduced. 
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Collars. 

There  has  been  a  heavy  summer  business  in  hot 
weather  lines  of  collars  and  Fall  trade  has  also  teen 
satisfactory.  For  next  season  very  little  that  is  decid- 
edly new  has  made  its  appearance  in  turndown  styles 
as  the  productions  of  the  last  couple  of  seasons  has 
about  run  the  limit  of  possibility  in  that  line.  Some 
houses  are  giving  favorable  consideration  to  the, rounded 
wing  article,  but  others  state  that,  as  this  will  call  for 
th©  introduction  of  the  stiff-bosomed  shirt,  it  will  not 
have  an  extensive   run.    In   the   retail   houses,   these   col- 


brown  mixtures  will  also  be  given  a  trial.  Owing  to  the 
reign  of  the  close-fitting  collar,  widths  will  remain  in 
the  vicinity  of  two  inches.  There  is  still  some  demand 
for  knitted  ties  in  silk  grades.  Reefer  scarfs,  about 
45  inch  long  and,  18  inch  wide  have  been  placed  in  large 
quantities  for  Fall. 

The  latest  word  from  across  the  border,  and  one 
which  retailers  rather  than  manufacturers  more  readily 
confirm  is  that  the  puff  tie  will  have  a  revival  for  Fall, 
and  that  already  good  orders  have  already  been  placed 
for  silk  Ascots  and  large  folded   squares  to  tie  in  puffs. 


Mtn's  furnishing  windo*  by  Anderson    &    Logan,  Niagira    Falls,    consisting    entirsly 

of  the  product  of  the   Dominion   Suspender  Co.,   Niagara  Shirt  Co.   and 

Niagsra   Neckwear  Co.,  of  that  city. 


lars  have  been  given  a  prominent  place  in  the  wing 
class  and,  it  is  stated,  is  a  popular  collar  with  those 
who  prefer  that  type. 


Men's  Ties 

In  ties,  stripes  are  still  the  thing.     They 
in  the  Fall  lines,  and  will  be  repeated  for 
Summer      trade     in      wash    goods,    and    in 
bengalines     and     baratheas    has  been   very 
Batwings  ,have  been  in  good  demand  for  Su 
The    green    shades    have    been    very    strong 
bulk  of  the  business  being  in   self-tones.    It 
that  reddish  shades  will  be  well  received  for 


are  featured 
Spring.  The 
plain-colored 
satisfactory, 
mmer.  The 
sellers,  the 
is  predicted 
Spring,  and 


Greens    and   dark    reds     have   sold    well   for   Fall   on   the 
other  side  of  the  line,  and  greys  have  ajso  done  well. 

Clothing  manufacturers  are  well  pleased  with  the 
season's  business.  Fall  orders  axe  now  being  delivered, 
and  while  there  have  been  years  in  which  advance  buy- 
ing ha.d  greater  volume,  the  record  is  incouraging  and 
everything  points  to  a  sorting  season  which  will  bring 
up  the  averages.  Novelty  effects  are  still  supreme  for 
the  popular  trade  and,  manufacturers  state,  will  be 
repeated  next  season,  although  it  is  predicted  that  new 
lines  will  show  some  inclination  towards  jquieter  designs. 
There  has  been  very  good  business  in  small  boys'  lines, 
suits  of  the  Buster  Brown  type  being  among  the  leaders. 
The  two-piece  suit  for  men  is  said  to  have  fallen  off  in 
favor   considerably  this   summer  and   there   are  those  in 


Dr\  Goods  Rri'icw 


M  E  \  '  S     F  U  R  N  1  S  1 1  F.  U 


125 


PATENTED 
U.S.A.CHESTER 


SUSPENDERS 


ALL    FABRIC 


BETTER 

THAN 
LEATHER 


SEMI-ELASTIC 
MODEL 

(Non-elastic  shoul- 
der straps,  elastic 
back  straps)  affords 
the  firm  support  to 
trousers  that  is  abso- 
lutely necessary  to 
good  fit. 


The  best  selling 
models  ever  put  on 
the  market.  So  at- 
tractive that  every- 
body who  sees  them 
wants  them. 


FULL-ELASTIC 
MODEL 

The    top    notch    of 
perfect  comfort. 
Lisle  webs  meeting 
new     standards      of 
beauty  and  merit. 


Both  models  carry  our  new  patented  fabric  ends  (leather 
shaped),  chemically-toughened  wear-points,  and  solid,  woven 
inserted    back    buttonholes. 

An  advertising  campaign  is  just  being  started  in  the  leading  papers  to  acquaint  the 
people  of  Canada  with  the  merits  of  this  new  Chester  line. 

Send  for   sample  dozens.  Price,  $4.50    per    dozen 


Made  by  THE  JAMES   HALL  CO. 

Brockville,  Ont. 


Please,  mention  The  Review  to  Advertisers  and  Their   Travelers 
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MEN'S     FURNISHER 


Dry  Goods  Review 


Best  for  Looks 
Best  for  Comfort 
Best  for  Wear 


ARE 


Collars  d  Cum 


They  will  not  wilt,  tear,  fray 
or  get  out  of  shape.  They  wear 
well,  look  well,  feel  well  and 
have  that  style  of  distinction, 
fit  and  individuality  which  stamp 
them  as  superior. 

Profits  are  Assured 

Xylonite  is  not  distinguish- 
able from  the  best  class  of  linen 
and  the  profit  from  stocking 
this  ready,  steady  selling  line  is 
attractive. 

We  can  make  money  for  you 

as  well  as    ourselves    if  you  will 

only    write     us     for    samples  and 
prices. 


GEO.  RIDOUT  &  CO. 

TORONTO 
Canadian  Selling  Agents 

L2a'ge  Stocks  available  in  the  following  Cities  ; 

77  York  Street  56   Albert  Street 

Phone  Main  3003  Phone  Main  3864 

TORONTO  WINNIPEG 

1 23  CorUtine  Building 

Phone  Main  3921 

MONTREAL 


the  manufacturing  end  who  state  that  fancy  vests  have 
not  measured  up  to  the  usual  mark. 

Manufacturers  confirm  the  statements  of  woolen  men 
that  the  grey  and  bronze  order  will  be  leading  features 
of  the  Spring  lines.  Buyers  who  have  just  returned  from 
abroad  state  that  they  liave  stocked  heavily  in  those 
colors.  Tweeds  are  also  coming  in  for  greater  consider- 
ation. In  the  new  weaves  the  tendency  in  favor  of  very 
neat  designs  is  also  noted,  neither  stripes  nor  checks 
being  as  strongly  emphasized  as  during  the  past  two 
seasons. 

Referring  to  the  strong  hold  which  fancy  effects  in 
ready-to-wear  suits  has  taken  upon  a  large  portion  of 
the  trade,  a  manufacturer  stated  that  while  novelty  had 
been  responsible  for  a  great  degree  of  the  good  business 
of  the  past  two  seasons,  it  confronted  the  maker  with 
the  necessity  of  frequent  and  varied  changes  in  garment 
patterns,  and  that  styles  had  become  a  matter  requiring 
the  closest  application  on  the  part  of  designers.  The 
trade  also  had  to  be  consulted,  previous  to  production, 
to  a  greater  extent  than  ever  before.  Some  years  ago 
it  was  largely  a  matter  of  selling  the  output  without 
preliminary  samples  or  consultation  of  the  trade.  Now 
conditions  have  been   practically  reversed. 

Commenting  on  this  same  development,  the  New 
York   .Journal  of  Commerce  states  : 

"It  has  been  found  in  the  clothing  trade  that  manu- 
facturers no  longer  take  chances  on  what  will  sell  in 
fancies  in  the  sense  that  such  chances  were  taken  a  few 
years  ago.  The  salesmen  go  the  retailers  now  with 
sample  pieces  or  even  sample  garments.  The  clothing 
manufacturer  does  not  go  ahead  and  make  up  hundreds 
of  suits  to  be  offered  at  a  certain  figure  if  the  ,  fabric  in 
them  is  of  a  fancy  shade  or  construction.  He  first  as- 
sures himself  of  his  market.  Even  on  the  staple  goods 
very  much  more  care  is  used  in  producing  stocks,  for 
styles  change  quickly  and  a  garment  that  may  sell  fi>nely 
in  Chicago  will  hardly  move  in  some  other  sections  be- 
cause of  cut  or  trimming. 

"In  almost  every  line  of  trade  that  can  be  mentioned 
into  which  fabrics  enter  as  raw  materials  the  same  care 
in  getting  orders  first  is  now  a  very  common  rule.  Of 
course  there  are  some  staples  made  year  in  and  out 
that  have  a  sale  in  keeping  with  the  rise  and  fall  of 
purchasing  power  in  the  community,  yet  even  in  these 
lines  it  has  come  to  be  the  custom  of  manufacturers' 
agents  to  seek  first  hand  information  of  the  conditions 
of  jobbers'  and  retailers'  stocks  from  time  to  time,  so 
that   there   shall  be   no   overproduction. 

"If  the  large  corporations  find  that  a  certain  pattern 
effect,  as  fugitive  as  a  side-band,  for  example,  is  forcing 
large  buying  in  advance,  they  are  constantly  on  the 
lookout  to  note  the  moment  when  the  fashion  has  had 
its  run.  The  days  of  trying  to  force  things  on  the  mar- 
ket at  a  price  are  passing  in  many  places  and  the  days 
of  trying  to  find  what  the  trade  wants  and  supplying 
it,   are  at  hand." 


Hosiery  and  Underwear. 


There  was  a  wealth  of  color  in  the  hosiery  specials 
at  retail  during  the  past  month,  and  these  represented, 
to  a  certain  extent,  the  great  emphasis  placed  on  the 
somewhat  extreme  color  card  during  the  past  season. 
Buyers  and  heads  of  departments  state  that  there  will 
not  be  the  same  strength  of  color  for  Spring.  Those  who 
have  just  returned  from  Europe  and  are  inclined  to 
speak  of  the  new  season's  shades  state  that  plain 
colors,  and  neat  stripes  and  checks  have  been  largely 
bought. 
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TWO  RULING 
SPECIALTIES 

FOR  THE  COMING  HAT  SEASON 

EGERTON  &  CO. 

"THE  AIRFLEX" 

Health   and   Self-Conforming  Stiff  Hat 


BELMONT  &  CO. 

"THE  LITEASAIR 


5J 


Absolutely   the   lightest    Stiff   Hat   On 
the  market.  All  in  the  latest  blocks 


SECURE  THE  AGENCY  FOR 
EITHER  ONE  OF  THESE 
SPECIALTIES  IN  YOUR  TOWN 


Our    Spring,    1910,  line    of    Stiff  and 
Soft  Hats  will  be  shown  you  shortly. 

We  Furnish  Attractive  Sales  Helps 


BOULTER,  WAUGH  &  CO. 

LIMITED 

Fur  Manufacturers       Hat  Importers 

491,  493,  495  St.  Paul  St.     57  St.  Peter  St. 

MONTREAL 


HATS 

CAPS 

STRAWS 


^  We  are  now  prepar- 
ingour  range  of  samples 
for  the  Spring  season, 
and  in  them  will  be 
found  goods  from  lead- 
ing hat-manufacturing 
centres    of    the    world. 

^  If  you  have  not  han- 
dled our  line,  write  us 
so  that  our  traveler  may 
call  on  you  and  show 
you  the  celebrated 

Royalty 

Robson  &  Woodrow 

Hats 

and    our    extensive    rang"e    of 

Caps  and  Straws 


Swift,  Copland  &  Co. 


LIMITED 


MONTREAL 


Please  mention  Th$  Review  to  Advertisers  and  Their  Travelers 
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Great 


^HE  great  talking  point  in  selling' 
Challenge  Brand  Waterproof  Collars 
and  Cuffs  is  this: —  ^ 

They  possess  all  the  advantages  of  fine  linen 
goods — style,  comfort,  long  wear,  without 
the  great  disadvantage  of  linen  —  laundry 
expense. 

Point  out  to  a  man  that  if  he  wears  seven 
linen  collars  and  two  pairs  of  cuffs  a  week, 
his  laundry  expense  on  these  items  alone 
will  amount  to  nearly  a  dollar  in  a  month. 
Then  show  him  how  he  can  eliminate  this 
expense  without  sacrificing  one  atom  of 
good  appearance  by  wearing  Challenge 
Brand  Collars  and  Cuffs  and  the  sale  is 
practically  made,  because  you  can  demon- 
strate the  truth  of  your  assertions  right  on 
the  spot  by  smudging  a  Challenge  Brand 
Collar  and  then  removing  the  smudge  by  a 
rub  with  your  dampened  handkerchief. 
A  Free  Collar  Case. — We  want  to  make 
you  a  present  of  a  handsome  outside  Collar 
Case,  made  of  British  Plate  Glass  and 
Quarter  Cut  Oak.  Write  our  agents 
about  this  ! 

Besides  our  Challenge  Brand  Collars  and 
Cuffs,  we  manufacture  the  well-known 
Arlington  Collar  Supporters,  Dressing 
Combs,  Fine  Combs,  Martingale  Rings  and 
Harness  Loops. 


mt  Arlington  Contpanp 

of  Canatia,  ?.imiteii 

54-56     Fraser    Avenue,     Toronto,     Ontario 

'Western  Representatives  Eastern 

J.  CHANTLER  &■  CO..  Toronto  DUNCAN  BELL.  Montreal 


Fall  business  in  underwear  has  been  very  good. 
There  is  a  decided  development  in  favor  of  medmm 
weig-hts.  Retailers  report  that  during  the  past  month 
goods  in  the  mesh,  porous  and  zephyr  weight  class 
have  been  very  strong  and  there  has  been  good  sales  of 
combinations  on  the  athletic  order. 

It  would  not  be  surprising  to  see  an  upward  move 
in  glove  prices  on  repeat  orders.  Leather  has  been 
showing  a  tendency  to  soar,  and  in  both  shoes  and 
gloves,  values  in  the  finished  articles  may  not  escape, 
although  wholesalers  point  out  that  there  has  been  no 
move   in  that   direction   as  yet. 


Spring  Hat  Prospects  Excellent. 

Wholesalers  will  commence  showing  at  the  end  of 
this  month  Spring  lines  and  a  full  sorting  range  of  stiff 
and  soft  hats  and  the  staple  Spring  range  of  caps. 
Buyers  have  returned  from  the  English  market,  and 
domestic  selections  are  also  complete.  There  is  more 
enthusiasm  regarding  the  new  lines  than  in  many  seasons. 
The  Canadian  trade  has  expanded  and  progressive  me- 
thods on  the  part  of  wholesalers  have  contributed  largely 
to   this. 

Shapes  in  stiff  hats  lean  decidedly  to  the  conven- 
tional ideas.  Fla.t  effects  are  somewhat  abandoned  and 
curled  brims  are  the  rule.  This  is  obtained  largely 
through  hav'ing  the  bindings  curled,  which  gives  a  de- 
cided roll  effect.  Increased  demand  is  expected  for  soft 
hat  shapes  for  young  men.  Many  additional  styles  arc 
shown  in  small  soft  shapes,  .showing  the  dip  front  or 
dropped  side. 

The  decided  novelty  in  soft  hats  is  the  range  of 
colors.  Green  which  has  done  so  well  during  the  past 
season  for  the  young  men's  trade  is  still  represented, 
but  will  take  a  decided^  setback  in  the  novelty  way  com- 
pared with  the  new  blue  wine  and  plum  shades.  Navy, 
sapphite  and  cadet  are  the  tluc  shades  represented  and 
every  wholesaler  shows  a  small  number  of  styles.  It  is 
expected  that  the  new  colors  will  aid  in  an  increased 
sale  of  soft  hats. 

Colors  are  represented  in  men's  stiff  hats,  such  as 
brown  and  cadet,  but  black  will  as  usual  largely  pre- 
dominate. Odd  colors  in  stiff  hats  a^re  confined  in  sale 
to  metropolitan  cities,  and  will  sell  in  a  limited  degree 
in  Canada. 

Retailers  will  share  an  exceptional  co-operative  .sales 
plan  of  many  wholesalers.  Attractive  sales  helps  in  the 
form  of  window  and  interior  cards  and  novelties  are 
furnished  and  some  firms  go,  so  far  as  to  advertise  their 
leading  brands  locally  for  retailers.  In  no  branch  of 
trade  have  more  progressive  methods  been  used  than 
by  wholesale  hat  firms. 

Cap  manufacturers  are  preparing  their  Spring  lines, 
and  greys  and  browns  have  been  well  considered.  Fawms 
Cubas  and  green  shades  have  sold  well  for  Fall  and 
will  be  well  eepresented  in  next  season's  lines. 

The  pa.st  month  has  seen  very  good  business  in 
straws.  Exclusive  hatters,  however,  deprecate  the  fact 
that  large  departmental  houses  have  seen  fit  to  put  on 
specials  very  early  in  the  season,  thus  discouraging  all 
possibility  of  a  second  season  in  straws  which  was 
considered  feasible  by  some  dealers. 

The  Crown  Hat  Co.,  &alt,  has  decided  to  add  the 
manufacture  of  men's  hats  to  their  range  of  work,  and 
the  machinery  for  the  purpose  has  been  installed.  The 
new  line  will  give  employment  to  several  additional  hands 
and  will  enable  the  factory  to  run  continuously  in  ''uture 
instead  of  closing  down  for  a  short  time  each  year. 
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250  Kinds  of  Deacon  Shirts — 

EVERY  ONE  OF  THEM  OF  EXCEPTIONAL  VALUE 

We  want  to  send  you  samples  of  the  Deacon  line,  comprising  Working  and  Negligee  Shirts,  because,  if  we 
can  get  you  to  examine  the  samples,  ^we  are  pretty  sure  of  your  order.  They  are  made  of  the  best  domestic 
cottons  and  woolens,  and  their  unstinted  success  with  other  dealers  gives  us  confidence  that  YOU  will  find 
them  to  be  real  money-makers.  Examine  the  samples,  anyway— we  shall  be  pleased  to  send  you  a  set  on 
request.  Write  us  fur  them  to-day. 

The    Deacon    Shirt    Co.,   Belleville,  Ontario 


Wreyford    &t   Co. 

TORONTO 

WHOLESALE   MEN'S    FURNISHERS 

Sole  Agents  in  Dominion  for: — 

Young   &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,    Dressing 

Gowns.     Best  selection  Flannel  Shirts  in  Canada. 

THE  NEW  VESTS  have  military  edging. 

FACTORIES:    London    and     Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 

Be  ClotKed  in  Air 

Now  in  stock  all  sizes 

Cellular 'AERTEX'  Underwear 

Short  Drawers  Union  Suits 


SPECIAL  KNITTED  NECKWEAR 

Two  tone,  Bars  and  New  Bia*  design,  $3.00  doz. 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Fall  Order. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


■^^^'^     /-^Tncanada 


grozTJf 


lii 
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Globe  Suspender  Co 

ROCK    ISLAND, 
PO 


HERE'S   THE    PROTECTION 
we  give  ycu  and  your  cust  mer  : 


Manufacturers"  Guarantee 

THIS  SUSPENDER  IS  WARRANTED 
TO  WEAR  TO  THE  SATISFACTION 
or  THE  PURCHASER,  IF  FOR  ANY 
REASON  IT  FAILS  TO  DO  80.  MAIL 
IT  TO  US.  WRITING  YOUR  NAME 
AND  ADDRESS  PLAINLY  UPON  THE 
PACKAOE,  AND  IT  WILL  BE  RE- 
TURNED TO  YOU  IN  GOOD  CON- 
DITION. FREE  OF  COST. 


7^ 


e/k 


ROCK   ISLAND. 
P.O 


C^ 


THE  ALLIANCE  MANUFACTURING 

COMPANY,  LIMITED, 

MONTREAL. 

MANUFACTURERS     OF 

WHITE  SBIRTS,  NIGBT  SHIRTS 

AND 

FINE  NEGLIOEES 

Spring    Ran^e    for  1910 

NOW  COMPLETE. 
THE  WHOLESALE  TRADE  ONLY  SUPPLIED. 


THE   ALLIANCE    MANUFACTURING 
COMPANY    LIMITED 

15-19  Clark  Street,     -     MONTREAL 

Toronto   Representative : 
V,    Norman    Smalipeice,        76  Bay  Street 

Maritime   Representative: 
J.  Pope  Barnes,   85    Germain   Street,    St.  John,  N,  B. 


he  Berlin  Suspender  and  Button  Co.,  ^'ont' 
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GOOD  COAT  LININGS 

ARE  ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths 
bear  the  stamp  of 

S.  KIRK  ^ 


SONS, 


Ltd. 


as  below : 


THERE  ARE  TWO  FINISHES  WITH  THIS 

NAME  AS  A  GUARANTEE 

OF    EXCELLENCE    IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(  1  )     The  Original 

'  Permanent  Finish.' 
(2)  'Velper' 

The  Velvety  Permanent  Finish  for 
those    who    prefer    a   soft   handle. 


# 


(Copyright) 


PATTERNS    SHOWING     EITHER 
FINISH  can  be  had  on  appUcntioii  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 

ENGLAND 


Studying  Canadian  Commercial  Field. 

F.  A.  McKenzie,  one  of  the  special  correspondents  of 
the  London  Daily  Mail,  and  whose  brilliant  articles  on 
varions  matters  of  public  importance  have  charmed  read- 
ers of  the  great  London  paper  all  over  the  world,  is  on  a 
visit  to  Canada  studying  the  Canadian  commercial  t^.cld 
in  the  interest  of  the  British  manufacturer.  P]'obVii:>  »<■• 
man  is  more  comjjetent  than  Mr.  McKenzie  to  ur.dertake 
such  an  important  commission,  certainly  no  man  ecnld 
have  a  wider  experience  of  momentous  public  matters, 
])i>th  of  peace  and  of  war;  or  who  could  so  readily  grasp, 
on  a  short  visit,  the  salient  facts  of  the  situation,  and  so 
(juickly  assimilate  the  best  pointers  for  his  British  clients. 

Both  in  peace  and  in  war,  Mr.  McKenzie  is  thoroughly 
at  home.  He  was  out  in  the  Russo-Japanese  war,  througli 
the  Russian  Revolutionary  movement,  and  in  the  Korean 
rebellion  of  1907.  As  bearing  on  his  present  commission 
Mr.  McKenzie  took  a  leading  part  in  the  Japanese  open 
duor  question — breaking  down  the  barriers  that  kept  the 
British  merchant  from  the  Japanese  consumer.  He  has 
done  a  great  deal  of  commercial  investigation  work  in 
Australia,  Japan,  and  other  countries,  and  it  may  be  men- 
tioned in  passing,  thinks  nothing  of  tiavelling  40,000  miles 
a  year  for  his  paper.  Mr.  McKenzie  was  the  originator 
of  the  great  jjhrase,  "The  American  Invasion  of  Eng- 
land"— created  when  the  American  traveller  went  over 
(o  London  to  capture  the  Biitish  trade  and — failed.  Mr. 
McKenzie  wrote  a  series  of  articles — afterwards  pub. .sh- 
ed in  book  form — which  was  of  lasting  good  to  the  British 
manufacturer,  and  although  many  were  inclined  to  resent 
his  trenchant  expressions  at  the  time,  his  advice,  when 
followed,  was  the  means  of  driving  the  American  competi- 
tor out  of  the  field. 

We  mention  these  jioints  in  ordei'  to  show  that  no  in- 
experienced writer  is  taking  up  this  Canadian  inquiry,  and 
that  British  merchants  will  be  given  a  good  idea  of  how 
tlu>y  can  best  grapple  with  the  difficulties  of  the  Canadian 
market,  and  so  set  to  work  to  realise  the  opportunities 
that  undoubtedly  lie  before  them,  if  the  situation  is  tackled 
with  intelligence  and  acumen. 

Mr.  McKenzie,  when  interviewed  by  a  representative 
of  the  MacLean  Publishing  Co.,  at  the  Windsor  Hotel, 
Montreal,  was  busily  at  work  at  the  typewriter.  He  was 
wasting  no  time,  although  he  had  only  arrived  the  day  be- 
fore. As  he  explained  his  visit  was  not  one  of  pleasure, 
but  of  hard  work. 

"Of  course,  Mr.  McKenzie,  British  merchants  are  tak- 
ing a  great  deal  of  interest  in  your  trip?" 

Mr.  McKenzie  had  only  to  point  to  the  heavy  mail 
from  the  old  country,  to  show  how  his  visit  was  regarded. 

"What  is  your  exact  commission,  Mr.  McKenzie?" 

"Well,  I  have  been  sent  out  to  Canada  by  the  Daily 
Mail  mainly  on  account  of  the  great  interest  aroused 
among  British  merchants  by  our  Canadian  articles,  show- 
ing how  England  had  fallen  behind  in  the  Dominion  mai'- 
ket.  Hundreds  of  British  firms,  many  of  them  with 
names  that  are  known  throughout  the  Empire,  have  writ- 
ten asking  for  information,  how  to  make  a  start,  and  how 
to  get  to  know  Canadian  needs.  As  to  the  business  side 
of  my  mission,  I  am  simply  acting  as  a  faithful  reporter 
of  Canadian  opportunities,  requirements,  and  methods. 
The  Daily  Mail  especially  interested  itself  in  this  matter 
because  it  believes  in  the  fututre  of  Canada.  We  know  that 
here  there  is  the  greatest  white  market  of  to-morrow  that 
will  be  open  to  the  British  manufacturer.  If  he  is  to  oc- 
cupy the  place  he  should  in  Canadian  trade,  when  Can- 
ada is  a  State  counting  its  population  by  the  tens  of  mil- 
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Limited 


Manufacturers  of  HIGH-GRADE  CRA  VATS 


2  INSPECTOR  STREET 


MONTREAL 


COMBINATION  BOX 

Containing 

Merc.  Lisle  Hose,  Silk  Handkerchief  and  Cravat 

FOR  AUTUMN    AND    HOLIDAY  TRADE 


PUT  UP  IN  TWELVE  COLORS,  ALL  TO    MATCH 

Grey,  Pansy,  Myrtle,  Gun  Metal,  Violet,  Harvard,  Alice 
Blue,  Buster  Brown,  Indigo,  Leaf  Green,  Moss,  Black. 

One    of    the     nezvest     and     most    attractive    packages    on    the    market 

Packed  in  single  boxes:   3-1 2th  doz.  of  a  color  in  carton. 
Hosiery  sizes,  10,  10^  and  11.  :         :  :  :  : 
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Al  E  X  ■  S 


f  R  X  1  S  H  E  R 


Dr\  Goods  Rciicic 


A  Little  Talk  on  the 
Glove  Question. 


You  know  there  is  a  style,  distinc- 
tion and  individuality  about  gloves, 
perhaps  as  there  is  about  nothing 
else  in  the  smallwear  line.  That's 
the  reason  you  should  sell  Imperial 
Gloves. 

They  give  evidence  of  the  highest 
skill  in  workmanship  and  honesty 
in  material  —  a  combination  that 
makes  for  good  fit,  good  looks  and 
good  wear.  Every  pair  of  our 
gloves  and  mitts  is  guaranteed. 
The  Imperial  Goods  are  the  kind 
that  keep  trade  moving  the  year 
round. 

Let  us  send  you  quotations. 

Imperial  Glove  Co.,  Ltd. 

DUNDAS,  ONTARIO 


Manufacturers  of  specially  good  Gloves  and 
Mittens  for  farmers,  railroadmen,  drivers, 
hunters  and  automobilists. 


lions,  he  must  sei  to  work  now  in  the  days  of  comparative- 
ly small  things." 

"The  British  manufacturer  has  the  goods,"  continued 
Mr.  McKenzie.  "No  one,  who  has  studied  methods  of 
production  in  the  great  producing  centres  of  the  world, 
as  I  have  done,  can  do  otherwise  than  admire  the  sound- 
ness, the  good  workmanship,  and  the  good  material  of 
the  average  British  production.  Sometimes  the  niceties 
of  appearance  might  be  improved,  but  British  products 
are  sound  through  and  through.  Canadians  could  do  with 
many  of  them.  It  is  simply  a  question  of  the  British  pro- 
ducer understanding  this  market,  catering  especially  for 
it,  studying  Canadian  needs,  and  meeting  them.  This  he 
can  do,  this  he  wants  to  do,  and  it  is  my  business  to 
give  him  a  preliminary  inclination  of  the  w'ay  to  start." 

This  we  are  confident  that  Mr.  McKenzie  can  do,  and 
will  do.  By  the  way  in  which  he  tackled  the  writer  on 
the  Ca'nadian  consuming  field  and  the  relationship  of  the 
British  manufacturer  to  it,  it  is  certain  that  he  means  to 
lose  not  time,  or  to  fail  to  grasp  every  opportunity  of 
securing  information.  Mr.  McKenzie  has  been  given  a 
glorious  opportunity '  to  instruct  the  British  merchant, 
and  we  are  sure  that  he  will  utilise  it  to  the  full. 

Mr.  McKenzie  was  fully  aware  of  the  good  work  that 
the  MacLean  Publishing  Company  has  done,  both  here 
and  in  the  Old  Country,  from  its  Fleet  Street  office,  to 
promote  a  better  understanding  of  the  Canadian  field.  On 
visiting  the  Montreal  office  he  was  greatly  struck — exper- 
ienced newspaper  man  as  he  is — with  the  extent  of  the 
MacLean  papers,  their  grasp  of  their  subjects,  and  the 
excellency  of  their  printing  and  general  get  up. 

"I  have  heard  of  your  papers,"  said  Mr.  McKenzie, 
"but  I  had  no  idea  that  you  published  so  many  or  cover- 


ed such  a  vast  range  of  subjects.  How  is  it  that  you  are 
so  much  in  advance  of  the  other  countries  in  your  trade 
papers." 

Mr.  McKenzie  understood  when  he  was  told  that  it 
was  merely  a  quest-ion  of  specialization,  of  spending  money 
freely,  and  of  sparing  no  pains  to  instruct  and  please  each 
readtr.  He  was  supplied  w'ith  a  copy  of  each  of  the  Mac- 
Lean  publications.  We  were  rather  sorry  for  him  in  one 
way,  as  the  day  was  hot,  and  an  express  wagon  not  handy. 

Mr.  McKenzie  is  going  through  to  Vancouver  and 
Prince  Rupert,  seeking  information  on  every  side,  and 
his  articles  will  be  watched  for  with  interest  on  this 
si'le  of  the  Atlantic  as  well  as  on  the  other. 


Excursion  Over  St.  Lawrence  Route. 

Many  dry  goods  men,  who  are  looking  for  an  oppoi- 
t  unity  to  combine  business  with  pleasure,  will  undoubted- 
ly be  interested  in  the  arrangements  made  by  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association  for  an 
excursion  from  Toronto  over  the  St.  Lawrence  River 
route,  via  the  Steamer  Kingston,  of  the  Richelieu  and 
Ontario  Navigation  Co.  The  excursionists  will  leave  Tor- 
onto on  Monday,  August  23rd,  at  3  p.m.,  and  calls  will  be 
made  that  evening  at  Charlotte,  N.Y.,  and  the  following 
morning  at  Kiugstou,  Brockville,  Prescott,  Thousand 
Lsland  Park  and  other  places  along  the  St.  Lawrence 
before  shooting  the  rapids.  Montreal  will  be  reached  at 
G.30  p.m.,  Tuesday.  A  program  is  being  arranged  for  the 
sojourn  in  Montreal. 

The  majority  of  the  party  will  return  together  on  the 
boat  leaving  Montreal,  Saturday,  Aug.  28,  at  1.30  p.m., 
and  arriving  in  Toronto  Monday,  August  30,  at  7  a.m., 
the  opening  day  of  Toronto  Exhibition. 

Tickets  are  on  sale  at  the  office  of  the  Secretary  of 
the  Ontario'Retail  Hardware  Association,  10  Front  St.  E. 
Toronto,  the  rate  being  .f20  for  the  round  trip,  meals  and 
berth  included.  Some  of  the  party  will  make  a  side  trip. 
Return  tickets  will  be  honored  at  any  time  up  to  the  close 
of  the  season  wilh  stojj-over  privileges  at  any  point.  A 
good  many  of  the  excursionists  will  be  accompanied  by 
their  wives. 


Pastor  Discusses  Printed  Traps. 

A  Chicago  pastor  has  been  preaching  a  series  of 
sermons  on  "Traps,"  before  large  and  interested  au- 
diences. Recently  he  spoke  on  "Printed  Traps,"  and 
referred  to  the  mail  order  catalogue  houses  thus  : 

"Those  who  have  been  making  purchases  from  mail 
order  houses  should  think  before  patronizing  them 
further.  Who  sympathized  with  you  when  you  had  sick- 
ness in  your  home  ?  Was  it  Sears  &.  Roebuck  ?  Who 
carried  you  when  you  were  out  of  work  and  had  no 
money  ?  Was  it  Mongomery  Ward  &  Company,  or  was 
it  the  home  merchant  ?  When  you  want  help  for  your 
church  or  for  some  other  worthy  object,  do  you  write 
to  May-Stearn  Company  at  Cincinnati  ?  How  much 
does  Siegel,  Cooper  &.  Company  give  towards  keeping  up 
sidewalks  or  other  city  expenses?  Wlien  you  had  to 
borrow  "money  to  pay  taxes,  did  you  get  it  from  the 
out-of-town  firm  or  from  the  home  merchant?  When  your 
love  was  buried,  was  it  the  home  merchant  who  showed 
practical  sympathy,  or  was  it  Marshall  Field  &  Com- 
pany ?  If  we  stop  to  think  this  over,  we  shall  be  less 
ready  to  ask  the  local  dealer  for  credit,  while  we  send 
the  cash  order  elsewhere." 
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Our  Travelers  Are  Now  on  the  Road 

Write,  Wire   or   'Phone  Us  if  They  do   not 
Reach  You   as   Soon  as  Wanted 

You  Know 

from    experience    that  business  founded  on  friendshsp  is  friendship  ended.      Friend- 
ship founded  on  business  is  friendship  assured. 

Eclipse  Goods 

assure    friendship    for     your    Whitewear    Department,    because    their   sale    is    based 
entirely  on  7ucrit,  attractive  style,  perfect  material  and  careful  manufacture. 

It's  not  what  we  claim — it's  what  the  goods  prove. 


The  EcHpse  Whitewear  Co.,  Limited 


Toronto 


See  next  pa^e 
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1000  Dainty,  Crisp,  New  Styles 

Write,  Wire  or  'Phone  if  Our  Travelers  do  not 
Reach  You  as  Soon  as  Wanted 


That  Somef/iirjg 
Different 

is  just  what  distinguishes  EcHpse 
garments,  and  makes  them  easily 
sold.  It  is  a  blending  of  good  taste 
in  trimmings  with  perfect  lit  and 
satisfactory  wear  that  has  made  our 
goods  so  popular. 

Your  Saks 

can  he  doubled.  We  have  helped 
others  to  do  this  and  can  do  the 
same  for  you.  //  is  the  soDiething 
dijfcroit  that  docs  it. 


The  Eclipse  Whitewear  Co.,  Limited 


Toronto 


See  Next  Page 
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We  Have  Prepared  for  a 
Record  Year 

Write,  Wire  or  'Phone  Us  if  Our  Travelers  do  not 
Reach  You  as  Soon  as  Wanted 

Your  Customers 


are  not  permanent  and  pleased  if  tlie  garments 
they  buy  from  you  have  not  quality.  Attractive 
styles  lead  them  to  buy,  but  quality  is  necessary  to 
brin^  them  back  for  more. 

The  Secret  of  Our  Success 

is  the  union  of  attractive  daintiness  with  satisfy- 
ing quality.  1  his  is  our  claim — This  is  what 
the  goods  themselves  prove. 


The  Eclipse  Whitewear  Co.,  Limited 


Toronto 


See  Next  page 
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We  Want  a  Still  Larger  Share 
of  Your  Orders 

Write,  Wire  or  'Phone  Us  if  Our  Travelers  do  not 
Reach  You  as  soon  as  Wanted 

The  Best  Advertising 

you  do  is  no  good  if  the  customers  are  not  pleased.  It  is  the  feeling  of  satisfaction 
after  their  purchase  is  made  that  hrings  them  back. 

TJiis  Is  IVhat  Eclipse  Goods  Do 

The  styles  are  so  dainty  and  the  prices  so  attractive  that  to  see  is  to  buy.  Then 
comes  the  real  trade- winner  "y/W/Vy"  and  perfects  the  good  impression  and  makes 
the  pleased  purchaser  a  permanent  one. 


The  Eclipse  Whitewear  Co.,  Limited 

Toronto 
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Best  Vogue  in  Ready-to- Wear  Garments 

Factories  Very  Busy  and  1909  Promises  to  be  Record  Year  in  Gar- 
ment Trade  —  Heavy  Orders  for  Strictly  Tailored  Two-piece  Suits 
—  New  Lines  of  Lawn  Blouses  —  Bleached    Linen  in  Marked   Favor. 


I  nnimiiifTs  consist     of     jet    buttons,    soutache,     satin 
cord,    bcng-aline   and   moiie   silk. 


"What  the  Department  Means. 

Retailers   in  small  towTis  are  criticized  for  their  lack 


FALL  orders  aie  practically  comi)lete  with  the,  bi^-- 
majority  of  stores,  thoug-li  some  of  the  larger 
stores,  and  border  town  stores  have  still  to  place 
many   orders.    However,     broadly     speaking-,     the 

approaching  season  has  been  encouraging  to  the  majority 

of    manufacturers.    Merchants    who    formerly    would     not 

place   orders    a   reasonable   time   ahead   have   this    season 

realized   the  advantages   in  placing  orders   for   all  staple      oi   development    of     the   ready-to-wear   department. 

lines  and  getting  deli\eries   so  as  to  make  a  good   early 

showing. 

In    smaller    towns    the   ready-to-wear    trade   has     not 

shown     all   the   development   that   it  should,   particularly 

in  suits  and  coats.  In  Quebec  province  many  manufac- 
turers only  have  their  salesmen  call  upon  merchants    in 

Sherbrooke,  Quebec  and  Montreal,  as  results  are  so  poor 

from    the    smaller   places.    This    has   mea,nt   that    Quebec 

province  is  a  fertile  field  for  mail  order  concerns.  Un- 
doubtedly many  merchants  are  realizing  the  possibilities 
of  the  ready-to-wear  trade,   even  in  Quebec  Province. 

It  is  clearly  evident  that  as  the  Fall  season  develops 
that  1909  will  be  a  very  big  year  in  the  garment  trade. 
Montreal  and  Toronto'  factories  are  busy,  and  in  both 
centres  there  is  a  scarcity  of  labor.  Montreal  factories 
particularly  have  had  a  great  deal  of  trouble  during 
the  past  few  weeks.  One  of  the  marked  developments  of 
the  trade  is  the  exceptional  demand  for  suits  a.lthough 
later  in  the  season  long  coats  will  be  in  request.  The 
fact  that  all  suits  have  such  long  coats  means  a  big 
trad©  for  them  and  small  furs  will  be  sold  to  accompany 
them.  However  this  is  not  cutting  into  the  sales  of 
coats  and  separate  skirts  as  much  as  might  be  expected. 

Fall  Suits. 

Each  year  retailers  seem  to  show  an  inclination  tO' 
make  the  date  of  their  Pall  openings  of  suits  earlier 
than  the  year  before.  At  the  luesent  time  active  pre- 
parations are  being  made  for  the  early  showing  of  Pall 
costumes.  While  every  retailer  realizes  that  in  order  to 
make  his  opening  a  success,  he  must  have  a  few  of  the 
extreme  styles,  the  degree  to  be  determined  by  the  class 
of  trade  done  by  the  department.  He  also  realizes  that 
the  practical  suit  will  be  most  called  for  during  the 
early  paxt  of  the  season.  The  average  woman  who  buys 
perhaps  cnly  tw'o  suits  each  season,  will  buy  a  simple 
tailor-made  for  early  wear,  and  later  will  buy  a  more 
elaborate  suit,  while  the  first  will  do  duty  for  rough 
wear.  A  few  of  the  novelty  suits  should  be  stocked 
for  the  opening,  even  if  they  have  to  be  sold  at  cost. 
Whatever  actual  loss  there  might  be  in  handling  such 
goods,  could  be  considered  as  having  been  spent  in  ad- 
vertising the  department,  on  opening. 

The  two-piece  suit  is  proving  the  big  seller  and 
early  orders  are  largely  for  the  strictly  tailored  gar- 
ments. The  lacey  coat  is  rapidly  growing  in  favor,  and 
is  made  to  give  the  long-wa.ist,  slender  hip  effect.  Many 
of  the  coats  are  trimmed  to  give  the  elongated  waist, 
trimmings  being  placed  over  the  hips. 

Suit  skirts  are,  in  practically  every  instance,  pleated 
in  some  form,  and  many  have  the  deep  yoke  with  the 
lower   part   of  the   skirt   laid    in   pleats. 


Semi-fitting   jersey  cloth    coat  -  Manufactured  by 
Eclipse   Cloak   Co.,   Montreal. 

good  Ontario  retailer  from  a  small  town  was  recently 
m  Montreal,  and,  in  a. measure,  defended  the  attitude  of 
retailers  regarding  the  ready-to-wear  development.  His 
general  contention  was  that  the  development  of  the 
ready-to-wear  industry  was  at  the  expense  of  the  piece- 
goods  trade  to  a  large  extent.  Yet  retailers  have  to 
carry  a  complete  assortment  of  piece  goods,  and  the 
ready-to-wear  trade  is  becoming  more  intricate  each 
season,  and  requires  a  good  assortment  before  business 
IS   possible.      As     much   as   $1,500   mav  be  locked   up   in 
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Paris  tailored  suit  of  tillule  cheviot 
with  vest  of  russet  satin.  The  trim- 
ming is  of  soft  silk  embroideries  in 
russet,  rose  and  blue,  outlined  and 
worked  up  with  silver  threads. 
Note  the  sleeve  with  the  fullness 
at  the  elbow  and  the  cuff  in  one 
with  the  under  half  of   the   sleeve. 
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Increased  Sales 

AND  PROFIT  FOR  YOU 

in   Showerproof,    Rubberized  and  Waterproof  Coats  is  the 
messaoe    for    vou   of  THE  SCOTTISH    RUBBER  CO. 


/('<•  hdvc  introduced  inalcrials   that  have   really  revolu  I  ion- 
ized   lite    indiislrv    and    made     new    /lusiness    fur    retailers. 


Our  stilrstiieii  7vill  soon  s/wa'  for  imniedialc  mid  future  delivery:  — 

The  largest  range  in  Canada  of  Ladies'  and  Men's  Shower- 
. ,    proof   and   Waterproof 
«    Coats.       :        :        :         : 


Style  111 

All  shades  in  striped  silks 


We've  aimed  to  put 
into  this  line  just  a 
little  more  style,  just 
a  little  more  care  in 
making,  and  just  a 
little  more  value  all 
through  than  really 
might   have   been 

necessary. 
_--  The  garments 
and  prices  tell 
how  well  we 
have  succeed- 
ed.     :     :     :     : 


CUTS  FREE  fur  vaiir  ad-.wrtisiiiir. 


One  of  our  New  Materials 

is  a  liiflit-wei^lit  striped  fabric  in  fawn,  gray,  drab  and 
olive.  It  is  guaranteed  Waterproof,  and  like  so  many 
other  cloths  is  confined  to  iis  for  Canada.  It  is  one  oi 
the  patterns  of  the  Gaberdine  cloth.  :  :  :  : 

If  our  salesman  does  not  call  upon  you,  samples 
will  be  gladly  submitted 

Watch  this  space  for  new  styles  each  month 


SCOTTISH  RUBBER  CO. 

Mfrs.  Thistle  Brand  Showerproof  and  Waterproof  Garments 

316  Notre  Dame  Street  West  Montreal 


Style  115 

.Vll  shades  in  Moire  silks 
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suits  and  yet  comparatively  a  small  showing-  is  made. 
An  investment  in  coats,  skirts,  waists,  whitewear,  petti- 
coats, houge  gowns,  misses'  wear  and  children's  wear 
totals  up  very  largely.  Yet  a  retailer  finds  it  hard  to 
largely  increase  his  business.  He  is  under  the  necessity 
of  carrying  a  complete  piece-goods  stock  as  well  as  a 
complete  ready-to-wear  stock  if  he  wishes  to  keep  in  the 
running.  A  few  years  ago  only  a  piece-goods  stock  was 
necessary. 

In  this  connection  it  is  well  to  bear  in  mind  that 
where  ai  retailer  does  not  carry  a  good-sized  ready-to- 
wear  stock  he  leaves  a  big  oi)enin'g  for  ready-to-wear 
trade  for  mail  order  retailers. 


continue  to  trade  at  dry  g-oods  stores  that  feature 
prominently    ready-to-wear   garments. 

A  small  eastern  Ontario  town  furnishes  a  fruitful 
talo  for   many  merchants. 

The  stores  of  this  town  had  never  handled  suits.  An 
interest  in  one  of  the  stores  was  bought  by  a  Montreal 
manufacturer.  This  Spring  he  stocked  suits  much  to  the 
disgust  of  his  manager  who  said  sales  were  impossible. 

The  investment  proved  profitable,  as  a  satisfactory 
number  of  suits  were  sold  at  a  good  profit.  The  manu- 
facturer figures  that  he  kept  this  trade  away  from  either 
Toronto  or  Montreal  retailers  doing  a  mail  order  busi- 
ness. 


Caracul  Coat  —  Manufactured  by  Eclipse 
Cloak  Co.,   Montreal. 


The  Specialty  Ready-to- Wear  Store. 

Brig-ht  salesmen  for  Canadian  manufacturers  are  au- 
thority for  the  statement  that  the  specialty  ready-to-wear 
store  is  sure  to  come  in  ('anada  even  to  a  more  marked 
degree  than  in  the  United  States.  The  dry  goods  trade 
has  not  always  teen  keen  to  develop  this  feature  oJ  the 
business,  and  in  certain  towns  the  specialty  ready-to- 
wea.r  store  has  already  made  a  hit. 

W'ithin  the  memory  of  most  merchants  the  specialty 
clothing  store  was  unheard  of.  There  are  those  who 
contend  the  ready-to-wear  trade  will  follow  the  same 
development. 

In    this    connection     it    is    certain    that    women     will 


Dresses. 

Blouse  manufacturers,  who  have  branched  out  into  the 
making  of  dresses,  find  that  they  were  wise  in  doing  this. 
The  demand  for  princess  or  one  piece  dresses  has  develop- 
ed at  an  astonishing  rate,  and  the  end  is  not,  in  sight. 

The  new  dresses  are  very  elaborate.  The  favorite  ma- 
teriaJs  are  tafifetas,  mersaleines,  and  directoire  satin.  The 
majority  of  the  samples  show  the  moyen  ag-e  effect.  These 
dresses  have  elaborate  yoke  effects,  usually  a  tiny  yoke 
of  tucked  net  or  chifi'on,  the  effict  of  a  laiger  yoke  being 
given  by  other  trimmings,  tucks,  etc.  These  dresses  are 
more  like  the  close-fitting  princess  dresses,  lieing  fitted 
to  well  over  the  hips,  with  the  skirt  resenibling  a  deep 
ideated  flounce. 

Sleeves  are  an  important  feature.  In  most  cases  they 
arc  very  elaborate.  Some  have  the  lower  part  of  the 
sleeve  of  tucked  net,  and  others  show  an  inset  of  tucked 
material  forming  a  puff  at  the  elbow  or  wrist.  The  lat- 
ter gives  the  bishop  sleeve  effect,  and  when  the  puff  is  at 
the  wrist,   the  sleeve  is  finished  with  a  narrow  cuff. 

There  is  a  very  wine  range  of  colors  in  the  new 
dresses. 

Smart  dresses  in  princess  and  modiCicd  moyen  age  ef- 
fect are  being  developed  in  panamas,  fine  serges  and 
worsteds.  These  have  either  a  yoke  and  transparent  col- 
lar of  net  or  lace  or  the  high  Gibson  collar  of  the  ma- 
terial. The  long  plain  sleeve  is  tucked  across  and  touches 
of  soutache  or  embroidery  are  the  most  used  trimmings. 
The  T.  Eaton  Co.  are  already  making  a  large  showing  of 
dresses  of  this  description  at  ])opular  prices,  and  they  are 
finding  a  ready  sale. 


Placing  Liberal  Orders. 

Encouraged  by  the  large  sale  of  ready  to  wear  gar- 
ments during  the  summer  season,  and  by  the  prospects 
for  another  successful  selling  season  in  the  coming  Fall, 
tlie  cutting-up  trade  is  placing  liberal  orders  with  manu- 
facturers for  fabrics  for  the  Spring  of  1910. 

Not  only  are  the  orders  larger  than  usual  but  they 
are  including  higher  grade  fabrics  than  they  have  ever 
bought  before,  showing  that  there  is  an  increasing  de- 
mand for  a  better  article  from  the  retail  trade,  and  also 
a  decided   advance  in   manufacturing   methods. 

The  trade  has  sampled  quite  freely  mannish  worsteds 
in  melange  effects  and  in  black  and  white  stripes,  also  in 
the  new  steel  and  greenish  greys  with  faint  stripes  formed 
of  a  thread  of  color  running  through  them. 

Both  plain  and  fancy  panamas  have  been  taken  in 
quantity.  Fine  coating  serges  are  another  fabric  bought 
fm'  Spring  in  both  plain  and  fancies.  Evidently  the  gar- 
ment makers  expect  a  big  demand  for  white  serges  with 
pencil  stripes.  These  come  in  white  grounds  with  black 
stripes,  and  with  alternating  stripes  of  black  n.nd  a  color, 
as  black  and  blue,  black  and  dull  red,  etc. 
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B  RAN  D 


DUCHESS  BRAND  Garments  are  the  only  lines  advertised  to  your  customers.      We  vill  use  strong  "ads"  in  the  leading 
newspapers  of  Ontario  from  Sept.  1  to  Dec.  15,  and  Jan.  1  to  July  15,  1910.     All  enquiries  are  referred  to  you  for  the  goods 

Share  in   the  demand  for  DUCHESS  BRAND   Garments. 


White- 
wear 

FOR   SPRING 

and  SUMMER 

1910. 

Our  salesmen 
are  now    mak- 
ing a  special 
trip  through 
Ontario  with  a 
complete  range 
of  DUCHESS 
WHITE- 
WEAR,  the 
finest  ever 
shown  the 
Canadian  Re- 
tailer. 

Look  the 
Range  over. 
Place  your 
order  now  to 
make  sure  of 
December  de- 
livery. 


All  illustrations 
are  either 
drawn  or 
photographed 
from  living 
models. 

The  cut  used 
on  this  page  is 
one  of  our  new 
popular-priced 
Empire 
Nightgowns. 

We  not  only 
give  you  the 
right   goods   at 
the  right 
prices,    but  we 
help  you  sell 
them. 


J.  E.   McCLUNG,    8-10  WELLINGTON  STREET  EAST,  TORONTO 

Sales  Agent  for  Toronto. 
DITNLAP  MFG.  CO.,  525  ST.  PAUL  ST.,  MONTREAL 
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THE  "OLD"  RELI 


Blouses  and 


ARE  COMING  YO 


VALUES  20 


The  W.  K.  BROCK 

MONT 
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ABLE  "INVADER." 


Whitewear 


UR  WAY  NOW 


b 


BETTER. 


COMPANY  (Limited) 

HEAL 
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BIGGER  SALES- 
MORE  PROFIT 

A  department  devoted  to  Children's 
and  Misses'  wear  in  your  store  will  in- 
crease your  sales  -  and  your  profit. 

We  know  this,  because  live  merchants 
who  have  tried  it  tell  us. 

There's  other  proof,  too.  Their  first 
orders  were  small ;  the  repeats  show  in- 
creases of  I  GO  to  400  per  cent. 

If  you  have  not  stocked  a  Children's 
Department  with  Home  &  Watts'  dresses, 
you  are  missing  a  splendid  chance  of  add- 
ing heavily  to  your  profit.  It's  no  chance 
either  ;  it's  a  sure  thing. 

We  are  specialists  on  Children's  and 
Misses'  Dresses.  Nothing  else  to  think 
about  but  making  smart,  perfect-fitting 
and  good-wearing  garments.  That's  the 
reason  behind  the  success  of  the  mer- 
chants who  have  a  Home  &  Watts' 
Children's  Department  in  their  store. 

A  postcard  request  will  bring  you 
further  particulars  —  information  which 
will  mean  money  in  your  pocket.  Send 
the  card  to-day. 

HOME  &  WATTS,  Ltd. 

Duncan  and  Adelaide  S(s. 

TORONTO,         -        ONT. 


Waists. 


Manufacturers  are  now  showing'  their  new  line  of 
lawn  blouses  for  December  delivery.  These  include  many 
samples  of  tailored  blouses  which  are  still  in  hig-h 
favor,  but  the  fact  that  many  of  these  show  embroidery 
in  some  form,  looks  like  a  tendency  to  get  away  from 
the  severely  tailored  g'arment.  Bleached  linen  is  in 
marked  favor  for  tailored  blouses,  and  is  the  material 
most  in  use  for  the  tailored  embroidered  styles.  Colored 
linens,  repps,  poplins  and  chambrays  are  also  in  good 
demand  for  this  class  of  waist. 

Embroidered  ling-erie  blouses  seem  likely  to  be  a 
strong-  feature  in  the  new  range,  and  manufacturers  are 
showing  some  bea.utiful  waists  of  this  variety. 

Sleeves  show  some  slight  changes  in  the  new  sam- 
ples. There  is  a  tendency  to  more  fulness,  though  the 
long  close-fitting  directoire  sleeve,  is  the  predominating 
style.  These  show  more  trimming  than  last  season  and, 
in  some  cases,  are  very  elaborate.  Sleeves  of  tailored 
waists  show  a  little  more  fulness  at  the  cuff,  being  in 
reality  a  much  modified  bishop  sleeve,  with  a  narrow 
close-fitting  cuff. 

Collars  sho'w  a  good  deal  of  variety.  Tailored 
waists  in  many  cases  show  the  laundered  collar.  The 
separate  Dutch  collar  has  by  no  means  outlived  its  pop- 
ularity, and  many  of  the  new  waists,  those  which  mlglit, 
jjcrhaps,  be  termed  semi-tailored  have  the  broad  Dutch 
collar  attached.  The  lingerie  blouses  in  most  cases  ha\e 
the  high   collar. 

There  is  sure  to  be  a  big  demand  for  net  blouses  for 
the  Christmas  and  Winter  trade.  Manufacturers  are  pre- 
paring for  this  demand,  and  expect  that  it  will  be  as 
heavy  as  a  year  agO'.  The  big  end  of  the  trade  will  ue 
in  the  staple  black,  ecru  and  ivory,  but  it  is  likely  that 
colors  to  match  costimies  will  be  in  greater  demand 
til  an  last   season. 

Tailored  taffeta  waists  arc  good  sellers  and  satins 
and  messalines  are  doing   well. 


Juvenile  Garments. 

Firms  making  a  specialty  of  children's  drcssts  have 
l)iu-  (inlers  lui  their  bi)oks  fur  Fall  selling.  This  is  due 
to  the  fact  that  the  retail  trade  generally  are  waking  up 
to  the  importance  and  profitablenciis  of  this  line.  Many 
firms  that  went  into  juvenile  wear  on  a  small  scale  have 
greatly  extended  operations  this  Fall,  and  excellent  re- 
peats are  coming  in  from  this  portion  of  the  trade.  This 
is  a  department  that  is  easy  to  run  as  the  alteration  pro- 
blem is  practically  nil  in  this  department,  and  any  little 
change  that  has  to  be  made,  mother,  as  a  rule,  can  do  it. 
?2ven  in  the  smaller  centres  women  are  becoming  alive  to 
the  fact  that  they  can  buy  the  ready-made  garments  so 
cheaply  that  it  dots  not  pay  to  attempt  to  make  them 
at  home  while  the  dressmaker  is  hopelessly  distanced. 

Smart,  snappy,  simple  styles  are  those  selling.  For 
the  bigger  girls,  up  to  sixteen,  suits  made  cf  fine  quality 
serge,  with  double  breasted  box  coats,  with  patch  pockets 
and  trimmed  with  buttons  arc  the  big  sellers.  The  skirt 
accompanying  this  coat  is  side-pleated  and  has  suspender 
straps  over  the  shoulders.  The  Peter  Thompson  dress  is 
also  a  favorite  developed  in  serge.  The  gored  skirt  is 
buttoned  up  the  side  of  the  front  and  the  blouse  is  closed 
with  a  lacing  while  the  V  at  the  neck  is  filled  with  a 
cream  flannel  vest.  The  sailor  dress  never  goes  out  of 
style,  and  is  never  out  of  favor.  Smart  one-piece  dresses 
with  side  pleated  skirts  are  shown  in  serges,  etc.,  trim- 
med with  catchy  military  straps  and  brass  buttons,  and 
also  with  fancy  piped  straps  and  buttons  to   match. 
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Allen  Manufacturing  Co.,  Limited 

Incorporated  1886 

The  Leading  White  wear  House  in  Canada 

Still  in  the  Lead 

On  the  Way  to  You 

Our  travelers  are  on  the  road,  covering 
the  ground  from  the  Atlantic  to  the 
Pacific,  with  our  samples  of  Whitewear 
for  Spring,  1910. 

Our  range  comprises  the  newest  and 
most  up-to-date  conceptions  of  the  de- 
signer's art  in  Ladies'  and  Misses'  Under- 
wear, Aprons  and  Children's  Dresses. 

We  solicit  your  inspection  of  our  range. 

Allen  Manufacturing  Co.,  Limited 

Cor.  Simcoe  and  Pearl  Sts. 

TORONTO  ^i 
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Some  very  effective  jumper  dresses  arc  developed  in 
all  wool  Scotch  plaids  with  fancy  shaped  collar  and 
directoire  sash  of  all  wool  cashmere  and  buttons  to 
match. 

Natty  little  dresses  of  plaul  tweed  suiting,  trimnud 
buttons  and  pipings  of  blue  or  red,  or  having  a  smart 
side-band  trimming  of  blue  or  red  ornamented  with  brass 
buttons  and  patch  pocket  with  flap  of  the  same. 

Many  mothers  prefer  washing-dresses  even  for  winter 
wear,  and  in  this  connection  a  soft-finished  galatea  has 
been  introduced  that  is  having  a  big  sale.  These  come  in 
blue  and  white  spotted  patterns  in  checks  and  stripes  and 
st.ylish  dresses  are  shown  in  a  number  of  models.  Some 
have  the  princesse  front  effect,  while  others  have  the 
military  side  trimming  in  stripe  and  strappings  of  blue 
or  red  and  brass  buttons.  .\  particularly  good  model  has 
tlie  fribsini  wai^st  nttat^ieil  to  the  side  p'ealed  skirt  by  a 
narrow  piped  belt.  The  overlapping  side'  of  the  waist  is 
cut  out  in  pniiited  tab>.  each  tab  piped  a,ud  finished  witii 
a  button  and  the  sleeve  is  trimmed  to  match.  The  jn.)- 
ings  and  buttons    are  either  red  or  blue. 

Advance  lines  of  misses  and  children's  lingerie  dresses 
are  now  showing  and  while  there  Js  no  radical  departure 
from  well  settled  styles  of  garments  there  is  introduced 
little  touclies  of  novelty  that  serve  to  distinguish  the' new 
models  from  those  produced  a  year  ago.  Many  models 
are  very  elaborately  trimmed,  and  Valenciennes  lace,  fine 
Cluny  imitation  Irish  and  embroideries  are  freely  used, 
the  trimmings  being  selected  in  the  fine  effects  and  dainty 
patterns  suitable  for  children's  wear.  The  novelty  for  the 
coming  Spring  is  the  use  of  crossbar  muslins  in  the  de- 
velopment of  children's  dresses  and  some  of  the  most  at- 
tractive of  the  new  models  arc  of  this  fabric. 

Whitewear. 

Buyers  planning  for  the  January  sales  have  an  ex- 
ceptionally good  prospect  before  them  as  values  olTered 
in  this  line  were  never  more  attractive.  This  is  due  Lo 
the  fact  that  both  cottons  and  trimmings  were  selling 
oni  a  cons'i'derably  lower  price  basis  than  now  rules 
when  manufacturers  placed  their  orders  for  materials. 
This  has  given  designers  an  opportunity  to'  put  out  at- 
tractive garments  which  they  have  fully  made  the  most 
of.  And  this  they  have  done,  not  by  any  over  elabora- 
tion of  trimming  schemes,  but  by  the  elimination  of  the 
cheap  and  showy,  and  the  using  of  laces  and  em- 
broideries of  a  better  quality. 

Princess  slips  and  combination  garments  are  sam- 
pled in  larger  numbers  than  ever  before.  Indeed,  it  may 
be  said  that  these  garments  have  entered  the  staple 
class,   and  can   now  be  retailed   at  popular  prices. 

High-class  novelties  already  show  the  influence  of  the 
new  dress  styles  and  are  very  long-waisted  and  semi- 
fitting.  They  are,  as  a  rule  of  fine  nainsook,  trimmed 
with  embroidery  flouncings  and  edgings,  or  with  em- 
broidery combined  with  Valenciennes  lace.  Imitation  Irish 
and  fine  cotton  Cluny  is  used  \n  their  development.  The 
very  greatest  care  is  taken  in  the  shaping  of  these  gar- 
ments to  eliminate  all  unnecessary  fullness  aroimd  the 
waist  and  hips,  and  yet  to  have  the  requisite  width 
around  the  hem  of  the  skirt.  Buyers  are  most  favorable 
to  the  stocking  of  all  these  combination  garments  and 
the  line  of  samples  of  princess  slips,  corset-cover  and 
drawers,  corset  cover  and  skirt,  etc.,  is  an  extensive 
one. 

A  Paris  novelty  shown  to  The  Review  in  one  of  the 
retail  stores  is  ai  chemise-pantaloon  garment.  This 
gives  no  bint  when  worn  of  its  dual  capacity,  but  looks 
exactly   like   a   chemise.       The     drawers   are   most    ingen- 


iously formed  of  a  straight  piece  inserted  into  the  back 
and  caught  with  the  front  of  the  garment.  Exquisite 
hand  embroidery  and  very  fine  torchon  lace  trims  this 
unique  garment. 

Buyers  are  advised  to  look  closely  to  the  shaping  of 
the  drawers  they  are  buy'ing,  particularly  in  the  better 
grades.  Fashion  calls  for  the  perfect  shaping  of  the  back 
and  to  obtain  this,  corsets  lacing  in  front  are  selling. 
Therefore  no  bunch  of  gathers  at  the  waist  line  can  be 
tolerated  and  drawers  must  be  so  cut  and  darted  that 
they  give  the  fullness  without  the  gathers.  All  but  the 
very  cheapest  numbers  in  drawers  are  either  circular  in 
cut  or  are  darted  and  finished  with  French  bands. 

The  new  nightdresses  are  distinctly  dainty  garments, 
developed  as  they  are  from  fine  cottons  and  nainsooks. 
The  cheaper  garments  have  yokes  of  four  or  five-inch 
width  embroidery  edg'ing-,  often  with  a  softening  frill  of 
val  lace.  Beautiful  round  yoke  effects  in  embroidery 
and  Irish,  or  embroidery  and  Valenciennes  are  shown, 
or  there  is  a  row  of  shaped  medallions  across  the  front. 
A  few  show  the  baby  waist  with  the  beading  and  ribbon 
trimmings.  This  style  of  gown  has  the  short  puff  sleeves 
and  this  sleeve  is  a  feature  of  many  gowns.  The  short 
kimona  sleeve,  and  short  wide  embroidery  edged  sleeves 
are  very  generally  used.  The  slip-on  type  of  gown  is 
no'w  a  fixture  and  it  is  only  the  chea])  gown  that  has 
the  open  front. 

C^rosisbar  muslins  were  introduced  as  a  novelty  last 
Spring  but  chiefly  owing  to  the  fact  that  for  the  best 
part  of  the  season  this  fabric  was  in  short  supply  and 
garments  made  in  this  material  were  little  shown.  This 
year  cross-bars  are  included  in  all  lines,  and  not  only 
corset  covers,  but  combinations  and  gowns  are  developed 
in  this  fabric.  It  is  also  favored  fur  children's  and  mis- 
ses'  dresses. 

The  cutting  up  trade  has  expanded  of  late  years  and 
!nany  new  branches  have  been  established  that  employ  a 
large  number  of  machine  operators.  The  great  demand 
for  all  classes  of  goods  experienced  this  fall  has  led  to 
the  employment  of  a  large  number  of  hands.  Even  now 
the  manufacturers  are  finding  good  operators  scarce  and 
trouble  is  predicted  on  all  sides  from  this  condition. 
Coupled  with  slow  deliveries  in  other  lines  the  scarcity  of 
operators  is  bound  to  retard  manufacturing,  and  the 
buyer  who  delays  ordering  until  the  last  minute  will  feel 
the  full  fnf-ee  of  these  conditions. 


Corsets  for  Fall. 

Staff  Correspondence. 

New  York,  July  2'8. — This  season  it  is  interesting  to 
note  that  while  a  great  number  of  new  corset  models 
are  being  brought  out,  many  of  the  old-time  favorites 
are  still  on  the  line.  There  is  a  growing  demand  for 
better  corsets  in  the  trade,  the  women  realizing  that 
the  success  of  her  gown  depends  upon  the  well  fitting 
corset  she  wears. 

Merchants  throughout  the  country  are  featuring  and 
making  their  corset  departments  more  prominent  than 
ever  before.  They  find  that  the  corset  department  is  not 
only  an  aid  to  the  store  for  the  money  it  brings  in. 
but  it  is  also  an  aid  to  the  ready-to-wear  department, 
the  garments  being  more  or  less  dependent  upon  the 
correct  fitting  of  the  corset.  The  corset  is  uruquestion- 
ably  the  foundation  of  all  good  dressing  and  it  is  there- 
fore of  great  importance  in  the  wardrobe  of  every 
woman. 

The  lace-in-front  corsets  are  laindly  coming  to  the 
front    and    buyers      think     pretty      well    of    such    models. 
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THIS   LABEL  GUARANTEES 

Laurentian  Quality  and  Careful  Workmanship 

Waists,  Whitewear,  Hemmed  Sheets  and  Pillow  Slips. 

Our  whitewear  samples  have  received  wherever 
shown  an  exceptionally  favorable  reception. 
Don't  fail  to  see  this  line. 

NOW  IT'S 

LAWN  WAISTS 

You  are  accustomed  to  expect  a  distinctive 
line  of  Laurentian  Waists.  Your  expectations 
will  be  exceeded  this  season.  Our  styles 
conform  with  the  latest  ideas  and  we  show 
some  new   wrmkles   in    Long-Sleeved    Waists.    . 

Our   reputation   for   $9.00   Lawn   Waists   is   more 

than  maintained. 

Wait   for   the    Laurentian    Man. 
Samples    are    now    in  our   Salesmen's    hands. 

LAURENTIAN  WHITEWEAR  CO.,  LEVIS,  QUE. 

WINNIPEG  TORONTO  MONTREAL  EASTERN  TOWNSHIPS  ST.  JOHN,  N.B. 

Western  Fabric  Co.,         W.  H.  Piton,  Z.  P.   Benoit,  and  PROVINCE  of  QUEBEC,        Alex.  Burr,  Magilton's 

63  Albert  St.  Empire  Bldg.       Mark   Fisher  Bldg.  R.  Dionne.  Sample  Rooms. 


Please  iiientioii  The  Reviezv  to  Advertisers  and  Their   Travelers. 
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Woven  Bilk  Zabele 


/ 

^      loni 
^       he  art 


are  perpetual  advertisements 
that  carry  your  name  farther, 
longer  and  at  less  cost  than  can 
be  accomplished  by  any  other  means. 
They  are  a  most  potent  force  in  the 
creation  of  a  national  reputation.  Per- 
haps you  use  labels— are  they  distinctive 
enough  ?  Our  woven  silk  labels  leave 
nothing  to  be  desired  in  artistic  effec- 
tiveness and  perfection  of  workman- 
ship. They  w^ill  impress  a  name  and 
brand  upon  the  memory  w^herever 
they  are  seen.  We  invite  your  corres- 
pondence. 


See  our  looms  in  opera- 
tion at  To /'onto  Exhibi- 
tion— Process  Building. 


Canada  Zabcl  &  Mcbbing 

Co,,  Zimited 
9  ^ovvow  Bve„  Toronto 


A  Seller 


WITH     US 


It  ivill  be  ivith you 

No.  2170,  Children's 

26-oz.  Frieze  Loose 

Coat 

From  4  to  12  years. 

Colors— Black,  Blue,  Brown. 
Green,  Red  and  Grey. 

Self  trimmed  and  gilt  but- 
tons. Gibson  effect  shoul- 
ders. 


Price,  4  years, 

Gradunfed  75  ns.  each  size 


$3.10 


Cuts  free  for  your 
advertising. 

Samples  upon  request. 


Griffin  Brand  Suits,  Coats  and 
Skirts  provide  the  right  gar- 
ments for  your  Fall  trade. 


The  Eclipse  Cloak  Go. 

323  St.  James  St.,  Montreal 


2170 


Corset  departments  are  including  a  variety  of  styles  in 
the  lace-in-front  corsets  that  are  being-  g-enerously  tn.knn 
by  the  consumers.  When  once  a  woman  wears  a  front 
laced  corset  you  cannot  g-et  her  to  take  any  other  kind. 

Corset  manufacturers  are  constantly  keeping-  in  touch 
with  the  changes  of  figure-lines  in  costumes  and  are 
making  up  front  laced  corsets  after  the  newest  and 
latest  cuts.  Many  of  the  models  show  the  long  skirtod 
effect,  the  medium  low  bust  with  a  faii'ly  high, back,  the 
rounded  waist  and  the  suppressed  hip,  with  slight  spring 
just  at  the  back,  below  the  waistline, — all  of  which  tend 
to  give  the  new  and  desirable  silhouette  to  the  wearer. 


Brassieres  Becoming  More  Important. 

Every  season  finds  the  brassiere  a  more  important 
article  in  women's  attire  than  before.  That  the  coming- 
season  will  find  this  article  even  more  important  is  not 
doubted  from  the  orders  that  are  constantly  being 
placed  with  houses  cateAng  to  such  models. 

The  brassieres  of  this  season  axe  made  in  all  the 
latest  designs  and  i)atterns  possible  to  bring  out  and  ac- 
cord in  every  particula.r  with  the  present  demands  ^^\ 
fashion. 

The  lowering  of  the  bust  line  in  corsets  which  is 
a  decided  departure  this  season,  will  even  more  than 
ever  necessitate  the  wearing  of  a  brassiere  for  the  full 
figure.  Women  who  have  grown  accustomed  to  the  trim 
look  of  the  higher  bust  corset,  in  adoi)ting  the  lower 
bust  models  will  make  greater  u.se  of  the  brassiere  than 
ever  for  it  tends  to  hold  in  the  bust  and  gives  a  slighter 
effect  to  the  figure. 

There  are  many  styles  of  brassiere  that  vie  with 
each  other  for  favor.  The  models  that  are  made  in 
pretty  designs  to  simulate  corset  covers,  employing 
laces  and  ribbon  tlireaded  headings  to  trim  them  are 
indeed  worthy  of  note.  .\11  brassieres  are  toned,  the 
bones  being  detachable  for  laundering.  There  are 
models  that  fasten  at  the  back  straight  up  and  down 
or  those  that  cross  each  other  at  the  back  in  surplice 
styles,  the  parts  that  cross  being  brought  to 
the  front  and  fastened  by  tape  or  button  and  button- 
hole. 

There  is  also  the  combination  brassiere  which  is  a 
combination  of  cover  and  skirt  or  cover  and  drawer. 
These  garments  are  indeed  very  practical  as  the  skirts 
or  drawers  are  made  in  the  very  latest  styles  brought 
out  in  garments  of  this  kind. 

Howard  R.  Wellington  is  Sales  Manager. 

The  business  of  the  Imperial  Raincoat  Co.,  Toronto, 
has  been  discontinued  and  the  secretary-treasurer,  Howard 
R.  Wellino'ton,  now  has  eharg-e  of  the  sales  department 
of  M.  Pullan  Sons,  corner  of  Bay  and  Wellington  streets, 
Toronto,  manufacturers  of  read-to-wear  suits,  skirts,  coats 
and  rainproof  coats.  Mr.  Wellington's  active  experience 
in  the  garment  business  has  made  him  particularly  fit  for 
this  position.  He  will  have  supervision  nf  all  mail  order 
requirements,  and  "hurry-up"  orders  will  receive  his 
l^ersonal  attention. 

In  this  connection,  it  will  be  of  interest  to  the  trade 
to  note  that  M.  Pullan  &'Sons  have  become  established  in 
their  new  quarters  at  the  corner  of  Bay  and  Wellington 
streets,  and  now  have  an  equipment  and  facilities  which 
will  place  them  in  a  better  position  than  ever  before  to 
serve  the  demands  of  the  trade.  The  interior  of  the  build- 
ing- has  been  entirely  remodeled  with  the  firm's  purposes 
in  view.  The  offices  and  showrooms  are  located  on  the 
ground  floor.  The  building-  is  particularly  well  situated, 
being  in  the     centre  of  the  wholesale  dry  goods  district. 
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The  material  that  looks 
like  silk,  has  the  rustle  and 
brilliancy,  wears  ever  so  much 
longer,  and  costs  one-third. 
The  fabric  is  right  and  the 
styles  are  distinctive. 

Egyptine  Underskirts  give 
you  a  better  profit,  and  you 
give  your  customers  better 
value. 

Prices  range  from  $15  to 
$24  per  dozen. 


Blackeye  Silk  Moire  Under- 
skirts meet  the  demand  for 
stylish,  serviceab  1  e  under" 
skirts. 

The  material  is  confined 
to  us  for  Canada. 

It  will  neither  split  nor 
crack,  and  has  both  rustle 
and  lustre. 

All  good  styles  and  colors. 
Prices  range  from  $30  to  $52 
per  dozen. 


Canadian  wholesalers  can  show  these  lines  during 
September.  If  your  wholesaler  has  not  these 
lines,  we  will  give  you  a  list  that  have. 

These  skirts  are  guaranteed  to  be  full  size 
and  to  give  satisfaction  to  your  customers. 


Manufactured  only  by 


^illimiAe^^ 


F^lcasc  inciitiojt  'flic  Rcz'ieu'  to  .-Idrcrtiscrs  and  Their    Trcn'elc 


'rs. 


f.SO 


READ  Y-T  O-W  EAR     GARMENTS 
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AGENTS    FOR 


^^^^   f^.    PORTER  i^^^^^x^^^  Irntli^rfi   PIM  BROS.  &  CO. 

Manufacturers    Agents  >  > 

230  McGill  St.  :  Montreal  <>  o  *  ^  <0  Dublin 

CI  ICPFTM  rtFTRQ 

Irish   Poplin  Silks   and 
Neckwear 


HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


BHETILLCS INSCPARABLES 
PARIS         NEW   YORK         PHILADELPHIA 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^EG?  Trademark^ 


PROOFED  BY 

Facsimile  of  Stamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


The    f 


M 


(Copyrighi) 


DUST-PROOF 

as  well  as 

Showerproof 


Proofer*  to  the  Trade,  BRADFORD,  YKS. 


YOU  CANNOT  AFFORD  TO  PASS 

our  Fall  line  In  Quiet  Elegance  Suits,  Coats  &  Skirts 

WHY  ?  THEY  SELL. 

Watt  &  Shapiro  Manfg.  Co.      507  St.  Paul  St.  Montreal 
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has  enquiries  from  time  to  time  from  manu- 
facturers and  others  wanting"  representatives  in 
the  leading"  business  centres  here  and  abroad. 
Firms  or  individuals  open  for  agencies  in  Canada  or  abroad  may  have  their  names  and 
addresses  placed  on  a  special  list  kept  for  the  information  of  enquirers  in  our  various 
offices  throug"hout  Canada  and  in  Great  Britain  without  charg"e. 

Address:  Business  Manager,  DRY  GOODS  REVIEW,  Montreal  and  Toronto 


Garment    Manufacturers    Complete    Plans    for    Fall 

Long-Waisted  Effects  Regarded  as  the  Outstanding  Feature  of  the 
Season  -  Revival  of  Jersey  Fabrics  for  Dresses  and  Waists  Full- 
Length    Outer  Coats    More    Form-Fitting      Garments    for  Children. 

Staff    Correspondence. 


Office  of  The  ])iy  (ioods   Review, 
IfiO  Broadway,  New  York,  July  28,  l!)0!t. 

E\K1{V  manufacturer,  every  desig-ner  and  every 
g-arment  merchant  is  interested  in  the  Moyen 
Ag-e  styles.  It  has  now  become  the  firm  belief 
of  everyone  that  this  style  of  dress  will  be  a 
great  success  with  all  classes  of  trade  and  that  it  will 
also  infuse  life  and  prosperity  into  Fall  and  Winter 
business,  as  the  style  is  radically  different  from  those 
that  have  preceded  it,  and  women  must  adopt  it  or  look 
hopelessly   out  of  fashion. 

Short-waisted  effects  are  decidedly  passe  and  the 
long-waist  lines,  well  dcwn  over  the  hips,  have  taken 
their  place.  (Jorod  skiits  have  given  wa.y  to  pleated  and 
gathered  skirts.  The  lines  of. the  figure  are  more  clo'sely 
defined  by  the  f(jrm-fitteid  costumes.  As  the  season  pro- 
g'resses  theie  is  liable  to  be  even  g^reater  style  variety 
than  at  j)resent  is  apparent. 

Fashions  in  Fall  Suits. 

The  initial  line  of  Fall  garments  comprises  many 
interesting  styles  this  season.  Nearly  all  the  models 
accentuate  the  long  waist-line,  the  close-fitting  sleeves, 
the  pleated  skirts  arid  low  draperies.  This  style  and  its 
many  variations  are  being  exploited  in  all  manner  of 
fabrics  from  the  hairy  surface  diagonals  to  the  softest 
o'f  satins,  and  in  coats,  suits,  dresses  and  costumes 
suitable  for  day  and  evening  wear. 

Particularly  noticeable  are  the  form-fitted  garments 
which,  while  not  exactly  tight-fitting,  are  more  closely 
fitted  to  the  figure  than  was  the  case  last  season.  This 
is  more  conspicuous  in  the  dresses  than  in  anything 
else,  the  corseted  figure  beneath  imparting  a  certain 
>outhful   vagueness  of  outline  to  the  wearer. 

It  will  indeed  be  interesting  to  note  the  influence  of 
the  new  modes  as  the  season  goes  on.  Many  manufac- 
turers are  of  the  belief  that  many  women  will  declare 
in  favor  of  the  close-fitting  dres.-^os,  such  a  belief  being 
based  on  results  of  previous  experiments.  I'sually  ex- 
treme styles  are  only  taken  up  by  the  verx  fashionable 
women  a,nd  not  l,y  the  majority,  but  so  far  it  is  sur- 
prising how  ((uickly  and  unanimously  the  mediaeval 
styles  are  being  recognized  and  adopted  by  every  woman 
who    is  in   the  least   fashionably    inclined. 

It  is  with  the  suit,  however,  that  most  of  the  intei- 
est  lies  at  the  present  time.  Suits  may  be  spoken  of  as 
belonging  to  two  classes,  namely,  the  two  and  three- 
piece  suit  and  these  again  subdivided  into  the  tailored 
and  the  dressy  suit.  The  tailored  model  is  in  gieatei- 
evidence  just  now,  but  there  are  exami)les  of  the  other 
type  which  will  doubtless  have  additions  as  the  season 
advances. 

The  lengths  of  coats  vary  from  forty  to  forty-fixc 
inches.  There  is  some  endeavor  being  made  in  the  bettor 
class  garments  to  get  away  from  the  marked  character- 
istics of  the  Moyen  Age  fashions,  but  as  yet  nothing 
definite  has  materialized  in  this  endeavor. 

Many  of  the  garments  are  cut  on  very  straight  lines 
that  fit  the  figure  a  little  more  closely  than  models  of 
the   past     seasons.    They     fasten,      generally      in    single- 


breasted  effects,  below  the  waist-line,  'i'his  feature  is  a 
marked  one  of  the  new  style  developments  in  fashions 
for  coats  foi'  the  Fall.  Some  very  smart  results  have 
been  bi-ought  out  by  the  shaping  of  the  sides  of  the 
coats,  thus  in  a  way  accentuating  the  narrow  hip  ar- 
rangements  that   continue   a   big  factor   in  all   coats. 

The  necks  of  the  tailored  coats  are  in  tailored  effects. 
Small  collais,  with  an  additional  sailor  collar,  long, 
narrow  tapering  revcrs  and  fancy  and  odd  cuff  arrange- 
ments, ail  aid  towards  making  the  garments  attractive. 

A  great  number  of  two-piece  suits  are  modelled  to 
stimulate  the  cuirass  fashions.  One  particular  garment 
of  this  kind  is  .shown  with  panels  at  the  front  and  back 
and  the  panels  at  the  side  to  form  a  deep  border,  .u- 
elongated  skirt  effect  against  the  semi-fitted  body  of  the 
coat,  A  braided  yoke  effect  on  the  skirt  accentuates 
the  lengthened  waist-line.  The  front  is  in  single- 
breasted  fastening  of  ornamentiil  braid  and  buttons. 
The  sleeves  are  plain,  save  for  the  braid-trimmed  cufTs. 
The  skiit  is  in  i)leated  effect  from  the  yoke  which  is 
knee  depth. 

Pleats  Decidedly  Marked  Feature. 

The  pleats  that  have  been  so  univeisally  adopted  by 
all  garment  manufacturers  as  the  decided  thing  for 
skirts  this  season,  are  also  being  ado|)'ted  for  some  of 
the  new  coat  models,  as  well.  One  of  the  latest  model> 
in  coats  shows  the  garment  featuring  a  long  hip  with 
the  lower  section  in  pleated  effect,  introduced  on  either 
side  of  the  edges  of  the  panel  front  and  back.  It  is  be- 
lieved that  the  coats  with  pleated  skirt  effects  will  have 
much  recognition  this  season  as  they  are  very  pretty 
and  so  different  from  the  average  styles  shown. 

The  past  .=ea.son  the  belt  effects  on  coats  proved  of 
much  interest  and  for  this  reason  it  is  expected  that 
some  of  the  new  Fall  models  will  have  some  sort  of  belt 
tendency.  The  belt  is  employed  mostly  to  accentuate 
the  waistline  which  it  does  very  nicely  in  every  particu- 
lar. When  u.sed,  the  belt  i.Sr  passed  through  slit  arrange- 
ments of  the  coats.  They  con.stitute  a  trimming  feature 
in  themselves.  Usually  the  belt  is  of  contrasting  fabric, 
although    when  of  self  fabric  it  is   also   very   smart. 

Revival  of  Jersey  Fabrics. 

I'p  to  this  season  joi-sey  has  only  Icon  employed  for 
making  of  undergarments  of  a  luxurious  character.  To- 
day, jersey  has  become  one  of  the  most  interesting  talk- 
ing features  of  the  moment  in  fashions.  It  is  no  longer 
being  looked  ii|)on  as  a  possible  fabric  for  imdergar- 
ments,  but  it  is  being  adopted  for  dresses  and  waists 
as    well. 

The  jersey  lends  itself  admirably  to  the  i)opular 
tailor  lines,  a.s  the  best  results  are  obtained  from  the 
unt rimmed  bodices.  Some  of  the  models  are  buttoned 
up  on  one  side  :  others  ai'c  fastened  down  the  back  and 
others  have  two  rows  of  buttons  in  double-breasted 
effect  down  the  front.  The  necks  are  finished  with  mili- 
tary collar  effects  and  the  sleeves  are  long  and  closely- 
fitted   in  nearly  every   instance. 

Many  of  the  jersey  costumes  .shown  have  the  jersey 
extending  about  eight  inches  below  the  hip  line,   and  at 
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this  point  the  pleated  skirt  of  silk  cashmere  or  other 
like  fabric  is  joined.  It  is  untrimmed  and  in  tailored 
simplicity,  giving  a  very  elegant  effect  to  the  garment. 

Black  jerseys  are  the  most  favored,  but  models  of 
this  character  are  also  shown  in  colors.  Manufacturers 
anticipate  a  bood  season  on  jerseys,  especially  in  dresses. 
It  is  also'  to  be  brought  out  in  separate  blouses,  to 
match  the  cloths  of  the  suits  it  is  to  accompany.  Later 
on  it  is  expected  that  some  jersey  fabric  garments  will 
be  brought  out,  but  of  this  little  is  known  as  yet, 
except  that  manufacturers  look  for  such  materials  sooner 
or  later  as  soon  as  jersey  is  generally  taken,  in  the 
gannent  market. 

Separate  Coats  and  Evening  Wraps. 

There  seems  to  be  a  general  feeling  amcng  the  trade 
that  next  Fall  and  Winter  will  bring  the  separate  coat 
into  greater  prominence  than  it  has  had  for  some  years. 
The  great  vogue  of  the  costume  and  dress  has  done  much 
to  reinstate  the  separate  outer  wrap.  Although  the 
separate  coat  will  to  a  great  extent  take  on  the  shape 
of  a  utility  coat  garment,  a  great  many  novel  effects 
are  being  introduced  along  that  line. 

Buster  Brown  effects,  low  belted  and  hip  trimming 
designs  are  a  few  of  the  novel  coat  features.  There  are 
also  a  number  of  v  new  applications  made  on  the  collars. 

The  novelty  in  style  will  bo  the  general  application 
o'f  the  new  Moyen  Age  or  mediaeval  fashions'  which  take 
the  shape  of  h'ip  trimmings,  low  set  waistline,  close- 
fitting  sleeves  and  the  truly  barbaric  splendor  and  exag- 
gerations of  trimmings  which  are  applied  artistically. 

The  new  full  length  outer  coats  aje  more  form-fitting 
than  they  were  last  season.  There  seems  to  be  a  genera) 
tendency  for  cape  effects  where  dressy  wraps  are  con- 
cernfvd.  These  are  either  made  in  close-fitted  military  or 
draped  effects. 

Low  set  hip  trimming  in  strapping  and  pocket  form, 
belted  'iffects  and  back  and  front  panels,  a.re  a  few  of 
a  number  of  models  which  are  cut  high  in  the  neck  and 
buttoned  from  chin  to  hem  in  dress-like  form,  but  these 
are  not  very  numerous,  the  general  tendency  being 
rather  for  flat  collars  and  general   wrap-like   appearance. 

Skirt  Shapes  and  Materials. 

Skirts  that  bid  fair  to  become  poi)ular  this  Fall  have 
their  forerunner  in  several  of  the  later  summer  models. 
They  are  in  the  nature  of  novelties  as  yet  untried  and 
without  any  particular  position  in  the  realm  of  fashion. 
The  general  opinion  prevails,  however,  that  the  semi- 
pleated,  semi-gored  and  semi-yoked  skirts  will  be  prime 
factors  in  the  Fall  showing.  Already  their  introduction 
has  been  made  among  the  high-class  trade  and  a  fuller 
acquaintance  will  be  made  during  the  weeks  intervening 
before  the  Fall  fashion  exhibitions  take  place. 

With  the  passing  of  the  Empire  modes,  it  is  likely 
that  the  high-waisted  separate  skirts  will  also  pass  out 
of  style.  The  yoke  will  form  the  most  important  feature 
of  the  Fall  skirts  this  year  regardless  of  whatever  else 
may  happen. 

Pleats  are  the  fashionable  feature  of  the  Fall  models 
and  the  pleated  skirt  will  be  the  leader  undoubtedly.  It 
is  already  being  shown  extensively  in  skirts  accompany- 
ing suits,  as  well  as  in  the  separate  skirt  lines.  It 
seems  that  this  season  is  favorable  for  a  good  skirt 
season.  For  one  thing,  the  styles  are  new,  and  also 
very  attractive. 

For  separate  skirts  indications  are  favorable  '  -r 
one-tone  fabrics  in   dark     colors.       The  greatest  showing 


will   be   in   blacks,    in    broadcloth,    diagonals,    serges    and 
the  semi-rough  weaves. 

Skirts  of  velveteens  and  velvets  are  likely  to  appear 
among  the  la.ter  models,  their  full  representation  among 
the  Fall  showing  to  depend  somewhat  on  the  showing 
of  suits,  costumes  and  coats  of  that  material.  The 
separate  skirt  of  velvet  will  be  included  only  among  the 
high-class  garments  and  its  use  will  be  a  special  com- 
plement to  the  coat  of  fur,  of  rich  cloth  or  of  corded 
silk. 

New  Fashions  in  the  Separate  Blouse. 

There  are  many  interesting  features  in  the  Fall 
blouses  this  season.  New  materials  have  been  added  to 
those  that  were  brought  out  earlier  in  Fall  productions, 
and  the  color  list  has  been  extended  somewhat  and  the 
styles  have  been   improved   upon   considerably. 

The  Fall  season  promises  to  open  up  with  a  demand 
for  the  tailored  blouse  and  those  colored  effects  which 
match  the  tailored  suit  will  undoubtedly  receive  first 
favor.  Those  blouses  are  very  simple  in  cut  and  design. 
The  closer  fitted  outer  wraps  will  permit  of  no  flufiiness 
or  fulness  in  the  blouse.  The  sleeves  of  the  models  will 
be  close-fitted,  and  some  novelties  show  the  puffs  below 
and  at  the  elbow.  The  shirt  sleeve  of  course,  is  much 
in  evidence  among,  the  plainly  tailored  shirt-like  blouses. 

The  materials  for  the  blouses  include  plain  and 
fancy  taffetas,  satin  crepes,  chiffon  and  chiffon  cloth  and 
the  finer  voiles,  satins,  moire,  cashmere  de  sole,  and 
novelty  silks  and  satins   in  the  newer  fabrics. 

It  is  exjected  that  moii-e  waists  will  be  welcomed  as 
a  change  from  the  satins  and  taffetas  of  the  past  two 
or  three  seasons.  It  is  likely  that  moire  will  be  em- 
ployed to  greatest  advantage  in  the  exploitation  of  the 
tailored  blouse  in  colors  to  match  the  skirts  and  suits 
of  which  the  blouse  will  foi'm  a  part. 

Fuller  Petticoats  for  Fall. 

Taffeta  is  again  the  leading  fabric  for  the  petticoats 
for  Fall.  Satin,  messaline  and  other  soft  materials  will 
be  shown,  for  dressy  wear,  but  for  practical  and  every- 
day use,  there  is  nothing  to  compete  with  the  taffetas. 
Also  for  the  tailored  suit  nothing  can  take  its  place. 
While  the  Fall  petticoats  will  show  more  fulness  from 
the  knee  down,  the  upper  portion  is  as  closely  fitted  as 
ever,  for  with  the  skirt  yoke  dresses,  the  fit  of  the 
petticoat  will  be  even  of  greater  importance  than  last 
season.  Many  pi'etty  yoke  effect  petticoats  are  being 
brought  out  with  accordion  pleated  effects  falling  from 
the  yokes,  which  are  knee  depth. 

Garments  for  Children. 

The  styles  for  children  are  again  planned  and  de- 
signed after  those  of  their  elders.  Coa,ts  especially  are 
fashioned  along  these  lines.  The  Buster  Brown  revival 
is  most  apparent  in  the  coats,  although  dresses  are  also 
employing  this  style.  Side  and  diagonal  fastenings,  roll 
collars  and  revers,  and  fancy  slashed  effects  are  among 
some  of  the  features  borrowed  from  the  styles  of 
women.  Tlie  plainly  tailored  effects  show  the  simplest 
.self  and  button  trimming,  but  the  little  fancy  garments 
show  collars,  cuffs,  revers,  pi])ings  and  strappings  of 
such  fancy  fabrics  as  moire,  bengaline,  satin,  velvet  and 
etc.  Braided  effects,  frogs  and  loops  and  elaborate  but- 
ton ornamentations  are  also  conspicuous  features  among 
the  little  coats  of  various  cuts  and  styles.  There  is 
also  a  strong  tendency  for  fur  trimmed  effects,  among 
the  better  class  of  garments.  Plush  and  fur  imitations 
are  employed  extensively  for  Winter  selling  goods. 


Reader   Enquiry  Brings  Batch  of   Eaton  Advertising 

Mail  Order  Directions  and  "Money  Saver"  Tip  Sent  to  Man  who 
Asks  for  Information  with  Reference  to  the  New  Books  —  Strong 
Indication    that    the    Contract    will    be     Used    as    Advertising    Lever. 

WHAT  may  1)0  reg-arded  as  ;i  pivliminary  thouf-'h  iTasonahlc    In    llic    liinulri'ds    (if    ivlailcrs    1  liruii-lioul    llic 

iiniic   liic   less  si.uniticaiit    cvidciicc   oT  llic   use  ciMiiiti'v  In  lake  siicli  steps  as  may  he  iiccissarv  1<>  iircvcii'. 

wliicli    tile    T.    Iviloii    ('(I.    iuliMul    makiiii;'    nf  M,,.    discliar.uc    of    the    coiit r;icl    in    Uic    maiinci-   dcsci-ilx'd. 

llic  school  reader  coiit  raci ,   rcceiilly  awarded  ,\s   already  pointed   out  by   The   Review,   the   (Jovernmeiit 

Ihem  hv  llie  Ontario  ( loveriiineiil .  has  been  hrouulit   to  ihe  can    slipiilate    that    the    imprint    (d'   the    Ivlncalioii    Deparl- 

attention    of   The    lieview    by   an  encinircr   for   information  nicnl    be    placed    ii|)on    the    books    instead    of    that    of    the 

(■(mceniiim-  the  new  books.     Acctunpanyinn-  t  he  I'cply  wlii(di  T.    Maloii   Co.     The   Kdiicalion    Deparlincnl    a'so  has  power 

he    reeeix'cd    was    a    batch    of    I'^aton    mail-order    .ileratnre,  \r   lake  oxer  the  distribution   of  the   books.      I'.y   rcipiiriim' 

saill[)les  of  which    are   here   reproduced.  Ihe    (ibser\ancc    of    these    (d;;iise>    in    Ihe    cniitract,    Ihe    De- 
partment     would     ui'catly     modify     an     c\il     torescen     by 

An  Advertising  Lever.  country   retailers,  and   one   which   is  already   takin-  actual 

No    more   forceful   eonhrmation    of   The    Review's   con-  lorm.    juduin-    from    the    manner    in    which    the   en.piirer's 

teiitioii    tiiat    the   contraid    will    be   einph)yed    as   an    advcr-  letter  was   Irealed. 


Delivery  Guarantee 

2c  EXTRA  with  each  order  over  50c 
giiar.intees  safe  delivery  of  jour 
goods  if  tliey  are  to  be  sent  by  mail. 
We  will  deduct  2c  from  your  remit- 
tance tor  above  purpose  unless  otherwise 
instructed. 


ORDER    FORM 


T.  EATON  C9. 

TORONTO 


UMITED 

CAI\3ADA 


Our  Terms  are 
CASH    WITH   ORDER 


Remit    by    E.\prt«s    Money    Orders, 
Postal  Orders  or    Banl<    Ilraft.M. 


Do    not    se..  d     Cash    without 
registering.      It   ic   not  safe. 


SHIPPING    INSTRUCTIONS 


NAME -.. 

Street  Address 
Post  Office 

County - 

Ship  my  order  to 


(  Use  Initials  and  prefix  Mr. ,  Mrs.  or  Miss ) 


DATE 


...190 


Box  No. 


■  Province 


by.. 


Write  Mail.  Exprt'>s  or  ireight 


State  exact  amount  of  money  ertclofled 


$ 


ShaU  we  ship  by  Freieht  instead  of  Express  if  cheaper?  ANSWER 

H  you  in^trurt  us  to  ship  tree  delivery  order?  by  Express  we  will  pay  only  the  amount  of  ireisht  ctuirpes. 

How  far  is  it  to  your  nearest  Railway  Station  ?  ANSWER 

If  any  of  the  goods  ordered  are  temporarily  out  of  Stock 

may  we  send  other  goods?  ANSWER. 


THIS  ORDER  IS  TAKEN   FROM  CATALOGUE  NO. . 


Do  not  write  anything  in  thie  :>pacc 


When  writing  about  or  RETURNING  GOODS  be  sure  to  RETURN  THE  BILL 


OUR  LIBERAL  GUARANTEE 


If  goods  are    not    satisfactory,    tell    u>    the    reason    why    and    return 
them     within     ten     days;     we    will  pay    transportation    charges    both 
M^ays  and  exchange  or  refund  the  money.    Read  paragraph  "  Exchanging  Goods"  in  General  Catalogue  Instructions. 


ARTICLE 
NUMBER 


PAGE 


Quantity 


If  any  amount 

Allowance  enclosed 


is  due 


for  Post 


DESCRIPTION  OF  GOODS 

(Order  each  :irtu-lr  on  a  '■eparate  line) 


US  from  last  order  please  en 

age  on  this  Order,  or  Express  or  Freig 


COLOR      SIZE        e"'ch     DOLLARS 


clos  e  wit  h  th 


sorder 


ht  Ch  arges  l|f  to  bei  Prepaid 


Eaton  Mail  Order  Instructions  enclosed  with  reply  to  School   Book  Enquiry. 


lisin^'  lever  for  the  huge  departmental  store  eouhl  have 
eome  to  lii;ht  at  the  pi-eseiit  time.  It  is  strikino'  proof 
that  tliose  who  let  the  contract,  thoiioh  properly  impelled 
1)V  the  consideration  of  cheap  readers  for  the  schools, 
entirely  overlooked  the  possibility  of  unjust  application 
of  advantages  oi  enormous  value  when  placed  in  the 
hands  of  such  a  concern  as  the  T.  Eaton  Co.  Hon.  Dr. 
I'yiie.  Minister  of  Education,  cannot  fail  to  recognize,  in 
the   face   of   this   latest   evidence   that   it   would   be   only 


School  Book  Monopoly. 

.V  very  consideraljle  number  of  those  newspapers  in 
wliicii  the  new  contract  has  been  commented  112)011  hold 
that  steps  should  be  taken  whereby  the  sale  of  school 
books  will  not  become  a  monopoly.  The  Hamilton  HeraJd 
for  example,  states,  that  "it  is  not  only  unjust  to  the 
retail  trade  of  the  province,  but  also  to  the  general  pub- 
lic, to  give  any  one  retail  firm  the  power  to  concentrate 
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DRY    GOODS     REVIEW 


tlio  sale  of  school  books  in  its  own  hands  by  making  the 
sale  of  them  by  any  other  dealers  unproiitable.  Evidently 
this  is  what  may  be  done  under  the  contract.  The  Eaton 
company  has  the  legal  right  to  refuse  to  sell  books  to  re- 
tail dealers  at  any  but  the  retail  price.  Probably  it  will 
take  advantage  of  this  right.  The  result  will  be  that 
retail  dealers  will  be  obliged,  for  the  convenience  of  the 
public,  to  sell  school  readers  at  a  loss,  or  the  people  of 
Ontario  will  be  obliged  to  buy  their  readers  from  the 
Eaton  company  only.  Such  a  condition  would  entail  a 
great  deal  of  inconvenience.  The  contract  should  have 
stipulated  that  the  contracting  firm  must  sell  the  readers 
to  the  retail  trade  at  a  reasonable  discount.  The  objec- 
tion to  the  school  books  being  used  to  advertise  the  re- 
tail business  of  the  Eaton  company  is  also  a  sound  one. 
No  advertising  matter  ought  to  be  allowed  within  the 
cover  of  these  school  books." 

Patronizing  Home  Merchants. 

Every  country  newspaper  in   the  Province  has,  from 

time  to  time,  exhorted  its  readers  to  patronize  home  mer- 

ciiants — the  men  who  pave  the  streets,  who  contribute  to 

the   maintenance   of  schools,   churches   and   charitable   in- 
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it  will  tell  you  how  »  aa*e  money  on  your  every  guxtty 
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name  on  our  Groeety  roailiji*  liat  ui-d«y. 
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An   Eaton  "Money-Saver"  lip  sent  to  the  man  who 
enquired   about   school    bool<s. 

slitutions  and  who  iie'.p  out  the  local  newspaper  by  ad- 
vertising. Yet  there  a,re  newspapers  who  see  no  injustice 
in  this  contract,  who  have  not  noticed  how  it  will  un- 
doubtedly endanger  the  business  of  country  merchants, 
and  who  claim,  like  the  Ridgetown  Dominion  which  pre- 
sumably voices  the  opinion  of  Phil.  Bowyer,  M.P.P,  for 
West  Kent,  that  the  contract  is  not  an  advertising  coup 
pulled  off  by  the  T.  Eaton  Co.,  whereby  another  means 
of  access  to  the  homes  of  the  people  in  smaller  towns  and 
cities  is  obtained,  thus  extending  the  mail-order  business, 
and  cutting  in  upon  the  trade  of  the  local  mercantile 
houses. 

To  those  who  have   not  sized  up  these  phases  of  the 

matter,  The  Review  presents  this  latest  proof.  Every  en- 
quiry, every  order  will  undoubtedly  bring  a  bunch  of 
Eaton  advertising  literature.  No  person  is  interested  in 
Dr.  Pyne's  free  information  to  the  effect  that  so-called 
electric  corporations  are  responsible  for  the  opposition 
to  the  contract.  This  line  of  talk  is  rendered  somewhat 
nonsensical  when  ranged  alongside  the  serious  weakness 
of  the  contract,  and  the  absolute  freedom  from  political 
consideration  with  which  the  matter  has  so  far  been  con- 
sidered. The  Review  is  entirely  ignorant  of  any  such 
influence.  It  feels  that  it  has  taken  a  stand  well  within 
its  province  as  a  trade  newspaper,  and  that  the  injustice 
of  the  proposition  made  its  duty  in  the  matter  imperative. 
The  Review  advocates  no  course  that  would  detract  from 
the  public  benefit  to  which  the  Department  of  Education 


so  commendably  pledged  itself  in  this  matter.  At  the 
same  time,  it  strongly  disapproves  of  any  action  by  which 
a  public  contract  might  be  employed  to  the  serious  dis- 
advantage of  a  large  section  of  the  mercantile  community. 


New  Branch  Store. 

E.  J.  Kenen,  generail  dry  goods  merchant,  St. 
Stephen,  N.B.,  has  opened  a  branch  dry  goods  store  in 
Fredericton,  N.B.  The  name  he  has  applied  to  it,  "The 
Golden  Fleece,"  is  one  that  has  helped  make  the  loca- 
tion famous.  The  store  is  opposite  "Officers'  Square," 
and  was  a  dry  goods  establishment  back  in  the  early 
days  when  the  15th  and  22nd  regiments  of  the  line  were 
located  in  Fredericton.  W.  H.  Foster  is  "in  charge  of 
the  new   store. 


Our  Travelers 


will  be  on  their  routes  the 

end  of  this    month  with  a 

full  line  of  the  newest  ideas 

in 


RAINCOATS 

During  Toronto  Exhibition 
Mr.  S.  M.  Hansher,  King 
Edward  Hotel^  Room  757. 

NATIONAL  RUBBER  CO.  of  CANADA 


Canada's  Largest  Exclusive 
Raincoat  Ho i/se 


MONTREAL 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES-The   ORIGINAL  and     BEST. 

SOUTHALL'8  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and    Other   Sanitary    Specialties. 

SOUTHALL  BROS.  &  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,       TORONTO 


Notable  Fashion  Features  of  French  Racing  Season 

Inspiration  Found  in  Mediaeval  Pageants  for  Many  of  the  New 
Creations  —  Velvet  Greatly  Favored  for  Millinery— Probable  Changes 
in  Latest  Fall  Corset  Models  —  The  New  Lavandiere  Skirt  Drapery. 

Staff  Correspondence. 


Paris,  France,  July  23rd. 

THE  weather  for  the  Grand  Seinaine,  the  culmin- 
ating period  of  the  Paris  season,  was  simply 
detestable,  and  anything  but  calculated  to  favor 
the  extensive  dress  parade,  which  the  whole 
fashion  world  looks  for  at  this  season  ol'  the  year.  The 
day  on  which  the  French  Derby,  or  the  Prix  du  Jockey 
Club,  as  the  French  call  it,  was  run  was  dull  and  grey 
with  occasional  down  pours  of  chilly  rain.  Drag  day,  and 
tlie  Grand  Prix  were  also  disappointing,  because  of  the  cold 
and  showers  and  the  beautiful  toilettes  W'hieli  Paris  dress- 
makers and  milliners  liad  been  preparing  and  planning 
I'or  many  weeks — the  gowns  and  headgear  that  will  set 
the  fashions  for  the  coming  season — were,  for  the  uujst 
part,  hidden  under  rain  cloaks  and  umbrellas. 

Directly  traceable  to  the  wet  weather  are  the  new 
draped  toques  that  have  attracted  so  much  attention,  and 
to  which  the  Parisian  women  have  taken  so  favoraibly. 
The  fact  that  so  many  of  these  hats  have  been  worn  re- 
cently is  no  doubt  due  to  the  impossibility  of  protecting 
effectively  the  enormous  headgear  now  worn  with  an 
umbrella.  The  inspiration  for  many  of  these  new  draped 
toques  undoubtedly  comes  from  the  ma.ny  mediaeval 
pageants   th-at  have  been  held  recently.     Some   of  these 


(ir  aigrette,  or,  newer  still,  an  eagle's  quill  in  gold,  poised 
on  the  right  side,  in  an  almost  upright  position  and  slant- 
ing towards  the  back.  Many  are  of  black  velvet  with 
simply   the  gold  quill   befoi-o   spoken    of.  Su/iuinc   Talbot 


Dress  at  the  Grand  Prix.     One  Gown  shows  Draped  Overskirt. 

Gown  on  the  right  is  in  Moyen  Age  Effect,  with  Tunic  of 

Net,  heavily  Embroidered. 

new  toques  or  turbans  are  made  to  fit  very  low  over  the 
head,  and  have  a  high  crown.  Straw  is  seldom  used  in 
their  development,  but  they  are  made  of  velvet,  satin, 
foulard,  or  silk  and  lace.     The  only  trimming  is  a  wing 


Dresses   at  the   Grand   Prix— Pamier    Drapery  is 
strongly   indicated  in    Paris. 

is  responsible  for  the  launching  of  this  hat,  and  some  of 
(he  smartest  French  women  wore  them  at  the  Prix  du 
Jockey. 

Another  new  toque  was  shown  that  is  still  more  Moyen 
Age  in  outline.  It  is  of  velvet,  in  black  or  dark  shades, 
and  is  surmounted  by  a  low  crownlet  something  like  a 
Juliet's  cap,  its  most  conspicuous  adornment  being  a 
hinged  brooch  of  metal  set  with  large  colored  stones. 
Milliners  will  make  no  mistake  in  showing  these  iicw 
l<iques  for  the  Autumn  season. 

Parisian  Millinery. 

Velvet  is  greatly  favored  for  millinery.  Many  of  the 
large  hats  have  full  Beefeater  crowns  of  velvet  with  the 
brim  of  Leghorn  or  Tagel. 

The  brim  will  be  deeply  faced  both  underneath  and 
outside  with  velvet,  and  fhe  crown  is  formed  of  puffings 
of  the  new  lapis  blue  tulle  or  of  bla«k  tulle.     These  large 
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hats  are  trimmed  with  aigrettes  either  black  or  white  or 
holh  combined  and  witli  mammoth  bows  of  lace  wired 
and  i'ormed  of  bi'tiad  insertion  of  filet  or  Venetian.  The 
hitest  mode  is  the  yellow  Leghorn  or  Tagel  raised  sharply 
on  the  left  side,  the  velvet  crown  of  lapis  blue  or  black, 
the  velvet  slightly  shirred  in  Beefeafer  fashion.  On  the 
light  side  is  set  a  i)aradise  or  ostrich  plume  or  a  jet  or 
lace  cockade. 

Hats  of  lilack  and  white  braid  have  widespi-ead   wings 
wilh  a  dash  (if  vi\'id   red  introduced  and  anollier  Autumn 


Hat    of  Almond   Green   Shantung,   with    Plume 
Trimming   of    Pleated   Satin    Ribbon. 


niilc  is  the  hat  of  blue  straw  wreathed  with  a  I'ose  gaiiaiul 
sliading  from  crimson  to  the  deepest  claret  and  faslciu'd 
under  a  li'.ue  velvet  bow  at  the  back. 

Some  ver}-  high  crowned  hats  of  fine  black  straw  with 
Hexible  brims  that  can  be  bent  to  suit  the  face  of  the 
weaier  are  seen.  These  hats  axe  smartly  trimmed  with 
willo'wed  mounts  in  groups  of  as  many  as  six  plumes 
drodpiug  gracefully  at  the  side.  The  crown  is  enciixded 
hy  a  very  wide  sal  in  riblxin  tied  at  the  side  in  a  large 
hidljeil  biiW. 

A  new  idea  is  the  jjlume  effect  in  ri])l)(in  tiimming. 
The  shape  is  a  most  beciuning  one  and  is  covered  witli 
leaf  green  Shantung,  the  satin  ribbons  forming  the  trim- 
ming being  of  a  somewhat  lighter  shade.  This  ril)biin  is 
closely  pleated  to  simulate  the  form  and  effect  tii'  an 
(istiicli  plume.  This  feather  effect  first  passes  arouml  the 
cniwn  and  over  the  brim  in  the  pretty  effect  shown  in  the 
illustration.  A  garniture  of  this  kind  is  capable  of  many 
ways  of  development  a,nd  should  be  noted  by  milliners 
as  it  will  form  a  very  useful  trimming  when  the  Fall 
season  opens. 

It  is  notable  how  completely  white  has  drtjpped  out  of 
fashionable  favor,  and  its  place  taken  by  the  bise  or  old 
lace  color,  cream  and  ochre.  The  fashionable  hats  are  no 
longer  seen  in  dead  white  straws,  but  Leghorns  and  Tagels 
in  ochre  and  khaki  shades  are  the  favorites  and  they 
are  trimmed  with  bows  of  velvet,  wired  lace  or  em- 
broidered tulle  and  whea.t  or  grasses. 

Hats  turned  up  at  the  side  and  trimmed  with  wings 
or  ribbon  bows  are  worn  with  tailored  suits.  Large  hat 
pins  with  scintillating  jewels  seem  to  come  more  and 
more  into  favor  as  they  enliven  the  heavy  crowns  of 
the  hats. 


Fall  Corset  Style  Tendencies. 

Little  change  is  anticii)aited  in  the  new  Fall  corset 
muilels  which  always  make  their  appearan-ce  after  the 
Grand  Prix  is  run.  The  new  Moyen  Age  models  are 
bringing  corsets  laced  in  front  into  even  greater  vogue, 
because  a  model  laced  in  this  nuinner  gives  a  better  out- 
line to  the  back  of  the  hgure.  As  far  as  can  be  seen  the 
(Uiiy  changes  for  Fall  from  the  present  shape  of  corsets 
will  be  a  shortening  of  the  extreme  lengths  and  a  lower 
cut  to  the  bust  line.  The  same  light  flexible  models  wiih 
the  wide  gores  and  light  boning,  and,  made  as  a  rule  of 
tricot  or  jersey  fabrics  will  still  continue  in  favor. 

In  gowns,  as  well  as  in  millinery,  pure  white  seems  to 
be  under  an  eclipse.  There  are  many  lovely  lingerie 
giiwns  worn,  but  the  majority  were  in  the  new  bise  or  in 
p.ile  yellow  shades.  These  were  trimmed  with  enibruid- 
ei-ics.  the  hmg  waist  being  heavily  embrnidercd  and  with 
the  skirl  shirred  onto  the  waisl.  The  linen  gowais  a.i'e 
nii;ie  generally  in  cdhir  and  were  embroidered  and  lace- 
iiLserled.  aiul  witli  chemisettes  and  long  lace  s'eeves. 
There  is  a  notable  revival  of  lace  for  this  purpose  that 
was  not  confined  to  linen  gowns.  Though  one  cannol 
say  that  the  vogne  of  Irish  crochet  is  over,  it  is  certain 
that  Venetian  lace  is  Krst  in  favor  in  Paris  at  present. 

The  Cuirasse  Corsage. 

The  lavandiere  skirt  drapery  is  the  infatuation  of  the 
nininenl.  It  has  the  cuirasse  corsage  cut  diagonallv  across 
the  ligiire.  and  often  longer  in  the  front  than  the  back. 
.Many  ol'  these  cuirasse  waists  are  overlaid  with  spangled 
01-  embroidered  net.  There  are  signs  already  that  this 
cuira,sse  waist  style  will  be  followed  during  the  coming 
Fall.  The  braiding,  as  a  rule,  forms  the  trimming. 

Some  very  dainty  looking  dresses  were  worn  by  ac- 
tresses. These  gowns  were  of  silk  muslin  mounted  over 
satin,  the  muslin  being  used  to  veil  artificial  blooms 
negligently  around  the  skirt  and  upon  the  corsage. 

One  or  two  flowered  muslins,  made  with  soft  fichus 
and  worn  with  flower-trimmed  hats  in  Louis  XVI  fashion, 
were  seen.  There  is  a  decided  attemjit  to  introduce 
fashions  of  this  period.  Should  this  revival  meet  witli 
success,  it  wuU  mean  a  revival  of  taffetas  and  flowered 
and  patterned  silks. 

A'ery  many  of  the  smartest  women  wore  tiisstu-e 
gi.wns;    foiilanls   were   well   represented   and    many  smart 


New  Turban  by  Suzanne  Talbot,  as 
worn  at  Longchamp. 


gowns  were  of  silk  voile.     A    novel  idea    is    the  chiffon 
tunic.     Draped  skirts  and  tunics  were  much  in  vogue. 

Besides  the  new  toques  already  described,  there  was  a 
new  cloak,  the  inspiration  for  which  conies  from  the 
Henri  III  period.  The  cloak  is  of  embroidered  chiffon 
or  muslin  and  is  worn  from  the  shoulders  at  the  back. 
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Eleven  Salesmen  are  calling  on  the  trade  of  Eastern  Canada 
in  our  interest,  but  possibly  our  good  style  and  good 
value   millinery  has  not  been   introduced   to   you. 

A  Post  Card  will  bring  about  an  introduction  that  will 
be  of  especial  interest  to  you,  should  snappy,  stylish, 
and   saleable   millinery   be  the   goods  you    want. 


Ask  for  our  samples  of 
Millinery  for  the  Gen- 
Dry  Goods  dealer. 


Trimmed 
eral    and 


The  Millinery   House  of   Eastern   Canada 


MAri  ORDERS  OUR 
ESPECIAL  HOBBY. 


OCK 

ii^HOLESALEONJ^ 


t:^^^)^ 


ATERSON 


LIMITED 


St.  John.N.B. 
Halifax,  N.S. 


Another  Big  Hit! 

The  ^^  Hello  People  ^^  Sailor 
to   be  a  Winter  Winner 

Made  in  Satin,  Epingle,  Moire,  Bengaline,  Velvet' 
Silk,  Plush,  Hatters'  Plush  Cloth,  and  in  all 
other  seasonable  fabrics,  and  in  all  colors  and 
combinations,  including-  a  new  French  Enamel 
Cloth,  in  combination  with  all  materials. 

Also  new  and  desirable  dress  shapes  in  Side  Roll, 
Back  Roll  and  Quarter  Roll  in  the  latest  Parisian 
models. 

Popular  Prices 

All   live  dealers   will   stock   the  "Hello  People"  Sailor  for  Fall,   as  it  will  be  a  big- 
seller.     Send  for  samples.      Do  it  now  ! 

Canadian   buyers  are   invilcd  to  call  'vlicn   in   \e-d<    York  on   Fall  buying  trip. 


Popular  Hats 


Jacob  Wechsler, 


46-48  E.  Houston  Street, 

NEW  YORK 


Please  mention  The  Review  to  Advertisers  and  Their   Traveler^ 
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Fall  Millinery 
Opening 


We  beg  to  announce  that  our  Fall 
display  of  Imported  and  Domestic 
Millinery — Models,  Novelties  and 
Staples — will   be  held   on 

Monday,  30th  August 

and  following  days  at  our  Toronto 
Warehouse, 

100  Wellington  St.  West 


THE 


Smith-Runciman  Co.  Ltd< 


NOTE  :- 

Will  be  ready    for  early   buyers  in   all 
departments  by  Monday,   16th  August. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


The  Millinery  Trade  Revie\¥ 

Many  Toques  and  Turbans  Being  Shown— Brimming  Schemes  Very 
Simple— Beaver  a  Favored  Material  —  Soft,  Flowing  Effects  in  Trim- 
mings -  Brims  Straighter  From  the  Crown  -  Facings  and   Bandeaux. 


TUOrUll  llic  sriison  will  slarl  in  with  a  Tree  show- 
in^'  of  tlie  larger  moilelsj  and  picture  models  of 
tliis  class  promise  to  have  a  great  vogue  for 
dressy  wear,  there  is  a  marked  tendency  to  more 
medium-sized  hats.  Many  toques  and  turbans  are  shown 
but  these  can  in  no  ease  be  termed  small  hats  though  they 
are  certainly  small  looking  besides  the  immense  hats  now 
worn. 

The  api)earance  of  velvet  as  a  leading  millinery  trim- 
ming on  late  summer  models  indicates  how  strong  will  he 
its  vogue  in  the  coming  fall.  Straw  hats  now  have  large 
beefeater  crowns  of  velvet  and,  in  the  Fall,  brims  of 
beaver  or  plush  will  be  shown  with  softly  draped  velvet 
crowns.  The  only  trimming  for  a  hat  of  this  class  will  be 
a  plume  of  ostrich  or  fancy  feathers  fastened  in  with  a 
cabochon.  \'i'l\t'(,  hatter's  j)lush  beaver  and  moire  are 
the  leading  liinnning  fabrics  and  fancy  feathers,  i)articu- 
larly  coipie  in  all  colors,  breasts  and  wings  are  nuich  in 
evidence.  More  of  these  in  the  aggregate  will  be  worn 
than  ostrich,  but  rich  willowed  plumes  and  spray  are  used 
in  the  more  expensive  hats. 


Large  toque,  draped  witti  velvet,  willil  bandeau  of  Bohemian 

trimming  and  trimmed   with   soft   wings— Shown 

by  Debenhams  (Canada)   Limited,    Montreal. 


The  trimming  schemes  are  very  simple  and  need  to  be 
carried  out  in  rich  materials.  Trimmings  are  applied  in 
such  a  manner  that  they  accentuate,  rather  than  conceal 
the  outline  of  the  hat,  and  trimmings  are  more  a  part  of 
the  hat  than  they  were  in  the  past  season. 


Favored  Materials. 

The  most  popular  material  for  the  toques  and  turbans 
is  the  beaver  strip,  a  piece  of  beaver  cloth  which  is  dra[)ed 
over  the  foundation.  This  promises  to  be  the  rage.  Vel- 
vet, both   i)liiin   and  moire,  plush,  moire  silk  and   oltomaii 


Large   hat  of  velvet,    faced  with   beaver,   showing  fancy   ban- 
deau,   large   soft  wings    and    ribbon    ruchings       Shown 
by  Debenhams  (Canada)  Limited,  Montreal. 

silk  are  also  in  vogue  and  will  be  used  extensivelj'  for  liaf 
foundations. 

New  turbans  are  somewhat  like  the  beehive  shapes, 
hut  these  do  not  set  so  low  on  the  head  as  those  of  the 
Summer  season.  Instead,  the  use  of  a  wider  bandeau 
raises  the  hat  higher. 

In  the  large  hats,  the  drooping  brims  are  not  seen. 
Brims  are  straighter  from  the  crown,  and  are  turned  up 
sharply,  either  at  the  side  or  back. 

The  three-cornered  Marquis  shape  with  the  round 
crown  gives  evidence  of  popularity  for  Fall  in  the  simple 
styles. 

•!• 
Next  Season's  Trimmings. 

Soft,  flowing  effects  are  favored  for  Fall — Coque  fea- 
thers and  ospreys,  are  good  also  ostrich  plumes  and  os- 
prey.  Very  few  flowers  will  be  used,  and  seguin  trim- 
mings will  be  featured  to  a  marked  degree.  Seguin  and 
chenille  combinations  are  strong,  and  Bohemian  trimmings 
will   be   featured.     These   consist   of   alternate   lono-   and 
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Grand 
Millinery 
Opening 

Messrs.  S.  F.  McKinnon  &  Co. 
Ltd.,  take  pleasure  in  announcing" 
that  their  Semi-Annual  displa}-  of 
French,  Eng'lish  and  New  Yc^rk 
models — 

New  Millinery  Materials, 
Hats,  Ribbons,  Flowers, 
Ostrich  Feathers,  Wings, 
Bandeaux,  Ornaments, 
Buckles,  Hatpins,  and  Par- 
isian Millinery  Novelties 
takes  place  on 

Monday 
30th  August 

and  {oUowin^  days 

They  extend  a  cordial  invitation  to 
all  Merchants  and  Milliners  to  be 
present  on  that  interesting  occasion. 

Their  new  Autumn  stock  is  com- 
ing forward  rapidly,  and  after  the 
1 6th  inst.,  they  will  be  quite  pre- 
pared to  receive  and  serve  all 
buyers  from  distant   points. 

Inspection  respectfully  solicited. 

S.  F.  McKinnon  &  Co., 
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LIMITED 


Cor.  York  &  Wellin^t  3n  Sts.,  TORONTO,  Ont. 


rouiul  heads  whicli  are  worked  uj)  into  different  shaped 
cuiiauieiits.  Caboehous  will  be  favored  again,  and  large 
hat  pins  will  also  be  used  which  will  serve  as  cabochoiis. 
Fauey  bandeaux  will  be  featured,  and  an  extensive  use 
will  be  made  of  ribbons. 

There  is  a  good  range  of  colors  for  Fall.  Black,  and 
black  and  white  combinations  will  be  in  high  favor.  Some 
of  the  past  season's  shades  have  received  new  names.  One 
of  the  Fall  shade  cards  gives  as  the  leading  shades,  the 
following-  ;  Vendange,  which  is  dull  wine  ;  passi  flore, 
ori  the  amethyst  order;  cythare,  which  is  really  copper; 
ehantecler,  really  old  rose;  mammoth  the  new  name  for 
taupe;  and  aeroplane,  which  is  a  greenish  grey. 

At  the  French  races  a  new  blue  called  lapis  which  is 
between  I'lussian  blue  and  bright  navy  was  very  much 
woiii  and  this  color  i)romises  to  be  much  in  e\'idence  in 
I'all  millinery. 

There  are,  however,  more  shades  of  green  shown  than 
iu  any  other  colors.  Prominent  among  these  is  liiuoarb 
and  spinach  greens  which  approach  the  Empire  shades. 
Another  new  green  is  cosa([ue  which  is  darker  than  hunt- 
er's green  but  iu  that  order. 

There  is  little  to  suggest  any  vogue  for  the  true  biowu 
but  such  shades  as  beige  and  castor  are  shown  and  a  new 
shade  on  this  order  is  carliu  or  pug-dog  color.  Anothei- 
animal  color  that  came  to  the  front  late  last  winter  is 
l)oiuled  fox,  and  still  another  brown,  named  caramel,  is 
shown. 

Khaki,  tans,  mustard  and  old  gold  are  all  leading 
colors,  and  there  is  a  copper  brown  named  renoncule. 
Indicalions  point  to  a  sli-oug  color  season  with  no  one 
color  predominating. 

Beaver  came  to  the  front  in  the  late  l<'all  season  last 
year,  and  is  extensively  shown  for  the  coming  Fall.  A 
good  demand  for  beaver  shapes  is  expected.  Some  very 
long  na()ped  beavers  are  shown  and  it  may  be  said  that 
the   longer  the   nap  the  more  fashionable   the  hat  will   be. 

Facings  are  in  high  favor  and  the  majority  of  hats 
will  be  faced  with  velvet  and  on  felt  hats  this  velvet 
facing  is  ol'len  of  a  conlrasling  color.  JNlany  of  the  new 
hats  have  bandeaux  whicli  comes  now  almost  in  the 
nature  of  an  innovation,  and  quite  a  number  of  the  new 
shapes  are  tilted  on  the  head  in  a  decidedly  fetching 
fashion. 

The  two  extremes  of  hat  styles  for  the  coming  Fall 
are  the  large  (lainsborough  shapes,  and  the  high  hussar 
I  urban.  This  turban  promises  to  be  popular  and  is  seen 
now  iu  beaver,  though  later  it  piomises  to  be  developed 
in  fur.  The  trimmings  of  the  hat  are  extremely  simple 
consisting  of  a  plume  standing  upright  and  fastened  with 
a  cabochon,  stiff'  wings  placed  upright  or  a  cockade  bow 
(if  vehct. 

For  eaily  Kail  there,  are  some  practical  street  hats  of 
fell  and  sheared  heaver  simply  trimmed  Avith  small  wings 
and  rosettes  of  \-elvet. 


Activity  in  Montreal. 

Montreal,   August   2. 

Millinery  houses  are  preparing  actively  for  Fall  ojjcn- 
ings.  and  are  anticipating  a  most  successful  season.  Buy- 
ers who  have  visited  European  markets  are  enthusiastic 
regai'ding  the  new  styles,  and  predict  great  ]io])ulai'ity 
for  them  as  soon  as  they  are  shown.  Styles  show  radical 
changes,  and  the  materials  and  trimmings  to  be  used  are 
such  as  to  make  sure  of  rich  and  attractive  showings, 
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Gockburn  &  Bea,  Ltd 


TORONTO 


Fashionable 
Goods 

for  this  season  are   ready 
for  early  buyers  on 

August  16th 

Millinery 
Openings 

on  Monday  and  Tuesday, 

August  30th  and 
31st  inst. 

Variety  is  the  spice  of  life,  and 
we  cordially  invite  you  to  in- 
spect our  complete  stock  of 
Feathers,  Hats,  Silk  Velvets,  Jet 
AUovers,  etc.  Moire  Silk  and 
Ribbons  are  the  correct  novel- 
ties for  this  Fall. 


Our  Color  Range  contains  an  unlimited  array  of  New  Shadings 


GOCKBURN  &  REA,  Limited 

54  and  56  Wellington  St.  West,       -      Toronto 


Please  mention  Tlie  Rcvieiv  to  Advertisers  and  Their  Travelers, 
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Paris  Pattern  Hats 

AND  LATEST  NOVELTIES 

Satin,  Beaver  and  Felt  Hats,  Velvets, 
Feathers,  Ribbons,  Laces,  Mechlins, 
Veilings,  etc. 

Opening 

Monday,  Aug,  30th 

AND  FOLLOWING  DAYS 

Stock  complete  and  ready  for  early 
buyers  Monday,  August  16th. 

ROBERT  TAYLOR 

(Formerly  Taylor  &  Smart,  Limited) 

New  location,  76  Wellington   Street  West 

TORONTO 


Visit  Montreal  Openings 


FOR 


Our  Fall,  1909,  Opening 

AUGUST  30th 

We   will   show   a   select  range   of 

Imported  Pattern  Hats 


and  a 


Wealth  of  Exclusive  Novelties 

The  steady   expansion   of   our   business 

is  due  to  our  careful  attention  to  every 

detail  of  our  business. 

Your  inspection  invited. 

Farren,  Belisle  &  Co.,  Limited 

257  Notre  Dame  Street  West, 
MONTREAL. 


Charles  C.  Punchard  &  Co.  Extending. 

Chas.  C.  Punchard  &  Co.,  Toronto,  makers  of  cloth 
caps  and  hats,  took  an  important  step  recently  when  they 
moved  into  larger  premises — 130  Wellington  St.  W. — and 
added  the  manufacture  of  men's  stiff,  soft  and  straw  hats 
to  their  industry.  They  are  also  extending  their  ladies' 
and  children's  lines,  and  will  have  a  large  range  of  felt 
shapes  in  their  display  rooms  during  the  millinery  open- 
ings. These  shapes  are  designed  in  accordance  with 
latest  millinery  vogue  and  should  be  of  particular  interest 
to  milliners  visiting  the  city  during  the  openings  and  the 
exhibition. 

Chas.  C.  Punchard  &  Co.  intend  going  to  the  retail 
trade  and  samples  will  be  on  the  road  by  September  1st. 
In  the  manufacture  of  cloth  hats  and  caps  they  have  been 
very  successful  in  producing  goods  of  a  distinctive  class 
aiul  this  will  be  the  aim  of  their  industry  in  connection 
with  their  new  lines. 


Having  Postmasters  Help  Them  Out.     . 

Tlie  Review  recently  called  the  attention  of  the  Post 
Ullice  Department  to  the  fact  that  certain  departmental 
stores,  in  distributing  their  catalogues,  directed  special 
H'i|ut'sts  to  the  pustniaslers  throughout  the  country  to 
place  unca!leil  for  or  niisdiiected  catalogues  where  they 
wdiild  (1(1  the  must  good.  Vov  example,  the  envelope  en- 
closing the  catalogue  would  bear  the  following  tiji  or 
something  similar  to  the  postmaster: — -"If  this  catalogue 
is  not  called  for  within  30  days,  the  postmaster  will  confer 
a  favor  on  us  by  handing  it  to  someone  who  is  not  in  the 
habit  of  getting  our  catalogues.  They  are  for  general  dis- 
Iribution  and  any  assistance  rendered  us  will  be  greatly 
appreciated.  When  the  catalogues  are  so  distributed 
kindly  return  us  the  original  wrapper.  It  helps  us  in 
checking  our  letters." 

The  ground  taken  by  The  Review  in  connection  with 
this  matter  was  that  it  was  somewhat  unreasonable  on 
the  part  of  the  retail  mail  order  stores  to  ask  postmasters 
l(*  assist  them  in  placing  catalogues  where  they  would  do 
the  most  good,  or  to  thus  help  them  in  building  up  their 
mail  order  lists  in  competition  with  local  merchants.  It 
was  also  pointed  out  that  such  a  privilege  might  pave  the 
way  to  indiscriminate  dumping  of  mail  order  literature 
under  meager,  speculative  or  insutficient  address,  relying 
upon  the  postmaster's  good  nature  and  intelligence  for 
liropt'r  distribution. 

The  reply  received  from  the  Department  to  The  Re- 
view's communication  pointed  out  that,  in  complying  with 
such  a  request,  a  postmaster  would  be  violating  the  regu- 
lations of  the  Department  and  that  the  companies  con- 
cerned wuuld  not  only  be  advised  of  that  fact,  but  called 
ii[)()n  to  discontinue  using  wrappers  upon  which  the  re- 
ipiest  has  been  printed. 

Notices  have  been  sent  out  to  postmasters  not  to 
comply  with  the  request,  as  to  allow  it  would  lead  to 
gross  abuses  in  connection  with  the  delivery  of  mail  mat- 
ter. The  instructions  sent  out  to  postmasters  require 
them  to  treat  such  requests  in  the  regular  manner  pre- 
sented by  regulations. 

Rudolph  Heller  and  wife,  of  Manchester,  Eng.,  were 
the  guests  recently  of  W.  McComb,  Morrisburg,  president 
of  the  Canadia,n  Sheet  Steel  Corporation.  Mr.  Heller  is 
one  of  the  owners  of  the  John  Nicholls  Co.,  Manchester, 
large  manufacturers  of  heavy  duck.  This  was  his  lirst 
visit  to  Canada. 
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Fall  Opening  Dates 


1 


attern    Hats   and 
Millinery  Novelties 


Toronto 
Montreal 
Winnipeg 

Quebec 
Ottawa 


Week  commencing 
August  30th 


Week  commencing 
September  6th 


For  Early  Buyers 

On  and  after  Monday,  August 
16th,  we  will  be  prepared  to  show 
our  new  importations  of  Millinery 
Novelties  and  Pattern  Hats  as  well 
as  the  original  designs  from  our  own 
workrooms. 

The  trade's  inspection  cordially 
invited.. 


THE  JOHN  D.  IVEY  COMPANY,  limited 


Please  mention  The  Review  to  Advertisers  and  Their   Traveler^ 


Hindoo  and  Beefeater  Turbans  Distinctive  Novelties 

Wholesale  Millinery  Openings  in  New  York  —  Little  Likelihood  that 
Big  Hats  will  be  Ousted  —  New  Turbans  Almost  Cover  the  Entire 
Back  of    the   Head  —  Fancy  Feathers   in  Parrot  Colorings  are  Good. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York.  July  28.  19U9. 

THE  wholesale  houses  have  eoiiie  iuto  their  own 
again.  Once  more  the  buyer  is  in  town  and  onee 
more  the  French  Hat  is  supreme.  Openinjis 
began  July  5th,  and,  in  many  instances,  are  a 
weekly  event.  August  3rd  is  the  date  of  the  second 
openings  which,  as  is  well  known,  are  really  the  openings 
that  count.  Until  after  La  (irande  Semaine,  there  is 
little  really  done  in  Paris,  and  until  that  great  week,  the 
American  buyer  feels  little  contidence  in  the  goods  offered. 
The  postponement  of  the  Grand  Prix  and  other  events 
delayed  the  arrival  of  the  hats  in  America  in  many  in- 
stances. Quite  a  number  of  tirms,  advertising  openings 
for  the  week  of  the  5th,  had  no  hats  to  show  but,  at  the 
time  of  writing,  the  market  is  flooded  with  patterns 
aUiiough  there  are  fewer  novelties  than  usual. 

The  most  distinctive  novelties  are  the  Arabian  or  Hin- 
doo turban,  vaiiously  called  the  Sultana,  Turkish,  Moorish 
and  Oriental,  and  the  Henry  VITL  Beofeaters,  both  tur- 
bans of  exaggerated  size. 

Chance  for  Medium  Sizes. 

There  seems  little  likelihood  that  big  hats  will  be 
ousted,  but  there  is  apparently  a  chance  for  the  medium 
sized  hat  as  well.  There  is  little  new  in  crowns.  They 
continue  prominent  and  extremely  large  in  the  headsize, 
but  bi-ims  bear  out  the  trend  of  the  summer  and  turn  or 
roll  up  at  front,  back  or  sides,  if  not  all  over. 

With  the  back  turn,  to  preserve  a  balance,  the  trim- 
ming is  placed  at  the  back  and  arranged  high,  falling 
often  forward  over  the  crown.  While  bandeaux  are  not 
used  extensively,  with  the  exception  of  the  flat  halo  like 
bandeaux,  to  keep  the  crown  from  swallowing-  the  head, 
in  hats  that  turn  up  and  are  trimmed  at  the  back  there 
are  often  horseshoe-shaped  bandeaux  introduced,  the 
back  being  cut  away  to  make  room  for  the  low  coiffure. 
The  Oriental  turbans,  as  well  as  the  Henry  VHI  effects, 
almost  cover  the  entire  back  of  the  head,  the  brim  hug- 
ging the  ears. 

Rough  Effects  Lead. 

As  to  material,  the  rough  effects  lead.  Beavers  are 
shown  in  abundance,  not  only  in  pressed  hats  but  in 
draped  effects.  The  shaggier  the  material,  the  more  it 
is  desired.  Corded  satins,  Ottomans  and  goods  of  that 
ilk  are  in  great  demand,  as  also  is  moire.  Ribbons  carry 
out  the  same  characteristics  as  are  shown  in  yard  goods. 
Small  bows  of  pleated  Ottoman  ribbon  are  tucked  away 
in  unexpected  places.  Such  bows  one  finds  frequently  on 
the  upturned  side  of  a  hat,  bows  not  more  than  live 
inches  or  less  from  tip  to  tip.  Ribbons  are  treated  to 
many  complicated  arrangements,  pleating  being  the  most 
frequently  observed.  Ribbon  can  be  used  in  many  clever 
ways  to  cover  crowns,  which  are  almost  invaiiably  draped 
or  smothered  with  some  sort  of  ornamentation.  Beaver 
moire,  corded  silk  effects  and  velvet  appetir  in  the  order 
named  f»r  the  favorite  hat  foundations, 


Fancy  Feathers. 

While  fancy  feathers,  with  cotiue  in  the  lead  are  fol- 
lowed closely  by  huge  wing-  and  cockade  effects  and  of 
course  paradise,  aigrettes  and  ostrich,  it  would  be  diffi- 
cult to  mention  any  fancy  featlier  that  was  not  in  tiie 
running.  Large  wings,  larger  than  have  ever  been  used 
f(n'  millinery  purposes,  in  this  generation  at  least,  were 
a  conspicuous  feature  at  all  of  the  displays,  while  coque 
was  the  trimming  used  on  the  majority.  Coque  is  fre- 
quently used  in  matching  the  foundation  of  the  hat ; 
beaver,  usually,  is  more  fashionable  than  the  Spanish 
coque,  although  on  black  hats  this  dark  greenish  black 
variety  is  most  frequently  noted.  Designers  have  a  way 
of  combining  coque  and  wings  with  pleasing  effect.  Quills 
and  coque  are  also  used  in  combinations.  Fancy  feathers 
•1  parrot  colo.-iii;;s  are  good.  In  reviewing  the  fan';y 
feather  stock,  goura  shows  up  prominently.  These,  like 
feathers  of  all  varieties,  come  in  all  colors.  Pasted  ends 
ai'e  a  novelty  introduced  on  these  effects.  Goura,  para- 
dise and  aigrettes  are  extremely  elegant,  aranged  almost 
ii:  exery  way.  but.  lo  be  absolutely  up  lo  the  minute,  they 
nnist  shoot  out  or  up  from  the  back  of  the  hat. 

Trimming  Conceals  the  Crown. 

The  idea  of  decorating  the  back  of  the  hat  is  one  of 
the  most  radical  changes  to  which  hats  have  been  subject- 
ed. Li  jn-actically  every  case  the  trinmiing  conceals  the 
crown,  either  paitially  or  as  a  whole.  Coque  for  example 
is  mounted  in  clusters,  altei'nating  fi'om  front  to  back 
and  from  back  to  front,  a  most  unusual  ari'angeraent. 
There  ai'e  endless  varieties  of  cascade,  and  pin  wheel 
effects  in  fancy  feather  clusters  suitable  for  covering  of 
the  crown.  Sheath-like  ariangements  of  Pai'adise  and 
heron  are  very  elegant  for  side  trimming. 

While  there  seems  to  be  a  decided  preference  for  hats 
in  monotone,  there  are,  of  course,  many  combinations  of 
color  particularly  in  feathers,  where  no  contrasts  aie 
deemed  impossible.  As  has  been  previously  hinted,  there 
are  no  decided  changes  in  the  cohn-  situation.  While  all 
half  and  faded  shades  are  preferable  to  the  clearer  shades, 
the  color  of  colors  at  the  present  are  the  fruity  purples 
heading  the  color  card.  The  trade  is  calling  it  in  its 
various  shades,  crushed  laspberry,  catawba,  vintage  pur- 
ples, wine  purple  and  raisin.  In  every  showing  these 
shades  appear,  and  almost  as  prominent,  but  hardly  as 
successful,  are  the  mustard,  sulphur,  old  golds,  russets, 
maple  sugar  and  other  yellowish  brown.  Greens,  particu- 
larly the  olive  and  alligator  shades,  are  to  the  fore,  and 
blues  on  the  Copenhagen  order  are  not  neglected.  Un- 
doubtedly blacks  are  going  to  be  very  strong,  as  aie  com- 
binations of  black  and  white,  which  by  the  way  are  in 
great  favor  for  late  summer  wear.  Color  is  so  often  a 
matter  for  individual  selection  that  the  situation  is  best 
covered  by  reporting  that  all  colors  in  some  shades  are 
good. 

Floral  Trimmings. 

While  fancy  feathers,  not  forgetting  pilet,  one  of  the 
season 's  must  successful  pfferjngs,  aro  unusually  stvong,  it 
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Come  to  McCalFs 

Fall  Millinery  Opening 

On  MONDAY 

Exclusive 

AUGUST  30th 

and     followang     days     our     Fall 

Branches 

Novelties 

Opening    will    be    held,    and    we 
will    present    then    for    the    con- 

at 

and 

sideration    of    the    millinery   trade 
the    finest    display     of     imported 

Winnipeg 

Dependable 

pattern  hats    for    the    coming  sea- 
son we  have  ever  shown.     Make 
it    a    point    to    come    here    first. 

Montreal 

Millinery 

Quebec 

Staples 

Stocks  in  all  departments  will   be 
complete  and  ready  for  early  buyers 

Monday,  August  16th 

Ottawa 

The  D.  McCall  Co., 

Limited 

94-96-98  Wellington  St.  ^ 

/est 

Toronto 
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must  not  be  imagined  that  flower  decorations  have  been 
entirely  eclipsed.  Silk  and  velvet  flowers,  particularly 
orchids,  are  seen.  Wheat  is  another  decoration.  Roses, 
on  the  Rococo  order,  but  larger,  appear  in  ' '  dead  colors, ' ' 
often  inserted  at  the  base  of  ostrich,  which  is  not  infre- 
quently shaded  in.  It  is  the  fad  to  use  the  loosely  curled 
ostrich  as  well  as  the  willow  and  uncurled  effects.  Plumes 
of  all  lengths  find  their  uses.  When  not  arranged  at  the 
back,  feathers  tumble  over  the  entire  top  of  the  hat,  con- 
cealing the  crown,  which  is  this  season  more  unadorned, 
since  draped  crowns  are  very  much  in  vogue. 

Jet  Coming  to  its  Own 

Jet,  not  only  for  milliners,  but  for  ail  dress  accessories 
is  coming  into  its  own.  It  is,  however,  not  used  for  the 
body  of  a  hat,  but  as  trimming,  although  heavy  looking, 
jetted  crowns  are  sometimes  seen.  Spangled  feathers  are 
an  attractive  novelty,  and  beaver  stripes  are  finished 
with  an  applique  or  embroidery  of  beads.  Bugles  are 
much  to  the  fore  for  these  effects. 

Lace  bows  appear  on  several  of  the  French  hats.  These 
are  very  dainty  on  hats  of  silk  and  satin,  and  are  usually 
poised  at  the  back.  Lace  and  fur  are  seen  together.  Fur, 
by  the  way,  is  expected  to  be  very  strong  for  trimming  and 
for  entire  hats.  It  is  expected  that  the  draped  varieties 
of  turbans  will  be  the  popular  hat,  on  a  par  with  the  ex- 
aggerated peach  baskets.  This  shape  is,  by  the  way,  re- 
legated to  the  background  and  brims  are  now  made 
straight  or  upturning.  , 

.       .  ■  I 

Scaintiness  of  Trimming. 

Extreme  simplicity  is  never  a  feature  of  the  first  im- 
portations, but  this  season,  at  one  or  two  displays  a  scanti- 
ness of  trimming  was  noted.  Plain  felt  hats  with  bands 
of  velvet  were  trimmed  with  severe  cockades,  tiny  mer- 
cury wings,  owl  or  coque  heads,  or  a  single  quill.  With 
but  a  few  exceptions,  the  Fall  hats  are  not  sensational, 
and  are  serviceable-looking,  not  only  in  color,  but  mater- 
ial as  well,  since  beaver  is  the  foundation  of  the  majority 
and  the  more  durable  feathers  most  in  demand.  Goura, 
however,  with  paradise  and  aigrettes  can  hardly  be  so 
classed,  and  these  varieties  are  in  high  favor  for  the 
dressier  moire  and  Ottoman  hats. 

The  second  openings  will  verify  or  ignore  what  is  now 
on  hand,  and  until  these  hats  arrive  it  is  largely  a  matter 
of  speculation. 


Dominion  Textile  Co.'s  New  President. 

Chas.  B.  Gordon  was  elected  president  and  managing 
director  of  the  Dominion  Textile  Co.,  Ltd.,  at  a  special 
meeting  of  the  directors  on  July  19th.  Mr.  Gordon  suc- 
ceeds Mr.  David  Yuile,  who  died  some  weeks  ago.  Sen- 
ator Forget  was  elected  vice-president  and  the  directors 
arc  H.  V.  Meredith,  V.  R.  Hosmer,  H.  S.  Holt,  J.  P. 
Black,  J.  Baillie,  Hon.  R.  Mackay,  D.  Morrice,  G.  A. 
Grier,  A.  B.  Mole. 

Mr.  Gordon  is  also  a  director  of  the  Montreal  Cot- 
ton Co.,  Canadian  Converters  Co.,  Ltd.,  and  other  con- 
cerns in  dry  goods  lines. 

Upon  the  organization  of  tlie  Dominion  Textile  Co., 
in  1905,  Mr.  Gordon  was  picked  upon  by  interested  finan- 
ciers as  an  ideal  manager  for  their  big  organization.  He 
was  made  2nd  vice-president  and  managing-director.  His 
record  as  manager  of  the  Standard  Shirt  Mfg.  Co.,  now 
part  of  the  Canadian  Converters  Co.,  Ltd.,  had  attracted 
Ihe  attention  of  prominent  banking  and  manufacturing  in- 


terests. He  built  up  an  enormous  business  from  a  begin- 
ning which  was  very  small  indeed,  and  has  always  been 
a  genius  at  organization  in  both  manufacturing  and  sell- 
ing. His  early  experience  in  the  dry  goods  trade  was  with 
Mclntyre,  Son  &i  Co.,  Ltd.,  Montreal. 

The  destinies  of  the  Dominion  Textile  organization 
are  considered  bright  and  Mr.  Gordon  is  expected  to  make 
still  greater  strides.    He  is  still  under  forty  years  of  age. 


,  Mr.  Macdonald's  Kind  Co-operation. 

The  Review  feels  that  it  is, deeply  indebted  to  H.  C. 
Macdonald,  trimmer  for  the  W.  A.  Murray  Co.,  Toronto, 
for  the  article  on  new  draping  forms  in  last  month's 
issue.  It  was  through  Mr.  Macdonald's  instrumentality 
that,  its  publication  in  connection  with  the  Art  of  Dis- 
play Department  was  rendered  possible.  Inadvertently 
The  Review  neglected  to  mention  this  fact  last  month, 
and  we  therefore  take  the  present  opportunity  to  thank 
Mr.  Macdonald  for  his  very  kind  co-operation  in  the 
matter. 


New  Companies  Incorporated. 

Sparks  Bros.,  Ottawa,  have  been  incorporated  with 
$40,000  capital,  to  carry  on  the  business  of  general  whole- 
.sale  manufacturers,  merchants,,  and  manufacturers'  agents 
to  manufacture  and  sell  clothing  of  all  descriptions  and 
to  deal  in  dry  goods,  etc. 

The  Colonial  Furniture  Co.,  of  Strathroy,  Ont.,  have 
been  incorporated  with  $49,900  capital.  The  incorpor- 
ators are  J.  A.  Minchner,  A.  W.  Bixel,  H.  E.  Mihell,  R. 
M.  Pincombe  and  J.  C.  Scott. 

The  Brinton  Carpet  Co.,  of  Canada,  has  been  incor- 
porated with  $250,000  capital  to  take  over  the  undertak- 
ing of  manufacturers  and  dealers  in  carpets  and  rugs  car- 
ried by  the  Brinton  Carpet  Co.,  of  Cana,da. 


New  Ready-to-Wear  Store. 

A.  F.  McQuarrie,  who  formerly  had  charge  of  the  A. 
E.  Rea  retail  ready-to-wear  store,  Toronto,  which  now 
foims  part  of  the  Simpson  store,  has  opened  a  similar 
establishment  at  282  Yonge  street.  It  presents  a  very 
fine  appearance,  having  a  frontage  of  about  forty  feet, 
with  large  display  window  on  each  side  of  the  entrance. 
After  two  weeks'  business,  Mr.  McQuarrie  states  that  he 
has  reason  to  believe  that  his  venture  was  well  timed. 
Having  made  a  close  study  of  the  ready-to-wear  field,  he 
determined  to  specialize  in  high-class  garments  at  popular 
prices  and  the  record  so  far  has  shown  the  wisdom  of 
this  course.  At  the  present  time  the  stock  consists  of 
ready-to-wear  suits,  skirt.s,  coats  and  underskirts  and 
neckwear,  belts  and  waists,  but  an  extension  proposed  by 
Mr.  McQuarrie  in  the  near  future  will  take  in  hosiery, 
gloves,  children's  wear  and  probably  furs.  The  expan- 
sion may  be  such  as  to  require  the  occupancy  of  two 
splendid  upper  floors. 

The  store  has  a  depth  of  80  feet.  It  is  equipped  with 
wardrobes  and  dressing  cabinets  finished  in  mahogany, 
and  a  line  of  silent  salesmen  divides  the  floor.  One-half 
of  the  store  is  occupied  at  the  present  time  by  the  niillin- 
nery  establishment  of  Miss  McKenzie. 

Mr.  McQuarrie  has  adopted  the  cash  system.  He  re- 
gards this  as  the  most  satisfactory  in  every  way,  r.nd  that 
he  has  met  with  very  little  difficulty  in  that  connection. 
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AN  INVITATION 


G.  Goulding  &  Sons 

request  the  pleasure  of  your  presence 
at  their  exhibit  of 

Exclusive  Fall  Millinery 

which  has  been  planned  for 

Monday,  August  Thirtieth 

and  following  days 


This  invitation  is  to  the  TRADE  ONLY,  who  will  he 
most  cordially  ivelconied. 


\ 


This  season  we  have  had  four  representatives  in  Europe,  and  no  effort  has  been  spared  in 
making  our  selections  for  Fall  the  most  attractive  we  have  ever  shown.  The  patterns 
and  novelties  for  the  opening-  have  been  personally  selected  by  our  Miss  Whitson,  who 
has  just  returned  from  abroad. 


55-57  Wellington    Street  West, 

Toronto 

MONTREAL-230  McGill  St.  WINNIPEG— 65  Albert  St. 
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American-made  Pattern  Hats  lead 

Buy  the  American  styles  direct  from  the  Manufacturer 

Save  one  to  two  profits 

We  lead  in  the  manufacture  of  popular  price  Pattern  and 
Trimmed  Hats,  ranging  from  $12.00  to  $60.00  per  dozen.  Our 
business  in  Canada  is  increasing  in  leaps  and  bounds — Why? 
Because  our  American-made  Pattern  Hats  have  the  style-touch 
and  chic  appearance  that  means  quick  sales — you  can  buy  a  Pat- 
tern from  us  for  the  same  price  you  would  pay  for  an  ordinary 
hat  in  Canada — our  prices  are  so  low  that  after  the  duty  is  paid 
you  still  gain  a  substantial  saving.  Bear  in  mind,  you  can  get 
goods  from  us  in  a  few  days,  with  the  added  advantage  of  buy- 
ing in  the  style  center  of  the  United  States;  also  that  we  pre- 
pay express  charges  on  bills  amounting  to  $35.00  or  more.  Our 
large  illustrated  52-page  Catalogue  will  place  you  in  touch  with 
thousands  of  popular-price,  quick-selling  styles  in  the  various 
branches  of  the  Millinery  business.  Write  for  Catalogue  No. 
C  i3o.      Free  to  dealers  on   request. 

CHICAGO    MERCANTILE    CO., 

1 06- 1 08- 1 1 0- 1 1 2  Wabash  Ave.,       -         Chicago,  111. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Dry  Goods  Review 


MILLINERY 


169 


Hit  of  the  Season  The  Latest  Styles 

MILLINERY  POSTCARDS 

(Up-to-date   milliners  should   not   be   without   them.) 
Are  the  best  ADVERTISING    MEDIUM.  The   Best  Opening  Card. 

A  DIRECT-TO-CONSUMER  communication   which  will  be   RETAINED. 

Printed  WITH  YOUR  NAME  and  address,  and  other  advertising  matter. 
250  assorted  cards,  $3.50;  1000  assorted  cards,  $8.50. 
500  "  "  $6.00;    2000  "  "        $15.00 

Special  quotations  for  larger  quantities. 

Photogravure  Millinery  series,     Embossed  High  Art  and  Silk  Applique    Millinery    Cards 

quoted    on    demand. 

ILLUSTRATED     POSTCARD    AND  NOVELTY     CO. 

334  Notre   Dame  St.,   West,  MONTREAL 

5  per  cent,  discount  if  order  is  accompanied  with  cash. 


® 


® 
® 
® 
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The  Ribbon  House  of  Canada 

is  exceptionally  well  pre- 
pared  to   look  after   your 


Ribbon  wants. 


•  •  •  •  •  • 

•  •  •  •  •  • 


WALTER  H.  BARRY  &  COMPANY 


Cor.  St.  James  &  McGill  Streets 


MONTREAL 
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NEW  YORK 
600-602  Broadway 


DETROIT 

340  Lafayette 


"A  FEW  DOLLARS'"  worth  of  "LIGHTNING  COLORS"  will,  in  a  few  minutes,  change  hun- 
dreds of  dollars'  worth  of  unsaleable  goods  into  what  the  popular  fancy  demands. 

A    POWERFUL    STIMULANT    TO     BUSINESS 

Probably  the  most  vital  discovery  affecting  the  Millinery  business  that  has  occurred  in  twenty 
years,  it  marks  the  begmning  of  a  new  epoch  in  colors  and  meets  the  demand,  never  so  strong  as 
now  and  ever  increasing,  for  soft,  rich,  harmonious  tints  and  shades  of  every  color,  and  enables 
the  dealer  to  have  unlimited  quantities  of  the  color  that  is  wanted,  when  it  is  wanted,  without  the 
enormous  risk  of  carrying  a  stock  of  25  colors  that  are  not  wanted. 

LIGHTNING 
COLORS 

Particularly  adaptable  for  Ostrich  Feathers,  Flowers,  Braids,  Ribbons,  Velvet  Ribbons,  Veilings, 

Malines,  Aigrettes,  Paradise  Feathers,  Silks,  Cottons,  Velvets,  etc. 

Embroidery  Silks  and  Beltings,  Dress  Braids  and  Trimmings,  Gloves,  Hosiery,  etc. 

"  LIGHTNING  COLORS"  when  dissolved  are  perfectly  clear,  have  no  sediment  and  no  odor, 
work  equally  well  on  cotton  or  silk,  no  boiling  for  12  hours,  no  difficulties  nor  wastes. 


A  FEW  THINGS  this  wonderful  process  enables  anyone  to  do : 

Turn  Ostrich  Feathers  from  white  to  any  one  of  50  different  shades. 

Ribbons,  veilings,  malines,  braids     both  silk  and  cotton,  and  hand-made  hats  already 
made  up  can  be  similarly  changed,  tinted,  retinted  or  shaded  exactly  as  desired. 
Fancy   braids   may   be   dyed    without   changing  the  crimp  or  character  of   the  braid. 
Wire  or  buckram  frames  can  be  dyed,  thereby  saving  covering. 


The  Immense  Risk  of  having  fancy  colors  in  all  kinds  of  braids  and  Ostrich  Feathers  can  be 
eliminated  by  confining  the  purchases  mostly  to  black  and  white  and  from  white  all  fancy  shades 
can  be  made  by  the  use  of  "  LIGHTNING  COLORS." 

Our  goods  are  carried  in  stock  by  all  the  leading  wholesalers  of  Millinery  in  the  follow^ing  cities  in  Canada : 
TORONTO,    Ont.  WINNIPEG,    Man.  MONTREAL,    Que.  ST.  JOHN,  N.B. 

We  will  daily  demonstrate  at  our   Toronto  office,  54  Wellington   St,    West,  the  various  uses  of 
"  LIGHTNING    COLORS."     T)o  not  fail  to  see  this  wonderful  item  when  attending  the  Openings. 

If  your  wholesaler  does  not  carry  them  in  stock,  or  if  there  is  any  particular  color  you  w^ant  that  your 
wholesaler  has  none  of,  you  may  order  direct,  enclosing  Post  Office  Order  for  the  amount.  Price  for  single 
color  45c.  or  $5.00  per  dozen,  or  single  color  Post  Paid  to  any  place  in  Canada  50c.,  or  12  assorted  colors 
Express  Prepaid  to  any  part  of  Canada,  $5.50.     Send  list  of  colors  wanted. 


Order  any  color  except  Black  for  use  on  all  materials, 
post  paid  to  any  Milliner  on  receipt  of  50c.  in  stamps. 


Regular  size  any  color  except  Black  will  be  sent 


We  are  cotiducting  demonstrations  in  our  New  York  office,  600  Broadway,  showing  the  xiarious 
/w«/fr2a/.v  (5?<r  *' LIGHTNING  COLORS"  are  applicable  to  and  their  methods  of  use.  In  the  past 
4  weeks  7t)e  have  added  to  our  customers  some  of  the  largest  manufacturers  in  the  United  States. 

Caoadiao  Sales  A^eo..     J^^     Q       PARSONS, 

54  Wellington  St.  West,  -  TORONTO 


Send  for  pamphlet 
describing  the 
''PROCESS" 


National  Color  Co. 

We   are   making  all   of  the   New   Syndicate  Colors. 


Address  all  com- 
munications to  the 
Detroit  office. 
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MILLINERS  are  invited  to  examine  our  stock    of 

Ribbons — Chiffons — Silks — Velvets — Satins 

We    have  some    bargains. 

The  W.  R.  BROCK  COMPANY,  Limited. 

MONTREAL. 


^♦^   ■* .  - 


Neckwear 
Novelties 

FOR  FALL 


We  have  originated  for  the  coming 
season  a  range  of  neckwear  styles  of 
distinction— styles  which  will  be  big 
sellers,  and  w^hich  will  attract  w^omen 
to  any  store  in  which  they  are  shown. 

The  store  which  features  these  goods 
FIRST  will  get  the  most  business. 
Let  us  send  you  a  sample  order  of 
this  neckw^ear.  If  it  is  not  the  most 
stylish  you  ever  saw  send  it  back  to 
us.  We  know  you'll  keep  it  and 
that  it  will  sell. 

We  are  also  headquarters  for  Veilings, 
Nets,  Belts,  etc. 


Sandersons,  Ltd. 


See  our  Travelers'  Samples 

66-68  Wellington   St.   West, 
TORONTO 


No.  31 


$2.25    doz. 
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MILLINERS 

ARE 
INVITED 


to  see  our  display  of  new  Felt 
Shapes  for  Fall.  When  in 
Toronto  for  the  Millinery 
Openings  or  Exhibition  be 
sure  to  visit  our  show-rooms 
at  130  Wellington  St.  West. 
You  will  be  interested  in  the 
goods  we  have  to  show,  and 
it  will  pay  you  to  inspect  them. 

COME  HERE  FIRST  WHEN 
YOU    VISIT    TORONTO 

CHAS.    C.    PUNCHARD    &    CO. 

130  Wellington  St.  West     J-     TORONTO 


MILLINERS 


are  invited  to  visit  our  im- 
mense warehouse  when  in 
Montreal.      Our   stocks    of 

Ribbons,  Veilings  and 
Millinery  A  ccessories 

will  please  you. 

Milliners  visiting  Toronto 
openings  are  invited  to  call  at 
our  commodious  sample  rooms 

Carlaw  Building 

Wellington  Street 


Greenshields  Limited 

MONTREAL 


Faclories  :  Boston,  Providence,    New    York., 
Philadelphia,    Rochester. 

American  Novelties  and 
Up-to-date  Specialties 

DIRECTORY: 

The  Anthony  F.  Xavier  Co.,  Boston,  Mass., 

Mfrs.  of   Metal    and    Jewel   Buckles,    Sash    Pins 

and  Dutch  Collar  Pins. 
The  K.  A.  Kelly  Co.,  Boston,  Mass., 

Mfrs.  of  "Kelemade"  Leather  Bags. 
Boston  Leather  Goods  Co.,  Boston,  Mass., 

Mfrs.  of  Ladies'  Beits  and  Leather  Specialties. 
Franklin  Manufacturing  Co.,  Boston,   Mass., 

Mfrs.  of  Ladies'  Belts. 
Chaubourne  &  Moore,  Boston,  Mass., 

Mfrs,  of  Fine  Elastic  Belting. 
Smitli,  Taylor  Co.,  Boston,  Mass., 

Mfrs  of  "Maid  Best"  Aprons  and  Skirts. 
M.  Sliaraf  &  Co.,  Boston,   Mass., 

Mfi-s.  Kuohings  and  Neckwear. 
Providence  Pearl  Vo.,  Providence,  R.I.. 

Mfrs.  of  Pearl  Buckles  and  Pearl  Novelties. 
New  York  Pearl  Woi-ks,  New  York  City, 

Mfrs.   Pearl  Buttons  and  Pearl  Novelties. 
Henry   Wallbotl   &  Son,  New  York  City, 

Mfrs.  of  Pearl  Goods  of  every  description. 
The  Gotham  Pearl  Button  Works,  New  York  City, 

Mfrs.  of  Fresh  Water  Pearl  Buttons. 
Empire  Co.,  New  Y'oi'k  City, 

Mfrs.  of  Ladies'  Belts,  Neckwear  and  Novelties. 
S.  Rosenau  &  Co.,  Philadelphia,  Penn., 

Mfrs.    of    Millinery   and    Dress    Trinunings    and 

Braids. 
Franklin  Button  AYorks,  Philadelphia,  Penn., 

Mfrs.  of  Covered  Buttons. 
Rochester  Button  Co.,   Rochester,  N.Y., 

Mfrs.  of  Fine  Ivorv  Buttons. 


. 


THINGS  TO  REMEMBER 

That  Novelties  come  quick  and  go  quick. 
That  it  is  the  man  in  front  that  wins  the  race. 
That  Novelties  arriving  too  late  are  dead  ones. 
That  our  lines  are  all  made  to  order. 
That    we    have    no  old  stock  to  work  off    on 

the  trade. 
That  our  orders  are    executed  in  from  one  to 

two  weeks. 
That  our  lines  are  before   the    consumer  while 

they  are  new. 
That  we  are  months  ahead  of  Europe  in   our 

deliveries. 
That  we  are  not  Jobbers,  but  Manufacturers. 
That  new  novelties  are  arriving  constantly. 
That  our  address  should  be  in  your  little  booJ^. 
That  buyers  should  see  all  others  and  then  see  us. 

FRANK  GOUDY 

64  Wellington  St.  W.,    (b^,?s)    TORONTO 
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TRADE   MARK 


ifleggrg.  ^.  IB.  Purgcsisfer  &  Co.,  172  Jfiftf)  ^tienuc,  i^eto  gorfe, 

tafee  pleasiure  in  announcing  tfjeir  Summer  jFelt  J|ats! 

for  Vacation  Bapg  anb   abbanceb  gtples  of  tf)cir  :faU 

iHobclfl!  of  tKailoreb  ^ats;  anb  ©rcgsi  stapes;,  to  toijicf) 

pour  insipection  is  infaiteb  tuijen  in  i^etn  l^orfe. 

0n  sale  at  all  Icabtng  bealers  tftrougfjout  tfjc  ®niteb  States  anb  Canaba. 
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Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


PALMENBERG'S   EASTERN 
BRANCH. 

J.  R.  Palmenberg's  Sons  ha,ve  just 
t'ritablislied  their  own  salesroom  at  No. 
30  King-ston  St..  Boston.  The  (|itar- 
ters  are  commodious  and  conveniently 
situated.  There  is  an  entrance  also 
on  Bedford  Street  at  No.  110.  This 
permanent  branch  will  ena,ble  the 
tirm  to  give  more  direct  personal  at- 
tention to  the  requirements  of  their 
trade  in  New  Eng'and.  Complete 
sample  lines  of  its  window  fixtures 
and  display  forms  will  be  always  on 
view,  the  assortment  being  increased 
from  time  to  time,  as  ;iovelties  a,re 
introduced.  A  stock  of  the  regular, 
staple  goods,  ready  for  immediate  de- 
livery will  be  carried.  Messrs.  Pal- 
menberg's interests  in  Boston  and 
nearby  are  under  the  management  of 
F.  S.  Kent,  who  will  Likewise  travel 
for  them  throughout  the  New  England 
States. 

POSTCARDS   FOR   MILLINERY 
TRADE. 

The  Illustrated  I'ostcai'd  and  Novel- 
ty Co.,  334  Notre  Dame  St.  Wes  . 
Montreal,  are  nniking  a  specially  d' 
P';s{cards  fni-  the  millinery  trade. 
They  are  designed  for  milliners  who 
desire  something  unique  and  exclu- 
sive in  t!ie  way  of  a,n  opening  aii- 
iiomu'onent.  Ijeading  milliners  in 
the  United  States  have  we'comed  tliis 
new  feature,  and  progressive  millin- 
ers in  Canada  are  recognizing  the 
splendid  advertising  value  to  be  ob- 
tained from  cards  of  this  na.ture.  The 
Illustrated  Postcard  and  Novelty  Co. 
has  an  attractive  range  of  t'lese  crrds 
to  clioose  from,  and  the  ini'li-iiei'"s 
name  and  dale  of  openinu'  will  he 
printed  upon  the  front  of  Ihe  card. 
Prices  f(U'  these  special  cards  ai'e 
reasonable. 

WATERPROOF    COATS. 

The  Scottish  Rubber  Co..  .'illi  Xoli-e 
Dame  St.  West,  Montreal,  are  re- 
sponsible for  many  new  ideas  in 
showei[>)'oof  and  wa,terprf)of  coats 
for  the  coming  season.  Their  lines 
should  make  it  easy  for  retai'ers  to 
do  an  increased  business  lin  this 
tvpe  of  garment.  They  make  a  speci- 
alty of  showino'  exclusive  cloths  a,nd 
styles  and  their  range  is  said  to  be 
the  lars'est  in  the  trade.  Their  sales- 
c:en  are  n^w  sliowing  a  complete  line 


of    ladies'    and    men's    cnats    both    for 
immediate  and  future  delivery. 

IMITATION  JET  HATPINS. 

Alfred  Burke  &  Co.,  Leominstei-, 
Ma.ss.,  are  making  a  specialty  of  imi- 
tation jet  hatpins,  ornaments,  etc., 
and  their  lines  are  meeting  with  tin' 
appioval  of  the  trade.  They  claim 
that  the  material  is  indestructible, 
and  will  not  scratch,  chip  or  dull. 
Their  halpins  and  other  ornaments 
are  exact  copies  of  the  newest  styles 
of  real  jet  goods,  and  retail  at  popu- 
lar prices.  This  firm  is  advertising 
these  goods  exten.sively,  with  the  re- 
sult that  they  already  have  a  wide 
distribution  throughout  Canada  and 
the  United   States. 

THE  EFFECTIVENESS  OF  A 
LABEL. 

The  identification  of  an  article  of 
merit  leaving  the  merchant's  store 
with  the  name  of  that  store  and  mer- 
chant is  coming  to  be  recognised  as 
an  e.-::scntial  feature  in  a  store's  ad- 
vertising, and  pros'ressive  merchants 
are  appreciative  of  tlie  fact  that  their 
own  label  attaclied  lo  every  garment 
which  leaves  llu'ir  store  has  a  wide 
influence  in  producing  future  l)usiness. 
'I'he  same  argument  which  makes'  it 
desirable  for  a  manufacturer  to  stamp 
his  name  or  trade  mark  upon  goods 
which  leave  his  factory,  may  aptly 
he  applied  to  the  merchant  who.  sells 
articles  which  he  knows  will  give  sa- 
tisfaction. The  Canada  Label  & 
Webbing  Co,,  !)  Morrow  Ave.,  Toron- 
to, is  mannfactui'ing  a  very  superior 
line  of  labels  for  this  purpose  and 
business  is  being  attracted  not  only 
from  manufacturers,  f)ut  from  the 
best  class  of  drygoods  merchants  and 
milliners.  This  firm  will  be  glad  to 
furnish  samples  and  prices  of  these 
labds   upon   ai)plication. 

THE  OXFORD  KNITTING  CO. 

,\tt'ention  is  directed  to  the  adver- 
tisement of  the  Oxford  Knitting  Co., 
Ltd.,  Woodstock,  in  this  isisuc.  Il- 
lustrations are  shown  there  of  two  of 
the  leading  lines  manufactured  by 
the  company,  which  has  been  in  ex- 
istence only  about  three  years,  and 
is  now  moving  into  a  new  and  much 
larger  mill  recently  erected  for  the 
manufacture  of  "Oxford"  underwear. 
1  his   company    makes    a    specialty    of 


fine  Swiss  riblied  luiderwear  for  sum- 
mer use  for  ladies  and  children. 

A  feature  of  this  firm  is  the  excel- 
lence of  their  "Lisle"  goods  made 
from  specialh-  manufactured  lisle 
yarns.  High  grade  goods  are  made 
and  from  the  demands  made  it  has 
proved'  that  Canadian  merchants  can 
sell  these  lines  when  Ihey  can  he 
marie  at    reasonable   selling   prices. 

This  company  is  the  only  firm  in 
Canada  making  the  "Ilet"  or  elastic 
porous  cloth  for  summer  underwear. 
It  enables  ladies  to  keep  cool  during 
the  hottest  weather  and  a  heavy  de- 
mand has  been  experienced  for  these 
goods. 

Special  mention  should  be  made  of 
the  pureness  of  the  bleaching  done  by 
the  firm,  which  has  called  forth 
praise  from  the  leading  American  un- 
derwear makers  who  have  seen  the 
goods. 

Strict  attention  to  the  business  is 
given  by  the  two  young  men  in  charge 
viz.,  K.  Harvey,  manager,  and  W. 
Barrowclough,  secretary  -  treasurer, 
who   have    lots   of    business   ahead. 

SPLENDID  UNDERWEAR  RANGE. 

The  Eagle  Knitting  Co.,  Hamilton, 
are  now  showing-  their  new  range  of 
Spring  samples  for  1910  to  the 
wholesale  trade,  and  it  has  already 
called  forth  much  admiration  from 
the  different  buyers  who'  have  exam- 
ined it. 

They  have  shown  their  progressive- 
ness  by  introducing  a,  considerable 
number  of  impro'vements  in  the  way 
of  finish  and  new  trimminiKs,  and  be- 
sides, have  increased  their  range  i?i 
number  of  styles,  so  the  wholesaler 
has  now  no  trouble  in  selecting  a 
variety  that  will  please  him  and  his 
customers. 

They  have  recently  installed  ma- 
chinery for  making  ribbed  cloth,  in 
fine  gauge  ;  in  fact,  the  finest  that 
can  be  produced  at  the  present  time 
either  in  United  States  or  Canada. 
1'his  cloth  is  being  put  into  lines  to 
be  retailed  at  'iSc,  ."iOc  and  75c,  and 
much   business   is  expected   from   it. 

Their  range  includes  a  variety  of 
styles,  and  they  especially  call  at- 
tention to'  the  values  being-  shown  in 
Summer  Drawers  and  OS  Vests.  They 
have  been  complimented  on  all  sides 
for  the  excellent  man-ner  in  which 
their  products  were  turned  out  and 
deliveries  made  during  the  past  seas- 
on,   and    they     guarantee     to    do    as 
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well,  if  not  better,  this  coming  seas- 
on, so  that  those  buyers  who  select 
"Hygeian"  Underwear  for  their 
rajige,  will  be  sure  to  be  well  looked 
after. 

HEADQUARTERS  FOR  NOVEL- 
TIES. 

Dry  goods  merchants  visiting  To- 
ronto during  the  Exhibition  should 
make  a  point  of  calling  on  Frank 
Goudy,  Empire  Building,  84  Welling- 
ton St.  West.  Mr.  Goudy  has  sam- 
ples of  the  latest  American  novelties 
aind  up-to-date  specialties.  These 
are  goods  which  bring  trade  to  a 
store  ;  stamp  it  as  progressive,  and 
pay  a  good  ])rofit.  Mr.  Goudy  repre- 
sents fourteen  of  the  largest  Ameri- 
can manufacturers  of  leather  goods, 
ladies'  belts  and  neckwear,  aprons 
and  skirts,  pearl  buckles  and  but- 
tons, millinery  and  dress  trimmings, 
jewelery,  etc.,  and  has  a  full  range 
of  samples  of  these  goods,  which  it 
will  pay  visiting  merchants  to  see. 

ACCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chiirtcrcii  Accountants,  Estate  aiui 

Fire  Insurance  Agents. 

15%  Toronto  St.  465  Temple  Bldg, 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mhrcantilb  Reports  and  Collections 
Our  method  of  furnishing:  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates,  Montreal 

Albert  W.  Atwater,  K.C.,  Consulting  Counsel 

for    City    of    Montreal,"     Chas.    A. 

Duclos;   Henry   N.  Chauvin. 


Cable  Address  Office 

"MtCKER,"  Winnipeg  511  Ushdown  Block 

McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondence  solicited    from   manufacturers 
ilesiring  live,  up-to-date  representation  in  the 

West. 


J.    SPROULE  SMITH 

Manchester  Building  TORONTO 

Representing  ;  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Oar- 
pets,  etc.,  Rochdale,  Eng.  ;  Wm.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Godde  Bedin  &  Cie,  Chiffons,  Laces,  etc.,  Paris, 
France  ;  Perret  Gros  &  Million,  Maliues,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc..  Glen  Williams,  Ont. 


Dieckerhoff  RaflFloer  &  Co. 

OF  CANADA,  LIMITED 

DRY  GOODS  COMMISSION  MERCHANTS 

AND  MANUFACTURERS'  AGENTS 

Montreal  — 525  St.    Paul    St.;    Winnipeg  — 400 

Hammond  Block;  Toronto — 154-160  Wellington 

Street  West,  cor.  Simcoe  Street— Head  Ofhce. 

Importers  of  Buttons,  Smallwares,  Laces, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


HINTS    TO    BUYERS 
HOTEL  DIRECTORY. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pleasantly  and  conveniently 
located  on  the  east  side  of  Queen  Street.  The 
rooms  are  bright  and  cheerful.  Every  attention 
paid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  McNicol,  Prop. 


VIOTORIA     LODGE 

HAMILTON,    BERMUDA 
Mri.  J.  F.  SMITH.       -        -       Proprietress 

Opposite  Victoria    Park    and    Cedar    Ave. 
Private  Board  $12  to  $14  per  week. 
Open  November  Closes  in  May 


THE 

GRAND 

UNION 

The  most  popular  hotel  in 
OTTAWA,    ONT. 

JAMES  K 

PAISLEY, 

Proprietor 

HALIFAX   HOTEL 

HALIFAX,   N.S. 


WHOLESALE  HOUSES. 


!OCK^ 


'ATERSON 


kIMlTF.O 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Mariiime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


$10,959.99  Collected! 

That's  the  amount  we've  collected 
for  clients  during  the  past  year — 
our  first  year  in  business.  In  May, 
1907,  we  handled  140  new  claims.  In 
April,  1908,  we  handled  425  new 
claims.  No  wonder  our  clients  are 
satisfied.  They  have  the  proof  of  our 
collectins  ability. 

Let  Us  Cure  Your  Slow  Collections 

TheBeardwood  Agency 

313  New  York  Life  Building  •  MONTREAL 


Condensed  Advertisements 


AGENTS    WANTED. 

AGENTS  WANTED  — Calling   upon    the   retail 
trade  to  handle  the  p'-oductions  of  a  high-class 
lace  and  novelty   house.     An  interesting  line 
forany  agent  with  good  connection   amongst   high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.G.,  London,  England. 

WANTED-INDUSTRIAL  AGENT  for  thriving 
western  town.  Must  be  a  capable  organizer, 
able  to  inspire  big  commercial  ventures  and 
to  write  literature  that  will  attract  attention.  A 
newspaper  man  would  be  preferred,  but  high  class 
applications  will  be  considered.  Salary  $2,500  to 
start,  $3,000  second  year,  and  there  is  practically 
no  limit  to  the  money  provided  the  man  can  "make 
good."  Answer  in  confidence,  "G.H.,"  care  the 
MacLean  Pu'-lishing  Co.,  Montreal,  Que. 


I7.S 


AGENT  WANTED-To   call   on    the  retail  trade 
and   costumiers  with   attractive    line  of   trim- 
mings, linings,  embroideries,  braids,  buttons, 
etc.     Supplies   for    ladies'    tailors.      Good    class. 
Box  4K,  DRY   GOODS   REVIEW,   88  P'leet  St., 
E.G.,  London,  Eng.  (tf) 


MANaFACTDRING  OPPORTUNITY 

A  MONTREAL  MANUFACTURER  with  a  pros- 
perous business  and  connection  all  over  Can" 
ada  offers  a  splendid   opportunity   to   a   man 
with  $25,000  capitak    Security  first  class  and   in- 
vestment highly  profitsble.     Apply  for   particulars 
to  Box  X,  DRY  GOODS  REVIEW,  Montreal. 


MISCELLANEOUS. 

pUT  DOWN  YOUR  PRINTING  BILLS  one 
\j  half  by  installing  a  " Writerpress."  Your 
office  girl  or  boy  can  with  it  print  your  circu- 
lars, price  lists,  etc.,  at  the  rate  of  1500  to  2000 
copies  per  hour.  Best  machine  ever  made  for 
printing  facsimile  typewritten  letters.  Prints  from 
printers' type,  half-tones,  etc.  Retail  stores  could 
greatly  increase  their  business  by  using  a  Writer- 
press  to  run  off  circulars  and  letters,  sending  them 
out  to  their  customers  and  probable  customers 
announcing  special  sales,  etc.  Send  for  illustrated 
catalogue  and  sample^.  The  Canadian  Writerpress 
Company,  33  John  St.  South,  Hamilton,  Ont. 

DICTATING   to   the   Dictaphone   saves    50   per 
cent.     We  will  prove  it  to  you  if  you  will  send 
us  a  post  card  for   full   particulars.     Toronto 
Phonograoh  Co.,   Limited,  Dictaphone   Dept.,  40 

"'    'inda  St..  Toronto.    Cnnnrla  lit) 


(tf) 


riiunograon  ».>o..   Limited,  Uiei 
Melinda  St.,  Toronto,  Canada. 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make    toil    easier.     Elliott-Fisher 
Limited,  513,  No.  83  Craig  St.  W.,  Montreal 
and  129  Bay  Street,  Toronto.  ' 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracuse  Dial  Time 
Recorder  is  the  most  practical  time  recording 
machine  for  dry  goods  and  millinery  stores  En- 
tirely automatic.  Nothing  to  confuse  employes. 
A  turn  of  the  pointer,  a  pressure  in  the  hole  oppo- 
site the  employe's  number,  and  the  hour  and  min- 
ute is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hands,  we  can  supply  you  with  a 
machine  suited  to  your  requirements.  Write  for 
catalog.  International  Time  Recording  Company 
of  Canada,  Lim'ted.  Office  and  factory,  15  Alice 
Street,  Toronto.  (,f) 

T  IVE  BUSINESS  MEN  insist  that  their  busi- 
L/  ness  correspondence  be  typewritten.  Keen 
progressive  merchants  find  personal  type- 
written letters  bring  the  best  advertising  results. 
They  are  secret,  individual,  powerful  business 
getters.  The  Light  Touch  MONARCH  is  especial- 
ly attractive  to  the  merchant.  Write  for  interest- 
ing literature.  The  Monarch  Typewriter  Company 
Limited,  98  King  St.  West,  Toronto,  Ont.  (tf) 


MEN  SELLING  ON  COMMISSION,  or  men 
A-hosetimeis  not  fully  employed,  should  be- 
come our  agents.  The  Canadian  Grocer, 
Dry  Goods  Review,  Hardware  and  Metal,  Printer 
and  Publisher,  Bookseller  and  Stationer,  Plumber 
and  Steamfitter,  Canadian  Machinery  and  Power 
House  are  all  well  known  and  highly  regarded 
trade  papers,  with  a  large  circulation  throughout 
Canada,  United  States  and  Great  Britain.  The 
circulation  must  be  maintained  and  increased. 
We  pay  large  commissions  to  men  who  push  for 
new  subscribers.  If  you  can  do  anything  in  this 
way  write  the  Circulation  Department,  giving  ref- 
erences. THE  MacLEAN  PUBLISHING  CO. 
Toronto.  /jf\   ' 

OAVE  50;„  OF  THE  COST  OF  HANDLING 
O  merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 
space  because  the  trackage  is  on  the  cei  Ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
and  for  handling  goods  in  and  about  the  warehouse' 
and  factory  reduces  the  cost  of  labor  because  far 
less  warehouse  help  is  required.  Systems  for  all 
kinds  of  businesses,  large  or  small.  Write  us  for 
illustrated  catalog.  W.  D.  Beath  &  Son,  193  Ter- 
auley  Street,  Toronto.  (tf) 

T^HE  WALES  VISIBLE  ADDING  AND  LIST- 
1  ING  MACHINE  Is  superior  to  any  other 
machine  for  these  reasons,  among  others  — 
Visible  Printing,  Flexible  Keyboard,  Columns 
Space  Bar,  Automatic  Clear  Signal,  Adjustment  for 
Carbon  Copies,  Eliminating  Keys,  enabling  the 
operator  by  the  mere  pressure  of  ■  key  to  add 
without  listing  or  list  without  adding.  30  days 
free  trial  to  responsible  people.  Write  us  for  free 
illustrated  catalogue.  Adder  Machine  Company 
Wilkesbarre.  Pa. 

WANTED— A  splendid  opportunity  for  dealers 
to  handle  the  best  combination  Duplicating, 
Addressing  and  Office  Printing  Machine  on 
the  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St.,  Hamilton,  Ont.  (tf) 
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Eclipse  Umbrellas 

g  Comprise  Every  Umbrella  Want 

For  Ladies,  Men' [and  Children 

The  Variety  of  Handles,   Fabrics,    and  Styles  Will  Please 
the  Most  Exacting  Taste 

Values  are  Unsurpassed 

IMMEDIATE    DELIVERIES    OF    ALL    LINES 

The  Eclipse  Umbrella  Co.,  Limited 

1 454  St.  James  St.,  Montreal 


Our  Sales  are   Increasing  Every   Month   in 

CAMPBELL'S 

Linen  Threads 

We  would   ask  you  to  try  them. 

They  are  Strong,   vSmooth    and   Best  Quality. 

For  Household    or    Manufacturing    Purposes. 

All  Large  Wholesalers  carry  them  in  stock,  or 
can  procure  at  once  from  us. 

AGENTS  FOR  CANADA 

JOHN  GORDON  &  SON 

TORONTO  MONTREAL  Winnipeg 
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To  the  Trade  Attgtist,  igoc} 


When  in  Toronto 


^T  Come  and  visit  us.  You 
^^  will  find  our  stock  com- 
plete in  every  department,  and 
prices,  terms  and  discounts 
liberal  as  usual.      :      :      :      :      : 

We  want  you  to  make  our  ware- 
houses your  headquarters  while 
you  are  here  whether  you  are 
buying  or  not.       :       :      :       :       : 

We  want  you  to  make  your- 
selves At  Home  here  and 
shall  be  delighted  to  do  any- 
thing in  our  power  to  help  you 
to  do  so.       :        :       :       :       :       : 


JOHN  MACDONALD  &  CO.,  Limited 

TORONTO 
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Turning  Every  Yard  into  Dollars 


Modern  day  business  is  based  on  the  resolve  that  tiiere  shall  be  no  "left- 
overs" to  carry  from  one  season  into  another. 

These  may  help  to  swell  the  stock  inventory,  but  they  help  mig-hty  little  to 
liquidate  a  bill  payable  when  it  comes  due. 

For  reasons  such  as  these  the  Dyeing-  and  Finishing-  Works  of  R.  Parker  & 
Co.,  of  Toronto  — the  largest  and  most  completely  equipped  in  all  Canada— are 
constantly  being  called  into  service  b)-  Dr)'  Goods  Merchants  and  Milliners — whole- 
sale and  retail. 

At  a  small  cost  lines  that  have  become  unsaleable  because  off-color,  faded  or 
soiled,  are  made  to  take  their  place  again  among  the  new  goods  fresh  from  whole- 
saler or  manufacturer,  and  thus  every  yard  of  fabric,  every  plume  and  feather,  is 
transformed  into  dollars     the  only  coin  that  pays  one's  bills. 


IF  MORE   PARTICULARS  ARE  NEEDED,  ADDRESS 


R.  PARKER  &  CO. 


787-791  YONGE  ST. 


ESTABLISHED  OVI^R  30  YEARS 


TORONTO,  CANADA 


Rooster  Brand 


(4 


I  Crow 


SHIRTS 


Big   enough  for   full-grown 


men. 


Over  All  heavy  scotch  flan. 

W  W  L.l\  f-IUI-         NEL-With  Stock  Collars 
""  and  Ties  to  match. 


I  Crow/!  Over  Au 


NOTICE 

This  Shirt  is  Full  Size, 
Double  Stitched  and 
won't  rip.  Will  keep  its 
color  if  washed  with  pure 
hard  Soap  and  Boiling 
Water. 

Don't   destroy    the  gar- 
ment  with   washing-    com- 
pound or  chemicals. 
ROBERT  C.  WILKINS  CO. 

MONTREAL  Limield 


FINE    ENGLISH    BOX    CLOTH-Plain   Shades,    Red,  Brown, 
Royal  Blue  and  Black,  Reversible  Collars. 

KHAKI — Soft-finished  Sateen  and  Twills,  with  Reversible  Col- 
lars. 
Hard-finished  Drills  and  Ducks,  with  Snap  Buttons. 

Military  Flanne\  Navy  Flannel,  Grey  Flannel,  Black  Sateen  and  Striped  Drills. 
OVERALLS,  PANTS,  RIDING  BREECHES,  WHITE  COATS,  SMOX 

ROBERT  C.  WILKINS  COMPANY,  Limited 

MONTREAL 


D  ]^  ^'    c  o  r^  D  s    R  E  y  T  E  w 


SORTING 


® 
® 


® 


® 
© 
® 
® 
® 
® 
® 


© 
® 
© 


® 


Every  department  in  our  warehouse 
is  ready  to  serve  you.  Get  your 
stocks  in  shape  for  a  record  Fall  trade. 


DEPARTMENTS 


A-l — Printed  and  woven  Flannelettes,  Colored  Sax- 
ony Flannelettes,  Dress  Ginghams,  Apron 
Ginghams,  Shirtings,  single  and  double  width 
Cotton  Dress  Goods,  Flannels,  Cotton  and 
Wiil  Eiderdowns,  Moles. 

A-2 — Wash  Goods,  White  and  Black  Muslins,  Prints 
(including  the  celebrated  Crums'  Prints), 
Printed  Sateens. 

A-3 — Linings,  Sateens,  Percalines  Buntings,  etc., 
Jap  Soie  and  Miretta  Linings,  Moreens,  Cot- 
ton Cashmeres.  Turkey  Reds. 

A-C — Grey  and  White  Cottons,  Sheetings,  Pants, 
Overalls,  Flannelette  Blankets,  Cotton  and 
Jute  Bags,  Denims,  Cottonades,  Tickings,  Hes- 
sians, Horse  Covers,  etc. 

B— Tweeds,  Woolens  and  Tailors'  Trimmings,  also 
Priestleys'  Cravenettes  for  men's  wear. 

C — Carpets,  Curtains,  Linoleums,  Oilclothr  House 
Furnishings,  etc. 


D — Men's  Furnishings,  Underwear,  Waterproofs, 
Half  Hose,  Ties,  Umbrellas. 

E — Laces,  Ribbons,  Embroideries,  Veilings,  Nets, 
Neckwear,  Ladies'  Umbrellas. 

K — Hosiery,  Fabric  Gloves,  Knitted  Goods,  Ladies' 

Underwear,  etc. 
G — Kid  Gloves,  Mitts,  Moccasins,  etc. 

H — Dress  Goods,  including  Priestleys'  well-known 
Dress  Fabrics,  Blousings,  Waistings,  etc. 

L — Linens,  Table  Linen,  Napkins,  Towels,  Towelling, 
Fancy  Linens,  Handkerchiefs,   etc. 

0 — Ready-to-weax  Garments.  Blouses,  Skirts,  Chil- 
dren's Suits,  etc. 

S — Silks,  Velvets,  Velveteens,  Crepes,  etc. 

T — Smallwares,  Notions,  Trimmings,  Embroidered 
Shams  and  Runners,  Fingerings  and  Fancy 
Wools,  Fancy  Goods,  Dolls,  Mechanical  Toys, 
etc. 


Prompt  and  Efficient  Service 


Greenshields  Limited 


Victoria  Square 


Mo  ntreai 


% 


% 
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THE  NOW  FAMOUS 


QUEEN  OF  DRESS  GOODS 


Tussah  Royal 

IN  ALL  THE  NEWEST  SHADES 

Austrian  Satin 
Belvoir  Satin 
Clarence  Satin 
Alexandra  Satin 
Wool  Travers 


500BUTTON  COSTUME 

lately  exhibited  at  the  Dressmaliers' 
Conventions  in  New  York,  Boston 
and  Chicago.  It  was  made  from 


Ut 


ENGLISH     TUSSAH     ROYAL 


A /I  of  these  Cloths  are  shown 
in    the    leading  Fall   shades. 


These  beautiful  materials,  accepted  by 
the  fashionables  in  London,  Paris,  and 
New  York,  will  ensure  the  success  of 
your  Dress  Goods  Department.  Make 
these  cloths  leaders  in  your  Dress  Goods 
Department  this  coming  Fall. 


SOLE  AGENTS  FOR  CANADA 


Greenshields  Limited 

MONTREAL 
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[The  Lines  of  Novelties! 


THAT  LEAD  FOR  AUTUMN 


We  are  no\v  sho^vmg  in  our 
Montreal  and  Toronto  Warehouses 

Moire  Silk — Cachemire  de  Flore 
Diagonal  Brillant 

AND 

Newest  Shades  in  all  Plain  Silks 
Dress  Goods  (Cheviots,  Bedford  Cords) 
Crepons  and  Cachemire  Finished 
Dress  Materials 

Novelty  Shades  are  Vendange,   Passiflore,  Cyrhare, 
Chantecler,  Mammoth,  Aeroplane 


Millinery 


Our    Montreal    stock    is    now    complete    in    the    latest 

Millinery  ideas : 

Bohemian  Trimmings,  Sequin  Bandeaux,  Beaver 

Strips,  Fancy  Flowing  Feathers, 

Wings  and  Ornaments 

Debenhams  Canada)  Limited 

MONTREAL  TORONTO 

18  St.  Helen  Street  Bay  and  Wellington  Streets 


T^  P  fl  P  tl  fl  CI  tn      /t     C^  a  '  London  (West),  Paris,  New  York,  Melbourne,  Cape  Town 


iLondon    (City),    Brussels,    Boston,    Sydney,    Johannesburg. 
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THE  GAULT  BROTHERS  CO.,  Limited 

MONTREAL 


SPRING  SEASON,  1910 


Woollen 
Department 


OUR  special  travelers  for  this  depart- 
ment will  begin  showing  our  new 
collection  early  in  September.  It 
represents  a  complete  new  stock  of  fancy 
suitings  and  trouserings,  the  finest  range 
ever  shown  in  this  country.  Place  no  orders 
until  you  see  it. 

Ask  to  see  the  new  honey  shades. 

We  will  also  show  a  large  range  of  "Belwarp" 
and  Neptune  Serges,  clear  cut  and  natural 
finishes,  Vicunas  and  Cheviots,  Llamas  and 
dress  suitings.  Special  ranges  of  novelty 
and  staple  Spring  Overcoatings.  In  a  word, 
our  woollen  department  leads  the  trade. 


Tailors' 
Trimmings 


THIS  department  constantly  watches 
the  changes  in  suiting  colorings,  and 
matches  all  shades  in  plain  Italians, 
Beatrice  twills.  Princess  twills,  and  Brillian- 
tines.  In  some  lines  we  stock  as  many  as 
twenty  shades.  There  is  nothing  in  linings 
which  this  department  does  not  keep.  Do 
not  forget  your  old  friends,  the  Canada  and 
Earthquake  mohair  twills  and  Tyrone  duck. 
If  there  is  a  tailor  in  Canada  who  does  not 
buy  these  lines,  we  would  like  to  meet  him. 


CARPET  DEPARTMENT 


FALL,  1909 


SPRING,  1910 


Our  Spring"  samples  will   be  in  our  travelers'  hands 
about  September  loth.  Wait  for  the  range. 

A  large  number  of  exclusive  designs  in  Piece  Goods, 
Squares  and   Linoleums.      Every  make  and  quality. 

Our  reputation  for  assortments  and  values   is  more 
than   maintained  for  the  new  season.       :      :       :      : 


Ready  to  Fill  Your  Sorting  Wants 

Our  Fall  importations  are  particularly  compre- 
hensive. More  new  patterns  in  stock  than  ever 
before  for  the   Fall  trade.      :::::::: 
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Crescent  Brand  Clothing 


Three  of  the  leading  lines  shown 
by  our  travelers  for  spring,  1910 


Young  Men's  Suffolk  Coat 


Combination  for  Young 
and  Old  Men 


Silk-faced  Chesterfield 


Crescent  Brand  Clothing  is  medium  priced,  hand -tailored, 
best  workmanship,  good  fitting.    :     :    :  Excellent  values. 

See  the  line  and  be  convinced.     Ask  our  salesmen  for  our  special  booklet  to  be 
sent  to  YOUR  customers.    We  help  YOU  sell  Crescent  Brand  Clothing. 


The  Gault  Brothers  Co 

Limited 
ST.    HELEN   STREET,    MONTREAL 
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Established 
1791 


ORROCKSES 


The  Test  of 
Time! 


LONG  CLOTHS&.SHEEriNGS 


HORROCKSES' 

Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^clotHs,  etc. 

See  Horrockses'  Name  on  Selvedge. 

SKeetings,  Ready-Made  SKeeta  (Plain  and  Hemstitched) 

See  Horrockeie'  Name  on  Each  Sheet. 


Flannelettes  of  tHe  Hig^Hest  Quality. 


See  Horrockie*'  Name  on  Selvedge. 


Horrockses,  Crewdson  &  Co. 


Limited 


PRESTON 


Cotton  Spinners  and  Manufacturers 

MANCHESTER       LONDON,  ENGLAND 
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Quality  Wins  Because  the  World 

Demands  It 


SPOOL     SILK^ 


JDvrtlcellv 

SPOOU     &ILK 


Leads    All    Other    Spool    Silk    In    Popularity    and    In 

Sales,    Because   It   Is   Superior 

BUT  WE  WANT  YOU  TO  PASTE  THESE  FACTS   IN  YOUR  HAT : 

^  We  are  not  content  to  stop  at  making  the  best  spool  silk. 

^  We  are  not  content  to  stop  at  selling  more  spool  silk  than  any  other  manufacturer. 

C|I  We  demand  for  Corticelli  that  unquestioned  leadership  to  which  it  is  entitled,  because 
it  is  the  best  spool  silk   made. 

^  We  purpose  a  country-wide  distribution  so  thorough  that  no  man,  woman  or  child 
who  asks  for  Corticel'i  will  need   to  take  a  spool  of  "  just  as  good." 

^  Wherever  spool  silk  is  used,  there  Corticelli  can  be  obtained. 

fl  And    wherever  Corticelli  is  used,  there  also    will  the  Corticelli  European  Fashion 
Service  wield  a  powerful  influence. 

^  We   invite    the    co  operation  of   leading   merchants  everywhere  in  making  it  con- 
venient for  users  of  Corticelli  to  get  Corticelli. 

^  In  this    way   the  consumer  is  pleased  and  satisfied,  and  the  dealer  avoids  all    the 
annoyances  inevitably  connected  with  the  sale  of  inferior  spool  silk. 

Fall  Fashion  Service  Soon  Ready — Send  for  it. 


CORTICELLI  SILK  COMPANY,  LIMITED,  st", 


ead  Office  : 

JOHNS,  Que. 


Sales  Rooms — 22  St.  Helen  St.,   Montreal. 

24  and  26  Wellington  St.  West,  Toronto 


Address  nearest  office 

399  Cordova  St.,  Vancouver. 


56  Albert  St.,  Winnipeg. 
91a  York  St.,   Sydney,   N.S.W. 
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SUCCESS 


SELLING 
FEATURES 


High  Back 

Wide  Legs 

Extra   Pockets 

Open  and  faced 
at  both  sides 


SUCCESS 
OVERALLS 

are  guaranteed 
to  give  satisfac- 
tion to  your  cus- 
tomers. 
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OVERALLS 


SUCCESS  OVERALLS  are  appreciated  by  discriminating 
wholesalers   who  find   retailers   have   been  waiting  for 

Dependable,  Full-sized,  Guaranteed  OVERALLS 


This  label  identifies  them 


SUCCESS  Overalls 

The  synonym  for 
generous  size,  care- 
ful workmanship 
and  all  up-to-date 
improvements.    :    : 


SUCCESS  Overalls  cover 
a  range  of  overalls,  bibs, 
smocks,  in  6,  7,  and  8-oz. 
weights,  and  black,  blue, 
and  gold   back  colors.      :      : 


Your  wholesaler    can    sell 
them  to  you  at  these  prices: 

C-oz.  7-oz.  8-oz. 

.25       $8.75       $9.50 


The  days  of  unsatisfactory  Overalls  and  trouble  with  your  customers 
are  over,  once  you  stock  SUCCESS  Overalls 

WRITE  US  IF  YOUR  WHOLESALER  DOES  NOT  SHOW  THEM  


'iIl(mVi^^ 


TO 
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Revillon's 

Selling  Systems 


Lowest  Possible  Prices 

Dependable   Merchandise 

Reliable  Service 


A  \vord  with  you,  Mr.  Buyer,  please  — 

We  sell  General  Dry  Goods  for  Import  with  a  small 
commission  as  our  profit,  and  a  whole  bumper  of  enthusiasm  for 
the  satisfaction  we  get  out  of  it. 

Our  terms  are  "3%  30  days  1st  following  or  3  months  net." 

We  ask  every  progressive  Buyer  to  compare  our  Values 
with  the  Best  Lines  in  his  Department. 

Our  system  of  grouping  orders  enables  you  to  buy  half 
pieces  at  perhaps  less  than  you  are  used  to  pay  for  full  pieces. 
(Make  us  prove  it). 

Commencing  September  10th  we  shall  offer  a  monthly 
series  of  (Star)  advertising  lines  at  prices  that  will  create  big 
business  for  you  and  make  history  for  us. 

Don't  forget  to  read  the  Star  "■  line  "  page. 


Revillon  Freres,  Limited 

Importers  and  Exporters  of  General  Dry  Goods 
134,  136  McGill  Street  -  -  -  MONTREAL 

(Headquarters,  Paris) 
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You  buy  at  the 
Mill  when  you 
place  your 
orders    with    us 


Revillon's 

Selling  Systems 


We  do  not  carry 
stock  of  these 
lines;  that  is  why 
we  can  give 
you  Mill  prices 


Our  Star  Broadcloth  Special 

A  beautiful  soft,  silky  cloth,  52 
inches  wide,  8-oz.  in  weight.  Comes  in 
all  the  latest  colorings  for  spring. 

We  take  orders  for  one  month  only 

at  69c  per  yd. 

Our  Star  Line  of  Silk  Tamaline 

Extra    heavy    cloth,    with    lots  of 

brilliancy,  20-in.  wide.    All  colors. 

We  take  orders  for  one  month  only 

at  32c  per  yd. 

Our  Star  Line  of  Dyed  Shantung  Silks, 
25  6-in.  wide.  Has  all  the  appearance  of 
a  cloth  you  used  to  pay  45c  for. 

We  take  orders  for  one  month  only 

at  38c  per  yd. 

Our  Star  Fabric  Glove  Line 

Number  338.  A  two-dome  Taffeta 
Glove  of  real  merit.  Has  a  delightful 
silky  finish. 

We  take  orders  for  one  month  only 

at  $2.25  per  doz. 


Our  Star  Real  French  Kid  Glove 

Has  two  metal  domes,  Orloff  em- 
broidered,   rounded    edge,    soft    glace 
finish.    Made  on  perfect  fitting  models. 
We  take  orders  for  one  month  only 

at  $8.45  per  doz. 

Our  Star  Line  of  plain  Black  Cashmere 
Hose,  number  C80.  The  Crackerjack 
line  on  the  market. 

We  take  orders  for  one  month  only 

at  $2.20  per  doz. 

Our  Star  Line  of  Swiss  Embroideries  put 
up  in  assorted  Box  Lots. 

You  can't  afford  to  pass  this  line. 
Ask  the  salesman  for  special  prices  for 
one  month. 

Our  Star  Line  of  Cotton  Lisle  Hose, 
number  250,  Black  and  Tan,  Full  length 
and  plenty  of  width  in  leg. 

We  take  orders  for  one  month  only 

at  $1.40  per  doz. 


Revillon  Freres,  Limited 

Importers  and  Exporters   of  General  Dry  Goods 
134,  136  McGill  Street  -  -  -  MONTREAL 


Write  for  samples 


(Headquarters,  Paris) 
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Southams 

Shipping 

Tags 


■\ 


SOUTHAM'S 

SHIPPING 

TAGS 

PRICES 

ON    ALL    GRADES 
IN   STANDARD 
OR  ODD  SIZES 

ON    APPLICATION. 


^OUTHAM   LIMITED 


^  The  uniform  Standard  Stocks  used 
in  Southam's  Tags — Shipping  or  Fact- 
ory Tags — give  a  high  degree  of  sat- 
isfaction. 

^  Manufactured  in  seven  grades  of 
stock  from  light  weight  manilla  tag  to 
heavy  untearable  linen.  Suitable  for 
all  purposes. 


The  Southam  Quality  Standard  and  Special 
Gummed  Labels  are  well  gummed,  printed 
and   packed. 

SAMPLES     AND     QUOTATIONS     ON     REQUEST 


C 
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Established  1832  Cable  Code  :  Law- Bradford 

FALL  1909 


REGISTERED 


Exclusive  Designs 

These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  CuUih/ld 

SPECIALTIES 

Mayfair  and  Blenheim  Suitings 

in  our  Combination  finish 
(PIRLE  AND  SUEDENA) 

ShoAverproof  Goods 

in  the  latest  styles 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  cna  see  a  full  collection  in  Bradford  and  London. 

Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics. 
BRADFORD   AND   LONDON 
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Bradbury,   Greatorex  &   Co. 

(Colonial)    Limited 

Aldermanbury,   London,  England. 

For  Spring,  1910 

We  are  now  sending  forward  to  our  Canadian  Agents  the 
new  Samples  for  Spring  Trade,  which  will  very  shortly  be 
laid  before  you. 

The  newest  and  most  up-to-date  productions  of  the  British, 
French  and  German  markets  will  be  represented. 

SPECIALS 

Among  other  lines  we  would  draw  special  attention  to  the  fol'owing : 

Our  celebrated  "  NURSE  "  cloth   29/30.in.  and  39 /40-in. 

in  plain  colors  and  stripes.     Newest  designs  (70  ways). 

Our  ''  HYGIENISTIC "  Nuns'  Cloths  and  all  wool 
French  Delaines. 

The   New    Cordova  Stripe   Cambric  for  Costumes 
and  Blouses. 

The    Latest    Novelties    in 

MILLINERY  RIBBONS 

for   the   coming    Spring. 

Prompt   and   careful    attention   may    be   relied   upon   for    all   orders 

entrusted   to   our   care. 


CANADIAN  HEADQUARTERS- 
Rooms  204,  205  St.  Nicholas  Building,  near  Board  of  Trade,  Montreal,  P.Q. 

Mr.     C.     J.     W.    Davies,    Agent.  Telephone   Main,  780 

Branches  r-VlCrORIA,   B.C.,  Mr.   R.   H.   McMillen. 

TORONTO,    ONT.,   Mr.   W.   Mackenzie 
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^"Ladies'  Tailors 
""^  Costumiers  ■ 

The  New  Directoire  Trimmings 

with  Cord  and  Applique  Medallion.  (Samples 
of  these  goods  cannot  be  sent  free).  Set  of 
same  $1.20  and   $2.40. 

New   Brocade  Linings. 

New  Ivory  Soft   Satin  Mousseline 

Most  of  the  French  Models  for  the  coming  season 
are  lined  with  this  article,  which  will  take  the 
place  of  Satin  Duchesse  so  long  in  vogue. 
Samples  on  application. 

Other  Departments 

Skins,  Vests,  Embroidery  ZeZtt. 

BRAIDS,  BUTTONS.  (Our  Specialties  in  Em- 
broideries for  Ladies'  Tailors  are  all  engaged 
patterns,  and  cannot  be  procured  elsewhere. 
Samples,  $2.40.) 

The  New  Directoire  Embroidery 

on  Shantung,  20  inches  w^ide,  8  shades,  $3.55. 
Also  Vestings,  7  inches  wide,  8  shades,  $1.63. 
(With  and  w^ithout  Tinsel.     Pretty  effect.) 

Large  Range  Vlctoria  TwHl  Liniflgs 

(otherwise  Polonaise)  plain  and  with  design. 
From  48  cents. 

The  New  Sea  Serge  56  inches  wide 

in  Black,   Navy  and   Cream  only.        66   cents. 

This   is   the   House  that  supplies  the 

Best  Ladies'  Tailors  in  England  with  most  of 
the  specialties  in  Braids,  Embroideries  for  Col- 
lars, Vests,  etc.,  and  well-know^n  for  good  value 
in  Duchesse  Satin,  and  other  makes  of  40-inch 
Linings. 

All    Orders   executed    same    day. 
Open  Indents  carefully  executed. 

H.  W,  Wilson  &  Co.,  Manufacturers, 

4   Kindly  Street,  Recent   Street, 

LONDON,   W.,   England. 


of  stocking-  the  lines  of  reliable 
makers  only.  Nothing  can 
possibly  damage  your  reputation 
and  decrease  your  profit  so  much 
as  the  handling  of  inferior  goods. 
The  man   who  handles 


"Old  Bleach" 
Linens 


is  in  a  fair  way  to  do  a  large  and 
profitable  business.  They  are 
made  by  the  "Old  Bleach" 
process  from  the  finest  flax  that 
grows,  and  there  is  nothing'  on 
the  market  to  touch  them. 

They  are  bleached  in  the  sun, 
which  gives  them  a  durable 
whiteness,  while  retaining  the 
full  strength  of  the  fabric. 

"Old  Bleach"  fabrics  are  soft 
and  smooth,  and  do  not  wear 
rough.  There  is  a  large  and 
attractive  range  of  patterns. 

SEND  FOR  OUR 
CATALOGUE 
AND  PRICES. 


R.  H.  Cosbie 

IRISH  LINEN  AGENCY 
TORONTO,         -         -         ONTARIO 
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WHITE  HEATHER 


BEEHIVE 


u 


REGISTERED    TRADE    MARIC 


BALDWIN'S 

BEEHIVE 


yy 


Baldwin's  2ntl  Quality 
ii 


AND 


'REOISTERED 

Baldwin's  Best 


WHITE  HEATHER" 


ARE  THE  BRANDS  FOR 


KNITTING-WOOL  SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  Leading  Wholesale  Houses.      Samples,  free  on  application,  from — 

J.  &  J.  BALDWIN  &  Partners,  ltd. 


AGENT: 


ESTABLISHED  1785 


Duncan  Bell 

HALIFAX,  ENG.  MONTREAL  &  TORONTO 


Australian  Trade 

is  worth  looking  after.  The  following  figures  are 
extracted  fronn  the  official  statistics  of  imports  into 
Australia  : 

1906. 


Canada 

Other  Countries 

T.tal 

Cosies,  Cushions,  etc. 

^      495 

£     154.047 

£    154.542 

Curtains 

190 

87.675 

87,865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3.297,724 

3,309  618 

Flannflettes 

1,688 

251,965 

253,653 

Boots  and  Shoes 

4,951 

114,003 

118,954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing  Office* 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^r     C^O        Dry  (Joods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Please  mention  The  Reinew  to  Advertisers  and  Their    Travelers 
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Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,  STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 


i8 


DRY     GOODS     REVIEW 


PRESIDENT  TAFT'S 
GOOD    EXAMPLE 


PRESIDENT  TAFT  of  the  United  States  believes  in  trade  newspapers. 
He   is   such  a  thorough  believer  that  when  he  wanted  to  make  an 
announcement  of  particular  interest  to  business  men  of  the  United 
States  he    selected  a  business  man's  paper  as  his  medium.     It  was 
one  of  the  first  acts  of  his  administration. 

This  is  the  era  of  the  trade  newspaper.  At  any  rate  it  is  the  dawn  of 
the  era. 

Business  men  the  world  over  are  gradually  coming  to  recognize  the  fact 
that  if  they  want  to  reach  firms  in  their  own  particular  line  of  business  the 
best  and  most  direct  method  is  through  the  columns  of  the  trade  newspaper 
devoted  to  their  particular  interests. 

Manufacturers  and  wholesalers  who  do  not  recognize  this  fact  are 
obviously  behind  the  times.  Those  who  do  not  catch  up  are  likely  to  be 
overtaken  and  lapped  by  their  more  progressive  competitors. 

This  is  an  age  of  progressive  business  methods  and  those  who  are  not 
progressive  in  advertising  are  like  those  who  prefer  to  travel  by  the  old 
fashioned  ox  team  instead  of  by  the  swiftly  moving  express. 

Surely  if  Mr.  Taft  from  his  presidential  chair  is  awake  to  the  importance 
of  addressing  business  men  through  the  columns  of  a  trade  publication, 
manufacturers  and  wholesalers  should  not  be  less  awake  to  their  opportunities. 

Just  as  a  well  aimed  rifle  carries  the  bullet  to  the  bull's  eye,  so  the  trade 
newspaper  carries  the  announcement  of  the  manufacturer  direct  to  the 
customer  whom  he  desires  to  reach. 

No  manufacturer  or  wholesaler  can  carry  on  an  effective  advertising 
campaign  that  does  not  include  the  use  of  the  trade  newspaper. 


D  [^  ^^     G  c:)  O  D  S     REVIEW 
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STANDARD  SHAPE 
with 
SHUR-ON  CLASP 


PERFECT    FITTING 


BELT  SUPPORTER 
PATENTED  OtCIMBER  I7T!  1»C0 

Cuts  furnished  free 

for    advertising 

these  supporters 


EVERYBODY    USES    THEM 


CAOltS  MAID*  CHILOS  8ABIt5 


LATEST 


^uppct^c 


PATENTED    I90S 

Cuts  furnished  free  for  ad- 
vertising these  supporters 


Increase  Your  Sales  by  handling  Advertised  Goods 


SOLD    BY    ALL    LEADING    JOBBERS 


I.  B.  KLEINERT  RUBBER  COMPANY 


Toronto 


"ttkcC 


Res? 


KNITTING 
YARN 


4  fold. 


-    MADE  IN  ENGLAND 

a u a a n n a n :) 


Knitting 

WOOL 


S^e- 


.  KMITTINGWOOL 


*MADE  IN  ENGLAND 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our   Canadian  Agents 

D.  M.  Chorlton  &  Bro. 

43  St.  Sacrament  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over  150  Years 


OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of   these  3  BRANDS 

IN   ALL  SHADES. 


Quotations     F.  O.  B.     MontreaL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


Facts  of  Interest— Mainly  About  Ourselves 


IT  PAYS  YOU  TO  Someone  has  said   that   advertis- 

READ  THE  ADS.  ing  and  salesmanship  form  the  con- 
ing link  between  invention  and  the 
use  of  any  article,  that  all  of  the  best  inventions  of  the 
age  would  have  fallen  flat  had  it  not  been  for  advertising 
and  salesmanship.  Readers  of  The  Review  doubtless 
appreciate  these  facts.  Advertising  is  teaching;  so  is 
salesmanship.  The  wise  advertiser  does  not  take  it  for 
gra,nted  that  the  people  whom  he  wishes  to  attract  know- 
all  about  his  goods.  He  endeavors  to  instruct.  There 
are  few  ads.  nowadaj-s  that  do  not  contain  a  definite  news 
value  to  every  merchant,  every  buyer,  whose  object  it 
should  be  to  familiarize  himself  with  the  progress  of 
manufacture.  The  ads.  give  him  much  information  along 
this  line  which  he  probably  couild  not  readily  obtain  else- 
where. No  man  can  hope  to  buy  to  best  advantage  unless 
he  knows  where  he  can  lay  his  hand  upon  the  best  eom- 
imodities  required  in  his  business.  The  ad.  is  the  pro- 
''Iducer's  or  distributor's  personal  sta,tement  imparting  that 
'J'which  he  deems  necessary  to  intelligent  buying.  It  pays 
to  read  the  ads. 


SPECIAL  POSE  The    front    cover     design     of     the 

FOR  THE  September  Review   is   one   that   is   not 

COVER  DESIGN,  only  highly  appropriate  for  this,  the 
special  boot  and  shoe  number,  but  can- 
not fail  to  be  of  equal  interest  to  the  modiste  a,nd  the  mil- 
liner. The  picture  here  reproduced  was  posed  by  Miss  Vir- 
ginia Earl  for  The  Review.  To  the  student  of  dress,  the 
quaint  caprice  which  is  responsible  for  the  pose  will  be  all 
the  more  appreciable  since  it  affords  advantageous  view  of  a 
very  dainty  dress  and  headpiece.  In  such  a  costume,  the 
I  possibilities  of  adaptation  or  development  of  style  ideas, 
■  therein  suggested,  prove  of  the  greatest  interest  to  those 
who  have  to  do  with  the  designing  and  making  of  appare'. 
It  will  be  noted  that  the  hat  is  of  the  Spanish  turban 
type,  an  extremely  ultra,  conceit  of  fashion  which  has 
made  its  appearance  this  season,  and  that  it  has  a  large 
lifelike  mounting  with  outspread  wings.  The  dress  is 
equally  fastidious,  while  the  shoes  are  illustrative  of  the 
vogue  of  straps  and  buckles. 


which  in  any  way  betokens  progress.  A  trade  newspaper 
which  does  not  adopt  this  policy  must,  in  the  end,  fall 
flat,  for  lit  cannot  be  of  use  either  to  the  manufacturer, 
the   wholesaler  or   the  retailer. 

A  word  with  reference  to  the  manner  in  which  The 
Review  covers  its  fashion  and  trade  news  field  cannot 
be  out  of  place  here.  In  Canada,  it  has  capable  repre- 
sentatives in  all  of  the  important  centres,  who  not  only 
report  upon  significant  market  conditions,  but  also  pay 
every  attention  to  notable  style  features  and  development. 
In  addition  to  this,  the  activities  of  the  retail  merchants 
are  not  overlooked.  When  methods  are  being  employed 
by  which  problems  more  or  less  vexed,  are  being  satis- 
factorily worked  out,  it  is  the  office  of  The  Review's 
representative  to  describe  them  in  order  that  merchants 
in  other  places  may  benefit  by  the  experience.  The  indi- 
vidual, however,  as  well  as  the  organization  has  his  news 
value  and  wherever  there  are  instances  of  that  form  of 
merchandising  which  indicates  a  motive  force  of  bright, 
origina.I  ideas,  or  of  practical,  well-thought-out  system  in 
store  management,  The  Review  spares  no  efforts  in  secur- 
ing the  details  no  matter  whether  the  example  be  located 
in  city  or  village. 

Vigilance  and  thoroughness  is  no  less  a  feature  of  its 
policy  with  reference  to  the  world's  fashion  centres.  An 
examination  of  its  columns  will  show  how  closely  The  Re- 
view follows  conditions  in  these  all-importa,nt  places. 
Letters  from  Paris,  London  and  New  York  give  authori- 
tative reviews  and  forecasts  monthly,  and  there  are  re- 
peated proofs  of  the  absolute  reliability  of  its  service  in 
that  connection.  Whethei-  it  relates  to  garments,  millin- 
ery or  fa,bries,  every  effort  has  been  put  forward  by  The 
Review  in  order  that  its  I'eaders  may  have  a  dependable 
service.  The  latest  proof  of  the  authenticity  which  char- 
acterizes its  news  columns  was  supplied  by  the  Apparel 
Show  where  it  was  forcefully  demonstrated  upon  examina,- 
tion.  that  the  latest  fashion  features  C(uifirmed  to  the 
fullest  extent  the  style  information  contained  in  the 
columns  of  the  Special  Fall  number. 

The  object  of  the  service  thus  described  is  to  give 
men  engaged  in  the  dry  goods  business  a  medium  to  which 
they  may  look  for  information  helpful  to  them  in  their 
buying  and  in  everyday  merchandising. 


HOW  THE  REVIEW  In    another    section    of    The 

COVERS  Review    will    be    found     a     de- 

ITS  NEW  FIELD.  scription   of   the  Apparel   Show 

which  was  he'd  recently  in  New 
York.  This  was  the  first  exhibition  of  its  kind  ever  held  in 
America  and,  reeog-nizing  the  importance  of  the  bearing 
it  would  have  in  the  fashion  world  of  the  United  States 
and  Canada,  The  Review  planned  to  be  represented  in 
order  that  it  might  be  in  a  position  to  study  those  features 
which  would  be  of  interest  and  value  to  its  readers. 

The  Review's  booth  had  a  prominent  position,  arid 
was  the  centre  not  only  of  many  enquiries  with  reference 
to  its  field,  but  also  of  commendation  in  regard  to  the 
work  it  was  performing  as  a  trade  newspaper.  Its  repre- 
sentatives acquired  a  fund  of  information  concerning-  the 
latest  style  tendiencies  and  these  will  be  described  in  the 
departments  to  which  they  properly  belong. 

The  Review  thus  feels  that  its  course  in 'connection 
with  the  Apparel  Show  was  a  wise  one,  since  it  recognizes 
that,  to  be  of  most  efficient  service  to  its  people  it  must 
give  cr.iefi-1  attenticn  to  evarv  activity  in  fasliirn  cenlrcs 


ENDORSE  REVIEW'S  The    article    which    appeared 

STAND  RE  in    the    Dry    Goods    Review    of 

EATON  CONTRACT         August    with    reference    to    the 

school  reader  contract  with  The 
T.  Eaton  Co.  has  been  pretty  widely  commented  upon  by 
the  daily  and  weekly  press  throughout  Ontario  as  indis- 
putable evidence  that  the  contract  is  to  be  used  as  a,n 
advertising  lever  for  the  great  departmental  store.  In 
commendation  of  the  loyalty  of  those  new-spapers  to  their 
home  merchants  be  it  said  that  they  have  not  been  slow  to 
condemn  those  features  of  the  agreement  w-hieh  stand 
out  as  an  injustice  to  the  retail  men  of  the  Province.  In 
its  discussion  of  this  matter  The  Review  has  allowed  no 
political  consideration,  w-hatever,  to  influence  its  views, 
but  has  kept  the  interests  of  the  retail  trade  before  it  in 
its  advocacy  of  a  course  which  in  a.ll  reason,  seemed  the 
proper  one  to  take  in  order  that  there  should  be  fairness 
to  all.  There  has  been  no  criticism  of  the  efforts  of  the 
Gtovernment  to  lower  the  prices  of  school  books,  but  solely 
of  that  lack  of  foresight  which  must  be  held  responsible 
f  V  the  evil  grcwinu'  out  <if  the  contract. 


DRY     GOODS     R  E  \n  E  W 
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THE  McCALL  BUILDING  '''  ^^  ^^'ne^w'^yZI^'''''''''^ 

This  building  corers  six  city  lots  and  is  ten  stories  high,  besides  basement.  Each  of  the  eleven  floors 
contains  over  10.000  square  feet  of  space.  The  entire  building  is  exclusively  devoted  to  the  manufacture  and 
use  of  the  celebrated  McCall  Patterns  and  Fashion  Publications. 


Hundreds  of  the  leading  dry 
goods  merchants  of  the  coun- 
try visit  this  building  annu- 
ally. It  is  a  revelation  to 
most  of  them.  They  see  the 
most  perfect  pattern  organ- 
ization in  the  world.  They  see 
over  600  people  working  as  a 
unit,  under  the  most  modern 
and  favorable  conditions,  to 
produce  and  distribute  the 
most  stylish,  simple  and 
accurate  paper  dress  pat- 
terns made — McCall    Patterns. 

We  should  like  you  to  visit 
us,  Mr.  Merchant.  We  will 
make  it  worth  your  while.  If, 
for  any  reason,  you  cannot 
come,at  least  write  us  formore 
information  about  our  goods 
and  business  methods.  In 
either  case  the  obligation 
will  be  ours,  not  yours. 
Whether  we  eventually  do 
business  together  or  not,  you 
will  learn  why  McCall  Pat- 
erns  are  far  outselling  every 
other  make  of  paper  pat- 
terns in  existence. 


The  well-established  McCall 
Canadian  Office  and  Factory, 
the  largest  and  best  equipped 
Patte'-n  Plant  in  the  Dom- 
inion, make  it  possible  to 
ofFtr  Canadian  Merchants 
the  celebrated  McCall  Pat- 
terns and  Fashion  Publica- 
tions, with  all  the  sdvantrges 
of  Terms,  Pi  ices,  Deliveries, 
etc..  United  States  Mer- 
chants enjoy. 


Write  now  for  free  samples  and  full  particulars  about  the  exclusive  sale  of  our  goods  in  your  town 
and  vicinity.    You  will  incur  no  obligation  except  to  consider  the  question  and  decide  on  its  merits. 

Address  Main  Office,  New  York 

THE  McCALL  COMPANY 


THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA 

236  to  246  West  37th  Street  :         :  New  York 


CHICAGO 

NOT  IN  THE  TRUST 


SAN  FRANCISCO  TORONTO,  CANADA 

NO  CONNECTION  W  I    H  ANY  OTHER  HOUSE 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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(iliiutei) 


TORONTO 


Attractive  Dress  Materials 
in  Demand  for  Fall  Season 


We  direct  very  particular  attention  to  this  group  of  Fashionable 
Weaves  selected  from  our  extensive  range  of  Dress  Fabrics. 
See  samples  now  on  the  road   with   our   Travellers. 


CB68— 41.in.  Self  Stripe  Soliel  Suede,  to 
retail  at  75c.  Chestnut,  Brown,  Wisteria, 
Myrtle,  Garnet,  Burgundy,  Marine,  Navy 
and  Black. 

WT16~42.in.  Corded  Stripe  Satin  Cloth, 
to  retail  at  75c.  Wisteria,  Olive,  Taupe, 
Smoke  Grey,  Myrtle,  Chestnut,  Brown, 
Marine,  Navy  and  Black. 

BP3— 42-in.  Self  Stripe  Worsted,  to  retail 
at  75c.  Mole,  Olive,  Chestnut,  Brown, 
Slate,  Blue,  Marine,  Navy  and  Black. 

BP4-47/8-in.  Royal  Ermine  Satin  Cloth 
(Suedena  Finish),  to  retail  at  $1.00. 

EE2— 49/50-in.  All  Wool  Venetian  Cloth, 
to  retail  at  75c.  Full  range  of  all  the  lead- 
ing colors. 


HW85-46/7.in.  Self  Stripe  Satin  Cloth, 
to  retail  at  $1.00.  Taupe,  Smoke  Grey, 
Olive,  Myrtle,  Brown,  Marine,  Navy  and 
Black. 

HW86 — 50-in.  Traverse  Satin,  to  retail 
at  $1.50.  Old  Rose,  Alice,  Taupe,  Brown, 
Cardinal,  Navy  and  Black. 

PM21— 52.in.  Self  Stripe  Worsted,  to 
retail  at  $1.50,  Slate,  Olive  Brown, 
Birch,  Wedgewood,  Seal,  Olive  and  Navy. 

PJ16-50.in.  Suede  Broadcloth,  Bright 
Satin  Finish,  to  retail  at  $1.50.  Paris, 
Wisteria,  Taupe,  Electric,  Wine,  Brown, 
Catawba,  Olive,  Castor,  Marine,  Navy  and 
Black. 


Orders  for  goods  or  requests  for  samples  receive  prompt  attention. 
WRITE    OUR    LETTER    ORDER    DEPARTMENT. 
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Encouraging  Prospects. 

WITH  every  depaitment  of  activity  in  connection 
with  the  dry  goods  trade  reflecting"  marked  evi- 
dences of  prosperity,  and  with  almost  all  lines 
of  industry  mo\"ing'  in  the  direction  of  a  record  year,  it  is 
not  surprising  to  find  that  a  scarcity  of  help  exists  in  some 
quarters.  It  is  known  that  several  large  houses  in  the 
cutting-up  trade  have  for  some  weeks  been  calling  for 
additional  operators,  and  a,re  not  having  an  easy  time,  by 
any  means,  in  securing  the  help  required  in  keeping  pro- 
duction abreast  of  orders.  Fall  business  has  been  very 
good  and  all  indications  point  to  a,n  excellent  Spring  sea- 
son. Among  the  millinery  houses  the  openings  and  retail 
buying  season  have  shown  a  most  promising  readiness  for 


the  new  lines  and  orders  in  every  (iL'j)arlnitnl  liave  been 
heavy. 

There  ca.n  be  no  doubt  but  that  the  very  encouraging 
crop  outlook  has  done  much  for  the  spirit  of  optimism  dur- 
ing the  past  two  months.  Not  only  are  the  agriculturalists 
of  the  west  looking  forward  to  a  splendid  yield,  but  re- 
ports from  many  places  throughout  the  older  provinces 
show  that  the  crops  have  measured  up  to  good  averag-es. 
With  such  a  harvest  in  prospect,  with  a  vigorous  trade 
movement,  and  the  wheels  of  industry  well  employed, 
it  is  only  proper  that  the  brightest  kind  of  optimism 
should  enter  into  the  dominant  note. 

In  this  connection  it  is  interesting  to  note  that 
the  trade  of  the  Dominion  during  the  first  four 
months  of  the  present  fiscal  year  was  $191,919,304, 
and  of  this  amount  $11,791,842  was  merchandise 
entered  for  consumption,  a  gain  of  $22,3'77,30r. 
Dutiable  goods  were  entered  to  the  amount  of  $66,028,887. 
a  gain  of  $13,810,834,  and  free  goods  entered  were  valued 
at  $45,762,945,  a  gain  of  $8,566,467.  Duty  was  collected  to 
the  amount  of  $17,865,948,  an  increase  of  $3,633,440.  The 
exports  of  domestic  products  totaled  $73,398,595,  a  gain 
of  $6,193,585.  For  the  months  of  July  Canadian  trade 
amounted   to  $56,250,000,   a  betterment   of  $7,500,000.. 

Manufacturers  and  wholesale  men  state  that  western 
trade  has  been  particularly  good.  Each  year  the  demand 
from  that  quarter  has  been  increasing  in  volume  and  has 
warranted  the  closest  attention  from  the  sources  of  pro- 
duction and  distribution  in  the  east.  The  development  of 
western  towns  and  cities  and  the  steady  extension  of 
settlement  are  inspiring  facts  to  the  captains  of  commerce 
and  industry. 

An  Efficient  Buying  End. 

A  DRY  GOODS  merchant  who  has  been  in  business  in 
Toronto  for  20  years,  and  who  served  his  appren- 
ticeship in  the  Old  Country,  was  asked  by  The 
Review  whetlier,  in  his  Canadian  experience  he  had  noticed 
a,ny  marked  changes  in  general  merchandising  methods. 
Among  other  things  he  stated  that  the  old  rule,  "goods 
well  bought  are  half  sold,"  was  not,  in  his  opinion,  re- 
garded as  being  of  the  same  importance  as  some  years 
ago,  a,nd  to  recklessness,  ignorance,  or  downright  negli- 
gence in  the  buying  end  he  attributed  not  a  few  of  the 
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failures  wliieh  had  cume  mulei-  liis  notice  iu  the  last  score 
of  years. 

The  opinion  of  this  man  was  that  greater  attention  to 
buying-  would  convert  many'  a  store  from  a  losing  into  a 
paying  pi'oposition.  In  these  days  when  customers  are 
more  critical  tha,n  ever,  when  stocks  must  iii  every  way 
be  thoroughly  representative,  it  cannot  be  gainsaid  that  if 
he  would  secure  the  most  enduring  results  from  his  busi- 
ness, no  merchant  can  afford  to  risk  the  responsibility  of 
the  buying  end  with  any  other  than  a  man  who  is  up  to 
the  minute  in  his  knowledge  of  materials,  values  and 
prices. 

It  is  an  age  in  which  the  consumer  insists  upon  invest- 
ing himself  with  an  individuality,  and  experiences  jarove 
that  such  individuality  will  have  to  be  respected.  Pre- 
sent price  conditions  and  the  great  range  and  rapid 
changes  in  styles  are  among  those  considerations  which 
call  for  soundest  judgment,  and  the  most  skilled  discern- 
ment. It  is  therefore  up  to  the  merchant  to  ask  himself 
whether  the  buying  department  is  as  efificient  as  it  should 
be,  whether  there  are  any  handicaps  which  prevent,  or 
renders  difficult,  its  access  to  the  best  merchandise,  and 
whether  there  be  those  market  and  style  mediums  at  his 
disposal  whereby  the  buyers  may  post  themselves  in 
advance. 


Improve  Your    Risk. 

RECI^NT  investigations  by  The  Review  go  to  show  that 
in  the  matter  of  insurance,  there  is  not  that  careful 
consideration  given  by  merchants  and  manufactur- 
ers to  their  rating  which  the  best  principles  of  economy 
would  forcefully  suggest.  In  view  of  the  instances  which 
are  being  multiplied  every  day,  in  which  reductions  have 
been  made  in  individual  ratings  as  the  result  of  some  in- 
expensive precautionary  measure,  it  seems  proper  to  say 
that  the  merchant  or  manufacturer  who  postpones  compe- 
tent examination  of  his  premises  with  a  view  to  improve 
want  of  his  risk,  is  certainly  negligent  of  his  own  interests. 
Where  the  local  agents  are  eomp&tent  men  t'he  merchant 
will  have  no  difficulty  in  obtaining  that  information  with 
reference  to  the  constituents  of  his  rating — wehere  he  is 
penalized  and  where  he  is  credited — to  enable  him  to  im- 
prove those  conditions  on  which  his  insurance  is  based. 

The  Review  intends  to  deal  with  this  matter  in  detail, 
and  will  present  much  imformation  obtained  from  authori- 
tative sources,  which  merchants  and  manufacturers  will 
hnd  of  value  in  considering  the  steps  suggested. 


cent.  30  days.  The  new  terms  on  Canadian  prints  and 
ginghams,  that  is  three  months  instead  of  four,  came  into 
force  on  the  24th  of  May  last. 

Instead  of  having  to  fear  competition  with  regards  to 
datings,  time,  discounts  and  prices,  the  retail  merchant 
noAV  knows  that  if  he  buys  his  goods  at  right  prices,  he 
has  nothing  to  fear  from  neighbor  and  competitor,  so  far 
as  any  undue  advantages  under  the  other  three  headings 
is  concerned. 

Under  former  conditions,  the  more  exacting  buyer 
often  obtained,  through  extra  advance  ratings  alone 
an  advantage  of  from  11  to  2  per  cent,  over  his  less 
exacting  neighbor  in  addition  to  forced  concessions  in 
discounts  and  prices. 

Under  the  new  terms  arrangement,  those  houses  who 
are  parties  thereto  guarantee  to  their  customers  that,  so 
far  as  they  are  concerned,  all  such  unfair  competition  has 
been  eliminated  and  they  consider  that  on  that  score 
alone  they  are  entitled  to  the  support  of  the  legitimate 
retail  dry  goods  trade. 

The    Ready-to- Wear   Store. 

CLOSE  students  of  the  dry  goods  trade  often  express 
anxiety  regarding  the  future  of  the  retail  dry 
goods  trade  owing  'to  the  remarkable  growth  in 
the  demand  for  ready-to-wear  garments.  Even  in  Can- 
ada this  has  already  resulted  in  the  starting  of  ready-to- 
wear  stores  in  cities  and  towns.  As  opposed  to  this  de- 
velopment is  the  steady  increase  in  department  stores 
with  a  strong  ready-to-wear  department. 

The  one  factor  decidedly  in  favor  of  ready-to-wear 
stores  becoming  as  general  as  clothing  and  men's  furnisher 
stores  is  the  comparatively  small  capital  required  to  start 
business.  Certainly  it  would  be  a  serious  problem  for  dry 
goods  stores  in  towns  to  be  confronted  with  two  or  three 
well-oi'ganized  specialty  garment  stores. 

Undoubtedly  retail  dry  goods  stores  are  paving  the 
way  for  their  own  salvatiiui.  As  long  as  they  continue 
to  specialize  on  ]'eady-to-wear  garments  there  is  little  fear 
of  opposition  from  specialized  garment  stores.  Certainly 
the  ready-to-wear  trade  is  more  appropriate  to  the  dry 
goods  store  than  the  clothing  trade  is. 

During  the  next  few  years,  ready-to-wear  stores  will 
come.  They  will  exist  mainly  in  communities  where  the 
retail  dry  goods  merchant  has  not  taken  full  advantage  of 
the  possibilities  of  a  growing  and  varied  ready-to-wear 
trade. 


The   New    Terms   Arrangement. 

NEARLY  all  of  the  wholesale  dry  goods  houses,  east 
of  Winnipeg,  including  those  of  Quebec,  are  in  the 
new  agreement  as  to  shorter  terms  and  discounts. 

The  chief  features  are,  goods  shipped  from  the  25th  of 
May,  date  Oct.  1st  for  Fall,  and  goods  shipped  from  the 
2oth  November,  date  April  Isl.  Discounts  are  reduced 
from  5  per  cent.  30  days  to  5  per  cent.  10  days  or  4  per 


GETS   VALUE   RECEIVED. 

Mr.  Robert  Burns,  of  Brantford.  writes  : — "If  I  owe  anything 
tilts  address  will  got  me,  and  it  will  be  cheerfully  paid,  as  I  al- 
ways got  value  received  from  The  Review  and  wish  it  increased 
prosperity." 


HAS  ENJOYED  READING  IT. 

Mr.  C.  H.  .Johnston,  of  Lethbridge.  Alta..  writes  : — "Enclosed 
please  find  express  order  for  $4.00  which  will  pay  for  The  Dry 
Goods  Review  until  October  1909,  after  which  date  I  cannot  renew 
subscription  as  I  am  out  of  the  dry  goods  line  now.  I  may  add 
that  I  thoroughly    enjoyed   reading-  your    excellent   publications." 


Responsibilities  Devolving  Upon  the  Modern  Trimmer 

He  Must  be  Able  to  Plan  far  in  Advance  for  Special  Events— Arrange- 
ment of  Windows  not  his  Only  Duty— Supervises  Everything  in  his 
Department  from  Windovs^   Washing  to  Designing— Ideal    Conditions. 


THE  amb'itious  window  trimmer  who  is  looi<ing 
forward  to  greater  thing'-''  in  a  greater  store 
than  that  in  which  he  is  now  employed,  proba- 
bly has  little  conception  of  the  great  responsi- 
bility devolving  upon  those  men  who  are  at  the  head  of 
the  display  and  decoration  departments  of  the  large  city 
stores.  At  the  outset,  he  will  find  something  to  stiffen 
his  courage  in  the  fact  that,  for  positions  of  this  kind, 
men  who  have  practical  experience  and  natural  aptitude 
for  the  work  are  the  only  ones  who  need  apply  with 
any  hope  of  success,  and  that  the  great  majority  of 
those  who  have  made  goo'd,  began  at  the  bottom. 

Began  at  the  Bottom. 

Here,  for  example,  is  a  man  who  first  tried  his  hand, 
in  a  small  way,  as  a  greenhonr  in  a  large  store.  That 
is,  he  was  given  the  opportunity.  The  first  thing  he  did 
was  to  secure  several  yards  of  material,  take  it  home 
with  him  and  spend  half  the  night  in  teaching  himself 
draping  wrinkles.  His  trim  next  day  attracted  atten- 
tion, it  was  noticed  that  he  took  particular  interest  in 
that  class  of  work,  and  the  result  was  that  he  gradually 
stepped  up.  Here  is  another  man  who  came  down  to 
work  in  the  general  store  of  the  village  in  which  he 
was  born.  The  first  thing  his  employer  told  him  to  do 
was  to  "dump  some  stuff  into  the  front  window,  so  that 
people  will  know  we're  doing  business."  The  bov  might 
have  "dumped"  it  much  as  a  load  of  coal  is  diirnpod. 
but  he  didn't.  He  applied  method  to  his  omiiloyci's 
madness  and  carried  out  his  own  ideas  formed  largely 
of  impressions  of  real  windows  that  he  had  seen.  The 
villagers  talked  about  the  window,  and  the  storekeeper 
gave  him  a  free  hand  in  that  respect,  as  he  was  not  too 
slow  to  see  that  the  windows  had  an  advertis'ing  value. 
The  young  man  read  un  about  displaying  goods,  intro- 
duced new  ideas  in  that  connection,  secured  system  and 
order  where  formerly  there  was  chaos,  prevailed  uoon 
the  merchant  to  install  an  up-to'-date  glnss  front,  then 
went  to  the  city  to  take  a  good  position  and  made 
room  for  someone  to  follow  in  his  footsteps. 

While  it  must  not  be  supposed  that  the  dressing  of 
windows  is  the  only  thing  that  claims  the  attention  of 
the  trimmer  in  the  large  store,  it  is  this  part  of  his 
work  which  demonstrates  his  fitness,  since  it  brings  into 
play  all  of  those  faculties  w'hich  constitute  his  chief 
asset.  The  large  city  store,  however,  has  much  other 
work  cut  out  for  its  head  trimmer.  Consider,  for  in- 
stance, the  strenuosifcies  of  that  department  during  those 
weeks  preparatory  to  the  National  Exhibition  in  To- 
ronto. 

Special    Events. 

"Haven't  a  minute  to  breathe  the  way  T  want  to," 
said  one  of  these  busy  men  who  has  charge  of  the  work 
for  one  of  the  great  departmental  stores.  "See  these 
plans  for  our  exhibit  at  the  Fair  *?  T  had  to  get  up 
every  one  of  them,  secure  tenders,  work  out  details  for 
the  builders,  hustle  round  to  e"et  materials,  and  in  addi- 
tion have  to  arrange  a  bie  display  for  the  store  itself 
during  Exhibition   time.      There   are   assistant   trimmers 


who   attend  to   windows   and   such,   but   if  anything  goes 
wrong,  the  head  trimmer  lias  to  explain." 

Everything  in  this  department,  from  window  wash- 
ing to  advance  designing,  belongs  to  the  head  trimmer's 
load  of  responsibilities— a  thousand  and  one  little  things 
wliich  must  be  attended  to  if  the  more  important  are  to 
go  through  without  a  hitch.  We  have  to  plan  wpek^ 
ahead  for  special  events.  An  appropriation  is  made  for 
this  purpose  and  it  is  up  to  the  trimmer  to  see  that  his 
dejiartment  not  only  lives  within  those  mea.ns,  but  that 
it  makes  good.  In  some  stores,  it  is  a  difficult  matter 
to  secure  the  sanction  of  managers  to  specials  such  as 
this,  but  T  am  glad  to  say  that  the  trimming  depart- 
ment is  gradually  coming  to  its  own.  Properly  con- 
ducted, it  is  the  best  advertising  medium  a  retail  store 
can  have.  I  would  say  that  the  ideal  conditio'n  for  such 
a  department  is  that  in  which  the  management  throws 
full  responsibility  upon  it,  enforcing  the  necessity  of 
originality  and  initiative^together  with  a  suitable  ap- 
propriation. Then  it  is  up  to  the  trimmer.  At  times 
he  may  find  it  necessary  to  consult  with  the  management, 
but  the  arrangement  should  be  one  in  which  the  trimmer 
has  every  facility  for  doing  his  best,  and  no  excuse  for 
negligent  or  discreditable  work. 

Free  Hand  Important. 

"On  the  other  hand,  unreasonable  interference,  in- 
difference about  consultative  matters,  heckling  over  un- 
important expenditure,  failure  to  appreciate  effective 
work  and  a  niggardly  policy  with  reference  to  equipment 
will  dishearten  the  best  trimmer. 

"Some  months  .ago  a  head  trimmer  came  to  me  with 
the  story  that  his  manager  would  not  give  him  a  chance. 
He  had  wanted  to  plan  in  advance  for  a  special  display 
at  Christmas,  but  he  had  to  consult  with  the  head  of  the 
store  who  repeatedly  said  :  "Plenty  of  time,"  until  a 
few  days  before  the  all-important  week.  Then  he  woke 
up,  reprimanded  the  trimmer  for  negligence  which  pro- 
perly belonged  to  himself  and  finally  had  to  be  satisfied 
with  a  display  much  poorer  than  that  which  the  trimmer 
had  in  view.  This  merely  goes  to  show  the  importance 
of  giving  the  trimmer  something  like  a  free  ha.nd." 

All  of  which  goes  to  show  that  the  modern  trimmer 
must  not  only  be  able  to  dress  a  window,  but  he  must 
plan  far  in  advance  for  those  events  which  require 
special  attention.  In  addition  to  all  of  this  he  must  be 
up-to-the-minute  in  h'is  knowledge  of  styles  arid  goods 
which   will  play  an   important  part  in  his  work. 


New  Ogilvy  Store. 

Montreal,  Sept.  1 .— The  task  of  erecting  the  new 
store  for  Uw  Jas.  A.  Ogilvy  &  Sons,  Montreal, 
has  been  begun  and  the  work  is  proceeding 
rapidly.  The  site  of  the  new  building  which  will  be  one 
of  the  most  modern  from  every  point  of  view  in  the 
city  of  Montreal,  is  at  the  northwest  corner  of  St. 
Catherine  and  Mountain  Streets.  The  location  is  an 
ideal  one  being  easily  reached  from  all  parts  of  the  city 
and  within   easy  reach  of  the  residentia.l  sections. 


A  view  of  the   Main    Floor  of^ihe    A.  W.  Cressman  Store,   Peterborough. 


Canadian  Drygoodsmen  and  their  Methods 

A  Striking  Example  of  Progressive  Retailing  -  Problems  of  the  Locality 
Merchant  in  Toronto  —  Wallaceburg  Merchants  Adopt  a  Collection 
System  —  Plans  of  Well  Arranged  Stores -"Getting  Back"  at  Eaton. 


A  Steady  Development. 

Peterborough,  August  31. 

THE  large  store  of  A.  W.  Cressman,  Peterborough, 
furnishes  a  striking  example  of  progressive, 
wideawake  retailing  and  of  steady  develop- 
ment both  in  premises  and  business. 

The  original  Cressman  establishment  represented  a 
scope  of  operations  little  more  extensive  than  that  com- 
prehended by  the  general  term  "dry  goods  store."  Depart- 
ment after  department  has  been  added  a,nd  to-day  there 
are  four  floors,  each  having  6.000  square  feet  of  selling 
space.  The  main  floor,  of  which  an  excellent  view  is  'here 
given,  is  used,  as  is  usual,  for  general  dry  goods,  notions, 
women's  accessories,  sta,tionery,  music,  etc.  The  Men's 
Toggery  Shop  (semi-ready)  adjoining,  has  a  separate 
entrance,  although  it  is  accessible  from  the  main  store 
through  an  archway.  The  window  space  comprises  the 
entire  sixty  feet  frontage,  being  so  divided  tha,t  there  is 
one  large  display  window  in  the  centre  and  a  smaller  win- 
dow on  each  side,  also  two  richly  finished  clothing  and 
men's  toggery  windows. 

The  second  floor  is  occupied  by  the  women's  costume 
and  mantle  department,  millinery  parlor,  women's  shoes, 
dressmaking  department,  millinery  worki'ooms  and  finish- 
ing department,  also  the  general  and  private  offices. 
There  is  a  comfortable  rest-room  on  this  floor. 

The  home  furnishing  department,  and  the  recently 
added  wall  paper  section  are  located  on  the  third  floor, 
and  also  the  publicity  offices.     The  larger  portion  of  the 


fourth  floor  is  used  for  the  Bargain  Annex,  an  exclusive 
bargain  department  which,  is  open  on  Wednesday  only 
of  each  week,  It  was  installed  nearly  four  years  ago,  as 
a  "clean-up"  section,  but  has  been  so  successful  that  it 
is  now  necessary  to  do  special  buying  for  it,  has  its  own 
buyer  and  manager,  selling  staft'  and  special  advertising. 

The  Cressman  store  has  its  own  delivery  system,  con- 
sisting of  three  outfits  which  meet  trains  and  boats  as 
well  as  delivering  parcels  to  aJl  sections  of  the  city. 

Advertising  in  the  display  windows  and  with  printer's 
ink  is  carried  on  with  vigorous  persistency.  The  win- 
rows  are  changed  almost  dailj-,  as  well  as  the  advertise- 
ments. The  mail  order  department  has  been  developed, 
to  a  large  extent,  through  the  distribution  of  samples 
from  those  departments  where  such  a  method  is  possib'e. 

As  the  result  of  recent  changes  in  the  arrangement  of 
the  store,  the  general  and  private  offices  were  removed 
from  the  main  floor  a,nd  located  on  the  second,  and  a  cash 
office  was  installed  directly  at  the  rear  of  the  ground 
floor.  The  music  department  has  also  been  loca'ted  at  the 
rear  of  the  store.  In  the  semi-ready  department,  the 
shoe  section  has  taken  the  place  of  the  finishing  depart- 
ment. The  wardrobes  have  been  extended  leaving  more 
selling  space  in  the  aisles. 

In  the  arrangement  of  the  store,  as  will  be  noted  by 
the  illustration,  every  consideration  is  given  to  the  im- 
portance of  display.  The  central  sections  on  the  ground 
floors  a,re  surrounded  by  silent  salesmen,  and  the  sweep 
of  light  fi'om  front  and  rear  is  uninterrupted  by  shelving. 

The  foregoing  is  a  description  of  the  store  and  gives 
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some  slight  idea  of  the  extent  of  its  work.  Now  for  a 
glimpse  at  the  lighter  side.  Each  Thursdaj'  afternoon 
during  July    and   August    the    store   is   closed. 


play  windows  arc  without  background,  the  richness  of 
finish,  pleasing  uniformity  of  the  color  scheme,  which 
combines  the  effect  of  mahogainy  woodwork,  a  floor-cover- 
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Plan  of  A.    F.   McQuarrie's   New  Women's    Wear    Store,    Toronto.      One   half  the  floor  is  occupied   by  the  millinery  establishment  of 
Miss  M.  McKenzie.      See  Illustrations  in  the  dress  accessories  and  ready-to-wear  depar  men's  of  this  number. 


Effective  Display  Arrangement. 


ing  of  Wilton  in  two-tone  green,  and  cream-tinted  walls. 

produce   a   vei-y  attractive   setting.     The  shelving  in   the 

In    the  arrangement   of  his   new   ready-to-wear   store.      rear  of  the  counter  cases   are   about   five  feet  high   and 

Some  description  of  which  was  given  last  month,  A.  F.      serve   to  demonstrate  the  compactness  but   well-bala,nced 

Mc(juarrie,   Toronto,  has   eff-ectively   employed   the   essen-       arrangement  so  easily  possible  with  modern  fixtures.     The 

tials  of  display.     This  fact  will  be  noted  in  the  plan  here      space  between   counters  and   the  mahogany  wardrobes  is 
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Plan  of  the  Triple-section  Store  of  the  Robinson  Co.,  Napanee.    The  Women's  Ready-to-Wear,  Housefurnishings 
and  Tailoring  Sections  are  on  the  second   floor. 


presented  and  in  the  illustrations  in  the  dress  accessories 
and  ready-to-wear  departments. 

Glass  counter  cases,  or  silent  salesmen,  occupy  the 
centre  of  the  store  and  are  daintily  trimmed  with  ladies' 
neckwear  and  other  similar  accessories.     While  the  dis- 


about  twelve  feet,  and  for  waiting  customers  there  are 
easy  wicker  chairs.  Above  the  wardrobes  waists  are  dis- 
played on  form  fixtures.  The  dressing  cabinets  are  in 
line  with  the  wardrobes  in  the  rear,  and  here  a,lso  a  writ- 
ing-room, for  the   accommodation  of  customers,  and   the 
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offices  are  located.  The  light  from  the  front  windows  is 
well  reinforced  by  a  series  of  prism  lights  above  the  fix- 
tures in  the  rear. 

As  pointed  out  last  month,  one  half  of  the  store  spa,ce 
is  occupied  by  Miss  M.  McKenzie,  milliner,  but  the  finish 
of  the  fixtures  and  furnishing's  is  the  same  on  each  side. 

There  are  two  spelndid  upper  floors,  and  these  Mr. 
MoQuarrie  may  occupy  in  the  near  future  should  he  de- 
cide upon  extensions  which  he  is  now  considering.  At 
pres.ent,  the  stock  consists  of  ready-to-wear  suits,  skirts, 
coats  a,nd  undershirts,  and  waists,  neckwear  and  belts. 


Honesty  and   Cash. 

Much  has  been  said  or  written  with  reference  to  the 
problems  which  confront  merchants  in  the  smaller  centres 
of  population  within  easy  shopping  distance  of  the  great 
mail  order  stores  of  the  large  cities.  Many  very  success- 
ful plans  or  methods  have  been  described,  whereby  home 


Front   View  of  A.    P.   McOuarrie's  Women's 
Wear  Store,  Toronto. 


trade  has  been  preserved,  nursed  along  and  developed. 
The  cure  for  long-distance  shopping  has,  of  course,  not 
yet  been  found,  but  it  goes  without  saying  that  the  men 
who  have  made  their  merchandising  attractive  by  adver- 
tising their  values,  by  well-timed  and  judicious  specials, 
by  efficient  service,  by  wideawake  recognition  of  the 
principles  of  salesmanship,  and  the  "how"  and  "when" 
of  their  customers'  requirements  have  captured  the  largest 
share  of  the  local  trade. 

But,  how  does  it  work  out  in  the  case  of  the  small 
merchant  in  the  large  city,  whose  establishment  is  within 
walking  or  street  car  distances  of  the  departmental  stores? 
Not  a  few  of  these  men  have  been  in  the  fight  ever  since 
department  stores  came  into  being,  have  seen  other  men 
pass   out,   and   have   realized    the   growing  significance  of 


that  which  some  of  them  refer  to   as  "the  great  handi- 
cap." 

What  are  your  business  problems?  What  means  do 
you  employ  to  hold  old  customers  and  to  obtain  new 
ones?  What  have  you  found  are  the  most  profitable  lines 
to  carry?  These  question  were  asked  of  several  of  those 
dry  goods  men  in  Toronto  whose  stores  are  located  in 
Parkdale  or  'Queen  Street  West.  Boiled  down,  the  reply 
most  general  was,  "  We  have  to  do  the  best  we  can." 
Probably  the  nio.<t  interesting  story  was  that  narrated  by 
E.  J.  Hollins,  1080  Queen  Street  West.  He  has  been  con- 
ducting business  in  that  locality  for  the  last  thirty  years. 

"There  are  as  many  people  within  two  blocks  of  my 
store  to-day,"  said  he,  "as  there  were  within  ten  or 
fifteen  mi!es  of  country  to  the  west  and  north  of  my  store 
thirty  years  ago.  The  Eaton  and  Simpson  establishments 
have  come  since  then  and  thousands  of  people  now  reside 
in  that  section  of  the  city  where  formerly  there  were  very 
few.     The  city  has  grown  wonderfully. 

"On  coming  to  Canaxla,  I  opened  a  small  store  with 
$20'0  stock.  Some  of  my  best  customers  were  among  the 
country  people  from  the  west  and  north,  but  gradually, 
with  the  extension  of  the  city  and  the  large  stores  close 
at  hand  our  business  has  dwindled  down  to  what  I  would 
call  a  family  affair.  That  is,  in  this  locality.  I  have  my 
customers  and  can  name  them  just  as  easily  as  a  mer- 
chant in  a  small  town  can  run  over  his  best  list.  That  is 
one  advantage  of  being  in  the  same  locality  for  thirty 
years,  you  get  to  know  the  people.  Every  week  we  cover 
(lur  district  with  a  small  circular  which  keeps  us  in  touch 
with  old  customers  and  tells  new  arrivals  where  we  are. 
We  don't  worry  about  the  big  stores.  I  have  been  here 
long  enough  to  know  that  people  very  often  want  things 
in  a  hurry,  that,  for  certain  lines,  women  would  just  as 
soon  patronize  a  small  store  as  a  la,rge  one,  and  that  in  a 
home  where  there  are  children,  the  mother  cannot  on 
every  occasion  spare  the  time  to  visit  the  stores  down 
tiiwn.  We  carry  staples,  dry  goods,  hosiery,  gloves,  waists, 
childrens'  wear,  underwear  and  millinery.  The  back- 
bone of  the  business  is  millinery.  We  not  only  sell  the 
rea,dy-to-wear  hat,  but  we  trim  and  design  to  order.  My 
wife  has  charge  of  tbat  department  and  it  pays  well. 

"What  do  I  consider  the  fundamental  principles  of  busi- 
ness in  a  locality  such  as  this  1  Honesty  and  cash — you  can 't 
uet  along  without  them.  This  is  one  position  where  honesty 
in  goods  a,nd  in  dealing  is  absolutely  necessary.  A  woman 
came  here  recently  for  gloves  and  I  showed  her  two  pair. 
She  asked  me  if  I  ha.d  anything  better,  and  I  told  her  I 
would  charge  her  40  cents  for  one  and  25  for  the  other  if 
she  wished,  but  both  pairs  were  of  the  same  quality.  I 
was  perfectly  honest  and  told  here  that  the  price  of  each 
was  2.5  cents.  Dishonestyi  is  a  good  way  to  kill  business. 
It  is  an  easy  matter  to  say  one  pair  of  gloves  is  25  cents 
and  ajnofcher  40  cents,  though  there  be  no  difference  in  them, 
or  to  cut  a  new  box  of  velvet  in  two  and  charge  different 
prices,  representing  that  one  was  a  better  grade  than  the 
other.  But  after  all  is  said  and  done,  honesty  is  the  best 
policy;  it  makes  customers  and  holds  them. 

"Then,  the  man  who  depends  upon  a  locality  trade 
must  have  the  cash.  Of  course,  there  are  a  few  people, 
close  ecquaintances  who,  under  ctrain  cureumgtanees  can- 
not be  refused,  but  in  30  years  we  haive  not  lost  .$50. 
Tlien,  too,  a  small  merchant,  by  selling  and  buying  for 
cash  often  finds  it  possible  to  give  attractive  values.  We 
could  easily  have  obtained  credit,  at  the  beginning,  for 
.$4,000  or  .$5,000  but  we  were  determined  to  make  our  own 
way  unaided  and  have  done  it." 

In  contrast  to  'the  Hollins'  store  in  the  matter  of  age. 
but  conducted  on  the  same  principles,  is  the  store  of  M. 
Slingsby  &  Co.,   1132  Queen  St.  W.,  Toronto. 

"We  have  been  here  for  five  j-ears, "  said  the  manager. 
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"and,  of  course,  only  g"0  in  for  a  locality  trade.  The 
people  know  where  we  are  when  in  a  hurry  or  not  in  the 
mood  to  go  to  the  big  stores  and  struggle  through  t'he 
departments.  Very  often  it  pays  to  save  the  ear  fai'e. 
People  have  frequently  told  us  that  they  can.  in  the  matter 
of  hosiery,  for  example  obtain  as  good  values  in  their 
locality  store  as  in  the  departmental.  We,  of  course, 
buy  for  cash  and  sell  for  cash.  Any  other  policy  on  the 
part  of  a  store  so  situated  would  certainly  not  be  a.dvis- 
able.     Cash  means  values,  and  values  mean  business." 

The  Slingsby  store  has  a  men's  furnishing  and  tailor- 
ing department  in  connection. 


spends  all  day  Saturday  at  his  office  in  order  to  meet 
debtors  who,  in  preference  to  having  him  call  during  the 
week,  are  willing  to  come  to  him  with  weekly  payments. 
(^uite  aiU  amount  is  collected  in  this  way. 

The  collector  makes  it  a  i^oint  to  insist  on  payments 
being  at  least  $1  each,.  Less  than  that  is  not  worth  while,. 
he  said.  Where  there  are  a  number  of  accounts  against 
a  single  debtor,  instead  of  dividing  ea,ch  payment  pro 
rata  or  else  equally  among  the  creditors,  the  collector 
credits  the  first  payment  upon  the  first  account,  the  next 
on  the  second,  and  so  on.  This  scheme  is  designed  to  save 
bookkeeping. 


Wallaceburg    Collection  System. 

Wallacebur-'.  Sept.  1.— Following  the  lead  .set  by  Cha-t- 
ham,   riuelpii,    Brantfoi'd    and   otlier   places,    the   Wallace- 


The  Merchant's  Decalogue. 

Chatham,  Sept.  1. — The  following  agreement,  recently 
adopted  by  the  Chatham  Merchants'  Association,  has  been 
termed  the  "Merchants'  Decalogue,"  thought  it  contains 
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The   Department   Store  of  The  John    Murphy  Co.,   Ltd.,  Montreal,  as   it  will  appear  when  the 
addition,   now  In  course  of  construction,  is  completed. 


burg  merchants  have  organized  a  merchants'  association 
and  a  collection  system. 

Thoug'h  only  the  first  month  in  opera,tion,  during  July 
accounts  paid  direct  and  indirect  as  a  result  of  the  efforts 
of  the  collection  department,  totaled  $505.80. 

Wallaceburg  is  a  town  of  about  3,500  people,  being 
probably  the  smallest  place  that  has  yet  organized  a  col- 
lection deiiartment.  The  department  has  34  members, 
fees  being  graded  according  to  the  importance  of  each 
firm  and  the  extent  of  its  business.  E.  Askunas  is  official 
collector,  receiving  pay  a,t  the  rate  of  $600  per  annum 
for  the  first  six  months  and  $650  per  annum  for  the 
second  six  months.  In  return,  he  devotes  his  whole  time 
to  the  work. 

So  far  a  large  proportion  of  collections  have  been 
paid  direct  to  merchants,  Mr.  Askunas  believing  in  the 
policy    of    getting    debtors    and    creditors    together.      He 


only  half  the  required  number  of  clauses.  It  is  being 
posted  conspicuously  for  the  edification  of  possible  trans- 
gressoi's. 

NOTICE. 
We  are  members  of  the  Retail  Merchants'  Association 
and  we  have  agreed: 

1.  Not  to  buy  tickets  for  concerts,  excursions  or  games 
of  any  kind  in  our  places  of  business. 

2.  Not  to  advertise  on  programms,  hotel  blotters  or  any 
other  promiscuous  advertising  schemes. 

3.  To  discontinue  the  giving  of  prizes  to  picnics, 
societies,  g-am^es,  etc. 

4.  To  discontinue  the  giving  of  ca'endars  to  customers 
after  December  31st,  1909. 

5.  Not  to  give  credit  accommodation  to  persons  whose 
names  are  on  the  delinquent  list  of  the  association  until 
their  names  are   removed  bv  meetiiiL;'  their  obligations. 


Distributing  Profits  in  Partnership  and  Joint  Stock  Co. 

The  Treatment  of  Accounts  -  Different  Methods  Employed  in  Pay- 
ment of  Partners'  Salaries  —  The  Contingency  Account  -  Keeping 
Records  in  the  Ready-to-Wear  Department— Some  Helpful  Suggestions. 

Written  for  The  Dry  Goods  Review  by  Howard  R.  Wellington. 


AS  every  concern  which  has  formed  a  joint  stock 
company  from  a  partnership  knows,  there  is  a 
distinct  difference  in  the  division  ol  the  net 
profits  for  any  period.  As  a  rule,  in  a  partner- 
ship, each  partner  will  have  a  drawing  account  to  which  is 
charged  all  cash  received  by  such  partner  during  the  year, 
and  at  the  end  of  the  year  when  the  books  are  closed,  these 
drawings  will  be  transfered  to  his  capital  account. 

Contingency   Account. 

In  connection  with  the  contengency  account  it  might 
be  pointed  out  that  the  value  of  the  account  is  simply 
this  :  By  writing  off  a  certain  amount  each  year,  the 
plant  or  equipment  account  eventually  becomes  nil,  or 
nearly  so.  Now,  would  it  not  be  better  to  show  the 
plant  account  at  its  original  value,  changing  the  repairs, 
etc.,  to  a  maintenance  account  and  crediting  at  the  end 
of  each  year  the  depreciation,  which  would  have  other- 
wise been  written  off,  to  contingency  account  or  plant 
reserve  account.  Then  when  it  is  necessary  to  prove  the 
plant  account  for  a  fire  loss  or  some  other  claim,  the 
books  will  show  the  value  of  the  plant,  while  at  the 
same  time  the  contingency  account  will  gradually  te 
increasing  so  as  to  take  care  of  any  replacements  neces- 
sary later  on. 

Partner  on  Stated  Salary. 

Another  method  is  to  have  each  partner  draw  a 
stated  salary  weekly  for  his  services,  the  same  as  an 
employe  of  the  firm,  and  this  amount  is  charged  to 
"Salaries   Account"    or    any   other     suitable   title.      Any 
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items  charged  to  each  partner's  account  will  of  course 
be  transferred  as  a  total  at  the  end  of  the  year  as  sug- 
gested above.  If  a  partner  borrows  from  the  firm  for 
some  specific  purpose,  and  intends  to  return  the  loan  or 
to  have  an  amount  come  out  of  ne.xt  year's  profits,  the 
amount  may  be  carried  forward  as  an  account  receivable, 
but  should  be  shown  .separately. 


The  only  difference  between  the  two  methods  would 
be  that  the  first  mentioned  would  appear  as  above  and 
the  second  would  show  only  $1,000  net  profit,  1909,  and 
no  debit  for  drawing  account,  because  the  amount  had 
been  paid  each  week  and  charged  direct  to  the  "Imper- 
sonal Account." 

A  balance  is  usually  brought  down  at  the  credit  of 
profit   and   loss   account,   and   added   to  year  by  year,   or 
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written  into  a  reserve  or  contingency  account  to  provide 
for  some  replacement,  or  some  special  expense  which  is 
to  occur  at  some  future  date. 

Unlike  a  partnership,  the  capital  account  does  not 
vary,  except  perhaps  indirectly  through  the  introduction 
of  a  reserved  account,  which  is  virtually  capital,  but 
which  may  be  used  at  any  time  for  the  purpose  it  was 
intended. 

Record     of    Ready-to-Wear. 

In  our  last  issue  we  reproduced  a  cut  showing  a  plan 
suggested  in  regard  to  keeping  a,  record  of  all  garments 
bought  and  sold  in  the  ready-to'-wear  department.  The 
advantages  of  this  plan  are  as  follows  : 

1.  The  buyer  knows  in  a  moment  what  sizes  sold  to 
the  best  advantage  last  year. 

2.  It  can  be  ascertained  immediately  the  quality  of 
garments  sold  at  a  certain  price,  so  that  the  buyer  may 
know  what  is  the  popular  priced  garment. 

3.  Further  we  can  know  almost  immediately  which 
maker  is  the  most  poipular. 


Cameron  &  Moore,  Goderich,  have  opened  a  branch 
store  in  Acton.  Mr.  Moore,  who  is  at  present  in  charge, 
states  that  tliere  is  every  indication  that  the  step  was  a 
wise  one. 


London,  Eng.,  Office,  Dry  Goods 
Review,  88  Fleet  St.,  E.G. 


The  Month's  Revie\v 
of  Trade  Activities 

in  British  Markets 


Staff  Correspondent 


Ollicc  (if  llif   l)i-y  tiooils   Review 
88  Fleet  St.,  E.  C, 
London,  En<;-.,  Aug.  25,  1909. 

THE  event  of  the  past  month  in  the  city  has  been 
the  visit  of  the  fleet  to  the  Thames  and  the  fact 
tliat    the  spectacle    attracted    numerous    visitors 
from  the  provinces  helped  business  substantially 
in  the  majority  of  West  End  houses. 

Most  wholesale  houses  have  been  working  through 
the  holu'ay  season  with  depleted  staffs,  but  plans  are  now 
turning  ii;  the  direction  of  the  Autumn  trade. 

In  spite  of  the  weather,  the  year's  trading  has  been 
better  than  that  of  1908.  The  report,  presented  last  week, 
of  the  York  St.  Flax-Spinning-  Co.  shows  a  most  gratify- 
ing improvement  over  last  year,  and  the  report  of  Vyse, 
Sons  &  Co.  is  also  a  most  satisf actoi-y  one ;  it  shows  that 
this  finn  has  been  increasing  profits  for  the  past  three 
years.  The  figures  are:— 19i>7,  profits,  £8,0fi0;  1908,  £12,- 
109,  and  1909,  £19,386.  Tlie  large  increase  for  the  past 
year  Iia.s  necessitated  the  opening  of  a  new  factory  at 
St.  Albans.  The  increase  in  the  fur  section  lias  been  very 
great.  Iri  future  the  annual  meeting  of  the  directors 
v;ill  be  held  in  February  instead  of  August,  the  trade 
year  foe  the  comjiany  closing  on  December  31st  instead 
of  June  30th. 

Selfridge  &  Co.  'have  sent  out  a  souvenir  of  tlieir 
opening  in  March  last  which  takes  the  form  of  an 
interesting  booklet  reproducing  in  minature  the  series  of 
full  p>ii;e  advertisements  which  appeared  in  the  London 
papers  during  the  opening  week.  These  illustrations  of 
these  ad\ertisements  are  the  work  of  distinguished  artists, 
and  no  tloubt  the  souvenirs  will  be  appreciated  by  the 
recipients  because  of  the  be'auty  of  the  drawing's. 

Another  lasting  souvenir  is  the  fact  that  it  is  becoming 
quite  customary  for  the  front  page  of  the  London  dailies 
to  be  inoropolized  by  the  advertisements  of  the  large 
drapery  houses.  It  is  also  stated  that  Selfridge 's  are 
about  to  open  a  wholesale  department  in  Somerset  St.  in 
Oxford  St.  This  department  will  deal  chiefly  with  dress- 
makers' supplies  and  travelers  will  be  out  for  the  Fall 
trade.  Mr.  Selfridge.  however,  states  that  it  is  not  the 
jntentioa  of  the  firm  to  go  in  for  any  extensive  wholesale 
development. 

Mr.  Weldon,  the  manager  and  fur  buyer  for  Jeremiali 
Kotherham  &  Co.,  is  making  a  trip  through  Canada.  His 
visit  is  not  in  the  interests  of  business  but  as  a  means 
of  regaining  strength   after  a   serious  spell   of  illness. 


Bradford. 

There  is  a  holiday  quietness  in  the  Bradford  wool  mar- 
ket, as  the  majority  of  the  frequenters  of  the  Excha,ng'e 
make  the  month  of  August  tlie  time  for  their  annual  holiday. 
There  has  been  no  change  in  the  wool  situation  here  since 
the  ending  of  the  July  sales,  nor  is  there  a  stronger  feel- 
ing developing  as  to  the  fact  that  a  settled  basis  of  values 
has  been  reached.  The  main  cause  of  the  rise  in  wool 
values  during  the  past  year  has  been  the  "wool  hunger" 
in  the  United  States,  and  the  Japanese  demand  for  comb- 
ed tops,  as  well  as  the  indication  of  an  improved  srhipping 
and  home  business  in  manufactured  goods.  Producers  of 
combed  merinos  still  contend  that  it  is  impossible  to  re- 
duce quotations  and  as  there  are  no  large  stocks  of  either 
combed  tops  or  raw  wools,  they  are  not  likely  to  reduce 
priees  at  present. 

The  next  series  of  London  sales  commence  September 
21st,  and  many  buyers  believe  that  considerable  price 
fluctuations  will  appear  before  then.  At  present  there  is 
no  appearance  of  any  reduction  in  the  values  of  fine 
merinos,  though  it  would  be  to  the  interest  of  the  large 
importers  to  bring  about  a  fall  in  price  before  the  advent 
of  the  r.ew  Australian  clip  which  is  reported  to  be  a 
large  one. 

Theie  is  a  downward  movement  developing  in  cross- 
breils  and  values  in  all  kinds  of  coarser  fibred,  wools  are 
more  in  the  favor  of  buyers.  This  is  attributed  in  some 
quarters  to  the  favor  shown  to  fabrics  made  from  merino 
yarns.  ^ 

For  t'he  coming  Autumn,  plain  cloths  are  not  so  much  in 
evidencv^,  but  the  fancies  shown  are  in  the  neatest  and 
most  subdued  of  effects.  In  mixture  coatings  and  tweeds, 
neat  suitings  are  good,  and  in  solid  piece-dyed  goods 
stripes  tire  in  the  lead. 
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TluMV!  is  some  talk  here  of  the  Bradford  iiianufactuvers 
making  a  collective  exhibit  at  the  Toronto  Exhibition. 

Manchester. 

Though  this  has  been  a  year  of  great  fluctuations  in 
the  pri("^  of  raw  cotton  there  has  been  a  steady  advance 
since  tlir  beginning  of  the  year.  Raw  cotton  opened  the 
year  at  5s  7d  on  April  5th,  the  price  of  spot  American 
middling  was  5.22d;  on  June  1st,  5.88d;  on  July  6th,  6.68d; 
and  on  August  .3rd,  6.80d.  This  last  advance  was  in- 
fluenced by  the  low  estimate  of  the  condition  of  the  crop 
issued  by  the  Government  Bureau.  It  is  said  that  there 
will  only  be  a  yield  of  ll.OOO.QOI)  bales,  against  about 
13,500,000  last  year.  It  is  only  fair  to  state  that  the 
figures  supplied  by  the  American  Government  are  gener- 
ally discredited  in  Lancashire.  Favorable  reports  a.re  to 
hand  as  to  the  condition  of  the  Egyptian  cotton  crop. 

Th-M''i  is  no  change  for  the  better  in  the  si)innei's'  out- 
look auii  the  ilcinand  continues  to  be  for  small  pr.rci'ls. 
Stoek.^',  however,  are  not  ({Uitc  so  heavy,  due  to  the  short 
time  movement  inaugurated  some  time  ago.  Manufac- 
turers are  finding  no  difficulty  in  securing  a'.l  the  yarn 
wanted.  No  improvement  seems  in  sight  in  the  shipping 
market  as  Continental  buyers  are  holding  aloof.  Egyp- 
tian yarns  are  also  dearer  and  this  fact  is  hindering 
business  to  a  certain  extent. 

Trade  is  dull  both  in  the  export  and  the  home  section, 
prices  are  high  and  there  is  little  call  for  goods  as  usere 
are  only  buying  to  keep  up  assortments.  The  home 
season  in  light  dress  fabrics  has  been  spoiled  by  the 
weathii',  and  drapers  are  refusing  to  take  further  de- 
liveries. Rome  orders  are  coming  to  hand  for  winter 
goods  l)ut  prospects  are  uncei'tain,  and  short  time  is  hav- 
ing a  ri('licable  effect  upon  the  pui-chasing  power  of  the 
Lancashire  public. 

There  is  little  doing  for  export,  although  there  are 
good  prospects  for  later  trade  in  India.  China  is  a  poor 
prospect,  though  there  is  an  improvement  noted  in  the 
Levant  and  Egypt. 

Richardson,  Tee,  Rycroft  &  Co.  have  informed  their 
preference  shareholders  that,  owing  to  the  very  serious 
fall  in  values  of  linen  and  cotton  goods  during  the  past 
yi^ar,  the  directors  do  not  consider  the  result  of  the  year's 
trading  to  be  such  as  to  warrant  the  payment  of  a  divi- 
dend in  the  preference  shares  for  the  half  year  ending 
June  30tli  last.  The  shares,  both  preference  and  ordinary, 
are  held  privately  as  there  nevei-  has  been  any  public 
issue. 

North  of  Ireland. 

The  demand  for  dress  linens  for  the  passing  Summer 
has  be'.Mi  the  largest  in  the  history  of  the  trade.  The 
principal  business  in  these  fabrics  is  done  with  America, 
as  it  does  not  seem  possible  to  work  up  a  strong  interest 
in  linen  fabrics  for  dress  purposes  in  the  home  mar- 
ket. I'<;\\ er-loom  linens  for  bleaching,  dress  linens  and 
damasks  are  selling  freely,  and,  as  most  manufacturers 
are  overb(dd,  they  are  not  very  willing  to  accept  advance 
ccntracis  at  present  prices. 

The  crop  reports  are  not  encouraging  and  in  Holland 

and  Belgium  the  quality  will  be  poor.     In  Russia  the  crop 

is  somewhat  better,  and  the  home  crop  is  of  good  quality. 

Spinners  are   not  eager  for  fresh   contracts  unless  at 

!  advanced  rates.     The  demand  for  yarns  continues  steady, 

|i  but  some  spinners  are  still  running  on  short  time. 

The  report  of  the  Belfast  Harbor  Commissioners  maki*, 
I  interesting  reading.  The  imports  of  flax  for  the  three 
•:  months  ending  June  .30th  were  0,975  tons  against  8,663 
'fer   the   same   period    last   year.     Exports   of   linen    were 


13.934  tons  against  10,370  tons  last  year.  Imports  of 
linen  yarns  were  1,960  tons  as  against  .542  tons,  and 
exjiorts  of  linen  yarns  were  1,752  tons  in  1909  and  1,542 
tons  in  1908. 

Scotch  Notes. 

There  is  a  tendency  in  Scotland  to  advance  the  prices 
of  both  cotton  and  woolen  yarns,  and  wool  and  knitting 
yarns  have  been  generally  advanced.  Manufacturers 
complain  that  the  increased  difficulty  in  keeping  their 
looms  running  they  have  to  make  lower  quotations  in 
order  to  get  business.  It  is  due  to  American  demand 
that  yarn  prices  are  higher. 

Both  the  retail  and  the  wholesale  trade  expresses  the 
greatest  of  satisfaction  over  the  settlement  of  the  coal 
crisis,  for,  had  the  strike  progressed,  it  would  have  had  a 
Ijad  effect  upon  business  for  the  next  5  or  6  months. 

The  changes  in  the  American  tariff  has  made  little 
stii-  in  Scotland  as  the  feeling  is  that  previous  tariffs 
inflicted  as  great  a  handicap  as  was  possible. 

The  only  hope  now  left  for  the  British  manufacturer  is 
to  niien  branches  in  the  States  and  ship  his  goods  at  cost. 
Great  feeling  is  evinced  over  the  action  of  American 
houses  in  copying  British  designs.  This  practice  is  on 
the  increase,  and  Scotch  designs  are  copied  in  increasing 
number  each  year,  and  the  worst  of  it  is  that  there  seems 
to  be  no  measure  of  redress  or  repi'ession  possible. 


New  Store  in  Berlin. 

Staff  Correspondence. 

Berlin,  Aug.  31.— F.  E.  Macklin  has  moved  from  his 
old  stand  into  a  fine  new  store  in  the  building  he  re- 
cently bought,  situated  across  the  street  from  the  old 
store  a  few  doors  further  west.  It  is  one  of  the  best 
appointed  retail  establishments  in  Berlin.  A  striking 
feature  is  the  extreme  depth  of  the  windows  the  side 
plates  having  a  long  slant,  while  the  front  lights  are 
very  narrow,  somewhat  after  the  style  of  the  Rea  front 
in  Toronto,  now  part  of  the  Robert  Simpson  Co.'s 
store.  Mr.  Macklin  came  to  Berlin  from  Stratford,  and 
has  succeeded  in  building  up  a  good  business,  despite 
the  handicap  of  a  store  which  did  not  lend  itself  very 
readily  to  attractive-  displays.  The  new  .store  is  just 
the  opposite  so  there  would  appear  to  be  a  growing  time 
ahead  of  Macklin's. 

M.  Wildfang  is  having  a  new  front  placed  in  his 
clothing  and  men's  furnishing  store. 

A.  Weseloh  &  Co.,  have  opened  a  general  dry  goods 
store  in  the  old  Boehmer  promises  under  the  manage- 
ment of  Harry  Germann,  formerly  with  G.  B.  Ryan  & 
Co.  Mr.  Weseloh  will  continue  the  shoe  store  in  which 
he  has  been  so  successful  during  the  last  twelve  years. 
The  shoe  store  is  known  as  "Store  Number  One,"  and 
the  dry  goods  establishment  as  "Store  Number  Two." 

The  daily  press  some  days  ajgo  contained  a  notice  to 
the  effect  that  another  Berlin  house  had  bought  out  the 
button  business  of  John  Forsyth  &  Co.  This  is  an 
erroneous  rei)ort  as  no  such  transfer  has  taken  place. 
Speaking  to  The  Review  regarding  tl  is  report,  Mr. 
Forsyth  said  that  not  only  was  it  their  intention'  to 
continue  in  the  button  business,  but  they  are  pushing 
this  department  more  vigorously  than  ever. 

Arthur  Goudie,  traveler  for  the  Ontario  Button  Co., 
for  several  years  past,  has  joined  the  staff  of  the  nev/ 
dry  goods  store  of  A.  Weseloh  ■&  Co.  Previous  to  going 
on  the  road  Mr.  Goudie  was  a  member  of  the  staff  of 
(;.  15.  Ryan  &  Co. 


Manufacturers    Notify    Trade   of    Advancing   Prices 

Style  Tendencies  in  Spring  Footwear  —  Fall    Business  has  Been    Very    En- 
couraging —  What  the  Authorities  Have   to   Say   About    Market  Conditions. 


HIGHER  prices  for  leather 
have  made  it  necessary  for 
shoe  manufacturers  to  in- 
crease tlie  price  of  their 
g-oods  to  the  trade.  The  increase 
varies  on  different  lines,  from  ahout 
ten  cents  to  fifty  cents  on  a  pair.  As 
this  is  likely  to  affect  business  con- 
siderably, some  manufacturers  have 
issued  letters  to  retailers  asking  them 
to  push  cloth  top  boots,  which  re(|uirc 
less  leather  in  the  making. 

Another  cpestion  which  is  attract- 
ing a  great  deal  of  attention  at  pre- 
sent, is  what  price  shall  be  asked  for 
rubbers.  In  Fall  goods,  ladies'  rub- 
bers w'hich  sold  at  75  cents  last  year, 
will  be  85  cents,  and  at  that  the  re- 
tailer's profit  is  less  than  at  the  smaller 
price.  This  is  due  to  the  enormous 
increase  in  the  cost  of  raw  rubber. 
The  rapidly  increasing  consumption 
of  rubber  for  the  making  of  automo- 
bile tires,  and  the  many  other  uses  to 
which  it  has  been  put,  has  had  the 
effect  of  diminishing  the  available  sup- 
ply at  an  alarming  rate,  thus  bringing 
the  ])rice  to  its  present  high  figure. 

Style  Tendencies  for  Spring. 

While  there  is  nothing  radically  new 
in  the  Spring  samples,  there  are  a 
great  many  new  features.  In  high 
boots  the  slant  or  straight  top  will 
be  good  style. 

Short  fronts  are  in  the  best  demand, 
and  will  be  good  for  Spring.  There 
is  a  tendency  towards  narrower  lasts, 
with  rather  high  heels,  for  ladies' 
shoes.  The  Cuban  heel  is  still  the 
leader.  ]\Ien's  shoes  are  being  shown 
with  very  high  heels,  but  it  is  not  ex- 
pected that  these  will  be  popular  ex- 
cept with  those  who  favor  the  extreme 
in  styles.  They  may  be  taken  up  to 
a  certain  extent  by  the  shorter  men, 
but  there  is  very  little  likelihood  that 
they  will  become  popular  with  well 
dressed  men  of  good  taste. 


Tan  Oxfords  and  pumps  are  sure 
of  another  good  run  for  the  Spring 
season.  There  is  no  indication  of  a 
falling  off  towards  the  close  of  the 
present  season,  and  this  is  an  indica- 
tion of  their  assured  popularity  for 
another  summer.  Medium  shades  of 
tan  are  best. 

In  white  shoes,  white  buckskin  will 
be  the  correct  thing  for  next  year, 
from     tlie     fasliion     ])oint     of     view. 
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Patent   Leather  Blucher  Tie,   with 

Ankle   Strap       Spring   line 

Relinda   Shoe  Co. 
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Naturally  white  canvas  shoes  will 
hold  a  strong  place  for  outing  wear. 
Cloth  tops  will  be  strongly  featured. 
In  a  well  made  shoe,  cloth  tops  prove 
very  satisfactory,  and  are  likely  to 
meet  with  marked  favor.  Buttoned 
boots  for  ladies  lead  from  the  style 
viewpoint. 

Evening  Wear. 

Satin  i)umps,  in  light  shades  to 
match  evening  dresses,  will  be  popu- 
lar for  ladies'  evening  wear.  This 
season's    samples    are   very    desirable, 


and  a  good  range  of  colors  is  shown. 
These  are  shown  with  beaded  vamps, 
tongue  eft'ect,  and  bows,  Suedes  pro- 
mise to  meet  with  a  good  demand  for 
evening  wear,  though  they  are  fast 
losing  their  i)(jpularity  for  street  wear, 
owing  to  their  lack  of  durability. 
For  men's  evening  wear,  pumps 
are  fashionable,  and  there  is  a  grow- 
ing preference  for  gun  metal  and  the 
dull  finishes.  Patent  leather  will  hold 
its  own,  both  for  pumps  and  buttoned 
iboots.  While  the  patent  leather  is 
criticised  by  some  of  the  ultra  fashion- 
able, it  will  be  worn  by  the  thousands 
who  do  not  belong  to  this  class,  but 
who  are  among  the  well-dressed. 


Shoe  Styles  in  New  York. 

The  following  comment,  from  an 
authoritative  source,  on  conditions 
and  style  tendencies  in  the  Xew  York 
market  will  be  of  interest : 

"The  coming  shoes  for  women 
seem  to  retain  the  principal  charac- 
'.eristics  of  the  past  two  seasons. 
Little  change  has  been  made,  except- 
ing in  some  instances  the  heels  are 
reduced  a  bit  and  in  others  there  has 
been  a  slight  broadening  of  the  toe. 
The  sale  of  these  goods  promises 
(|uite  as  well  as  the  goods  which  have 
been  popular  all  the  past  two  seasons. 
Xot  much  else  can  be  said  for  them. 

"The  staple  goods,  such  as  pur- 
chasers in  country  districts  and  small 
towns  want,  are  beginning  to  show 
signs  of  increasing  activity  and  buy- 
ers are  placing  rather  more  liberal 
orders. 

■'But  even  though  this  is  true  there 
should  be  no  hesitancy  in  undertaking 
to  interest  purchasers  in  other  goods. 
They  are  coming  in  more  and  more 
and  there  is  a  disposition  to  make 
them  more  important  as  the  seasons 
pass.  The  stay  of  city  people  in 
country  towns  has  had  an  educating 
influence." 


34 


DRY     GOODS     R  E  ^^  T  E  W 


SHOE    DEPARTMENT 


MONEY  MAKERS 

THAT  YOU  CAN  BUY 

DIRECT   FROM    THE    MANUFACTURERS 


Lamb's  Wool  Soles 


"  GEM,"  1st  quality  high-grade  white  wool. 

"  ROYAL f"  vaedimiai  grade  white  wool. 

" DETACH f"  1st  quality  detachable  white  wool. 


AH  sizes  for 

Men 

Ladies 

/17/sses 

Cfiildren 

Infants. 


Packard's 

Comfort   Bunion 

Protector 


Packard's 
Black  ''  O  " 

SHOE  POLISH 

RETAILS  AT  lOc.  TIN. 

Gives  a  quick,  jet  blacli  brilliant  and 
lasting  shine  in  30  seconds. 


ti 


Imperial " 

"BRAND- 

Infants' 


Soft  Sole   Shoe 

Sizes  O  to  4. 
FOR  HIGH-CLASS    TRADE. 


Relieves  pain  instantly. 

Cures  permanently. 

Keeps  the  shoe  in  shape. 

Allows  perfect  ventilation. 

Has  no  seams  to  rip  or  hurt  the  foot, 

A  Quick  Seiler. 


Infants'    Moccasins 

Soft  and  comfortable  for 
the   Baby. 

A  fine  line  of  new  styles. 

L.  H.  PACKARD  &  CO.,  LTD.,  MONTREAL 

Manufacturers    of 

Infants'  Shoes,  Lamb's   Wool  Soles,   Shoe  Dressing,   Etc. 
Dealers  in  Shoe  Store  Supplies,   Window  and  Store  Fixtures,  Etc. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Thanksgiving  l_Window  by  H.  A.  Daoust,  with  Geo.  G.  Gales  &  Co. /St.  Catherine  St.,i;Montreal.|j  Cole  r  scheme  lin 
brown,  green  Tandl  red.  Thanksgiving  sign  made  of  wood,  covered  with  crepeipaper;  letters  made  'of  real  corn  ;  I  the 
wishbones  (at,- each  end  were  made  of  heavy  cardboard,  covered  with  browni  felt,;with  large  chrysanthemums  in  ihe 
centre.  The  wheat  covering  the  frames  was  real  western  wheat.  The  turkey  was  a  stuffed  bird  and  the  stump  ,was 
covered  with  g:nuine  bark;  on  it  was  a  small  hatchet  as  a  suggestion.  On  eaoh  stand  In  ihej  corners  were  vegetables 
and   fruits,  with   wheat,  and  hanging   on   baby    ribbon   were   five    large  apples. 

Style    Plays    an    Important   Part   in    Shoe    Manufacture 

Influence  and  Conditions  Which  Have  to  be  Reckoned  With— Where  the 
Maker  Gets  his  Inspiration  —  Leather  Men  and  Patternmakers  are  Close 
Students  of  the  Market  —  Development  of  the  Industry. 


THERE  will  alwaj's  be  staple 
lines  of  boots  and  shoes,  but 
of  one  thing  we  may  rest 
assured,  the  Canadian  shoe 
trade  is  developing  far  beyond  the 
confines  of  the  strictly  staple  end  of 
the  industry."  Thus  spoke  the  repre- 
sentative of  a  large  boot  and  shoe 
manufacturing  concern,  in  discussing 
some  of  the  outstanding  evidences  of 
recent  growth. 

''The  style  features  of  last  season," 
he  continued,  "were  strikingly  sug- 
gestive of  the  influences  and  condi- 
tions which  have  to  be  reckoned  with 
in  the  production  of  shoes.  You  ask 
me  where  or  how  the  manufacturer 
gets  his  inspiration.  One  has  to  con- 
sider that  question  under  the  heading 
of  shapes  and  materials — not  over- 
looking, of  course,  the  matter  of  orna- 
mentation. This  is  a  day  when  uni- 
formity has  been  almost  entirely  dis- 
carded. There  has  been  a  steady 
break  from  close  and  general  adher- 
ence to  given  lines.  Individuality  in 
product,  and  close  study  of  the  con- 
sumers' requirements  have  been  re- 
sponsible for  great  changes.  The 
manufacturer  has  given  consideration 
to  the  essentials  of  comfort  in  boots 
and  shoes.  You  will  find  that  in  many 
cases  dififerent  manufacturers  emphas- 
ize dififerent  features  in  their  shoes, 
and  most  of  them  are  alleged  conces- 


sions to  the  peculiarities  of  the  human 
foot.  .-Vt  the  same  time  it  is  very 
often  a  difficult  matter  to  reconcile 
stvle  and  comfort,  but  so  great  is  the 
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Men's  Patent  Oxford  Blucher      Spring 
line  Victoria  Shoe   Co. 
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variet}-  of  shapes,  all  in  good  style, 
that  tliere  is  little  excuse  for  a  person 
wearing  a  shoe  that  is  absolutely  un- 
comfortable. 

How  New  Features  Originate. 

"The   patternmaker   is    largely    re- 
sponsible for  new  features."  Some  of 


these  take  well,  and  others  fall  flat. 
Styles  that  do  not  meet  with  any  de- 
mand for  two  or  three  seascnis,  sud- 
denly spring  into  popularity  and  the 
manufacturer  who,  at  first,  may  not 
have  thought  much  of  them,  has  to 
govern  himself  accordingly.  The 
model  may  'have  been  improved,  or 
some  strange  turn  in  general  fashions, 
which  no  mere  man  can  understand, 
has  brought  many  unlikely  patterns  to 
their  own.  For  example,  the  dainty 
pump  which  came  in  a  few  years  ago 
was  not  credited  with  a  very  prom- 
ising future.  One  reason  was  that  it 
did  not  always  stay  with  the  foot — 
a  very  undesirable  thing  in  shoes. 
This  was  remedied  by  the  application 
of  straps.  Then  came  a  great  as- 
sortment of  buttons  and  buckles  and 
all  kinds  of  fancy  fixings,  and  wc 
knew  at  once  that  the  people  who 
make  a  speoialcy  of  those  things  were 
going  to  take  a  prominent  part  in 
shoe  matters.  With  the  very  fancy 
sea.son  in  hosiery  and  dress  materials, 
pumps  and  ties  came  in  for  great 
jwpularity. 

All  have  a  HantJ  in  If. 

"As  I  have  pointed  out,  specializa- 
tion has  been  responsible  for  a  great 
deal.  The  patternmaker,  the  leather 
men,  the  cloth  men,  the  buckle  and 
button  makers,  and  the  shoe  manufac- 
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turer  himself — all  have  something  to 
say  in  it ;  each  is  pushing  his  own 
merchandise.  The  trend  of  general 
fashions  has  become  one  of  the  most 
important  factors  in  the  planning  of 
an  advance  line  and  in  the  production 
of  novelties. 

"It  must  not  be  supposed,  'however, 
that  the  boot  and  shoe  manufacturer 
is  the  creature  of  those  who  handle 
materials  and  accessories.  It  will  fre- 
quently be  found  that  he  is  the  actual 
originator  of  patterns  that  have  done 
exceptionally  well,  or  that  he  was  the 
first  to  adapt  and  develop  suggestions 
much  as  an  ornamentor  will  adapt 
from  ideas  he  has  secured  from  a 
study  of  foreign  designs.  Not  a  few 
of  the  fancy  touches  that  come  and 
go  originate  in  Paris.  Not  long  ago  a 
shoe  made  its  appearance  which  had 
a  tassel  suspended  from  the  front 
point  of  the  upper.  That  was  a  fancy 
idea  from  Paris,  but  it  did  not  take 
very  well.  The  patternmaker  is  wide- 
awake to  all  of  these  style  develop- 
ments, and  it  is  up  to  the  manufactur- 
er to  decide  which  is  best  suited  to  his 
field.  The  retail  men,  who  come  inlo 
more  direct  contact  with  the  pt'oplc. 
make  suggestions  which  arc  some- 
times very  valuable,  and  the  manufac- 
turer appreciates  his  co-operation. 

The  leather  manufacturer  is  also 
a    close    student    of    conditions.      He 


does  nothing  blindly.  To  convince  a 
boot  and  shoe  manufacturer  that  the 
time  'has  arrived  when  this  or  that 
kind  of  leather  will  have  a  good  run 
he  must  back  his  statement  up  with 
cogent   reasons.      After   a   lapse  of   a 
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Ladies'   Paleni  Oxford    Blucher 
Spring  line  W.   B.   Hamilton 
Shoe  Company. 
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season  or  two  a  certain  kind  of  lea- 
ther will  be  billed  for  renewal.  The 
leather  men  have  felt  the  pulse  of  the 
market,  and  they  claim  to  know.  Tans 
were  out  for  a  few  years.  With  their 
revival  came  a  great  varietv  of  orna- 


mental features.  These  latter  are 
gradually  passing  out,  but  tans  are 
still  popular,  though  quieter.  Patents, 
always  dressy,  passed  out  some  years 
ago,  chiefly  because  every  Tom,  Dick 
and  Harry  was  wearing  them.  They 
have  steadily  returned  and  are  again 
in   high  favor. 

Influence  of  Dress  Materials. 

"Dress  materials  exert  a  great  in- 
fluence in  shoedom  nowadays.  The 
wide  range  of  colors  in  the  past  two 
years  has  not  only  popularized  tans, 
patents  and  dull  finishes,  but  they  have 
also  given  the  excuse  for  almost 
every  shade  that  has  predominated  in 
fabrics.  What  was  more  natural, 
therefore,  in  view  of  this  condition, 
than  that  certain  cloths  should  make 
their  appearance,  which,  so  it  was 
claimed,  were  particularly  adapted  to 
manufacture  into  shoes.  The  prices 
of  leather  have  gone  up  and  this  will 
also  have  a  tendency  to  direct  atten- 
tion to  possibilities  of  cloth.  Now,  it 
is  i)re(licted,  'saner'  days  are  ahead, 
h^ashion  seems  to  indicate  this,  but 
all  of  these  intlnences  T  have  named 
will  .still,  1  have  no  doubt,  still  be  as 
l)otent  as  ever. 

"I'^ancy  novelties  may  mean  good 
business  for  the  man  who  has  develop- 
ed that  feature  in  his  store  or  depart- 


Paton^s  Scotch  Boot  and  Shoe  Laces 

Cotton  Thread,  Wool,   Silk,   Leather  and  Porpoise   Hide,  give  your   customers    satisfaction. 

PATON'S  NAME  ON  EVERY  BOX 

If  you  have  not  stocked  this  line  it  is  worth  while  to  get  samples  and  prices. 

Paton's  Linen  Threads  Lack  a  Quality  Rival 

Church  Brand  Needles 


They  are  indispensable  to  your  store. 


Your  wholesaler   has  them. 


Ward's  Coronet  Hardash,  Red  and  Blue  Label. 

Unequalled  in  quality  and  price. 

SOLE  AGENTS  FOR  CANADA : 


GEO.  D.  ROSS  &  CO.  72  Bay  Street 
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142  Craii  St.  West, 


MONTREAL 


DRY     GOODS     R  E  \M  I<:  W 


37 


mcnt,  l)Ut  in  small  country  places,  the 
shoe  merchant,  as  \et,  does  not  con- 
sider himself  justified  in  .t^'oins;'  in 
strongly   for  that  class  of  goods. 

"After  all  is  said  and  done,  environ- 
ment must  count  a  great  deal  in  the 
style  characteristics  of  this  or  that 
town  or  city.  T'or  instance,  the  cen- 
tres of  population  in  the  Maritime 
Provinces  furnish  more  striking"  ex- 
amples of  highly  fashionable  footwear 
stocks  than  do  those  of  Quebec  or 
Ontario,  with  the  exception,  probably, 
of  the  larger  cities.  The  maritime 
centres  are  closer  to  Boston,  that 
great  boot  and  shoe  city,  and  style  at- 
mosphere commands  attention.  This 
relation  works  out  in  the  same  man- 
ner with  cities  and  nearby  towns  in 
the  other  provinces  to  a  certain  ex- 
tent, but  in  small  centies  there  is  not 
the  same  showing  of  ultra  goods. 
There  are.  of  course,  notable  excep- 
tions, and  a  too-close  adherence  to 
staples  often  causes  the  merchant 
some    perplexity. 

The  Novelty  Germ. 

"The  fad  or  novelty  germ  will  make 
its  appearance  with  visitt)rs  from  the 
city,  and  it  nia}-  represent  such  a 
v.ide  ditit'erence  between  the  immedi- 
ately available  and  the  possible  that 
the  merchant's  customers  can  hardly 
be  blamed  if  they  look  about  them 
when  they  g-o  to  the  city.  I  am  not 
advocating  fads  for  the  country  mer- 
chant, but  fhere  is  no  reason  why  his 
stock  should  not  be  consistently  re- 
presentative. 

"There  have  been  great  changes  in 
merchandising  methods  and  in  manu- 
facture  during  the  past  fifteen,  years, 


and  I  will  say  that  in  every  depart- 
ment of  the  trade  and  industry  the 
(lcveIo])mcnl  has  been  towards  high 
standards." 


The  English  Multiple  Shops. 

"The  method  of  selling  shoes  in 
Great  Jiritain  has  been  greatly  im- 
proved within  recent  years,  and  the 
benefits  to  the  ])ublic  arc  many," 
writes  the  representative  of  one  of 
the  largest  shoe  manufacturers  on 
this   side   of   the   Atlantic. 

"The  big  English  shoe  stores  are 
called  multiple  shojjs,  and  the  man- 
aged from  a  central  depot,  which  is 
always  located  in  a  great  shoe  manu- 
facturing town,  such  as  Leicester,  l)c- 


Is  there  a  suggestion  which  the  retailer 
wishes  to  convey  to  the  wholesaler  and 
manufacturer.'  Express  it  through  the 
Review. 


The  shoe  section  of  the  Review  is  the 
medium  through  which  the  retailer  and 
manufacturer  hecome  mutually  helpful. 
It  keeps  them  in  touch. 
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Men's   Patent  Blucher  Oxford 
-    SpringLine  W.  B.  Hamil- 
ton Shoe  Co. 
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Men's  Tan   Calf  with  Wing  Tip 
—Spring  line  Victoria  Shoe  Co. 
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The  shoe  section  of  the  Review  is  seek- 
ing to  bring  about  a  beneficial  exchange 
of  ideas  between  retailers.  Watch  the 
monthly  features. 


cause  the  head  of  the  multii)Ie  store 
wants  to  be  in  close  touch  with  the 
manufacturer.  An  order  from  the 
multiple  shop  is  naturally  large,  and 
the  head  of  it,  who  always  has  cash  to 
settle  his  order  in  full,  is  often  able 
to  squeeze  the  manufacturer  below 
the  c(~)st  ]M-ice. 

"Sometimes  the  manufacturer  fails 
for  that  reason,  but  the  onlv  one  to 
suiifer  is  the  leather  man.  The  mul- 
tiple store  merchant  has  made  a  good 
bargain,  the  ]ieo])le  buy  their  shoes 
cheaper  and  they  are  not  inclined  to 
waste  any  sympathy  on  the  manufac- 
turer or  the  tanner. 

"The  stores  are  well  managed,  but 
from  an  American  point  of  view  the 


Ladies'  Patent  Oxford    Spring 
line    Walker  Parker  Co. 
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A  merchandising  hint  in  the  Review 
may  save  the  retailer  time  and  money. 
Read  its  columns  carefully. 


managers  are  poorly  paid.  These 
stores  have  worked  wonders  with  the 
lirilish  style  of  dressing  shoe  store 
w  imlDWs. 

".\iit  long  ago  it  was  common  to  see 
the  old  brass  rods  with  men's  and 
women's  shoes  placed  side  by  side, 
soldier  fashion,  each  bearing  a  plain 
ticket.  To-day  the  shoe  shop  win- 
dows rank  with  the  millinery  stores 
in   the  matter  of  displays. 

"It  is  interesting  to  note  also  that 
in  s])ite  of  British  conservatism.  Am- 
erican styles  are  now  being  widely 
imitated.  .\t  a  recent  gathering  of 
shoe  men  in  London  a  man  who  is 
at  the  head  of  one  of  the  biggest  shoe 
distributing  concerns,  openly  said 
that  America  now  led  the  fashion  in 
shoes,  as  Prance  does  in  millinerv. 
At  present  the  modufied  form  of  the 
buiklog  toe  is  worn  by  all  the  young 
bloods,  and  the  newest  season's  sam- 
ples all  appear  to  have  been  made  on 
lasts   copied    from    American    models. 

"I  am  not  surprised  at  the  success 
of  the  multiple  shoe  stores  in  Bri- 
tain. Before  they  went  into  business 
the  average  shoe  store  was  a  dark, 
dismal,  evil-smelling  hole,  and  the 
storekeejier  was  in  keeping  with  his 
business.  Tb.e  (|uantity  of  stock  was 
insufficient  for  the  customers'  de- 
mands and  the  smart  fittings  of  to-day 
for  the  various  sizes  in  shoes  were 
unknown. 

"That  is  all  changed  now.  and  al- 
though many  a  small  retailer  has  been 
scjueezed  out  of  business  it  has  im- 
proved the  trade,  and  now  there  is 
intense  competition  between  the  big 
concerns   themselves." 


Placed  Their  Shoe  Sections  Where  Suggestion  is  Easiest 

How  A.  W.  Cressman,  Peterborough,  Developed  a  Boot  and  Shoe  De- 
partment Which  Looks  Well  and  Pays  Well  —  Importance  of  Location 
Near     the     Clothing     Departments  -  Distinct     and     Conjoint     Advertising. 


WE  always  had  a  desire  to 
go  into  the  hoot  and 
shoe  Hue.  We  heHeved 
that  we  could  make  such 
a  department  pay.  Two  years  ago 
when  we  enlarged  our  premises,  the 
opportunity  presented  itself  and  we 
are  not  sorry  that  we  made  the 
move,"  said  Harry  Cressman  of  A. 
W.  Cressman's  big  store,  Peter- 
borough. 

"Do  you  find  that  it  pays  you?" 
was  asked  by  The  Dry  Goods 
Review. 

"It  certainly  does.  Boots  and 
shoes  yield  us  a  good,  fair  profit  and 
we  are  well  satisfied  with  the  results. 
Of  course,  we  make  more  money 
out  of  our  v.romen's  department  then 
we  do  the  men's  but  that  is  because 
the  turn-over  is  larger." 

"If  starting  the  dry  goods  busi- 
ness again — say  in  another  town — 
would  you  add  boots  and  shoes?" 
was  the  next  quer3^ 

"We  would  if  we  had  the  room. 
We  have  tv/o  distinct  departments 
here — the  women's  and  the  men's, 
with  experienced  salespeople  in 
charge  of  each.  They  are  conduct- 
ed on  somewhat  different  lines." 

The  men's  branch  is  under  the 
personal  management  of  Harry 
Cressman,  who  also  exercises  super- 
vision over  the  ladies'  department 
although  ]\Iiss  Delaire  is  the  one  im- 
mediately in  charge.  Mr.  Cressman 
does  the  buying  for  both  depart- 
ments, which  are  in  dift'crent  i)arts 
of  the  large  store. 

The  department  for  men's  foot- 
wear  is   located   at   the   rear  of   the; 


men's  furnishing  and  clothing  sec- 
tion of  the  establishment.  \\dien 
opened,  a  practical  shoe  man  was  en- 
gaged for  a  year  during  which  time 
others  learned  the  details  of  the 
business  and  there  is  alwavs  an  ex- 
perienced hand  at  the  helm.  Air. 
Cressman  con.fines  his  stock  to  the 
output  of  about  three  makers  which 
sell  at  three  ])rices — $2.50,  $5  and  $6 


Patent    Blucher   Tie,    Plain   Toe 
Spring  line  Relindo  Shoe  Co. 
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shoes.  Xo  boys'  boots  are  carried. 
The  goods  are  neatly  kept,  the 
shelving  extending"  across  the  full 
end  of  the  store,  which  is  about 
twenty  feet  wide,  and  also  for  a  dis- 
tance of  eight  feet  along  either  side 
wall.  Reserve  stock  is  kept  else- 
where. 

"We   carry  on   an   average   abf)ut 
two  thousand  five  hundred  dollars' 


worth  f)f  men's  shoes,"  continued 
Air.  Cressman.  "We  formerly  dealt 
in  lines  cheaper  than  the  $3.50  shoes 
but  we  dropped  them  as  we  find  that 
it  pays  us  best  to  carry  the  better 
grade  of  footwear.  We  cater  large- 
ly to  the  men  of  Peterborough  and 
have  very  few  rural  customers  in 
our  men's  boot  and  shoe  department. 
We  perhaps  sell  the  most  five  dollar 
shoes.  All  our  goods  are  marked  or 
ticketed  in  plain  figures.  The  boxes 
are  labeled  as  you  see  with  "Cress- 
man's  Shoe  Department,"  the  price 
being  on  the  label.  Inside  the  shoes 
are  placed  woven  labels,  which  we 
have  made  in  Peterborough.  These 
are  sewn  on  the  lining  of  the  shoe 
by  the  makers  at  our  request. 

"\^'e  offer  something  special  every 
Saturday,  which  is  the  day  that  we 
dispose  of  the  largest  number  of 
])airs,  although  the  trade  is  quite 
steady  throughout  the  week.  We 
have  a  window  twice  a  week  and  in 
our  displays  of  men's  clothing  and 
furnishings  we  often  place  a  few  at- 
tractive pairs  of  men's  shoes.  We 
sell  footwear  a  good  deal  by  intro- 
duction or  by  suggestion,  as  it  were. 
A  customer  comes  in  for  a  suit  of 
clothes,  an  overcoat  or  an  outfit  of 
underwear  and,  in  looking  around 
sees  some  catchy  lines  of  footwear 
displayed  in  our  show  cases  at  the 
front  of  the  shop,  and  he  decides  that 
a  stylish  pair  of  shoes  will  help  him 
along  in  the  matter  of  rounding  out 
what  he  needs — complete  his  outfit 
of  new  things — and  he  buys.  We 
regard  this  department  as  the  com- 
ijlement  of  our  men's  furnishing  sec- 


THE    BEST    VALUE    IN    CANADIAN    SHOES 


are    those  made  by 


AMES-HOLDEN  Limited 

Canada's  Largest  Shoe  Manufacturers  TWO  FACTORIES 

HIGHEST    GRADE    OF    FINE    SHOES    AND    SOLID    LEATHER    STAPLES 

Complete  Stocks  for  Immediate   Shipments   at 

Montreal,  P.Q.  Toronto,  Ont.  St.  John,  N.B  Winnipeg,  Man.  Calgary.  Alta. 

Edmonton,  Alta.  Vancouver,  B.C. 


D  R  Y     GO  ()  1)  S     R  E  Y  T  E  W 


39 


tion  and  devote  as  much  attention 
and  suoervision  to  it  as  to  any 
other."" 

Selling  Women's  Footwear. 

One  uni(|uc  thing'  about  the  wo- 
men's slioe  department  at  Cress- 
man's  is  that  it  is  on  the  second 
floor  near  the  millinery  and  ready-to- 
wear  sections.  When  inaugurating 
it  Mr.  Cressman  was  told  that  he 
would  have  to  have  it  on  the  ground 
floor  if  he  wanted  to  make  it  pay,  but 
time  has  dispelled  this  prediction 
and  demonstrated  his  wisdom  and 
foresight  in  placing  it  on  the  second 
floor.  Its  fits  in  nicely  with  millinery, 
mantles  and  that  class  of  goods  and 
adjoins  the  ladies'  rest  room.  There 
are  female  furnishings  all  around 
and  one  reason  why  it  has  proved 
such  a  remarkable  success  is  its  ad- 
mirable location.  The  spot  is  quiet 
and  retired.  It  is  away  from  the 
downstairs  rush  on  crowded  days 
and  there  are  no  idle  curiosity  seek- 
ers, no  men  or  boys  wandering 
around.  The  fair  sex  feel  right  at 
home.  The  shoes  are  in  their  sec- 
tion of  the  store  and  there  is  a  sense 
of  privacy  and  freedom  which  could 
not  be  gained  were  the  department 
shifted  to  more  public  quarters. 
There  are  no  prying  eyes, — no  inter- 
ference— and  callers  can  remain  as 
long  as  the3'  please  and  feel  that  it 
is  their  very  own. 

Much  of  the  information  that  has 
already  been  given  relating  to  the 
management  of  the  men's  depart- 
ment will  apply  to  the  women's. 
Children's,  misses'  and  ladies'  shoes 
are  carried.     The  stock  is  more  var- 


ied than  the  men's,  as  women,  gener- 
ally speaking,  demand  more  novel- 
ties and  fetc'.iing  effects.  They  often 
buy  a  shoe  because  of  its  modish 
appearance,  some  striking  innova- 
tion, some  delicate  or  fashionable 
touch.  Mr.  Cressman  is  always 
on  the  look-out  for  nifty  goods 
and  natty  designs.  They  sell 
well  in  Peterborough.  The  stock 
embraces  four  or  five  thousand 
dollars  in  the  products  of  various 
makers.  All  sizes  and  widths  are 
kept.  Mr.  Cressman  does  not  be- 
lieve in  confining  his  stock  to  a  few 
makers  as  he  does  in  the  men's  de- 
partment because  women  desire 
more  variety,  distinction  and  indi- 
vidualitv  in  footwear  than  men.    He. 


Are  you  applying  satisfactory  solution 
to  knotty  problems  in  the  shoe  depart- 
ment ?  The  remedy  may  be  helpful  to 
others.    Tell  it  to  the  Review. 


Have  you  given  your  boot  and  shoe 
department  every  possible  advantage 
of  location .'  Read  the  story  of  one 
man's  success  in  this  issue. 
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Men's    Patent   Coll    Blucher      Spring 
line  W.  B.  Hamilton  Shoe  Co. 
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Ladies'  Patent  Blucher,  Knob  Toe, 

Wave  Trim  at  Top    Spring  line 

Minister,  Myles  Shoe  Co. 
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To  read  the  Revievkf  is  to  familiarize 
yourself  with  the  enterprise  of  other 
merchants.  All  of  the  best  methods 
have  not   yet   been   rounded  up. 


therefore,  includes  in  his  spring"  and 
fall  ])urchases  the  output  of  several 
manufacturers.  In  selling  men's 
slioes  it  is  seldom  necessary  to  shov,' 
more  than  three  or  four  lasts  while 
in  waiting  on  a  woman  it  may  be 
necessary  to  show  her  a  dozen  lasts 
to  please  her,  to  catch  her  fancy  or 
arouse  her  interest.  In  women's 
footwear  there  are  three  prices, 
$2.50,  $3.50  and  $5  and  the  firm 
specializes  on  the  two  former  lines. 
"We  do  more  business  in  the  wo- 
men's shoe  department,"  added  Mr. 
Cressman,  "then  we  do  in  the  men's 
but,  of  course,  we  carry  a  larger 
stock.  We  built  up  our  trade  and 
success  fully  launched  it  by  selling 
the     first     vear     at  extremelv  close 


-Wrm^mm^Mwm'hO^ 


Child's   Blucher,  from   Spring 
line   Geo.    E.    Boulter  Co. 
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Is    your   stock    representative  of  best 
selling  features  ?    The  style  hints  here 
E  given  will  be  of  helpful  interest. 


prices  and  giving  unusual  values. 
We  do  that  yet  but  do  not  sell  at  so 
narrow  a  margin.  We  were  the  first 
to  introduce  in  this  city  evening 
slippers  in  all  tints  and  shades." 

"Do  you  have  many  special  or 
stock  reduction  sales?"  was  asked. 

"We  offer  something  special  every 
Saturday,  and  occasionally  put  on  a 
six  or  seven  days'  sale.  Often  a  lady 
comes  in  to  look  at  our  special  lines 
and,  if  they  do  not  appeal  to  her,  she 
buys  something  better.  She  gets 
interested  in  our  offerings,  their 
style,  the  many  pleasing  assortments 
and  patterns  and  seldom  goes  away 
without  making  a  purchase.  When 
we  have  a  six  or  seven  days'  sale  we 
thoroughly  advertise  it  in  the  local 
j)apers  and  the  response  is  more 
general  and  ready  than  in  any  other 
regular  department  of  the  store. 
That  is,  we  have  more  customers 
and  sales  than  we  have  in  other  de- 
partments when  the  value  of  shoes 
is  taken  into  consideration.  So  far 
as  1  know  we  are  the  only  store  in 
Peterborough  carrying  the  very  nar- 
row widths  in  ladies'  shoes." 

Distinct  and  Conjoint  Advertising. 

"How  do  you  manage  your  adver- 
tising?" was  the  next  query. 

"We  have  window  displays  and 
then  we  have  a  special  shoe  case 
down  stairs  where  we  place  on  view 
several  choice  lines  and  the  latest 
styles.  Wq  often  advertise  shoes  in 
connection  with  our  regular  space  in 
the  papers.  Sometimes  we  utilize 
the  whole  space,  especially  when  we 
have  our  annual  midsummer  Chal- 
lenge    Sale  of     Shoes.      We  always 
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quote  prices  in  our  announcements 
as  well  as  have  all  goods  marked  in 
plain  figures.  We  also  have  a  spe- 
cial, separate  spot  in  the  press  de- 
voted exclusively  to  shoe  news  three 
times  a  week.  We  thus  have  dis- 
tinct and  conjoint  announcements 
in  connection  with  our  publicity  de- 
partment." 

In  the  women's  shoe  section 
there  are  about  forty  feet  of  shelv- 
ing for  the  regular  stock  which  does 
not  include  the  reserve  goods.  The 
footwear  is  admirably  arranged  and 
two  display  tables  are  used  for  spe- 
cial ofiferings,  all  bearing  neat  tick- 
ets regarding  the  selling  price.  In- 
dividual chairs  are  used  for  the 
ladies  to  try  on  shoes.  By  means  of 
special  prices  and  reduction  sales 
every  now  and  then,  Mr.  Cressman 
finds  it  an  easy  proposition  to  keep 
the  stock  clean  and  modern,  to  get 
rid  of  odd  or  slow  moving  lines,  and 
have  everything  spick  and  si)an.  The 
otTerings  in  colored  and  fancy  foot- 
wear, patent  leathcT',  box  calf  and 
vici  kid  are  large  and  representative  ; 
oxfords,  pumps,  slippers,  walking 
and  house  shoes  are  also  there  in 
endless  assortment.  Among  the  lat- 
est things  shown  for  fall  wear  are 
suede  and  cravenette  uppers  in 
Irish  green  and  champagne  with 
patent  leather  base.  These  styles 
sell  well  in  Peterborough. 

By  strict  oversight  to  the  needs  of 
customers,  by  handling  only  the  bet- 
ter class  of  goods  and  the  very  latest 
thincrs  in  the  footwear  world,  bv 
featuring  his  men's  and  women  s 
shoe  equipment,  and  keeping  the 
stock     clean     and     up-to-date     Air. 


Cressman  has  built  up  a  strong  shoe 
connection  and  patronage,  with  de- 
partments that  look  well,  pay  well 
and  are  integral  factors  of  no  small 
proportions  in  the  great  business 
that  he  has  reared,  and  made  his 
large  establishment  one  of  the  most 
prosperous  and  progressive  of  those 
located  in  the  smaller  cities  of  Can- 
ada. 


Ascertaining  Sales  Volume. 

"The  volume  of  your  buying," 
writes  an  experienced  shoe  man, 
"sliould  average  with  the  volume  of 
your  sales,  that  is  to  say,  if  your  sales 
amount  to  $50,000  per  year,  you  should 
figure  a  little  over  that  amount  of 
goods.     Certain  it  is  that  there  will  be 


The  Review's  boot  and  shoe  depart- 
ment gives  the  retailer  authentic  infor- 
mation upon  market  conditions  and 
style  tendencies. 


Bright  merchandising  methods  of  value 
to  the  progressive  retailer  are  discussed 
in  this  department. 
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Men's    Oxford  in    Patent    or   Dull 

Calf,  showing  new  Foxing    Spring 

line  Minister,  Myles  Shoe  Co. 
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Ladies'    Buttoned   Patent,  with   Patent 
Faced   Upper      Spring   line  Vic- 
toria Shoe  Co. 


s 
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Dainty   Patent  Tie    Spring  line 
Walker  Parker  Co. 
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Efficiency  in  store  service  is  what  every 
progressive  merchant  is  aiming  at  to- 
day.   Read  what  other  men  are  doing. 


end  of  a  season  and  no  sale  for  same 
for  at  least  six  months.  It  is  far  bet- 
ter to  have  a  few  customers  trade  at 
r)rowns'  across  the  way  because  they 
cannot  get  what  they  want  in  your 
store  than  it  is  to  carry  a  lot  of  truck 
which  in  the  end  is  going  to  cost  you 
$2  for  every  one  you  planned  on.  It 
is  far  better  to  be  called  conservative 
and  to  be  able  to  show  a  nice  bank  ac- 
count than  it  is  to  be  called  progres- 
sive and  be  hemmed  around  by  a 
bunch  of  creditors  all  the  time." 


A  guide  to  buying  and  an  aid  to  selling 
—that  is  one  of  the  outstanding  objects 
of  the  Review's  boot  and  shoe  section. 


xiine  styles  which  do  not  sell.  There 
u  ill  be  some  goods  which  do  not  bring 
the  prices  which  you  had  hoped  for 
and  this  ratio  will  vary  somewhat, 
but  on  a  given  stock  your  buying 
should  follow  your  sales  as  closely 
as  it  is  possible  to  figure.  If  your  sell- 
ing campaign  has  been  well  organized 
and  has  become  thoroughly  establish- 
ed, your  volume  of  sales  for  any  given 
year  may  easily  be  ascertained  and 
boosted.  Then,  too,  your  buying  or- 
ganization may  become  more  alert 
and  may  .■^how  an  increase.  Under- 
stand that  this  buying  simply  keeps 
pace  with  the  selling.  It  is  far  better 
to  lose  a  few  sales  than  it  is  to  find 
yourself  caught  with  three  or  a  dozen 
paris  of  shoes  on  your  hands  at    the 


Tans  Have  Sold  Well. 

Referring  to  the  sale  of  tans,  a 
New   York  correspondent   writes: 

"How  well  tans  have  sold  this  sea- 
son is  illustrated  by  a  little  incident 
which  came  under  the  writer's  obser- 
vation during  the  week.  A  gentle- 
man wanted  a  pair  of  tans  during  the 
rest  of  the  .Summer  and  the  early 
Fall.  He  went  to  his  dealer,  but 
found  that  he  had  nothing  he  want- 
ed. The  dealer  voluteered  to  visit 
the  wholesalers  and  went  to  every 
wholesale  house  in  one  cHstrict  in 
New  York,  but  did  not  succeed  in 
getting  wliat  was  wanted,  and  the 
disappointed  customer  had  to  take 
.something  he  didn't  want  because 
everybody  seemed  to  be  out. 

"The  dealer  said  that  sales  of  tans 
had  been  heavier  this  Summer  than 
ever,  but  he  didn't  add  that  manufac- 
turers had  taken  means  to  restrict 
the  output,  limiting  it  to  what  they 
deemed  might  be  the  re(|uirements 
of  a  retailer's  particular  section.  This 
has  enabled  the  retailer  to  clean  up 
his  stock  in  most  instances." 
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Prepare  for  a  BIG 
Spring  Underwear 

Trade 


JOHNNY  Canuck  is  a  good  spender 
at  all  times,  but  when  he  has  gar- 
nered   in    an    extra    big    crop  —  well! 

This  year's  big  crop  is  a  sure  sign  of 
big  Spring  business. 

And  the  way  orders  are  coming  in  for 


is  a  sure  sign  that  Underwear  Departments  are  going  to  be 
particularly  busy.  What  about  YOUR  Underwear  Department? 
"Hygeian"  is  by  long  odds  the  best  Hne  you  can  stock. 


SOLD     BY     THE    WHOLESALE     TRADE 
FROM   THE   ATLANTIC    TO    THE    PACIFIC 


EAGLE  KNITTING  CO.,  Ltd. 

HAMILTON  -  ONTARIO 

"Hygeian"  Waists  Are  Great  Sellers! 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Reviczv 
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Durability  .JIJ'I^purity'Ijs,     ^?- 


27    Da'.e    Street,    Manchester. 
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TRADE   MARK 


Sun    Mill,    Littleborough. 


THOS.   GRIMSHAW  &    SONS, 


Works: 
Sun  Mill,  Littleborough 

Branches : 
Liverpool — 21   Lei^h  Street 
Birmingham — 20  Cannon  Street 
London  Office— 6  Milk  Street,  E.G. 
Glasgow  Office — 40   Union  Street 
Sydney,  N.S.W.— 458  George  Street 


LIMITED. 


Hosiery   Manufacturers 

27   Dale   Street, 
MANCHESTER,  eng. 

Agent  tor  Canada,  A.    W.    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 
Specialty:   "OAK    TREE"    HOSIERY    and    UNDERWEAR 


UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  wiih 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR"  Seatid  Pants 
and  Drawers.  No  scams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


PATFNT 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  SilJt  and  Merino. 

ANY  GA'^MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

W/iol<siili-  oiihi 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWE 

Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers 
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Dry  Goods  Review 


—Agents— 

EDWARD  BURNS 

CO.,  LIMITED 

Toronto 

A.  L.  GILPIN, 
Montreal 

J.  A.  MURRAY, 
Sussex,  N.B. 

BRYCE  &  COMPANY, 
Winnipeg  &  Vancouver 


tKfje 


OTatsfon  jUanufacturing  Co 

Paris!  anil  ilirantforb 


Uimiteb 


(Ontario,  Canada 


Manufacturers 


OF  MENS. 


LADIES'  and 


CHILDREN'S 


RIBBED  KNIT 


UNDERWEAR. 


Dear   Sirs: — 

As  our  representatives  are  now  on  the  road  with  samples  for 
Spring  Season  1910,  and  will  shortly  be  calling  on  you,  we  beg  leave 
to  again  call  your  attention  to  our  splendid  range  of  summer 
underwear,  etc. 

1.  We  have  this  season  given  special  attention  to  the 
requirements  of  the  trade  in  ladies'  and  children's 
ribbed  knit  underwear  and  among  our  samples  you  will 
find  all  the  new  improved  Swiss ,  Ilet  and  Mesh  goods. 
There  are  also  a  very  large  variety  of  the  latest 
yokes  and  newest  trimmings. 

2.  The  men's  and  boys'  goods  have  not  been  neglected  and 

we  can  safely  say  we  have  a  splendid  range  of  these  goods, 
including  plain  and  ribbed  balbriggan,  in  all  shades, 
also  mesh,  as  well  as  lightweight  wools. 

3.  We  have  also  an  excellent  range  of  ladies',  men's  and 
boys'  golf  coats,  sweaters,  etc.,  including  in  all 
about  60  lines. 

4.  This  year  we  are  showing  a  magnificient  range  of 

hosiery,  including  cotton,  mercerized  and  cashmere 
in  all  shades,  which  will  appeal  to  our  customers. 

This  complete  range  of  samples  will  surpass  anything  shown  by 
our  competitors,  and  since  we  have  the  utmost  confidence  in  our 
friends,  we  feel  certain  that  they  will  wait  for  our  travellers  before 
placing  their  orders  elsewhere,  and  when  they  see  our  goods  they 
will  feel  perfectly  saLisfied  that  our  samples  verify  our 
statements . 

Yours  respectfully, 

THE  WATSON  MANUFACTURING  CO.,  Limited 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


NeAvs  of  Season's  Trade  in  Knitted  Goods 

Payne  Tariff  Bill  Likely  to  Accentuate  German  Competition  for  Cana- 
dian Hosiery  Business  Retailers  Report  Good  Demand  During  Summer 
Months  —  The  Outlook  for    Winter    and    Spring    Very    Encouraging. 


THAT  llic  Payne  larilT  bill  is  lii<('Iy  to  bo  respon- 
sible for  some  very  interesting  developments, 
of  particular  importance  to  Canadian  buyers, 
in  tlie  German  hosiery  market,  is  the  sialement 
made  by  those  who  'have  figured  the  matter  out.  As  is 
generally  kiuiwii,  the  increase  of  forty  per  cent,  on  goods 
of  the  $2.2.")  class,  entirely  removes  the  Tnited  Slates  as 
a  factor  in  tha,t  particular  line. 

"This  will  have  a  tendency,"  said  a  wholesale  man, 
"to  accentuate  t'he  competition  between  (Jermau  manu- 
faclurers  in  reaching  out  to  available  fields,  and  will  also 
tend  to  increase  consumption  in  the  line  mentioned,  as 
the  result  of  reduced  prices  which,  it  appears  to  me,  will 
(•nine  as  the  result  of  that  keenness  of  competition. 

Cerlaiiilv,  the  manufaclurer  will  have  to  look  about 
him  for  possible  channels  through  which  he  ma.y  make 
up,  to  some  extent,  for  the  loss  of  his  United  States  trade. 
The  great  influence  which  the  United'  Slates  has  exerted 
in  the  fixing  of  prices  having  now  been  removed,  so  far 
as  the  lines  mentioned  are  concerned,  it  is  now  up  to  the 
Canadian  buyer  to  study  'his  market  very  closely  in  order 
that  he  ma.y  buy  to  best  advantage.  So  far  as  the  higher- 
priced  lines  are  concerned,  United  States  buyers  will  still 
be  a  factor  in  the  European  markets,  but  tiie  new  tariff 
will  place  the  $2.25  lines  entirely  into  the  hands  of  the 
home  manufacturers.  It  is  not  at  all  surprising,  therefore, 
that  the  'Germans  should  show  some  desire  for  negotiations 
looking  towards  better  arrangements  with  Canada. 

-J- 

Good  Summer  Business. 

Retailers  state  that  duiing  the  past  two  montrs  there 
has  been  exceptionally  good  business  in  lines  suitable  for 
sununer  resort  or  outing  wear.  Knitted'  coats  of  every 
l\pe,  for  men  an<l  women  and  children  have  been  moving 
briskly;  in  fact  some  houses  state  that  their  sales  of  these 
lines  during  the  month  of  August  have  exceeded  those  of 
any  month  this  year.  It  is  also  evident  that  the  arrival 
of  three-quarter  and  even  4S-inch  lengths  is  paving  the 
way  toward  another  likelj"  departure  in  this  class  of  goods. 
Manufa,cturers  have  had  every  warrant  for  their  strong 
specializatiiui  in  this  field  and  it  speaks  well  for  their 
work  that  they  'have  so  identified  with  it  those  essentials 
of  style  which  make  it  a  strong  feature  of  the  market. 
In  every  knitted  goods  department  of  any  importa.nce  the 
knitted  coat  forms  part  of  the  basic  display.  Some  strik- 
ing color  combinations  have  been  worked  out  in  these 
garments,  but  plain  colors  are  probab'y  the  best  sellers. 
Whites,  greys,  and  I'eds  have  all  done  well.  One  house 
is  showing  a  very  neat  effect  in  grey  with  pipings  of  red. 
and  'with  pockets  finished  in  red.  Another  striking  coal 
was  of  a  blue  shot  effect  wiMi  C(dor  of  a  camel's-hair 
brown — a    very    distinctive-looking  garment. 

Retailers  who  have  been  interviewed  in  the  matter 
appear  well  satisfied  with  summer  sales  of  underwear. 
They  state  that  there  have  been  an  enormous  demand  for 
goods  of  the  short-limbed  athletic  variety,  both  in  the 
nainsook  a,nd  mesh  lines,  and  that  lightweight  balbriggans 
of  staple  knit  have  likewise  figured  in  the  activity.  In 
spite   of   the    fact    that    it    has   been    a    green    month    foi' 


slaughter  sales  it  is  an  inicrcsiing  fact  that  there  ha.s 
been  an  improvement  in  the  demand  for  higher  grade. 
Heads  of  departments  slate  thai  they  regard  this  as  a  good 
omen  for  winter  business. 


Meausring   Up  to    1907. 

V\-ii\n  the  wh(ilesalei''s  p(jint  of  view  there  has  been  little 
to  complain  of  in  Sunimei"  sorting  or  Fall  pla.cing.  Tiie 
year,  so  it  is  stated,  will  uiuhuibtedly  average  in  advance 
of  1!>07,  and  the  Spring  outlook,  judging  from  business 
already  done,  is  very  encouraging.  Each  succeeding  sea- 
son shows  inai-ked  advancement  in  the  standards  of  manu- 
faclinc,  and  greater  attention  to  good  selling  essentials. 
The  combiuaf inn  gai'nieni  is  gradujilly  coining  to  its  own, 
and,  needless  to  say,  the  widea'vvake  manufacturer  who  is 
specializing  on  these  garments  has  recognized  the  im- 
portance of  fitwell  features,  and  is  showing  a  commendable 
inclination    to   co-operate    wit'h    retailers    along   that    line. 


The  Hosiery  Department. 

"Everything  that's  neat  is  good  style,"  said  the  head 
of  a  large  hosiery  department  when  asked  for  a  state- 
ment as  to  the  season's  business.  He  substantiated  his 
statement  by  showing  samples  of  some  of  his  best  sellers. 
These  for  the  most  part  gave  prominence  to  plain  tones 
and  delicate  stripe  and  embroidered  effects.  For  men's 
wear,  the  c'ocked  hose  are  particularly  well  favored.  In 
the  ladies'  department  zephyrs  have  been  in  good  demand 
wit'h  the  'high-class  trade,  and  from  the  same  source  there 
has  been  good  business  in  silks.  Some  very  beautiful 
underwear  in  silk  has  been  shown  by  the  exclusive  stores, 
but  sale  of  these  has  been  confined  entirely  to  the  ex- 
tremely fashionable  trade,  and  the  dema,nd,  therefore, 
somewhat  spasmodic. 


A  Seamless  Fashioned  Hose. 

One  of  the  real  exceptioua,!  things  shown  in  men's 
hose  for  Spring  is  a  four  thread  lisle  seamless  fashioned 
hose  to  retail  at  35  cent's  or  three  pairs  for  a  dollar,  put 
up  in  attractive  boxes.  The  combination  of  a  seamless 
and  fashioned  hose  at   this  price  is  rare. 

Another  strikinu'  novelty  for  Sprina-  is  tlie  ranye  of 
strii)ed  jacquards  to  retail  at  50  cents.  Lines  of  this 
ualnrc  could  formerly  not  be  retailed  less  than  To  cents. 


Robt.  C.  Wilkins  Co..  Limited. 

The  business  formerly  carried  on  by  Robt.  C.  Wilkins, 
has  been  taken  over  in  its  entirety  by  Robt.  C.  Wilkins 
Co.,  Ltd.,  Montreal.  Mr.  R.  C.  Wilkins  is  president,  and 
no  change  will  be  made  in  the  conduct  of  the  Rooster 
P.raiid  business. 


All  Grades  of  Knitted  Goods  Selling  Well  in  New  York 

Prices  of  Underwear  Have  Advanced— Union  Suits  Growing  in  Favor 
—Good  Prospects  for  Splendid  Hosiery  Business  —  Silk  Lines  Active. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Aug.  31. 

PROSPERITY  for  the  coming  season  is  the  outlook 
in   the   knit   goods   market    at   the   present    time. 
Buyers  who  are  in  the  city  now,  are  buying  at 
present  prices,  to  such  an  extent  tliat  things  look 
very  favorable.     It  might  be  said  that  all  grades  are  sell- 
ing, with  no  speciality  for  leader. 

The  prices  of  underwear  have  advanced  from  5  to  74 
per  cent.  This,  however,  is  not  having  any  difference  in 
tdie  business,  which  is  far  better  at  the  moment  than  it 
was  sometime  ago. 

Balbriggans  are  in  demand,  and  some  of  the  largest  sales 
in  years  have  been  made  this  season,  on  them.  It  looks 
as  though  balbriggans  were  going  to  have  first  choice  over 
all  others  in  a  short  time  to  come. 

Union  suits  are  growing  in  favor  more  and  more,  and 
in  ribbed  lines  for  women,  the  sales  have  been  quite  large. 
Some  heavy  weights  have  been  re-ordered  the  past  week, 
and  also  .some  of  the  standard  fleeces  have  come  in  for 
their  share  of  re-orders. 

Sweaters  are  selling  more  and  more  as  the  season  ad- 
vances, and  the  heavy  business  closed  up  some  of  the 
mills  long  ago.  Duplicate  business  is  coming  fast,  and 
manufacturers  are  in  somewhat  of  a  quandary  of  how 
they  are  going  to  make  deliveries  at  specitied  dates. 

The  sales  of  the  sweater  coats  for  women,  children 
and  men  have  been  enormous,  and  they  are  still  continu- 
ing good  in  the  retail  centres.  Retailers  will  certainly 
reap  a  great  harvest  this  seaon  on  sweaters,  as  the  vogue 
for  them  is  growing  larger  every  day.  For  Fall,  when  the 
cool  weather  starts  in  they  will  be  even  in  greater  request. 
That  is  what  is  puzzUng  the  jobbers  and  manufacturers, 
how  to  supply  the  demand,  when  the  rush  comes,  for  some 
of  their  mills  are  so  crowded  with  work  now,  that  there  is 
no  possible  chance  of  taking  any  more  orders.  This  gives 
all  the  manufacturers  a  chance,  and  one  is  as  busy  as  the 
other. 

The  sweater  coat  has  grown  to  be  almost  as  much  of 
a  necessity  as  an  overcoat.  All  classes  of  peop'e  use  them. 
The  styles  and  colors  are  varied,  and  one  can  get  some 
bealtiful  models  taking  as  they  do  all  the  latest  develop- 
ments in  fashionable  garments  and  costumes. 

The  form-fitted  models  are  the  best  favored  now,  as 
these  are  in  keeping  with  the  styles  of  cloth  garments  that 
are  claiming  the  attention  this  season.  These  style  sweat- 
ers come  in  all  weaves  of  designs  in  the  longer  lengths, 
the  45-inch  lengths  being  in  the  lead,  with  many  demands 
for  the  50  to  54-inch  lengths. 

Large  Hosiery  Business. 

Knitted  scarfs,  and  muftiers  are  also  coming  in  for  a 
share  of  popularity.  These  are  way  ahead  of  last  year 
in  their  orders.  A  great  number  of  novelties  are  being 
shown  this  season,  which  are  meeting  with  wonderful  suc- 
cess in  the  trade.  Knitted  articles  of  every  kind  are  meet- 
ing with  good  reception,  and  it  is  doubted  whether  many 
shoppers  will  overlook  the  knit  goods  department  this  sea- 
son in  their  shopping  tours  for  tlieir  Fall  supplies. 

There  has  never  been  a  time  wlien   tlie  prospects  for 


a  large  hosiery  business  was  as  healthy  as  it  it  this  year. 
On  account  of  the  conservatism  of  the  buyers  last  season, 
the  stocks  are  pretty  well  exhausted  with  a  result  that  in 
some  instances  entire  stocks  have  had  to  be  supplied  to 
meet  the  demands  that  buyers  expect  for  this  Fall. 

In  the  past  few  weeks  the  re-orders  have  been  quite 
large,  exceeding  those  placed  at  the  beginning  of  the  sea- 
son. 

Silk  hosiery  is  selling  better  this  season  than  ever. 
The  reason  attributed  to  this  is  the  possibility  of  the  hos- 
iery man  to  get  out  a  silk  hose  at  such  a  reasonable  price, 
as  they  can  be  obtained  for  to-day.  It  has  so  increased 
the  business,  that  there  are  almost  as  many  silk  sold  as 
cotton  or  other  kinds. 

Silk  hosiery  has  always  exercised  a  seductive  influence, 
every  woman  yields  to  this  craving  sooner  or  later — once 
she  indulges  she  becomes  a  life-long  slave  to  it.  Once 
considered  as  a  luxury,  and  used  within  a  prescribed  circle 
on  special  occasions,  the  distribution  was  limited,  but  hap- 
pily, conditions  have  changed,  so  that  silk  hosiery  is  to- 
day within  reacii  of  all.  Be  the  demand  luodest  or  most 
exclusive,  amjjle  provision  has  been  made  by  the  hosiery 
manufacturers  to  cover*  the  demand. 

The  embroidered  silk  hosiery  represented  in  the  retail 
shops  are  copies  of  beautiful  patterns.  Plain  black  and 
colored  hosiery  have  been  improved  upon  by  the  addition 
of  many  new  features,  which  have  made  them  practically 
as  durable  as  hosiery  of  stronger  material,  and  have  given 
them  double  life.  These  additional  features  are  "lisle 
split  sole,  self  and  unbleached,"  "inner  lined  lisle  sole." — 
these  latter  strengthen  the  sole  and  retain  the  appearance 
of  an  entire  silk  foot — "double  garter  tops,"  and  "lisle 
garter  tops,"  of  extra  width.  Extra  wide  tops  are  par- 
ticularly practical,  obviating  binding  and  excessive  stiain. 

These  additional  features  retain  every  quality  of  luxury 
without  detraction-,  and  have  moved  silk  hosiery  into  the 
practical  realm. 

How  to  Wear  Silk  Hose. 

The  correct  way  of  wearing  silk  hose  is  an  important 
thing  to  observe  and  know.  The  life  of  silk  hosiery  can 
be  materially  lengthened  with  a  little  care  and  attentioa. 
The  first  requisite  is  to  get  the  proper  size — if  the  foot 
has  play,  the  hose  not  drawn  or  binding,  the  foot  strain- 
ing will  be  avoided,  and  threads  will  be  le.ss  liable  to 
break  and  run.  There  is  no  remedy  for  the  evil  caused 
by  hose  supporters — these  are  the  most  destructive  ap- 
pliances used  to  which  there  is  no  redress. 

Stretching  the  hose  before  putting  on  the  shoe  will 
also  be  found  an  additional  means  of  adding  to  the  wear. 
Proper  laundering  is  also  essential — many  launderies  use 
hot  irons,  which  weaken  the  fabric.  Hot  irons  should 
never  be  applied  directly  to  the  surface  of  any  silk  fabric. 
Silk  hosiery  should  be  washed  in  suds,  not  rubbed,  and 
laid  between  protecting  cloths  and  pressed  out.  These 
hints  are  always  good  to  know,  both  for  the  buyer  and 
the  retailer,  as  a  saleswoman  may  enlighten  her  customer 
on  the  subject,  and  it  may  be  the  means  of  the  customer 
returning  for  more  hosiery,  on  account  of  the  good  ad- 
vice from  this  saleswoman,  or  man,  whichever  it  may  be. 
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Monarch  Knitting 
Company,  Limited 


DUNNVILLE 


ONTARIO 


d.  The  cut  on  the  right  shows 
a  styHsh  garment,  made  from 
the  finest  Australian  Stock. 
Being-  closely  knitted  it  will 
retain  its  shape  indefinitely. 
We  shall  be  pleased  to  send 
you  sample  of  this  coat,  No. 
905,  which  will  sell  at  sight, 
and  for  which  there  is  bound 
to  be  a  big  demand. 


Underneath  is  cut  of  the 

Bradley  Fuii-Fashioned  Muffler 

^  The  only  one  thaty?/^;  notice  the  V-shaped 
neck  which  distinguishes  it  from  all  others. 
There's  extra  good  profit  in  handling  this 
line  and  we  shall  be  helping  you  by  extensive 
advertising. 

Let  us  send  you  samples  of  these  goods 
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The  fussiest  men  will  appreciate 
the    shapeliness    and    finish    of 

EUREKA  UNSHRINKABLE  UNDERWEAR 

The  meanest  men  will  be  convinced 
that  they  are  gfctting-  the  best 
underwear   value    in 

EUREKA  UNSHRINKABLE  UNDERWEAR 

Stout  men  will  have  no  trouble  in 
g'etting'  comfortable  underwear  if 
they  buy 

EUREKA  UNSHRINKABLE  UNDERWEAR 

Slim  men  will  get  good  fitting; 
underwear    if   they    buy 

EUREKA  UNSHRINKABLE  UNDERWEAR 

Fishermen,  lumbermen,  miners, 
mechanics,  farmers  and  all  those 
who  wear  medium-priced,  heavy- 
weight underwear  will  be  satisfied 
if  they  buy 

EUREKA  UNSHRINKABLE  UNDERWEAR 


Better   send    for    samples    to-day 
if  you  have  not  yet   seen  our  line 

Nova  Scotia  Knitting  Mills,  Limited 

Eureka,  Nova  Scotia    


GUARANTEED 
UNSHRINKABLE 


What  a  satisfaction  it  is  to  a  retailer  to  handle 
a  line  of  goods  which  are  backed  by  a  guar- 
antee !  Especially  is  this  the  case  when  dealing 
in  underwear,  as  there  are  many  brands  which 
claim  to  be  unshrinkable,  which  are  useless 
after  the  first  wash. 


"CEETEE" 


brand  of  uuderwear  is  absolutely  guaranteed 
NOT  TO  SHRINK.  We  will  cheerfully  re- 
place any  garment  which  does  shrink.  Other 
features  of  the  CEETEE  brand  are  its  fit, 
finish,  durability  and  softness  to  the  skin.  These 
garments  never  fail  to  give  satisfaction. 


I 


THE  C.  TURNBULL  CO.  OF  GALT,  LIMITED 

GALT ONT. 


Age  and  Honor  Did  Not  Save. 

Bradst reefs  and  Dun's  a.nnounee  that  one  of  the  oldest 
and  most  honorable  mantifaeturing  firms  in  Canada  has 
g'one  into  liquidation. 

Aije  and  honor  has  not  prevented  commercial  death. 
They  were  never  alone  known  to  do  so.  The  trou))!e  with 
this  particular  firm  w«s  thai  with  ajje  did  nni  ;'(in;e  the 
rcaliza.tiiin  of  the  fact  that  to  keep  in  business  was  to 
keep  v\)  til  date.  They  had  an  idea  that  ^because  they 
had  1)1  en  in  business  many  yeai's  it  was  not  necessary  for 
them  til  i^ive  publicity  to  their  products.  They  did  not 
believe  in  advertising.  They  thought  that  those  who 
needed  their  products  would  know  where  to  find  them. 

A  few  years  ago  a  retailer  wrote  to  a  business  friend 
itsking  him  if  a  certain  line  of  goods  was  made  in  Canada. 
This  happened  to  be  the  very  line  which  the  company 
that  has  now  gone  into  liciuidation  made.  The  party  re- 
ceiving the  letter  diew  the  attention  to  the  president  iif 
liie  ciincern  to  the  enquiry  and  the  latter  declared  that  the 
retailtr  who  made  the  encpiiry  was  a  b'ank  fool.  "Every- 
biidy"  he  said,  "that  has  brains  knows  perfectly  well 
that   we  manufacture  that   line." 

Age  and  honor  plus  industry  and  enterprise  are  valii- 
al)le  business  building  qualities.  Age  and  honor  pins 
Ictiiargy   and   stupidity.   sti])erinduce   dry  rot. 


The  World's    Cotton  Requirements. 

(iovernment  estimates  show  that  of  the  world's  1,- 
.")()(l.()'0(),(MK)  population  about  one-third  regularly  wear 
clo'thes,  about  75'',('00,0f>0  are  partially  clothed,  and 
25n,nno,0'00  habitually  go  almost   naked. 

To  clothe  the  entire  population  of  the  world  would 
require  12,0'(l'(),0(lO  bales  of  cotton  ul  .Kid  iiounds  each, 
assfots   a    writer    in   an    exchan«(^ 

India,  Hussia,  liiazil  and  Kgyjit  add  only  a  mite  to 
t'lic  world's  s  ipply  of  cotton,  which  is  dependent  upon 
Sout'rern  Tnitel  States.  P'rom  those  former  sources 
there  has  not  been  a  large  increase  in  recent  years. 

Kgy,  t  shipped  85!),0(I0  bales,  average  weight  7.':iO 
poimds,  in  7901  ;  !)(!!), I>0n  in  19'(i7-8.  India's  yield  went 
up  from  .'i, 796, 000  bales  (100  pounds  each)  in  1901  to 
1,115,000'  last  year.  Kussia,  growing  in  A.siatic  prov- 
inces, gained  from  ;:!50,000,  of  500  pounds  ea.ch,  to  fiOO,- 
000.  Brazil's  exports  fell  from  211,000  bales  in  1901  to 
(/(),000  lai-t  year. 

Irrigation  works  on  the  lower  Nile  are  e.xi)ected  to 
leclaim  a  million  acres  of  land  for  cotton,  'increasing  the 
crop  there  to  about  2,00'OVOOO  bales. 

With  the  present  area  of  cultivation,  the  Southern 
States  are  good  for  ten  to  thirteen  or  fourteen  million 
bales  of  500  pounds  each. 

If  the  world  should  all  go  to  wearing  clothes  and 
want  the  35,nfl'0,000  to  40,000,000  bales  which  the  gov- 
ernment statistician  estimates  would  be  needed,  the 
South  would  have  to  supply  the  demand.  The  Southern 
States  have  an  avai'able  area  for  crops  of  30,000,000 
bales. 


James  Pringle,  Stratford,  has  joined  the  clothing  manu- 
facturing firm  of  Thornton  &  Dotiglass,  HamiJton,  as 
treasurer.  Mr.  Pringle  has  not  been  in  business  in  Can- 
ada since  he  disposed  of  the  Classic  City  Mills  to  the  Mc- 
liPod  Mil'iug  Co.,  some  few  years  ago,  but  has  been  identi- 
fied with  a  larue  concern  in  Milwaukee. 
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>.   TRADE     m  MARK 

ZlhHERKN 


ZIMMERKNIT 

Balbriy^an  Combinations 


These  goods  are  remarkable  for  especially  good 
quality  in  make  and  finish.  They  not  only 
are  good,  but  look  good.  A  large  number 
of  your  customers  prefer  BALBRIGGAN 
to  anything  else  in  underwear,  and  the 
ZIMMERKNIT  Balbriggan  will  fully  meet 
their  requirements. 

They  are  made  up  in  two  styles — one  with 
long  sleeves  and  ankle  drawers,  (as  shown  in  cut), 
the  other  with  short  sleeves  and  knee  drawers. 


I 


T   IS    REMARKABLE  that  modern  opinion 

has  completely  veered  round,  and  has  now  de- 
creed in  favour  of  lighter  weight  underwear 
and  loose-fitting  garments,  and  these  are  now 
being  accepted  all  over  the  world  as  the  most 
healthy  and  comfortable.  It  is  interesting  to 
note  that  this  style  of  underwear  had  its  origin  in 
Canada  in  the  goods  of  the  "ZIMMERKNIT  " 
BRAND,  which  still  lead  for  comfort,  finish 
and  durability. 


SELLING  AGENTS ; 

WM.  R.  BEGG,  88  Bay  St.  TORONTO 

S.M.CAMPBELL,    Hammond  Bldg.     WINNIPEG. 
A.  R.  McFARLANE,  -  VANCOUVER,  B.  C. 


ZIMMERMAN 

MANUFiACTURING    CO. 

LIMITED    


Hamilton 


Ontario 
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Jaeger  Pure  Wool 


Underwear  Gloves  and  Hosiery 

Knitted  Coats  Dressing  Gowns 

Fancy  Knitted  Goods    Rugs  and  Blankets 

Fleece  Slippers 


Our  stock  is  fully  assorted  for  fall  business. 
Mail  orders  receive  prompt  attention. 


For  trade  terms  and  catalogue  apply  to 

Dr.  Jaeger's  Sanitary  Woollen  System  Co. 

LIMITED 

52  Victoria  Square,  Montreal 


A  Long  Experience  Lies  Behind 
Every  Zenith  Garment 

are  one  of  the  oldest  established  manufacturers  of  underwear  in 
i^anada.  Zenith  Brand  is  therefore  the  product  of  the  longest  ex- 
perience in  the  making  of  underwear  for  the    Canadian    Market 

know   that  Zenith    Brand    is  the  best  quality  of  underwear  made 
a    Canadian    mill ;    and    our    extensive    list    of    regular    customers 
know     that    the     quality     of    Zenith    Brand    brings    in    repeat 
orders. 

If   you    are    looking    for    a  line   of  underwear  that  will  arouse 
the  satisfaction  of  every  customer,  just  try  Zenith  Brand. 

Travellers    now     showing    Samples    of    Zenith 
Brand  underwear  for  fall.     U  is  manufactured  by 
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Did  you  ever  look  at  the 
"FRONT"  of  a 


It's  nice,  strong  sateen. 

The  buttonholes  hold  without  fraying  or  ripping. 

Cheaper  waists  have  a  self-fabric  front  with  buttonholes  that  look  all  right 
until  the  waist  is  worn  and  then  the  complaints  start  in. 

This  can't  happen  with  the  NAZARETH  WAISTS. 

It's  just  one  of  the  little  things  that  count  toward  the  satisfaction  of  customers. 

Millions  of  mothers,  thousands  of  retailers  and  hundreds  of  wholesalers  swear 
by  the  NAZARETH  WAIST— not  *  t  it. 


Look  for  this 


Trade  Mark 


The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary,  Alta. 

VV.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 
J.  A  M.  Murphy, 

W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macncc  4  Minnes 

London,  Ont. 
R.  C.  Struthers  4  Co. 
Robinson,  Little  4  Co. 


Montreal,  Que. 

W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  4  Co.,  Ltd. 
Grccnshieids  Ltd, 
Hodgson,  Sumner  4  Co. 
A.  Racine  4  Co. 
Brophy,  Parsons  4  Rodden 
Kyle.  Cheesbrough  4  Co. 
Mclntyre,  Son  4  Co. 
P.  P.  Martin  4  Co. 
A.  O.  Morin  t  Co. 

Quebec,    Que. 

Thibaudeau.  Freres  &  Cie., 
McCall.  Shehyn  4  Co.. 
Gauvreau.  Beaudry  i  Cic.. 


Ottawa,  Ont. 

John  M,  Garland,  Son  4  Co. 


St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  4  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros.,  Lid. 


Toronto,  Ont. 

John  Macdonald  4  Co. 
Beattv.  Kerr  4  Verner 
W.  R.  Brock  Co..  Ltd. 
Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 


Winnipeg,  Man. 

R.  J.  Whitla  4  Co.,  Ltd, 
Robinson,  Little  4  Co. 


,  Nararefh/     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


ihm^^J^P^ 


350  Broadway, 


New   York 


Canadian    Representatives  :- 

E.  H.  Walsk  ^  Co. 

Toronto  and  Montreal 
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Stop  Driving   Trade  Away 
From  Your  Store 

Some  people  resent  the  fact 
that  you  haven't  their  size  in 
underwear.  They  take  it  as  a 
personal  slight,  especially  as 
"that  other  store  carries  all 
sizes." 

"Those  people  are  unreason- 
able." Perhaps,  but  their 
money  is  good,  and  SALES 
are  Avhat  you  are  in  business 
for. 

Stanfield's 

UNSHRINKABLE 

Underwear 

gives  you  a  range  to  suit  every 
figure.  Made  in  all  sizes  from 
22  to  70  inches  chest  — and 
every  garment  fitted  on 
models  to  determine  its  exact 
measurements. 

WRITE    FOR    SAMPLES 

STANFIELDS   Limited 

TRURO,       -        -       N.S. 


^r/^/e  I 


ArUNSHRINKABLE»> 


^;j^    Trade  A^arK 


PEN- 
ANGLE 

Underwear 

is  the  best  made,  the  best 
advertised  and  has  the 
largest  sale  in  Canada. 
These  are  points  worth 
remembering. 

PENMANS,  Limited 


PARIS 


CANADA 


HOW  WE  HELP  YOU  TO  SELL 

Wolsey  Underwear 


One  of  the  "ads" 
appearing  in  ne^vs- 
papers  during  the 
season.      :     :     :     : 


ORDER  FROM  YOUR  WHOLESALER 


The  Only 

Dressing  Sacques  and  House  Gowns 

that  are 

Advertised 


We  are  putting  forth  every  energy 
to  help  our  customers  sell  more 

ottfCeece 

ElDERDOWf^ 

Garments  for  Women 

The  result  is  showing  in  greatly  in- 
creased sales.  "  Galtfleece  "  Garments 
are  right  in  the  first  place,  and  then^ 
they  are  well  advertised. 

Let  us  send  you  a  prospectus  of  our 
advertising  plan. 

THE  GALT  KNITTING  COMPANY,  Limited 

CALT,  ONT>RiO. 
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MOST 

WISE 

RETAILERS 


are  looking  ahead  for  the  1910  Spring  Trade, 
and    the   wisest  ones   are   placing   orders    for 

"I LET"   Birdseye 
Elastic  Underwear 

These  goods  are  the  very  last  word  in  Under- 
wear, some  of  the  leading  features  of  the  "Ilet" 
being  its  coolness,  elasticity,  comfort  in  wear- 
ing and  durability.  These  garments  have 
invariably  proved  phenomenal  sellers,  and  they 
are  uniformly  high-class  goods,  which  always 
give  satisfaction.  We  also  make  the  "Oxfokd" 
Fine  Swiss  Ribbed  Underwear. 


The  OXFORD  KNITTING  CO.,  Ltd. 

WOODSTOCK,      :        :        :        :        ONTARIO 


The  "  ILET" 


Our  Travelers  are  now  showing  the  Largest  Range  in  the  Trade  of 

Lisle  Hosiery  for  Spring,  1910 


A  WIDE  RANGE  OF  COLORS 
BEAUTIFUL   EMBROIDERIES 


LACE  EFFECTS 
EXCLUSIVE  JACQUARDS 

And  several  qualities  in  highly-finished  Silk  Lisle,  all  colors. 


These  goods  come  from  the  best  factories  in  Germany,  and   are    the  choicest  de 
signs  that  the  world  produces.     Such  a  varied    and    carefully  designed  range  has 
not  been  shown  before,  unless  by  the  largest  hosiery  dealers  in  the  United  States. 


Many  lines  of  Men's  Lisle  Hose  to  re- 
tail profitably  at  25  and  50  cents  that 
formerly  could  not  be  sold  at  the  price. 


Values  you  never  saw  before  in  Lad- 
ies' Hosiery  to  retail  at  25,  35  and  50 
cents. 


Place  your  orders  early  and  share  in  these  sav- 
ings.    Spring,  1910,  will  be  a  big  hosiery  season. 

PERRIN,   FRERES    &   CIE 

Mark  Fisher  Building  ::  ::  ::  ::  ::  ::         MONTREAL 
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Dry  Goods  Review 


St.  George  Brand  i 

Underwear  for  Men        I 


4p 


4) 


made  in   various  weights  and  textures 

WOOLNAP 


(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
for       your       protection      and     ours. 


s 


To 


THE  HALL-MARK  OF  Refri»t«red  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descenda. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Aiisolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


be   had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses 


AuWoolUnderclothing 


S^^^*"4 


WASHING. 

EVERY 

GARMENT 

CUAJiAIITEED 


Unshrinkable 

Udies.(ien|!enieris  *  ehildren's  Underwedr 


ANY 
GARKENL 


WASHING 
WILL 


REPUCED 


IN  WeightsSuitable  for  allSEASONS. 


Two 

Strong 

Giiar= 

antees 

Accompany 


BRITANNIA       UNDERWEAR 


Positively  Unshrinlsable 
Through  Washing. 


Any  Garment  Shrunk 
will  be  replaced. 


Britannia  is  a  high  grade,  finest  quality, 
all  wool  creation— in  every  size. 

Worn  and  admired  by  the   best  people. 

Your  wholesaler  will  supply  you. 
Britannia  Underwear  sells  on  its  merits. 

Attractive  Sales-helps  sent  you  for  the  asking. 


Duncan  Bell, 


Canadian 
Representative 

Manchester  Building,  301  St.  James  Street, 

TORONTO  MONTREAL 


GOODS  OF  QUALITY 


MARK 


MADE  BY 
theGODERICH  knitting  CO 


U 


We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a  pleasure 
to  you. 

The  Maple  Leaf  Brand 
of  Hosiery  and  Mitts 


WE  ARE  IN  A  GOOD   POSITION  TO  FILL 
SORTING  ORDERS  FOR  FALL  DELIVERY. 


» 


Goderich  Knitting  Co. 

Godericb,  Ont. 


LIMITED 


SELLING  AGENTS: 
J.  E.  McCIung,  Toronto,  for  Ontario. 
Fred  S.  White,  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt,  Hanley,  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que.,  for  Quebec. 
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Know  Beforehand 

That  the  Black  Stock- 
ings You  Sell  are  Going 
to  Satisfy 

Before  you  buy  them  ;  before  you 
sell  them;  know  positively  that  the 
dye  is  fast  and  pure,  fl Comebacks 
and  complaints  cause  quick  decay 
in  any  department.  ^  Don't  risk 
your  reputation  with  imitation  "fast " 
blacks.  There's  not  even  an  extra 
profit  inducement  in  selling  imper- 
fectly dyed  black  hosiery.  flOn  the 
other  hand— you  can  sell  more  stock- 
ings if  you  sell  Hermsdorf  Dyed — 
sell  more,  make  more  money,  and 
build  an  unassailable  reputation  for 

Absolutely  Reliable 
Mercha7tdise 

q  Black  hosiery  is,  and  must  be,  the 
biggest  selling  item  in  your  stocking 
stocks,  fl  Let  every  pair  you  sell 
stand  for  the  integrity  of  your  house. 

Look  for  the  Truth  on 
the  Toe 


Works:  American  Bureau: 

(hemnitz,  Saxony  235  W.  39lh  St.,  New  York 

§Cuts,  store  signs,  booklets,  etc., 
supplied  free  to  dealers.  "■Herms- 
dorf Week"  is  an  evergreen  sale 
event  that  will  help  to  land  your 
Hosiery  Department  in  the  lead. 
Write  for  details  now. 


HEALTH  BRAND 
UNDERWEAR 


Our  salesmen  are  now  showing  samples  of 
Health  Brand  Underwear  for  Fall,  1909.  We 
have  improved  the  quality  of  every  number  and 
have  reduced  the  prices.  We  guarantee  the 
sizes  to  be  correct  in  every  number.  We  have  a 
complete  stock  on  hand  and  can  supply  you  at 
once  with  Long  or  Short  Sleeves  in  white  or 
natural.  We  think  it  will  increase  the  sales  of  your 
Ladies'    and    Children's  Underwear  if  you    stock 

HEALTH   BRAND 


WHOLESALE  DISTRIBUTORS 


OlREENSHIELDS  LIMITED 


MONTREAL 


HOTEL 


EUCLID 


Euclid  Ave.  and  E.    14th    St. 
CLEVELAND,  OHIO 

Official   Hotel    of   the   American 
Motor  League 

300  Rooms — European    Plan 
Rates:  $1   to  $4   Per  Day 


Headquarters   for  Auto  Tourists 

Many    of  the   leading   garages   located 
within   one  block  of  the   Hotel 


HOTEL  EUCLID  CO. 

FRED.  S.  AVERY,  President 


Please  mention  The  Review  to  Advertisers  and  Their    T-azclcrs 


s(^ 


DRY     G  (1  O  D  S     R  E  \n  E  W 


Wu^ 


DOMINION 


aius 


Spring 
Printed  Goods 


iSffiK  Dominion  Textile  Go's 


DOniNION 


mm 


RANGE  OF 


Spring  Printed  Goods 

Will  be  in  the  hands  of  Canadian 
^ISQriiJ^  wholesalers  during  October 


DOMINION 


^m 


Wait  for  this  range  before 
placing  orders 


WW 


DOMINION 


,S)LT2/     "There's  More   Profit  in  Canadian 

Printed  Goods." 
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The  Staple  Department  and  its  Problems 

Manufacturers  Expect  Good  Spring  Season  —  Probability  of  Shortage 
by  the  New  Year  —  Advance  in  White  and  Grey  Cottons  —  Heavy 
Suitings     Expected    to    be    Very    Popular  —  Liberal    Repeat    Orders. 


WHILE  travelers  are  just  g-oing  out  with  8i)ring- 
lines  of  cotton  goods,  and  it  is  difficult  to 
speak  with  any  certainty  of  Spring  orders, 
manufacturers  are  looking  for  a  big  season. 
The  high  price  of  raw  cotton  is  "the  only  fly  in  the 
ointment,"  to  quote  the  words  of  one.  In  spite  of  this 
they  are  enthusiastic,  as  the  Spring  range  of  both 
printe^l  and  woven  goods  show  marked  improvement 
over  the  1!)0!)  range.  I'lices  of  raw  cotton  are  holding 
high  and  manufacturers  ate  not  looking  for  any  de- 
ci'ease,   the  contrary,  in   fact,   being  looked  for. 

There  is  a  probability  of  a  shortage  by  the  New 
Year.  This  applies  both  to  printed  and  woven  goods. 
Manufacturers  of  both  state  that  they  are  looking  tor 
this.  Stocks  are  low,  and  orders  for  immediate  delivery 
are  remarkably  good,  as  well  as  orders  for  future 
delivery. 

The  west  is  expected  to  do  a  good  staple  trade  for 
Spring,  1910.  Stocks  are  low  in  this  section,  and  good 
crops  make  active  demand  possible. 

Wholesale  buyers  of  staples  and  |)rinted  cottons  re- 
turned from  abroad  si)eak  of  improved  conditions  in  the 
h^nglish  market,  which  mean  broadly  speaking,  that  the 
Blnglish  market  will  pay  less  attention  to  Canada  i)n 
certain  lines.  Wholesalers  are  i)urchasing  freely  ('ana- 
dian  goods  for  the  Spring  season.  The  difficulty  of  se- 
curing certain  lines  for  Fall  is  an  incentive  to  do  so. 
Prices  on  Fall  lines  continue  very  firm  and  the  best 
authorities  maintain  that  the  higher  scale  of  prices  for 
Spring  will  be  held. 

4, 

Fall  Lines. 

Now  that  Spring  goods  are  well  cleared  from  whole- 
salers, attention  is  given  to  the  early  deliveries  of  Fall 
goods.  Most  lines  have  not  been  coming  through  as 
freely  as  wholesalers  would  like  and  it  is  clearly  evident 
that  desirable  patterns  of  woven  and  printed  goods  will 
be  hard  to  procure  this  Fall.  Generous  repeats  have 
been  given  for  wrapperettes.  Retailers  who  ordered  these 
lines  early  will  likely  have  no  cause  for  complaint  in 
the  matter  of  deliveries.  The  exceptional  demand  for 
wrapperettes  is  evidence  that  no  jobs  will  be  available 
this  Fall.  The  old  idea  of  expecting  jobs  during  the 
Fall  is  getting  dissipated  in  recent  years.  It  will  be 
remembered  that  no  prints  were  jobbed  last  Spring 
either.  Flannelettes  and  Saxonies  are  big  sellers  foi-  the 
Fall  trade. 


Whites  and  Grays. 

Since  the  middle  of  May  prices  of  white  and  grey 
cottons  have  advanced  on  an  average  from  7  to  10  p.c. 
with  some  lines  even  higher.  During  this  time  raw  cot- 
ton has  advanced  nearly  25  per  cent.  This  explains 
clearly  the  price  situation.  Cotton  manufacturers  have 
not,,  as  yet,  reached  a  price  limit  that  the  raw  material 
warrants.  During  the  end  of  September  and  the  early 
part  of  October  raw  cotton  is  usually  more  'favorably 
IH'iced.  If  the  price  does  not  sag  much  at  that  time  it 
is  compai'atively   certain   that   cotton   prices   will   hold   up 


to  their  high  level  with  a  tendency, to  increase.  It  looks 
like  a  sellers'  market,  but  it  is  undoubtedly  a  good 
plan  for  letailers  to  buy  in  fair  ((uantities.  Prices  may 
go  higher,  and  it  is  very  unlikely  that  they  will  go 
lower.  During  the  past  few  weeks  cottons  intended  for 
the  cutting-up  trade  have  been  advanced  in  price,  to 
coi-respond   with  recent  advances  made  to  wholesalers. 

-I' 

Prints. 

Listed  prices  of  Spring  prints  will  not  be  shown 
wholesalers  until  early  in  September.  The  continued 
high  cotton  market  has  caused  some  delay  in  issuing 
IM-ices  and  it  will  not  be  until  early  in  October  that 
retailers  will  .see  the  range  of  Canadian  printed  goods 
for  Spring. 


Spring  Ginghams. 


There  is  every  indication  that  Spiing,  IfllO,  will  be 
another  big  gingham  season.  Favorable  prices  of  Can- 
adian goods  wariant  this  belief.  Competition  on  ging- 
hams has  been  keen  and  a  large  quantity  of  foreign 
goods  entered  this  market.  Keener  competition  is  looked 
for  for  the  coming  season.  Canadian  lines,  as  well  as 
foreign,  have  been  improved,  particularly  in  regard  to 
patterns.  Chambrays  a.nd  ginghams,  both  plain  and 
striped  will  have  the  lead.  It  is  not  expected  that  there 
will  be  any  call  for  checks. 

Heavy  suitings  are  again  expected  to  be  very  popu- 
lar. Each  year  is  bringing  an  increased  demand  for  these. 
The  colors  likely  to  lead  in  popularity  are  the  new  blues, 
tan,  helio  and  brown. 


The  Linen  Market. 

Reports  from  Belfast  show  that  the  linen  market  is 
in  a  very  healthy  condition.  The  demand  from  the 
States  is  improving  and  the  tendency  of  prices  is 
strongly  uirwards.  Manufacturers  are  in  most  branches 
sold  some  months  ahead  and  are  beginning  to  show  some 
reluctance  in  booking  advance  orders.  The  flax  crop  in 
Ireland  is  in  good  condition,  but  in  Holland  and  Bel- 
gium the  continued  rain  has  had  a  bad  effect  on  the 
crop.  Manufacturers  are  advising  their  agents  in  Canada 
that  advances  may  come  at  any  moment.  There  is  no 
doubt  that  the  better-infornned  and  most  wide-awake 
retailers  expect  that  prices  will  go  up,  for  they  are  plac- 
ing large  orders  for  December,  .Tanuary  and  for  delivery 
even  further  ahead  than  that. 

The  Canadians  have  made  large  purchases  of  linens 
during  the  past  year,  but  the  sale  has  kept  pace  and 
stocks  are  not  heavy.  Orders  requesting  immediate  de- 
livery are  by  no  means  wanting. 

Canada  is  also  becoming,  for  the  size  of  the  market, 
a  large  purchaser  of  high-grade  linens.  The  sale  of  these 
better  linens  are  not  confined  to  the  large  cities  as  was 
the  case  three  or  four  years  ago,  but  merchants  who 
then  regarded  50c  or,  at  the  most.  fiOc  as  the  price  limit 
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for  towels   are   now   selling   $1.00,    $1.25,    $1.50   and   even 
hig-her-priced  towels  without  any  trouble. 

Much  of  this  trade  is  due  to  the  g-rcwing  wealth  of 
the  country,  but  owing  to  the  improved  methods  of 
■merchandising  and  tO'  the  better  stocks  kept  in  the 
smaller  centres,  much  trade  is  now  kept  at  home  that 
used  to  go  to  the  larger  places.  There  are  few  good- 
sized  orders  placed  that  do  not  call  for  individual 
towels.  These  goods  have  caught  on  and  find  a  ready 
sale.  Another  novelty  that  will  be  featured  largely  in 
holiday  lines  is  the  towel  with  embroidered  ends,  also 
the  towel  with  the  space  for  the  monogram  left  in  the 
pattern.  These  towels  can  be  had  with  the  monograms 
worked  at  reasonable  prices  and,  where  desired,  the 
manufacturer  through  the  agent  will  submit  designs  and 
estimates. 

-t 

The  Selling   Power  of  a  Name. 

Abraham  Lincoln  once  said  to  a  young  lawyer  : 
"When  the  facts  are  overwhelmingly  on  your  side,  you 
only  need  to  state  them  ;  you  need  not  make  an  argu- 
ment." 

Here  are  facts. 

Nearly  all  the  common  things  tha:t  people  go  shopping 
for,  except  textiles,  can  be  purchased  by  name.  Kun 
over  the  list— goods  for  men  and  women  and  children— 
for  the  household  furniture  and  furnishings  and  groceries 
— for  the  office  and  for  traveling — necessities  and  luxur- 
ies. It  will  task  your  memory  to  recall  anything,  ex- 
cept in  the  line  of  textiles,  that  you  cannot  go  into  a 
store  and  ask  for  by  name. 

Goods  are  advertised  by  name,  because  it  pays.  It 
is  not  done  for  amusement,  and  it  is  not  an  experiment. 
The  value  of  no  other  method  in  the  business  world  has 
been  more  perfectly  demonstrated. 

The  goods  of  every  sort  which  have  names  that  are 
known  to  all  the  world  are  everywhere  the  market 
leaders.  Think  of  any  line  of  goods,  of  which  there  are 
a  dozen  makes,  of  the  same  value  and  the  same  price. 
Then  go  to  a  merchant  who  keeps  them  all  and  ask  him 
how  the  sales  of  the  different  makes  run.  He  will  tell 
yo'U  that,  if  only  one  of  the  dozen  has  a  popularized 
name,  he  sells  more  of  that  than  of  all  the  others. 

This  is  just  as  true  of  the  few  textiles  w*hich  are 
properly  advertised  as  it  is  of  soap  or  candy  or  toilet 
water. 

It  is  true,  because  every  purchaser  asks  for  each 
thing  by  name,  if  anything  of  the  sort  is  sold  under  a 
popular  name. 

You  who  read  this  are  men.  Every  one  of  you 
names  the  maker  when  you  go  to  buy  a  hat  or  a  pair 
of  shoes,  your  shirts  and  collars  and  cravats,  a  pocket- 
knife  or  a  nail  file,  or  anything  else  for  your  personal 
use  whose  maker  you  know  about. 

Women  are  the  same — possibly  a  little  more  so.  Ask 
the  salespeople  behind  the  counters,  as  the  writer  has 
taken  pains  to  do.  They  will  reply  that  they  never 
saw  a  womaji  who  did  not  ask  for  everything  she  wanted 
by  name,  if  anything  in  that  line  has  an  advertised 
name.  Of  course,,  if  the  advertised  thing  'is  not  in  style, 
or  not  of  good  quality,  or  costs  more,  .she  looks  at 
something  else  ;  but  the  article  with  a  popular  name  al- 
ways has  first  chance  with  her. 

There  are  many  reasons  why  people  a.sk  for  things  by 
name.  It  is  convenient.  It  saves  time.  It  saves  the 
nerves.  It  makes  shopping  a  pleasant  sort  of  task  in- 
stead of  a  torture.  It  prevents  embarrassment— you  feel 
gawky  to  stand  at  the  counter  and  not  know  just  what 
you  want.  A  woman  is  annoyed  is  she  must  wait  for 
the    clerk    to    make    suggestions  ;    doubly    annoyed  if   an- 


other woman  stands  by  who  knows  what  to  ask  for. 
Men  are  bored  to  death  in  shopj)ing  for  the  family,  unless 
their  wives  can  say,  distinctly  :  "Get  So-and-So's 
brand."  That's  "how  to  be  happy,  though  married"— 
even  if  you  live  in  a  suburb. 

The  genius  of  salesmanship  is  to  put  buyers  at  their 
ease.  All  storekeeping  is  a  study  to  make  customers 
enjoy  shopping.  The  manufacturer  who  makes  it  easy  for 
people  to  buy  his  goods  and  gives  them  a  chance  to  feel 
proud  of  their  knowledge  concerning  his  goods,  will  need 
to  produce  vastly  more  goods. 

Merchants,  as  well  as  their  customers,  like  the  goods 
that  are  known  by  name.  The  saving  of  time  doubles 
the  value  of  their  clerks.  A  young  man  who  had  been 
at  the  head  of  a  textile  department  in  one  of  our  finest 
American  stores,  told  the  writer  that  he  simply  wouldn't 
stand  it.  People  loitered  and  dallied  and  questioned, 
and  he  could  not  bring  up  the  sales  as  he  felt  capable  of 
doing.  He  got  himself  trajisferred  to  another  depart- 
ment, where  he  could  offer  the  goods  of  all  the  great 
makers  in  that  line  with  whose  names  people  are  fami- 
liar, and  he  made  a  splendid  success  of  it.  People  bought 
quickly  and  passed  on. 

The  name  by  which  his  goods  are  advertised  and 
identified  is  one  of  a  manufacturer's  greatest  assets.  If 
it  be  well  advertised,  it  is  worth  more  than  the  stock 
on  hand,  and  the  machinery  and  the  buildings  and  the 
ground  all  put  togeter.  Its  value  increases  in  the  ratio 
of  the  number  of  people  who'  are  familiar  with  it.  Once 
established,  as  a  familiar  household  word,  in  millions  of 
homes,  it  pays  a  bigger  dividend  than  any  other  invest- 
ment in  the  manufacturing  business. 

Shakespeare  asks  :  "What's  in  a  name  ?"  and  as- 
sures us  that  "a  rose  would  smell  as  sweet  by  any 
other."  Of  course,  a  rose  would  smell  as  sweet  if  it  had 
no  name  at  all  ;  but  a  foreign  duke  would  not  marry  an 
American  heiress  if  he  had  no  title.  A  great  old  family 
name  has  the  magic  to  secure  about  everything  that 
people  prize  in  the  way  of  earthly  joys — money,  social 
position,  honor  and  power.  A  manufacturing  name,  made 
by  advertising,  has  the  magic  of  a  great  title.  We  all  in- 
stantly think  of  many  such  names  which  a,re  worth  a 
fortune  every   year. 

The  manufacturers  of  textiles  have  largely  failed, 
thus  far,  to  secure  the.-e  many  and  cumulative  advan- 
tages of  a  popular  name.  These  are  some  reasons  why, 
and  some  whys  that  are  not  reasonable.  There  is  no  in- 
superable reason  why. — From  the  Textile  Manufacturers' 
.Tournal. 

One  Way  to  "  Get  Even." 

How  to  offset  the  influences  of  the  Eaton  name  on 
the  new  school  readers  has  no  doubt  already  been  the 
subject  of  consideration  on  the  part  of  merchants  in  the 
smaller  towns  and  cities. 

.J.  E.  McRae,  general  merchant,  St.  Williams,  Ont., 
has  thought  the  matter  over  and  recently  wrote  The 
Review  as  follows  :  "To  get  even  with  Eaton  I  intend 
to  have  made  a  lot  of  my  pictures  about  the  size  of  a 
postage  stamp  and  much  after  the  same  style  and  paste 
them  in  the  school  books  I  sell." 

It  looks  like  a  good  idea.  Mr.  McRae  will  probably 
figure  out  the  expense  in  much  the  same  way  as  Eaton 
did  when  he  saw  it  possible  to  tender  a  "starvation" 
price  on  the  contract  and  charge  it  up  to  advertising. 
The  plan  described,  however,  cannot  be  employed  by  the 
hundreds  of  exclusive  dry  goods  stores  throughout  the 
country,  to  cut  into  whose  business  the  T.  Eaton  Co. 
will  undoubtedly  work  their  privileges  under  the  con- 
tract for  all  they  are  worth. 
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THE  CORNER  STONE 

of  an  Underwear  Department  is  a  line  of 
Underwear  so  good  in  quality,  so  perfect  in  fit 
and  finish  that  it  will  sell  very  briskly  and  at 
good  prices. 

And  that  describes 


e'S 


HIGH  ■  GRADE 

Knit  Underwear 


Our  Spring  samples  for  the  season  of  1910  are 
superb.  There  is  nothing  equal  to  them  being 
offered.  An  examination  of  these  samples, 
which  are  now  being  shown  by  our  represent- 
atiyes,  will  convince  you. 

OUR  SELLING   REPRESENTATIVES  ARE: 


ONTARIO 

C.  &  A.  G.  Clarke,  Empire  Building 
WeUington  St.  W.,  Toronto 

QUEBEC 

Gouldtng  &  Co.,  30  Wellington  St.  Ea«t. 
Toronto 


BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  1026 
Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woodill,  70  GranviUc  St., 

Halifax,  N.S. 


MANITOBA 
Prank  Clark,  Winnipeg  and  N.W.  Territories 


The   Peerless   Underwear  Co. 


HAMILTON 


ONTARIO 
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GOOD   AS  GOLD 


WHITE  AS  SNOW 


WABASSO 


You  will  find  this 
Trade  Mark  on  the 
Famous  WABASSO 
Longcloths 


Order  from  your 
Wholesaler 


The  Wabasso  Cotton  Co.,  Limited 

Three  Rivers,  Quebec 


Address  all  Correspondence 
to  the  Mills 
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Mount  Royal  Cottons 


When  MOUNT   ROYAL  Prints  and 

Bleached  Cottons  are  put  on  the  market 

in  October 

there  will  be  none  better 

MOUNT   ROYAL   Grey  Cottons  are 

ah'eady  known  as  leaders — smooth  finish, 

good  values. 

Are  you  selling  them  ? 

Send  your  name  in   now  for  our  attract- 
ive display  card  of 

MOUNT  ROYAL  COTTONS 
The  Mount  Royal  Spinning  Co, 

Limited 

SALES  DEPARTMENT 
Eastern  Townships  Bank  Building  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 


How  Show  Cards  May  Illustrate  the  Ideas  they  Convey 

Originality  Responsible  for  Much  Effective  Work— The  Danger  Line 
in  Novelty  —  Making  a  Card  More  Ornamental  than  Useful  —  T  he 
Value  of  Striking  Statement  Where  the  General    Design    is   Unique. 


Wllll.K  tluTt'  arc  those  who  contend  that  there 
is  vci'v  link'  excuse  for  llie  sliow  card  of  tlie 
decidedly  fancy  or  faddisli  tyi)e,  it  will 
readily  be  adniilled  that  where  the  cai'd 
writiu'  can  exercise  liis  ability  in  tlie  direction  of  practical 
novelty  or  where  he  can  convert  his  inj^enuity  into  value, 
he  should  luit  be  discoui'ag'od.  When  his  work  is  of  such 
a  character,  however,  that  it  monopolizes  attention,  there- 
by detraetino;  from  the  ij'oods  which  it  is  intended  to  sell, 
such  value  is  nes'lig-ible. 

'flu;    l\('\'iew    has   this    month    selected     from    several    oF 


of  very  line  .i>'anze  is  j)lace(l  ovei-  the  openin,;;',  and  to 
this,  immcdialcly  below  the  hand,  is  jjlued  the  tifty-cent 
pi(':-es.  To  preser\'e  its  rigidity,  the  card  is  fastened  t(j  a 
small  iinder-IVanie  by  means  of  gummed  paper  tape.  The 
air-brush  is  hugely  used  in  the  lettering  and  in  the  orna- 
menta.tion,  ))ut  where  the  eard-wi'iter  does  not  have  this 
(■((uipment  he  can  secure  a  very  good  effect  by  means  of 
his  biush.  The  great  idea  of  course  is  to  have  the  back- 
ground of  the  hand  and  the  money  as  invisible  as  possible, 
and  in  setting  the  card  in  the  window  the  trimnuM'  must 
be  careful  lest  any  object   in  the  I'ear  spoil  the  illusion. 


— ^ r^      ftJU  Gil  1 1 


X 


i..  .,     Xy 


A  Card   which    Emphasizes    its   Statemeal   by    Demonstration. 


its  kind  a  card  which  saw  service  in  a  ha,t  window  of 
L.  J.  Applegath  &  Son,  Toronto.  It  is  a  demonstrative 
card  in  that  it  illustrates  the  practical  significance  of 
the  purchase  which  it  axlvocates.  Such  a  card  must, 
naturally,  contain  a  clear-cut  statement,  as  that  which 
appears  in  the  illustration,  if  it  is  to  serve  the  purpose 
for  which  it  is  designed.  In  other  words,  it  is  easy  for 
a  card  to  be  more  ornamental,  or  novel,  than  usual. 

Any  cardwriter  who  has  the  proper  equipment  may 
produce  such  a  card  as  the  one  here  shown.  The  actual 
size  of  the  cardboard  was  27  in.  x  20  in.,  and  of  the  ob- 
long opening,  13  in.  x  6  in.  The  bands  and  bag  are  cut 
out  in  the  card  and  their  effect  improved  by  the  use  of 
the  air-brush.     On   the  reverse  side  of  the   card  a  piece 


Another  novelty  card,  but  one  more  difficult  to  produce 
is  one  in  which  putty  or  plaster-like  material  is  used 
in  the  execution  of  forms  or  figures.  One  recently  noted 
depicted  a  farmer  viewing  a  billboard  on  which  an  an- 
nouncement was  recorded.  The  head  and  hat  of  the 
agriculturalist  was  of  plaster  appropriately  touched  up 
with  painf  while  for  his  clothing  and  carpet  bag  pieces  of 
cloth  were  used  and  painted  as  desired.  A  suitable  back- 
ground was  painted  in. 

That  display  cards  have  a  distinct  advertising  value 
when  properly  executed  and  used,,  cannot  be  denied,  and 
merchants  who  have  young  men  developing  that  line 
should  afford  them  all  possible  equipment,  essential  to 
effective  work  and  the  cultivation  of  original  ideas. 
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20  Years'  Experience  Inventing  and  Building 


Cash  and  Package  Carriers 


"  GIPE  "  CARRIERS  are  the  LATEST,  SWIFT- 
EST, STRONGEST,  SIMPLEST  and  MOST 
EFFECTIVE  on  the  Market  To-day. 


Our  New  "Closed  Wire"  Cash  Carrier. 

STRONGEST  and  EASIEST  propulsion  ever  produced. 

Levers  always  CLOSED  and  the  two  wires  together  except  in  the  act  of  sending  the  Car. 

Guides  near  hinge  in  levers  coinpel  ERECT  PROPULSION,  thus  doing  away  with  the 
usunl  wabbling  of  car,  it  will  travel  twice  the  distance  with  the  same  impetus. 

"HooJ"  on  car  catch  makes  it  absolutely  positive;  HOLDS  THE  CAR  EVERY  TIME, 
and  noise  is  reduced  to  a  minimum. 


Our  Guarantee 


We  will  install  a  System  of  our  Carriers  in  your  store;  you  use  them  TEN 
DAYS,  and  if  vou  do  not  find  that  they  give  you  BETTER  and  QUICKER  SER- 
VICE than  any  other  WIRE  CARRIER,  PNEUMATIC  TUBES,  CABLE 
CARRIERS    or    CASH    REGISTERS,    we    will    remove    them  at  our  expense. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe  "  Carriers,  and  such  well-known  houses 
in  London,  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Carnages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS,  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  asking,  or  better  still,  call  at  our  office  and  let  U8  demonstrate  the  merits  of  the  "Gipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON, ENGLAND 
118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN. 


No,  587— Chrysanthemum 
Vines 

Made   of  3  Beautiful  Large  Chrysan. 
themums  and  12  Leaves. 
Any  Color.    Per  Dozen  yards     $  1.50 
Any  Color.     Ptr  Gross  -        15.00 


No.  328— Pumpkin  Vines 

Made  ot  9  Large  Leaves,    3  Flowers, 
very  showy  for  a  Large  Decoration. 
Per  Dozen         .        .         .        .      $  1.10 
Per  Gross  ....         12. OO 


Fall  Decorations 


SEND  YOUR  ORDERS  EARLY 


Every 
Merchant 

and 

Decorator 

should 

not 

neglect  to 

send  for 

our  Fall 

Catalogue. 

(lur  Driccs 

^  No.  678 -Wild  Chestnut  Spray 

3r6    the  With  Clusters  of  3  Burrs,     Beautifully  Autumn 

Shaded  Leaves.      A  Novelty  of  the  season. 
InWPsf  Per  Dozen         .....  ^    3.00 

iOWeil.  pgr  Gross         .....  30.00 

No.  20H— Chrysanthemums 

12     inch    Stem,  2    Leaves,    any    Color.     Per 
Gross.  $3.00. 
SHORT  STEM  CHRYSANTHEMUMS,  Per  Gro».  $2.50 

J.  F.  GASTHOFF  &  CO. 

Leadioj  Maoufacturers  of  Artificial  Flowers  aod  Hi^b  Art  Decorative   Supplies 

12-1416  S.  Ver.  St.,  DANVILLE,  ILLINOIS,  U.S.A. 
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Heavy  Fabric  Dress  Goods  should  not   be  crowded  — Window  by   Napoleon   Simard,   expert   trimmer  with   Carsley   &   Co.,  Winnipeg. 

Valuable  Hints  on  Art  of  Displaying  Goods 

Suggestions  for  Thanksgiving  Displays  —  Drapes  of  Uncut  Fabrics  as 
a  Means  of  Indicating  Garment  Styles  Significance  of  Modern  Meth- 
ods to  the  Dry  Goods  Store  —  Visiting  Other  Large  Estabhshments. 
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THE    hist    week    in    October    brings    Thanksgiving 
and   as  in   many  stores   this  is  a   busy  period   in 
I  lie     linen      dei)a,rtnient,    a     window      that      wi 
further  increase  the  good  work  is  demanded  at 
this  period. 

Usually  the  turkey  figures  prominently  in  Thanks- 
giving windows,  but  the  trimmer  of  the  window  illus- 
trated has  struck  a  new  note  and  one  that  is  more  in 
keeping  with  the  reason   for  which   the  day  is  set   apart. 

The  central  feature  of  this  window  is  tlie  cornu- 
copia showering  the  "kindly  fruits  of  the  earth."  The 
background  is  a  screen  that  can  be  covered  with  any 
color  the  trimmer  desires.  Either  gold,  tan,  green  or  red 
would  be  suitable,  and  over  this  .screen  fringed  doileys  and 
tray  cloths  are  placed  cornerwise. 

A  few  inches  in  front  of  the  plain  screen  is  another 
one  formed  of  wire  swathed  with  fringed  doileys  wrapped 
around  in  sucli  a  manner  that  the  fringe  makes  a  fancy 
line.  Each  terminal  is  formed  of  a  small  doiley  folded 
to  represent  a  fancy  flower.  This  screen  is  spupoi'ted  by 
f(mr  i)illars  with  carved  caps.  Tliese  capitals  and  othei- 
portions  of  the  disp'ay  is  wreathed  in  smylax. 

The  goods  shown  are  doileys.  table  linen  and  em- 
broidered and  lace-edged  cloths,  centrepieces,  etc.  Alto- 
gether this  is  a  carefully-balanced  and  artistic  display, 
and,  moreover,  one  that  must  have  sold  goods.  This  win- 
dow which  The  Review  illusti-ates  is  the  woi-k  of  David 
Lynch,  trimmer  for  Mnncliesier.  Robei'tsnn.  .Mlis.m.  Ltd., 
St.  .Tohn.  N.R. 


Drapes  of  Uncut  Fabrics. 


The  attenliim  of  trimmers  is  seriously  turned  to  the 
formation  of  drapes  made  of  uncut  fabrics  similar  to  the 
one  illustrated,  indicating  a  design  for  making  up  the 
goods. 

Women  are  interested  in  drapes  of  this  kind  and  will 


in  maiiiy  cases  buy  the  whole  outfit,  having  the  goods 
made  up  exactly  after  the  design'. 

Where  a  trimmer  has  displayed  a  special  aptitude  for 
designing  drapes  of  this  class,  the  managers  of  the  dress 
and  trimming  departments,  a,s  a  rule,  keep  him  busy,  as 
tliey  find  in  these  drapes  a  potent  means  for  keeping 
.sales  in  their  department  that  might  otherwise  go  'to  the 
ready-to-  wear. 

The  waist  was  made  up  of  uncut  silk  and  was  trimmed 
with  buttoais,  la,ee  and  a  couple  of  old-rose-colored  roses. 
This  drape,  together  with  a  number  of  excellent  Avindows, 
considered  as  a  whole,  were  sent  in  by  W.  S.  Jenkins, 
trimmer  for  A.  Sweet  &  Co..  Winchester,  Ont.  Judging 
from  the  specimens  of  his  art  sent  in  Mr.  Jenkins, 
though  a  beginner,  is  turning  out  work  that  is  exception- 
ally meritorious.  His  trims  are  well-spaced,  and  he  has 
avoided    the    fault    so    prevalent    with    trimmei's     in     the 


AViiuh  «  iiimining  is  a  growing  art  in  C.'ana.da. 
and  iliere  are  many  opportunities  for  advancemeiit 
for  the  trimn:er  who  is  in  earnest  about  his  work. 
Il  is  1(1  encourage  this  idea  that  The  Review  is 
offering  monthly  cash  prizes  of  .$4  and  ^'.\  for  the 
best  and  second  best  windcws  sut)mitteil.  Thei'c 
is  nil  way  in  which  the  vouiiu'  and  ambitious  trim- 
mer can  mure  ('ffecti\'ely  place  his  name  liefore 
the  li'ade  than  by  |niblication  of  the  best  examples 
of  his  Wiirk.  He  may  iioi  lar.d  a  prize  at  the  out- 
set, bill  mei-itorious  work  will  always  receive  recog- 
nition in  the  columns  of  The  Review.  Publicity  is 
worth  crnsidei'able  when  a  li-iiriinci-  is  seekinu- 
advanrcmenl . 

With  the  opening  of  the  Fall  season  special  dis- 
plays will  be  shown,  and  trimmers  will  find  it  to 
tlieir  advantage  to  send  reprrductions  of  these  to 
The  Review. 
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smaller  towns,  and  by  no  means   absent  from   windows  Modern   Methods    Pay. 
seen  in  the  large  centres — he  does  not  crowd  his  goods. 

The  men's  furnishings  window  reprodnced  is.  perhaps,  According  as  a  store  develops  its  modern  methods,  the 

the  best  window  he  has  sent  in.     His  flgnre  windows  are  trimmer  becomes  an  important  person,  and  his  work  con- 


Sketch   of  background.     In   the  window   from   which   this  was  selected,  a   vase  was   set  on   each  long   arm,   but    this    gives 

a  very   set   effect   to   the  window.    A  much  better  effe-t   would  have   been   given   by  painting  of   trees    and    foliage 

in  neutral  tints  on   the  mirror  in   the  manner  indicated   in   the  sketch. 

a   trifle  too  set.  and  would  be  greatly  imi^roved  if  some  tinbutes  in  no  small  measure  to  the  success  of  the  store, 

other  background  than  the  kice  curtains  were  used.    Felt,  On  liis  shoulders  largely  rests  the  burden  of  the  prompt 

art  serge,  even  sateen  are  all  cheap  fabrics   that   can   be  acceptance    of    the    new    goods,    the    leading    colors    a,nd 

used  effectively  for  bax'kground  curtains,  and  unless  there  novelties.     If  he  presents  them  iu  a  proper  manner,  their 


An    effective  Millinery   Window  —  Dressed   by  E.    McElroy    for   A.    L.   Garland  &    Co.,    St.    Thomas. 


is  some  lighting  necessity  for  the  use  of  the  curtains  we  sale  is  assured.  A  good  trimmer  not  only  sells  goods  by 
would  advise  the  future  use  of  some  baiCkground  of  the  his  skill  and  taste  in  matters  of  display,  but  he  makes  the 
kind  indicated,  town  tv  better  one  to  do  business  iu,    By  showing-  goods 
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Can  We  Supply  You  with  Better  Daylights 

^  If  your  store  or  office  is  dull  and  ^-looniy  we  can  supply 
you  with  daylight,  and  plenty  of  it,  by  means  of  the  LUX- 
FER  PRISM. 

^  If  your  windows  are  glazed  with  LUXFER  PRISMS  the  rays 
of  light  are  caught  on  the  outside  surface  of  the  prisms  and  re- 
fracted horizontally  into  your  store  for  a  distance  of  fully  100  feet. 

^  Then,  moreover,  think  what  it  means  to  cut  down  your 
lighting  bills.  Has  not  this  expense  been  eating  a  big  hole 
in  )Our  profits  for  years  ? 

^  Be  wise  and  see  about  an  installation  without  delay.  Ask 
your  architect — he  knows, 

LUXFER  PRISM  COMPANY 


TORONTO 


LIMITED 


MONTREAL 


Profitable  Display  Demands   Practical  Fixtures 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


PRACTICAL  COUNTER  NOTION 
CABINETS.    Made  in  five  lengths. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
Hold  60  or  80  Umbrellas. 


PRACTICAL  CLOAK 
AND  DRESS  RACKS 

Revolving  and  straight. 


PRACTICAL   HOSIERY 

RACKS.    Two  sizes,  holding 

72  and  100  p«irs  Hose. 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION  HOUSES.    SEND    FOR    CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 
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attractively,  he  does  more  than  sell  your  goods.  By  dis- 
plays that  are  correct  as  to  line  and  color  effect,  he  is 
educating-  the  eye,  and  raising  the  standard  of  taste  in 
the  centre  where  the  store  is  situated.  Under  modern 
methods  the  trade  that  wants  to  lead  must  employ  a  good 
trimmer.  Therefore,  it  is  wise  store  policy  to  allow  him 
a  reasonable  sum  of  money  for  expenses  and  materials 
fur  use  i'.i   arran.ii'ini>'  disiilays. 


A  Men's  Furnishings  Window  byiW.  S.  Jenkins  for  A.    Swett  &  Co., 
Winchester,    Ont.     This  was  a  particularly  good  sales  window. 

Ideas,  to  be  worth  anything,  must  have  iin  elemeiil  of 
originality,  and  to  develop  originality  tlie  trimmer  must 
be  acquainted  with  the  work  of  other  trimmers.  The  mer- 
chant, who  benefits  as  well  as  the  trimmer,  should  be  pre- 
pared to  pay  some  of  the  cost  of  acquiring  these  new 
ideas.  It  would  pay  many  merchants,  on  visiting  their 
markets  to  take  the  trimmers  along  and  together  they 
'might  visit  the  principal  retail  stores.  They  would  gather 
a  host  of  useful  pointers  not  just  in  window  trimming  and 
interior  decoration,  but  also  see  the  latest -fixtures  and 
fittings,  and  obtain  the  latest  ideas  in  improved  methods 
(  f  doing  business  that  could  be  altered  and  adapted  to 
the  needs  of  the  store  at  home. 


More    Prize-winners. 

The  Review  is  now  in  a  position  to  announce 
the  names  of  the  winners  of  the  monthly  window 
display  competition  for  June  and  July.  Trimraei's 
should -remember  that  if  they  would  send  in  photo- 
graphs of  display  immediately  after  taking,  it 
would  be  possible  for  The  Review  to  make  an- 
nouncement of  the  winners  each  week,  and  there 
would  be  no  danger  of  displays  being  misplaced  as 
regards  the  time  at  whicli  they  were  shown. 

For  the  month  of  June,  the  first  prize  of  .$4 
was  awarded  T.  \Y.  Byam,  of  the  Ritchie  Co.. 
Belleville,  and  the  second  prize  of  .$.S  to  Na])olef;n 
Simard,   of   Carsley  &   Co.,  Winnipeg. 

For  July  the  winners  ai'e  R.  C.  Edwards,  trim- 
mer for  A.  W.  Cressman.  Peterborough,  and  N.  S. 
Jenkins,  with  A.  Sweet  &  Co.,  Winchester,  Ont. 
Althongh  ihe  latter 's  was  only  a  small  window, 
it  was  awarded  a  prize  chiefly  because  of  its  origin- 
ality of  design,  and  in  that  connection,  the  young 
trimmer's  work  in  draping  a  waist  form  very 
effectively  was  also  ta.ken  into  consideration. 


Merchants  who  have  followed  this  course  have  seen 
many  things  from  an  entirely  different  \-iewpoint  and  have 
appreciated,  stiil  more,  the  services  rendered  by  the 
store   trimmer. 


Ideas  for  Fall  Trims. 

Earnest  work  means  development  and  no  one  who  has 
examined,  each  month,  the  work  of  Canadian  trimmers  as 
shown  in  the  pages  of  The  Review  can  deny  that  the 
tendencies  in  window  trimming  are  strongly  a,long  the 
lines  of  artistic  and  original  development.  It  has  been 
the  aim  of  this  paper,  in  conducting  this  department,  to 
show  the  work  of  the  best  trimmers,  both  Canadian  and 
foreign,  and  to  furnish  the  nucleus  of  ideas  that  trimmers 
can  develop  for  themselves  along  original  lines.  In  accord- 
ance with  this  idea,  The  Review-  is  giving  some  ideas  and 
outlines  to  aid  the  trimmer  in  his  Fall  window 
preparations. 

After  all,  no  Fall  decorations  seems  complete  without 
the  presence  of  some  kind  of  Autumn  foliage.  There  are 
many  good  things  of  this  kind  to  choose  from,  and  not 
a  few  of  them  are  rendered  fire-proof — quite  a  considera- 
tion when  it  is  borne  in  mind  that  otherwise  the  insur- 
ance people  may  step  in  and  order  the  whole  trim  out  of 
tlie  window.  Grapes  and  vines  are  always  good,  and  be- 
cause of  the  great  vogue  for  violet  and  amethyst  shades 
clematis  promises  to  be  much  used.  Most  exquisite  of  a,ll 
are  the  natural  branches  of  foliage  dyed  in  soft  greens 
and  all  the  beautiful  Autumn  lints.  Beech,  oak,  and  hard 
maple  branches  that  i)reserv('  all  tlie  softness  a,nd  grace 
of  forest  growth,  ai'e  amnnL;-  tlie  finest  accessories  of 
(Iccio-alion  that  liave  cN'er  been  offered.  Then  there  are 
.urapo  sprays,  p-ppy  sprays,  golden-rod  sprays  and 
hydrangea  si)rays,  hop  vines. a-nd  pine  cone  wreaths  with 
the  cinies  shading  from  rich  brown  to  ii^'ht  tan.     A  noveltv 


Waist   Draped    from    an    Uncut  Piece   of   Silk   by  W.   S. 
Jenkins  for  A.  Sweet  &  Co.,  Winchester,  Ont. 

that  will  take  the  eye  is  the  hollyhock  spike  showing 
flowers,  leaves  and  buds  in  all  shades. 

Many  Japanese  ideas  are  utilized  in  decorations  and 
here  the  chrysanthemum  sta,nds  without  a  rival.  Tree 
effects  in  tubs  and  pots  are  shown  in  exquisite  shadings 
for  brightening  up  fall  window  displays. 

Though  the  effects  gained  are  most  artistic,  the  very 
best  trims  are  along  simple  lines.     Carson,  Pirie  &  Scott's 
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SECTION  OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


THE  LIQUIDATION 

of  this  business  means  that  cut   prices  ate  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,    all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage — 50  suits. 
Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 
Hardwood  or  Metal  Roller  Bearing  Slides- 
Centre  Section  -  -  $30.00 
End  Section               -          -         $33.75 
(Metal  Slides  $5.00  extra) 

Prices  of  Fitting  Rooms.  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES   being   offered   on    SHOW-CASES   and     SILENT 

SALESMEN. 
Write  for  illuslrafed  circular 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION! 

MOUNT  FOREST  -         ONTARIO 
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Tlie  mere  .statement  tliat  a  Cash  Carrier 
saves  time  by  110  means  expresses  its  ad- 
vantages. It  ensures  a  more  prompt,  un- 
interrupted and  satisfactory  service  to  the 
customer,  does  away  with  confusion  caused 
by  running  back  and  forth  for  change  (oi- 
charges),  enables  clerks  to  give  more  time 
to  the  selling  of  goods  and  discourages 
shop-lifting  by  reducing  opportunities,  as 
salespeople  do  not  leave  their  posts  wher-e 
carriers  ai-e  used.      ::::::::: 

Lamson  Service  covers  the  entire  field 
of  Wire,  Cable,  Pneumatic  or  Belt 
Carriers  at  prices  from  $15.00  up. 

Sj/s/ems  Leased  or  Sold 
Send  for  Bulletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington  St.  W.,  Toronto,  Ont. 
MADE    IN    CANADA 


GOOD    SALESMANSHIP 


c? 


Xo.  294 
.SqilHre    Tubing 
on  Roman  Base 


is  of  course  essential  for  the 
successful  handling  of  your 
^oods,  but  even  the  best 
salesmaa  is  handicapped  ser- 
ious'y  by  an  inadequate  display 
of  ^ouds. 

To  attract  your  customer  to 
your  store  your  ^oods  MUST 
be  attractively  displayed. 

Our  line  of  display  fixtures 
is  second  to  none  and  covers 
every  up-to-date  appliance 
for  the  display  of  ^oods  in 
the  Dry  Goods,  Millinery, 
Clothing  and  Gent's  Furnishing 
Stores. 


We  shall  be  happy  (0  mail 
you  our  catalogae  on  request. 


Xo.  287 


The  Toronto  Brass  Mfg.  Co. 

17-21  Temperance  Street,  Toronto,  Ont. 
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windows  for  the  Fall  openings  last  year  had  the  frames      for  beauty.    Grape  vines  wuth  bunches  of  fruit  and  leaves 
of   the   mirror   back   oi-ound    covered   with   soft    folds   of      in  Autumn  tints  were  wreathed  in  the  most  natural  man- 


A  Thanksgiving  Linen  Window  by  David  E.  Lynch,  window  trimmer  for  Manchester,   Robertson,  Allison,  Ltd.,   St.  John,  N.B. 

bronze  green  mull.     To  one  side  a  pedestal  painted  and       ner  in  the  corners  and  over  the  mirror  frames  and  around 
tinted  to  reseml)le  moss-covered  stone  on  which  was  seated       the   pedestals.     As   a   finishing-  distinctive   Autumn    tou'jh 


MiUinery  WinJow    by   Fred    L.   Kickley   for  D.   E.    Macdonald   &  Bros,   Guelph.      Background    of    Nile   Green   and  White  wi  h   White 
Floor.    Taupe  Grey  Suit  and   Hats  with  Rose-Pink  Roses  strewn  on  floor. 


a  plaster  hs'ut'e  of  a  youthful  goat-lef^'g'ed  Pa;U.     The  ped-      unspuu    silk    in    tlie    natural    culoi-   in    cdbwel)    el't'ei't    was 

estal  was  a  simple  four-square  on   a  base,  but   with   the       mi.xed  in  va.g'ara.nt  strands  ani(in,ns(   the  foliaji'e. 

Mibtle  classiQ  graduation  of  line  that  makes  so  strongly  The  whole  of  this  trim,  save  the  plaster  figure,  is  well 
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within  the  reach  of  many  Iriinniers.  The  figure  was 
modeled  by  a  well  known  sculptor  a,nd  was  cast  in  plaster 
of  Paris  and  finished  in  bronze  tints.  Thoug-h  the  ex- 
pense of  an  individual  figure  of  this  kind  is  too  great  for 
any  but  the  trimmers  of  the  largest  stores  to  incur,  in 
many  establishments  there  can  be  obtained  from  the  arl 
jiottery  department  a  figure  that  will  be  suitable  or  one 
can  be  borrowed  or  hired  from  a  china  store.  There  arc 
many  figures  in  semi-classic  effect  in  neutral  grey  greens 
that  would  be  suitable.  No  doubt  any  one  of  the  sewing 
silk  houses  would  gladly  furnish  the  nnspun  silk. 

Another  simple,  dignified  effect  that  came  under  the 
notice  of  The  Review  last  Fall  was  one  to  which  the 
dark  mahogany  background  of  the  window  gave  splendid 
effect.  The  decoraticm  adopted  was  produced  by  large 
bunches  of  purple  clemafis  mixed  with  fern  leaves  and 
branches  of  the  natural  dyed  foliage  in  green  with  a 
sprinkling  of  Autumn  tints.  Each  of  'these  decorative 
bunches  was  tied  by  a  full  width  of  slik  of  a  soft  shade 
of  mauve.  The  silk  was  in  great  falling  loops  and  tho 
ends  were  carried  down  to  the  floor  and  out  through  the 
display  towards  the  front  of  the  window,  finishing  in  large 
bows  laid  on  the  floor.  Fancy  pedestals  and  jardinieres 
filled  with  the  flowers,  simila.r  to  those  in  the  background 
and  a  high  fancy  lamp  with  a  shade  in  mauve  and  pale 
blue,  illuminated  by   an   electric  light  was  used. 

The  third  window,  of  which  a  .sketch  was  given,  was 
much  more  complicated  in  appearance,  and  more  ambitious 
in  effect.  In  reality,  it  presented  no  unsurmountable 
difficulties  to  the  average  trimmer.  The  outline  is  made 
of  wood  and  covered  with  unbleached  cotton  stretched 
plainly  and  carefully  over.  This  is  sized  and  prepared 
as  for  a  painted  ba,ckground  and  when  dry  is  tinted  in 
soft  grey  green — dark  at  the  bottom  and  shading  into  soft 
grey  at  the  top.  The  paneling  is  formed  of  gilt  picture 
molding'.  The  framework  in  the  centre  is  covered  with 
pale  grey  felt  with  the  'Greek  key  border  cut  out  of  dark 
green  felt  and  appliqued  onto  the  cloth,  and  the  edges 
outlined  with  a  gilded  rope. 

The  centre  of  the  round  is  filled  with  an  Autumn  land- 
scape and  a  flight  of  birds  painted  in  delicate  pastel  tints. 
Softly  tinted  pale  yellow,  golden,  russet  and  crimson 
Autumn  leaves  further  embellish  this  centrepiece.  The 
trees  and  birds  ai-e  cut  out  of  felt,  and  the  foliage  out 
of  tinsel  cloth  a,iul  silk  and  are  appliqued  on  tarlatan  and 
placed  in  front  of  the  mirnn-.  Garlands  of  chrysaii- 
Ihemum  vines  with  flowers  in  yellow,  tan,  and  pale  pink 
decorate  the  corners  of  the  window. 


He  Wanted  the  Job. 

A  Montreal  firm  advertised  in  a  Winnipeg  lu-wspaper 
last  month  for  a  traveler  in  Manitoba  and  Sa.skatchewan, 
stating  that  only  men  of  undoubted  connection  and  ability 
need  apply.  The  following  letter,  one  of  the  replies 
speaks  for  itself.  The  spelling  and  punctuation  are  the 
writer's.    The  last  page  of  his  letter  is  reproduced: — • 

July.  14.  1909. 

Dear  sir — I  see  what  ymi  had  in  the  paper,  bot  a  sells- 
man,  out  here.  I  hafe  ben  Avorking  in  this  section  now. 
before  I  was  in  the  woods  last  winter.  I  have  had  ex- 
prine.  pedling  in  Chicago  before  I  got  a  wagon  I  pedled 
walking,  some  days  I  could  make  a  long  walk,  some  times 
farther,  when  T  was  behind  time.  I  haf  pedled  shrts. 
ovei'  jjans.  T  will  wish  to  quit  this  job  now.  how  much 
are  you  paing  a  hour  or  by  the  day,     I  belong  wit  lh(j 


The  Milbradt  Ladders 


cannot  be   any- 
thing but 

HIGHLY 
SATISFACTORY 

There  is  nolhingabout 
them  to  give  or  wear 
out  or  get  out  of  order 
and  after  they  are  once 
installed  require  no 
further  attention,  with 
the  exception  of  a  few 
drops  of  oil  now  and 
then. 

They  are  made  of  the 
very  best  material  that 
can  be  obtained.  We 
ship  them  subject  to 
approval,  hence  they 
must  be  satisfactory. 

Write  for  Catalogue 
and  Prices. 

Milhradt 
Mf^.  Co. 

1438  N.  8(h  Street, 
ST.  LOUIS,  Mo. 


FOR  THE  COMING  FUR  SEASON 


No.  87E  No.  87G 

J.  R.  PALMENBERG'S  SONS 

Established  1852 
Factory.  89-91  W.  3rd  St,  710  Broadway,  New  York 
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Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure   in    place   without    flattening. 


5  Sizes     R  20 

Medium 


R22    R23 

Large      Extra  Large 


R  24      R  26 

AUover  Superfine 


ROSENWALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames.  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co.,  Ltd 

Cor.  Simcoc  &  Wellington  Sts.,  Torrwito,  and  ."i25  St.  Paul  St.  Montreal. 


when  in  need  of  Met- 
al Fixtures,  Wax 
Figures  and   Forms. 

If  von  havn  t  got  our  elaborate 
catalogue  ( 775  pages)  ask  for  it. 

Delf  osse  &  Co* 

Canada's  Greatest  Fixture  Factory 
7  Bermine  Street     :    MONTREAL 


medils  chrch.  and  conld  pedil  good  to  them,  the  felos 
he  on  the  section,  wood  by  some  over  pans,  and  shrts 
Tel  what  they  cost  to  sel  to  who  will  by.  if  you  give  the 
job,  dont  send  som  thing  to  put  it  in.  I  haf  some  good 
eanvax  satchel's  with  what  i  pediled  in.  I  will  garinte  my 
self  with  our  section  bos.  I  no  the  polie  man  to.  rite  him 
to  say  how  i  am  I  am  not  so  hi  clas.  i  am  5  fet  6  in  big. 
about  what  you  say  bout  connection.  I  dont  no  what  is  it. 
we'I  i  will  say  so  long,  let  me  no  quck.  as  if  i  dont  get 
tlis  job.  i  expt  a  job  in  the  livry  barn  here.  If  i  dont  get 
som  tiling.  1  will  hafe  to  leve  town,  how  do  you  pay.  ech 
week,  how  much  is  bord.  riding  with  the  cars,  you  only 
pedil  in  towns,  it  is  raning  hard  here,  there  is  son  hay 
jcbs.  here  sone.  so  rite  me  quick.  I  hafe  a  job  here  for 
a  feu  days  in  this  hording  house  I  hafe  a  land  tiket  good 
to  ride  on  the  ral  rod  for  1  cent  a  mile,  let  me  no  how 
s  en  you  can  rite  me  abot  the  job.  well  so  long  until  you 


\^ 
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Reproduction  of  the   last  page   of  applicant's  le:ter.     The   manner 
in   which  he  has  indicated  his  address  is  particularly  interesfng. 

lite  me  abot  the  job  i  will  hafe  to  go  to  bed.  as  i  got  to 
get  the  han  car  out  erly  in  the  morning  I  will  now  clos. 
wishin  you  good  bi  until  i  here  abot  the  job.  i  was  to  Win- 
ipeg  fare,  was  you.  i  am  22  yers.  and  take  inglsh  wel. 

1  wo  commercial  travelers  sat  in  the  lobby  of  the 
Hotel  Edwards,  Indianapolis,  and  looked  out  upon  a 
miserable  April  day. 

"Some  class  to  this  weather,"  said  the  one.  "It 
can't  get  too  rotten  to  suit  me." 

"It  makes  me  sick,"   remarked   the  other,   dejectedly. 

A   silence  fell,  but  an   understanding  had   to  come. 

"Say,  brother,  what  do  you  sell  ?"  remarked  the  de- 
jected  traveler. 

"Me  ?    I   sell   rubber   boots." 

"1  thought  so.  I  am  out  with  a  line  of  summer 
clothing." 


Smart  Creations  at  Wearing  Apparel  and  Style  Show 

Exhibition  in  New  York  was  First  of  its  Kind  in  History  of  Ameri- 
can Fashions  —  The  Dry  Goods  Review  Booth  —  Developments  of 
Fashion  in    Suits,    Costumes,    Wraps,    Hats    and    Dress    Accessories. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 

IGO  Broadway,  New  York,  August  131. 

THEKK  was  nothing  left  to  the  invagination  of  the 
observer  at  the  Madison  Square  Garden,  where 
the  Wearing  Apparel  and  Style  Show  was  he'd 
ill  New  ^'ork  City,  during  the  t'hird  week  in 
August. 

"A  spectacle  of  splendor  and  beauty,  in  white,  gold 
and  blue,"  may  be  chosen  as  the  most  descriptive  phrase 
for  this,  the  first  style  show  ever  held  in  the  history 
of   American   fashions. 

There  were  scores  of  beautiful  booths,  exploiting 
mysterious  fashion  foibles  for  men  and  women,  with  whom 
nature  had  been  niggardly  as  regards  personal  pulchri- 
tude. There  was  aiCtivity  in  every  booth — demonstrations 
of  curious  machines,  instructive  talks  upon  the  relative 
merits  of  merchandise  waiting  the  admiration  of  the 
smart  set,  and  garments  fully  made,  upon  which  the  best 
skill   had   been    lavished. 

Original  purposes  often  diverge — get  into  an  unex- 
pecteid  road  and  territory  unthought  of  at  the  teginning. 
Methods  carefully  considered  by  the  exhibitors  on  the 
initial  day  of  the  show  were  found,  under  the  light  of 
experience,  insufficieut,  and  entirely  new  ways  had  to  be 
found.  At  first  the  purpose  was  merely  to  show  goods — to 
acquaint  visiting  buyers  with  the  merits  of  the  wares  and 
where  they  might  be  found;  to  bring  ipito  closer  com- 
munication and  relationship,  the  ma,nufacturer  and  buy- 
er; also  a  medium  by  which  the  trade  journals  could  prove 
tlreir  good  work.  This,  however,  did  not  prove  satisfac- 
tory to  the  buyers  from  remote  places.  They  came  to 
the  show  to  see  and  compare  goods  of  similar  class  with 
others  of  like  character  and  in  doing  this,  they  found 
the  advantages  of  buying  in  the  field  of  close  comparison. 
They  insisted  upon  making  purchases,  and  in  every  booth 
orders  were  freely  taken  and  executed,  the  same  as  in 
tlie  great    warehouses  or  factories   t'hemselves. 

Ingenious,  Useful  Things. 

Hundreds  of  ingenious,  useful  things  that  appealed  to 
the  crowds  and  stopped  them  in  their  saunterings  through 
the  brightly  lighted  and  stunningly  decorated  ais'es,  were 
exhibited. 

There  were  disappearing  hair  brushes,  that  fold  as  flat 
as  a  card  case  and  can  be  carried  in  the  vest;  the  all-one 
buiTer,  which,  opened,  revealed  the  complete  manicure  out- 
tit  within;  the  patented  garter  that  the  President  is  now 
wearing,  known  as  "nothing  around  the  leg";  the  Presto 
convertible  coat  collar,  which  has  been  adopted  by  only 
the  hig'h-grade  tailoring  firms  throughout  the  United 
States  and  Canada.  The  collar  is  so  constructed  that  its 
feature  of  being  finished  in  up-turn  collar  is  entirely  in- 
visible when  not  needed.  This  collar  is  not  supposed  to 
be  a  fad,  but  a  practical,  permanent  improvement  for 
collars  on  all  outer  wearing  apparel.  It  also  serves  the 
purpose  for  an  auto  collar  when  turned  up.  It  will  save 
the  storekeeper  the  expense  of  handling  both  the  mili- 
tary collar  coats  and  separate  collar  overcoat  stock.  It 
is    indeed    worthy    of   consideration    by   every   men's    and 


women's  coat   nuuuifacturer  who  is  looking  fur  such  im- 
provements. 

Dry  Goods  Review  Booth. 

The  Dry  tioods  Ifeview  booth  was  in  one  of  the  most 
prominent  localities  and  was  visited  by  buyers  as  well  as 
rnanufacturei's,  who  were  interested  in  its  work  a&  a  trade 
journal.  For  a  card  of  attraction,  the  famous  .500-button 
gown  and  cuat  lately  exhibited  by  one  of  the  largest 
dress  g'oods  firms  in  New  York,  to  advertise  the  fabric, 
which  is  a  mixture  of  mohair  and  worsted  in  Ottoman 
weave,  was  placed  on  a  wax  figure  in  the  booth.  A  sign 
above  it   acquainted   the   readers  that   this  gown   was   the 


A  view  of    the   Dry  Goods  Review   Booth   at    the  Apparel   Show   in 

Madison   Square    Gardens,   New  York.     The   famous  500-bi>tton 

Tussah   Royal  Gown   is  posed  in  the  background. 

creation  of  one  of  The  Review's  axlvertisers  and  that 
it  appeared  in  the  Fall  Fashion  Number.  It  was  the 
means  by  which  many  people  looked  through  The  Dry 
Goods  Review,  who  had  probably  had  little  opportunity 
to  see  it  before,  and  also  gave  its  representatives  a  chance 
to  acquaint  them  with  the  work  of  the  publication. 

Next  Show  in  January. 

Every  exhibitor  expressed  satisfaction  at  the  de- 
velopment of  the  phases  of  business,  of  selling  goods  and 
taking  orders,  and  naturally  enough,  every  exhibitor  is 
hoping  for  the  same  success  at  the  next,  exhibition,  which 
is  scheduled  to  occur  during  the  last  week  of  January  in 
the  same  location.  At  the  second  exhibition  many  firms 
will  undoubtedly  appear  who  did  not  come  into  the  first 
one. 
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Tliere  was,  possibly,  one  fault  with  the  show — to  be 
remedied  at  the  next  exhibition — and  thalt  was  the  lack 
of  women's  costumes.  Many  dressmakers,  tailors  and 
milliners  came  to  the  show  to  see  garments  of  their  voca- 
tions, but  went  away  disappointed.  There  were  some 
costumes,  wraps  and  hats  shown  in  the  tower  of  Woltex 
&  Co.,  but  these  were  not  enough  to  satisfy  the  curiosity 
seekers   for   new   styles,   etc. 

The  display  included  all  the  latest  developments  of 
fashion,  in  suits,  costumes,  wraps  and  hats.  It  might  be 
said  that  everything  shown  in  this  line  was  unanimous 
with  what  The  Dry  Goods  Review  gave  in  its  New  York 
market  letter  in  the  August  number.  The  styles  of  the 
Moyen  Age  and  Louis'  epochs  were  the  most  popular.  Jer- 
sey costumes  created, some  attention,  as  did  the  washer- 
woman drapery  gowns.  As  each  model  appeared,  a  man 
wrote  on  a  blackboard  the  description  of  the  garments, 
*te.,  where  they  were  made  and  of  what  materials. 

However,  although  custumes  were  scarce  in  the  dis- 
plays at  this  show,  they  were  not  absent  in  the  crowds 
that  came  to  see  the  exhibitions.  The  first  part  of  the 
week,  the  rain  prevented  well-dressed  women  from  ap- 
pearing in  their  full  glory,  but  beginning  with  Wednes- 
day it  was  noted  that  one  woman  tried  to  outdo  the 
others  with  her  general  make-up  to  the  show. 

The  elongated  waistline  costumes  were  in  evidence,  be- 
ing worn  by  the  most  ultra-fashionable  women  down  to  the 
little  shop  girl  who  happened  to  get  a  free  ticket  to  come 
to  the  show.  It  is  perfectly  remarkable  how  quickly  this 
fashion  of  the  Moyen  Age  has  been  taken  up  by  the  Am- 
ericans. It  is  in  danger  of  being  "done  to  death,"  a,nd 
already  the  better-dressed  women  are  asking  for  some- 
thing   different. 

Knit  Goods  Exhibit. 

The  number  ofV  knit  goods  exhibitions  proved  that  for 
this  Fall  and  Winter  knit  goods  are  to  have  large  sales 
in  every  style  and  foi'm.  The  booths  containing  knit 
goods  were  handsomely  decorated  and  they  showed  the 
latest  and  most  up-to-date  garments.  The  long  autoino- 
bile  knitted  coats,  in  double-breasted  effects,  with  mili- 
tary and  storm  collar  effects,  long  sleeves,  and  pockets, 
a,nd  in  length  covering  almost  the  entire  skirt,  were  most 
prominent. 

There  were  sweaters  for  men.  women  and  children  in 
every  style  and  color.  The  form-fitted  models  were  the 
most  popular  and  is  the  style  that  is  likely  to  have  pre- 
cedence  throughout  this  season. 

Mufflers  with  military  collars,  or  those  in  collarless 
styles,  were  also  well  thought  of.  Besides  the  sweaters 
and  mufflers,  there  were  scarfs  a,nd  shawls  that  attracted 
a  great  deal  of  admiration  by  the  visiting  ladies. 

Hosiery  was  another  feature  of  the  exhibitions,  and 
the  styles  were  rich  and  beautiful,  showing  that  the  de- 
sire for  pretty  hosiery  is  as  much  in  demand  as  for  any- 
thing else  in  the  wearing  apparel  line. 

The  hosiery  that  is  warranted  not  to  tear  was  looked 
upon  as  a  very  good  thing  by  out-of-town  buyers,  and 
many  of  them  indulged  and  took  home  a  dozen  or  so  of 
different  colors  to  try  them. 

Silk  petticoats  in  a.ll  the  new  styles,  pleated  and  cir- 
cular cut,  w'ere  shown  in  a  variation  of  beautiful  colorings 
and  designs.  The  brocaded  silk  petticoats  are  to  have 
first;  choice  this  Fall  and  Winter,  and  they  are  very 
handsome  in  different  colorings  in  both  subdued  and  light 
colorings.  In  nearly  every  instance,  the  petticoats  are 
shaped  and  form-fitted  over  the  hips,  the  fulness  com- 
ing from  the  knees  or  below  the  hips,  either  in  pleated 
or  shirred  styles. 

Muslin    underwear  booths   were   well   patronized,   and 


there  were  a  number  of  interesting  improvements  noted 
in  the  new  garments  that  have  not  been  shown  before. 
The  three-in-one-piece  garment  was  the  most  attractive 
and  it  was  shown  in  a  variation  of  trimmings  and  de- 
signs. It  is  a  combination  three-piece  garment  made  in 
one-piece,  devoid  of  seams,  etc.  It  is  a  very  pretty  gar- 
ment, as  well  as  a  practical  one. 

The  gown  that  buttons  in  the  back  is  another  new 
idea  of  this  season.  This  garment  is  made  with  the  Em- 
pire waist  idea  and  beautifully  trimmed  with  laces,  em- 
broideries, ribbon-threaded  beading  a,nd  buttons  down  the 
back  under  a  fly  or  pleat. 

Pleated  white  petticoats  are  the  latest  designs  in  these 
garments.  The  pleats  start  at  the  knee  or  at  the  ankle 
in  the  longer  lengths  a,nd  are  pleated  in  side  or  box 
pleats. 

New  Ideas  in  Corsets. 

Perhaps  the  most  interesting  of  all  were  the  corset 
exhibitions,  which  proved  most  successful  in  both  the 
selling  and  llie  means  of  bringing  about  the  largest 
crowds. 

Particularly  interesting  were  two  new  ideas  in  corsets 
recenlly  brought  over  from  Paris.  One  of  these  models 
was  a  new  French  tricot  skirt  corset  model  of  beautiful 
a,nd  graceful  design,  with  extremely  long  back  and  medium 
height  bust.  The  essential  requirements  of  the  best 
Parisian  designs  were  embodied  in  this  model.  The  other 
was  of  French  design  of  extreme  length  with  medium 
height  bust,  soft,  boneless  figure-molding  skirt.  These 
corsets  embodied  all  the  requisites  of  the  woman  of  fash- 
ion, and  everywhere  are  praised  for  their  beautiful  and 
artistic  lines  and  the  durability  of  their  boning. 

Thesc;  corsets  carry  out  fashion's  edict.  The  niusi 
striking  fcalure  of  these  new  enrsets  is  their  length,  24 
eyelets  long,  some  of  them.  So  long  are  they  that  the 
boning  ends  quite  a  few  inches  above  the  length  of  the 
corset,  leaving  quite  a  few  inches  of  skirt  unboned. 
However,  the  corset  is  so  well  made  that  there  is  no  dis- 
comfort, either  sitting  or  walking. 

It  took  almost  a  week  to  locate  all  the  wonders  of 
the  wearing  apparel  style  and  fabric  show.  To  thorough- 
ly appreciate  the  magnitude,  the  complete  study  of  de- 
tails and  the  artistic  arra.ngement  of  the  show  would  take 
much  longer,  but  it  is  gratifying  to  all  who  took  part  to 
know  that  it  was  a  success,  and  it  is  to  be  hoped  that 
when  the  second  one  is  held  in  January  that  we  will  have 
more  to  tell.  It  was  a  show  worth  the  while  of  every 
retailer  and  manufacturer,  both  in  the  United  States  and 
Canada,  to   see. 


J.  G.  Philian,  who  conducted  a  general  store  in 
Prince  Albert,  Sas.,  for  seventeen  years,  has  gone  to 
C)utlook,  .Sas.,  to  open  a  general  dry  goods  store. 

L.  Higgins  &>  Co.,  shoe  merchants,  Moncton,  N.B.,  are 
retiring  after  thirty  years  in  business,  and  have  leased 
their  store  for  a  term  of  years  to  the  E.  P.  Charlton 
Co.,  of  Fall  River,  Mass. 

The  tannery  and  glove  factory  owned  by  W.  D.  Prin- 
glc,  at  Wingham,  was  completely  destroyed  by  fire.  In- 
cendiarism is  suspected.  The  loss  was  partially  covered 
by  insurance. 

\V.  J.  McCanoe,  men's  furnisher,  St.  Thomas,  was  re- 
cently awarded  first  pri/e  in  an  advertising  contest  con- 
ducted by  E.  A.  Mallory  &I  Sons,  hat  manufacturers,  Con- 
necticut.   The  competition  was  open  to  the  world. 
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HE  RIBBON  HOUSE  OF  CANADA 


Your 

Sorting 

Orders 

Our 

Special 

Attention 


OUR   STOCK   OF 


Ribbons  for  Fall 


comprises  the  right  lines,  desirable  qualities 
and    colorings 

All   the  new  shades  for  your  Millinery  Department 


We  are  Specialists  in  Ribbons 


Have  you  learned  the  advantages  we 
can  offer  you  ? 


Walter  H.  Barry  &  Co. 

McGill  and  St.  James  Streets,  Montreal 


® 
© 
© 

® 
® 
® 


© 
© 


© 


BRITISH  AMERICAN  DYEING  CO 


The    Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,     Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND     PUT    UP 

Also 
FEATHERS,    SILKS.    VELVETS,    RIBBONS.    LACE.    ETC, 


ALL  WORK.  GUARANTEED 
UNEQUALLED. 


MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


J 


1"^  y^>  1         r^  •  has  enquiries  from  time  to  time  from  manu- 

I  viry      VJ-OOClS      IvCVlCW      facturers  and  others  wanting  representatives  in 
•^  the  leading  business  centres  here  and  abroad. 

Firms  or  individuals  open  for  agencies  in  Canada  or  abroad  may  have  their  names  and 
addresses  placed  on  a  special  list  kept  for  the  information  of  enquirers  in  our  various 
offices  throughout  Canada  and  in  Great  Britain  without  charge. 

Address;  Business  Manager,  DRY  GOODS  REVIEW,  Montreal  and  Toronto 


How  Merchant  May  Improve  His  Insurance   Ratings 

Failure  to  Apply  Principles  of  Economy  to  this  Department  of  Ex- 
penditure —  Consultation  with  Local  Agents  Advisable  in  Order  to 
Ascertain  Details  of  Rating  and    Necessary    Items   of    Improvement, 


ONE  of  tlie  most  important  questions  tha.t  the  mer- 
chant or  manufacturer  can  ask  himself  at  the 
present  time  is:  How  can  T improve  my  insurance 
rating?  Authorities  with  whom  this  matter  has 
been  discussed  declare  that  the  indifference  displayed  by 
some  of  the  most  wideawake  business  men  with  reference 
to  the  risk  represented  by  their  premises  is  nothing-  short 
of  surprising.  The  great  majority  have  never  taken  tlie 
trouble  to  ascertain  from  local  agents  what  their  key  rates 
a,re  or  to  inform  themselves  with  reference  to  those  details 
which  constitute  them.  It  is  safe  to  say  that,  if  they  did, 
they  would  stand  self-accused  of  their  failure  to  apply 
the  first  principles  of  economy  to  this  department  of 
expenditure. 

Fair  Basis  of  Rating. 

Although  it  is  a  commendable  fact  tha,t  forces  are  at 
work  with  the  object  of  bringing  about  a  better  condition 
of  things,  the  local  insurance  agent  has  not,  heretofore, 
been  expected  to  exercise  his  initiative  in  tliis  matter. 
While  a  town  is  under  a  minimum  tariff  where  risks  are 
not  always  considered  on  their  individual  merits,  but  subject 
to  the  same  rating  whether  good  or  bad,  no  great  reform 
can  be  worked.  Obviously,  the  specific  rating  which  weighs 
the  conditions  surrounding  a  building  and  charges  accord- 
inglj'  is  the  fairer;  it  discriminates  justly  between  the 
good  and  the  bad.  Of  course,  the  town's  fire  equipment 
and  its  fire  record  are  always  matters  for  consideration 
and  are  ma,de  the  bases  of  penalties  or  credits  as  the  case 
may  be.  Authorities  state  that  the  time  is  not  so  far  dis- 
tant when  all  centres  of  population  will  come  under  the 
specific  rating-. 

Consult  with  the  Agent. 

What  step  must  the  merchant  in  a  town  to  which 
specific  rating-  is  aj^plied,  first  take  in  the  direction  of 
improvement  of  his  individual  risk?  He  will  go  to  his 
insurance  agent  and  ascertain  his  key  i-ate.  Tlie  agent 
will  inform  him  as  to  the  full  details  of  that  rating,  where 
he  is  penalized  and  where  he  is  credited,  a,nd,  if  he  hc- 
a  competent  man,  will  also  be  able  to  tell  him  what  he 
must  do  to  improve  the  risk. 

On  one  point  there  cannot  be  too  great  emphasis — 
that  the  first  duty  of  the  merchant  is  to  employ  a  com- 
petent insurance  agent,  not  because  he  is  a  relative  or 
friend,  or  out  of  charity,  but  because  he  is  a  competent 
man. 

A  merchant's  insurance  is  more  frequently  gauged  by 
the  rate  than  by  his  own  requirements.  He  is  willing  to 
spend  three,  four  or  five  hundred  or  a  thousand  dollars 
for  insurance,  and  the  agent  wlio  can  supply  him  with  the 
largest  amount  of  insurance  for  that  money  is  the  man 
who  is  doing  him  a  service.  Low  rates  do  not  necessarily 
mean_less  premiums,  but  probably  would  mean  a  larger 
amount  of  insurance.  The  minimizing  of  fire  possibilities 
is  likewise  an  important  point  to  keep  in  mind. 

In  stringent  times,  the  merchant  looks  at  his  insurance 
and  if  he  thinks  he  can  save  a  hundred  or  two  he  is  going 
to  do  it.  The  man  who  can  show  him  how  he  can  best 
affect  tha,t  saving  is  the  man  who  gets  liis  business  and 
kepps  it. 


Reductions  Mean  Improvement. 

There  is  scarcely  a  conceivable  circumstance  under 
which  this  rule  will  not  apply,  that  reduction  m  rate  is 
made  for  improvement.  Instances  are  not  wanting  which 
go  to  show  that  where  changes  have  been  made  to  com- 
ply with  recommendations  with  the  object  of  securing 
better  rates  they  were  of  such  a  character  as  to  add  materi- 
ally to  the  value  of  tlie  buildings,  and  in  many  cases  were 
in  contempla.tidii  before  the  owner  had  thought  of  their 
signiticance  from  an  insurance  point  of  view. 

A  nierciiant  who  has  in  view  the  ''improving"  of  liis 
risk  by  remodeling  or  rebuilding  should  first  ascertain 
from  the  insurance  agent  doing  his  business  how  tlinse 
changes  are  going  to  aft'ect  his  raiting. 

Consultation  between  the  agent  and  the  insured,  at 
such  times,  should  be  tlie  rule  and  not  the  exception.  It 
is  here  that  the  competent  man  can  do  good  service;  if  he 
does  not  advise  his  clients  somebody  else  will. 

Small  Outlay  for  Big  Saving. 

Case  after  case  can  be  cited  in  which  the  most  inex- 
pensive improvement  to  building  or  equipment  has  affected 
great  saving  in  insurance  bill.  The  Review's  attention  was 
recently  drawn  to  a  notable  instance  in  w'hich  a  manu- 
facturer by  an  expenditure  of  $50  cut  down  his  bill  by 
over  $500.  By  instating  a  bucket  tank,  by  bricking-  up  a 
small  hole,  by  protecting  floors  or  woodwork  near  stoves 
or  furnaces,  by  keeping  packing  material  in  proper  bins — 
these  and  scores  of  other  little  things  all  count  in  the 
making  up  of  a  rate.  The  fact  that  there  is  a  deduction 
made  for  no  cellar  or  basement  is  signiticant.  The  cellar 
is  so  often  made  a  dump  hole  for  all  kinds  of  rubbish,  and 
is  the  i^lace  of  origin  of  many  fires  that  the  penalty  seems 
justified. 

Faults  of  Management. 

The  faults  attributed  to  management,  in  the  mercantile 
survey  on  which  rates  are  based  account  for  a  large  list 
of  penalties  any  (Uie  of  which  may  be  easily  overcome. 
For  example,  if  tliere  are  stovepipes  through  the  floors 
or  partition,  not  protected,  an  additional  50  cents  is 
charged;  through  the  window,  roof  or  wall,  witli  double 
metal  chimney,  50  cents  additional;  not  protected,  $1.00; 
entering  bottom  of  flue  vertically,  25  cents  extra;  enter- 
ing flue  in  attic  or  unused  room,  25c  additional;  bottom 
of  elevator  shaft  used  for  closets,  etc.,  or  waste,  50c;  un- 
tidiness, rubbish,  ashes,  etc.,  in  cellar  or  attic,  25c;  open 
lights  in  show  windows  or  electric  bulbs  covered'  with 
tissue  paper  or  paper  shades,  '2.5  cents  extra,  and  so  on. 
There  may  be  points  about  the  construction  of  a  building 
which  the  tenant  or  owner  can  as  easily  improve  upon 
as  in  removing  any  of  the  "faults  of  management,"  and 
with  reference  to  these  the  fullest  consultation  with  local 
agents  is  urged.  There  is  not  only  the  individual  risk  to 
be  considered,  but  likewise  the  reputation  of  the  town. 
It  is  safe  to  say  that  the  progressive  merchant  who  recog- 
nizes the  impo4-tance  of  his  own  status  will  not  long  stand 
for  deficiency  of  municipal  equipment. 

The  Review  intends  to  discuss  this  matter  further  and 
would  be  pleased  to  learn  the  experiences  and  opinions  of 
merchants  and  manufacturers  throughout  the  country  by 
whom  the  question  of  improved  risks  has  been  seriously 
considered. 
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A   Winner  Wherever  Sold 
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Trade /^AR.K 

Registered 


Am   You  Handling  the  Buster  Brown  ? 


The  Buster  Brown 
Stocking  is  made  of 
cotton,  ribbed,  and  dyed 
with  the  richest  shade  of 
black  dye  ever  used  on 
Cotton  Hosiery.  This 
dye  is  positively  guaran- 
teed not  to  fade  or  turn 
green.  h  is  acknow- 
ledged as  the  leading 
boy's  stocking  on  the 
market. 


tr/>e 


REJOLVE.D  ' 

THAT  IT  \S  THE 
STOCKING  MAKES 
THE  BOY-THAT  IS 
WHEN  ITSAPV-STER 

Prown  Stocking 

PusTER  Brown 


Recistereo 


-^ro-r^-./t 


Sold  6p  all  the  Leading  Jobbers 


This  cut  of  our  trade- 
mark is  on  the  lid  of 
every  box  containing 
Buster  Brown  stockings. 
It  is  a  protection  to  you 
and  your  customers  as  it 
stands  for  well-known, 
persistently  advertised 
quality.  Take  advant- 
age of  the  prestige  of 
this  celebrated  Trade 
Mark. 


jCimiled  ^— ^^^^— .^— 


HAMILTON  ONTARIO 

E.  H.  WALSH  &  CO.,  Soh  Selling  Agents        TORONTO  and  MONTREAL. 


Please 


men 


tioii  The  Rez'iezv  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Reviexv 
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Are  You  Prepared  ? 

for  the  best  Fall  trade  you  have  had  in  years? 
All  indications  point  to  a  banner  season  and 
we  are  stocked   accordingly.      :::::: 

HOSIERY 

is  one  of  our  specialties 


/^UR  Hosiery  Deparl- 
^^  ment  is  as  well  sort- 
ed and  stocked  as  an}-  in 
the  Dominion.  O  ii  r 
prices  are  equalled  by  few 
and  surpassed  by  none. 
We  ship  promptly  and 
carefully.      :      :       :      :      : 


'T^HE  constant  watch- 
ing  which  our  stock 
receives  will  enable  you  to 
continue  the  same  line 
rig-ht  through  the  seaion. 
No  losing  of  trade  by 
having   to    substitute.      : 


You  can  always  re-order  lines  of  HOSIERY 
ordered  from  us  and  depend  on  receiving  the 
same  number,  at  the  same  price,  and  at  once. 


"^  ^  We  think  the  above  facts  should 

'  warrant  our  receiving  a  share  oi 


your  business. 


Jol)nM.^GARLAND^Son&Co, 


Otta\va,  Canada 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


So 


CANADIAN     FUR     TRADE 
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Double  Your  Profits 

By  Handling  Peck  Furs  and  Hats 


FURS 

Peck  Furs  have  the  name  and  reputa- 
tion to  sustain  of  the  largest  wholesale 
garment  manufactory  in  the  Dominion. 

This  assures  care  and  quality  in  the 
making. 

We  combine  the  advantage  of  enor- 
mous resources  with  a  thorough  know- 
ledge of  the  world's  markets,  and  buy 
furs  at  prices  impossible  to  the  small 
manufacturer. 

This  means  closer  prices  to  you,  for  if 
w^e  under-buy  w^e  can  afford  to  under- 
sell the  small  competitor. 

Our  fur-lined  garments  comprise  the 
very  latest  designs  and  shapes  and  are 
beautifully  tailored. 

Our  prices  are  most  moderate  for  the 
workmanship  and  quality  of  Cloth  and 
Furs  used. 

See  the  Catalog  and  Price  List  and  judge 
for  yourself. 


HATS 


We  have  secured  the  exclusive  agency 
of  the  Carter  and  Wilkinson  Hats  for 
the  Dominion  of  Canada. 

No  one  w^ho  knows  w^ill  question  the 
style  of  a  Carter  or  a  Wilkinson,  nor  the 
quality  of  the  felt. 

They  are  everywhere  admitted  to  be  the 
last  word  in  hat-making. 

Our  prices  allow  an  ample  margin  of 
profit  and  assure  a  quick  turn-over,  for 
no  man  can  look  at  a  window-display  of 
Carters  or  Wilkinsons  without  realizing 
that  his  ow^n  head-gear  suffers  by  com- 
parison. 

You'll  want  some  of  them  to  give  tone 
to  your  stock  and  to  satisfy  your  dis- 
criminating customers. 

Mr.  Geo.  S.  Page  has  assumed  charge 
of  our  hat  department  and  this  alone 
assures  prompt,  courteous  and  efficient 
attention  to  your  hat  requirements. 


CLOTH    CAPS 

Our    own    cap    factory    works    out    the    newest    and    always    the 
latest  designs   in  every  quality  and   shape. 

If    you    haven't    seen    our    samples    write    for    sample    half-dozens, 
and   you  w^ill  get  ready  sellers  and  money-makers. 


John  W.  Peck  &  Co.,  Limited 

Temporary  Premises— 

12  St.  Helen  Street         -  -         Montreal 
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Please  Dieutiou  The  Rei'iew  to  Advertisers  and  Their   Travelers 


Hat   Deparimeni  of  the   Fur  and   Hat   Store   of  Alex.  Nelson  &   Co.,   Montreal,     in   the   busy  fur 
season  the  cases   at  the   left  are   devoted  to   furs. 

Splendid  Sorting  Season  Anticipated  by  Fur  Travelers 

Indications  Point  to  Active  Fall  Business— Popularity  of  Suits  Creates 
Demand  for  Small  Furs  —  Cross  Ties  and  Stoles  Favored  —  Fur-lined 
Coats  Meeting  with  Good   Demand  —  Pitfalls  in  the  Buying  of  Furs. 


FUIi  travelei's  anticipiite  a  splendid  .sorting  trade 
when  lliey  siart  on  their  trips  tiie  end  of  t'liis 
niontii.  Kverything  points  to  .^ood  crops,  and  an 
active  fall  business. 

Fur  manufacturers  'have  been  particularly  successful 
wit'li  small  furs  for  the  coming  season,  owing  to  the  popu- 
larity of  suits.  Suits  are  worn  through  the  entire  winter 
season  to  a  much  greater  extent  than  a  few  years  ago  and 
this  makes  the  fur  neck  piece  a  necessity.  The  fur  neck 
pieces  being  taken  in  greatest  quantities  are  on  the  small 
order,  perhaps  owing  to  the  smaller  cost  and  to  the  fact 
thiat  in  order  to  get  some  thing  which  would  look  new 
the  small  pieces  are  preferred  as  a  contrast  to  the  very 
large  st<iles  which  have  been  pii|)nl;ir  during  the  past 
few  years. 

Nearly  everything  gives  the  animal  effect,  and  this 
has  taken  well  with  the  trade.  Whole  skins  with  the 
heads  and  tails  attached  are  used  in  the  making  of  fur 
pieces  and  where  skins  are  too  small  to  answer  the  pur- 
pose, two  or  more  are  put  together,  resulting  in  most 
attractive  pieces. 

Small  cross  ties  and  stoles  are  in  good  demand  for  city 
trade,  as  well  as  the  I'uffs  finished  with  ruching's  of  chiffon, 
satin,  etc. 


Pitfalls  in  Buying  Furs. 

Fur  houses  doing  business  on  a  quality  basis  rather 
than  on  the  price  question  alone  are  sometimes  handi- 
capi>ed  owing  to  the  lack  of  proper  information  on  the 
part  of  retailers.  It  is  often  difficult  for  a  salesman  to 
explain  clearly  w'hat  causes  the  difference  in  price. 

Of  all  marked  lines  of  furs  coon  coats  are  particularly 
prominent.  Yet  often  retailers  are  lead  astray  on  the 
question  of  price.  Samples  look  very  much  alike.  The 
large  majority  of  fur  firms  make  deliveries  up  to  or  better 
than  sample. 

However,    a    common    method    of   obtaining   orders  by 


price  alone  is  the  marking  of  sizes.  Most  firms  now  live 
up  to  the  set  standard  of  having  for  instance,  a  42  size 
fur  coat  fit  loosely  a  man  measuring  42  inches  over  his 
vest,  chest  measure.  There  are  coon  coats  sold  as  size 
42  which  do  not  measure  over  38.  When  this  is  applied  to 
an  entire  rang-e  of  sizes  the  saving  on  skins  is  marked. 
Other  favorite  methods  of  skimiMng  are  in  t'he  sleeves, 
collar  and  skirt.  Naturally  retailers  buying  in  proper 
size  garments  have  trouble  with  customers  and  stock. 
Sales  are  often  missed  and  sometimes  forced  only  to 
bring  ultimate  trouble. 

Retailers    should    take    the    precaution    of    measuring 
similar  sized  coats  from  different  fur  firms. 


Good  Demand  for  Fur-lined  Coats. 

There  is  an  increasing  demand  for  fur  lined  coats  in 
the  small  towns  and  country  .sections.  City  demand  for 
this  class  of  garment  has  fajlen  off  to  a  great  extent  ex- 
cept as  evening  wraps,  for  which  the  light  colors,  on 
rather  a  more  elaborate  scale  than  the  ordinary  fur  lined 
coat  are  in  demand.  The  fur  lined  coats  of  the  present 
.season  are  slightly  fitted. 

Muskrat  is  chiefly  used  for  linings,  and  mink.  Alaska 
sable,  fox,  lynx,  etc.,  ;ire  used  pi-incipally  for  collars  :ind 
revers. 

Three-quarter  length  and  seven-eighths  length  fur  coats 
are  in  good  demand  for  city  trade.  These  have  usurped 
the  place  of  fur  ja,ckets  and  in  a  great  measure  the  fur 
lined  coats.  These  are  made  on  the  same  lines  as  the  fur 
lined  coats,  being  slightly  fitted.  They  are  made  in  all 
cases  with  self  collars  and  lapels.  In  some  cases  no  col- 
lars, or  only  a  narrow  band  are  used  to  permit  of  wearing 
a  stole  or  other  neck  piece.  Some  of  the  new  coats  show 
long  lapels,  reaching  to  the  waist. 

The  furs  used  for  these  coats  are  muskrat,  pony, 
astrachan  and  caracul.  Mnski-at  is  particularly  popular 
in  many  section  of  Canada,  especially  in  the  far  west. 


Valuable    Suggestions    for    Fur    Stock    Arrangement 

Ideal  Way  to  Keep  and  Show  Furs  is  by  Means  of  Closed  Cases 
with  Glass  Front -Good  Plan  to  Devote  one  Case  to  Each  Kind  of 
Fur  where  Space  Permits  -The  Window  Display  and  its  Importance. 


EVERY   year   sees   more   dry  goods   stores   opening 
up  a  fur  department  or  devoting  some  attention 
to  tlie  selling  of  furs.     Properly  handled,  a  line 
of  furs  should  be  a  good  investment  for  the  re- 
tailer. The  department  needs  a  g-ood  deal  of  attention,  for 
furs  will  not  sell  themselves. 

Stock  Arrangement. 

One  of  the  first  considerations  in  the  fur  department 
is  the  arrangement  of  stock.  Naturally  this  must  depend 
very  largely  upon  the  amount  of  space  which  can  be  given 
to  the  department.  In  the  majority  of  stores  this  cnuld 
be  increased  during  the  busy  season,  allowing  better  dis- 
play of  goods,  and  creating  a  good  impression  on  the  minds 
of  visitors  to  the  store.  The  ideal  way  of  keeping  and 
showing  furs  is  by  means  of  closed  cases  with  glass  front, 
thus  protecting  the  goods  from  dust  and  too  strong  light, 
and  yet  keeping  tliem  in  view  and  easy  of  access.  These 
cases  should  contain  the  greater  share  of  goods  in  tlu' 
department.  Display  fixtures  and  tables  should  be  placid 
throughout  the  department  for  the  purpose  of  showing 
different  lines  of  furs,  and  lliese  goods  should  be  changed 
frequently,  so  that  frequent  visitors  to  the  department  will 
not  get  the  idea  that  no  goods  are  sold  and  that  the  va.riety 
of  stock  is  small.  Wax  figures  for  the  display  of  coats, 
particularly,  are  of  advantage.  Where  space  permits  of 
a  sufficient  number  of  cases,  it  is  a  good  plan  to  devote 
one  case  to  each  kind  of  fur,  as  this  will  save  confusion 
and  delay  in  showing  different  grades  of  the  same  fur. 

The  stock  carried  will  have  to  depend  a  great  deal  upon 
the  class  of  trade  done  by  the  store  generally.  The  buyer 
must  study  this,  a.nd  be  guided  by  it  in  making  his  pur- 
chases. In  a  store  doing  a  high  class  trade,  cheap  furs 
should  be  given  very  little  attention,  while  in  the  store 
doing  only  a  popular  trade,  the  high  priced  furs  would 
not  be  a  wise  investment.  Buy  from  reliable  manufae- 
turens,  to  make  sure  that  if  lower-priced  furs  must  be 
stocked,  they  are  good  value  and  dependable. 

Advertising  and  Window  Display- 

The  fact  that  furs  may  be  sold  at  almost  any  time  of 
the  year  makes  it  important  that  space  should  be  given, 
even  during  the  summer  months,  to  the  fur  department, 
in  the  daily  newspaper  advertis'ing.  Occaisional  window 
displays  should  also  be  made.  Probably  the  amount  of 
business  done  will  not  warrant  too  much  attention,  but 
the  fact  that  in  Canada,  particularly  in  Montread,  summer 
tourists  are  attracted  by  furs,  makes  it  advisable  to  give 
them  some  attention.  An  occasional  reminder  to  the  pub- 
lic that  the  summer  is  a  good  time  to  prepare  for  their  fur 
needs  for  the  coming  winter,  is  valuable. 

As  soon  as  Fall  suits  are  shown  furs  should  also  be 
shown  with  them.  An  attractive  fur  set,  shown  with  a 
stylish  suit  will  often  make  a  sale  at  a  time  when  without 
this  reminder,  the  customer  would  not  be  thinking  of  furs. 
From  this  time  on  as  much  window  spa.ce  as  can  be  given 
to  furs  should  'be  made  the  most  of,  and  w-hen  the  active 
buying  season  is  really  on,  no  effort  should  be  spared  to 
attract  business,  either  in  the  way  of  newspaper  advertise- 
ing  or  department  and  window  displays.  The  season  is  not 
very  long,  and  no  opportunity  should  be  neglected  to  make 
it  successful. 


Salesmanship. 

Salespeople  in  the  fur  department  should  be  well  posted 
regarding  their  goods  and  should  be  able  to  talk  intelli- 
gently regarding  furs.  They  should  be  aible  to  explain 
\\i\y  one  kind  of  fur  will  wear  better  thau  another,  to 
talk  about  the  dyeing  and  making  of  furs  if  the  subject 
comes  up  and  should  improve  every  opportunity  to  in- 
crease their  knowledge  of  furs,  as  their  success  as  sales- 
men will  depend  in  a  measure  on  this.  Very  few  cus- 
tomers are  really  well  posted  regarding  furs,  and  the 
majority  Of  them  realize  this.  So  much  is  put  on  the  mar- 
ket that  is  worthless  that  many  are  of  the  opinion 
that  if  thiey  buy  furs  they  must  expect  to  be  cheated.  If 
the  salesperson  can  ta'k  intelligently  about  his  goods,  and 
can  point  out  their  good  points,  and  give  pointers  regard- 
ing the  care  of  furs,  they  are  sure  to  inspire  a  certain 
amount  of  confidence  in  the  customer,  that  will  lead  to 
good  results,  where  another  clerk,  not  being  able  to  talk  in 
this  manner  would  give  the  impression  that  it  was  a  case 
of  "least  said,  soonest  mended,"  and  that  they  had  better 
leave  the  goods  alone.  Where  goods  are  bought  of  a  re- 
liab'e  manufacturer,  th^e  salesiJeople  aire  able  to  speak  with 
greater  confidence  than  if  there  exists  a  doubt  about  the 
reliability  of  the  guarantee  of  the  manufacturer. 

A  great  aid  in  the  department  is  the  marking  of  prices 
in  plain  figures.  Most  stores  find  that  this  inspires  a 
greater  amount  of  confidence  in  the  store.  One  customer 
knows  that  another  will  be  asked  the  same  price,  but  where 
only  a  private  mark  is  used,  there  is  apt  to  be  a  certain 
amount  of  juggling  do)ie  when  the  price  question  is  brought 
up.  Often,  too,  customers  who  have  a  hazy  idea  that 
they  want  to  buy  furs,  do  not  like  to  a,sk  prices,  as  they 
have  not  really  decided  to  make  a  purchase.  Seeing  prices 
in  plain  figures,  they  may  be  induced  to  buy,  by  seeing 
a  combination  of  a  i)i'ice  which  suits,  with  a  fur  article 
that  also  suits. 

Introducing  Goods. 

When  a  person  enters  a  store,  "merely  to  look 
around,"  salespeople  must  use  judgment  in  deciding 
whether  to  let  them  do  this  alone,  or  whether  to  follow 
them  up  and  show  goods.  Nearly  always,  a  good  plan  is  to 
give  a  pleasant  assent  to  this,  and  then  in  an  unobtrusive 
manner,  to  call  attention  to  certain  line  of  goods,  with- 
out suggsting  a  sale.  Every  one  likes  to  feel  that  they 
are  welcome  in  a  store  even  if  they  do  not  make  purchases. 
By  calling  attention  to  some  particular  line  of  goods  it  is 
nearly  always  possible  to  get  at  the  object  of  the  visitor 
in  entering  the  store.  There  is  nearly  always  a  definite 
i-eason  for  doing  this,  and  once  interest  is  aroused,  sales 
are  apt  to  follow. 

When  a  salesperson  approaches  a  customer,  with  tht 
idea  of  making  a  sale,  it  is  best  to  avoid  the  price  question 
as  fa,r  as  possible  at  'first.  Ascertain  the  article  desired 
and  the  kind  of  fur  preferred.  The  first  information  is 
usually  volunteered,  but  the  customer  is  sometimes  un- 
decided as  to  the  seeo'ud.  The  competent  salesperson  can 
usually  get  some  idea  of  the  price  desired  by  the  appear- 
ance of  the  customer,  but  it  is  a  good  policy  to  show  goods 
a  little  higher  in  price  than  are  likely  to  be  required.  The 
customer  will  soon  state  whether  the  price  is  too  'high  or 
loo  low.  : 
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SEAL  BRAND         The  Trade  Please  Notice 


TRADE  MARK 


B.  SILVER  &  CO. 

420  St.  Paul  Street,  MONTREAL 
Manufacturers  Seal  Brand   Garments 

(GUARANTEED) 


1.  That  any  fur  article  bearing  our  trade 
mark  is  guaranteed  absolutely  against  de- 
fective material  and  workmanship. 

2.  That  our  ability  to  satisfy  the  demands  of 
the  most  exacting  trade  is  second  only  to 
our  determinatioi  to  please. 

3.  That  in  no  case  do  we  allow  ourselves  to 
be  undersold ;  our  prices  are  the  lowest 
consistent  with  quality.  We  believe  that 
an  inferior  article  is  dear  at  any  price,  the 
customer  forgetting  soon  the  price,  while 
an  unsatisfactory  purchase  leaves  an  in- 
delible mark. 


IT'S  A  SEAL  BRAND: 

That  guarantees  satisfaction  in  afiir 


The  Standard   of 
Excellence  in 

FURS 

Moose  Head  Brand 

Established  1852 


If  you  have  any  furs  in  stock 
besides  those  bearing  Moose 
Head  Brand,  now  is  the  time 
to  make  comparisons  while 
you  have  quantities. 

Look  first  to  the  quality,  make,  size 
and  style,  and  then  price.  Moose 
Head  Brand  leads  where  good  quality 
and   fine   workmanship  are   desired. 


I.  GNA[DINGER,  SON  &  CO., 


90-92-94 
ST.  PETER  ST. 


MONTREAL 


Please  mention  The  Rci'iciv  to  Advertisers  and  Their  Travelers, 
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CANADIAN     FUR     TRADE 


Dry  Goods  Review 


The  fur  salesman  must  possess  a  great  amount  of 
palience  and  good  nature.  The  average  buyer  of  furs  does 
\w[.  buy  new  furs  every  season,  and  on  this  account  usually 
desires  to  visit  different  stores  and  make  comparisons  be- 
fore coming  to  a  final  decision.  The  clerk  viYio  can  meet 
with  a  courteous  reply,  after  spending"  a  lot  of  time  show- 
ing goods,  a  remark  to  the  effect  that  the  customer  wishes 
to  "look  around"  before  deciding,  is  a  valuable  acqui- 
sition to  a  stiire.  An  invitation  to  "cmne  in  at  any  time 
and  have  another  look  at  our  goods"  goes  a  long  way 
towards  bi'inging  that  customer  back  to  the  store,  with  a 


store,  it  is  sometimes  good  policy  to  stand  a  little  loss  in 
the  matter  of  repairs,  in  oi'der  to  hold  future  tra,de.  A 
satisfied  customer  is  one  of  the  best  advertisements  a 
store  can  have. 

Square  Untrimmed  Pillow  Muffs. 

The  l)ulk  of  the  business  done  in  muffs  has  been  in 
the  square  untrimmed  pillow  muff,  but  the  better  class  of 
goods  has  been  chiefly  in  the  more  elaborate  styles.  These 
like  the  neckwear  show  tiie  animal  effects.  Sometimes 
thei  muff  is  made  of  but  one  skin,  with  the  head  and  tail, 
when  the  skin  is  large  enough  for  the  purpose,  and  in 
t'liis  case  it  is  simply  lined  with  satin  and  folded  over  a 
muff  fur  covered  and  lined  like  the  skin  itself.  In  the 
case  of  small  skins,  such  as  mink,  ermine,  etc.,  several 
skins  are  joined  to  make  the  necessary  size. 


Hats  and  Caps. 


Who  should  first  have  their  travelers  on  the  road  wa.s 
tlie  cause  of  considerable  activity  among  hat  importers 
and  manufacturers  during  tlie  jiast  montli. 

Conventional  ideas  in  stiff'  liats  pre(h)minate  in  tlic 
new  lines.  There  is  an  increased  showing  of  soft  hat 
shapes  in  many  coloi's  and  these  are  expected  to  do  well. 
The  denuHid  for  caps  in  soft  shapes  is  increasing.  Cana- 
dian manurariui-ers  are  liiiiiiiig  out  exlreuicly  good 
lines  and  relaihTs  ha\e  bct'ii  (piick  lo  co-opcralc  with 
lluMH  in   wiirking  up  a  beller  class  of  trade. 

As  regards  the  straM'  hat  trade.  Sunnner  stoclcs  have 
been  cleared  out  in  good  shape,  notwithstanding  the  fact 
tliat  thei'e  was  no  visible  price  cutting  early  in  the  season 
as  has  been  the  case  in  years  past.  As  a  matter  of  fact, 
not  till  well"  on  in  August  was  any  reduction  in  straws 
noticed.  Tliis  is  quite  a  good  sign  and  should  encourage 
further  steps  in  the  right  direction  next  year. 

Judging  by  the  above,  pros|)ects  for  Spring  are  bright. 
'I'ravelers  stai'led  on  the  road  about  the  first  of  the  month 
\\ith  Spring  and  sorting  lines  and  all  anticipate  a  large 
t  rade. 

In  the  straw  lines  for  Spring  the  regulation  boater  or 
sailor  will  once  again  be  prominent,  lower  crowns  and 
wider  brims  predominating.  Splits  will,  as  usual,  sell 
better  tlnm  sennits. 

There  was  quite  a  tendency  in  popular-priced  goods 
this  season  for  soft  brims  and  rakish  shapes  and  this  has 
lead  manufacturers  to  l)elieve  that  there  will  also  be  even 
a  better  feeding  for  this  line  lU'xf  year. 

'I'liis  season,  nmre  pananias  were  exhibited  in  window 
dis|)lays  them  any  rdher  two  seasons  since  the  hat  was 
first  inti'oduced.  In  a  few  of  llie  large  centres  it  was  just 
a  mattei'  of  opinion  as  lo  which  was  the  most  populai',  the 
boater  or  the  i)aiuima.  As  a  result,  nuuiufacturers  are 
optimistic  and  are  showing  (juite  a  wide  range  for  Spring. 


Long  Mubkrjt    Coat       Manufaciurei    by    L.    Gnaedinger, 
Son   &   Co.,  Montreal. 

settled  determination  to  make  a  purchase  where  he  or  she 
had    been    treated   with    such   courtesy    and    consideration. 

The  Guaranteeing  of  Furs. 

'file  guaraiileeing  of  furs  is  a  diliicult  uialler.  All  fuis 
will  wear  (Hit,  and  tlie  time  recjuired  fin-  tliis  depends 
almost  entirely  upon  the  wearer.  Any  reliable  house  will 
stand  back  of  the  goods  they  sell  and  will  make  fret 
repairs  within  a  reasonable  time,  when  the  fault  is  clearly 
that  of  the  goods.  la  the  case  of  regular  customers,  or  a 
customer  who  is  likely  to  become  a  regular  patron  of  the 


Death  of  Charles  Coristine. 

Chas.  Coristine.  wliolesale  haitter  and  furrier,  McGill 
St.,  Montreal,  died  very  suddenly  on  the  morning  of 
August  31st,  at  the  Turkish  Bath  Hotel,  Montreal.  Mr. 
Coristine,  who  was  the  only  r'emaining  son  of  the  late 
-Tohn  Coristine,  had  been  suffering  from  heart  disease  for 
I  he  past  three  yea.rs  and  dui-ing  the  two  weeks  previous 
lo  his  death  had  been  in  poor  health.  He  was  about  fifty- 
five  years  of  age  and  unmarried.  At  one  time  he  was 
associated  with  his  brother  in  the  firm  of  Jas.  Cosistine 
&  Co.,  Ltd.,  and  later  was  in  partnership  witli  Mr.  John 
Edgar.  For  the  past  three  years  he  was  engaged  in  the 
fur  and  hat  business  for  himself. 
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Egerton 

Soft  and 
=  Stiff = 

Hats 


C  PRI NG  lines  now  ready, 
^^  embodying  all  the  Best 
Styles  for  the  coming  sea- 
son, and  all  the  newest 
colorings. 

^  Look  at  them  inside 
and  outside — you  will  find 
Excellence  throughout. 
In  the  materials  Quality, 
in  the  shapes  Style,  and 
in  the  finish  Thorough 
Workmanship. 


Boulter,  Waugh 

&  Co.,  Limited 


Fur  Maiiu/acfut'crs    -     Hat  Importers 
491493-495  St.  Paul  S(.     57  St.  Peter  St. 

Montreal 


Our  Salesman  ivill  call  on  voii  shortly 


Hats     \ 
Caps  >'  "1 
Straws      "•: 

1910 

Our  Travellers  Are  Now  Out 

SCClNu    our  Samples 

IS 

Good  Business  Policy 

and  BELIEVING 

as  we  do  that  it  is  the  best  range  we 

have  ever  shewn,  we  feel 

sure  that  for  you 

TO  SEE 

IS  TO  BUY 

And  We  Know  with  Our  Goods 

TO  BUY 

IS  TO  SELL 

^^^F      Send  Its  7tu>fff,  therefore,  if  you  are 
^H            not  on  our  list,  as  it  ivill  he  to  our 
^H^          mutual   advantaife    to    have    our 
^^"^^   traveller  call  on  you. 

Now  in  stock,  sorting  lines  Felt  Hats,  Caps. 
Full  Range  of  Furs 

Swift,  Copland  &  Co. 

Limited 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Raphael  Tuck  &  Sons 

8®®®®®®  I  tiompany,  Limitea  i  ®®®®®®g 


122-124  rif«hAve.,NewYork--917  St. Anloine St., Montreal 


IBS 


List  of  Departments 


Christmas  and 

New  Year  Cards 

Calendars 

(Novelty  Leaflet  Block,  Etc.) 

For  the  Home  and  Office 

Birthday  and 

Easter  Cards 


Illustrated  Books,  Toy 
Books  and  Booklets 


Christmas  Autograph 

Stationery 

150  designs 


Wedding  and 

Baby  Books 

Birthday  Books 

Juveniles 

in   Cloth  and   Board   Bindings 

Indestructible 

Calico  Books 

Picture  Post  Cards 

(over  50,000  different  designs) 

Christmas,  Birthday,  Easter 
and    Valentine    Post    Cards 

Mechanical  Animals 

Picture  Panoramas 

Picture  Puzzle 

Post  Cards 

Dressing  Dolls 


© 


(^ 


Q 


Fine  Art  and  Book  Publishers 


LISTS      ON     APPLICATION 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 


Fancy    Goods,    Notions    and    Trimmings 

Bright  Fall  Outlook  —  Imitation  Point  de  Venise  the  Great  Novelty 
at  Present  —  Selling  Methods  —  Embroideries  of  all  Kinds  are  Favored 
-  Coochet     in    Good     Demand  —  Increasing     Demand     for      Cards. 


DUIUNG  this  month  buyers  in  fancy  goods  depart- 
ments should  give  a  great  deal  of  attention  to 
the  buying  of  holiday  goods.  Not  only  are  the 
Christmas  iiolidays  to  be  prepared  foi',  hut 
Thanksgiving  and  llalhiwe'en  must  be  considered.  The 
latter 'are  of  small  acKiunt  when  compared  with  tiie  t)ig 
Christmas  season,  bnl  nevci'tlieloss  should  be  given  a  gnod 
deal  of  attention. 

Small  articles,  such  as  fancy  bo.xes  as  bonbon  recep- 
tacles, small  ornaments,  favors  for  luncheons,  etc.,  toys 
and  many  other  things  should  be  stocked  for  the  Hallow- 
e'en and  Thanksgiving  trade.  Naturally,  the  former 
suggests  witchcraft  and  the  mysterious,  while  the  latter 
suggests  harvest  time  and  things  edible,  and  this  must 
influence  the  buyer  in  his  purchases.  The  store  which 
has  always  handled  goods  for  this  trade  will  have  no  diffi- 
culty in  determining  what  to  buy  and  how  much,  but  the 
store  which  is  contemplating  handling  this  class  of  goods 
for  the  first  time,  will  do  well  to  be  careful  in  buying, 
a,nd  not  run  tbe  risk  of  having  a  lot  of  goods  left,  after 
the  derap.nd  has  ceased. 

For  the  Christmas  trade  nearly  every  good  store  nuikes 
a  point  of  supplying  holly  cardboard  boxes  with  certain 
lines  of  goods.  As  this  is  a  custom  which  seems  to  grow 
instead  of  diminishing,  buyers  will  find  it  a  good  plan  to 
buy  early  in  order  to  be  sure  of  delivery  in  time  for  the 
holiday  season. 

The  fact  that  goods  are  shown  in  a  dainty,  attractixe 
box.  suitable  for  presentation,  will  often  pi'ove  a  great 
aid  in  selling  what  otherwise  might  not  attract  the  cus- 
tomer, and  thus  tlie  practice  of  providing  boxes  is  a  good 
one  to  observe. 

There  are  certain  lines  of  holiday  goods  which  are 
really  staples  for  the  Christmas  season,  and  in  buying 
these  it  is  only  necessary  to  watch  for  the  newest  designs. 
Every  season,  however,  brings  its  novelties  which,  in 
many  cases  are  so  far  from  the  ordinary,  and  so  extreme, 
tliat  care  should  be  exercised  in  buying.  It  is  bad  policy 
to  enter  the  holiday  season  under-stocked,  but  it  is  also 
unwise  to  go  to  the  opposite  extreme  and  buy  in  too  lai'ge 
quantities,  unless,  the  goods  are  such  that  they  cannot 
depreciate  in  value.  But  even  in  that  case,  the  money  paid 
for  them  is  tied  up  until  the  next  season,  and  they  waste 
storage  room  if  they  are  not  cleared  out  at  a  low  figure 
after  the  actual  holidav  buving  season  is  over. 


Selling  the  Goods. 

To  sell  successfully  any  class  of  goods  they  must  be 
kept  where  the  buying  public  see  them,  and  the  method 
used  by  a  large  departmental  store  in  selling  the  smaller 
pieces  of  art  linens  could  be  copied  with  advantage  by 
many  stores.  A  cover  the  same  size  as  the  top  of  the 
counter  is  made  of  inch  boards,  and  is  covered  smoothly 
with  dark  green  felt.  In  the  opinion  of  The  Review,  vel- 
vet would  give  better  results  beca.use  it  would  enhance 
the  appearance  of  the  goods.  This  cover  is  placed  over 
the  top  of  the  counter,  and  the  doilies,  tray-cloths,  etc., 
etc.,  are  pinned  flat  to  the  velvet  or  felt,  each  Tvith  a  small 
but  easily-read  price  ticket  attached.     Of  course,  the  dis- 


play is  frecjuently  changed  and  nu  article  is  alhnved  to 
stay  on  the  counter  until  it  is  s(nled.  The  larger  pieces 
are  s'hown  on  stands  on  the  counter  and  the  whole  makes 
a  striking  display  and  one  that  sells  goods. 

Buyers  in  for  the  openings  have  displayed  great  in- 
terest in  art  needlework,  showing  that  more  stores  are 
becoming  interested  in  this  class  of  goods,  and  that  they 
are  finding  it  a  paying  department.  Business  so  far  for 
Fall  has  been  very  good,  and  most  bouses  are  finding 
that  'there  is  a  big  increase  over  that  of  a  vear  ago. 


The  Shopping  Bag. 

A  leather  shopping  bag  is  a  necessity  in  these  pocket- 
less  days,  and  women  pay  nearly  as  much  attention  to 
t!ie  style  of  I  lie  bag  she  cari'ies,  as  she  d(jes  to  her  shoes 


A  "  Kelemade"   Handbag    Shown   by  Frank  Goudy,   Toronto. 

or  gloves.  The  smart,  fashionable  bag  gives  the  finish- 
ing touch  to  a  woma.n's  appearance,  and  the  merchant  who 
wishes  to  catch  this  frade  must  stock  the  best  and  mosr 
fashionable  lines.  Not  only  is  fashionable  smartness  m 
factor,  but  the  wear  of  a  bag  must  be  considered,  as  ih' 
.'hopping  bag  is  put  to  considerable  strain.  Fancy  bags 
ore  shown  in  big  variety  for  the  holiday  selling.  These 
sell  in  considerable  quantities,  but  the  big  business  is  done 
on  the  useful  leather  bag,  and  no  holiday  line  is  compler  * 
without  an  assortment  of  both  popular-priced  and  high- 
priced   lJ;igs. 

The  popular  bag  is  tbe  flat  bag  in  seal  leathc'-,  and 
■hf^  broken-lxittom  bag  is  a  favorite  because  of  its  c:iiry- 
mg  capacity.  AH  the  selling  bags  are  leather-lined  and 
have  a  change  purse  in  a  pocket  on  one  side.  A  novelty 
that  is  .-trong  in  the  States  is  the  patent  leather  shop- 
ping bag.  Patent  leather  is  to  the  fore  for  many  uses. 
and  there  is  considerable  demand  for  the  smart  bag  of 
patent  leatber.  Another  novelty  which  is  decidedly  prac- 
tical is-  the  folding  bag.     When   folded,  the  bag  has  the 
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appearance  of  an  ordinary  .shopping  aceessorv  Willi  n 
ixu-ki't  on  one  side.  On  opening  tiie  eaiciies  that  hold  the 
Hap  (kiwn,  t'iie  bau'  nnfohls  to  iienerous  proportions.  This 
bag  is  leather-lined  and  has  the  side  imeket  with  ehange 
purse.  Black  is  always  the  big  seller,  but  brown,  green 
and  blue  are  also  favored.  The  balloon-shaped  bag  is 
another  good  selling  line.  These  bags  have  the  leather 
handles  firmly  stitched  on  and  draw  up  with  cords  and 
lacings. 

Children's  school  and  lunch  bags  are  a  very  good  line, 
and  for  holiday  selling  there  are  collar  bags,  in  both 
smooth  and  suede-finished  leather. 


Slippei's  made  of  heavy  mercerized  yaj'ns  in  a,ll  colors 
are  to  be  a  big  thing,  and  ((uantities  of  the  yarn  for 
making  them  is  selling.  These  slii)i)ers  are  crocheted  in 
ihe  same  patterns  as  those  made  of  wool,  but  present  a 
much  sma.rter  antl  handsomer  appearance,  as  tiie  mer- 
cerized cotton  has  the  iinish  of  silk. 


Materials  for  Stencilling. 

For  pillows,  centre-pieces,  etc.,  coarse  crash,  burlap, 
linen,  canvas  and  denim  are  used,  and  all  these  fabrics, 
as   well   as  muslin.   Calcutta   cloth,   or   strainer   cloth,   are 


Demand  for  Embroideries. 

Embroideries  of  all  classes  are  good,  though  newer 
kinds  are  taking  the  place  of  the  popular  Wallachian.  For 
cushions,  runners,  table-cloths,  etc..  in  colors,  the  arts 
and  crafts  patterns  are  the  leading  novelty,  but  there  i.s. 
still  agreat  demand  for  the  tinted  top  that  tells  a  story 
such  as  the  "harvest  field''  with  a  poppy  border. 

Arts  and  crafts  designs  are  worked  with  heavy  (loss 
and  outlined  in  black.  The  tinted  cushions  are  worked 
in    outline   and    with   long  and   s'hort   stitch. 

For  tlie  libi'ary  or  hall  table,  heavy  tan  or  grey  centre- 
pieces, embroidereil  in  highly  c.Hi\entiona,lizeil  designs  in 
the  c(dors  that  t(nie  in  with  the  fniiiishings  are  appro- 
|ii-iale.  The  enibi'oidei-y  nia>'  be  in  white  oi-  in  deep  tones 
of  any  preferred  cdIoi'.  A  centre-piece  noteil  had,  be- 
sides the  embroidery  patterns,  panels  of  crochet  made 
with  coronation  braid,  the  insertion  laid  on  the  fabric  and 
button-holed  round,  with  the  fabric  cut  away  after  the 
work  is  done.  The  edging  was  of  coronation  crochet  also. 
Cluny  insertion  ami  Cluny  edge  could  be  substituted. 

Coronation  braid  is  very  much  used.  For  instance,  a 
large  centre-piece  has  daisies  made  of  this  braid  with 
their  centres  filled  in  with  French  knots,  and  another 
one  has  a  Greek  kev  desisn  of  the  braid,  combined   with 


Imitaiion    Point   de  Venise,  ttie   Latest    Idea  in    Fancy  Linens. 

embroidery.  In  putting  on  the  cord  great  care  must  be 
used  to  secure  it  firmly  by  taking  a  stitch  over  the  cord 
between  each  section,  and  through  the  cloth  beneath. 

Crochet    is  coming  on  strong — not   only  Irish   crochet, 
bui    all   criicliet    work,   >nch    as  crochet   mats,   doilies,   etc. 


Mat   in    Coronation    Braid       Stiown    by 
Hambly,   Oakley  &   Wilson. 

used  for  the  popular  stencil  work.  Kunners  of  crash 
with  the  ends  stencilled  are  placed  crosswise,  two  I'tin- 
ners  ou  the  one  table  in  place  of  a  centre-piece  oi'  cloth. 
Many  of  tlie  burlap  pillows  are  oblong  in  shape  and  have 
the  ends  of  t'he  fa.bric  fringed  out. 

Among  tlie  minor  articles  that  the  needleworker  will 
l)uy  for  fashiiuiing  into  dainty  little  gifts  for  Christmas 
are  the  new  embroidered  pin  cushions.  They  are  in  real- 
ity two  doilies  stami^ed  for  eyelet  work  and  laced  together 
with  a  ribbon  through  holes  worked  in  both  pieces.  Be- 
sides the  round  cushions,  they  are  seen  in  oblong  s'hape. 


Picture  Post  Cards,  Calendars,  Etc. 

Hetiiilers  handling  |)iclui-c  postcards  will  be  wise  not 
lo  delay  arranging  for  tliis  branch  of  I  heir  holiday  stocks. 
I'ictiii-e  postcards  are  certainly  holding  their  own,  and 
every  year  brings  an  increased  demand  for  the  sti-icllv 
Christmas  postal.  Publishers  have  been  (juick  to  take 
advantage  of  this  growing  demand,  and  each  year  are 
bringing  out  better  designs.  Prices  cover  a  wide  range 
from  the  one-cent  seller  to  almost  any  price,  though  the 
litnit  in  the  average  store  is  usually  i)Iaced  at  ten  cents. 

Piivate  greeting  cards  have  been  growing  on  the 
public  fancy  and  retailers  who  handle  these  lines,  or  who 
contemplate  doing  so  this  year  for  the  first  time,  should 
make  their  arrangements  early,  and  should  push  them  as 
early  as  jjosible.  As  these  re(niii-e  lime  for  the  printing  or 
engraving,  leaving  orders  till  the  last  possible  motnent 
may  mean  disappointed  customers  owing  to  the  impossi- 
bility of  g-etting  the  work  out  on  time. 

Christmas  cards  and  calendars  are  a  big  feature  of  the 
holiday  trade,  and  offer  a  wide  scope,  from  the  viewpoint 
of  price,  taste,  and  the  different  classes  of  trade  attracted 
bv  them. 
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Are  Famous  in  Europe  and  America 

SHOPPING  BAGS 

COLLAR  BAGS 

HAND  BAGS 

STUDENTS'  SCHOOL  BAGS 

FANCY  LEATHER  GOODS 

INDIA  SHEEP  and  GOAT  SKINS 

IN  ALL  FINISHES 

The  K.  A.  Kelly  Co. 

Manufacturers    of    Leather    and    Leather    Goods 

Factories  at  Boston,  Mass. 

Selling  Agencies  in  Nev/  York,  London,  Hamburg 


^iiX^ik 


^PROtAS 


High-class  Aprons  for  Ladies, 
Nurses  and  Maids.  Specially 
attractive  for  holiday  and 
Christmas  selling.  These  are 
exclusive  designs  of  the  finest 
material  and  workmanship. 

THEY  ADD  '*TONE" 

to  the  stock  of  any  Dry  Goods  Store 

Smith,  Taylor  Co. 

Factory    Boston,  Mass. 


SOLD  THROUGH  JOBBERS 


ASK  THE  SALESMEN! 


FRANK   GOUDY 


American  Novelties  and  Up-to-date  Specialties 
64  WELLINGTON  STREET  WEST,  TORONTO 


Phone  M.   2632 


s 


EASONABLE 
PECIALTIES 


Vou  are  in  business  to  sell  g'oods  at 
a  profit.      I  am  here  to  supply  you. 

You  will  find  my  line  o'i 

Belts,  Side  Combs,  Barrettes 
and  Fancy  Lace  Collars 

quite  unequalled  in  the  matter  of 
design  and  quality.  Write  for  sam- 
ples of  these  goods. 

I  also  carry  a  complete  range  of 
Smalluares  and  Notions. 


E.    H.    CODE 

223-225  Queen  St.  West,  OTTAWA 


LID  DELL  S 
LINENS 


1^ 


■k^ 
(% 

@ 


'S 


are  without  a  shadow  oi  a  doubt  in 
a  class  by  themselves  as  reg"ards  qual- 
ity, attractiveness,  strength,  and 
durability.  You  should  insist  on 
having"  linens  of  proved  merit  like 
Liddell's.  They  are  great  trade 
builders  for  you. 

Irish  hand-embroidered  Bed  Spreads, 
Sheets,  Pillow  Cases,  Tea  Cloths, 
Damask  Cloths  and  Napkins. 

=/?.  //.   COSBIE  — 

JO      Wellington      Street      West 
-  TORONTO  ' 


\2®m. 


mi 
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The  Most  Popular  and  Widely  Advertised  Hoops  on  the  Market 


"DUCHESS"  HOOPS 

The  Felt  Cushion  protects  the  fabric 
and  embroidered  viork  from  injury  and 
holds  either  light  or  heavy  fabrics  tight- 
ly stretched.  Scld  for  10  years  in 
over  18,000  retail  stores. 

Made  in  the  round  and  oval  shapes. 
"DUCHESS"  (round)— Sizes  4,  5,  6,  7,8,  10,  12  inch  diameters. 
"DUCHESS"  (oval)-Two  Sizes  4'^  x  9  and  6  x  12  inches. 

THE 

"DUCHESS- 
OVAL" 

acoommndales  a  full 
design  for  embroider- 
ing as  in  a  large  round 
hoop,  but  has  the  con- 
venience in  use  of  a 
small  hoop. 


"ROYAL-OVAL." 


A    lower    priced,    smoothly   finished   and 
carefully  fitted,  plain  oval   Hoop  (without 
the  Felt  Cushion  or  Bow  Spring.) 


Made  in  Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4J  X  9  inches,  apopuarsize  for  all  kinds  of  woik. 
3   x   6  inches,  for  workingdtrsigns  on  h  jsiery,  etc. 


"PRINCESS" 


Has  a  nickel  -  pi  ted 
bow  spring  which  ad- 
justs Itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 

Made  in  ttje  round 
and  oval  shapes. 

"Princess"  (round) 
Sizes:  4,  5,  6,  7,  8,  10, 
12  inch  diameters. 

"Princess'  (oval) 
Two  Sizes:  4J^x9and 
6x12  inches. 


THE 
"PRINCESS 
OVAL" 

accomodates  a  full  de- 
sign for  embroidering 
as  in  a  large  round  hoop, 
but  has  the  conveni- 
ence in  use  rf  a  small 
hoop. 


"SPECIAL-SELECT." 


A    lower  priced,   smoothly   finished 
and     carefully   fitted,    plain    round 
Hoop,  (without  the  Felt  Cushion  or  Bow-Spring.) 

Made  in  Sizes:  4,  5,  6,  7,  8,  10,  12  inch  diameters. 


Order    To-day.       Your  Jobber  can  supply  you.         THE  GIBBS    MFG    CO.,       CANTON,  OHIO,  U.S  A 


Fancy  Leather 
Goods 


We  make  an  extensive  line  suit- 
able for  dealers  in  Fancy  Goods, 
Stationery,    Haberdashery,    etc. 


Send  /or  Illustrated  Catalogue 


C.  F.  Rumpp  &  Sons 


Established 
1S50 


Toilet  Cases 


PHILADELPHIA.  PA.,  U.S.A. 
New  York  Salesrooms  :  :  :  :  :  68.V685  Broadway 


A>it(i  Luncheon  Outfit 


Back  Combs 

Side  Combs 

Barrettes 

Granby  M{^.  Co.,   Limited 

GRANBY,    .    QUE. 


Introduce  your  goods  and 
your  salesmen  through 
regular  advertising  in  the 
DRY  GOODS  REVIEW 


Autumn  Models  in  Paris  Suggestive  of  New  Period 

Inspiration  From  the  Modes  of  Henri  II.  and  Louis  XIII.  —  Due  Re- 
gard for  Modern  Slimness  of  Outline  —  The  Vogue  in  Cloaks  and 
Scarfs    Revival  of  Flow^ered  Cloth -Straw  as  Brimming  for  Winter  Hats. 

Staff    Correspondence. 


Paris,  Aug.  25>Ui. 

THE  weather  remains  cold  and  rainy,  and  Summer 
giiwns   are   fnr  the   most   pari   well  protected   by 
the    long    mantles    now    so    fashionable.      These 
eloaks  are  carried  out  in  colored  cloths  trimmed 
with  app'ique  designs  in  braid  and  silk  cord.     For  wear- 
ing over   evening   dresses   the    Oi'iental    cloak   is    the    one 
most  favored. 

A  magnirtcenl  cloak  was  sent  a  few  days  ago  from  a 
noted  Paris  dressma,kei-  to  a  well-known  society  leader. 
It  was  of  Japanese  embroidery  in  gold,  silver,  yellow. 
white  and  coral,  on  a  diark  blue  satin  ground.  Another 
beautiful  wrap  seen  at  the  same  place  was  of  pale  yellow- 
painted  nuis'in  in  a  design  of  roses  placed  over  a  pale 
pink  satin  ground,  and  with  lace  about  the  shoulders  and 
rufflings  of  pale  pink  chiffon  about  the  feet. 


Scarfs  Much  in  Vogue. 

Scarfs  are  quite  the  rage  at  present  and  are  used  in 
many  ddfiferent  ways.  Sca.rfs  of  hand-painted  chiffon,  of 
lace,  or  embroidered  ninon  are  seen.  The  embroideries 
used  aic   rich  in   the  extreme  and  are  jetted  or  jeweled, 
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New  Heari  II.  Costume.     This  is  a  Gown  that 
Paris  Is  talking  of. 

A  simpler  m'odel  was  of  pearl  grey  cloth  with  a  line  of 
embroidery  edged  with  a  fold  of  black  satin  around  the 
neck  and  wrist  openings.  A  scarf  of  chiffon,  as  a  rule, 
is  worn  with  these  evening  coats  as  a  head  covering. 


Henri  III.    Turban,    with    New    Mob   Crown    and    Brim 

covered  with   Beaver  Strip.     Large   Marabout 

Feather  Mount  at   the   side. 

or  worked  in  gold  and  silver  or  iridescent  beads  and 
threads.  These  scarfs  are  much  worn  at  theatres  and 
they  a,ccord  so  well  with  the  gowns  of  the  moment  that 
other  uses  are  being  found  for  them.  For  instance,  a 
pretty  gown  ma'de  of  washing  silk  muslin  in  the  new^ 
azalea  shade,  pow-dered  over  with  La  France  roses,  had 
the  bouffant  top  skirt  which  fell  slightly  over  the  deep 
flounce  that  finished  the  underskirt  supported  by  a  wide, 
soft  scarf,  bowed  at  the  back  and  with  the  ends  rea.ching 
to  the  hem  of  the  train. 

The  new  gowns  of  the  moment  are  of  the  softest  and 
most  pliable  materials.  They  are,  as  a  rule,  wide  and 
full  at  the  hem,  but  as  c'ose  and  as  fitting  as  possible 
around  the  hips.  Quite  a  number  show  drapings  placed 
low  down  on  the  skirt,  but  it  is  noticed  in  the  newer 
models  that  the  drapery  is  creeping  up  the  skirt,  and 
draped  waists,  but  drawn  into  folds  close  around  the 
figure,  are  used. 

Two  materials  are,  as  a  rule,  combined  in  the  one 
gown,  and  it  is  quite  usual  to  veil  a  foundation  of  one 
color    with    a    transparent    fabric   such    as   voile,   chiffon. 
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ninon,  or  silk  muslin  in  another  color.  This  g-ives  -a 
charming  shot  effect.  The  dress  of  faded  rose  voile  over 
soft  satin  of  the  saTOe  shade,  has  a  tunic  skirt  of  ninon 
in  pale  pink  spotted  with  white.  This  tunic  is  cut  up 
above   the   kuees   in    front   and   falls   in   soft   folds  at    the 


New  Voile  Gown  made  with  Gaugeings 
over  a  Cord. 

sides  and  is  edged  with  a  wide  baud  of  handsome  pink, 
white  and  gold  embroidery.  Very  often  contrasting  colors 
are  used  and  some  fine  effects  are  produced.  Thus,  the 
new  emerald  green  veiled  wi'th  grey  or  black,  will  be  placed 
over  amber  or  pale  blue.  Amethyst  over  rose  is  another 
favored  combination. 

Change  From  Moyen  Age. 

The  first  of  the  Autumn  models  now  preparing  in  some 
of  the  leading  estahlishments  show  quite  a  new  note  that 
is  a  change  from  the  close^fitling  Moyen  Age  types.  These 
gowns  go  to  the  modes  of  Henri  II  and'  Louis  XIII  for 
their  inspiration  and  characteristics  of  both  periods  are 
effectively  combined  with  a  due  regard  for  the  modern 
slimness  of  outline  without  which  no  style  can  make  its 
way  into  favor  now.  Naturally  it  is  no  easy  matter  to 
discard  the  typical  draperies  and  heavy  trimmings  of 
these  periods  and  yet  retain  the  distinctiveness  of  the  time 
of  the  Valois  and  early  Bourbons.  There  seems  to  be  no 
reason  why  the  fashions  of  the  time  of  Catherine  de 
Medici  and  of  Anne  of  Austria  should  not  become  as 
popular  in  their  modernized  form  as  those  of  King 
Dagobert. 

A  Valois  dress  was  worn  at  'the  recent  G-rand  Prix 
and  attracted  a  great  deal  of  comment  and  attention. 


Another  revival  that  point's  to  the  Louis  XIII  period 
is  the  appearance  of  flowered  cdoth.  At  Trouville,  this 
flowered  tissue  is  worn  in  Directoire  coats,  Louis  XV 
-jackets  and  Louis  XIII  bodices  with  ta.bs.  These  are 
worn  over  any  white  skirt.  The  Louis  XIII  bodice  just 
covers  the  hips  and  the  tabs,  cuffs  and  front  are  bordered 
with  a  narrow  slik  galoon  matching  the  principal  color 
in  the  design.  The  material  has  a  white  or  cream  ground 
covered  with  small  single  flowers  printed  at  regular  inter- 
vals, and  the  prettiest  effect  is  gained  when  the  flowers 
are  pale  mauve,  violet  or  vieux  rose.  The  masculine- 
looking  sleeves  fall  straight  from  the  shoulder  a.nd  a  lace 
turn-back  collar  and  kilting  of  lace  at  the  sleeves  give 
the  effective  finishing  touch. 

The  Louis  XV  jacket  is  uu)st  effective  in  white  with 
tiny  shaded  roses  of  blue  woven  indiscriminately  here  and 
there.  A  knot  of  ribbon,  shaded  like  the  roses,  finishes 
the  throat  with  the  adidition  of  a  pleated  jabot  of  point 
lace.  A  delightful  garment,  made  of  this  flowered  fabric, 
has  a  tight-fitting  back,  and  the  front  is  made  with  two 
pointed  ends  crossing  at  the  bust  andi  'tied  at  the  baick. 
There   is   a   loose   fichu    trimming  at   the    throat    of  white 


Dressy  Wraps  on  the  Cloak  Order  are  much  worn 
in  Paris,  either  of  Face  Cioth,  Satin  or  Shantung. 
The  one  illustrated  is  in  mustard-colored  cloth, 
trimmed  with  soutache  and  gold    cord  and  buttons. 


tul!e  or  silk  muslin   that   recalls   the  fashions  of  Revolu- 
tionary days. 

Another  pretty  model  is  a  short  double-breasted  coat 
with  small  revers  in  the  same  material  and  a  double  row  of 
tiny  antique  gold  bottoms. 


Oak  River  Trading  Co.,  Oak  River,  Man.,  general  store, 
succeded  bv  Brooks  &  Brooks. 
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MY   LADY'S  TOILET 


THERE  IS  A  BIG  BUSINESS  DOING  IN 

Real  Hair 
Goods 


Send  for  a  Sample  Collection 

FROM   THE   ACTUAL   MANUFACTURERS 

BURNET  AND  TEMPLE  *^'""';  ";j^"'in?  ^^^^'^- 

LONDON,  Eng. 


Invaluable 

to 

Merchants 

and 

Window 

Trimmers 


"'Attractive  Windows 
Increase  Trade." 


This  up-to-date  work 
of  hundreds  of  ex- 
perts offers  a  com- 
plete education  in 
Window  Dressing 
and  Interior  Store  Decoration,  Every  illus- 
tration and  working  description  is  simple  and 
practical.  Special  attention  is  paid  to  Back- 
grounds, Harmony  of  Colors,  Displaying 
Different  Kinds  of  Goods,  Seasonable  Decora- 
tions  for  Christmas,  Etc. 

410  Pages.    618  Illustrations,    $3.50,  Postpaid. 

MACLEAN  PUBLISHING  CO. 


Technical  Book  Dept. 


10  Front  St.  £.,  Toronto 


Exclusive 
Designs 


Higli-class 
Products 


OUR 


Ladies'  Suitings  and  Mantle 
Cloths,  Woollen  Sheets, 

BLANKETS  AND  YARNS 

are  unequalled  in  choicetiess  of  color,  boautv  of  textuio, 
and  quality  of  materials.  :::;::: 

HARRIS    &    CO.,    LIMITED 

Rockivood  :         :       :        .•         Oiitari 


'W 


R  e  p  r  c  s  e  n  t  a  1 1  v  e  s 

MONTREAL:  Hector  Prevost,  710  St.  Hubert  St. 
HALIFAX  :  G.  A.  Woodill,  Roy  Bldg. 

LONDON  :  J.  A.  Irwin,  341  Princess  Ave. 

WINNIPEG:  McRae  &  Walker,  Ashdown  Bik 
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Dry  Goods  }\ciicic 


Please  mention  The  Review  to  Advertisers  and  Their     Travelers. 


Style  and  Price  Tendencies  in  Dress  Goods 

Light- Weight  Broadcloths,  Silk-Wrap  Henriettas  and  Smooth  Surface 
Cashmeres  are  Moving  Well— Buyers  Prepare  for  an  Extensive  Color 
Season  —  Taffetas  Showing  in  Fall  Lines  —  Some  Talk  of   Brocades. 


Till']  retail  season  is  now  (ipeiiiiiii-  ui).  Durinu-  IIk' 
j)asl  week  the  ieadiiia'  Toronto  stores  liave  l)een 
slH)\vin<;'  lines  of  Kail  fabrics.  IJroadcioliis.  and 
and  liisi'ii  hist  re  fa.bries.  such  as  Dii'ectoire  suit- 
ing's, satin-linisiied  chil  hs  and  saiiu  stripes  cerlainly  are 
well  represented,  and,  in  heller  grade  fabrics  promise  to 
liohl  their  own.  It  is  the  cheaper  cloths  that  are  regarded 
as  a  doubtful  j)ropositi()n,  as  for  dressy  wear  and  for  even- 
ing' gowns  satins  'and  salin-finished  gabrics  are  still  the 
fashion. 

Large  stores  evidently  take  tliis  view,  as  they  are  making 
special  efforts  to  move  the  cheaper  grades  of  salin-finish- 
ed goods.  The  T.  Eaton  Co.  opened  the  season  with  a  sale 
of  42  in.  goods  of  this  class.  The  price  was  38c  a  yard 
and  one  of  the  principal  windows  on  the  Yonge  St.  front 
was  used  to  make  the  special  display  in  connection  with 
the  sale.  The  advertising  for  the  day  also  backed  np  the 
window  effectively.  Judging  from  the  attention  and  inter- 
est the  window  created  the  general  public  is  interested  in 
these  bright  finished  goods.  Directoire  modes  have  ex- 
tensively advertised  satin-finished  fabrics,  and,  while  the 
interest  keeps  np,  the  sale  of  these  materials  should  be 
pushed. 

Light-weight  broa'dcloths  in  both  lustrous  and  the  soft 
suede  finish  in  the  new  colorings  occujiy  a  high  jilace  in 
the  better  grade  goods.  Other  fabrics  that  all  the  leading 
stores  are  showing  are  silk-wai'p  Henriettas  and  smooth- 
surfaced  cashmeres.  Both  broadcloths,  Henriettas  and 
ea.shmeres  are  shown  in  pastels  and  mid  shades,  as  well  as 
in  the  deeper  tones.  Pastel  shades  in  broadcloths  are  sell- 
ing extensively  for  dressy  suits  and  for  making-  evening 
capes,  aind  these  colorings  are  in  decidedly  short  supply. 

In  high-class  novelties,  rougher  weaves  are  showing, 
but  in  Canada,  at  least,  any  decided  development  is  con- 
fined to  the  ladies'  tailoring-  and  the  extreme  trade. 
.Vmong  these  novelties  may  be  included  camel 's  hair  and 
jibelines  and  some  pronounced  rough  cloths  in  home  s])nns 
and  Scotch-  mixtures  and  unfinished  woi'steds.  liai'd- 
finished  worst e<ls,  cheviots  and  serges  of  all  descripticms 
are  freely  represenfed  in  all  lines. 

Fall  Colors. 

Buyers  have  all  prepared  for  an  extensive  color 
season,  and  in  the  cities  it  would  seem  that  the  ashes  of 
roses  shades  and  the  reds,  such  as  Burgundy,  catawba, 
and  the  lighter  copper  shades  are  best  thought  of.  Wis- 
taria, particularly  in  the  soft,  dead  shades,  is  one  of  the 
leading  colors,  and  prunelle  is  another  good  color  in  the 
purple  class,  while  raisin  or  grape  is  one  of  the  high-class 
novelty  shades.  Green  is  advancing  in  favor,  particularly 
in  the  shades  verging  on  neutral  tones.  One  of  the  new 
ci)lors  is  artichoke,  which  is  a  bluish  slrade  of  grey  green. 
Chicory-  and  moss  are  also  good-selling  greens,  and  all  these 
shades  make  their  appearance  in  lighter  tones  for  the 
coming  Spring. 

Grey  still  holds  strongly  in  favor  and  taupe,  though 
so  much  worn  in  the  past  Spring,  has  re-appeared  though 
dn  a  browner  shade.  Mammoth,  mist-grey,  steel  and  smoke 
are  various  allied  shades  of  grey  that  make  a  strong 
showing. 

Brown  is  most  strongly  i-epresented  by  neutral  tones, 


such  as  castor,  walnut,  nutmeg,  but  vei'y  dark  seal  is 
featured  as  a  novelty  coloi-  by  the  better  trade. 

Pducs  arc  always  an  iinporlanl  seiies  ;nid  at  ])i'eseni 
are  lepi'esenled  by  the  green-blnc  shades;  gendarme,  and 
the  saxe  or  delft  shades,  while  deep  rich  navies  are  ex- 
pected to  be  big  sellers. 

As  nsual,  when  novelty  colors  are  strong,  black  sells  ex- 
tensively, tlie  inference  being  that  where  a  novelty  color  ifi 
not  desirable,  black  will  be  taken.  Therefore,  there  is 
UKM'c  doing  in  black  fabrics  then   for  some  seasons. 

For  evening  wear,  paste!  shades  ai'e  featured,  the  lead- 
ing sIkkIcs  being  peach,  ceil,  pearl,  mnstard.  old  gold, 
rose,  a.shes  of  j-oses,  ox-blood,  i-eseda,  moss  and  dark  *and 
light  tan. 

Though  plain  fabrics  make  up  a  large  proportion  of 
the  fabrics  shown,  the  evident  fondness  for  stripes  makes 
itself  strongly  felt.  Not  only  are  piece-dyed  fancy  stri[)es 
shown,  but  striped  fancies  showing  the  introduction  of 
threads  of  color,  and  unobtrusive  color  effects.  Melanges 
have  made  a  strong  api)earanee  and  it  is  evident  that  they 
are  expected  to  gain  favor.  In  fancies,  stripes  are  over- 
whelmingly in  evidence,  the  few  checks  sliown  being  evi- 
dently there  for  the  sake  of  variety. 

Silks. 

Taffetas  are  back  in  Fall  lines  both  in  colors  and  in 
black  in  wide  widths.  Most  buyers  have  given  satins  a 
fair  representation,  but  there  is  moi'e  faith  in  the  selling 
strength  of  such  weaves  as  paillettes,  peau  de  sole,  as  these 
weaves  have  more  of  the  smooth,  lustrous,  cashmere  sur- 
face. The  high  grade  lines  cashmere  de  sole  is  shown  as 
the  leading  silk.  Some  representation  has  been  given  to 
failles  and  cord  weaves. 

In  fancies,  diagonals  and  subdued  stripe  effects  are 
shown,  and  there  is  some  talk  of  brocades  making  their 
appearance' in  silk  lines  again.  Some  handsome  evening 
coats  are  showing  in  imported  models  made  of  brocaded 
satins.  Moires  and  moiie  bengalines  are  shown.  The 
milliners  are  making  free  use  of  these  silks,  and  they  are 
being  used  for  facings  and  trimmings.  Velvets  for  trim- 
ming purposes  will  be  much  used. 

Shantungs  and  tnssahs  are  expected  to  sell  even  better 
next  spring  than  in  the  season  now  passing  and  already 
the  sample  lines  for  the  new  season  are  here  and  orders 
are  placing.  These  weaves  are  almost  staple  now  and  are 
used  for  suits  on  occasions  when  linens  are  not  (juite 
dressy  enough.  These  fabrics  look  particularly  hand- 
some in  the  new  Spring  shjides.  They  are  expected  to 
have  a  strong  rival  in  foulards. 

The  latter  have  for  several  seasons  now  been  bidding 
strongly  for  popular  favor.  This  year,  they  may  be  said 
to  have  arrived  both  in  Europe  and  the  States.  They  sold 
to  some  extent  in  Canada  but  later  in  the  season  there  was 
a  scarcity  of  desirable  patterns  and  colors  which  restricted 
their  sale.  For  the  coming  Spring  every  buyer  will  have 
to  show  foulai'ds. 


A  SPLENDID  TRADE  PAPER. 

•Tunc    7th.    1909. 
Mr.     B.     Anderson,     of    Glen    Ewen.     writes  :— "Have    found     it     a 
splendid    trade    paper." 


Radical  Changes  in  Materials  Since  Season  Opened 

Rough  and  Unfinished  Goods  Have  Taken  Well  with  Suit  and  Cloak 
Manufacturers  —  Whipcords  in  Demand  for  the  Severe  Tailor  Suit 
-  Softened  Lustre  in  Latest  Varieties  of  Broadcloth -Old-time  Brocades. 

Staff  Correspondence. 


INFINITE,     variety     is     the     key  note  of  the  fabrics 
shown   for   this   season.    While   there   is   no   denying 
the   fact  that  we  are  gradually  moving  away  from 
lustrous-faced  and    satin-finished  goods,   the  last    has 
not  been   seen  nor  heard  of  this  class  of  matei'ials,   and 
many  an  old   favorite    has  licen  retained  to    show     in    addi- 
tion to  the  novelties. 

The  r(jugh  oi'  unHiiishcd  variety  are  the  newest  ma- 
terials that  appeared  for  i''all  and  they  have  taiken  very 
well  with  the  suit  and  cloak  manufacturers.  Some  splen- 
did  style  garments   have   been   made  out   of  them. 

Plain  and  Two-tone  Homespuns. 

Homespun  fabrics  are  \er,\-  smart  this  season.  They 
are  shown  in  both  plain  and  two-tone  effects.  The  hop- 
sack  and  basket  weaves  in  both  solid  and  melange 
mixtures  have  been  ordered  by  the  cutting  up  trade, 
also  dressmakers  and  tailors.  These  fabrics  are  not 
only   smart,  but  also  very  durable. 

.Mannish  mixtures  alvva\s  come  in  for  their  share  ol 
popularity  and  latei'  in  the  seascjn  these  etfects  will  be 
strongly  pmnoLinced.  Self-colored  stripes  prevail  in  this 
line  of  worsteds  witli  here  and  there  a  thread  of  color 
introduced. 

One  of  the  most  beautiful  and  absolutely  new  ma- 
terials of  this  season  is  cachemire  cloth,  which  is  made 
from  a  high-grade  merino  wool,  and  is  showm  in  both 
suiting  and  coating  weights.  It  has  a  velvety  softness 
and  rich  lustre  and  contains  a  suggestion  of  zibeline. 

Last  season  Paris  introduced  zibelines,  but  they 
were  too  late  for  the  American  trade,  with  a  result  that 
they  were  not  at  all  popular.  This  season  it  is  different, 
however,  and  this  material  is  seen  very  extensively,  es- 
pecially in  novelty  suits.  Shoit  hair  zibelines  will  be 
smart  this  winter.  Panne  zibelines  are  being  taken  by 
leading  dressmakers  of  Ameiica,  in  dark  shades.  These 
goods  show  white  flecks  on  the  dark  ground  and  are 
very   effective. 

Whipcords  will  be  in  demand  for  the  severe  tailor 
suit,  their  hard  smooth  finish  making  them  especially 
desirable  for  tailoring. 

Camel's  Hair  Serges. 

Serge  in  all  weaves  and  designs  will  be  as  popular 
this  season.  There  are  so  ma.ny  different  weaves  and 
such  a  veriety  of  new  shades  to  be  found  in  these  goods 
that  they  are  sure  to  receive  much  attention.  The  camel's 
hair  serge  will  no  doubt  lead  in   high-class  effects. 

Wide-wale  diagonals  will  be  much  used  for  tourist 
and  motor  coats  as  also  for  suits,  and  fancy  weaves  and 
striped  effects  are  seen  in  ma.ny  of  the  new  worsteds, 
showing  an  intermingling  of  color-  that  is  quite  incon- 
spicuous. 

Broadcloth  will  be  used  for  strictly  tailored  suits 
and  more  dressy  garments,  in  both  the  lustrous  and  dull 
or  suede-finished  effects.  The  latest  varieties  of  broad- 
cloth show  a  softened  lustre  and  are  very  pliable.  Some 
hairline   and  shadow  stripes  are  seen. 

Venetian   will   lie   very   much    in   favor   this  Pall     and 


Winter.  This  fabric  is  very  practical,  as  it  does  not 
rough  up  nor  does  it  catch  dust  easily.  It  shows  a  dis- 
tinct twill  and  has  good  lustre  and  permanent  finish. 

Silk  and  Wool  Crepe. 

Poi-  dressy  wear,  silk  and  wool  fabrics  are  shown  in 
great  variety.  Silk  and  wool  crepe  will  be  veiy  fashion- 
able as  well  as  cachemire  and  Heniietta. 

Beautiful  indeed  are  the  new  silk  voiles,  especially 
those  showing  Louis  XVI.  printed  designs.  These  are 
intended,  of  course,  for  evening  wear  and  they  are  shown 
in  all  the  new   and  exquisite  shades. 

The  Moyen  Age  modes  bid  fair  to  bring  back  into 
extensive  use  the  brocades  for  the  coming  season  and  one 
finds  all  the  old-time  effects  copied  from  the  famous 
museum  pieces  as  well  as  present-day  designs  w-hich  imi- 
tate embroidery  or  braiding  so  well. 

Brocades  will  be  extensively  used  for  evening  gowns 
and  coats  as  well  as  for  combining  with  plain  materials. 
.Among  the  new  silks  is  a  Persian  printed  messaline 
which  is  to  be  combined  with  phiin  silk,  as  the  cobjrs 
and  designs  are  exquisite. 

Satin  broche  is  another  novelty  and  very  beautiful. 
Bioche  cachemire  is  also  very  handsome  and  effective. 


Fur  Catalogues. 

Fur  manufacturers  co-uperate  willi  retailers  in  secur- 
ing- special  orders  and  making-  sorting  business  easier  by 
is.suing  a  catalogue  and  price  lists.  Each  season  sees  an 
advance  in  the  usefulness  of  these  catalogues.  Fewer 
stack  cuts  are  used  and  Die  price  lists  are  made  clearer. 

The -reputafiiin  of  the  firm  of  Ij.  Giiacdinger.  Son  &  Co. 
f(U-  artistic  and  useful  fur  catalogues  has  been  exceeded 
by  the  catalogue  for  the  season  of  1909-1910.  This  cata- 
logue is  121/2  X  91/2  inches,  with  a  heavy  buff  cover,  siile- 
stitched.  showing  their  Moose  Head  trade  mark  in  brown. 
The  catalogue  proper  is  made  up  of  twenty-four  beautiful 
fur  plates,  illustrating  the  entire  range  of  fur  styles.  The 
p'ates  are  made  from  drawings  of  the  actual  garments 
and  fur  articles.  The  printing  is  upon  very  heavy  white 
coated  paper,  the  cuts  having  a  buff  background,  sur- 
rounded by  an  artistic  border. 

This  catalogue  is  perhaps  O'ue  of  the  most  artistic  and 
beautiful  issued  anywhere.  The  price  list  to  accompany 
the  catalogue  is  particularly  good  and  the  arrangement 
clear. 

The  fur  catalogue,  for  1909-1910,  issued  to  the  trade 
by  S.  T.  Greenleese  &  Sons,  Montreal,  is  the  best  and  most 
artistic  ever  issued  by  this  firm.  It  is  12  x  9  inches  in  size, 
with  a  cover  of  heavy  eoated  paper,  artistically  printed 
in  two  shades  of  green  and  grey,  wifh  the  firm  name, 
title,  date  and  trademark,  a  bear's  head,  heavily  embossed. 
Nine  pages  of  half-tone  illustrations  a,re  used  showing 
the  season's  lines,  and  these  are  printed  on  heavy  white 
coated  pa,per.  with  a  back  ground  of  very  light  green.  A 
very  comprehensive  price  list  and  measurement  charts 
are  enclosed'  in  the  catalogue. 
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Complete  Fall  Line  of 

Latest  Parisian  Novelties 
in  Women's  Neckwear 

NOW  READY 

AT 

$2.25,  $3.00,  $4.00,  $4.50,  $6.50 
The    Archer    Manufacturing  Co. 

313  and  315  College  St.  Toronto 


No.  1229.    Price  $2.25  doA.         Immediale  delivery 
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M.  CRISCUOLO  &  CO. 


MANUFACTURERS    OF 


Facsimile  of  ojr  Envelope. 
Price  List  Post  Free  on  Appiic.iHon. 


"THE  PERFECTION" 

Human  Hair  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANIFACTIIRERS  NOT  MIDDLEMEN 

19  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 
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Mm  Silk  and  Cisle  Gloves  for  Spring,  1910 

This  month  our  travelers  start  shelving  samples  of  the 

BEST  VALUES   EVER  OFFERED  TO  THE  CANADIAN  TRADE 

Conditions  in  the  German  market  during  May  and  June  forced  prices  down 
lower  than  they  have  been  in  many  years,  and  we  placed  our  contracts  then. 

We  will  show  a   larger   range   than   ever,  and  would   draw   attention  to  the 

following  price  values : 


Fine  Gauge  Mercerized  Lisle,  to 
retail  at 25c. 

Jacquard  Fancy  Lisles,  to  retail 
at 25c. 


A  TRUE  Milanese  Lisle,  to  retail 
at 50c. 

Handsome  designs  in  Jacquard  Lisle, 
to  retail  at 50c. 


AND   MOST  IMPORTANT    OF  ALL 


Cbe  Ucry  Best  Double  tipped  Pure  Silk  Glove 

to  retail  at  50c.  that  has  ever  been  put  on  the  market. 
This  glove  is  pure  silk,  not  loaded. 

All  our  leading  numbers  are  made  by  the  one  maker  in  Germany,  7vho  is  "well  known  for  quality,  careful  making  and 

finish.       We  control  their  output  for  Canada. 

PERRIN  FRERES  &  CIE 

Mark  Fisher  Building  ::::::  MONTREAL 
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READY-TO-WEAR     GARMENTS 


Dry  Goods  Revierv 


In  the  Neckwear  Department 

constant  watchfulness  is  one  of  the  prime 
essentials  to  success,  and  a  reputation  for 
having  the  best  assortment  of  Novelties  is 
easily  gained  by  your  stocking  such  novelties  as 
we  show^  and  recommend  as  correct. 

Our  designers  visit  the  leading  centres  abroad   and 
keep  in  touch  with   American   Novelties  as 
well  as  originate  designs  suitable  to  Canadian 
Trade,  a  development  for  w^hich  Toronto 
is  fast  being  recognized  as  a  centre. 

The    Salesmen    calling    on    you    as    repre 
sentatives  of  this  Firm  are  experts 
in  this  particular  branch   of  the 
Dry  Goods  Business,  and  keep 
thoroughly  posted  in  style 
tendencies.  A  few  minutes 
conversation   with  this 
salesman  will  undoubt- 
edly   be    of  assist- 
ance   to     greater 
success  as  well 
as  profit. 


A  New  York  authority 

stated  that  business  in  Fancy 

Collars  during  last  Xmas  was 

the  largest  in  history,  and  they 

predicted  a  50    increase  this  season 


M 
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Leaders 

Fancy 
Collars 


Jabots 


These  are  a  very  strong  feature  for 
Fall  and  Christmas,  being  worn  with  all 
forms  of  Neckwear  as  well  as  being  pinned 
on  waists  where  the  collars  are  attached. 
In  construction  they  are  fashioned  to  the 
side  principally,  and  are  made  up  of  a  com- 
bination of  Net  and  Chiffon  with  St.  Gall  Lace 


Bows 


The  Princess  Bow  is  the  latest  feature  in  this 

class,  being  made  of  Taffeta  Silk  and  Crepe-de-chene, 

and  much  longer  and  narrower  than  recent  bows.    This 

embraces    several    designs,    but  the    chief   characteristic 

appears  in  the  length. 


Elastic  and  Tinsel  Belts  are  the  leading  features  of  this 
season,  Elastics  being  trimmed  with  Jet,  and  Tinsels  made  up  in 
new  and  effective  designs. 

Salesmen  have  Fall  range  of  samples,  and  are  at  your  service. 
See  them  or  write  us. 

Ladies'  Wear,  Limited 


F.    P.   EVANS, 

President. 


Toronto 


W.  !<.  001<ORTH, 

Vice-President. 


^J  An    Interior    View   of   A,  F.    McQuarrie's   New   Women's   Wear   Store,   Toronto.     Note   the    facilities    for   displaying   dress   accessories. 'Jt^ 


Latest  Ideas  of  Fashion  in  Dress  Accessories 

Busy  Season  Marked  by  Scarcity  of  Operators  —  Novelty  in  Jabot 
Lines— Increasing  Demand  for  Tailored  Effects— Ribbon  Prices  Mov- 
ing   Upwards  —  Exceptional  Value     in      Lisle      and      Silk      Gloves. 


Ladies'    Neckwear.  I 

NECKWEAR    houses    are    unusually    busy    for    the* 
time  of  year.    As  a  rule,   some  slack  time     is 
experienced     durin;^     July     and  August.     This 
year  there  has  not  been  the  usual  falling  off  in 
traide,    and    all    the    houses    are   tiasy,    some    of   them    so 
much  so  that  overtime  is  the  rule. 

The  scarcity  of  si'ood  operators  whicli  always  marks  the 
busy  season,  is  making  its  presence  felt  at  an  unusually 
early  date  this  year.  Toronto  is  becoming  a  great  centre 
for  the  cutting-up  trade,  and  the  development  of  the 
older  branches  and  the  establi.shment  of  new  business  is 
making  it  decidedly^  hard  to  obtain  experienced  hands. 
This  condition  must  be  borne  in  mind  by  merchants  who 
are  desirous  of  keeping  their  stocks  well  assorted,  and 
also  should  lead  them  to  place  fair-sized  orders  well 
ahead,  as  by  doing  so  they  will  have  the  goods  in  the 
department  when  wanted.  When  the  season  opens  fully, 
and  pa.rticularly  when  the  holiday  season  commences, 
deliveries  are  igoing  to  be  more  difficult  than  usual  this 
year. 

The  early  Fall  lines  are  now  on  show,  and  so  far 
the  only  real  novelty  seen  is  in  the  jabot  lines.  New- 
effects  show  different  sides.  The  one  pleated  and  cascaded 
in  net  and  lace  and  the  other  a  plain  band  of  heavy 
insertion,  or  there  will  be  a  knifo-i)leated  side  of  net, 
while  the  opposite  side  will  be  a  flat  fan-pleated  efl'ect. 
.\I1    ilic   iipw  jabiils   nre  larue.  and   fluffy   effects  are  .ii'ain- 

ing  ground.     .Tust   at    present    the   stiff  linen   collar   is   a 


(big  seller  and  many  authorities  are  of  the  oi)inion  that 
»it  will  have  a  large  sale  all  through  the  Fall  season. 
11  To  wear  with  the  stiff  collars,  an  infinite  number  of 
smart  bow  effects  is  shown  made  u))  of  satin,  messaline, 
etc.  Full,  perky  little  bows  are  shown,  and  bows  with 
numerous  ends  finished  with  beads,  tassels  and  fancy 
drops.  Among  the  new  things  shown  is  a  bow  of 
crinkled  silk,  also  a  rose  effect  of  crepe  de  chine,  fini.shed 
with  three  ends  plaited  together  and  ending  with  tas.sels 
and  drops.  Some  of  these  effects  have  touches  of  Dresden 
silk  introduced,  and  gold  and  pearl  beads  are  used  in 
their  embellishment.  These  bows  come  in  all  the  new- 
colors  and  shades.  They  are  shown  in  the  new  blues,  in 
emerald  and  moss  gieens,  in  old  gold  and  mustard,  in 
amethyst  and  the  many  rosewood  and  faded  rose  shades 
as  well  as  the  staple  navys,  brown,  pink  and  .sky.  The 
latest  bow  novelty  consists  of  six  ends,  thi'ee  on  either 
side  made  into  a  bow  with  a  knotted  centre  piece.  This 
bow  is  just  placed  on  the  Xew  York  market  and  is  now- 
being  featured  here. 

There  is  little  change  in  stock  collars,  the  styles  now 
shown  being  in  modified  CJibson  effect,  and  the  curved 
effect  that  follows  the  outline  of  the  neck  as  well  as  the 
straiiiht  military  collar.  These  are  of  lace  and  chiffon, 
the  laces  chiefly  seen  being  the  heavier.  Venise,  crochet 
and  Cluny  efifecl  through  Valenciennes  is  also  used.  Satin 
chiffon,  metallic,  tissues,  etc..  etc..  are  used  as  trimm- 
ings. Many  stocks  have  jabots  attached  though  numer- 
ous straight  effects  are  shown.  The  idea  developini;- 
seems  to  be  towards  simple  daintv  effects. 
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DRESS     ACCESSORIES 


Dry  Goods  Reviezv 


Just  at  present  the  Dutch  collar  is  selling,  but  the 
increasing  demand  is  for  tailored  effects  and  some  of  the 
smartest  models  shown  are  in  tailored  stocks.  These  are 
developed  in  both  black  and  colors.  A  very  smart  stock 
of  this  class  had  the  lower  edges  of  the  turnover  and 
stock  as  well  a.s  the  double  jabot  buttonholed  round  in 
small  scallops. 

The  standing  high  collar  of  lace  is  the  type  most  in 
favor  for  the  Fall  trade,   real  lace  for  the  classy    trade 


Craquelle  Net— Shown    by  Ladies'   Wear,   Limited. 

n.nd  imitations  for  the  popular.  The  laces  most  in  evi- 
dence in  Fall  ,goods  are  Venise,  Cluny  and  Irish.  Com- 
binations of  net  and  lace  are  also  seen. 

High  collars  are  worn  with  a  jabot  in  most  in- 
stances. Nearly  all  the  new  jabots  arc  larger  and  fuller 
than  those  which  have  characterized  the  past  season, 
being  in  most  instances  arranged  in  cascade  effects. 

Jet,  beads,  bugles  and  spangles  are  seen  in  the  new 
neckwear,  and  very  pretty  and  novel,  Metallic  effects  aie 
also  used  to  good  advantage. 

The  frilling  end  of  the  trade  is  exceedingly  busy.  The 
large  city  stores  are  showing  the  new  narrow  pleated 
and  fold  effects,  but  there  is  a  good  demand  at  present 
fi'(ini  Quebec  and  some  of  the  outside  sections.  The 
fold  and  narrow  effects  are  right,  and,  as  the  season 
progresses  there  will  be  a  widening  demand.  Narrow 
pleats  of  lisse,   chiffon  or  net  often   have  a  fold  of  satin 


New  Sliapedi  Stjck   Collar]  with  Jabot  —  Shown   by 
R.   D.   Fairbairn   &   Co. 

in  some  soft  sha.de  as  a  backing,  and  folds  of  gold  tissue 
are  much  used.  Folds  also  are  edged  with  silk  cords  in 
white  and  color,  or  gold  or  silver,  and  beads  and 
si)ungles  in  continuous  line  are  often  used  to  edge  folds. 

Metal  patterned  scarfs  of  chiffon,  marquisette,  or 
soft  silk  are  selling  well.  These  are  intended  as  head 
wraps  for  evening  or  theatre  wear.  Many  of  these  scarfs 
are  very  liandsnnu',  aiid  a  line  of  these  goods  makes  a 
very  striking  display. 


Ribbons. 

There  is  practically  no  change  in  the  ribbon  situation 
since  last  month.  How  tO'  get  deliveries  is  still  the  pro- 
blem confronting  ribbon  importers.  The  difficulty  is 
largely  the  result  of  low  stocks.  Everybody  bought  as 
little  as  possible  and   when   it  became  necessary  to  buy. 


Jabot  of  Net  and   Lace  with  Crumpled  Silk 
Bow-Shown  by  R.  D.  Fairbairn  &  Co. 

the  goods  were  wanted  at  the  earliest  possible  moment. 
Hence  the  impossibility  to  supply  every  one  at  once. 

Prices  are  still  on  the  upward  tendency.  Raw  ma- 
terial is  hard  to  procure  and  manufacturers  have  to  pay 
more  for  it.  There  seems  to  be  very  little  likelihood  of 
a  decrease. 

The  big  demand  is  for  taffetas.  The  e.xi)ected  heavy 
demand  for  satin  ribbons  has  not  materialized,  about 
the  usual  amount  being  called  for. 

Millinery  styles  for  the  VaXl  and  Winter  favor  the 
use  of  a  good  deal  of  velvet  ribbon  and  as  a  result  the 
demand  for  this  class  of  goods  is  active.  Moires  are 
strong  for  l'\ill,  in  view  of  the  poituln.rity  of  moire  silks. 


Novelty  Net,  Crochet  Effect-Shown  by  Ladies'  Wear,  Limited. 

In     liigh-class      goods     two-toned     cnccls     arc   good,    and 
metal  effects  arc  shown. 

Fabric  Gloves  for  Spring. 

The  range  of  lisle  and  silk  gloves  for  the  coming 
season  is  notable  particularly  for  the  exceptional  value. 
In  some  instances  lines  are  priced  at  $2.25  that  formerly 
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Novelty  and  Smartness 


^  These  arc  the  outstaiulin<^"  feaUircs  of  Sanderson's 
line  of  Neckwear  and  I^'rillinj^s. 

^  As  a  merchant  \ou  recognize  the  value — to  yon  — 
of  stocking-  goods  which  embody  these  essential 
qualities.  They  sell  quicker  and  bring  a  better 
profit.  In  our  Fall  Neckwear  and  Belts  some  de- 
cidedly new  and  smart  effects  in  Jet  are  being  shown. 
Brighten  up  }our  Neckwear   Department  by  adding 

a  line  of  Sanderson's 
goods.  You'll  be  sur- 
prised how  quicklv  they 
w  ill  move  out — and  at 
the  profit  they  will 
bring  you. 


No.  45.    $4.50  dozen 


SANDERSONS  LIMITED 


66-68  Wellington  St.  West 


TORONTO,  ONT. 


A  ho  Specialists  in   I  \^iling,  Nets,  Laces,  Jet  Buttons 


No.  46.     $4.50  dozen 


a  n  d  Trim  ni  i  ngs 


It  is  a 


Fo\¥nes 


That  is  all  you  require 
to  know  about  a  ^love. 

Travellers  now  on  the  road 


Fownes  Bros.  &  Co. 

Coristine  Building, 
MONTREAL 


Pewny^s  Kid  Gloves 


THIS  IS  THE  TRADE  MARK 


FALL  SORTING 

Our  stock  is  complete  in  Kid,  Suede,  and  Moclia  Gloves, 
lined  and  unlined.     All  g-oods  at  old  prices. 

Write  for  samples.  I.cl  us  knoiv  your  ivaiils. 

GREENSHIELDS  Limited 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their    Trazders 
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DRESS     ACCESSORIES 


Dry  Goods  Revieiv 


Exclusive    Styles    in    Garments    For  Fall 


Heavy  Hexicon  Net,  iriptimed  with 
soutache  braiding  and  buttons,  over 
silk  slip. 

No.   F20S  at  $3.00  each. 


Silk  Waist  made  of  good  quality 
taffeta  trimmed  with  soutache  buttons. 
Black  and  colors. 

No.   F26S  at  $2.75  each. 


Made  of  fine  Bretonne  Net  trimmed 
with  Plauen  lace  insertion  and  lace 
frill.     A  leader. 

No.  F1009  at  $27.00  dozen. 


The  garments  illus- 
trated are  a  few 
specials  selected 
from  our  Fall  and 
Winter  range.  All 
up-to-date  models  at 
popular  prices.  ::     :: 


B178.  Made  of  good  quality  Panama 
with  pleated  panels  front  and  back,  fin- 
ished with  soutache  braidmg.  Black, 
brown  and  navy  at  $4. 50  each. 


Our  travellers  are  on 
the  ground  with  a 
full  range  of 

WAISTS 

DRESSES 

SKIRTS 

and  are  coming  your 
way.  New  Ideas, 
Prompt  Delivery.    :: 


Taffeta  Silk  Dress  with  fancy 
braiding    and  silk    covered    but- 
tons.    Black  and  colors. 
No.   F600   at   $12.50  each. 


B179.  Made  of  French  serge  and 
trimmed  with  taffeta  folds.  Black, 
brown,  navy  and  wine  at  $3-75  each. 


R.  D.  Fairbairn   Co.,  Ltd.,     107  Simcoe  St.,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


Dry  Goods  Review 


1)  R  ICS  S     A  C"C  I'.S  SO  R  I  !•:  S 


103 


New  and  Original 
Designs  for  Fall 


Ui^/^//////j.^///::^--/'^// 


No.  A58 


Soft  Gophered  Chiffon  with  row  of  Lisse  in  front 
$2.00  doz.  yds. 


•'  _.i^„„    „;^..^^4ti5W*;«iKi' 


Fancy  S(uik,   with    Valeiicitiiiies  Lace  and  fold  i>i    Silk. 
Lace  Ruche.     No.  D494,  at  $2.25  per  do/.. 


Medium  width  Ruching  of  Gophered  C;hiffon. 
No.  A28,  at  $2.00  doz.  yds. 


Silk  Elastic  with  Jet    or   Steel  Studs  and  Buckle  to  match. 
No.  C677,  at  $6.50  doz. 


No.  D5I8 


S4.,S0  per  doz. 


Medium  width  Fedora  Ruching.    A  popular  number. 
$L50  doz,  yds. 


&•-•,'  -,  ''"'-.S 


Chiffon  Form,  trimmed  with  Soutache  Braiding  and  Jet. 
No.  0461,  at  $4.50  doz. 


Ruching  of  heavy  Silk  Cord  with  row  of  Gophered  Lisse  in  front.  Taffeta  Silk  with  Silk  Rings  and  Buttons,  Black  or  (iilt 

No.  A.^72,  at  $1.75  doz.  yds.  Buckles.     No.  C519.  at  $4.25  do/,. 

R.  D.  Fairbairn  Co.,  Limited 

107  Simcoe  Street,  Toronto 
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were  sold  at  $3.50.  While  the  difference  in  value  is  not 
so  marked  in  all  lines,  it  is  safe  to  say  that  retailers 
have  not  seen  in  many  many  yea.rs  such  splendid  values. 

Undoubtedly  this  is  due  to  the  decided  change  in 
fashion.  Practically  no  long  fabric  g-Iovcs  are  repre- 
sented in  the  new  line  and  it  is  safe  to  say  that  very 
few  wholesalers  and  importers  will  push  them.  Short 
goods  ha\e  all  the  call  in  the  opinion  of  authorities 
though  in  New  York,  Paris  and  London,  long  goods  are 
st'ill  selling,   and  are  noted  on  the  street. 

Manufacturers  who  have  put  in  additional  machinery 
owing  to  the  vogue  of  long  gloves  had  idle  machinery  on 
their  hands  when  the  demand  ceased.  They  are  utilizing 
their   high-grade   machinery    to     weave   fabric    for     short 


Novelty  Bow  —  Shown    by  R.  D.    Fairbairn   &    Co. 

gloves  of  a  less  expensive  nature.  It  was  certainly  better 
for  them  to  do  this  than  to  have  idle  machinery.  This, 
coupled  with  the  low  cost  of  yarns  makes  possible 
favorable  prices  for  retailers  and  consumers. 

The  fact  that  very  few  long  gloves  are  represented  in 
the  new  range  will  be  appreciated  by  retailers  who  all 
over  Canada  have  had  trouble  in  disposing  of  their 
stocks  of  long  goods.  In  this  respect  however,  it  is  ap- 
parent that  importers  have  suffered  more  than  retailers. 

Mercerized  lisle  fabric  gloves,  to  retail  at  25  and  50 
tents  are  the  best  value  in  years,  and  the  same  applies 
to  silk  gloves  retailing  from  50  cents  to  a  dollar.  It  is 
apparent  that  silk  gloves  will  sell  better  now  that  prices 
are  more  favorable. 

Styles  and  coIots  show  no  material  changes.  The 
two  dome  fastener  to  match  the  color  of  the  glove  pre- 
dominates. In  colors  black,  white  and  pale  tans  will 
lead,  with  good  sales  of  blue  and  spiinklings  of  such 
novelty   shades   as  pale  gi'ecn   and   wistaria. 

One  of  the  novelties  for  the  coming  season  is  a 
chamoisette  glove.  Chamois  gloves  have  been  selling  well 
in  the  United  States  and  it  is  expected  that  this  line 
will  be  well  represented.  They  retail  at  50  cents.  Net 
gloves  are  represented  in  the  sample  rangt\  but  their  sale 


"  Princess   Bow,"  6   inches  to  8   inches  wide,  the  latest   idea    in 
bows  —  Shown    by   Ladies'  Wear,    Ltd.,   Toronto. 

is  doubtful.  Expensive  kid  gloves  are  imitated  in  the 
fabric  range.  They  show  three  button  fastenings.  An- 
other novelty  represented  are  lad'ies'  and  men's  double 
lisle  gloves.  This  glove  is  made  of  two  layers  of  lisle 
and  comes  in  good  shades  and  is  a  big  European  seller. 

Retailers   will   welcome   the  new   scale   of  prices     and 
there  is  every  evidence  of  a  big  1910  glove  season. 


Embroideries. 

The  hig'h  favor  in  which  embroideries  are  held  by  the 
buying-  public  is  shown  by  the  crowd  around  the  counter 
in  the  retail  stores  when  embroideries  of  a.ny  class  are 
siihl  at  concessions  from  regular  prices.  An  exception, 
howevei-,  may  be  made  iiere  as  to  coloi-ed  embroideries. 
Some  vei'v  dainty  effects  were  bronglit  out  in  pastel 
colors  on  wliiie,  bui  with  the  exception  of  the  high-class 
trade  the  sale  of  these  goods  has  progressed  slowly,  and, 
even  when  offered  at  decided  bargain  prices,  they  are 
difficult  to  sell.  The  fact  is,  the  majority  of  women,  when 
buying  embroidery,  liave  the  ordeal  of  the  wash  tub  in 
mind,  and  they  take  only  those  patterns  and  effects  thait 
pi'omise  to  jklss  it  successfully. 

Embroideries  have  advanced  considerably  since  the 
Spi-iii-  line  of  19tW>  was  bought,  as  the  fashion  in  vogue 
of  all  embroidered  effects  has  gained  grea.tly  since  then. 
The  new  patterns  are  chiefly  in  lace  effects,  combined  with 
both  doiiiiy  and  brdd  hand-work.  Beautiful  patterns  on 
fme   batisti'  and  muslin  are  showing  for   the  Fall  trade,    and 


New  Frillings  for  Fall       Shown  by  R.  D.   Fairbairn  &    Co. 

iiovclly  pallei'iis  in  deep  fhuiiicings  aud  wide  bandings 
wi'l  1)0  wauled  I'oi'  triraniiiig  the  lingeiie  gowns  for  wear 
in  the  Spring  and  Summer  of  1910.  Embroideries  have 
l)eeii  extensively  purchased  fur  trimming  the  new  Spring 
whitewear,  and  the  usual  qualities  in  insertiou  and  edgings, 
and  also  in  corset  cover  embroideries,  will  be  wanted  for 
llie  counter  trade  in  increased  quantities. 


Braid  for  Trimmings. 


Xew  York,  Aug.  31.— Braid  of  every  description  is  a 
feature  of  the  new  trimmings.  Wide  silk  braids  of 
basket  -weaxes  are  used  to  trim  coats  and  coat  dresses, 
either  of  matching  or  contrasting  tones.  A  thick  cord 
braid  is  also  in  evidence  ;  in  fact  braids  of  every  de- 
scription are  very  much  to  the  front.  Soutache  is  still 
popular,  but  its  vogue  is  giving  way  to  rat-tail  and 
embroidery   braids. 

A  stunning  trimming  is  a  lace  pattern  braid,  wrought 
with  a  spiral  design  in  satin  rat-tail.  Tubular  ajnd  flat 
braid  combined  on  net  bandings  are  also  effective.  There 
is  a  bewildering  assortment  of  braid  ornaments,  loops, 
and  buttons,  and  large  crochet  braid  motifs  are  verv 
smart. 
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Kid  Gloves. 

As  llie  Fall  sorting  season  approaches  it  is  evident  thai 
the  prophecy  of  The  Review  regardins;-  a  shortage  of  de- 
sirable lines  is  proving  trne.  Inijiorters  have  not  large 
slocks  and  retailers  who  are  c-nlering  the  season  with  a 
short  siip])ly  will  lind  it  diflicnll  to  procure  desirable  lines. 
Septenvher  loth  is  nsnally  t'lu'  accepted  season  for  start- 
ing out  on  sorting  a,n(l  Spring  tri[)s.  This  yeai'  some 
houses  have  had  travelers  on  the  i-oad  since  August  lot'h, 
and  they  have  done  well  with  sorting  orders. 

Conditions  in  manufacturing  centres  abroad  are  very 
much  improved.  The  dil'liculty  now  is  to  get  sufficient  fac- 
tory help  to  turn  out  orders.  Conditions  are  drifting 
rapidly  back  to  the  point  of  three  yea,rs  ago,  high  prices 
and   insullicienl    snp])ly.    When   the  slump  came  two  years 


and  jet,  pea.rly  and  coloi'ed  beads,  are  employed  on 
the  colors  l)eing  used  chiefly  on  colored  laces. 

While  the  ciiief  demand  will  be  for  the  staple 
wlilte,  cream  and  ecru,   there  is  every  evidence    the 


laces, 

black, 
Fall 


Jabot  of   Pleated   Net  and    Lace,   featuring  the    Side 
Effect— Shown   by  Ladies'   Wear,  Ltd.,   Toronto. 

ago  manufacturers  cut  down  I'lie  force  of  glove  cullers 
and  many  of  these  drifted  into  other  trades.  It  is  hard 
to  get  them  back  now  and  this  is  proving  a  big  ha.ndicap. 


+ 


Laces. 

Extensive  use  has  been  made  of  Irish  lace  and  its  imi- 
tafions  for  some  time,  and  still  the  end  is  not  in  sight. 
The  fact,  however,  that  it  is  no  longer  strictly  new,  has 
brought  other  coarse  laces  into  prominence,  and  the  fash- 
ionable trade  is  paying  a  good  deal  of  attention  to  Cluny 
and  Venise.     Irish  and  its  imitaiions  still  lead. 

Venise  lace  is  e'asilj'  imitated,  and,  because  the  imita- 
tions are  so  like  the  real,  it  should  prove  a  popular  article 
with  the  great  class  of  tra,de  which  buys  imitation  laces. 

Jet  and  imitation  stones  are  used  a  great  deal  on  all- 
overs  and  trimming  bands.  These  are  used  chiefly  on 
fancy  embroidered  nets.     Jet  eabuchons  of  different  sizes, 


New  Stocli  Collar  with    Long  Jabot      Shown 
by   R.   Di  Fairbairn   &    Cot 

trade  at  retail  will  be  largeiy  in  colors,  owing  to  the  cos- 
tume idea.  Colors  h.ave  not  as  yet  been  tal<en  up  to  such 
an  extent  as  to  cause  the  classy  trade  to  drop  them,  so 
it  is  quite  likely  that  they  will  be  stronger  than  ever  for 
the  coming  season. 


Jabot  made  up   of  St.  Gall   Lace  Centre,  trimmed  to 

the  side   with   Net   and    Lace    Shown  by 

Ladies'  Wear,   Limited,  Toronto. 

Metallic  laces  are  also  in  high  favor,  particularly  in 
trimming  bands,  where  a  great  deal  of  metal  is  used.  It 
is  also  shown  in  all-overs,  louches  of  metal  being  worked 
into  the  pattern. 
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Allen  Manufacturing  Co.,  Limited 


W/i  it  ewe  a  r   Ma  n  iifact  u  rcrs 


THE    name    "  Allen's  "     on     a 
lady's  g-arment  means  quality, 
fit,   style  and   superior  work- 
manship, on  low-priced  as  well  as 
hi^SI'h-priced  articles. 


^  The  "Allen's" 
^1  garments  have  a 
distinctive  indi- 
viduality for  daintiness 
and  attractiveness. 


0^ 


Our  desigfners  who  create  these 
styles  are  the  best  to  be  had. 
Travellers  are  carrying  a  rangfe 
comprising  Ladies'  Gowns, 
Corset  Covers,  Skirts,  Drawers, 
Combinations  and  Princess  Slips, 
Aprons,  Misses'  Underwear  and 
Children's    Dresses. 

Waists,       Suits,       Dress      Skirts, 

Kimonas     and     Wrapppers     will 

be    shown    later. 


f.    Allen  Manufacturing  Co.,  Limited  %^ 

?7ftA4,    Corner  Simcoe  and  Pearl  Streets  ::  ::  Toronto 
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The    Ready-Io-Wear  Wardrobes  in  A.  F.  McQuarrie's  New  Women's  Wear   Slore,  Toronto. 

Best  Vogue  in  Ready-to-Wear  Garments 

Good  Advance  Business  in  Popular-Priced  Fall  Suits  Crochet  Laces, 
Combined  with  Tucks,  are  Featured  in  Waists  —  Large  Demand  for 
Staple  Ecru,  White  and  Black— Panel  Effects  Making  their  Appearance, 


EVERY  branch  of  the  ready-to-wear  trade  in 
Montreal,  Toronto  and  otlier  centres  is  busy. 
Manufacturers  last  month  were  handicapped  in 
not  securing-  sufficient  heli).  This  condition  will 
bo  somewhat  altered  during  this  month  as  many  g-iris 
start  to  work  during-  the  eaily  Fall.  In  every  branch  of 
the  ready-'to-wear  trade  men  aie  being-  used  as  operators 
where  i)ossible.  It  means  steadier  work,  and  more  work 
out  of  a  machine.  It  is  expected  Fall  sorting  w'ill  be 
very  brisk,  and  Spring  linos  of  ready  to  wear-  goods  are 
being  ordered   freelv. 

4- 

Suits. 

Retail  stores  are  making  an  early  showing  of  Fall 
suits,  finding  it  profitable  to  show  this  class  of  goods  at 
an  early  date.  Goods  shown  previous  to  the  formal 
openings  were  well  received,  and  sales  were  encouraging, 
assuring  a  busy  Fall  season. 

The  plainly  made  tailored  suit  has  met  with  the 
most  favor  in  early  sales,  but  it  is  likely  that  later  in 
the  season  the  more  elaborate  goods  will  be  in  demand. 

The  coats  of  the  two-piece  suits  are  long,  and  are 
semi-fitting,  or  even  more  closely  fitted.  Some  little 
souta,ehe  braid  and  jet  buttons  are  used.  Slightly  more 
elaboi'ate  are  those  showing  the  Moyen  Age  effect, 
trimmed  over  the  hips  and  with  side  pleats. 

These  coats  are  accompanied  by  pleated  skirts,  which 
also  show  trimmings  of  jet  in  some  cases. 

A  great  deal  of  favor  is  accorded  materials  of  the 
mannish   type,    wide     wale   diagonals   and   rough    finishes. 


These  materials   are  particularly  well   adapted   for  these 
plain   styles,   principally  in  plain  goods. 

Navy  is  the  leading  staple  color.  Bronze  green  is 
coming  into  strong  favor,  and  the  plum  and  raisin  shades 
are  fashionable.  OH  gold  is  classed  among  the  novelty 
shades,  and  red  is  e.\|Jected  to  be  in  active  demand. 

* 

Sealette  Fashionable. 

Fo]h)\ving  updu  the  vogue  of  Caracul  garments  which 
iia,ve  outworn  their  popularity  in  the  States  comes  the 
intniductiou  of  sealette,  in  imitation  of  real  seal.  Sealette 
long  coats  have  taken  well  in  New  York  and  Canadian 
manufacturers  are  now  showing  tlicm  tn  the  trade.  Cara- 
cul is  not  selling-  to  the  same  extent  in  Canada  as  a  year 
ago,  though  small  towns  are  introducing  Caracul  coats. 

Separate  Skirts. 

While  the  separate  skirt  is  not  as  popular  as  a  couple 
of  years  agO',  it  is  still  selling  in  good  quantities  as  a 
utility  garment.  Manufacturers  are  trying  to  push  the 
semi-princess  .sk'irt,  reaching  a  little  above  the  waist,  witli 
the  idea  that  this  may  prove  popular  enough  to  increase 
the  demand.  Other  new  style  features  will  also  help  to 
increase  sales. 

The  new  skirts  follow  closely  the  styles  of  the  suit 
skirts.  Side  pleats  are  shown  in  nearly  all  skirts,  and 
many  have  the  deep  yoke  with  the  lower  part  of  the 
skirt  pleated  on  to  this.  Trimmings  about  the  hips  are 
extensivelv   fentured. 


Buying  and  Selling  for  Ready-to-Wear  Department 

Necessary  to  Closely  Watch  Manufacturers'  Lines  —  Keeping  Abreast 
with  Style-Take  Stock  Frequently— Value  of  Window  Space— Should 
Alterations    be    Charged  ?  —  Hints     on     Running     the     Department. 


THE  remarkable  gTowtli  of  the  ready-to-wear  indus- 
try during-  the  past  few  years  has  ma.de  the  gar- 
ment department  one  of  the  most  important  in 
a  dry  goods  store.  The  great  improvements  in 
manufacturing-  has  made  it  possible  to  cater  to  the  very 
high  c'ass  trade.  The  better  elas.s  of  ready-to-wear  gar- 
ments possess  many  distinctive  features  w'hich  take  away 
the  appearance  of  the  re^ady-made  garment,  making  it 
equal  to  the  made-to-order  garments.  More  attention  is 
p;.'nl    til    tit    and    tiuish,    ami    allugether    the    store    wit'h    a 


Shown 


1.    I'ullan   &    Sons,  Toronto. 


high-class  trade  can  be  sure  of  meeting  the  needs  of  its 
customers  by  carrying  a  good  stock  of  the  best  styles. 

The  Stock  in  the  Department. 

In  order  to  achieve  success  in  the  ready-to-wear  depart- 
ment there  are  many  things  w'hieh  must  be  taken  into  con- 
sideration. Buying  must  be  done  very  carefully,  in 
order  to  meet  the  needs  of  the  class  of  trade  done  by  the 
store.  The  buyer  must  be  well  posted  in  this,  by  having 
a  general  knowledge  of  the  trade  in  all  parts  of  the  store, 
and  must  govern  his  purchases  accordingly.  It  is  not 
wise  to  buy  too  heavily,  at  one  time,  as  in  the  early  part 


of  the  season  goods  may  be  taken  readily,  which,  a  few 
weeks  later  would  simply  be  dead.  It  is  better  to  buy 
in  smaller  quantities  and  buy  often.  There  is  such  a 
rivalry  among  ma.nufacturers,  that  while  the  same  g-eneral 
styles  may  follow  throughout  the  season,  new  features  and 
riovelties  are  constantly  being  introduced.  For  this  rea- 
son it  is  necessary  to  keep  close  watch  of  manufacturers' 
lines  and  not  to  let  the  stock  fall  behind  in  styles. 

Different  stores  ha,ve  different  ideas  reg^arding  the 
englh  of  time  goods  should  be  allowed  to  remain  in  stock. 
One  buyer  states  that  after  two  weeks,  if  the  line  is  not 
moving  rapidly,  prices  should  be  cut.  Others  allow  a 
longer  time  than  this.  The  fact  remains,  however,  that  if 
the  department  is  to  do  a  first-class  business,  there  must 
be  nothing-  in  it  which  can  be  classed  as  out  of  style. 

As  far  as  possible  goods  should  be  kept  in  glass  eases. 
It  is  necessaryi  that  a  certain  amount  should  be  displayed 
on  racks  throughout  the  department,  for  the  majority  of 
women  prefer  to  wander  at  will  through  the  d'epartmeut 
without  the  attentions  of  a  clerk,  and  by  having  garments 
where  they  may  be  seen,  and  the  prices  easily  ascertained, 
many  sales  will  be  made  that  would  not,  if  the  customer 
were  obliged  to  ask  that  goods  be  shown  her.  The  dis- 
advantage, however,  of  showing  goods  on  display  racks 
is  the  dust,  which  necessitates  brushing  the  garments  every 
day.  Too  much  of  this  takes  away  the  new,  fresh  appear- 
ance of  the  goods,  and  detraicts  from  their  selling  merits. 
Light  Cdlored  goods,  of  course,  must  be  kept  in  cases 
to  prevent  soiling. 

Stock  should  be  taken  frequently,  in  order  to  know 
what  goods  are  selling,  and  w^hat  should  be  subjected  to 
price  cutting,  also  to  make  sure  that  sizes  are  in  stock. 
Some  stores  follow  the  plan  of  having  the  head  of  ea,ch 
section  of  the  department  report  to  the  buyer  each  morn- 
ing on  the  quantity  of  goods  in  stock.  This  makes  it  a 
very  easy  matter  to  keep  sizes  tilled  in,  etc. 

Advertising  the   Ready-to-Wear  Department. 

Very  t'rLMiiient  references  to  the  ready-to-wear  depa.rt- 
ment  should  be  made  in  the  newspaper  advertisements  of 
the  store  throughout  the  entire  year,  but  when  the  season 
opens  there  should  at  least  be  three  good  advertisements 
each  week,  and  a  liberal  reference  every  day.  It  is  a 
good  idea  to  make  the  first  advertisement  for  the  season 
a  general  talk  on  the  season's  style  tendencies,  showing- 
good  illustrations  of  new  suits.  That  should  be  followed 
up  by  definite  information  and  descriptions,  with  prices. 
When  goods  are  marked  down  do  not  exag-g^erate  in  tell- 
ing about  the  values  given.  This  always  brings  a  firm 
into  disfavor  with  the  buying  public. 

Probably  there  is  no  other  department  of  a  store  to 
which  window  space  is  as  valuable  as  the  ready-to-wear, 
except  perhaps  millinery,  and  the  two  departments,  co- 
operating- in  the  use  of  window  space,  can  produce  much 
better  results  than  either  alone.  The  department  should 
be  represented  in  window  displays  practically  all  the  time. 
Ga,rments  shown  on  wax  figures,  show  up  to  g-ood  advant- 
age in  the  window,  and  convey  a  better  idea  regarding  the 
goods  fhan  many  other  lines,  which  convey  comparatively 
little  idea  of  their  value,  to  the  mind  of  the  observer, 
when  shown  in  the  window.  Care  should  be  taken  in  win- 
dow dressing  thai  garments  are  not  shown,  which  clash 
in  color. 
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BRAN  D 


We    unconditionally   guarantee    every    garment    bearing    the    "DUCHESS"  label,    both    to  you  and  to 
your  customers  and  they  are  the  only  garments  of  this  character  widely  advertised  to  the  Canadian  Public. 

Share  In   the  demand  for  DUCHESS  BRAND. 


Whitewear 

Blouses 

Skirts 

Wrappers 

Kimonos 

Cliildren's 
Dresses 

Rompers 

Overalls 

Costumes 

Dressing 
Sacques 

Wash  Suits 

Flannelette- 
wear 


We  help  you 
sell  "Duchess" 
Brand.  Take 
advantage  of 
our  co-opera- 
tion. 

All  inquiries 
are  referred  to 
you  for  goods. 

QUALITY" 

FIT  and 

FINISH 
are  the  big  3 
with  our 
goods.  Styles 
and  values  are 
unsurpassed. 

WRITE  FOR 
SAMPLES 


J.    E.    McCLUNG,    8-10    WELLINGTON    STREET    EAST,   TORONTO 

'«»  Agebt  for  Ontario. 
UUillap  Manutattuting  Cottipahy,  525  St.  Paiil  Street,  Mbhtreal 


I  lO 


READY-TO-WEAR     GARMENTS  Dry  Goods  Revieiv 


The  Standard 

of 

Value  and  Style 
Waists  and  White\vear 

Over  Fifty  Patterns  to  choose  from  in 

$9.00  Lawn  Waists 

A  big  range  of  Combinations 
The  latest  ideas  in  Princess    Slips   (Long    Skirts) 


Laurentian  Whitewear  and  Waists  is  the  complete  line. 
LAURENTIAN  BUILDS  BUSINESS.  PLACE  YOUR  ORDERS  NOW. 


WAIT    FOR    THE    LAURENTIAN    MAN." 


Laurentian  Whitewear  Co.,  Levis,  Que. 

WINNIPEG  TORONTO  MONTREAL  EASTERN  ONTARIO  ST.  JOHN.  N.B. 

Western  Fabric  Co.,  W.  H.  Piton.  Z.  P.  Benoit,  and  PROVINCE  OF  QUEBEC,  Alex.  Burr,  Magilton's 

63  Albert  St.  Empire  Bldg.  Mark  Fisher  BIdg.  R.  Dionne.  Sample  Rooms. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


DRY     GOODS     REVIEW 


Cut-out  Border  2030  in  the  Watson-Foster  Line,  shown  over  a  French  grey  stripe  in  flat, 
yet  matching  a  very  beautiful  floral  hanging  in  natural  colors, 
quite  beyond  the  ordinary  in  effect. 
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NTIL  you  have  seen  others  you  cannot  realize  the 
obvious  superiority  of 


The  Watson -Foster  Line   for  1910 

With  its  money-making  possibihties  it  will  enable  you, 
not  necessarily  to  l^ill  your  competition,  but  to  excel  it, 
which  is  much  wiser  and  more  profitable. 
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Briefly,  our  1910  range  is  so  full  of  new  ideas  in  practical 
decoration,  original  colorings  —  specially  created  for  the 
present  revival  in  home  decoration — that  it  would  seem 
wise  to  Wait  and  see  what  we  consider  our  best,  EVER. 

The  Watson  -  Foster  Co.,  Limited 

Montreal 
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Alterations. 

There  is  a  variety  of  opinions  existing  regarding'  altera- 
tions. There  is  no  doubt  as  to  the  necessity  of  an  altera- 
tion department  in  connection  with  a  store  Which  con- 
duets  a  rea,dy-to-wea'r  department  of  any  size,  as  no  gar- 
ment should  be  allowed  to  leave  the  store  until  il  is  per- 
fect in  fit.  Badly  fitted  garments  will  cost  the  store 
many  customers. 

Regarding  the  question  of  cliarging  for  alterations, 
the  better  way  seems  to  be  to  add  a  little  to  the  price  of 
all  g-arments  and  then  to  make  alterations  without  extra 
charge.  Very  few  women  feel  willing  to  pay  the  full  price 
for  an  ill-'fitting  garment  and  then  pay  extra  for  the  neces- 
sary alterations.  Sometimes  the  small  amount  added  will 
not  pay  the  actual  cost  of  alterations,  but  on  the  other 
hand  in  some  cases  no  alterations  are  necessary,  or  they 
may  be  very  slight,  so  the  expenses  of  the  alteration  de- 
pa-rtmenl  will  be  covered. 

Salespeople. 

In  order  to  secure  really  good  work  in  the  ready-to- 
wear  department,  t'he  heaid  of  the  department  must  co- 
operate with  the  salespeople,  by  keeping  them  fully  posted 
regarding  styles  and  the  talking  points  of  tlveir  goods. 
This  is  necessary  in  order  that  the  different  salesladies 
may  not  be  talking  at  cross  purposes  in  trying  to  make 
sales.  All  the  newest  features  should  be  pointed  out  to 
them,  as  new  goods  are  broug'ht  into  the  department. 
They  should  be  able  to  tell  whether  a  garment  can  be  made 
to  fit  without  destroying  the  lines,  even  though  the  actual 
fitting  is  done  by  a  competent  fitter  from  the  alteration 
department,  also  whether  the  necessairy  alterations  will  be 
too  expensive. 

Discussing  the  qualifications  necessary  in  salesjienple 
recently,  a  prominent  Montreal  buyer  stated  that  affability 
might  almost  be  put  before  ability,  for  even  if  a  sales- 
lady were  not  exceptionally  capable,  if  she  were  affable 
and  pleasant  sbe  could  often  make  sales,  where  the  one 
with  ability  but  not  the  kind,  courteous  manner  of  the 
former,  would  fail.  In  fact,  courteous  pleasant  treatment 
of  customers  is  the  real  secret  of  success  as  saleslady  or 
salesman  in  any  department  of  a  store.  This  coupled 
with  unlimited  patience,  will  often  develop  a  successful 
salesperson  out  of  what  had  seemed  a  liopeless  case. 

Ability  to  read  human  nature,  and  to  size  up  a  cus- 
tomer is  another  valuable  asset  in  salespeople.  It  requires 
a  great  deal  of  tact  to  handle  customers  in  such  a  way  as 
to  satisfy  them  and  to  make  them  eager  to  return  to  the 
store.  Very  often  a  clerk  will  spend  a  long  time  with  a 
customer,  and  will  fail  to  make  a  sale.  In  such  a  case  it 
is  very  'hard  to  maintain  a  pleasant,  affable  demeanor, 
and  not  show  a  little  irritation  at  the  failure.  A  sales- 
lady who  ean  do  this  is  valuable  to  a  store,  as  she  will 
do  a  great  deal  towards  bringing  customers  back  to  the 
store  in  future,  when  results  may  be  more  gratifying.  In 
cases  like  this,  the  head  of  the  department  can  do  much 
towards  preventing  discouragement  by  commending  the 
clerk  for  her  patience,  and  showing  her  that  it  was  not 
her  fault  if  she  ha,d  done  her  best.  Some  buyers  fail  to 
realize  what  a  word  of  commendation  means  to  the  people 
in  liis  department,  and  further  what  it  means  to  the  suc- 
cess of  the  department. 

Handling  Customers. 

"When  a  lady  enters  the  ready-to-wear  department,  sht; 
should  be  met  with  a  courteous  inquiry  as  to  what  can  be 
done  for  her.  If  she  indicates  'her  desires  in  any  way 
every  effort  should  be  made  to  please  her.  If  she  wishes 
to  buy  a   suit,  about  the  only  question    which  should  be 


asked  her  is  what  color  she  prefers.  Sometimes  even  this 
is  undecided,  and  then  she  should  be  given  every  possible 
aid  in  making  a  choice  that  will  prove  satisfactory.  T'he 
clerk  can  judge  as  to  the  size  most  likely  to  fit  her,  so 
that  there  will  not  be  too  much  time  spent  in  getting  the 
proper  size.  Price  should  be  avoided  at  first.  It  is 
usually  easy  to  form  an'  estimate  of  the  price  the  cus- 
tomer will  be  willing  to  pay,  but  it  is  always  flattering 
to  the  customer  to  show  'her  something  better.  She  will 
then  say  whether  it  is  too  'high  or  too  low.  There  is  no 
easier  way  of  spoiling  a  sale  than  for  a  clerk  to  show 
signs  of  surprise  if  the  customer  asks  for  a  much  cheaper 
suit    thaji    might   be  expected   from   her  appearance.     Tlie 


Shown   for   Fa.l   by   M.   Pullan   &  Sons,  Toronto. 

lady  buying  the  lowest  priced  suit  in  the  store  deserves 
the  same  amount  of  deference  as  the  lady  buying  the 
highest  priced.  Sometimes  a  customer  is  made  to  feel 
that  'her  patronage  is  a  matter  of  indifference  to  a  store 
beca,use  she  can  only  buy  the  cheaper  grade  of  goods,  but 
this  should  never  be  allowed.  The  same  effort  should  be 
made  to  satisfy  her  and  to  give  her  a  proper  fit  as  in  the 
case  of  'better  goods. 


APPRECIATE  THE  REVIEW. 

From  McCurdy  &  Co.,  Sydney,  Cape  Breton— "We  appreciate 
your  judgment  both  regarding  ads.  and  the  general  conduct  of  your 
al)li)  magazine."— McCurdy    &    80.,   .Sydney,    Cape   Breton. 


Adopted  Modes  in  Fall  Garments  Noted  in  New  York 

Style  Developments  in  Fall  Suits  —  Snug-fitting  Draped  Bodice,  with 
Basque  Front,  one  of  the  Possible  Changes  —  Jersey  Costumes— Pre- 
ference for  Old-time  Coat  Sleeves  —  Surplice  and   Fichu  Suggestions. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 

Kid  Broadway,   New  York,  Aug.  31. 

THE  dominant  note  in  the  early  Fall  models'  which 
have  found  their  way  into  New  York  from 
Paris  is  the  style  of  the  Moyen  Age,  accepted 
with  such  furore  in  the  French  capital  that 
America  can  hardly  escape  it.  From  recent  advice  from 
Paris  we  learn  that  at  the  celebrated  Longchamps, 
Auteuil  and  (hand  Prix  races,  these  Mediaeval,  Dago- 
bert,  Jeanne  D'Arc,  Moyen  Age,  or  whatever  one  chooses 
to   call   them,   fashions  wci'e   in   the   ascendency,    and   the 


Jersey  Costume 
The  upper  portion  is  of    silk  jersey,  with     military    colla', 
closely-fitted  sleeves  and  side-front  fastening.   Skirt  in  pleated 
style  is  developed  in  cashmere  de  sole.    Made  and  crlcinated 
by  Al.  Goldstone  &   Co.,   New  York. 

influence  of  this  period  makes  itself  felt,  not  only  in  the 
gowns  themselves,  but  in  wraps,  coats  and  all  the  hun- 
dred little  accessories  of  the  toilette. 

From  the  high  waist  of  the  Empire  and  Directoire 
styles,  which  even  now  have  a  large  proportion  of  the 
women  of  this  country  in  their  grip,  we  have  gone  to 
the  other  extreme,  and  the  elongated  waistline,   actually 


effected,  or  produced  by  trimming,  promises  to  be  the 
general  rule  this  Fall  in  both  coats  and  dresses.  From 
the  very  long  waist  of  the  Moyen  Age,  with  its  short 
pleated  or  gathered  skirt,  we  may  pass  gradually  to 
the  snug-fitting,  draped  bodice,  with  rounded  basque 
fronts,  below  which  flows  the  skirt  in  graceful  lines, 
perhaps  caught  below  the  knee  into  a  sash,  or  a  motif 
of  trimming.  From  the  smooth-fitting  effect  over  the 
hips,  with  never  a  glimpse  of  pleat  or  tucks,  tiny  pleats 
and  many  .gathers.    It  is  indeed  a  contrast. 

The  newest  creation  is  the  washerwoman  drapery 
which  may  be  the  forerunner  of  the  Lo'uis  XV  drapery, 
which  styles  are  bidding  for  recognition  in  the  realms  of 
fashion  at  the  present  moment.  But,  there  will  be  no 
full  drapery  or  panniers  in  the  original  sense  of  the 
woi'd,  as  everything  must  preserve  the  smooth  contour 
of  the  hips. 

Tailored    Suits   and    Coats, 

Fashion  at  the  present  moment  is  in  somewhat  of  a 
tentative  state.  Many  .styles  have  been  introduced  and 
each  is  bidding  for  popularity. 

The  demand  for  strictly  tailored  garments  in  hard- 
finished  materials  has  created  a  scarcity  in  these  fabrics, 
especially  worsteds,  which  are  also  taken  for  men's 
clothing. 

These  tailored  suits  may  be  classed  as  "mannish" 
for  they  are  in  every  way  what  their  name  implies.  The 
most  recent  developments  in  coat  and  suit  styles  point 
to  a  greater  length  for  coats  and  a  shorter  one  for 
skirts,  than  those  seen  earlier  in  the  season.  These 
lengths  have  reference,  especially  to  certain  of  the  tail- 
ored suits  shown  by  high  class  suit  houses,  and  also  to 
several  of  the  costume  suits  of  both  the  two  and  three- 
piece  variety. 

Suit  coats  in  tailored  effects  axe  best  described  as 
more  form-fitted  than  those  of  the  passing  styles,  and 
it  is  the  opinion  of  many  manufacturers  tha.t  as  the 
season  advances,  the  tight-fitting  coats  will  come  into 
prominence,  which  is  not  unlikely.  Many  of  the  new 
models  show  an  inclination  toward  more  waist-revealing 
curves  and  a  snugger  hip-line  which  is  in  line  to  the 
tight-fitted  garments.  However,  it  is  the  form-fitted 
model  that  predominates  in  the  Fall  and  Winter  show- 
ing, the  hipless  model  brought  up-to-date. 

The  reason  given  that  the  semi-fitting  models  will 
continue  the  best  style  is  that  it  gives  a  woman  a 
slender  appearance  as  well  as  a  youthful  one.  Women 
have  learned  to  appreciate  the  becomingness  of  the  hip- 
less  models,  and  they  are  not  going  to  give  into  any- 
thing else  unless  it  is  a  change  from  what  they  have 
become  accustomed   to. 

One  O'f  the  newest  styles  brought  out  this  season  is 
in  the  Russian  coat  style  without  a  belt.  There  is  no 
fulness  at  the  waistline,  no  belt  and  the  garment  is  cut 
on  the  Slavonic  blouse  style  for  which  it  is  named.  It 
is  in  fact  a  style  of  Moyen  Age  model,  cut  in  one  piece. 
It  is  collarless,  or  has  a  Dutch  collar,  or  a  military 
collar  may  qe  added  to  it  if  desired  by  the  wearer. 
Sleeves  are  long  and  cut  with  a  slight  fulness  at  the 
armhole.      It     is     of  course   a  novelty   among  the     Fall 
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Canada's  Pioneer  House 

Princess  Dresses,  Coats,  Suits,  Waists 
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The  result  of 

our    "Royal" 

effort  for  Spring, 

1910,    will    be 

reached    in    a 

few   days,   when 

our    representatives  will  start  out  with 

the  most    extensive    and   attractive  line   of 

garments   that     Canada's    "Pioneer    House" 

has  ever  produced.      Those  merchants  who 

handle  our  goods  will  wait  for  us  without  being 

asked.     Those  who  have    not  yet  experienced 

the  advantage  of  handling 
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would    do    \vell    to  see   the  line   before    placing 
their   Spring    order  elsewhere.      Please    do    not 
misunderstand  us.     We  do  not  say  "\vait  and 
buy   our    goods,"    but  we   do    earnestly   ad- 
vise you  to   wait  and    see    our  line.      The 
garments    will   do    the    rest.     Write,  wire, 
telephone  or  call  personally  if  our  repre- 
sentative is  late  in     


reaching  your  town 


THE  Mcelroy 

MANUFACTUR 
ING    CO.,   Ltd 

47  Simcoe    Street 
TORONTO 
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Famous  for  their 

Fit,  Cut,  Style,  Hang  and  Finish 
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M.  Pullan  &  Sons 

Established  1902 

Cloak,  Suit  and  Skirt  Manufacturers 

Cor.  Bay  and  Wellington  Sts.,  Toronto 

A  Leader  For  Your 


Department. 


842-99? 


Black  Beaver,  Besl  Quality,  half  lined,  $7.25  net 
Black  Kersey,    "  "  "       "        7.75  net 

Fall  Mantles,  $5.00  to  $22.50 

Send  for  a  sample  garment  of  this  or  other 
garments  which  appear  in  another  page  of 
this  issue. 

Order   Sizks   Whkn   Yoi;    Examink   Value. 

Suits  for  Fall  Range  from  $8.50  to  $30.00 

We  specialize  in  assorted  sample  orders,  and 
7t'ould  like  to  serve  you  by  sending  you  a 
small  selection. 

M.  Pullan  &  Sons 

Cloak,  Suit  and  Skirt  Manufacturers 
Cor.  Bay  and  Wellington  Sts.,  Toronto 


suits,     but     is     one     that     has  taken  with  some  of  the 
buyers. 

Jersey   Fabrics     Creating    Much    Attention. 

The  revival  of  the  mediaeval  styles  is  directly  re- 
sponsible for  the  revival  of  the  jersey.  It  is  surprising- 
how  well  costumes  made  with  jersey  tops  and  the  bot- 
toms of  some  other  material  have  taken  with  the  buyers 
from  all  over  the  country.  One  manufacturer  is  trying 
to  outdo  the  other  in  the  modelling  of  jersey  costumes, 
with  a  result  that  they  can  be  bought  so  cheap  that 
they  will  become  very  common  as  the  season  advances. 
Some  of  the  jersey  fabric  dresses  are  very  beautiful  with 
their  long  lines  in  Moyen  Age  style,  and  sashes  at  the 
knees  in  matching  or  harmonizing  colors. 

Separate  Coals  and  Wraps  Shown. 

The  new  coats  are  among  the  most  interesting  of 
the  Fall  garments.  In  nearly  every  instance,  the  length 
of  hip  line  wli'ich  characterizes  outer  garments  in  gen- 
eral, is  accentuated  either  by  the  cut  of  the  garment 
itself  or  by  the  special  application  of  the  trimmings. 

The  length  most  adopted  for  the  separate  coat '  is 
from  54  to  56  inches.  There  are  however,  some  very 
dressy  coats  shown  in  -IS-inch  lengths,  and  still  others 
are  shown  that  are  60  inches  long. 

Many  of  the  new  coats  are  fashioned  along  the  dress 
lines,  although  they  are  in  reality  coats,  finished  as 
such,  having  single  or  double-breasted  fastenings  that 
run  the  length  of  the  garment. 

All  the  models  regardless  of  their  lengths  are  cut 
on  semi-fitting  or  form-fitted  lines.  The  panel  effects 
are  the  most  popular  of  the  methods  employed  for  the 
slight  curving  of  the  coat  gores  to  the  lines  of  the 
figure.  The  waistline  is  still  "vague"  ;  shoulder  and 
chest  lines  are  smooth-fitting  and  the  hipl'ine  is  snugger 
than   in   last  season's  models. 

The  old-time  coat  sleeve  seems  to  have  the  prefer- 
ence in  coats  this  season.  It  is  cut  without  fulness  at 
the  top  and  follows  the  contour  of  the  arm  from  shoulder 
to  wrist.  The  sleeves  are  finished  off  with  fancy  cuffs. 
The  greatest  variety  is  foimd  in  the  neck  finish  of  the 
coats  this  season.  The  tailored  coats  adhere  to  the 
small  flat  collar  and  notched  revers  of  mannish  per- 
suasion. The  novelty  styles  have  the  high  rolled  collars 
or  flat  collar  with  square  cut  an  the  back. 

Capes  will  be  as  popular  throughout  the  winter  as 
they  have  been  during  the  summer.  There  are  a  number 
of  beautiful  styles  shown  that  will  undoubtedly  become 
popular.  The  .garments  trimmed  with  fur  are  especially 
beautiful  and  it  is  surprising  how  well  buyers  have 
ta,ken  to  them.  In  fact  fur  trimmed  cloth  models  are 
the  prevailing  style  for  this  coming  .winter  and  we  may 
expect  to  see  any  number  of  them. 

The  lengths  of  capes  vary,  but  those  covering  the 
costume  ^of  the  wearer,  as  long  as  the  dress  are  warmer 
for  the  cool  weather. 

The  return  to  popular  vogue  of  covert  coats,  is 
somewhat  of  a  surprise,  but  they  will  be  seen  to  a  great 
extent  this  season.  Coverts,  broadcloths,  and  Scotch 
diagonals  in  rough  finish  are  being  sold  most  freely  for 
the  separate  coats.  These  are  generally  shown  in  black, 
navy,  castors,  greens  and  smoke  gray. 

Dresses  and  Costumes. 

Dresses,  whether  considered  as  separate  garments  or 
as  a  part  of  the  costume  suit,  are  among  the  most 
beautiful  of  the  fall  sartorial  offerings.  They  vary  in 
style  being  either  plain  after  the  tailored  type,  or  the 
dressy  style,  but  no  matter  how  they  are  modelled,  they 
a.re  attractive.    Because  of  the  straight,  flat  lines  of  the 
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Just  a  Few 

of  the 

450  Lines 

of 

Shirtwaists 

now  being 
shown  by 

our 
Travelers. 


The 

Eclipse  Whitewear 

Co«9  Limited 
Toronto,    -    Ontario 
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Parisian  ' '— ° 

^       Corset  ManufactminCj  ( >om|)any 
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M«nuf«cluf«r»  ot  lh« 
FAMOnS  P.C.COKSETS. 


VuEBKc,      Sept.  I,  19O9. 


^0  tf)c  ^vade: 

"  Sweet  are  the  uses  of  adversity." 
Our  fire  which  destroyed  our  plant  last 
month  has  clearly  taught  us  the  truth  of 
this  homely   saying. 

Our  new  premises,  in  The  Royal  Paper 
Box  Building",  secured  immediatel)-  after 
the  fire,  and  the  installation  o(  entirely 
new  machinery,  new  stock,  etc.,  are 
making"  possible  the  winning  of  new 
friends  for  Parisian  P.  C.  Corsets. 

We  have  protected  every  customer  re- 
garding deliveries  to  the  fullest  extent 
possible,  and  from  now  on,  expect  to 
have  no  further  need  to  apologize  for 
delay. 

Parisian  P.  C.  Corsets  fill  the  demand 
for  the  big  medium  priced  sellers. 

Styles  and  values  prove  conclusively 
that  our  entire  energy  is  directed  to  giv- 
ing you  an  inimitable  line. 

Sincerely    yours, 


Tfbavisian  Covset  ^fg,   Co., 

LIMITED 


PRESIDENT 


Moyen  Age  styles  the  adapted  dress  of  that  period  is 
thought  not  only  an  admirable  model  for  the  smart 
house  gown,  but  for  the  street  as  well. 

The  coat  models  give  promise  to  become  more  pop- 
ular this  season  in  costumes  than  any  other  style.  They 
are  shown  in  a  variety  of  styles  and  materials,  in 
severely  tailoied  styles  or  trimmed  and  made  more 
dressy.  Those  ha\ing  the  high-rolled  collars  or  mili- 
tary effects  are  the  most  pronounced  types  of  the  season. 

Surplice  and  fichu  suggestions  are  found  among  the 
new  dress  models,  especially  those  of  the  evening  and 
semi-dress  varieties.  They  iue  in  reality,  a  feature  of 
certain  of  the  models  that  represent  the  adaptations  of 
the  Louis  periods.  With  them  are  shown  skirt  sections 
with  pannier  draperies  and  slightly  raised  back  draper- 
ies. It  is  not  likely  that  the  bouffant  draperies  of  the 
Louis  descriptions  will  prove  as  fashionable,  not 'to  say 
popular,  as  the  flat  tunic  effects.  However  there  are 
indications  that  the  styles  of  the  Louis  XV.  and  Louis 
XVI.  periods  may  be  coming  back,  and  already  we  sec 
them  indicated  in  a  number  of  models  recently  brought 
over  from  abroad  where  they  are  trying  to  bring  into 
vogue  these  effects. 

Petticoats  in  Tailored  and  Novelty  Styles. 

The  new  petticoats  shown  this  season  are  in  every 
way  in  accordance  with  the  prevailing  style  tendencies 
in  costumes  and  suits.  The  models  are  close-fitting  hip 
lines  and  rather  bouffant  flounces.  The  gores  are 
shaped  with  si)ccial  reference  to  the  fact  that  they  must 
serve  as  the  foundation  for  the  long  hi))  dresses  fash- 
ioned on  the  new  Moyen  Age  .style.  They  are  cut  with 
extreme  care,  with  no  fulness  at  the  back  of  the  waist, 
the  garments  being  finished  in  habit  style  with  the  fas- 
tening at  the  left  of  the  front  gore. 

It  may  be  said  of  the  new  models  that  the  upper 
gore  is  a  sort  of  elongated  yoke  to  which  is  attached  the 
pleated,   gathered  or  circular  shaped  flounce. 

For  the  comiu'g  season  the  jersey  petticoat  is  shown 
in  a  broader  line  of  colors  than  during  the  last  few 
seasons. 


Dresses. 

There  is  anything  but  monotony  in  the  manufacturing 
world  as  far  as  dresses  are  concerned.  There  is  a 
marked  variety  in  styles  that  enables  maniifacturers  to 
make  a  splendid  showing  of  dresses. 

The  Moyen  Age  styles  have  been  taken  up  readily, 
and  promise  to  become  quite  as  popular  as  the  Directoire 
.styles.  They  are  being  worn  a  great  deal,  and  manufac- 
turers lines  for  Fall  and  Winter  are  meeting  with  marked 
favor.  Early  samples  were  made  on  rather  severe  lines 
revealing  the  lines  of  the  figure,  but  not  fitted  very 
closely.  Some  manufacturers  feel  the  necessity  of  intro- 
ducing new  features  in  order  tO'  show  novelties  in  their 
lines,  and  this  has  led  to  the  introduction  of  drapery 
and  overskirt  effects.  These  are  only  being  tried  out  at 
present  but  in  view  of  the  fact  that  they  are  particularly 
suitable  for  evening  dresses,  there  seems  to  be  nO'  doubt 
that  they  will  be  taken  up  as  readily  as  the  simpler 
effects. 

Some  of  the  new  dresses  are  most  elaborately 
trimmed.  Embroidered  nets,  beads,  bugles,  spangles,  and 
jet  in  every  possible  form,  rat-tail  and  soutache  braid- 
ings are  all  used  to  good  effect. 

The  favorite  materials  are  taffetas,  messalines,  and 
Directoire  satins  for  the  more  elaborate  dresses,  and 
Panamas,  fine  serges  and  worsteds  for  street  and  day 
wear. 
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Shield  Brand  Waists 


From  one  of  the  largest  and  best  equipped  factories 
in    the    trade,    who    manufacture    speciall}-    for    us. 


Over  two  hundred  num- 
bers of  Lawn   Waists 


Exclusive  Designs 


Latest  Styles 


Special  Values^  $4.80,  $6.50,  $9.00, 
$10.50,  $13.50,  $15.00  up  to  $33.00 
per  dozen. 


Net,  Lace  and  Silk  Waists 
for  the  Christmas  trade 

special  Vahies^  $1-85,  $2.25,  $2.75, 
$3.00,  $3.50,  $4.50  up  to  $13. 50  each. 


^    Early    buyers    unhesitatingly    state    our    line    is 
unequalled    for    styles    and    values.         :        :        :        : 

C    Our   travellers    also    show   the    complete    range 
of  whitewear.         :         :         :         :::::: 

SEE  OUR  SPECIAL  REPRESENTATIVES 

GREENSHIELDS    LIMITED 

Ready-to-Wear  Department  MONTREAL 
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Dry  Goods  Reviezv 


the  Latest- 


really  the  latest — spring  novelties 
in  misses',  girls'  and  children's  dresses 
will  do  well  to  refrain  from  placing 
orders  until  our  travelers  come.  They 
will  be  along  with  spring  samples  in 
October. 

We  haven't  approached  you  with 
spring  samples,  simply  because  ifs 
too  early  yet  to  have  really  com- 
plete selections, 

We  are  holding  off 

until  the  last  minute  so  that  our  four 
designers  who  are  at  present  in  New 
York  may  absorb  the  last  word  from 
that  centre  of  fashion. 

When  our  samples  are  made  up  you 
may  depend  upon  it  they  will  em. 
body  the  features  that  will  be  really 
in  vogue  during  the  spring  season 
of  1910,  and  will  be  later  than  any- 
thing shown  by  any  other  Canadian 
manufacturer. 


DO  NOT 


place  your  orders 
for  girls'  and  child- 
ren's dresses  until  you  have  seen  our 
samples. 


Home  &  Watts 


LIMITED 


Duncan  and  Adelaide  Sts. 

Toronto,       -       Ontario 


Separate  Coats. 


Judging  by  the  popularity  of  dresses,  it  seems  reason- 
able to  expect  that  separate  coats  will  be  a  good  featurii 
of  the  g-arment  trade  for  the  winter.  Some,  however, 
are  not  looking  for  anything  out  of  the  ordinary  in  this 
respect.  Women  strongly  favor  the  present  style  of 
dresses,  and  as  they  are  sure  to  be  popular  throughout 
the  winter  for  afternoon  wear  as  well  as  evening,  they 
will  make  the  separate  coat  a  necessity. 

The  new  coat  samples  are  most  desirable,  a.nd  are  a 
decided  change  from  the  separate  coat  of  the  past  few 
years.  Many  of  the  new  samples  are  quite  elaborate,  and 
in  almost  every  instance  are  seven-eighths  length  or  full 
length.  High  class  lines  in  some  cases  closely  resemble 
a  dress  of  the  Moyen  Age  style,  in  heavy  weight  ma- 
terial. Every  effort  seems  to  have  been  made  on  the 
part  of  manufacturers  to  make  the  new  coats  as  attrac- 
tive as  possible  in  appearance. 

Continued  Progress  in  Corset  Manufacture. 

(Staff    Correspondence.) 

New  York,  Aug.  31. — Every  season  much  is  written 
and  said  about  the  changes  in  corsets.  This  happens 
from  time  to  time,  but  in  the  main,  the  real  changes 
are  few  and  they  are  so  slight  that  they  are  not  always 
noticeable.  H^he  lengthening  of  the  corset  skirt  has  been 
the  one  change  of  importance.  This  change  has  been 
made  without  the  least  interference  with  the  upper 
l)ortion  of  the  corset.  Designers  have  been  able  to  do 
so  without  any  trouble.  The  medium  bust  is  what  the 
masses  require  and  while  the  bust  of  some  models  may 
be  higher  and  then  again  others  may  be  lower,  the  man- 
ufacturers usually  go  according  to  what  the  masses 
want.  Of  course  every  manufacturer  goes  according  to 
his  orders  in  making  up  corset  lines,  but  he  likes  to 
know  what  is  best  so  as  to  always  have  such  models 
on  hand,  for  the  corsets  that  are  most  popular  are 
bought  by  the  medium  class  of  trade  so  that  they  must 
be  catered  to. 

One  of  the  most  noted  features,  however,  in  the  new 
corsets  and  one  that  is  meeting  with  rapid  favor  is 
that  of  instead  of  running  the  bones  to  the  liottom  of 
the  corset  skirt,  they  are  terminated  just  below  the  bend 
of  the  hip,  the  skirt  continuing  its  full  length  below. 
When  supporters  are  attached  the  same  smooth  effect  is 
obtained  and  the  difficulty  of  seating  oneself  removed. 

The  enormous  growth  of  the  brassiere  within  the 
last  few  years  is  a  trustworthy  indication  of  the  im- 
porr.ance  of  such  accessoriesi 

•*• 

Garments  for  Misses  and  Children. 

(Staff  Correspondence.) 

New  York,  Aug.  31.— The  Moyen  Age  styles  have 
been  found  extremely  well  adaptable  for  suits  and 
dresses  for  misses'  and  juniors.  Many  of  the  new  Fall 
garments  are  replicas  of  models  designed  for  the  adult. 
Others  show  all  the  modern  characteristics  of  the 
mediieval  modes,  combined  with  a  certain  simplicity  in 
the  trimmings  that  stamp  them  as  essentially  the  gar- 
ments for  the  younger  set. 

The  tendency  runs  to  semi-fitted  lines  both  for  the 
coats  and  dresses.  These  are  particularly  becoming  to 
the  undeveloped  figure.  The  well-cut,  gracefully  shaped, 
half-fitting  garments  are  indeed  practical  for  the  young 
girl,  and  they  are  shown  in  a  variety  of  pretty  styles 
that  will  receive  prompt  attention  when  the  consumers 
see  them. 
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.     ^MiictB  were  subitiitted  by 

•     i/ioaecution    and   some   sensational 

evidence    was    given:      W.    MtNeill,    of 

tjie      Newcastle      Advocate,      admitr.ed 

prliiling  the  paper  for  McDougall. 


A  VERDICT  ABSOLUTELY  IN 

FAVOR  OF  INVADER 

BRAND 


A  verdict  in  favor  of  ''Invader 
Brand"  garments  has  already  been 
rendered  by  the  leading  Dry  Goods 
stores,   to    wit : 

"White  lawn  waists  are  to  be  ■the 
leading  staple  line  for  Spring,  1910, 
and  'Invader  Brand  the  leader  of 
the  leading."  All  of  whieh  is  re- 
spectfully submitted." 
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The  W.  R.  BROCK  COMPANY  (Limited) 


MONTREAL 
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Our  Spring 
1910  Samples 

are  ?ioiv  being  shoxvii  by  our  travellers 
in  Ontario^  Qjiebec  and  Marit inie 
Pi'ovinces. 

Values  and  Assortments  In- 
vite Your  Close  Attention 


Some  of  the  Lines  We  Show 

Q  Ladies'  and  Children's  Knitted 
Underwear  (Hygeian  Brand), 
Skirts,  Underskirts,  Ladies' 
and  Chiklren's  Handkerchiefs 
and  Hosiery,  Waists,  etc.      :      : 

Men's  Furnishings 

Q  Negligee  Shirts,  Men's  and 
Boys'  Knitted  Underwear 
(Hygeian  Brand),  Handker- 
chiefs, Hose,  Boys'  Fanc}- 
Collars,   etc.       :       :       :       :       : 

Household  Goods 

Q  Table  Linens  and  Covers,  Laces, 
Table  Napkins,  Curtains,  Tow- 
els, Toweling,  Portieres, 
Woolens,  Tailor's  Trimmings, 
Dress  Goods,  Silks,  Satins 
and   Brocades,   etc.      :      :      :      : 

Special    Lines    for    Sorting,    including 
many  Clearing  Lots.      :::::: 

LET     US     HAVE     YOUR     ENQUIRIES 

L.Hirshson&Co. 

248  Notre  Dame  St.  W.,  MONTREAL 

M.  2715 


Two  and  three-piece  suits  are  offered  in  tailor-made 
effects.  There  is  a.  difference  of  opinion  as  to  which  will 
take  the  best,   but  both  are   shown. 

In  misses'  suits  the  skirts  are  pleated,  some  having- 
a  slightly  raised  waistline  and  others  cut  with  the 
normal  belt  line.  The  long-hip  effect  is  the  pronounced 
style  on  a  majority  of  the  suit   skirts. 

Fall  and  Winter  coats  for  small  children  are  being 
shown  in  sush  fabrics  as  broadcloth,  chiffon  velveteens, 
corduroys,  certain  of  the  plush  pile  fabrics,  wide-wale 
serges,  whipcords  and  fancy  woolens.  The  colors  in- 
clude white  and  all  the  pastel  tones  with  the  exception 
of  violet  which  is  not  considered  a  good  juvenile  color. 
There  seems  to^  be  special  emphasis  on  light  and  Copen- 
hagen blue  and  on  peach  pink,  especially  particularly  in 
the  finer  broadcloths,  from  which  are  evolved  ma.ny  of 
the  most  beautiful  of  the  season's  models. 

In  the  more  practical  shades  are  fodnd  dark  blue, 
golf  red,  seal  and  tobacco  brown,  sherry,  hunter's  green 
and  faded  rose.  Black  is  represented  in  broadcloth  and 
in  the  chiffon  velveteens  and  corduroys. 

The  styles  continue  to  favor  the  three-quarter  and 
full  length  garments  in  sizes  from  two  years  up  to 
twelve.  The  smartest  models  are  cut  with  seamless 
backs  and  single-breasted  fronts,  fastened  visibly  or  in- 
visibly. The  diagonal  fastenings  are  also  good  style 
this  season. 

Velvet  coats  will  be  extensively  seen,  too.  Brown  is 
ti:e  most  favorable,  and  black  is  extremely  aristocratic. 
I'hc  use  of  sealskin  as  a  tiimming  for  children's  coats 
is  a  new  idea  this  season.  Also  furs  of  all  description 
will  be  noted  on  the  cloth   coats  for  children. 


Waists. 

Karly  indications  in  the  waist  field  are  that  tailored 
linen  and  cotton  blouses  will  be  stronger  than  ever.  In 
view  of  this,  manufacturers  are  showing  desirable  sam- 
l)les  in  the  new  range.  There  seems  to  be  a  strong  ten- 
dency to  favor  the  simple  pract'ical  effects,  and  the  tail- 
ored waist  appeals  strongly  to  women,  as  it  is  suitable 
for  many  occasions  and  is  easily  laundered. 

Both  coarse  and  fine  linens  are  shown  in  the  samples 
but  it  is  expected  tha.t  the  coarse  linen,  with  laundered 
cuffs  and  collar  of  the  fine  linen,  will  be  in  the  lead.  Fine 
French  shirtings  are  also  favored  in  the  new  samples, 
and  a  few  colored  blouses  are  shown,  in  plain  tailored 
styles.  An  indication,  however,  that  the  tailored  blouses 
are  getting  away  from  the  strictly  plain  effects,  is  the 
use  of  a  little  embroidery,  and  the  fact  that  instead  of 
tiie  straight  \\\\  and  down  tucks  some  of  the  new  blouses 
show  over-lapping  points  at  each  side,  fastened  with 
buttons,  and  other  slightly  fancy  touches.  The  embroid- 
ery, 'in  some  instances,  is  merely  insertion  set  in,  while 
other  blouses  have  the  embroidery  on  the  blouse  itself. 

C'Otton  crepe  is  represented  in  the  new  samples,  but 
these  are  more  elaborate  than  those  of  the  past  season. 
The  feeling  on  the  part  of  manufacturers  showing  these 
lines  is  that  the  fancy  crepe  waists  will  become  more 
popular  than  the  plain  waists  first  shown.  They  are 
embroidered  and  trimmed  with  coarse  lace  insertion. 

Lawn  waist  samples  show  changes  in  sleeves.  While 
the  long  Directoire  sleeve  still  holds  a  place  in  the  new 
simples,  'the  sleeve  most  in  favor  is  on  the  bishop  order 
in  a  modified  form  with  a  two  or  two  and  a  half  inch 
cuff,  closely  fitted.  Tucks  are  used  a  great  deal.  Some 
of  the  new  sleeves  are  made  in  two  parts.  T-he  upper 
part  of  the  sleeve  is  close  fitting  with  horizontal  tucks, 
and  the  lower  part,  forming  a  slight  puff,  is  tucked  ver- 
ticallv.    Insertion,  both  lace  and   cmbro'idt^ry,  is  also  in- 
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Wholesalers 

will  show  the  end   of  this   month  the  profitable  and   salable 

E^y ptine  and  Blackeye  Underskirts 


These  underskirts  are  shown  in  the  latest  styles 
and  colors,  and  are  guaranteed  to  be  full  size, 
carefully  made,   and  to  give  satisfaction. 


Egyptine  Underskirts  are 
priced  to  give  you  a  bet- 
ter profit.  $15  to  $24  per 
dozen. 

Egyptine  Underskirts  look 

like  silk,  but  outwear 
silk. 


Blackeye  Silk  Moire  Un- 
derskirts are  the  best  value 
to  be  had.  Prices  from 
$30  to  $52  per  dozen. 

Blackeye  Silk  Moire  will 
neither  split  nor  crack,  and 
has  both  rustle  and  lustre. 


THESE    MATERIALS    ARE  CONFINED  TO  US 

ASK  YOUR  WHOLESALER  FOR  THESE  LINES 

WRITE    US    IF    HE   DOES  NOT  SHOW  THEM 

Afa  n  II  f  a  c  t  ii  re  d   on  I  y    by 


"ilLcmVi^^ 
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troduced  into  some  of  the  new  sleeves,  being  set  in 
horizontally.  Directoire  sleeves  are  also  elaborately 
tucked  and  trimmed  with  lace.  Up  and  down  effects  are 
populax. 

The  new  lawn  blouses  are  very  elaborately  embroid- 
ered, but  very  little  lace  insertion  is  used.  Very  fine  in- 
sertion cannot  be  used  on  the  popular  priced  blouses, 
owing  to  cost,  and  the  demand  is  for  better  embroider- 
ies, and  very  little  cheap  lace.  Lace  edgings  are  used 
to  finish  the  edges  of  collars  and  cufis. 

Collars  on  a  great  many  of  the  new  samples  are 
straight,  the  same  height  all  round,  but  the  Gibson 
collar  still  has  a  showing.  The  Dutch  collar  is  also 
shown. 

Net  and  silk  blouses  are  sure  to  do  well.  Usually, 
the  woman  who  buys  a  suit,  buys  a  blouse  for  wearing 
with  it,  and  particularly  at  the  present  time,  when 
fashion  demands  that  the  blouse  match  the  suit  in  color, 
is  this  true.  The  store,  with  a  trade  which  warrants 
the  stocking  of  a  good  supply  of  colored  fancy  blouses, 
can  increase  sales  in  the  waist  department  by  suggesting 
to  the  customer  purchasing  a  suit,  that  she  will  be  able 
to  buy  a  waist  of  the  same  shade  in  the  waist  depart- 
ment. In  order  to  make  this  a  success  it  is  necessary 
for  the  buyers  of  suits  and  waists  to  co-operate  in  buy- 
ing, so  there  will  be  corresponding  shades  in  the  two 
departments.  Naturally  the  big  demand  will  be  for 
cream  and  white.  Black  will  also  be  good,  and  black 
taffeta  blouses,  very  often  tiinime-d  with  jet,  will  be 
strongly  featured. 

Specialization  Pays. 

Specializatioai  pays  in  the  making  of  children's  gar- 
ments as  well  as  in  other  lines,  and  the  manufacturers 
who  devote  the  whole  of  their  factories  to  this  line  have 
certainly   turned   out  most   attractive     garments. 

With  many  firms  the  making  of  children's  garments 
is  only  one  issue  and  not  then  an  important  one  ;  there- 
fore it  is  to  the  man  who  makes  children's  garments, 
and  children's  garments  alone,  that  the  retailer  has 
often  to  look  for  novelty  and  new  ideas. 

Specialty  houses  have  not  as  yet  put  out  sample 
lines  for  the  coming  Spring,  as  they  contend  that  it  is 
impossible  to  show  the  la.test  styles,  and  the  patterns 
and  fabaics  that  the  manufacturers  bring  out  exclusively 
for  children's  wear.  This  policy  is  in  strict  accordance 
with  the  lines  adopted  by  manufacturers  of  children's 
garments  in  the  United  States,  and  there,  as  well  as 
in  Canada,  the  houses  that  specialize  upon  children's 
wear  will  not  be  ready  to  show  Spring  lines  before  the 
end  of  this  montli. 

The  patterns  of  the  new  ginghams  and  other  similar 
materials  for  children's  dresses  are  copied,  to  some 
extent,  from  the  patterns  shown  in  silk  ginghams.  These 
include  a  handsome  selection  in  stripes  and  plaids  in 
shaded  and  in  Dresden  effects. 

For  present  selling  these  firms  are  making  a  strong 
feature  of  cotton  dresses  for  Fall  selling.  Cotton  dresses 
for  wear  all  the  year  round  are  taking  strongly  there, 
and  the  reasons  given  appeal  just  forcibly  to  the  Cana- 
dian mother.  The  most  important  reason  is  that  a 
cotton  dress  can  visit  the  washtub  as  often  as  is  neces- 
sary, and  therefore  it  is  a  more  cleanly  and  healthy 
garment.  Secondly,  cotton  goods  made  specially  for 
children's  winter  wear  do  not  lose  their  colors,  but  keep 
their  attractive  freshness  no  matter  how  often  they  go 
into  the  tub.  When  the  child  wears  proper  underwear, 
a  cotton  dress  is  plenty  warm  enough  in  the  well- 
warmed  school  rooms  and  the  steam-heated  rooms  of  the 
home,   and  for   wear  on  the   streets   the  cloth   coat  gives 


the  proper  amount  of  extra  protection.  Another  great 
argument  in  favor  of  cotton  dresses  for  winter  wear  is 
that  they  cost  less  and  give  better  service  than  wool 
dresses  for  children,  and  because  of  their  cheapness  there 
is  less  inducement  for  mother  to  get  busy  and  make  the 
children's  dresses,  therefore  the  retailer  finds  his  business 
grow. 

In  many  cities  in  the  States  the  authorities  are  in- 
structing little  girls  to  wear  cotton  dresses  at  school  as 
they  are  much  more  sanitary  and  do  not  harbor  germs 
like  the  less-easily  cleaned  dresses  of  wool. 


Demand  for  Raincoat  Materials. 

Travelers  are  now  showing  a  new  range  of  ladies' 
raincoats  which  bear  faint  resemblance  in  materials  and 
styles  to  the  line  of  two  years  ago.  Retailers  proved 
last  seasom  that  the  rubberized  silk  materials  were  cer- 
tain of  fair  trade  and  they  took  hold  of  the  latest  ideas 
in  other  materials  to  a  large  enough  extent  to  show 
that  the  raincoat  trade  had  taken  a  new  lease  of  life. 
Retailers  were  certainly  disappointed  when  the  excep- 
tional demand  for  fancy  check  and  striped  materials 
ceased  and  the  sale  of  plain  proofed  materials  lessened. 
However,  it  is  now  clear  that  this  branch  of  the  ready- 
to-wear  trade  will  do  a  good  Fall  and  Spring  business. 

The  new  materials  shown  are  legion  and  each  manu- 
facturer has  his  pet  name  for  many  materials  of  the 
same  order.  Moires  and  Bengalines  will  sell  in  every 
part  of  the  country  now  that  prices  have  been  reached 
that  permit  .smaller  retailers  to  take  hold  of  them.  The 
range  of  colors  is  extensive.  Plain  proofed  materials, 
such  as  mohairs  and  other  close  woven  fabrics  are  widely 
represented  and  will  certainly  sell.  The  khaki  color  is 
largely  shown  in  waterproof  materials. 

As  regards  styles,  the  predominating  feature  is  the 
coat  fitting  tight  to  the  waist,  and  then  a  flare  at  the 
bottom.  Fancy  button  trimmings  are  largely  shown. 
The  latest  novelty  in  New  York,  which  is  being  manu- 
factured in  Canada  is  the  waterproof  cape.  It  fits  very 
loosely,  is  fastened  with  three  biittons  and  has  slits  at 
the  side  instead  of  sleeves. 


Good  Business  in  Fall  Suits. 

f;ity  niercliants,  not  only  in  the  department  stores,  but 
in  liie  numerous  specialty  Jiouses  tliat  are  now  springing 
up  in  the  larger  towns,  have  been  doing  a  big  advance 
business  in  popular-priced  Fall  suits.  Models  from  $9.50 
up  to  .$1.).00  have  been  freely  shown  and  have  found  a 
ready  sale.  The  materials  the  suits  are  made  from  are  the 
new  smooth  finished  worsteds,  panamas,  satin  cloths  and 
satin  stripes,  and  the  colors  include  the  staple  blacks, 
navy,  and  green,  as  well  as  ashes  of  roses.  Burgundy, 
wistaria,  plum,  olive  and  taupe  and  steel  grey. 

These  suits  are  plainly  tailored  models  with  the  three- 
quarter  semi-fitted  coat  and  some  kind  of  fancy  pleated 
skirt.      These   suits,   as   a  rule,   while   strictly  up-to-date. 


Higher  Prices  for  Whitewear. 

Owing  to  the  rapidly  advancing  prices  in  prac- 
tically all  lines  of  embroideries  and  cottons,  manu- 
facturers state  that  repeats  on  whitewear  and 
.shirtwaists  can  hardly  be  filled  at  former  prices. 
The  price  movement  is  shaping  in  the  direction  of 
a  ten^  per  cent,  increase. 
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MILADI  SUITS  •  COATS  •  SKIRTS  ■  DRESSES 
RELIABLE  WAISTS  AND  DRESSES 


Travelers    are   nozu 

MILADI 

on  a  garment  is  proof 
of  correct  style  and 
tailoring. 

Our  Fall  line  is  the 
best  in  our  history. 

Miladi  Suits 
and  Dresses 

have  had  the  endorse- 
ment of  the  majority 
of  good  stores. 

Miladi  Goats 
and   Skirts 

have  won  the  approval 
of  every  buyer  who  has 
looked  at  the  line. 

We  show  some  surpris- 
ing values  at  popular 
and  medium  prices. 


showi7tg   lines  for   sorting 


Our  travelers  show 
the  complete  range 
of  the  well-known 
RELIABLE  Waists 
and   Dresses. 

Leading  Lines  are: 

Black  Net  Waists,  with 
jet  trimmings;  Black 
Taffeta  Waists ;  Black 
Silk   Dresses. 

RELIABLE  Waists 
and  Dresses  create  a 
reputation  for  you  of 
having  the  newest 
things. 


HART    MANUFACTURING    CO. 


Phillips  Square 


Montreal 
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READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


Mr.  Retailer: 


In  the  August  issue  of  the  Dry  Goods  Review  you  undoubtedly  noticed  our  advertisement.  It  contained  a  cut 
of  a  child's  coat  with  a  complete  description  as  regards  material,  sizes  and  prices  and  suitable  for  children  of  all  ages. 

We  have  found  this  coat  a  great  success  and  if  you  are  interested  at  all  in  Misses'  or  Children's  Coats  you  cannot  do 
any  harm  by  looking  over   our  advertisement,  if  you  have  not  already  seen  it. 

As  September  is  an  important  month  in  the  suit  trade,  we  are  right  up  to  the  front  with  an  up-to-date  line.  If 
you  have  not  seen  our  samples,  we  would  be  pleased  to  have  our  representative  call  on  you,  or — if  you  prefer  it — 
we  shall  be  glad  to  submit  samples. 

Our   line  has   proved   a   success   with   the   trade  and   prices  are   right. 

A    post    card    addressed    to    the    firm    will    have    our   attention. 

Yours  very  truly, 

THE  ECLIPSE  CLOAK  CO. 

2J2  ST.  JAMES  STREET,    MONTREAL 


Our  Fall  Line  in  "Quiet  Elegance"  Suits 

Coats  and  Skirts 


FROM     EAST    TO    WEST 


TflCV  Sell   ^  ihcV  Sell  ^  Added  to  the  range  are  the  latest  models  from  New  York. 

Watt  &  Shapiro  Manufacturing  Co.,  507  St.  Paul  St.,  Montreal 


Waterproof 
Silk  Capes 

ASK  OUR   TRA  VELLERS 

Complete    Line   of  Raincoats  and 
Waterproofs  on  the  road. 


NATIONAL  RUBBER  CO.  OF  CANADA 

MONTREAL 

Canada' s  Largest  Exclusive- Ramcoat  House 


SOUTHALLS' 

SANITARY   TOWELS 

FOR  LADIES-The  ORIGINAL  and    BEST. 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  All  Requisites,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and   Other   Sanitary   Specialties. 

SOUTHALL  BROS.  &.  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada — J.  M.  SCHEAK 
CARLAW  BUILDINGS,       Wellington  Street  West,       TORONTO 


,flln   ®!3 


Improved  Defiance  Button   Machine 

Make  Your  Own 

COVERED  BUTTONS 


Makes  all  sizes  covered  buttons  from   1 2  to 
60.    Flat,  Half  Ball  or  Ivory  Rim. 

PRICE  $7.50 

Including  any    3  of  the  following  sizes  :    16,  18,  20, 

Patented  2'*'  ^°'  ^®- 

Oct.  26,  1892        Additional   Dies   and   Cutter  from   12  to  36.  $2.00 
per  set.      38  to  60,  $3.00  per  set. 

Set  includes  Die  and  Cutter. 

Send  for  Catalogue. 

DEFIANCE  BUTTON   MACHINE  CO. 

53  EAST  8th  ST.,  NEW    YORK 
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show  few  uf  the  novelty  features.  The  coUar  is  of  (lie 
p'aiii  mannish  notched  type  and  is  either  of  the  material 
or  faced  with  peau  de  sole.  Many  have  jet  buttons  but 
covered  buttons  with  an  ivory  rim  are  also  much  used. 

Novelty  styles  for  Fall  have  as  yet  made  no  appearance 
at  retail,  and  tlie  manufacturer  is  guarding  pretty  closely 
his  new  ideas.  This  much,  however,  can  be  said — Moyen 
Age  styles  will  be  strongly  represented  and  diagonal  and 
elieviot  serges  will  be  leading  fabrics.  The  three-piece 
suit  will  be  eontined  to  the  expensive  lines,  developed  in 
bioadclotli   and   elaborateiv  braided   and  embroidered. 


Crochet  Combined  With  Tucks. 

Semi-tailored  styles  in  waists  in  nets  and  silks  are  the 
lines  now  selling  for  Fall.  Trimmings  tliat  give  the  long 
line  of  embi-oidered  net,  and  heavy  laces  such  as  crochet, 
combined  with  tucks  are  the  mode  at  present.  Some 
models  show  a  small  round  yoke  effect,  or  a  square  chem- 
isette effect  set  in,  but,  as  a  rule,  the  more  simple  styles 
are  favored.  Curiously  enougli,  more  attention  is  paid  to 
the  back  and  this,  as  a  rule,  is  almost  as  mucli  trimmed  as 
tlie  front  of  the  waist. 

The  long  jj'.ain  sleeve  predominates.  It  is  generally 
without  the  point  that  featured  the  Spring  and  Summer 
waist.  Fewer  models  show  the  tucked-across  sleeve, 
thcnigh  it  has  by  no  means  dropped  out.  The  newer  sleeves 
show  trimmings  of  insertions.  Some  few  models  show  the 
Gipsy  or  Hungarian  sleeves.  This  has  the  plain  tight  cap 
at  the  lop  and  tlie  fullness  below  gathered  into  a  deep 
cuff. 

Whitewear. 

All  of  the  new  whitewear  lines  feature  combination 
garments.     Tliis  is  because  of  the  assured  vogue  of  Moyeu 


pensive  lines  buyers  are  asking  for  a  garment  that  shows 
a  longer  body  and  a  shorter  flounce.  In  this  class  of  trade 
there  is  also  a  preference  for  a  garment  that  fastens  at 
the  back  instead  of  in  front  or  at  the  side.  The  fasteninj^ 
is  hidden  under  a  band  and  made  as  neat  and  as  unobtru- 


O  le  i.f  the  New  Wudels  shown  by  'he  Eclips.  Whitewear  Co.,  Toronlo. 

'Age  styles,  and  the  necessity  for  smooth-fitting  under  gai'- 
jliments.  In  the  better  lines  the  princess  model  is  the 
jijleader  but  w^U  cut  garments  joined  at  the  waist  line  are 
!  {also  good  sellers.  As  a  rule  there  is  little  change  in  the 
j  medels-^bow'u  from  those  of  last  year  but  in  the  more  ex- 


One  of  the  New  Models  shown  by  the  Eclipse  Whitewear  Co.,  Toronlo. 

sive  as  possib'e.  Flounces  as  a  rule  are  applied  with  a 
wide  beading  through  which  is  drawn  a  ribbon  of  soft 
l)lue  or  pink  which  is  tied  on  a  flat  bow  at  one  side.  The 
trimmings,  as  a  rule,  are  on  flat  lines  and  consist  of  insets 
and  insertions,  while  the  flounce  is  of  wide  embroidery. 
Though  embroideries  form  the  principal  trimming,  lace  is, 
as  a  rule,  used  in  some  form  or  other. 

Besides  the  princesse  combination,  the  corset  cover 
and  skirt  and  corset  cover  and  drawers,  joined  at  the 
waist  line,  are  selling  freely.  Some  very  pretty  models  of 
this  class  are  shown,  and  in  the  better  gr-ades  the  corset 
cover  is  quite  an  ornate  affair. 

Gowns,  as  a  rule,  still  follow  the  short-waisted  Empire 
models.  The  yokes  are  short  and  much  trimmed  and  the 
sleeves  are  short  and  ornate  also.  The  neck  opening  is 
either  round  or  square  and,  in  higli-grade  models,  many 
are  quite  low. 

Nainsook  is  a-^referred  material  for  underwear  but 
cross-barred  muslin,  which  is  shown  as  a  novelty,  is  taking 
well  with  the  trade.  Garments  made  of  this  fabric,  as  a 
rule,  are  simply  trimmed. 

Cluiiy,  cotton  Maltese,  and  baby  Irish,  combined  with 
embroideries,  form  the  leading  trimmings,  though  Valen- 
ciennes is  much  used  particularly  on  the  cheaper  numbers. 
Many  firms  are  showing  Imore  embroideries  upon  their 
samples  than  lace,  but,  as  ja  rule,  the  tAvo  are  always  com- 
bined in  the  trimming  of  tlie  garment. 

Imported  garments  show  many  panel  effects  on  prin- 
cesse combinations.  One  seen  had  a  panel  of  alternating 
rows  of  lace  and  embroidery  insertion,  and  another  had 
panels  of  embroidery,  both  back  and  front,  outlined  with 
a  narrrow  insertion,  the  panels  running  down  into  the 
flounce,  which  helps  to  gi\'e  tlie  flat  line  so  miu-h  desired 
now. 
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Dry  Goods  Reviexv 


"PYRAMID"  Handkerchiefs 


.M 


PYRAM I D 

HANDKERCHIEFS 


REGISTFREO    No     MBTqO 


The  LATEST  in  HANDKERCHIEFS. 
A  PERFECT  FABRIC. 


Guaranteed. 
Woven 


FAST    Colors. 


Finish  SOFT. 

Quality  Very  DURABLE 


In  BEAUTIFUL  Styles. 

REGISTERED  DESIGNS. 


PYRAMID 

HANDKERCHIEFS 


ONCE  USED 

Always 

Asked   For. 


PYRAMID 

HANDKERCHIEFS 


Pyramid  Handkerchiefs  are  Carried  by  All  the  Leading  Wholesale  Houses  in  Canada 


Please  mention  The  Revif^'  to  Advertisers  and  Their   Travelers 


Dry  Goods  Reviezv 


M  KN  "S     I'  r  k  X  I  S  II  KU 


129 


NIAGARA  NECKWE;iRC?LiMinD 

AME^RK  AH  STYL.es 
OF  NECKWBAR. 


DOMINION  SUSI^NDER  CO.  { 


UJCPENOER5 

GVA  il  idMf  iCED 
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MEN"S     FURNISHER 


Drv  Goods  Reziezv 


"EXCELDA" 

Handkerchiefs 

Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 


EXCELD 


A  good  article  com- 
mands respect  from 
your  customers  and 
increases  your  business 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

''EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 
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Men's    Clothing    and    Furnishings   Ne\vs 

Greys,  Soft  Drabs  and  Blues  Predominating  Shades  in  Men's  Woolens 
for  Spring— Advisability  of  Placing  Early  Owing  to  Advancing  Prices 
—The  Latest  Word    for    Fall  —  Separate    Trousers    Habit    Returning. 


WHOLESALERS  of  men's  woolens  have  pre- 
pared their  Spring  samples  for  the  road,  and 
it  must  be  said  that  there  is  a  very  choice 
lot  to  choose  from.  The  advice  given  some 
weeks  ago  to  place  early,  seems  now  to  have  been'  very 
well  timed,  for  an  advance  in  prices  is  said  to  be  in- 
evitable. Where  wholesalers  have  repeated  on  certain 
Fall  lines  they  have  had  to  pay  an  advance  of  from  7V'2 
to  10  per  cent,  and  there  is  every  reason  to  believe  t'liat 
the  sa,nie  conditions  will  manifest  themselves  for  Spring. 
New  lines  will  arrive  i'av  delivery  early  in  December.  In 
some  parts  of  the  country  travelers  are  alieady  out  with 
samples,  but  business  done  as  yet  is  no  criterion. 

Looking  to  the  Wholesaler. 

It  is  stated  that  retailers  are  depending  to  a  greater 
degree  than  ever  u[)iin  the  wludesa'er  to  have  stocks  ready 
for  selections  at  any  and  all  times.  This  is  regarded  by 
Slime  as  one  outcome  of  the  recent  period  of  depression, 
although  it  cannot  be  considered  an  advisable  policy  with 
prices  moving  upwards.  Nor  can  fhe  retailer  always 
depend  upon  deliveries  as  he  would  wish  them  when  he  is 
buying  in  this  hand-to-mouth  fashion.  There  are  those, 
however,  who  declare  that  with  the  general  improvement 
in    conditions   this  feature   will   gradua/ly   disappear. 

Fall  business  has  been  good  and  wholesale  men  are 
well  prepared  for  'heavy  sorting  business.  In  Toronto 
during  exhibition  weeks  the  house  business  was  exception- 
ally good  in   all  men's   furnisbing  departments. 

Worsteds  predominate  in  Spring  lines  a,nd  greys,  soft 
drab  shades  and  blues  tirgure  prominently  in  the  lines 
shown.  Stripes  are  again  favored,  but  there  is  little 
suggestive  of  loudness.  Orey  cheviots  will  be  strongly 
featured  for  Spring. 

Discussing  fabrics  and  shades  for  Fall  and  Winter, 
the  Sartorial  Art  Journal  points  out  that  "between  the 
worsteds  on  the  one  hand,  which  are  retined  and  dressy 
and  find  their  best  expressions  in  dark  and  medium  colors, 
and  the  cheviots  on  the  ot'her,  which  are  rougher  and  moie 
neg'igee  and  lend  themselves  a.dmirably  to  liglit  colors 
and  fancy  effects,  a.ngolas,  worsted  and  angol'a,  wool  and 
worsted,  and  cheviot  combinations  in  various  weaves  and 
color  effects,  and  many  special  fabrics,  unique  in  weave, 
beautiful  and  novel,  will  be  much  in  evidence. 

"Stripes,  ranging  from  hair  line  to  club  stripes  and 
broad  effects,  the  colors  softening  as  the  stripes  widen, 
thus  preventing  the  pattern  from  even  bordering  on  loud- 
ness, will  be  the  general  favorites,  but  checks  and  check 
and  stripe  combinations  will  be  in  good  demand. 

Silk  Mixtures  in  Worsteds. 

"In  all  kinds  of  sutings  there  will  be  many  all-over 
mixtures  in  quiet  effects,  and  t'he  bright  coloring  in  some 
of  the  newest  fabrics  will  have  just  enough  na.p-covering 
to  soften  it  to  rich  mellowness.  Notable  in  worsteds  will 
be  some  very  handsome  silk  mixtures  and  club  stripes, 
and  in  cheviots  some  charming  double-color  effects  and 
ingenious  combinations  which  suggest  both  stripes  and 
checks,  but  define  neither,  and  are  impossible  to  describe. 

"The  choice  in  overcoatings  will  be  practieaJly  un- 
limited, not  only  because  in  fabrics  made  especially  for 
overcoats  there  is  a  great  variety,  but  also  because  any 


suiting  not  strikingly  fancy,  may  be  used  for  an  overcoat 
if  one  takes  a  fancy  to  it,  without  fear  that  it  will  appear 
to  any  one  as  a  "butter  in."  In  special  overcoatings 
broadish  diagonals  will  be  prominent  in  soft  roughis'h 
goods,  lambswool,  vicunas,  elysians  and  fur  beavers  will 
be  considerably  fancied,  and  montagnacs,  some  of  them 
decidely   novel,    will   l)e   in    Ix'tter  demand   than    for  years. 


Witerproof  Motor  Coat      Manufactured  by  National  Rubber 
Co.   of   Canada,  Montreal. 


Ma.ny  fancy-backed  fabrics  will  be  in  conspicuous  evi- 
dence, and  friezes,  especially  for  motoring,  will  be  much 
fancied. 

"Both  for  evening  and  day  dress  the  same  fabrics  and 
effects  will  be  worn  as  heretofore,  and  also  for  evening- 
dress  negligee  (the  Tuxedo  suit),  for  which  shadow- 
weaves  will  be  popular,  while  the  new  bla,ck  with  black 
satin   stripes  w-ill  make  a   strong  bid  for  favor. 
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Men  Swear  BY 
Them;  not  AT 
Them 


A  poor  Waterproof 
Collar  is  an  awful 
discomfort,  but  there 
is  comfort  for  your 
customer  and  profit 
for  yourself  when 
you  sell       :      :      :      : 

Xylonite-Linen 


(Pronounced  Zy-lo->iile ) 


Waterproof  Collars  and  Guffs 


They  have  every 
appearance  of  the 
finest  quality  linen, 
are  made  double  at 
the  button  holes  to 
stand  the  wear  and 
tear,  fit  perfectly  and 
will  not  wilt.       :       : 

It  is  a  great  talking  point  when  you  can  tell 
your  man  that  they  are  absolutely  perspira- 
tion    proof,    but    such    is    the    case. 

SEND    YOUR     ENOUIRV     RIGHT     IN 


Canadian  Sellijig  Agents 

GEO.   RIDOUT  &  CO. 

TORONTO 

Large  stocks  available  in  the  folloimng  cities  : 

77  York  Street  56  Albert  Street 

Phone  Main  3003  Phone  Main  3864 

Toronto  Winnipeg- 

123  Coristine  Bldg. 
Phone  Main  3921 
Montreal 
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Separate  Trousers. 

"In  vestings  the  variety  will  be  as  g-reat  as  ever,  and 
there  will  be  many  new  things,  a,nd  in  trouserings  the 
same  patterns  will  rule  as  heretofore,  but  there  will  be 
many  novelties,  the  manufacturers  seeming  to  think  that 
we  are  on  the  eve  of  a  full  return  to  the  separate 
trt)user.s  habit,  whic'h  so  long  prevailed,  and  which,  as 
fashions  go,  is  certainly  long  overdue." 

Shoulders  for  all  overcoats  and  undercoats  will  be  of 
natural  width  or  a  little  less,  the  tendency  being  toward 
narrowness,  especially  in  sa,cks,  and  will  be  of  natural 
finish,  only  enough  wadding  being  used  to  give  them  a 
smooth  appearance,  except  for  sloping  shouldered  men. 
when  they  will  be  built  up  to  normal  'height. 

Rolls  will  be  made  so  as  to  turn  free  to  a  considerable 
distance  below  the  closing  buttonhole  if  desired. 

Sleeve  finishes  will  generally  be  plainer  than  for  a 
("umbination  of  the  two  ha,ving  become  disagreeably  com- 
mon in  the  cheaper  grades  of  clothes. 

Chest  fullness  in  coats  will  continue  to  be  consider- 
able, but  not  so  extreme  as  heretofore,  and  there  is  a  very 
decided   tendency  toward  normal  shape. 

Fall  Overcoat  Styles. 

In  overcoats  the  most  pojiular  style  will  be  the  single- 
breasted  button-through  half-box  sack,  with  a  velvet  col- 
lar, and  generally  with  patched-on  pockets,  which  will 
iu)t  only  take  the  place  of  the  covert,  which  has  died 
hard,  but  will  frequently  be  preferred  to  the  Chesterfield. 
The  Chesterfield  will,  in  a  general  way,  be  the  same  as  it 
was  last  season,  except  for  Fall  wear,  when  it  will  be 
much  more  shapely  in  tlie  back.  For  both  overcoats  the 
roll  will  be  moderately  long  as  a  rule,  though  a  turn  to 
the  breast  line  only  will  be  preferred  by  the  ultra  fashion- 
able, and  there  'will  be  a  decided  tendency  toward 
shortness. 

The  day-dress  cutaway  will  ha,ve  the  skirts  much  more 
cut  away  t'han  for  many  years;  so  much  so,  in  fact,  that 
they  will  sometimes  form  a  sharp  point  at  the  back,  pro- 
ducing a  decidedly  dove-tail  effect.  The  business  cutawaj' 
frock  will,  on  the  other  hand,  be  but  little  cut  away,  and 
win  differentiate  itself  from  the  same  style  of  coat  for 
last  season  by  very  much  straighter  side  seams. 

Sacks  will  vary  but  little  from  what  they  were  last 
season,  excejjt  that  they  will  be  more  shapely,  varying  in 
waist  closeness  from  the  half-shaped  to  the  nearly  tig'ht 
style  of  back.  They  will  not,  however,  flare  at  the 
bottom. 

"xVlt'hough  as  a  rule  the  roll  of  all  single-breasted 
coats  will  be  moderately  long  (from  S  to  9  inches),  many 
men  who  rank  among  the  foremost  leaders  of  fashion  will 
have  their  coats  to  roll  not  more  than  7  inches,  and  the 
general  tendency  will  be  toward  shortness;  a,nd  though 
the  open-notch  roll  will  be  considerably  more  in  evidence 
than  for  a  long  time,  the  notch  widths  being  even,  the 
peaked-lapel  style  of  medium  notch  widths  will  continue 
popular,  but  generally  with  the  lapels  at  least  moderately 
well  peaked,  insteaid  of  nearly  .square  as  for  a  long  time, 
and  sometimes  with  them  peaked  much  more  than  for 
many  seasons. 

"Waistcoats  for  day  wear,  which  almost  invariably 
will  be  single  breasted  and  will  general'y  have  no  collar, 
will  close  with  either  five  or  six  buttons  so  as  to  show  a 
little  above  the  roll  of  the  coat  if  the  roll  extends  below 
the  breast  line,  but  to  run  even  with  it  if  it  is  shorter, 
and  will  have  cut-away  points  of  medium  length  only." 

The  suggestion  that  the  separate  trousers  habit  may 
be  slated  for  revival  will  be  welcome  news  to  the  woolen 
men  who  state  that  business  in  these  lines  has,  during 
the  past  couple  of  years,  been  exceptionally  dull.    In  some 
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Opportunities 


To  A  FEW  more  progressive  merchants  we  offer  an  opportunity  to 
add  our  splendidly-equipped  tailoring  service — without  the  invest- 
ment of  a  single  dollar  for  stock — a  tailoring  service  that  will  be  one 
of  your  most  valuable  assets.  It  is  easy  to  win  trade  with  "  Hobberlin  " 
made-to-measure  clothes.  They  have  earned  their  right  to  be  considered 
by  every  merchant  who  wants  to  mcrease  his  business.  You  tie  up  no 
capital — you  do  not  buy  until  you  sell.     We  assume  all  risks. 


Your  opportunity  is  NOW,  for  the  exclusive  control.  We 
are  sharing  with  you  all  the  advantages  of  over  a  quarter- 
century's  experience  in  tailoring — our  immense  facilities  for 
buying  —  the  skill  of  our  cutters,  designers,  workpeople  and 
entire  organization,  WITHOUT  A  DOLLAR  FROM 
YOU.     Bnt  you  must  be  quick. 


Write  us  for  Particulars 


The  House  of  Hobberlin 


Tailors  to  the  Canadian  Gentleman 

7  and  9  E.  Richmond  St. 

Toronto  Largest  Tailoring  Plant  in  Canada 


Mention  this  Journal, 
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WHEN  the  waterproof  collar 
came  out  first  it  had  not  a 
great  many  features  to  recom- 
mend it.  It  was  not  a  good  white 
color,  it  cracked  easily,  it  smelt 
unpleasantly  after  wearing  a  short 
time  and  w^as  uncomfortable,  and 
it  could  never  be  mistaken  for  a 
linen  collar. 

Now,  in  the  case  of  the  Chal- 
lenge Collars  and  Cuffs,  this  stig- 
ma has  long  been  removed.  They 
possess  all  the  features  of  fine 
linen  goods— comfort,  style  and 
long  wear — minus  the  great  dis- 
advantage of  linen — the  cost  of 
laundry.  You  can  in  your  store 
demonstrate  to  your  customer 
how  easily  the  collar  is  cleaned, 
and  he  is  a  certain  purchaser.  He 
cannot  fail  to  appreciate  w^hat  a 
saving  he  is  making  by  w^earing  a 

"CHALLENGE  COLLAR" 

r  A  Free  Collar  Case  —We  want  to  make 
you  a  present  of  a  handsome  outside  Col- 
lar Case,  made  of  British  Plate  Glass  and 
Quarter-cut  Oak.  Write  our  agents  about 
this. 


®j)e  Arlington  Company 

of  Canatia,  Himitcb 

54-56  Eraser  Avenue,    -    Toronto,  Ontario 

Western  Representatives  Eastern 

J.  CHANTLER  &  CO  ,  Toroni)  DUNCAN  BELL,  Montreal 


houses  at  the  present  time,  however,  it  is  stated  that  im- 
proved sales  point  to  the  revival  suggested. 

Shirts  and  Neckwear. 

In  shirtings  and  neckwear  there  is  little  to  be  added  to 
that  which  was  reported  in  previous  issues.  Manufac- 
turers state  thait  they  are  finding  a  scarcity  of  operators 
for  some  lines,  and  that  the  orders  placed  well  in  advance 
will  receive  first  consideration,  so  far  as  deliveries  are 
concerned. 

The  city  stores  are  showing  some  very  rich  displays 
in  hosiery,  neckwear  and  fa.ncy  vests,  and  while  it  is 
noticed  plain  colors  are  given  great  prominence,  i^articu- 
larly  in  the  two  first-named  lines,  the  tendency  in  favor 
of  fine  stripes  is  also  somewhat  marked. 

The  cool  weather  which  inaugurated  the  month  of 
September  caused  some  activity  in  gloves,  chamois,  greys, 
and  tans  being  the  colors  favored. 


Changes  in  Store  Arrangement. 

The  women's  ready-to-wear  store  on  Yonge  St.,  Tor- 
onto, formerly  occupied  by  A.  E.  Rea  &  Co.  and  recently 
taken  over  by  the  Robert  Simpson  Co.,  has  been  converted 
by  the  latter  into  a  men's  furnishing  department  with 
direct  entrance  from  Yonge  St.,  and  extension  into  the  main 
building  in  the  rear.  It  is  understood  that  plans  are 
under  consideration  for  the  extension  of  the  smaller  store 
to  the  height  of  the  structure  which  surrounds  it  on 
three  sides,  and  to  make  altei'ations  which  wi'l  give  it  all 
of  the  advantages  of  a  main  entrance. 


Canada's  Commercial  Growth. 

"The  Evolution  of  Canadian  Commerce."  a  strikingly 
iiandsome  booklet  issued  by  the  Robert  Simi)snn  Co.,  Tor- 
onto, not  only  fittingly  serves  as  a  souvenir  of  the  com- 
pletion of  the  addition  to  this  large  depanmental  store, 
l)ut  likewise  pi-esents  a  graphic  portrayal,  by  means  of 
pen  and  ink  drawings,  of  Canada's  marvellous  develop- 
ment. The  idea  and  its  details  were  conceived  and  de- 
veloped by  S.  H.  Howard,  city  advertising  manager  for 
the  Company,  while  the  drawings  were  executed  by  C.  W. 
Jefferys,  the  Canadian  artist,  with  whose  work  the  public 
have  become  particularly  intimate  through  his  newspaper 
sketches.  The  development  of  Canada  is  divided  into 
seven  eras,  the  first  representation  portraying  the  ex- 
change of  European  commodities  between  early  traders 
and  the  Indians,  while  the  last  is  a  view  and  description 
of  the  Robert  Simpson  Co. 's  store  and  some  account  of 
the  growth  which  it  stands  for. 

The  booklet  was  one  of  the  most  liighly-prized  souve- 
nirs distributed  during  the  National  Exhibition  time. 


New  Bill  of  Lading. 


On  October  1  next,  a  new  and  uniform  bill  of  lading 
will  come  into  effect  in  Canada,  which  it  is  believed  will 
fairly  well  satisfy  the  shippers  of  tlie  Dominion,  who  have 
had  cause  for  complaint  in  the  past. 

The  Board  of  Railway  Commissioners,  after  con- 
sidering the  draft  forms  of  the  bills  of  lading, 
agreed  upon  by  the  committee  of  shippers  and  railway 
representatives  to  overcome  the  difficulties,  alleged  and 
acknowledged,  set  their  approval  by  ordering  that  the  two 
forms  of  bill  of  lading  for  use  in  Canada  be  approved, 
and  that   they  take  effect  on  October  1  next. 

The  differences  between  t'he  carrying  companies  of  the 
Dominion    and    the   manufacturers   a,nd   shippers    of    the 
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FOR— 
HARD 
WEAR 


If  you  are  stocking  Avorkmen's  clothes 
for  wear  in  any  trade,  and  built  to  stand 
real  rough  usage,  there  are  none  like  the 

WHITECO  BRAND 


of 

OVERALLS     .... 

SHIRTS 

SMOCKS  .... 

WORK  TROUSERS 

THEY     ARE     SPLENDID     VALUE     AND     RAPID     SELLERS 
Send  fur  price  list  to-day 


WHITE  Limited 


226  to  230  ALBERT  ST. 
OTTAWA 
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Special  Order 

Clothing 

is  building  business  for 
Progressive  Merchants. 
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GLOVES 


To  the  Wholesale  Trade  : 

The  complete  1910  Maple 
Leaf  range  of  Lined  and 
Unlined 


''«»AOB    r-*'^'* 


Gloves  and  Mitts  for  Ladies,  Men 
and  Children 


ALSO 

Men's  Working  Gloves  and  Mitts 

will  be  in  our  agents'  hands  September  15th. 

To  the  Retailer: 

Maple  Leaf  Gloves  are  standard  for  quality  and 
value.     Ask  your   wholesaler  for  these  goods. 

THE  ROBERT  RYAN  CO. 

LIMITED 

THREE  RIVERS,  QUEBEC 

SELLING  AGENTS: 

E.  H.  Walsh  &  Co.  Stewart  M.  Campbell 

Montreal  Toronto  Hammond    Block,    Winnipeg 


© 


Applications 
considered  now 
for  the  season 
of  Spring,  1910 


^he  Campbell 

Manufacturing  Company,  Limited 

Elmire,  Cadieux  Sts.  and  Colonial  Ave. 

MONTREAL 
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PATENTED 
U.S.  A.  CHESTER 


SUSPENDERS 


ALL     FABRIC 

BETTER 

THAN 

LEATHER 


w  ^ 


SEMI-ELASTIC 
MODEL 

(Non-elastic  shoul- 
der straps,  elastic 
back  straps)  affords 
the  firm  support  to 
trousers  that  is  abso- 
lutely necessary  to 
good  fit. 


The  best  selling 
models  ever  put  on 
the  market.  So  at- 
tractive that  every- 
body who  sees  them 
wants  them. 


Both  models  carry  our  new  patented 
shaped),  chemically-toughened  wear 
woven  inserted  back  buttonholes. 


FULL-ELASTIC 
MODEL 

The     top    notch   of 
perfect  comfort. 
Lisle  webs   meeting 
new^     standards     of 
beauty  and  merit. 

fabric  ends  (leather 
-points,    and    solid, 


An  advertising  campaign  is  just  being  started  in  the  leadirg  papers  to  acquaint  the  people   of  Canada 
with  the  merits  of  this  new  Chester  line. 


Send  for  sample  dozens. 


Price  $4.50  per  dozen 


Made  by   THE  JAMES  HALL  CO. 

Brockville,  Ont. 
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Hcwson  Suitings 
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lyrEN    who    want    the     very    latest    pattern-— the    most 

-'-'-'-     fashionable  colors  ;  men  who   know   a   thing   or   two 

about    cloths— know   superior  quality    when   they    see    and 

feel  it ;    these   are   the  men   who   will   buy  our  newest  line 

of     pure    wool    suitings    from     you. 

Ask    us  [to    send    you    a    few    pieces 

on    at    once.     Samples     on     request.       ,     . 

HEWSOiN  WOOLEN  MILLS,  Limited     \^VsAMHER5X 

fAMHERST,  N.S. 


'^SW^S'F*^  , 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^EG?  Trademark^ 


PROOFED  BY 

\THE"i^Wfe'zai^"C?l^ 

Fac-simile  of  Stamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


The    ( 


S 


(Copyright) 


DUST-PROOF 

as  well  as 

Showerproof 


Co., 


Limited 


Proofers  to  the  Trade,  BRADFORD,  YKS. 
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Ibcillig,    ^oscpf)    d    Co. 

Jmpovtevs  of  WlooUens  and  bailors'  ^vimmings 

204^206  mcmil  St  .Xt%a.e     montveal 


Our  range  comprises  tbe  newest  and  most  Up-to- 
date  designs  in  (Uorsted  Suitings  and  boatings 


Wait   fov   out    tvavellevB   befove    ovdeving 


B 


USINESS 
RINGERS 


There  is  hardly  any  other  line  which  you 
handle,  which  has  more  direct  effect  on 
your  general  trade  than  your  gloves. 
You  want  to  consider  what  the  after 
effect  is  going-  to  be.  If  you  handle 
exclusively' 

Imperial    Gloves 

they  are  certain  to  give  satisfaction,  as 
they  are  not  to  be  beaten  for  fit,  wear, 
quality,  style  and  appearance.       :      :     : 


WRITE   US  TO-DAY   FOR   PRICES 


IMPERIAL  GLOVE   CO.,  Limited 

DUNDAS  ::  ONTARIO 


The  Berlin  Suspender  and  Button  Co.,  '^^ont^ 


GLOBE 

SUSPENDERS 


Cover  Every 

Suspender 

Want 

J^a//  and 
Christmas  Lines 
in  single  boxes. 

Note  the  beautiful 
satin  effects,  with 
satin  finished 
buckles  to  match. 
Salesmen  are  now 
showing-  the  line  all 
over  Canada. 


OUOr       /^N  CANADA 


lrllM-71.'bJjjifcMHk'Jj 


PERFECT  SATISFACTION 
TO  THE  WEARER 


Globe  Suspender  Co 

ROCK    ISLAND. 
PQ 


The  Globe  Suspender  Co. 


ROCK  ISLAND 


QUE 


British  America  Assurance  Company 

A.  D.  1833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President  W.  R.  Brock,  Vice-President 

Robert  Bicl^erdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W,  B.  Meikle,  General  Manager;  P,  H,  Sims,  Secretary 

CAPITAL        ......  $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29,833,820.98 
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country  are  of  long-  duration,  a,iul  the  culminating  point 
may  be  said  to  have  been  reached  a  year  ago,  when  at  the 
suggestion  of  Chairman  Mabee  that  the  shipper  and  car- 
riers should  get  together  a  number  of  semi-public  bodies, 
decided  to  take  action.  The  Canadian  Manufacturers' 
Association  took  up  the  matter,  and  at  a  meeting  of  board 
of  trade  representatives  held  at  Toronto,  a  committee  of 
shippers  was  appointed  to  try  to  remedy  the  existing  state 
of  aJfairs  by  striving  for  the  enactment  of  a  simple  and 
uniform  bill  uf  lading  for  tbe  whole  Dominion.  The  rai'- 
way  companies  were  not  averse  to  discussing  the  qtiesiion. 
and  a  number  of  conferences  were  held.  The  work  of  the 
committee  throughout  was  of  a  hai-monious  character,  and 
all  parties  worked  for  a  shipping  bill  which  would  meet 
the  approval  of  both  the  railway  companies  and  the  ship- 
pers. The  text  of  t'he  forms  was  agreed  upon  months  ago. 
but  only  now  has  the  Railway  Commission  set  its  seal  of 
approval  upon  it. 

The  new  bill  differs  from  the  old  forms  in  that  the 
latter,  according  to  the  shippers,  was  made  by  the  carriers 
for  the  carriers,  while  tbe  former  is  devised  by  the  caa-riers 
for  the  shippers.  The  new  bill  is  simple,  containing  but 
11  sections  as  against  27  in  -the  old  bill.  The  two  forms 
are  worded  almost  alike,  one  being  for  consignments,  "to 
order,"  and  the  other  for  "straight"  consignments.  The 
shippers  gain  an  importan't  point  in  that  the  new  bill 
ma,kes  the  railways  responsible  for  loss  or  damage  through 
negligence  in  transport  or  delivery.  It  also  makes  the 
initial  carrier  responsible  for  s'hipments  of  goods  to  des- 
tination, even  though  the  consignments  have  to  pass  over 
other  roads  in  Canada,  or  over  tbe  United  States  or  other 
foreign  roads  with  which  there  is  ai  joint  tariff  arrange- 
ment. There  are  as  well  some  minor  additional  obligations 
placed  on  the  carrying  companies. 

The  new  bill  compai^es  favorably  with  the  uniform  bill 
of  lading  approved  by  the  Interstate  Commerce  Commis- 
sion of  the  United  States  on  June  27,  lO-OS,  in  that  the 
carriei-  there  is  responsible  for  goods  while  in  transit  over 
its  (iwii  line  only.  There  are  ten  sections  in  the  T'.  S. 
uniform  bill  of  lading.  In  general  tbe  Canadian  hill  is 
based  on  the  fnrm  used  in  the  U.S. 


Jaciib  Bender,  Langham.  Sask.,  general  store,  removeci 
to  I)ar:;y. 

The  Western  Canada  Trading  Co.,  Vermilion,  Alia, 
general  store,  assigned. 

H.  .1.  Storrie,  Kadisscju,  Sask.,  out   df  business. 

.1.  C.  Muise,  Weymouth,   B.C.,  lost  .^1,21)11  bv   fire. 


Wreyford    &   Co. 

TORONTO 

WHOLESALE   MEN'S    FURNISHERS 

Sole  Agents  in  Dominion  for:-^ 

Young   &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,    Dressing 

Gowns.     Best  selection  Flannel  Shirts  in  Canada. 

FACTORIES:    London    and     Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


CELLULAR  CLOTHING  CO. 

Manufacturers  of  ''Aertex''  &  ''Cotella"  Underwear 

O.A.D.  Athletic  Shirts  and  Trunk  Drawers 
to  retail  for  50c, 

Union  Suits  to  retail  for  $1.50 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Orders. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


(hir  traveller'  are  now  on  the  road  with  full  rangi'  for  U»1Q. 
If  not  regular  customer,  write  us. 


THE   DEACON   SHIRTS 

For    Men    and    Boys 

Our  travelers  are  now  on  the  road  with  our  new  samples  for  delivery 
in  Spring,  igio.  All  fabrics  used  by  us  are  the  products  of  the  world's 
best  mills.      Reserve  your  order  till  you  see  our  samples. 


IWANUFACTURERS  : 


The   Deacon  Shirt  Co.,    Belleville,  Ontario 


AGENTS    FOR 


^^'^M,i.S23'^^^  ©Htljetor «r0ll!Jra   PIMBROS.&CO. 

230  McGill  St.  :  Montreal 


HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


SUSPENDERS 

SnCTKLtCS  INSePARABLES 
PARIS         NEW   YORK         PHILADELPHIA 


DUBLIN 


Irish  Poplin  Silks  and 
Neckwear 
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Take  Ihe  ShirlwoisI  as  an  Instance:  a  purely 
American  invention.  Three  times  have  the  fashion 
authorities  of  Paris  decreed  that  the  shirtwaist  style 
But  American  women  knew  when  they  had 
a  comfortable  and  convenient  garment,  and  wisely 
held  on  to  it.  And  last  year  Paris  alone  imported 
over  a  million  dollars'  worth  of  American-made  shirt- 
waists, and  it  is  the  most  universally-worn  garment  in 
France  today 

The  walking-length  skirt  was  an  American  inven- 
tion :  today  Paris  has  adopted  it  and  it  is  worn  by  the 
bebt  class  of  French  women. 

The  Peter  Thomson  suit,  first  for  children  and  then 
adapted  for  girls,  was  of  American  origin:  today  it  is 
worn  by  French  children  and  all  over  Europe,  and  has 
influenced  children's  suits  the  world  over 

The  popular  "Gibson  waist"  was  of  American 
origin:  today  the  folds  over  the  shoulders  to  give  a 
broad-shouldered  effect  are  noticeable  in  the  coats 
and  dresses  that  come  to  us  from  Paris, 

The  Tailor-Made  Suit  was  of  American  Origin:  it 
was  immediately  adopted  by  the  English,  and  is  now 
worn  much  by  the  French 

The  plaited  skirt  was  an  American  invention,  last 
year  it  was  shown  by  a  Frencfi  dressmaker,  was 
adopted  at  the  London  Exposition,  and  came  back 
here  as  "the  latest  French  skirt." 

The  cross-saddle  skirt  originated  in  America,  and 
French  horsewomen  are  just  adopting  it  the  English 
women  have  adopted  it  already  by  the  hundreds. 

The  unlined  skirt  came  as  a  startling  bit  of  new 
fashion  news  from  Paris  four  years  ago:  it  was 
invented,  made  and  worn  by  the  thousands  in 
America  as  far  back  as  fourteen  years  ago.  Yiet  were 
Ameri'  an  women  asked  to  accept  it  —and  they  did  — 
as  a  creation  of  the  French  dressmaker 

And  so  one -might  go  on  and  cite  the  popular 
"jumper";  the  "Prince  Chap"  coaf  and  others,  of 
purely  American  origin. 

It  is  not,  therefore,  such  a  new  or  startling  state- 
ment to  make  as  it  may  seem:  that  the  American 
woman  is  now  competent  to  create  her  own  modes. 


This  does  not  mean  that  she  need  depart  from  taking 
or  adapting  what  Paris  or  Vienna  or  any  other 
European  fashion  center  has  to  offer  her  But  it  does 
that  she  need  no  longer  feel  an  absolute 
dependence  on  foreign  conceptions  and  foreign  ideas 
The  time  has  come  when  of  her  own  initiative,  by  her 
own  ingenuity,  she  can  begin  to  place  herself  on  a  par 
with  the  originators  of  fashions  in  any  other  part  of 
the  world.  She  has  already  shown  that  she  can  do  it 
And  it  is  this  realization  that  The  Ladies'  Home 
Journal  intends  to  make  clear  to  her  when  in  its  next 
(October)  issue  it  will  present  for  the  first  time  in 
any  American  fashion  or  general  magazine 

The  First  Purely 
American  Fashion  Department 

with  every  style  of  American  origin  adapted  to  the 
American  woman.  Mrs.  Westermann,  in  her  article 
on  page  11  of  this  issue  of  the  magazine,  endeavors 
to  show  that  it  can  be  done.  But  in  the  limited  space 
of  a  single  page  this  demonstration  can  naturally  only 
be  tentative:  in  a  complete  department  of  not  fewer 
than  seven  pages,  such  as  will  be  given  next  month,  the 
feasibility  of  the  plan  will  beconcliisively  demonstrated. 

The  Journal's  New  Fashion  Department,  it  should 
be  clearly  understood,  will  be  in  every  respect  new 
It  will  not  in  any  sense  encroach  upon,  duplicate  or 
displace  the  present  successful  Fashion  Department 
conducted  by  Mrs.  Ralston  and  her  staff  of  editors 
and  artists.  Perhaps  no  Fashion  Department  con- 
ducted by  any  magazine  is  more  acceptable  or  success- 
ful than  this  one,  and  it  will  t>e  left  exactly  as  it  is  and 
conducted  as  fully  and  carefully  as  in  the  past.  It 
will  naturally  reflect,  as  it  always  has,  the  modes  and 
tendencies  of  styles  of  Paris  and  the  European  capitals. 
There  would  be  no  sense  in  our  saying— as  there 
certainly  is  no  occasion  to  say:  "We  can  do  witho^ft 
the  ideas  or  modes  of  Paris  "  The  ingenuity  of  the 
Paris  dressmakers  is  not  to  be  gainsaid,  and  thousands 
of  women  will  choose  to  look  to  Paris  for  their  styles, 
or,  if  they  do  not  actually  follow  the  lead  of  the  French 
capital  dressmakers,  they  want  to  know  what  is 
coming  from  there. 

By  presenting  both  Fashion  Departments  an  oppor- 
tunity for  interesting  comparison  of  the  ideas  of  both 
nations  will  be  offered,  and.  of  necessity,  a  larger 
variety  and  wider  range  of  modes  than  it  has  been 
possible  to  present  heretofore  in  one  department 


In  Lvery  Respect  will  the  new  Fashion  Department 
keep  to  itself,  away  from  the  present  it  will  have  its 
own  corps  of  editors  and  artists,  whose  work  will  not 
be  seen  in  the  other  department:  all  letters,  as  will  be 
indicated  next  month,  must  be  differently  addressed 
and  all  correspondence  will  be  separately  attended  to- 
Patterns  of  the  American  designs  will  be  made  and 
furnished  by  the  Home  Pattern  Company,  the  same 
as  in  the  present  department  Back  of  the  new 
American  department  will  be  a  strong  array  of 
competent  advisers— men  and  women  who  have  for 
years  dealt  with  the  problem  of  American  fashions  for 
American  women,  but  who  up  to  this  time  have  never 
had  a  medium  of  expression  with  general  circulation 
for  their  views,  although  they  have  created  and  sold 
to  American  women  millions  of  dollars'  worth  of 
garments  for  their  wear 

Bui  the  New  Department  Will  Need,  and  it  asks,  ; 
the  assistance  from  our  readers  that  it  can  secure:  first, 
by  telling  us  exactly  what  they  think  of  it,  for  its  con- 
tinuance and  success  depend  upon  that,  naturally: 
and  second,  by  practical  help.  That  is,  the  editors  of 
the  new  department  will  be  glad  to  receive  sugges- 
tions and  ideas  from  any  professional  or  amateur 
American  dressmaker,  or  any  woman  or  girl  who  is 
clever  in  designing  or  making  her  own  clothes.  The 
editors  of  the  American  Fashion  Department  will 
now,  next  month  or  later — at  any  time,  in  fact-- 
welcome  any  letters  of  suggestion  or  ideas  with  regard 
to  the  work  they  have  undertaken:  and  for  any  such 
accepted  suggestions  or  ideas,  whether  sent  in  the 
form  of  letters,  drawings,  sketches  or  the  articles  them- 
selves, they  will  pay  according  to  liberal  market  rates 
The  entire  world  of  girls",  women's  and  children's 
clothes  will  be  covered,  the  same  as  in  any  other  well- 
conducted  and  comprehensive  Fashion  Department 
All  letters  of  that  sort  should  be  carefully  addressed 
to  The  American  Fashions  Editors  of  The  Ladies' 
H^ME  Journal,  Philadelphia. 

Pray  remember  that  as  the  new  Fashion  Depart- 
ment will  in  nowise  encroach  upon  the  present 
Fashion  Department,  neither  will  it  encroach  upon 
any  other  part  of  the  magazine.  The  new  depart- 
ment will  be  printed  on  extra  pages  especially  added 
to  the  present  magazine:  not  in  place  of  any  present 
pages.  It  is  not  designed  to  make  of  The  Ladies' 
Home  Journal  an  out-and-out  fashion  magazine,  nor  a 
magazine  dominated  by  its  two  Fashion  Departments. 
It  has  no  such  intent:  it  will  remain  exactly  as  it  is. 
Next  month,  October,  our  readers  will  see  how  the 
new  department  finds  its  place  in  the  magazine. 
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The  contents  of  the  first  page  of  the  September  issue  of  The 
Ladies'  Home  Journal,  of  which  the  above  is  a  photographic  reproduction, 
is  of  deep  significance  to  thoughtful  men  who  are  compelled,  by  their  com- 
mercial interests,  to  stud)-  and  anticipate  the  influences  which  sway  fashions 
in  women's  apparel.  Merchants  especially  will  be  interested  in  following  the 
growth  of  the  idea  of  American  Fashions  for  American  Women. 

THE  HOME  PATTERN  COMPANY,  New  York 
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The  American  Women's 
Declaration  of  Independence 


SEE  PAGE  jmmmmmMMM 
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The  great  average  body  of  intelligent  American  women — not 
the  butterflies  of  fashion  or  the  foolish  who  ape  them,  but  the 
millions  of  women  who  are  busily  engaged  in  the  occupation  of 
making  happy  homes  and  rearing  fine  American  families — revolted 
at  the  Paris  styles  for  1908-9.  Their  Declaration  of  Independence, 
having  found  a  powerful  ally  and  a  brilliant  leader  in  The  Ladies' 
Home  Journal,  marks  the  beginning  of  a  great  movement  toward 
the  day  when  the  best  American  designers  will  have  a  leading 
part  in  setting  the  styles  for  the  world. 

In  this  connection  we  would  like  to  ask  the  trade  to  read  the 
editorial  on  American  fashions  for  men  on  page  five  of  the  Sept- 
ember Ladies'  Home  Journal  ;  also  the  article  by  Anna  Burnham 
Westermann  on  page  eleven.  From  both  patriotic  and  business 
reasons  we  take  a  keen  delight  in  calling  the  attention  of  the  trade 
to  these  significant  developments  in  the  campaign  for  American 
Fashions  for  American  Women. 


THERON  McCAMPBELL,  President  and  General  Manager 

THE  HOME  PATTERN  COMPANY 

MAKERS  AND  DISTRIBUTERS  OF  THE  LADIES'  HOME  JOURNAL  PATTERNS 

NEW  YORK  TORONTO  SAN  FRANCISCO  CHICAGO 

615  West  43rd  Street  23  Lombard  Street  617  Mission  Street  Plamondon  Building 
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Furnishings  and  Decorations  for  the  Home 

Wall  Paper  Men  State  that  the  New  Pricing  Terms  are  Working  Out 
Very  Satisfactorily  —  News  of  the  Carpet  and  Rug  Trade  —  Hints  to 
Buyers  of  Oriental  Lines— Good  Business  in  Madras  Muslins  and  Denims. 


MANUFACTURERS  of  wall  paper  are  well  pleased 
with  the  manner  in  which  the  new  pricing' 
basis  ha,s  been  received  by  the  trade.  Retailers 
have  at  once  seen  the  reasonable  side  of  tne 
matter  as  presented  by  the  manufacturers  and  few  have 
shown  any  hesitancy  albout  the  adoption  of  the  new  lines. 
Fall  placing  records  show  a  good  volume  of  busine^? 
in  almost  all  grades.  Interior  decoration  has  become 
more  and  more  a  matter  of  study  not  only  on  the  part  of 
the  cnnsiimer  but    alsn  l)v   tlmse   wlio  have   to  do  witli   tli;^ 


Wilton    Rag  -  Manufactured    by    Moore   Carpet   Co.,   Sherbrooke. 

execution  of  the  Avorlc,  and  this  fact  has  been  responsible 
for  the  most  desirable  activity  in  higher  grades.  It  is 
being  shown  that  demonstration  is  one  of  the  most  im- 
portant a,djuncts  of  salesmanship  in  the  wallpaper  depart- 
ment and  the  merchant  who  realizes  his  opportunities  has 
installed   this  necessary  equipment. 

One  noticeable  outcome  of  the  new  scale  of  prices  for 
wallpaper  is  the  increased  interest  many  retailers  have 
taken  in  the  lines.  Unfortunately  many  retailers  have 
got  in  the  habit  of  reg'arding  wall  paper  as  somewhat  of 
a  nuisance  and  a  poor  net  profit  maker.  ISTow  dealers 
recognize  that  wall  pa.per  affords  a  good  oportunity  for 
profit.  This  partly  accounts  for  the  large  increase  in 
orders  Canadian  manufacturers  are  receiving.  Fa.etories 
interviewed  state  that  orders  are  the  best  in  their  historv. 


Problems  of  the  Oriental  Rug  Buyer 

In  high  class  rug  departments  some  very  good  sales 
have  recently  been  recorded  in  Oriental  goods.  Recent 
importations  show  a  range  of  very  choice  patterns,  and 
it  is  evident  that  buyers  have  given  full  consideration  to 
the  growing  importance  of  the  Canadian  field  so  far  as 
these  lines  are  concerned. 

An  authority  on  OrientaJ  rugs  writing  of  conditions 
and  problems  imparts  informaticni  which  will  be  of  inter- 
est to  the  buying  end  of  either  the  retail  or  wholesale 
(tepartment  :  "Many  purchasess  of  Oriental  rugs' '  he 
states,  "are  unaware  that  the  methods  of  manufacture  in 
the  east  have  changed  greatly  in  the  last  thirty  years, 
and  that  the  change  has  a.n  important  bearing  on  the 
character,  condition  and  equality  of  rugs  now  offered  for 
sale.  Between  1875  and  1'8&0,  it  was  a  compara,tively  easy 
matter  to  purchase  a  good  rug  for  the  price  which  many 
dealers  ask  for  a  poor  one  to-day.  Not  ajl  the  rugs  offered 
t'lir  sale  were  good  even  then,  but  the  majority  of  them 
were  honest,  individual  and  cheap,  jjartly  because  most 
(;f  them  were  'home  rugs,'  i.e.,  rugs  made  in  Eastern  homes 
for  use  in  the  East.  Rugs  offered  for  sale  to-day  are,  in 
most  cases,  not  home  products,  made  for  Eastern  use,  but 
hand-woven  factory  products,  made  to  sell  in  the  West  and 
to  sell  cpiickly.  Some  of  t'hem  are  very  good,  some  ordin- 
ary and  some  very  bad." 

In  selecting  rugs,  the  author  holds  that  the  first  ques- 
tion to  be  considered  by  the  buyer  is  "What  is  the 
Huiterial?"  If  it  is  wool,  is  it  all  wool,  or  is  there  jute 
and  other  fibre,  cotton,  hair,  or  silk  used  with  it?  The 
second  question  concerns  the  quality  or  grade  of  the 
material,  and  the  third  question  its  disposition  and 
relative  strength.  There  are  other  questions  equally  im- 
jiortant,  suc}i  as  "How  well  is  the  material  woven?" 

"The  wkrp  should  be  the  heaviest,  strongest  and 
thickest,  the  pile  next,  and  the  weft  lightest,  though  not 
too  light.  If  the  warp  is  lighter  than  the  pile,  and  the 
l)i'e  is  compact,  the  warp  is  likely  to  break  in  handling. 
If  the  warp  is  light  and  the  weaving  loose,  the  rug  will 
pucker  and  creep  on  the  fioor,  and  no  amount  of  stretch- 
ing will  keep  it  in  shape.  The  weft  should  be  strong 
enough  to  hold  fhe  fabric  together,  despite  rough  handling. 
If  the  pile  is  shorter  and  lighter  than  it  should  be,  the 
rng  w'ill  not  give  good  service.  The  essential  matter  of 
weaving  is  not  only  the  matter  of  knots  to  the  square  inch, 
i.e.,  the  fineness  of  the  weaving,  but  ajso  the  tightness  of 
the  individaul  knots. 

"As  most  Oriental  rugs,  especially  in  carpet  sizes,  are 
made  in  three  to  five  different  grades,  it  is  very  im- 
portant to  the  buyer  whether  he  is  considering  the  best 
or  the  poorest.  A  margin  of  $50  to  $200  between  the 
quality  represented  and  the  quality  offered  is  not  un- 
common. It  is  also  important  to  the  buyer  tha.t  the  knots 
be  firmly  tied.  Knots  poorly  tied  pull  out  easily  at  the 
back  and  loosen  in  service. 

"Looseness  of  weave,  resulting  from  long  service  and 
innumerable  beatings  and  washings,  is  a  condition  of 
dissolution.  The  purchaser  will  do  well  to  remember 
that  aJthough,  as  is  commonly  said,  a  rng  may  improve 
with  age,  meaning  in  appearance,  it  never  grows  firmer 
and  stronger. 
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Dry  Goods  Kci'ica 


There  is  Always  "One  Best  Way" 
to  do  Everything.  The  Displaying 
of  Merchandise  ^vell  goes  a  long 
way  in  assisting  in  the  selling  of  it. 

In  Displaying  Ready-to-Wear  Apparel 
the  most  Practical  Fixture  now  in  use 
is  the  Guthridge  Display  Chair.  Gar- 
ments are  not  only  shown  to  much  better 
advantage  but  you  also  save  Seventy-five 
per  cent,  of  your  Showing  space.  (They 
take  up  only  one-quarter  the  space  that 
display  tables  occupy).  Having  used  these 
Chairs  once  you  wonder  how  you  ever 
got  along  without  them. 

Think  of  it— Over  Seven  Hundred  and  Fifty  Chairs 
now  in  use  in  Chicago  alone.  Place  your  order  now 
so  as  to  have  them  for  early  use.  Made  of  Birch, 
Mahogany  finish,  and  Quarter-Sawed  Oak,  Golden 
Oak  finish;  both  finishes  are  of  a  medium  shade  that 
will. harmonize  nicely  with  any  furnishings.  These 
chairs  are  already  in  use  in  the  Suit  and  Cloak 
Departments  of  some  of  the  leading  stores  of 
Toronto  and  Montreal.  Write  for  descriptive  cir- 
cular. 

F.  M.  GUTHRIDGE 

1435  Wabash  Avenue  ■   CHICAGO,  111.,  U.S.A. 
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CANADIAN  NATIONAL  EXHIBITION 


When  you  visit  the  Exhibition  this  Fail, 
let  your  footsteps  linger  in  the  "Pro- 
cess" Building,  where  you  will  find  our 
Exhibit  of 


Down,  Cotton  and  Wool 
Comforters 

Pillows,    Cushions,    Tea    Cosies,    Etc. 


We  shall  be  showing  an  elaborate  dis- 
play of  Comforters,  which  has  never 
been  shown  in  this  country  before. 

Don't  fail  to  see  our  Exhibit 


MAPLE   LEAF    BRAND 


The  Harvey  Quilting  Co.,  Ltd. 


33,  35,  37  PEARL  STREET 


TORONTO 


Three  Possible  Values. 

"There  are  three  possible  values  in  every  Orieirtal  rug 
— the  utility  value,  the  art  value  and  the  eoUeetor's  value. 
The  utility  value  depends  entirely  upon  the  durability  of 
the  fabric  as  a  floor  covering-.  The  art  value  depends 
on  the  color  and  design  of  the  rug,  rather  than  on  its 
texture,  though  fineness  of  texture  is  desirable.  The  col- 
lector's va.lue  depends  on  the  rarity  of  the  art  value. 

"These  three  values  in  every  rug  make  a  fair  com- 
parison of  price  difficult  to  the  purchaser.  Rugs  which 
apjjear  to  the  buyer  quite  alike  and  equally  valuable, 
may,  in  fact,  be  a,s  far  apart,  in  quality  and  worth,  as 
the  work  of  Michael  Angelo  and  that  of  Gustave  Dore. 
Certain  dealers  advertise  that  they  disregard  the  art 
and  collector's  values  of  the  Oriental  rugs  which  they 
oifer  for  sa.le,  and  price  their  goods  in  'cold  blood'  on 
utility  value  alone.  The  argument  may  be  plausible 
enough  to  sell  goods,  but  it  has  no  foundation  in  fact, 
for  the  reason  that  no  dealer  can  buy  rugs  on  utility 
value  alone. 

"When  good  and  bad  rugs,  artistic  and  inartistic, 
rare  and  common,  are  sold  as  a  lot,  the  wholesaler  fre- 
quently places  the  valuable  rugs  in  the  bale  for  the  sole 
purpose  of  disposing  of  the  poor  ones.  If  the  rugs  were 
bought  by  the  piece,  the  manufacturer  pa.ys  for  art  value 
in  the  quality  of  the  material  and  the  skill  of  the  master 
weaver;  the  importer  pays  for  the  art  value  to  the  manu- 
facturer or  to  the  Eastern  middleman,  and  the  retailer 
pays  for  art  value  to  the  importer." 


Linoleums  and  Oilcloths. 

The  linoleum  men  report  an  improved  activity  in 
heavy  cork  carpet.  As  a  covering  for  office,  meeting  hall, 
church,  school,  and  showroom  floors,  it  is  the  choice  com- 
modity. It  is  shown  in  natural  cork  and  also  in  green 
shades. 

Among  the  most  recent  additions  to  lines  now  on  the 
market,  matting  designs  are  counted  among  the  best 
sellers.  In  some  cases  the  weave  effect  is  relieved  with 
a  small  coupon  or  dainty,  florated  design,  while  in  others 
the  weave  is  made  the  background  for  more  elaborate  de- 
signs. In  the  same  class,  mosaic  or  small  tile  patterns 
are  good.     Flooring  designs  have  also  been  in  demand. 

Spring  lines  of  Canadian  linoleum  and  floor  oil  cloth 
are  now  in  tiie  hands  of  the  wholesale  dry  goods  trade. 
The  rang-e  shows  a  splendid  collection  of  the  latest 
ideas  in  designs  and  coloring,  besides  being  the  largest 
vet  sliewii. 


Fair    Demand    for    Draperies. 

Retail  housefurnishing  departments  rejjort  a  very  fair 
demand  for  goods  in  the  Madras  muslin  and  denim  class, 
and  very  wide  ranges  of  patterns  are  being  shown.  The 
lace  curtain  trade  has  likewise  been  moving  briskly. 
Larger  and  more  representative  departments  seem  to  be 
the  objective  of  development  in  these  lines  with  the  re- 
tailer, who  will  always  find  that  they  give  him  many 
opportunities  for  suggestion,  which  properly  presented  to 
the  shopper,  almost  invariably  brings  good  business.  Thus 
it  is  that  one  of  the  large  city  stores  by  demonstrating 
with  the  goods  to  the  customer  has  converted  what  might 
have  been  a  very  dull  season  into  one  which  kept  all  hands 
fnllv  engaged. 
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It  is  not  easy 

to  follow  the  trend  of  the  popular 

taste,   or  to  catch    the    demand    of 

an  exacting-  public  for  change.     In 

the  regions   of  decorative   art,    an 

idea  is  often  introduced  which  may 

bring  with  it  a  complete  change  of 

fashion.      The   artist   was  certainly 

gifted  when  he  caught  the  idea  for 

new    designs    and    colourings    for 

the  BRINTON  CARPET  CO:S 
Haslemere,  Wilton  and  Cheriton 

Brussels  Squares 

for  the  effects  are  remarkably  beau- 
tiful. They  have  appealed  so 
strongly  to  buyers  that  the  looms 
have  been  kept  busy  weaving  them 
from  the  first  day  they  were  shown. 

Brinton  Carpets 

will  make  an  effective  line  in  any 
stock.  They  are  equal  to  the  finest 
English  made  carpets,  and  made 
from  English  yarns,  and  are  de- 
signed specially  to  meet  the  require- 
ments of  the  Canadian  trade. 
Write  to-day  for  details. 

Our  Travellers  will  be  showing  the 
Spring  samples  very  soon. 

The  Brinton  Carpet  Co 

(of  Canada),  Limited 
PETERBORO,  -  -  ONT. 

SALES  AGENT: 
W.  E.  WHITEHEAD,  28  Wellington  Street  West 

Also  Kildare  Handtufted  Carpets. 


rThe  secret  of  a  big  trade 
in  the  wall  paper  depart- 
ment lies  in  having  a 
stock  that  will  satisfy 
everybody. 

Satisfying  everybody 
means  buying  in  variety 
and 

Staunton 

Wall  Papers 

are  as  widely  known  for  their  endless 
variety  as  for  their  quality,  which  is  saying 
much.  From  them  you  can  choose  an 
abundance  of  patterns  suitable  for  your 
trade  and  with  the  assurance  that  the 
goods  will  give  complete  satisfaction. 

We  have,  for  this  year,  the  most  re- 
markable stock  of  wall  papers  that  has 
ever  been  shown  in  Canada  and,  in  con- 
sequence, are  doing  the  heaviest  business 
in  the  history  of  this  company. 
Why^not  let  us  put  this  line  before  you  ? 
Why  not  let  us  prove  our  claims  .'' 

Write  us  now  to  show  you  w^hat  we 
can  supply. 


This  is  the 
Trade  Mark 
our  ^oods 
mutual 


Stauntons 
placed     on 
for   our 
protection 


Stauntons  Limited 

Wall  Paper  Manufacturers 
941  Yonge  St.  Toronto 
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The   Moore   Carpet   Company 


SHERBROOKE 


QUEBEC 


t 


MANUFACTURERS      OF      HIGH      GRADE 

Carpets  and  Rugs 

Princess  Wilton  Rug"s  {all  sizes),    Magog"  Brussels   Rugs  {all  sizes), 
Windsor  Brussels  Carpets,  Sirdar  Wilton  Rugs, 
Togo  Bath   Rugs,  Balmoral  Brussels  Carpets. 


Our  Rugs  and  Carpets  can  only  be  appreciated  when  price  and 
quality  are  compared  with  o'.hers.  An  inspection  of  our  lines 
wi  1  convince  you  of  this  fact.         ::         ::        ::         ::         ::         ::         :: 


THE  MOORE  CARPET  COMPANY 


®©®®®®®®®®#®©®©®®®®#€J®#€J#@®®#€J#®€J®iJ®®®©©#®®®©€J®®® 


JOHN  R.  FOSTER  &  CO. 

— LONDON — 

Manufacturers  and  Warehousemen  of 

Upholsterers'  Trimmings, 
Smallwares,  etc. 


Trimmings  of  every  description, 
from  the  Cheapest  to  the  Most 
Elaborate,  for  Curtains,  Draperies, 
Furniture,     etc.         Embroideries. 

Warehouse:  44'a,   Gutter   Lane,   Cheapside,   E.G. 

Tactories:  3  and  4,  WINSLEY  STREET, 
And  50  and  51,  CASTLE  STREET,  EAST,  W. 

Telegrams:    "  TERFOS,  LONDON." 

A^ent  for  Canada: 

Ed^ar  Fenton,  32  Colborne  Street,  Toronto 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  piece  perfect. 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 


They  are  popular  because  they 

ll^l    I    ||ft|f%#^      ^^^  t^^  most  efifective  shading 

If  ^^^f^Pm^     for  the  money  in  the  market, 

and  dealers  can  turn  them  over 

more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,    SC^T'.AND. 


Sole  Selling  Agent : 


SYDNEY   MOSS, 


Empiro  BIctg.,  58  Wellington  St.  W, 
TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Dry  Goods  Review 


HOUSEFURNISHINGS 


147 


Ca^rpets  and   Rugs. 


Business  in  carpets  and  rugs  during  tiie  month  of 
August  has  never  been  vei-y  brisk.  With  the  arrival  of 
September,  however,  many  merchants  in  Montreal  are 
looking  forward  to  brisk  sales  as  the  "Back  to  Montreal" 
period  should  be  productive  of  returns.  Then  again,  in 
Toronto,  the  Exhibition  will  attra,ct  a  number  of  mer- 
chants,  which  should   lead   to   considerable   house  buying. 

From  a  wholesaler's  standpoint,  the  Fall  sorting  sea- 
son Iras  but  nicely  beuun.  and  the  season  is  opening  up 
well. 

Travelers  will,  as  usua.i,  gu  on  the  road  with  Spring 
samples  about  the  middle  of  the  month.  Styles  in  jjatterns 
and  colors  will  be  practically  the  same  as  those  of  the 
past  year.  Green  will,  it  is  expected,  again  be  the  pre- 
dominating color  while  fawns  and  wood  shades  will  follow 
in  order.  Self  colors  and  two-tone  effects  will  have  their 
usual  demand.  Reds  will  still  figure  in  combination  effects 
for  dining  rooms  and  halls,  but  for  drawing  rooms  or 
bedrooms,  these  colors  have  very  little  demand. 

Prices  for  Brussels,  Tapestries,  Wiltons  and  Axmin- 
sters  are  expected  to  remain  uncba,nged. 

Canadian  lines  of  carpets  and  rugs  have  been  greatly 
sirengthened  for  the  new  season.  Many  new  patterns  and 
colorings  have  been  brought  out  by  the  different  fa.ctories 
and  it  is  certain  the  Canadian  lines  will  show  increased 
business. 

One  of  the  new  things  shown  in  Canadian  lines  is  a 
Brussels  rug  in  carpet  sizes. 


New  Costume  and  Mantle  Department. 

.John  E.  Boles,  Ingersoll,  has  added  a  costume  and 
mantle  department  to  his  store.  An  annex  to  the  north  of 
the  millinery  department  was  remodeled  and  decorated, 
and  gives  the  firm  a  floor  space  of  nearly  seven  hundred 
square  feet  for  the  display  a.nd  selling  o'f  mantles  and 
costumes.  Besides  being  bright  and  roomy,  this  new- 
department  has  been  thoroughly  modernized. 

A.  0.  Sawyer,  formerly  manager  of  Sutcliffe  &  Sons' 
store  in  Peterboro,  has  taken  a  position  as  manager  of 
the  dry  goods  department  of  Sutcliffe  &  Sons'  store  in 
Lindsay.  Mr.  Sawyer  succeeds  W.  M.  Lawrence,  who  was 
transferred  to  the  Oshawa  store  recently. 

Ed.  J.  Kelly,  Brockville,  formerly  with  D.  W.  Downey, 
boot  and  shoe  merchant  of  that  city,  has  entered  business 
for  himself.  He  has  had  twenty-one  years'  experience, 
in  the  boot  and  shoe  line,  beginning  as  a  parcel  boy  with 
the  late  Oeo.  McLean,  of  Brockville. 

The  P'orbes  woolen  mills,  at  Gait,  are  undergoing  ex- 
tensive improvements.  The  lengthy  buildings  which  have 
been  erected  during  the  past  few  years  will  be  joined, 
the  new  connecting  link  taking  the  place  of  an  old  boiler 
house.  The  entire  length  of  the  mill  when  completed  will 
measure  1,600  feet,  or  nearly  one-third  of  a  mile. 

Henderson  Bros.,  clothiers  and  furnishers,  of  Fort 
William,  have  become  installed  in  their  new  store.  It  is 
85  feet  deep  by  25  feet  wide  and  has  modern  equipment. 
One  of  the  features  which  Henderson  Bros,  have  inaugur- 
ated is  a  free  accident  insurance  policy  of  .$2,50'(>  with 
every  purchase  of  $10  and  over. 

The  Robert  Simpson  Co.  spent  upwards  of  .$2,000  in 
an  elaborate  and  exceedingly  effective  plan  of  store  decor- 
ation for  the  Exhibition  season.  Over  three  acres  of 
natural  flowers  were  used. 


R.  D.  Griffiith,  formerly  with  the  John  White  Co., 
Woodstock,  has  taken  charge  of  the  clothins'  department 
(if  the  W.  W.  Wilkinston  Co.,  Gait. 
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irst  of  all  inspect  our  ran^e 


n  Cork,  Plain  and  Printed  Linos 


or  we  can  showyou  somethin^superior 


very  kind  of  taste  bein^  catered  for 

J_^ino  with  the  "guarantee" 
As  "FIFE"  Linoleum 

1   ^  othin^  can  rival  the  beauty  and  variety 
V.^f  our  ran^e  of  patterns 
JL^iterally  lasts  a  lifetime 
A^very  retailer 

\^  nless  hopelessly  out  of  date 
IVXakes  a  point  of  having  "  FIFE" 


JAME8  B.   JAMIE80N, 
Canadian  Managtr  of  the 

FIFE  LINOLEUM  CO.,  Limited 

64  Wellington  Street  Weet,  TORONTO,  ONT. 


Records  Show  Improved  Demand  for  Higher  Grades 

Indications  of  an  Increasing  Plenitude  of  Money  —  Early  English 
Effects  for  Dining  and  Living  Rooms  —  Comfort  Versus  Ornament 
—Stocking  the  Department  -  Development  in  Favor  of  Summer  Lines. 


WITH  the  proverbially  dull  month  of  August 
g(jne  down  to  history  with  its  record  of  clear- 
ance and  bargain  sales,  the  furniture  de- 
partment will  ag'ain  reflect  that  freshness  so 
suggestive  of  the  advent  of  a.nother  season.  Enquiries 
of  merchants  who  enlivened  the  past  month  by  special 
inducements,  brings  the  information  that  there  was  marked 
activity  among  the  higher  grades.  This  was  not  the  case 
one  year  ago,  and  the  fact  is  said  to  indicate  the  increas- 
ing plentitude  of  money  and  a  return  to  that  considera- 
titiii  of  home  comforts  and  adornnienl  which  is  not  a 
featui'e  of  stringent    times. 

Preference  Indicated. 

The  head  of  one  of  the  very  large  city  department 
stores,  asked  with  reference  to  the  selections  of  his  cus- 
tomers stated  that  early  English  furniture  had  figured 
very  prominenlly  in  the  selling — particularly  for  living 
and  dining  rooms.  This  style  of  finish  was  being  featured 
strongly  in  the  ornamentation  of  houses,  and  furniture  to 
match  was  the  thing.  Ric'h,  cosey  upholsterings  of  leather 
had  sold  well,  and  there  was  every  proof  for  the  assertion 
that  peop'.e  were  showing  some  inclination  to  eliminate 
severely  formal  and  sometimes  useless  effects  for  those 
which  tended  to  comfort  and  to  a  fuller  appreciation  of 
the  best    room  in   the  house. 

Fumed  Oak  and  Mahogany. 

Some  improvement  has  recently  been  noted  in  the  de- 
mand for  mahogany  dining  room  furniture.  This  is,  of 
course,  a  wood  which  has  always  been  suitable  for  any 
room  in  the  house  and  any  marked  return  to  favor  for 
the  dining  room  is  not  surprising  when  one  considers  the 
cycle  of  taste.  Fumed  oak  is  also  coming  into  prominence 
and  already  departments  are  showing  sets  for  dining  room 
and  den  made  up  in  this  wood  of  rich  brown  shade.  Gol- 
den oaks  are  sa.id  by  some  to  be  diminishing  in  popularity 
owing  to  the  increasing  range  of  imitations  which  are 
having  a  cheapening  effect.  Still  they  are  fitting  into  a 
good  place  for  a  certain  class  of  trade,  and  the  de;nand 
from  certain  parts  of  the  country  show  no  results  from 
influences  such  as  described. 

Brass  Goods  Selling  Well. 

In  bedroom  furniture,  brass  goods  are  having  a  fair 
run  and  the  very  choice  patterns  in  mahogany  and  wal- 
nuts which  manufacturers  are  now  turning  out  has  created 
great  interest  in  those  woods  for  bedsteads.  Dainty 
colonial  effects,  or  those  in  which  there  is  some  suggestion 
of  the  styles  of  many  years  ago  are  now  being  shown  a,nd 
are  certainly  greatly  appreciated  at  a  time  when  a  pro- 
nounced individuality  has  made  its   appearance. 

There  is  little  to  be  said  on  the  price  situation.  Beyond 
the  present  firmness,  there  is  nothing  to  indicate  a  change 
either  to  lower  or  higher  levels.  Canadian  manufactni-ers. 
it  must  be  pointed  out,  are  producing  some  of  the  finest 
lines  that  were  ever  placed  on  the  market,  and  large  re- 
tailers refer  in  terms  of  high  commendation  to  tliis  fact. 
The  improvement  in  the  past  Ave  years  has  been  remark- 
able and-  it  may  be  safely  said  that  the  furniture  industry 
is  in  every  way  measuring  up  to  the  present  requirements 


and  immediate  prospects  of  the  country  not  only  as  re- 
gards practical  utility,  but  likewise  aesthetic  demand. 

Rattan  for  Sitting  Rooms. 

'During  the  past  couple  of  months  hea,ds  of  depart- 
ments have  noticed  some  development  in  Canada  of  a  cus- 
tom prevalent  in  the  United  States — that  of  equipping  the 
sitting-room  with  wicker  and  rattan  furniture,  and  remov- 
ing for  the  time  being  those  coverings,  where  the  floors  are 
of  hardwood,  draperies  and  upholstered  goods  which  more 
properly  belong  to  cold  weather.  This  tendency  is  worthy 
of  development  by  the  local  merchant  who  is  pushing 
summer  lines. 

Stocking  the  Department. 

"Were  you  a  general  merchant  in  one  of  the  Canadian 
towns  or  smaller  cities,  and  were  considering  the  addition 
of  a  furniture  department,  what  lines  would  you  stock?" 
was  the  cpiestion  asked  of  a  department  buyer. 

"That  would  depend  upon  the  class  of  people  I  could 
attract,  and  the  scope  of  the  exclusive  man's  enterprise 
would  also  have  to  be  considered,"  he  replied.  "I  do 
not  think,  however,  that  I  should  make  a,  great  mistake 
in  stocking  medium  values.  They  are  always  safe  and 
can  be  shown  to  advantage  in  connection  with  the  house- 
furnishings  department.  Probably  a  general  merchant 
could  find  it  possible  to  go  in  for  exclusive  stuff,  eliminat- 
ing the  h)w  grades.  A  reputation  for  keeping  goods  that 
cannot  be  bought  elsewhere  is  worth  something.  For  ex- 
ample, the  other  fellows  may  not  consider  it  advisable  to 
go  in  for  the  richer  grades  of  early  English.  A  few  pieces, 
which  suggest  their  exclusiveness  might  prove  worth  while 
for  it  seems  to  me  that  the  local  merchant  must  lose  a 
great  amount  of  business  simply  because  he  does  not  cater 
to  a  likely  demand.  I  would  not  advise  any  policy,  how- 
ever, which  would  result  in  a  clumsy  accumulation,  for  if 
there  is  anything  that  gives  a  floor  an  ungainly  appearance 
it  is  a  mass  of  ill-kept  furniture  which  is  immovable  ex- 
cept at  sacrifice.  Experience  in  a  small  country  town 
has  shown  me  that  a  good  general  working  stock  is  a  safe 
proposition.  There  should  be  regular  clearances  and  the 
department  kept  as  clean  as  possible." 


The  Robinson  Co.  Extending. 

The  {j.  W.  Robinson  Co.,  Hamilton,  are  making  pre- 
parations for  extensive  alterations  to  their  store.  It  is 
iniderstood  that  two  storeys  are  to  be  added. 

The  plans  for  the  alterations  provide  for  an  up-to-date 
restaurant  and  roof  garden  on  the  top  floor,  which  will  be 
among  the  most  elaborate  and  largest  in  the  Dominion. 
This  announcement  will  be  warmly  welcomed  by  the  busi- 
ness people  and  shoppers  of  this  city,  as  for  some  time  the 
pressing  need  of  a  restaurant  of  the  kind  planned  has 
been  felt.  The  fourth  floor  will  contain  an  immense  toy 
and  sporting  goods  department  and  a  playroom  for 
children.  The  carpet,  curtain,  furniture  and  wall  paper 
departments  will  be  located  on  the  third  floor.  The  stock 
of  these  departments  will  inchide  everything  for  the  home. 
The   second   floor   will   be   utilized   for  millinery    a,nd    the 
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ladies 's  garment  departments,  and  a  men's  (leparlniciil  will 
be  added  to  the  first  floor. 

Moving  stairways  will  conned  llie  j^ronnd  (loor  wiili 
the  first  floor,  and  rapid  elevators  will  be  installed  in  llie 
l)iiildinj>-,   giving"   tlie   customers   excellent    accommiidiilinn. 

The  ca[)ital  stock  of  the  cdinpany  will  l)e  increased 
shortly  to  $2r)(V)()(l. 

The  dry  good  business  of  Charles  (himmings,  (iall. 
has  been  purchased  by  D.  E.  Kinzie  and  James  Johnslim. 
Mr.  Kinzie  has  been  with  R.  A.  Briscoe,  dry  goods  mer- 
chant, for  the  past  seven  years. 


Straw  for  Winter  Hats 

Paris,  August,  25th,  1909. 
Milliners  have  been  flinging  to  the  winds  lately  the 
association  that  has  always  seemed  to  exist  between  the 
seasons  and  certain  fabrics.  Not  content  with  featuring 
velvet  in  June  and  July  they  are  now  preparing  to  intro- 
duce straw  as  a  brimming  for  winter  hats. 

A  prominent  milliner  is  decorating  beaver  hats  with 
straw  bows,  and  there  is  a  certain  fascination  in  this 
decidedly  novel  an-d  unusual  alliance.  Among  the  early 
Autumn  models  shown  is  a  distinctive  Cavalier  hat,  the 
trimniing  of  which  consisted  of  bows  of  cerise  straw  and 
siiadeii  ostrich  plumes.  Beaver  for  the  lining  of  hats  of 
I'liire  si'k  is  a  new  feature.  Vov  instance,  a  hat  of  French 
ri'usiard  slnide  iiad  the  brim  lined  with  dee[)  blue  beaver, 
and  was  turned  up  at  the  left  side  to  show  a  bandeaux 
of  Balkan  embroidery.  Other  new  models  seen  are  the 
jam-pot  crowns  with  mushroom  vandyked  brims,  the  brim 
and  crown  of  contrasting  materials.  A  black  velvet  hat 
had  a  full  draped  crown  and  the  brim  was  overlaid  with 
heavy  white  lace,  with  two  dead-white  wings  laid  flat 
across  the  crown. 

Milliners  here  think  well  of  the  large  Louis  XIII 
shapes  with  the  rolled  or  sharply  turned-up  side-brim. 
These  models  make  up  into  an  elegant  hat — a  hat  of  the 
di'essy  kind.  Those  shown  here  are  simply  massed  with 
aigrettes,  paradise  or  ostrich  feathers  worth  a  small 
fortune. 

There  is  an  increasing  feeling  for  grey  hats,  wings  aiud 
feathers.  These  range  from  the  new  Sphynx  grey  to  mcde. 
and  from  pearl  to  elephant  or  iron-grey,  and  many  of 
these  hats  have  the  sombre  coloring  relieved  by  a  gay 
wing  in  flame  colored  or  with  parrot  feathers. 

The  toque,  now  generally  adopted,  has  a  close-fitting 
brim,  pulled  down  well  over  the  head  and  framing  the 
face  in  soft  folds  of  mousseline  or  velvet,  the  folded  brim 
being  combined  with  a  soft  voluminous  crown,  now  of 
tulle,  but   later  of  velvet  encircled'  with  a  velvet   ribbon. 

Many  of  the  toques  made  for  wear  at  Trouville  are 
entirely  of  soft  chiffon  velvet,  and  some  of  them  have 
the  close  fitting  brim  covered  with  quilled  black  satin, 
the  trimming  consisting  of  a  standing  brush  osprey  or 
feather. 

This  new  toque  necessitates  a  change  in  the  wa.y  the 
hair  is  worn.  With  these  large  hats  the  hair  is  parted 
either  in  the  middle  or  at  the  side  and  is  puffed  out  fu'l 
at  the  sides.  The  hair  is  tucked  under,  and  around  the 
crown  of  the  head  is  put  a  rope  of  fa,lse  hair  braided  or 
colled  into  a  turban  twist.  This  coiffure  forms  a  sa,t:s- 
factory  rest  for  the  new  toques. 

For  wear  with  the  long  shapes  now  leading  in  the 
large  hats  the  hair  must  be  built  out  behind,  and  to-day 
nearly  every  woman  is  wearing  false  hair  to  supply 
nature's  deficiencies,  nor  does  she  much  care  that  every- 
body knows  it. 
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Cut  Your 
Electric 
Light 
Bills 

2/3 


AND  GET  A  LIGHT  THAT  IS  NEARER 
SUNLIGHT  IN  COLOR  THAN  THAT  OF 
ANY   OTHER    SYSTEM    OF    LIGHTING 

You  know  what  the  TUNGSTEN  LAMP  is 
doing.  If  not,  ask  the  first  electrical  man 
you  meet  three  quesiions  :  1st. — What  about 
the  quality  of  light  of  Tungsten  lamps? 
2nd. — How  much  do  they  save  in  current 
consumption  ?  3rd. — If  you  were  lighting  my 
store  what  lamps  would  you  use  ? 

THIS  BENJAMIN  TUNGSTEN  FIXTURE 

is  especially  designed  for  store  lighting 
purposes.  Let  us  tell  you  just  how  to  save 
66  per  cent,  of  your  present  lighting  expense. 
Wiite  for  our  Tungtten  folder. 

BENJAMIN  ELECTRIC  MFG.  GO. 

64  YORK  STREET,  TORONTO 
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ESTERN 


Incorportted 
1851 
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ASSURANCE 
COMPANY. 


FIRE 

AND 

MARINE 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  for  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


The  Ad.  Man's  Monthly  Talk  on  Good  Advertising 

Hot  Weather  Publicity  by    the    Paquet    Co.,   Quebec  —  A  Portage  la 
Prairie  Store's  Appeal— Good  Ads.  Poorly  Set— Criticism  and  Comment. 


THE  full  page  ad.  of  the  Paquet  Co.,  Quebec,  re- 
produced here,  was  the  work  of  K.  S.  Fenwick, 
Avho  has  the  faculty  of  making  the  ads.  which  he 
prepares  stand  out  with  striking  individuality. 
This  is  no  exception.  The  illustrations  nsed  were  partic- 
ularly appropriate  to  the  matter  contained  in  the  body  of 
the  advertisement,  and  in  spite  of  the  fact,  that  upon  the 
day  for  which  these  items  were  advertised  was  rainy  and 
disagreeable  it  is  reported  that  there  was  a  particularly 
large  sale  for  these  goods.  In  this  ad.,  as  in  many  that 
he  writes,  Mr.  Fenwick  departs  from  the  almost  universal 
practice  of  ad.  writers,  of  using  illustrations  of  the  goods 
advertised,  and  the  illustrative  features  are  more  for  the 
purpose  of  calling  attention  to  the  ad.  itself  than  to  re- 
present the  goods  it  speaks  of.  The  average  diy  goods 
merchant  is  unable  to  go  to  the  expense  necessary  to  pro- 
cure cuts  of  this  character,  and  are  obliged  to  confine 
their  use  of  cuts  to  those  of  the  goods  advertised,  and  even 
larger  advertisers  in  most  cases  are  content  to  limit  tlie 
illustratifins  in  their  store  announcements  to  tliis  cla.-"s 
of  cuts,  though,  of  course,  frequently  special  iiead-pieces 
are  made  use  of.  The  answer  to  the  question  as  to  what 
particular  method  is  the  most  effective  can  only  be  answer- 
ed after  a  test  has  been  made.  Mr.  Fenwick  has  evidently 
found  that  in  his  case  the  style,  which  has  come  to  be  al- 
most entirely  characteristic  of  the  Paquet  nds.,  is  the  one 
that   produces    the    best    results.      The   same   kind   of   ad- 


A  Splendid  Hot  Weather  Ad.  by  K.  S.  Fenwick,  for  Tlie  Ptquet  Co.,  Quebec- 

vertising  might  not  be  effective  in  appealing  to  the  clientele 
of  a  store  in  another  city. 


Browns',  Portage  la  Prairie,  Man.,  do  some  splendid 
advertising,  both  in  the  local  newspapers  and  in  the  store 


catalogues  sent  out.  The  reproduction  of  their  "Hurry 
up"  sale  announcement  on  this  page,  is  a  good  sample. 
The  idea  is  not  new,  the  cuts,  furnished  by  a  swndieate, 
having  been  seen  before  in  similar  sale  announcements, 
but  in   all   probability  it   was   new   to   the   western   town, 


AHU^jrUPSALE 

Wednesday,     Thursday,     Friday     and    Saturday 

©ACKR,  hurraing,  scurpina  [.eople  will  HURRY,  IWj;,  l,u.n  f 
th.,  ..ore  WedneMiiy  moiniog  lor  there  are  UilWr  July  vlaes  than 
ever  anailiaj;  you.  S«ms  incrcdolous  doc-.n't  it,  aflet  ihc  very 
lavc  been  prcvailinj;  al"  oi.er  ihe  Here  »  But  it's  »o.  M-my 
lufZains  havt  bet;n  overlooked  in  ihc  crowd  and  rush  il  thr 
h.  binK.  down  Co  (he  pnccs  «ilh  a  crash,  ii.d  ihc  i,oi«- 
whol.  town  hurrying  here   Wednesday   morning. 

A    MarveilouM    Chance 
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How  Browns'  Limited,  Portage  la  Prairie,  Appeal  to 
the  Progressive  Westerners. 

and  would  doubtless,  backed  by  the  prestige  of  the  Brown 
store,  produce  satisfactory  results  in  increased  business. 
Good  judgement  has  been  used  in  the  composition  of  this 
ad.,  and  in  this  respect  it  leaves  little  room  for  improve- 
ment. 


Thei'e  ai'e  al  least  two  defects  in  the  Schlueter 
ad.  shown  hei'e,  and  sent  in  for  criticism.  It  is  not  at- 
tractively gotten  up,  lacking  good  composition  and  illus- 
trations. Frequently  it  is  possible  to  produce  a  good 
appearing  ad.  without  the  use  of  cuts,  but  it  has  not  been 
done  in  this  case.  The  second  defect  is  that  it  does  not 
sufficiently  desci'ibe  the  goods  advertised.  An  ad.  is  sup- 
posedly written  for  the  purpose  of  creating  a  desire  for  the 
goods  the  mechant  wants  to  sell — so  strong  a  desire  that 
the  reader  will  put  herself  to  some  inconvenience  to  ob- 
tain them.  This  is  a  good  test  to  apply  to  an  ad.  after 
it  has  been  written.  Ask  yourself  if  it  is  attractive  enough 
in  the  first  place  to  compel  attention,  and  in  the  second 
place  to  induce  the  reader  to  buy  the  goods  advertised.  A 
simple  list  of  articles  or  of  goods,  with  prices  will  usually 
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fail  before  'this  test.  Tlie  Schlueter  ad.  would  have  l)ci  n 
much  better  if  it  bad  been  illustrated,  and  if  the  guods 
had  been  described  better,  even  if  the  list  of  bargains 
were  curtailed. 


Sluire  or  river  mink  is  muskrat,  dyed  mink. 
German  Otter  is  muskrat,  dyed  otter. 
Australian  sable  is  a  wallaby,  dyed  sable. 
Oriental  mink  is  a  Chinese  weasel,  dyed  mink. 


The  full  paj;e  ad.  of  W.  H.  Scroggie,  reproduced  from 
the  Montreal  Star,  does  not  do  justice  to  the  progressive- 
ness  of  that  store,  nor  to  the  newspajier  from  which  it  is 
taken.  There  are  too  many  type  faces  U!^v(\,  and  this 
has  a  decided  tendency  to  give  the  ail.  a  tletrinuuital  jiatchy 
appearance.  It  is  not  enough  that  an  ad.  should  be  strik- 
ing. It  is  also  necessary  that  it  should  favorably  impress 
the  reader.  The  distinctive  fealui'e  of  the  advertisiuu' 
done  by  the  new  Selfridge  store,  in  London,  Eug..  which 
have  elicited  favorable  comment,  both  in  Europ:'  and 
America,  is  their  higli  c'ass  artistic  appearance.  The 
Seroggie  ad.  is  not  artistic,  though  the  subject  math'r 
contained  in  it  is  good.  The  items  are  well  described,  and 
a  good  appeal  is  made  to  the  reader.  No  doubt  tlie  a<l. 
produced  good  results,  and  had  it  been  made  more  at- 
tractive from  a  typographical  standpoint,  its  effectiveness 
would  have  been  increased. 


Trade  Names  of  Furs  as  Used  in  Canada. 

The  fidlowing  list  will  pnive  interesting  and  in^inic- 
tive.  For  the  majority  of  the  inform.atiini  The  Review 
is  indebted  to  L.  Gnaedinger,  Son  &  Co. 

Columbia  sable  is  American  opossum  or  coon,  dycri 
skunk  or  sable  color. 

Isabella  opossum  is  American  opossum,  dyed  inov.  u. 

Sable  opossum  is  raccoon,  dyed  sable. 


Schlueter's 


THE  BUSINESS 
CORNER 


BIG   SPECIAL 


JULY  SALE 

Clearing  fhe  Deck  oi  all  Summer  Goods 

BiR  reduction  in  ever>' department.      Nolhingwill  be  carried  over,      E\erv 

yard  of  Muslins.  Silks,  Dress  Goods.  Ginghams.  Vestings  and  Dress 

Linens  uill  be  cl<_-arf_-d  .,ff  iHl-  deck.   Come-  prepared  for  bargains. 


Look  Over  the  Di£  Value  in  Dress  Goods 


Look    »t   the    Big    ReducUoM   In    Lace 


New  Dep&rtment  in  our  fiusir 
5,  10  &nd  IS  Cents 

5  Cento  Will  Buy 


:  Spc£l^    Prices    &r«    Spot    C*»h 


SCHLUETER'S 


THE     BUSINESS     CORNER 


PRESTON 


An  Ad.  Whicli  Could  Have  Been   Greatly  Improved  by  Illustratio j. 

Mock  fisher,  is  raccoon,  dyed  mink. 
Baltic  seal  is  muskrat,  plucked,  and  dyed  seal. 
Hudson   Bay   seal   is   muskrat.    p'ucked.    sheared,    and 
dved  seal  color. 


Carpel  Store:  ^^.''l^^'^.'T*^. 


Womeo's  Vests  and  Hosiery 


I9c  Cballio  Aogllitt  12!/jc 


THIS  IS  A  BUSY  STORE 

IKivt  you  sccD  Ihc  crowd-,  iha  ore  cominn  to  ihn 
sriiru  I  Otbir  sroru  itu  cunipljlnmd  about  bid 
l>u>inc%).  but  III  tplrc  of  ihc  wa.m  weuihet  wc  ate 
jitiinK  biuicr  every  day,  a«  more  women  liiid  oui 
jbuut  tbc  Wonderful  Harsaint  Itaul  w«  are  offering 
during  Lanjdj's  Greatest  Sale 


Lawns,   Naiosooks  and  Cot- 
tons to  Go  at  Factory  Prices 


C.4NA0.VS  LEADING  WHITEWEAR  hiANUFACTURER  HAS  SOLD  TO  US  HIS  SAMPLES 


SSlSMftI 


An  Ex     a  Spec  a    Sa  e  of  Ch    dr 
Samp  e     D   e     es     and     P  nafo  . 


ID  i         udobOl       i 

W    I  and    1  09 
Band  Pu       I 


26c  RIBBOHS   f       (5c 


Your    Vaca  ion    Baggrage   Can    Be 
Bou^h    Very  Cheap  at   Our  S  ore 


M     d  y 


•2     'cSdIe 


A  Good  Ad.  Poorly  Set,  by  W.  H.  fcrojgie,  Montreal. 

Kiissian  mink  is  a  Kolinsky,  dyed  mink. 
French  sable  is  a  Kolinsky,   dyed  sable. 
Mink  marmot  is  a  marmot,  dyed  mink. 
Sable  marmot,  is  a  marmot,  dyed  sable. 
China  lynx  is  a  Chinese  dog,  dyed  black. 
Mock  lynx  is  a  selected  black  'hare. 
Mock  ermine  is  white  rabbit. 
Near  seal  is  coney,  sheared,  and  dyed  seal. 
Alaska  sable  is  natural  skunk. 
Australian  coon  is  aiu  Australian  wallaby. 
Rocky  bear  is  g^oat,  dyed  black. 
Grizzly  bear  is  goat,  dyed  brown. 
Cape  buffalo  is  a  Chinese  sheep,  dyed  brown. 
Hudson  Bay  sable  is  fine  marlen.  caug-ht  in  the  Hud- 
siui  Bay  district. 

Black  lynx  is   natural   lynx,   dyed  black. 
Black  fox  is  natural  fox,  dved  black. 


Furs  Brought  Good  Prices. 

At  a  recent  fur  sale  in  Edmonton,  good  prices  were 
bid  for  catches  brought  down  from  the  north.  Lot  No.  1 
consisted  of  9,130  rat  skins,  which  were  knocked  down 
to  the  Northwest  Hide  Fur  Co.  for  $3,150.25.  Lot  No.  2, 
consisted  of  52  red  foxes,  26  cross  fox  and  102  otter,  171 
mink,  194  martin,  20  wolves.  18  wolverines,  97  weasels 
30  bear  and  35  skunk,  were  ieeured  by  Jcs.  Ullman  &  Co., 
of  Minneapolis,  for  $4,953.  Another  lot  went  to  McMil- 
lan &  Co.,  of  St.  Paul,  for  $1,851.75. 
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SORTING  MILLINERY 

CABLE   REPEATS 

In  addition  to  our  present  well-assorted  stock  we 
have,  since  openings,  placed  large  orders  by  cable, 
and  by  the  time  this  announcement  is  in  the  hands 
of  our  friends  will  have  in  the  warehouse,  ready  for 
delivery,  the  following: — 

COUCHE  VELVETS;  and  MOIRE,  CORDED, 
and  OTTOMAN  SILKS;  in  all  the  fashionable 
vShades. 

CABOUCHONS,  BUCKLES  and  other  jet  lines. 

WINGS:  Our  Nos.  592  and  593,  extra  special 
value  m  large  Pointed  Wings,  at  65c.  and  95c. 
Full  range  of  colours. 

BEAVERS:   In   black,  white  and  colours. 

FLOPS  :   37y2c.  to  85c.  in  black  and  colours. 

HATS  :  Our  hats  were  all  sold  out  during  open- 
ing business,  but  during  sorting  full  lines  of  the 
newest  shapes  will  be  always  on  hand  and  our 
customers  will  be  kept  posted. 

MAIL    ORDERS    FILLED 
CORRECTLY  and   PROMPTLY 

m  SMITH  -  RUNCIMAN  GO.,  LTD. 

100  Wellington  St.  West,        -        -  Toronto 

193  Sparks  St., Ottawa 

64  King  St.  East,        -        -        -        .  Hamilton 

63  Albert  Street, Winnipeg 

71  Germain  Street,     -        -        -        -  St.  John,  N.B. 


The  Millinery  Trade  Revie^v 

Large  Hat  Still  the  Thing  Judging  from  Opening  Indications  Practical 
and  Becoming  Models— Toques  and  Turbans  in  Great  Variety  Made 
and  Pressed  Shapes  Well  Represented  -Velvet  and  Beaver  Leading  Fabrics. 


THE  wholesale  openings  that  inai'k  the  beginniii;; 
of  the  new  Fall  season  were  held  in  Toronto  on 
Monday,  the  ;50th.  Tlie  weather  was  all  that 
conld  be  desired. 
Toronto  is  beeoming  a  great  millinery  eentre  and  this 
year  the  crowd  of  buyers  down  for  the  openings  was  a 
record  one.  The  wholesale  section  was  crowded  from  end 
ti)  end  and,  [Jarticularly  in  the  early  part  of  the  day,  it 
required  some  patience  to  arrive  at  the  show-rooms. 

Opening  styles  show  that  the  large  hat  is  still  in  the 
ascendant,  for  both  the  picture  shapes  and  the  much- 
talked-of  turbans  are  large  in  size,  and  many  of  the  pic- 
ture shapes  are  very  large.  Still,  milliners,  when  look- 
ing through  the  many  models  shown  by  the  leading  firms 
must  have  been  struck  by  the  number  of  practical  and 
becoming  models  shown — models  that  the  majority  of 
milliners  can  copy  and  recommend  with  confidence  tfi 
their  customers. 


Toques  and  Turbans  Leaders. 

Toques  and  turbans  were  shown  in  great  variety  and 
are  sure  to  have  a  leading  place  in  the  season's  selling. 
Of  the  larger  shapes  the  majority  have  the  high  side  roll, 
sharply  bent  up,  or,  newer  still,  the  gradually  rounded 
roll.  These  hats  are  all  on  the  Cavalier  order  and  have 
the  long  line  from  front  to  back.  To  wear  them  properly 
the  hair  must  be  built  out  at  the  back.  Not  a  few  hats 
had  the  new  back  roll,  and  many  side  roll  hats  were  also 
shown  placed  upon  the  head  with  the  roll  at  the  back. 
Indeed,  the  front  of  the  hat  is  not  a  fixed  point  this  sea- 
son but  milliners  tix  it  at  the  most  becoming  point. 

Both  made  hats  and  pressed  shapes  were  well  repre- 
sented and  from  appearances  now  there  will  be  a  good 
sale  for  both.  The  draped  turban  seems  to  be  the  newest 
idea  and  those  of  beaver  and  velvet  are  at  present  in  the 
lead. 

The  novelty  shapes  are.  many  of  them,  on  the  Mar- 
(|i;isc  or  tricorne  order,  though  of  course  the  hats  of  this 
class  now  shown  do  not,  as  a  rule  follow  the  same  lines 
as  those  shown  a  few  years  ago.  The  new  tricornes  are 
much  larger  and  many  have  quite  large  crowns.  The  new 
"aeroplane"  hat,  so  m'uch  talked  of,  is  somewhat  of  this 
order.  In  this  shape  the  side  brims  roll  over  the  crown, 
giving  the  model  something  of  the  shape  of  an  aeroplane, 
and  the  handsome  plumes  that  trim  it  arc  placed  at  the 
back. 

Moire,  Velvet  and  Beaver. 

For  early  wear,  the  moire  hat  promi-ses  to  lead  and 
moire  fabrics  are  much  in  evidence,  so  much  so,  that  it 
was  said  that  a  complete  clearance  of  this  fabric  had 
been  effected  on  the  opening  day.  Moire  itself  may  not 
last  beyond  the  early  part  of  the  season  but  moire  rib- 
bons and  fancies  will  be  good  all  through  and  may  make 
an  appearance  again  in  the  Spring. 

Velvet  and  beaver  are  the  leading  millinery  fabrics  and 
the  larger  number  of  hats  shown  were  developed  from 
these  fabrics, 


One  of  the  novelty  ideas  developed  at  tlie  openings  was 
the  use  of  metallic  effects— hats  were  coveted  with  gold 
tissue  or  silver  tissue,  and  shot  tissues  of  gold  and  black, 
silver  and  black,  and  gold  or  silver  and  color  were  .seen 
on  some  of  the  smartest  of  tlie  latest  Parisian  import- 
ations. These  tissues  combine  with  fur  most  successmlly 
and,  as  fur  hats  promise  to  be  a  strong  feature  later, 
more  will  be  seen  of  these  fabrics.  Some  of  the  most 
striking  of  them  were  developed  in  ottoman  and  moire. 
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Feeling  for  Lighter  Fabrics. 

There  is  quite  a  feeling  for  lighter  fabrics  in  combina- 
tion with  the  heavy  Winter  materials.  Some  of  the  lead- 
ing houses  showed  Chantilly  and  Spanish  lace  scarfs  and 
trimmings  and  the  mob  crown  of  velvet  or  satin  was 
veiled  with  Chantilly  or  net.  The  hat  with  the  crown  of 
white  Chantilly  and  brim  of  black  velvet  was  shown  at 
one  important  opening.  Hats  covered  with  crepe  were 
another  form  of  this  development,  and  the  full  puffed 
crown  of  maline  was  also  shown.  This  is  in  strict  ac- 
cordance with  Parisian  ideas.  In  Paris  many  of  the  most 
striking  hats  have  had  maline  trimmings— either  the 
crown  has  been  formed  of  that  material  or  enormous 
pompons  or  wired  bows  have  been  much  used.  Large  lace 
bows  have  also  been  used  on  the  late  hats. 

Expensive  millinery  is  much  trimmed  with  ostrich  in 
handsome  willowed  effects  and,  where  price  is  not  con- 
sidered, paradise  is  used  or  beautiful  ospreys.  Medium- 
length  plumes  are  being  taken  freely  by  the  general  trade, 
and  for  popular  selling  come  in  a  large  variety  of  sweep- 
ing fancy  mounts.  Here  coque  leads  and  a  very  big  busi- 
ness promises  in  this  class  of  feather.  Wings  are  showing 
in  immense  variety  and,  while  wings  of  all  sizes  arei  show- 
ing, preference  seems  to  be  given  to  the  very  large  wing 
effects.  These  are  made  wings  and  are  so  soft  and  pliable 
that  they  can  be  draped  around  a  hat  in  almost  anv  form 
the  milliner  wishes. 


Showing  Millinery  on  Models. 

A  method  of  showing  hats  quite  common  in  Paris  and 
New  York,  but  which  is  quite  an  innovation  here  is  to 
have  a  lady  model  in  the  show-room  to  try  on  hats  so  that 
customers  may  judge  of  their  appearance  when  worn. 
This  year  S.  F.  McKinnon  &  Co.  introduced  this  innova- 
tion to  Toronto  millinery  buyers,  and  judging  from  the 
interest  excited  they  must  iiave  found  the  new  idea  a  most 
profitable  one.  The  new  millinery  is  built  along  graceful 
and  becoming  lines,  but  certainly  appears  to  much  greater 
advantage  when  worn.  Because  of  the  size  of  the  new 
hats  the  hair  must  be  properly  dressed,  and  the  smart 
coiffure  of  the  laidy  that  so  gracefully  wore  the  new  models 
shown  by  this  Hiin  must  have  made  many  milliners  realize 
iinw  much  projier  hairdressing  has  to  do  with  the  success 
of  the  season. 


Endless  Array  of  Shapes  and  Materials  in  all  Millinery 

Vast  Difference  in  General  Contour  and  Treatment  of  the  New 
Turbans— No  one  Color  Leading— Fad  for  Bronze  and  Steel  Effects- 
Many    Contradictory    Features    Noted— Furs    are    Extensively    Used. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Aug.  31. 

OPENINGS  are  still  the   order  of  the  day  in  mil- 
linery  circles.    Nearly   all  of  the  New  York   de- 
partment   stores   now    advertise   models   to     the 
trade  so  that,  even  at  this  early  date,  it  is  not 
at    all   unusual    to    see   Fall   hats    in    the    shop    windows. 
The  retail  departments  ai'e,  of  course,  very  quiet,  but  in 
wholesale  departments  there  is  no  such  complaint. 

One  hears  expressions  of  reg-ret  over  the  fact  that  so 
many  different  styles  are  favored  at  the  one  time.  It  is 
bewildering,  for  there  are  hats  of  all  sizes  and  shapes, 
and  an  endless  array  of  materials.  Undoubtedly  the  hat 
of  the  hour  is  the  turban.  This  term  is  misleading  as 
applied  to  many  of  them,  however. 

While  all  are  larger,  there  is  a  vast  difference  in  their 
general  contour  and  treatment.  The  Rus.sian  turban  is 
quite  a  different  affair  from  the  Hindoo  variety,  which 
is  a  low,  draped  affair,  while  the  former  measures,  not 
infrequently,  eighteen  inches  from  tip  to  base.  It  is  ex- 
pected that  the  peach  basket  lovers,  will  become  the 
devotees  of  the  draped  turban  and  hat.  Di-apery  is  the 
strongest  feature  of  the  season  and  in  consequence  the 
materials  that  are  used  are  all  chosen  to  that  end.  An- 
other striking  variety  of  hat,  which  was  much  to  the 
fore  at  all  of  the  displays  is  the  Marquise,  or  tricorn. 
This  shape  for  the  large  hat  has  first  place,  and  is  made 
of  all  the  fashionable  materials  from  hatters'  plush, 
which  is  very  strong,  to  moire  which  is  the  leading 
material  to  date.  Velvet  was  used  as  we  all  know,  ex- 
tensively during  the  summer  months,  particula,rly  for 
facings  for  which  purpose  it  still  leads.  As  has  been 
stated  in  previous  issues,  corded  materials  are  much  in 
favor,  but  during  the  past  month  moire  has  gained  the 
lead,  although  the  corrugated  materials  are  running  a 
close  second  in  the  race  for  favor.  As  moire  is  a  little 
bard  against  the  face,  velvet  is  usually  used  to  face. 
The  facing  is  nearly  always  the  color  of  the  hat  itself, 
for  while  there  are  many  colors  blended  in  feathers,  it  is 
not  the  rule  at  present  to  have  decided  contrasts,  and 
the  majority  of  hats  are  in  solid  color. 

No  One  Color  Leading. 

The  season,  not  only  in  millinery  but  in  all  branches 
of  apparel  can  not  be  described  as  gay.  Not  only  are 
the  materials  heavy,  but  colors  are  dull.  There  is  no 
one  color  now  leading.  At  the  first  openings  the  vintage 
shades  carried  off  the  palm,  but  later  so  many  other 
colors  crept  in  that  it  would  be  difficult  to  tell  just  what 
does  lead.  There  are  some  lovely  golden  shades  appear- 
ing, which  are  an  outcome  of  vogue  of  olive  colorings. 
Reboux  green  is  another  of  the  greens  on  the  tapis,  and 
there  are  many  ranging  from  the  palest  citron  to  the 
richest  olive.  None  of  the  greens  are  bright,;  they  have 
either  a  bronze  or  bluish  cast.  Color,  usually  a  most 
important  feature,  is  this  season,  however,  of  lesser  im- 
portance, as  all  colors,  in  some  of  their  shades,  are 
good,  and  since  really  the  most  elegant  hats  are  black. 

Silver  and  Gold  Tissues. 

There  is  the  usual  tendency  peculiar  to  the  start 
of  every  season    to  push  metal  cloths.    Now   the   fad   is 


for  bronze  and  steel  effects,  although  silver  and  gold 
tissues  as  well  are  used.  All  of  these  metallic  cloths 
drape  beautifully.  It  must  be  understood  that  the  dull 
or  tarnished  effects  are  preferable.  Gold  and  silver  tap- 
estry ribbons  are  used  for  coachmen's  rosettes  or 
turbans  and  the  smart  Marquise  shapes  as  are  also  gros 
grain  and  the  heavier  weaves  of  ribbon,  which  it  is  the 
fad  to  side  or  knife-pleat  before  bowing.  Small,  tight 
bows  are  used,  as  well  as  great  scrawling  affairs  of  net 
or  lace. 

With  so  many  contradictory  features,  it  is  difficult 
to  give  ai  lucid  idea  of  what  prevails.  It  looks  as  if 
manufacturers  of  both  blocked  and  hand-made  would  be 
kept  busy. 

Feathers  and  Flowers. 

There  are  so  many  offerings  in  the  fancy  feather 
houses  that  the  majority  of  hats  are  trimmed  from  this 
array  rather  to  the  neglect  of  the  flower  trade.  There 
are  several  novelties  to'  be  found  among  the  flowers  too, 
the  most  important  being  large  black  silk  and  velvet 
orchids.  Large  hats  of  white  moire,  faced  with  black 
velvet  and  trimmed  with  a  sheath  of  black  orchids,  were 
a  striking  feature  displayed  at  many  houses.  Wheat, 
perhaps,  is  not  strictly  speaking  a  flower,  but  for  mil- 
linery purposes  it  must  be  so  classified.  Exaggerated 
wheat  heads  of  velvet  or  chenille  are  very  effective,  and 
are  among  the  novelties. 

Furs  for  M:liinery  Purposes. 

The  skins  of  practically  all  fur  bearing  animals  are 
dyed  and  used  for  millinery  purposes.  Aigrettes  and 
fancy  feathers  in  brush  effect  are  the  trimmings  most 
frequently  chosen  for  the  fur  turban.  Among  the  most 
important  feather  novelties  must  be  mentioned  mercury 
wings.  These  smart  wings  are  used,  in  small  s^zes  at 
the  base  of  aigrette  clusters  or  flower  monitures,  in  all 
colors  and  materials,  since  it  matters  not  what  the 
wings  are  made  of  if  they  are  shaped  like  those  peculiar 
to  mercury.  For  example,  velvet  or  any  of  the  novelty 
fabrics  of  the  season  may  be  made  into  small  wings, 
which  are  always  applied  rather  flat  to  the  coronet.  On 
a  model  shown  the  wings  were  made  of  gauze  appliqued 
with  gold  soutache. 

On  the  whole,  the  new  hats  are  decidedly  attractive  - 
T'ather  extreme,  of  course,  but  on  the  whole  hardly  as 
freakish  as  last  season's  output.  Turbans  are  the  most 
important  consideration  for  the  first  of  the  season  at 
least,  and  probably  for  all  winter,  since  this  style  of  hat 
is  so  suited  for  the  use  of  fur. 
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Natural  effects  arc  strong  but  two-tone  and  shaded  ef- 
fects as  well  as  solid  colors  are  taken.  Novelty  breast 
effects,  owl  heads,  coque  heads,  etc.,  etc.,  are  also  used 
but  chiefly  on  walking  and  street  hats.  Mention  must  be 
made  of  the  kid  and  suede  leathers  that  are  used  both  for 
crowns  and  for  brim  coverings  and  trimmings. 

Fur  hafs  and  hats  with  fur  in  combination  with  oilier 
fabrics  will   come  strongly   to   the   front   at  a  later   date. 
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Never  better 

When  our  travellers 

prepared 

call  we  would 

for 

like  you  to 

Sorting  Millinery 

ask  them 

Business 

to  show  you 

than 

our   Special  Liberty 

what  we 

Ribbon,  No.  444 

are  at  the 

which  we  claim 

present  time 

cannot  be  beaten 

Silk  Velvets  are  strong  for 
this  Season's  Trimmings 

SORT    UP    EARLY    AS    THEY    WILL    BE    SCARCE 

Letter  orders  promptly  looked  after 

Cockburn  &  Rea 

LIMITED 

54  and  56  Wellington  St.  W.,  Toronto 
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Another  Big  Hit! 

The  ^^  Hello  People  "  Sailor 
to  be  a_  Winter  Winner 

Made  in  Satin,  Epingle,  Moire,  Bengaline,  Velvet, 
Silk,  Plush,  Hatters'  Plush  Cloth,  and  in  all 
other  seasonable  fabrics,  and  in  all  colors  and 
combinations,  including  a  new  French  Enamel 
Cloth,  in  combination  with  all  materials. 

Also  new  and  desirable  dress  shapes  in  Side  Roll, 
Back  Roll  and  Quarter  Roll  in  the  latest  Parisian 
models. 

Popular  Prices 


Popular  Hats 

All  live  dealers  will   stock  the    "  Hello  People"  Sailor  for  Fall,  as    it    will    be   a    big 
seller.     Send  for  samples.       Do   it    now  ! 

Canadian    buyers    are    invited  to  call  when    in    A'e7v    York   on    Fall  buying    trip. 

Jacob  Wechsler,  neVToII 


Fall 

Opening 

Wednesday 
and  Thursday 

September 
15th  and  16th 

'V/'OU  are  cordially  invited  to  our  Fall 
Openings  on   above  dates.      Espe- 
cial care  has  been  taken  by  our  buying 
staff  to  make  the  visit  instructive  as  well 
as  profitable. 

Hundreds  of  beautiful  creations,  imported 
patterns,  copies  of  high  cost  models,  and 
less  expensive  ones,  will  be  on  display. 

NOTE  THE  DATES  AND  COME 

Mail  orders  our  ^^  \t  II  ^A 

ESPECIAL  hobby.       r|5P^A^                           -- 

_              _^ 

l&^EIITICDCLON  St. John. N 
W;;^/%1  CrlVW vri^  Halifax.N 

.a 

LS. 
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THE  ART  OF  MILLINERY 


^ 


O  produce  hats  that  are  dis- 
tinctive materials  used  must 
possess  both  quahty  and  style. 


Our  constant  endeavor  is  to  offer 
the  best  productions  of  the  World's 
Markets  at  prices  which  invite  any 
comparisons. 


WAREHOUSES: 

TORONTO 

MONTREAL 

QUEBEC 

BRANCHES: 

WINNIPEG 
OTTAWA 


We  are  well  prepared  for  the 
"RUSH"  Season  and  orders  sent  to 
Toronto  or  to  Branch  Houses  will 
be  well  filled. 


THE  JOHN  D.  IVEY  COMPANY,  Limited 
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Fur  fabrics  have  been  introduced,  such  as  imitation  lamb 
and  pony-skiu  and  all  these  goods  promise  well  for  Ihe 
Winter  season.  Preference  Svcems  to  be  gi\en  to  the  long 
haired  furs,  such  as  fox,  lynx,  foxaline  both  black  and 
white  ;  seal,  however,  leads  with  the  high-class  trade  and 
mole  and  chinchilla  again  arc  in  evidince,  while  mink  is 
never  out  of  style  in  Canada. 

The  Fall  color.s  are  the  very  dull  rich  shades.  Black 
is  more  favored  than  for  many  seasons.  The  all-black 
hat  is  shown  ;  black  and  white  is  strongly  featured  as 
well  as  black  trimmed  with  a  color.  Dark  steel  grey  and 
taupe,  as  w?ll  as  the  new  Sphynx  shade,  have  taken  well, 
and  in  better  hats  dull  olive  greens  have  sold.  The  dull 
shades  of  amethyst  and  the  plum  shades  arc  other  good 
colors.  The  novelty  blues  have  sold  well  and  particuiaily 
in  misses'  hats  the  faded  rose  shades  have  been  good.  As 
a  relief  shade  with  fur  and  black  the  new  flame  or  toma- 
to red  is  good  and  cerise  is  also  used  for  this  purpose. 
Grape  in  a  new  shade,  and  the  gold  and  copper  shades  arc 
also  good. 


Remodeling  the   Lindsay  Store. 

Extensive  alterations  are  to  be  made  in  tlie  store  of 
the  T.  Lindsay  Co.,  Ottawa,  of  which  A.  E.  Rea,  Toronto. 
is  now  manas'ing-  director.  One  of  tlie  floors  of  the  main 
building-  will  be  richly  fitted  up  as  a  ladies'  ready-to-wear 
'department.  Many  of  the  sections  are  to  be  clianged  so 
as  to  make  room  for  more  extensive  and  elaborate  show- 
ing' of  new  lines.  Asked  his  reasons  for  going  to  Ottawa, 
Mr.  Rea  is  quoted  as  having  stated: — "Ottawa  is  tiie 
Capita!  and  as  such  attracts  many  people.  We  thought 
it  an  excellent  place  and  the  time  opportune  to  display 
onr  goods.     We  aim  to  make  it  in  ladies'  wear  the  stvlc 


centre  of  Canada.  We  believe  in  the  principle  of  the 
direct  relation  betAveen  manufacturer  rnd  consumer  and 
the  patrons  of  our  store  will  get  the  goods  at  manufac- 
turers' prices." 

The  directorate  under  the  new  conditions  will  be 
Senator  Edwards,  president ;  A.  E.  Rea,  managing-direc- 
tor; J.  B.  Rea  and  Emmanuel  Tasse,  directors. 


Improved  City's  Seating  Capacity. 

An  advertising  feature  which  while  decidedly  practi- 
cal, goes  a  little  further  than  most  schemes  since  it  con- 
fers that  which  is  in  the  nature  of  a  direct  benefit  upon 
the  public,  ma.king  the  beauty  spots  of  the  city  more  re- 
poseful in  summer,  has  been  'adopted  by  the  Frederick  B. 
p]dgecomhe  Co.,  Frederieton,  N.B.  They  had  a  large  num- 
ber of  comfortable  benches  manufactured  and  on  the  back 
of  each  one  had  some  such  phrase  as  "With  the  compli- 
ments of  the  Frederick  B.  Edgecombe  Co.,"  printed  in 
neat  lettering.  These  benches  were  distributed  in  spots 
throughout  the  city  and  country  where  benches  were  cal- 
culated to  be  most  appreciab'e  to  the  public.  It  goes 
without  saying  that  the  seats  have  been  well  patronized 
and,  in  consequence,  the  same  may  be  said  of  the  store 
in  whicli  tlie  happy  idea  originated. 


Veilings  and  Nets. 


The  greater  number  of  new  veilings  are  of  rather  an 
eccentric  character,  and  it  is  a  question  as  to  whether 
they  will  he  taken  up  by  the  Canadian  trade  to  any  great 
extent.  Canadian  women  do  not  as  a  rule  go  in  for  ex- 
tremes and  some  of  the  new  veilings,  while  smart,  are  in 
very  extreme  styles. 

The  new  veilings  with  the  very  large  mesh,  fine  hair 
like  threads  and  heavy  blocks  and  dots  are  very  striking, 
but  have  so  far  been  taken  up  only  in  the  more  moderate 
types,  the  very  pronounced  effects  not  being  regarded 
with  much  favor  as  yet.. 

Cjuiet  styles  in  finer  meshes  are  in  greater  favor  than 
more  pronounced  effects,  the  octagon  mesh  in  fine  and  open 
patterns  being  favored. 

Dress  nets  favor  the  coarser  mesh  goods,  the  coarse 
hexagon  mesh  being  popular.  It  is  expected  that  colors 
will  be  in  greater  demand  than  last  season,  and  metallic 
ellects  will  hold  a  prominent  place. 

Some  very  pleasing  effects  are  shown  in  wood  silk  em- 
broideries in  neat  paterns  upon  fine  mesh  grounds  in  black 
and  ecru  and  in  all  the  leading  colors,  and  these  are  be- 
ing taken  up  by   the  popular   trade. 

There  is  a  very  good  demand  for  all  kinds  of  nets 
both  i)lain,  embroidered  and  spotted  and  striped,  but  the 
novelties  shown  are  in  the  coarser  meshes.  Tulle  Greek 
is  a  new  heavy  mesh  that  is  selling,  and  the  crochet  and 
craquelle  nets  both  plain  and  spotted  are  in  high  favor. 
The  waist  to  match  the  suit  is  to  be  a  feature  and  for 
the  furtherance  of  this  idea  colored  nets  are  selling.  For 
the  general  counter  trade  the  staple  shades  are  navy, 
lirf)wn,  grey  and  champagne. 


Because  their  emp Dyer  insisted  that  there  be  no  gossip 
during  the  noon  hour,  thus  infringing  upon  their  inalien- 
able right  to  talk,  two  hundred  girls  of  a  shirt  waist  fac- 
toy  in  New  York  went  on  strike.  What  is  more  they  de- 
mand increased  pay  and  shorter  hours.  They  belong  to 
Shirtwaist    Makers'  I'ninn   No.  23. 
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What  You  Want 
vvnen  You  Vvant  It 


That's  the  secret  of  our  success  in  handKng  sorting 
business.  It  enables  you  to  give  your  customers 
just  what   they   call   for. 

We  are  now  ready  for  the  sorting  season  —  better 
prepared   for   it    than   ever   before. 

Travellers  will  call  on  you  with  samples  of  the 
newest  in  Velvets,  Ribbons,  etc.  Our  stock  of  these 
goods  is  complete,  and  is  the  largest  in  the  Dominion. 
We  have  some  splendid  values  in  Moire  silks  — 
bright,  new  goods,    which   are  bound  to  be  in  demand. 

//  our  travellers   do   not   reacn   you   soon   enough, 
send  your  orders   to    the    house,    and 
they   will    he    given  ^ronf^t 
attention. 


The  D.  JVlcCall  Co.,  Limited 

94-96-98  Wellington  St.  W.        :       :       Toronto 

Branches  at  Winnipeg,  J^ontr^a},  Quebec,  Ottawa 


Please  iiiciitioii  The  Reviczi'  to  Advertisers  and  Their    Travelers. 
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MILLINERY 


American-made  Pattern  Hats 


TTERE  are  two  very  popular  Fall  designs.  Many  dealers  in  Canada  are  handling  our  Pattern 
Hats  and  making  larger  profits  thereby.  A  re  you  satisfied  with  the  profits  you  are  making  ? 
Would  you  like  to  increase  them  and  still  give  your  customers  full  Value?  You  can  do  it  easily 
with  the  stunning  effects  and  matchless  values  embodied  in  our  American-made  Pattern  Hats. 
Send  for  Pattern  Hat  Catalogue  No.  1 00.     Free  to  dealers  on  request.       ::::::. 


No.G-4763 — The  beautiful  medium-size 
Pattern  Hat  (shown  below)  is  made  of 
Silk  Paon  Velvet  over  a  very  pretty 
roll  brim  shape,  with  facing  of  Moire 
Silk.  Effectively  trimmed  with  beauti- 
ful Fancy  Wings  in  Dart  effect,  also  an 
artistic  drape  of  Silk  Velvet  m  combina- 
tion with  a  Novelty  Persian  Buckle. 
May  be  ordered  m  the  following 
colors:  Black,  Green,  Brown,  Navy, 
Garnet,  Taupe  Gray. 


Price  each,  $3.^ 


No.  G-4754 — Charming  simplicity  is 
featured  in  the  elegant  Velvet  and 
Satin  Plush  draped  Turban  illustrated 
above.  This  chic  design  is  made  of 
Shirred  Paon  Silk  Velvet.  Trimmed 
with  a  drape  of  Satin  Finish  Plush  and 
Shirred  Velvet  in  combination,  also  a 
piping  of  Imported  Gilt  Persian  Braid 
and  a  Novelty  French  Gray  Steel 
Ornament  holding  in  place  a  bunch  of 
small  Wings.  May  be  ordered  in  colors 
as  follows:  Black,  Brown,  Catawba, 
Green,  Taupe  Gray. 

Price  each,  $3.11 


CHICAGO  MERCANTILE  COMPANY 


106-108-110-112  WABASH  AVE. 


CHICAGO,  ILL.,  U.S.A. 


Please  mention  The  Rei'iew  to  Advertisers  and  Their    Travelers. 
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Ups  and  Downs  in  Business 


Ontario. 

J.  Libuui-i)iri,  Embi'uii,  tailor,  assigned. 

J.  Bates,  tailor,  Fort   William,  assigned. 

John  Bates,  tailor,  P^jrt   William,  assisj'nod. 

B.  Kaplan,  general  store,  ("ottani,  assigned. 

Crumley  Brr.s..  Kings'ton,  dry  goods,  assigned. 

John  J.  Rich,  Little  Britain,  tailor,  loss  by  tire. 

\j.  A.  Marrin,  boots  and  shoes,  Barrie,  assigned. 

Myers  Shoe  Co.,  Toronto,  assigned  to   F.  B.  Perry. 

A.  L.  Tremeer,  Little  Britain,  general  store,  h^ss  by  tii c. 

W.  H.  Newcombe,  dry  goods,  Niagara  Falls,  sold  on  I. 

H.  F.  Judson  &  Son,  Frankville,  general  store,  loss  by 
fire. 

(Jeorge  W^ade.  general  store,  snceeeded  by  J.  &  (i. 
Talbot.  ^ 

Jas.  A.  Matchett,  boots  and  shoes,  Owen  Sound. 
assigned. 

Martin  Sehweiii'.  tailor.  Kenora,  remo\-in<>'  to  P\irt 
William. 

Whea^ton  &  Co.,  men's  furnishings,  Toronto,  dissolved 
partnership. 

Jliss  A.  Paquelte,  millinery,  Ottawa,  stock  sold  at  20c- 
on  the  dollar. 

I).  Hanna  &  Co.,  boots  and  shoes,  Toronto,  succeeded 
by  R.  J.  Hanna. 

F.  A.  Jellis  &  Co.,  general  store,  (Jrand  Valley,  giving 
up  business  here. 

Smith  &  Climie,  general  store,  Thamesville,  sold  to 
Robinson  &  McGuire. 

Jas.  Pattison  &  Co.,  general  store  and  mil'inery.  Fergu>. 
J.  Pattison,  deceased. 

Jos.  Mills  &  Son,  hats  and  furnishings,  Hamilton,  sold 
to  MacNab  and  Langley. 


ZCffc  mcvcljant 


y     WBO  IS  NOT  USING  LABELS 

^  is  neglecting  one  of  the  best  and 
^r  leist  expensive  of  advertising  meth- 
ods. Your  label  on  the  garments  you 
sell  gives  distinction  to  the  garment. 
It  is  a  perpetual  reminder  of  your  busi- 
ness to  the  wearer.  It's  an  advertise- 
ment that  stays  active  until  the  garment 
wears  out.  Let  us  make  some  labels 
for  you— labels  that  are  distinctly 
attractive,  woven  in  fine  silk  and  the 
cost  is  surprisingly  small. 


We  Solicit  Your  Enquiry 


/ 


Canada  Label  &  Webbing  Co. 

LIMITED 
TORONTO,  ONT. 


<  9  MORROW  AVE. 
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HAIR  GOODS 

THIS   LINE   WILL  NET   YOU   50   TO  100  PER   CENT.   PROFIT 

Hair    goods    should    be    carried   by    all    progressive    milliners. 

(All  hair  goods  made  in  grades  A,  B  and   C) 

Latest  styles  in  Puffs,  Pompadours,  Chignons,  and  Curls. 

Switches  in  straight  and  wavy  hair. 

The  "NE    PLUS  ULTRA"    Sanitary  Hiir    Pads,  made  by  us 

of    real    human    hair    are    most    satisfactory,   also    a   full   line  of 

wool   pads. 


Hair  Ornaments 


Hair  Nets 


Pins.  Bandeaux,  Barrettes,  Combs,  a 
specialty  of  the  house. 

All  the  latest  novelties  are  carried 
by  us. 


We  are  the  largest  importers  and  can 
guarantee  satisfaction. 

"NE  PLUS  ULTRA"  Hair  Nets 
of  the  finest  real  human  hair.  Ask  for 
samples  of  Nos.  200,  250,  300  and  400. 
All  put  up  in  single  envelopes. 

Ask  for  our  No.  600  silk  net  at  $4  80 
per  gross 

AGENTS  FOR  THE  "SHARRIS" 
HAIR  NET,  the  bag  shaped  net  with 
a  draw  thread.  Outlasts  three  ordinary 
fringe  nets 


If  you  w^ant  the  best  sellers  write  us.    Send  for  samples  and  prices. 
THE      SPECIALTY      HAIR      GOODS      HOUSE. 

J.  PALMER   &   SON,  Limited 

5  and  7  DesBresoles  Street,  MONTREAL 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


KELEMADE   BAGS. 

One  of  the  best  selling-  lines  of 
fancy  goods  for  Fall  and  for  the  holi- 
day trade  is  the  leather  shopping 
bag.  This  article  is  a  necessity  and 
makes  both  a  handsome  and  useful 
present.  Bags  of  this  kind  receive- 
much  wear  and  the  buyer  who  wishes 
to  add  to  the  reputation  of  his  de- 
partment s'lould  secure  goods  that 
will  retain  tlieir  appearance,  because 
they  are  soundly  and  properly  made 
from  good  materials.  In  this  class 
are  the  "Kelemade  Bags."  As  a 
guarantee  that  they  possess  the 
wearing  qualities  claimed  for  them, 
each  bag  is  stamped  on  the  frame 
with    the   manufacturers'    name. 

K.  A.  Kelly  &  Co.,  of  Boston, 
Mass.,  the  makers  of  the  "Kele- 
made," are  large  manufactuiers  and 
sell  enormous  quantities  of  bags  noi 
only  in  the  United  States,  but  in 
Europe  also.  The  selling  agent  foi 
Canada  is  Frank  Goudy,  Empire 
Building,  Wellington  W.,  Toronto. 
The-e  bags  may  also  be  obtained 
thrnuK-h    the   jobbing  houses. 


J.    R.    PALMENBERG'S    SONS    IN- 
CREASING FACILITIES. 

.1.  R.  Palmenberg's  Sons,  New- 
York,  have  leased  the  store  and  base- 
ment of  No.  87  West  Third  St.  They 
will  use  these  premises  in  connection 
with  their  fa.ctory  adjoining  at  Nos. 
89  and  !)1,  thereby  increasing  their 
storage  facilities  by  .T.nOO  additional 
square  feet. 


SPRING   UNDERWEAR    SELLING. 

Edward  Burns  Co.  Limited,  On- 
tario agents  for  Watson's  unshrink- 
able underweai-,  have  started  the 
campaign  for  Spring  with  a  moic 
superior  range  of  samples  than  has 
been  shown  heretofore.  The  Watson 
Mfg.  Co.  intend  shipping  all  Spring 
goods  from  their  Brantford  mill  to 
insure  customers   i)roinpt   delivery. 


A.  TAILORING  DEPARTMENT. 

Nearly  seven  hundred  dealers  in 
Canada  have  come  to  the  conclusi(jn 
that  in  order  to  run  a  tailoring  de- 
partment successfully  they  must  have 
all  the  resources  and  buying  powers 
of  the  big  city  tailoi-.  Tn  no  other 
respect  is  the  idea  now  fully  exem- 
ulified    than    in    "The   House   of   Hob- 


berlin,"  whose  ad.  appears  in  this 
issue.  For  over  a  quarter  of  a  cen- 
tury they  have  been  tailoring  clothes 
for  men,  and  are  represented  to-day 
by  nearly  seven  hundred  agents  in 
all  portions  of  Canada.  Merchants 
in  the  smaller  cities  and  towns  find 
it  a  paying  proposition.  The  sample 
book  is  gotten  out  on  an  elaborate 
scale,  contains  over  300  large  sam- 
l)!os,  and  a  generous  supply  of  busi- 
ness literature  to  secure  business. 
There  is  a  splendid  revenue  in  it — and 
it  costs  nothing  to  try  the  experi- 
ment, and  the  advantages  are  mani- 
fold. 


Delfosse  &  Co.,    7    Hermine    St.,    Monlreal,    are 
shoeing  a  great  line  of  superfine   French  wa.x 
heads.    The    feature  of  these   is   that  they 
will  never  craci?  nor  melt  in  hot  or 
cold   weather. 


MESSRS.  THOMAS  GRIMSHAW  & 
SONS,   LTD. 

This  well-known  firm  of  hosiery 
manufacturers,  of  the  Sun  Mill, 
Littleborough,  whose  warehouse  is  at 
27,  Dale  Street,  Manchester,  Eng- 
land, are  now  devoting  \'ery  special 
attention  to  the  colonial  trade.  They 
have  already  built  up  a  very  large 
business  in  the  home  market,  and, 
as  mentioned,  have  recently  turned 
their  attention  to  the  shipping  branch 
of  the  trade  as  well.  Many  of  the 
goods  they  manufacture  are  specially 
suitable  for  the  Colonies.  The  firm's 
speciality  is  the  well-known  "Oak 
Tree"  brand  of  hosiery  and  under- 
wear. The  "Oak  Tree"  underwear  is 
guaranteed  unshrinkable,  and  is 
made  in  all  weights.  A  guarantee  is 
given  that  if  any  garment  shrinks  in 
the   washing   it   will  be   replacei. 


The  ladies'  department  includes  a 
very  large  variety  of  spencers, 
bodices,  vests,  and  combinations  in 
every  variety  of  texture  and  weight 
in   white,   natural,   and  pink. 

The  range  of  men's  shirts  and 
pants  is  also  very  large,  and  may  bo 
confidently  relied  upon  for  strength 
and  durability  in  wear. 

The  Canadian  representative  of 
Thos.  (Jrimshaw  &  Sons,  is  A.  W. 
Holtby,  28  Wellington  St.,  West, 
Toronto. 


THE  MOORE   CARPET   CO. 

The  Moore  Carpet  Co.,  of  Sher- 
bronke,  are  making  a  specialty  of 
rugs  in  all  grades.  They  ai-e  bring- 
ing out  a  new  line  of  Brussels  rugs 
in  carpet  sizes,  which  will  sell  at  a 
low  figure. 

Their  travelers  who  will  simw  the 
Spring  range  arc  J.  M.  Greenwood, 
wlio  will  cover  Toronto  and  Western 
Ontario;  A.  Macdonalil,  Winnipeg 
and  tile  Northwest,  and  W.  J.  Egan, 
Montreal,  Ottawa  Valley,  and  the 
Tviiwer  Provinces. 


THE  NATIOA-AL  RUBBER  CO. 

The  National  Rubber  Co.  uf  Can- 
ada. Montreal,  have  the  following 
sa.lcs  force  calling  upon  the  trade: 
S.  Greenfarb,  the  Maritime  Provinces 
and  Prince  Edward  Is'and;  F.  Cham- 
peaux,  Quebec;  S.  M.  Hansher,  Wes- 
1(111  Ontario;  H.  Lassner.  Eastern 
Ontario;  W.  Hansher,  Southern  Mani- 
liiha;  L.  Vineberg,  Mainitoba,  Alberta, 
Saskatchewan,  Brtisli  Columbia;  and 
(',   .1.  Tcrrnnx.  Montreal. 


REVIVAL     OF     HIGH     WINDOV/ 
DRESSING. 

The  tendency,  in  certain  tiuarters. 
is  for  higher  trims  ;  it  is  very  de- 
cided among  merchants  whose  win- 
dows admit  of  effects  more  elaborate 
and  more  demonstrative  to  the  ex- 
tent    and     variety  of     their     stocks. 

William  Vogel  &  Son,  Broadway 
and  Houston  Street,  New  York,  re- 
cently had  a  special  window  of  fur- 
nishings dressed  in  the  manner  indi- 
cated, the  main  factors  of  the  ex- 
hibit being  shown  on  the  long  deep 
pendent  fixtures  with  their  brackets 
and  cross  bars. 

This  equipment  was  made  by  .T.  R. 
Palmenberg's  Sons,  and  installed  by 
Mr.  D.  R.  Mowerson,  manager  of 
their  sales  and  demonstrating  depart- 
ment. 
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NISBET  &  AULD'S  FALL    COLOR 
CARD. 

Nisbit  &  Aiild  have  issued  a,  hand- 
some and  useful  shade  card  showing' 
in  convenient  form  a  list  of  the  chief 
novelty  and  staple  shades  for  tlio 
Fall  and  Winter  season  of  1!)0'J-1(). 
This  card  which  comes  in  the  form 
of  a  hang-er  is  most  con'veniently  ai- 
rang-ed  for  rcfeience,  and  should 
prove  valuable  not  only  in  the  dress 
ffoods  department  but  in  all  the 
many  departments  in  the  store  where 
color  is  of  first  importance.  The 
colors  are  plainly  named  and  the 
' ard  should  have  a  conspicious  place 
in  e\ei>'  dress  g'oods  department. 

ACCOUNTANTS    AND    AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartereil  Accountants,  Estate  anil 

Fire  Insutaiice  Agents. 

1.5'/,  Toronto  St.  46.t  Temple  BKlj;. 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercanttle  Reports  and  Collections 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.   Main  198") 


LEGAL  CARDS. 


ATWATER, 

DUCloS 

&  CHAUVIN              1 

A<iv 

)catcs.  Mm 

tl-ral 

Albert  W.  Atwater,   K.C..  C 

nisult 

n?  Cnu.isr'l 

for    City    0 

Montreal 

fh: 

.s       .\. 

PueloR ; 

Henrv    N. 

^hauv 

Cable  Address 
MACKER,"  Winnipeg 


Office 
511  tshdown  Block 


McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondence  solicitctl  from  maiiufactineis 
I'.esiring  live,  xip-to-date  representation  in  ll-<-' 
West. 


J.     SPROULE  SMITH 

Manchest-r  Build  ng  -  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
I)ets,  etc.,  Rochdale,  Eng.  ;  Wm.  Clark  &  Sons,  Can- 
viis,  Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Oodde  Bedin  &  Cie, .  Chitf ons.  Laces,  etc.,  Paris, 
France;  Perret  (iros  &  Million.  Malines,  Veihngs, 
etc.,  Lyon.  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliaiiis,  Ont. 


Dieck-^rhoff  Raffloer  ^  Co. 

OF  CANADA,  LIMITED 

DRY  CxOODS  COMMLSSION  MERCHANTS 

AND  MANTTFACTURERS-  AUENT.s 

Montreal  — 525  St,    Paul    .'-t. ;    Winnipeg  — 400 

Hammond  Block;  Toronto— 154-160  Wellington 

Street  West,  cor.  Simcoe  Street— Head  Office. 

Luporters  of   Buttons.  Smalhvares,  Laces, 

Tailors' Trimmings.  Linings,  Velvets.  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


HOTEL    DIRECTORY. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pleasantly  and  conveniently 
located  on  the  east  side  of  Queen  .Street.  The 
rooms  are  bright  and  cheerful.  Every  attention 
paid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.     A.  McNicol,  Prop. 


VICTORIA 

LODGE 

HAMILTON, 
Mr..  J.  F.  SMITH, 

BERMUDA 

Proprietress 

Opposite  Victoria    Park 
Private  Board  $12  to  $14 
Open  November 

and    Cedar   Ave. 
per  week. 

Closes  in  May 

MISCELLANEOUS. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES   K.  PALSLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,   N.S. 


WHOLESALE   HOUSES. 


S5^5nOau^33JATERSON 

^ — ._a_-i^-'  M  tlMITfO 

The  Wholesale  Millinery  .and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


LET  US  COLLECT 

YOUR  OVERDUE  ACCOUNTS 

During'  the  year  we've  been 
ill  bu.siness  we've  collected  a 
heap  of  money  for  our  clients. 
Send  us  your  slow  collections; 
and  we'll  make  your  slow-pa} - 
ing'  customers  hustle  to  pay  up. 

SEND  THEM  IN  TO-DAY  ! 

THE   BE4RDW00D  AGENCY 

313  New  York  Life  Building,  MONTREAL 


Condensed  Advertisements 


AGENTS    WANTED. 

AGENTS  WANTED-Calling    upon    the    retail 
trade  to  handle  the  p''oductions  of  a  high-class 
lace  and  novelty   house-     An  interesting   line 
forany  agent  with  good  conneciion   amongst   high- 
class  retailers.   Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  B.C.,  London,   England 

WANTED  -INDUSTRIAL  AGENT  for  thriving 
western  town.  Must  be  a  capable  organizer, 
able  to  inspire  big  commercial  ventures  and 
to  write  literature  that  will  attract  attention.  A 
newspaper  man  would  be  preferred,  but  high  class 
applicat  ons  will  be  considered.  Salary  $2,500  to 
start,  $3,000  second  year,  and  there  is  practically 
no  limit  to  the  money  provided  the  man  can  "make 
good."  Answer  in  confidence,  "G.H.,"  care  the 
MacLean  Publishing  Co.,  AAontreal,  Que. 

AGENT  WANTED-To   call   on   the  retail  trade 
and   costumiers  with   aiiractive   line  of   trim- 
mings, linings,)  mbroid'rie-,  braids,  buttons, 
etc.     Supplies   for    ladies'    tailors.      G  od    class. 
B...\  4K,  DRY   GOODS   REVIEW,   88  Fleet   St., 
E.G.,  London,  Eng.  (if) 


COMMISSION  LINES  WANTED. 

TRAVELER   with  good  connection  in  the  0.ta«a 
Valley  and   Ottawa   City  desires  C)mmission 
line -,  ready-to-wear,  small   wares,  or  a    I'ne 
from  a  specialty   house.    Apply    Box    150,    DRY 
GOODS   REVIEW,  Montreal. 


/^UT  DOWN  YOUR  PRINTING  BILLS  one 
Vy  half  by  insiallin?  a  "  Wriierpre-.s."  Your 
office  girl  or  hoy  can  with  it  print  your  circu- 
lars, price  isis,  etc  ,  at  the  rate  of  1500  to  2000 
copies  per  hour.  Best  machine  ever  .made  for 
printing  fac-imile  lypewriticn  let  ers.  Prints  from 
printers' type,  half-iunes,  etc.  Retail  stores  could 
greaily  inciease  their  business  by  using  a  Writer- 
press  to  run  olf  circulars  and  litters,  sending  them 
Ojt  to  their  customers  nnd  probable  customers 
anniuncing  special  sales,  e:c.  Send  for  illustrated 
catalogue  and  sample  .  The  Canadian  Wr.terprcFS 
Company,  33  John  St.  South,  HamiLon,  Ont. 

ELLIOTT- FISHER     Standard    WrilineAdding 
Machines    make     toil    easier.      Ellioii-Fisher 
Lmited.  513.  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street,  7or<  nto. 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracuse  Dial  Time 
Recorder  is  the  most  practical  time  recr  rding 
machine  for  dry  goods  and  millinery  stores  En- 
tirely automatic.  Nothing  to  confu-e  employes. 
A  turn  of  the  po  nter,  a  pressure  in  the  hole  oppo- 
site the  employe's  numbtr.  and  ihe  hour  and  min- 
ute is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hand«,  we  can  supply  you  with  a 
machine  suited  to  your  requirement?.  Wtiiefor 
catalog.  International  Time  Recording  C(  mpany 
of  Canada,  Lim'ted.  Office  and  factory,  15  Alice 
Street,  Toronto.  (u) 

T^HOUSANUS  OF  DOLLARS  go  astray  in  the 
1  mails  every  year.  YOU  should  there'cre  in- 
sure against  a  poss  ble  los-  by  sending  YOUR 
remittances  by  Dominion  Express  Company 
Money  Orders  and  Fi.retgn  Drafts.  If  delayed, 
lost  or  stolen,  a  refund  will  be  promptly  arranged 
or  a  new  M  ney  Order  issued  without  further 
charge.  The  Dominion  Express  Company  also 
transfers  money  by  telegraph  and  cable,  and  buys 
and  sells  foreign  mcney.  If  you  want  to  send 
money  to  any  part  of  the  world  the  Dominion 
Expres-i  Company  will  be  plca-ed  to  accommodate 
you.     Hundreds   of  agencits  throughout   Canada. 


(tf) 


T  IVE  BUSINESS  MEN  insist  that  their  busi- 
iv  ness  correspondence  be  typewritten.  Keen, 
progressive  merchants  find  personal  type- 
written letters  bring  the  best  advertising  results. 
They  ore  secret,  individual,  powerful  business 
getters.  The  Light  Touch  MONAR'  H  is  especial- 
ly attractive  to  the  merchant.  Write  for  interest- 
ing literature.  The  Monarch  Typewriter  Company 
Limited,  98  King  St.  West,  Toronto,  Ont.  (tf) 

MEN  SELLING  ON  COMMISSION,  or  men 
A-hosetimeis  not  fully  employed,  should  be- 
come our  agents.  The  Canadian  Grocer, 
Dry  Goods  Review,  Hardware  and  Metal,  Printer 
and  Publisher,  Bookseller  and  Stationer,  Plumber 
and  Steamfitler,  Canadian  Machinery  and  Power 
House  are  all  well  known  and  highly  regarded 
trade  papers,  with  a  large  circulation  throughout 
Canada,  United  States  and  Great  Britain.  The 
circulation  must  be  maintained  and  increased. 
We  pay  large  commissions  to  men  who  push  for 
new  subscribers.  If  you  can  do  anything  in  this 
way  write  Ihe  Circulation  Department,  giving  ref- 
erences. THE  MacLEAN  PUBLISHING  CO. 
Toronto.  (,{i    ' 


PEERLESS  CARBON  PAPERS  AND  TYPE 
WRITER  RIBBONS  are  unequalled  in  writ- 
ing, manifolding  and  wearing  qualities.  Cur 
Klear  Kopy"  Carbon  was  awarded  a  contract  over 
43  competing  lines  by  one  of  Ihe  wcrld's  largtsi 
governments.  All  up-to-date  dea'ers  in  statiomry 
typewriters  and  I  ffice  supplies  handle  our  goods." 
Ask  them  or  write  us  direct  for  prices  and  samples! 
Peerless  Carbon  and  Ribbon  Manufacturing  Co.! 
Toronto,  Canada. 

OAVc  50  OF  THE  COST  OF  HANDLING 
O  merchandise  by  instilling  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 
space  because  the  trackage  is  on  the  cei  ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
and  for  handling  goodsin  ^nd  about  the  warehouse' 
and  factory  educis  ihe  cost  of  labor  because  far 
less  warehouse  help  is  required.  Systems  for  all 
kindsoF  businesses,  large  I  r  small.  Write  us  for 
illustrated  citalog.  W.  D.  Beath  &  Son,  193  Ter- 
auley  Street,  Toronto.  (tf) 

(^HOW  CASES,  COUNTERS,  SHELVING 
O  and  Wai;drobes  a  specialty  for  Dry  Goods 
trade.  Send  for  illustrated  catalogue.  Jones 
Bros.  &  Co.,  Ltd.,  30-32  Adelaide  St.  W.,  Toronto, 
Ontario. 

WANTED—A  splendid  opp.r:uniiy  for  dealers 
to  handle  the  best  c  mbination  Duplicating, 
Addressing  and  Office  Printing  Machine  on 
the  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  ard  references  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St.,  Hamilton,  Ont.  (tf) 

E  HAVE  EIGHT  rebuilt  Visible  O'iver 
Typewriters  for  sale.  The  pi  ice  is  $30 
each,  and  at  that  figure  they  are  a  bargain 
and  should  not  be  on  the  market  long.  Monthly 
paymentscan  be  arranged  if  desired.  The  Monarch 
Typewriter  Compny,  Limited,  98  King  St.  W., 
Toror.to. 
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Eclipse  Umbrellas 

Comprise  Every  Umbrella  Want 

For  Ladies,  Men  and  Children 

The  Variety  of  Handles,  Fabrics,  and  Styles  Will  Please 
the  Most  Exacting  Taste 

Values  are  Unsurpassed 

Trial  Orders  Requested.  Return  Goods  If  Not  Satisfactory 

When  Ordering,  State  Quantity,  Price,  Ladies'  or  Men's 

The  Eclipse  Umbrella  Co.,  Limited 

454  St.  James  St.,  Montreal 


Our  Sales   are    Increasing   Every   Month   in 

CAMPBELL'S 

Linen  Threads 

We  would   ask  you   to   try  them. 

They  are  Strong,  Smooth  and  Best  Quality. 

For  Household  or  Manufacturing  Purposes. 

All  Large  Wholesalers  carry  them  in  stock,  or 
can  procure  at  once  from  us 


AGENTS  FOR  CANADA 


JOHN  GORDON  &  SON 

TORONTO  MONTREAL  Winnipeg 


DRY     G  ( )  O  D  S     R  E  \'  I  E  \V 


September 


To  the  Trade— 


Crum's  Prints 


Reserve  your  orders  until  you 
have  seen  our  range  of  patterns. 

The  price  of  ^^Crum's  Standard 
Cloth''  is  lower  this  season, 
notwithstanding  the  advance  in 
the  cotton  market. 

With  our  samples  of  Crum's 
Prints  we  are  also  shoAving  a 
large  range  of  Lower  Priced 
Prints;  also  Dress  Muslins,  Dress 
Ginghams,  Dress  Linens,  and  a 
variety  of  Summer  Novelties 
in  Cotton  Fabrics. 


n 


Samples  of  the  above  will  be  in  the  hands 
of  our  travellers  at  an  early  date  :  :  :  : 


John  Macdonald  &  Co. 


TORONTO 


LIMITED 
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DYEING  TO  WIN 


The  purpose  of  re-dyeing"  a  roll  of  flannel  or  other  fabric  on  Dry 
Goods  shelves  is  to  put  the  g-oods  in  selling  condition. 

No  fault,  it  ma}-  be,  is  to  be  found  with  the  quality,  but  for  some 
reason  the  shade  of  the  goods  does  not  take  with  the  bu}ing"  public, 
so  that  for  all  practical  purposes  the  line  must  count  as  dead  stock. 

Stock  that  will  not  sell,  or  can  onl\'  be  sold  at  a  marked  sacrifice, 
does  not  help  to  reduce  the  Bills  Payable  accounts,  or  make  dividends. 

Whatever  the  factor  that  has  placed  the  line  in  the  off-color  list, 
the  value  can  onl\'  be  restored  b\'  having"  the  g"oods  re-d}ed  and 
finished  in  a  popular-sellingf  color. 

This  is  the  business  of  R.  Parker  &  Co.,  Toronto.  Their  plant 
is  the  largest  in  Canada,  and  there  are  few  dyeing"  establishments 
an\" where  more  thoroughly  equipped  and  in  better  shape  to  care  for 
the  best  and  largest  business  that  ma)'  be  demanded. 

For  more  than  thirty  years  they  have  been  dyers  to  the  Dry 
Goods  and  Millinery  trade  of  Canada.  Their  Works  are  at  787-791 
Yonge  St.,  Toronto,  Canada,  and  any  enquiries  so  addressed  will 
receive  prompt  consideration. 


Robert  C.  Wilkins  Co.  Limited 

MONTREAL 


Rooster  Brand  Specia/ties 


SPRING    1910 


I  Crow  If  Overall 


HALF  LINED  SUMMER  SUITS 


Thoroughly  Tailored  Scotch  Flannel 

Wool  Crash  Homespuns,  etc.,  etc. 

OvTIDIG      'KOlJSCnS   in    fabrics    of    every    description.      New    idea    of    waist     preventing 
wrinkles   and   bulges  w^hen  belted. 

WHITE     DUCK    CLOTHING,     KHAKI     CLOTHING 

Riding   Breeches,   Hunting   Coats,    Yachting  Jumpers,    Gym   Knickers. 
TROUSERS    DRESS   styles,    glove   fitting   Waist.     New   Strap   outside   seams,   etc. 

WORKING    STYLES   with    linen    thread    double    sewed    seats.      Full    sizes.      Worsted, 
Tweed,    Serge,  Bannockburn,    Untearable,    Whipcord,    Bedford   cord,    etc. 

SnIniS     Detachable    Stock    Collars,    Reversible    Collars,    Double    Stitched,    etc.,    etc.,    everything 
new  for   OUTING— NEGLIGEE-WORKING  ;   all   shades  and  colors. 

OwCRmLLS    Special  feature,  all  Elastic  Suspenders  with  customer's  name  printed  on  same.     Double 
Bibs,  Patent  Pockets,  Adjustable  Buttons,  Patent  Wrist  Fasteners,  Double  Stitched,  Full  Sizes. 

y^HITE   COATS— BAR    VESTS  Qur  Travellers   are   now    covering  all   Canada. 
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Active 

Fall  Business 


Fall  stocks  in  all  departments  are 
of  a  size  and  diversity  to  adequately 
meet  your  sorting  wants. 

Your  want  list,  whether  given  to 
our  travellers  or  sent  by  mail,  will 
receive  prompt  and    accurate   attention. 

Our  travellers  have  samples  of 
many  lines  of  Spring  goods.  You  will 
appreciate  the  values  shown. 


Greenshields  Limited 

Montreal 


Please  mention  The  Revieiv  to  Advertisers  and  Their   Travelers. 
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QUEEN  OF  DRESS  GOODS 


Tussah  Royal 

IN  ALL  THE  NEWEST  SHADES— 

Austrian  Satin 
Belvoir  Satin 
Clarence  Satin 
Alexandra  Satin 
Wool  Travers 


THE   NOW   FAMOUS 


300-BUTTON  COSTUME 

lately  exhibited  at  the  Dressmakers' 
Conventions  in  New  York,  Boston 
and  Chicago.  It  was  made  from 


ENGLISH    TUSSAH    ROYAL 


All  of  these  Cloths  are  shown  in 
the  leading  Fall  shades^  and  are 
now  in   stock. 


These  beautiful  materials,  accepted  by 
the  fashionables  in  London,  Paris,  and 
New  York,  will  ensure  the  success  of 
your  Dress  Goods  Department.  Make 
these  cloths  leaders  in  your  Dress  Goods 
Department  this  Fall.  Our  Fall  Dress 
Goods  Stocks  are  well  assorted. 

SOLE  AGENTS   FOR   CANADA 


Greenshields  Limited 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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DRY     GOODS     REVIEW 


THE  GAULT  BROTHERS  CO.,  LIMITED 

ST.  HELEN  STREET,  MONTREAL 


DRESS  GOODS  DEPAJi'WEffrASPRlNir  1910 


Our  Sprin^L  rang«)f  jlres^^SfDods  and   Suitings 
contains  alWke  St»lfi#and  the 


[ABLE  NOVELTIES 

asl^fffTds  colors  and   materials. 

To  see  the  range  is  to  know  what  is  correct. 

To  buy  is  to  make  sure  of  lines  that  mean   busi- 
ness for  you. 

Ask  for  TIGER  BRAND  Black  Dress  Goods 

PRINTS  GINGHAMS 

A  varied  and    comprehensive        The  latest  range  in   the  trade 

selection    of    Canadian    lines.        of  the 

See  our  Specials  at  7U-c.  Wm.  Anderson  Zephyr  and 


An    enequalled    10c.    English 


Manchester  Goods 


Print.     Note    the    finish,    the        See    Anderson's     10c.    Ging- 
width  and  patterns.  hams. 

WASH  GOODS  DEPARTMENT 

A  carefully   selected  range   of  staples  and  desirable  novelties. 

LININGS 

A    range  of    Linens  Our    SILKEE    Lin- 

unequalled  in  value.  ing  is  a  favorite. 

See  the  samples  in  our  travelers'  hands. 


Phase  mention  The' Review  to  Advertisers  and  Their    Travelers 
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Spring   1910  Range  of 


Cottons  and  Sheetings 

is  now  in  the  hands  of  our  representatives. 


The  mark  of  Quality  and  Value 
for  White  and  Grey  Cot- 
tons and  Sheetings. 


RED  SEAL  COTTONS 
have  been  the  mainstay  of  staple 
departments  in  leading  stores  all 
over  Canada,  for  many  years. 


The  1 910  range  represents  the 
pick  of  the  offerings  of  foreign 
and  domestic  markets.  The 
RED  SEAL  is  a  certainty  of 
value  and  quality. 


Examine  the  range  of  RED  SEAL  White  and  Grey 
Cottons  and  Sheetings.  Right  through  the  range  you 
will  see  our  prices  are  unequalled.  We  are  offering  you 
old  prices  on  these  lines.      Take  advantage  of  them. 


CANADIAN  FANCY  GINGHAMS 

A  larger  range  than  we  have 
ever  shown,  the  patterns  of  which 
have  been  most  carefully  selected. 

COTTONS  HAVE  ADVANCED 


OUR  BIG  LEADER 

We  are  again  offering  a  36  in. 
striped  flannelette  at  8c.  This 
is  an  exclusive  line  and  its  value 
is  unmatchable.  We  have  already 
sold  a  large  quantity  of  this  line 
for  Spring. 


We  anticipated  this  condition.  Our  contracts 
were  made  early,  and  our  prices  are  lower  than 
present  values.  This  statement  can  be  verified 
by  examining  our  lines  of  cottons. 

Our  Assortments  are  complete  and  our  Values  interesting  in 

Denims  Flannelette  Blankets  Shirtings 

Tickings  Apron   Ginghams  And  all  staple  lines 

The  Gault  Brothers  Co.  Limited 

MONTREAL 

Please  mention  The  Keviezu  to  Advertisers  and  Their   Travelers. 
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Ask  your  wholesaler  for   "Success"  Collars 

MANUFACTURED  BY 


DRY     C;  ()  (3  D  S      K  E  \    \  h  W 


The  trade  of  Bill  Smith,  Mechanic, 

is  worth  cultivating — and  there's  only  one  sure  way  of  accomplishing  it. 
Gioe  him  good  value  for  his  money  /  ^pji^  man  who  wears  overalls  must  needs 
make  a  litth^  money  go  a  long  way.  To 
the  dealer  who  affords  him  most  assistance 
along  this  line  he  will  be  loyal  in  his  trading 
and  elective  in  his  verbal  advertising. 

Sell  him 

"Success"  Overalls 


and  he  will  appreciate  them  as  being 
superior  to  any  kind  he  ever  Avore  before. 

"  Success  "  Overalls  are  strongly  made  from 
the  toughest  materials,  generous  in  size, 
having  wide  legs,  high  backs  and  extra 
pockets  open  and  faced  at  both  sides. 

They  are  guaranteed  perfectly  made.  "  Suc- 
cess "  Overalls  cover  a  range  of  Overalls, 
Bibs,  Smocks  in  <j,  "  and  H  oz.  weights, 
black,  blue  and  gold  black  colors. 


Your 

wholesaler  can  supp 
at  these  prices : 

ly  you 

6-oz. 

7-oz. 

8-oz. 

$8.25 

$8.75 

$9.50 

//  ^our    wholesaler  cannot   show  you   samples, 
WRITE  US  DIRECT. 


Manufactured  and  carried  in  stock  by 


"illimi^i^^ 


DRY     GOODS     REVIEW 


Philips'  Specialities  in  Dress  Linings 

and  Flannelettes 

All    Dry    Goods    Importers   should   stock   them. 


Opaline  and  Opalette 


The  best  substitute  for  silk  lining  yet  produced.     Equal  in  bloom 
and  superior  in  wear  to  silk,  at  one  fourth  the  price. 


The  "Neu"  Moire 


This   lovely   fabric   is    specially   adapted    for   lining   Directoire   and 
other  clinging  dresses.     It  makes  a  charming  skirt. 


New  Brocade  Lining 


Very  best  quality  Egyptian  Cotton,  fast  woven  designs,  all  fashion- 
able colors.     Equal  in  appearance  to  real  silk,  and  more  durable. 


Arpekas  Flannelette 


Cheap,    warm,    healthy   and    safe.      These   goods    will  neither  flash 
nor  flame,  either  before  or  after  washing. 


Eider   Lambskin 


An  entirely  new  fabric  that  will  soon  become  a  necessity  in  all 
families.  Delightful  for  ladies'  and  children's  underwear,  and 
exactly  adapted  for  dressing  gowns. 


"Own   Make"   Window  Holland 


Made    in    the   best   Whitepark    Irish    Linen    Finish,    and  sold    to 

large,    importers    at   20%    off    usual    list.      It    runs    sweetly  on    the 

roller,  throws  a   delicate   shade  and  gives  unlimited  wear.  White, 
cream,  ecru,   green,  &c. 


J.  &  N.  Philips  &  Co. 

Manchester,  England 


Mills  -Tean  and   Cheadle 


211    Lindsay    Building, 

St.   Catherine  St.   West, 

Montreal 


OFFICES 


Branch— 20  Cheapside,   London,   E.G. 

611    Empire   Building, 

Wellington  Street  West, 

Toronto 
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SPOOI^     SILK 


IT  is  as  much  to 
your  interest  as 
ours  that  we  should 
repeatedly  bring  to 
your   attention   the 

Corticelli 
European 
Fashion 
Service 

Any  reliable  re- 
tailer can  obtain 
from  us  full  infor- 
mation in  regard  to 
this  service  and 
how  it  can  be  of 
benefit  to  him.  We 
invite  YOU  to 
write  for  mforma- 
tion. 


SPOOL  SILK 


SPOOL     SILK 


CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
CORTICELLI 
of  a  century 


s  full  length. 

s  full  weight. 

s  the  best  spool  silk. 

s  the  standard  spool  silk. 

s  the  strongest  spool  silk. 

s  the  smoothest  spool  silk. 

s  greatest  in  spool  silk  sales. 

s  sold  by  leading  merchants. 

s  the  most  popular  spool  silk. 

s  the  spool  silk  for  you  to  sell. 

s  endorsed  by  leading  dressmakers. 

s  the  most  complete  in  colors  and  shades. 

s  makmg  the  greatest  growth  in  its  three-quarters 

of  popularity. 


CORTICELLI  SILK  COMPANY,  LIMITED,  st  V^tg. 


Address  nearest  office 

Sales  Rooms     22  St.  Helen  St.,  Montreal.  399  Cordova  St.,  Vancouver. 

24  and  26  Wellington  St.  West,  Toronto. 


56  Albert  St.,  Winnipeg. 
91a  York  St.,  Sydney,   N.S.W. 


Please  mention  The  Revifi'\i  to  Advertisers  and  Their    Travelers 
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Bradbury,  Greatorex  &  Co. 

(Colonial)  Limited 

Aldermanbury,    London,    England. 


We  have  pleasure  in  announcing  to 
our  numerous  Trade  Friends  the 
fact  that  we  are  now  prepared  for 
THE     SPRING,     1910,     CAMPAIGN. 

Notwithstanding  the  fact  that  there 
have  been  material  advances  in  both 
the  Cotton  and  Wool  Markets,  our 
early  and  large  contracts  place  us 
in  an  advantageous  position  as  re- 
gards prices. 

The  latest  novelties  in  Dress  Materials  of 
all  classes  will  very  shortly  be  laid  befor*^ 
you  by  our  representatives,  and  will  em- 
brace all  the  most  up-to-date  weaves  and 
designs  in  Prints,  Zephyrs,  Ducks,  Drills, 
Woollen  Suiting  Cloths,  Delaines,  etc. 

Silks,  Ribbons  and  Hosiery  will 
also  demand  your  attention  as  the 
most  up-to-date  novelties,  and  best 
values  will  be  embodied  in  our 
exhibit. 


CANADIAN  HEADQUARTERS— 
Rooms    204/  205    St.    Nicholas    Building,  near   Board    of   Trade,    Montreal,    P.Q. 

Mr.   C.   J.   W.    Davies,    Agent.  Telephone  Main,  780. 

Branches  :-VICTORIA,  B.C ,  Mr.  R.  H.  McMillen, 

TORONTO,  ONT.,  Mr.  W.  Mackenzie 
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II 


Don't  You  Think  It  Would  Pay 
You  To  Handle 

PREMIER 

Dress  Lining? 


Strength  and  Endurance  in  Every 
Thread. 

Fast  Dye  in  Every  Piece. 

Seihng   Ouahties   in   Every  Yard. 


If  you  are  not  already  handling  this  line  please  write 
— — — ^^— ^^^^—  us  for  samples  —————^ 


SOLE  AGENTS. 


John  M.  Garland 
Son  &  Co. 


OTTAWA 


ONTARIO 


5^1^^ 
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LOOK    OUT    FOR    THIS    SHIELD    AND    TRADE    MARK. 


fOr-r-  'v-^/^.-JTlfiPfW 


Brand 


MADE   IN 
ENGLAND. 


IN  PLAINS,  SOLEiLS  &  FANCIES. 

IL  THE  NEWEST  DIREaOIRE   C^t^ms      s 
MIXTURES   fr  BLACK.  X 


H 
X 
PI 

JO 
en 
H 
> 


H 
JO 

> 

O 


en 

d 

JO 

O 

a 

H 
O 

> 

^ 
O 

JO 

H 
DC 
PI 
en 

O 

r 
O 
H 

en 


Goods  to  be  obtained  from  the  high-class  Novelty  Dress  Goods  House,  STOBART  SONS  &  CO.,  Ltd.,  WINNIPEG 


DRY    G  (^  O  n  S     R  K  \-  T  F.  \V  1^ 


FLANNELETTE 

If  purchasers  o(  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  Eng-lish  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills  and  Sheetings) 

are  the  best 


Ql",  |-«       ii  ¥_¥  f\  n  n  f\f^  V"  C  r  C  ^^      stamped  on  selvedge  every 


5  yards. 


Horrockses,  Crewdson  &  Co. 

Limited 

Cotton  Spinners  and  Manufacturers 
PRESTON  MANCHESTER  LONDON,  ENGLAND 
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STANDARD  SHAPE 

with 

SHUR-ON  CLASP 


Improved 


PERFECT   FITTING 


BELT  SUPPORTER 
PATENTED  DECmaER  irEIJOO 

Cuts  furnished  free 

for    advertising 

these  supporters 


EVERYBODY    USES    THEM 


LATEST 


PATENTED    1909 

Cuts    furnished    free    for   ad- 
vertising these  supporters 


Increase  Your  Sales  by  handling  Advertised  Goods 


SOLD     BY    ALL     LEADING     JOBBERS 


I.  B.  KLEINERT  RUBBER  COMPANY 


Toronto 


1 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   it-piesent    the    hatting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  slieets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^T     CO        ^"^y  tioods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Staiibiiry   &   C"o. ,  Toronto 


Australian  Trade 


is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 


1906 

Canada 

Other  Countries 

T.tal 

Cosies,  Cushions,  etc. 

-e    495 

£     151.047 

£    154.542 

Curtains 

190 

87,675 

87.865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3,297.724 

3,309  618 

Flannelettes 

1,688 

251,965 

253.653 

Boots  and  Shoes 

4.951 

114.003 

118.954 

Rubber  Sand  Shoes 

2,319 

47.998 

50.317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing-  Offloea 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.C. 

New  York,  29  Broadway 
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ENGLISH  ^^ 

MOHAIR 

Dyed    and    Finished 

by  the  Bradford  Dyers' 

Association  Process  is  the 

Most  Versatile  Fabric  on 

the  Market. 


In  lustre,  suppleness,  richness  of  colors  and 
color  combinations  it  has  no  superior. 

In  pattern  variety  and  durability   it   has 
no  equal. 

The  new  men's  tailoring  patterns  are  ready. 


\  i 


m 


BRADFORD  DYERS' 
ASSOCIATION 


of 

BRADFORD, 
ENGLAND 
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Facts  of  Interest— Mainly  About  Ourselves 


THE  PERSONAL  The    Review    will    always     en- 

INTEREST  (leavor    to    inspire    in    its    readers 

OF  ITS  READERS.  ihat  personal  interest  wliieh  stands 
i'or  eon'fidence  and  co-operation. 
Witlnnit  these,  a  trade  newspaper  is  handicapped  in  its 
usefalne.ss.  The  merchant  who  imag-ines  for  a  naoment 
that  The  Review  has  no  ear  for  his  problems  is  very  much 
mistaken,  and  the  man  who  considers  t'hat  it  is  anything 
hut  vigilant  with  reference  to  ideas,  siiggestions.  methods 
or  plans  which  it  may  pass  along  for  the  benefit  of  otliei's 
or  applv  to  its  own  improvement  is  very  nuicli  in  the 
(iai'k  as  to  its  purposes  as  a  trade  newspaper.  There  is 
]i(j  lelllng  where  nv  when  a  goud  idea  may  l)e  appreciated, 
and  the  man  whu  sees  no  good  in  fair  exchange  is  imly 
l)ecl<nuling  his  own   helpfnlness. 

Time  and  again  The  Review  has  stated  that  it  is  will- 
ing to  pay  for  good  merchandising  ideas  witb  the  object 
of  making  merchants  more  conversant  with  the  best  in 
each  other's  methods,  in  order  to  enable  them  to  direct 
their  efforts  in  the  most  practical  and  economic  course 
consistent  with  progressiveness.  To  cultivate  such  a  feel- 
ing The  Review  would  assure  its  readers  that  ;it  is  alwa.ys 
accessible  for  consultation  in  matters  pertaining  to  its 
particular  sphere.  That  this  feeling  is  growing  is  evident 
tViim  enqnii'ies  received  from  one  end  of  Canada  to  the 
(ilhei-.  Some  of  these  are  only  of  interest  to  the  parties 
(rneclly  ciincerned,  while  ot hens 'have  been  dealt  with  froni 
lime   to  time  in   the  columns  of  the  paper. 

In  making  its  columns  open  to  the  discussion  of  mat- 
ters of  live  and  helpful  interest  to  the  trade  The  Review- 
feels  that  no  merchant  should  have  any  excuse  for  nurs- 
ing difficulties  which  some  other  merchant  may  have 
solved  satisfaictorily  or  to  which  a  remedy  may  be  evolved 
from  discussion  in  The  Review. 

Let  it  be  remembered,  however,  that  where  results  to 
be  achieved  have  no  distinct,  legitimate  merit  in  its  re- 
latiim  to  the  best  interests  of  the  dry  goods  trade.  The 
li('\i('w    caniml    be   ex|)ected    to    take   sympathetic   part. 

4- 

COVER  ILLUSTRATES  Self-expressed    encomiums 

LATEST  with    reference    to    the    cover 

VOGUE  FEATURES.  design     this     month     should. 

The  Review  feels,  meet  with 
reasonable  eontii-mation  from  those  of  its  readers  who  are 
inclined  to  be  critical.  The  constituents  of  the  design 
illustrate  approved  fashion  features  and  for  that  reason 
should  be  of  particular  interest  to  students  of  the  latest 
modes.  The  background  is  a  reproduction  of  a  steel-grey 
moire  silk,  showing  the  antique  watering  effect  which  is 
so  highly  favored.  A  Ma,nuel  photo  has  been  reproduced 
I'lir  the  central  figure.  The  gown  is  in  the  Frencli  mustard 
shade  and  is  of  the  fashionable  over-drape  type. 

THE  WIDEAWAKE  "They    know    as    much    about 

MERCHANT  advance    styles    nowadays    as    we 

KEEPS  POSTED.  do,"    remarked    the    head     of    a 

wholesale  woolen  department,  re- 
ferring to  the  manner  in  which  retailers  were  posting 
themselves  upon  market  and  style  conditions,  well  in  ad- 
vance of  their  actual  introduction.  He  attributed  it  in 
large  measure  to'  the  monthly  forecasts  and  style  news  in 
The  Dry  Goods  Review,  which,  he  declaired,  kept  the  mer- 
chant in  close  touch  with  activities  of  paramount  interest. 
This  information  preceded  the  traveler  and  it  was  often 
found  that  the  merchant  was  as  fully  enlightened  as  to 
fabric  features  before  he  saw  samples  as  the  travelei-  was 


himself.  Salesmanship  in  that  way  was  facilitated:  the 
merchant  knew  what  he  wanted,  and  in  making  selections 
could  intelligently  discuss  with  representatives  the  style, 
merits  of  weaves  and  designs. 

The  statement  made  by  this  department  head  only 
serves  to  further  reveal  the  true  import  of  the  incident 
related  in  another  paragraph  on  this  page.  It  pays  to 
read  The  Review,  and  to  rea,d  it  carefully.  No  effort  is 
spared  to  give  the  readers  of  this  paper  the  most  authentic 
market  and  style  news  available,  and  that  sufficiently  far 
iu  advance  to  be  of  actual  value  to  the  merchant  in  his 
buying. 


DRESS  FABRICS. 
THE  MONTH'S 
SPECIAL  FEATURE 


The  Review  this  month  is 
specializing  in  dress  materials 
for  Spring,  and  care  has  been 
taken  to  give  to  its  readers 
illustrations  of  as  representative  a  range  of  samples  as 
possible.  Coupled  with  these  is  a  fund  of  information 
with  reference  to  the  season's  fabrics  and  market  condi- 
tions which  should  claim  attention  from  the  present  view- 
point. Not  only  is  the  latest  word  from  Ca,nadian  centres 
given,  but  authoritative  letters  from  New  York  and  the 
Continent  should  be  of  helpful  interest  to  iiie  retailer 
when  he  comes  lo  consider  next   seasiui's   rei|uirements. 


RESULTS  FROM  Tiie    Canadian     retailer   should 

CAREFUL  STUDY  seriously  ask  himself  whether  he 
OF  THE  REVIEW,  studies  The  Dry  Goods  Review  as 
closely  as  he  should.  Recently,  W. 
T.  Riteh,  a  representative  of  an  English  firm,  described 
a  case  in  which  a  retailer's  careful  and  regular  perusal 
of  the  paper  resulted  not  only  in  store  improvement,  but 
in  securing  a  new  customer  for  an  advertiser.  Recentlj", 
a  Vancouver  retailer  visited  the  Seattle  Exposition,  and 
while  chatting  with  one  of  his  friends,  a  buyer  in  a  Seat- 
lie  store,  he  mentioned  a  special  sale  idea  described  in 
The  Review.  The  Seattle  man  was  much  interested  and 
asked  to  have  the  article  sent  him.  This  was  done.  On 
the  back  of  the  article  was  the  advertisement  of  an  Eng- 
lish fii'in.  The  buyer  became  interested,  gave  a  sample 
order,  and  repeats  have  followed.  Another  interesting 
instance  related  by  Mr.  Ritch,  describes  tiie  results  secur- 
ed by  an  advertiser,  hy  The  'Review  being  read  on  mid- 
oeean,  while  the  first  one  happened  on  United  States  soil. 
An  Ontario  retailer  was  returning  from  England,  and  on 
board  ship  met  the  buyer  of  a  Portland,  Oregon,  store. 
The  talk  drifted  to  fashion  forecasts,  and  to  substantiate 
his  remarks  the  Canadian  went  to  his  stateroom  and 
brought  back  The  Dry  Goods  Review.  The  Portland  man 
was  not  only  interested  in  the  reading  matter,  but  also 
in  the  a.dvertisements.  The  result  was  a  sample  order 
to  a  Manchester  house.  These  two  aecourits  have  brought 
others  from  the  same  territory.  Surely  the  results  from 
trade    newspaper   publicity    are    far-reac'liing. 


The  W.  A.  Gay,  who  we  announced  a  short  time 
ago,  was  unauthorized  to  take  subscriptions  for  the 
MacLean  Trade  Papers  and  Magazines  is  not  the 
Robert  Gay,  who  for  twenty  years  has  been  in  the 
employ  of  the  MacLean  Publishing  Co.,  and  who  is 
likely  to  remain  there  for  at  least  another  twenty, 
nor  are  they  relatives. 
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Increase  Your  Sales 

Of  Every  Line  of  Goods  You  Carry,  and  Make 

100%  Direct  Profit  on 
McCALL  PATTERNS 

Ten  Thousand  Merchants, 

hundreds  in  your  State — in  Towns  the  same  size  as  yours — are  now  doing  the  largest  and  best  business 
in  their  locality,  because  they  sell  McCall  Patterns  and  Fashion  Publications,  and  thus  insure  regular 
and  frequent  visits  to  their  store  from  all  the  women  in  town. 

There  is  nothing  that  interests  women  so  much  as  the  "latest  styles. " 

It  will  not  place  you  under  the  slightest  obligation  to  send  for  our  plan  and  free  samples.  We 
simply  want  you  to  see  our  proposition  and  decide  strictly  on  the  merits  of  it. 

The  well-established  McCall  Canadian  Office  and  Factory  at  Toronto,  the  largest  and  best 
equipped  Pattern  Plant  in  the  Dominion,  make  it  possible  to  offer  Canadian  Merchants  the  Celebrated 
McCall  Patterns  and  Fashion  Publications,  with  ALL  the  advantages  of  TERMS,  PRICES, 
DELIVERIES,  etc..  United  States  Merchants  enjoy. 

Write  to  day  and  be  in  time  for  the  active  Fall  trade. 

THE  McCALL  COMPANY 

The  Leading  Paper  Pattern  House  of  America 
236  to  246  West  37th  Street,  -  NEW  YORK  CITY 

CHICAGO  SAN  FRANCISCO  TORONTO,   CANADA 

NOT  IN  THE  TRUST      NO  CONNECTION  WITH  ANY  OTHER  HOUSE. 
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H€R  IsBDY^HIP 


^T»^E  are  out  with  the  strongest  range  of 
ill    Blouses  and  Whitewear,  that  it  has 
ever   been    our  privilege  to  show 
to  the  trade. 

Q  We  picture  only  one  of  twenty  styles  in 
our  range  to  retail  at  $1.00. 

Q  Wait  for  one  of  our  Special  Garment 
section  travellers  to  call  on  you,  and  be 
convinced  that  you  cannot  afford  to  pass  by 
the  range  of  Whitewear  and  Blouses  shown 
by  The  W.  R.  Brock  Company  (Limited) 
Toronto. 


^0.  K179—to  Retail 
at  $1.00 


The  W.  R.  Brock  Company  (Limited) 


Toronto 


Issued  Monthly 


Office  of  Publication,  10  Front  Street  East,  Toronto 


October,  1909 


SUBSCRIPTION    PRICE: 

Canada.  Great  Britain,    United  States,    Australia, 


South  Afriea  and  the  West  Indies 

Other  Countries 

Single  Copies 

Invariably  in  advance. 


$2  a  year 
J3  a  year 
-    25  cents 
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The  Horizon  Clears. 

THAT  wbich  was  considered  a  fair  prospect  in  tlie 
dry  goods  trade  six  months  ago  is  now  being  real- 
ized. To  discuss  market  or  trade  conditions  with  manu- 
facturers and  wholesalers  is  to  become  convinced  that 
business  during  the  present  season  has  been  very  good 
and  that  elements  of  doubt  with  regard  to  the  future  are 
negligible.  Confirming  reports  come  from  all  quarters  of 
the  Dominion,  and  August  trade  returns  render  the  fact 
all  the  more  significant.  The  total  trade  for  the  month 
was  $55,869,031,  an  increase  of  $7,761,972,  as  compared 
with  August  of  last  year.  Imports  of  merchandise  to- 
taled $30,241,376,  a  gain  of  $7,189,371.    Exports  of  domes- 


tie  products  amounted  to  $23,537,-330,  an  increase  of 
$626,791.  Exports  of  foreign  products  totaled  $1,726,- 
341,  an  increase  of  $186,040.  Customs  duties  for  the 
month  were  $5,351,157,  an  increase  of  $1,170,970.  For 
the  .first  five  months  of  the  fiscal  year  the  total  trade  of 
tiie  Dominion  has  been  $247,788,335,  a  gain  of  $36,130,- 
252,  or  about  seventeen  per  cent.,  as  compared  with  the 
corresponding  i)eriod  of  ]9()8. 

Toronto  wholesale  men  state  that,  during  the  Canadian 
Xational  Exhibition  there  was  a  record  business.  One 
house  reports  that  in  two  days  their  sales  exceeded  those 
of  the  two  weeks  of  last  year — that  merchants  not  only 
came  to  look  things  over,  but  were  prepared  to  buy.  Dur- 
ing re-union  week  in  Montreal  there  was  a  similar  impetus 
in  sorting  business  there.  These  facts  a,re  regarded  as 
ranking  among  the  best  indications  of  the  propitious 
state  of  things  throughout  the  country.  Good  crops  and 
activity  in  almost  every  line  of  industrial  enterprise  con- 
stitute the  basis  of  tbe  prevailing  prosperity.  It  is  inter- 
esting to  note  here  that,  scanning  the  industrial  and  com- 
mercial horizon,  Robert  Hobson,  late  president  of  the 
Manufacturers'  Association,  sees  little  to  warrant  dis- 
couragement. In  his  annual  address  at  Hamilton  lie 
stated: 

"I  cannot  but  feel  that  as  business  men  we  have  much 
to  be  thankful  for.  Trade  conditions,  both  domestic  and 
foreign,  have  noticeably  improved.  The  clouds  of  de- 
pression wliich  gathered  so  suddenly  towards  the  close 
of  190-7,  and  which  continued  to  overshadow  us  during 
1908,  have  slowly  but  surely  been  breaking  up.  Building 
and  construction  work  is  gradually  resuming  its  normal 
swing;  the  assurance  of  another  bountiful  harvest  is  re- 
storing the  confidence  of  the  banker,  the  manufacturer, 
the  wholesaler  and  the  retailer;  money,  in  consequence,  is 
growing  easier,  and  credits  steadier;  stocks  which  were 
allowed  to  become  depleted  almost  to  the  point  of  ex- 
haustion are  now  being  replenished— in  fact,  from  every 
quarter  come  encouraging  evidences  of  revival.  There  are, 
of  course,  exceptions,  for  in  some  few  industries  the  effect 
of  hard  times  is  still  being  felt.  But,  broadly  speaking, 
the  situation  is  improved;  the  trend  of  business  is  mark- 
edly upwards,  and  ere  another  year  has  passed  I  trust 
the  clouds  will  all  have  disappeared  and  we  will  again  be 
enjoying  the  sunshine  of  prosperity," 
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The  fact  that  prices  in  cottons  and  woolens  iiave 
steadily  advanced  is  reg'arded  a,s  another  cause  to  which 
may  be  attributed  the  excellent  sorting  business.  Retail- 
ers are  anticipating  this  movement,  altlrougli  it  cannot 
be  said  that  they  have  as  yet  felt  the  a.dvance  in  any  con- 
siderable degree.  Wholesalers  declare  that  great  business 
has  been  done  in  lines  stocked  prior  to  the  advance,  but 
that,  where  re-orders  have  been  necessary,  increases  have 
been  made.  It  is  freciuently  a  difficult  matter  for  the 
wholesaler  to  increase  prices  on  sorting  business,  under 
such  circumstances,  and  it,  'therefore,  cannot  be  said  that 
the  advance  ha.s  had  general  application.  On  Spring 
lines,  however,  they  will  bave  full  effect.  New  price  lists 
on  cotton  goods  show  an  advance  ranging  from  5  to  20  per 
cent.,  while  in  woolens,  both  on  repeats  and  on  Spring- 
lines,  the  raise  has  been  from  10  to  15  per  cent.  The 
prospects  of  a  further  bulge  in  prices  are  such  that  wi)t)len 
men  state  that  ea,rly  buyers  will  undoubtedly  have  the 
advantage  in  prices  and  deliveries.  The  knit  goods  manu- 
facturer who  has  found  it  necessary  to  enter  the  market 
for  his  raw  material  recently  has  found  marked  differ- 
ences, as  compared  with  prices  earlier  in  the  year,  and 
it  would  ajipear  that  changes  in  values  may  be  hmked 
for  in  snnie  of  the  new   lines. 


Woolen  Men  Want  Enquiry. 

CANADIAN  woolen  men  are  wide  awake  to  the  fact 
that  if  an  important  industry — one  that  is  indi- 
g-enous  to  the  country  and  hence  entitled  to  every  reas- 
onable encouragement — is  to  be  preserved  and  developed 
as  it  shoiiid,  there  must  be  a  thorough  understanding, 
on  the  part  of  those  who  hold  its  future  in  their  hands, 
as  to  the  conditions  which  threaten  it. 

Of  one  thing'  the  woolen  men  appear  to  be  convinced 
— that  authoritative  reports  of  government  commission- 
ers and  others,  dealing  with  conditions  afTecting  the 
industry  in  England  and  on  the  continent  have  practi- 
cally confirmed  their  statements,  and  that  the  time  has 
now  arrived  when  the  industry  in  Canada  should  be 
made  the  subject  of  an  investigation  extending  from 
sheep  to  clothing.  They  claim  that,  by  such  a  course, 
the  whole  question  would  be  considered  upon  its  own 
merits  and  political  elements  properly   eliminated. 

A  resolution  advocating  the  appointment  of  a  com- 
mission with  such  action  in  view  was  endor.sed  by 
woolen  and  knitted  goods  men  at  a  meeting  of  their 
section  preceding  the  sessions  of  the  Canadian  Manu- 
facturers' Association  in  Hamilton.  A  further  inquiry 
would  only  be  in  line  with  the  promise  of  Sir  Wilfrid 
L'aurier  at  the  annual  banquet  of  the  C.  M.  A.  in 
Montreal,  1908.  He  stated  that  manufacturers  should 
have  representation  upon  the  commission. 

It  cannot  be  denied  that  such  an  inquiry,  properly  con- 
ducted, should  settle,  once  and  for  all,  the  long-debated 
question  as  to  whether  Canadian  factories  measure  up 
to    existing   opportunities,    in    what   direction    the    woolen 


industry  may  be  developed  with  most  satisfactory  re- 
sults, how  .sheep  raising  may  best  be  encouraged,  what 
measures  are  necessary  in  bringing  about  standardiza- 
tion of  wool,  and  what  facilities  should  be  given  tlie 
farmer  for  assembling,  packing  and  marketing  raw 
material.  In  these  latter  particulars  the  wool-growing 
induhti'y  has  been  sadly  neglected.  It  is  useless  to  con- 
side  any  measure  for  placing  the  woolen  industry  upon 
its  proper  footing  which  does  not  fully  estimate  the 
requirements  of  the  sheep  raiser.  That  was  a  significant 
sentence,  which,  on  the  occasion  of  a  recent  meeting  of 
woolen  men,  followed  the  question  asked  by  the  chair-- 
man  :  "Where  do  you  go  to'  buy  Canadian  wool,  outside 
of  the  middlemen  ?"  Room  for  businesslike  regulation, 
education  or  systematizing  certainly  exists  where 
farmers  have  but  meagre  knowledge  as  to  the  standards 
of  their  i)roduct  and  where  equipment  essential  to  the 
proper  marketing  of  it  is  deficient. 

Opinions  differ  as  to  the  most  satisfactory  method 
by  which  to  offset  those  disadvantages  which  confront 
the  Canadian  industry  at  the  present  time.  The  problem 
resolves  itself  into  one  which  calls  for  the  reasonable  en- 
couragement of  those  lines  which  can  best  be  produced 
in  Canada.  To  properly  eciualize  conditions,  there  are 
those  who  hold  that  the  protective  measures  should 
api)ly  not  only  to  raw  material,  but  also  to  every  stage 
of  manufacture — the  increa.se  being  graded  accoixling  to 
the  amount  of  labor  expended.  Where  it  is  shown  that 
a  certain  kind  of  wool  can  be  most  satisfactorily  pro- 
duced in  this  c(nmtry,  the  growing  of  that  wool  should 
be  encouraged.  A  similar  procedure  with  regard  to 
tops,  yarns,  cloth  and  clothing  would  promote  develop- 
ment whore  possible  and  give  a  well-defined  purpose  to 
Canadian  industiy. 

That  there  has  been  marked  development  in  the  man- 
ufaicture  of  woolens  and  knitted  goods  cannot  be  denied, 
and  it  is  a  commendable  fact  that  those  industries,  in 
spite  of  discouragements  complained  of,  have  steadily 
advanced  towards  high  standards.  That  fact  should  be 
of  weighty  significance  in  the  inquiry  which  now  seems 
opportune,  and  .should  add  force  to  optimistic  estimates 
as  to  the  jiossibilities  of  the  Canadian  industry. 


Watch  Your  Stocks. 

TIME  and  again  the  slogan  of  watching  stocks  has 
been  dinned  into  retaileis'  ears.  Supplying  cus- 
tomers what  they  want  when  they  want  it,  is  the  modern 
method  of  keeping  and  building  business.  Some  depart- 
ment stores  are  seldom,  if  ever,  out  of  sizes  or  styles  in 
staple  lines,  particularly.  They  accomplish  this  result 
by  making  out  each  night  a  list  of  short  sizes  or  styles. 
In  this  way  heavy  stocks  are  not  carried,  assortments  are 
good,  and  stocks  are  turned  frequently.  The  smaller  re- 
tailer ca,n  follow  the  same  example.  Train  the  clerks  to 
report  at  once  any  goods  sold  out,  and  send  or  communi- 
cate requirements  to  the  wholesaler  at  once.  This  method 
is  one  of  the  effective  ways  of  preventing  the  inroads  of 
mail  orders. 
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Butterick  Patterns 

in  the  right  place  again 

The  H.  H.  Sturtevant  Co. 

Zanesville,  Ohio 

make  the  following  announcement : 


BUTTERICK  PATTERNS 
IN  THE  RIGHT  PLACE   AGAIN 

Three  years  ago  we  thought  we  had  found  a  better  pattern  than  the 
Butterick.  We  changed.  We  gave  the  new  pattern  much  publicity  and 
a  fair  trial.  We  know  now  that  Butterick  Patterns  stand  to-day  admittedly 
the  best,  and  Zanesville  women  will  be  glad  to  learn  that  Butterick 
Patterns  are  here— in  their  rightful  home— again.     They're  on  sale  now 

STURTEV ANT'S  THE  BIG  STORE 


We  admire  Sturtevant's — The  Big  Store 

It  Takes  a  Man  of  Courage 

to  admit  a  mistake  —  especially  a  mistake  in  merchandising.  To  let  go  one 
line  of  goods  to  put  in  another  of  the  same  character,  and  then  at  the  end 
of  two  or  three  years  to  throw  out  the  new  line  and  restore  the  old,  takes 
a  man  of  special  courage.     We  admire  Sturtevant's. 

But  Their  Reward 

Oh  yes  !  They  report  that  their  sales  of  Butterick  patterns  for  the  first 
two  weeks  after  restoring  them  were 

210  Per  Cent.  Larger 

than  their  sales  of  that  other  pattern  same  two  weeks  one  year  ago.  Were 
the  women  glad  to  get  the  Butterick  back  again  }    And  did  they  show  it  ? 

Who  Is  the  Next  Man  of  Courage } 

THE  BUTTERICK  PUBLISHING  CO. 

33  RICHMOND  STREET  WEST,  TORONTO,  ONTARIO,  CANADA 


Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers 


A  View  of  the  Ground  Floor  in  the  Store  of  Bonnewitz  Bros.,  Van  Wert,  Ohio. 

Drygoodsmen  and  their  Practical  Methods 

Western  Merchants  Holding  Guessing  Contests  —  Hartford  Merchant 
Publishes  his  Own  Advertising  Medium  —  A  Town  Store  Which 
Holds  its  Own  Against  City  Competition— With  the  Maritime  Merchants. 


Nothing  too  Good  to  Carry. 

AT    FIRST   glance,   it    would   apisear    tha.t    the   dry 
goods  merchant  in  a  town  of  8,000  people,  locat- 
ed midway  between  two  cities,  one  of  40,000  and 
t'he  other  of  25,000,   would  find  iiimself  face   to 
face  with  the  standing  problem  of  focusing,  in  his  store, 
tlie   trade  from   that   radius   of   country   which  he  is   en- 
titled to  consider  his. 

Some  time  ago,  The  Review  gave  a  short  description 
of  the  store  of  Bonnewitz  Bros.,  Van  Wert,  Ohio,  and  now, 
through  the  kindness  of  Horace  R.  Bonnewitz,  of  the  Gipe 
Carrier  Co.,  Toronto,  is  'able  to  publish  views  of  a  num- 
ber of  the  departments.  They  show  well-a,rranged  slocks, 
excellent  disposition  of  merchandizing  space,  and  modern 
equipment. 

Van  W'crt  is  situated  as  described  'above — between  two 
larger  cities.  Asked  for  an  explanation  of  the  success 
which  has  been  achieved  by  the  store,  Mr.  Bonnewitz 
stated:  "Notbing  is  too  good  for  us  to  ca.rry.  We  have 
what  the  people  want,  and  they  know  that  they  can  do  no 
better  in  Fort  Wayne  or  Lima.  We  consider  that  we  get 
all  the  business  that  is  coming  to  us  within  a  radius  of 
20  miles.  All  three  places  are  connected  by  electric 
lines,  and,  in  addition  to  this,  the  district  is  interlaced 
with  good  roads.  All  of  these  things  help  to  bring  the 
country  people  close  to  their  merchant.  The  distribution 
of  advertising,  whether  by  circular  or  newspaper,  is  an 
easy  matter.  The  city  customers  have  little,  if  any,  ad- 
vantage over  those  from  the  country  in  the  matter  of  shop- 
ping opportunities." 


The  Bonnewitz  store  has  live  storeys  and  a  basement. 
It  has  a  frontage  of  60  feet,  and  as  the  building  stands 
on  a  corner,  a  window  arrangement  of  110  feet  is  pos- 
sible. The  dividing  pai'titions  are  remova'ble,  and  the 
trimmer  is  thus  enabled  to  combine  front  and  side  win- 
dows very  effectively.  The  main  entrance  is  recessed 
eight  feet  and  vestibuled^a  plan  which  proves  its  value 
alike  in  stormy  Winter  weather  and  in  the  dusty  days 
of  Summer.  A  stationary  show  case  stands  in  the  centre. 
As  previously  pointed  out,  the  first  floor  is  used  for  gen- 
eral dry  goods,  office  and  balcony  waiting-room;  second 
tloor,  ladies'  ready-to-wear;  third  floor,  carpets,  curtains, 
upholstery,  wall  paper;  fourth  floor,  reserve,  and  fifth, 
rough  storage.  The  basement  is  used  for  kitchen  furn- 
ishings, cbina  and  cut  glass,  and  here  also  is  a,  bargain  de- 
partment, made  up  of  remnants  from  the  main  depart- 
ments. This  is  the  only  place  in  the  store  where  tickets 
show  reduced  prices,  or  where  they  may  'be  obtained. 

The  Bonnewitz  store  had  its  origin  in  1877,  in  a  build- 
ing aibout  one-fifth  the  size  of  the  present  structure,  which 
is  practically  new. 


Guessing  for  Cold  Cash  on  Hard  Wheat. 

Saskatoon,  Sask.,  and  surrounding  country  will  for 
the  next  few  months,  be  a  region  of  great  hopes  for  popu- 
lar folks  and  good  guessers.  Currie  Bros,  announce  tha,(, 
as  their  New  Year's  gift,  they  will  divide  $1,725  among 
six  people  who  guess  nearest  the  correct  number  of  grains 
of  new,  No.  1  nortbern  wheat  enclosed  in  a  balf-bushel 
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case,  wliicli  is  not  in  Ix-  opciicil  iiiilil  llic  niiiniiii^-  pic- 
ceding  Xcw  Vtar's  Dav.  Tlu'  lirst  prizf  will  he  +1.00(1 
cash,  and  the  sixlli,  .fJO  cash.  One  guess  is  ijivcu  with 
every  dollar's  worth  of  goods  purchased.  .].  V.  (.'aims 
is  out  with  a  similar  contest.  It  is  called  "Cairns'  Christ- 
mas Box,"  and  contains  .th-lOO  in  "cold  cash."  lie  has 
enclosed  about  lialf  a,  bushel  of;  Xo.  1  northern  wheat  in 
a  sealed  box,  which  will  be  opened  Dee.  24.  The  best 
guess  will  be  worth  .+  l;0'l)().  and  the  sixth  best  .$2")  in  cash. 
No  guesser  in  either  contest  may  win  more  than  one 
prize. 

It  is  noted  that  the  announcement  made  l)y  each  of 
the.se  departmental  stores  is  worded  almost  exactly  alike, 
and  that  the  guessing  in  each  case  continues  up  to  the  day 
[)reeeding  Christmas  and  New  Year's  Day.  It  would  ap- 
pear, therefore,  that  the  a,nnouncement  as  to  the  number 
contained  in  the  Cairns'  half-bushel  at  Christmas  would 
be  worth  something  to  those  guessing  on  the  Currie  half- 
bushel  during  the  week  hi-iwcen  tlie  two  holidays.  The 
fact  that   Cairns  has  taken  "abiuit  half  a  bushel."  while 


.1.  Thomas,  wIkj  has  dcNclopcd  this  piiblicit\  feature,  kn<j\v.-» 
how  to  so  con>irnct  an  ad.  thai  he  gives  pre.seut-moment 
news  value  to  his  announceuu'nts,  be  it  stovepipes  or  lin- 
gerie. In  the  application  of  liis  facts,  he  hammers  away  at 
(lualily.  listen  to  this:  " AVe  are  not  doing  busines.^ 
just  for  this  year,  but  for  next  year,  and  the  year  after; 
that  is  why  we  stick  to  ([uality."  When  Thomas  sells 
overa'ls  that  wear  well,  he  knows  thai  (piality  is  going 
to  carry  him  through  to  that  point  in  the  futui'e  wlien 
those  whii  wear  them  will  want  more  overalls  and  will 
know  where  to  get  them. 

The  B.  W.  Thomas  store  carries  almost  everytliing 
stigii'ested  by  the  ordinary  vicissitudes  of  life  as  necessary 
to  a  man — from  sox  to  nuirriage  licenses — with  emphasis 
on  quality.  They  have  found  that  the  home-made  adver- 
tising medium — there  is  none  other  close  at  band — has 
l)aid  well,  hence  the  recent  enlargement. 

The  Thomas  press  will  ])rint  a  page  7xll-in.  Typo- 
grai)liically,  there  may  be  some  criticisms  applicable  to 
"Sti;i-e   Hints,'"  but.  considering  the  circumstances,   it   i;* 


View  of  the  Basement  in  tlie  Store  of  Bonne*itz  Bros.,  Van  Wert,  Oliio. 


Currie  has  taken  an  "exact  half-bushel,"  may,  however, 
point  t(j  the  kink  in  the  problem. 

As  if  to  diversify  fhe  guesserfcst  arranged  by  the 
merchants,  the  Daily  Phoenix  is  pulling  off  a  voting  con- 
test— the  most  popular  lady  receiving  a  piano  worth  $.').")0. 
There  will  l)e  five  other  prizes,  tlie  sixth  being  a  .$75 
watch. 

Has  His  Own  Advertising  Medium. 

Some  weeks  ago.  The  Review  traced  the  interesting 
process  of  evolution  which  gave  to  the  Village  of  'Hart- 
ford, Simcoe  County,  its  first  printing  plant,  and  to  the 
B.  W.  Thomas  store  its  own  advertising  medium.  Since 
t'lien  further  developments  have  featured  the  history  of 
that  printery.  Its  product  has  assumed  larger  dimensions, 
the  capabilities  of  its  press  and  type  fonts  are  being  more 
fully  tested — tlie  B.  W.  Thomas  store  is  spreading  out  on 
its  publicity  work. 

Number  1.  Volume  1,  of  "Store  Hints,"  a  four-page 
pai)er.  has  made  its  appearance.  Every  inch  of  the 
14x22-iuch  sheet  is  full  of  news — and  advertising — for  K. 


a,  credit  to  the  publisher — looks  well  and  reads  well.  Each 
page  is  devoted  to  one  or  two  distinct  departments.  Here 
and  there  a  few  'bright  sayings  are  sandwiched  in — ^things 
that  people  will  read  and  will  always  look  for. 

"Store  Hints"  is  issued  "every  little  while,"  and, 
for  distribution,  is  sometimes  enclosed,  along  witli  sam- 
ples, in  a  large  envelope,  which  also  carries  a  few  lines 
of  store  news.  The  front  page  of  the  first  number  of  the 
paper  is  reproduced  in  this  connection.  The  subscrii>tion 
price  is  "the  confidence  and  patronage"  of  the  people. 


Interesting  Employes. 

The  Spirella  Corset  Co.,  with  headquarters  in  Mead- 
ville.  Pa.,  have  a  model  branch  factory  in  Niagara  Falls, 
Out.  They  liave  now  acquired  land  across  the  river  on 
Whirlpool  Street,  and  will  erect  a  large  faictory  on  it.  It 
is  the  policy  of  the  company  to  have  their  employes'  in- 
terest in  every  move  for  expansion  that  is  taken,  so,  re- 
cently, a  little  army  of  fhe  employes  of  tbe  Meadville 
factory  went  to  Niagara  Falls  to  investigate  conditions 
there. 
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M  E  N     AND     METHODS 


Dr\i  Goods  Reviczv 


Cash  Doubled  His  Output. 

Moncton,  N.'B.,  Oct.  1. — ^Tlie  new  store  which  is  being 
erected  by  R.  N.  Wyse  is  of  two  storeys,  38  feet  wide,  and 
100  feet  deep,  with  a  full-size  basement,  suitable  for  mer- 
chaindizing  purposes.  Mr.  Wyse  will  have  7,20'O  square 
feet  of  space  immediately  available,  and  when  comparison 
is  made  with  the  fact  'that  in  his  present  store  he  has 
only  a^bout  1,50'0  square  feet,  -one  must  immediately  real- 
ize the  signitleance  of  tlie  development  which  ma.de  larg- 
er premises  necessary. 

One  of  the  display  windows  will  face  on  Main  Street, 
and  'another  on  Ro'binson  Street,  while  the  upper  storey 
will  be  similarly  served.  The  store  is  being  equipped  with 
up-to-date  fixtures  throughout. 

■One  of  the  striking  features  of  this  business  is  that 
it  has  been  conducted  for  a  num'ber  of  years  on  a  strictly 
cash  basis.    When  it  was  taken  over  by  the  present  owner 


space  is  126  feet  by  W6  feet,  and  will  be  arranged  in  con- 
venient form  fur  showing  and  demonstrating  different 
lines. 

The  business  is  divided  into  eleven  distinct  depart- 
ments. This  method  was  adopted  about  fifteen  years  ago, 
when  there  were  fewer  departments  than  at  present. 
Others  were  added  from  time  to  time  as  the  business  de- 
veloped. The  different  departments  are  classl'tied  as  fol- 
lows: A.,  dress  goods,  silks  and  linings;  B.,  cottons, 
linens,  staples;  C,  smalhvares  and  notions;  D.,  men's  and 
boys'  c'othing  and  furnishings;  E.,  crockery  a,nd  glass- 
ware; F.,  housefurnishings,  including  carpets,  etc.;  G., 
ladies'  ready-to-wear;  H.,  furs;  I.,  millinery;  K.,  wall 
paper;  L.,  furniture    (the  new  department). 

The  McSweeney  Co.  are  one  of  tlie  largest  newspaper 
advertisers  in  the  Maritime  Provinces,  and  this  is  un- 
doubtedly the  secret  of  a  la,rge  measure  of  their  suc- 
cess. 
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All  to  go  at    ..     9 


About  th^ 

SAMPLES 


This  department  of  our  sior«    is    th^ 

Busy  one  just  noW. 
It  bleats  all  th<;  quantity  of  Dry  Qoods 

we  s^ll;  therms  a  Reason 
It  is  th%  Quality,  Patterns   and  Price 

The  Samples  enct'^sed  this    time    are    only  a 
few  of  the  man)-  patterns. 


Factory  Cotton  marked  I  C  U 

24  10.  wide;  look  at  the    even    thread  and  the 

weight      8 

The  other  piece  is  the  same  width  and  only  ..  7 
Stcamlooni  34  in.  wide  .. 10 


Flannelettes       We  can  give  you  values  here, 
and  a  Urge  variety  of  patterns. 
Blue  and  Fawn  stripe  the,  Gray    with    double 
Red  stripe  are  27  in 7 

Checks  -^  pieces  Mixed  Blue  and  Gray.  Grav 
with  long  Ked  check  and  the  Gray  with  deep 
Blue  double  stripe  27  in 9 

Shirtings  The  nice  lied  and  the  2  Brown 
checks  .Alra  l.eavi  29  in.  .  ..       12! 


PRINTS 

We  only  send  ;i  few  samples  of  our     10    edit 
prints.  .Ml  fast  colors  Lots  of  nice  patterns. 


Black  Satte^n 

Here  is  good  buying  if  you  need  satteen;  a  full 

yard  wide  nice  lustre     16 

Figured  Satt^^n 

Something  new  and  nice;    we  have  this  in  two 
patterns  at    15 


The  First  Page  of    "Store  Hints,"  Issued  by  the  B.  W. 
Thomas  Store,  Hartford. 


Innovations  at  Millinery  Openings. 

Chatham,  Oct.  1. — Some  striking  innovations  at  the 
recently-opened  Chatham  branch  of  t'he  Chatham-Sa.rnia 
dry  goods  tirm  of  Smitli  &  Ash  formed  the  chief  feature 
of  interest  in  connection  with  the  Fall  millinery  openings 
in   this  city. 

Following  the  precedent  set  last  Spring  by  Apple'be, 
Stone  &  Applebe,  practically  all  the  millinery  openings 
were  held  in  the  same  evening.  At  the  Smith  &  Ash 
millinery  opening,  music  was  furnished  'by  an  orehestra, 
in  a,ddition  to  which  a  vocalist  was  secured  to  render 
selections  during  the  evening.  He  was  "Mr.  Smith,  of 
New  York,"  was  advertised  well  ■beforehand,  and  evi- 
dently proved  an  attraction,  large  crowds  visiting  the 
store  during  tlie  evening.  Vocal  music  is  something  'of 
an  innovation  in  ciiiiiiection  with  millinery  openings  here, 
but  the  tirm  is  well  satis'tied  with  the  results.  No  sales 
were  made  during  the  evening,  in  order  tha,t  undivided 
attention  might   be  given   to  displaying  the  goods. 

A  few  weeks  prior  to  tlie  millinery  opening's,  a  new 
front  was  placed  in  the  Smith  &  Ash  store.  It  is  a 
double  front,  the  windows  being  more  nearly  square  than 
the  ordinary  show  window,  while  the  flooring  of  the  win- 
dow is  within  a  foot  of  the  sidewalk.  This  brings  the 
displays  in  the  most  adva,ntageous  position  to  catch  the 
eye  of  the  passer-by.  Special  attention  has  been  given  to 
lighting,  the  interior  woodwork  and  ceiling  being  white, 
with  mirrors  at  the  'back  and  both  sides  of  each  window. 
At  night  the  windows  are  lighted  from  above  with  large, 
frosted  electric  bu'bs,  giving  a  soft  and  pretty  light 
etfect. 


and  it  was  aiuioiiiu-ed  that,  in  future,  all  transactions 
would  be  cash  only,  wise  heads  predicted  failure  or  a  re- 
treat to  the  old  system,  but  through  many  discourage- 
ments and  failures  Mr.  Wyse  stuck  to  his  gnus,  and 
through  sound  business  management  succeeded  in  more 
than    doubling  its   former   output. 


Adding  Furniture  Department. 

Moncton,  N.B.,  Oct.  1. — The  Peter  McSweeney  Co.  have 
enlarged  their  building  in  order  to  add  one  more  to  their 
ten  departments.  The  changes  and  additions  made  will 
increase  the  floor  space  of  the  store  by  a.bout  7,.50O  square 
feet.  An  elevator,  which  is  being  installed,  wi'I  serve 
the  four  floors.  The  entire  third  floor  is  now  being  made 
ready    for    an    up-to-date    furniture    departm^ent.      Thils 


Utilizing  the  Fall  Fair. 


Chalham,  Oct.  1. — A  striking  feature  at  the  Fall  fair 
here  was  the  exhibit  put  on  by  the  furniture  department 
of  C.  Austin  &  Co.,  dry  goods  store. 

The  exhibit  took  up  all  the  space  in  one  of  the  down- 
stair wings  in  the  main  building.  On  either  side  of  the 
aisle,  which  divided  this  section  of  the  building,  the 
furniture  display  was  arranged,  each  side  showing  three 
completely  furnished  ro'oms.  The  displays  represented 
parlor,  dining-room,  sitting-room,  library,  den,  and  be- 
sides making  a  fine  and  appea'ing  showing  of  first-class 
furniture,  the  displa.ys  served  to  emphasize  the  complete- 
ness of  the  Austin  stock.  For  instance,  in  one  of  the 
rooms  a  china  cabinet  was  filled  with  china  from  the 
china  department  of  the  Austin  store.  The  various  rooms 
represented   were  carpeted  with  rugs  and  hung  with  cur- 
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tains  and  lian,uinj;s  tViini  llic  Anslin  stock,  wliilc  the 
store  also  su|)plied  t'he  eoverins>'s  for  ta,l)les,  jai-dinierc 
stands,  etc. 

This  annual  exhibit  at  the  Fall  fair  has  fov  some 
years  past  been  one  of  the  outstanding'  I'eatures  of  the 
Austin  advertising-  eampaign,  in  conneetion  with  the 
store's  furniture  department,  and  Mi-.  Austin  is  well 
pleased  with  the  results.  While  the  pnrpuse  is  merely 
to  disp'ay  the  goods,  a  large  numbei-  of  sales  are  directly 
traceable  to  these  displays,  while  they  have  undoubtedly 
helped  the  other  departments  of  the  dry  goods  business 
by  keeping  the  firm  prominently  in  the  pu'blic  eye. 

■While  no  price  cards  were  attached  this  year.  a,t- 
tractive  hand-made  cards  were  attached  to  the  displays 
"A  few  sug-gesti(nis  for  the  jjarlor,"  is  a  sample.  Cards 
were  also  placed  at  both  ends  of  the  aisle,  giving  the 
name  of  the  tirm,  with  a  few  catcliy  words  additional. 


Chatham  Retail  Merchants'  Picnic. 

Chatham,  Oct.  1. — The  annual  picnic  of  the  Chatham 
Retail  Merchants'  to  Erie  Beach  was  quite  largely  pat- 
ronized.    A  majority  of  the  dry  goods  merchants  did  not 


dollars  a  month,  one  of  his  duties  being  the  packing  of 
Wi)(d.  At  the  age  of  seventeen  Mr.  Hatch  went  to  New 
Vork  and  entered  the  store  of  Robinson  &  Co.,  on  Broad- 
way, as  entry  clerk.  He  always  gave  large  credit  to  the 
training  he  received  there  for  t'he  pronounced  success 
which    later   crowned    his   commercial   career. 

In  18.');}  Mr.  Hatch  went  fo  I'hiladelpliia  to  take  charge 
of  the  office  of  the  Wilcox  &  (Jibbs  Sewing  Macliine  Com- 
pany, but  la,ter  returned  to  New  York  and  established  an 
agency  for  tlie  company.  It  was  largely  through  his  ef- 
forts t'liat  its  operations  were  extended  to  foreign  coun- 
tries. 

Having  amassed  a  fortune  in  the  sewing  machine  busi- 
ness, Ml-.  Hatch  retired  IVom  business,  but  his  retirement 
was  not  of  long  duration.  In  1879  the  firm  of  Lord  & 
Taylor,  lia.ving  become  involved  in  financial  difficulties,  he 
was  asked  to  take  charge  of  the  affairs  of  tliis  well-known 
house,  and  he  consented  to  undertake  the  task.  Being- 
impressed  witli  the  prestige  of  the  name,  lie  retained  it 
wlien  he  reorganized  the  business,  and  brought  the  con- 
cern to  the  hig^i  rank  it  has  enjoyed  for  so  ma,ny  years 
among  the  leading  commercial  houses  of  the  world. 

Mr.   Hatch   had  been  in   the  habit   for  forty  years  of 
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Main  Floor  Plan  of  the  Cressman  Store,  Peterborough.     The  Men's  Shoe  Department  it  «ill  be  noted,  is  Located  in  the  Rear  of  the 

Furnishings  and  Clothing  Section.    The  Ladies'  Shoe  Department  is  Similarly  Located  in  Relation  to  the 

Ladies'  Ready-to-Wear  Section.     The  Main   Floor  is   110  feet   by  60    feet. 


close,  the  general  feeling  among  them  being  that  the 
picnic  should  be  held  on  Civic  Holiday.  Owing  to  tlie 
large  number  of  hands  employed  in  the  average  dry  goods 
establis'hment,  the  closing  of  a  store  on  a  regular  busi- 
ness day  involved  a  loss  wlrich  merchants  in  ot'her  lines 
do  not  seem  to  appreciate.  This  loss  does  not  end  with 
the  one  afternoon,  since  next  morning  employes  rarely 
feel    like    working  with   tiieir   usual   spirit. 


Began  at  Four  Dollars  a  Month. 

When  the  late  Edward  P.  Hatch,  head  of  the  dry 
goods  firms  of  Lord  &  Taylor,  New  York,  was  five  years 
o'd,  his  father  moved  to  Burlington.  Vermont,  w'here  the 
boy  entered  school.  He  early  showed  an  inclination  to- 
wards commercial  pursuits,  however,  and  when  he  was 
fifteen   years  old  he  entered  a  store   at   a   salary  of  foni- 


spending  his  summers  in  Burlington,  Vermont,  and  vicin- 
ity. A  number  of  years  ago  he  purchased  Red  Rocks, 
a  splendid  wooded  estate  on  the  shore  of  Lake  Cham- 
plain,  sout'h  of  Burlington,  and  lie  spent  large  sums  in 
laying  out  driveways  through  the  woods,  and  providing 
lookouts  over  the  lake  and  the  Adirondaeks  to  the  west, 
as  well  as  on  the  east  side,  towards  the  Green  Moun- 
tains. He  not  only  spent  many  days  enjoying  this  and 
other  beauty  spots,  but  he  also  delighted  to  see  the  people 
in  general  visit  and  admire  them.  Mr.  'Hatch  also  con- 
structed a  number  of  miles  of  permanent  stone  highway 
in  the  vicinity  of  Mallett's  Bay,  one  of  the  most  attractive 
spots  on  Lake  Champlain.  and  provided  drinking  fountains 
fur  teams  at  various  points.  His  interest  in  these  ser- 
vices to  the  jiublic  and  in  such  movements  as  the  agita- 
tion ftn-  the  preservation  of  the  rivers  and  lakes  in  their 
original  purity  was  unabated  up  to  the  time  of  his  last 
illness. 


Should  Profits  be  Figured  on  the  Sale  or  on  Cost? 

The  Percentage  of  Profit  in  Relation  to  Cost,  Expenses  and  Selling 
Price  —  Proper  Methods  Earn  Dividends  Just  as  Well  as  the  Manu- 
factory or  Selling  Departments  —  Suggestions  as  to  Keeping  of  Records. 

Written  for  The  Dry  Goods  Review  by  Howard  R.  Wellington. 


IS  not  the  customary  method  of  figuring  profit  based 
to-day  oil  the  net  cost"?  And  yet,  is  not  every  other 
percentage,  such  as  commission,  discount,  allowance, 
etc.,  figured  on  the  selling  j^rice?  If  we  are  to  make 
a  financial  success  in  any  business,  it  is  absolutely  neces- 
sary t'hat  the  correct  basis  of  figuring  percentages  of  profit, 
expenses,  discount,  etc.,  must  be  adopted  from  the  first. 
Vv'e  sometimes  look  upon  our  offices  as  a  necessary  but 
burdensome  expense,  but  the  office,  if  equipped  with  the 
proper  metbods  and  records,  earns  dividends  for  the  busi- 
ness as  well  as  the  manufactory  or  selling  departments. 

The  Unsuccessful  Business. 

Nine  times  out  of  every  ten,  the  business  wliich  does 
not  succeed  can  trace  the  cause  to  the  fact  that  some- 
where in  the  organization  or  in  the  application  of  prin- 
ciples, 'there  iias  been  either  a  lack  of  system  or  a,n  errone- 
ous interpretation  of  certain  standards  in  regard  to  per- 
centages of  profit  and  expense.  Every  merchant  should 
aim  to  get  -his  business  on  a  basis  where  he  can  tell  a.t 
once,  first  —  whether  he  is  making  or  losing  money; 
second — how  much  is  made  or  lost  during  a  period;  third — 
if  a  loss,  where  the  leakage  has  occurred;  fourth — what 
percentage  his  expenses,  etc.,  bear  to  his  total  sales. 

Another  View  of  Gain. 

Do  the  profits  of  one  department  in  your  store  conceal 
tbe  losses  of  another?  Is  there  a  difference  between  the 
gain  as  applied  to,  say,  increased  population,  and  the 
percentage  of  profit  as  applied  to  money  transact  ions? 

We  believe  there  is.  For  instance,  the  population  of  a 
city  increases  from  40,000  to  &0,0OO — what  is  the  per- 
centage of  gain — ^50  per  cent. 

We  say  that  we  make  25  per  cent,  by  adding  25  cents 
to  every  dollar  of  cost,  whereas  the  percentage  of  profit 
is  only  20  per  'cent,  by  'figuring  percentage  of  profit  on 
the  sales. 

Now,  which  is  right?  Should  not  the  percentage  of 
profit  and  the  percentage  of  cost  of  doing  'business  be 
figured  on  the  same  'basis? 

The  cost  (net  cost)  usually  means  invoice  price,  plus 
cost  of  laying  goods  down  in  'store,  and  betwee'n  fhis  cost 
and  tfie  'selling  price,  items  such  as  rent,  insurance, 
sala,ries,  salesmen,  etc.,  must  be  provided  for.  Sales  totals 
are  always  recorded  by  the  merchant,  and  used  for  com- 
parison from  year  to  year.  Cost  totals  for  tfie  goods  sold 
are  not  as  a  rule  recorded,  so  that  it  is  very  difficult  to 
figure  percentages  on  other  than  sales  totals. 

Salesman's  Commissions. 

We  seirt  a  representative  out  on  the  road  on  a  commis- 
sion of  ten  per  cent.;  his  commissions  are  figured  always 
on  'his  net  sales. 

Is  it  not  reasonable  then,  to  figure  percentages  of  pro- 
fit  on   the   net   sales? 

We  are  not  laying  down  any  rule  to  be  followed  in  this 
connection  but  are  simp'y  presenting  this  matter  from 
different  view-points  'SO  that  'the  reader  may  ad'apt  liim- 
self  the  correct  method  of  figuring  his  percentage  of 
jirofits. 


An  Illustration. 

A  man  sells  an  article  for  $12.50  which  cost  him  $10, 
and  basing  his  percentage  of  profit  on  the  cost,  figured 
that  he  was  making  a  profit  of  25  per  cent.  At  the  end 
of  the  year  the  sales  totalled  .$20,000,  yielding  a  gross 
profit  of  $5,0'0'0,  but  his  books  only  show  that  $4,00-0  has 
been  made,  or  a  percentage  of  20  per  cent,  on  the  sales 
of  $20,00'0. 

Another  Example. 

A  business  is  transferred  to  a  joint  stock  corpora,tion. 
Four  per  cent,  is  added  to  the  cost  of  all  goods  to  cover 
freight,  insurance,  etc.,  or  to  obtain  "cost  laid  down." 
The  goods  are  inventoried  at  tfie  advance  of  four  per 
cent.,  but  the  new  company  arranges  'to  purchase  the 
stock  at  invoice  cost.  Now,  what  is  necessary  under  such 
circumstances  ?  The  goods  must  be  reduced  to  cost,  for 
if  we  add  four  per  cent,  'to  the  invoice  'Cost  and  deduct 
the  four  per  cent,  to  obtain  invoice  cost,  the  result  will 
naturally  be  less  t'han  original  invoice  cost. 

Table  for  guidance  of  merchants  in  figuring  percent- 
ages of  profit : 

16  2-3  9f   added  to  cost  is  14^/4  %  profit  on  selling  price. 
20  "  "  16  2-3  "  '' 

25  "  "  20  "  " 

33  1-3        "  "  25  "  " 

40  "  "  281/2  "  " 

50  "  "  33  i-3  "  " 

100  "  "  50  "  " 

We  shall  be  glad  to  hear  from  readers  in  regard  to 
the  principles  outlined,  and  will  devote  another  page  to 
the  diseussiiui  if  necessary. 

His  Original  Capital  Only  $600. 

From  tlie  mercantile  caieer  of  tfie  late  Thos.  Lindsa.y, 
of  Ottawa,  is  reflected  a  striking  example  of  development 
by  Iiard  work  from  modest  beginnings.  When  a  young 
lad  be  started  clerking  in  the  general  store  of  D.  E.  Dewar, 
wlio.  in  after  years,  'became  connected  with  tfie  Lindsay 
store,  and  is  still  employed  there.  He  was  three  years 
with  Mr.  Dewar,  and  then  took  a  course  at  a  business 
college.  After  that  he  clerked  with  Bryson,  Grafiam  & 
Co.,  Ottawa,  for  two  years. 

In  1889  he  went  into  business  for  fiimself  on  Welling- 
ton Street,  forming  a  partnership  witfi  H.  H.  Lang,  now. 
of  Cobalt.  Their  capital  was  small.  It  amounted  to  only 
$6'0'0,  but  the  'business,  modest  in  the  'beginning,  grew 
quickly  from  the  first  and  tfie  turnover  of  the  initial 
year  was  '$27,0'0'0.  By  19'04  it  fiad  grown  to  $616,000'.  In 
'9'3  Mr.  Lindsay  boug'bt  out  his  'partner.  Meanwhile,  the 
business  was  extending  and  one  by  one  new  departments 
were  added  a'ud  additional  stores  in  the  block  were  se- 
cured. In  '98  a  branch  store  was  established  in  lower 
town,  Ottawa,  under  the  firm  name  of  Larose  &  Co. 

Five  years  ago,  when  t'he  present  Lindsay  store  was 
ready  for  occupancy,  the  Rideau  and  Wel'ington  Street 
stores  were  merged  into  it  'and  the  business  was  formed 
into  a  point  stock  company,  Mr.  Lindsay  holding  the  large 
co'int rolling  interest  which  he  suld  out  a  few  weeks  ago 
to  A.  E.  Rea  &  Co.,  Toro'nto, 
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Let  Your  Lights  Talk  Quality 


Cat.  No 


T44 


Clean    Stock    Sells    Better    than    Soiled 

Good   lights   suggest  "Value   Received,"  where  poor  ones  advertise  the 
lack  of  up-to-date  methods  and  create  distrust. 


Profits  Depend  Upon   Sales  Made 

Salesmanship  is  nothing  more  or  less  than  showing  goods 
in  such  a  manner  that  your  customer  becomes  willing  to 
part   with    his   money   in   order   to   secure   them. 

Nothing  will  do  more  to  disarm  prejudice  and  promote 
confidence,  than  good  lights. 


KNOW  THIS 

If  you    are   lookinpr    for    goot/   lightina 
results,  we  have  Tungsten  Fixtures 

that  will  get   them. 

Good  Construction — Good  Appearance 
Dayli^bt  Quality 

Ask    any    electrician    on     the    two-third 
saving  of  the  Tungsten  Lamp. 

WRITE  FOR  OIR  TUNGSTEN  BILLETIN 


Are  your  Lights 
Unsalisfactory  ? 


Benjamin   Electric   Mf^.   Co. 

64  YORK  STREET      -      TORONTO 


Write     us     for 
Recommendations 


HOTEL 


EUCLID 


Euclid  Ave.  and   E.    14th    St, 
CLEVELAND,  [OHIO 

Official   Hotel    of   the   American 
Motor  League 

300  Rooms — European    Plan 
Rates:  $1    to  $4   Per  Day 


Headquarters   for  Auto  Tourists 

Many   of  the   leading   garages   located 
within   one  block  of  the   Hotel 


HOTEL  EUCLID    CO. 

FRED.  S.  AVERY,  President 


Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping    the    Coiffure    in    place    without    flattening. 

5  Sizes    R  20    R  22    R  23     R  24      R  26 

Meilium  Large      Extra  Large      AUover         Superfine 

ROSENWALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames.  Hair  Rolls,  etc. 
Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co..  Ltd 

Cor  Simcoe  &  Wellington  Sts.,  Toronto,  and  .525  .St.  Paul  St.  Montreal 

^^'^^~^^~~^~^~^^^  II Mil     I  I  III  I 


Prairie  Farm  Store.     In  tiie  Bacliground  are  the  Stable  in  which  Customer^'  Teams  arc  liept  Free  of  Charge. 

The  Idealistic  General  Store  of  a  Practical   Dreamer 

Establishment  Reared  by  George  E.  Scott  at  Prairie  Farm,  Wiscon- 
sin, is  a  Gem  of  Architectural  Beauty- Exceptional  Accommodation 
for   Customers    and    Clerks  -  Grounds    Very    Beautifully    Laid    Out. 

From  the   Drygoodsman. 


ADEI'ARTAIENT  store   in   a  country   town  of   but 
350  people,   conducted   along  the   same  lines    as 
those  or   the   larger   cities   and,    in    addition,     a 
fjem  of  architectural  beauty,  not  only  confers  a 
distinction  ui)on  that  town,  but  evinces  wonderful  enter- 
prise on  the  part  of  the  man  who  conducts  it. 

Such,  however,  is  the  store  of  (ieorgc  E.  Scott,  in 
I'rairie  Farm,  Wisconsin.  Tiiis  store  is  the  fulfillment 
of  a  long'-cherished  dream  on  the  part  of  Mr.  Scott,  and 
the  realization  of  the  dream  in  such  substantial  and 
beautiful  form  is  destined  to  make  him  one  of  the  fam- 
ous  merchants  of  tlie  country. 

The  building-  was  erected  five  years  ag^o,  at  a  cost  of 
.$•30,000.  The  general  design  was  copied  after  one  of 
those  old  Spanish  missions  still  found  in  southern  Cali- 
fornia. It  is  two  storey  and  basement,  80x110,  with 
a  balcony  in  the  rear  on  first  floor,  and  is  beautifully 
situated  'in  the  centre  of  a  three-acre  block  of  land, 
which  is  laid  out  in  driveways,  walks,  and  decorated 
with  shrubbery  and  flowers.  It  is  built  of  solid  brick, 
trimmed  with  Dunville  stone,  heated  by  steam,  bril- 
liantly illuminated  by  a  gasoline  plant,  and  is  supplied 
with  hot  and,  cold   water. 

MotJern    Equipment. 

The  interior  is  a  model  in'  design,  being  finished  in 
red  birch  througiiout,  and  has  a  handsome  steel  ceiling. 
It  is  provided  witli  all  modern  fixtures  for  displaying 
goods,  elegantly  lighted  from  large  windows,  and  is 
conveniently  arranged  in  every  way.  It  is  equipped  with 
a  large  fireproof  vault,  freight  elevator,  cash  carrier 
system  and  adequate  fire  protection,  and  the  private 
offices  are  beautifully  fini.shed  and  furnished,  being  ideal, 
attractive  and  very  convenient. 

A  reading  and  rest  room  for  the  accommodation  and 
comfort  of  women  customers  has  also  been  fitted  up.  It 
is  equipped  with  couches,  easy  chairs,  reading  matter, 
etc.,    and    there    is    a    toilet    room    in    connection.    What 


this  rest  room  means  to  women  who  Jiave  traveled  many 
miles  need  not  be  told.  Even  the  babies  have  not  been 
neglected,  as  high  chairs  can  also  be  found  in  this 
room. 

The  men  have  been  provided  for,  too,  but  in  a  less 
la\ish  manner.  Instead  of  having  hitching  posts  In 
front  of  the  stoie,  a  large  shed  has  been  built  in  the 
rear,  where  farmeis  who  have  traveled  long  distances 
may  place  their  teams,  sc'.-iire  from  the  wind.  Near  the 
shed  is  a  grist  mill,  and  a  large  warehouse,  in  which 
are  displayed  and  stored  vehicles  and  all  kinds  of  farm 
implements  and  machinery.  Mr.  Scott  also  operates  a 
planing  mill,  and  carries  a  stock  of  lumber  and  building- 
material. 

The  stock  carried  comprises  complete  lines  of  dry- 
goods,  groceries,  clothing,  men's  furnishings,  crockery 
and  glassware,  drugs,  furniture,  hardware  and  tinware, 
stoves,  paints  and  oils,  harness  and  saddlery,  toys,  etc., 
and  an  undertaking  business  is  conducted  in  connection 
with  the  store.  The  goods  are  displayed  and  sold  on  the 
main  floor  and  balcony,  the  basement  and  second  floor 
being  used   for   storage   purposes. 

Arrangement  of  Departments. 

All  the  deiiartments  are  arranged  in  tasty  style  and 
present  a  neat  and  handsome  appearance.  That  the  dust 
cloth  and  scrub  brush  are  liberally  used  is  very  ap- 
parent. 

Seven  clerks  are  employed  and  two  teams  are  used 
for  the  purpose  of  hauling  supplies  from  Ridgeland,  the 
nearest  railroad  station.  The  store  is  kept  open  from 
7.00  a.m.  until  G.30  p.m.,  except  on  Wednesdays  and 
Saturdays,  when  it  is  open  until  eight  o'clock,  no  busi- 
ness being  transacted  on  Sundays. 

Does  it  not  seem  a  rather  out-of-the-way  place  for 
such  a  luxurious  country  store,  seven  miles  from  the 
railroad,  in  the  very  heart  of  a  farming  district,  and 
nary    a    big   town    within    many,    many     miles  *       That's 
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what  the  croakers  thought  as  the  store  took  shape. 
They  said  that  Scott  was  a  fool  lor  vva.sting-  his  money 
on  a  biiildins-  like  that.  \Vh> ,  they  said,  ho  will  have 
it  so  nice  that  the  larnieis  will  think  it  above  them  and 
will  ndt   trade  there. 

Hut  Mr.  Scott  had  confidence  and  was  determined  to 
succeed,  In  fact,  he  is  a  man  who  radiates  success.  Mis 
very  action  says,  "I've  made  good."  He  has  a  takinjf 
way  with  him.  Men  like  him,  and  women  do,  too.  He 
is  a  man  who  j^ets  liked  !)>•  takiii';  an  inteiest  in  the  wel- 
fare of  othei's. 

When  you  meet  a  man  wlm  has  a  lirm  handclasp,  a 
ready  smile,  a  face  that  is  fiank  and  open,  and  invites 
confidence,  brig-htened  by  eyes  that  look  s((uarely  into 
yours,  you  have  met  g-ood  fortune.  There  are  mighty  few 
of  those  kind  of  fellows  scattered  around  whei'e  they  can 
be  reached  every  day.  But  in  Mr.  Scott  all  these  charac- 
teristics can  be  found,  and  they  have  no  doubt  figured 
very  prominently  in  making  for  him  the  success  which 
he  has  now  achieved.  When  a  merchant  can  turn  his 
stock  of  .$20,0'00  two  and  one-lialf  times  a  year  in  a 
small  village  like  Prairie  Farm,  Wisconsin,  he  certainly 
must  have  some  wonderful  trade-i)ulling  powers. 

Began  as  a  Clerk. 

With  but  the  experience  of  an  ordinary  clerk  Mr. 
Scott  happened  into  Prairie  Farm  in  KSH.'i  and  secured 
a  position-  as  clerk  with  Knapp,  Stout  &  Co.,  wlio  con- 
ducted a  small  general  store  there  at  that  time.  He 
worked  for  this  concern  a  number  of  years,  became 
ac(iualnted  with  everybody,  was  liked,  and  decided  to 
stay.  In  the  course  of  time  he  bought  the  business,  as 
many  other  clerks  have  done,  who  worked  hard  and 
played  the  game  right.  By  his  ingenious  methods  and 
striking  personality,  he  not  only  kept  the  old  trade,  but 
secured  new.  He  then  settled  down  as  a  family  man 
and  built  what  is  to-day  considered  one  O'f  the  finest 
residences  in  that  town.  As  time  went  on  and  business 
floui'ished  he  conceived  the  idea,  that  a  larger  and  better 
eciuipped  store  would  be  necessary  in  order  to  handle  the 
continually  increaisinig'  business,  and  after  planning  and 
dreaming,  and  consulting  with  his  clerks,  plans  were 
finally  comi)leted  for  the  erection  of  the  beautiful  store 
building  which  now  stands  in  the  centre  of  the  little 
village  of  Prairie  Farm  as  a  monument  ni  unusual  i)ro- 
gress  and  success. 

Mr.  Scott  now  caters  to  a  population  of  5,000 
people  within  a  radius  of  from  seven  to  ten  miles  of  his 
store.  His  sales  amount  to  about  ?50,000  a  year,  70 
per  cent  of  which  are  for  cash,  and  the  balance  on  short- 
time  credit.  The  community  is  very  prosjierous,  dairy- 
ing being  the  chief  industry,  and  Mr.  Scott  says  he  has 
little  difticulty  in  making  collections. 

In  a  recent  interview,  Mr.  Scott  said  :  "I  am  doing 
more  business  now  than  ever  before,  and  it  is  therefore 
a  financial  success.  But  that  success  cannot  be  compared 
with  th©  knowledge  that  I  have  realized  my  drea.m,  re- 
deemed my  belief  in  my  friends,  the  farmers,  that  they 
would  appreciate  the  best,  and  taught  to  the  merchants 
of  the  country  a  lesson.  I  have  letters  from  every  part 
of  the  United  States  in  regard  to  my  store.  Ma,ny  con- 
gratulate me  ;   many  seek   information. 

Overcame  Mail-order  Competition. 

"But  the  one  thing  that  we  have  demonstrated  up 
here  is  that  the  competition  of  the  mail-order  house  and 
the  stores  in  the  big  cities  can  be  overcome  only  by 
providing  in  the  country  the  balancing  conveniences. 
The  people  want  the  very  best,  and  they  are  going  to 
get  it  one  way  or  another. 


"And  they  know  how  to  act  in  good  surroundings, 
too.  1  was  told  that  the  farmers  would  be  kept  away 
l)>  the  spotless  appearance  of  the  store.  You  know,  I 
have  the  floors  kept  just  as  clean  and  spotless  as  ever 
a  woman's  kitchen  was.  And  in  the  five  years  the  store 
has  been  up  only  one  num  e\ci'  spat  on  the  floor,  and 
he  was  intoxicated.  This  incident  liapiiciied  at  one  <>( 
our  annual  gatherings,  when  the  employes  are  gatheii.-d 
for  some  good  talks  and  good  things  to  eat.  One  of 
the  clerks  told  me  that  this  man,  after  spitting  on  the 
floor,  without  anyone  saying  a  word  to  him,  took  his 
handkerchief  and    wiped   it  u|). 

"Not  a  word  have  my  clpi'ks  or-  myself  ever  sai<l  to 
keep  poo|)le  from  doing  what  tli<'\-  plea.se.  It  is  their 
store.  Their  money  built  it.  I  want  them  tO'  know  that 
it   is  theirs." 

And  perhai)s  it  is  just  that  air  about  the  |)lac('  that 
makes  it  so  delightful  to  all. 


Bright  Outlook  in  Vancouver. 

Yaneouver,  B.C.,  Sept.  30. — The  good  times  in  the  trade 
reported  two  months  ag-o  are  maintained  and  dealers  are 
not  only  satisfied,  but  sanguine  as  to  the  future.  There 
seems  to  be  plenty  of  money  in  the  city  at  present,  which 
means  expenditures  in  the  diy  giiuds  siort's,  and  the  lai- 
e.^t   modes  are  finding  a  steady  sale. 

'Wholesalers  report  that  they  have  no  fa.ult  to  find  with 
business.  Especial  attention  is  being  paid  to  Alberta, 
and  the  faft  that  many  new  accnunts  are  being  opened 
tlieie  indicates  the  increased  business  in  that  part  of 
the  country.  Yanciuiver  distributors  have  a  cause  of  com- 
p'aint  against  the  C.P.K.  in  the  matter  of  freight  rates, 
in  tliat  the  rate  from  'Winnipeg  to  Alberta  points  is  as 
much  as  33  per  cent,  less  than  from  Ya.ncouver  to  the 
same  places.  This  city  is  in  a  good  position  to  s'hip  goods 
from  liere,  and  a  strong  effort  is  ibeing  made  to  secure 
the  trade,  but  the  merchants  here  have  to  rebate  the  ex- 
cess of  freight  rates,  which  takes  nearly  all  the  profit  out 
of  the  business.  For  insta,nce.  the  rate  on  cottons  is 
■1^1.38  from  Winnipeg,  and  $1.71  from  Vancouver;  .$1.65 
from  Winnipeg,  and  $2.'0.5  from  Vancouver  on  dress 
goods,  hosiery,  sweaters,  etc.  On  a  .shipment  to  Coleman, 
Alberta,  the  differences  in  rates  on  two  classes  were  $1.65 
as  against  $2.17,  and  $1.11  against  $1.45,  respective!}-.  On 
one  .shipment  of  $35  worth,  a  rebate  of  .$8.08  had  to  be 
nuide.  This  shows  the  great  handicap  that  Vancouver 
dry  goods  merchants  labor  under,  and  it  is  the  same  in 
other  lines. 

The  Chilliwack  Progress  published  a  column  on  its 
front  page  recently,  taking  the  peop'e  to  task  for  pat- 
ronizing mail  order  houses  in  tiie  east,  thus  making  it 
harder  for  local  merchants  to  get  along.  The  problem 
is  an  old  one  and  one  wliere  little  argument  is  needed  to 
make  ajiparent  the  fact  that  the  merchant  at  home,  who 
assists  in  building  up  and  making  the  community,  should 
be  patronized.  Money  talks,  however,  and  if  two  cents 
are  saved  in  a  dollar,  some  housewives  think  they  are 
justified  in  sending  ordei's  out  of  town.  They  often  fail 
to  take  into  account  money  for  pristau'e.  express,  money 
(U'ders,  etc..  which  should  l)e  cliarii'ed  in  with  the  cost  of 
goods. 

James  Stark  &  Sons  are  now  occupying  their  new- 
store  on  Hastings  Street.  It  is  the  first  in  Vancouver 
'to  have  the  latest  g'ass  show  windows  in  front — that  is. 
the  kind  which  have  a  passageway  all  round,  enabling  the 
viewer  to  see  all  sides  of  a  display  figure.  The  store  is 
a  hands(uiie  one  and  complete.  This  firm  is  tlu'  first  to 
move  down  town,  rather  than  up,  and  the  experiment  is 
being  watched  with  a  great  deal  of  interest  bv  the  trade. 


Handling  Complaints  and  Abuses  in  Dry  Goods  Stores 

Broad  Liberality  of  Most  Merchants  Protects  the  Customer  Even 
Against  a  Change  of  Her  Own  Mind  —  Meeting  Them  Half  Way 
—  Tricks    and    Devices    Unearthed    by    the    Bureau    of  Adjustments. 

Reprinted  by  special  permission  from  the  Lace  and  Embroidery  Review. 


KEEPING-  the  public  satisfied  is   one   of  the  most 
difficult    problems    of   department   store   manaige- 
ment,   and  the   chief   difficulty   lies   not   so   much 
in    rig-hting    wrongs    as   in    knowing    when    there 
are    wrongs    to    be    righted.      Sweeping    guarantees,    dis- 
cimrteous  clerks   and   inefficient   delivery   systems  are   the 
most  frequent  sources  of  complaint. 

The  policy  of  all  successful  stores  nowadays  is  to  meet 
customers  more  than  half  way  in  the  matter  of  remedy- 
ing mistakes  and  of  keeping  customers  in  a  good  humor. 
Under  the  present-day  policy  a  customer  is  not  only  guard- 
ed against  unsatisfactory  merchandise,  but  the  broad 
liberality  of  most  merchants  protects  her  even  against  a 
change  of  her  own  mind.  If.  a  week  or  a  month  after  having 
purchased,  say.  a  painting,  rug,  pia.no  or  coffee-mill,  she 
finds  her  original  liking  for  the  article  waning,  .she  may 
I'eturn  it  to  the  store  where  it  was  bought  and  have  her 
account  credited  with  its  original  cost,  or  receive  a  cre- 
dit memora.ndum  valid  for  either  cash  or  merchandise. 
Where  use  or  mishandling  has  depreciated  the  value  of 
the  article,  the  amount  credited  or  refunded  will  be  sub- 
jected to  a  slight  deduction,  but  wlierever  there  is  such 
a  deduction,  if  the  store  in  question  is  one  of  the  more 
liberal  class,  it  does  not  fully  cover  tlie  loss  sustained 
through    the   transaction. 

The  Approval  Problem. 

Such  liberality,  of  course,  breeds  abuse.  The  bureau 
of  adjustments  and  complaints  of  a.  very  large  store  un- 
earths daily  little  tricks  and  devices,  actually  contempt- 
ible in  their  smallness.  by  which  customers  strive  to  avail 
themselves  of  the  enjoyment  of  merchandise  without  pay- 
ing for  its  use.  It  is  not  an  uncommon  occurrence  for 
women,  even  those  of  means,  to  have  sent  to  their  Iionies 
"on  approval"  several  high-grade  rugs  or  an  article  or 
two  of  furniture,  which,  instead  of  being  taken  advan- 
tage of  to  offer  the  family  a  convenient  opportunity  for 
selecting  the  preferred  pa,ttern  or  stylo,  are  used  solely 
to  add  a  finishing  touch  to  tbe  house  for  some  social 
event.  A  day  or  two  or  a  week  following  the  occasion 
the  rugs  or  furniture  are  all  returned  to  the  store  with 
some  meager  explanation  to  tbe  effect  that  they  are  not 
"quite  wbat  was  wanted."  The  cases  where  shoppers 
order  also  on  approval  costly  suits,  furs,  lace  coats,  waists, 
hats,  etc.,  which  are  worn  once  at  some  society  function 
and  then  returned  as  "unsatisfactory,"  are  too  numer- 
ous to  even  excite  comment  among  attaches  of  the  ad- 
justment  or  complaint  desk. 

No  store  management  is  blind  to  these  abuses.  It 
knows  that  it  is  often  "easy."  But  it  also  knows  that 
for  the  most  part  the  complaints  of  its  customers  are 
legitimate  and  their  demands  for  satisfaction  reasonable, 
and  to  live  thoroughly  up  to  the  spirit  of  its  broad  guar- 
antee of  "money  refunded  on  all  unsatisfactory  pur- 
chases," it  prefers  to  sustain  ma,ny  losses  itself,  rather 
than  to  run  the  risk  of  refusing  to  "make  good"  in  cne 
just  complaint. 

Where  Liberality  Pays. 

That  in  the  long  run  this  policy  pays,  goes  without 
saying.     It  needs  no   very   extended   canvass   of  opinion 


among  women  of  discernment  to  arrive  at  the  conclusion 
that  the  store  most  liberally  patronized  is  the  one  most 
liberal  in  its  assurances  that  its  transactions  must  be 
absolutely  satisfactory  to  the  customer  and  most  earnest 
in  its  endeavors  to  make  these  assurances  "good."  Know- 
ing this,  the  a,dvertising  manager  seldom  lets  slip  an  op- 
l)ortunity  for  dilating  upon  this  important  feature  of  the 
store's  service.  Candid,  straight-from-the-shoulder  de- 
clarations of  faith  and  the  determination  to  "right  all 
wrongs"  not  infrequently  occupy  much  space  in  the  ad- 
vertisemen^ts  of  the  big  stores,  and  perhaps  it  might  not 
be  too  strong  a  statement  of  fact  to  say  that  these  "talks" 
have  often  a  more  beneficial  and  resultful  effect  than 
the  rest  of  the  advertisements  in  which  they  appear. 
At  any  rate,  the  power  of  the  following  editorial  for  in- 
culcating in  the  public  mind  a  strong  faith  in  the  promises 
of  the  store  publishing  it  can  easily  be  imagined.  The  ad- 
vertisement referred  to  reads  in  part  as  follows: 

Of  course,  we  are  sorry  to  get  complaints,  but 
we  would  be  sorrier  yet  not  to  get  them  if  you 
felt  like  making  them.  Perhaps  it  has  never  oc- 
curred to  you  that  one  of  the  greatest  problems 
— ^if  not  the  greatest  problem — in  running  a  big- 
store  is  not  a  question  of  merchandise,  nor  of 
finance,  nor  of  organization,  but  simply  a  ques- 
tion of  how  to  know  when  things  are  being  done 
wrong. 

We  have  keen  eyes  and  an  eager  appetite  for 
flaws,  and  we  hunt  for  them  as  most  men  hunt 
for  money;  but  with  all  our  care  and  watchful- 
ness there  is  no  doubt  that  our  customers  see 
many  things  that  we  ought  to  know  and  don't 
know. 

Won't  you  tell  us,  please? 

The  only  complaint  that  will  hurt  us  is  that 
which  we  do  not  remedy — and  the  only  complaints 
that  we  will  not  remedy  are  those  that  never 
get  to  us. 

We  will  be  honestly  grateful  for  your  com- 
plaints, because  they  are  the  "finger-posis  to  per- 
■fection." 

The  broa,d.  unqualified  promises  in  the  advertisements 
of  large  stores  are  a  frequent  source  of  trouble.  From 
the  store  that  is  most  free  in  its  promises  the  most  is 
naturally  expected,  and  very  frequently  merchants  find  it 
hard  work  keeping  step  with  the  enthusiasm  of  the  ad- 
vertising department.  As  one  store  aptly  expressed  it. 
"Large  claims  are  easy.  The  superlative  is  hard  at  work 
nowadays.  Somebody's  enthusiasm  must  be  excessive. 
Measure  stores  by  the  service  they  give  you.  and  not 
by  the  promises  they  make." 

The  Delivery  System. 

Another  fruitful  source  of  comp'aint  lies  in  inefficient 
delivery  system.  There  is  one  store  in  New  York  whose 
methods  of  handling  deliveries  is  extremely  poor.  A  cus- 
tomer, when  buying  goods  in  this  store  to  be  delivered, 
is  taking  nine  chances  in  ten  that  she  won't  get  them 
for  a  week,  or  perhaps  not  until  after  she  has  made  sev- 
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tral  complaints.  Just  where  the  fault  lies  in  ili.s  p-.-.i-".- 
lar  system  is  iiard  to  say.  The  management  is  apparently 
awaire  of  the  trouble,  but  seems  unable  to  correct  it.  To 
the  writer  it  seems  that  where  the  clerks  are  required 
to  read  back  the  address  of  customers  twice  or  even  llncc 
times,  or  to  present  the  address  as  well  as  the  slip  to  the 
customer  to  be  O.K. 'd,  the  percentage  of  packaifcs  re- 
turned because  of  wrong  addresses  might  possibly  be  ma- 
terially reduced.  At  any  rate,  w'here  llu'  adilri'sscs  ai'c 
wrong,  tbe  customer's  O.K.  would  in  many  ins'lances  re- 
lieve the  store  of  the  re.sponsibility  for  the  error. 

Failure  to  deliver  goods  on  time>  aside  from  being  a 
frequent,  is  also  a  most  annoying  source  'of  complaint.  A 
turkey  d'elivered  on  the  day  after  Thanksgiving  'has,  so 
far  as  the  original  intention  for  which  the  purchase  was 
made,  about  as  much  value  as  a  chimney  lin  Summer.  Wed- 
ding presents  delivered  some  days  after  the  ceremony 
or  to  the  wrong  address,  have  a  peculiarly  irritating  effect 
on  the  mind  of  the  donor.  There  is  often  a  humorous 
side  to  such  mistakes,  but  the  grieved  customer  generally 
refuS'es  to  appreciate  the  humor.  Sometimes  quick  action 
over  the  telephone  will  bridge  over  an  awkward  situation 
and  save  a  good  customer  to  the  house. 

Trace  Every  Complaint. 

The  public  is  generally  a  reasonaible  body.  It  ap- 
preciates the  vast  possibilities  for  errors,  delays,  misun- 
derstandings, etc.,  which  exist  in  an  establishment  em- 
ploying thousands  of  persons  in  doing  a  business  that  runs 
into  the  millions  each  year.  Therefore,  appeals  occa,- 
sionally  embodied  in  an  advertisement,  sue'h  as,  "When 
we  fail  to  give  satisfaction,  there  has  been  an  accident 
to  the  service,"  or  "Will  you  help  us  locate  it?"  or  "The 
management  can  never  know  of  any  mistakes  except 
through  you,"  or  "If  the  machinery  is  not  working  right 
at  all  points,  we  want  to  know  it,"  "A  tired  salesperson 
may  give  our  train  such  a  jolt  that  a  good  customer  Avill 
be  thrown  off  tlie  car,"  or  "But  only  tell  us  and  we  will 
make  it  right  in  a  jiffy" — such  pleas  a,s  these,  to  repeat, 
to  the  public  sense  of  reason  or  generosity  are  seldom 
made  in  vain. 

But  more  than  the  mere  disposition  must  be  evinced. 
Every  eomplaint  should  be  taken  up  and  vigorously  traced 
down  to  the  root  of  the  trouble.  When  reason^able,  money 
should  be  refunded  without  a  murmur,  goods  should  be 
exchanged  and  credit  slips  issued  with  clieerfulness.  The 
necessary  red  tape  of  the  complaint  bureau  should  be  kept 
as  far  as  possible  in  the  background.  The  essence  of  the 
activities  of  a  complaint  clerk  should  be  cordiality,  for  it 
must  be  remembered  tliat  the  majority  of  complaints  are 
based  upon  some  just  cause.  The  customer  has  suffered 
a  grievance  while  shopping  in  some  particular  store,  and 
whether  the  fault  lies  wuth  that  store  or  not,  hospitality 
and  good  business  principles  demand  that  not  only  should 
the  wrong  of  wbieh  she  complains  be  remedied,  but  that 
she  should  be  eourteously  treated  and  her  outraged  feel- 
ings effectively  mollified. 


J.  Halldorsen,  general  store.  Brown,  Man.,  succeeded 
by  T.  J.  Gislason. 

While  J.  F.  Cairns,  head  of  one  of  Saskatoon's  de- 
partmental stores,  was  riding  in  his  auto  from  Saskatoon 
to  Dundurn.  Sask.,  recently,  the  machine  became  sta'led 
m  a  mass  of  straw  wbich  had  been  thrown  into  a  low, 
sandy  approach  to  a  railway  crossing.  The  straw  took 
fire,  supposedly  from  the  exhaust  of  tbe  auto,  and  in  a 
few  minutes  a  .$3,000  machine  Was  destroyed.  Mr.  Cairns 
and  his  party  escaped  injury. 


The  Enclosure  House 
For  Canadian  Merchants 


WHO  BUY  IN  NEW  YORK 

Did  you  ever  figure  how  much  your 
express  and  freight  bills  amounted  to  in 
a  year-~just  look  it  up —  you  will  be 
surprised  to  find  it  is  quite  a  sum. 

We  can  cut  that  amount  one-quarter 
or,  if  you  do  a  great  deal  of  buying,  one- 
half,  on  your  shipments  from  New  York. 
There's  no  secret  about  how  we  do  it, 
either — simply  this  ;  our  packing  and 
shipping  service  gives  you  the  privilege 
of  having  all  your  parcels  sent  to  our 
store  room — here  they  are  packed  care- 
fully into  one  large  bundle  and  promptly 
forwarded  to  you  as  you  may  order — if 
you  order  them  sent  by  express  the  ad- 
vantage to  you  is  the  difference  in  rate 
you  get  between  one  large  shipment  and 
half  a  dozen  small  ones—our  chargre  for 
the  service  being  loc.  per  parcel. 

If  you  order  them  sent  by  freight  we 
pack  the  parcels  in  a  good,  substantial 
case  and  make  an  additional  charge  of 
$1.00  to  cover  the  cost  of  the  case  and 
cartage  expenses. 

We  have  a  fire-proof  building,  carry 
ample  insurance  and  are  responsible  for 
all  your  goods  while  they  are  in  our 
possession. 

Several  hundred  merchants  consider 
it  worth  IOC.  per  parcel  to  get  this  service 
and  have  demonstrated  their  appreciaiion 
by  continuing  to  give  us  entire  charge  of 
their  shipments.  Others  are  being  con- 
vinced of  its  value. 

Isn't  that  enough  to  give  you  the 
assurance  that  it  will  pay  you  to  know  us. 

LET    US    HEAR    FROM    YOU. 

liTe 

New  York  Packing  Go. 

14-16  Lispenard  Stre  t,    •     NEW  YO  I 
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20  Years'  Experience  Inventing  and  Building 


Cash  and  Package  Carriers 


"  GIPE"  CARRIERS  are  the  LATEST,  SWIFT- 
EST, STRONGEST,  SIMPLEST  and  MOST 
EFFECTIVE  on  the  Market  To-day. 


NO 
RUBBERS 

NO 
CORDS 


y 


The 


"GIPE" 


Our  New  "Closed  Wire"  Cash  Carrier. 


STRONGEST  and  EASIEST  pr.ipulsion  ever  produced. 

Levers  always  CLOSED  and  the  two  wires  together  except  in  the  act  of  sending  the  Car. 

Guides  near  hing;  in  levers  compel  ERECT  PROPULSION,  thus  duing  away  with  the 
usual  wabbling  of  car,  it  will  travel  twice  the  distance  with  the  same  impetus. 

"Hooi"  on  cir  catch  makes  it  absolutely  positive;  HOLDS  THE  CAR  EVERY  TIME, 
and  noise  is  reduced  to  a  minimum. 


Our  Guarantee 


Our  "GIPE"  PACKAGE 

your  business,  and  will  pay 


C  \URIERSwill  . 

torthemselves  the 


We  will  install  a  System  of  our  Carriers  in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that  they  give  you  BETTER  and  QUICKER  SER- 
VICE than  any  other  WIRE  CARRIER,  PNEUMATIC  TUBES,  CABLE 
CARRIERS    or    CASH    REGISTERS,    we    will    remove    them  at  our  expense. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe  "  Carriers,  and  such  well-known  houses 
in  London,  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Gamages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them. 

We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS,  LEVEL,  GRADE,  CURVE  and  PERPENDICULAR 
CASH  and  MESSAGE  CARRIERS. 

CATALOGUE  for  the  askiriKi  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON, ENGLAND 

118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN. 


The  Old  Saying 

jy^otning  Succeeds  Like  Success 

is    truer    to-day  than  it  ever  was. 
It  is  the  successful  man  who  buys 

LUXFER  PRISMS 

Because  he  has  confidence  in  himself  and  his 
business  and  is  not  afraid  to  invest  his  money 
to  get  the  best  possible  light  in  his  premises. 

Good  aaylignt  is  the  best  salesman   you    can  nave. 


SEE     US 

WRITE  US 

LUXFER   PRISM   COMPANY 

LIMITED 
100  King  Street  West TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 


A  beautifulS. splay  of  e  >enin2  wraps.  The  background  was  tinted  ia  the  new  greenish  tan  shades,  with  the  panels  showing 
autumn  landscapes,  the  moulding  bordering  them  in  dull  gold.  This  was  one  of  a  series  of  Fall  opening  windows  dressed 
by   H.   C.   McDonald   for  the  W.   A.  Murray   Company,   Toronto. 

Valuable  Hints  on  Art  of  Displaying  Goods 

Decorations  with  Which  to  Feature  the  Hollo we'en  Season— Cat  and 
Pumpkin  Panels  —  How  to  Make  Suitable  Flow^ers  —  Opportunity  for 
Certain  Lines — The  Robert  Simpson  Co's.  Store  During  the  Opening. 


IN  MOST  Canadian  honaes  Hallowe'en  is  kept,  and  gay 
Ijarties  are  held.  Entertaining  iu  any  shape  of  form 
means  added  business  to  the  dry  goods  store,  and, 
therefore,  the  season  is  worth  marking  in  some  dis- 
tinctive way.  To  have  some  suggestive  decoration  in  the 
store  window  is  good  business,  as  it  creates  talk  and  in- 
terest that  has  considerable  advertising  value  to  the 
store. 

In  planning  Hallowe'en  decorations,  nothing  very 
elaborate  is  desirable,  nor  is  any  grea.t  expense  necessary. 
Grinning  Jack-o'-lanterns,  made  from  pumpkins;  black 
cats  and  witches,  with  steeple-crowned  hats,  riding  on 
broomstdcks,  are  the  recognized  emblems,  and  yellow, 
orange  and  black  the  colors  belonging  to  Hallowe'en. 

If  the  store  has  a  grocery  department,  a  window 
should  be  put  in  featuring  apples,  nuts,  fruits,  candy  and 
fancy  groceries.  If  the  trade  warrants  it,  Hallowe'en 
favors,  fancy  bon-bon  boxes,  cases  for  serving  ice-cream, 
boxes  of  crackers,  etc.,  should  also  be  shown. 

iThe  dry  goods  shown  should  be  chiefly  fancy  waists, 
neckwear,  fancy  scarfs  and  other  accessories  wanted  for 
informal  evening  wear.  There  should  also  be  some  lin- 
gerie and  one-piece  gowns  included  in  the  display — ^indeed, 
a  window  devoted  to  Princesse  a,nd  one-piece  gowns  would 
be  strictly  in  order,  and  quite  in  keeping  with  the  re- 
quirements of  the  season,  \\^hi!e  it  would  afford  a  splendid 
advantage  for  featuring  this  new  and  popular  addition  to 
garment   lines. 

The  background  shown  is  decidely  inexpensive,  and 
one  so  easily  ma.de  that  the  veriest  beginner  in  window 
trimming  need  have  no  fears  in  attempting  it.  The  cur- 
tains are  of  deep  green.  Velour  of  this  color  that  almost 
every  store  possesses  will  serve,  but  almost  any  material 
will  answer.  The  panels  above  the  curtains  consist  of  a 
wooden  frame,  over  which  pale  yellow  felt  is  stretched 
as  smoothly  as  possible.  The  pumpkins  and  cats  are  cut 
out    of  cardboard   and    painted— the   eats   black,    and    the 


pumi^kins   deep   orange,   shaded   with    brown,    leaving   the 
eyes,   mouths,   and   noses   white. 

Making  the  Panel. 

After  the  cats  and  pumpkins  are  pasted  to  the  panel 
they  will  need  some  touching  up.  'For  instance,  tbe  brush- 
ed-up  hair,  that  gives  the  cats  their  spooky  look,  will 
have  to  be  added  now.  The  best  frame  for  the  panels 
would  be  an  edge  of  weathei-ed  oak  molding. 

The  setting  would  be  vastly  improved  by  the  addition 
of  a  little  floral  decoration.  Sunflowers  are  the  proper 
ones  to  use,  but  yellow  poppies  or  golden-rod  may  be 
substituted.  If  the  trimmer  bas  time,  or  can  obtain  as- 
sistance, sunflowers  are  very  easily  made  from  crepe  paper. 
If  the  paper  was  nut  first  made  waterproof,  there  might 
be  some  trouble  with  the  insurance  people  if  these  flow- 
ers were  very  freely  used,  but  a  few  very  large  flowers 
could  carry  no  objection,  if  placed  at  a  good  distance 
from  any  lights. 

To  make  the  flowers,  the  trimmer  first  cuts  a  large 
circular  piece  of  cardboard.  Then  take  strips  of  orange 
crepe  paper  about  6  i.nches  wide,  12  inches  long,  fold  in 
six,  cut  the  shape  of  a  sunflower  petal.  This  can  be  easily 
ascertained  by  obtaining  the  petals  of  a  natural  flower. 
Leave  a  strip  at  the  bottom  about  one  inch  wide  to  paste 
the  petals  to  the  cardboard  disc.  A  strip  this  width  should 
make  six  petals.  Paste  three  or  four  rows  of  the  petals 
around  the  cardboard  circle,  arranging  them  so  as  to 
have  the  second  row  of  petals  come  between  those  of  the 
first,  and  so  on,  taking  care,  however,  not  to  obtain  a 
stiff,  set  arrangement.  Now  take  a  smaller  cardboard 
circle,  the  size  to  cover  the  last  row  of  paper  used  to 
paste  on  the  last  row  of  petals.  With  wadding,  pad  the 
top  of  the  small  circle  and  cover  with  dark  brown  velvet. 
This  makes  the  centre  of  the  flower,  a,nd  is  pasted  into 
the  larger  disc.    Now  pull  out  the  crepe  paper  petals  and 
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make  the  Hower  as  natiii'al-lddking'  as  possible.  Td  liuisli 
(iff,  a  piece  of  strong  wire  should  have  one  end  bent  over 
and  the  bend  covered  with  batting  and  a  piece  of  vehet. 
The  wire  'should  then  be  put  through  a  hole  made  in  the 
centre  of  tlie  sunflowei'.  Two  large  circles  of  green  crepe 
paper  should  be  cut?  and  the  edges  notched  and  pointed; 
these  s'hould  be  slipped  over  the  wire  stalk  at  the  back 
of  the  flower — a  little  wadding  being  used  to  give  the 
proper  shape.  The  paper  should  be  pasted  to  the  large 
card'board  disc,  with  the  notched  pieces  backing  the  crepe 
paper  petals.  The  wire  stalk  should  be  wrapped  over 
with  a  strip  of  green  crepe  paper. 

The  window  ticket  or  tickets  are  to  be  surmounted  by 
a  black  cat,  similar  to  illustration.  The  eat  may  be  cut 
out  after  painting,  or  the  cat  drawn  on  the  top  of  tlie 
ticket.  The  expense  connected  with  getting  up  this  win- 
dow trim  is  slig-ht  and  the  effect  gained,  if  the  colors  a,re 
properly   blended,   is   a   good  one. 

The  Simpson  Co.'s  Opening. 

Thoug'li  the  workmen  ha,ve  still  possession  of  some  por- 
tions of  the  Robert  Simpson  Co.'s  store,  in  Toronto,  and 
many  other  alterations  and  improvements  are  in  i)roject, 


It  is  sunie  years  since  tlie  Simpson  Co.  removed  the 
dress  goods  department  from  the  main  to  the  first  floor 
of  their  building,  and  now  tliat  tlie  alterati(ms  are  near- 
ing  completion,  pi'actically  a,ll  the  piece  goods  'have  fol- 
lowed, leaving  the  main  floor  almost  exclusively  to  the 
fancy   departments. 

iWaists,  whitewear,  corset's,  knitted  underwear,  etc., 
have  gone  up  to  the  second  floor,  and  are  now  carried 
there,  along  with  the  cloalc,  suit,  and  fur  section's.  A 
larg'e  department  for  the  selling  of  children's  wear  has 
been  added. 

These  two  floors  have  been  covered  with  a  rich  pile 
carpet  in  a  soft  mossy  tone  of  green,  which  harmonizes 
well   with   the  massive  mahogany   woodwork   and   fittings. 

On  the  second  floor  a  rest  room  has  been  planned.  It 
is  elevated  a  'couple  of  steps  above  the  floor  of  the  de- 
partment, and  is  carpeted  in  green,  like  the  rest  of  the 
floor.  There  is  a  generous  supply  of  comfortable  lea- 
ther-covered lounges,  and  chairs,  as  well  as  writing  tables 
and   all  conveniences. 

The  lavatories,  etc.,  are  constructed  along  the  most 
up-to-date  lines,  and  are  fitted  w'ith  the  latest  sanitary 
appliances.     Being  situated  on  the  south  side  of  the  build- 


One  of  the   series  of  beautiful    Fall  opening  windows   dressed  by  H.  C.   McDonald  for  the  W.  A.   Murray  Co.    Suits,  evening 
wraps,  furs,   hand-bags,   gloves  and  footwear  were  shown.    A  feature  of  this  window  was   the   real  lace  neckwear  shown. 


the  grand  opening  took  place  Tuesday,  the  8th  of  Sep- 
tember, during  the  second  week  of  the  Toronto  Exhibi- 
tion. Easily  the  most  magnificent  store  building  in  the 
Dominion,  there  are  only  a  few  of  the  very  best  stores 
in  New  York  that  can  begin  to  rank  with  the  enlarged 
store,  either  in  size  or  in  beauty  of  building  or  fittings. 

Entering  from  Yonge  Street,  one  spacious  ais'e  runs 
through  the  building  to  James  Street,  and  from  the  large 
i.ew  entrance  on  Queen  Street  another  wide  aisle  runs 
across  the  building.  This  entrance,  and  the  carriage  en- 
trance at  the  corner  of  James  and  Queen  Streets,  are 
paneled  in  mahogany.  All  counter.s,  tahles,  showcases, 
etc.,  are  of  the  same  rich  wood,  and  are  of  severely  plain, 
massive,   colonial    effect. 

There  is  plenty  of  work  for  the  trimmers'  depart- 
ment, as  there  are  a  series  of  large  windows  across  the 
Yonge  Street  and  Queen  Street  fronts,  a  large  window  on 
Richmond  Sti'eet,  and  the  recessed  windows  of  the  Rea 
store,  now  turned  into  an  extra  Yonge  Street  entrance, 
as  well  as  vestibuled  windows  in  the  main  Queen  Street 
entrance.  In  a  former  numbei'.  The  Review  gave  a  plan 
and  description  of  both  entrance,  windows  a,nd  the  new 
windows  in  the  additional  building. 


iiig,  the  whole  of  the  room  is  flooded  with  light  and  sun- 
shine during  the  day.  The  partitions  are  of  marble,  and 
the  porcelain  wash  basins  are  so  placed  lliat  there  is  an 
aisle  on   both   sides. 

For  the  opening  days,  the  store  was  beautifully 
decorated,  the  numberless  colored  lights  and  the  wealth  of 
flowers  giviu'g  a  decidedly  Japanese  air  to  the  decorative 
scheme.  The  piers  or  pillars  are  square,  with  ornate 
plaster  capitals  and  around  these  pillars  were  clamped 
hammered  iron  brackets,  from  which  were  suspended 
square  hammered  iron  lanterns  of  shaded  glass.  At  each 
side  of  the  pillars  is  placed  a  round  iron  fern  pan  filled 
with  ferns,  geraniums,  asters,  and  other  Autumn  flowers. 
Great  wreaths  of  foliage  were  twined  about  the  pillars, 
and  festooned   between   the  arches  on   the  ground  floor. 

Perhaps  the  prettiest  feature  of  all  the  decorations 
was  the  flower  fountains,  used  in  the  larger  spaces,  on  the 
floors.  These  were  about  six  feet  high,  and  were  made  of 
metal  pans,  ranging  from  a  diameter  of  12  inches  at  the 
top  to  3G  Indies  at  the  bottom.  These  were  fastened  to 
an  iron  upright  and  the  whole  painted  green.  An  electric 
wire  was  carried  through  a  metal  tube  and  a  string  of 
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(li'iij)   liylils,   colored    red,   wa^;   run    arouiid    llic   milcr   (.'(l,i;-e       liaiidsmiic    i'ahiics    and    iiii|ini'lcd    n'owiis    cvidciilly    Ixmiil' 
of  caidi    |)aii.      Tlu'   pans    wcie   lillcd    willi    urowiiiL;'   plants,       cinisidcrcd     siiriiciciil  1  v     al  I  raci  i\c     wilhoiil     added     delail. 


New  idea  in  a  high  drape.    Drawn  for  The  Review  from  the  opening  windows  dressed  by  A.  E.  Apled  for  the  T.  Eaton  Co.,  Toronto 

creeping  vines  and  running  plants    being  selected  for  the      High  vases  of  gilded  wicker  work,  handsome  furniture  and 
edge.     These  hanging  over,  with  the  light  underneath,  gave      Louis  XTY..  painted   and  gilded  screens  were  the  embel- 


New  ides  in  draping.     Drawn  for  The  Review  from  one  of  the  opening  windows  by  H.  H.  Holllngsworth,  for  the  R.  Simpson  Co.,  Toronto 


the  effect  of  falling  water,  and  when  lighted,  were  strik-      ishments  used.  An  effective  fea.ture  of  these  screens  was 
ingly  beautiful.  obtained  by  the  outer  mirrored  panels,  which  showed   the 

Very    little    elaboration    was    used    in    trimming,    the      back  of  the  gowns. 
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Trimmers  Using  High  Drapes. 

The  four  drapes  illustrated  this  month  are  ta,ken  from 
the  Fall  opening  windows  of  the  T.  Eaton  Co.,  and  those 
of  the  Ro'bert  Simpson  Co. 's  store,  and  illustrate  the 
class  of  drapes  H.  Hollingsworth  and  A.  E.  Apted  are 
using  to  display  the  new  Fall  faibrics. 

Drape  No.  1  is  a  somewhat  novel  variation  of  a  well- 
known  drape  form,  and  one  which,  because  of  its  easy 
construction  and  general  effectiveness,  is  a  favorite  with 
most  trimmers.  This  drape  is  made  over  two  %-in. 
boards,  nailed  together  and  forming  a  right-angle.  As 
used  here  it  is  extra  high,  the  top  of  the  stand  coming 
even  with  or  a  little  above  the  level  of  the  perma,nent 
background.  Of  course,  the  stand  need  not  be  so  high,  it 
can  be  elevated  on  a  box.  In  using  the  box  the  angle 
formed  by  the  boards  should  come  over  the  corner  of  the 


and  this  is  first  i^repared  Ijy  trimming  it  with  a,  lace  yoke 
or  iilastron.  The  fabric  is  opened  out  to  its  full  width 
and  sufficient  is  allowed  to  drajje  easily  on  the  floor.  The 
selvedge  is  turned  in  and  the  V.  effect  is  formed  over  the 
lace  yoke  in  front.  The  goods  are  pleated  and  draped 
over  the  bust,  and  to  form  the  sleeves  one  of  the  new 
bertha  trimming  effects  is  used  as  a  finish.  The  drape 
seen  was  on  pale  Nile  broadcloth,  and  the  bertha  was  of 
irridescent  beads,  silk  embroideries  and  gold  thread  on 
black  net. 

The  other  drape  was  made  on  exa.ctly  the  same  stand, 
and  in  the  same  manner  as  drape  No.  2.  Tn  addition  to  the 
sweeps,  a  joieee  of  the  cloth  was  made  into  two  folds  and 
placed  over  the  plain  centre,  leaving  a  sitiall  space  dnwii 
the  middle.  Next,  a  jiiece  of  fancy  silk  is  taken  a.nd 
folded  down  the  middle.  This  is  pleated  in  the  trim- 
mer's hand   and   a    long,   steel,   glass-lieaded   pin   is   thrust 


New   idea   in   draping,   stiowing  use  of   brocaded   silk.     Drawn    for   The    Review  'rom    one   of   ttie  opening 
windows  dressed  biy    H.    H.    Hollingsworth   of   the  R.   Simpson   Co.,  Toronto. 


box,  and  a  nail  or  two  should  be  used  to  give  the  neces- 
sa,ry  firmness  and  make  all  secure.  The  goods  are  brought 
up  and  secured  to  the  angle  in  the  usual  way,  and  then 
carried  over  at  the  side  a-nd  draped  to  an  ordinary  up- 
right stand.  This  drape  is  suitable  for  the  display  of  any 
plain  fabric. 

Drape  No.  2  was  formed  over  an  ordinary  T-stand, 
about  32  in.  long  bj-  42  in.  high.  This  stand  should  be 
heavily  weighted  at  the  bottom  or  nailed  down  to  the  floor 
so  that  the  heavy  folds  of  goods  will  not  make  it  tip  over. 
The  stand  has  to  be  covered  plain  and  smooth  with  the 
material,  leaving  aibout  half  a  yard  lying  smooth  on  the 
floor.  Sweeps  are  formed  at  each  edge  by  picking  up  the 
selvedge  and  turning  it  under,  and  placing  the  folded  edge 
squarely  over  the  end  of  the  stand.  The  position  of  the 
trimming  needs  no  explanation,  as  the  illustration  shows 
its  manner  of  use.  The  way  in  which  the  piece  of  goods 
is  bowed  or  puffed    is  also  plainly  shown  in  the  drawing. 

To  make  the  draped  form,  a  waist  form  is  needed, 


through  the  folds  close  to  the  selvedge  and  then  the  pin 
is  forced  into  the  wood  of  the  stand  in  the  centre  of  the 
drape.  A  little  corner  of  the  silk  is  caug'ht  over  to  back 
the  handsome  buckle.  The  silk  is  now  formed  into  a  large 
puff,  like  the  drawing,  by  pulling  it  out  and  arranging  it 
in  a  circle.  The  end  of  the  silk  is  carried  down  to  the 
floor,  the  folds  of  fa'brie  on  either  side  of  the  centre  con- 
cealing the  selvedges  of  the  silk.  This  drape  was  formed 
of  dull  amethyst  broadcloth  and  the  silk  was  a  handsome 
apricot  brocade. 

Eaton  Co.'s  Opening  Windows. 

THE  opening  windows  put  in  by  A.  E.  Apted  for 
the    T.    Eaton    Co.    were   of   particular    value    to 
the   trimmer    who  is  looking  for  practical,  orig- 
inal   and,  at  the  same  time,  not  too  expensive  back- 
grounds— those    which,    while     giving     the    true   opening 
touch,  only  set  off  the  goods,  and  do  not  claim  the  whole 
attention  of  the  people  on   the   sidewalk. 
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AN   EFFECTIVE  DISPLAY 

of    Skirts    and    Petticoats  is    a    consideration    in    every    store,    and 
this    problem   can    be   successfully  solved    by  installing  the 

BUCKINGHAM 

SUNFLOWER  RACK 

the  only  practical  method  of  hanging  and  displaying 
Skirts  and  Petticoats.  This  rack  will  keep  your 
Skirts  in  good  condition,  and  as  it  retains  the  original 
folds,  it  saves  pressing  expenses.  It  has  no  dark 
sides,  and  gives  you  more  light.  The  price  of  this 
rack  is  $16.50  f.o.b.  Guelph,  Ont. 

Send  for  one ;  we  will  take  it  back  and  give 
you    credit   in   full   if  you  are  not   satisfied. 

BUCKINGHAM-RAE  CO. 


177-179  Adams   Sireet 


CHICAGO,   III. 


SECTION   OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


THE  LIQUIDATION 

of  ttiis  business  means  ttiat   cut   prices  are  being  offered  on 
all  store  fittings,  including  the  well-known 

Weir  Wardrobe 
System 

(Patented) 
Sectional  Wardrobes — each  complete  in  itself. 

Fitting  Rooms,  Stairways  or  Dummy  Fronts,    all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — in  30-in.  frontage— 50  suits. 
Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 
Hardwood  or  Melal  Roller  Bearing  Slides 

Centre  Section         -         -         $30.00 
End  Section  -         -         $33.75 

(Melal  Slides  $3.00  exira) 

Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES   being  offered   on   SHOW-CASES   and     SILENT 
SALESMEN. 

Write  for  illustrated  circular 

Weir  Wardrobe  Co. 

of  Canada,  Limited 

(IN  LIQUIDATION! 

MOUNT  FOREST  -         ONTARIO 
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The  windows  on  Albert  Street,  and  to  the  north  of 
the  entra,nce  on  Yonge  Street,  were  'trimmed  alike;  the 
windows  'between  the  two  main  entrances  showed  another 
background,  and  again,  the  baekg-ronnd  was  totally  dif- 
ferent in  the  windows  below  the  south  entrance  on  Yonge 
Street.  The  first-named  series  of  windows  on  the  ojaen- 
ing  day  were  devoted  to  an  extensive  show  of  Paris  and 
New  York  hats,  and  though  hats  made  up  the  principal 
portion  of  the  show,  variety  and  etfect  were  given  by  the 
presence  of  several  figures  beautifully  posed  and  gowned. 

The  mirrors  used,  which  are  really  the  best  background 
for  millinery,  as  they  show  the  line  of  the  side  and  the 
back  of  the  hat,  were  draped  with  folded  Nile-green  silk. 
At  the  juncture  'of  each  mirror  was  placed  a  large  Rococo 
bow,  carved  out  of  wood  and  gilded.  These  fastened  the 
trails  and  festoons  of  silk  and  velvet  roses  and  leaves. 
The  floral  effect  was  conventional,  the  trails,  etc.,  being 
evidently  wired. 

Above  the 'baiCkground  of  the  Eaton  windows  plain  glass 
is  used  in  huge  sheets  to  give  light  t'O  the  interior  of  the 
store.  On  these  lights  and  o'n  the  mirror  was  a  graceful 
scroll  and  wreath  pattern,  painted  in  gold.  The  gold  used 
was  not  the  bright,  burnished  effect,  but  the  fashionable 
dull  antique  finish. 

Some  very  'handsome  screens  wei'e  used  in  this  win- 
dow. They  were  of  irregular  outline,  the  scroll  frames 
richly  ea,rved  and  gilded  and  the  panels  filled  with  Au- 
tumn landscape  scenes. 

The  windows  between  the  entrances  also  had  a  min-or 
background  with  t'lie  frame  fiidden  under  folds  of  Nile- 
green  silk.  Upon  this  covering  (jnantities  of  maiden- 
hair fern,  in  its  natural  green  and  dyed  in  rich  Autumn 
yellows,  g'olds  and  reds  were  arranged.  In  the  centre  of 
each  window  was  an  immense  'bow  of  wiilc  gold  and 
crimson  ribbons,  tying  masses  of  the  fern,  while  long, 
knotted  streamers  descended  to  the  floor  of  the  window. 
All  the  windows  had  the  floor  covered  with  a  very  soft 
tone  of  grey  felt. 

The  other  series  of  windows  were  richly  and  originally 
trimmed.  In  the  centre  of  each  window  was  placed  ai  high 
panel  covered  in  one  set  with  peacock  velours,  and  in  the 
other  in  Empire  green.  This  formed  the  background  fur 
beautifully  modeled  pla.sfer  panels,  consisting  of  conven- 
tionalized  olive   leaves,   berries   and   stems.     At    the   foot 


played  originality,  coupled  with  artistic  arrangement,  and 
many  good  selling  features.  Naturally  each  store  fea,- 
tured  in  its  windows  announcements  of  the  Fall  open- 
ings, with  cards  welcoming  visitors  back  to  Montreal  and 
to  the  store. 

Jas.  A.  Ogilvy  &  Sons. 

The  big  corner  window  of  this  firm's  store  gives  the 
window    trimmer    ample    scope    to    make    use  of    original 


Suggestion  for  window  ticlsets  for  Halowe'en  display. 

trims.  On  this  occasion  tiie  design  employed  was  vei-y 
effecti\'e.  Two  sides  of  a  colonial  house  were  shown, 
forming  a  corner.  Two  small  windows,  formed  of 
mirrors,  with  kvttice,  and  a  French  window,  were 
very  realistic.  A  piazza  effect  was  produced  at  one  side 
by  rafters,  supported  by  pillars.  The  walls  of  the  house 
were  in  buff  ingrain  paper,  and  the  lattice  work  and  I'afters 
were  painted  white.  Grapevines  an'd  woodbine  trail- 
ed over  the  lattice  and  around  the  pillai's.  At  one  side  a 
lawn  was  reiiresented  by  means  of  a  green  ca,rpet  for 
grass,  and  a  small  tree  and  ferns.  On  the  piazza,  which 
was  on  one  side  only,  was  a  garden  seat.  The  entire 
effect  was  very  pretty,  and  furnished  an  attractive  set- 
ting for  some  of  the  new  suits,  millinery,  ete. 

The  John  Murphy  Co. 

One    of   tlie    most    noticeable    features   of   the    opening 
windows   of   the  John   Murphy  store   was   the   use  of  at- 


€)    C> 
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Suggestion   for   panel  for   HaUowe'en   window  background. 


of  each  panel  was  a  double  dais  covered  with  the  velours. 
Between  the  panels  very  handsome  dull  old  gold  brocade 
curtains  Avere  used.  The  plaster  panel,  it  should  'be  said, 
was  in  old  ivory. 


Montreal  Opening  Windows. 

Fall  openings  and  the  Back-to-Montreal  Week  com- 
ing at  the  same  time,  Montreal  merchants  had  a  double 
inducement  to  make  attractive  opening  displays,  and  as  a 
rHsailt-departmeut  store  and  dry  goods  store  windows  dis- 


tractive  cards,  pointing  out  the  policy  of  the  store,  their 
aims,  etc.     Some  of  the  cards  read  as  follows: 

"We  aim  to  retain  all  the  elegance  of  Parisian  styles, 
without  their  extravagance." 

"'Paris  and  Vienna  create  a  style.  We  tone  it  to  your 
liking. ' ' 

"It  is  a  question  of  perfect  symmetry  in  the  street 
costume  of  to-day." 

"Murphy  interpretations  of  imported  fashions." 

"Suggestions  in   amethyst." 

For  the  windows  on   the  Metcalfe   Street  side  of  the 
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Profitable  Display  Demands    Practical  Fixtures 


PRACTICAL  FIXTURES  TO 
DISPLAY  GINGHAMS  AND 
PRINTS.  Holds  40  pieces. 
Made    for    counter    and    floor. 


PRACTICAL   HOSIERY 

RACKS.     Two  sizes,  holding 

72  and  100  pairs  Hose. 


PRACTICAL  UMBRELLA 
CABINETS.    Two  sizes. 
H  jIJ  60  or  80  Umbrellas. 


PRACTICAL  CLOAK 
AND  DRESS  RACKS 

Revolving  and  straight. 


PRACTICAL  COUNTER   NOTION 
CABINETS.    Made  in  five  lengths. 


FOR  SALE   BY  THE  WHOLESALE   DRY    GOODS    AND    NOTION  HOUSES.    SEND    FOR    CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION.  N.Y. 


FOR  THE  COMING  FUR  SEASON 

X        A 

^^^^^^              Latest                                *^ 

Models 

in 

Collarette 

and 
Muff 

1 

Stands        d^^"**^ 

^ 

Write  for 

our 

Fur 

Specialty 

Circular.                          [ 

No.  87E                                                                              No.  87(; 

J.  R.  PALMENBERG'S  SONS 

ICstahl  sh.a  18.52 

Factory,  89-91  W.  3rd  St.                             710  Broadway,  New  York 

There  is  Always  "One  Best  Way  " 
to  do  Everything.  The  Displaying 
of  Merchandise  well  goes  a  long 
way  in  assisting  in  the  selling  of  it. 

In  Displaying  Ready-to-Wear  Apparel 
the  most  Practical  Feature  now  in  use 
is  the  Guthridge  Display  Chair.  Gar- 
ments are  not  only  shown  to  much  better 
advantage  but  you  also  save  Seventy-five 
per  cent,  of  your  Showing  space.  (They 
take  up  only  one-quarter  of  the  space  that 
display  tables  occupy).  Having  used  these 
Chairs  once  you  wonder  how  you  ever 
got  along  without  them. 

Think  of  it— Over  Seven  Hundred  and  Fifty  Cliairs 
now  in  use  in  Cfiicago  alone.  Place  your  order  now 
so  as  to  have  them  for  early  use.  Made  of  Rirch, 
Mahogany  finish  and  Quarter-Sawed  Oal<,  Golden 
Oak  finish  ;  both  finishes  are  of  a  medium  shade  that 
will  harmonize  nicely  with  any  furnishings.  These 
chairs  are  already  in  use  in  the  Suit  and  Cloak 
Departments  of  some  of  the  leading  stores  of 
Toronto  and  Montreal.  Write  for  descriptive  cir- 
cular. 

F.  M.  GUTHRIDGE 

1433  Wabash  Avenue    -    CHICAGO,  III,,  U.S.A. 
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Display  Your  Stock 

to  good  advantage— show  the  various  points  of 
excellence  in  th»  goods  comprising  your 
stock— and  brisk  business  is  a  certainty.  In 
doing  this,  our 

Modern  Display  Fixtures 

will  be  of  great  assistance  to  you 


Our  display  fix- 
tures embody  the 
most  modern 
ideas  and  designs 
for  conveniently 
and  attractively 
displaying  the 
stock  of  a  dry 
goods  store. 


r 


Let  us  mail  you 
our  new  catalog- 
It  is  a  liberal  edu. 
cation  in  the  art 
of  display. 

WRITE 

FOR  IT 

TO-DAY 


EVERYTHING 
IN 
DISPLAY 
FIXTURES 


The  Toronto  Brass  Mf^.  Go. 


17-21   Temperance   Street 


Toronto,   Ont. 


Lamson  Carriers  are  to-day  a  fully 
ackno'wledged  factor  in  the  success- 
ful development  and  conduct  of  the 
modern  store,  and  in  one  or  another 
of  their  many  forms  are  found  ab- 
solutely indispensable  in  80  of  the 
representative  and  leading  retail 
establishments  in  America  and 
Great   Britain. 

Sysfe»is  Leased  or  Sold 
Send  for  Bulletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington  St.  W.,  Toronto,  Ont. 
MADE  IN   CANADA 


store  emerald  green  velvet  baekgrounds  were  used.  The 
flooring  was  of  felt  in  a  soft  grey.  Each  of  these  win- 
dows was  given  up  to  a  different  color,  shown  in  suits, 
wraps,  dresses,  millinery  and  dress  accessories.  The  large 
corner  window  had  a  mirror  background,  and  was  given 
up  to  "Suggestions  in  Amethyst."  The  arrangement  of 
the  goiids  was  particularly  effective,  there  being  just 
enough  to  produce  good  results. 

W.  H.  Scroggie,  Ltd. 

The  many  windows  of  this  large  store  were  attrae- 
lively  trimmed  for  the  Fall  opening.  Backgrounds  of  rose 
sateen  were  used.  Diamond-shaped  j^anels  were  placed 
against  this  background  and  were  artistically  lettered 
with  the  air  brush,  in  the  new  shades,  announcing  the 
opening.  Pillars  in  white,  outlined  with  gilt  cord,  were 
placed  in  the  windows.  Above  the  rose  sateen  was  a 
border  of  green  velvet,  on  which  were  placed  artistic 
designs  executed  in  plaster  of  Paris.  The  floor  wa,s  cover- 
ed with  green  felt.  A  good  showing  was  made  of  tlie  new 
season's  goods,  comprising,  suits,  millinery,  dresses  and 
new  accessories. 

Henry  Morgan  &  Co.,  Ltd. 

The  principal  window  was  shown  with  a  wliite  lat- 
tice background,  over  green  velvet,  decora,ted  wit'h  autumn 
leaves.  The  floor  was  covered  with  a  green  rug,  over 
which  autumn  leaves  were  scattered.  On  a  rustic  seat,  a 
figure  of  a  lady,  wearing  one  of  the  new  costumes  a,nd 
a  new  style  of  hat,  was  seated;  also  the  figure  of  a  child 
ill  new  style  garments.  Other  windows,  with  similar 
l)ackgrounds,  showed  suits,  dresses,  millinery,  scarfs,  'etc., 
in  the  newest  sha,des.  The  beauty  of  these  windows  de- 
pended chiefly  upon  the  draping  of  materials,  and  the 
placing   of   the   goods. 


Invented  a  Flax  Puller. 

Kev.  Charles  H.  Vessot,  of  St.  Mark's  French  Presby- 
terian church,  Ottawa,  has  invented  a  flax  puller,  which. 
it  is  claimed,  will  lessen  the  cost  of  linen  production.  His 
machine  has  achieved  the  object  for  which  some  of  the 
best  designers  in  the  business  have  'been  working — it  pulls 
the  flax  and  hinds  it  as  fast  as  the  regular  machine  can 
bind  grain.  It  has  been  working  about  Stratford,  Ont., 
with  success,  and  Mr.  Vessot  has  been  there  looking  after 
his  invention.  It  is  pulling  the  bulk  of  the  flax  in  that 
district.  Formerly  the  flax  was  all  pulled  by  Indians 
and  it  was  a  slow  process.  The  farmers  could  not  use 
the  ordinary  binder  with  knives,  because  it  left  too  much 
of  the  valuahle  part  of  the  flax,  the  stubble,  on  the  Held. 
This  slow  and  expensive  process  of  pulling  by  hand  will 
now,  it  seems,  be  relegated  to  the  shelf  with  the  sickle. 


New  Companies  Incorporated. 

Talbot.  Limited,  carrying  on  the  business  of  wholesale 
and  retail  dry  goods,  hardware,  gt^oceries  and  provisions, 
have  been  incorpora'ted,  with  $&9,000  capital,  the  incor- 
porators being  J.  A.  Talbo't,  L.  A.  Dion,  J.  Proulx,  Chas. 
(raron  and  Miss  A.  Talbot,  with  head  office  at  St.  Ger- 
main  de   Rimouski,   Que. 


R.  A.  Brisco,  dry  goods  merchant,  Gait,  and  Miss  Ora, 
Wilkinson,  of  Minneapolis,  formerly  of  Goderich,  were 
married   in   Toronto,    Sept.   13. 

J.  &  R.  Lawless,  of  Grafton,  have  disposed  of  their  dry 
goods  business  to  John  Johnston,  a  former  GraftoniaiU, 
who  has  been  absent  for  a  number  of  years. 


■  ■-  v^  l..*^     i 


London,  Eng.,  Office,  Dry  Goods 
Review,  88  Fleet  St.,  E.G. 


The  Month's  Review 
of  Trade  Activities 


in  British  Markets 


Staff  Gorrespondent 


Office  of  The  Di-y  Groods  Review, 

88  Fleet   St.,  London,  E.G., 

September  23. 

CERTAINLY    tLiule   nuist    be   improving,    for   in    a 
Summer    when    trade    depression    and    wretched 
weather  liave  combined,  the  city  wholesale  houses 
are  finding  that  the  trade  shows  a  considerable 
increase  for   the   first   and  seoon'd  months  of  t'he   second 
half  of  the  year. 

September's  trade  so  far  is  keeping  up  the  record, 
and  the  early  touch  of  cold  experienced  at  the  beginning 
of  the  month  has  given  buyers  a  beneficial  reminder  to 
fill  in  their  Autumn  needs.  Many  of  the  leading  London 
stores  have  ha,d  a  busy  time  during  the  past  few  months, 
and  have  little  to  complain  about  on  the  score  of  bad  trade. 

Recent  Legislation. 

The  term  of  the  present  government  has  been  prolific 
of  legislative  measures  that  have  bearings  upon  the  drap- 
ing trade.  The  latest  of  these  is  a  Shop  Hours  Bill,  intro- 
duced in  the  interest  'of  the  assistants  in  stores. 

This  measure  regulates  the  hours  that  stores  may  be 
kept  open.  As  far  as  the  large  stores  go,  the  proposed 
measure  will  work  little  or  no  change,  as  all  the  conditions 
are  complied  with.  It  is  the  small  shop-keeper  in  the  out- 
side sections  wlio  will  be  affected  by  the  provisions  of  the 
bill.  That  the  bill  is  needed  is,  however,  pretty  generally 
conceded.  In  many  sections  the  feeling  seems  to  be  that 
the  influence  will  be  wholly  for  good,  the  sentiment  being 
that  "if  you  make  my  competitors  close,  I  will  gladly 
close,  too," 

One  Year's  Record. 

Vyse,  Sons  &  Co.  have  come  near  to  making  a  record 
year,  the  net  profit  being  over  £10,000.  Only  in  1903  has 
this  figure  been  exceeded.  The  directors  are  declaring  a 
dividend  of  5  per  cent,  and  they  have  decided  to  restrict 
the  dividend  in  future  to  this  hgure,  and  place  the  in- 
creased sum  on  the  reserve. 

Novel  Exhibit  at  Selfridges'. 

During  the  past  month  Selfridges  have  been  using  a 
novel  exhibit  as  a  store  attra'ction. 

The  exhibition  was  that  of  an  old  time  industry, 
namely,  that  of  block  printing.  A  beautiful  display  of 
the  goods  printed  was  made  in  the  window  and  in  the 
store  the  printer  and  his  attendants  were  seen  at  work. 
The  materials  shown  were  very  varied,  running  from  coarse 
scrim  to  fine  silk.  Many  of  the  designs  produced  were 
very  handsome,  particularly  the  cashmeres.     Many  of  the 


blocks  used  were  over  100  years  old.     The  novel  ex'hibit 
drew  a  large  crowd  to  the  store. 

Bradford. 

The  next  series  of  Colonial  wool  sales  in  Coleman  Street 
commence  on  the  22nd  of  this  month,  and  by  that  date 
the  first  sales  of  the  new  clip  will  be  well  under  way.  In 
face  of  these  facts  the  price  tendency  of  the  new  raw 
material  is  still  upwards,  and  predictions  are  made  that 
the  end  of  the  month  will  see  60 's  quality  tops  quite  a 
penny  a  pound  dearer.  Naturally,  manufacturers  and 
spinners  do  not  look  with  any  fa.voi'  on  this  prospect  of 
higher  prices,  knowing,  as  they  do,  that  it  has  a  decided 
tendency  to  check  business,  and  to  lead  to  the  substitution 
of  other  fabrics  in  the  place  of  'WOolen  goods. 

There  is  plenty  of  new  business  passing  in  merinos, 
and  more  could  he  done  if  top  makere  could  be  induced  to 
take  it.  As  a  fa,ct,  it  is  said  that  there  is  more  forward 
business  on  the  books  of  Bradford  top-makers  to-day  than 
for  many  years  back,  in  spite  of  the  fact  that  plenty  of 
spinners  have  bong'ht  all  the  wool  they  want  for  the  cur- 
rent yeai-.  Wood  of  this  class  is  by  no  means  plentiful 
and  consumption  throug'haut  the  entire  woolen  district 
is  at  a  high  point,  with  every  prospect  of  the  mills  being 
busy  thTOUghout   the  winter. 

Advices  from  Germany  and  France  are  that  foreign 
buyers  have  placed  large  orders  for  Spring  fabrics,  giv- 
ing preference,  however,  to  worsted  materials,  and  cloth 
manufacturers  have  received  sufficient  orders  to  keep  ma- 
chinery going  for   the   next   few   months. 

A  significant  fact  is  the  upward  movement  in  coarse 
crossbreds.  The  finer  wools  of  this  kind  have  advanced 
almost  as  rapidly  as  pure  merinos  and  now  the  coarser- 
haired  wools  are  moving  up.  At  the  present  time,  they 
are  commanding  more  than  ll/2'fl  a  pound  over  their  lowest 
point  last  June,  in  40 's  and  even  in  36 's  there  is  distinct- 
ly more  doing,  and  exceptionally  low  quotations  have  dis- 
appeared.. There  is  some  scarcity  felt  in  fine  mohairs  and 
the  cheaper  grades  are  commanding  liiglier  prices. 

Manchester. 

Since  the  publication  of  the  Bureau  crop  report,  the 
market  for  raw  cotton  has  taken  a  decidedly  bullish 
turn,  and  for  two  days  the  much  talked-of  7d  cotton 
was  an  actual  fact.  Discouraging  reports  continue  to  be 
received  from  the  cotton  growing  States  and  there  is  a 
growing  belief  on  both  sides  of  the  Atlantic  that  not  only 
is  there  a  short  crop,  but  that  the  future  will  disclose  a 
scarcity  of  good  staple  cotton.  The  Egyptian  crop  is  a 
normal  one  but  prices  are  hardening  under  the  influence 
of  the  advances  in  the  American  staple. 
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The  advances  in  the  raw  staple  has  brought  out  more 
business  and  spinners'  quotations  have  taken  on  a  Hrmer 
tone.  The  general  tendency  indicates  a  growing  hrmness 
and  a  further  improvement  is  looked  for  from  the  con- 
tinuance of  the  sliiirt-lime  movement  for  six  weeks,  dating 
from  the  end  of  this  month. 

W'hen  the  raw  cotton  market  reaches  definite  shape, 
much  business  'that  is  now  being  held  back  will  come  into 
the  market,  and  therefore  manufactui-ers'  prospects  are 
much  improved. 

The  position  vaea,ted  recently  by  John  Mortimer,  as 
head  cashier  for  the  firm  of  Henry  B'annerm'an  &  Sons, 
is  to  be  filled  by  R.  H.  Bannerman,  a  great  grandson  of 
the  founder  of  t'he  firm.  Mr.  Mortimer  has  been  wit'h  this 
firm  over  fifty  years. 

The  staitistics  of  the  trading  year  which  have  just  been 
announced  by  many  of  the  cotton  companies,  show  clearly 
t'he  effects  of  the  depression  in  trade.  In  'the  majority 
of  eases  handsome  dividends  will  be  paid  but  they  are 
coming  out  of  accumulated  funds. 

Nottingham. 

Possibly  the  most  active  section  of  the  Nottingham 
trade  is  the  one  making  veilings  and  nets.  The  feeling 
expressed  in  many  (piarters  that  a  decline  in  sale  was 
due  has  proved  the  reverse  of  the  iDrcsent  stale  of  the 
business.  The  new  open  meshes  are  in  big  demand,  and 
chenilles  are  more  active,  while  the  Russian  nets  are  being- 
ordered  extensively,  and  eambrays  and  malines  are  a'so 
good  sellers.  The  niaking-up  departments  a,re  getiing  a 
fair  amount  of  l)n>iness  and  the  blouse,  neckwear  a,nd 
frilling  manufacturers  are  all  busy.  In  llie  lace  Iradc 
present  'prospects  are  not  at  aJI  briglit  and  the  oi'dcrs  o\\ 
hand  are  iwt  large.  Though  moi'e  goods  than  usual  arc 
being  shipped  to  Cauatla,  very  little  of  the  expected  busi- 
ness is  coming  from  the  States. 

Scotch  Notes. 

Glasgow  collon  mills  are  now  running  again  on  full 
time.  This  is  due  to  the  demand  f(jr  colored  goods.  This 
improvement  is  due  to  the  expanding  of  export  business 
as  there  is  little  demand  at  present  from  the  home  trade. 

Signor  Caruso  is  reported  to  have  invested  in  a  kilt 
while  in  Scotland,  and  be  intends  to  wear  them  when 
singing.  He  also  placed  with  an  Edinburgh  firm  a  large 
order  for  Scotch  homespuns  to  be  sent  to  bis  estate  near 
Florence. 

North  of  Ireland. 

The  tendency  of  t'he  linen  market  is  towards  harden- 
ing prices  as  the  manufacturers  are  so  far  oversold  that 
they  do  not  care  to  take  (ui  more  business,  even  at  en- 
hanced prices.  Spinners  also  are  well  booked  ahead  and 
yarn  prices  are  firm.  The  big  improvement  is  in  the  sliip- 
ping  traide. 

Canada  is  placing  good  mdei-s.  and  a  steady  business 
is  coming  from  the  States.  Cuba  and  South  America  are 
buying  freely  and  a  better  l)usiness  is  coming  from  Aus- 
tralia a,nd  New  Zealand.  Thei'e  is  little  change  in  the  liomc 
and  the  Continental  markets. 


Additions  to  Monarch  Co.'s  Mill. 

Extensive  a;dditions  are  being  made  to  the  Monarch 
Knitting  Co.'s  factory,  Dunnville.  The  heig-ht  will  be  in- 
creased O'ne  storey.  The  space  now  used  as  an  engine 
room  and  picker  and  dye  room  is  to  be  built  in  solid, 
and  the  structure,  when  completed,  will  be  one  so'id 
building,  2.30x65  feet,,  three  storeys  and  'basement,  Tvith 
a  floor  space  of  65,000  square  feet. 


Negotiations  are  also  about  completed  for  the  pur- 
chase by  t'he  Monarch  Company,  of  the  Imperial  mill 
building,  Dunnville,  and  when  this  property  is  acquired  a 
large  dye  'house  and  picker  room  is  to  be  erected  on  it. 
The  company  will  then  remove  all  its  spinning,  dyeing, 
etc.,  to  the  Imperial  mill.  The  dyeing  of  all  worsted 
yarns,  which  has  always  been  done  in  England,  will  then 
be  done  in  the  new  dyeing  plant 


James  M.  Fraser  Joins  the  Benedicts. 

-Xas.  M.  Fraser,  silk  department,  Greens'hields  Ltd., 
and  Miss  Josephine  M.  Climie,  were  married  September 
1-K'li  at  t'he  home  of  the  bride's  parents,  Westmount,  Que. 
Notwithstanding  the  fact  that  t'he  marriage  was  a  quiet 
one,  only  the  re'atives  of  both  families  being  present,  the 


JAMES  M.   FRASER 

'bride  was  the  recipient  of  many  beautiful  gifts,  testify- 
ing to  the  popularity  of  I'lie  l)i-ide  a.nd  gi-ooni.  One  of  the 
outstanding  gifts  was  a,  mahngany  c'lu  st  of  l(i7  pieces  of 
solid  silver  presented  by  tiie  eniphjyecs  of  (irecnshields, 
Limited. 

Mr.  anil  Mrs.  Frasei-  ai'e  spending  a  four  weeks'  honey- 
moon in  the  far  western  pruvinces,  and  on  their  return 
will  reside  at  I'he  Ijafayelte  Apartments,  Western  Ave.. 
Westmount. 


David  McMurtrie,  of  the  traveling  staff  of  Grordon, 
McKay  &  Co..  Toronto,  and  Miss  Ethelwyn  Gibson,  of 
Pictini,  were  married  in  Hamilton,  Sept.  20th. 

J.  E.  Talbot,  Montreal  saJes  manager  of  the  Wabasso 
Cotton  Co..  Ltd.,  Three  Rivers,  Que.,  left,  the  middle 
of  last  montii,  on  a  three  we'eks'  bn.siness  trip  to  Winni- 
peg and  the  coast. 
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Why  Does  Our  Pattern  Sell  ? 

Because  its  maker  knows  how  to  make 

the  pattern  the  women  want. 

We're  not  telling  how  we  do  it,  for  that's  our  stock 
in  trade.   But  our  sales  prove  to  you  we  do  it. 

For  weeks  we've  been  giving  reports  from  merchants 
all  over  the  country,  comparing  Spring  '09  sales  of  Standard 
Patterns  with  Spring  '08. 

HERE  ARE  A  FEW  MORE. 
MORE  NEXT  WEEK 

F  D.  Folsom  Co.,  Portland,  Maine        .         .  Increase  35% 

W.  W.  Oppenheim,  Newark,  N.  J.        .          ,  "        33% 

W.  F.  Oelman  &  Co ,  Dayton,  Ohio        .          .  "        33% 

Townsend  &  Wyatt  D.  G.  Co.,  St.  Joseph,  Mo.  "        20% 

Kahn  Bros.,  Oakland,  Cal "        31% 

If  the  sales  of  the  pattern  you  carry  have  not  grown 
enormously  this  spring  over  a  year  ago,  it  is  because  the 
maker  does  not  know  the  kind  of  pattern  the  women   want. 

Why  wait  for  him  to  get  the  knowledge — and  use  you 
to  prove  he's  got  it  ? 

Why  not  apply  to  one  who's  already  proved  ? 

That  is  to  us.  And,  if  you  have  no  Pattern,  why  not 
apply  for  one  that's  proved  to  be  a  good  one?  That  is, 
for  ours. 

Standard  Fashion  Company 

33  Richmond  St.  W.  :  :  Toronto,  Ont.,  Canada. 

Please  mention  The  Rcviciv  to  Advertisers  and  Their    T-avelers 


Low-cut  Designs  Figure  Well  in  Spring  Trade 

The  One-Strap  Pump  Promises  to  be  Favorite— Small  Leather  Buckles 
and  Leather  Trimmings  —  Satins  Favored  for  Evening  Wear  —  The 
Advance    in     Rubber  —  An     Increase      of     $1.47     in     One     Year. 


TRAVELERS  foi-  boot  and   shoe  firms  a,i-e  on    the 
i-oad    witli    Spring-   goods,    and    first    reports   are 
very  eneonraging.     The  Spring  styles  are  particu- 
larly desirable,     and     business     should  be  good. 
For    ladies,     the     pump    is     the     feature,     and    all    low- 
eut     designs     figure     prominently.     Low     vamps     are    the 
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Ladies'  two-butioned  patent  tie,  plain  toe.     Sprint  line 
Minister  Myles  Co.,  Toronto. 


correct  thing  for  the  Spring  trade,  and  tliis  style 
should  meet  with  favor.  Spring  samples  show  a  neat 
high  heel,  which  gives  a  very  smart  appearance  to  t he- 
shoe.  The  one-strap  pump  promises  to  be  a  favorite,  and 
some  'of  the  American  lines  are  shown  with  two  straps. 
\yhich  seems  to  be  getting  back  to  the  strap  slippiTs  s) 
popular  a  few  years  ago.  These  two-strap  pumps  are 
more  pairticularly  for  street  wear.  Low-cut  ties  will  be 
very  good  for  Spring. 

There  seems  to  be  a  tendency  towards  lighter  soles 
for  ladies'  shoes.  Turn  shoes  will  be  popular,  as  well 
as  light  sole  welts.  Vamps  are  shorter,  and  while  'heels 
are  still  high,  there  is  a  feeling  for  slig'htly  lower  heels 
on  ladies'  shoes.  Some  of  the  new  dressy  shoes  have  a 
narrow  toe,  quite  pointed,  and  it  looks  almost  as  if  a 
return  to  the  long,  narrow,  pointed  toes  of  a  few  years 
ago  were  in  order. 


Cloth  Tops  Featured. 

Perforations  are  quite  extensively  used  for  trimmiug 
purposes,  in  some  instances  being  put  over  leather  of  a 
contrasting  color.  The  Canadian  tra,de  is  not  taking  kind- 
ly to  too  much  of  this  class  of  trimming.  Cloth  tops  are 
strongly  featured,  chiefly  owing  to  the  desire  of  manu- 
facturers to  put  out  lines  of  shoes  which  are  high-class 
and  sightly,  without  involving  the  heavy  cost  of  the 
leather  shoe. 

An  effort  is  being  made  to  keep  the  range  of  colors 
iu  tops  as  limited  as  possible,  as  the  necessity  for  carry- 
ing a  wide  range  of  colors  makes  it  almost  certain  that 
some  of  the  goods  will  have  to  be  disposed  of  at  a  sacri- 
fice, as  some  colors  are  sure  to  l)e  very  sk)w,  while  others 
will  sell  readily.  Small  leather  buckles  and  leather  trim- 
mings are  the  correct  thing. 

Dull  leathers  are  strongly  favored,  while  jiatent  lea- 
ther is  holding  its  own.  Patent  leather,  in  combinution 
with  gun-metal  leather  and  cloth,  sells  readily.  Tan  shoes 
are  expected  to  be  as  strong  as  ever  for  the  Spring  trade. 
There  is  talk  of  a  darker  shade  of  tan  being  favoi-ed,  but 
it    does   n-iit    seem   likely   that   it    will   be    taken  to   any   ex- 


Patent  leither  button,  dull  calf  top 
—  Spring  line   Relindo  Shoe   Co. 


tent   in  this   market.     Lighter   tans   always  seem   to   have 
the   preference. 

In  Spring  lines  willow  calf  is  being  taken  up  strongly. 
This  leather  is  more  durable  than  the  'Russian  calf,  which 
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is  apt  to  crack,  ft  lias  been  broug-ht  to  a  very  big-li  state 
of  porfectidii,  making  it  most  desirable  fVom  every  stand- 
point. Chocolate  is  in  good  dema.nd  for  Sjiring'.  and  one 
traveler  taking  orders  for  shoes,  staled  that  so  far  he 
had  received  praclically  as  heavy  oideis  fur  cluicolate 
as    for  'tan.    Iliough    there    is    every    prdhability     that    the 


n 
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Men's  Patent  Blucher,  dull  calf  top.     Spring  line 
Minister  Myles  Co.,  Toronto. 

end  of  the  placing  season  will  see  the  tans  nauch  in  the 
majority.  W'hite  buckskin  shoes  will  be  very  fashionable 
for  the  Spring:  and  Summer,  1910,  but,  of  course,  there 
will  'be  'the  usual  demand  for  white  canvas  footwear  for 
outing  purposes. 

Handsome  Designs  in  Satins- 
Satin,  in  the  light  shades,  for  evening  wear,  is  strongly 
favored,  and  some  very  'handsome  designs  are  shown.  In 
most  instances  they  ai-e  made  on  a  very  narrow  last, 
pointed  toes,  and  gracefully-shaped  high  heel.  One  of 
the  new  designs  'being  shown  is  a  high  boot,  with  lace 
insets  at  t'he  side,  reaching  from  the  top  to  the  ankle.  A 
bronze  leather  hig-h  boot  was  shown  with  this  lace  inset. 
A  prettj',  pale  grey  suede  booit  had  embossed  leather  me- 
dallions set  into  the  sides  of  the  boot,  near  the  top.  These 
were  bordered  with  gilt  in  a  fancy  design.  Jeweled  but- 
tons and  white  pearl  buttons  are  used  on  these  fancy 
boots. 

The  demand  for  children's  shoes  is  for  'higher  tops  to 
quite  a  marked  degree,  the  9-in.  leg  being  popular. 


The  Price  Situation. 

^\'i^ll  lead  her  prices  soaring  higher  and  higher,  manu- 
facturers have  found  it  necessary  to  put  up  prices  on 
l!i('ii-  new  goods,  the  increase  varying  on  different  lines 
fi'oni  ten  to  fifty  cents  on  a  pair,  vvitli  tendencies  to  .S'till 
further  increase.  This  has  led  to  manufacturers  show- 
ing a  great  many  designs  with  ehrth  tops,  and  they  are 
advising   retailers   to   push   these  stronglj'. 

Some  retailers  are  taking  advantage  of  the  higher 
prices  to  put  up  prices  on  goods  that  were  bought  at  a 
Lovfer  figure.  They  contend  that  manufacturers  have 
done  'this  with  sitocks  of  leather  and  that  they  are  justi- 
fied in  doing  the  same.  Some  have  ntut  done  this,  hut  ■when 
buying  small  quairtities  of  new  goods  at  the  higher  prices, 
have  put  these  wilh  the  old  stock,  selling  them  at  regu- 
lar prices,  thus  making  a  smaller  profit  on  the  new  goods. 
Such  sitores  are  waiting  until  present  stock  is  praotically 
cleared  before  selling  goods  at  t'he  higher  price  warrant- 
ed by  the  cost  to  them. 

The  price  of  raw  rubber  is  still  going  up,  and  the  end 
is  not  in  isight.  Raw  rubber  'at  the  present  time  is  selling 
for  $2.15  per  pound,  and  at  this  time  a  year  ago  the  price 
was  only  68c  per  pound.  It  is  anticipated  that  unless 
there  is  a  change  in  the  market  situation  the  price  will 
reach  the  $3  mark.  This  enormous  increase  is  due  to  the 
fact  that  an  E'nglish  concern  has  cornered  practically  all 
the  raw  rubber  for  ihe  next  two  or  three  years,  as  well 
as  to  'the  increased  rubber  consumption.  One  important 
manufacturer  stated  that  he  was  contemplating  selling  his 
stock  of  raw  rubber,  as,  in  view  of  present  prices  and  the 
price  paid  for  his  stock,  his  profits  would  'be  as  great 
as  if  he  manufactured  his  stock  into  goods,  as  well  as  be- 
ing more  certain.  The  only  remedy  for  the  situation  seems 
to  be  in  an  agreement  on  the  part  of  manufacturers  to 
shut  down  for  a  time,  thus  forcing  t'he  price  of  rubber 
to  a  lower  figure. 

There  has  been  quite  an  increase  in  the  retail  price 
of  rubber  footwear  for  the  Fall  trade,  and  it  is  difficult 
to  tell  just  what  it  -will  be  necessary  to  ask  for  Spring 
goods. 

Men's  Evening  Wear. 

There  is  a  decided  tendency  with  the  high-class  trade 
to  take  grey  satin  pumps  for  men's  evening  wear.  These 
match  the  grey  vest  and  gloves  being  worn  with  evening 
dress.     The  big  demand,  of  course,  is  for  pa^ten^t  leather. 

Robert  Tennant.  for  many  years  a  members  of  the 
'firm  of  Tennant,  Davies  &  Co.,  of  Fredericton,  N.B.,  is 
dead.  He  was  for  some  time  employed  by  Miller  &  Edge- 
combe, dry  goods  merchants,  and  later  entered  into  part- 
nership with  Matthew  Tennant,  under  the  firm  name  of 
Tennant.  Davies  &  Company. 


THE    BEST    VALUE    IN    CANADIAN    SHOES 

are   those  made  by 

AMES-HOLDEN  Limited 

Canada's  Largest  Shoe  Manufacturers  TWO  FACTORIES 

HIGHEST    GRADE    OF    FINE    SHOES    AND    SOLID    LEATHER    STAPLES 

Complete  Stocks  for  Immediate  Shipments  at 

Montreal,  P.Q.  Toronto,  Ont.  St.  John,  N.B  Winnipeg,  Man.  Calgary.  Alta. 

Edmonton,  Alta.  Vancouver,  B.C. 
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A  New  Plan  for  Selling  Pen-Angle  Hosiery 

The  advertisement,  which  is  shown  below  (sHghtly  reduced),  and  other  advertisements,  will 
appear  regularly  in  the  leading  Canadian  Newspapers  and  Magazines.  Read  it  carefully  and  learn 
all  about  our  2  for  1  guarantee. 


Buy  Hosiery  Made  by 
the  Largest  Mills  on 
a  2-for-1  Guarantee 

W'e  guarantee  the  following  lines  of  Pen-Angle  Hosiery  to  fit  you  perfectly,  not 
to  shrink  or  stretch  and  the  dyes  to  be  absolutely  fast.  We  guarantee  them  to  wear 
longer  than  any  other  cashmere  or  cotton  hosiery  sold  at  the  same  prices.  If,  after 
wearing  Pen-Angle  Guaranteed  Hosiery  any  length  of  time,  you  should  ever  find  a  pair 
that  fails  to  fulfill  this  guarantee  in  any  particular,  return  the  same  to  us  and  we  will 
replace  them  with  TWO  new  pairs  free  of  charge. 


That  2  for  1  guar- 
antee— the  most  lib- 
eral given  anywhere 
— is  backed  up  by 
the  largest  hosiery 
mills  in  Canada.  You 
can  depend  upon  the 
guarantee  being  ful- 
filled to  the  last  let- 
ter. 

Buying  hosiery  on  this  plan 
you  make  doubly  sure  of  satis- 
faction, for  it  the  hosiery  does 
not  fulfill  the  guarantee  the 
makers  have  to  pay  a  double 
penalty 

But  after  you've  worn  a  pair 
of  Pen-Angle  Hosiery  you'll  un- 
derstand why  we  give  this  2  for 
1  guarantee,  for  you  will  have 
discovered  your  ideal  hosiery — 
form-knitted,  seamless,  longest- 
wearing. 

The  reason  for  Pen -Angle  su- 
periority is  due  to  the  excep- 
tional quality  of  the  cashmere 
and  cotton  yarns  we  use.  And 
because  we  knit  them  on  Pen- 
mans'  exclusive  machines.  We 
have  the  sole  rights  to  use  these 
machines  In  Canada. 

Seamless  Hosiery 

These  machines  form-knit  the 
hosiery  to  fit  the  form  of  the  leg, 
ankle  and  foot  perfectly,  with- 
out a  single  seam  .Tnywhere  to 
irritate  the  feet  or  rip  apart. 

They  reinforce  the  feet,  heels 
and  toes — the  places  that  get  the 
hardest  usage — without  you  ever 
being  aware  of  any  extra  thick- 
ness. 

Don't  be  content  another  day 
with  hosiery  which  has  those 
horrid  seams  up  the  leg  and 
across     the     foot — with     hosiery 


less     serviceable — but     get     Pen- 
Angle  2  for  1  guaranteed  hosiery 

For  Ladies 

No.  1760.— "Lady  Fair"  Black 
Cashmere  hose.  Medium  weight. 
Made  of  fine,  soft  cashmere  yarns. 
2-ply  les-  5-ply  foot,  het'l.  toe  and 
high  splice,  giving  them  strength 
where  strength  is  needed.  Box  of 
3  pairs.   $1.50;  6  pairs,   $3.00. 

No.  1020.— Same  quality  as  1760. 
but  heavier  weight.  Black  only. 
Box  of  3  pairs,  $1.50:  6  pairs,  $3.00. 

No.  1150. — Very  fine  Cashmere 
hose.  Medium  weight.  2-ply  leg. 
4-ply  foot,  heel  and  toe.  Black, 
hght  and  dark  tan.  leather,  cham- 
pagne, myrtle,  pearl  gray,  oxblood. 
helio.  cardinal.  Box  of  3  pairs. 
$1.50;   6  pairs.    $3,00. 

No.  1720.— Fine  quality  Cotton 
hose.  Made  of  2-ply  Egyptian 
yarn,  with  3-ply  heels  and  toes. 
Black,  light  and  dark  tan.  cham- 
pagne, myrtle,  pearl  gray,  oxblood. 
helio,  skv.  pink,  bisque.  Box  of  4 
pairs,   $1.00;  6  pairs.   $1.50. 

No.  1175. — Mercerized.  Same  col- 
ors as  1720.  Box  of  3  pairs,  $1.00;  6 
pairs,   $2.00. 

For  Men 

No.  2404. — Medium  weight  Cash- 
mere half-hose.  Made  of  2-ply  Bot- 
any yarn  with  our  special  "Ever- 
last"  heels  and  toes,  which  add  to 
its  wearing  qualities,  while  the 
hosiery  still  remains  soft  and  com- 
fortable.      Black,     light    and    dark 

Penmans,  Limited,  Dept. 


tan,  leather,  champagne,  navy, 
myrtle,  pearl  gray,  slate,  oxblood. 
helio.  cadet  blue  and  bisque.  Box 
of  3  pairs.   $1.50;   6  pairs,  $3.00. 

No.  500.— "Black  Knight."  Win- 
ter weight  black  Cashmere  half- 
hose.  5-ply  body,  spun  from  pure 
Australian  wool.  9-ply  silk  splic- 
ing in  heels  and  toes.  Soft,  com- 
fortable, and  a  wonder  to  resist 
wear.  Box  of  3  pairs.  $1.50;  ti 
pairs,   $3.00. 

No.  1090. — Cashmere  half-hjse. 
Same  quality  as  500.  but  lighter 
weight.  Black  only.  Box  of  3  pairs. 
$1.00;    6   pairs.    $2.00. 

No.  330.  —  "Everlast"  Cotton 
Socks.  Medium  weight.  Made 
from  four-ply  lon^  staple  combed 
Egyptian  cotton  yarn,  with  slx-plv 
heels  and  toes.  Soft  in  finish  and 
very  comfortable  to  the  feet.  A 
winner.  Black,  light  and  dark  tan. 
Put  up  in  boxes.  Box  of  3  pairs, 
$1.00;   C  pairs,   $2.00. 

Instructions 

If  your  dealer  cannot  supply  yon, 
state  number,  size  and  color  ol 
hosiery  desired,  and  enclose  price, 
and  we  will  fill  .'our  order,  post- 
paid. Tf  not  sure  of  size  of  hosiery, 
send  size  of  shoe  worn.  Remember, 
we  will  fill  no  order  for  less  than 
one  box  and  only  one  size  in  a  box. 

Catalog  Free 

If  you  want  something  different 
than  the  styles  and  shades  listed, 
send  for  handsome  free  catalog 
which  shows  an  extensive  line  in 
colors.  45 

Paris,  Canada 
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Pen- Angle  Hosiery  Advertisements  are  not  intended  to  secure  orders  direct  from  the  consumer, 
but  are  for  the  DEALERS'  BENEFIT.  There  is  a  splendid  margin  of  profit  in  the  handling  of 
Pen- Angle  Hosiery.  Look  carefully  over  the  advertised  lines.  See  if  you  have  them  in  stock. 
Make  sure  that  you  are  in  a  position  to  take  care  of  the  business  our  plan  is  sure  to  create. 

WE   SOLICIT   YOUR  CO-OPERATION 

PENMANS,  LIMITED,     ::     Paris,  Ontario 

Pl-ase  mention  The  Review  to  Advertisers  and  Their   Travelers 


Fall    Selling    of    Knitted    Goods    Heaviest    in    Years 

Steady  Development  in  Demand  for  Sweaters  and  Sweater  Coats  in 
New  York  —  Some  Manufacturers  Sending  out  Notices  that  Further 
Business  Cannot  be  Accepted  at  Old  Figures— Increased  Price  of  Yarns. 

Staff  Correspondence. 


Offipe  of  Dry  G-oods  Review, 
160  Broadway, 

New  York,  September  29. 

IT  is  surprising'  to  note  the  steady  increase  in  t'lie 
demand  of  sweaters  or  sweater  cuats.  Women  are 
res'ardinu'  them  as  part  of  their  wardrobes  nowadays 
and  wonld  not  do  without  them.  Buyers  report  big 
sales  (in  these  coat  sweaters.  W(inien,  misses,  clilldroin 
and  infan'ts  are  wearing  them  on  the  streets  in  phice  of 
suit  coats  or  separate  coals. 

■Some  of  the  models  are  very  pretty  and  dressy  in  con- 
struction, so  that  they  make  one  very  attractive.  They 
are  serviceable  because  they  launder  with  such  good  results. 
They  are  also  light  of  wcigiit  and  not  at  a,ll  cumbersome 
to  carrj',  besides  providing  great  warmth  to  the  body  in 
cool  weather.  Until  very  cold  weather  they  are  expected 
to  predominate. 

There  are  many  styles  and  qualities  shown  in  all  the 
new  colors,  including  the  different  greens,  browns,  grey, 
violet  and  white.  The  collars  a,re  in  the  extended  shawl 
collar  effects,  rolling  styles,  cr  military  effects,  with  long- 
waasted  fastenings,  single  or  double  breasted  fronts,  and 
with  a  variation  of  sleeve  and  cuff  styles.  The  use  of 
contrasting  colored  cuffs  and  collars,  and  other  trimming 
arrangements  are  noted  on  them  which  effects  a  very 
prettj'  model. 

The  desire  for  the  very  long  sweaters,  in  48  to  54 
inch  lengths  are  the  newest  things  a,nd  they  are  being 
taken  by  the  better  dressers.  They  are  expensive,  but 
very  handsome,  some  of  them  having  deep  pockets  at  the 
sides,  and  fancy  collar  and  cuff  arrangements.  The  white 
models  are  especially  desirable   a.nd  smart. 

For  children  there  are  regular  coat  length  sweaters 
that  are  worn  instead  of  the  coats.  Some  of  the  models 
have  colored  sailor  collars  of  linen  or  cloth,  which  make 
the  garments  very  chic.  Then  again  others  have  the 
knitted  colored  emblems,  such  as  stars.  Teddy  bears, 
anchors,  etc.,  put  on  the  left  sleeve. 


Heavy  Winter  Selling. 

The  fall  and  winter  selling  in  knit  goods  has  been 
the  heaviest  in  years.  It  is  attributed  to  the  fact  that 
the  conservatism  of  last  year  made  stocks  short  and  now 
that  is  all -cleared  away  and  the  orders  have  been  placed 
in  good  amounts.  Not  as  large  as  formerly,  but  oftener. 
thus  making  up  in  'the  end. 

Deliveries  for  Fall  are  already  long  overdue  because 
mills  have  been  sold  up.  Buyers  are  showing  some  anxiety 
and  are  endeavoring  to  get  the  goods  some  way  or  other 
but    with   no   result.     They   must   simply  Avait    their  turn. 


Some  manufacturers  are  sending  out  notices  that  no 
further  business  can  be  accepted  at  the  old  figures  and 
they  give  as  the  reason  the  increased  price  of  yarns.  The 
situation  therefore,  pla,ces  it  up  to  the  buyer  to  Jirotcct 
himself  by  early  attention  to  his  knit  goods  needs. 

In  the  increasing  demand  for  union  suits  is  perhaps 
the  most  notable  thing  in  the  business  at  prcseirt,  aside 
from  the  sweaters,  which  have  t'lic  knit  goods  pe(ii)l('  on 
the  jumi"). 

A  notable  feature  in  this  season's  business  is  the 
heavy  re(n'dering  on  summer  weights,  for  which  orders 
have  been  very  hea.vy  throughout  the  past  month.  This 
[.■5  attributed  to  the  fact  that  many  wome.n  never  change 
but  wear  the  summer  weights  all  the  year  round. 

The  retailers  are  already  booking  orders  for  Spring 
delivery,  due  to  their  fear  of  not  getting  deliveries  in 
time,  such  as  has  been  experienced  this  Fall. 


Knitted  Mufflers. 

Something  entirely  apart  from  'the  usual  knitted 
muffler  is  the  scarf  that  is  made  of  pure  silk.  It  is 
s'haped  exactly  like  the  shoulder  knitted  scarfs,  but  is 
only  about  one  yard  long  and  about  six  inches  wide,  al- 
though it  'Can  be  stretched  to  wider  width.  It  has  a  self 
fringe  at  each  end.  It  comes  in  white,  black  and  all  the 
shades  of  gray,  green,  brown  and  blue,  and  retails  for 
50  cents  each. 


Hosiery  Market  Active. 

There  is  a  marked  tendency  shown  for  sheer  hosiery, 
but  some  difficulty  is  being  experienced  in  the  securing 
of  materials  so  as  to  sell  them  at  25  cents  per  pair.  That 
is  a  popular  price  hose  that  every  woman  wants,  so. that 
buyers  say  they  must  have  them  and  made  up  of  such 
fabrics  t'hat  are  good  for  the  monej'. 

The  demand  for  sheer  hosiery  has  practically  elimin- 
ated wool,  cashmere  and  fleeced  goods  fz'om  the  market. 
The  very  light  weights  are  bouglit  as  heavily  in  the  Fall 
as  in  the  Spring,  for  women  are  wearing  them  all  the 
year  round,  the  same  as  the  liffht  weight  vests. 

Novelty  hosiei-y  are  growing  in  demand  every  day. 
Self  embroidered  goods,  in  black  and  colors  are  all  good. 
Silk  hose  were  never  in  such  a  demand  as  they  are  just 
now.  Their  reduced  prices,  or  rather  'the  endeavor  of 
manufacturers  to  get  out  a  silk  hose  that  is  cheaper  than 
those  of  former  seasons,  is  responsible  for  the  large  de- 
mand and  the  generous  supply.  Silk  hose  are  .shown  in 
all  the  new  colorings  as  well  as  black  and  whites,  in  prices 
from  79  cents  a  pair  at  retail  upwards. 


Woolen  and  Knit  Goods  Manufacturers  Want  Inquiry 

Commissioner's  Report,  they  Say,  Confirms  their  Statements -Inves- 
tigation Into  Causes  Which  Handicap  the  Canadian  Industry  is  Now 
Timely  —  Importance  of   Considering   the    Sheep  Raiser  Emphasized. 


WHEREAS,  the  growing'  of  wool,  and  the  man- 
ufacture of  it  into  fatorics  are  indigenous  and 
essential  industries  to  Canada. 
"Whereas,      it     is      important    that     wool 
growers  should  have  places  ajid  facilities  for  assemblinf;^, 
sorting  and  marketing  their  wool. 

"Whereas,  the  printed  report  of  the  Government  Com- 
missioner to  Great  Britain  'has  confirmed  the  statement 
made   by   the   Canadian   woolen   manufacturers; 

"Whereas,  the  Rig'ht  Hon.,  the  Premier,  at  the  ban- 
quet in  Montreal  last  September,  stated  that  the  Gov- 
ernment would  appoint  a  further  eommissiou,  if  desired 
'by  the  Canadian  Manufacturers'  Association,  on  which 
the  association  would  have  representation; 

"Be  it  resolved,  that  the  Dominion  Government  be 
a,nd  are  hereby  requested  to  immediately  have  a  thorough 
enquiry  made  as  to  the  causes  of  decline  in  the  growth  of 
Canadian  wool,  and  the  failure  of  so  many  woolen  fac- 
tories in  Canada,  and  that,  owing  to  the  serious  condi- 
tion of  the  woolen  industry,  the  Government  be  urged 
to  devise,  without  delay,  a  policy  by  which,  in  Canada, 
the  growing  of  wool  will  be  fostered  and  its  manufacture 
into  fabrics  encouraged." 

The  above  resolution  was  adopted  at  a  meeting  of  the 
woolen  and  knitted  goods  section  of  the  Canadian  Manu- 
facturers' Association.  Tuesday.  Sept.  14.  preceding  the 
annual  convention  of  the  association  in  Hamilton.  Tlie 
resolution  expressed  the  unanimous  conviction  of  the  Sec- 
tion as  to  the  next  step  necessary  in  securing  for  the 
Canadian  woolen  industry  that  consideration  a,nd  encour- 
agement upon  which,  it  was  asserted,  its  future  depends. 

Not  Properly  Protected. 

The  conditions  rendering  such  an  inquiry  timely  were 
described  in  the  report  of  the  tariff  committee,  which, 
after  quoting  reports  with  reference  to  the  industry  in 
England  and  Germany,  concluded: 

"Take  note,  that  while  free  trade  exists  in  Great  Bri- 
tain, the  industry  in  Gennany  is  protected  by  specific 
duties,  which  ensure  the  home  market  to  the  manufacturer 
in  that  country,  and,  in  addition,  allows  the  manufacturer 
in  Germany  to  compete  with  the  world  in  the  markets 
ed  the  belief  that  a  scale  of  rates,  which  advanced  in  ac- 
in  the  woolen  industry  in  Canada  is  infinitely  better  than 
it  appears  to  be  in  Great  Britain,  yet  it  must  not  be  for- 
gotten that  for  some  time  the  mills  in  Canada  have  not 
■exceeded  one-half  of  their  capaicity,  which  means  an  in- 
crease in  the  cost  of  the  output  and  a  lesser  demand  for 
the  products  of  the  sheep-grower,  all  owing  to  the  indus- 
try not  being  accorded  the  proper  system  of  tariff  pro- 
tection." 

J.  P.  Murray,  the  chairman  of  the  Section,  took  the 
stand  that  unless  the  sheep-raiser  was  properly  consider- 
ed in  connection  with  the  question,  there  could  be  little 
hope  of  redress. 

A  National  Question. 

"While  I  believe,"  said  he,  "that  all  raw  material 
coming  into  Canada  should  contribute  to  the  expenses 
of  Canada,  I  do  not  think  that  it  is  the  question  of  tariff 
on  wool  that  is  ever  going  to  make  an  industry.  The 
farmers  have   no  facilities  for  properly  marketing  their 


product.  If  we  can  show  anything  to  the  Government 
and  to  the  whole  of  Canada  that  this  is  a  natural  indus- 
try, we  ea;n  not  only  create  public  opinion  in  its  favor, 
bnt  prevail  upon  the  Government  to  find  out  why  the  in- 
dustry is  going  back.     It  is  a  national  question." 

"The  whole  matter,"  said  Mr.  Murray,  in  his  re- 
port, "should  be  dealt  with  in  a  broad  way,  and  it  should 
be  our  purpose  to  so  prepare  our  brief  by  which  the  argu- 
ment put  up  against  us,  'That  we  do  not  consider  the 
farmer,'  may  be  negatived. 

"There  are  yet  manufacturers  who  do  not  value  the 
importance  of  meeting  and  discussing-  with  the  wool- 
growers  how  this  great  national,  indigenous,  and  essen- 
tial industry,  from  sheep-run  to  shop,  may  be  fostered  a,nd 
made  to  grow.  Make  sheep-raising  as  profitable  to  the 
sheep  breeder  as  you  expect  to  make  your  factories,  and 
we  can  then  give  Government  argument  which  will  biing 
resti'iction  ou  imports. 

Inadequate  Facilities. 

"It  will  then  not  be  so  much  a  question  of  a  high 
tariff  on  imported  wool  which  will  help  the  Canadian 
wool-grower.  Conveniences  to  gather  the  clip  is  one  of 
the  first  steps  in  this  new  way.  Assembling  places  are 
necessary  in  every  province,  to  which  the  grower  may 
send  his  clip,  where  it  will  be  sorted,  classed,  weighed, 
and  valued,  where  it  may  be  baled,  billed  and  shipped, 
and  from  wliere  the  grower  may  have  his  receipt  worth 
immediate  cash. 

"To-day  the  wool-buyer — the  middleman — must  go 
from  farm  to  farm,  not  knowing  what  he  may  find,  no 
facilities  for  packing  and  baling,  and,  as  a  consequence, 
freig'ht  rates  are  so  excessive  that  the  buyer  cannot  offer 
as  much  as  the  wool  is  really  worth.  The  buyer  has  to 
bear  the  cost  of  finding  the  wool,  the  cost  of  hauling  it 
to  an  assembling  place,  the  cost  of  sorting,  packing,  bal- 
ing and  unknown  freight  charges.  Even  then,  he  has 
nothing  of  a  known  market  value,  as  it  is  not  stan- 
dardized. 

"The  experience  of  others  should  be  a  guide,  and  in 
the  United  States,  ever  since  the  early  sixties,  through  all 
changes  of  Governments,  Republican  and  Democratic,  al- 
terations, modificatioais,  no  change  in  the  customs  tariff 
which  was  found  detrimental  to  the  interests  of  anyone  of 
their  natural  and  national  possibilities,  though  even  pleas- 
ing to  a  large  class  or  section,  but  which  had  a  quick 
alteration  in  favor  of  the  domestic  industry." 

In  the  discussion  which  followed  the  ehairma;n's  re- 
port, the  members  of  the  section  appeared  unanimous  in 
the  opinion  that  the  time  had  come  when  there  should  be 
a  full  inquiry  into  the  Canadian  industry,  if  the  Gov- 
ei-nment  and  the  country  at  large  were  to  properly  real- 
ize its  importance  a,nd  the  urgency  of  some  form  of  en- 
couragement. 

An  Equalizing  Tariff. 

P.  H.  Burton,  discussing  tariff  arrangements,  express- 
ed the  belief  that  a  scale  of  rates  which  advanced  in  ac- 
cordance with  the  amount  of  labor  expended  on  lines 
which  could  be  satisfactorily  produced  in  Canada,  would 
be  most  feasible  in  equalizing  conditions  which  now  were 
unbalanced.  Such  a  tariff  would,  he  felt,  appeal  to  labor- 
er and  farmer  alike. 
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Don't  Risk  It! 

Don't  take  the  risk  involved  in  buying  an  unknown  line  of  underwear.  It 
may  be  all  right— then  again  it  may  not  be  all  right.  Your  best  plan  is  to 
be  guided  by  the  experience  of  scores  of  successful  drygoodsmen— placing 
your  order  with  your  jobber  for 


"Hygeian"  is  the  well-known  brand  with  a  reputation  for  sound  quality 
extending  over  many  years.  By  specializing  on  "Hygeian"  Underwear, 
brisk  sales  at  good  profits  are  assured,  and  a  satisfied  customer  made  with 
every  sale. 

"Hygeian"  Underwear  is  sold  by  the 
wholesale  trade  from  coast  to  coast. 

Eagle  Knitting  Company,  Limited 

Hamilton  .  _  _  Ontario 

Makers  of  the  Celebrated  "Hygeiart"  Waists. 
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St.  George  Brand  | 

Underwear  for  Men        ? 


made  in   various  weights  and  textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
£  for       your       protection      and     ours. 


To 


THE  HALL-MARK  OF  Registsred  No.  262,005 

Maximum  Comfort  and  Durability 
at  JViinimum  Cost. 

FIRST  in  the  Field  and  STiLL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unslirinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

be  had    from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 


The  dye  —  that's  what 
makes  or  mars  a  black 
stocking;  that's  what 
makes  or  mars  the 
hosiery  department. 

"FAST  BLACK"  is  a  much  over- 
worked phrase— often  made  to  do 
deceptive  duty. 

But  you  can't  go  wrong  if  you 

LOOK  for   the  Truth  on  the  Toe. 

HERMSDORF'S  signature  is  there 
for  your  protection— for  your 
store's  honor  and  progress. 

After  all  it's  easy  to  know  when 
"fast  black"  means  all  it  says. 

the  name  that  produces  hosiery 
profits  : 


c^tU^c 


Works ;  CHEMNITZ.    SAXONY 
American  Bureau;  235  W.  39th  St.,  New    York. 

' '  Hermsdorf   Week ' ' 

A  successful    sale    plan    that    makes    hosiery 

departments  GROW.     Cuts,    signs,    booklets, 

free.     Write  for  details  now. 
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An  Encouraging  Sorting  and   Placing  Record 

The  Price  Situation  as  Described  by  Wholesaler  and  Retailer— Great 
Popularity  of  the  Knitted  Coat  —  More  Subject  to  Style  Influences 
than  Ever   Before  —  Revival  of  Old-Time   Jersey  is    Now   Predicted. 


ADVANCES  in  wool  and  in  cotton  have  not,  as  yet, 
been  the  basis  of  any  very  alarming  predictions 
as  to  their  effect  upon  future  prices  of  finished 
knitted  wear.  This  would  seem  to  indicate  that 
manufacturers,  are  well  supplied  with  raw  material  for 
Sprinsi-  demands,  and  for  Fall  repeats.  A  mannfa,cturer 's 
represenlativc  svlmse  (ipinimi  was  smmlil,  slated  thai  lliei'e 
would  probably  be  some  slight  clian-e  in  Kail  snrlin,i4- 
prices,  and  that  Sprinu'  lines  wuiild  mil  be  very  maleriajly 
affected.  He  emphasized  the  wisdom  of  early  placing, 
however.  The  buyer  of  a  large  retail  men's  department 
stated  that  he  had  noticed  marked  changes,  ranging  as 
high  as  25  per  cent,  on  certain  import  lines,  but  that  in 
domestics  there  was  no  marked  difference.  The  buyer  of 
a  ladies'  department  stated  that  manufacturers'  repre- 
sentative had  spoken  to  him  of  even  better  values  for 
Spring.  This,  he  thought,  might  indicate  a  carving  pro- 
cess to  make  competition  all  the  more  interesting,  or  that 
the  manufacturer  had  a  good  supply  of  yarn  or  raw 
material  at  the  advantageous  pi'ices  of  some  months  ago. 
Theie  is  little  indication  df  price-cutting  in  the  market, 
however,  and  it  may  imw  !);■  safely  staled  llial  the  trade 
ha.s  worked  its  way  l)ack  to  normal,  coinmnn-sense  going. 
The  volume  of  Fall  business  has  been  very  enconrag- 
inu',  and  the  sorting  is  steadily  swelling  the  grand  sales 
aggregate.  Spring  business  is  a  subject  npim  which 
knitted  goods  men  have  ceased  to  be  dubious:  it  has  as- 
sumed Large- proportions,  and  the  demand  from  the  west 
has  been  particularly  good. 

Good  Business  in  Sweater  Coats. 

So  much  has  been  said  a]).ini  swealeis  and  sweater 
coats  that  it  wcmld  appear  dilficiiH  Id  avoid  i'e[)etilion. 
The  wideawake  mei'chanl  has  not  hesilatcd  to  specialize 
in  these  lines,  and  in  men's  and  ladies'  dei)artments. 
alike,  very  wide  ranges  are  carried.  While  there  are  those 
retailers  who  may  well  ask  themselves  whether  they  have 
realized  the  best  that  is  in  that  class  of  goods,  there  are 
likewise  nuanufactnrers  who,  apparently,  should  take  the 
same  (piestw)n  to  heart.  The  knitted  coal  has  not  come 
suddenly.  Buyers  state  that  they  have  watched  it  ap- 
proaching for  two  or  three  years,  and  now  that  il  has 
arrived,  tliey  have  taken  steps  to  be  well  prepared. 

''While  there  are  manufacturers  who  have  placed  a 
very  hue  line  of  garments  upon  the  market,"  said  a  buyer 
to  The  Review,  "there  are  others  who  may  well  ask  them- 
selves whether  they  have  done  their  best.  It  may  not 
be  a  line  on  which  it  pays  some  of  them  to  specialize, 
and  there  may  be  good  reasons  on  their  side,  but  as  one 
who  has  watched  the  trend  of  the  demand.  I  would  say 
that  once  in  a  while  we  are  inclined  to  believe  that  there 
is  room  for  a  little  better  nmterial.  The  knitted  coat, 
I  feel,  is  here  for  a  long  spell  and  the  Canadian  m-aiker  has 
shown  that  he  can  produce  those  style  features  which 
mean  profits.  We  have  sold  stacks  of  them,  and  we  can- 
not get  away  from  the  fact  that  these  garments  must  have 
style  about  them.  While  the  fashioned  coat  is  preferred 
for  street  wear,  the  straight,  mannish  jacket  is  the  choice 
for  outing  purpose.  One  coat,  built  along  these  lines, 
with  shawl  ccdlar,  we  have  repeated  time  a,nd  again. 
Those  thiat  are  slightly  shaped,  and  fit  'the  figui-e  closely, 
somewhat  after  the  manner  of  the  jersey,  have  also  taken 


well,  and  just  here  let  me  say  tha,t  I  \V(nild  not  be  at  all 
surprised  to  see  a  revival  of  the  old  jersey.  Its  orna- 
mentatiim  of  braids  and  buttons  certainly  fits  in  well 
with  present  vogue,  and  the  return  of  jersey  dress  fabrics 
certainly  is  suggestive. 

A  Buyer's  Suggestion. 

"Anothei'  suggestion  I  iiavc  for  the  manufacturer — 
a.nd  thai  is.  in  ccilain  lines,  a  heller  stitching  material 
should  be  used.  The  stitches  sometimes  pull  out  from 
the  soft  yarn,  and  leaves  a  rent  under  the  arm  or  other 
part  of  the  garment  where  the  strain  is  great.  Our 
salespeople  also  tell  us  that  the  stole  or  welt  in  front 
of  coats  is  sometimes  shorter  than  the  length  of  the  body 
and  tha,t  sales  have  been  lost  mi  this  account.  These  are 
just  trifling  'things  and  do  not  apply  in  the  great  majority 
of  cases.  I  have  to  say  that  most  garments  of  Canadian 
manufacture  are  in  every  way  a  credit  to  the  industry — 
uai'uients  which  demoiislrate  the  ability  and  enrerjirise  in 
the  concerns  behind  them.  Of  course,  it  would  hardly  pay 
to  make  nothing  but  high-priced  lines,  but  a  suggestion 
111'  Iwo  from  one  who  has  to  do  with  the  consumer  may 
not    1)1'    regarded    out    of  place.'' 

A  niannfa.clurer  interviewed  on  this  subject  stated  that 
as  a  general  i-ule  makers  of  knitted  co;i,ts  were  using  as 
good  nmterials  as  the  demand  of  their  respective  classes 
of  trade  seemed  to  warrant.  So  far  as  the  best  garments 
were  concerned  the  retailer,  he  thought,  could  liave  little 
cause  for  complaint  as  the  highest  grade  wools  and  yarns, 
suitable  for  the  purpose  were  used.  With  regard  to 
stitching,  he  pointed  out  that,  so  far  as  he  knew,  all 
garments  save  those  of  the  cheapest  v-a.riety.  were  stitched 
and  reinforced  with  yain  (if  the  same  texture  as  the  body. 
The  sluo'tness  of  well  was  a  nmtter  which  could  easily 
l)c    I'enH'dic'd    in    the   culling  room   of   the    fa.ctiu'v. 

What  this  particular  buyer  had  to  sa.y  with  reference 
to  the  high  standards  reached  in  the  Canadian  industry 
appears  lo  be  nnaninn)us.  Wherever  The  Review  'has 
made  encpiiry  with  reference  to  nnrrkel  oi'  style  tendencies, 
the  sanu'  jira'se  linds  expression.  Not  only  does  it  apply 
to  the  knitted  outer  garments,  but  likewise  to  underwear 
;n  both  the  men's  and  women's  department.  Not  only  in 
irinmiings  or  finish,  but  a'so  in  general  worknumship,  is 
til's  development  noted. 

Business  Well  Distributed. 

Summer  business  in  underwear  has  been  well  dislri- 
bnled  over  all  types — light  bajbriggans,  cotton  and  linen 
nu^sli,  nainsook,  etc.  A  rather  remarkable  development 
is  noted  by  some  buyers,  in  that  t'hose  weights  which  some 
years  ago  were  considered  as  properly  belonging  to  Spring 
and  Siimnier,  were  now  ordered  for  Fall.  Manufacturers' 
representatives  confirm  this,  a,nd  state  that  it  applies  par- 
ticularly to  large  towns  and  cities  where  large  numbers 
of  people  are  engaged  in  indoor  employment.  Medium 
weights  were  in  great  demand.  From  the  west  and  coun- 
try districts  the  call  still  comes  for  the  very  heavy  fleece- 
lined  or  ribbed  garments,  and  in  large  centres  there  will 
a'ways  be  «  certain  amount  of  activity  in  these  lines.  In 
one  department  in  which  The  Review  was  makiuii'  inquii'ies 
a  man.  about  (iO  years  of  age,  entei'ed  and  asked  f(n'  linen 
mesh    underwear.     It    was   not    in   stock — clerk   said   it   had 


Dry  Goods  Review 


KNITTED     GOODS 


53 


The  Modern,   Comfortable  Coat  Shirt  Style 

^^  Zimmerknit  ^^  Balbriggan 


Zimmerknit 
Coat  Shirt 

This  style  is  en- 
joying immense 
popularity,  par- 
ticularly among 
the  best  class  of 
buyers.  Wise  re- 
tailers are  plac- 
ing liberal  orders 
for  these  goods 
as  the  great  suc- 
cess of  the  Zim- 
merknit  lines ^ 
during  the  season 
just  closed  indi- 
cates a  very  brisk 
demand  for  the 
Spring  Season  of 

1910. 

Selling  Agents  : 

WM.  R.  BEGG 

88  Bay  Street,  Toronto 

S.  M.  CAMPBELL 
Hammond  Building,  Winnipeg 

A.  R.  McFARLANE 
Vancouver,  B.C. 


"Zimmerknit" 
Porous 

is  another  of  our 
lines  that  has 
been  phenomen- 
ally successful. 
These  goods  are 
entirely  new  to 
the  Canadian 
Knitting  trade — 
nothing  any- 
where  equal  to 
them  in  quality, 
fit  and  finish 
ever  having  been 
produced  before 
in  Canada. 


Look  fo''  this  Trade  Mark- 


It  is  a  guarantee  of  quality. 


Zimmerman    Manufacturing    Co'y,  Limited 

Hamilton  -  Ontario 
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Knitted  goods 


Dry  Goods  kevie'ii' 


GOODS  OF  QUALITY 


TRAOe 


MARK 


MADE  BY 
'heSODERICH  knitting  CO 


« 


We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a  pleasure 
to  you. 

The  Maple  Leaf  Brand" 
of  Hosiery  and  Mitts 

W£  ARE  IN  A  GOOD    POSITION  TO  FILL 
SORTING  ORDERS  FOR  FALL  DELIVERY. 


Goderich  Knitting  Co. 

Goderich,  Ont. 


LIMITED 


SELLING  AGENTS: 
J.  E.  McClung,  Toronto,  for  Ontario. 
Fred  S.  White.  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt,  Hanley,  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montrepl,  Que.,  for  Quebec. 


Health  Brand 

UnderAvear 


For  Spring,  1910,  we  will  sell 
HEALTH  BRAND  underwear 
shipped  and  charged  direct  from  the 
factory. 

We  are  in  a  position  to  offer  you 
better  values  than  any  other  manu- 
facturer in  Canada. 

It  will  pay  you  to  see  samples  before 
placing  Spring  orders. 

Sole  Selling  Agents. 

Greenshields  Limited 

MONTREAL 


been  out-seasoned — but  the  man  replied  that  he  wore  sum- 
mer-weig-hts  all  the  year  round.  This  looked  like  an 
extreme  case,,  but  it  serves  to  illusti-a,te  the  trend. 

Combinations  in  Demand. 

There  can  be  no  mistaking  the  increasing  popularity 
of  the  combination  garment.  Canadian  manufacturers  are 
studying  snug-fit  essentials,  and  furnishing  departments 
are  giving  large  plarc  than  ever  before.  Experience  has 
shown  that,  when  fit  is  satisfactory,  the  garment  is  almost 
always   preferred   to   the  two-piece  variety. 

Good  Hosiery  Season. 

In  the  hosiery  section,  stores  are  now  emphasizing  for 
ladies'  evening  wear  those  colors  and  weights  which  had 
strong  general  vogue  during  the  Summer  months.  City 
stores  report  an  improved  demand  for  silk  goods.  Helio- 
trope, rose,  olive,  mustard  and  lemon  shades  are  prominent 
in  the  color  card,  for  the  tendency  is  still  to  match  dress 
fabrics.  Black  zephyrs  are  also  being  well  considered  for 
evening  purposes.  For  street  wear  there  is  still  a  strong 
demand  for  plain  colors,  although  the  darker  shades  are 
chiefly  in  request,  tans  being  very  good.  Excellent  busi- 
ness is  now  being  done  in  light  cashmeres  and  lisles  in 
black  and  white  effects. 

As  the  'advance  season  develops  in  Spring  hosiery,  it  is 
clearly  evident  that  wise  retailers  are  avoiding  gaudy 
colors  in  the  better  lines  of  lisle  hosiery.  Quiet  colors 
will  'assuredly  do  the  business  in  plain  and  neat  self 
embroidered  effects.  In  lines  of  ladies'  lisle  hosiery  to 
retail  at  25  and  35  cents,  high  colors  will  be  desirable. 
Retailers  should  take  particular  care  in  selecting  good 
shades  in  each  particular  color.  In  placing  orders  the 
safer  plan  is  to  buy  one  pattern  in  a  lange  of  colors. 
Some  larg-e  stores  are  selecting  as  many  as  twenty  shades 
in  a  pattern.  It  is  good  advice  to  state  that  retailers 
should  stick  to  quiet  effects  except  in  low  lines,  and  buy 
the  odd  shades  only  sparingly. 

Matching  Hosiery  and  Dress  Goods. 

Exceptional  orders  have  been  placed  for  Spring 
hosiery,  and  retailers  evei-y where  are  showing  a  decided 
tendency  to  match  Spring  dress  goods,  and  in  some  cases 
to  match  shoes.  A  noticeable  improvement  in  the  lines 
is  the  fact  that  the  colors  are  not  too  pale,  the  paler 
shades  are  inclined  to  fade  after  washing.  The  six  series 
which  are  receiving  attention  and  in  some  of  these  series 
there  are  as  many  as  seven  shades,  are  helio,  rose,  grey, 
bamboo,  green  and  blue.  In  the  men's  department,  plain 
colors  are  'also  good,  although  there  is  some  limit  to  range. 
Only  by  extreme  dressers  has  the  tendency  to  match 
hosiery  and  neckwear  been  patronized  very  carefully  this 
past  season,  but  wholesalers  and  manufacturers  are  not 
overlooking  any  element  which  means  business.  There 
will,  therefore,  be  a  fairly  good  showing  of  colors,  such  as 
grays,  olives  and  tans.  In  men's  lines  the  neat  black  and 
white  effects  have  been  accorded  a  strong  place  in  Spring 
placing.  Self  or  slig'htly  contrasting  colors  are  said  to 
be  good,  and  the  neat  clock,  the  most  approved  effect  in 
embroidered  designs.  Where  the  elaboration  of  this  kind 
has  been  general,  it  takes  the  form  of  a  small  and  very 
dainty  design. 


The  Fall  catalogue  of  the  Dr.  Jaeger  Sanitary 
Woollen  System  Co.,  Ltd.,  which  has  just  been  issued,  is 
a  most  attractive  and  valuable  one  to  the  trade. 

Three  pages  at  the  front  of  the  book  are  g'iven  to  in- 
formation regarding  the  methods  of  manufacture,  and  the 
goods  themselves,  and  the  remainder  is  given  to  illus- 
trations, descriptions  and  prices. 
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Canadian  Patent 
112770 


Imitation    may    be     a 
form  of 

Flattery, 
but  in  tlie  case  of  the 


BRADLEY 


FULL-FASHIONED 


MUFFLER 


witii  the  V-shaped 
neck,  which  ensures  a 
perfect  fit,  and  dis- 
tinguishes it  from  all  others— no  imitation  whatever  will  be 
permitted. 

The  Bradley  Muffler  is  protected  by  letters  patent,  and 
any  infringement  on  this  patent  will  be  vigorously  prosecuted  to 
the  utmost  limit  of  the  law. 

Merchants  offering  for  sale  infringements  on  any  patent 
are  also  liable. 

See  that  you  get  the  genuine  article,  w^hich  will  retail  at 
not  less  than  50c. 

Our  extensive  consumer  advertising  will  prove  a  powerful 
lever  to  move  the   ''  BRADLEY  "   through  the  Stores. 

Look  for  the  Bradley  Label  on  Every  Garment 

PLACE  YOUR  ORDER  NOW 


The  Monarch  Knitting  Co.,  Ltd. 

Dunnville,  Ont. 
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Dry  Goods  Revieiv 


Thirty-four  Canadian  Wholesalers 

Carry  Complete  Stocks  of  the 


T 


HEY  haven't  any  room  for  anything  that  isn't  in   demand. 

And    they    wouldn't    bother    with    a    little    item    like    the 
NAZARETH  WAIST  if  it  was  not  a  mighty   good   seller. 

It's  the  best  selling  children's  knit  waist  because  most  mothers  know 
it's  the  best  made. 

Never  goes  out  of  style, — never  depreciates  in  value— it's  a  staple 
article  that  piles  up  profit  for  over  25,000  retailers. 

Time  to  'tend  to  your  Spring  order  if  you  want  the  goods  when  you 
want  them. 

The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary,  Alta. 

W.  R.  Brock  Co..  Ltd. 

Halifax,  N.S. 
J.  A  M.  Murphy, 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 

Macnee  A  Minnes 

London,  Ont. 
McMahen.  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson,  Little  &  Co. 


Montreal,  Que. 

W.  R.  Broclt  Co..  Ltd. 
Gault  Bros.  &  Co.,  Ltd. 
fjreenshields  Ltd, 
Hodgson.  Sumner  &  Co. 
A.  Racine  A  Co. 
Brophy,  Parsons  A  Rodden 
Kyle.  Cheesbrougb  A  Co. 
Mclntyre,  Son  A  Co. 
p.  P.  Martin  A  Co. 
A.  O.  Morin  4  Co. 

Onebec,    Que. 

Thibaudeau,  Freres  &  Cie., 
McCall.  Sbebyn  A  Co.. 
Gauvreau.  Beaudry  &  Cie., 


Ottawa,  Ont. 

John  M,  Garland,  Son  &  Co. 

St.  John.  N.B. 

The  Vassie  Co.,  Ltd. 
?"rank  Skinner  A  Co. 
Manchester.  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 


Winnipeg,   Man. 

R.  J.  Whitla  4  Co.,  Ltd, 
Robinson,  Little  4  Co. 


Toronto,  Ont. 

John  Macdonald  A  Co. 
Beattv,  Kerr  A  Verner 
W.  R,  Brock  Co..  Ltd. 
Gordon.  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 


,  Nazarefh/     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


♦HopsldtoC^i 


350   Broadway, 


New   York 


Canadian     Representatives  : — 

E.  H.  ^ValsK&'Co., 

Toronto  and  Montreal 
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SPRING  SEASON-1910 


The  importance  of  a  wideness  of  ranj^e  and  attention  to  quality  in  the 
underwear  department  is  now  fully  recog"nized  by  every  wide-awake 
Drygoodsman. 

How  are  your  stocks?  Have  you  made  due  provision?  We  are 
showing  all  the  new  improved  Swiss,  Ilet,  and  Mesh  Goods  in  large 
variety  of  design  and  of  unassailable  quality. 

HANDLE  WATSON'S  UNDERWEAR 

We  have  a  splendid  range  of  men's  and  boys'  goods,  including  plain 
and  ribbed  balbriggan  in  all  shades. 

HANDLE  WATSON'S  MEN'S  AND  BOYS'  GARMENTS 

Our  range  of  best  quality  cotton,  mercerised  and  cashmere  hosiery  is 
larger  than  ever  and  cannot  fail  to  meet  all  your  requirements. 

WAIT  FOR  THE  CALL  OF  OUR  REPRESENTATIVE 


AGENTS: 
EDWARD  BURN  S  CO.,  Ltd.,  1 17  Wellington  St.  W., TORONTO 
A.  L.  GILPIN,         ...        207  St.  James  St.,  MONTREAL 

J.  A.  MURRAY SUSSEX.  N.B. 

BRYCE  &  CO Box  238,  WINNIPEG 


Watson  Manufacturing  Company 

LIMITED 

PARIS  and  BRANTFORD,  ONT. 


Jaeger  Pure  Wool 


Underwear  Gloves  and  Hosiery 

Knitted  Coats  Dressing  Gowns 

Fancy  Knitted  Goods   Rugs  and  Blankets 

Fleece  Slippers 

Our  stock  is  fully  assorted  for  fall  business 
Mail  orders  receive  prompt  attention. 


For  trade  terms  and  catalogue  apply  to 

Dr.  Jaeger's  Sanitary  Woollen  System  Co. 

52  Victoria  Square,  Montreal 


LIMITED 
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UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Sillc  and  Merino. 

ANY  CA  MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  gjenuine  JAY  FINISH  Garment. 

Wliolrsali'  oiifi/ 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWE 


PATENT 


Why  You  Should  Handle 

STANFIELD'S 
UNDERWEAR 

Up  to  20  years  ago,  most 
everyone  considered  that  all 
Woolen  Underwear,  no  matter 
how  well  cut  and  made,  would 
shrink  and  harden. 

The  founder  of  the  Stanfield 
Mills,  who  knew  wool  as  only 
a  man  can  know  it  who  studies 
it  in  all  phases,  from  the 
sheep's  back  to  the  wearer's 
back,  g'ave  his  attention  to 
this  problem  for  years. 

After  years  of  experiment- 
ing', he  finally  discovered  the 
method  by  which  the  shrink 
is  taken  out  of  the  wool  before  the  garments  are  knitted. 

This  method,  improved  and  perfected,  has  made 
possible  the -immense  business  of  Stanfields  Limited. 

YOU  can  guarantee  Stanfield's  Underwear  to  your 
customers,  because  we  guarantee  every  garment  to  you. 

Perhaps  you  don't  know  Stanfield's  Underwear.  It 
won't  do  any  harm  to  see  the  kind  of  Underwear 
we    make. 


STANFIELDS   LIMITED, 


TRURO,  N.S. 


MARK 
TIGER  BRAND. 


Ti^er  Brand  Underwear 

will  help  boost 

your  sales. 


No  other  Underwear  on 
the  Canadian  market  will 
hold  old  customers  and 
attract  new  custoiners  like 
l^IGER     BRAND. 


The  Gait  Knitting  Co.,  Limited 

Gait,  Ontario 
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Order  WOLSEY  Underwear  Now 

Keep  Your  WOLSEY  Stock  Well-assorted 


OUR  newspaper  advertising 
is  telling  about  WOLSEY 
Underwear  in  a  convincing  way, 
and  our  showcards  and  folders 
help  to  bring  home  in  un- 
mistakable fashion  the  many 
attractions  of  WOLSEY  Under- 
wear. And  all  we  claim  for 
WOLSEY  Underwear  is  main- 
tained. 


^  WOLSEY  Underwear  is  pure 
w^ool,  perfect  fitting,  sound  wear- 
ing, and 

ABSOLUTELY 

UNSHRINKABLE 

in  wash  and  wear. 

fl  To  sell  a  customer  WOLSEY 
is  to  feel  confident  of  a  regular 
customer,  and  friends,  too. 


Put  WOLSEY  to   the  Front   this  Fall 
WOLSEY  Underwear  Builds  Business 


FROM  ALL  WHOLESALERS 
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27    Dale    Street,    Manchester. 


TRADE  MARK 


Sun    Mill,   Littleborough. 


THOS.   GRIMSHAW  &    SONS, 


Works: 
Sun  Mill,  Littleborough 

Branches : 
Liverpool — 21  Lei^h  Street 
Birmingham — 20  Cannon  Street 
London  Oflice— 6  Milk  Street,  E.G. 
Glasgow  Office — 40   Union  Street 
Sydney,  N.S.W.— 458  George  Street 


LIMITED. 


Hosiery   Manufacturers 

27   Dale   Street, 
MANCHESTER,  eng. 

Agent  for  Canada,  A.    W.    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 
Specialty:   "OAK    TREE"    HOSIERY    and    UNDERWEAR 


Orders  sho\v  which 
way  the  wind  blows 


A  dealer  in  Montreal  gave  us  an  order 
last  year,  $125  worth  of  Eureka  Un- 
shrinkable Underwear  ;  he  increased 
his  first  order  this  year  to  $1,000. 


I    From    the    Winnipeg    dealers    we    are 
already  receiving  large   repeat   orders. 
I    And  other  large  orders. 


I  A  Newfoundland  merchant  of  long 
experience,  after  seeing  all  the  other 
makes  of  underwear,  sent  us  an  order 
for   a   large  amount.     This    after    each 

I    line  had  been  given  a   fair  test. 


I  Eureka  heavy  weight,  medium  priced. 
Unshrinkable  Underwear  for  men  is 
the  only  kind  made  of  all  Nova  Scotia 

I    wool. 


Samples  will  be  sent  to  you  upon  request 

Nova  Scotia  Knitting  Mills 

Limited 

EUREKA,    NOVA    SCOTIA 


Lil 


There's  Genuine  Satisfaction 

in  selling"  an  article  with  a  g'uar- 
antee  behind  it.  Your  best  arg"u- 
ment,  when  a  sceptical  customer 
asks  for  "unshrinkable"  under- 
wear is  that  you  can  guarantee 

CEETEE 


underwear  to  be  absolutely  un- 
shrinkable, and  that  you  will  re- 
place unconditionally  any  gar- 
ment that  shrinks  in  the  wash. 

^  In  other  respects — in  fit,  fin- 
ish, elasticity  and  softness  to 
the  skin,  this  underwear  is  in  a 
class  by  itself;  has  few  equals 
and   nothing  superior.      :      :      : 


The  C.  TURNBULL  CO. 

OF  GALT,  LIMITED 
GALT,        ::        ::        ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their     Travelers 


Dry  Goods  Review 


KNIT'I'RI)     GOODS 


6i 


A  Splendid  Line 

^TT  This  lul  illustraU'S  ouv  Ladies'  "Ox- 
^1  ford"  Lisle  Vest— a  jjarment  that  is 
exci-plioiialiy  woll-made  and  trimmed  ;  cl- 
aslii'  and  smiif-fiti  inj;;. 

"OXFORD" 

FINE     SWISS      RIBBED 

UNDERWEAR 

is  a  line  you  will  lind  easy  to  sell  at  ^-ood 
prices.  "Quality"  is  the  outstanding-  ohar- 
acteristic  of  every  "Oxford"  garment. 
Orders  are  pouring  in,  showing  that  our 
samples  have  met  with  the  enthusiastic 
approval  of  the  tiatle.  Have  you  placed 
your  orders  yd  ?  SimuI  (hem  our  way — 
we  guarantee  prompt  shipnienl  and  satis- 
factory goods. 

Agents  are    )i07v   slunving  these  goods  for  Spring,    Kjnt 

THE  OXFORD  KNITTING  CO. 

Limited 
WOODSTOCK         :         ONTARIO 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC. 


^'-^  ^^?!^,?A^t?S'^'^^^^     MONTREAL 


UNEQUALLED 


TORONTO 


OTTAWA 


QUEBEC 


J 


SOUTHALLS' 

SANITARY  TOWELS 

FOR  LADIES-The  ORIGINAL  and  BEST 

SOUTHALLS'  ACCOUCHEMENT  SETS 

Containing  all  Requisities,  in  Three  Sizes. 

SOUTHALLS'  SHEETS  FOR  ACCOUCHEMENT 

and  other  Sanitary  Specialties. 

SOUTHALL  BROS.  «&  BARCLAY 

BIRMINGHAM,  ENG.  LIMITED 

Representative  in  Canada —J.  M  SCHEAK 
CARLAW  BUILDINGS,  Wellington  St.  Wei t.  TORONTO 


Every    Dry    Goods    Store 

should   have   a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 

with  your  customers'  own  material. 

PRICE,  including  any  three   of  the   following  sizes,  16.  20,  24,  30 
36  or  18. 

$7.50 

SEND   FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 

53  EAST  8th  St.,  NEW  YORK. 
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Raphael  Tuck  &  Sons 

Company,  Limited 


©©©©©©© 


©©©©©©© 


I   122-124  Fifth  Ave.,  New  York  ::  9-17  St.  Antoine  St.,  Montreal 


List  of  Departments 


Christmas  and 

New  Year  Cards 


Calendars 

(Novelty  Leaflet  Block,  Etc.) 

For  the  Home  and  Office 


Birthday  and 

Easter  Cards 


Illustrated  Books,  Toy 
Books  and  Booklets 


Christmas  Autograph 

Stationery 

150  designs 


Wedding  and 

Baby  Books 

Birthday  Books 

Juveniles 

In  Cloth  and  Board  Bindings 

Indestructible 

Calico  Books 

Picture  Post  Cards 

(Over  50,000  different  designs) 

Christmas,  Birthday,  Easter 
and  Valentine  Post  Cards 

Mechanical  Animals 
Picture  Panoramas 

Picture  Puzzle 

Post  Cards 

Dressing  Dolls 
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© 
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Fine  Art  and  Book  Publishers 


LISTS     ON    APPLICATION 


©  © 
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Fancy    Goods,   Notions   and   Trimmings 

Not  Too  Soon  to  Prepare  for  the  Holiday  Trade  —  Hand-bags  a 
Good  Line  at  the  Present  Time  —  Call  for  Tie  and  Towel  Racks 
—  Braiding  Effects  and  Crochet  Work— Outlook  for  Hair  Ornaments. 


RIGHT  now  is  the  time  for  the  buyer  tc  get  busy 
filling'   in    those   profit-paying     items      that     ate 
shown  by  the  hundred  for     the     holiday  trade. 
Christmas   selling  now   is   within     a  measurable 
distance,    and   all    indications   point    to     a     largely     in- 
creased business  this  year. 

Leather   novelties   are   always   good   at   this   time     of 
the  year  and  the  buyer  should  have  a  good  live  lino  that 


Tan  ticking  darning  bag,  tinted   embroidery  —  Shown 
by   Hambly,  Oalsiey  &  Wilson. 

is  given  both  proper  space  and  proper  attention.  He 
must  not  only  have  the  cheap  bag,  but  also  an  assort- 
ment of  high-grade  goods,  with  a  few  extreme  novelties 
to  draw  attention.  Never  mind  if  he  has  to  sell  these 
last  items  at  cost,  or  perhaps  below,  he  will  have  se- 
cured the  value  out  of  them  in  advertising  the 
department.  Strive  to  stock  a  good  article  at  a  medium 
price — an  article  which  it  is  known  will  give  the  wear 
and  the  satisfaction,  and  make  a.  lino  of  this  class  the 
central  item  in  the  department. 


Bags  for  Holiday  Season, 

Handb.i'jti  are  exceedingly  good  sellers  at  the  present 
time,  and  hi  view  of  the  approaching  holiday  season,,  re- 
tail stocks  for  the  holiday  trade   should  receive  a  great 


Floral  embroidered  tie  rack,  on  grey  linen 
by  Hambly,    Oakley  &  Wilson. 


Shown 


deal  of  attention.     New  goods  for  the  holiday  trade  are 
widely  assorted  as  to  materials,  shapes,  etc. 

Leather  bags  are  stronger  than  ever,  and  there  is 
more  of  a  tendency  to  buy  better  class  goods.  Medium 
sizes  are  the  best  sellers,  and  the  most  popular  are  the 
large  flat  variety,  almost  as  deep  as  they  are  wide,  with 
the  flare-base.  For  shopping  purposes,  large  leather  bags 
are  shown  with  extension  bottoms,  which  may,  or  may 


not  be  utilized,  according  to  necessity.  Strap  purses 
are  still  very  good  sellers,  in  the  medium  sizes  prefer- 
ably. 

Some  of  the  high-class  goods  are  shown  with  highly 
ornamented  frames.  These  frames  come  in  different 
metal  finishes  and  some  are  set  with  imitation  preciou.s 
stones. 

Velvet  calf  is  one  of  the  most  popular  leathers  used, 
and  this  comes  in  a  good  range  of  colors.  Seal  grain, 
morocco,  and  alligator  are  also  popular.  Soutache 
trimmings  are  seen  on  many  of  the  new  bags,  and  some 
are  elaborately  embossed.  Silk  cord  handles  give  a  new 
touch  to  some  of  the  latest  samples  shown  to  the  trade. 

From  now  on  Christmas  novelties  can  be  featured, 
for  by  showing  these  lines  early  the  merchant  leads  his 
customers  to  think  of  Christmas  and  to  begin  buying 
early  so  as  to  avoid  the  rush  of  the  holiday  shopping 
season.  Just  a  small  space  should  be  used  at  first,  and 
this  should  be  increased  week  by  week  as  the    time  ad- 


End  of  stenciled  crash  runner  -  Snown  by  Hambly,  Oakley  &  Wilson 

vances.  It  is  a  great  help  to  selling  if  articles  are 
grouped  by  price— all  10c  items  together,  15c,  25c,  50c 
and  so  on. 


Preparing  for  Christmas. 

The  dealers  in  fancy  goods  are  showing  big  lines  of 
novelties  at  all  these  prices,  including  articles  ready  for 
sale,  and  articles  that  the  buyer  can  work  up  as  fancy 
dictates.  Some  items  which  can  be  enumerated  are 
baskets  with  open  sides  for  inserting  ribbons,  lined  work 
baskets,  rush  whisk  holders  that  may  be  trimmed  with 
ribbon,  round  and  oblong  tray  baskets,  whisk  holders, 
hat-pin  holders,  blotters,  match  holders,  match  scratchers 
and  a  host  of  useful  novelties  of  this  class  in  hand- 
painted,   hand-embroidered,   and  in  burnt  work.    Pretty 
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Hair  Ornaments 


are  hit;-  sellers  and  profit  makers.      We  have  all  staples 
and  the  most  original'novelties. 


Jet  Bandeaux  Fancy  Bandeaux 

Novel  Barrettes 
Latest  Ideas  in  Fancy  Back  Combs 

Give  us  an  idea  of  your  class  of  trade  and  send  for  a 
$io  or  $25  assortment. 


Hair  Nets 


Our  Ne  Plus  Ultra  Hair  Nets  of  real  human  hair  are 
more  durable,  more  stylish,  and  hold  the  coiffure  better 
than  any  other.  All  put  up  in  a  single  envelope.  All 
sizes,  all  colors.  Ask  for  samples  Nos.  200,  250, 
300,  400. 

Oui-  No.  600  -Silk  Net  at  $4.80  g-ross  is  the  best  v.ilue 
in  the  trade. 

Agents  for  the  "Sharris"  Hair  Net,  the  bag-shaped 
net  with  a  draw  string. 

Pill  in  ;i  stock  of  our  lines  and  watch  your  sales  j\imp. 


Our  study  is  Hair  Goods 
and  we  can  supply  you 
with  every  thing  required. 

We  show  a  complete  line 
from  the  popular  to  the 
exclusive. 


Latest  styles  in 

Puffs,  Pompadours,  Chignons,  Curls, 
Switches,  Hair  Pads 


IF     vol      WANT     ANVTMINi;     IN     HAIR     GOODS,     WRITE     IS 

The  Specialty  Hair   Goods   House 

J.  PALMER  &  SON 

LIMITED 

5  and  7  DesBresoles  St.,     -     Montreal 


floral  pin  cusliions  are  another  line,  a  good  novelty  here 
is  a  red  velvet  bell  trimmed  with  holly,  and  a  Christmas 
moon  face  painted  in  velvet. 

This  year  there  is  a  call  for  tie  racks,  towel  racks, 
habios'  racks,  etc.  These  have  a  cover  of  natural  linen 
with  a  tinted  design  that  is  easily  embroidered.  Th(!y 
are  mounted  with  nickel  bars  or  hooks  and  hang  up  by 
ribbons  attached  to  the  rack  by  bows.  Not  only  should 
these  be  shown  all  ready  for  sale,  but  the  designs  will 
sell  in  the  art  needlework  department.  The  usual  way  is 
to  show  the  article  made  up  with  the  stamped  or  tinted 
pattern.  Mounts,  boards  and  hooks  are  sold  with  the 
linrn    pattern. 

Tinted  cushion  to|)s  come  in  a  big  variety  of  designs 
ill  Aiitimin  and  Winter  s(-enes,  floral  effects,  and  in  tlie 
new  arts  and  cruits  (h'-igns.  Hraiding  effects  on  both 
white  and  cnlorcd  linens,  worked  with  Coronation 
braid,  are  taking  weii.  Centre  pieces,  pin  (-ushions,  et^^, 
are   all  good   sellers,   stami)ed   for   Coronation   work. 

Mercerized  cottons  in  all  shades  are  tig  sellers.  This 
cotton  is  crocheted  up  into  bedroom  slippers  and  other 
articles  of  this  class.  Women  that  are  habitual  fancy 
workers  are  taking  up  Irish  crochet  work,  as  this  can 
be  turned  to  many  articles  of  personal  adornment. 

Handkerchiefs  are  always  a  big  line  with  every  stoi'e 
and  this  is  the  time  when  buyers  fill  in  their  lines  for 
!ic)li(hi\-  selling.  Thei'c  is  the  usual  big  assortment  (jf 
iiniisiially  attractive  patterns  in  hemstitched  and  em- 
broidered, and  in  scallo)  ed  and  embroidered  borders. 
Tlic  new  idea  is  the  crossliar  niiisiin  and  these  are  shown 
in  dainty   running  and   separate  motif  borders. 

Belts  aie  still  selling  strong,  but  the  demand  has 
turned  almost  entirely  into  elastic.  .let  buckles  and 
.jets  stddding  are  strong  in  this  line. 


Hair  Ornaments. 

It  is  a  wise  inei'chant  who  looks  well  to  his  stock 
of  hair  ornaments  in  tliese  da.\s  of  elaborately  ,)rna- 
mcnted  coitt'ures.  The  constant  showing  of  fresh  novel- 
lies  makes  it  advisa))le  not  to'  stock  too  heavily,  but  to 
watch  stocvs  closely  and  to  keep  posted  on  the  latest 
showings  on  the  niaiket.  Wide  assortments  are  neces- 
sary, in  order  to  meet  the  demands  of  the  buying  i)u;jli( . 

Fancy  bandeaux  are  among  the  most  popular  of  'lair 
ornaments.  These  come  in  a  wide  variety,  including  the 
elaborate  .iewelkd  bandeaux  for  evening  wear,  jet  in  a 
wide  variety  of  designs,  and  shell,  both  plain  and  carved. 
There  is  a  new  variety  of  comb,  which  has  a  reversible 
top,  allowing  it  to  be  worn  at  the  top  of  the  co'iffure  as 
a  bandeau,  or  at  the  hack  as  a  backcomb.  Fancy  ribbon 
bandeaux  are  one  of  the  new  features.  These  are  more 
oi-  less  elaborately  ornamented. 

Fancy  jjin  sets  are  good  sellers,  and  these  are  also 
shown  in  a  wide  variety.  They  are  shown  in'  extremely 
laige  sizes  as  well  as  the  more  moderate  sizes. 

.Jet  ornaments  are  a  big  feature,  and  brilliants  are 
used  exteiisivelv   for  trimmings. 


Hat  Pins. 

Fancy  hatpins  have  come  to  be  regarded  as  almost 
as  iinportant  a  factor  in  millinery  as  the  trimming  of 
the  hat  itself.  There  is  an  extensive  range  to  choose 
from  for  the  holiday  trade.  .Tet  seems  to'  be  the  leading 
feature,  and  jet,  as  well  as  its  imitations,  is  seen  in  al- 
most every   form  of  hatpin   that  may  be  devised.       Large 
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"DUCHESS"  HOOPS 

The  Felt  Cushion  protects  the  fabric 
and  embroidered  work  from  injury  and 
holds  either  lighter  heavy  fabrics  tight- 
ly stretched.  S' Id  for  10  years  in 
over  18,000  retail  stores. 

Made  in  the  round  and  oval  shapes. 
"DUCHESS"  (round)-Sizes  4,  5,  6,  7,  8,  10,  12  inch  diameters 
"DUCHESS"  (oval)-Two  Sizes  i'i:  x  9  and  6  x  12  inches. 


THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroider- 
ing as  in  a  large  round 
hoop,  but  has  the  con- 
venience in  use  of  a 
small  hoop. 


iiDOYAI    OVA  I     "     ^    lower   priced,    smoothly   finished   and 
'**-'•'•'**-'""' "*-'•        carefully  fitted,  plain  oval   Hoop  (without 
the  Felt  Cushion  or  Bow  Spring.) 


Made  in  Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4J  X  9  inches,  a  popular  size  for  all  kinds  of  woik. 
3    X   6  inches,  for  workingdesigns  on  hosiery,  etc. 


"PRINCESS" 

Has  a  nickel- plated 
bow  spring  which  ad- 
justs Itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 

Made  in  the  round 
and  oval  shapes. 

"Princess"  (round) 
Sizes:  4,  5,  6,  7,  8,  10, 
1  2  inch  diameters. 

"Princess'  (oval) 
Two  Sizes:  4'A  x  9  and 
6x12  inches. 


THE 
"PRINCESS 
OVAL" 

accomodates  a  full  de- 
sign for  embroidering 
as  in  a  large  round  hoop, 
but  has  the  conveni- 
ence in  use  of  a  small 
hoop. 


"SPECIAL-SELECT." 


A    lower  priced,   smoothly   (inished 
and     carefully   filled,    plain    round 
Hoop,  (without  ihe  Felt  Cushion  or  Bow-Spring.) 

Made  in  Sizes;  4,  5,  6,  7,  8,  10,  12  inch  diameters. 


Order    To-day.       Your  Jobber  can  supply  you.         THE  GIBBS    MFG.  CO.,       CANTON,  OHIO,  U.S  A. 


An  A^e  of  Metal 

Exemplified  in  De  Luxe 

METAL 
TOP  BAGS 

Fine    Leather,    Wedded   to 
Exquisite    Metal    Work. 


NEVER  HAS  METAL  WORK  received  more  expert  attention  than  at  present. 
Best  craftsmen  are  employed.  New  forms  are  created  ;  old  forms  are  revived.  Genius 
of  past  and  present  delightfully  embodied.  No  house  is  more  awake  to  every  artistic 
impulse.  To  the  finest  of  Leather  Work  we  have  added  the  finest  of  Metal  Work. 
Our  lines  cover  all  demands  ;  in  fact,  no  really  fine  and  popular  leather  is  omitted. 

Special  reference  must  be  made  to  such  fine  products  as  our  Birthday  or 
Anniversary  Bag,  Motor  and  Fitted  Bags,  and  particularly  our  Week  End  Bags  with 
their  appropriate  and  practical  fittings,  so  much  appreciated  by  all  consumers. 

P.  W.  Lambert  &  Co.,  ^'ew^y'Srk.^'" 

Our  Canadian  Representative,    Mr.  S.  ABRAHAMS,  4.M  Mount  Pleasant  Avenue,  Montreal,  will  cheerfully 

call  on  you  with  his  sample  line. 


Please  wention  The  Revieiv  to  Advertisers  and  Their    Trai'elers 
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There  is  room  in  your  store 
for  Wm.  Liddell  &  Co.'s 

Gold  Medal  Linens 


^ 


n 


^ 


These  are  the  linens  that  will 
attract  the  high-class  trade  to 
your  store  —  customers  whom 
nothing  but  the  best  will  satisfy. 

These  goods  have  been  awarded 
seven  gold  medals  by  as  many 
International  Exhibitions  —  a 
fact  that  demonstrates  their 
superior  quality  beyond  a  doubt. 

The  line  includes  Irish  Hand- 
embroidered  Bed  Spreads, 
Sheets,  Pillow  Cases,  Tea 
Cloths,  Damask  Cloths  and 
Napkins. 


R.  H.  Cosbie 

30  Wellington  Street  West 
TORONTO 


British  America  Assurance  Company 

A.  D.  ta33 
FIRE  &.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President  W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,   E.  W.  Cox,  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W,  B,  Meikle,  General  Manager;  P,  H.  SIma,  Secretary 

CAPITAL        ......  $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION,     29.833,820.96 


w 


ESTERN 


IncorporiUd 
185t 

ASSURANCE 
•  •  •  COMPANY. 


Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  for  1906,  over     3,609,000 

HON.  GEO.  A.  OOX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


flat   tops   seem   to   be   preferred,   but   the   long   tops    -iuit 
the  large  hats  being  worn  at  the  present  time. 

Fancy  tops  of  art  metals,  set  with  large  stones  are 
very  pretty,  and  some  nice  designs  in  amber  and  cellu- 
loid are  shown.  A  nice  shape  in  amber  is  a  thin  flat 
top,  about  two  inches  square,  in  most  cases  set  with 
brilliants.  These  tops  are  gracefully  curved.  There  seems 
to  be  a  good  demand  for  large  tops  entirely  of  bril- 
liants. 


Buttons  for  Spring. 

The  button  to  match  the  gown  is  the  leading  idea  in 
buttons  for  Spring,  and  manufacturers  a.re  showing  an 
extensive  range  of  buttons  in  all  the  leading  colors — 
and  in  mottled  effects,  to  match  the  melanges  and  suit- 
ings, and  also  'the  newer  brocaded  effects  that  are  ap- 
I)roaching.  The  right  button  for  the  new  linens  and  col- 
ored wash  goods  is  the  self-shank  button  of  ivory.  Ivory 
l)uttons  are  to  replace  those  of  fresh-water  pearl  that  have 
been  used  this  Summer.  All  the  new  shades  will  be  ob- 
tainable in  ivory  buttons,  as  the  manufacturers  ai'e  matcli- 
ing  up  all  the  shades  showing  in   colored  linens. 

Ivory  buttons  are  to  be  used  extensively  for  the  trim- 
ming and  fastening  of  the  Spring  suits.  The  novelties 
here  are  the  satin-finisthed  buttons.  Particularly  liked  and 
sure  to  be  big  sellers  are  the  buttons  with  the  satin  cen- 
tres and  bright  rim.  These  a,re  self-shank  buttons  and 
give  the  effect  of  tlie  covered  fabric  button  with  ivory 
rim.  Other  effects  in  satin  finish  and  bright  combined 
show  subdued  mottling  that  fit  them  to  match  the  new 
two-toned  and  melange  effects  in  dress  fabrics  for  Spring- 
selling.  There  is  a  big  color  range  shown  in  'these  but- 
tons, and  all  sizes  from  20-line  to  50  or  55-line,  are  those 
selling. 

Pearls  a,re  a  strong  feature,  and  fancy  effects  good. 
These  are  shown  in  two-liole,  four-hole,  and  in  self  and 
metal  shanks.  The  variety  in  colored  centres,  etched  cen- 
tres, and  in  inlaid  jeweled  effects  is  almost  endless. 

There  is  an  unusual  number  of  high-priced  buttons 
shown  and  these  are  selling.  As  a  proof  of  this  it  may 
be  mentioned  that  tlie  garment  manufacturers  are  placing 
orders  for  pearl  buttons  as  high  as  .35c  each.  Fashion 
is  f-ivoring  la,n;e,  handsome  pearl  buttons,  and  when 
the  selling  season  open.s  it  is  i^redicted  that  70,  80,  a^.d 
even  larger  buttons  will  be  asked  for  in  expensive  grades. 


Mr.  Alexander  Burnet,  of  Burnet  &  Temple,  London. 
England,  is  calling  upon  the  trade  in  the  principal  cities, 
both  east  and  west.  Mr.  Burnet  has  brought  an  excep- 
tionally interesting  selection  of  novelties  with  liim. 

Smith  Bros.,  Watford,  have  recently  made  improve- 
ments to  the  front  of  their  dry  goods  store,  which  adds 
greatly  to  its  appearance  and  'attraictiveness.  Large  plate 
glass  windows,  with  overhead  prisms,  have  been  installed, 
improving  the  lig-lit  of  the  interior.  The  narrow  window 
at  the  north  end  has  been  removed,  and  a  new  entrance 
provides  increased  spaice  for  window  displays. 

W.  T.  Ritch,  of  J.  &  N.  Pbilips  Co.,  Manchester,  Eng.. 
was  in  Montreal  and  Toronto  last  month  going  through 
the  Spring  range  of  samples  with  t'heir  representatives. 
Mr.  Ritch  is  this  month  calling  upon  the  trade  in  the 
maritime  provinces.  He  is  an  enthusiast  regarding  the 
Canadian  retail  methods. 
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Profit  is  Elusive! 

The  making  of  a  profit  in  the  dry  goods  business  depends  upon  a  multitude 
of  circumstances  of  which  the  most  important  is  right  buying.  .Left  over 
stock  at  the  end  of  a  season  for  instance,  is  a  killer  of  profit.  It  is  an  evil 
that  can  be  avoided  by  handling  only 


UNDERWEAR 

for 
MEN,  WOMEN 
and  CHILDREN 


There's  a  good  sound  reason  behind  the  universal  popularity  of  this  brand — 
a  reason  that  finds  expression  in  the  superior  quality  of  every  Peerless 
garment.  Our  spring  samples  are  superb  in  every  way.  Examine  our 
samples,  they  are  our  most  convincing  argument. 

OUR  SELLING   REPRESENTATIVES  ARE: 


ONTARIO 

C.  ft  A.  G.  Clarke,  Empire  Baildiiuc 
'      WeUington  St  W.,  Toronto 

QUEBEC 

Gonlding  ft  Co.,  30  Wellingtoo  St.  East. 
Toronto 


BRITISH  COLUMBIA 

Ceo.  A.  CampbeU,  P.O.  Box  1028 
Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  WoodiU,  20  and  21  R07  Bids. 
Halifax,  N.S. 


MANITOBA 
Frank  Clark,  Winnipeg:  and  N.W.  Territories 


The  Peerless  Underwear  Co.,  Limited 

Hamilton  Ontario 


iiiiiiiiiiiiiitiimi 

Please  mention  The  Reiiew  to  Advertisers  and  Their  Travelers 
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M.  CRISCUOLO  &  CO. 


MANUFACTURERS   OF 


Facsimile  of  our  Envelope. 
Price  List  Post  Free  uit  Appiicjtinn. 


"THE  PERFECTION" 

Human  Hair  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

1  9  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 


Fancy  Leather 
Goods 


\Ve  make  an  extensive  line  .suit- 
able for  dealers  in  Fancy  Cioods, 
Stationery,    Haberdashery,    etc. 


Sent/  for  Illustrated  ( 'atalogiie 

C.  F,  Rumpp  &  Sons 


Established 
1850 


PHILADELPHIA,  PA.,  U.S.A. 


Toilet  Cases 


New  York  Salesrooms 


683-685  Broadway 


Au  o  LunL-hfoii  Outfit 


Please  ine)ition  The  Revieiv  to  Advertisers  and  Their   Travelers 
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PECK  FURS  AND  HATS 


Now  at  12  St.  Helen  St. 

Removal  Notice 


1st  Nov.  72  St.  Peter  St.,  MONTREAL 


For  the  better  handling  of  our  business  our 
sample  rooms  and  warehouse  for  these 
departments  will  be  moved  to  permanent 
quarters  the  end  of  this  month  at 


72  St.  Peter  St., 


MONTREAL 


OPPOSITE  BOARD  OF  TRADE  BUILDING 


Sole  Distributors  for 
HENRY  CARTER  AND   WM.   WILRINSON   HATS 

Best  Values  Best  Known 

They  Build  Your  Hat  Business 

Our  new  samples  show  the  latest  styles  in  stiff  hats,  and  the  newest  colors 

in  soft  hats. 
Mr.  Geo.  S.  Page  is  the  manager  of  this  department. 


Buy 
Gordon- Chad  wick 

Hats  for 
Popular  Priced  Lines 


CLOTH  CAPS 

Our  own  cap  factory  works  out 
the  newest,  and  always  the  latest 
designs  in  every  quality  and  shape. 
If  you  haven't  seen  our  samples 
write  for  sample  half-dozens,  you 
will  get  ready  sellers  and  money 
makers. 


PEcn  ruRS 


Get  our  fur  catalogue  and  price  list. 

The  best  aid  to  selling  ever  issued. 

We   make   only  dependable   furs. 

We  are  ready  to  fill  your  sorting  wants  promptly. 

Leaders  in  fur-lined  goods 


Trade    Mark   for   Furs 
and    Caps 


JOHN   W.   PECn   Ca   CO.,   Limited 

Warehouse  and  Sample  Rooms 

72  Peter  St.  MONTREAL 

Factories, — St.  Louis,   Montreal,        Branches, — Winnipeg,  Vancouver  and   Quebec 
CLOTHING  FURS  SHIRTS  HATS  CAPS 


Likelihood   of  Shortage  in  Desirable  Lines  of  Furs 

Heavy  Sorting  Trade  Lessens  Available  Stocks  -  Popularity  of  Long 
Fur  Jackets  and  Fur-lined  Coats  -  Neckwear  Sure  to  do  Well- Ad- 
vances at  the  Nijni  Fair  Sales  -  Latest  News    of    Style    Tendencies. 


AS  THE  retai'l  fur  season  approaches  it  is  clearly 
evident  that  assorting  'trade  will  be  large.  Maiin- 
faeturersi  'have  practically  comple'ted  shipments 
and  the  amount  of  stock  available  in  manufac- 
turing centres  is  comparatively  limited.  Buyers  who  have 
been  in  Montreal  during  September  had  difficulty  in  pick- 
ing up  wanted  lines.  Travelers  start  out  this  month  on 
sorting  trips,  and  'their  chief  difficulty  will  be  in  having 
the  goods  to  supply  retailers. 

City  retailers  have  already  commenced  to  show  furs  in 
windows  and  interior  displays.  Across  the  line  leading 
stores  'hold  annual  fur  sales  in  August  and  early  Sep- 
tember. This  forcing  of  trade  has  not  developed  in  Can- 
ada. Towards  the  end  of  the  raontli  city  stores  will 
besin    to    mention    furs    in    their   advertising. 


Fur  Jackets. 

For  city  trade,  particularly,  The  Review  is  of  the  opin- 
ion tihat  the  high  style  note  before  Christmas  is  reached, 
will  be  sounded  by  long  fur  jackets.  These  jackets  lare 
shown  in  muskrat,  imitations  of  mink  and  marmot,  pony, 
Baltic  seal,  fine  clipped  astradian,  and  for  'the  exclusive 
trade,  Persian  lam'b  land  mink.  The  sale  of  these  jackets 
naturally  brings  into  question  the  continued  demand  for 
ladies'  fur-lined  coats.  In  this  connection,  it  is  safe  to 
say  that  fur-lineds  will  by  no  means  be  entirely  ousted 
from  their  position,  t'hough  the  sales  will  lessen  for  good 
trade. 

The  popularity  of  fur-lined  cloaks  has  been  pushed  to 
the  limit,  and  competition  on  the  line  'has  resulted  in  a 
marked  deterioration  of  quality  of  shell,  lining  and  col- 
lar. This  'Cheapening  process  will  undoubtedly  eventual- 
ly liurt  sales.  It  is  certain  now  that  fur-lined  cloiaks  have 
become  so  common  that  the  better  trade  will  want  some- 
thing different. 

This  'has  resulted  in  the  showing  of  long  fur  coats. 
Their  price  is  not  unreasonable,  but  the  weight  of  the  gar- 
ment has  to  be  taken  into  consideration.  A  long  muskrat 
coat  is  very  heavy,  and  further,  is  not  exclusive.  Muskra,t 
is  a  very  ordinary  fur,  'though  its  present  scarcity  and 
high  price  will  tend  to  make  it  fashionable.  With  all  'this 
in  view,  long  muskrat  jackets  will  be  sellers  this  season. 
The  semi-fitting  styles  will  be  most  successful.  These 
coats  a,re  cut  to  'conform  with  the  latest  cloth  coa't  fasli- 
ions.  Imitations  of  mink  and  marmot  at  about  the  same 
price  as  muskrat  are  safe  property,  in  view  of  their  light- 
er weight.  Long  pony  coats,  from  46  'to  50  inches,  will 
be  in  short  supply.  This  skin  is  dyed  best  in  France  by 
one  particular  dyer,  and  his  facilities  are  nnable  to  cope 
witli  the  raw  skins  showered  in  upon  him.  This  has  al- 
ready resulted  in  sharp  advances  in  the  price  of  pony 
skin.  These  long  fur  coats  are  'being  bought  lieavily  in 
the  west. 

There  is  a  growing  demand  with  the  popular  trade  for 
fur-trimmed  coats  for  la,dies'  wear.  These  are  sig^htly, 
durable,  and  are  within  reach  of  the  average  purse.  They 
are  taking  particularly  well  in  small  towns  and  counti'y 
sections.  The  fa'Ct  that  they  resemhle  closely  a  furlined 
garment  makes  them  po'pular  -n-ith  the  trade  that  cannot 
buy  these  coats,  and-  the  heavy  quilted  linings  makes  them 


very  warm.  Alaska  sable  and  its  imita,tions  are  used 
chiefly  for  trimmings.  Black  is  the  best  seller  of  the 
colors. 


Shorter  Garments  Advocated. 

Some  manufacturers,  who  are  thinking  about  the  fu- 
ture of  ladies'  fur-lined  coats,  advocate  a  shorter  fur- 
lined  garment,  contending  that  the  long  fur-lined  co-ats 
are  heavy,  unsightly  and  expensive.  It  is  very  doubtful 
if  fur-lined  coats  of  32  to  40  inches  come  into  'the  market 
until  'two  or  three  years  1ia,ve  elapsed.  The  long  fur-lined 
coat,  often  three-quarter  lined,  is  safe  property  for  town 
and  country  trade.  Many  city  women  utilize  the  fur- 
lined  garment  for  a  combination  street  coat  and  opera 
cloak. 

It  is  certain  thalt  fur-lined  garments  have  reached 
the  zenith  of  their  popularity,  but  the  difficulty  is  to  get 
anything  to  replace  them.  For  'the  better  trade  the  long 
fur  coa'ts  will  eventually  cut  into  the  sale  of  fur-lined 
garments,  but  for  country  trade  it  will  take  some  time 
before  fur  jackets  are  more  popular  than  the  fur-lined 
garment.  While  town  and  coun'try  trade  rapidly  follow 
city  fashions,  in  some  districts  fur-lined  garments  have 
not,  as  yet,  been  big  sellers.  Merchants  who  have  been 
very  successful  with  fur-lined  goods  should  endeavor  to 
c'lean  up  stock  this  Fall,  while  in  sections  where  they 
have  not  been  widely  introduced,  this  advice  is  not  so  im- 
perative. 

Talk  is  heard  in  fur  circles  of  a  revival  of  astrachan 
jackets,  which  until  recently  have  been  staple  sellers  for 
twenty  years.  Astrachan  jackets  have  never  been  ser- 
viceable on  acco'un't  of  the  thin  and  poor  leather.  No 
amount  of  careful  manufacturing  could  make  them  so.  yet 
they  sold  well  on  account  of  their  sightly  appearance.  It 
is  unlikelj'  that  they  will  be  again  in  fair  request  until  at 
least  another  fur  season  has  passed,  when  fur-lined  jac- 
kets will  'be  less  popular  with  country  'trade. 

It  is  interesting  to  follow  the  style  changes  in  fur 
jackets.  For  years  the  30  to  3'6-inch  fur  jacket  was  staple. 
Then  for  a  numher  of  seasons  'the  very  short,  22  to  24- 
inch  jacket  was  staple,  and  now  comes  the  demand  for 
'the  long  fur  jackets,  from  46  to  .50  indies  in  length. 


5mal 


urs. 


In  view  of  the  vogue  of  the  eollarless  coat,  even  in 
fur  coats  in  the  high-class  goods,  fur  neckwear  is  sure 
to  do  well  at  retail  for  the  present  season.  All  sizes  of 
fur  pieces  are  in  request,  and  among  the  most  popular 
furs  are  mink  and  Alaska  sable.  Imitations  of  these 
furs  have  done  well,  but  there  is  a  decided  tendency  to 
have  the  real  article.  Long-haired  furs,  like  lynx  and  fox, 
particularly  black  fox,  are  favored. 

There  seems  to  be  a  decided  feeling  for  the  square, 
fiat  muff,  without  trimming  in  any  form.  The  fancy  muffs 
have  been  in  vogue  for  some  time,  and  have  been  made  in 
the  very  cheapest  furs,  consequently  those  who  desire 
something  different  are  taking  up  the  severe,  plain  muff 
readily. 

The  Review  has  received  a  Leipzic  report  of  the  sales 
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ESTABLISHfcD    1852 


FURS     HATS 


^  Moose  Head  Brand  represents  honestly  made 
furs  from  the  best  materials  procurable  in  skins 
and  trimmings. 

^  There  is  but  one  proof  of  this— continuous 
lead  through  57  years  of  the  keenest  competi- 
tion. 

^  Moose  Head  Brand — selected  by  those  who 
appreciate  high-grade  furs  in  these  days  of  so 
much  cheap  trash.  We  are  particularly  strong 
where  quality  is  looked  for. 
^  Favor  us  now  with  your  order  for  sorting 
or  special  articles  in 

Ladies'  Fur  Jackets,  Fur-Lined 
Mantles  and  Small  Furs,  Gents' 
Fur-Lined  Coats,  Fur  Coats  and 
Gents'  Furs,  Sleigh  Robes,  Duck 
and  Corduroy  Coats. 


^   Our  salesmen  are  now  on  the  road  showing 
samples  for  Spring,  1910. 

^  The  extensive  range  is    qualified  by  style, 
quality  and  workmanship. 

^    Our  styles  are  stylish,  nobby,  good  sellers. 

^  Style  in    hats  embraces    shape,   colour  and 
finish— ours  possess  these. 


Felts,    Panamas,    Straws 
and  Tweed  Caps 


L.  GNAEDINGER,   SON  &  CO. 


90,  92,  94  St.  Peter  Street 


MONTREAL 


Please  mention  The  ReTAew  to  Advertisers  and  Their   Travelers 
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at  the  Nijiii  fair.  Trade  was  active  and  practically  every 
fur  advanced  in  price.  Ermine  went  40  per  cent,  hig-her, 
white  fox  30  per  cent,  broadtail  and  pony  went  much 
'higher,  Persians  and  squirrel  at  improved  tigures,  while 
astnachans  and  red  fox  remain  unchanged  in  price. 

The  demand  for  heavy  fur  goods  Ihis  Fal'l  will  be 
good.  All  kinds  of  men's  heavy  coals  are  in  demand  and 
the  supply  is  limited. 

Spring  Hat  Trade. 

Encouraging  orders  'have  been  received  for  Spring 
lines  of  hats,  caps  and  straws.  As  the  advance  season 
progresses  it  is  clearly  evident  that  flat  set  sh'apes  in 
stiff  hats  are  not  to  be  ousted.  Hats  with  more  or  less 
pronounced  curl  have  been  featured  as  the  new  and  good 
thing,  but  flat  set  shapes  are  still  selling,  though  designed 
particularly  for  the  young  men's  trade.  Colored  stiff 
bats  'have  by  no  means  a  firm  footing  and  are  only  ordered 
sparingly. 

The  trade  in  soft  hats  is  exceptionally  good  and  colors 
are  selling  freely. 

There  is  a  steady  increased  demand  for  fine  fur  hats 
to  retail  ^at  $2.50  and  even  $3  from  small  communities  that 
formerly  bought  hats  to  retail  from  $1  to  $2,  and  the 
progressive  work  of  importers  has  a  lot  to  do  with  this. 
■  Sailor  shapes  in  straws  run  largely  to  the  low  crowns 
and  wide  brims,  but  the  trade  is  not  taking  kindly  to  these, 
preferring  the  medium  to  t'he  extreme  effects. 

Advance  business  from  the  far  east,  Quebec  and  tlie 
western  provinces  is  far  better  than  from  Ontario  mer- 
chants, many  of  whom  try  to  follow  the  policy  of  buying 
in  the  season. 

•i- 

Fur  Catalogues. 

Swift,  ('(ii)hui(l  &  Co. — The  fur  cala.lo.nue  ot  Swift, 
Copland  &  Co.,  Ltd.,  52.5  St.  P'aul  Street,  Montreal,  is 
an  improvement  over  their  previous  catalogue.  It  mea.s- 
ures  12x9  inches  in  size,  with  cover  of  heavy  brown  stock, 
printed  and  embossed  in  three  colors.  The  back  page 
shows  the  "Royalty  Hats."  The  text  contains  twelve 
plates  of  'half-tones,  printed  on  a  grey  ba.ckground.  The 
first  page  contains  a  good  ha'lf-tone  of  their  warehouse  and 
factory,  and  the  illustrations  show  all  styles  in  small 
furs  and  jackets  for  ladies,  as  well  as  men's  furs.  A 
novel  idea  to  brighten  the  text  is  the  illustrations  of 
fur-beai'ing  animals  on  ea.ch  page.  Another  good  point  is 
a  monthly  calendar  on  each  page  from  September,  1909, 
to  Aug"ust,  1910.  Appropriate  trade  reminders  are  also 
scattered  t'hroughout  the  catalogue. 

Ano'ther  good  move  this  house  has  made  for  fur  sort- 
ing is  an  exceptional  sample  room,  which  has  been  decorat- 
ed in  an  elaborate  m'anner.  This  will  be  a  convenience 
for  buyers  visiting  tlie  house. 

John  W.  Peck  &  Co.,  Montreal,  have  increased  the  size 
of  their  fur  catalogue  for  the  season  of  1909-1910.  It  is 
9x6  inches  in  size  and  contains  34  pages,  with  half-tone 
illustrations  of  every  style  of  fur  'article.  The  price  lisi 
accompanying  this  catalogue  is  particularly  useful  and  is 
so  arranged  that  the  price  of  any  particular  fur  article 
may  be  obtained.  It  is  probably  the  most  comprehensive 
price  list  issued. 

The  Redmond  Co. — One  of  the  most  artistic  and  useful 
catalogues  The  Review  has  received  is  from  the  Redmond 
Co.,  Ltd.,  Montreal  and  Winnipeg.  It  is  121/2x91/2  inchei, 
with  28  pages  and  cover.  The  cover  is  of  limp  stock,  and 
imitates  black  moire  silk.  It  is  embossed  in  black  and 
gold,  giving  the  address  of  the  firm.  The  back  cover  is 
embossed  in  black,  showing  the  beaver  brand.  The  first 
page  contains  a  splendid  illustration  of  the  Montreal  fac- 


tory. The  full-page  illustrations  furnish  a  complete  idea 
of  their  line  of  furs. 

'Boultei',  Waugh  &  Co.,  Montreal,  have  issued  a  fifty- 
two-page  catalogue  for  the  season  of  1909^1910.  It  is  9'x6 
inches  in  size,  cover  of  lieavy  green  stock,  embossed  in 
gold.  Their  "Musk  Ox  Trade  Mark"  is  shown  particu- 
larly well.  The  illustrations  are  prin'ted  on  heavy  wbite 
coated  paper,  and  show,  in  ma,ny  cases,  the  natural  color 
of  the  fur,  and  comprise  every  style  in  ladies',  men's  and 
children's  furs.  The  aecompanying  price  list  is  compre- 
hensive and  is  easily  referred  to. 

B.  Silver  &  Co.,  manufacturers  of  Seal  Brand  furs, 
420  St.  Paul  St.,  Montreal,  ha,ve  issued  a  22-page,  11x7 
inches,  catalogue,  printed  on  heavy  white  stock.  The  note- 
worthy point  of  t'he  complete  fur  illustrations,  is  that  the 
lines  illustrated  are  in  stock  and  may  be  shipped  prompt- 
ly. Scattered  tlirougliout  the  catalogue  are  clever  re- 
marks regarding  furs  in  general,  and  the  Seal  Brand  furs 
in  particular. 

John  Edgar  &  Co.,  33-35  St.  Francois  Xavier  Street, 
Montreal,  have  issued  a  small  le'aflet  and  price  list  for  the 
benefit  of  their  fur  customers. 

E.  W.  Jacobs  &  Co.,  309  Notre  Dame  Street  West, 
Montreal,  have  issued  a  sixteen-page  and  cover  catalogue. 
91/2x6  inches  in  size.  The  cover,  or  heavy  brown  stock, 
shows  an  il'ustration  of  their  factory  and  warehouse,  and 
the  firm  name,  and  "Furs,  1909-1910,"  embossed  in  gold. 
The  illustrations  sliovv  a  large  variety  of  fur-lined  and 
fur  garments  for  ladies,  as  well  as  good  styles  in  small 
furs. 

Jas.  Coristine  &  Co.,  Ltd.,  Montreal,  have  issued  a  32- 
page  fur  catalogue  for  the  season  of  1009-1910.  The 
cover  is  of  dark  green  stock,  embossed  in  gold  and  green. 
The  illustrations  comprise  every  wanted  style  and  small 
furs  are  given  particular  attention.  The  catalogue  is 
printed  on  white  coated  paper  with  a  light  green  back- 
ground. 

M.  Vineberg  &  Co.,  St.  Paul  Street,  Montreal,  have 
issued  an  unique  fur  catalogue  for  the  season  of  1909- 
1910.  It  is  in  portfolio  form,  with  sixteen  pages  of  good 
illustrations.  The  pages  are  7x6  inches  in  size,  and  are 
bound  at  the  left-hand  top  corner  by  a  staple.  These 
pages  are  enclosed  in  an  attractive  green  cover,  which 
folds  over  and  is  bound  by  a  narrow  ribbon. 

A  despatch  from  Edmonton  states  th'at  'the  fur  store- 
house of  Hislop  &  Nagle,  at  Athabaska  Landing,  was 
broken  into,  and  furs  concentrated  there  were  stolen  to 
the  value  of  between  ten  and  fifteen  thousand  dollars. 
This  is  an  almost  unprecedented  occurrence,  it  being  usual, 
as  in  this  case,  'to  leave  the  goods  unprotected  for  days 
in  the  northern  territory.  It  is  unlikely  the  thieves  will 
be  able  to  dispose  of  the  furs  unnoticed. 


WANTED 

by  two  Western  Travellers  for 
January,  1910,  first-class  lines 
of  Gloves  and  Mitts,  Furs, 
Hats  and  Caps,  for  Manitoba, 
Saskatchewan  and  Alberta  on 
commission  basis.  Know  lines 
thoroughly  and  have  good 
trade  connections. 

Box  75,  Dry  Goods    Review,  Winnipeg 
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MUSK-OX 


BRAND 


FURS 


MUSK-OX  Brand 

Everything  in 

high-grade    Ladies' 

and  Men's  Furs. 


TRADE        MARK 


Aesutered 


THE  LINE 

by  which  others  are  judged. 
We're  ready  for  your  sorting  orders. 

FUR  CATALOGUE  AND 
PRICE  LIST  UPON  REQUEST. 


The  Air  Flex 

AND 

"The  Lite  as  Air" 

are  two  specialties  in  Stiff  Hats 

for  Spring,   1910. 

Have  you  seen  the  line  ? 

Boulter,  Wau^h  &  Co. 

LIMITED 

Fur  Manufacturers         Hat  Importers 

491,  493,  493  St.  Paul  St.     57  St.  Peter  St. 

MONTREAL 


A  Peep  at  Our  Sample  Room 


Furs 


NOW  IN  STOCK 


Ccon  Coats 
Astrachan  Jackets 
Fur-Lined  Coats  and  Jackets 
Small  Furs  of  all  Descriptions 
Anything  and  Everything  in  Furs 


Furs 


TO  BUY 


Because  you  can  Depend 
On  the  Quality 
On  the  Style 
On  the  Fit 


Furs 


TO  SELL 


For  they  are  Sellers 
They  Attract  Trade 
And  Give  Satisfaction 


Furs 


BOUCHT  FROM 


A  Reliable  House 
Prompt  and  Up-to-Date 
Are  the  Furs  to  Handle 
Then  Buy  Your  Furs  from 


Swift,  Copland  &  Co., 


MONTREAL 


Limited 


Please  mention  The  Kevieiv  to  Advertisers  and  Their    Trarclers. 
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YOUR  FUR 


HAT  HOUSE 


Our  Fur  Catalogue  and  Price  List  is  the  most  complete    and 
artistic  ever  issued  in  Canada.      A  copy  is  intended  for  yon. 

Write  us  to  make  sure  of  your  copy. 

Our  immense  warehouses  in  Montreal  and  Winnipeg"  have  a 
stock  of  Furs  that  affords  you  the  right  sorting  opportunit}'. 

We  supply  the  right  Furs  at  the  right  Prices. 

THE  REDMOND  COMPANY,  LIMITED 

MONTREAL WINNIPEG 

Please  mention  The  Revif\'  to  Advertisers  and  Their   Travelers 


Show  Cards  May  be  Brightened   by  Use  of  Pictures 

Good  Examples  of  This  Feature  of  the    Card  Writer's    Work  -   Ap- 
propriate Season  Effects— Do  Not  Sacrifice  Good  Workmanship  to  Speed. 

THE  s'hovvc-ardfi  reproduced  in   this  eoniicclioii  were  In    the    i)i:ni\-   aiiicles   on    cai'd-writ  inj;-   Ihal    haiVe    l)ecii 

executed  by  Jas  McNiclioll.  winddw  triiiinier  and  |)i-inle<l    in    \ariiius    |)ul)licalioiis,    wr-itei's    liave    at     times 

eard    writer     for     Richard    Hall    &    Son,    Peter-  ex))ressed    a    sentiment    sometliinii'     like     the      following:: 

horonii'h,    and     used     in     his     Fall     displays.      Tiie  '''I'here  are  |)l('nly  of  yonni;'  men  who  can  tniMi  out   beaiUt'.- 

letterin,^'   is   pai-t  icnlarly  .u'ood.      In    the   larj't'  cards   at.   the  I'nl   cards  with  all   the  accuracy  of  an   enoravintr,  hut    they 

sides    it     will    he    noticed    that    the    tiiiui-es    taken    from    a  are   not    to   he   reckoned   as  card-writers  l)ecause  t'hey   take 

fashion   joni'iial    have   been    xci'y   effectively   a])plied.      'J'he  entiridy    too   much    pains   with    their  work    a.nd    it    rerpiires 

decoration   above   the   tisi'ure  on    the   iM^'^ht   is  a    brass  ansle  far  too   long  to   turn   out    a   card."     Of  course,  there   may 

ornament    fa.stened    to    the    card.      The   gown    is    tinted    a  be  a  grain  of  truth  in   this  cinilention,  yet    in  anotlier  way 

wine  color,  a.s  is  also  the  band  of  roses  in  the  hat.     The  it    is    entirely    wrong   and    if   accepted    literally     is    likely 

lettering  is  in  black  with  small  white  and  green  studs,  and  to  lead  the  beginner  into  serious  err(n\     What  would   bc- 


the  shading  is  in  grey. 

The  small  cai-d,  "Fall  Style  Show,"  is  of  very  appro- 
pi-iate  consti'uction.  The  writer  nnuinted  a  ]yie'ce  ot 
ilark  L;rey  board  nu  white,  and  upon  this  mounted  a  cnl- 
I  ii.l    III'   Autumn    tinted    leaves.      To   use   his    white   eai'd   a^ 


come  of  the  amateni-  if  he  were  to  start  out  to  smeai' 
black  paint  on  whiti^  cards  with  t'he  only  object  at  attain- 
ing speed.  He  might  turn  out  tifty  or  even  one  hundred 
cai'ds  in  an  hour,  regardless  of  formation  or  neatness. 
r>ut    \'hv   cliances   are    nine    (uit    of   ten    that    he    would    not 


FaU    Display   Cards  by   James  McNichoU,  with  Richard  Hall  &  Son,   Peterborough. 


a  base,  he  cut   tlirough   the  two  top  layers  with  the  out- 
line of  the  leaves  as  a  pattern. 

The   lettering  and   ornamentation   of   the   n))[)er   middle 
raid  are  in  b'ack  and  white  with  red  and  white  Studs. 

Speed  vs.  Efficiency. 

Land   Hamilton,  in  .Merchant's  Record  ajiil  Show   Win- 
dow, gives   the    following  advice   to   card-writers: 

It  will  help  a  caid-writer  a  great  -deal  if  he  is  able 
to  dra,w,  as  many  cards  will  prove  dou'bly  effective  when 
illustrated  by  an  appropriate  sketch.  Of  course,  illustra- 
tions can  be  found  in  t^he  magazines  and  elsewhere  that, 
will  serve  the  purpose  when  cut  out  and  pasted  on  the 
ca.rd.  These,  however,  are  not  always  just  what  is  want- 
ed and  it  is  much  better  if  the  card  man  can  do  the  work 
himself.  Still  it  is  a  good  plan-  to  be  on  tiie  lookout  for 
striking  pictures  to  be  used  on  cards.  When  yon  find 
(Mie,  cut  it  out  and  put  in  in  a  scrapbook  or  file  and  it  will 
l)e  handy  when  it  is  needed  some  time  in  t'he  future. 
Whaitever  you  do,  always  make  your  letters  plain  and  easy 
to  read.  Avoid  all  fancy  flourisihes  that  tend  to  carry 
them  away  from  theii-  proper  formation. 


make  good.  (iood  stores  will  imt  use  carelessly  made 
cards.  First  of  all,  they  want  good  work;  that  is.  they 
want  neat,  presentable  cards  that  are  in  keepinu'  with  the 
mei'chandise  dis))laye(l.  Of  (•(jni'sc,  they  e.\[)ecl  the  card- 
wi-iter  to  turn  on|-  his  wiwk  in  a  rea.son'a1ile  length  of 
time.  He  must  nut  be  slow — yei  e\ery  merchant  appre- 
ciates that  first-class  work  i-e(|uires  tinu'  and  first-class 
work  is  what  is  demanded.  The  card-writer  who  has 
only  speed  to  recommend  'him  will  never  get  very  far  on 
the  road  to  sneeess.  'My  advice  to  the  beginner  is  to 
practise — learn  the  exact  formation  of  every  letter  in  all 
the  various  alphabets — use  colors  so  they  will  harmonize, 
and  if  you  persevere,  your  work  will  attract  enough  atten- 
tion to  place  you  in  a  profitable  and  pleasing  business. 
So  far  as  rapidity  is  concerned,  that  will  come  as  you 
gain  proficiency  in  the  fiu'ming  of  the  letters.  But  you 
must  first  have  a  pei-fecl  knowledge  of  the  sha|>e  of  every 
letter.  Rut  use  colors — not  extravagantly  but  judiciously. 
If  a  card  is  attractive  in  plain  black  and  white,  it  will  be 
more  so  with  a  little  color  added.     Cohu-  gives  it  life. 
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T/ie  Outstanding  Feature  for  the  Present 
Season  in  Neckwear  is 


a 


Wi^t  fafaot 


>> 


We  are  showing  an   extensive  range,  including  the  new  one-sided  effects 
recently  produced  in  Paris  and  New  York. 


Owing  to  the  unusual  activity  in  the  Neckwear  Departments  throughout 
the   country,    alert    buyers   will    anticipate    their    requirements    for   the 

Christmas    Trade.  Write  for  Samples  of  Recent  No'velties 

HaJJies!'  OTear  l^imiteb     :     Toronto,  Canaba 


© 
© 
© 
© 
© 
© 
© 
© 


© 

© 
© 
© 
© 
© 


© 
© 
© 
© 
© 
© 
© 
© 


© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 


© 
© 
© 
© 
© 
© 
© 
© 
© 


© 
© 


©©©©©©©©©©©©■©©©©©©©©©©©©©©©©©©©©©©©©©©©©@©©@^ 


Please  mention  The  Reviczv  to  Advertisers  and  Their  Travelers 


Latest  Ideas  of  Fashion  in  Dress  Accessories 

Stock,  Jabot  and  Bow  Leading  Sellers  in  Neckwear  —  Large  Assort- 
ments of  Scarfs  —  Real  Laces  Being  Featured  —  Open-Mesh  Patterns 
in     Veilings  —  Nearly    all    Lines    of    Kid    Gloves    in    Short    Supply. 


Ladies'  Neckwear. 

WHILE  the  neckwear  business   is   assuming  big 
'proportions  and  manufacturers  are  extra  busy, 
it  cannot  be  said  that  anything  has  developed 
for  Fall  that  bears  the  distinct  stamp  of  new- 
ness.    Just  about  everything  is  selling  and   t'he  buyer  in 
this  department   calls   for  just  what   lines  'his  fancy   die- 


Elastic,  trimmed  with  jet  or  steel    nail-heads   and    finished 
with  medallion  buclile  —  Shown  by  R.  D.  Fairbalrn  Co.,  Ltd. 

tales — or  so  it  seems  at  times,  to  the  traveling  man  who 
is  ui>  against  his  ideas.  The  fact  is  that  neckwear 
fashions  cover  a  wide  Held  at  present.  Dutch  cuTars  and 
coat  sets  are  worn  tin  the  new  coats,  and  whether  the 
wearing  of  furs  will  biing  any  alteration  in  this  res[)ect 
is  a  mooted  i3oint. 

The  stock,  jabot  and  bow  are  the  leading  sellers.  There 
is  nothing  extreme  about  eit'her  the  stock  or  its  embelish- 
ments.  Tlie  high  points  are  gone  and  it  is  just  a  com- 
fortable fitting  collar,  a  little  higher  at  the  back.  Lace 
and  net  with  just  ai  touch  or  two  of  trimming  in  the  fiirm 
of  bands  of  colored  satin-velvet  ribbon  or  silk  are  the 
sellers.  Many  stocks  are  finished  with  a  bow  or  a  ja'bot 
and  both  are  good.  Tailored  silk  stocks  are  selling  better 
perhaps  in  some  sections  than  others.  Ja.bots  keep  in  big 
demand  and  the  variety  is  a  large  one.  Hig*h-class  stores 
are  showing  jabots  in  real  lace,  and  pleated  jabots  in 
linen  la,wn  and  Irish  crochet  are  good  sellers.  Net  jabots, 
and  those  of  lace  and  net  and  the  new  one-sided  variety 
are  all  good. 

The  latest  comer  in  the  bow  section  is  the  maline  style. 
These   are   made   of   waterproof   maline    a,nd   perhaps    the 


Satin   and  faille  effect  in   farcy  ribbon  —  Shown 
by  Debenhams  (Canada)   Ltd.,  Montreal. 


best-liked  are  those  in  which  t'he  maline  is  caught  to- 
gether under  a  small  buckle.  When  this  buckle  sparkles 
with  rhinestone  the  effect  is  extra  good. 


Laundered  linen  collars  are  good  and  the  va.riety  of 
silk  and  satin  bows  to  wear  with  them  as  endless.  To  the 
many  bows  described  last  month,  new  numbers  have  been 
added  in  quaintity  and  tliey  can  be  ihad  in  every  shade 
shown  in  the  dress  department.  These  bows  and  also 
the  separate  jabots  are  also  wurn  as  a  finish  to  the  yoke 
of  the  new  one-piece  dresses  now  so  popularly  worn. 

A  very  large  assortment  of  sca.rfs  in  many  styles  and 
prices  is  shown  in  the  stores.  These  come  in  Spanish 
lace   chiffon    and    crepe    de    Chine    and    are    printed,    em- 


Black   Novelty  Jabot      Shown   by   Ladies'  Wear,  Ltd-,  Toronto. 

broidered  and  beaded  with  gold,  silver  or  jet.  Some  of 
the  newer  ones  are  gathered  at  the  ends  and  finished  with 
a  tassel  or  have  silk  and  ribbon  fringes. 

A  new  Paris  scarf  has  a  pattern  in  the  centre,  and  is 
put  on  with  this  pattern  in  front.  The  ends  are  wound 
around  the  arms  and  crossed  at  the  back,  the  fringe 
finis'hing  at  eaich  side  of  the  front.  Worn  in  this  way 
the  scarf  forms  a  kind  of  bolero  and  makes  a  comfort- 
able wrap. 

Marabout  boas  are  shown  in  tlie  leading  stores  and 
possibly   they  ma.y  he   included   in   the   Spring   neckwear 
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line,   as   they   are   more   appropriate   for   Spring   than    for      ttouncings,   insertions,   etc.,   are  selling-,  it   is  in   real   lace 
the  season  that  is  coming.  neckwear  and    in    novelties   t'hat    the  principal   display   is 

Frillings   are   in   active   demand,    and    the   sale   of   the      made. 
narrow  effects  is  increasing.     Tlie  home  ma,nnfactnrers  are  During    the   past    nn>nth.    the   R.    Simpson    Co.    had    a 

window  featuring  Irish  crocliet  novelties,  and  otlier  neck- 
wear novelties  in  real  lace.  Wiiile  this  display  was 
specially  designed  to  atti-act  the  attention  of  Americans 
who  were  in  the  city.  Tlie  Re\ipw  learns  that  it  pi'oved 
attractive  to  the  store's  regular  customers. 


Fancy  shirred  silk  elastic  bell,   trimmed  with    jet    nail- 
heads   and   buckle  —  Shown  by   R.   D.  Fairbairn  Co.,  Ltd. 

A  feature  of  the  opening  window  of  the  W.  A.  Murray 
Co.,  reproduced  elsewhere  in  this  issue,  is  the  beautiful 
display  of  real-lace   neckwear. 

Another  novelty  that  is  featured  is  the  lace  opera  and 
evening  bag.  These  dainty  little  bags  are  made  of  Irish 
crochet.  Brussels,  or  princess  lace,  lined  with  delicate 
pastel  shades  of  satin  and  drawn  up  with  a  cord  to  match. 

The  big-  stores  are -selling  these  goods  and  this  is  a 
development  that  other  stores  mig'ht  find  it  advantageous 
to  follow  for  the  Ohristmas  trade.  The  times  are  pros- 
perous and  a  big  Christmas  trade  is  expected.  When 
people  have  money  they  are  tempted  by  novelties  that 
are  useful  and  yet  quite  out  of  the  usual  run.  Real  lace 
neckwear  has  these  merits,  and  a't  the  same  time  is  not 
unduly  expensive.  Handsome  Spanish  lace  scarfs  are 
also  good  sellers  in  city  stores. 

Veilings. 

In  all  the  leading  stores  the  new  lines  of  veilings  are 
being  shown,  and  a  steady  business  is  in  progress.  The 
new  open-mesh   patterns   that    the   trade  was  so   doubtful 


Nev   One-sided  Jabot  -  Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

e.xtretiicly  busy  and  are  tinding  it  difficult  to  keep  up  with 
ordei's. 

Laces. 

At   the   present    time,    the   leading   stores   are   making 
fiuite  a  feature  of  real  laces.     Though   the  usual  lines  of      selling. 


Ooe  of  the  new  nets,  showing  a  combination  of  the  hexagon 
mesh  with  Irish  crochet  effect  —  Shown  by  Mclntyre,  Son 
&    Company,    Limited,   Montreal. 

about  are  certainly  selling,  thougli  as  yet  their  sale  is 
chiefly  confined  to  the  big  city  stores.  These  are  the 
bold  ot)en-mesh  effects  with  extremely  lairge  blocks  and 
dots.  Some  modified  patterns  are  shown  and  these  have 
met  with  an  instant  success.  The  rauch-Iiked  Russian 
nets  in  a  variety  of  effects  are  in  good  demand  and  there 
is  more  interest  manifested  in  chenilles  than  for  some 
time    past.      Tuxedo    a,nd    Brussels    net    veilings    are    also 
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Thoug-h  black  is  mucli  in  evidence,  all  the  leading 
.colors  are  asked  for.  The  new  open  mesh  veilings  are 
shoAvn  in  brown,  navy,  cinnamon,  mj-rtle  and  prunelle 
and  Toscas  and  Russian  net  veilings  in  brown,  cinnamon, 
vendainge,  empire,  myrtle  and  prunelle. 

There  has  been  a  big  increase  in  the  call  for  chiffon 
veils  for  outing  and  automobile  wear.     This  is  a  business 


Jetted  effect  in   elastic  belt  —  Shown  by 
Lidies'   Wear,   Limited,  Toronto. 

that  is  assuming  large  proportions  from  the  number  of 
people  now  owning  automobiles,  and  it  is  profitable  busi- 
ness that  no  retailer  sihould  let  pass  his  store.  The  chiffon 
veil  is  'a  iiecessity  for  this  purpose,  and  as  the  wear  given 
to  a  veil  is  very  great,  these  veils  need  to  be  constantly 
renewed. 


Embroideries. 

The  department  devoted  to  embroideries  continues  to 
do  good  business,  and  any  price  concession  always  brings 
out  a  crowd  of  buyers.  Store  maaiagers  in  the  large 
centres  are  stimulating  trade  by  selling  bargain  lines. 
The  usual  mode  of  proceeding  is  to  feature  the  goods  in 
the  window  the  day  before,  and  to  give  them  a  special 
notice  in  the  daily  advertising  space.  No  one  class  or 
kind  is  selected — ^one  week  it  "will  be  deep  fiouncings,  an- 
other insertions,  another  corset  covers,  etc.  It  matters 
not  what  line  is  shown,  the  response  is  readily  accorded. 

Importers  state  t'hat  tlie  prospects  for  the  coming 
Spring  season  for  active  trade  in  embroidered  robes  are 
particularly  good.  City  stores  have  done  well  with  them 
in  the  past,  and  the  Spring  sliowing  assures  good  sales. 
While  merchants  in  smaller  towns  have  fought  shy  of 
these,  evidence  that  they  might  do  a  fair  trade  in  them 
may  be  liad  in  tihe  fact  thait  mail  order  houses  do  a 
big  business  with  t'hem,  receiving  a  great  many  orders 
from  small  towns,  villages  and  country  sections.  The 
big  range  of  prices  makes  it  possible  to  suit  all  classes 
of  trade. 

Swiss  embroidered  robes  in  white  a.nd  colors  are  ready 
sellers,  the  Irish  hand-embroidered  linen  and  cotton  robes 
are  shown  in  particularly  desirable  patterns  which  should 
assure  them  of  ready  sales.  These  are  shown  in  all  whita 
and  in  white  with  colored  applique. 

It  is  expected  tbait  embroidered  blouse  patterns  will 
meet  with  greater  approval  for  the  Spring  trade  than 
for  the  past  .season. 


Ribbons. 

Moire  ribbons  are  in  good  demand,  particularly  in 
the  wide  widtlis,  and  velvet  ribbons  are  good  sellers. 
Pressed  moire  velvet  ribbon  is  very  popular  a,nd  it  is 
difficult  to  obtain  enough  goods  to  supply  the  demand,  as 
is  also  the  case  with  moire  silk  ribbons  and  ordinary 
velvet.    However,  new  shipments  are  expected  this  month. 


There  is  a  fair  demand  for  fancy  ribbons,  and  it  is 
thought  that  in  view  of  tbe  very  handsome  ribbons  being- 
brought  out  by  manufacturers  tliat  much  greater  interest 
will  be  taken  in  fancy  goods  than  for  some  time.  Com- 
binations are  shown,  some  of  the  new  ribbons  being  satin 
banded,  moire  banded,  and  lace  ba.nded.  The  last  men- 
tioned is  an  openwork  stripe  alternating  with  bands  of 
satin,  moire  or  cotele  effect.  Metal  effects  are  prominent 
in  the  new  lines. 

There  seems  to  be  no  run  on  any  particular  color. 
Novelty  shades  are  doing  well,  and  staple  colors  are  sell- 
ing as  usual.  The  steady  introduction  of  new  shades 
is  promoting  business,  even  on  staple  satin  and  duchesse 
ribbons.  Some  of  the  new  shades  are  new  blue,  torpedoes, 
ametbyst,  mustard  green,  wine  satin,  i-aspberry,  etc. 

Umbrellas. 

Holiday  lines  of  umbrellas,  both  for  ladies  and  men, 
show  a  wide  variety  of  designs  in  bandies.  The  materials, 
too,  are  particularly  good,  and  come  in  a  good  range  of 
qualities.  There  is  a  growing  demand  for  better  qualities, 
particularly  in  ladies'  umbrellas.  One  feature  of  the 
new  lines  is  the  ribbon  selvedge  instead  of  the  narrow 
hem,  finishing  the  edge.  Silk,  taffeta,  and  glorias  are  the 
best  selling  materials,  though  a  good  quantity  of  cotton 
umbrellas  are  taken. 

Some  of  the  new  designs  in  handles  are  very  hand- 
some,   the   newest   being   very   severe   ha,ndles    in    mission 


The  new  "Tourist"  folding 
umbrella  —  Manufactured  by  R. 
D.   Fairbairn  Co.,  Ltd. 

wood  or  green  ebony.  Some  of  t'hese  are  of  the  Direetoire 
type,  twelve  inches,  witb  six  and  eight  corners.  Others 
show  simple  carvings.  Among  the  more  elaborate  types 
are  handsome  carvings,  gold  and  silver  mounts,  art  de- 
signs, imitations  of  precious  stones,  enamel,  etc.  Some  of 
the  new  handles  show  a  ball  top  composed  of  one  large 
stone,  set  in  metal.  One  design  tas  a  cbain  attachment 
for  slipping  over  the  wrist.  It  is  impossible  to  give  even 
a  fair  idea  of  the  great  range  of  handsome  designs  shown 
by  maiiiufacturers  for  the  coming  holiday  season. 
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SUBJECT:  Spring  Ribbon  Orders. 

Progressive  Store, 

Canada. 
Dear  Sirs:- 

Soon  you  will  place  orders  for  Spring  shipments 
of  Ribbons. 

In  justice  to  yourself  consider  the  advantages  the 
Ribbon  House  of  Canada  offers  you. 

Definite,  salable  assortments  in  all  accepted 
weaves . 

Values  that  right  through  the  range  compare  favor- 
ably with  the  most  important  foreign  firms. 

A  stock  of  Ribbons  during  the  season  that 
protects  you. 

In  fact,  buying  from  us,  you  do  not  overbuy,  do 
not  get  bad  stock. 

For  these  points  you  do  not  have  to  take  our  word. 
Many  of  the  largest  and  most  important  stores  buy  import 
from  us . 

Ribbons,  as  a  specialty,  first  hand  knowledge  of 
markets,  coupled  with  service,  have  made  us  the  largest 
dealers  in  Ribbons  in  Canada. 

Our  travelers  will  soon  show  the  range.  Appoint- 
ments gladly  made  upon  request. 

Yours  very  truly, 

WALTER  H.  BARRY  &  CO. 

by  P^ ^Uw  /)k^  IXa/v^i 

p. S. -Prove  our  statements  now  re  sorting.  Mail  us  your  sort- 
ing  orders.  We  will  ship  by  return.  Our  stocks  are  partic- 
ularly  well  assorted. 
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It  is  a 


Fo^vnes 


That  is  ail  you  require 
to  liDOvv  about  a  ^love. 

Our  stocii   of    Gloves  for 
Fall  sorting  is  complete. 


Enquiries  receive  prompt 
attention. 


Fownes  Bros.  &  Co, 

Goristine  Building, 
MONTREAL 


Pewny's  Kid  Gloves 


THIS  IS  THE  TRADE  MARK 


We  now  offer  a  complete  assortment  of  all 
qualities  of 

KID    GLOVES 

At  old  prices  for  Spring  in  both  staple  and 
novelty  colors. 

See  our  collection  before  buying. 

GREENSHIELDS  Limited 

MONTREAL 
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BELDING'S 

Ribbon   Suggestions    for  tKe    Fall    Season 

A   new  fashion  and  use  of  ribbons  will  be   Hair   Decorations, 
using"  Soft  Satin   Ribbons. 

Directoire  Satins,   Wide  Widths    for  Bows,   Sashes,    Rosettes, 
etc.      Taffetas  for    Hair  Bows,   etc. 

Duchess    and    Countess    Soft    Satin     Ribbons    for    Dress    and 
Waist  Trimmings. 

We  will  have  a  large  range  of  Baby  and    Holly   Ribbons  for 
Fall   and   Christmas   trade.      Write  us  for  samples. 

LARGE  STOCK  BEST  VALUES  IN  THE  MARKET  QUICK  DELIVERIES 

ALL  THE  NEW  AND  FASHIONABLE  SHADES 

BELDING'S   SPOOL  SILKS -The   Highest  Standard  in  the  World  ~ 

BELDING.  PAUL  (EX  COMPANY,  Limited 


MONTREAL 


The    Largest    Ribbon    Manufacturers    in    Canada 

TORONTO  WINNIPEG 


VANCOUVER 


Please  ineiitioii  The  Revie'n'  tu  Advertisers  mid  Their    Travelers. 
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THE    most  essential  quality  and  the  most  difficult  to    obtain,   consistent  with 
comfort  and  appearance  in  a  Children's  Stocking,  is  strength.      In  the  mak- 
ing of  these  three  lines,  from  the  time  the  yarns  are  selected  throughout  the 
process  of  the  manufacture,  special  attention  is  given  to  obtain  strength  and  hard 
wearing  qualities  in  the  finished  stocking.     To  this  we  attribute  the  success  of  these 
three  celebrated  brands  of  Children's  Stockings. 


BBSSBSB9 

ROCK  RIB 

Strong  as  Gibraltar 
1  X  1  Rib 


HERCULES  RIB 

The  Limil  of  Strength 
2  X  1  Rib 


PRINCESS  RIB 

FOR  FINE  DRESS 


These  Registered  Trade  Marks  appear  on  each  pair  of  genuine 
Rock'  Rib,  Hercules  and  Princess  Hose.      Beware  of  substitutes. 

ORDER   FROM   YOUR  JOBBER 

— Smiled 


HAMILTON  ONTARIO 

E.  H.  WALSH  &  CO.,  Sole  Selling  Agents         TORONTO  and  MONTREAL. 
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The  materials  employed  for  handles  are  mission  wood, 
boxwood,  rosewood,  ebony,  lemon  wood,  mahogany,  pimen- 
to, ivory  eelluloid,  gold  and  silver.  Such  a  wide  range  of 
materials  gives  plenty  of  scope  for  handsome  and  original 
combinations  and  designs,  which  has  been  taken  advant- 
age of  by  manufacturers  of  umbrellas. 

One  particularly  desirable  fe'ature  of  the  new  lines 
is  the  fact  thai  they  are  extremely  neat  in  appeara.nee, 
being  made  to  roll  very  closely.  The  long  handles,  which 
are  very  fasliion^able,  and  which  are  particulairly  stro'Ug 
in  the  rniled   Stales,  enhance  the  slender  appearance. 

•*• 

Kid  Gloves. 

Retailers  are  getting  extremely  nervous  over  the  de- 
livery situation  of  kid  gloves.  Nearly  all  lines  are  in 
short  supply  for  the  present  season  but  pique  .sewn  goods 
which  are  very  desirable  are  particularly  so.  There  is 
no  real  relief  in  fact,  until  tlie  end  of  this  month  or  early 
in  November.  Wholesalers  'have  practically  no  stocks, 
and  present  deliveries  are  allotted  in  proportion  to  re- 
tailer.s  who  were  wise  enough  to  give  advance  orders. 
Kven  in  tiiose  cases  retailers  are  writing  or  wiring  for 
further  goods.  The  situation  is  summed  up  in  the  fact 
that  labor  for  glove  making  i's  scarce  in  Grenoble  and 
other  ma.rkets   and   importers   are  helpless. 

Natura.lly  this  situation  is  causing  importers  to  con- 
tract   heavily    for   Spring   where   orders  can    be   given    in 


Elastic,  covered  with  fanty  silk  shining  and  finished  with 
liather  ends  and  iet  dome  fasteners  —  Shown  by  R.  D. 
Fairbairn   Company,   Limited. 

order  to  avoid  a  similar  situation.  Steady  advance  in 
leather  is  enhancing  kid  glove  prices,  and  Spring  lines  show 
a  slight  advance.  In  some  cases  importers  iiave  not  looked 
for  Spring  orders  as  Fall  deliveries  are  so  bad. 

A  greater  interest  is  being  taken  in  colors  for  the 
Fall  trade.  Different  shades  of  the  wistaria  and  rose 
order,  some  shades  of  blue  and  green  are  favored.  Reseda 
is  good,  particularly  in  suedes. 

Trimmings. 

Jet  still  holds  first  place  among  trimmings,  ami  it 
seems  as  if  it  would  be  impossible  to  devise  more  forms 
in  which  it  could  be  utilized,  but  nevertheless  every  day 
brings  something  new.  The  idea  seems  to  be  to  produce 
as  rich  looking  trimmings  as  possible.  Gold,  silver  and 
metallic  trimmings  of  every  description  seem  to  be  gro^v- 
ing  in  popularity,  and  imitation  jewels  are  utilized.  Ricii 
colors  are  used,  and  the  combinations  of  different  ma- 
terials are  exceedingly  beautiful. 

Jet  ornaments  on  a  background  of  net,  and  embroider- 
ed effects  worked  out  with  jet  beads,  small  bugles,  etc., 
on  net  for  trimming  purposes  are  in  high  favor.  Jet  trim- 
mings are  extensively  used.  Bodice  garnitures  in  jet  are 
meeting  with  ready  sales. 

Plauen  goods  with  wood  silk  embroidery~''aiid  colored 
imita.tion  stones  are  doing  well  this  season;  They  come 
in  all  the  new  shades,  and  are  particularly  desirable  for 
aiding  in  carrying  out  the  one  color  idea  in  dresses. 


There  is  a  great  deal  of  u.se  made  of  braids  'and  the 
variety  of  ihese  is  extensive.  Soutache,  satin  cords, 
tubular  braids,  military,  and  fancy  Russian  braids,  are 
among  those  in  good  demand.  Braided  })uttons  and  frog 
ornaments  are  used  a  great  deal. 


New  Glove  Catalogue. 

J.  &  N.  IMiiliiJs  &  Co.,  Manchester,  Kng.,  with  Can- 
adian ottices  in  Montreal  and  Toronto,  have  issued  an 
eiabora,te  48  page  catalogue  for  their  Lily  Glove  Depart- 
ment. It  contains  illustrations  of  the  leading  lines  of 
suede  and  glace  gloves,  all  kinds  of  lined  gloves,  Ringwood 
gloves,  etc.  Twenty-six  pages  are  given  over  to  complete 
price  lists,  of  every  line  of  gloves  for  the  Fall  trade.  The 
index  at  the  front  facilitates  finding  just  what  lines  are 
wainled.  The  catalogue  is  DxG  inches  in  size  and  the  cover 
is  of  heavy  green  stock,  the-  text  pages  being  printed  on 
very  fine  white  coated  paper. 


One  Drygoodsman's  Activities. 

Guelph  now  has  a  most  compleite  waterworks  sys- 
tem. Pure  water  is  piped  direct  from  apparently  inex- 
haustible springs  at  Arkell,  five  miles  from  the  city.  To 
commemorate  fhe  completion  of  the  work,  the  Royal  City 
celebrated  on  Sept.  23. 

The  system  represents  the  successful  culmination  of  a 
task  of  by  no  means  simple  proportions,  entrusted  to  the 
Board  of  Commissionsers,  of  which  the  chairman  was  G. 
B.  Ryan,  head  of  the  dry  goods  firm  of  G.  B.  Ryan  & 
Sons.  In  a  special  number,  the  Guelph  Herald,  congratu- 
lating tiie  members  of  the  board  on  'the  auspisious  out- 
come of 'their  labors,  had  fhis  to  say  of  the  ch'airman : 

"Mr.  Ryan,  in  his  position'  a^  chairman,  was  not  a 
nominal  officer,  'but  an  enterprising,  energetic,  resourceful 
and  capable  leader.  He  was  ably  assisted,  it  is  true, 
but  was  at  'the  same  time  the  life  of  the  commission,  and 
its  inspiration  in  the  great  enterprise.  He  is  of  Welsh 
extraction.  The  grandfather  of  Mr.  Ryan  came  to  Canada 
in  the  early  days  from  Wales,  locating  on  a  farm  near 
Oakville.  In  the  war  of  1812  bot'h  of  Mr.  Ryan's  grand- 
fathers took  up  arms  in  defence  of  their  country,  and 
fought  at  'the  battle  of  Queenston  Heights,  and  one  of 
them  carried  a  bullet  to  his  grave.  G.  B.  Ryan  was  edu- 
cated in  Geoi^getown,  where  he  learned  the  mercantile 
business.  In  1875  he  em'barked  in  the  dry  goods  business 
at  Orangeville,  and  there  he  remained  for  six  years.  From 
Orangeville  he  went  to  Barrie,  where  he  -conducted  a  busi- 
"hess  for  fo.ur  years,  and  in  1886  he  came  to  Guelph  and 
purchased  the  dry  goods  business  of  'the  late  John  Hogg. 
Since  then,  he  has  rapidly  built  up  the  business  to  such 
an  extent  that  he  is  now  prominently  known  as  one  of 
the  largest  merchants  outside  of  the  City  of  Toronto. 

"The  public  life  of  Mr.  Ryan  has  been  such  as  one 
would  expect  from  a  man  of  his  energetic  temperament. 
He  has  served  the  city  several  years  as  an  alderman,  a,nd 
his  name  has  been  often  mentioned  as  a  candidate  for 
the  mayoralty.  He  has  heen  president  of  the  Board  of 
Trade,  and  at  the  present  time  is  a  member  of  two  civic 
commissions — ^^the  waterworks  and  the  radial  railway.  On.' 
the  former  board  he  is  chairman.  a;nd  on  the  latter  he 
acts  as  treasurer. 

"Only  those  closely  connected  and  intimate  with  the 
tran.saetions  of  civic  affairs  are  able  to  appreciate  fully 
the  magnificent  work  which  Mr.  Ryan  lias  done  in  the 
interests  of  the  city." 
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"Ask  the  woman  who  wears  one 


S-  H-  &  M-  STYLES  l^T 


^ 
I 


Will  show  you  at  a  glance  that  you  are 
buying  styles  that  are  inspiring  and  conect. 
Made  by  the  best  journeymen  tailors  and 

pledged  to   fit  you   and  wear  you 

to  your  full  satisfaction. 

That  is  why  we  put  the  S-  H-  &  M- 

label  underneath  the  collar. 

S-  H-  &  M-  Evening  and  Recep 
lion  Gowns  -  -  $35  to  $75.00 

S-  H-  &  M-  Tailor  made 
Suits,  $20.00  to  $50.00 


The  above  advertisement  is  one  of  a 
series  appearing  in  the  leading  news- 
papers throughout  Canada  this  Fall. 

A  large  demand  and  desire  for  S-  H-  &  M-  garments  is 
being  created. 

S-  H-  &  M-  garments  are  quality  goods  at  popular  prices. 

There  is  a  splendid  profit  for  you,  whether  you  can  sell  10  garments  or  2000  in  a 
season,  there  is  a  "selling  plan"  and  "selling  helps"  for  you  and  your  salespeople. 

Only  one  merchant  in  a  town  can  have  S-  H-  &  M-  garments. 

S-H-&M- Suits -13.50,  15.00,  16.50,  18.00,  20.00,  22.50,  25.00  28.50. 

S- H- &  M- Dresses  and  Evening  Gowns— 13.50,  15.00,  16.50,  18.00,  20.00, 
23.50,  27.50,  32.50. 

The  STEWART,  HOWE  8z:  MEEK  CO.,  Limited. 


PARIS. 


NEW  YORK. 


TORONTO. 
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Best  Vogue  in  Ready-to- Wear  Garments 

Slow  Deliveries  in  Materials  Causing  Uneasiness  —  Demand  for  Man- 
nish Suitings  —  More  Closely  Fitting  Coats  ~  Tailor-made  Waists  a 
Feature -The  Sleeve  Question    Whitewear  Combinations  in    Demand. 


RKCIvNT  (lc\-('Iiipiiieiils  jxiitit  to  more  closely-fiUiiig 
touts  in  tile  newest  models.  Tlie  new  lit  may  be 
designated  as  seven-eight  lis  fitting,  not,  being 
really  fitted  and  yet  eloser  than  t)he  semi-fitting. 
One  reason  which  accounts  for  the  continued  popularity 
of  the  semi-fitting  coat  is  the  fact  that  is  imparts  a  yoiilli- 
ful  appearance  to  the  figure  of  the  wearer.  The  tight-fit- 
ting garment  gives  a  more  matronly  appearance  to  the 
wearer.  Kor  the  very  slender  figure,  the  semi-fitting  coal 
adds  size,  while  the  pinniouiiced  lines  of  ihc  sloiil  figure 
aie  concealed. 

The  coat  lengths  most  to  be  desired  are  tlie  forty-eight, 
fifty-four  and  fifty-six  inches.  There  has  been  a  feeling 
ihat  tliirty-eight  and  forty-five  inches  have  had  a  long 
enough  run  in  coat  leng'ths,  and  in  view  of  the  necessity 
for  securing  long  lines,  it  has  naturally  led  to  the  longer 
coats. 

Some  of  Ihe  suit  coats  are  made  c(illarless  foi-  the 
wearing  of  Uivtcli  collars  (u-  fur  neck  pieces.  In  some 
instances  there  is  a  hip  trimming  in  some  form  produc- 
ing  the   Moyen   Age  effect. 

AU  suit  skirts  are  pleated  in  stnnt-  ionn.  The  soke  effect 
is  the  main  feature  and  one  of  ihc  iicwesl  styles  shows 
the  front  jianel  a,nd  yoke  cut  in  one.  Skirts  art;  short, 
except  in   the  case  of  dressier  nn)dels. 

Kough-sui-faced  materials  are  strong  in  the  new  suits. 
Two-tone  effects  are  favored.  Homespun  diagonal  weaves, 
wide  wale  .serges  are  seen  in  the  most  smartly  tailored 
costumes.  Notwithstanding  the  marked  feeling  for  the 
rougher  fabrics,  broadcloth  is  extensively  used.  For  trim- 
ming purposes  moires,  and  Ottoman  silks  are  used,  and 
there  is  some  talk  of  velvet   coining  into  primiinence. 

Darker  shades  are  featured  in  cuhns.  The  leaders  seem 
to  be  raisin,  or  dark  shades  of  wistaria,  dark  greys,  dark 
shades  of  rose,   almosi    wine,   and   other   novell\'   ('olors. 


Waists, 

Tailor-made  waists  are  the  feature  of  the  waist  trade. 
AH  materials,  regardless  of  weight,  are  utilized  for  this 
class  of  waist,  and,  as  a  result,  designers  are  not  able  lo 
introduce  many  fancy  touches.  Still,  tiie  extreme  severity 
is  relieved  by  touches  of  embroidery  or  inserts  of  lace. 
Scallops  are  used  at  the  front  closing  in  some  insta,nces, 
and  overlapping  points  fastened  with  buttons  are  seen  on 
some  o!  the  new  blouses.  A  dressy  touch  is  added  to 
these  blouses  by  the  wearing  of  fancy  stocks  and  jabots, 
making  these  tailored  waists  very  attra,ctive  with  tailor- 
made  suits. 

In  silk  and  net  blouses  manufacturers  attempt,  as  far 
as  possible  to  match  the  popular  shades  in  suits,  and  in 
giving  orders  the  huyers  of  waists  should  take  into  con- 
sideration the  colors  that  are  being  ordered  in  suits.  The 
silk  and  net  blouses  are  not  (pute  so  severe  in  character 
as  the  wash  blouses.  Trimmings  are  used,  and  some  of 
the  new  blouses  show  small  yokes,  or  are  trimmed  to  give 
a  yoke  effect.  The  plainer  styles  in  cream  and  white  net 
are  the  best  sellers.  Black  nets  are  strong,  but  these 
are  chiefly  in  the  more  elaborate  styles,  trimmed  with  jet. 


Chiffon  waists  are  very  elaborate,  and  a  good  deal  of 
use  is  nuide  of  gold  or  oilier  melallic  liiminings,  soutache 
braid,  etc. 

A  great  deal  may  be  said  abmit  new  sleeve  styles,  as 
these  show  a  great  deal  of  variety.  For  tailored  blouses 
the  modified  bishop  sleeve,  with  a  close-fitting  cuff.  Elbow 
puffs  are  shown  on  the  unu'e  elaborate  types  of  dresses 
a.nd  blouses.  A  new  sleex'e.  s(nuetimes  known  as  the 
gipsy  sleeve,  has  a  close-fitting  cap,  with  a  full  puff  reach- 
ing just  over  the  elbow,  and  is  finished  with  a  long,  elose- 
lilting  cuff,   reacliing   to   the    wrist. 

Diversity  of  Sleeve  Pattern. 

Travelers  are  out  wifii  samples  for  the  ea.rly  Spring 
trade,  and  this  diversity  of  sleeve  fashions  is  a  feature 
here.  The  plain  tailored  models  have  the  modified  bishop 
sleeve,  while  the  more  elaborate  waist  has  the  puff,  either 


WaisI   of   good  quality   messal  ne  silk,   with    guipure 
lace  yoke  —  Shown    by    R.     D.     Fairbairn     Co.,    Ltd. 

at  the  elbow  or  above  the  deep  cuff.  The  long,  plain 
sleeve  is  still  shown.  Though  Paris  has  made  a  deter- 
mined attempt  to  popularize  the  shorter  models,  it  is  not 
expected  that  styles  for  the  coming  season  will  be  de- 
finitely influenced.  The  short  sleeve  has  loo  recently 
passed  away  here  for  any  revi\al  to  become  general  at 
such    a,n    early   date. 


Whitewear. 

The  outlook  f(H-  the  coming  Spring  is  excellent,  and 
travelers,  out  for  December  delivery  for  the  January 
sales,  are  sending  in  big  orders.  Not  only  do  prospects  in- 
ilicate  a  large  Spring  business  in  whitewear,  but  the  posi- 
tion of  the  raw  material  market  is  such  as  fo  induce 
buyers  fo  pla,ce  good  orders.  Both  cottons  and  trimmings 
are  steadily  advancing,  and  this  makes  the  values  the 
manufacturers    are   now    oft'erins'   decidedly    attractive. 


go 
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COMING ! 

Our  Men  Are  On  the  Way !! 

They  are  moving  in  the 
direction  of  your  store  with 
the  finest  and  most  exclusive 
samples  of  Spring  Novelties 
in  Misses',  Girls'  and  Child- 
ren's Dresses  ever  produced 
in  Canada. 

We  won't  say  much  about 
them  here  —  except  that  the 
new  ideas  gleaned  by  our  de- 
signers during  a  belated  stay 
in  New  York  (and  which  are 
embodied  in  our  samples)  fully 
justified  us  in  holding  back 
our  traveling  men. 

We  are  convinced  that  you 
will  agree  with  us — after  you 
have  seen  the  samples. 

Be  Cautious ! 

Hold  your  orders  until  you 
have  examined  our  samples. 
You  will  not  regret  it. 

Home  &  Watts,  Limited 

Adelaide  and  Duncan  Streets 

Toronto,      -       -      Ontario 


Combinations,  as  expected,  are  increasingly  enquired 
for,  a,nd  even  if  fashion  was  not  distinctly  favorable  to 
combinations  their  great  comfort  would  account  for  the 
increasing  demand. 

As  usual,  gowns  are  a  heavy  selling  line.  While  the 
elaborate  models  are  selling,  the  bulk  of  the  buying  is 
done  on  'the  simpler  garments.  Designers  have  brought 
out  a  collection  of  simple  models  in  sheer  fabrics  a,nd 
with  yokes,  etc.,  that  show  little  elaboration.  These 
models  launder  perfectly  and  look  just  as  well  after  the 
wa.'^liing  process  is  gone  through.  There  is  an  immense 
business  going  'through  on  this  class  of  garment. 


Fine  chifton  Panama,  with  tucked  taffeta  silk  yoke, 
trimmed  with  soutaclie  braiding  and  jet  trimmed 
buttons  —  Shown    by   R.   D.    Fairbairn    Co.,    Limited. 


The  coming  season  promises  to  be  a  good  one  for  white 
skirts.  The  fact  that  embroideries  are  so  extensively  used 
will  help  sales,  as  embroidery  is  a  practical  and  a  good- 
wearing  trimming.  Few  women  grudge  to  give  a  fair 
price  for  an  embroidery-trimmed  skirt,  as  they  know  that 
it  will  give  good  wear.  Though  fuller  outer  skirts  are  to 
be  worn,  the  slim  hip  effect  is  still  retained,  and,  there- 
fore, buyers  should  look  well  to  the  cut  and  fit  of  both 
]inpular-priced    and   high-priced    skirts. 

Among  novelty  effects  the  use  of  ci-oss-barred  muslins 
is  the  most  noted  and  very  good  ordei's  have  been  received 
for  garments  in  this  fabric. 

Chas.  James  has  opened  a  ready-to-wear  store  in  Dun- 
dalk.  He  will  carry  men's,  women's  and  children's  lines. 
Mr.  James  has  been  in  business  in  that  locality  for  aboui" 
six  vcars. 


Dr\'  Cioods  Rcvicii' 


K  1-:  A  1)  V  -  T  ( )  -  W  !•:  A  U     ( i  A  K  M  !•:  N  T  S 


91 


BvicKie^^ 


BRAN  D 


Every  Duchess  Brand  Garment 
is  absolutely  guaranteed  to  give 
satisfaction. 


Duchess 

Brand 

covers  these 

lines : 

Whitewear 

Blouses 

Skirts 

Wrappers 

Kimonos 

Children's 
Dresses 

Rompers 

Overalls 

Costumes 

Dressing 
Sacques 

Wash  Suits 

Flannelette- 
wear 


Duchess  Brand  Garments  are  ad- 
vertised in  the  leading  newspapers 
and  magazines  in  Ontario. 


^™f?? 


Duchess 

Brand 

Garments 

are  not  only 

the  best 

value  and 

styles  to  be 

had,  but 

we  help  you 

sell  them. 


In  your  own 

interest 

see  the  lines 

now  being 

shown  in 

Ontario. 


Samples 

Gladly 

Submitted. 


Duchess  Brand  Combinations— C.C,  and  D.  No.  137.    $29.00  per  dozen. 

Sales  Agent  for  Ontario  : 

J.  E.  McCLUNG,  8-10  WELLINGTON  STREET  EAST,  TORONTO 

Dunlap  Manufacturing  Company,  525  St.  Paul  Street,  Montreal 


Please  mention  The  Review  to  /Idvertisors  and  Their  Travelers. 
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Dress  of  leaf  green  silk 
ca'hmere,  the  waist  and 
sleeves  under  the  pina- 
fore effect  of  chiffon 
trimmed  with  narrow 
bead  galoon.  The  sleeves 
show  the  new  puffs  at 
the  elbow  and  \vrist.  The 
hat  is  one  of  the  new 
toques  in  Moire  to  match. 
The  large  willowed 
plumes  are  a  slightly 
darker  shade,  and  the 
cabochons  are  of  dull 
gold. 


Dry  Goods  Reviezv 
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Allen  Manufacturing  Co.,  Limited 


Waists 

Our  travellers  are  now 

on    the    way    to    you 

with  samples  of 

Shirt  Waists 


TXTE    are    showing-    a   large   range,    comprising    the    NEWEST 
TRIMMINGS    and    MOST     UP-TO-DATE     STYLES. 


Travellers  are  also 
carrying  samples  of 
Wash  Suits,  Coat 
Suits,  Bathing  Suits, 
Dressing  Jackets,  etc.. 
Children's  and  Misses' 
Dresses. 


*2g;^^    Allen  Manufacturing  Co.,  Limited  ''j^^^^ 


Toronto 
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Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Sept.  30. 

HERPJ  is  almost  a  Quaker-like  simplicity  in 
many  of  the  new  Autumn  styles  which  are 
charming  in  their  straight  lines  and  quaintly 
fashioned  materials.  Never  before  has  fa.shion 
been  more  artistic  and  becoming.  There  is  opportunity 
aplenty  for  iquaint  effects  in  the  styles  of  the  day.  Only 
two  factors  that  are  very  necessary  are  wanted  to  pro- 
duce them— the  skill  and  artistic  sense  of  the  maker  and 
the  wearer. 

Of  all  the  styles  which  are  prevalent  now,  the  over- 
dress, of  whatever  order,  lends  'itself  to  the  most 
original,  not  to  say  odd  effects.  The  old  tunic  borrowed 
from  classic  days  has  lost  its  romantic  air  in  that  most 
unromantic  of  places,  the  designers'  shop.  The  cuirass 
effect  continues  with  us  trnd  is  often  all-over  embroidered 
or  braided,  while  the  remainder  of  the  gown  is  plain,  or 
a  different  material  is  used  for  the  princess  tunic,  which 
is  the  cuirass  by  another  name.  The  lines  of  the  cuirass 
take  many  shapes,  many  of  which  dip  in  points  at  the 
sides,  others  at  the  front  and  back,  and  still  others  are 
straight  around,   with  little  if  any   undulation. 

Autumn  Openings. 

Never  before  liavo  the  stores  in  New  \<>ik  City  ex- 
hibited better  displays  than  arc  noted  at  the  openings 
that  are  now  in  progress.  They  are  of  unusual  interest 
to  the  manufacturer  and  the  dress-maker  as  well  as  to 
bhe  most  fastidious  dresser.  In  suming  up  the  situa- 
tion we  might  class  it  as  follows  :  Dress  trimmings  will 
be  applied  to  cloths  in  harmony  more  than  contrast. 

Hats  will  be  worn  in  contrast,  rather  than  in  har- 
mony. Suits  will  be  made  of  diagonals,  mixtures  or 
broadcloths— the  broadcloths  for  afternoon  gowns  and 
evening  dresses  exclusively.  (Jloves  will  be  worn  in  con- 
trast just  as  hats  will  be.  It  is  to  be  a  gorgeous  silk 
year  so  far  as  reception  gowns  are  concerned,  and  a 
plain  silk  year  where  home  dresses  and  afternoon 
dresses  are  concerned. 

Fashions  in  suits  will  depend  almost  entirely  upon 
the  cloth  and  the  cut.    It  is  a  curved  line  year. 

Dress  trimmings  have  never  been  so  gay,  and  all- 
white  pearl  trimmings  put  together  with  silver  bugles 
are  going  to  be  wonderfully  fashionable  on  extravagant 
evening  gowns. 

These  are  a  few  of  the  things  that  are  clearly  in- 
dicated by  what  the  New  York  garment  departments 
are  showing,  and  by  the  way  New  York  women  of 
fashion  have  bought— not  only  here,  but  abroad. 


It  is  to  be  a  gorgeous  silk  year  so  far  as  re- 
ception gowns  are  concerned,  and  a  plain  silk  year 
where  home  dresses  and  afternoon  dresses  are  con- 
cerned. 

Fashions  in  suits  will  depend  almost  entirely 
upon  the  cloth  and  the  cut.  It  is  a  curved  line 
vear. 


Never  were  so  many  elegant  wraps  noticeable.  Many 
of  them,  however,  are  merely  (jrnamental  accessories  of 
the  toilet,  being  made  of  the  most  vaporous  materials, 
transparent,  and  showing-  the  gown  beneath.  Some  of 
these  are  straight  garments  reaching  to  the  feet,  gener- 
ally of  black  satin,  or  in  the  color  and  material  to 
match  the  gown  of  which  it  forms  a  part.  Elaboration 
of  trimmings  on  these  wraps  is  strongly  noted.  Many 
of  them  have  the  sleeves  cut  in  one  with  the  body  of 
the  wrap,  which  style  seems  to  again  be  in  vogue. 

The  drapery  lines  that  made  their  appearance  in  the 
gowns  which  threatened  panniers,  have  taken  their 
places  in  the  wraps  and  as  a  result  they  are  clinging 
affairs  tiiat  drape  and  fall  most  gracefully.  The  most 
supple  and  softest  materials  are  used  for  these  wraps. 

Liberty  satin  is  a  great  favorite,  lined  with  the 
same,  but  of  another  color.  Where  cloth  is  used,  cashe- 
mire  de  sole  is  the  most  popular  for  it  drapes  so  beau- 
tifully. Such  trimmings  as  tassels,  passementeries  and 
cords  are  used  for  tlieir  embellishment. 

The  separate  coat  in  evening  styles,  the  mantle  and 
scarfs  have  never  keen  so  ])opular  as  they  are  this 
season. 

The  variety  of  scarfs  is  wonderful,  magnificent  ones 
of  crepe  de  chine  being  wrought  in  a  sliowy  Kmpiio  de- 
sign in  gold  or  silver  embioidi-ry.  There  are  laindrop 
scarfs  sown  with  tiny  ciystal  beads  and  elegant  ones  of 
net  weighted  with  overlapping  fi.sh-scales  in  l)rilliant 
tinted,   unchangeable  paileites   with   fringe  to  match. 

Striking  Features  of  New  Fall  Suits. 

In  the  new  Fall  suits  that  are  already  being  shown 
in  the  departments  and  at  the  openings  now  in  progress, 
one  sees  many  interesting  features,  one  of  which  is  the 
drapery  effects  on' both  coats  and  skirts.  Some  of  these 
draperies  merge  into  skirt  draperies  so  artistically  that 
one  is  often  puzzled  to  know  their  actual  character. 

A  question  of  great  importance  has  been  whether 
short  coats  or  long  ones  are  to  be  the  most  popular. 
For  so  long  Americans  have  worn  long  coats  that  they 
are  almost  wedded  to  this  style.  Perhaps  some  of  them 
will  simply  scream  at  the  evident  indications  that  are 
just  raising  their  heads  in  Paris.  The  tailors  over  there 
say  it  is  to  be  a  season  of  short  coats  and  judging 
from  many  of  the  models  that  have  already  come  over 
here,  they  are  practicing  what  they  preach,  for  more 
short  coats  are  noted  than  long  ones,  especially  those 
accompanying  suits. 

One  paiticularly  striking  coat  was  developed  in 
Paquin  blue  velour  with  a  rib-like  serge.  The  coat  which 
is  cut  in  two  points'  in  the  front,  has  a  deep  collar  of 
Baby  Lamb  fur,  an  exaggeration  of  which.  Paquin  shows 
on  many  of  his  models.  Across  the  front  are  frogs  of 
black  silk  fastened  with  velvet  olive  buttons.  These 
olive-shape  buttons  are  very  fashionable  this  year  on 
suits.  The  deep  cuffs  are  also  of  fur.  It  has  the  cut- 
away effect  in  the  front  and  is  a  short  coait  compared 
with  what  the  American  manufacturers  have  got  out 
this  season.  The  skirt  which  accompanied  it  had  a 
pleated   overskirt,   over   a  pleated   foundation,   the   over- 
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Canada's    "Pioneer"    House 

Princess  Dresses,  Coat  Suits,  Waists 


:V.--A::^.i,k. 
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WAISTS 
DEAD? 


Certainly  not ;  but  the  real  live  issue  before 
you  merchants  to-day  is,  are  you  preparing  for 
an    immense   trade     this     coming    Summer  in 
Princess    Dresses    and    Coat     Suits  ?      Canada's 
"Pioneer"   House  predicts,     not    a   small  waist 
trade,    but    an    overwhelming   demand    by  your 
customers  for    Princess  Dresses  and   Coat  Suits. 
To   meet  this  demand,  and  meet  it  satisfactorily, 
you  must  have 


Why?   Because  they  are  famous  from  coast  to         ^.^^  .. 
coast    for  their  fit,  cut,  style,  hang  and  finish  ; 
garments,  in  other  words,  that  a  lady  will   wear.         /.jSt^X 

See   them  !   We  w^ill  gladly  show  them. 

Buy  them ! !   That's  up  to  you. 

Sell  them  ! ! !    The  goods  will   sell  themselves. 


Write,  wire,  telephone  or  call 
personally  if  our  representative 
is  late  in  reaching  your  town. 


mm 


Garments 


:■>  \.:.t 


Famous  for  their 

Fit,  Cut,  Style,  Hang  and  Finish 


THE  Mcelroy 

MANUFACTUR 
ING  CO.,   Ltd 

47  Simcoe  Street  .^yAW^^^ 
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Gown  of  apricot  broad- 
cloth, trimmed  with  ne^v 
net  and  rat-tail  t  r  i  m  - 
mingrs.  Hat  of  black  hat- 
ters' plush, with  black  and 
apricot  willowed  plumes 
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Reproduction  of  a  14x11  Show  Card   in  Colors  Furnished  Retailers 
Handling  BlackeyelSilk  Moire  Underskirts 


BLACKEYE  SILK  MOIRE  UNDERSKIRTS 

Are  Ideal  Underskirts  Will  Not  Split  or  Crack  Have  Both  Rustle  and  Lustre  Will  Please  You 


UNMATCHABLE   VALUES,   STYLES   AND   COLORS 

Prices  from  $30  to  $52  Per  Dozen 


Wholesalers  Are  Showing  the  Line  Now^.     Ask  Your 
Wholesaler 


We  Furnish  Free,  Attractive  Advertising  Matter.    Take 
Advantage  of  Our  Help 


MANUFACTURED      ONLY      BY 


%^iw^ie^ 
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skirt  being  cut  in  a  deep  point  at  the  back,  and  coming 
well  down  over  the  pleated  foundation. 

Opinion,  however,  differs  regarding-  the  ultimate  suc- 
cess of  the  shortened  coat,  and  manufacturers  also  differ 
ini  their  opinions  as  to  whether  or  not  tlie  long  coat  or 
the  short  one  is  to  have  the  preference. 

At  the  present  time  the  45-inch  coat  length  is  con- 
sidered the  best  style,  especially  those  developed  in 
diagonals  or  homespun  materials,  but  there  is  a  feeling 
that,  as  the  season  advances,  the  most  popular  lengths 
will  be  34  to  36  inches  long,  in  order  to  display  the 
new  pleated,  draped  or  braided  skirts.  It  is  believed 
that  with  the  spring  of  1910,  tlie  extreme  short  coat 
will  make  its  reappearance  ami  be  the  correct  style  tot 
the  season.  In  the  meanwhile,  the  long  lines  will  pre- 
vail. 

While  the  coats,  both  the  separate  ones  and  those 
accompanying  skirts  are  snugger  fitted  to  the  figure, 
they  are  by  no  means  fitted.  There  has  been  some  talk 
of  the  fitted  models  coming  back  into  vogue,  but  the 
da5'  of  its  arrival  is  not  yet  come.  iVIost  of  the  new 
models  show  an  inclination  toward  more  waist-revealing 
curves  and  well  defined  hip  line,  but  the  tight-fitted 
models  are  still  in  tlie  future.  One  point  argued  against 
the  tight-fitting  model  is  that  it  gives  the  wearer  a 
more  mature  look,  and  that  is  just  what  the  woman 
is  not  looking  for. 

Simplicity  of  line  and  a  nearer  approach  to  original 
tailor-made  effects  distinguish  many  of  the  Fall  suits 
that  are  worn  for  the  street  this  season.  There  is  a 
marked  absence  of  eleborate  trimmings  on  these  suits. 
Even  buttons  do  not  play  an  active  part  on  them,  but 
this  should  not  discourage  the  braid,  trimming  and  but- 
ton manufacturers,  for  these  are  only  tiie  early  styles. 
The  later  ones  will  all  have  some  form  or  other  of 
trimmings,   as   is  usually   the  case. 

A  feature  of  many  of  the  now  coats  is  the  sidr  nnd 
extended  waistline  fastenings.  Tlicso  arc  in  the  nui.iniit\. 
.\ls(i  many  styles  of  the  military  oi'  doui)l('~brcaslc(l 
coat,  with  buttons  running  from  the  shoulder  down 
along  the  left  side,  thus  effecting  the  very  broad  effect 
to  the  garment.  The  regular  notched  collar  and  lapels 
divide  honors  with  the  shawl  shajje  and  the  Tuxedo,  the 
military  and  other  styles.  No  one  collar  can  be  said  to 
predominate. 

Sleeves  are  of  the  old  coat  shapes  with  some  or  no 
fulness  at  the  top.  Many  style  cuff's  are  noted,  most  of 
them  fashioned  after  those  on  men's  coats.  Different 
pocket  arrangements  are  also  noted,  many  of  them 
effecting  the  elongated  waist-line  to  the  coat. 

Many  of  the  new  coats  have  a  cluster  of  flat  pressed 
pleats  on  ea.ch  hip,  mounted  well  below  the  waistline 
and  affording  a  becoming  flare,  especially  where  the  coat 
model  has  the  extreme  length,  which  is  one  of  the 
season's  characteristics.  Belted  coats  also  give  i)romiso 
to  become  popular  this  season.  Some  show  the  belt 
girdles  over  the  hips,  others  confined  to  the  normal 
waistline  after  the  mannei-  of  the   Russian  blouse  coat. 


Fashii 


Skirts. 


Nearly    all    the    skirts    are    short.       The    majority     of 
tailored  suits  show  a  skirt  that  just  escapes  the  ground. 


All-white  pearl  trimmings  put  together  with 
silver  bugles  will  be  fashionable  on  extravagant 
evening  gowns. 

Elegant  wraps  were  a,  feature  of  the  New  York 
Garment  openings.  They  are  clinging  affairs  that 
drape  and  fall  most  gracefully. 


The  revival  of  the  pleated  skirt  is  responsible  for  the 
return  to  the  shorter  or  trotteur  skirts.  The  skirt  with 
slightly  raised  wai.stline  is  not  entirely  gone,  but  it  is 
not  as  iMjpular  as  it  was  last  year.  The  model  with  a 
natural  waistline,  to  be  worn  with  belts  is  the  prevail- 
ing style. 

Pleated  skirts  or  those  introducing  pleats  are  first 
in  favor. 

Hip  yokes  are  playing  an  imj)ortant  role  in  the 
gowns  and  skirts  of  this  season  as  the  recent  fashion 
openings  show.  Spring  brought  the  hip  yoke  in  under 
the  Middle  Age  influence,  from  whose  styles  it  is  sup- 
posed to  have  sprung.  There  are  many  side  effect  yokes 
which  arc  in  even  lengths  or  graduated  all  around. 
Then  there  are  others  that  are  pointed  at  the  back  and 
in  the  front,  lengthened  by  pleated  or  shirred  flounces. 
These  are  all  popular. 

Tunic  or  jupon  skirts  are  shown  and  some  semi- 
circular models  are  also  seen.  Skirt  trimmings  is  one 
of  the  features  which  the  skirt  manufacturer  is  looking 
to  with  interest.  During  the  summer  all  sorts  of  elabor- 
ations cropped  out,  but  simple  effects  have  lead.  Every- 
body likes  the  long  unbroken  lines  which  have  been  pre- 
vailing and  no  one  wishes  to  cut  herself  in  two  again 
with  trimmings.  The  cuirass,  or  hi|)  yoke,  has  opened 
the  way  for  more  or  less  broken  lines,  and  one  is  al- 
ready feeling  its  influence.  A  few  skirts  with  flounce 
effects  are  seen,  but  these  do  not  look  well  under  a 
coat,  especially  if  the  length  of  the  coat  is  short,  as 
many  of  the  models  show  that  are  brought  over  from 
abroad  and  have  been  on  disj)lay  in  the  garment  depart- 
ments. 

Many  trailing  skirts  will  ()c  worn,  but  these  are  de- 
signed only  for  nu)ro  ceremonidiis  occasions.  Smart 
trig  walking  length  skii'ts  will  lu-  worn  instead,  these 
being  nmre  in  harmony  with  the  street  costume  than 
those   of  trailing   h-ngths. 

The  materials  for  thv!  separate  skirts  iiu-line  mtwi; 
and  more  to  the  slightly  rough  surfaced  effects.  Many 
of  them  are  veiy  beautiful  and  well  adapted  for  the  con- 
struction  of  snuirtly    tailored   suits. 

Separate  Coats. 

The  demand  for  separate  coats  grows  more  in  evi- 
dence as  the  season  advances.  This  is  due  to  the  fact 
that  it  is  a  season  for  dresses,  and  in  order  to  wear  a 
wrap  over  a  dress,  a  separate  coat  or  cape  is  necessary. 

The  new  coats  resem'hle  dresses  and  costumes  to  such 
an  extent,  that  in  many  instances  it  is  rather  difficult 
to  signify  whicli  is  which  at  a  glance.  Practically  all 
the  separate  coats  this  season  are  fashioned  on  the 
same  lines  as  costumes. 

Some  of  the  nuxlels  brought  o\cr  from  the  other 
side  show  the  sleeve  and  back  (jf  coat  cut  in  one  ])iecc- 
This  is  indee<l  a  ladical  departure  finni  what  was  ex- 
pected at  the  beginning  of  the  Fall  season. 

The  licited  coats  are  much  in  evidence  and  sutue 
strikingly  beaut ifid  styles  are  noted  in  these  effects.  The 
belt  either  extends  all  around  the  coat  at  the  natuial 
waist-line,  or  it  is  put  on  from  the  front  panel  to  the 
back  one,  holding  the  fabric  of  the  garment  at  the  sides 
in  pleates   or  full   style,  similar  to  gatherings. 

Ca,pes  are  enjoying  a  season  of  their  own.  They  are 
included  in  the  garment  departments  of  both  high-class 
and  medium-priced  garments.  They  are  shown  in  a 
variation  of  styles,  materials  and  colorings.  For  the 
street  those  capes  made  of  materials  in  dark,  subdued 
tones  are  to  be  very  popular  and  the  light  evening  tints 
for  evening  wear. 
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I  'HE  illustrations  shown  herewith  just  merely 
indicate    the    unusual  grace  and  style  of 
our    most      popular     sellers. 
These  shirt  waists    by    their 
fit,  classy  individual  styles  and 
strong  wearmg  qualities  have 
met    with    ready    appreciation    from  customers 
who    were    quick    to   note    their    superior  ad- 


nv^-'- 
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w 

vantages.     As    there    are   at    least    450    styles 

to  choose  from,  we  feel  confident  of  our 
ability  to  meet  your  particu- 
lar   requirements. 

Ask  our  traveller  to  show 
you     samples,     or,     if     you 

prefer    to    write  us,  we     will    be    pleased    to 

wait  on    you. 
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Jerseys  and  Jersey  Cestumes. 

Tlie  vogue,  for  jersey  was  piedicted  in  one  of  the 
previous  issues  of  The  Review.  It  is  purely  an  Ameri- 
can fashion  as  far  as  fabric  is  concerned,  thoug-h  the 
cuirass  or  Moyen  Age  style  of  the  late  winter  suggested 
the  use  of  the  elastic  or  jersey  fabrics.  At  the  present 
time  there  is  a  big  demand  for  jersey  cloth  for  the 
upper  ijortion  or  cuirass  part  of  costumes,  although 
there  arc  many  gowns  entirely  made  of  the  jersey  noted 
in  some  of  the  exhibitions  of  models.  Separate  jersey 
blouses,  those  which  are  worn  over  the  skirt,  something 
in  the  style  of  the  Middy  blouses  are  offered,  but  such 
styles  are  not  becoming  to  many  women,  so  that  it  is 
a  question  whethei-  or  not  it  will  be  a  successful  depai- 
ture.     It  is   t()(j   old   Um  a  sjirl   or  miss,   too. 

The  fad  for  thi;  jeisey  Cdstumc,  cither  embroidered 
or  braide<l,  is  l)ecoming  more  and  more  pronounced  and 
for  the  Fall  and  Winter  it  is  expected  that  this  vogue 
will  continue,  throughout.  For'  the  moi'e  elaborate 
styles,  jet  is  being  used  extensively.  The  silk  jersey 
costumes  are  high-class  and  natuially  they  are  expensive 
and  exclusive. 

Costumes  and  Dresses. 

Dresses,  whether  considered  as  separate  garments  or 
as  a  part  of  the  costume  suit,  are  among  the  most 
beautiful  of  the  fall  sartoiial  offei'ings.  They  are  shown 
iu'  a  variation  of  styles,  after  the  tailored  type,  or  in- 
cliined  to  trimmings,  after  the  tliessy  t\|ic,  hut  in  every 
instance,  they  aie  attractive  and  sma.rl. 

It  is  the  house  dress  or  the  st)eet  dress,  that  is  de- 
signed foi'  weai'  without  a  coat' that  the  tailored  \ariet.v 
is  in  greater  evidence.  There  are  st.vles  that  are  be- 
coming to  all  figures.  Perhaps  the  most  popular  are 
the  coat  dress  styles  that  simulate  a  coat  so  well  that 
it  gives  the  appearance  of  a  separate  coat  worn  with  a 
chemdsette. 

The  adapted  dress  of  the  season  is  the  Moyen  Age 
style,  with  its  cuirass  bodice  and  pleated  skirt.  Little 
princess  dresses  with  accentuated  waistlines  for  wear 
under  fur  coats  are  particularly  attracti\e  and  in  good 
style. 

For  evening  wear  the  costumes  are  most  elaliorate 
being  made  of  Hlmy  and  supple  fabrics  that  lernd  them- 
selves admirably  to  dry.Ing.  In  nearly  every  instance 
these  costumes  are  draped  either  all  aiound,  or  else  at 
one  side.  Elaborate  and  costly  trimmings  are  cm|)loyed 
to  trim  them,  the  most  jiopular  being  embroideries  done 
liy  han'd._ 

These  costumes  are  in  trailing  lengths,  with  sleeve 
draperies  of  some  form  or  other,  and  very  low  in  the 
neck.  The  Louis  XV.  types  are  strongly  noted  in  the 
evening  costumes  and  the.se  consist  of  the  pointed  or 
draped  bodices,  and  washerwoman  di'aped  skirts.  They 
are  very  i)icturosque,  and  while  a  little  extreme  for  the 
average  woman,   they  are  being  taken  cjuite  readily. 

Questions  of  Sleeves. 

What  is  the  co'ri'ect  style  in  sleeves  is  a  (piestion 
that   is   being   asked    daily   by   the  manufactui'ers   and   the 
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model  makers,  of  fashion  authorities  and  it  is  one  that 
never  finishes  puzzling  the  world  at  large,  for  hardly  is 
one  style  adopted,  when  another  comes  along  and  bids 
for  popularity. 

The  types  of  sleeves  may  be  classed  in  two  types— 
the  coat  sleeve  and  that  for  waists  or  dresses.  The  coat 
sleeve  is  usually  a  plainly  tailored  affair  dependent 
mostly  on   its  cut   or   ornamentation  for  distinction. 

Fashion  authorities  have  arrived  at  the  conclusion 
that  no  one  can  decide  the  style  of  the  fashionable 
sleeve,  but  that  it  remains  with  the  individual  as  to 
what  style  is  test  suited  to  his  garment.  If  he  is  a 
waist  rpanufacturer,  he  knows  that  he  must  make  a 
sleeve  that  will  accord  with  the  coat  sleeve,  ajid  if  it 
is  a  small  and  close-fitted  affair,  he  cannot  put  a  big 
|)uffy  sleeve  in  his  garaient.  If  he  is  a,  coat  manufacturer 
he  mList  watch  the  styles  and  make  his  coat  accord- 
ingly. 

The  trade  talks  about  the  full  oi-  Bishop  sleeve  to 
some  extent  in  different  varieties,  but  as  yet  the  coats 
do  not  .show  any  tendency  for  the  full  sleeve,  so  that 
up  to  now  it  is  not  known  whether  or  not  the  Bishop 
sleeve  is  to  have  ajiy  vogue. 

It  was  noted  at  the  recent  style  exhibitions  that 
three-quarter  sleeves  were  in  the  majority,  especially 
on  light  weight  materials  in  dresses  and  waists,  not 
only  for  evening-  wear,  but  street  wear  as  well. 

Many  variations  of  the  puff  sleeve  or  that  of  the 
Anne  Holeyn  sleeve  were  in  evidence,  bands  of  lace  or 
saliii  heini;'  used  ])etweeii  ilie  puffs.  Others  had  full 
slee\cs  above  the  elbow,  and  still  others  had  elbow 
puffs.  I)ee|)  cuffs  seem  to  he  th(»  fashionable  feature  of 
the   new  sleeve  types. 

New  Waist  Models. 

Waist  manufacturers  are  as  busy  as  they  can  be 
for  the  return  to  the  two-piece  tailored  suit  has  meant 
much  to  the  blouse  manufacturer.  Last  year  when 
three-i>iece  suits  were  in  the  ascendency,  the  waist  man 
had  his  tioubles,  but  this  is  ail  i)assed  and  forgotten, 
and  now  he  is  busy  endeavoi'ing  t(j  make  shipments  in 
due  time. 

A  gieat  number  of  innovati(jns  are  n(jted  in  the 
new  waists,  especially  in  the  sleeves  which  are  the  most 
impoitant  features  in  all  waists.  There  are  caps,  puff's, 
bishop  effects,  and  the  Anne  Boleyn  ty))es  on  the  moi'e 
dressy  styles,  while  the  tailored  shirt  continues  to  use 
only  the  regulation  shirt  sleeve. 

For  the  more  dressy  waists  combinations  of  chiffon, 
messaline,  mousseline,  lace,  net,  crepe,  and  embroideries 
are  used. 

For  tailored  waists,  taffeta,  moire,  crepe,  poplins, 
and  the  newest  thing  is  the  jersey  fabric  waists  that 
aie  made  to  simulate  the  jersey  fabric  dresses  with  the 
long  waist-lines,  to  be  worn  over  tne  skirt.  These  are 
.shown    in    all   the   popular  colorings. 

Touch  of    Fur  on  Many  Garments. 

This  is  undoubtedly  to  be  a  fui-  season.  Fui's  are 
dearer  than  ever  and  this  season  it  looks  as  though  a 
woman  will  be  judged  by  the  furs  she  wears  and  not 
her  jewels. 

When  one  sees  the  models  now  being  brought  out  by 
Paris  model  houses,  it  is  no  wonder  that  one  stands  in 
awe  and  is  touched  by  the  magnitude  of  the  garments. 
Practically  every  gown,  every  ball  dress,  every  suit, 
every  evening  mantle,  every  hat  and  every  automobile 
cloak  of  any  note  has  on  it  a  touch  of  fur. 

in  suits,  the  fur  trimming  consists  of  a  collar  and  cuffs 
and  sometimes  a  band  of  fur  at  the  foot  of  the  skirt. 
Many   of  the   suits   shown   at   the   openings   confirm     this 
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NE  order  from  you  won^t  make  our 
fortune  but  it  will  make  you  a  per- 
manent customer  for  Lerner-made  Waists. 
It's  steady  customers  that  we  make  with 
every  "first  sale''  after  the  first  delivery. 
These  two  Taffeta  Silk  Waists  are  priced 
to  make  you  try  our  line — 

Either 

of  these 

at 

$2.25 

are 

typical 

Lerner 

Waist 

Values 


Our  only 

Terms 

3  %"  10  days 


No.  2200  An  extra  neat  Taffeta  Waist  with 
tucks  on  front,  collar  and  sleeves,  a  Taffeta  strap 
with  four  buttons,  forming  a  yoke  all  finely 
tucked,  and  the  latest  sleeve  with  a  military 
cuff  and  two  buttons. 


No.  2100— A  strictly  tailored  Messaline 
Waist,  tucked  all  over,  four  buttons  on 
front  and  newest  cuffed  sleeve  tucked  and 
trimmed  with  two  buttons. 


And  hundreds  of  equal  values— in  Silk,  Lace 
or  Flannels.  A  Trial  Order  Proves  Our 
Waist  Leadership. 

Samuel  A.  Lerner  Waists  ^.^wToRrc'TY 
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statement.  Broadtail  Persian,  Mink,  F'ony  skin.  Ermine, 
Sable,  Lynx  and  Chinchilli  are  some  of  the  furs  that  are 
most  popular. 

All  this  is  outside  of  the  luxurious  fur  coats  and 
neckpieces,  muffs,  etc.,  that  women  revel  in. 

For  the  first  cool  days,  marabout  instead  of  the  fur, 
edges  broad  shoulder  scarfs  made  of  satin,  chiffon  and 
silk.  These  are  especially  popular  a.t  the  present  time 
and  many  fashionable  women  are  seen  on  the  streets 
wearing  one  of  these  over  a  thin  dress. 

From  out  of  a  bewildering  mass  of  ideas  seen  at  the 
different  garment  displays,  it  stands  clearly  defined  that 
everyone  is  going  to  use  fur.  The  exclusive  models 
which  have  been  seen  this  past  week  conspicuously  prove 
this,  and  there  is  no  question  of  a  doubt  but  that  the 
Fall  and  Winter  will  show  great  popularity  in  furs.  It 
is  the  age  of  luxury,  and  the  Paris  garment  makers  are 
bringing  this  fact  clearly  before  the  public.  The  rich- 
ness and  the  beauty  of, the  skins  will  form  an  embellish- 
ment to  coats,  wraps,  mantles,  and  millinery,  yet  it  will 
be  necessary  to  sacrifice  the  entire  skin  in  order  to  make 
the  thin  bands  u-'ith  which  many  of  the  garments  are 
trimmed. 

The  best  dressmakers  in  Paris  have  sent  over  models 
enriched  by  bands  of  fur  and  there  is  a,  big  demand  for 
such  furs  that  will  prove  best  for  garnitures.  The  most 
favored  appears  to  be  Skunk,  although  Chinchilli  and 
Mink-tail  are  also  noted  on  many  garments.  The  broad, 
wide  shawl-shaped  collars  on  many  of  the  short  coats 
are  entirely  covered  with  fur  and  make  a  becoming 
adornment  for  the  neck.  Wide  turndown  round  cape 
collars  will  be  a  becoming  style  on  many  early  winter 
models.  The  fur  shoulder  wrap  effects  a  cape,  or  is 
cape-fashioned,  and  in  shape  very  like  the  fichu  of  1830 
notion,  know  to  some  as  the  early  Victorian  style.  These 
shoulder  wraps  are  beautiful  and  stylish,  especially  when 
made  in  fur  such  as  Ermine,  Mink,  White  Fox,  or  Lynx, 
the  border  being  entirely  covered  or  trimmed  with  the 
small  heads  and  tails.  With  such  a,  cape  is  seen  a  wide 
long  muff,  which  is  also  the  style  of  1830  copied,  simi- 
larly garnished  in  front  with  an  apron  shaped  border  of 
the  fur,  trimmed  with  the  heads  and  tails. 

In  wraps,  the  most  popular  styles  are  the  pointed 
shawls,  bordered  with  the  fur.  The  round  circular  cloak 
has  returned  and  it  is  likewise  pretty  bordered  ^with  fur. 
A  large  granny  hood  of  mousseline  de  sole  noted  on  a 
beautiful  wrap  was  framed  with  a  band  of  skunk.  It 
combined  a  typical  1830  cloak. 

Long  coats,  having  wide  turndown  shawl  collars  of 
Sable,  Fox,  or  Skunk,  cross  over  to  one  side  and  fasten 
with  an  immense  gold  or  steel  ornament  or  button.  The 
end  of  the  coat  rounds  off  in  cape-fashioned  shape  and 
displays  the  front  of  the  lower  portion  of  the  skirt  be- 
neath. This  shaping  of  a  cut-away  rounding  in  front  is 
characteristic  of  many  of  the  new  coat  styles  shown  in 
Paris. 

Sealskin  is  also  in  favor,  not  only  as  a  trimming, 
on  coats,  but  as  combining  a  dress.  A  short  cassock 
fashioned  coat  of  Sealskin,  worn  over  a  brown-braided 
costume  had  a  deep  hem  of  Sealskin  around  the  skirt. 
This  was  very  smiart  and  indicative  of  the  prevailing 
fashions  for  furs. 
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Possibilities  of  the  Corset. 

New  York,  September  29. — It  is  very  plain  that  with 
the  eorse't  lies  the  secret  of  the  successful  fit  of  a 
costume  or  suit.  This  is  clearly  indicated  by  the  number 
of  displ'ays  of  the  proper  fitting  corsets  that  are  now  being 
held  in  the  various  corset  departments  of  leading  stores 
in   this  city. 

N'otably  popular  were  the  many  corset  ddsplays  and 
demonstrations  held  in  the  recent  style  exhibitio'ns  of 
handsome  gowns  'and  wraps,  etc.  Separate  from  the  cos- 
tumes, however,  were  the  corset  sections  which  were 
beautifully  fitted  up  and  well  'attended.  They  attracted 
an  unusually  large  crowd  of  shoppers  atid  out  of  to'wn 
people  who  had  cnme  to  the  city  to  witness  these  fasliion 
displays. 


New  tailored  and  pleated  skirt  made  of  me- 
dium weight  Veneiian  cloth  and  trimmed 
with  Ivory  rim  buttons  —  Shown  by  R.  D. 
Fairbairn    Co.,    Limited. 

The  corset  retailer,  is  doing  everything  within  his 
power  to  make  the  corset  a  high  class  article  of  mer- 
chandise. Money  has  been  freely  expended  on  the  fittings 
and  furnishing  of  the  various  departments,  so  that  they 
are  really  beautiful  and  worth  seeing.  Possibly  in  no 
other  line  is  so  much  care  taken  in  the  furnishings  as  in 
the  corset  departments.  A'.tractive  figures  are  placed 
here  and  there  about  the  departments,  in  cases,  etc.,  and 
all  in  all,  it  is  picturesque  in  every  detail,  but  buyers  feel 
that  this  is  necessary  for  the  success  of  their  department. 

There  are  no  decided  changes  noted  in  corsets  since 
the  Spring.  Manufacturers  in  their  Fall  preparations 
have  held  closely  to  the  current  slender  hip  effects,  with 
consequent  length  in  the  corset  apron  and  its  boning. 
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*  BUTTON  --  BUTTON  -  BUTTON  -- 

who's  got  the  Button?"  You  remember  when  you  used  to  play  that  game?  It  was  quite  a  mystery 
as  to  who  had  the  article.  But  it's  no  secret  now  that  you  have  grown  up.  You  know  as  does  nearly 
everyone  else  in  the  dry  goods  trade  that  Frank  Goudy  is  the  man  who  has  them  in  the  largest  quan- 
tities, in  the  really  exclusive  and  popular  styles  at  prices  as  close  as  it  is  possible  to  make  them  and  yet 
give  you  first-class  goods.     Listen  here : 


Fine  Ivory  Buttons 

For  Men's  and  Ladies'  Wear 

made  by  Rochester  Button  Co.     Factory  :  Rochester,  N.Y, 

I  jUR  patterns  and  colors  are  not  equalled  by  any  makers 
^^  in  the  world.  Our  Ladies'  Wear  line  of  Self  Shanks  are 
made  in  both  Plain  Satin  Finish  and  Novelty  Patterns.  Our 
Plain  Colors  and  Mottled  are  the  finest  that  can  be  produced. 
Compare  these  lines  with  any  and  all  others  before  placing  your 
orders.  Samples  sent  upon  application.  Prompt  deliveries  of 
all  ordtrs,  and  repeats  are  guaranteed. 


Pearl  Buttons  and  Novelties 

of  Every  Description 

made  by 
New  York  Pearl  Work*.         Factories:  New  York,  Newark  and  Providence 

\Y/E  make  a  specialty  of  Pearl  Buttons  for  the  Cloak  and 
'"  Suit  Manufacturers,  and  the  Dry  Goods,  Notion  and 
Smallware  Trade.  Our  line  comprises  over  1,200  patterns  in  all 
sizes  from  20  to  60  line  in  White,  Shaded,  Snail,  Black  and  colors. 
2  and  4-scale  metal  shanks,  self  shanks  and  inlaid,  and  jewel  effects 
and  high  art  novelties.  Don't  tail  to  see  our  line  when  in  Toronto. 
Prompt  deliveries  of  all  orders,  and  repeats  are  guaranteed. 


Sold  Through  Jobbers.  Get  Others'  Prices,    Then  See   Us.  Ask  ^^^   Salesman. 

OVER  THIRTY-FIVE  YEARS  IN  THE   BUTTON   BUSINESS  AS  MANUFACTURER 


FRANK  GOUDY 


American  Novelties  and 
Up-to  date  Specialties, 


64  ^'w^r  Toronto 


AFTER   "FALL"   COMES    WINTER 

AND  WE  ARE  SHOWING  A  FINE  RANGE  OF 

/^f~\  \  T^C^    ^^  Cloth,  Caracul 

V^VyxV  J.  i^      and  Fur  Trimmed 


Watt  &  Shapiro  Mfg.  Co., 


507  ST.  PAUL  STREET 
MONTREAL 


Advertisers  Cannot  be  Overlooked 


OEING  in  the  background  of  a  merchant's  mind,  at  a  moment 
which  decides  the  direction  business  shall  take,  may  mean 
serious  losses.  When  you  advertise  you  cannot  be  overlooked— 
you  always  receive  consideration — a  consideration  above  that  ac- 
corded the  house  that  does  not  see  the  benefit  of  talking  to  the 
merchant  when  he  has  time  to  listen — when  he  sits  down  to  read 
THE  DRY  GOODS  REVIEW. 
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There  seems  to  be  a,  big  demand  for  the  medium  and 

1,  w  hr.sl  cursets.  Tii'>  i.-,  b,  :-;iiis,'  iiie  i-igudity  svhi('!i  is 
liiven  to  the  tigiire  when  ihc  h'ngtii  of 'the  corset  isgreallv 
increased  is  partly  overciime  tlirougii  the  loweririL;'  (if  the 
biisi  line.  Wlien  tlie  (corset  is  very  hmg,  behnv  the  waisl- 
line,  freeddMi  is  giveiii  to  llie  tigure  al)o\e  the  waistline. 
'I'hus  in   the   new  cnrsets.  a   iiappy   niedimn  is  readied. 

The  Incurving  Waist. 

Aiiiithei'  rathei'  impni'taiil  feature  of  the  new  eoisets 
is  the  tendency  to  t'he  slightly  incurving  waist.  This 
is  deeidediy  a  new  fea.luic.  Il  is  incu'e  noticeable  at  the 
back  of  t'he  corset,  hii'we\ec,  than  at  the  sides.  The  object 
seems  to  be  to  get  a  way  from  the  homely  look  tiial  the 
tiat  back  presented  when  they  were  popu.ai-.  'I'he  models 
for  the  P'all  are  far  more  artistic,  than  ansihing  |Me\i<JU>ly 
made    up. 

There  are  any  nnuiher  of  >inai'l  models  in  cui'sets 
slujwn  imp'oiMed  tVoiu  abroad,  but  with  them  all,  no  I'adical 
ciianges  are  noted.  'I'here  seems  to  be  a  great  deal  of 
favor  ac.-orded  the  model  with  tiie  skirt  and  corset  in  one. 
This  is  a  in)velty  of  course,  but  it  is  not  impossible,  and 
liiere  are  m'any  French  women  wearing  them  right  along. 
They  are  made  in  all  white  oi-  dainty  blue  or  pink  satin 
ur   cou'tile. 

The  lace-in-front  corsets  are  increasing  in  demand 
and  the  idea  is  becoming  ([uite  a  popular  one.  The  per- 
fection which  has  been  a'ttained  in  the  designing  and  con- 
struction of  the  lace-in-frcnit  cm'sets  has  in  a  way  increased 
tlieir  demand  greatly.  In  fad  this  style  of  c(n-se'l  is 
da.ssed  as  the  lii'si  anmng  the  higii  gi'ade  nmdels.  The 
mo<lels  shown  for  this  season  are  in  e\ery  p.ir'ticular  up 
to  standai'd  and  are  varied  to  meid  the  re(|nii'enients  ii\' 
different  figures. 

Tricot  Fabrics. 

Paris  lias  been  very  much  interested  in  the  use  of  tri- 
cot fabrics  for  corsets,  and  nuiuy  of  their  impiu'tations 
are  along  these  lines.  The  newest  patterns  in  the  tricot 
ai'e  in  striped  effects  and  they  ai'e  very  ))relty  and  attrac- 
tive,     it    comes  in   cotton   as   well   as   silk. 

Another  important  step  in  the  manufaxduring  of  corsets 
has  been  tlie  improvement  found  in  the  boning  nuiterial 
and  the  careful  and  scienlilic  way  of  [>utting  Ihe  bones 
ill   models. 

The  more  general  use  of  the  low-bust  corset,  the 
greater  is  the  dema.nd  for  brassieres.  There  are  many 
attractive  styles  of  brassieres  that  are  bidding  for  fa\-or. 
first  among  them  being  the  combination  brassiere  and 
knickerbocker,  which  is  being  sold  in  large  quantities. 

There  are  other  styles  such  as  the  separate  bia.ssiere. 
made  up  of  the  finest  a,nd  sheerest  of  fabrics,  beautifully 
trimmed  with  laces,  beading,  and  ribbons,  etc.  These 
are  all  boned,  but  the  l)ones  may  be  nMUoved  for  la.nndei- 
ing  purposes,  an  advantage   which   makes  them  so  popular. 


Materials  for  Spring. 


Canadian  nuinufa(durers  are  already  preparing  for  the 
season  of  Spring,  1910.  Slow  deliveries  in  materia.ls  this 
season  and  the  continued  advances  in  the  wool  market  is 
causing  uneasiness  to  manufacturers.  An  important 
Fhench  manufacturer  recently  cal)led  h's  a.uent  to  accept 
no  contracts  witimuf  submittin>;'  prices,  and  se\en  to  ten 
months  delivery  would  be  necessary.  This  clearly  shows 
the  trend  of  the  fabric  nuuket.  Many  Canadian  manu-; 
facturers  placed  orders  ear'y,  and  sample  pieces  have 
already  arrived.  As  fast  as  possible  advance  Spring 
styles  are   being  manufactured,   but    the  fact    that    all  fac- 


tories are  busy  on  Fall   lines,  is  delaying  the  production 
of  Spiiiig  samples. 

The  Jewish  holidays  the  middle  of  last  mouth  inter- 
fered to  a  marked  extent  with  deliveries  of  garments.  The 
chief  jjroblem  confronting  Canadian  factories,  is  the  in- 
nbilily  to  secure  sutlicient  skilled  workers  to  turn  out 
iioods  fast  eniuigh.  Manufacturers  have  had  trouble 
with  their  help  this  season,  and  this  has  aggravated  con- 
ditions that  were  already  seri(nis.  Ketailers  will  find  <lif- 
liculty   in   getting  re[)eat    orders   filled    promptly. 


Separate  Coats. 


Manutact  utei  s  liuve  expended  a  great  deal  of  thought 
and  time  in  producing-  attractive  styles  tor  Fall  and 
Winter  coats.  In  all  cases  they  are  very  long,  the  length 
varying  from  forty-five  to  fifty-six  inches  and  in  extreme 
cases  even  sixty  inches.  The  length  most  in  fav(jr'  is 
lifty-four  or-  fifty-six    inches. 

In  must  cases  the  new  coats  are  rather  dressy,  the 
idea  apparently  being  to  gi\e,  as  much  as  possible,  the 
appearance  of  a  dress.  'Ihe  semi-fitting  -styles  predom- 
inate,  and  panel   effects  are   introduced. 

Sleeves  are  plain,  and  are  smoothly  joined  to  the 
coat  with  as  little  fullness  as  possible.  Flat  band  cuifs 
are  used  in  some  instances,  while  ^ome  are  simply 
trimmed    with    machine    stitching    and    butto'ns. 

The  plainer-  coats  show  the  small  Hat  ctdlar-  and 
mannish  revers,  others  have  a  trimmed  military  collar, 
and  some  are  made  with  the  Tuxedo  collar-. 

Trimmings  are  emplo.ved  to  give  the  low  hip 
line.  These  consist  of  strappings  of  the  material,  braid, 
and   jet   and    self-covered   buttons. 

A  variety  of  materials  are  used.  The  rougher  fin- 
ished fabrics  are  -een  in  the  nior-e  practical  tailored 
coats. 

There  is  a  strong  indication  that  diagonals  in  wide 
wale  effects  will  have  a  high  place  here.  Many  coats  are 
seen  made  of  the  diver'gent  weave  with  the  V  effect 
down  the  centre  of  the  back  of  the  cloak.  The  high-class 
trade  is  showing  coats  in  two  tone  effects,  chiefiv  in 
Kr'ey   and    black   mixtures. 

fSroadcloths  are  used  im  the  di-essy  coat.  N'elvet 
and  moire  coats  are  shown  in  the  opening  displavs  in 
many  stores.  These  are  in  the  Ion-.;-  models  and  those 
(if  velvet  have  revers  and  trimmings  of  moire. 


Featuring  Imported  Models. 


The  T.  Katon  Co.,  Toronto,  again  showed  their  Paris 
and  New  Vork  gowns,  suits  and  cloaks  upon  living 
models.  These  were  displayed  each  morning  for  throe 
days  and  drew  a  lar-ge  crowd  into  the  departments  din- 
ing  the  fir-st  half  of  the   day. 

A  large  platform  about  Iti  inches  above  the  fiooi-  of 
the  department  was  covered  with  pale  grey  felt.  This 
was  further  decorated  with  palms,  ferns  and  evergreen 
shrubs,  pieces  of  costly  furniture,  screens,  etc.,  as  well 
as  garments  on  stands,  but  leaving  plenty  of  room  for 
the  three  models  to  parade  up  and  down. 

Evening  gowns,  dresses,  evening  wraps,  suits  lor- 
reception  wear  and  tailored  street  suits,  as  well  as  se- 
jrarate  coats  were  all  shown  in  this  manner. 

The  R.  Simpson  Co.,  Toronto',  made  a  splendid  win- 
dow show  of  Paris,  Berlin  and  New  York  gowns,  wraps, 
suits,  etc.  The  most  remarked  gown  was  a  short  cerise 
and  grey  taffeta  made  in  the  extreme  l.ouis  XVI.  style. 
Many    of    the    suits    were    very    plainly    tailored    models 
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made    from      melange     diagonals,    zebelines,    Scotch    inix- 
lurc,-,   (Ic,   sliowing   fecks   of   white   and    (-olur. 

A  dark  purple  blue  broadcloth,  made  by  Beer,  was 
in  ri'aiity  a  princesse  dress  with  th(!  coat,  effect  simu- 
lated by  l)raid.  Moire  facings  and  \ei\et  facings  were 
seen  on  most  suits.  Some  of  the  models  had  the  long 
side  fastening  reaching  from  the  shouldei'.  With  tliis 
etfeet  the  coliai'  was  a  high  lui'n-over  oi'  in  military' 
style. 

'i'lie  feature  of  the  W.  .\.  Murray  Co.'s  opening 
show  was  the  beautiful  evening  cloaks.  An  apricot,  salin 
souple  cloak  was  tiinitncd  with  plated  g(ddcn  brown 
riljbon  \-el\('l.  and  was  embroidei'cd  and  soutached  in 
self  colof,  the  pattern  outlino<l  with  jet  and  beads  and 
bugles.  .\  lovely  draped  evening  cape  was  cd'  (iobeiin 
blue  moiie  velours,  lined  witli  baby  bliu',  and  edged  with 
u    handsome   beaded    lace. 

♦- 

Mannish  Suitings.  u 

The  iiulslaiiding  fealure  of  the  Sitiiiig  season  is  I  lie 
demand  [\)V  mannish  suiting  eft'ecls,  and  the  gi-ey  suiling 
effects,  ])arlicularly,  will  be  absululely  the  lliing  \\\v 
Spring,  1910.  This  is  the  verdict  expressed  a' I  over  the 
trade,  and  manufacturers  are  preparing  samples  accmil- 
ingly.  There  is  a  decided  tendency  towards  the  use  nf 
refin.ed  stripes  and  over-checks,  in  which  threads  of  cdIih' 
are  almost  visible.  The  cidorings  in  these  materials  run 
••hiefly  to  greys  of  every  shade  shown  for  men's  weai'. 
and  these  will  be  sui)|)lemenled  jy  blue  wcn'sleils  and 
serges,    in     plains    and     fancies    in    dark    shades. 


Economy  in  Packing  Cases. 

That,  witli  the  gross  protii  limit  in  sight,  il  devidves 
upon  the  jobbing  dry  goods  trade  t'o  direct  allenlinn  nunc 
and  more  to  the  economies  of  business,  was  the  axiom 
laid  down  by  J.  C.  Burnha.m,  late  [)i'esident  of  the  Na- 
tional Wholesale  Dry  (londs  Assm-iatuni,  of  t'he  I'liited 
Slates.  In  this  ccuinecliou,  an  address  by  Douglas  Dal- 
lam, sec-i'etary-treasiirer  of  the  a.~social  inn.  will  be  of  in- 
terest, sinc-e  it  discusses  a  [)nssil)le  enniomy  wliicli  is  bc- 
c-nining  somewhat- insistent.     He  sa.id  : 

"I  want  to  tell  you  that  practically  li.'i  pei-  cent,  of 
rlie  freiglit  charges  on  merchandise  C(uisigued  lo  (he  jcd)- 
b'.ng  interests  throughout  the  I'nited  States  is  ciuiti'ibul- 
ed  by  tiie  weight  of  boxes  in  which  the  nu'i'cliamlise  is 
contained.  In  the  good  o'd  days  this  feature  of  the  ex- 
pense of  jobbing  business  was  not  as  severe  as  il  is  at  the 
present  time.  No  doubt  ynu  are  familiar  with  the  pui'- 
\)oy[  of  this  remark,  and  it  will  naturally  cecui-  to  ynu 
that  what  t'he  jobber  would  most  appreciate  on  the  pai'I 
of  the  box  manufacturers  is  a  substitution  of  a  liglitei' 
weight  lumber,  that  will  cnntain  t'he  same  cinanlily  nf 
merchandise  and  furnish  the  same  safety — bnl  'how'  lliis 
can   best    be  done   is   in   your   hands  and    not    in    ours. 

"1  have  been  advised  that  several  large  cniicenis,  IVmi 
whom  our  members  are  receiving  a  gi'eat  deal  of  Iheii' 
mercliandise,  are  now  using  a  t'hi'ee-ply  veneer  case,  which, 
T  am  told,  is  very  satisfactory  in  the  transportation  of 
underwear  and  the  lighter  fabrics.  There  is  an  objeclinn, 
however,  that  the  crate  on  the  top  of  the  bnxes  is  nnt 
silficiently  c'eated  to  preserve  the  cmitents  fnun  damage 
and  pilferage.  It  was  sr.gg.  sled  that  if  a  I'emedy  cuuld  be 
f.iund  for  the  objection  referred  to  tiiat  the  di'v  ^j:iM\iU 
trade  would  be  eager  to  a.-.-.'.sl  in  llie  general  ado|i:iiiu  ( f 
this  style  of  box. 

"Il  has  been  further  suggested — that  if  the  use  of 
the  larger  size  cases  and  pa.ckages  could  be  eliminated  - 
or  to  put   it  better — discouraged,   and   the   use   of  jmallt  r 


p.ickages  nnire  genei-ally  used,  that  il  would  contribute 
:.:,.,M  i..  il.e  inicic\-,>  ol  ine  diy  goods  traile.  Tlic'  large 
cases,  as  you  know,  are  awkward  to  handle  and  \'vi'- 
((uenlly  snffei'  from  ihi-  insullicieni  power  lo  handle,  re- 
sulting 1  hereby  in  a  breakage,  wuich  directly  icdiects  up- 
on liu-  merchandise  cnnlaiiied  thei'ein.  a>  well  as  deslrcjy- 
iiig  the  possibility  of  furl'lu'r  \\>i'  of  the  package.  We 
\\..iil(l,  llierefore,  iiige  upon  yuii  in  your  own  way  to  a.s- 
>  ■^l  in  liie  disiMiiragement  of  the  large  ])a(d<ages.  It  lias 
bvcii  frec|ueully  sialed  thai  the  cases  used  i)y  the  jobbers 
aie  not  an  expen>e  to  them,  but  that  they  are  ligiired  in 
the  expense  of  tin-  merchandise.  Thai  i>  irue.  but  only 
lo   a,   cerlain    exleiil. 

"If  ihere  were  cases  suflic-ieiit  to  take  care  of  tlie  re- 
distribution, the  expense  of  the  ca-cs  might  be  distributed 
lo  the  consumer,  but  where  I  lie  I'edisI  ribulion  requires  if 
nol  a  new  pac'kauc.  liie  expense^  of  i-oo[)erage  the  oi-igiiial 
c-hargc-   is  i-oncliidiil    willi    ilie  jobber,   (jr   largely   so. 

''There  is  anoluer  paid<age,  a  wire-bound  box,  which. 
il  is  believed,  is  coming  inio  general  use,  and  il  was  my 
pleasure  a  slmrl  liine  ago  lo  wilness  .-i  test  of  one  'of  these 
cases,  as  ciim|):ir((l  with  a  "s-incli  spruce  case  now  in 
genei'al  use.  The  result  of  this  test  showed  most  con- 
clusively that  nnt  only  was  llie  wire-bound  box  of  cmi- 
.-iderable  greater  resistance,  :Muld  be  given  much  rough- 
(  r  handling — weighed  less  than  half  the  weight  of  the 
.-priice  case,  but  that  it  ciuild  be  continued  in  use  for 
liiree  or  four  ii  dist  I'ibut  i(uis.  1  am  told  that  this  pack- 
:iiic  has  been  ad.  pled  by  some  of  liie  large  mannf'art ur- 
eis  of  i-oitoii  fabrii-s.  and  no  doubt  if  its  success  con- 
liniies    Will    exiiiid    iiilo    more   general    use. 

''The  drv  goods  mercdiants  are  loid<ing  lor  ecoiuunies. 
•■iiid  in  tlieir  own  business  their  allentions  are  strongly 
directed    to    this   parliciilar   subject." 


BUILDING  A  REPUTATION 

is  largely  a  matter  of  keeping  your  name 
and  the  nature  of  your  business  con- 
stantly before  the  public.  As  a  means  to  this 
end  the  garment  label  is  very  effective.  While 
almost  any  label  is  better  than  none,  the  better 
the  label  the  greater  its  advertising  effective- 
ness. We  can  make  you  some  woven  silk 
labels,  that,  for  advertising  value,  leave  nothing 
to  be  desired.  Labels  that  stand  out  strong  in 
color  and  weave  and  impress  your  name  and 
business  upon  all  who  see  them,  and  that  stays 
with  the  garment  till  the  garment  wears   out. 
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Exclusive  Designs 


These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  cCdlih/ld 

SPECIALTIES 

Mayf air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

ShoAverproof  Goods 

in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

j^     j^     j^ 

Mr.  Haley  will  be  at  the  Windsor  Hotel,  Montreal,  and  the  King  Edward,  Toronto, 
with  a  full  collection  of  the  above  fabrics,  during  October  and  November. 

Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON,   ENG. 
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SUESINE    SILK 

READ^'  TO   SERVE   YOU 
GREENSHIELDS    LIMITED 

Vrt'TORlA  SQIAUE  MONTREAL 

SUESINE    DISTRIBUTORS   FOR   THE    DOMINION    OF   CANADA 

WHAT  THE  SUESINE  SILK  ADVERTISING  DEPARTMENT  DOES  FOR  YOU. 
HOW  WE  LINK  THE  ENORMOUS  AND  SWEEPING  CAMPAIGN  OF 
MAGAZINE   PUBLICITY   WITH   THE    SUESINE   SILK  ON  YOUR   COUNTER. 

If  you  HA\'E  Sucsine  Silk 

If  our  reoorrl  flle^  show  that  you  have  orfiei'cil  Sutwine  Silk  the  iiianufacturcrs  send  your  name  and  address  to  every  con- 
sumer in  your  vicinity  who  responds  to  the  Suesine  advertising  aurl  who  c.mnot  get  Suesine  from  her  own  dealer.  The.  man 
iifacturers  notify  them  that  Suesine  is  on  sale  at  YOUR  store  and  advise  them  that  it  is  not  advisable  to  send  out  of  town  for 
Suesine  Silk,  where  it  is  poss  ble  and  much  more  convenient  for  the  customer  to  secure  Suesine  at  a  store  in  her  vicinity. 

If  one  of  YOUR  0\V\  customers  writes  to  the  manufacturers  concerning  Suesine,  the  whole  eflbrt  of  the  manufiictuiers' 
correspondence  work  is  devoted  to  leading  that  customi  r  to  YOUR  counter,  Xo  other  stores  selling  Suesine  in  your  city  arc 
mentioned  in  the  manufacturers'  correspondence  with  your  customer. 

If  OTHER  customersinyour  vicinity— customers  of  OTHER  DEALER.'^  whoare  NOT  yetsellingSucsineSilk— write  to  the 
manufacturers,  their  whole  eftbrt  is  to  direct  the  deniand  to  the  counter  on  which  Suesine  Silk  is  sold.  The  manufacturers  send 
letter  after  letter  urging  the  consumer  toward  the  retail  counter— and  every  letter  carries  with  it  VOUK  n.\mk  and  address. 
The  manufacturers  advise  the  consumer  that  Suesine  Si  k  can  be  bought  in  your  store.  This  means  actual  and  positive  in- 
tluence  to  bring  NEW  CUSTOMERS  to  your  counter.  It  is  .just  the  same  object  to  which  YOU,  right  now,  are  devoting 
about  one-third  of  the  thought  you  give  to  your  business.  .Vever  forget  that  o.n'K  customer  like  this,  who  comes  in  with  a 
deflnite  demand  for  Suesine  Silk,  is  worth  five  or  ten  times  as  much  money  to  you— in  future  business— as  a  new  customer  who 
merely  drops  in  to  take  hold  of  a  cul-protit  leader,  and  who  may  never  come  in  again. 


If  you  ARE  selling  Suesine 


When  the  uianufacturcrs  receive  imiuiries  from  customers  of  otln^r  dealers  who  are  not  selling  S\iesine,  th  y  send  you  at 
once  invitation  cards  addres.sed  1,0  those  enquirers,  which  you  can  sign  and  mail,  drawing  those  enquirers  to  your  counter. 
This  is  in  a  Idition  to  their  own  correspon  lenco  work,  which  is  also  striving  to  lead  the  inquirer  to  your  counter. 


If  you  have  NOT  Suesine 


If  you  have  XOT  Suesine  Silk  in  your  store  if  you  ha\e  not  yet  taken  hold— then  the  corresiiondence  with  yoiir  cus- 
tomers, who  may  write  to  the  manufacturers,  points  out  to  them  some  orniiK  way  in  which  their  demands  for  Suesine  Silk 
can  he  satisfied. 

The  manufacturers  want  to  build  up  a  definite,  clearly  recognizable  trade  for  Suesine  among  your  customers,  ready  for 
YOU  when  you  do  take  hold  of  their  proposition.  So  they  make  it  a  point  to  see  that  your  customer  is  easily  supplied  with 
Suesine  if  si.e  wants  it  They  realize,  and  you  realize,  that  this  is  the  uest  way  in  which  they  can  give  you  convincing  proof 
that  Suesine  and  its  advertising  do  produce  actual  sales  and  profits,  which  might  just  as  well  come  to  YOU  and  to  vour 
cash  drawer. 

Of  course,  it  is  better  that  you  wt.uld  take  hold  ear  y  enough  to  ^ct  your  customers'  kjkst  ordku  for  Suesine  Silk.  But, 
if  you  are  not  inclined  to  take  lioid  that  early,  the  numufacturers  go  right  ahead,  building  up  trade  ready  for  you.  They  know 
that  when  yo\i  do  take  hold  of  Sucsim  Silk,  your  sales  will  immediately  begin  to  reap  the  bcnetit  of  the  rk-okders,  which 
are  connng  from  those  among  ycjur  customers  who  are  already  acquainted  with  Suesine. 

So.  if  you  are  not  yet  selling  .Suesine,  they  direct  the  demand  of  your  customers  to  the  cmmters  of  other  stores  where 
Suesine  Silk  is  already  on  .sale.  That  is  a  positive  duly  to  those  merchants  who  have  already  taken  hold  of  Suesine,  in  their 
confident  knowledge  that  the  Suesine  on  their  counters  will  draw  to  their  stores  not  only  their  regular  customers,  but  also 
customers  of  OTHER  storks,  where  Suesine  is  not  yet  on  sale.  The  Correspondence  Department  tries  to,  and  does,  lead  the 
customer  past  the  store  where  Suesine  is  not  on  sale,  and  into  the  store  and  up  to  the  cnunter  where  Suesin<'  issi>ld. 

If  you  A  K  E  selling  .Suesine,  the  Suesine  Adveitising  and  ( 'orres))ondence  Depai'tments  work  FOR  you.  If  you  are  XOT 
selling  Suesine,  you  might  think  at  first  glance  the  (  01  respondence  Department  is  working  AtiAIX.ST  you— but  that  is  onl.v  a. 
hasty  and  unconsidered  view  of  it.  This  work  is  panned  for  the  ultimate  benefit  of  EVERY  retailer.  The  work  they  are 
doing  now,  and  the  work  done  in  the  past,  will  benefit  YOU  when  you  do,  at  last,  take  hold  of  Suesine  Silk. 


Write  to-day  for  full  information.  Be  ready  to  meet 
the  big*  demand  for  Suesine  Silk.  It  is  a  strong  seller 
and   is    in    great    favor.      It    MAKES    good    because 

it  IS  good. 

GREENSHIELDS  LTI).,yiCTOKIA  SQ.,  MONTREAL 
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Retailers    Will    Have    Great   Range  to  Select  From 

Considerable  Variety  in  Weights  as  Well  as  Weaves  Prospects  of 
an  Enormous  Trade  in  Wash  Goods  Perfect  Imitation  of  Wool  and 
Silk  Dress  Fabrics       Pongees  and  Tussah  Silks    in    Rough    Weaves. 


SPRIXd  siuni)l(''s  ut'  dress  r;il)iMcs  iirc  now  in  the 
ihaiids  of  tlie  travclci's.  hiil  as  yd,  siil'ficicii'l  da, la 
has  not  come  to  hand  to  i'orin  any  idea  (jf  the  re- 
eeption  the  ditferenl  materials  have  received.  The 
retailer  certainly  will  have  iilenty  of  choice,  for  seldom 
has  there  been  a  season  when  so  many  fabrics  were  of- 
fered for  his  inspection,  and  not  only  are  the  fabrics 
varied,  but  there  is  considerable  variety  in  weig'hts,  as 
well  as  \vca\es.  il  is  not  likely,  for  Spring  selling,  al 
h'jisl.  Ilial  i-(ingh-fa('od  uikkIs  will  have  any  influence  upon 
piipnlar-priccd  lines,  hiil  lliey  arc  niciilioned  Id  phiiCC  be- 
I'lii'e   buyers   the   pi-cscnl    t'ashidu    tendency. 

Buyers  of  medium  and  [xipular-priced  lines  will  have 
th  choice  offered  Ihem  of  bnlh  liL;lil-w('iL;lil  woi-sted  suil- 
ings  a.nd  cliiffon-'weights  in  other  fabrics.  Probabilities 
are  llial  bnlh  weights  will  be  wanted — llie  (Jiie  loi-  lailnred 
suits,  and  the  other  for  dresses  which  will  confinue  to  be 
strongly  in  the  limelight.  The  problem  of  the  proporliDn 
to  buy  will  be  one  to  be  worked  out  by  each  buyer  by 
the  light  of  past  experience  of  the  needs  and  tastes  of 
the  trade  his  store  serves. 


Desirable  Range  of  Wash  Goods. 

I'rospecls   arc   bright   for   an    cnornKuis     wasli     goods 
trade  fur  Spring,   H)](>,  ;ind   all   bi-an(dies  of  the   trade  are 

plamiing  ac('(n-diiigly.  'i'lic  new  i-aniic  of  gnods  is  j)ar- 
ticularly  desirable,  in  every  way.  Products  of  Canadian 
mills  are  remarkably  good  for  the  coining  scas(ui,  and 
many  new  lines  are  shown,  while  former  lines  are  much 
improved. 


Pongee  Linens. 


The  merceri/A-d  ixuigee  linens  thai  met  wit'h  such  a 
good  reception  last  year  are  shown  in  improved  weaves 
for  the  coming  Summer.  Some  of  these  are  fine  as  a 
l)ongee  silk,  and  others  are  rough  as  canvas,  but  in  all 
wea,ves  fhis  fabric  makes  up  into  smart  and  stylish  gar- 
ments. Besides  the  plain  fabrics,  two-tone  stripes,  self 
stripes  and  fancy  figures  are  shown,  and  the  color  ranye 
is  practically  the  same  as  in  silk  pongees,  and  jusi  as 
attractive. 


Mercerized  Fabrics. 

An  interesting  feature  of  the  Spring.  li)10.  range  of 
was'li  goods  is  the  perfection  to  which  the  mercerizing 
process  has  been  brought.  Mercerizing  has  developed.  In 
some  cases  to  produce  a  clofli  tbe  yarn  is  mercerized,  then 
llie  cloth  is  mercerized,  and  on  top  of  that  the  cloth  is 
shreinerized.     This  gives  an  incomparab'e  lustre. 

Buyers  expect  that  a  cotton  foulaid  shown  in  spot 
and  other  foulard  patterns  and  in  a  wide  range  of  cidors 
will  be  a  big  selling  cloth.  Other  imitations  of  silk  fabrics 
are  the  repps,  bengalines  and  Ottomans,  both  in  plain  and 
in    striped    fahrics. 


Fa.S'hion  favors  live  I'ougher  canvas  weaves,  this  being 
stri(dly  in  acctirdancc;  with  the  style  tendencies  in  both 
silk  and   wool  fabrics. 

Pnces  are  favorable  to  a  good  business,  as  present  (|uo- 
tations  for  Si)ring  do  not  reflect  the  recent  adva.nces  in 
the  linen  market.  Buyers  are  reminded  that  the  tendency 
on  all  linen  fabrics  is  strongly  upwards,  a.nd  that  in  the 
face  of  the  advancing  market,  preseni  prices  cannot  long 
bo   maintained. 


Pretty  Effects  in  Dimities. 

V^ery     pretty    effects    ai'e    shown     in    diinitu's,    particu- 
larly   in    I  wi:-|iineil    siriix's   on    a    culored    gnnind.      A    soft. 


Spring  gineliam    shown   by   Wm.   Anderson    &   Co. .Glasgow,  Scotland. 

smoke   grey    as    a   ground    color    is   particularly    allracti\c 
in  this  fabric. 

Ba,ptistes  are  shown  in  extensive  variety  and  fancy 
stripes,  printed  stripes  in  two-toned  patterns,  as  well  as 
the  plain  cloth,  are  counted  on  as  sellers. 

In  printed  fabrics,  neat  floral  patterns  in  sheer  wash 
fabrics  ai-e  commanding  rather  more  attention  than  they 
have  been    doing  lately. 

In  print  lines  attention  must  be  called  to  the  guar- 
anteed fast  novelty  colors.  Last  year  these  cloths  were 
introduced  in  a  few  colors,  notably  in  linden  green,  Saxe 
blue  and  golden  tan.  This  year  the  color  list  is  extended 
and  some  really  beautiful  effects  in  novelty  polors  on 
eombinalions    are    slmwii. 


no 
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THE  FEATURED  SILKS. 

Pongees  and  Tussahs  in  Semi-rough 
Weaves — Silk  and  Cotton  Imitations 
— Foulards. 

Silks  of  the  pongee  and  tussah  types, 
in  what  may  be  termed  semi-rough  ef- 
fects, for  they  have  the  rough  wea\'e 
effect  without  its  extreme  finish,  are 
strongly  favored  for  Spring.  These 
come  in  a  good  range  of  colors,  and  for 
a  number  of  seasons  past  have  been  show- 
ing an  increasing  popularity.  Serge 
weaves,  diagonals,  cord  effects  and  other 
novelties  are  shown,  not  only  in  plain 
colors  but  in  melange  effects.  Closely 
allied  to  the  all-silk  goods  come  the  silk 
and  cotton  fabrics,  tussah  and  pongee 
weaves.  These  goods  promise  to  rival 
the  all-silk  goods,  which  they  closely  re- 
semble, as  their  appearance  is  good  and 
the  price  is  much  lower,  and  they  will 
give,  it  is  claimed,  as  much  wear  as  the 
real  article. 

Many  buyers  have  considerable  faith 
in  foulards.  These  have  been  before  the 
public  for  the  past  two  seasons,  and  last 
Spring  considerable  business  was  done 
in  foulards.  When  desirable  patterns 
could   be   obtained    they   have    sold    well 


Fancy  tussah  and  pongee  silks,  shown  by  M.  C.  Migel 
&  Co.,  New  York.— 1,  wide  wale  diagonal ;  2,  natie 
weave  ;  3,  fancy  diagonal  ;  4,  serge  weave  ;  5,  dia- 
gonal melange  ;  6,  cord  effect. 


during  the  whole  season.  As  a  matter 
(if  fact,  the  better  trade  has  evinced 
more  interest  in  them  than  the  popular 
end,  which  is  all  in  their  favor  for  the 
coming  Spring.  Judging  from  reports 
emanating  from  that  quarter,  Paris  has 
seen  something  like  a  furore  for  foulards 
this  Summer.  Not  only  have  they  been 
used  for  dresses,  but  the  Autumn  serge 
suits  have  had  the  coats  lined  with  spot- 
ted foulards,  as  well  as  collar  and  cuff 
facings  of  the  same.  Foulards  it  would 
seem  will  be  one  of  the  selling  silks  next 
Spring. 

The  color  series  include  many  shades 
of  mauve,  wistaria,  rose,  grey  and  green. 
In  the  tussahs  and  pongees  the  natural 
shades  are  strong,  and  there  is  a  ten- 
dency to  favoi'  the  golden  and  tan 
shades.  In  blues,  the  Danish  and  flobe- 
lins  are  strong.  Some  lovely  greys  are 
shown,  and  as  greys  in  smoke  and  steel 
are  coming  in  so  strongly,  it  is  highly 
probable  that  they  will  have  a  high  place 
next  Spring. 


Tailored  suit  in  tine  diagonal  silk  serge,  heavily  embroidered   in  self    color;    collar    and    pipings   of  Ian 

moire.     Large  etched  pearl  buttons. 
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COTELE  CHINE 


NEW  FRENCH  FOULARD 


No.  508/1915 
SATIN  RAYE 


No.  508/1934 
TAFFETAS   CHINE 


■ilU>iKl      ilk  J 

No.  508/1935 


These  will 
add 

Tone 

to  your 
department. 

A  few 

Novelties 

in 

Silks 

and 

Ribbons 

confined 

to  us 

for 

Canada 

now 

being  shown 

by  our 

travelers. 


No.  42025 

NEW  FRENCH  FOULARD 


No.  42026 

NEW  FRENCH  FOULARD 


No.  6040 


REVILLON  FRERES,  Limited 

(Headquarters  Paris)  134-136  McGiU  Strest,  MONTREAL 
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Wash  goods  promise  to  be 
strong  favourites  during  1910  and 
we  have  prepared  for  the  demand 
with  the  best  range  of  dress  linens, 
muslins  and  prints  ever  shown  by 
this  house.  Cotton  reps  are  among 
our  leaders. 

Ask  to  see  our  samples — our 
traveller    has    them    now. 


The  W.  R.  BROCK  COMPANY  (Limited) 


MONTREAL 
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The  W.  R.  BROCK  COMPANY  (Limited) 

MONTREAL 
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WASH  GOODS  FOR  SPRING. 

Patterns  and  Effects  in  Selfs — Two-tone 
Woven  and  Printed  Stripes — Self-stripes 
in  Cords — Repps— Spots,  Checks  and 
Floral  Effects. 

The  outstanding  feature  of  wash  goods 
is  the  exceptional  variety  of  phiiii 
weaves.  It  is  clearly  evident  that  this 
character  of  g-oods  shows  increased  in- 
roads upon  the  demand  for  light-weight 
fancy  wash  goods.  Piques,  poplins,  lin- 
ens, repps  and  numerous  other  costume 
cloths  in  cotton  strike  the  keynote  for 
the  big  popular  remand. 

There  is  little  doubt  that  dress  linens 
will  be  in  great,  request  for  the  Spring 
of  1910,  and  manufacturers  are  showing 
a  big  lange  of  weaves  and  colors.  The 
color  range  includes  all  the  novelty 
shades  of  the  season,  with  white,  of 
course,  in   a   staple  position. 


1— Fancy  silk  finished  cotton  crimp;  4,  satin  stripe 
cotton  bengaline  ;  5,  cotton  Ottoman;  11,  canvas 
linen;  14,  Ottoman  striped  baptiste  ;  15,  two-toned 
striped  dimity.  -  Siiown  by  W.  R.  Brock  Co., 
Toronto. 

2,  6  and  7  Two-toned  gingliam  Shown  by  Canadian 
Colored  Cotton  Mills  Co.,  Limited. 

3-Fancy  striped  voile;  9,  corded  cotton  repp;  10, 
imitation  spot  foulard. -Shown  by  Greenshields 
Limited,  Montreal. 

8  Mohair  suiting.  Shown  by  Dominion  Textile  Co., 
Montreal. 

12  Cheney-striped  gingham;  13,  fancy  silk  stripe 
crepe.     Shown  by  Mclnlyre,  Son  &  Co.,  Montreal. 

Gown  of  silk-finished  crepe  cashmere.    Tunic  edged 
with  heavy  fringe. 


The  novelty  note  is  struck  in  the  lin- 
en mattings,  which  are  rather  open  in 
weave,  also  in  the  knotted  linens,  and  in 
the  corded  self-colored  linens.  In  tiie 
knotted  linens  the  object  is  to  have 
the  knotted  thread  as  prominent  as 
possible.  The  French  linens,  in  a 
coarse  soft  weave  Avill  also  be  amouQ- 
the  fashionable  novelties  for  the  Spring- 
season.  Linen  crash  suiting  is  expected 
to  be  in  good  demand  for  the  new  season. 

The  new  linens  show  a  splendid  range 
of  shades.  The  best  are  the  rose,  wistaria 
and  plum  or  purple.  Blues,  soft  greens, 
golden  brown,  natui'al  and  white  will 
also  be  veiy  good. 

A  strong  feature  of  the  Spring  line 
of  wash  goods  is  the  perfect  imitation 
of  wool  and  silk  dress  fabrics.  Pi'actieal- 
ly  every  salable  pattern  and  finish  has- 
been  imitated  and  in  many  cases  until 
the  goods  are  handled,  it  is  difficult  to 
tell  the  difference.  Naturally,  these  ma- 
terials retailing  from  15  to  50  cents  will 
be  popular  sellers. 
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DRESS  GOODS 


Spring,  1910 


Among  the 

Latest 


Cloths 


A/i  Lines  Shoum  in   Black  and  Colors 


Tussah  Shantung 
Tussah  Royal 
Tussah  Pastilles 
Norfolk  Cords 
Grafton  Cords 


Voiles 

Mohairs 

Brilliantines 


Mohair  Suitings 
Warwick  Suitings 
Dorset  Suitings 
Harvard  Suitings 
Belgrade  Costume 
Cloths 


qOur  showing  of  mannish  suiting  effects  is  very  comprehensive.     Our 
selections  of  the  latest  ideas  in  grey  effects  are  particularly  interesting. 
Neat  suiting  effects  will  be  good  property.     Make  an  early  selection, 
and  be  the  first  to  show  the  new  things. 


Venetians 
Broadcloths 
Satin  Cloths 


French  Goods 

Poplins 

Blk.  and  Colored  Voiles 

Suitings 


Crepe  de  Chine 

Eoliennes 

C^renadines 


Our  travelejs   are  flow   showing  the  new  sa?}iples.     Look  them  over  carefully 

Greenshields  Limited 

Montreal 


© 


Please  iiieiitioii  TJic  Reriei^'  to  Advertisers  and  Their   Trai'elers. 
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THE  NEW  SPRING  WEAVES. 

Plain  and  Fancy  Coating  Serges,  Panamas, 
Diagonals,  Mannish  Suitings,  Wool 
Taffetas,  Bedford  Cords,  Voiles,  Crepes, 
Fancy  Chiffon  Mohairs. 

While  a  very  large  husincrss  will  uii- 
(Idubtedly  be  done  in  piece-dyed  goods 
Ihcre  are  many  indications  that  point  to 
a  more  extended  feeling  for  fancies. 
This  is  due  to  the  long  run  which  piece- 
dyed  fabrics  have  had  and  the  increasing 
('.idiculty  buyers  are,  exjjeriencing  in  pro- 
curing anything  new  in  fabrics  of  this 
class.  There  is  no  doubt,  however,  that 
plain  and  piece-dyed  goods  will  receive  a 
large  amount  of  attention  and  the 
Spring  selling  promises  to  open  on  these 
goods. 

Two  weaves  that  stand  out  with  espe- 
cial prominence  and  in  which  buyers  have 
confidence,  are  coating  serges  in  plain 
and  fancy  weaves  and  effects,  and  Pana- 
mas. The  garment  trade  has  placed 
large   orders   for    these   fabrics,   not   only 


I  and  4  Shadow  stripe  wool  taffeta;  2,  3  and  11> 
lightweight  novelty  mohair;  5,  rice-dyed  wool 
taffeta;  6,  novelty  Bedford  cord;  12,  novelty 
French  crepon  weave.  Shown  by  J.  &  N.  Philips 
Co.,  Manchester,  England. 

7  Bosco  diagonal  wo'sted ;  8  and  10,  shadow  stripe 
wool  taffeta;  9,  plisse  silk  crepoline.  — Shown  by 
W.   R.    Brock  Co.,  Toronto. 

'  Dress  of  dead  leaf  green  cashmere,  heavily  soutached 
with  braid  of  the  same  shade. 


in    the   piece-dyed    cloths,    but,   in    the   no- 
velty  weaves. 

Otliei-  medium-weiijlil  I'ahiies  repre- 
sented are  the  Bedford  cords  or  coteles, 
as  they  are  termed,  and  here  also  the 
range  includes  both  the  piece-dyed  fancy 
wea\es  and  the  semi-plain  novelties  pro- 
duced in  other  fabrics. 

Chiffon-weight  wool  tafletas  with  silk 
stripes  in  many  patterns  and  combina- 
tions are  expected  to  take  a  high  place 
in  the  list  of  selling  fabrics  as  they  are 
just  the  right  weight  and  finish  to  make 
up  effectively  into  the  popular  one-piece 
dresses.  There  is  a  big  range  of  these 
goods  ofi'ered  and  every  assortment  of 
samples  that  has  gone  out  contains  many 
numbers   in   this  cloth. 

The  principal  change  in  dress  goods 
lines  is  the  introduction  of  what  may  be 
termed  subdued  fancies.  Though  these 
goods  are  attractive,  their  most  strik- 
ing point  is  the  attempt  to  get  away 
from  tile  all  prevailing  piece-dyed  etii'ects. 
'1  his  is  done  in  most  cases  by  the  ad- 
mixture of  white  or  by  the  introduction 
o'  minute  stripes  or  threads  of  subdued 
color,  or  by  the  use  of  a  two-toned  ef- 
fect.    .Serges,    smooth    linished    worsteds, 
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Hcdfoid  cords  and  panainas  are  all 
sliowii    in   this  class  (if  fabiii-. 

A  signilicant  feature  is  tlu-  stioiij; 
sliowiiig  of  iiiaiiiiish  efl'eets,  and  the  re- 
storation of  silver  grey  to  favor.  Many 
leading  houses  are  emphasizing  thesi' 
cloths  and  in  uu'diuin  priced  lines  a  c(Hi- 
siderahlc  range  of  these  mannish  gre\ 
suitings  is  inchuled. 

The  French  manufacturers  an-  pusliing 
crepe  weaves,  and  doubtless  some  of  the 
more  unobtrusive  effects  will  meet  with 
a  nu'asure  of  success,  but  more  ])ro- 
iiuunced  crei)ons  are  in)t  expected  to 
meet  with  much  of  a  ri'ception.  These 
crepes  are  at  their  best  when  they  are 
combined  with  silk  or  liblu'd  stripes  of 
the  bengaline  or  the  cord  order,  and 
from  their  attractiveness  are  suie  lo  be 
well  represented.  Light  weight  mohairs 
in   crepey   weaves   are  shown   with   ribbed 


1 -Fancy  coating  s;rge,  with  pin  stripe  in  white  and 
subdued  strip;  ;  2,  mannish  worited  suiting,  grey 
melange  ground  and  white  penciT  stripe  ;  3,  Bed- 
ford cord,  two-tone  melange  stripe;  4,  sillt  and 
c  jrded  stripe  vjile  ;  5,  wool  taffeta,  silk  stripe  and 
embroidered  figure  ;  6,  wool  tatfeia,  silk  and  more 
stripe  ;  8,  melange  and  cord  effect  stripe  ;  12,  fancy 
coaling  serge,  wiih  pin  stripe  in  white  and  subdued 
stripe  in  two  colors ;  13,  fane  ■  coating  serge,  w  ih- 
pin  stripes  In  two  colors  ;  14.  Bedford  cord,  two 
tone  and  melange  stripe.  Shown  by  John  Mac 
donald  &  Co.,  Toronto. 

7  Worsted  suiting,  two-tone  stripe  in  melange  and 
plain  stone  grey;  9,  melange  suiting,  mannish 
effec;  10,  fancy  worsted  suiting,  herringbone 
melange  stripe  and  narrow  two-toned  stripe;  11, 
worsted  suiting,  mannish  effect,  grey.  Shown  by 
Nisbet  &  Auld,  Toronto. 

Dress  of  sapphire  blue  silk  voile  over  satin,  with 
tunic  drapery  in  washerjvoman  style.  Trimming  of 
fabric  heavily  embroidered  with  gold  thread.  Yoke 
and  undersleeves  of  net. 


ami  lancy  slii|ies,  hiil  o|)iiiiinis  aic  (li\ii'.- 
ed  as  to  their  salabilit\. 

The  diagonal  weaves  that  are  attract- 
ing so  much  attention  for  p'all  se'ling  ar,- 
strongly  represented  for  Spring.  They 
have  been  made  up  in  all  fabrics,  and 
are  shown  in  the  three  great  staples, 
\iz.,  wool,  silk  and  cotton.  Not  onh 
ari'  diagonals  shown  in  piect^dyed  but 
the  new  melange  efTects  are  also  featured. 

.Stripes  are  likely  to  form  the  strong 
competitor  of  diagonals,  as  the  best  style 
authorities  are  showing  them  very  pro- 
minently. .Vs  a  rule  all  stripe  patterns 
aif  in  neat  eiYicts  wil'.i  pin-stripes  in 
high  favor 

There  has  been  a  big  gain  during  the 
year  in  the  standing  of  black  fabrics. 
Voiles  are  particularly  good  in  black. 
Fancy  effects  in  voile  and  mohair  s'ripes, 
showing  fancy  iacciuarii  patteins  on  a 
ribbed  ground,  are  well  shown  in  the 
leading  lines,  .\nother  novelty  in  black 
is  the  jacquard  patterns  in  silk  on  a 
satin-linished    fi;round 


Diagonal  Serges  and  Mixtures  of  Gray,  Blue  and  Green 

Latest  Development  in  Dress  Goods  Indicated  in  New  York— Broad- 
cloth Still  in  Vogue  —  Novelties  of  the  Season  are  the  Unfinished 
Fabrics  —  Silk    Cashmeres    Strong    v^^ith    the    Better  Class  of  Trade. 

Staff  Correspondence. 


Office  of  Dry  Goods  Review, 
160  Broadway, 

New  York,  September  29. 

1'^HE  style  exhibitions  that  are  now  being  held 
in  New  York  City  liave  set  the  seal  on  materials 
for  this  iFa'l  and  Winter. 

To  begin  with,  it  is  very  ^elear  that  there  is 
a  great  revival  of  brocades.  Lovely  stuffs  that  are  stiff 
with  gold  and  silver  designs,  or  soft,  supple  crepe,  ■bro- 
caded with  satin  figures,  are  employed  in  many  lovely 
models  of  evening  dresses.  A  gnwn  of  this  sort,  grace- 
fully draped  needs  no  (luaiitity  of  trimming.  A  touch 
of  lace  is  suffieieni. 

One  thing  tliat  should  be  said  in  connection  with 
materials,  and  'that  is  the  wtiuderful  weaving  and  dyeing 
shown  in  the  new  fabrics  made  up  into  suits,  costumes 
and  wraps.  There  are  very  few  women  who  really  'appre- 
ciate or  realize  liow  much  the  beauty  of  a  go'wn  depends 
upon  the  material  and  that  the  most  honor  is  due  to  the 
artists  who  have  made  the  fabrics  more  a'ttrac'tive  each 
season  by  their  art  in  colorings.  The  importance  of  a 
color  in  a  costume  has  been  given  more  prominence  dur- 
ing the  last  season  than  for  some  time  past,  and  it 
should  be,  for  in  the  world  of  fashion,  nothing  is  of  more 
importance  than  the  color. 

Judging  on  a  wli'ole,  it  is  quite  evident  that  dark  warm 
colors  are  to  be  more  popular  for  the  street,  while  tlie  light 
shades  as  usaul  claim  t'he  evening.  The  colors  are  not 
strong  tones,  dark  pastel  shades  and  delicate  tints  pi-e- 
dominating. 

As  is  usually  the  case,  the  first  display  of  Fall  g&ods 
is  for  suitings  and  they  are  slvown  in  a  number  of  varieties 
in  colorings  and  weaves. 

Very  remarkable  this  season  is  the  evacuation  of  Paris 
by  the  broadclotli  army.  The  field  has  been  left  an  easy 
victory  for  coarse  diagonal  serge  and  all  sort  of  mixtures 
in  lovely  tones  of  gray,  blue  and  green.  However,  it  is 
not  so  with  the  American  made  suits,  for  broadcloth  is  as 
much  in  vogue  as  ever,  judging  from  the  amount  of  broad- 
cloth suits  and  costumes  shown.  They  are  given  a  finish 
and  made  in  a  weight  that  accords  with  all  manner  of 
costumes. 

Favored  Tissues. 

Caaliemire  de  sole  holds  its  own  and  with,  or  practi- 
cally belonging  to  the  same  family,  is  a  very  supple  drap 
de  satin  or  satin  cloth  that  tailors  like  to  use.  Silk  crepe, 
chiffon  cloth  and  liberty  satin- — any  tissue  that  will  drape 
fracefully  without  giving  a  woman  bunchiness — all  these 
are  in  high  favor  in  Paris  and  such  gowns,  wraps,  etc., 
brought  over  from  there  are  now  being  exhibited  at  lead- 
ing garment   departments. 

Cashemire  cloth  is  one  of  the  entirely  new  fabrics  of 
the  season,  a,nd  will,  undoubtedly,  be  one  of  the  most 
fashionable.  It  is  made  from  cashemire  wool,  which  is 
extremely  scarce  and  very  expensive,  and  is  soft  as 
camel's  hair  in  finish.  It  comes  in  both  coat  and  suiting 
weigiits. 

Venetians  are  practical  fabrics  and'  tliey  are  offered  in 
everj'  co'or  possible  ito  imagine,  and  in  a  weigh't  adaptable 


'to  the  new  styles.  This  material  will  never  lose  its  lustre, 
nor  is  it  a  dust  catcher. 

The  moire  idea  has  grown  to  immense  proportions. 
There  are  moires,  stiff  aind  supple,  plain  color  or  change- 
able, moire  silk  and  moire  velvet.  It  is  being  used  with 
suits,  or  dresses -as  a  trimming  component,  or  entire  suits 
and  costumes  are  made  of  it.  There  were  any  number  of 
entire  garments  made  of  moire  exhibited  at  'the  style 
shows.     In  all  cases,  t'he  models  were  simple. 

Velvet  has  been  stamped  with  approval  and  is  shown  in 
simple  rich-looking  gowns,  and  in  elaborately  draped 
things.  It  is  really  the  drapery  idea  't'hat  dominates  tlie 
clioice  of  tissues  this  year. 

Serge  Fashionable. 

For  the  practical  ha,rd  wear  nothing  is  more  suitable 
than  serge,  so  fashionable  fm-  this  season  and  shown  in 
such  a  variety  of  weaves  and  colors.  Black  and  blue  are 
in  largest  demand,  but  tliere  are  any  number  of  new 
weaves  of  serge  to  be  had  in  the  dress  goods  departments. 

The  novelties  of  the  season  are  the  unfinished  fabrics. 
Homespuns  are  s'hown  in  hopsack  and  basket  weaves  and 
in  one  and  two-tone  colorings.  All  the  new  colors  are 
noted.  Very  sma.rt  are  'the  homespuns  in  neutral  tones 
with  knots  of  bright  colors  scattered  over  the  surface. 

A  very  smart  assortment  of  mauze  zibelines  are  seen 
in  suits  this  season.  It  is  a  little  early  for  them  as  yet, 
but  later  on  when  the  weather  is  colder  they  will  be 
seen  more  prominently. 

Color  is  of  'as  much  importance  in  these  new  fabrics 
as  t'he  weaives.  With  comparatively  unobtrusive  designs 
dominating  the  dem'and,  if  a  merchant  lias  a  full  range 
of  colors,  though  not  in  any  one  line,  he  will  experience 
little  difficulty  in  making  sales. 

Manufacturers,  botli  foreign  and  domestic,  are  vieing 
with  each  other  in  the  production  of  attractive  shades  a-nd 
combinations.  As  in  woolen  dress  goods,  rose  shades  are 
good  and  so  are  mulberry  and  the  different  shades  of 
green,  especially  the  soft  tones  like  reseda.  There  is  a 
wide  range  of  green  tones  all  the  way  down  to  't'he  sea 
foam  for  evening  wear  and  back  to  the  very  dull  shades 
for  the  street. 

Blues,  Browns  and  Grays. 

The  ma^ny  shades  of  blue,  brown  and  gray  are  having  a 
strong  call.  Browns  run  from  seal  to  t'he  pastel  shades 
and  walnuts  and  eas'tors  are  particularly  desirable.  Modes 
and  drabs,  with  a  touch  of  gray  in  them,  are  among  the 
newest  and  best  shades  this  season.  Black  is  especially 
good  and  will  increase  in  favor  as  the  season  advances. 

It  is  very  clear  now  that  styles  Irave  taken  definite 
form,  t'hat  satins  are  favorites  in  the  demand.  The  great 
majority  of  the  m'aterials  in  both  plain  and  fancies  are 
of  this  finish,  notwithstanding  the  fact  that  many  materi- 
als have  been  introduced  in  sheer  silk  goods. 

Silk  cashemires  are  assured  a  strong  position  with  the 

better  class  of  trade.  Unobtrusive  corded  silks  of  soft 
and  pliable  weaves  are  being  taken  for  eustumes  and  for 
millinery  purposes.  A  great  many  cords  of  more  decided 
novelty  and  in  wider  width  and  heavier  weights  are  on 
the   market   for   use    in    outer   garments.      Diagonals    are 
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THE 


THE  WORLD'S  BEST 

FOR 
VALUE  AT  THE  PRICE 


has  the  largest   sale  of   any  imported   cotton   fabric    on   the 
Continent  of  North  America;  it  is  in  demand  all  the  year  round. 

TO  BE  SURE  OF  YOUR  SUPPLY  YOU  SHOULD 


Place    Your    Advance    and 


Import  Orders  When 


THE  WORLD'S  BEST 

FOR 
STYLE  AND  WEAR 


the  leading    Canadian    Wholesale    Dry   Goods    houses    show 
you  the  goods  in  October — the  finest  range  ever  offered. 


For  your  "Ready  to  Wear"  departments,  buy  only  garments 
made  of 

Wm.  Anderson  Zephyr 

if  you  would  establish  these  departments  on  a  solid  basis. 


Wm.  Anderson  &  Co.,  Ltd. 

PACIFIC  MILLS 

GLASGOW,     -    SCOTLAND 


Please  tiieiitioii  The  Review  to  Advertisers  and  Their    Travelers. 
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slinwii  ill  a  wide  assortment  of  wales  in  plain  cnlurs  a.nd  in 
two  anil  Ihiee-toiu'd  etfec^ts  as  melang'es. 

Messalir.es  in  plain  and  fancy  fabrics  wllli  a  iu.U'li 
sheen  are  the  best  sellers.  Messalines  in  a'l  ijiades  are 
holdinsj'  a  strong-  position. 

Taffetas  in  Softer  Weaves. 

Some  taffeta  is  being  used  in  the  softer  weaves  and 
g-laee  silks  of  a  chiffon  finish  are  among  'the  newest  tliing-s 
of  the  season.  The  importance  of  black  silks  of  all 
kinds  cannc't  be  overe.sfimated.  Blacks  are  booked  for 
one   of   their   most    successful    seasons. 

Spring  Dress  Goods. 

Domestic  manufacturers  of  dress  goods  are  all  through 
with  the  Fall  and  Winter  business  and  t'heir  attention  is 
nnw  turned  toward  lliat  of  Spring,  IWO.  xVlready  lea^ding 
mills  are  sold  up  on  goods  for  Spring  deliveries.  Advance 
orders  on  sueli  materials  have  long  been  booked  and  from 
the  outlook,  the  Spring  is  'to  be  another  big  season. 

There  have  been  many  advances  noted  on  certain 
fa.brics.  which  in  consequence  of  same,  have  held  up  many 
domestic  manufacturers  from  buying  as  they  usually  do. 

Foreign  novelties  are  being  received  daily  by  the  manu- 
facturers over  here  and  preparations  being  made  for  their 
distribution.  Re'tailers  have  placed  advaince  orders  for 
grey  suiting  effects,  piece-dyed  worsteds,  and  other  such 
staple   fabrics  that    sell   early. 

Serges  in  plain  and  fancy  weaves  will  be  one  of  the 
principal  sellers  for  the  coming  season.  Panamas  in  plain 
and  fancy  weaves  are  ano'ther  favorite  in  the  trade. 
Mannish  effects  and  mannish  mixtures,  with  mohairs, 
voiles,  chiffon  cloths,  and  such  novelties  as  crepe,  camel's 
hair  serges.  Sco'tch  mixtures,  etc.,  are  all  in  for  their  share 
of  popularity. 

It  is  anticipated  that  voiles  will  be  a  big  seller  in  all 
the  new  colorings.  They  are  said  to  be  the  most  favored 
fabric  for  Spring.  They  will  be  used  for  both  afternoon 
and  e"  enine:  garments. 


Ginghams. 

It  is  expected  that  Spring.  1910.  will  see  ginghams 
again  in  exceptionally  good  demand.  Patterns,  qualities 
and  prices  all  favor  this  condition.  Keen  competition 
between  domestic  and  foreign  lines  has  resulted  in  marked 
improvements  in  Canadian  goods,  as  well  as  foreign.  The 
finish  of  Canadian  goods  has  been  much  improved  and 
the  new  range  of  patterns  contains  many  exclusive  de- 
signs. Two-toned  stripe  effects  are  among  the  best,  and 
t'he  Cheney  silk  effects  a,re  very  pretty,  and  should  meet 
with  approval. 

Zephyr  ginghams  prcmiise  to  do  better  than  last  year, 
and  big  preparations  have  been  made  for  the  coming  sea- 
smi.  The  novelty  here  is  the  patterns  copied  from  fancy 
silks.  Str/pes  here,  as  all  tlirough  the  line,  are  better 
thought  of  than  checks,  particularly  in  two-tone  and  in 
Cheney  effects.  There  is,  however,  a  wide  variety  of  fancy 
broken  and  l)lock  checks,  some  of  those  intended  for  chil- 


Wash  Fabrics. 

'Placed  in  proba.ble  selling  order — 1,  linens;  2, 
mercerized  ponge  linens;  .3,  cotton  suitings,  piques, 
poplins,  repps;  4,  mercerized  foulards,  silk  and  wool 
imitations;  .").  gingliams;  C,  dimities,  crepes,  bap- 
tist es. 


uien's  wear  being  of  very  large  size.  Mention  should  be 
made  of  wide  stripes,  and  the  showing  of  these  are  nol 
confined  to  this  fabric.  Plain  zephyrs  stand  well  and  are 
an    accepted    factor   in    all    lines. 

Crepe  weaves  are  strongly  featured,  both  in  plain  and 
in  fancies,  but  buyers  are  divided  in  opinion  as  to  their 
sel.ing  qualities.  There  are  some  purposes  to  whcih  these 
weaves  are  specially  adapted,  and  for  which  they  are 
staple,  but  their  general  acceptance  is  somewhat  of  a 
problem  at  present.  They  are  well  represented  in  most 
lines  ar.d   by  simie  very   attractive  patterns. 


Novelty  Shades  in  Dress  Goods. 

Yellowgreens,   raisin,   tan   an<l  gold  shade.- 

^.   \\i^- 

faiia.  bine  greys,   rose,  ai)ricot. 

Fashionable   Silks. 

In  addition  to  pongees  and  tussahs,  in  semi-rough 
weaves,  and  foulards  and  moires,  silk  cashmeres,  at  the 
present  time,  are  doing  well,  particularly  with  tlie  high- 
class  trade,  as  they  are  very  expensive.  Soft,  light-weight 
satins  are  big  sellers  for  evening  wear,  and  while  the 
full  range  of  pastels  are  shown,  pink  and  champagne  are 
the  chief  sellers. 

Moires  are  extensively  used  for  trimmings  and  mil- 
linery purposes,  and,  whi'e  quantities  sold  at  a  sale  are 
not  large,  the  demand,  jiarticularly  in  the  velours  fabric, 
is  very  great. 

For  reception  and  evening  wear  a,nd  foi'  evening  wi'aps 
and    dressy    coats,    moires    are    also    indicated. 

One  of  file  new  silks,  which  'is  being  featured  by- 
American  manufacturers,  as  well  as  by  tiie  European 
makers,  is  an  a;daptation  of  the  diagonal  serge  effect.  This 
weave  has  been  taken  up  extensively  in  Paris,  and  at  the 
fashionable  seaside  resorts.  This  class  of  si'k  comes  in 
plain,  two-tone  a.nd  melange  effects.  Ottomans  and  co- 
teles  in   soft   clinging  finishes  are  also  selling. 

There  is  a  very  fair  demand  for  taffettas.  Brocades 
are  talked  of.  but  the  demand  for  them  is  at  present 
confined  to  the  linini;'  of  fur  and  fabric  coats. 


Colors  in  Silks 

Pongees     and     tnssa-hs — 1,  Natural      sha.des;     2, 
Tans;  .S,  All   the  season's  novelty  shades. 

'Foulards — ^Spots,   stripes   on    colored   grounds. 


Splendid  Western  Trade. 

Mr.  E.  A.  Robertson,  sales  manager  of  the  Montreal 
Cotton  Co.,  Montreal,  visited  Winnipeg,  \'ancouver,  Cal- 
gary, and  other  western  points  with  their  Winnipeg  sales 
agents  laist  month.  Mr.  Robertson  expresses  marked 
satisfaction  regarding  western  conditions.  An  outstand- 
ing feature  of  western  trade  is  the  enthusiasm  of  every 
wholesaler  regarding  future  business,  and  present  active 
trade  warrants  "it.  The  west  has  been  favored  with  a 
remarkatle  crop  and  perfect  weather  for  harvesting. 

This  was  Mr.  Robertson's  first  visit  to  the  west,  and 
he  was  impressed  with  the  splendid  wholesale  ware- 
houses and  the  progressiveness  of  the  retail  stores. 

Reg.  Brown,  with  the  John  White  Co..  Woodstock,  for 
some  years,  has  taken  a  positiini  with  one  of  the  large 
Detroit  houses. 
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T^HE  New  Fall  and  Winter  Patterns  of  this  superb 
^       crinkly    Cotton     Fabric    are    commanding    the 
attention   of   the   best   retailers  everywhere. 

Ask   your  Jobber   to  show  you   the   full  line. 

If  you  do  not  find  satisfactory  assortment  of  patterns 
or  shades,  write  us. 

PACIFICMILLS,  70K%aBO§TON 
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Before  you  read  this 


all  our  representatives  will  be  sup- 
plied with  a  complete  range  of 
Dress  Goods  samples  for  Spring" 
and  Summer. 


Our  FRENCH  DEPARTMENT  has 
sent  out  a  larger  and  more  varied  assort- 
ment than  ever,  including  many  exclusive 
vi^eaves  and  colorings.  For  smartness 
of  style  and  exceptional  value,  this  de- 
partment has  excelled  all  previous  efforts. 

Canadian  requirements  have  been 
carefully  studied  and  specially  catered 
for,  therefore  we  are  confident  that  you 
will  be  pleased  with  the  fashionable  and 
attractive  fabrics  we  have  brought  out  for 
next  season. 


Six  months  ago  our  shipments  were 
delayed  through  a  strike  among 
the  French  dyers,  and  recently  we 
again  experienced  some  delay 
through  the  slow  delivery  of  yarn 
by  the  spinners,  but  we  see  no 
reason  for  similar  delays  another 
season.  We  are  now  in  a  position 
to  gauge  our  export  business  better 
than  formerly,  and  we  have  taken 
every  precaution  to  prevent  any 
delay  and  disappointment. 


(French  Dress  Goods  Department ) 

J.  &  N.  Philips  &  Co. 

Manchester,  England 


CANADIAN    OFFICES 


211  Lindsay  Buildio^ 
MONTREAL 


611   Empire  Building 
TORONTO 


DRESS  GOODS  FABRICS 

of  every  description  show  to  best  advantage  when 
cut  with  pinked  or  gimped  edges.  They  never  fray 
or  look  untidy  or  ragged   even  after   being   used. 

"EASICUT"  MACHINES 

are  made  for  this  purpose.  Carried  in  stock  at 
Montreal  in  various  sizes  from  8-inch  to  32-inch 
wide  knife.  Made  by  J.  T.  Hardaker,  Engineer, 
99  Crowther  St.,  Bradford,  Eng. 


This  sl}le  is  our  Baod  Power  Machiae  made  lo  cut  16  inch 

Note  the  difference  in    appearance  between  samp'es  shown  in  this 
issue  cut  with  our  machine  or  with  straig:ht  edgfe. 

Sole  Canadian  Agents  : 

WALTER  WILLIAMS  &  COMPANY 

525   St.  Paul  Street,  Montreal 
Enquiries  Solicited  Catalogues  and  Prices  on  Request 


Let  our  representatives  show 
you  the  splendid  new  line  of 

Ladies'  Suitings 


These  goods  are  equal  in  quality  to  the 
finest  imported  lines.  Exceptionally 
choice  range  of  beautiful  colorings  and 
patterns. 

HARRIS    &   CO.,    LIMITED 

Rockwood  :         :        :        :         Ontario 

R ep  r  e se  n  t  a  tiv e s 

MONTREAL:  Hector  Prevost,  710  St.  Hubert  St. 
HALIFAX:  G.  A.  Woodill.  Roy  Bldg. 

LONDON :  J.  A.  Irwin,  341  Princess  Ave. 

WINNIPEG:  McRae  &  Walker,  Ashdown  BIk. 
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Our  attractive  display  cards  are  going  fast. 

A  supply  is  intended  for  you. 

If  you  have  not  already  secured  one,  write  us  at  once. 

MOUNT    ROYAL 

Prints  and  Bleached  Cottons 

will  be  shown   by 

The   Wholesale  Trade 

during  this  month. 


Hold   your   order  for   our  30/31-in.    Print 


7 


3 

at    J.      /4c. 


I 


Superior  Finish  Fast  Colors  New  Effects 

Grey  Cottons 

The  demand  is  still  growing 
Stocked   by  all  Wholesale   Houses. 

The   Mount   Royal   Spinning   Co. 

Limited 

Sales   Department — 
Eastern   Townships    Bank    Building,    Montreal. 
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DOMINION 
TEXTILE  GO'S 


Spring  range  of  Prints  and  Fancy  Cotton 
Goods,  now  in  the  hands  of  Wholesalers 
set  a  still  higher  mark  tor  Canadian  Goods. 

Values  and  Patterns  in    Staple  Prints  will  please  you 

Our  No.  C.  Cloth  and  D.C.  Indigo 

AT  10  CENTS 

are  unmatchable  in  value,   and  patterns  afford  a  wide 
latitude  of  choice. 

Choice  and  Fast  Colorings — Note  the  New  St'ipe  Effects. 
Ask    your    Wholesaler     for    the     10 -Cent    Canadian     Print. 

Fancy  Cotton  Goods 

1910  will  be  a   BIG  Wash-Goods  Year.     Make  selections  from 

these   lines: — 


WW 
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MOTOR  SUITINGS 

The  Ideal  Cloth  for  Suits. 
HIGRADE  GALATEA 

For  Children's  Wear. 

A  and  AA  DUCK 


WHITE   DUCK   SUITINGS 

INDIAN   HEAD  SUITINGS 

NIGGER  HEAD  SUITINGS 

Marble   Head  Suitings 


WW 
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Asl^  for  Canadian  Lines 
to    maJ^e   sure    of  value. 


<Scra^ 


mm. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 


The  Staple  Department  and  its  Problems 

Spring  Lines  of  Cotton  Being  Ordered  Freely  Great  Demand  for 
Prints  Advances  in  Prices  of  Certain  Lines-  Linen  Quotations  also 
on    the    Up    Grade  -    Ascensions    in     Raw     Wools     and     Cottons. 


CONSIUKHING  the  price  of  raw  cotton  and  pre- 
sent quotations  on  mamifactured  goods,  it  is  a 
certainty  tiiat  no  mill,  either  in  Canada  or 
England  has  a  working  profit,  if  raw  cotton  has 
to  be  purchased  upon  the  present  market.  This  state- 
ment could  only  be  tempered  when  speaking  of  the  finer 
lines  of  cottons  in  the  manufactuie  of  which  tlie  amount 
of  cotton  plays  a  .less  important  part.  Naturally  this 
condition  is  causing  considerable  anxiety  to  mills  tlic 
world  over.  Canadian  mills  are  fairly  well  covered  on 
supplies  of  raw  cotton  for  the  approaching  season,  and 
their  quotations  are  based  accordingly.  As  raw  cotton 
sliows  no  signs  of  receding  from  its  high  level,  it  is 
clearly  evident  that  a  new  scale  of  prices  will  have  to 
be  issued  before  the  Spring  season  is  over. 


Early  Orders  Desirable. 

Spring  lines  of  cotton  which  have  been  on  the  road  f(ji' 
a  few  weeks  are  being  ordered  freely,  as  the  retail  trade 
well  realizes  that  at  this  season  particularly  early  orders 
are  desirable.  Continued  improvement  has  been'  made  In 
all  lines  of  Canadian  goods.  A  noticeable  feature  of 
Canadian  lines  is  the  firm  policy  of  turning  out  pure 
goods.  Canadian  lines  are  not  loaded  with  china  clay. 
The  perfection  to  which  the  loading  of  cotton  has  been 
carried  is  really  wondeiful  and  Canadian  mills  arc 
avoiding  this  tendency,  basing  their  future  upon  pure 
goods,  and  faith  that  Canadian  retailers  and  consumers 
do  not  wish  adulterations. 


rices 


Ad 


vance. 


Spring  Flints. 


Manufacturers  have  received  from  wholesalers  the 
largest  orders  in  their  history  for  Spring  prints.  The 
feeling  in  wholesale  circles  is  that  Canadian  lines  show  a 
continued  and  decided  improvement.  The  low  narrow 
number  at  six  cents  is  a  splendid  cloth.  The  range  of 
patterns  is  broad,  and  sales  in  this  line  are  very  heavy. 
The  Canadian  cloths  at  7 J  cents  are  regarded  by  whole- 
salers as  a  particularly  wise  move  on  the  part  of  Can- 
adian mills.  The  value  of  this  cloth  is  particularly 
pleasing  and  the  trade  are  jiraising  the  range  of  pat- 
terns and  colorings. 

The  range  of  patterns  has  been  widely  extended,  and 
every  accepted  desis^n  and  coloring  are  represented.  The 
latest  ideas  in  stripe  and  spot  effects  are  noticed  and 
the   colorings   are  particularly   choice. 

In  view  of  the  exceptional  demand  for'  prints  the 
retail  trade  should  or'der  good  assortments  early  in 
order  to  make  sure  of  delivery.  Often  retailers  discount 
this  kind  of  advice,  but   it  is  exjiensive  to  do  so. 

Lines  of  pillow  cottons,  bleached  sheetings,  blankets, 
etc.,  have  been  extended  and  values  are  good.  Prices 
have  been  advanced  since  the  first  of  the  year,  but  the 
Spring  list  does  not  show  any  advances  over  the  last 
lists  for  Fall.  Staple  grey  cottons  also  remain  un- 
changed in  price  over  the  last  list. 


The  .Montreal  Cotton  Co.  sent  out  a  new  list  of 
prices  to  the  trade  the  middle  of  last  month.  Advances 
ranging  from  5  to  10  per  cent,  were  made  on  percalines, 
sateens,  cashmeres,  foulards  and  linings.  Wholesalers 
are  practically  covered  for  the  advance  season,  but  it  is 
clearly  evident  that  r'epeats  will  cost  the  r'etailcr-  mori; 
money. 

Canadian  mills  making  the  finer  white  cottcjns  have 
also  advanced  prices  from  five  to  seven  per  cent.  The 
present  indications  look  like  a  still  higher  level. 

Linen  finishes  are  particularly  good  and  fine  light 
weight  cloth's  have  the  preference,  except  in  the  Province 
of  Quebec.  Madapolams  are  asked  for  in  increased 
quantities.  Fine  Canadian  nainsooks  are  more  than 
holding  their  own.  The  demand  for  Canadian  lawns  is 
also  steadily  improving.  Manufacturers  have  succeeded  in 
making  light  weight  goods  that  have  met  the  approval 
of  the  trade.  Canadian  lines  are  now  being  manufac- 
tured and  successfully  sold  that  were  formerly  imported. 
In  all  grades  of  white  cottons  the  increased  Canadian 
competition  has  evidently  served  to  cause  an  improve- 
ment in  all  lines. 

Retailers  should  bear  in  mind  that  the  handle  or  feel 
of  a  print  varies  according  to  the  grounds  and  patter'n.-.. 
Indigos,  light  grounds  dark  grounds  accorxling  to  the 
different  methods  of  printing  have  a  different  handle 
though  the  quality  may  be  exactly  the  same. 

The  high  price  of  raw  cotton  has  caused  many  mills  in 
the  United  States,  England,  Italy  and  other  countries 
to  run  on  short  time  in  order  to  induce  speculators 
in  raw  cotton  to  lower  quotations.  The  immediate  suc- 
cess of  this  i)olicy  is  very  doubtful  owing  to  the  excep- 
tional  demand   for'  goods. 

Advances  in  Wool  and  Cotton. 

The  attention  of  the  tr'ade  is  drawn  to  the  position 
of  the  two  great  staples,  wool  and  cotton  at  the  pie- 
sent  time.  There  has  been  a  big  advance  in  raw  wools 
during  the  past  year  and  values  are  again  approaching 
a  distinctly  high  price  level. 

Manufacturers  in  all  the  great  centres  where  wool 
fabrics  are  ma.de  are  fully  employed  and  prospects  are 
that  the  winter  will  be  a  busy  one,  and  therefore,  during 
the  coming  months  a  large  amount  of  wool  will  be 
wanted  to  feed  the  mills. 

The  majority  of  the  fabrics  in  general  wear  are  made 
from  fine  wools — merinos  and  crosskrcds — and  it  is  this 
class  of  wool  that  has  been   most  in  demand. 

.4t  the  London  wool  sales  now  in  progress  prices  are 
up  on  fine  wools  from  12  i).c.  to  15  p.c.  and  on  the 
coarser  crossbreds,  which  have  not  hitherto  been  in  any 
great  demand,  prices  have  advanced  10  per  cent. 

Previous  advances  have  been  attributed  to  the  heavy 
buying  for  American  needs,  but  this  last  advance  has 
taken  place  without  any  assistance  from  American  buy- 
ers. 

It  would  seem  n.s  though  there  was  very  little  wool 
available  and  that  until  the  new  wool,  comes  to  hand 
in   quantity,   which   will   be   about   the   end   of   the  year, 
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Irishmen  say 


and  with  perfect  truth,  —  that 
whatever  your  opinion  may 
be  about  home  rule,  you  can- 
not deny  that  the  best  Hnen  on 
earth  is  produced  in  ,the  snake- 
less  land  of  St.  Patrick. 

Our  purpose  is  not  to  reiterate 
such  a  well-known  fact;  but 
rather  to  convince  you  that  the 
best  linens  produced  in  the 
world's    linen    headquarters  are 
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tt 
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HinenS 


Particular  care  is  given  to  the 
growing-  and  selection  of  the 
flax  used  in  this  brand;  and  the 
very  pick  of  Erin's  linen  making 
skill  is  employed  in  the  Old 
Bleach  Mills. 

The  bleaching  is  all  done  on  the 
clean,  green  grass,  where  the 
strips  of  newly-woven  linen  are 
exposed  to  the  rays  of  the  sun 
until  they  become  a  pure  un- 
changing white,  with  thestrength 
of  the  fabric  uninjured.  Hence 
the  name  "Old  Bleach." 

We  have  an  interesting  booklet, 
describing  some  of  the  "Old 
Bleach"  Art  Damasks,  Nap- 
kins, Towels,  etc.,  that  you 
would  enjoy  reading. 

Write  us  for  a  copy. 


R.  H.  Cosbie 

IRISH  LINEN  AGENCY 
TORONTO         -         -         ONTARIO 


wool  in  all  manufacturing  centres  will  be  in  short 
supply. 

In  view  of  the  condition  of  the  wool  market  further 
advances  in  wool  goods  must  come  at  an  early  date. 

There  is  little  doubt  about  the  fact  that  the  Ameri- 
can cotton  crop  is  short  this  j'ear  and  that  raw  cotton 
will  touch  a  high  figure.  The  advance  of  a  lew  days 
back  brought  out  orders  over  the  line  that  revealed  a 
pretty  serious  state  of  affairs — many  mills  in  the  States 
have  been  caught  with  low  stocks,  and  who  must  pur- 
chase the  raw  material  at  the  advanced  price. 


Linens. 

Belfast  firms,  through  their  agents  in  Canada,  i,re 
strongly  impressing  upon  their  customers  the  fact  that 
prices  are  on  the  up  grade.  This  is  due  to  the  increas- 
ing consumption  of  linen  goods.  The  United  States  is 
huying  steadily,  and  there  is  an  increasing  business 
coming  from  the  Dominion.  Irish  manufacturers  are 
loth  to  take  orders  now  except  at  advanced  prices,  as 
in  the  majority  of  cases  maniifacturers  are  engaged 
months  ahead. 

The  wholesale  houses  are  opening  the  Spring  season 
at  practically  unchanged  prices,  but  it  is  uncertain  how 
long  this  condition  will  last,  as  when  present  stocks  are 
exhausted,  higher  prices  will  have  to  be  paid. 


Improving  Branch  Factory. 


The  Dominion  Textile  Co.,  Ltd.,  Montreal,  is  spend- 
ing a  large  amount  in  improving  their  Colonial  branch. 
An  up-to-date  blcachery  is  being  installed  and  this  large 
bleachery  will  take  the  place  of  the  Hochelaga  and 
Merchants'  blcacheries.  When  these  bleacheries  are  fin- 
ally closed,  extra  looms  will  he  added  at  these  mills. 


Quebec  Notes. 

R.   Blanchard,   Montreal,   tailor;   assig-ned. 

T'hos.  Hiekey,  Montreal,  slices;  assets  sold. 

J.  T.   Sincasler,  Three  Rivers,  ^tailor;  assigned. 

Nap.  'Morin,  Lambton,  general  store;   assigned. 

S.  E.  Adam,  D 'Israeli,  general  store;  assigned. 

H.  H.  Miner,  Dunham,  general  store;  compromised. 

L.  J.  Hetu,  Lanoraie,  shoe  manufacturer;  assigned. 

John   McBain,    Valcairtier,   general   store;    assigned. 

lu'ternationail  Shirt  «&  Overall  Co.,  Montreal;  dissolved. 

Chas.  Meunier,  St.  Johns,  dry  goods  and  clothing;  as- 
signed. 

T.  D.  Carmichael,  Fort  Coulange,  general  store;  ais- 
signed. 

M.  Tiiembhiy  &  Co.,  St.  Simeon,  generail  store;  as- 
signed. 

Toupin  &  Leonard,  Montreal,  men's  furnishings;  as- 
signed. 

Tnrcotte  Freres,  Montreal,  clothing,  hats;  obtained 
charter. 

James  Fletcher  &  Co.,  Rigaud,  general  store;  burnt 
ou't ;   insured. 

Davidson  Bros.,  Montreal,  cap  mainnfaoturers;  Wilks 
&  Burnett,  registered. 

Kussner  Bros.,  Montreal,  blouse  manufacturers;  dis- 
solved, and  I.  &  E.  J.  Kussner,  registered. 
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Moco  Cottons 


Moco 

The  Standard  for 

Lawns, 

Fine  Cambrics, 

Nainsooks, 

Madapolams, 

Percaline, 

Satines, 

and  all 

Dress  and 

Tailors'  Linings 

and  Linings 

for 

Special . 

Manufacturing 

Trades. 


Wholesalers   are  now   showing    the 
Spring    Lines    of    MOCO   Cottons. 

MOCO   Cottons  stand    for  value, 
purity  and  finish. 

You  can't  go  wrong  when  you  buy 
MOCO  Cottons. 

NOTE  THESE  LINES  PARTICULARLY 


De  Luxe  Waisting 

28  in.  wd.,  25c  retailer.  Range 
of  dress  goods  colors.  Corded 
effect,  suitable  for  waists  and 
dresses. 

Striped  Cotton  Cash- 
mere 

3.4  in.  wd.  Dress  good  shades. 
For  children's  wear  particularly 

Nu-Silk 

36  in.  wd.  All  colors.  Looks 
like  taffeta.  Retails  at  25c  to 
30c. 


Novelty  Costume 
Cloths 

Imitation  dress  Linens.  Wide 
range  of  colors.  Will  be  big 
sellers  at  retail  for  1910. 

Everbloom  Taffeta 

36  in.  wd.  Ideal  for  under- 
skirts and  linings. 

Not  Silk 

32  in.  wd.  Good  range  of  colors. 
Novelty  dress  goods.  Looks 
like  fine  lustre.  Retails  30c 
to  35c. 


LYKE  SYLKE 

{Like  Silk) 

The  perfection  of  the  mercerizing  art.  The  nearest  approach 
in  appearance  and  handle  to  Taffeta  Silk.  LYKE-SYLKE 
wears  three  times  as  long  as  taffeta  silk.  A  full  range  of 
colors,  36  in.  wd.,  retails  from  40c  to  50c. 

A  complete  MOCO  booklet,  showing  fabrics  and  illustrations  of 
Spring  fashions,  will  be  sent  upon  request  to  any  responsible  retailer 

MOCO  Cottons  will  be  advertised  in  leading  newspapers  for  the 
Spring  season. 

PREPARE       NOW      FOR       THE       DEMAND 


Montreal  Cotton   Company 

Address:  Sales  Department,  Eastern  Township  Bank  Bldg.,  MONTREAL 

Works:  Valleyfield,  Que. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 


128 


DRY     GOODS     RE\ME\V 


LAURENTIAN 

Hemmed  and  Hemstitched  Sheets 
and  Pillow  Slips 

Are  wionin^  new  customers    every   day. 


Stores  that  thought  only  sheetings  could  be  sold 
are  finding  hemmed  sheets  and  slips  good  sellers, 
and  profit  makers. 

AUractively  packed.         Attractively  priced. 
Pillow  Slips,  one  doz.  per  box.       Sheets,  three  pairs  per  box. 

Get  an  assortment  of  Laurentian  Sheets   and  Pillow  Slips. 

Display  them  and  prove  for  yourself  that  they  are  good  sellers. 

HANDSOME   DISPLAY  CARDS   FURNISHED   ON   REQUEST. 

Laurentian  Whitewear  Co.,  Levis,  Que. 

WINNIPEG  TORONTO  MONTREAL  EASTERN  ONTARIO  ST.  JOHN.  N.B. 

Western  Fabric  Co.,  W.  H.  Piton.  Z.  P.  Benoit,  and  PROVINCE  OF  QUEBEC,  Alex.  Burr,  Magilton's 

63  Albert  St.  Empire  BIdg.  Mark  Fisher  BIdg.  R.  Dionne.  Sample  Rooms. 


Spring 
1910 


.\^; 


Yd. 


This  Tag  Ticket  on  Every  Piece, 


Spring 
1910 


KINGCOT    DRESS    GINGHAMS 

Standard  in  every  way  and  absolutely  fast  colors. 

A  line  you  can  depend  on  as  satisfactorily  meeting  the  retailing  demand  for  a  fabric  of  that  character. 

Incomparable  Values.     -    -    -    New  Patterns. 

Ask  Your  Wholesaler. 

Canadian    Colored    Cotton    Mills    Co.,    Limited 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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Wabasso  Cottons 

Unique     for    their   Value,    Finish,   Color    and   Purity 


Lawns,         Longcloths 

Cambrics,     Nainsooks 

Madapolams 

Linen  Finishes 

Once  Used 
Al^vays  Used 


T;»aba8&o 


THE   TRADE  MARK  OF  /'CRITV 

FOR 

/.)  nWS,  XA/XSOOFS 

CA MBRICS,  LOXCC  LO 7//S 


The  Dry  Goods  Review  in  September  states:  Cottons  alone  are  not  sufficiently  sold  under  Brands 

This  is  our  own  idea 

For  this  reason  we  adopted  the   ^  AOAoov/    orancl    at  outset 

With  what  result  ? 

After  six  months  manufacturing  are  compelled  to  greatly  increase.     W  Jiy  / 
To  meet  enormous  demand  for  our  famous      \Ar  abaSSO  V^LLI  1  liu 

New  Lines  Now  in  the  Hands  of  the    Wholesale  Trade. 
Order   From    Your    Wholesaler. 

The  Wabasso  Cotton  Company,  Limited 


Address  all  correspondence 
to  the  Mills 


Three  Rivers,  Quebec 


Please  ineiition  The  Rezie:^'  to  .Idz'ertisers  aitd  Their    Travelers. 


Canadian  National   Exhibition  —  The   New   Transportation    Building, 


Unity  and  Responsibility  Dominant  Notes  of  Exhibition 

The  C.  N.  E.  Becoming  More  Thoroughly  Representative  of  National 
Resources,  Development  and  Industry  —  Broadening  Its  Scope  —  Ex- 
hibits and  Demonstrations  of  Interest  to  Drygoodsmen— Gipe  Carriers. 


To  (liuse  who  liave  at  till  coiiHidei-ed  the  (leveh)p- 
inent  of  Caiuuhi's  National  Exhibition  in  rela- 
tion to  till'  growth  and  condition  of  (he  country, 
the  characteristic  si)irit  whicli  finds  ntterance 
on  each  occasion  cannot  fail  to  be  of  exceptional  interest. 
The  desirability  of  havin_<;  an  Exhibition  whicli  would, 
at  all  times,  be  I'epresentative  of  Canada,  its  resources 
and  energies,  has  always  been  uppermost.  Unity  at  home, 
"development  of  the  heritage,"  have  ever  been  seized 
upon  by  orators  on  different  oecosions  as  inspiring  themes, 
and  it  has  not  been  in  vain.  The  thirty-first  annual 
demonstrated  that  the  Exhibition  is  undoubtedly  growing 
rapidly  in  its  representative  merits — in  its  educational 
value  as  reflecting  Canada's  natural  wealth,  and  the 
success  of  industrial  and  commercial  energy. 

Canada's  Responsibility. 

This  year,  however,  Canada's  responsibility  as  a  part 
of  the  British  Empire  was  a  subject  which  brought  forth 
more  emphatic  utterance  than  probably  ever  before.  Tt  is 
large  in  the  national  mind  at  the  present  time  and  tiie 
presence  of  .so  distinguished  a  guest  as  Lord  Ciiarles  Reres- 
foi'd,  coupled  with  the  memory  of  certain  circumstances 
with  which  he  was  recently  identified,  served  to  give  un- 
usual prominence  to  the  theme. 

Unity  and  responsibility — these  surely  are  great  words 
in  the  lexicon  of  a  youthful  nation,  and,  hitched  to  such 
a  star,  presenting  and  emphasizing  such  an  ideal  by 
means  of  those  actualities  which  enthuse  the  people  and 
give  them  confidence  in  themselves,  in  things  as  they  are 
and  in  the  future,  the  National  Exhibition  will  ensure  its 
permanency. 

The  thousands  of  people  who  visited  the  Exhibition 
this  year  (and  the  attendance  was  ahead  of  all  records), 
saw  a  greatly  enlarged  area  devoted  to  its  purposes.  Each 
year  sees  some  extension  and  this  year  the  principal 
monument  to  progress  was  a  new  transportation  building, 
an  imposing  structure  which,  by  reason  of  its  substantial 
character  suggests,  in  itself,  the  perpetuity  of  the 
Exhibition. 


Progressive  Policy. 

In  spile  tit'  the  iiici'i'asetl  facilities  which  lliese  extcn- 
si(His  att'oi'(h'(l,  JiowiM'ci'.  (hci'c  were  many  intending  ex- 
iiil)itors    to    wliom    acconnnodat  ion    couhl    not      be      given. 

To  tile  nianufactmer  and  merchant,  the  exhibition  is 
always  of  interest,  for  the  range  of  enterprise  which  is 
there  demonstrated  is  by  no  means  meagre.  Apart  from 
those  features  which  represent  Canada's  importance  from 
an  agricultural  point  of  view — and  none  can  atford  to 
overlook  this — the  showing  of  machinery,  manufactures 
and  processes  was  on  a  broader  and  grander  scale  tlian 
ever  before. 

Perfection  of  Gipe  Equipment. 

A  demonstration  which  established  first,  the  great 
utility  of  a  cash  and  parcel  carrier  service  in  present  day 
merchandising,  and  secondly,  the  superiority  claimed  for 
"Gipe"  appliances,  was  given  by  the  Gipe  Carrier  Co.  in 
the  Process  Building  during  the  Exhibition  in  Toronto. 
One  of  the  most  striking  features  in  connection  with  this 
exhibit  was  a  cash  carrier  line,  ninety-five  feet  in  length, 
one  terminal  of  which  was  seven  feet  highei-  than  thi? 
station  in  the  Company's  booth.  It  was  a  convincing 
proof  of  the  perfection  of  "Gipe"  e(|uipnient  that,  during 
the  two  weeks  of  the  Exhibition,  this  carrier  line  was 
constantly  in  operation  without  a  single  hitch.  The  same 
is  true  of  other  appliances  in  the  exhibit.  This  included 
a  steep  grade  carrier,  the  secret  of  which  is  a  small  key 
near  the  lever.  This  holds  the  two  carrier  wires  apart 
so  that  there  is  no  crash  when  the  car  reaches  the  end  of 
the  incline,  and  the  salesman,  by  simply  turning  the  key, 
restores  it  to  the  levers.  The  "Gipe"  package  and  cash 
carrier,  the  "Gipe"  messenger,  and  the  "Gipe"  curve  and 
the  "Gipe"  vertical  cash  or  message  lift  were  continu- 
ously demonstrated  during  the  Exhibition,  and  by  those 
of  enquiring  mind  it  was  noted  that,  being  free  from 
rubbers  or  cords  to  give  rise  to  complications,  they  per- 
formed their  work  effectively  and  in  an  absolutely  de- 
pendable manner. 

The  demonstration  was  in  charge  of  E.  C.  Gipe,  the 
inventor,  who  since  1892,  has  devoted  his  whole  time  and 
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atlciition  to  lliis  work.  He  lias  Ix'cn  coiislantly  expcri- 
Tiiciiliiiu'  and  iii\'('iit  iiiti'  and  ilic  pciTcflioii  of  Gipe  ecjiiip- 
iiu'iit  is  llic  best,  evidciici'  of  his  success.  His  first  line 
was  known  as  tlic  Standard.  A  I'mtiici'  step  towards  tlie 
ideal  wa.s  made  in  1898  when  his  Aii--ljine  system  was 
introduced.  Tliese  carriers  ai-e  recognized  as  the  best 
in  tiie  [Tnited  States  to-day,  and  tlie  j)i-oof  of  this"  is 
found  in  the  fact  that  they  are  in  use  in  tiiousaiuls  of 
tlie  leading  stores  across  tlie  line.  Mr.  (ii|>e's  work, 
however,  did  not  cease  here. 

Available  in  Canada  First. 

It  is  interesting  to  note  that,  in  selling-  his  air-line  busi- 
ness six  years  ago,  he  gave  heavy  bonds  not  to  manufac- 
ture or  sell  carriers  in  the  United  States  for  10  years  from 
that  time.  It  was  his  intention  then  to  g'o  out  of  business 
altoo-cther,  but,  after  conceiving  the  idea  embodied  in  his 
latest  carriers,  he  changed  his  mind.  As  he  could  not 
manufacture  or  sell  in  tiie  United  States,  he  opened  fac- 
iei ies    and    souulit    his    market    in    Europe    and    Canada. 


nionieiil  when  the  car  is  being  despaiched.  All  wabl)ling 
of  the  cash  car  is  done  away  with,  lliere  is  no  Ijreaking 
of  wires,  and  it  is  never  necessary  to  hang  out  the  "closed- 
foi'-repaiis"  sign,  "(iipe"  carriers  are  very  easily  oper- 
ated, their  instalation  means  tin'  sacrifice  of  no  valuable 
space,  and  wlien  the  levers  are  tdosed  the  etiuipment  has 
the  appeai'aiiee  of  a  one-vire  system. 

The  feature  of  the  "Gipe"  curve,  is  a  neat  flange, 
wliicii  supports  the  track  wii-es.  It  may  be  used  for 
bridge  lines,  slight  curves,  square  and  rpiarter  turns.  It 
reciuires  no  unsightly  guide,  and,  as  is  the  case  with  all 
of  tiie  "Gipe"  appliances,  noise  is  reduced  to  a  minimum. 

A  Reliable  Package  Carrier. 

As  a  simplifier  of  store  system  the  "Gipe"  package 
and  cash  carrier  has  been  found  of  inestimable  value.  It 
i^  equipped  with  a  lock,  which  coiinot  fail.  The  car,  in 
fact  cannot  be  sent  until  the  basket  is  properly  locked  to 
it.      The    basket    always    reaches    the    wrapper    with    the 


The  Gipe  Carrier  Being  Demonstrated. 


"Gipe"  carriers  enter  into  the  equipment  of  many  of  the 
largest  stores  in  England,  and  the  Continent,  and  under 
the  circumstances,  just  related,  the  appliances  are  avail- 
able to  the  merchants  of  Canada  five  years  before  they 
may  be  placed  in  the  United  States  market.  Although 
many  enquiries  with  reference  to  "Gipe"  fixtures  come 
from  merchants  across  the  line,  the  inventor  is  barred 
from  doing  business  there  by  reason  of  the  agreement 
referred  to.  The  Canadian  factory  is  99  Ontario  Street, 
Toronto. 

No  Rubbers  or  Cords. 

In  the  "Gii>e"  carrier,  the  objection  arising  in  con- 
nection with  rubber  or  cord  propulsion  is  overcome.  It 
is  built  on  the  "spread  wire"  principle  and  the  system, 
wherever  installed,  does  not  require  overhauling  on  Fri- 
day in  order  to  ensure  service  during  the  rush  of  Satur- 
day. The  two  wires  between  the  wheels  of  the  carrier  are 
spread  with  equal  tension  by  simply  pulling  the  handle, 
thus  releasing  the  car  from  the  catch.  The  levers  are  al- 
wavs  closed  and  the  two  wires  are  together  except  at  the 


goods  in  it,  and  never  hangs  out  between  stations.  On  be- 
ing released  by  the  wi'apper,  it  quickly  descends  the  grade 
and  arrives  at  the  counter  or  sales  station  noiselessly.  By 
the  use  of  this  package  carrier,  the  wrapping  counter  is 
taken  from  the  main  floor,  leaving  more  time  and  space  for 
merchandising  purposes. 

Vertical  Cash  or  Message  Lift. 

The  "Gipe"  vertical  cash  or  message  lift  is  used  for 
connecting  the  cashier's  desk  with  points  in  the  lower 
or  upper  floors,  and  is  quick  and  noiseless. 

A  clip  for  checks,  receipts  or  similar  papers  used  in  a 
store  or  other  place  of  business  can  be  attached  to  the 
cash  cup  of  the  various  carriers.  It  is  light  and  strong, 
and  as  the  opening  is  limited,  the  spi'ing  cannot  be 
strained.  In  wholesale  houses  or  other  establishments, 
where  papers  and  small  books  have  to  be  transferred 
from  one  place  to  another,  the  "Gipe"  message  carrier 
is  the  rival  of  the  messenger  boy,  with  this  difference — it 
never  turns  up  mis^^ing.  It  is  simple,  practical  and  strong, 
and  so  constructed  fbat  books  and  papers  do  not  jar  out 
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Dr\i  Goods  Rez'ietc 


"EXCELDA" 

Handkerchiefs 

Made  from  a  new  Fabric  of  superior  quality. 


When  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 


EXCELD 


A  good  article  com- 
mands respect  from 
your  customers  and 
increases  your  business 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

"EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 


Please  mention  J  he  Revieiv  to  Advertisers  and  Their    Travelers 


Men's  Section      The  American  Ouliitlers,  335   Notre  Dim;  Street  West,  Montreil.     (See  page  70). 

Men's    Clothing    and    Furnishings   News 

Clothing  Manufacturers  Have  Completed  Fall  Shipments  —  Repeats 
on  Desirable  Lines  may  be  Difficult  to  Obtain  Freak  Effects  Being 
Eliminated  -Greens,  Bronzes  and  Greys  for  Spring— Neckwear  News. 


CLOTHING  factories  in  Montreal,  Toronto  and 
other  centres  have  practically  completed  Fall 
shipments.  The  demand  has  taxed  the  capa,city 
of  many  factories.  The  standard  of  Canadian 
clothing'  is  very  hio'h  and  retailers  have  mot  been  slow  to 
appreciate  this  fact.  Repeats  on  desirable  lines  will  be 
hard  to  fill  this  Fall  as  the  majority  of  factories  have  on 
order  practically  all  they  can  look  after,  and  are  alrea.dy 
turning  their  attention  to  Spring'  lines.  The  great  bulk 
of  western  demand  has  been  for  hig'her  grades. 

The  keynote  of  the  new  Spring  styles  in  men's  cloth- 
ing is  conservative  plainness.  To  be  sure,  fancy  cuffs. 
a,nd  flaps  on  pockets  are  still  used  but  the  decided  ten- 
dency in  good  clothes  is  t'he  quiet,  plain  garment. 

The  extreme  padded  shoulders  are  taboo^.  Of  course, 
for  so-called  college  clothes,  many  of  these  ideas  are  still 
used.  Retailers  should  bear  in  mind  that  styles  across 
the  line  are  slowly  working  towards  the  p'ain  common 
sense  ideas,  and  this  will  apply  to  some  extent  in  Canada. 
Coats  are  neither  form-fitting  nor  loose — just  slig'htly 
shaped.  Trousers  are  also  losing  their  freakishness  and 
are  being  cut  along  plain  lines  without  the  pronounced 
peg  effect. 

In  materials,  clothiers  have  introduced  small  over- 
checks  and  plaids,  and  it  is  predicted  in  some  quarters 
that  before  the  season  is  over,  they  will  sell  as  well  as  the 
jiiipnlar  stripes. 

-*- 

Suitings  for  Spring. 

Leading  woolen  houses  in  Canada  report  that  greens 
and  bronze  colors  are  as  prominent  as  greys  for  Spring, 


while  across  the  line  fancy  and  unusual  colors,  that  have 
been  prominent  of  late,  luwe  given  away  to  greys.  Hair- 
line stripes  are  good.  Blue  serges  are,  of  course,  always 
staple  and  in  demand,  but  fancy  weaves  in  blues  and 
blacks  are  also  to  tiie  fore.  In  the  high  class  trade,  un- 
finished worsteds  are  very  much  in  favor  as  are  Scotch 
tweeds. 


Spring  and    Winter  Overcoatings. 

There  is  a  return  to  fax'ur  of  the  covert  I'oat  which  has 
always  been,  more  or  less,  a  staple  article  in  every  g^'iiile- 
man's  wardrobe.  Further,  covert  cloth  has  been  made 
waterproof  and  this  adds  to  its  quality  and  makes  a 
coat  of  this  cloth   serviceahle  both  in  wet  and  dry  weather. 

One  of  the  most  eomfortab'e  Winter  coats  for  this 
climate  is  tiie  heavy  rough  tweed  ulster,  the  material  of 
which  is  shown  in  a  variety  of  colors  and  shades.  The 
cloth  is  made  in  weights  varying  from  ;i2  to  46  ounces 
per  yard  and  in  a  great  many  cases  the  cloth  carries  its 
own  lining.  There  is  also  quite  a  demand  for  meltons 
and  beavers  in  black,  blue  and  u'ravs. 


Changes  Noted. 

Discussing  Spring  suit  styles,  a  manufacturer  pointed 
out  that  coa.t  lapels  were  less  extreme,  and  that  the  only 
mark  of  freakishness  in  the  flap  of  the  pocket  was  a 
button  in  the  centre.  Pockets  were  still  welted,  but  the 
welt   did   not   have   the   slant    which   2'ave   this   feature   so 
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Dry  Goods  Review 


Waterproof  Collars 
that  you  would  wear 


Here's  a  good  way  to  test  a  Water- 
proof Collar  : — would  you  be  as- 
hamed to  wear  it  yourself  ? 

We  emphatically  assert  that  the 
average  dry-goods  merchant 
would  hesitate  a  long  time  before 
making  a  public  appearance  with 
an  ordinary  rubber  collar  en- 
circling his  neck. 

And  we  are  equally  emphatic  in 
asserting  that  the  most  fastidious 
dry  goods  merchant  would  not 
hesitate  a  moment  to  wear 


H 


Challenge^'    Brand 

Waterproof 

Collars  and  Cuffs 


They  look  exactly  like  high-grade 
linen.  An  expert  would  need  lo 
make  a  close  examination  before 
descovering  they  were  not  linen. 

They  are  cut  in  all  the  latest  styles 
and  fit  to  perfection.  You  can 
recommend  them  to  customers  as 
superior  to  linen  because,  while 
lacking  nothing  in  style,  wear  and 
comfort,  they  effect  a  great  saving 
in  laundry  expense. 

Handsome  Display  Case 
Free 

To  dealers  handling  "Challenge" 
Brand  Goods  we  present  a  beauti- 
ful outside  collar  case,  made  of  the 
finest  British  Plate  Glass  and 
Quarter  Cut  Oak. 

WRITE  OUR  AGENTS  FOR  PARTICULARS. 

^^'  Arlington  Company 

of  Cana&a,  Himiteti 

54-56  Fraser  Avenue,    -    Toronto,  Ontario 

Western  Representatives  Eastern 

J.  CHANTLER  &   CO.,  Toronto        DUNCAN  BELL,  Montreal 


ultra  an  appeai'ance  last  season.  Extreme  features,  he 
pointed  out  'had  been  relegated  somewhat  to  the  cheaper 
lines  for  boys  ranging  from  15  to  18  years.  Selecting  a 
fancy  suit  for  comparison  with  the  same  style  of  last 
year,  he  pointed  out  that  tliis  year  the  centre  vent  was 
eliminated,  the  sides  still  creased,  length  321/2  instead  of 
33  inches,  drooped  in  front  sligtitly,  three  buttons  close 
together,  three  pockets  outside  with  wide  welt.  A  plainer 
three-button  coat  is  SlVa  inches  long,  with  centre  vent  of 
9  instead  of  15  inches.  Trousers  were  a  little  fuller  at 
the   hip,   31V2-i'ncli  knee   and  17-inch   extremity. 


ancy 


Vests. 


It  is  evident  from  lines  shown  for  Spring  that  hair- 
line effects  in  fancy  vests  will  be  in  high  favor.  Black 
and    white   effects   also   feature   the   new   lines.     Knitted 


Convertible  collir,  waterproof—  By  Samuel  Wener  &  Co.,  Montreil 

vests  are  still  in  good  demand  with  houses  who  have 
specialized  in  these  garments.  The  daintier  effects  in 
lig%t  wool  fabrics  have  taken  exceedingly  well.  Vests 
are  much  plainer  than  last  season.  Although  pockets, 
flaps  and  welts  still  betray  memories  of  past  novelties, 
they  have  toned  down  considerably,  both  as  regards  cut, 
buttons  and   trimmings. 


Hosiery,  Neckwear  and  Gloves, 

In  men's  hose,  both  in  cashmeres  and  lisles,  machine 
stripes  are  a  pronounced  feature.  The  color  range  of  last 
season  is  still  in  evidence  with  some  curtailment  on  glar- 
ing tones,  but  blues,  browns,  olives,  and  resedas  in  request. 

An  example  of  what  importers  often  contend  in  the 
way  of  retailers  not  knowing  values  is  furnished  by  a 
recent  order.  In  this  case  a  plain  two-thread  lisle  at 
.$4.50  was  shown  against  a  four-thread  with  vertical  clock- 
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"PYRAMID"  Handkerchiefs 


Are  welcomed  by 

wholesalers,   and   retailers 

are  buying  freely. 

Ask   your  wholesaler   now, 

and   get  ready  for  Fall  needs. 


Pyramid 
Handkerchiefs 

attract  the  best  class  of 
buyers  to  your  store. 
Tempting  window  dis- 
plays are  worth  while. 
Show  cards  furnished 
by  your  wholesaler. 


What  PYRAMID  HANDKERCHIEFS  are  : 

A    soft,   durable  fabric.       Tasteful    and    original    patterns,    every   one 
registered.       Absolutely  fast  colors. 

A  Moderate  Price.  A  Staple  Seller. 


PYRAMID 

HANDKERCHIEFS 


CARRIED  BY  THE  LEADING 
WHOLESALERS. 


PYRAMID 

HANDKERCHIEFS 
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You  can  tell  the  difference 


between  Xylonite  Linen  Collars  and 
Cuffs  and  any  other  make  of  water- 
proof Collars  and  Cuffs 


at  a  single  glance 


Xylonite-Linen 

( Prononuced  Zy-lo-nite ) 

Waterproof  Collars  and  Cuffs 

look  like,  feel  like,  wear  like  the  best 
grade  of  linen— with  these  three  ex- 
ceptions : 

1.  They  are  absolutely  water  proof  and 
iv/'/t  proof. 

2.  They  wear  longer  than  the  best  linen 
made. 

3.  A  wipe  w^ith  a  damp    cloth  cleans 
them  instantly. 

They  are  cut  in  the  latest  stylish 
modes,  fit  perfectly  and  are  made 
doubly  thick  at  the  buttcn  holes. 

We  w^ould  like  to  send  you  our  bul- 
letin and  price  lists.  Upon  receiving 
your  request  we  will  gladly  forward 
them  by  return  mail. 


Catiadian  Selling  Age}its : 

GEO.  RIDOUT  &  CO. 

TORONTO 

Large  stocks  available  in   the  following  cities  : 


77  York  Street 
Phone  Main  3003 
Toronto 


56  Albert  Street 
Phone  Main  3864 
Winnipeg 


123  Corsitine  Bldg. 
Phone  Main  3921 
Montreal 


ing'.  The  two-thread  was  very  ordinary  value  at  the  price,. 
while  the  four-thread  was  exceptional.  The  retailer  select- 
ed t'he  two-thread  line  as  the  appearance  of  the  two  lines 
was  almost  identical.  Howevei',  a  close  inspection  would 
prove  that  t'he  four-t'hread  was  firmer  and  showed  the 
color  better,  and  of  course  it  would  give  infinitely  better 
service. 

Reviewing  the  demands  of  the  season  with  reference  to 
collars,  some  wliolesalers  state  that  there  has  been  an  in- 
creasing demand  for  t'he  smaller  rounded  and  square  wing 
effects,  aiud  that  these  lines  are  s'howing  to  a  greater  de- 
mand than  ever,  the  popularity  of  the  turned-down  styles. 

Special  placing  for  Christmas  has  been  about  com- 
l)leted  by  many  of  the  wholesalers  and  they  state  that, 
so  far  it  has  averaged  up  well.  From  some  quarters  ha.ve 
eome  demand  for  boxes  of  neckwear  and  hosiery  or 
handkerchiefs  suitable  f(u-  holiday  favors.  This  is  an 
idea   which  has  gained   "leat    favm-  with    ret'ailers   in   the 


J.  M.  HAMILTON,  VANCOUVER,  B.C., 

Representing  the  Robert  C.  Wilkins  Co.,   Ltd.,   Montreal, 
in  British  Coiumbia  and  Alberta, 


United  States  and  it  is  growing  here,  the  merchant  realiz- 
ing it  as  a  likely  factor  in  the  increasing  of  his  turnover. 

In  neckwear,  the  demand  has  been  for  plain  colors 
a,nd  small  stripes,  but  the  Christmas  demand  from  some  of 
the  more  distant  sections  of  the  country  has  caused  quite 
a  run  upon  good  staples.  Olives,  prunelle,  bronze  browns, 
dark  blues,  and  deep,  soft  tones  of  red  have  figured  in  the 
selling.     Silk  knitted  lines  have  also  done  well. 

There  has  been  good  business  in  gloves  for  Fall.  From 
the  west  and  country  districts  furlined  goods  have  been 
called  for,  while  the  town  and  city  trade  has  bought  good 
quantities,  capes,  suedes  and  mochas,  tans  and  greys  be- 
ing the  principal  shades. 


With  the  object  of  still  further  perfecting  its  organ- 
ization, the  tailoring  house  of  Hobberlin,  Toronto,  ha« 
opened  a  huying  office  in  Bradford,  Eng.  Paul  Alcock, 
who  is  in  close  touch  with  the  woolen  industry,  has  been 
appointed  resident  buyer. 
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PATENTED 
U.S.  A.  CHESTER 
SUSPENDERS 


ALL  FABRIC 


BETTER  THAN   LEATHER 


C  The  best-selling  models 
ever  put  on  the  market. 
So  attractive  that  every- 
body who  sees  them  wants 
them.       :        :        :        :        : 


u 


w  ^ 


Semi- Elastic  Model 

(Non-elastic  shoulder 
straps, elastic  backstraps) 
affords  the  firm  support 
to  trousers  that  is  absol- 
utely necessary  to  good  fit. 


Full-Elastic  Model 

The  top  notch  of  per- 
fect comfort.  Lisle  webs 
meeting  new  standards 
of  beauty  and   merit. 


Both  models  carry  our  new  patented  new  fabric  ends 
(leather  shaped),  chemically-toughened  wear-points,  and 
solid,  woven  inserted  back  buttonholes. 

See  that  you  have  a  full  and  complete  stock  on  hand  to  meet 
the  increasing  demand  which  our  newspaper  campaign  is 
creating.     Send  for  sample  dozens.     Price,  $4.25  per  dozen 

MADE  BY 

THE  JAMES  HALL  CO. 

BROCKVILLE,  ONT. 
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Special  Order 

Clothing 

IS 

building    business    for 
Progressive  Merchants. 


Applications 
considered  now 
for  the  season 
of  Spring,  1910 


e».  Campbell 

Manufacturing  Company,  Limited 

Elmire,  Cadieux  Sts.  and  Colonial  Ave. 
MONTREAL 
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Smart  Driving  Gloves 

There's  a  big  demand  for  these  goods -a  demand 
that  you  can  supply  with  good  profit  to  yourself 
and  satisfaction  to  your  customer  with 

IMPERIAL  GLOVES 

They  are  smart  and  stylish  in  cut,  perfect  in  ma- 
terial, strongly  made  and  elegantly  finished. 
Their  presence  in  your  stock  accelerates  business. 
Imperial  Gloves  appeal  to  every  customer— the 
careful  customer  by  wearing  qualities ;  the  easy- 
going customer  for  comfort  ;  and  the  stylish  cus- 
tomer by  distinctive  appearance. 

May  we  send  you  our  Catalog  ?      Write   us  for  a  Copy. 


IMPERIAL    GLOVE   CO.,   LIMITED 

DUNDAS  :-:  :-:  ONTARIO 


A  New  Idea  in  Men's  Wear 

The  "  TH ATsALL"  Garter  is  a  new  idea  in  men's  wear  -  only  on 
the  market  a  few  months.  Yet  already  it  is  tremendously  popular. 
Already  it  has  proved  itself  one  of  the  best-selling  articles  of  men's 
wear  the  year  has  produced. 

Hundreds  of  energetic,  up-to-date  haberdashers,  aided  by  our 
national  advertising  campaign,  are  selling  "  THATsALL"  Garters 
everywhere.  Why  aren't  you  getring 
some  of  these  profits  ? 

"THATsALL"  Garters 

(Copyright.    1909) 

are  so  popular  because  they  do  away 
with  the  faults  of  other  garters. 

For  they  need  no  band  around  the 
leg.  They  can't  bind  the  leg  or  inter- 
fere with  the  free  circulation  of  the 
blood.  They  can't  slip  and  let  the 
wearer's  socks  wrinkle.  Yet  they  don't 
pull,  and  soon  the  wearer  forgets  he 
has  them  on. 

They're  clean  and  sanitary.  Other 
garters  bind  the  leg  and  stop  circulation. 
"THATsALL  "  allows  free  circulation 
of  the  blood  and  keeps  you  warm. 
They  are  easily  put  on  and  taken  off, 
they  won't  come  undone. 

Many  Profits   for   You 

"THATsALL"  Garters  are  big 
sellers.  They  have  many  profits  for 
you.  Every  sale  you  make  means  other  sales.  And  the  garters  brmg 
new  customers  to  your  store — customers  who  will  stay  to  buy  other 
things. 

Write  for  sample  of  the  "THATsALL"  Garter  to-day.  Judge 
its  selling  possibilities  for  yourself.  Then,  give  us  a  trial  order.  It 
means  big  profits.     Write  us  a  letter  now. 

'^TQATsALL"  GARTER  CO.,  41  Daion  Square,  New  York 
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The  PRESTO  COLLAR 

/1/r^.Sr  INCREASE 

YOUR  BUSINESS 


^  It  has   a  selling  force  all  its  own,   because  it  fills  a  real 
need  from  the  standpoint  of  your  customer. 


^  It  makes  two  overcoats  or  raincoats  out  of  one  garment, 
with  nothing  lacking  in  style  or  smartness. 


^  It  rests  firmly  and  smoothly  on  the  neck  when  turned 
down,  in  the  ordinary  way — makes  a  covering  for  the  chest 
-way  up  to  the  chin,  when  turned  up,  making  the 
smart,  stylish,  military  effect,  keeping  out  cold  and  storm 
at  their  bitterest. 


^  It  looks  the  same  as  any  overcoat  or  raincoat  until 
occasion  requires— then  the  wearer  changes  coat-styles  in  a 
wink.  It  is  a  tailoring  principle — used  in  all  materials  — 
a  part  of  the  garment  and  not  in  any  sense  an  attachment. 


^  The  Presto  will  appeal  to  your  trade  if  you  have  it  to 
show  them.  You  can  easily  see  the  selling  points  to 
attract  a  buyer. 


^  The  best  overcoat  and  raincoat  makers  in  the  United 
States  and  in  Canada  have  seen  its  advantages  as  a  trade 
magnet  and  are  making  Presto  Collar  Coats,  patented,  a 
wedge  for  sales. 


^  See  it  before  you  order — get  acquainted  with  its  genu 
ine  merit.      It  isn't  a  freak  or  a  fad.     You'll  know  why 
you  ought  to  have  it  on  the  coats  you  sell.      Presto  Collar 
Coats  are  only  made  in  Canada  by 

T.  Eaton  Co.  Toronto 

J.  W.  Peck  &  Co.  Montreal 

Wener  Bros.   &  Hart  Montreal 

S.  Wener  &  Co.  Montreal 

who  will  gladly  answer  all  requests  for  a  good  critical  look 
at  the  Presto  Collar  Garments.  Write  to  them  to-day. 
It  will  pay  you — pay  you  well. 


THE 


PRESTO  COMPANY 

699  Broadway  NEW  YORK 


GOOD  GOAT  LININGS 


ARE  ESSENTIAL 


if  you  wish  to  please  your  customers. 


The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths 
bear  the 

KIRK 


stamp,  as  below : 


THERE  ARE  TWO  FINISHES  WITH  THIS 

NAME  AS  A  GUARANTEE 

OF    EXCELLENCE    IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(  1 )     The  Original 

Termanent  Finish/ 


(2)  *Velper' 


The  Velvety  Permanent  Finish  for 
those    who    prefer    a   soft   handle. 


PATTKR.XS    S//()li7.V(;     EITHER 
EI.\[SH  can  be  had  nn  applirafinn  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 

ENGLAND 
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IMEN'S     FURNISHER 
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THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^EG?TRADEMARi^ 


PROOFED  BY 

Fac-simile  of  Stamp 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


(Copyright) 


DUST-PROOF 

as  well  as 

Showerproof  f' 


The    * 


Proofers  to  the  Trade,  BRADFORD,  YKS. 


You  are  interested  in  Shirts — 

Our  travelers  are  now  on  the  road  with  a  line  of  shirts  for  spring  delivery  that  w^ill  at  once  attract  your  favor- 
able attention.     In  variety  of  pattern,  quality  of  fabric,  stylishness  of  cut,  elegance  of  make  and  finish  these 

DEACON  SHIRTS 

excel  any  line  ever  put  on  the  Canadian  market.     They  are  goods  that  w^ill  enable  you  to  ask — and  get — a  fair 
price  and   profit ;  and  will  leave  your  shelves,   at  the  end  of  the  season,  agreeably  free  from  left-over  stock. 

SEE    OUR    TRAVELERS    BEFORE    ORDERING    SHIRTS ! 


The  Deacon  Shirt  Co., 


Belleville,  Ontario 


Heillig,  Joseph  &  Co. 

Importers  of  Woolens  and  Tailors'  Trimmings 

204-206  McGill  Street  NotS^oame       -       Montreal 


Our  range  comprises  the  Newest   and  most   Up-to-date   designs  in   Worsted 

Suitings  and  Coatings 


WAIT  FOR  OUR  TRAVELLERS    BEFORE   ORDERING 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Review 


MEN'  S     1<  U  R  X  I  S  1 1  1<:  K 


141 


Special  Overcoat  Collars, 

Durin.ii'  last  season  some  mamifacturers  in  United 
States  and  Cana.da  used  as  a  stiHm>>-  selling  feature  spepial 
coat  collars,  which  could  be  utilized  either  as  a  collar  for 
ordinary  street  wear  or  a  slorin  collar.  The  idea  caunlit 
on  with  customers  and  this  year  special  collars  of  even 
greater  merit  have  been  introduced.  They  are  so  con- 
structed that  the  coat  serves  two  purposes,  a  dressy  street 
coat  and  a  heavy  storm  coat.  Special  patents  have  been 
secured  for  certa,in  of  these,  and  retailers  pu.shin.u'  them 
will  undoubtedly  do  a  good  overcoat  business. 


No  "  Fake  "  Advertisements. 

We,  the  undersVned  mcichants  and  business 
men  of  the  City  of  Sedalia,  hereby  obligate  our- 
selves one  to  the  other,  to  do  no  card  or  program 
advertising  for  a  |)eriod  of  one  year  from  and 
after  this  date. 

The  above  is  the  form  of  contract  which  is  signed 
each  year  by  the  retail  merchants  of  Sedalia,  Mo., 
U.S.A.,  as  a  safeguard  against  what  they  consider  to  be 
fake  advertisements.  The  purpose  of  the  contract  is  to 
furnish  the  retailer  with  a  legitimate  excuse  for  not  ad- 
vertising in  cook  books,  hotel  registers,  theatre  pro- 
grams, on  livery  barn  clocks,  cards  to  be  hung  in  lodge 
rooms,  in  song  books,  etc.,  and  the  plan  is  said  to  save 
them  thousands  of  dollars  each  year. 

C.  C.  Lawson,  secretary  of  the  State  Association  of 
Retail  Merchants  is  the  originator  of  the  scheme.  His 
plan  works  thus  :  When  a  solicitor  for  advertising 
schemes,  which  will  cost  the  merchant  money  and  will 
bring  no  results,  calls  on  a  merchant  he  is  told  that  the 
retailer  is  bound  by  contract  not  to  do  any  advertising 
except  that  which  is  legitimate,  such  as  newspaper  adver- 
tising ;  is  shown  the  contract  and  referred  to  Mr.  La;w- 
son,  who  is  also  secretary  of  the  local  association. 

It  does  not  take  Lawson  long  to  show  the  solicitor 
how  impossible  it  is  for  any  member  of  the  association 
to  violate  the  contract  and  the  deal  is  off.  This  plan 
makes  it  easy  for  the  merchant  to  turn  down  their  best 
friends  and  customers  when  the  latter  come  around  ask- 


ing f(n-  an   advertisement  for   some  so-called      legitimate 
proposition. 


1).  McCallum,  formerly  with  the  Anderson  Co.,  St. 
Thomas,  has  taken  a  position  with  Gordon,  McKay  & 
Co.,   Toronto,  as  traveler. 


Wreyford    h,   Co. 

TORONTO 

WHOLESALE   MEN'S    FURNISHERS 
Sole  Agents  in  Dominion  for: — 

Young   &    Rochester's 

Shirts,  Collars,  Neckwear,  Fancy  Vests,    Dressing 

Gowns.     Best  selection  Flannel  Shirts  in  Canada. 

FACTORIES :    London    and     Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


CELLULAR  CLOTHING  CO. 

Manufacturers  of  '^Aertex"  &  "Cotella"  Underwear 

O.A.D.  Athletic  Shirts  and  Trunk  Drawers 
to  retail  for  50c. 

Union  Suits  to  retail  for  $1.50 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Orders. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


Our  travellera  are  now  on  the  road  with  full  range  for  1910. 
If  not  regular  cvistomer,  write  us. 


^iglFEiElllI/-".    'i 


The  Berlin  Suspender  and  Button  Co.,  '^^ont^ 


•  ur    Ohr 


OUOr        ,^N  CANADA 


EmmM 


Globe  Suspender  Co 

ROCK    ISLAND, 
P.Q 


GUARANTEED  TO  GIVE 
PERFECT  SATISFACTION 
TO   THE  WEARER 


Globe  Suspender  Co 

ROCK    ISLAND. 


AGENTS    FOR 


'^^■'^^   ^.   PORTER  (j^atlinm^r Iro^rfi   PIMBROS.&CO. 

Manufacturers    Agents  >  ' 

230  McGill  St.  :  Montreal  OCBO  Dublin 

d  ICDCNirtCDC 

Irish  Poplin  Silks   and 
Neckwear 


HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES 
CATALOGUE    UPON    REQUEST 


PARIS        NEW   YORK         PHILADELPHIA 
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Waterproofs 


The  Famous     "  PRRSTO  "     Reversible  Collar 

The  only  practical  one  in  the  market.  One  coat 
for  rain  or  shine.  Street  and  storm  collar  com- 
bined. Simple  to  change.  The  greatest  hit  ev^er 
made    in 

Rain  and  Waterproof  Coats 

Manufactured  and  controlled  by  us  for  Canada. 
Samples  and  particulars  upon  request.  Travelers 
out  from  coast  to  coast.  Write  for  an  appointment. 
Be  the  first  to  show  this  coat  in  your  town. 


SAMUEL   WENER    &   CO. 

304  Notre  Dame  Street  West,    Montreal 

The  Snappiest  Line  of  Spring  Coats  Ever  Shown  in  Canada 
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In  Your  Advertising  Campaign  Don't  Forget  the  Dealer 

Wide  Difference  Between  Creating  a  Demand  for  an  Article  and 
Selling  It— The  Dealer  is  the  Important  Factor  in  Practically  Every 
Merchandizing  Proposition— Trade  Paper  Supplements  the  Sales  Force. 

By  M.  J.  Hutchinson  in  Fconomic  Advertising  fot  September. 


IT   doesn't   pay   to   forget   the  Dealer. 
A   few   mont'hs   ago    one   of   the    largest    knitting 
mills    in    the    United    States    introduced    a    line    of 
union  underwear  for  children.     Similar  garments  for 
adults  had  been  sold   successfully   for  several  years,  but 
up  to  this  time  the  children's  field  was  untouched. 

Advice  as  to  the  best  means  of  selling  this  new  ga,r- 
ment  was  sought.  Right  here  it  may  be  pointed  out  that 
there  is  a  very  wide  difference  between  creating  a  demand 
for  an  article  and  selling  it. 

The  plan  finally  approved  by  this  concern  was  one 
which  while  it  was  designed  to  SELL  the  goods,  simply 
created  a  demand  for  them. 

It  embraced  tlie  spending  of  $;j<>,f)'0O  in  an  advertising 
campaign  directed  to  the  consumer  throug'h  women's 
magazines  of  undoubted  standing  and   wide  circulation. 

The  a,dvertisements  were  de-eidedly  good.  They  argued 
this  way.  "Your  husba,nd  has  worn  union  underwear — 
and  likes  it;  you  wear  it  yourself,  and  you  know  how 
comfortable  it  is.  Why  not  give  your  child  the  comfort 
you  and  your  husband  now  enjoy?  Why  not  buy  for  the 
child  Blank's  Union  Underwear?" 

This  was  good  talk  and  it  did  create  a  demand  for 
children's  union  underweai",  but  unfortuna.tely  it  did  not 
produce  sales  for  that  particular  brand  of  underwear. 
Why?  Because  in  this  campaign  the  manufacturer  ne- 
glected a  very  important  factor  in  t'he  distribution  of  his 
goods — The  Dealer. 


Went  to  the  Dealer. 

About  this  same  time  another  concern  brought  out  a 
child's  union  suit.  This  concern  called  in  a  man  from  the 
service  department  of  a  trade  newspaper  and  asked  his 
advice.  A  study  of  this  proposition  wias  made  and  it  was 
decided  to  spend  $2,500  only  in  a  campaign  to  The  Dealer. 

What  was  the  result  ? 

Just  when  the  dealer's  were  being  asked  for  children  's 
union  suits  by  mothers  wliose  interest  had  been  aroused, 
and  who  had  'been  convinced  by  the  $.30,000  campaign  of 
the  first  manufacturer  that  union  suits  were  mighty  good 
fihings  for  t'heir  chiMren,  these  dealers  saw  'the  full-page 
advertisements  in  their  trade  papers,  telling  of  this  new 
suit    which   the  second  mill  was  putting  out. 

Tn  three  months  this  mill  was  .'lO.OOO  dozen  behind  in 
its  orders  for  children's  union  suits,  and  this  was  accomp- 
lished Tvitbout  the  aid  of  a  single  paid  salesman.  The 
mill  doesn't  employ  any.  The  goods  were  sold  wholly 
through  jobbers. 

The  day  is  past  when  the  manufacturer  can  force  the 
dealer  to  handle  his  goods  by  brandishing  over  his  head 
the  elub  of  Consumer  Publicity.  His  co-operation  has  to 
be  secured  as  'a  necessary  element  in  the  successful  selling 
campaign,  and  it  is  in  performing  the  function  of  secur- 
ing the  dealer's  interest  and  his  co-operation  that  the 
tra.de  paper  becomes  the  ally  of  the  manufacturer. 

A  member  of  The  Dry  Goods  Review  staff  was  in  n 
store  in  a  fair  sized  town  recently,  and  the  merchant  had 

been  selling  some  underwear.     "Do  you  handle  's 

underwear?"  he  was  asked  by  our  representative,  who 
mentioned  the  name  of  a  line  widely  advertised  to  llie 
consumer  and  but  indifferently  advertised  to  The  Dealer. 


He  replied  that  he  had  not  stocked  it,  and  when  asked  for 
his  reason  said  that  he  could  buy  another  line  which,  while 
it  might  not  be  quite  as  gixxl,  cost  a  little  less,  and  he 
could  sell  it  for  the  sa.me  j)rice  as  the  advertised  line,  $1 
a  garment,  and  make  greater  profit. 

Our  representative  was  a  practical  dry  goods  man,  and 
knew  that  the  advertised  goods  were  the  best,  and  convinced 
The  Dealer  that  it  was  to  his  interest  to  stock  them — and 
to  push  their  sale.  This  is  just  the  kind  of  work  the 
manufacturer  of  that  consumer-advertised  underwear 
should  have  been  doing  through  the  trade  papers:  con- 
vincing the  dealer  thai  the  advertised  goods  are  the  best 
iioods  for  him  to  sell.  The  dealers  ha.ve  got  to  be  shown, 
and  thi'  way  to  show  Ihcin  is  thningh   llieir  li-ade  pappr. 


The  Trade  Paper  Helps. 

The  work  that  the  trade  papers  are  doing,  though, 
is  not  simply  to  help  the  manufacturer  to  sell  his  goods 
to  the  dealer,  but  to  help  the  latter  to  move  them  off  his 
shelves  to  the  consumer. 

Three  years  ago  the  Bradley  Muffler  Co.  started  to 
advertise  Bradley  Mufflers  to  The  Dealer.  They  spent 
$1,000  and  trebled  their  sales  without  adding  a  single 
salesman.  The  next  year  .$8,000  was  spent,  again  to  inter- 
est The  Dealer,  and  for  every  dollair  so  spent  one  new 
account  was  opened.  Then,  vnth  Bradley  goods  known  in 
practically  every  dry  goods  store,  a  campaign  of  consumer 
advertising  was  planned,  $19,000  being  appropriated  for 
this,  and  again  $6,000  to  retain  the  interest  and  co-opera- 
tion of  The  Dealer.  The  current  issues  of  leading  wo- 
men's magazines  are  carrying  the  first  of  this  consumer 
advertising.  This  is  a  logical  process  of  development,  and 
its  success  is  aJready  assured. 

"Holeproof"  hosiery  was  introduced  to  the  Canadian 
dry  goods  trade  by  The  Chipman  Holton  Knitting  Co.  of 
Hamilton,  the  first  announcement  to  the  dealers  being 
made  last  -January  through  a  page  advertisement  in  The 
Dry  Goods  Review.  These  goods  were  sold  through  job- 
bers, to  whom  copies  of  that  advertisement,  and  two  suc- 
ceeding were  sent.  The  dealers  were  interested  in  this 
line,  which  promised  to  he  a  good  seller,  and  inquiries 
were  made  lo  jobbers'  fravelei's  for  "Holeproof"  hosiery. 
The  trade  papei-  in  which  the  advertisements  appeared 
also  received  lellei-s  from  dealers  asking  where  the  hose 
could  be  bought. 

At  the  end  of  three  months,  with  the  expiration  of  the 
initial  order  for  trade  paper  advertising,  it  had  been 
demonstrated  that  these  goods  were  going  to  sell,  and  then 
consumer  advertising  was  decided  upon,  as  well  as  a  con- 
tinuation of  the  trade  paper  campaign. 

The  Dealer  is  the  important  factor  in  practically  every 
merchandising  proposition. 

While  it  is  true,  that,  as  Mr.  'Rowlatt  pointed  out  in  a 
recent  article.  "Ko  goods  are  actually  sold  until  they  are 
in  the  hands  of  the  consumer,"  it  is  equally  true  that  they 
cannot  be  sold  at  all,  in  that  sense,  until  The  Dealer  has 
first  bought  them. 

Tn  this  transaction  the  trade  paper  eomes  to  the  help 
of  the  manufacturer,  not  to  take  the  place  of  his  sales 
force,  but  to  sup)>lement  and  make  more  effective  the  work 
of  that  oi-g'anization. 
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Cul-oul  Border  2030  in  the  Watson-Foster  Line,  shown  over  a  French  grey  stripe  in  flat, 
yet  matching  a  very  beautiful  floral  hanging  in  natural  colors, 
quite  beyond  the  ordinary  in  effect. 


38^ 


U 


►a>5 
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NTIL  you  have  seen  others  you  cannot  realize  the 
obvious  superiority  of 


The  Watson -Foster  Line   for  1910 

With  its  money-making  possibilities  it  will  enable  you, 
not  necessarily  to  I^ill  your  competition,  but  to  excel  it, 
w^hich  is  much  w^iser  and  more  profitable. 


»a55 


•JPo 


*a55 


»>a>5 


>a55 


►a>5 


Briefly,  our  1910  range  is  so  full  of  new  ideas  in  practical 
decoration,  original  colorings — specially  created  for  the 
present  revival  in  home  decoration — that  it  would  seem 
wise  to  wait  and  see  what  we  consider  our  best,  EVER. 

The  Watson  -  Foster  Co.,  Limited 

Montreal 
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Carpet   Deparlmeni  in   the  Store  of   Bonnewilz   Bros.,  Van  Wert,  Ohio. 


Furnishings  and  Decorations  for  the  Home 

Fall  Carpet  Business  Very  Satisfactory  —  Strong  Demand  From  West 
for  Better  Grades  —  Improvement  in  the  British  Industry  —  Greens, 
Fawns      and     Browns    Predominate  —  Draperies     and     Wall     Paper. 


HOUSEFUKNISHINGS  departments,  both  whole- 
sale and  retail,  report  an  excellent  FaJl  busi- 
ness. In  placing-  and  sorting,  a  much  more 
liberal  feeling-,  as  compared  wit'h  last  year,  is 
manifest  -and  a  record  Spring  season  is  looked  for.  G-e-ner- 
ally  speaking,  stocks  tiiroughout  t'he  country  are  in  such 
condition  as  to  warrant  good  placing  on  t'he  new  lines. 
The  western  demand  is  accounting  for  much  of  the 
present  activity.  In  almost  every  line,  the  higher  grades 
are  called  for  and  there  are  those  who  do  not  hesitate  to 
conclude,  in  comparing  eastern  'and  wesitern  orders,  that 
the  latter  represent  a  larger  proportion  of  higher-priced 
goods — t'hat  is,  so  far  as  the  great  general  demand  is  con- 
cerned. T'he  explanation  given  by  some  t'hait  "they  have 
more  money  nut  west."  would  certainly  seem  to  apply 
forcibly  next  season,  if  not  to  that  uiiicii  is  just  closing, 
when  one  considers  ci'iip  results. 


Greens,  Fawns  and  Browns. 

Spring  samples  of  carpets  are  now  on  the  road.  There 
is  a  predominance  of  greens,  fawns  and  browns.  Red  is 
not  in  general  favor,  although  for  den  and  dining-room 
some  very  good  combination  eiifects  are  shown,  in  which 
this  color  is  used.  In  Turkey  and  Oriental  carpets,  there 
is  a  range  of  designs  which  are  reg-arded  as  decidely  good 
property.  Small  patterns  and  self  effects  are  among  those 
for  which  strong  business  is  predicted.  Plain  colors  haiv- 
ing  diminutive  broken  design,  with  line  borders,  are  be- 
ing shown,  evidently  out  of  consideration  for  a  noticeable 
reversion  in  some  parts  of  the  country  from  splashy 
effects,  but  t'he  fact  that  there  can  hardlv  be  said  to  be 


an  absolutely  representative  standard  of  taste,  is  respon- 
sible for  a  very  considerable  showing  of  rich  medallion 
and  large  but  dainty  floral  pat'terns.  It  cannot  be  denied 
that  these  goods  are  in  hig'h  favor.  Ingrains  have  not 
been  figuring  very  stroaigly  in  recen.t  business. 


Squares  vs.  Piece  Goods. 

Squares  are  still  holding  their  lead  over  piece  goods. 
Predictions  in  some  sources,  in  fact,  seem  to^  point  'to  a 
very  material  turn  in  favor  of  carpets,  in  tribute  to  a 
W(irl(l-liing  tendency  to  s'hift  from  one  fashion,  which  has 
hail  a  protracted  run,  to  something  novel  or  to  an  old  one 
wliich  iias  been  inactive  for  .some  time.  On  the  other 
hand,  Ihere  are  those  just  as  authoritative  who  predict 
tliat  s(|uares  have  come  to  their  own  and  will  remain  there 
foi-  some  time  to  come. 

It  would  seem  lo  'be  a  very  dillicull  matter  to  say  what 
will  or  wha,t  will  no't  happen  in  flooi-  coverings.  Squares 
or  rugs  have  certainly  developed  great  strength.  A 
designer  expressing  his  opinion  on  the  subject  writes: 
"Now  that  rugs  are  being  made  in  the  lowest  cost  fabrics. 
it  inay  be  that  a  revulsion  is  due  in  the  higher-priced 
goods,  for  when  a  certain  style  becomes  universal  it  often 
happens  that  people  who  want  t'he  best  require  something 
different.  There  is  a  difference  in  the  warmth  of  a  room 
covered  all  over  with  a  carpet  and  one  partially  covered 
with  a  rug.  This  may  become  a  factor  in  a  change.  With 
the  shifting  of  demand  from  carpets  on  to  rugs  it  is 
regrettable  that  manufacturers  and  dealers  let  the  prices 
of  rugs  down  to  their  present  level." 
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Cdnadidn^madc  Carpets 
for  Canadian  People 


There's  no  sentiment  in  this— no 
appeal  to  patriotism  —  it's  clear 
business. 

Brinton  Carpets  are  made  in  Can- 
ada ;  the  patterns  used  are  designed 
especially  to  meet  with  Canadian 
trade  requirements. 

Our  latest  productions  are 

I)a2leniere  (Uilton,  and 

Cberiton 

Brussels  Squares 

that  are  equal  in  qualit\  to  the 
highest  grade  English  goods  ;  being 
made  from  selected  English  yarns 
and  by  imported   English  skill. 

You  only  need  to  see  these  goods 
to  appreciate  their  exceptional  value 
and  their  peculiar  adaptability  to 
your  special  demand. 

If  you  are  looking  for  a  line  that 
will  give  }OU  a  quick  turnover  at 
a  satisfactory  percentage  of  profit, 
we  urge  you  to  write  us  for  samples 
of  Brinton  Carpets. 


The  Brinton  Carpet  Co. 

(of  Canada),  Limited 
PETERBORO,  -  -  ONT- 

SALES  AGENT : 
W.  E.  WHITEHEAD,   28   Wellington  Street  West 

Also  Kildare  (Irish)  Handtufted  Carpets 


Linoleums  and  Oilcloths. 

Th'ere  lias  been  an  improvement  in  linoleums  during 
the  past  month,  due  in  some  measure  to  the  chjse  of  the 
holiday  season  and  the  return  of  people  to  their  homes 
and  furnishing-s  reciuiremcnts  of  the  Fall  amd  Winter. 
Matting  designs  'have  taken  exceptionally  well,  but  florals, 
squares  and  wood  designs  have  likewise  figured  in  the 
selling.  Here,  too,  the  western  trade  has  been  strong. 
There  are  indications  tha.t  linoleums  and  oilcloths  are  be- 
ing put  to  a  greater  variety  of  uses  than  heretofore.  The 
head  of  a  large  department  stated  that  during  the  past 
month,  two  notable  instances  had  occurred.  Oue  man  had 
chosen  a  very  'neat  design  for  two  of  his  bedrooms,  in- 
tending to  use  linoleum  as  a  floor  covering  in  conjunction 
with  small  rugs,  while  ano'ther  man  had  ordered  linoleum 
for  a  large  playroom  for  his  children.  He  had  discarded 
carpets  as  less  sanitary  for  that  purpose.  The  very  fine 
assortment  of  designs  now  available  acc(ninted  in  a  greait 
degree,  'he   thought,    for   this   tendency. 


Curtains  and  Draperies. 

In  the  t'urta,in,  drapery  and  upholstery  departments, 
ii  is  evident  'that  a  much  larger  range  of  materials  has  to 
be  carried  tlran  was  the  case  a  few  years  ago.  To  say 
nothing  of  lace  goods,  which  have  certainly  held  their 
own,  t'he  demand  fur  casement  clot'hs,  Madras  muslins, 
chin'tzes,  velours  and  brocade  effects  lias  been  a  pro- 
nounced feature  of  the  year's  business  and  there  is  every 
likelihood  of  its  continuance.  The  merehaint  who  knows 
something  of  "house  style"  has  an  equipmenl  that  is 
worth  something.  AH  builders  or  owners  of  liouses  can- 
not afford  to  leave  fnrnisliings  detail  to  the  architect,  so 
llie\'  depend  to  a.  gi'eat  extent  ui)iin  the  merchaint's  ability 
to  suggest.  There  are  inglenooks.  dens,  cosey  corners, 
casement  effects  and  the  other  so-called  essentials  of  cosi- 
ness which  have  to  be  treated  to  advantage.  Sometimes 
the  customer  has  an  idea  and  just  as  fi-equently  she  has 
not.  Her  neighbor,  perhaps,  has  outdone  her  in  cuteness 
of  interior  bouse  arrangemen't  and  she  must  be  able  to 
go  one  better.  Snch  situations  as  these  emphasize  the 
importance  of  having  a  competent  man  in  charge  of  the 
housefurnisihings  section.  It  is  the  day  of  individuality  in 
home  adornment,  and.  as  has  often  been  pointed  out  be- 
fore, tlie  man  who  can  eater  to  please  that  individuality 
is  going  to  get   the  bulk  of  the  business. 

•!• 

New  Lines  Have  Taken  Well. 

A  very  satisfactory  pla.cing  season  is  reported  by  the 
wall  paper  houses.  The  new  border  prices  have  been  in- 
troduced wit'hont  'a  hitch,  and  though  some  of  the  very 
large  department  stores  have  not  come  in,  it  is  stated  that 
they  are  only  waiting  until  present  lioldings  are  disposed 
of,  and  they  can  take  up  the  new  prices  with  a  clean  slate. 

All  constituents  of  new  lines"  are  reported  to  have 
laken  well,  and  from  travelers  it  is  learned  that  the  wall 
liaper  section  is  gradually  coming  to  its  own.  Not  only 
are  merchants  alloting  larger  spaces  and  better  equipment 
for  that  feature  of  their  business,  but  Ihey  are  making  a 
closer  study  of  the  capabilities  of  the  department  and  of 
the  stocks  placed  at  their  disposal.  Tn  this  work  the  re- 
tailer may  be  sure  of  the  co-operation  of  the  manufacturer. 
There  is  a  more  mutual  realization  of  the  faot  that  the 
wall  paper  department  has  a  great  future,  and  that  best 
ivsults  depend   upon   this  sympathy  of  effort. 
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CARPETS 


PAR  EXCELLENCE  y^xTVi  ^       ^^ 

^  \W  -^  OYAMA  HYGIENIC  CHAMBE 


OYAMA  HYGIENIC  CHAMBER  RUGS 

PRINCESS  WILTON  RUGS 

SIRDAR  WILTON  RUGS 

MAGOG  BRUSSELS  RUGS 

TOGO  BATH  RUGS 

BALMORAL  BRUSSELS  CARPETS 


MOORE  CARPET  CO. 


SHERBROOKE 


QUEBEC 


r 


1 


Better  Goods ! 

Better  Sales ! 

Better  Selling  Prices ! 

Better  Profits! 

Until     you    know    from    personal    experience    the    superiority    of 

Staunton  Wall  Papers 

you  cannot  appreciate  how  much  money  you  can  make  from  the  wall  paper  business 


•T^HE  unequalled  selling  quality  of  our  goods  makes 
*       their  cost  no  more  to  you,  for  they  are  wonderfully 
low  priced,  but  it  does   permit    a   big  margin  of  profit  to 
be  added. 


^"E  rHY  experiment  with    goods  which   drag  along  only 
'•        to  be  sacrificed  in  a  cut-price  sale  ?     SALEABIL- 
ITY    dominates     the    STAUNTON    Hne— thousands    of 
dealers  can  testify  to  that. 


Shall  we  not  put  our  1910  goods  before  you? 

Shall  we  not  do  tt  now  ? 

It  entails  no  obligation  to  purchase. 

Write  us. 

STAUNTONS  Limited 

WALL  PAPER  MANUFACTURERS 

941  Yonge  St. TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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An    Effective   Furniture  Window       Shown  by  the    Paquet    Co.,  Quebec. 


Period  Effects  Prominent  Feature  of  Furniture  Styles 

The  Variety  in  Present  Day  Production -Instances  Which  Prove  the 
Importance  of  Demonstration  in  the  Furniture  Department  —  The 
Origin  of  Styles  —  Furniture  Artists  and  Characteristics  of  their  Work. 


DLRIXG  the  past  fe.v  weeks  t'here  have  bee;: 
numerous  instances  which  sugg-est  forcefully 
to  the  retailer  the  great  importance  of  demon- 
stration in  connection  with  his  furniture  (lepai't- 
ment.  At  various  fairs  throughout  the  country  it  is  noted 
that  good  business  has  resulted  from  exhibits  of  room  or 
suite  equipment.  One  very  striking-  example  of  this  was 
noted  at  the  National  Exhibition  in  Toronto,  where  the 
large  stores  which  went  in  for  special  displays  received 
many  orders  as  well  as  enquiries.  Such  occasions  as  these 
do  not  occur  every  day,  of  course,  but  they  suggest  a  form 
of  advertising  which  the  average  merchant  may  carry  out 
very  effectively  in  connection  with  his  department. 

Period   Effects. 

The  fact  that  period  effects  are  being  pushed  for  all 
they  are  worth  is  a  significant  fact.  Some  peop'e  suggest 
that  it  has  been  suggested  by  the  period  adaptations  in 
dress,  but,  be  that  as  it  may,  manufacturers  have  meas- 
ured up  to  the  opportunity.  The  demand  is  for  better  grades 
than  heretofore  and  lines  are  being  produced  which  are 
in  every  way  adapted  to  the  growing  tendency.  One  hears 
a  great  deal  about  Colonial,  Early  English  and  Flemish 
effects,  and  it  is  no  mistake  to  say  that  designs  along 
these  lines  are  entering  very  largely  into  furniture  pro- 
duction at  the  present   time. 

Origin  of  Styles. 

What  are  the  bases  of  furniture  styles?  Around  this 
question  much  discussion  has  revolved.  William  Hal- 
striek  writing  in  Furniture    states  that: 

"Styles  were  created  through  the  efforts  of  artists 
of  various  countries  attempting  to  revive  the  perfect 
purity  of  proportions  of  line  and  mass  of  Grecian  art  and 
architecture.  The  attempts,  made  at  various  times,  to 
revive  Greek  art  and  adapt  it  to  the  prevailing  notions 
of  beauty,  are  the  reasons  for  periods  and  styles  as  we 
know  them. 

The  styles  that  interest  most  at  this  time  are  the 
French,    the    English    and    the    American    Colonial.     Each 


style  ctmsists  of  many  periods.  We  will,  for  the  pres- 
ent, consider  the  Louis  XIV.,  XV.,  a.nd  XVI.  of  the 
French,  the  Chippendale,  the  Heppelwhite  and  the  Shera- 
ton of  the  English,  and  the  American   Colonial. 

Marquetry  and  Mounts, 

The  chief  characteristics  of  the  Louis  XIV.  are  strong, 
massive,  architectural  lines,  gracefully  proportioned,  both 
ca.rved  and  slraiuiit;  all  surfaces  are  moulded,  and,  in  a 
majority  of  instances,  it  will  be  found  that  the  carvings 
are  a  series  of  interlaced,  moulded  panels,  terminating  into 
neat  scrolls,  with  acanthus  foliation  forming  the  chief 
decorative  feature.  The  shell,  the  ram's  head,  the  mask 
and   the  satyr  are  characteristic  of  this  style. 

In  the  later  period,  carvings  were  largely  superseded 
by  marquetry  and  chased  mounts  of  ormolu  and  bronze. 

The  Louis  XIV.  style  is  the  most  magnificent  of  ail 
French  styles,  and  it  is  this  style  that  gave  the  impetus 
to  the  creation  of  styles  which  followed. 

The  artist  who  most  influenced  this  period  was  Andre- 
Charles  Boulle.  He  was  born  in  1642.  He  lived  to  a  ripe 
old  age — in  fact,  worked  until  he  was  past  eighty  years. 

The  best  examples  of  genuine  Louis  XIV.  are  to  be 
found  in  Versailles. 

Tfie  Louis  XV.  Style. 

The  characteristics  of  the  Louis  XV.  style  are  almost 
a  total  absence  of  straight  lines,  the  curvilinear  pre- 
dominating. 

The  shell,  the  curled  endive,  and  the  spiral  scroll, 
the  twisted  and  flowering  aca,nllius,  and  richly  painted 
panels  form  the  principal  features. 

This  style  is  the  most  original  of  any.  It  possesses 
a  daring,  an  inventive  skill  that  ignored  all  traditions 
and  rules  of  proportion  and  construction.  It  is  a  har- 
monious playing  with  lines,  leaves,  figures  and  shells  that 
is  truly  amazing,  and  yet,  withal,  the  proportion  and  bal- 
ance are  beautiful. 

The  artists  principally  associated  with  this  style  are 
the    Martin    family,    Charles    Cressent,    Dubois,    Caffieri, 
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KINC'S 


EaUbllahed  17TI 


FAMOUS 


•old  by  Isadlngr  Jobber*. 


SCOTCH 


Evary  ploo«  perfoc^ 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  In  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   SC^TIAND. 


Sole  Selling  Agent : 


SYDNEY  MOSS, 


Empiro  BIftg,,  58  Wellington  St,  W. 
TORONTO 


Even  if  you  didn't  see 

our  magnificenl  exhibit  at  the  Cairddijln  National 
Exhibition  just  clo.sed  in  Toronto,  w"e  can  easily 
prove  that  an  acquaintance  with  oUr  goods  would 
be  profitable  to  you.      Our  line  is 

Down,  Cotton  and  Wool 

COMFORTERS, 

Pillows,  Cushions,  Tea  Cosies,  Etc. 

There  is  a  big  demand  for  these  goods  in  your 
locality  which  can  be  stimulated  into  much  greater 
activity  by  such  splendid  values  as  our  line  con- 
tains. Every  article  we  offer  is  guaranteed  in 
beauty  of  design,  quality  of  material,  wearability 
and  finish.  An  examination  of  samples  will  con- 
vince you. 

Lefs  get  better  acquainted. 
Write  for  our  price    list. 

The  Harvey  Quilting  Co.,  Limited 

33-33-37  Pearl  Street,       -      Toronto,  Ont. 


TRADE 


MARK 


Windo\¥  Shades 

Water  Colors,  Machine  Oils, 
Hand-made  Oils. 

Quality  absolutely  the  best  in  the  market. 

Peerless  Hand-made  Shade  Cloth 

is  all  that  the  name  implies. 

Our  Special  Order  Department  is  ready  to   serve  you. 

CATALOGUES  AND  COLOR  BOOKS  ON  REQUEST. 

Our  Travelers  cover  all  Canada. 


DALY  &  MORIN, 


MONTREAL 


FACTORY:    LACHINE 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Gouthiere  and  Rieseuer.     The  painters  were  Laucret  and 
Watteaii.     The  real  leader  of  this  style  was  Meissoni. 

Simplicity  of  Construction. 

Ill  I  lie  Louis  XVI.  style  we  note  the  swinging  back 
of  the  pendulum  from  the  extreme,  sinuous  beauty  of  the 
Jjuuis  XV.,  with  its  aihnost  total  absence  of  straight  lines. 
to  the  simplicity  and  elegance  of  the  classic. 

The  chief  characteristics  of  this  style  are  simplicity 
of  eonstruetion  and  ornament. 

Fluted  and  finely  tapered  legs,  fluted  columns,  orna- 
mented with  crossed  bands  of  ribbon,  sheaves  of  arro'ws, 
ribbons  and  bunches  of  I)loss()ms,  festoons  of  flowers, 
wrea.ths  of  bay  leaves,  and  branches  of  oak  leaves,  torches, 
etc.,  etc.,  form  iinportani   decorative  features. 

The  best  examples  of  this  style  will  be  t'ouiid  in  the 
Petit  Trianon. 

Many  of  the  artists  that  achieved  fame  under  Louis 
XV.  distinguished  themselves  in  this.  Leleu,  Reiseuer, 
Gouthiere.  Rousseau,  Sauiiier.  R(nitgen,  Benemann,  Tho- 
mire  and  others  are  closely  identified  with   this  period. 

Thomas  Chippendale. 

Chippendale  is  the  best  known  of  English  designers. 
He  was  the  most  original,  the  most  daring  of  English 
furniture  artists.  He  was  not  influenced  by  any  one 
scliool,  but  soug'ht  inspiration  from  all.  The  style  he  most 
loved  and  admired  was  t'lie  Louis  XV.  He  did  not  hesi- 
tate to  combine  this  style  with  that  of  the  Dutch,  the 
Gothic  and  the  Chinese.  His  best  work  is  reflected  in 
his  chairs.  The  majority  of  these  are  built  upon  soliii 
structural  lines,  the  backs  leaning  with  a  slig'ht,  graceful 
curve,  and  flaring  gracefully  at  t'he  top.  The  sp'ats  usu- 
ally are  a  series  of  interla.ced  "C"  scrolls.  These  are 
ornamented  with  a  quite  individual  treatment  of  the  Louis 
XV.  ornament  in  low  relief.  The  legs  were  generally 
made  .square  and  solid,  'this  to  avoid  expense.  In  his 
more  costly  work  he  employed  the  curved  leg,  a  soil  of 
original  (•oinbiiiatioii  between  the  Louis  XV.  a,iid  the 
Dutch  bandy-leg.  The  seats  are  generally  rectangular, 
wider  in    front    than   at    the  back. 

It  must  be  noted  that  (."liippeiidale  expressed  all  his 
(jrnament    in  carving,  never  in  inlay. 

Chippendale's  book,  "The  ( Jeiitlenieii 's  and  Cabinet- 
makers'  Director,"   first    appeared   in    the  year  IIM. 

George  Hepplewhite. 

A  vast  (lifEei"ence  is  to  be  noted  between  the  styles 
of  Chippendale  and  Heppelwhite — in  fact,  the  difference 
is  so  vast  that  it  is  difftcult  to  confuse  them. 

Heppelwhite  was  the  first  of  English  designers  bo 
employ  light  aind  graceful  lines  in  furniture.  His  chairs 
can  generally  be  distinguished  by  tbe  "shield"  shaped 
back.  Tiliis  is  usually  moulded  and  partly  filled  with  a 
delicately  scrolled,  carved  and  moulded  splat.  The  legs 
are,  as  a  rule,  square,  sometimes  perfectly  plain  tapered — 
then  again  some  ornamented  with  a  small  reed  at  the 
corners.  In  the  better  grade  chairs  tbe  termination  is 
in   the  shape  of  a  moulding. 

Heppelwhite  did  not  restrict  himself  to  cai'ving  alone, 
for  decoi-ation,  but  frequently  employed  marquetry  and 
painting  to  express  his  idea  of  enrichment.  In  this  he 
displayed  rare  skill.  He  leaned  very  strongly  toward 
tbe  Louis  XVI.  style,  but  his  work  shows  a  greater  regard 
f(n-  t'he  classic. 

The  chief  characteristics  of  his  work  are  the  clean- 
cut,  well-studied  and  balanced  lines  and  curves,  and  the 
delicate  inlaid  ornament  in  both  colored  woods  and  metals. 
His  carvings  are  very  delicate  aaid  always  in   low   relief. 

Heppelwhite 's  book  appeared  in  the  year  1787,  a  year 


after  his  demise,  his  business  being  continued  by  his  wife, 
Alice,  under  the  firm  name  of  A  Heppelwhite  &  Co. 

Thomas  Sheraton. 

Thomas  Sheraton  was  the  last  and,  may  I  say,  tJie 
greatest  of  pjnglis'h  masters,  in  .so  far  that  he  had  a 
thorough  knowledge  of  furniture  styles.  He,  or  course, 
profited  vastly  by  studying  the  work  of  his  predecessors, 
but  he  had  the  faculty  of  adapting  the  artistic  and  re- 
fined ornaments  of  the  French  styles,  principally  the 
Louis  XVI.,  the  comfort  of  Chippendale  and  the  refine- 
ment of  Heppelwhite,  thereby  creating  a  style  that  was 
never  sti-ained.  All  lines  and  mouldings  were  of  proper 
proportion  and  relation  to  each  other.  All  his  work  was 
solidly  constructed — never  did  he  alk)W  ornament  to  weak- 
en  his  construction:   stability    was   tiie   first   consideration. 

Sheraton's  work  is  easily  distinguished  from  tliat  of 
Chippendale  and  Heppelwhite.  He  usually  employed 
turned  legs,  with  curved  surfaces,  and  square-tapered 
legs  with  rectangular  shapes.  They  were  gradually  fluted 
and  reeded.  His  ornamentation  was  principally  festoons 
of  drapery  a,nd  flowers,  the  vase,  cornucopiae  and  acan- 
thus, foliations.  He  used  these  in  a  very  individual  man- 
ner, in  inlay,  as  well  as  carved  and  painted  pieces. 

His  chair  backs  were  generally  recta.ngular  in  shape, 
relieved  by  delicate,  well  proportioned  curves.  The  splats 
were  an  aniangement  of  ornaments  previously  described, 
neatly  encased  in  structural  lines.  AH  surfaces  of  backs 
were  ornaiuiented  either  witli  carving,  inlay  or  paintings. 
When  carving  was  employed,  it  was  in  low  relief. 

Another  important  puint  to  remember  is  that  in  Shera- 
ton sideboards  the  corners  are  usually  ccmvex,  while  the 
corners  of  Heppelw*hite  boards  are  almost  invariaibly 
concave. 

Sheraton's  book,  "Upholsterer's  Dra  wing-Room 
Book,"  appeared  in  the  year  1793. 

American  Colonial. 

Colonial  style  is  a,  term  which  cannoi  be,  and  is  lud, 
used  in  its  literal  sense.  The  popular  definition  refers 
to  the  styles  created  by  tlie  great  Knglish  masters,  Chip- 
pendale, Heppelwhite  and  Sheraton,  the  furniture  made  iii 
Holland  during  the  early  eighteenth  century,  and  the 
.\iiierica,ii   adaptation  of  the  Empire  style. 

Little  can  be  said  about  the  furniture  inspired  by 
the  Engli.sh  and  Dutch  designers,  because  this,  in  many 
instances,  was  directly  reproduced  or  shghtly  cheapened 
in  cost  as  well  as  appearance. 

It  is  the  American  development  of  the  Empire  style 
that  reflects  the  greatest  credit  upon  the  originality  of 
the  American  designer,  and  it  is  this  development  that 
produced  the  now  so  popular  American  Colonial. 

The  chief  characteristics  of  this  style  are  large,  plain 
surfaces;  graceful  "S"  scrolls;  plain  turned,  as  well 
as  carved,  columns,  the  carving  generally  being  a  spiral 
branch  of  o'ue-ihalf  acant'hus  and  one-half  pine  leaf;  pine- 
apple finials;  claw-feet  and  an  individual  treatment  of 
the  acanthus  leaf. 

Mahogany  was  mostly  used,  richly  figured.  Crotch 
mahogany  veneers  were  often  employed  lo  relieve  and 
ornament   the  plain  surfaces. 


Prince  Rupert  Furniture  Co.,  Prince  Rupert,  B.C.; 
succeeded   by  G.  D.   Tite. 

The  mattress  factory  of  Armstrong  &  Gardiner  was 
damaged  considerably  by  Are  on  the  night  of  Sept,  13.  The 
inflammable  contemits  were  a  total  loss. 
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ovelty 


Brisk    business — all    the    time  —  in  your  Neckwear  and 
Accessories  Departments  demands  a  constant  accession  of  N 
Goods.        Our     designers    are     constantly 
evolving  novelties    in   these    lines    that   pos- 
sess   the     much-desired     trade-building    at- 
tractiveness. 

The  accompanying  illustrations  show  a 
couple  of  random  selections  from  the  very 
wide  range  now  being  shown  by  our 
travellers. 


No.  9191.  Specially  manufactured,  silk  cord,  solid  color  in 
combinations  of  any  sfiades.  Tfie  season's  feature. 
Dealers  are  buying  more  of  this  aovelty  than  we 
can  get  material  to  manufacture. 

No.  9148  Three  folds  of  Tarllon,  in  plain  shades  or  com- 
binations. 

No.  9139. — Two  folds  of  Tarlton,  with  a  special  stitch  band- 
ing inserted  between  the  folds. 

No.  92 1  I .-  Silk  cord  on  top,  with  midget  frilling  of  crepe  leiise. 

No.  9201 .  —The  new  fold  of  widows',  done  i.i  all  colors. 

No.  9202.-  The  same  as  No.  9201 ,  doubled. 


66-68  Wellington  Street  West,  Toronto 

Specialists  in 

Veilings,       Nets,       Laces,       Jet  Buttons     and     Trimmings 


A  Watch  Free  to  Every  Brigiit  Boy  in  Canada 

To  every  boy  who  sends  us  two  new  full -year  paid-in-advance  subscriptions  to 
BUSY  MAN'S  MAGAZINE  (at  the  regular  price  of  $2.00  per  year)  we  will  send  post 
paid  (registered)  a  genuine  IngersoU  watch — "Universal"  or  "Monarch."  We  supply  you 
with  sample  copies  of  BUSY  MAN'S  and  show  you  how  to  sell  it.  Here  is  a  chance  to 
get  a  watch  of  your  own  that  will  keep  time  as  well  as  a  more  expensive  one.  A  good, 
strong  movement  in  a  well  finished  nickeled  case. 

This  offer  may  run  for  a  short  time  only,  so  be  among  the  first  to  secure  a  real  Inger- 
soU— which  has  the  largest  sale  of  any  watch  in  the  world.  Fill  in  this  coupon  and  mail 
it  now. 
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Please  enter  my  name  on  your  list  of  boys  to  whom  you  will  send  an 
IngersoU  watch  for  two  new  full-year  p  id-in-advance  subscriptions  to  Busy 
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as  soon  as  possible. 
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Dry  Goods  Review 


THESE  ARE  STYLISH  HATS! 

For  large  number  of  other  New  Hats,  embracing  all  the  latest 
styles,  see  our    Fall    Hat    Catalogue,    sent   postpaid    on   request. 


No.  487       1.25 

Black,  Brown,  Navy, 

Mole,  Myrtle,  Fawn, 

Helio,  Wine. 


Demont      2.25 

Black    Corded    Silk. 


No.  937       1.25 

Black,  Brown,  Navy, 
Myrtle,  Wine. 


No.  864       1.25 

Black,  Brown,  Navy, 
Myrtle,  Taupe. 


No.  667        1.45 

Black,  Brown,  Navy, 

Myrtle,  Mole,  Rose, 

Helio,  Wine. 


theSMITH-RUNCIMAN  go.  Li 


MITED 


JVholesale  Millinery 


OTTAWA  HAMILTON 


TORONTO 


WINNIPEG        ST.  JOHN,  N.B. 


Please  mention  The  Review  to  Adverti-sers  and  Their     Travelers 


The  Millinery  Trade  Review 

Hats  of  the  Gainsborough  and  Picture  Type  Selling  Well  —  Tri- 
corns  in  Good  Demand  —  Development  in  Toques  and  Turbans 
—  Metallic  Fabric  a  Favored  Trimming  Material— Boom  in  Flat  Wings. 


TlIK  preliminary  i)pcMiiiigs  a,re  over,  fur  many 
stores  do  no't  confine  themselves  to  just  one 
opening  in  a  season  but  hold  one  on  every  occa- 
sion t'hat  is  sufficiently  important  to  warrant  one. 
For  instance,  last  Fall  one  'big  "store  held  an  opening  at 
the  beginning  of  the  season  and  about  a  month  later  an 
opening  display  of  Winter  models  was  held.  Then  there 
was  a  show  of  fur  and  fur-trimmed  hats,  and,  lastly, 
when  the  social  season  was  in  full  swing,  an  opening  show 
(if  dress  liats  was  announced. 

Of  course,  the  lirst  opening  attracted  the  most  atten- 
tidii  bill  the  later  shows  were  well  backed  by  advertising 
and  by  window  space  and  were  very  beneficial  to  the 
depart  menl. 

•!• 

Large  Hats  Leading. 

Selling  has  commenced  in  ea.rnest  and  a  very  busy 
time  is  being  experieniced.  Many  of  the  hats  now  selling 
are  very  large.  These  are  of  the  Gainsborough  and  pic- 
ture type  and  their  size  is  made  all  the  more  apparent 
by  the  large  feather  mounts  that  are  used  to  trim  them. 
The  tricorns  have  caught  on  to  a  certain  extent,  but  it 
must  be  confessed  that  some  of  the  most  freakish  styles 
shown  are  in  these  shapes.  Magpie  effects  a.re  strong, 
the  hat,  as  a  rule,  being  of  white  cord  or  moire  faced  with 
black  velvet.  The  size  of  the  hat  is  fairly  large  and  the 
turned  back  flaps  reach  well  over  the  crown.  Many  have 
no  trimming  or  just  a  mount  of  feathers.  There  are.  as 
well,   some   exceedingly   pretty   tricorne   models. 

Turbans  and  toques  are  expected  to  develop  later  and 
to  become  more  popular  as  the  season  advances.  They 
will  'be  -worn  with  the  tailored  suit  and  gown.  The  new 
turbans  are  very  far  from  constituting  a  small  hat.  They 
have  high,  full-draped  crowns  of  either  velvet,  moire  or 
Ottoman  silk,  the  brim  being  of  shaggy  beaver,  a,nd  with 
either  a  big  bow  of  velvet,  an  aigrette,  or  some  plumage 
as  a  finish,  the  latter  invariably  taking  an  uncom'promis- 
ingly  upright  attitude  in  direct  contrast  to  the  sweeping 
lines  of  the  bait. 

There  are  undoubted  signs  that  the  metallic  touch 
is  going  to  be  a  strong  factor  and  the  narrow  draped 
band  around  the  crown  finished  with  a^  small  set  bow  of 
the  metallic  fabric  is  seen  on  all  the  best  hats  a,nd  in 
combination  with  moire  velvet,  felt  or  shaggy  beaver. 
Antique  silver  is  more  favored  than  gold  for  this  pur- 
pose. These  metallic  trimmings  accord  Ijeautifully  with 
fur.  and  dull  .silver  and  pointed  fox,  or  black  lynx,  or 
antique  gold  a,nd  mink  are  ideal  combinations. 


Metallic  Effects. 

Some  of  the  recent  Paris  importations  are  trimmed 
with  extremely  expensive  dull  oxidized  gold  and  silver 
laces  that  are  most   effective. 

Other  novelties  that  Paris  is  showing  are  brocaded 
Ottoman  and  souple  silks  in  tapestry  pa.tterns.  Fashion- 
able silks  there  may  be  divided  between  those  that  are 
either    watered    or   brocaded.      Many    show    bunches    of 


fruit  and  blos.soins  in  Japanese  effect,  while  others  are 
self-colored  patterns  showing  bright  against  a  dull  back- 
ground. Autumn,  leaf-green  and  nut-brown  are  favored 
colors  in  Paris,  some  i-'ather  bright  purples.  eopi)er  browns, 
and   vivid  l)lne.s     are  also  strong. 


Preference  for  Shirrings. 

Hats  of  shaggy  beaver,  plush,  and  rough  felt  will 
lead  the  selling  procession  this  year,  and  velvet  will  be 
the  must  used  trimming.  Some  of  the  best  hats  will  l)e 
formed  of  the  combinations  of  these  materials  with  vel- 
vet. There  is  a  marked  preference  for  shirred  effects  in 
trimmings;  for  instance,  a  turban  seen  the  other  day  in 
a  leading  store  had  the  velvet  of  the  crown  shirred  in 
circular  fasliion  a.bout  four  inches  across.  This  shirring 
was  placed  a  little  to  one  side  of  the  centre  and  the 
fullness  was  draped  into  the  edge  of  the  crown.  The 
brim  was  of  shaggy  beaver,  higher  at  one  side  than  the 
other  and  a  large  wing  a.nd  cabochon  formed  the  only 
trimming. 

The  place  of  the  large  bow  of  velvet  ribbon  is  often 
taken  by  the  bow  foi-med  of  a  wide  band  of  feather  trim- 
ming. Those  seen  'at  the  opening  time  were  for  the  most 
part  in  the  one  color,  now  they  are  becoming  more  fanci- 
ful. Some  of  the  newest  are  made  of  natural  and  pheasant 
feathers  and  combine  most  attractively  with  most  of  the 
new  colors. 

Large  ospreys  will  be  wanted  for  trimming  both  tur- 
bans and  tricorns.  There  is  quite  a  boom  in  large  flat 
wings — wings  that  are  so  supple  that  the  milliners  can 
drape  them  in  almost  any  form.  The  proportion  of  the 
early  Autumn  hats  with  this  class  of  trimming  is  very 
large. 

The  shape  tendency  in  hats  is  tii  those  of  the  large 
tyi>e,  and  there  is  no  reason  to  believe  that  the  large  hat 
will  not  hold  its  own  right  thrcnigh  the  season.  Many  will 
be  narrower  in  the  wear  because  of  the  greater  turning 
up  of  the  brims,  and  to  this  effect  the  greater  height  of 
the  crown  will  contribute.  This  narrowing  tendency  is  in 
the  trimmed  model  counteracted  by  the  placing  of  the 
trimming. 

Fur  hats  and  hats  of  fur  and  velvet  will  be  numbered 
among  the  season's  greatest  successes. 


The  Stores  of  Germany. 


J.  Gimbel,  of  Gimbel  Bros.,  who  are  building'  a 
large  store  in  New  York,  recently  expressed  himself  with 
reference  to  mercantile  institutions  in  Berlin,   Germany. 

He  thinks  that  the  stores  in  Germany  ought  to  ad- 
vertise more.  "I  am  a  thorough  believer  in  advertis- 
ing," he  said,  "especially  newsjjaper  advertising,  and  I 
believe  more  Americans  would  come  to  Berlin  if  Berlin 
hotels  advertised  themselves  more.  I  doubt  if  we  in 
America  have  anything  quite  so  lavish  in  the  way  of 
hotels  as  the  Adlon  or  the  Esplanade  in  Berlin." 


Replicas  of  Mediaeval  Styles  in  Present  Day  Modes 

Inspiration  in  the  Headgear  of  Bygone  Monarchs— Velvet  has  a  New 
Rival  in  Chamois  —  Huge  Draped  Turban  —  Toque  Effects  and  Tri- 
corns  Being  Rushed  in  New    York  —  Rumors    of    the   Horse    Show. 

Staff  Correspondent. 


Office  of  The  Dry  Goods  Review, 

160  Broadway,  Sept.  30. 

MUCH  t'hat  was  specu'ation  during  tlie  past  few 
weeks  lias  been  turned  into  a  certainty.  After 
all,  lUTtil  the  consumer  begins  to  buy,  it  is  more 
or  less  uncertain  as  to  what  will  catch  'her 
fancy.  The  New  York  retail  stores  are  at  present  doinr^- 
a,  lively  business  in  moire  hats,  for,  while  fabric  hats  of 
many  kinds  are  strong,  moire  has  taken  the  town  by  storm, 
for  the  multitude,  at  least.  As  we  know,  many  moire 
pressed  shapes  are  velvet-faced,  velvet  has  now  a  new  I'ival 
in  the  field,  and  that  is  chamois,  which,  without  much 
blaring  of  trumpets,  has  established  itself  in  public  favor. 
To  be  sure,  velvet  and  chamois  are  frequently  combined, 
but  it  is  a  rival  in  the  sense  thai  velvet  as  facing  was 
formerly  pre-eminent. 

Run  on  Two  Distinct  Shapes. 

Fall  millinery  has  not  been  confined  to  the  shop  win- 
dows, for  one  sees  not  a  few  Fall  hats  being  worn.  There 
are,  of  course,  hundreds  of  s'hapes  in  the  market,  but  at 
present  there  are  only  two  distinct  shapes  being  rushed,  and 
these  appear  in  endless  variations.  We  refer  to  the  huge, 
draped  turban-toque  effects,  and  to  the  tricorns  or  con- 
tinentals. The  former  is  found  in  many  colors  a.nd  trim- 
mings, and  is  of  various  heights,  from  seven  to  fwenty 
inches.  Toque  Russe,  the  Saracen,  Cha.sseur  d'Afrique, 
Mispho,  Spanish,  Arabian,  Hindoo  and  mediaeval  tur- 
bans are  chatted  of  glibly.  Indeed,  practically  all  of  the 
present-day  modes  are  but  replicas  of  the  fashions  ef- 
fected during  the  middle  ages,  it  being  interesting  to 
note  that,  for  the  most  part,  the  millinery  has  its  inspira- 
tion in  the  headgear  worn  by  such  notables  as  Henry  VIII,. 
Henry  II.,  Ohalres  VII.,  Louis  XVI.,  Napoleon  and  Wash- 
ington. 

Great  Season  Anticipated. 

It  is  certainly  a  great  season  for  the  handmade  hat, 
while  manufacturers  of  pressed  goods  have  certainly  noth- 
ing of  which  to  complain.  With  the  wide  range  of  shapes, 
colors  and  materials  upon  which  fashion  puts  her  seal 
of  approval,  it  ought  to  be  a  big  season  for  every  branch 
of  the  millinery  trade. 

Many  of  the  tricorns  are  made  of  chamois  or  hatters' 
plush.  It  is,  of  course,  a  trifle  early  for  beaver  goods, 
but  there  is  no  doubt  of  their  coming  strength.  The  out- 
put of  these  goods  being  more  or  less  limited,  the  prices 
are  of  necessity  advanced.  There  is  in  the  trade  a  great 
scarcity  of  many  important  materials,  -such  as,  for  in- 
stance, Ottoman,  and  the  wide-width,  fancy  silks.  In 
spite  of  all  prophecies  to  the  contrary,  shapes  are  still 
so  large  that  only  the  very  wide  material  can  'be  utilized. 
Smooth-surface  fabrics  have  had  their  innings,  and  now 
we  have  a  brisk  demand  for  all  rough  and  shaggy  mar 
terials. 

Fur  to  be  Strongly  Featured. 

Feather  turbans  are  being  pushed.  Those  made  en- 
tirely of  marabout  are  very  strong.  iPheasant  and  Im- 
peyan  bands  are  in  demand  for  turbans,  having  a  deep 
coronet.     Draped   crowns  are  a  usual  feature     of     this 


variety  of  hat,  and,  for  that  matter,  for  all  varieties,  it 
being  apparently  impossible  to  g'et  too  much  drapery  on 
the  up-to-date  hat.  Coarse-mesh  Russian  nets  and  span- 
gled and  figured  nets  ave  in  demand.  Laces  of  these 
and  other  varieties  are  used  freely,  aaid,  later  on,  fur 
will  be  used  to  a  greater  extent  than  ever  before  in  the 
history  of  millinery. 

Fur  as  a  facing  is  being  shown.  A  snuff^eolored  cav- 
alier hat  had  its  side  flare  faced  with  fur;  another  wide- 
brimmed  'hat  of  shirred  velvet  had  a  two-inch  band  of 
mink  on  the  under  brim,  and  a  mink  crown  as  well. 

It  appears  to  be  a  season  of  glitter,  'not  bright,  gaudy 
ornaments  or  spangles,  but  beautiful  weaves  of  silver, 
steel,  gold  or  bronze  tissues.  These  are  used  in  many 
ways,  as  are  wide  gold  and  silver  ribbons  and  fancy 
bindings.  For  dresses,  one  sees  quantities  of  jet  orna- 
mentation, but  it  is  not  conspicuously  prominent  in  mil- 
linery circles. 

Feathers  and  Ornaments. 

Among  the  fancy  feathers,  goura  is  the  leading  novelty. 
Aigrettes  continue  very  strong.  Among  the  high-priced 
importations  is  a  lovely  Louison  model,  with  a  wreath 
of  paradise  encircling  the  entire  crown.  W'hile  willow 
is  still  good,  the  better-class  trade  are  calling  for  the 
French  long  flue  feathers.  There  is  a  demand  for  tips, 
rising  out  of  the  turban  vogue.  There  are  sheaths  and 
monitures,  made  up  of  small  tips,  just  as  there  are  fan- 
like ornaments,  bands,  and  so  on,  made  up  of  small  wings. 

Cornucopia-shaped  ornaments  and  velvet  shirred  and 
fas'hioned  in  this  shape,  and'  arrowhead  effects  and  Mer- 
cury wing  designs  are  developed  in  every  material  from 
metal  to  lace,  and  used  at  the  base  of  aigrettes  and  other 
high  trimmings,  including  the  huge  clusters  of  velvei; 
orchids,  poppies,  dahlias,  pansies  and  roses  ttat  are  the 
floral  offerings  of  t-he  season.  It  is  worthy  of  note  that, 
when  flowers  are  used  to  trim  large  hats,  they  are  ar- 
ranged in  branc'h  effects,  and  mounted  high,  either  'at 
the  side  or  back.  At  the  present  time  the  craze  is  for 
back  trimming.  Alsatian  bows  of  wide  ribbon  across  the 
back  of  a  hat  are  smart;  maline  and  lace  bows  are  well 
liked.  These  are,  of  course,  wired  and  ma,ke  a  most 
effective  trimming.  Very  smart  for  evening  or  for  demi- 
season  wear  are  the  huge  turbans  of  heavy  mesh  net,  trim- 
med at  the  'back  with  huge  bows  of  the  same  material, 
caught  with  an  ornament  or  pins. 

Mustard  Shades  Lead. 

As  we  know,  colors  are  rich  and  rather  low  in  tone. 
There  is  little  preference  given  any  one  color.  Blues, 
greens  and  the  mustard  shades  lead  at  present,  although 
the  red,  purples,  and,  indeed,  all  violet  shades,  must  be 
reckoned  with.  Black  and  w'hite  is  very  fashionable,  but 
it  is  noticed  that  dealers  are  doing  all  they  can  to  keep 
black  from  being  as  popular  as  it  'bids  fair  to  become. 
With  the  arrival  of  chamois  came  a  demand  for  the 
chamois  and  kindred  shades,  particularly  dull  gold.  With 
black,  this  is  seen  on  all  sides.  Dull  gold  bands  and  orna- 
ments used  with  dark  fur,  and  velvet,  beaver  or  fabric 
hats,  'bound  at  the  edge  with  gold  braid,  are  salient  fea- 
tures.    Even  for  evening  wear,  light  colors  are  seldom 
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I  HEN  YOU  are  looking  for  millinery  lines  that  are  not  easily  ob- 
tained you  want  to  know  exactly  where  to  get  them.  No  guess 
work.  You  want  them  and  you  want  them  in  a  hurry — a  big 
hurry  sometimes.  When  you  need  such  lines  as  are  mentioned 
below,  don't  hesitate    to   call   on  us.     You  will  not  only  find  here 

the  lines  you  require,  but  we  have   also   the  most  modern  facilities  for  ensuring 

prompt  delivery. 

Black  Moire  Silks ^  at  per  yard,  75c.,  $1.10, 
$1.25  and        -        -        -       -       $1.35 

Colored  Moire  Si  Iks  ^  at  per  yard      -      75  c. 

Moire  Velvet  Ribbons^  in  all  the  newest 
shades,  at  per  yard    -    18/^c.  and  25c. 

Moire  Silk  Ribbons^  special  values  in  black 
and  all  the  latest  colorings,  prices  per 
yard      -      25c.,  llYiQ.^  32>^c.,  37>^c. 

Black  Silk  and  Panne  Velvets^  our  specialty 
at  45c.,  55c.,  65c.,  72Kc.,  75c.,  85c., 

$1.10,  $1.25,  $1.35  and     -     -     $1.50 

We  are   discontinuing   one    line  of  French  Couche  Velvet,  suitable  for  costumes 
and  millinery,  regular  price  $1.25,  reduced  to  75c.  per  yard.     Write  for  samples. 


LETTER    ORDERS    PROMPTLY 
AND   CAREFULLY   ATTENDED   TO 


COCKBURN  &  REA,  Limited 

54-56  Wellington  Street  West,  Toronto,  Canada 
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MR.    H.    S.    ARNOLD 

representing  exclusively 

The  National  Skirt  Mfg.  Co.,  Montreal 


H.  S.  Arnold  is  now  representing  exclusively  the 
National  Skirt  Mfg.  Co.,  291  Notre  Dame  St.  West, 
Montreal.  As  retailers  all  over  Canada  are  well  aware, 
his  genial  ways,  coupled  with  sound  knowledge,  have 
made  him  one  of  the  most  popular  travelers  in  Canada 
to-day.  His  long  experience  as  a  traveler,  together  with 
a  thorough  knowledge  of  factory  work  in  its  various 
branches,  has  made  him  one  of  the  most  thoroughly 
posted  Ladies'  Ready-to-wear  travelers. 

The  National  Skirt  Mfg.  Co.,  who  have  been 
inaiuifacturers  of  Ladies'  Dress  Skirts  exclusively  up  to 
the  beginning  of  this  year,  have  taken  over  an  additional 
building  much  larger  than  the  original  one  for  the  manu- 
facture of  Ladies'  Underskirts,  Lingerie  Dresses  and 
Washable  Suits  in  the  leading  materials  for  the  Spring 
season.  For  the  Fall  of  1910  they  will  manufacture 
costumes. 

An  idea  of  the  size  of  their  new  factory  may  be 
gained  from  the  fact  that  they  have  added  over  15,000 
square  feet  of  floor  space.  Buyers  who  have  seen  the 
new  samples  for  the  Spring  season  have  expressed  their 
delight  with  the  beautiful  designs  in  the  Lingerie  Dresses 
and  Washable  Garments. 

Mr.  Arnold  has  just  returned  from  a  successful  trip 
in  the  Maritime  Provinces,  and  is  now  leaving  for  his 
Spring  trip  to  the  north-west  Provinces  and  British 
Columbia.  He  is  probably  the  only  traveler  for  Ladies' 
Ready-to-wear  Garments  that  is  covering  Canada  from 
Sydney,  C.B.,  to  Victoria,  B.C.  This  also  includes 
Toronto  and  the  Province  of  Ontario.  Of  course,  the 
"high  spots"  are  only  made,  but  a  man  who  can  cover 
such  an  extent  of  territory  successfully  is  a  "hustler." 
He  will  finish  his  present  trip  by  December  1st,  and  be 
ready  for  his  Spring  trips  to  Ontario  and  the  Maritime 
Provinces  in  plenty  of  time  for  his  customers. 


used.  It  is  a  season  of  luxurious-looking  milliner}-.  Ric'h 
material  must  be  employed  to  get  the  best  effects  in 
color  and  drapery,  whic'h  explains  why  the  cotton  moires 
and  bengaline-draped  turbans  fall  so  far  below  the  a,ver- 
age  copy  of  an  expensive  hat.  It  must  be  admitted  that 
there  are  many  clumsy,  heavy-looking  tur'bans  among  the 
pupular-prieed  goods  which  threaten  to  finish  this  style 
of  hat  for  select  trade.  One  thing  is  certain,  brims  'are 
at  least  turning  up,  and  there  are  but  few  examples  of 
the  mushroom  variety  left.  Caroline  Reboux  is  respon- 
sible for  a  velvet  turban  very  suggestive  of  the  Charlotte 
Corday  mode.  It  is  developed  in  black  velvet  and  is  trim- 
med with  a  made  rose  of  crepe  and  fur,  the  crepe  being 
in   a  rich,  peony  color,   called   chanticleer. 

Hats  Look  Formidable. 

The  majority  of  hats  are  cumbersome-looking-  affairs 
of  no  clearly-defined  outline  and  subjected  to  considerable 
ornamentation.  Shirrings,  corded  effects  and  pleatings 
of  various  kinds  are  greatly  in  evidence,  and  as  the  ma- 
teria's  used  are  heavy  silks,  velvet  and  plush,  the  hat  is 
bound  to   look  formidable,  even   untrimmed. 

Much  Less  Bizarre. 

Rumors  of  what  is  to  be  made  up  and  imported  for 
I  hat  great  sartorial  feast,  the  'Horse  Show,  are  already 
being  heard.  It  seem.S'  likely  that  more  conventional  lines 
will  fnlliiw  these  feverish  attempts  toward  sensational 
effects.  Even  now,  comparatively  early  in  the  season, 
when  styles  are  almost  always  inclined  to  be  freakish,  the 
average  hat  is  much  less  bizarre  tha,n  the  peach-basket 
and  other  last-season  shapes.  There  are  several  points 
of  similarity,  however,  notably  the  large  head-sizes  and 
general  absence  of  bandeaux.  The  most  important  of  the 
new  features  is  the  fact  of  brims  having  a  tendency  to 
roll  off  the  face.  Hats  set  well  down  on  the  head,  cover- 
ing i't  from  the  eye  are  few,  but  are  worn  further  off  the 
face  than  formerly.  The  side-line  extends  to  the  ears, 
concealing  the  coiffure,  and  the  much^heralded  small  hat 
is  as  conspicuously  absent. 


The  A.  E.  Rea  Co.'s  Latest  Purchase. 

On  October  1st,  the  firm  Of  A.  K.  Rea  &  Co.,  \A.d-, 
opiMicd  Ixjth  the  uptown  and  the  downtown  depart- 
nu-nt  stores  of  the  S.  Carsley  Co.,  Cimited,  Montreal, 
with  a  clearing  sale  of  the  entire  stocks  of  the  Car.sloy 
('(I.,  which  were  purchased  by  tliis  firm  in  connection 
with  the  St.  Catherine  St.  or  uptown  store.  This  sate 
was  unique  from  the  |)oint  of  view  that  everything,  in- 
cluding all  the  new  stock,  which  was  purchased  by  the 
S.  Carsley  Co.,  Limited,  for  their  Fall  trade,  was  put 
on  sale.  No  reservations  were  made.  As  soon  as  the 
stock  is  cleared  out  in  the  downtown  store,  it  will  be 
closed,  as  only  the  stocks,  not  the  property  was  pur- 
chased by  A.  E.  Rea  &  Co.  The  downtown  building  occu- 
pying the  block  bounded  by  Notre  Dame,  St.  James,  St. 
Peter  and  St.  .John  Streets,  is  for  sale  by  the  Carsley 
estate,  and  will  likely  become  an  office  building. 

The  transaction  was  completed  on  Sept.  13th,  and 
involved    about    $1,80'0,000. 

The  present  directors  of  the  A.  E.  Rea  Co. 
Limited,  are  as  follows  :  A.  E.  Rea,  Toronto,  President 
of  the  T.  Lindsay  Co.,  Ltd.,  Ottawa,  and  interested  in 
manufacturing  in  Toronto  ;  A.  B.  McKay,  manager  of 
the  Inland  Navigation  Company,  Toronto  ;  R.  A. 
Thompson,  of  Penman's  Limited,  Paris  ;  Geo.  Schagel, 
president  of  the  Geo.  Schagel  Mfg.  Co.,  Rochester,  N.Y., 
Albert  Turner,  President  of  the  Fourteenth  National 
Bank,  New  York,  G.  B.  Rea  and  J.  R.  Rea,  Toronto. 
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Our  Millinery  Mail  Order  Business 
Is  Of  No  Mushroom  Growth 

But  the  result  of  careful  systematic  filling  of  orders  with 

the  right  goods,  at  the  right  time,  at  the  right  price. 

If  you  are  in  need  of  Millinery  goods  in  demand  --writeus,-- 

WINGS,  FEATHERS,  ORNAMENTS, 
NOVELTIES,  VELVETS,  RIBBONS  and 
SILKS. 

All  that  is  new  in  Trimmed  and  Untrimmed  Hats. 


Try  Us. 


Mailorders  our. 
especial  hobby. 


The  Mail  Order  House  of  Eastern  Canada. 


QCKie^RroN 


•^SOlOLESALEOta^ 


LIMITED 


St.  John.N.B. 
Halifax,  N.$. 


YEARLY  SUBSCRIPTION 


TO  THE 


Dry  Goods 
RevieAV 

=  $2.00  = 


^  Give  your  head   salesman  or 
buyer   a    copy    for    himself. 

WRITE 

SUBSCRIPTION  DEPARTMENT 

10  FRONT  ST.  EAST     -     TORONTO 


-Moveltp- 

IS  THE  KEYNOTE  OF  OUR  STOCK  OF 

Wtlings 

This  is  an  age  of  specialists.  Our  specialty  is 
VEILINGS.  We  have  the  experience  and 
know  how^  to  buy  just  vv^hat  will  give  your 
customers  satisfaction.    We  also  lead  in 

Cf)iffonB 

and    would   specially   mention    the 

AEROPLANE,  at  .  .  45c. 
ALEXANDRA,  at  .  .  35c. 
ADELINA,  at      .    .     .    25c. 

Write  or  ffive  us  a   call  if  you  have  not  heard  from 
our  traveler. 


aim.  C.  morrimcr  Co. 


LIMITED 
117  WELLINGTON  ST.  WEST, 


TORONTO 
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Leading    Parisian    Houses    Show    Short    Coat    Suits 

Camel  Hair  Cloths,  Zibelines,  Diagonals  and  Two-Tone  Effects  Among 
the  Leading  Fabrics  for  Suits— Graceful,  Clinging  Wraps  Feature  the 
Season— Dinner  Gowns  Ablaze  with  Jet  and  Gold    Foulards  in  Favor. 

Staff   Correspondence. 


Paris,  France,  September  24. 

PARISIAN   tailors  have  had  quite  a  busy   Summer 
turning  out  cloth  gowns  and  suits.     This  business 
is  the  fruit   of  the  settled   cold   and   wet   of  the 
present   Summer  which  has  made  a   warm  gown 
almost  more  of  a  necessity  than  the  seasonable  linens  and 
lingeries. 

This  unusual  call  has  set  the  designers  to  work  pro- 
ducing new  models,  and  one  result  of  this  activity  has 
been  the  introduction  of  the  short  jacket,  and  this  cha,nge 


Coal   of  seal-lined   musquash,  lined   with  rich    moire   co'ele. 
Set  of  wasch  bear.    The  hats  are  of  the   new  turban   type. 

in  style  the  Paris  model  houses  are  showing  a  disposition 
to  feature  for  the  coming  Autmun  and  Winter  wear. 

White  serge  suits  are  very  popular,  particularly  in  a 
coarse  kind  of  knit  canvas-surface  serge.  These,  as  a 
rule,  have  bright-colored  velvet  collars  and  facings,  blue 
or  scarlet  being  most  in  evidence.  Gold  buttons  also  give 
an  added  nautical  touch. 

Spotted  or  figured  satin  foulards  are  used  as  lining  for 
these  serge  suits,  and  where  it  is  used  some  of  the  lining 
usually  appears  on  the  collar  and  cuffs.  Another  fashion 
that  has  been  popular  is  the  wearing  of  a  vest  or  "gilet" 
with  these  white  suits. 


So  well  have  these  short-coated  suits  taken  that  many 
leading  model  houses  are  showing  them  strongly  for 
Autumn  wear,  and  the  prediction  is  freely  made  that  Paris 
will  enjoy  a  season  of  short  coats. 

Drecoll  &  Cheruit  are  showing  nothing  but  short  coats, 
and  Rouff  is  also  showing  a  number  of  short-coated  models. 
These  coats  ra,nge  from  waist-line  lengths  to  36  inches. 

Velvets  in  Combination. 

The  fabrics  employed  for  suits  are  fine  camel-hair 
cloths,  zibeline  fabrics  in  two-tone  effects,  diagonals,  rough 
serges,  and  pin-striped  cloths,  and  bands  of  fur  are  used 
a,s  the  trimming.  Much  use  is  made  of  velvets  in  com- 
bination with  these  fabrics,  and  plain  and  fancy  velvets, 
velveteens,  corduroys,  and  fancy  velvets  are  freely  em- 
ployed. A  moire  velvet  which  closely  imitates  baby  Iamb 
is  used  by  many  houses,  and  moire  erepon  velvets  and 
fancy  cords  and  ribs  are  greatly  favored.  Velvet  bro- 
cades, and  velvet-striped  gauzes  are  other  novelties  in 
viigue. 

Brocaded  crepe  de  chines,  'brocaded  crepons,  jaquard 
weaves,  silk  crepinis,  moires,  poplins  and  taffetas,  bnlli 
plain  and  changeable,  as  well  as  hea.vy  plushes  are  all 
numbered  among  fashionable  fabrics.  Where  a  suit  has 
a  separate  waist,  chiffon  and  crepe  de  chines  are  chief 
materials  employed. 

Many  of  the  most  important  model  houses  slmw  the 
eoat  in  the  Russian  blouse  style.  These  are,  as  a  rule, 
half  length  and  are  trimmed  with  braid  and  fur  bands. 
This  fashion  tendency  is  strong  also  in  the  long  separate 
coats. 

The  models  are  plain  and  simple,  decoration  of  any 
kind  being  spa.ringly  used.  Braid  and  buttons  are  em- 
ployed and  the  new  touch  is  given  by  the  use  of  bands  of 
fur.  Very  long  revers  often  reaching  down  far  below  the 
waistline  are  a  pronounced  feature  on  many  suits,  and 
the  large  fanciful  collar  is  another  generally-followed 
fashion.  Some  of  the  Russian  models  are  completed  by 
a  stand-up  collar. 

Fullness  in  Skirts. 

Tiiough  plain  and  lilting  as  ever  aroiuul  the  waisi  .'ind 
hips,  skirts  show  considerably  move  L'lil'npss  ari)Uinl  tlio 
ankles,  Ihoiigli  some  houses  gatlifr  llio  fullness  again  and 
hold  the  skirls  in  again  a.rouud  I  lie  feel.  This  is  usually 
done  inidci-  »  hrnidcd  hand  (ir  a  hiiml  of  fnr.  This  idea  is 
seen  iin   evening  coat.s  and  mIsu  nn   Imig  cdals  of  fur. 

The  wearing  of  graceful  clinging  wraps  upon  every 
possible  occasion  has  been  a  feature  of  the  fashions  this 
Summer.  At  the  great  watering  places  long  enveloping 
c'oaks  of  royal  blue  or  bright  scarlet  cloth  are  much  worn 
over  the  white  lingerie  gowns,  when  sitting  mi  the  beach 
or  the  terraces  of  the  smart  hotels.  Over  the  dinner  or 
evening  gown,  wraps  of  extreme  beauty  created  along 
drapery  lines  are  extensively  worn.  When  of  silk,  liberty 
satin,  satin  souple,  or  soft-finished  moire  velours  are  used, 
and  the  popular  cloths  axe  cashmire-de-soie  and  drape- 
de-satin.^  These  graceful  flowing  wraps  are  lined  with  a 
contrasting  colored  satin  or  with  gold  or  silver  tissue, 
and  some  of  the  combinations  are  most  charming  and  be- 
coming. Thus,  black  will  have  a  lining  of  dull  violet 
with  oi'chid  mauve,  and  white  with  gold  or  silver  tissue 
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When  Anything  in  Millinery 
Is  Wanted    It's  Wanted    Quick 

TAON'T  miss  an  opportunity  to  satisfy  your  customers,  no  matter  how  exacting 
^^^  — it's  "bad  business."  We  carry  the  largest  and  best  assorted  stock  of 
MilHnery  in  Canada.  This  means  your  orders  can  be  well  taken  care  of. 
Put  us  to  the  test. 

HERE  ARE  THREE   GOOD  STYLES 

You  can't  go  wrong    on    them.       They   are    not   too 
extreme,    but   graceful    lines    and    good    style. 


Monarch  Colors,  price  $1.25  Auita  Colors,  price  $0.90  Opera  Colors,  price  $1.25 

White,  price  $1.60  ^ 

Two-piece  side  or  back  roll  sailor,  can  Large,  stylish  dress  shape.  Two-piece,  new  side  roll, 

be  worn  either  way. 

These  Hats  can  be  furnished  in  a  variety  of  colors. 

We  illustrate  a  few  mounts,  popular  because  of  style  and  price. 


Pan.  j'z^O— Price  60c.  pair. 
White,  black  and  colors. 


Patt.  249-Pnct  $1.65  pair. 
White,  black  and  colors. 


Patt.  j'i/"— Price  67^ c.  pair. 
White,  black  and  colors. 


Patt.  ,?,ii 

Price 

$1.00  pair. 

White, 

black 

and 


Patt.  313 

Price 

\    $1.00  each. 

White, 

black 

and 

colors. 


THE    D.    McCALL    CO.,    Limited,    TORONTO 

MONTREAL  OTTAWA  QUEBEC  WINNIPEG 
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etc.  For  trimmings,  many  tassels,  passementeries  and 
cords  aire  used.  Dining-  upon  the  terraces  of  the  fashion- 
able hotels,  the  smart  woman  allows  the  cloak  to  fall 
carelessly  away  from  her  shoulders,  showing  the  corsage 
of  her  gown  beneath. 

Cape  Novelties. 

A  decided  novelty  in  the  cape  line  is  the  lace  cape 
worn  from  the  shoulders  in  the  same  manner  as  the  cape 
of  velvet  and  gold  was  worn  by  the  gallants  of  the  courts 
of  Henri  II.  and  III.  and  Charles  IX.  The  first  one  seen 
was  a  soft  chiffon-stamped  velvet  worn  by  Mile.  Sorel,  of 
tho  Oomedie  Francaise.  During  the  Summer  this  cape  has 
been  seen  developed  in  lace.  As  worn  now  this  cape 
forms  part  of  the  gown  and  is  fastened  to  the  shoulders 
by  a  jewelled  or  spangled  passementerie  ornament,  and 
it  is  draped  as  the  wearer's  fancy  dictates.  It  is  unlined 
and  transparent  and  shows  the  figure  clearly  'beneath. 

Black  muslin  scarfs  axe  another  novelty  appearing 
with  the  end  of  the  season. 

These- 'are  draped  over  the  white  dress  in  Marie  An- 
toinette fichu  fashion  and  tied  at  the  back.  They  are 
made  of  mousseline-de-soie  and  some  few  are  of  yellow, 
pink,  pale  blue  or  violet  but  the  greater  number  worn  are 
black. 

It  would  seem  as  though  any  fashion  to  succeed  now- 
adays must  give  the  wearer  a  youthful  appearance,  and 
certainly  this  is  done  by  the  simple  short-skirted  suits  and 
one-piece  dresses  so  much  worn.  The  fishwife,  frock  is 
reminiscent  of  the  juvenile  frock  tucked  up  to  escape 
damage,  and  madame,  it  would  appear,  'can  wear  her 
skirts  as  short  as  she  pleases  whether  she  wears  a  suit  or 
the  princess  gown. 

When  evening  arrives  there  is  a  complete  cha.nge.  and 
dinner  frocks  and  evening  gowns  are  a  mass  of  compli- 
cated trailing  drapings  of  chiffon  or  ninon  gleaming  witli 
beads  and  bugles,  posed  over  shimmering  satin. 

Beads,  Spangles  and  Cabochons. 

Dinner  gowns  as  a  rule  are  ablaze  with  jet  and  gold. 
Beads,  spangles  and  cabochons  go  to  make  up  these 
glittering  embroideries.  As  a  rule  the  all  black  gown  is 
discarded,  and  the  jet  overdresses  are  mounted  over  gold 
foundations  or  foundations  of  dull  satin  in  blue,  green 
or  even  grey.  Heavily  embroidered  gold  tunics  are  mount- 
ed over  pale  colored  satins,  and  at  the  bodice  are  soft 
draperies  of  tulle  or   mousseline  de  soie. 

The  cra,ze  for  foulards  iu'creases,  and  herewith  is  a 
description  of  three  pretty  gowns  that  were  sent  to  smart 
women  staying  at  Trouvil'e.  One  had  a  plain  jacket 
and  box-pleated  skirt,  the  color  being  pale  mauve  with 
white  spots  as  large  as  a  pea,.  Down  the  side  of  both 
coat  and  skirt  was  a  trimming  of  foulard  piping,  held  at 
intervals  with  small  gold  buttons.  The  large  revers  were 
of  plain  mauve  foulard  and  so  was  the  draped  corselet. 
The  second  gown  was  of  blue  with  white  wafers,  and  had 
a  p'eated  skirt  attached  to  a  long  bodice,  the  join  covered 
by  a  scarf  drapery  of  black  .satin  with  a  loose  bow  at  the 
back.  The  third  specimen  was  of  geranium  pink  with  a 
pattern  of  large  and  small  spots  combined.  The  pleated 
skirt  had  a  washerwoman  tunic,  and  the  neck  finished  with 
a  turnback  collar  of  maline. 

It  is  time  now  that  mention  should  be  made  of  the 
new  long  coats,  the  separate  coats  which  promise  to  have 
more  consideration  this  year  than  has  been  the  case  for 
some  time.  A  feature  of  these  coats  is  the  pleatings  from 
the  hip  or  the  knee.  Some  few  numbers  show  them  all 
around,  but  on  the  great  majority  they  are  disposed  at 
the  back  or  sides.  The  coat  that  is  absolutely  plain  and 
.severe  is  in  better  style  than  the  much-trimmed  model. 
The   long   revers   reaching  to   below   the  waist   on  many 


models  is  a  feature,  and  also  the  Russian  blouse  closing  is 
seen  on  many  coats.  Fur  collars  and  bands  of  fur  trim 
many  coats. 

Fashionable  Furs. 

It  is  becoming  a  general  custom  to  buy  one's  furs  in 
the  late  Summer  and  Parisian  furriers,  in  consequence, 
launch  advance  models  early.  Seal  is  the  fashionable 
fur,  but,  because  of  its  costliness,  many  imitations  are 
used.  Long  picturesque  models  in  seal  musquash  are 
shown  finished  at  the  throat  with  a  collar  or  stole  of 
stone  marten,  skunk  or  fox.  The  sleeves  have  deep  cuffs, 
and  the  large  buttons  of  cord  or  silk  soutache  match  the 
buttons   and   ornaments   that    form   the   front   fastenings. 


Suit  of  leaf  green   .iLliue.     Note  the 
shorter  length   of   the  coat. 

Persian  lamb  may  be  seen  handsomely  trininicd  wilh  braid 
frogs  and  with  stole  collars  of  ermine. 

Skunk  is  coming  into  fa.vor  in  Europe  aiul  a  set  seen 
was  a  combination  of  ermine  and  skunk.  The  muff  was 
triangular  shaped  and  had  drawn  ribbons  so  that  it  might 
be   worn   either  flat    and   wide,   or   long  and  gathered   up. 


Handicaps  to  the  Salesman. 

One  clerk  will  have  a  hasty  temper  that  will  hold 
him  back.  He  says  :  "I  told  him  just  what  I  thought 
of  him— and  that  ended  it— we  are  friends  again."  Not 
so.  Every  time  a  man  loses  his  temper  and  allows  his 
angry  thoughts  to  find  voice  he  is  taking  a  slip  back- 
ward in  his  commercial  career.  He  may  think  no  more 
of  it  after  he  has  let  off  the  "exhaust,"  but  those  who 
hear  it  have  received  an  impression  they  can  never  erase. 


The  Ad.  Man's  Monthly  Talk  on  Good  Advertising 


An  Artistic  Effort. 

Tlie  iLiU-iiag'c  ad.  ol  KichaLcl  llail  &  Son,  rei^iudiiccd 
here  from  the  Peterboroug-h  Examiner,  is  certainly  pos- 
sessed of  decided  artistic  merit,  and  reflects  credit  upon 
both  the  writer  and  the  compositor.  Good  taste  lias 
been  exercised,  both  in  the  selection  and  arrang-enicnt  of 
the  illustrations,  and  the  type  matter  is  well  balanced. 
The  i)urpose  of  this   ad.    was   somewhat  out   of  the   ran';'c 


Our  Complete  Exhibit 

AUTUMN'S  AUTHORIIATIVE 
FEMININE  FASHIONS 

SpacMl  Sbow  DiT^    Tkunday,  fr^Mj  and  Smha^j 


lilliserr  Stylci  tl 
Puii 


Hie  New  J(i  Hit  Pbi 


Sepmit  Sldrt*  m  Smutly  Strfish 


LrtUiMikcYonrFtUCoittii 


Do  You  Wear  Kabo 


Smut  Fine;  Behi  Womn'i  SmulGlof ei        Beanbfal  Finer  Hud- 


,  5S3-3S5  Gopr^e  Street 


Richard  Hall  &  Son,  Limited 


An  example   of  artistic  advertising  from   Peterborough. 

of  (ho  usual  store  ad.  It  was  not  intended  primarily  to 
.sell  g'oo'ds,  but  to  attract  buyers  to  the  .stoic,  for  the 
display  of  new  wearing  apparel,  the  evident  intention 
being  to  depend  on  the  goods  to  sell  themselves.  'Tiiis 
introduces  rather  a  new  role  into  the  advertisin.'.^'  of 
C'anadian  stores,  outside  of  that  done  by  the  big  city 
stores. 

A  Bright  Store  Paper. 

"The  Murphy  Monthly,"  eight  pages,  7x10,  clearly 
printed  om  good  coated  paper,  is  a  store  publication  of 
the  John  Murphy  Co.,  Ltd.,  Montreal,  issued  in  the  in- 
terests of  the  employes  for  the  promotion  of  good  fellow- 
ship, and  better  salesmanship. 

The  Review  has  received  the  first  two  issues,  August 
and  September,  and  does  not  hesitate  to  state  that  if 
future  issues  are  as  good,  the  Murphy  publication  will 
be  welcomed  and  appreciated  by  the  staff.  The  main 
feature  of  the  publication  is  just  pure,  but  interesting 
gossip,  about  the  business  pleasures,  ajid  personal  affairs 
of  the  employes.  The  matter  is  written  in  a  breezy  in- 
teresting style,  and  is  of  such  a  nature  as  to  awaken 
interest  throughout  the  entire  staff.  In  order  to  further 
the  interest  of  the  employes  in  the  success  of  the  paper 
all  are  asked  to  contribute  items  of  interest  as  well  as 


to  criticize.  •  As  an  instance  of  the  good  work  the 
Monthly  intends  to  do,  the  following  extracts  are  inter- 
esting : 

"Ne\er  let  it  be  said  of  The  .John  Murphy  Company 
Limited,  that  goods  were  sold  for  silk  which  arc  not  all 
pure  silk  ;  or  for  linen  which  are  not  all  pure  linen.  Let 
us  be  straightforward  w^ith  the  customer,  not  in  one  or 
many  departments,  but  in  all  departments,  on  all  occa- 
sions." 

"We  want  to  do  things  as  well  as  we  know  how  to- 
day. To-morrow-  we  want  to  know  how  to  do  tho  same 
things  better.  I'he  bettci'  we  know  how  to  do  them,  the 
better  we  want  to  do  them.  Isn't  that  the  spirit  of  our 
store  and  of  our  staff  'f  It  certainly  is  the  spii-it  of  'The 
Mur|)hy   Monthly . '—Editor. ' ' 

Publications  of  this  nature  have  not  always  been  a 
success,  but  the  Murphy  Co.  do  everything  well  that 
they  start,  and  the  fact  of  a  big  addition  to  their  build- 
ing going  forward,  enhances  the  s|)irit  of  progress. 


Splendid  Two-color  Ad. 


From  a  rather  unexpected  source  comes  one  of  the 
most  ambitious  examples  of  advertising  seen  in  a  long 
time.    The   (ioderich   Signal  contains  a  four    column   ad. 


,   ooninwti.  MffiMo 


LOOK  FOR  THE  RED  MARKS 
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An   ambitious   two-color  ad.  by   a   progressive   store. 

printed  in  two  colors,  for  Hodgens  Bros.,  a  firm  which 
does  uniform.ly  good  advertising,  but  that  reproduced 
here,  seems  to  have  been  about  the  best  of  their  efforts. 
All  through  this  splendid  ad.  the  crosses  are  printed  in 
red  ink,  and  presented  a  most  striking  effect.  Outside 
of  this  distinguishing  feature,  however,  the  ad.  is  at- 
tractive. It  is  well  laid  out,  the  discriptions  are  splen- 
did and  writ-fcen  with  a  view  of  ajrousing  interest  in  the 
goods   and   desire   on  the  part   of   the   rea,der   to   possess 
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them.  It  is  a  decidedly  out  of  the  ordinary  effort,  es- 
pecially in  a  town  the  size  of  Goderich,  and  possessing- 
the  necessarily  limited  printing  facilities  of  a  small 
town.  That  the  publication  of  this  ad.  was  productive 
of  good  results  is  assured,  and  we  are  satisfied  that  the 
enterprise,  of  this  progressive  firm  would  not  go  unre- 
warded. 


Ad.  Exploiting  a  Summer  Clearing  Sale. 

The  ad.  is  reproduced,  not  beca.use  of  its  excellence, 
but  to  illustrate  a  few  pitfalls  that  may  be  avoided. 
The  sale  heading  "This  sale  is  a  positive  sacrifice,"  is 
set  in  too  large  type  to  allow  of  spacing  and  display. 
The  simply  statement,  "A  Sacrifice  Sale,"  with  the 
same  reasons  for  the  sale  following,  would  have  been 
better.  Throughout  the  ad.  many  typographical  errors 
are  noted.      It   would   pay   this   store   to   buy   distinctive 


As  this  is  part  of  the  advertisement,  the  personal  "I" 
should  not  be  used.  Self-praise  is  no  praise.  The  last 
paragraph  at  the  top  offers  the  same  ground  for  criti- 
cism, as  it  is  along  the  same  line  of  "circus"  talk.  The 
price  reductions  throughout  the  ad.  do  not  conform  with 
the  opinion  one  gets  from  reading-  the  introduction.  It 
is  not  usual  to  appeal  to  boarding-  house  keepers,  unless 
household  linens  are  advertised. 

This  scribe  has  a  well  laid  out  ad.  and  with  more  at- 
tention given  to  descriptions  of  goods  and  introductions 
will  turn  out  some  ads.  that  will  pull  business  and 
build  business.  State  clearly  the  reason  for  all  sales, 
advertise  prices  and  reductions  exactly  and  the  public 
confidence  will  be  gained.  Crowell's,  Ltd.,  is  a  big  pro- 
gressive store  and  should  have  better  looking  advertise- 
ments. The  big  outstanding  defect  in  this  ad.  is  its 
poor  typography   and  careless  proof-reading. 


"Wk«Tc  Your  Friud*    Cor>|r((»l<  by    tht  Seor*. " 


THIS  SALEISAPOSITIVE  SACRIFICE 


I  L>,.<fior  lo  Cltir  All  StiBstr  Goodi 
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Nothing  But  Absolute  Cle&rsnce  Will  Satisfy. 
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Five  colum.i  aJ.  explnitlng  a  summtr  clearing  tale. 

type  for  their  advertising,  as  this  ncwsi)aper  seems  to 
have  very  few  modern  type  faces.  The  ficscriptions  nl' 
goods  throughout  the  ad.  aio  by  no  means  always  clear, 
and  usually  insufficient,  e.g.,  in  the  men's  fuini.sher  par- 
agraph appeals  "Underwear,  regular  $1.2.'5  to  clear  at 
9S  cents."  Whether  this  means  two  pieces,  combina,tions, 
Balbrlggans,  or  the  new  athletic  suits,  etc.,  is  a  riddle. 

The  idea  of  the  five  paragraphs  at  the  top  of  the 
advertisement  is  evidently  to  trade  upon  the  prestige  of 
the  newspaper  and  the  hold  it  has  upon  its  readers  by 
giving  these  paragraphs  as  far  as  possible  the  appear- 
ance of  news  in  the  form  of  writeups.  As  they  are  bor- 
dered -with  the  rest  of  the  ad.,  the  reader  at  once  regards 
it  as  pure  advertising.  The  space  they  occupy  could  be 
better  used.  The  old  fable  of  the  ten-dollar  till,  if  new 
to  Sydney,  is  good.  The  paragrapli,  headed  "A  Tourist's 
Opinion  of  Sydney's  stores"  is  not  clear  and  the  punc- 
tuation is  bad.  The  next  to  the  last  sentence  should 
start  with  quotation  marks.  The  paragraph  headed  : 
"A  Most  Remarkable  Opportunity"  is  likewise  muddled, 


Simpson  Co.'s  Manager  Denies  Rumors 

Regarding  a  somewhat  persistent  rumor  to  the  effect 
that  the  A.  E.  Rea  Co.  were  negotiating  for  the  pur- 
chase of  the  Robert  Simpson  store  in  Toronto,  neither 
confirmation  nor  denial  could  be  obtained  at  the  To- 
ronto office  of  the  company.  During  the  absence  of  A. 
E.  Rea  in  Montreal,  his  brothers  declined  to  make  a 
statement. 

With  reference  to  this  "$3,000,000  deal,"  however, 
.James  Wood,  secretary  and  manager  of  the  Robert 
Simpson  Co.,  stated  that  it  was  absurd,  and  that  he 
knows  of  nothing  which  might  give  rise  to  such  report. 
He  also  stated  that  the  Simpson  interests  were  in  no 
way  associated  with  recent  transactions  of  the  A.  E. 
Rea  Co. 


GLOVES 


To  the  Wholesale  Trade : 

The  complete  1910  Maple 
Leaf  range  of  Lined  and 
Unlined 


»Aoe    ^ 


Gloves  and  Mitts  for  Ladies,  Men 
and  Children 

ALSO 

Men's  Working  Gloves  and  Mitts 

now  in  our  agents'  hands. 

To  Ihe  Retailer: 

Maple  Leaf  Gloves  are  standard  for  quality  and 
value.     Ask  your   wholesaler   for  these   goods. 

THE  ROBERT  RYAN  CO. 

LIMITED 

THREE  RIVERS,   QUEBEC 

SELLING   AGENTS: 

E.  H.  Walsh  &  Co.  Stewart  M.  Campbell 

IMontrcal  Toronto  Hammond  Blocli,  Winnipeg 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


SAMUEL  WENER  &  CO. 

The  Specialty  Topwear  House, 
Samuel  Wener  '  &  Co.,  304  Notre 
Dame  St.  West,  Montreal,  have  scored 
a  big  hit  with  the  trade  by  introducing 
in  their  rainproofs  and  waterproofs, 
patented  "Presto"  convertible  col- 
lars, whicli  they  control  on  these  lines 
for  Canada.  This  collar  has  been  a 
tremendous  success  in  the  United 
States,  and  wlierever  shown  in  Canada 
has  been  taken  np  quickly.  The 
"Presto"  convertible  collar  is  the 
simplest  arrangement  available  for 
turning  an  ordinary  collar  into  a 
storm  collar.  The  wearer  of  a  "Pres- 
to" convertible  collar  rainproof  or 
waterproof,  possesses  one  coat  which 
serves  the  purpose  of  a  dressy  street 
coat  and  a  coat  for  unfavorable 
weather.  The  "Presto"  collar  has 
the  exclusive  feature  of  changing  the 
street  collar  into  a  storm  collai-,  which 
is  not  bulky.  The  fit  of  the  storm 
collar  is  perfect  and  the  change  is 
made  very  simply.  The  street  collar  is 
simply  turned  up,  by  ingenious  press- 
ing at  the  back  is  flapped  over,  and 
the  front  parts  are  hooked  together. 
This  particular  collar  is  one  of  the 
many  strong  features  of  the  True- 
fit  Brand  line,  which  consists  of  over- 
coats for  every  purpose.  Their  travel- 
ers are  now  showing  these  goods  all 
over  Canada,  but  they  invite  inquiries 
for  the  "Presto"  convertible  collar 
coat. 


A  PROGRESSIVE  CONCERN. 

The  Chicago  Ribbon  Clip  Company, 
sole  manufacturens  of  Universal  Rib- 
bon Clips  and  Best  Hat  Fasteners, 
have  recently  increased  their  capital- 
ization to  5;25,O0O.  This  increased 
capital  being  made  necessary  to  pro- 
vide greater  facilities  for  handling  the 
bigger  business  which  the  successful 
exploitation  of  the  firm's  novelties 
has  brought. 

The  officers  of  the  Chicago  Ribbon 
Clip  Company,  who  are  Frank  No- 
vak, Jr.,  president,  and  Edward  J. 
Novak,  treasurer,  are  well  known 
business  men.  With  ample  capital,  an 
established  and  steadily  increasing  de- 
mand for  its  specialties,  a  wide  field 
and  an  active  and  experienced  man- 
agement it  is  only  fair  to  predict 
that  the  Chicago  Ribbon  Clip  Com- 
pany will  long  maintain  its  position 


as  leader  in  the  line  in  wliich  it  has 
already  been  so  eminently  successful 
as  sole  manufacturers  of  linivcrsal 
Ribbon  Clips  and  Best  Hat  fasteners. 


THE  LAMBERT  GRANDE  DAME 
BAG. 

One  of  the  most  handsome  bags 
ever  shown  the  trade  is  the  Grande 
Dame,  introduced  by  P.  VV.  Lambert 
&  Co.,  61-()tj  Lispinard  St.,  New 
York,  and  illustrated  here.  It  Ls  ex- 
treme in  its  largeness  for  which  there 
is  a  strong  vogue,  and  is  offered  as 
the  "last  word"  in  fashionable  bags. 
The  Grande  Dame  is  a  superb  produc- 
tion of  an  up-to-date  enterprising 
house  and  has  proven  a  splendid   sel- 


The    Grande    Dame   Bag  -   Manufactured  bv 
P.  W.   Lambert  &   Ci.,  New  York. 

ler  wherever  it  has  been  shown.  This 
bag  is  made  of  the  finest  walrus  or 
natural  grain  seal,  with  rich  and 
dainty  lining,  and  it  is  fitted  with 
puff,  mirror,  bon  bon,  etc.  In  short 
it  is  the  Grande  Dame  among  modern 
bags. 

W.  R.  BROCK'S  WASH  GOODS 
LINE. 

In  view  of  the  advancing  prices  in 
cotton  fabrics,  buyers  will  be  inter- 
ested in  the  line  of  new  wash  fabrics 
this  firm  is  showing  in  both  staple  and 
novelty  goods.  The  special  line  of 
prints  in  novelty  colors,  absolutely 
fast,  that  were  such  a  success  with  the 
trade  last  year  is  shown  in  new  pat- 
terns  and  in   an  extended  range  of 


colors.  The  leading  designs  for  the 
coming  season  in  pritits  are  the  two- 
toned  stripes  and  si>ot  jjatterns.  Lin- 
ens are  again  to  liie  fore  and  here 
l)rices  are  also  on  the  np  grade.  This 
linn  will  begin  (lie  season  with  linens 
;U  old  prices.  This  advantage  from 
the  state  of  the  market  can  neces- 
sarily only  prevail  for  a  limited  time. 
Tliey  are  also  siiowing  a  big  range  of 
patterns  in  Anderson's  zephyr  ging- 
iiains,  each  piece  bearing  a  ticket 
branded  with  Anderson's  name  as  a 
guarantee  of  quality,  color  and  fabric. 
A  special  line  for  opening  the  season 
is  a  job  line  of  mercerized  tartan, 
regular  retail  price  25c,  and  as  sold 
by  tills  firm  can  be  retailed  at  15c. 
This  line  of  goods  was  made  for  the 
New  York  market  but  was  thrown  on 
the  maker's  hands  as  it  could  not  be 
delivered  in  time.  The  W.  R.  Bi'ock 
Co.  are  also  showing  an  entensive 
range  of  the  new  mercerized  foulards 
in  all  the  new  colors  and  patterns, 
also  a  big  line  of  rejjp  and  fancy  suit- 
ings as  well  as  a  big  range  of  cotton 
fabrics  in  other  lines. 


ROBERT  C.  WILKINS,  LTD. 

For  the  Spring  season  this  firm  has 
made  exceptional  preparations.  One 
of  their  new  lines  is  a  full  r-ange  of 
half-lined  summer  suits.  A  feature  of 
all  lines  of  trousers  is  the  seat  seam 
twice  sewn  with  linen  thread,  abso- 
lutely preventing  ripping  or  tearing. 
All  inseams  are  sewn  with  linen 
thread  instead  of  cotton.  Trousers 
are  cut  large  and  roomy  in  seat  and 
crotch.  All  straps  and  buckles  have 
been  discarded  on  dress  and  outing 
trousers.  An  exclusive  feature  of 
their  trousers  is  a  simple  contrivance, 
whereby  all  bunches  are  avoided  when 
the  trouser  is  belted.  This  feature 
gives  the  trousers  a  perfect  fitting 
waist  and  over  hips.  Their  line  of 
working,  dress  and  outing  trousers 
consists  of  two  hundred  numbers. 
There  are  also  over  two  hundred  lines 
of  outing  shirts,  working  shirts  and 
stock  collar  shirts.  They  manufacture 
all  kinds  of  Khaki  goods. 

A  new  feature  on  overalls  is  their 
all-elastic  suspenders.  On  orders  of 
five  dozen  or  over  the  retailer's  name 
or  suitable  inscription  is  printed. 
Some  changes  have  been  made  in  the 
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representation  of  this  firm  for  the 
new  season.  J.  M.  Hamilton,  Van- 
couver, is,  to  be  sure,  again  repre- 
senting them  in  British  Columbia  and 
Alberta.  He  has  boosted  "Rooster" 
interests  for  many  years.  In  Sas- 
katchewan and  Manitoba,  Arthur 
Croteau  will  call  upon  the  ti-ade.  He 
formerly  represented  the  firm  in  Co- 
balt district  and  Northern  Ontario. 
Eastern  and  Northern  Ontario  and  the 
Ottawa  Valley  will  be  looked  after 
by  John  Carson,  formerly  with  Mat- 
thews, Towers  &  Co,  Toronto  and 
Northern  Ontario  are  given  up  to  N. 
A.  McLean  &  Co.,  Peterkin  Bldg., 
Toronto,  where  a  permanent  set  of 
samples  will  be  shown  as  well  as  on 
the  road.  Joseph  Petitclerc  is  the 
guardian  of  the  Province  of  Quebec, 
with  permanent  quarters  at  163  King 
Street,  Quebec.  A.  R.  Trudeau  in  the 
employ  of  the  "Rooster"  Brand  since 
boyhood,  will  continue  to  call  upon 
his  friends  in  Nova  Scotia  and  New 
Brunswick.  Cape  Breton  falls  to  I). 
M.  Burchell,  with  sample  rooms  at 
Glace  Bay.  Bob  Wilkins,  Jr.,  will  ook 
after  the  trade  in  the  city  of  Mont- 
real. 


FRANK  GOUDY'S  BUTTON  LINES. 

Buttons  are  to  be  big  sellers  in  the 
coming  Spring  and  the  button  to 
match  the  color  of  the  fabric  is  the 
new  style  idea.  This  is  bringing 
ivory  buttons  into  vogue  for  use  on 
the  washing  dresses  and  suits  for 
Spring  and  Summer  1910,  to  replace 
the  buttons  of  freshwater  pearl  so 
much  used  this  year.  The  novelty  in 
ivory  buttons  is  the  dull  satin  finish. 
This  is  combined  with  bright  ivory  in 
many  attractive  forms,  one  of  the 
most  admired  of  Avhich  is  the  satin- 
finished  centre  with  the  bright  ivory 
rim.  Another  range  in  satin  and 
bright  ivory  finish  shows  the  subdued 
mottling  that  combines  perfectly  with 
the  new  melange  and  two-tcnie  fabrics 
now  shown  for  the  coming  Spring. 
The  sizes  selling  are  from  20  line  up 
to  50  and  55  line,  and  these  are  shown 
in  self-shanks,  and  two  and  four-hole. 
Tht  colors  at  present  in  stock  are 
prunelle,  amethyst,  shades  of  reseda, 
yellow  greens,  grey  greens,  ashes  of 
roses,  covert,  silver  grey,  navy  and 
brown,  but  in  addition  this  line  will  be 
matched  iip  to  all  the  new  shades  in 
dress  linens  and  every  shade  of  the 
season  can  be  obtained.  Special  lines 
that  all  buyers  should  have  in  stock 
are  1005,  Queen,  Superb  and  Capitol. 

Pearl  buttons  are  to  be  a  big  fea- 
ture  not   only   in   staple   lines  but  in 


novelty  effects  and  designs.  Mr. 
Goudy  is  showing  an  immense  range  of 
both  medium  priced  and  expensive 
pearl  buttons.  Special  mention  muse 
be  made  of  the  colored  effects,  one 
line  of  which  shows  the  colored  centre 
with  heavy  rim  of  natural  pearl,  while 
others  are  in  tinted  and  shaded  effects. 
Mr.  Goudy  has  been  connected  with 
the  manufacturing  of  buttons  for  a 
period  extending  over  30  years. 


HOME  &  WATTS'  LINE. 

The  misses'  and  children's  garment 
department  has  made  wonderful 
strides  during  the  past  two  or  three 
years.  Merchants  who  intend  making 
the  most  of  this  department,  who  de- 
sire to  hold  the  mother's  trade  by 
showing  briglit,  snappy  styles — styles 
that  are  right  up-to-date  with  those 
seen  in  New  York  and  made  up  in  the 
new  jiatterned  ginghams  and  in  the 
other  novelty  wash  fabrics,  should  in- 
spect tlie  line  of  misses'  and  children's 
garments,  Avhich  are  being  sent  out 
by  Home  &  Watts,  Oct.  1.  This  firm 
are  exclusively  manufacturers  of 
misses'  and  children's  garments, 
and  they  devote  the  whole  of 
tiieir  time  and  energies  to  the  pro- 
duction of  this  one  line.  Their  suc- 
cess has  been  gained  by  smart  up-to- 
date  designing  and  the  careful  study 
of  the  leading  points  that  go  to  make 
lip  a  ])erfect  garment  for  juvenile 
wear.  With  this  they  have  endeavor- 
ed to  combine  the  use  of  the  newest 
fabrics  and  it  is  because  of  this  en- 
deavor, and  because  of  the  impossi- 
bility of  showing,  at  an  earlier  date, 
the  new  designs  and  novelty  fabrics, 
that  their  line  has  not  sooner  been 
ready  for  inspection. 


ART  LINENS  IN  POINT  DE 
VENISE. 

Merchants  and  heads  of  depart- 
ments who  are  looking  for  quick- 
selling  novelties  for  the  Christmas 
trade  should  certainly  not  miss  the 
new  line  of  art  linens  in  Point  de 
Venise.  The  lace  used  as  the  border 
is  a  reproduction  that  gives  all  thr^ 
beauties  of  the  real  Venise  in  a  ma- 
chine-made lace  at  a  fraction  of  the 
cost  of  the  real  article.  Another 
feature  is  that  the  lace  border  is 
woven  directly  to  the  linen  centre, 
thus  preventing  any  possibility  of  the 
centre  and  border  pulling  apart  either 
in  the  wash  or  in  wear.  These  hand- 
some goods  come  in  all  the  usual  sizes 
of  cloths,  runners,  tray-cloths,  doilys, 
etc. 


As  they  can  be  retailed  with  splen- 
did profit  at  popular  prices,  though 
only  on  the  market  a  short  time,  they 
are  selling  freely,  and  will  without 
doubt  be  one  of  the  leading  sellers  for 
the  Christmas  trade.  These  goods 
can  be  had  through  R.  H.  Cosbie,  30 
Wellington  St.  W..  Toronto. 


MOORE    CARPET   CO. 

The  new  Spring  lines  of  carpets 
and  rugs  brought  out  by  the  Moore 
Carpet  Company,  of  Sherbrooke,  Que., 
have  met  with  the  approval  of  the 
trade.  This  firm  have  in  the  past 
always  been  in  the  van  as  regards 
new  and  up-to-date  styles  and  color- 
ings, but  in  the  new  offerings  for  the 
Spring  season  they  have  surpassed 
all  previous  efforts,  the  entire  range 
being  almost  wholly  new  and  original. 

They  have  met  the  increased  de- 
mand for  rugs  by  producing  a  very 
large  range  of  jjatterns  in  both  Wil- 
ton and  Brussels  carpet  size  rugs, 
which  are  being  sold  at  a  popular 
price,  and  the  demand  for  their  jiro- 
ducts  has  already  far  exceeded  their 
expectations. 


HAIR  ORNAMENTS. 

A  visit  to  the  sample  room  of  J. 
Palmer  &  Son,  Ltd.,  specialty  hair 
goods  house,  at  5-7  Uesbresoles  St. 
Montreal,  is  an  education  as  to  what 
is  fashionable  and  salable  in  hair 
goods  and  hair  ornaments.  Every- 
thing in  putt's,  pompadours,  chignons, 
curls,  switches,  liairpads  and  hair  nets 
may  be  seen.  Many  of  these  lines  are 
exclusive  with  this  house. 

Their  display  of  combs  and  iiair 
ornaments  is  particularly  elaborate. 
They  not  only  carry  the  very  popu- 
lar lines,  but  the  most  exclusive  novel- 
ties 

The  demand  for  hair  ornaments  is 
increasing  and  retailers  handling  tiie 
line  are  making  good  profits. 


DALY  &  MORIN. 

Daly  &  Morin,  manufacturers  of 
window  shades  and  shade  cloths, 
Montreal,  owing  to  the  steady  increase 
in  their  business,  are  making  exten- 
sive additions  to  their  factory,  at 
Lachine.  Right  now  they  are  well 
prepared  to  make  prompt  deliveries 
of  all  lines. 

Retailers  should  not  delay  purchas- 
ing, as  the  high  price  of  raw  cotton 
is  an  indication  of  advances  in  this 
line  of  goods. 


A.CCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

AssiKnecs,  C'hartcnil  AtTountants,  Estate  an. 

Fire  Insurance  AgentR. 

15%  Toronto  St.  465  Temple  BUI? 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreai 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing  commercial  reports 
to  our  subscribers  g^ives  prompt  and    reh'able  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.   Main  198.i 


LEGAL  CARDS. 


ATWATER,    DUClUS  &  CHAUVIN 

Aihiiriites,  Montreal 

Albert  W.  Atwater,  ls..C.,  Consulting  Counsel 

for    City    of    Montreal;     Chas.    A. 

Dnclns;   Henrv   N.  Chauvin. 


Cable  Address 
'MACKER."  Winnipeg 


Office 
511  Ashdown  Block 


McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesale 
Jobbers.  WINNIPEG. 

Correspondent-e  solicited  from  manufacturers 
desiring  live,  up-to-date  representation  in  tl:e 
West. 


J.    SPROULE  SMITH 

Manchester  Building  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  Wui.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Godde  Bedin  k  Cie,  Cliitfons,  Laces,  etc.,  Paris, 
France  ;  Perret  Gros  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  GlenwiUiams,  Ont. 


Dieck^rhoff  Raffloer  &  Co. 

OF  CANADA,  LIMITED 

DRY  GOODS  COMMISSION  MERCHANTS 

AND  MANUFACTURERS  AGENTS 

Montreal  — 525  St.    Paul    St.;    Winnipeg  — 400 

Hammond  Block;  Toronto— 154-160  Wellington 

Street  West,  cor.  Simcoe  Street— Head  OflBce. 

Importers  of  Buttons,  Sniallwares,  Laces, 

Tailors"  Triinniings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


HOTEL    DIRECTORY. 


WINDSOR   HOTEL 

HAMILTON,  BERMUDA 

This  house  is  pleasantly  and  conveniently 
located  on  the  east  side  of  Queen  Street.  The 
rooms  are  bright  and  cheerful.  Every  attention 
paid  to  guests.  Billiards  and  Pool.  Hot  and 
cold  water  baths.    A.  McNicoI,  Prop. 


VICTORIA     LODGE 

HAMILTON,    BERMUDA 
Mr».  J.  F.  SMITH,       -        -       Proprietress 

Opposite  Victoria   Park   and   Cedar  Ave. 
Private  Board  $12  to  $11  per  week. 
Open  No\  ember  Closes  in  May 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


DRY    GOODS    REVIEW 
HOTEL   DIRECTORY. 
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THE    GRAND    UNION 


The  most  i>o])ular  hotel  in 
OTTAWA,    ONT. 


JAMES   K.  PAISLEY, 


Proprietor 


WHOLESALE   HOUSES. 


^  LIMITF.O 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


The  Beardwood  Agency 


enjoys  the  entire  confidence  of 
most  of  the  large  wholesale  houses  in 
Eastsrn  Canada. 

What  we   are   doing  for  them  we   can 
do  for  you. 

Send  us   your   Overdue     Accounts  and 
let  us  prove  our  superiority. 

THE  BEARDWOOD  AGENCY 

313  New  York  Life  Building,  MONTREAL 


Condensed  Advcrtisemecls 

AGENTS    WANTED. 


AGENTS  WANTED-Calling   upon    the   retail 
trade  to  handle  the  p''oductions  of  a  high-class 
lace  and  novelty   house.     An  interesting   line 
for  any  agent  with  good  connection   amongst   high- 
class  retailers.  Address,  Laces,  care  DRY  GOODS 
REVIEW,  88  Fleet  Street,  E.G.,  London,   England 

AGENT  WANTED— To   call   on   the  retail  trade 
and   costumiers  with   attractive   line  of   trim- 
mings, linings,  tmbroidsries,  braids,  buttons, 
etc.     Supplies   for    ladies'    tailors.      Gi,od    class. 
Box  4K,  DRY   GOODS   REVIEW,   88  Fleet   St., 
E.G.,  London,  Eng.  (if) 

AGENT  WANTED-Calling  upon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.     A 
splendid  line.     Businessdone  direct  with  the 
manufacturer.     Address   "  Hair   Net,"   care   DRY 
GOODS  REVIEW,  88   Fleet  St,  London.  E.C  , 
England.  (tf) 


BUSINESS  OPPORTUNITY. 


ADVERTISER  wishes  to    meet  with    parly   who 
would     invest     in     wholesale    woolens    and 
tailors'     trimming      business     commencing 
January.     Box  G,  DRY  GOODS    REVIEW,    To- 
lonto. 


COMMISSION  LINES  WANTED. 

TRAVELER    with  good  connection  in  the  Oitawa 
Valley  and   Ottawa   City  dtsres  c  unm  ^sion 
line-,  ready-to-wear,  small   wartS,  or   a   line 
fr,>m   a  specialty   huuse.    Apply    Box    150,    DRY 
GOODS  RtVltW,  Montreal. 

ELLIOrr- FISHER     Standard    Writing-Adding 
Machines    make    toil   easier.     Ellinii-Fisher 
L'mited.  513,  No.  83  Craig  St.  W.,  Montreal, 
end  129  Bay  Street,  Toronto. 


MISCELLANEOUS. 


CASH  AND  PACKAGE  CARRIERS  20  years' 
experience  inventing  and  building  modern 
store  service  appliances.  Our  guarantee  -We 
will  instal  asystem  of  our  Carriers  in  your  store; 
you  use  lhen»  ten  days,  and  if  you  do  not  find  that 
they  give  you  better  and  quicker  service  than  any 
other  Wire  Carriers,  Pneurtatic  Tubes,  Cable 
Carriers  or  Cash  Registers,  we  will  remove  them 
at  our  expense.  Write  for  catalogue  and  testi- 
monials from  reliable  houses  using  our  Carriers. 
The  Gipe  Carrier  Co.,  99  Ontario  St.,  Toronto, 
Canada. <lf)  _ 

TUST  NOW  we  are  holding  a  special  sale  of 
I  second-hand  typewriters.  All  makes  are  re-- 
presen'ed — Underwood.  Remingtons,  Olivers, 
Empires,  Smith  Premiers,  etc.  Ihey  have  been 
carefully  rebuilt  and  are  in  good  workable,  wear- 
able condition.  The  Monarch  Typewriter  Co., 
Lj^d^,  98Kin g  St.  W. ,  Toronto,  Ont ( t f ) 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracuse  Dial  Time 
Recorder  is  the  most  practical  time  reording 
machine  for  dry  goods  and  millinery  stores.  En- 
tirely automatic.  Nothing  to  confute  employes. 
A  turn  of  the  pointer,  a  pressure  in  the  hole  oppo- 
site the  employe's  number,  and  the  hour  and  min- 
ute is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hands,  we  can  supply  you  with  a 
machine  suited  to  your  requirements.  Write  for 
catalog.  International  Time  Recording  Company 
of  Canada,  Limted.  Office  and  factory,  15  Alice 
Street,  Toronto.  (tf) 

MEN  SELLING  ON  COMMISSION,  or  men 
A'hosetimeis  not  fully  employed,  should  be- 
come our  agents.  The  Canadian  Grocer, 
Dry  Goods  Review,  Hardware  and  Metal,  Printer 
and  Publisher,  Bookseller  and  Stationer,  Plumber 
and  Steamfitter,  Canadian  Machinery  and  Power 
House  are  all  well  known  and  highly  regarded 
trade  papers,  with  a  large  circalalion  throughout 
Canada,  United  States  and  Great  Britain.  The 
circulation  must  be  maintained  and  increased. 
We  pay  large  commissions  to  men  who  push  for 
new  subscribers.  If  you  can  do  anything  i  .n  this 
way  write  the  Circulation  Department,  giving  ref- 
erences. THE  MacLEAN  PUBLISHING  CO., 
Toronto.  (tf) 

(^AVc50,OF  THE  COST  OF  HANDLING 
vj  merchandise  by  instdlling  a  Beath  Sysiem  of 
Overhead  Carriers.  Saves  valuablef  oor 
space  because  the  trackage  is  on  the  cei  ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
and  for  handling  goodsin  and  about  the  warehouse 
and  factory  icduCiS  the  cost  of  labor  because  far 
less  warehouse  help  is  reu  ared.  Systems  for  all 
kinds  of  businesses,  large  or  small.  Write  us  for 
illustrated  catalog.  W.  D.  Beath  &  Son,  193  Ter- 
auley  Street,  Toronto.  (tf) 

SHOW      CASES,      COUNTERS,     SHELVING 
and    Wardrobes    a   specialty  for    Dry    Goods 
trade.    Send  for  illustrated  catalogue.    Jones 
Bros.  &  Co.,  Ltd.,  30-32  Adelaide  St.  W.,  Toronto, 
Oniario. 

SIK  GILBERT  PARKER  is  to  the  fore  again 
with  his  latest  book  entitled  "Aorinern 
Lighis."  It  pictures  the  life  of  that  portion 
of  our  country  upon  which  ail  eyes  are  now  tui  ned 
The  stories  portray  conditions  in  the  Great  West 
befo  e  and  after  the  eitects  uf  modern  civilizaiion, 
and  treat  ihesubicct  with  a  masiei.haml.  hor  »ale 
at  all  bookstores  t^loin  bound,  illustrated,  tl.50. 
The  Copp, Clark  Cj.,  Lid.,  Pub  is   ers,  forontottft 

THOUSANDS  OF  DOLLARS  go  astray  iu  tne 
mdils  every  year.  If Uu  should  thireore  in- 
sure against  a  poss.ble  los,  by  sending  VOUR 
remittances  by  Dominion  Express  Company 
Money  Orders  and  F.re  gn  Drafis.  If  delayed, 
lost  or  stolen,  a  refund  w, 11  be  promptly  arranged 
or  a  new  M  ney  (Jrd-r  issued  without  funiier 
charge.  The  Dominion  Express  company  also 
transfers  money  by  telegraph  and  cable,  and  buys 
and  sells  foreign  m  ney.  If  you  want  to  send 
money  to  an.,  pan  of  the  world  the  Dominion 
Express  Company  will  be  piea-ed  to  accommodate 
you.  Hundreds  of  a£;encies  throughout  Canada 
<tf) 

WANTED -A  splendid  oppjriuniiy  for  dealers 
to  handle  the  best  c  .moinaiion  Duplicating, 
Addres>ing  and  Office  Printi'g  Machine  on 
the  market.  Exclusive  territory.  Send  nam--  and 
address,  giving  occupation  and  references  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  Jonn 
St.,  Hamilton,  Ont. (tf) 

YOUR  CHEQUE  CAN'T  BE  RAISED  to  any 
amount  above  that  which  you  intend  it  to 
cover  if  you  use  the  PROTECTOGRAPH. 
This  device  siamps  a  line  such  as  "Not  over  ten 
dollars,  $10."  with  acid  proof,  indtlibleink,  which 
penetrates  right  through  the  fibre  of  the  paper. 
This  device  is  being  used  by  90°„  of  the  Banks  of 
Canada  and  ihe  United  Slates,  as  well  as  the  trea- 
suriesof  botn  countrus.  Writefor  full  particulars 
and  price.  W.  E.  Parker  &  Co.,  S  le  Canadian 
Ag:nts,  37  Yonge  Arcade,  Toronto,  Ont.  (tf) 


w 


AREHOUSE  and  Factory  Heating  SyNtems. 
Taylor-Forbes  Compiny,  Limited.  Supplied 
by  the  trade  throughout  Canada.  (tf) 
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Made  in  the  most  Modern  Umbrella  Factory  in  Canada  by  the  most  Experienced  and  Skilled  Workers 


New  Designs  in  Men's  Handles 


/^^ompare  Eclipse 
Umbrella  values 
with  goods  in  stock  and 
we'll  leave  the  order 
question  to  your  judg- 
ment. Our  values  and 
assortments  tell  the 
story.  Get  samples  of 
wanted  lines. 


A  Group  of  the  Latest  Ideas  in  Ladies'  Handles 


/^ur  variety  of  hand- 
les is  the  largest  in 
the  trade.  All  the  latest 
designs  in  L^adies'  Dir- 
ectoire  Handles,  in  all 
materials  such  as  Rose- 
wood,  Mahogany, 
Ebony,  Pimento,  Ivor3^ 
Silver,  Gold  and  the 
tastiest  combinations. 


The  "Gordon"  Umbre  la  sho»  n 
above.  Absolutely  the  closest 
rolled  Umbrella  in  the  market, 
best  frame,  linest  silk. 


SEND  YOUR  ORDER  NOW  FOR  HOLIDAY  TRADE 

State  quantity,  price,  style.     Our  selections  will  please.      I'ronipt  deliveries,     tioods  returnable  if  not  entirel\'  satislactory. 

THE  ECLIPSE  UMBRELLA  CO.,  LIMITED 

454  St.  James  Street         ::::::::::         MONTREAL 
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To  the  Trade 


October,  1909 


Superlativeness 


OUR  stock  and  operation  in  every  department 
are  in  the  superlative  degree  for  the  assort- 
ing season.  A  complete  range  of  the  most 
salable  lines  in  Carpets.  Housefurnishings,  Men's  Fur- 
nishings, Smallwares,  Dress  Goods,  Silks,  Hosiery, 
Gloves,  Ladies'  Ready-to-wear  Goods,  Linens,  Cotton 
Goods,  Flannels,  Blankets,  Comforters,  Woolens  and 
Tailors'  Trimming ;  the  best  values,  newest  tex- 
tures, most  beautitul  designs  and  latest  novelties  in 
the  markets  of  the  w^orld  ;  the  promptest  and  most 
courteous  attention  to  customers  visiting  our  ware- 
houses ;  the  most  careful  and  correct  filling  of  all 
orders,  with  the  greatest  dispatch  ;  our  quick  system 
of  attending  to  letter  orders,  by  a  most  efficient  staff 
of  employees,  are  the  superlatives  of  our  business 
success. 

We  solicit  your  esteemed  orders. 


John  Macdonald  &  Co. 


Limited 


TORONTO 


Vol.  XX 


Dress  Accessories  and  Christmas  Goods  Featured. 


No.  II 


November, 
1909 


Mac  Lean  Publishing  Company,  Limited 

Montreal  Winnipeg 


Publication  Office,  10  Front  St.  East,  Toronto 


Vancouver 


New  York 


London,  England 
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Balance  on  the  Wrong  Side 

So  long  as  a  merchant  is  satisfied  to  allow  a  large  portion  of 
his  assets  to  consist  of  unsalable  and  dead  stock,  just  so  long  will 
he   carry  a  balance   on   the  wrong  side   of  the  ledger. 

Mr.  Merchant  need  not  try  to  dispute  the  statement,  the  fact 
is  there.  He  may  have  capital  enough  to  withstand  the  loss  for  awhile, 
but  if  he  continues  to  add  to  his  assets  by  the  road  of  unsalable 
stock,  it's  only  a  matter  of  time  when  there  will  be  a  washout  of 
capital — and    then   the   deluge. 

Our  business  is  to  keep  the  stocks  of  dry  goods  merchant 
and  milliner  in  good,  salable  condition  all  the  time — and  then  there 
is   no   dead   stock. 

We  dye  and  finish  unsalable  fabrics  so  that  they  carry  with 
them   all  the   marks   of  new  goods   from   the   mill. 

Our  work  on   feathers   and   plumes   is   not   excelled   anywhere. 

These  are  no  empty  statements.  The  largest  and  most  com- 
pletely equipped  dyeing  works  in  Canada,  under  skilled  supervision, 
makes  this  possible.  Hundreds  of  merchants  all  over  Canada  are 
availing  themselves  of  this   opportunity.     ARE  YOU  ? 


R.  PARKER  &  CO., 


Dyers  and 
Finishers, 


Toronto,  Canada 


ROOSTER 


BEST 


BRAND 


ICrowM.OverAll 


MADE 


We  make  TROUSERS  by  the  thousands 


English  Bedford  Cords 
English  Whipcords 
All-wool  Mackinaw 


FOR    FALL    ASSORTING    WE    HAVE 


Hewson  Iron  Grey 
Canadian  Heavy  Homespuns 
Hew^son's  Bannockburns 


Halifax  Tweeds 
Fancy  Tweeds 
Fancy  Worsted 


Overalls,  Shirts,  White  Coats 


ROBERT  C.  WILKINS  CO.,  Ltd.,  MONTREAL 
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New  PRIESTLEY  Materials 

For  Fall,  Winter,  and  Early  Spring  Trade 
MAYFAIR 


*J^r 


COSTUME   CLOTH 

CHEVIOT 

COSTUME   CLOTH 


Present  fashion  calls  for 
diagonals  and  wide  wale 
serges.  The  materials 
that  best  meet  these  de- 
mands are 


Mayfair    Costume  and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 
correct  weight,  and  are 
shown  in  the  latest  color- 
ings.    ::::::: 

Do  not  fail  to  make  a 
showing    of  these    lines. 

Samples  will  gladly  be  submitted 


SOLE 

CANADIAN 

AGENTS: 


GREENSHIELDS  LIMITED 


MONTREAL 
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DRY     GOODS     REVIEW 


Ask  your  wholesaler  for  "  Success  "   Collars 

MANUFACTURED  BY 


DRY     G  U  C)  D  S     R  E  \'  I  i:  W 


Your  most  Loyal  Customer 

and  your  strorgest  personal  booster  is  the  workingman 
who  is  convinced  that  he  gets  the  best  value  for  his 
money  at  your  store.  One  sure  way  to  make  the  work- 
ingmen  of  your  locality  the  loyal  customers  of  your  store 
is  to  sell  them 


Success"  Overalls 


(They  wear  like  iron  ! ) 

"  Success  "  Overalls  are  made  from  the  toughest  materials  ; 
they  are  generous  in  size,  with  wide  legs,  high  backs  and 
extra  pockets,  open  and  faced  at  both  sides.  Each  pair  is 
guaranteed  perfectly  made. 

"  Success  "  Overalls  cover  a  range  of  Overalls,  Bibs,  Smocks 
in  6,  7  and  8  oz.  weights,  black,  blue  and  gold  black  colors. 


Your  wholesaler 

can 

supply  you  with 

'*  Success  "  Overalls 

at  these  price*:  — 

6  oz. 

- 

$8.25 

7  oz. 

- 

$8.75 

8  oz. 

- 

$9.50 

Ask  your  wholesaler  to  show  you  samples. 
If  he  cannot  do  so,  WRITE  US   DIRECT. 

Manufactured  and  carried  in  stock  by 


"illanVieaC 
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The  Gault  Brothers   Co.,  Limited 

St.  Helen  Street,        -        -        -  MONTREAL 

USE  OUR  STOCKS 

For  Assorting  Orders  This  Month 

All  Departments  are  ready  to  serve  you 

A  personal  visit  to  the  warehouse  will  be  well  worth  your 
while. 

All  orders  sent  us  by  Mail  or  through  our  travellers  will 
have  prompt  and  careful  attention. 

We  take  Stock  Nov.  30th  and  offer  many  clearing  lines 


Woollen  Department 

Recent  large  shipments  of 

CARACUL 

have  been  received---All  qualities. 
Black  Sealette  in  stock. 

New    Striped    and    Diagonal    Costume 
Cloths.     The  latest  shades  in  stock. 

4  lines  of  splendid  value    in  Brocaded 
Linings. 

Carpet  Department 

Complete  stock  of  wanted  lines.     Many 
new  patterns  in  stock. 

Seamless  Tapestry  Squares. 
3x2i  %  4.00 
3x3^       8.50 
3x4        10.00 
Complete  range  of  Printed   Linoleums, 
^^U,  '^/4,    also  Inlaids   in  new  patterns. 
Full  range  of  Stair  Carpets    2/4    to  '* '4. 
Clearing    Lines    in    Tapestry    Squares 
from  $3.75  up. 


Smallwares 

Advantageous  Stock  Lines 
Smallwares  Department  can  ship  by  return  express 

"  Egyptine  "  Skirts  in  all  colors,  also 
black  sateens  for  your  49  cent 
counters. 

5,000  Dozen  Swiss  Embroidered  hand- 
kerchiefs, Armenian  and  Madeira 
styles.     Big  value  for  Xmas  trade. 

"Sale  "  Creators  in  Vitrage  Nets  and 
Curtain  Muslins,  plain  and  frilled, 
also  large  line  Madras  goods. 

Wool  Goods  (at  former  prices)  balance 
of  one  large  fall  purchase  in  Toques, 
Mitts,  Bootees,  Bradley  Mufflers, 
Shawls,  Bear  Coats,  etc. 

Golf  Coats  for  Infants,  Girls  and  Ladies 
can  be  booked  for  delivery  Novem- 
ber 15th.     Big  range.  \ 
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Gloves     Gloves     Gloves 

Scarce  Goods  and  Lines  in  Great  Demand 

The  following  in  Stock.     Ready  to  ship 
at    once.     Write    for  Sample    Dozens. 

Our  Famous    "  Constance "    Ladies'   Kid 
Gloves  to  retail!  LOO 

REAL  FRENCH  KID  EVERY  PAIR  GUARANTEED 

All  the  leading  shades  are  now  in  stock.     This  is  your  sorting  opportunity 


Ladies'  Tan  Cape  Walking  Gloves. 
The  "  Ascot "  to  retail  at   $1.00. 


Ladies'  Black  Suede  Gloves, 
to  retail  $1.50, 


CHILDREN'S  TAN  CAPE  GLOVES 

The  "Claire"  $6.50,  $7.50  per  dozen 
The  "  Midget"  $8.00,  $9.00  per  dozen 
Sizes  00  to  6 


LADIES'  CASHMERE  GLOVES 

Silk  Lined  to  retail 

from  25  to  50c. 


Ringwood  Gloves  for  Men,  Women  and 

Children 

C.  400  Men's  English  Mocha  Glove,  C.  700  Men's  Silk-Lined  Cape  Glove, 

Seamless,  Wool  Lining  $15.00  per  dozen.  Pique  Sewn,  $12.00  per  dozen. 

I     No.    4070   Men's  Heavy   Working  Mitts   to  retail  50c.,  made 
special!     with   Hogskm    Palm,  Mule  Back,   Knitted  Cuffs   and  Lining 
— A  leader  for  you. 


Pullove 

LARGE  SIZE 

r  Mule  Mitts 
to 

retail  25c. 

WOOLLEN  MITTS 

For   Men    and    Boys.     All    prices 
retail  20c.  to  50c. 


See  Our  Line  of  Ties 

Our  Motor  Derby,  42  inches  long,  silk  and  wool  Poplin.      Every  tie  tabbed 
"  Real  Poplin,"  33  shades,  can  be  retailed  25c. 

VERY  SPECIAL 

2    lines    of    Ellis'   Elastic  Rib   Underwear.       All    sizes    in    stock.       To 
retail  $1.00. 

The  above  lines  afford  an  example  of  how  well  we  can  serve  you. 

The  Gault  Brothers  Co.,  Limited 

St.  Helen  Street,        -        -         ■         MONTREAL 
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(November  30th) 


Stock-Taking 


YOUR  SORTING 
OPPORTUNITY 


We  have  a  number  of  clearing  lines 
in  all  departments  to  offer  at  special 
prices  before  stock-taking. 

Spring  goods  will  soon  arrive,  and 
we  want  to  make  room  for  them. 

It  will  be  distinctly  to  your  advan- 
tage to  visit  our  immense  warehouse 
during  this  month,  or  see  our  travelers' 
samples.  We  can  offer  you  splendid  values. 


GREENSHIELDS  LIMITED 

MONTREAL 
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Name  on  a  Dress  Shield  is   a   GUARANTEE   OF  QUALITY-a  MERIT  MARK 
of  TWENTY-FIVE  YEARS'  STANDING 


POUBLB  COVERED  WASHABLE 

SOLD  BY   ALL  THE   LEADING  JOBBERS 


I.  B.  Kleinert  Rubber  Co. 


Toronto 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

1?T    (^(^        Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury   &   Co.,  Toronto 


HOTEL 

EUCLID 


Euclid  Ave.  and  E.  14th  St. 
CLEVELAND,  OHIO 

Official  Hotel  of  the  American 
Motor  League 

300  Rooms — European  Plan 
Rates:  $1   to  $4  Per  Day 


Headquarters  for  Auto  Tourists 

Many  of  the  leading  garages  located 
within  one  block  of  the  Hotel 


HOTEL  EUCLID  CO. 

FRED.  S.  AVERY,  President 
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Lowest  possible  prices 
Dependable  merchandise 
Reliable  service 


<< 


Revillon's''    Selling    Systems 


After  all,  the  buyer  who  would  look  after  his  own  interests  as  well  as  those 
of  the  house  that  he  is  buying  for,  is  the  buyer  who  lays  aside  all  formulated 
opinions  as  to  w^here  to  buy  goods. 

No  matter  whether  he  goes  to  ready  sale  and  leave  a  fairly  good  mar- 

France,   to  Germany,   to    Austria,    to  gin  of  profit.     That  is  what  will  in- 

Switzerland,  to  England,  or  right  here  crease    his    own    salary,     make    big 

in   Canada,  what  he  is  looking  for  is  dividends  for  the  firm  and  add  lustre 

values,  goods  to  suit  his  particular  style  to  his  reputation  as  a  buyer. 
of  trade,  goods  that  can  command  a 

Revillon  Freres,  Limited,  are  in  a  position  to  sell  you  goods  for  export  or 
import  on  perhaps  a  safer  and  sounder  basis  than  you  could  buy  them  in 
Europe  itself. 

We  are  associated  with  some  of  a  year.     The  Name  of  Revillon  Freres, 

the  largest   Textile    Manufacturers  in  Limited,  counts  when  they  go  on  the 

the  world,   our  business  interests  are  market,  we  of fer  you  the  benefit  of  that 

of  international  importance,  our  turn-  count  on  our  prices,  our  values,   our 

over  runs  into  hundreds  of  millions  terms,  and  our  services. 


It  may  be  interesting  to  know  a  few  of  the  lines  that  have  brought  us  record 
business  for  spring  delivery,  for  instance:  dress  goods,  silks,  Unings,  embroideries, 
laces,  hosiery,  gloves,  men's  underwear,  lace  curtains,  brocades  and  shell  cloths. 

It  will  pay  you  to   look  at  them 

Revillon  Freres,  Limited 

Exporters    and  Importers  of  Dry  Goods 

PARIS,  France 

Canadian  branch:     134  McGlLL  ST..     MONTREAL 
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Established 
1791 


The  Test  of 
Time 


HORROCKSES 

LongclotKs,  NainsooKs,  Cambrics,  India  Lon^clotHs,  etc. 

See  Horrockies'  Name  on  Selvedge. 

SKeetin^s,  Ready-Made  Sheets  (P)ain  and  Hemstitched) 

See  Horrockse*'  Name  on  Each  Shaat. 


y 


Flannelettes  of  tHe  Hi^Kest  Quality. 


See  Horrockses'  Name  on  Selvedsa. 


Horrockses' 

Manchester  and  London 
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r5  and  A 


AN  IMPORTANT  ANNOUNCEMENT 
TO    BUYERS    OF    LINING    SATINS 


^  The  first  step  in  manufacture  is  to 
make  a  better  article  than  anyone  else, 
we've  done  this  in 

B  and  A  Lining  Satin 

and  leave  that  to  your  judgment  of 
values.  The  next  step  is  to  give  it 
deserved  prominence — we're  doing  that 
in  no  uncertain  way. 


^  B  and  A  Lining  Satins,  quality  and 
reputation  considered,  offer  you  a  re- 
tail profit  that  pays  you  to  devote  time 
to  their  promotion  —  The  gilt-edged 
selvedge  is  your  witness  to  our  respon- 
sibility. 

^  Our  advertising  idea  starts  with  you, 
in  building  up  your  lining  department, 
and  featuring  your  dress  goods  and 
supplies  generally. 


^  Gilt-edge  B  and  A  Lining  Satins  are  guaranteed  for  two  seasons'  wear — 
if,  in  any  instance  our  linings  do  not  fulfill  the  terms  of  our  guarantee, 
return  the  garment  with  our  certificate  of  wear,  giving  the  date  and  place 
of  purchase,  and  we  will  reline  it  without  charge. 


fl  Our  purpose  is  two  fold :  To  give 
the  trade  a  better  lining  satin  than 
anybody  else.  To  supply  such  adver- 
tising assistance  as  will  increase  retail 
business. 


^  If  we  can  suggest  ways  and  means 
to  that  complete  end,  we  are  content 
that  B  and  A  Lining  Satins  will  enjoy 
their  full  quota  of  gain. 


IVe  have  prepared  a  co-operative  plan  that  includes  all 
successful  methods  of  sales  promotion.  Ask  us— *' '"what  do 
you  propose  in  regard  to  B  and  A  Lining  Satin  and  hoiv 
will  it  affect  us?'' 

CORTICELLI  SILK  COMPANY,  LIMITED 

Head  Office :  ST.  JOHNS,  QUE. 


ADDRESS  NEAREST  OFFICE 


Sales  Rooms— 22  St.  Helen  St.,  Montreal  138  Homer  St.,  Vancouver  56  Albert  St.,  Winnipeg 

24  and  26  Wellington  St.  West,  Toronto  91a  York  St.,  Sydney,  N.S.W. 
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Established  1832 


Cable  Code :  Law-Bradford 


Spring  1910 


Exclusive  Designs 


These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  (MlMh/ld 

SPECIALTIES 

Mayf  air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

ShoAverproof  Goods 

in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 

Buyers  visiting  Eaglaad  can  see  a  full  collection  in  Bradford  and  London. 

j^     j^     j^ 

Mr.  Haley  will  be  at  the  Windsor  Hotel,  Montreal,  and  the  King  Edward,  Toronto, 
with  a  full  collection  of  the  above  fabrics,  during  October  and  November. 

La^v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON,    ENG. 


m 
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Philips*  Specialities  in  Dress  Linings 

and  Flannelettes 

All    Dry    Goods    Importers    should   stock    them. 


Opaline  and  Opalette 


The  best  substitute  for  silk  lining  yet  produced.     Equal  in  bloom 
and  superior  in  wear  to  silk,  at  one  fourth  the  price. 


The  "Neu"  Moire 


This    lovely   fabric   is    specially   adapted    for   lining   Directoire   and 
other  clinging  dresses.     It  makes   a  charming  skirt. 


New  Brocade  Lining 


Very  best  quality  Egyptian  Cotton,  fast  woven  designs,  all  fashion- 
able colors.     Equal  in  appearance  to  real  silk,  and  more  durable. 


Arpekas  Flannelette 


Cheap,    warm,    healthy    and    safe.      These   goods    will  neither  flash 
nor  flame,  either  before  or  after  washing. 


Eider   Lambskin 


An  entirely  new  fabric  that  will  soon  become  a  necessity  in  all 
families.  Delightful  for  ladies'  and  children's  underwear,  and 
exactly  adapted  for  dressing  gowns. 


"Own   Make"  Window   Holland 


Made  in  the  best  Whitepark  Irish  Linen  Finish,  and  sold  to 
large  importers  at  '20%  off"  usual  list.  It  runs  sweetly  on  the 
roller,  throws  a  delicate  shade  and  gives  unlimited  wear.  White- 
cream,  ecru,  green,  &c. 


J.  &  N.  Philips  &  Co. 


Manchester,  England 


Mills— Tean  and  Cheadle 


211    Lindsay    Building, 

St.   Catherine  St.   West, 

Montreal 


OFFICES 


Branch— 20  Cheapside,   London,   E.G. 

611    Empire    Building, 

Wellington   Street   West, 

Toronto 
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LOOK    OUT    FOR    THIS    SHIELD    AND    TRADE    MARK. 


Brand 


ON    EACH  BOARD  . 


MAD 
ENGLAND. 


IN  PLAINS,  SOLEILS&  FAN 

LL  THE  NEWEST  DIRECTOIRE   C^l:^ 
MIXTURES  £r  BLACK.-^ 


COLOR   &  PERMANENT     FINISH 


H 

H 
> 


> 

O 

a 

D 
H 

o 
> 

*n 
O 

H 
pi 

PI 

n 
r 
O 

H 
X 

CD 


■7T?;!i^fc»f!«i(5S#!W?M  ir~^' ;'  r,. » Sf^:i»^sMS'ai»^S?r'KSfS«g*S!1K3aS*" 


Goods  to.be  obtained  from  the  high-class  Novelty  Dress  Goods  House,.  STOBART  SONS  &  CO.,  Ltd..  WINNIPEG 
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Series 

and 

Cheviots 


AIREDALE 

Stamped  Every  Three  Yards 


Vicunas 

and 

Venetians 


ABSOLUTE  GUARANTEE 


You  say  this  must  be  an  expensive  policy.  It  would,  with 
the  average  cloth  ;  so  you  can  be  sure  that  "Airedale"  must 
be  something  out  of  the  ordinary,  or  we  would  not  "back 
it  so  heavily.'*  We  have  given  this  assurance  of  our  faith 
with  every  yard  of  "Airedale"  cloth  for  years,  and  no  one 
has  as  yet  had  to 

CLAIM    IT 


Most  tailors  are  troubled  more  or  less  by  unsatis- 
factory serge.  With  this  idea  in  view,  we  have 
spent  much  time  and  thought  over  the  excellent 
range  shown  by  us  under  the  name  of  ''Airedale." 

Why  not  take  advantage  ? 


SOLE  AGENTS  IN  CANADA 


John  M.  Garland,  Son  &  Go. 


Ottawa, 


Ontario 
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WHITE  HEATHER 


REGISTERED  TRADE  MARK 

Baldwin's  2nd  Quality 

a 


BALDWIN'S 


BEEHIVE 


BEEHIVE 


>> 


AND 


'REGISTERED 

Baldwin's  Best 


WHITE  HEATHER 


yy 


ARE  THE  BRANDS    FOR 


KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  leading  Wholesale  Houses.       Samples,  free  on  application,  fronn:— 

J.  &  J.  BALDWIN  &  PARTNERS,  LTD.      d„„^;7  b^u 

HALIFAX,  ENG.  MONTREAL  &  TORONTO 


ESTABLISHED    1785 


ABOUT  six  months  ago  we  booked 
an   order  for  shipping  tags    (the 
cheapest    kind   we   make)   for  a 
Company  shipping  castings  and  machine 
parts. 

The  other  day  they  wanted  another 
lot  of  tags  and  we  suggested  using  a 
tougher  tag.  It  didn't  take  much  to 
persuade  them,  as  the  cheaper  tag  was 
not  sufficiently  strong  to  carry  their 
heavy  merchandise.  We  are  now  run- 
ning their  order  on  a  four  grade  better 
tag. 

Let  us  check  up  your  tag  situation. 
Samples  of  all  kinds  on  request. 


SOUTHAM'S 

SHIPPING 

TAGS 


PRICES 

ON    ALL    GRADES 
IN    STANDARD 
OR  ODD  SIZES 

ON    APPLICATION. 


50UTHAM  LIMITED 


MONTREAL 


V 


Ticket,  Tag  and  Label  Department 
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Bradbury,  Greatorex  &  Co. 

(Colonial)  Limiled 

Aldermanbury,    London,    England. 


Our  representatives 

are  now  on  the  road.  Their  Spring  samples  are 
replete  with  all  the  most  up-to-date  novelties  in 
styles  and  weaves  in 

Dress  Goods,       Wash  Goods, 
Prints,  Zephyrs,  etc. 


Gloves,        Hosiery,        Ribbons. 

We  direct  special  attention  to  these  lines,  as  a  great 
number  of  innovations  from  previous  styles  are 
being  shown. 

An  inspection 

of  our  samples  will  prove  an    education. 


CANADIAN  HEADQUARTERS- 
Rooms    204,   205   St.    Nicholas    Building,  near    Board    of   Trade,    Montreal,    P.Q. 

Mr.   C.  J.   W.    Davies,    Agent.  Telephone  Main,  780. 

Branches  :-VICTORIA,  B.C.,  Mr.  R.  H.  McMillen, 

TORONTO,  ONT.,  Mr.  W.  Mackenzie 
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KNITTING 
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Van^ua^ 


Reg? 


Knitting 

WOOL 
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595^ 


V  KMITTINGWOOL  , 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our   Canadian  Agents 

D.  M.  Chorlton  &  Bro. 

43  St  Sacrament  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over  150  Years 


OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of    these  3  BRANDS 

IN   ALL  SHADES. 

Quotations     F.  O.  B.     MontreaL 


w 


ESTERN 


Incorporittd 
1851 


ASSURANCE 
COMPANY. 


FIRE 

AND 

nARINE 


Head  Office— TORONTO,  ONT. 

Assets  over  $3,570,000 

Income  tor  1906,  over     3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


British  America  Assurance  Company 

A.  D.  ta33 
FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 

Robert  Bickerdlke,  M.P.,  W.  B.  Meikle,   E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W.  B.  Meikle,  General  Manager/  P.  H.  Sims,  Secretary 

CAPITAL        ......  $1,400,000.00 

ASSETS 2.162.753.8S 

LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.96 


Australian  Trade 

is  worth  lool<ing  after.  The  following  figures  are 
extracted  from  the  ofFicial  statistics  of  imports  into 
Australia  : 


1906 

Canada 

Other  Countries 

T.tal 

Cosies,  Cushions,  etc. 

5      495 

£     154.047 

£    154,542 

Curtains 

190 

87.675 

87,865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11.894 

3,297.724 

3,309  618 

Flannelettes 

1,688 

251,965 

2.53.653 

Boots  and  Shoes 

4,951 

114,(103 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50.317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing  Offloas 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Cliambers 

London,  112  Wood  St.,  E.C. 

New  York,  29  Broadway 


_  Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


DRY     GOODS     RE\MEW 


21 


Wanted— Miraculous  Results 


By  A.  B.  LEVER 


SOME  people  expect  miracles  from  every  dollar  they  invest  in 
advertising. 
If   they    buy    a    block    of    merchandise,    a    piece    of    land, 
stocks,  or  bonds,  they  are  quite  satisfied  if  they  get  in  return 
a  fairly  good  profit. 

A  miracle  is  something  which  they  never  expect  from  such 
investments. 

But  when  it  comes  to  investing  in  advertising  it  is  a  horse  of 
another  color. 

Results  to  them  are  only  satisfactory  if  they  get  back  the  original 
dollar  invested  as  well  as  the  dividends  by  the  first  mail. 

Advertising  does  great  things.  All  great  modern  businesses  have 
been  built  up  on  advertising. 

But  there  have  been  no  miracles  performed. 

Good  advertising  produces  good  results. 

Sometimes  the  results  are  apparent  at  once. 

Sometimes  the  results,  like  bread  cast  upon  the  waters,  are  not 
seen  until  after  many  days.    But  they  are  sure  to  be  seen  eventually. 

The  character  of  the  results  depends  a  great  deal  upon  the  article 
advertised  and  the  character  of  the  copy. 

Business  men  who  expect  miracles  to  be  worked  by  every  dollar 
they  invest  in  advertising  had  better  not  essay  to  join  the  army  of 
progressive  business  men. 

They  will  be  disappointed  if  they  do. 

As  long  as  a  dollar  lasts  they  will  at  least  have  the  satisfaction 
of  feeling  it  in  their  pocket. 

Only  those  should  advertise  w^ho  know^  that  advertising  is  a  straight 
business  investment,  productive  of  good  results  if  judiciously  done 
and  properly  attended  to. 

Great  results  from  one  brief  venture  in  the  advertising  field  are 
no  more  possible  than  a  cultured  man  from  one  day's  tuition. 

Both  are  the  results  of  gradual  and  persistent  effort,  not  of  miracles. 
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Facts  of  Interest— Mainly  About  Ourselves 


THE  MISSION  W'heii  tlie  dry  goods  merchant  takes 

OF  THE  lip  a  trade  paper  he  expect  to  find  m 

TRADE  PAPER,  it  matters  of  praetiical  interest,  some- 
thing that  appeals  to  him  becaiivse  of 
its  discussion  or  ehicidation  of  subjects  wihich  he  has 
thought  about  himself  but  has  not  had  time  to  figure  out, 
or  may  be,  a  suggestion  which  is  profitably  applicable  in 
some  form  or  other  to  the  buying  or  selling  end  of  his 
business. 

It  is  no  part  of  a  trade  paper's  work  to  go  out  of  its 
way  to  inform  the  merchant  as  to  who  may  be  "highly 
esteemed."  or  "extremely  popular,"  or  "enshrined  in 
the  hearts  of  his  fellow  citizens."  Eulogy  is  all  right  in 
its  proper  place,  and  too  often  it  is  preserved  until  after 
a  good  man  dies,  but  The  Review  believes  that  the  best 
living  tribute  to  a  man's  success  is  the  path  the  world  has 
beaten  to  the  door  of  his  office,  store,  warehouse  or  fac- 
tory. The  average  man  knows  well  enough  where  honor 
and  esteem  are  due  in  his  community  and  that,  wherever 
merited,  they  will  not  want  for  expression.  Therefore, 
let  us  be  practical.  The  Review  is  assured  that,  as  a  trade 
newspaper,  it  is  taking  the  proper  course  in  eliminating 
from  its  editoi*ial  columns  anything  to  which  its  readers 
can  apply  the  terms  "puff"  or  "hot  air."  To  be  of  real 
value  to  its  readers.  The  Review  realizes  that  it  must 
give  them  not  only  market  and  style  news  but  practical 
information  concerning  every  phase  of  merchandising.  It 
believes  that  a  description  of  Brown 's  methods  of  selling 
hosiery  is  of  far  more  value  to  the  man  who  is  not  mak- 
ing a  success  of  it  than  is  a  statement  to  the  effect  that 
Brown  has  a  "sterling  character,"  tbat  he  has  a  well 
stocked  store,  and  that  some  of  the  best  families  are 
wearing  his  liose.  Brown  will  attend  to  that  part  of  it 
in  his  own  newspaper  advertising.  It  is  the  "how"  and 
the  "why"  of  a  buying  or  selling  place  which  The  Re- 
view endeavors  to  get  at. 

These  are  matters  which  The  Review  is  always  willing 
to  discuss,  and  it  would  liave  its  readers  feel  that  its 
columns  a.re  alway^s  accessible  for  that  purpose.  In  other 
departments,  its  policy  is  to  give  the  news  of  th'e  dry 
goods  trade  while  it  is  news.  For  example,  a  man  moves 
into  a  new  store.  The  local  paper  writes  it  up.  This  does 
not  detract  from  the  news  value  of  that  structure,  so 
far  as  tlie  readers  of  The  Review  are  concerned.  Photos 
and  plans  are  secured,  the  disposition  of  stock  and  ar- 
rangement of  departments  described  and  other  details 
given  w*hich  do  not  generaily  get  into  the  papers.  These 
things  are  of  practical  value  to  the  merchant  and  a  dis- 
cussion of  them  has  its  influence  in  economic  and  pro- 
gressive development. 

It  may  be  that  a  merchant,  or  body  of  mercliants,  is 
working  out  some  policy  calculated  to  solve  a  problem 
which  has  long  caused  difficulty.  The  Review  considers  it 
a  duty  to  explain  that  plan  to  the  fullest  possible  extent 
in  order  that  merchants  in  other  places  may  benefit.  There 
are  very  few  plans  that  do  not  become  publie  property, 
in  a  general  way.  If  it  be  an  exclusive  sales  method, 
it  becomes  anybody's  property  in  the  locality  where  once 
used.  The  idea  is  to  pass  it  on,  thus  promoting  fair  and 
profitable  exchange  among  merchants  throug-hout  the  coun- 
try. If  a  man  has  adopted  a  new  cheeking  or  accounting 
system,  or  found  it  a;dvisable  to  eliminate  one  feature 
of  his  system  in  order  to  make  room  for  another  that  is 
more  practicable,  his  experience  will  be  of  value  to  others, 
and  in  supplying  details  or  an  article  on  the  subjeet.  he 


will  find  The  Revdew  tangibly  considerate  of  that  fact. 

The  trade  paper's  mission  is  to  cover  its  field  efficiently. 
Its  duty  is  to  give  information  tbat  is  absolutely  reliable, 
to  suggest,  co-operate,  to  point  the  way  towards  the  most 
effective  organization  and  development.  This  is  the  aim 
which  The  Review  has  kept  constantly  before  it. 


IF     YOU  DON'T  The  Review  would  have  its  read- 

KNOW  ers  feel  that  any  infoi-mation  it  can 

ASK  THE  REVIEW  give  with  reference  to  buying  or 
selling  may  be  had  for  the  asking. 
Where  to  buy  is  a  question  which  frequently  perplexes  the 
merchant.  Information  at  hand  may  be  insufficient,  or 
he  may  wish  to  know  something  further.  The  Review  is 
at  the  service  of  the  merchant.  It  is  in  a  position  to  be 
of  assistance  to  him  in  just  such  cases  as  this.  Not  a  few 
enquiries  have  recently  been  received^  not  only  from  re- 
tailers, but  wholesalers,  and  in  practically  every  ease  they 
have  been  placed  in  immediate  possession  of  the  knowl- 
edge H  required.  In  the  majority  of  instances  it  has  paid 
to  be  inquisitive.  The  Review  is  at  all  times  willing  to 
meet  the  cpiestion  mark,  whether  is  relates  to  the  market 
or  merchandising  i)!ans.  A  card,  a  letter,  or  wire  will  do 
it. 


HOW  ADS.  HELP 
BUYERS  TO 
KEEP  POSTED 


A  Montreal  wholesaler  showed 
The  Review  last  month  a  letter 
from  n  subscriber  stating  that  as  a 
result  of  reading  the  wholesaler's 
advertising  in  The  Review,  they  had  decided  to  try  their 
make  of  gloves.  The  point  about  this  is  that  readers  of  The 
Review  have  a  medium  which  keeps  them  in  touch  with 
the  market  and  its  possibilities.  The  present  instance 
shows  that  this  statement  does  not  apply  solely  to  the 
editorial  department  of  the  paper.  The  buyers  must  be 
posted,  and  the  advertising  of  to-day  contains  so  much 
that  is  instructive  to  him  that  he  cannot  afford  to  over- 
look it.  An  advertisement  may  not  only  introduce  a  de- 
sirable line,  but  it  very  often  conveys  infonnation  which 
is  positively  helpful  to  the  retail  selling  end. 


TELLS  THEM  "We    consider    that    one    of    the 

ABOUT  THE  very  interesting  and  helpful  features 

OTHER  FELLOW,  of  The  Review  is  that  which  tells 
us  what  the  other  fellows  are  doing. 
Reference  was  thus  made  by  a  merchant  to  that  part  of 
The  Review  devoted  to  drygoodsmen  and  their  methods. 
This  is  not  the  first  time  that  this  department  has  been 
the  subjeet  of  appreciative  comment  or  interested  inquiry. 
A  recent  instance  might  be  cited.  A  few  weeks  ago  The 
Review  described  the  woi'k  of  a  merchant  in  developing 
a  store  publicity  medium — from  gelatine  pad  to  printing 
press.  A  few  days  later  a  couple  of  inquiries  came  from 
merchants  similarly  situated  in  the  west — there  was 
neither  paper  nor  printing  press  in  their  town,  yet  they 
realized  the  necessity  of  advertising,  and  the  Ontario  mer- 
cliant  was  in  a  position  to  give  them  information  on  the 
matter.  It  is  this  exchange  of  ideas  which  The  Review 
endeavors  to  facilitate  and  it  has  every  reason  to  believe 
tiuit  it  has  rendered  good  service. 
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26,000  Stores  in  the  United  States 

handle  paper  dress  patterns  of  some  kind,  according  to  the  recently  published 
estimate  of  another  pattern  house. 

10,000  Stores  in  the  United  States 

handle  the  celebrated  McCALL  PATTERNS. 

Think  what  this  means  !  Nearly  one-half  of  all  the  stores  in  the  United 
States  which  handle  paper  patterns  have  McCALL  PATTERNS.  And  the  other 
half  are  divided  among  all  the  other  makes  of  patterns  in  existence. 

Do  not  these  figures — furnished  by  a  competitor,  remember — conclusively 
prove  our  claim  that  there  are  many  more  McCall  Patterns  sold  in  the  United 
States  than  of  any  other  make  ? 

The  w^ell  established  McCall  Canadian  Office  and  Factory  in  Toronto,  the 
largest  and  best  equipped  Pattern  Plant  in  the  Dominion,  make  it  possible  to 
offer  Canadian  Merchants  the  Celebrated  McCall  Patterns  and  Fashion  Publica- 
tions, with  ALL  the  advantages  of  TERMS,  PRICES,  DELIVERIES,  etc..  United 
States  Merchants  enjoy. 

Think  all  this  over,  Mr.  Merchant,  and  then,  w^ithout  you  incurring  the 
slightest  obligation,  let  us  give  you  more  facts — all  tending  to  convince  you  that 
it  will  be  greatly  to  your  advantage  to  be  associated  with 

The    Leading    Paper    Pattern  House   of  America 

THE  McCALL  COMPANY 


CHICAGO 


236  to  246  West  37th  Street,  New  York 

SAN  FRANCISCO  TORONTO,  CANADA 


NOT  IN  THE  TRUST 


NO  CONNECTION  WITH  ANY  OTHER  HOUSE 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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TORONTO 


Spring,  19 10 


STAPLES 

Burgundys 

Cardinals 

Regattas 

Covers 

Blue 
Greys 

Steel 
Greys 

Lilacs 

Indigos 

Black 
and  Whites 


NOVELTIES 

Sand  Browns 

Harmonique 
Stripes 

Linden 
Greens 

Saxe 
Blues 

Rose 
du  Bois 

Cinnamon 
Brown 

Bi-color  Spots 

Bi-color  Stripes 


Samples  are  now  on  the  road  of  this  famous   brand   of  print,  to  retail  at   I2^c. 


DON'T   FAIL   TO   SEE   THEM 


ANDERSON'S  GINGHAMS 

Standard  of  value,  style  and  excellence  the  world  over. 


500  designs  to  retail  at  from  loc.  to  25c.,  in  plains,  checks  and  stripes.     The  most 
beautiful  range  of  patterns  and  colors  ever  produced. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Year  of  Steady  Growth. 

STATEMENTS  that  this  year's  business  is  better  by 
100  per  cent,  tban  that  of  1908  frequently  come  to 
the  surface  of  comment  upon  placing,  sorting  and  gen- 
eral outlook  heard  in  the  wholesale  houses  this  month. 
Now  that  the  year-end  is  in  sight,  averages  and  compari- 
soiis  are  available  which  remove  all  element  of  doubl 
from  these  assertions.  Apart  from  the  unmistakable  signs 
of  a  good  year,  towever,  students  of  the  dry  goods  mar- 
ket will  find  much  else  to  concern  them. 

The  advance  in  raw  wool  and  cotton  is,  naturally,  the 
prominent  fact.  When  one  considers  that  the  price  of 
the  former  has  increased  20  per  cent.,  and   fhat  of  the 


latter  almost  50  per  cent,  in  the  past  year,  he  will  ap- 
preciaie  that  foresight edness  which  has  postponed  until 
this  late  date,  by  reason  of  careful  "covering,"  advances 
on  manufactured  goods.  In  a  rising  market,  following  a 
backward  year,  it  was  not  surprising  that  buying  and 
manufacturing  was  curtailed  to  a  certain  extent,  and  that 
recovery,  at  tirst,  was  slow.  All  signs  at  the  present  time 
a,re  promising,  and  it  would  be  unfair  to  expect  any  one 
section  to  'have  all  of  the  confidence  or  do  all  of  the  "cov- 
ering." The  fact  that  cancellations  are  seldom  heard 
of  nowadays  is  one  of  the  best  indications  that  this  fact 
is  now  being  fully  recognized  from  one  end  of  the  trade 
lo  the  other.  Depleted  stocks  are  being  replenished  and 
Spring  orders  are  very  encouraging.  High  price  ten- 
dencies have  given  some  impetus  to  business  generally, 
and  though  sorting  has  brought  some  of  these  advances 
to  light,  the  demand,  so  far  as  traveling  men  read  it,  has 
its  true  foundation  in  the  improved  ability  of  the  con- 
sumer. A  full  measure  of  optimism  is  therefore  war- 
ranted. 

It  could  hardly  be  expected  that  there  would  be  no 
shortages  or  that  deliveries  would  adhere  closely  to  dates. 
The  call  is  exceeding  the  pre-estimated  supply  in  not  a 
few  lines  in  which  the  wholesale  stocks  are  light  a,nd 
manufacturers  have  had  to  turn  deaf  ears  to  urgent  ap- 
peals. Spring  business  has  to  be  attended  to  and  steps 
taken  against  repetition  of  this  condition.  The  situation 
has  probably  emphasized,  as  nothing  else  could,  the  inter- 
dependent charai^ter  of  trade,  the  co-relation  which  mani- 
fests itself  unconsciously  and  which  calls  for  recognition 
if  there  is  to  be  a  sympathetic  balance  to  things. 

As  to  the  general  prosperity,  trade  returns  continue 
to  show  marked  gains  over  last  year.  Taking  the  first 
four  months  of  the  present  fiscal  year,  comparison  with 
a  similar  period  of  the  past  two  years  is  interesting,  since 
it  serves  to  demonstrate  the  truth  of  the  statement  that 
the  depression  of  1908  was  largely  due  to  panic,  which 
disappeared  as  suddenly  as  it  developed.  It  will  be  noted 
how  rapidly  trade  moved  toward  the  normal  point  in  the 
beginning  of  the  present  year.  For  the  four  months  end- 
ing July,  of  the  present  year,  the  total  trade  amounted 
to  $191,919,304,  while  for  the  same  period  last  year  it 
was  $103,551,024,  and  for  1907.  $214,156,955.  Imports 
of  wool  and  manufactures  of  wool  for  this  period,  1909, 
were  $6,351,081;  1908,  $4,447,274;  1907,  $7,588,954.  For 
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July.  1&09,  the  importations  of  wool  and  manufactures 
of  wool  were  $2,170,713,  as  against  $1,379,150  in  the  same 
month,  1908.  Importations  of  cotton  and  manufactures 
of  cotton  for  the  four  months  ending-  July,  1909,  were 
$6,568,199;  1908.  $4,801,148;  1907,  $6,751,322;  while  for 
July,  19'09  and  1908,  the  respective  flgures  are  $1,516,365 
a,nd  $904,716. 

Personal  Contact  with  the  Country. 

RETURNING  receatly  from  a  trip  through  the  Cana- 
dian West  and  having  previously  visited  the  East 
an  Ontario  manufacturer  stated  that  the  greatsiSt  thing 
that  impressed  him  was  the  question  mark.  Are  Cana- 
dian merchants  and  manufacturers,  he  asked,  familiariz- 
ing themselves  as  they  should  with  the  actual  require- 
ments and  the  possibilities  of  this  country  f 

His  question  should  not  be  overlooked.  The  develop- 
ment of  the  country  is  such  that  no  man  can  measure 
accurately  or  judge  wisely  at  a  distance.  It  is  no  time 
for  taking  things  for  granted.  This  man  visited  the 
West.  The  voice  that  impressed  him  most  was,  "So  long 
as  your  industry  keeps  in  touch  with  our  requirements, 
we  are  with  you." 

Canadian  business  men  are  fully  aware  of  the  fact 
that  here  a  nation  is  building  and  that  they  are  to 
have  some  part  in  it.  They  will  go  over  the  ground, 
inform  themselves  as  to  the  material  which  is  going  into 
the  structure,  the  conditions  which  give  speed  to  its  de- 
velopment, or  retard  progress,  wherein  it  'is  naturally 
strong,  and  how  best  to  strengthen  it  where  it  is  weak. 
It  is  this  personal  contact  which  gives  a  broader  out- 
look, inspires  a  greater  confidence,  develops  a  larger 
unity,  and  imjiresses  upon  a  man  his  responsibility. 

What  of  the  East  ?  It  is  impossible  to  consider  one 
part  without  reflecting  upon  the  whole.  A  Canadian 
navy  is  a  large  question  at  the  present  time.  Whatever 
opinion  men  may  entertain  upon  the  matter,  it  empha- 
sizes the  fact  that  the  term  "in  its  infancy"  can  only  be 
properly  applied  to  Canada  in  comparison  of  present 
w'ith  future  possibility,  but  not  to  the  stride  or  the 
equipment. 

The  time  has  arrived  when  the  question  of  the  en- 
trance of  Newfoundland  into  Confederation  should  now 
be  considered  in  the  light  of  its  full  national  significance. 
The  Island  lies  at  the  entrance  to  the  Dominion's  east- 
em  arteries  of  commerce.  To  those  associated  with 
the  Canadian  dry  goods  trade  or,  in  fact,  with  any  trade, 
it  should  be  a  larger  question  that  one  bounded  by  the 
fact  that  imports  of  textile  goods  to  Newfoundland  total 
over  a  million  dollars  a  year,  or  that  the  amount  of 
trade  in  other  lines  is  so  much.  To  those  who  have 
visited  the  Island,  it  appears  a  safe  proposition  that  so 
long  as  it  remains  a  separate  colony,  it  cannot  assume 
that  position  which  is  essential  to  its  progressive  devel- 
opment, nor  can  Canada  assure  herself  as  to  the  im- 
munity of  her  trade  portals. 

One  possible  result  of  union  would  be,  with  the  de- 
velopment  in    Canadian    shipping-   now   predicted,    an    all- 


water  route  from  the  Island  via  Hudson's  Bay  and  thus 
easier  access  to  the  North-west.  This  and  improved 
communication  with  the  maritime  centres  would  give 
impetus  to  every  department  of  industry  in  the  Island, 
and  to  full  development   of  its   resources. 

The  fact  that  Boards  of  Trade  and  listening,  but 
none-the-less  influential,  bodies,  such  as  the  Canadian 
Club,  are  discussing  it  more  seriously  than  ever  before 
shows  that  the  entrance  of  Newfoundland  is  assuming 
its  proper  position  in  the  catalogue  of  great  national 
(luestions. 

^ 

The  Advance  Plan  is  Best. 

IT  IS  not  too  early  to  consider  plans  for  the  holiday 
season.  A  few  more  weeks  and  the  year-end  spirii 
will  beg-in  to  manifest  itself.  It  seems  to  be  one  of  the 
things  embodied  in  the  arrival  of  frosty  weather.  Thanks- 
giving, the  last  corner  this  side  of  Christmas,  gives  great 
impetus  to  the  season's  development.  Window  trimmers 
and  decorators  in  the  larg"e  cities  already  have  well-de- 
fined plans  and  designs  in  their  heads — looking  towards 
greater  effort  and  grander  effects  than  heretofore.  Buy- 
ers have  been  wrestling  with  gift-season  problems,  and 
displays  will  shortly  indicate  the  wisdom  of  their  work. 
The  systematic  merchant  or  department  head  resorts  to 
the  notebook  in  which  he  has  entered  those  suggestions 
which  last  year's  holiday  season  broug'ht  to  his  notice — 
where  the  staff,  or  some  part  of  it,  fell  down,  where  this 
or  that  defect  could  be  I'emedied,  where  new  ideas  can  be 
applied,  and  what  can  be  done  in  a  general  way  to  please 
the  public  and  promote  business. 

These  matters  cannot  engage  attention  at  too  early  a 
date.  There  is  the  training  of  the  enlarged  staff  to  con- 
sider, the  temporary  re-arrangement  of  the  store  where 
necessary,  the  brightening  up  of  departments,  the  work- 
ing out  of  suggestions  which  will  add  the  gift  flavor — 
problems  of  the  buying  and  the  selling  end,  and  which  must 
be  solved  and  placed  on  a  smooth-running  basis.  The  wise 
merchant  will  have  his  holiday  season  well  in  hand  long 
before  it  arrives.  It  sounds  like  an  old  story,  but  there 
are  merchants  wdio  find  themselves  face  to  face  with  the 
lu)liday  rush  before  they  are  half  prepared  for  it.  The 
adva,nce  plan  is  best. 

The  merchant  who  consults  with  his  clerks  as  to  plans 
for  the  holiday  season  is  pursuing  a  wise  course.  In 
larger  stores,  different  branches  of  work  are  assigned  to 
different  men,  but  even  under  such  an  arrangement  a 
ci-ystallization  of  the  store's  thought  or  suggestion  would 
undoubtedly  be  appreciated  by  these  who  have  to  de- 
liver the  goods.  A  call  for  ideas  from  his  staff  has  very 
often  given  the  merchant  the  seed  of  a  very  profitable 
policy  or  merchandizing  plan,  and  what  is  quite  as  im- 
portant, he  enlists  the  interest  and  enthusiasm  of  the 
members  of  his  staff.  Where  he  has  secured  sympathetic 
organization  and  co-operation,  the  merchant  has  guarded 
against  a  hundred  and  one  trifling  problems  which  would 
otherwise  add  to  his  worrv. 
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American  Fkshions 
For  American  \\bmen 

The  First  American  Fashion  Department 

^^swering  in  SO  pictures,  the  question  .♦ 
Can*^merica  originate  its  own  fashions? 

THE  OCTOBER  LADIES'  HoME  JOURNAL 
J5  cents  everywhere 

THE  CURTIS  PUBLISHING  COMPANY,  PhiU<j*lph;« 
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5,992,000  Women 


5,992,000  women,  at  least,  read  this  big  advertisement  in  the  daily  papers. 

In  every  big  city  from  Boston  to  Los  Angeles,  from  Atlanta  to  Seattle,  from  Portland, 
Maine,  to  Portland,  Oregon,  one  or  more  great  newspaper  has  carried  into  thousands  of  homes 
the  welcome  news  that  The  Ladies'  Home  Journal  is  at  last  lending  its  aid  to  the  fipht  for 

American  Fashions  for  American  Women. 

Think  of  the  selling  power  of  5,992,000  copies  of  this  big  advertisement —  1 44  acres 
of  space  in  eighty  leading  newspapers!  Think  what  a  tremendous  stimulus  this  will  be  to 
the  great  popular  movement  towards  sensible  designs! 

Then  remember  that  every  ounce  of  selling  power  in  this  gigantic  campaign  goes  to 
mcrease  still  more  the  demand  for  Ladies'  Home  Journal  Patterns  and  no  other! 

This  advertisement  alone  means  quite  a  little  more  money  for  every  merchant  who 
sells  The  Ladies'  Home  Journal  Patterns.     And  it's  only  just  the  beginning|! 

Are  You  Planning  to  Get  Your  Share? 
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,t  Now? 


;>ici  KErrEi  &  Co 
r  mn  St.  New  Von 


Exhibition 

ETCBIKiS    l»D 
DtAtlveS 

ep 

ittsbur6h 
New  Yoke 

JOSEPl  PpKEtl 
iMErn^CHIEI  1! 


tiict  KerPEi.  i  Co 
TTRt  3«rB  ST.  New  Vow 


Ei^-'h'.Ti-'lTV- 


LIFE  OF 

IjS-r^^i^^-iKjROBERT^  FULTON 

b*  •n'munMj    tetor    Dr  VftEE    VFON    APTUCATWN 


uw  pf«rMuookl  «<«M.  I  fa  «<k  *• 


A  NEWSPAPER  PAGE  THAT  COVERED  THE  ENTIRE  COUNTRY! 

Just  to  give  you  an  idea  of  the  tremendous  force  there  is  behind  the  movement  for  American  Fashions  for  American  Women ! 

Find  the  live  grovtring  store  in  any  city  of  the  United  States  and  in  nine  cases  out  of  ten  you'll  find  it  selling 

the  patterns  women  want  —  The  Ladies*  Home  Journal  Patterns. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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You  sell  patterns  to  make  money! 

"  The  man  who  writes  except  for  money  is  a  fool,"  said  the  famous  Dr.  Johnson.  What  more  he  would  say 
of  the  merchants  who  sell  patterns  except  for  money  we  can  easily  guess. 

You  sell  patterns  to  make  money  — to  get  customers  into  your  store  -  to  get  more 
customers — to  get  new  customers — to  get  the  "other  fellow's"  customers. 

To  get  the  most  customers — to  make  the  most  money,  you  need  three  things : 

First,  you  should,  of  course,  have  the  BEST  pattern — the  best-selling  pattern. 

Now,  every  pattern  manufacturer  very  naturally  claims  his  pattern  is  the  best.  They  are  all  good  enough — 
in  fact,  they're  all  so  much  alike  that  without  the  labels  not  one  man  in  a  hundred  could  tell  them  apart. 

Even  The  Ladies'  Home  Journal  Patterns — which  are  scientifically  "drafted"  for  every  size, 
and   not   "graded"   according   to   the    more   primitive   methods   of  the  older  companies— can 

hardly  be  appreciated  until  they  have  been  compared  in  actual  use. 

But  of  all  the  patterns  claiming  to  be  the  "best"  The  Ladies'  Home  Journal  Pattern  is  the  only  one  that 
has  actually  PROVED  itself. 

When  the  first  Ladies'  Home  Journal  Pattern  was  cut  in  1 904  no  woman  had  ever  even  heard  of  it,  not  one  single 
merchant  had  agreed  to  take  an  agency !  The  new  pattern  had  to  fight  its  way  against  several  older  patterns,  which, 
you  must  remember,  were  even  stronger  then  than  now. 

You  know  the  answer ! 

In  five  short  years  several  million  women  have  come  to  use  The  Ladies'  Home  Journal  Patterns  exclusively, 
and  several  thousand  merchants  now  sell  them  in  preference  to  any  other.  And  a  great  majority  of  these — both 
women  and  merchants — were  formerly  enthusiastic  supporters  of  some  older  pattern. 

Doesn't  this  prove  that: — 

The  Ladies'  Home  Journal  Patterns  are  the 
patterns  the  women  want  ? 

The  Ladies'  Home  Journal  Patterns  are  the 
patterns  that  pay  ? 

Second,  to  make  money  in  patterns  you  must  have  a  Trademark  that  every 
woman  knows  and  trusts. 

The  Ladies'  Home  Journal  is  without  question  the  greatest  women's  publication  in  the  world.  Its  Minerva 
head  means  more  to  the  average  woman,  perhaps,  than  any  other  Trademark  you  can  think  of.  Scores  of  prominent 
department  stores  that  sell  The  Ladies'  Home  Journal  Patterns  print  this  famous  emblem  in  every  single  newspaper 
advertisement  they  put  out.     The  very  Trademark  itself  seems  to  bring  them  business ! 

The  1 ,200,000  copies  a  month  of  The  Ladies'  Home  Journal — which  is  nearly  twice  as  great  a  circulation 
as  any  publication  of  its  class — are  not  however,  the  only  power  behind  The  Ladies'  Home  Journal  Patterns.  There 
is  also  The  Monthly  Style  Book,  the  successor  to  the  old  fashioned  pink  sheet ;  2,000,000  copies  of  which  go  out 
each  month.  And  besides  these  there  are  a  good  many  more  than  a  million  copies  of  the  Quarterly  Style  Book — 
made  famous  by  its  imitators — The  Embroidery  Book  and  the  Dry  Goods  Journal. 

Taking  all  these  together,  you  can  see  what  perfectly  tremendous  promotion  force  there  is  behmd  The  Ladies' 
Home  Journal  Patterns — certainly  the  greatest  line  of  persistent,  continual,  constant  advertising  you  could  get  behind 
any  line  of  goods. 


Please  mention  The  Review  to  Advertisers  and  Their   7  ^-avelers 
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Doesn't  this  look  as  if: — 

The   Ladies'   Home  Journal    Patterns    will 
always  be  the   ones  the  women   want  ? 

The  Ladies'  Home  Journal   Patterns  are 
the  patterns  that  will  always  pay  ? 

Third,  to  mske  money  selling   patterns  you    must  deal    with  a  live,    aggressive, 
wide-awake  company. 

That  the  methods  of  making  and  marketing  patterns  have  improved  more  in  the  last  five  years  than  in  the  whole 
quarter  century  before,  you  yourself  know. 

Think  for  yourself  of  the  changes  that  have  come  about  since  the  Home  Pattern  Company  entered  the  field. 

Price  of  patterns  has  been  reduced  twice. 

Art  work  and  good  printing  has  replaced  crude  wood  cuts. 

Envelopes  instead  of  pins  are  used  to  hold  patterns. 

The  "  Quarterly  "  introduced  (and  imitated). 

Backdoor  pattern  selling  to  newspapers  is  discountenanced. 

*  Loss  on  discard  patterns  has  been  eliminated — honest   100%  exchange. 

*  Mail  order  advertising  rooted  out. 

*  Credit  is  given  on  return  envelopes  (saving  freight  and  delay  on  discard  patterns). 

*  Antique  "  pink "  sheet  discarded. 

*  Stereotyped  catalogues  are  replaced  by  modern  "Counter  Books." 

*  The  Sales-Record-Flap  makes  pattern  handling  100%  easier. 

*  The  Patent  Guide-Chart  (pronounced  the  "  greatest  improvement  in  fifty  years  ") 

has  almost  doubled  the  value  of  patterns  to  women. 

Those  marked  with  an  asterisk  (*)  are  features  still  to  be  found  only  in  the  Ladies'  Home  Journal  modem 
pattern  service.     And  we  are  doing  our  best  to  make  the  list  longer. 

Meanwhile,  The  Home  Pattern  Company  is  not  worrying  about  a  glorious  historical  past ;  it  hasn't  an  office  to 
support  in  Hong  Kong  or  Rotterdam ;  it  has  never  undertaken  the  admirable  but  rather  difficult  task  of  setting  the 
styles  for  both  the  Esquimau  and  the  Hottentot. 

We  make  American  Patterns  for  American  Merchants  to  sell  to  American  Women. 

This,  we  think,  is  about  all  any  one  company  can  do  well. 

Just  now  we  are  very  much  interested  in  watching  the  great  reaction  against  the  grotesque  and  impractical 
fashions  Paris  and  those  designers  who  know  nothing  but  Paris  have  been  trying  to  foist  upon  American  women. 

We  hold  that  the  common  sense  and  good  taste  of  American  women  are  more  to  be  relied  on  than  the 
judgment  of  any  number  of  European  artists. 

Whether  this  patriotic  theory  be  true  or  not,  American  women  are  certainly  the  ones  that  buy  the  patterns 
and  we  propose  giving  them  the  pattern  they  want. 

"American  Fashions  for  American  Women,"  as  mirrored  in  The  Ladies'  Home  Journal  Patterns,  meems, 
therefore,  less  frippery,  fewer  discards,  more  sales  than  you  now  have ! 

If  you  sell  patterns  to  make  money — we  want  you  for  an  agent. 

If  you  sell  patterns  to  get  customers  into  your  store— to  get  more  customers — to  get 
new  customers — to  get  the  "other  fellow's"  customers— you  want  our  modern  American  pattern  service 
for  American  women ! 

Let's  get  together! 

(OVER) 


Please  mention  The  Reviezi.'  to  Adz'ertisers  and  Their    Travelers. 
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Where  You  Come  In ! 


It  doesn't  take  very  long  for  a  master  merchant  to  see  which  way  the  wind  is  blowing. 

J.  Logan  Jones,  of  the  Jones  Dry  Goods  Company  of  Kansas  City, 
one  of  the  greatest  stores  in  the  whole  West,  lost  no  time  writing  us: — 

"  We  have  moved  our  pattern  department.  It  now  occupies 
the  busiest  and  best  section  of  the  store — space  we  could 
easily  lease  for  $5,000  a  year.  We  are  fired  with  ambition 
to  make  the  Jones  Dry  Goods  Company's  pattern  depart- 
ment the  most  successful  promoter  and  distributer  of 
American  Fashions  for  American  Women  in  this  country," 

Mr.  Jones  is  quick  to  recognize  the  breadth  and  vigor  of  a  great  movement.  Not  only  as  an  op- 
portunity, but  as  a  duty,  does  he  regard  the  leadership  in  his  community  of  such  an  appeal  to  the  spirit  of 
independence  and  patriotism  of  American  women. 

No  merchant,  however,  is  expected    to   support  the  movement  for 
"American  Fashions  for  American  Women"  simply  out  of  patriotic  motives. 

Do  you  recognize  a  "selling"  idea  — a  great  selling  idea — when  you  see  it? 

Advertising,  to  pay,  must,  as  you  know,  carry  an  idea ;  must  have  force,  must — like  a  great  editorial — 
anticipate  the  thoughts  and  minds  of  the  people. 

That's  where  "American  Fashions  for  American  Women"  comes  in. 

The  time  is  ripe  for  just  such  a  campaign.  If  there  hadn't  been  already  a  long-standmg  and  tremendous 
demand  for  common-sense  American  designs  for  home  dressmakers,  it  would  almost  have  paid  some  enter- 
prising pattern  company  to  invent  such  a  demand  and  exploit  it. 

It  remained,  however,  for  a  great  all-around  woman's  publication  to  come  to  the  aid  of  its  readers;  and 
incidently  open  up  a  rich  field  that  even  the  most  experienced  pattern  manufacturers  had  been  too  shortsight- 
ed to  cultivate.  With  The  Ladies'  Home  Journal  behind  a  movement  already  so  fully  developed,  the 
success  of  "American  Fashions  for  American  Women"  promises  to  be  as  great  as  it  will  be  welcome. 

And  this  means  hundreds  of  thousands  more  Ladies*  Home  Journal  Patterns! 
It  means  less  frippery,  fewer  discards,  more  sales  than  you  now  have!! 
It  means  more  money  in  patterns ! ! ! 

That^s  Where  You  Come  In. 


Let  us  tell  you  more  about  it — no  obligations  whatever — write  to-day  to  our  Canadian  branch— 

23  Lombard  Street,  Toronto, 

THE  HOME  PATTERN  COMPANY 

Makers  and  Distributers  of  The  Ladies'  Home  Journal  Patterns 

TORONTO  NEW  YORK  SAN  FRANCISCO  CHICAGO 

23  LOMBARD  STREET       615  WEST  43d  STREET       617  MISSION  STREET       36  SOUTH  CLINTON  STREET 

Dry  Goods  Review  Please  mention  The  Rcviezv  to  Advertisers  and  Their 


This  Cash  Business  Outgrew  Hole  in  the  Wall 

How  A.  L.  Nicholls,  Bowmanville,  Paid  for  his  First  $500  Stock 
of  Fancy  Goods  and  Smallwares— Now  has  Large  Store— Formerly 
made    Organ    Actions    in    Local    Factory    at    $3.00    a    Day. 


HERE   is    a    merohandizing     proposition.       From  a 
$500     stock     of   smailwares — to   be  paid   for     in 
two     yearri — d©\cloi)     in     twelve     years   a     cash 
business   requiring-  an  $8,000   stock    and   occupy- 
ing and  owning  a  three-storey  brick  building  with  25  I'eet 
i'rontage,  valued  at  $0,000,  on  the  main  street  of  a  town 
of  4,000  people. 

In  tiguring  out  this  pi'ubiem  several  stiff  knots  may, 
at  first  glance,  present  themselves.  Aware  of  conditions 
in  a  country  town,  there  are  those  who  might  say  that 
it  would  be  a  difficult  matter  to  associate  one's  self  so 
closely  with  cash.  Again,  in  handling  stationery,  fancy 
goods,  and  a  limited  range  of  accessories,  dry  goods  and 
men's  furnishings,  china,  tinware  and  hardware,  competi- 
tion with  exclusive  stores  might  be  a  poser.  Long  and 
practical  experience  would,  of  course,  be  considered  an 
essential. 

A.  L.  Nicholls,  of  Bowmanville,  on  whose  experiences 
the  above  proposition  is  based,  walked  liome  one  night 
from  a  hard  day's  work  as  a  maker  of  organ  actions  at 
a  local  factory,  some  twelve  years  ago,  and  seriously 
thought  the  matter  over. 

Of  course,  from  where  he  sat,  he  could  not  see  the  far- 
end  of  the  proposition.  He  was  making  upwards  of  $3 
a  day  at  that  time.  Certain  signs  told  him  that  the  fac- 
tory was  approaching  a  slack  period  and  he  might  soon 
have  to  find  work  elsewhere.  He  had  often  considered  the 
possibilities  of  such  a  store,  and  in  taking  Bowmanville 's 
measure  was  governed  largely  by  the  history  of  Mcintosh 
Bros.'  fancy  goods  establishment  in  Belleville.  He  had 
also  acted  upon  opportunities  to  look  through  a  jobbing 
house   handling   the   class   of  goods   he   wanted. 

Gaining  Experience. 

Sizing  up  the  unpromising  industrial  prospect,  he  de- 
cided that  he  would  make  the  venture.  Experience  was 
a  first  essential.  Several  months  with  Mcintosh  Bros.,  in 
Belleville,  equipped  him  in  this  particular.  Then  he 
made  arrangements  with  a  wholesale  house,  and  with  a 
|.500  stock  opened  "The  'Fair,"  a  small  frame  building 
which  he  then  considered  suitable  for  the  purpose.  To- 
day, with  two  storeys  above  iiim  and  a  good  basement 
underneath — a  .^6,000  building  on  King  Street — he  refers 
to  his  original  place  of  business  as  a  "hole  in  the  wall." 

The  front  of  the  store  and  the  windows  were  his  first 
advertising  mediums.  Specimens  from  the  stock  adorn- 
ed the  greater  part  of  the  front  elevation  of  the  store 
and  the  windows.  Then  locals  in  the  town  papers  were 
used.  Mr.  Nicholls  considers  thait.  for  his  business,  the 
small  two  or  three-liners,  scattered  throughout  the  paper, 
give  best  results. 

Allowed  Himself  $1    a  Day. 

From  the  outset,  he  kept  his  eye  glued  to  the  fact 
that  he  had  to  wipe  out  that  $500 — not  that  the  whole- 
saler required  it  of  him,  but  that  he  was  determined  to 
do  it.  He  was  on  duty  in  the  store  from  the  time  he 
entered  il  in  the  morning  nntil  he  had  all  of  his  a.dver- 
tisements  taken  in  from  the  pegs  outside,  and  it  was  time 
to  quit,  at  night.  He  had  no  assistants,  so,  instead  of 
closing    up   for   the   noon    hour,    he    took    his    lunch    with 


him  and  ate  it  on  the  premises.     In   those  first  two  years 
he   alldwed   liimscflf  only   $1    a   day    for   living  expenses. 

The  sign  in  tVcnit  of  "The  Fair,"  "Bargains  in 
I'lvcrytliing. " '  e\i(lenlly  looked  good  |o  Bowmanville  shop- 
I)ers,  for  it  was  not  long  before  the  author  of  it  found 
himself  confronting  the  necessity  for  more  slock.  He 
had  studied  the  demand.  When  a  man  asked  for  an  ar- 
ticle that  was  not  stocked,  he  made  a  note  of  it.  Each 
succeeding  lot  of  goods  which  arrived  a,t  the  store,  repre- 
sented a  more  comprehensive  conception  of  the  people's 
requirements.  This  gave  "The  Fair"  some  reputation 
with  those  who  knew  what  they  wanted,  while  to  those 
who  did  not  know,  it  was  rich  in  suggestion.  Salesman- 
ship was  well  adapted  to  both  classes.  They  were  invit- 
ed  to   visit    the   store   and    to   inspect   things   with    a    free 


A.  L.  Niciolls'  first  store.  He  now  calls  it  "a  tide  in  ttie  wall." 
Here,  in  two  years,  he  paid  for  liis  first  stock  of  fancy  goods,  do- 
mestic hardware  and  stationery. 


mind,  not  with  the  feeling  tha,t  they  would  have  to  buy 
something  in  order  to  escape.  This  has  always  been  the 
policy  of  the  store  since  its  origin,  and  Mr.  Nicholls  de- 
clares he  has  never  regretted  it. 

Special  sales  have  been  a  regular  feature.  In  addition 
to  the  newspaper  announcements,  list  dodgers  are  circu- 
lated and  a  good  many  peojile,  checking  off  the  articles 
they  require,  take  the  lists  with  them  as  a  guide  to  buy- 
ing when  they  go  to  shop. 

Bought  and  Sold  for  Cash. 

Before  the  first  two  years  had  elapsed  "The  Fair"  not 
only  had  a  wider  range  of  stock  than  when  it  started,  but 
the  .$.50'0  against  the  original  stock  had  been  wiped  out. 
New  deliveries  were  paid  for  in  cash.  The  fact  that  busi- 
ness was  conducted  on  the  cash  principle  made  this  pos- 
sible. "Where  it  has  l)een  noticed  that,  after  a  fair  trial, 
a  certain  line  was  not  doing  well,  it  was  immediately 
cleaned  out.  At  the  present  time,  for  example,  a  small 
stock  of  candies  is  in  a  state  of  transition,  and  the  dis- 
play case  which  they  occupy  will  be  used  for  hair  goods 
and   ornaments. 

In    stores  such    as    this,    the   arrangement    of   stock    is 
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sometimes  bewildei'ing.  It  is  a  difficult  matter  for  the 
merchant  to  prevent  disorder.  The  best  that  can  be  done 
is  to  avoid  glaring  incongruity. 

Selling    Methods. 

In  the  Nieholls  store,  picture  post  cards  have  a  some- 
what promiscuous  location,  but  this  is  not  without  pur- 
pose. Pest  card  customers  are  thus  distributed  through- 
out the  store,  and  they  see  other  things  besides.  A  well- 
assorted  stock  of  cards  has  a  certain  influence  in  promot- 
ing  the   inspection   idea.      Underwear    and    hosiery,    hair 


The  Beaver  Block,  a  $6,000  Building,  King  St.,  Bowmanville, 
now  owned  by  A.  L.  Nieholls. 


goods  a,nd  ornaments,  small  toys,  china  and  stationery 
occupy  the  front  half  of  the  store,  with  kitchen  hardware, 
tin  and  enamelware  and  more  toys  in  the  rear. 

In  connection  with  the  china  section,  Mr.  Nieholls  has 
adopted  the  plan  of  selling  sets  piece-by-piece.  He  buys 
in  large  quantities  and  by  arrangement  with  wTiolesalers 
is  able  to  ensure  complete  continuity  of  designs  and  pieces. 
People  may  thus  adapt  their  means  to  the  price — something 
that  is  not  always  possible  under  a  strictly  cash  system. 
Another  method  whereby  a  clearing  line  of  goods  is  made 
more  attractive  is  one  which  limits  the  number  of  ar- 
ticles purchasable  by  one  person  at  a  certain  price. 


Simplicity  in  Bookkeeping. 

In  keeping  stock,  a  want  book  is  employed.  When 
it  is  found  that  a  certain  line  is  getting  low,  an  entry 
to  that  effect  is  made,  and  after  an  inspection  of  reserve 
stock,  re-orders  ai'e  so  regulated  that  no  good  selling  line 
may  become  extinct.  The  most  important  constituent  of 
Mr.  Nieholls'  accounting  system  he  carries  in  his  pocket. 
It  consists  of  a  small,  oblong  book,  divided  into  three 
sections,  one  for  invoices,  expenses  and  payments,  and 
one  for  daily  sales.  The  cash  system  has  enabled  him 
to  adopt  this  simple  system  of  bookkeeping.  At  the  year's 
end,  he  has  the  twelvemonth's  record  in  neat  and  con- 
venient form. 

To  the  cash  principle  and  to  close  attention  to  every 
detail  of  business,  Mr.  Nieholls  now  attributes  the  greater 
share  of  his  success. 


The  Man  Who  Has  Something  to  Sell. 

The  man  wtio  has  something  to  sell  must  find  a  mar- 
ket for  it.  That  he  has  found  one  in  the  past  does  not 
insure  a  continued  outlet  in  the  future,  for  competitio'ii 
grows  each  year.  The  market  grows  each  year,  as  well. 
amd  unless  there  is  a  determined  effort  on  the  part  of 
the  seller  to  obtain  his  share  of  this  new  trade  by  a 
liberal  use  of  printer's  ink  tlie  other  fellows,  who  do  use 
the  voice  of  the  press,  are  certainly  going  to  obtain  the 
cream  of  the  new  trade.     They  are  doing  it  now. 

In  these  days,  the  intelligent  buyer  of  all  brands  of 
merchandise  desires  to  know  whait  every  firm  who  handles 
the  line  of  goods  in  which  'he  is  interested  'has  to  offer 
him.  It  is  clearly  an  impossibility  for  a  purcliaser  in  any 
trade  to  entirely  cover  the  market  and  tind  out  where  'he 
can  obtain  one  line  to  the  best  advantage,  and  very  na- 
turally looks  for  the  message  in  his  trade  paper. 

In  up-to-date  trade  magazines  pra,ctically  the  entire  sell- 
ing end  of  the  trade  speaks  to  him;  speaks  to  him  in  each 
issue,  forcefully,  ingeniously,  truthfully.  He  knows  tihat 
t'he.se  firms  have  a  reputation  to  uphold;  that  in  order 
to  derive  the  needed  fruits  from  continued  advertising 
he  knows  that  the  firms  must  deliver  the  goods  and  baek 
up  every  statement  made  in  the  ads.,  otherwise  the  money 
would  be  wasted. 

The  buyer  knows  that  each  firm  who  advertises  its 
goods  firmly  believes  in  their  merits,  and  that  publicity 
will  increase  their  sales.  He  knows  that  the  firms  who 
advertise  'believe  in  their  various  lines  enough  to  realize 
that  they  should  be  known  and  purchased  by  a  larger 
clientele,  and  that  their  intrinsic  merits,  baicked  up  by 
strong,  honest  advertising  copy,  will  certainly  find  for 
them  the  new  custom  which  is  desired. — Fabrics,  Fancy 
floods  and  Notions. 


J.  N.  Clemens,  with  R.  A.  Brisco,  GaJt,  for  eight  years, 
has  opened  a  dry  goods  store  in  that   town. 

The  Colonial  Weaving  Co. 's  new  factory,  at  Peter- 
borough, means  that  this  concern  is  increasing  its  output 
considerably.  The  new  machineiy  has  double  the  capacity 
of  the  old  plant.  The  building  has  been  equipped  par- 
ticularly for  the  manufacture  of  woven  labels. 

The  trade  newspaper  has  advanced  with  the  times. 
It  has  pulled  up  to  fill  the  place  where  it  was  needed. 
They  fill  it.  The  manufacturer  who  doesn't  use  it  to-day 
who  wants  to  reach  retailers  is  just  as  much  behind  the 
times  as  the  one  who  doesn't  use  a  telephone  because  his 
great  grandfather  didn't. 
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N  this  issue  The  Review 
presents  to  the  Canadian 
dry  goods  trade,  with  the 
co-operation  of  the  leading 
manufadurers,  pradical  information  relating 
to  the  newe^  ideas  in  Dress  Accessories. 

This  supplement  is  designed  to  be  of 
service  to  merchants  looking  for  stylish  and 
quick-selling  novelties  in  neckwear,  belts, 
trimmings,  etc. 

It  will  pay  every  reader  to  go  over 
these  pages  carefully.  They  represent  the 
be^  designing  skill  in  this  branch  of  the 
Canadian  dry  goods  trade.  The  ideas  sug- 
ge^ed  in  the  illu^rations  may  mean  bigger 
sales  and  more  profits  for  your  Dress 
Accessories  Department. 
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HAVE  YOU  AN  AMBITION 


to  make  your  Christmas  Neckwear  and 
Frilling-s  business  this  year  exceed  that  ot 
a  year  ago  ?  Present  indications  are  that 
neckwear  will  have  a  very  strong  vogue. 
You  should  prepare  for  this  demand — and 
prepare  now.  We  show  here  some  of  the 
newest  ideas  in  stylish  dress  accessories 
made  specially  by  us  for  Christmas  Selling. 
They  represent  weeks  of  careful  planning 
by  our  designers.  We  know  they  are  right, 
and  that  they  7vill  sell  if  your  customers 
see  them.  Order  these  popular  goods  now 
from  our  travelers,  or  direct  from  the  house. 

Sanderson's    Ltd. 

66-68  Wellin^lon   St.  West,  TORONTO,  ONT. 
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Advance    in    Leather    Affecting    Glove    Prices 

Material  that  was  Once  30  Francs  is  now  40  Francs  -Assorting  Stocks 
Small  —  Moires  and  Velvets  in  Ribbons  -  Good  Season  Looked  for 
in  all  Lines  of  Accessories  From  Now  Until  After  Holiday  Season. 


THE  gift  season  means  mucli  to  the  accessories  de- 
pai'tment.  It  contains  so  many  suitable  articles 
for  Christmas  favors  that  no  merchant  can 
afford  to  overlook  the  importance  of  a  select 
stock.  Gloves,  neckweai-,  ribbons,  veilings,  belts  and 
handkerchiefs.  It  is  folly  to  ignore  the  department  in  any 
way  in  plans  which  have  to  do  with  preparations  for 
Christmas.  It  will  be  one  of  the  great  objective  points, 
and  the  success  of  its  different  sections  will  depend  upon 
the  forsightedness  of  the  buyers.  This,  of  course,  applies 
as  well  to  the  advance  season    as  to  the  holiday  prospects. 


Looks  Like  Advance  in  Glove  Prices. 

The  increased  cost  of  leather,  together  with  higher 
wages  paid  to  employes  in  glove  factories,  has  brouglit 
the   manufacturer   face    to    face    with    a   serious   problem. 


so-called  French  kid  gloves  are  manufactured  in  Italy  and 
(lermany.  Of  tliese  lower  lines  there  will  not  be  any 
scarcity.  It  will  be  the  innings  of  the  .small  manu- 
facturer who  buys  tiie  culled  skins  from  the  larger 
iiouses. 

The  entire  trouble  is  the  result  of  high  leather  prices, 
and  a  strong  demand  for  gloves. 

During  October  wholesale  importers  received  large 
shipments  of  kid  gloves  and  retailers  who  had  placed 
advance  orders  received  the  majority  of  their  goods. 
Those  who  had  not  the  foresight  to  place  advance  orders 
are  in  a  serious  position.  The  stock  available  for  assort- 
ing is  small. 

Cape  gloves  are  much  wanted  for  immediate  trade,  both 
the  pique  and  the  prix  seam.  The  demand  for  kid  gloves 
is  very  lai'ge,  and  colors  are  often  requested.  Trade  in 
i-ingwoods,  except  in  country  districts,  shows  a  steady 
falling  off.  in  favor  of  kid  gloves. 


Novelty  Parasol  Handles  —  From   the  Christmas  line  of  Hailey,  Dixon  &  Co.,  Toronto. 


He  must  advance  his  price  or  reduce  quality.  The  latter 
seems  to  be  most  probable  as  the  average  woman  wants  to 
buy  either  a  $1,  $1.25,  or  $1.50  glove  and  would  object 
to  different  prices. 

As  the  advance  order  season  progresses,  importers  are 
becoming  more  firmly  convinced  that  values  in  gloves 
will  be  hard  to  procure  when  the  actual  season  is  on. 
Leather  which  sold  at  .30  francs  a  dozen  skins,  is  now  40 
francs,  and  standard  qualities  of  gloves  are  impossible 
to  maintain.  However,  the  majority  of  firms  are  show- 
ing lines  to  retail  at  regular  prices,  though  the  quality 
may  not  be  so  good.  Reliable  Grenoble  factories  find  it 
practically  impossible  ito  manufacture  good  gloves  to 
retail  in  Canada  at  a  dollar.     As  a  result  many  of  the 


Spring  orders  on  kid  g'loves  are  splendid,  as  retailers 
do  not  wish  to  get  caught  again.  The  demand  for  colors 
is  the  ciiief  style  feature.  An  interesting  outgrowth  of 
tlie  Spring  advance  season  is  the  sale  of  chamois  gloves, 
which  are  all  tlie  rage  in  London,  and  are  selling  some- 
what this  Fall.  The  new  lines  introduced  into  Canada  are 
better  than  those  fir.st  brought  out.  They  are  dustless 
and  washable  and  show  style.  Lines  to  retail  at  a  dollar 
are  tlie  chief  sellers. 

Spring  orders  on  fabric  gloves  are  good  but  they  do 
not  run  up  to  the  same  amount  of  money,  as  lines  from 
$1.75  to  $1.50  are  the  chief  sellers.  When  the  long  gloves 
were  in  demand,  lines  up  to  $10.00  a  dozen  sold. 
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Scarfs  .as  head  wraps  for  evening  wear  are  being  well  taken  up  for 
holiday  trade.  Some  are  trimmed  with  fur,  while  others  are  stenciled, 
•mbroidered,  beaded,  printed  or  fringed. 


Neckwear,     Scarfs     and     Belts 

Novelties    for    the     Holiday  Trade 

—  Stocks    and    Jabots— Head  Wraps 

for   Evening    Wear  —  Many  Fancy 
Effects  in  Belts. 


Neckwear  novelties  making  their  ap- 
pearance now  are  taking  on  a  holiday 
appearance,  but  the  line  is  as  diversi- 
fied as  ever.  Not  only  are  handsome 
stocks  and  jabots  showing,  but  there  is 
a  large  line  of  popular-priced  novelties 
that   are   specially   designed   for   holiday 


1. — Scarf  of  French  grey  crystalline  trimmed 
with  black  marabout  bands.  Shown  by  A.  E. 
Rea   &   Co.,    Toronto. 

2. — Stock  collar  imitation  Irish  lace.  Shown 
by    Ladies'    Wear,    Limited,    Toronto. 

n.— Novelty  stock  with  jabot  and  frill,  the  col- 
lar of  Paris  net  trimmed  with  band  of  antique 
gold  braid  and  black  velvet  with  bow  of  the 
same  ;  neck  ruche  of  net,  the  whole  studded 
with  jet  ;  frill  and  jabot  of  net  lace.  Shown 
by    A.    E.    Rea   &   Co.,    Toronto. 

4. — Stock  of  point  d'esprit  folds  and  maltese 
lace  studded  with  jet,  band  of  pastel  pink  satin 
overlaid  ^  with  a  Venise  beading  ;  bow  of  the 
satin  with  shirred  drops  ;  the  neck  finished  with 
pastel  pink  cord.  Shown  by  R.  D.  Fairbairn 
Co.,    Toronto. 

5. — Stock  collar  with  revers  of  silk  net  and 
Irish  point,  the  upper  edge  trimmed  with  a 
double  fold  of  peach  satin,  and  the  lower  with 
two  folds  of  black  and  white  striped  satin,  bow 
of  the  net  pleated  and  lace  edged  and  also  of 
tlic  striped  satin  folds  ;  row  of  silk  crochet  but- 
tons on  the  peach-colored  folds,  and  French 
knots  on  the  striped  ones.  Shown  by  A.  E.  Rea. 
&    Co. 

C— Stock   collar   of  white   chiffon   trimmed   with 

)int      de    Venise     edge,      pearl    beads    and    gold 

liugles.     Fold     of    gold     tissue    and    bow    of    the 

same      under      the     left    ear.     Shown    by    A.    E. 

Rea   &   Co. 

7. — Collar  of  Irish  crochet  and  Venise  lace. 
Shown    by    Sandersons,    Limited. 

8. — Stock  collar  of  white  and  baby  blue  chif- 
fon trimmed  with  jet  and  gilt  beads,  md  Iiish 
crochet  lace.  The  neck  edged  with  a  heavy 
white  silk  cord.  Shown  by  Sanderson's  Limited, 
Toronto. 

9.— Round  collar,  shaped  so  as  to  leave  a  V 
effect  in  front,  of  baby  Irish  lace.  Shown  by 
Ladies'    Wear,    Limited. 

10.— Transparent  stock  collar  of  fine  tucked  net 
and  lace  in  Paris  shade  ;  fine  ruche  of  pleated 
lace  at  neck  :  jabot  of  the  lace  and  of  rose 
pink  satin,  hand-made  motif  and  drops  of  the 
satin.  Shown  by  Henry  Morgan  &  Co.,  Mont- 
real 


selling.  Jabots  of  all  sizes  are  much 
in  evidence,  but  the  novelties  are  the 
one-sided  effects  designed  for  wear  with 
coats  with  the  long  revers.  .Jabots  of 
this  kind  are  of  net  or  chiffon  and 
Valenciennes  and  Venise  lace  decorated 
in  some  instances  with  jet  bugles  and 
studs  or  pearl  or  jeweled  cabochons. 

Stocks  are  fairly  high,  but  are  shaped 
in  front,  ensuring  comfortable  fit.  A 
new  idea  shows  a  tiny  V  in  front  with 
turned-back  revers  on  each  side,  of  the 
opening.    Points   are  entirely  gone,   but 
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some  of  the  newer  stocks  are  very  hig-h 
at  the  back,  forming  a  kind  of  square 
effect.  The  straight  stock,  just  shapeJ 
a  little  in  front  to  make  it  fit  com- 
fortably,  is  the  most  seen  shape. 

Christmas  is  a  good  belt  selling  per- 
iod, belts  of  a  fanej'  class,  though  not 
necessarily  high-priced  being  big  sellers. 
Now  that  metallic  effects  are  so  strong 
in  trimmings,  millineiy,  etc.,  gold  and 
silver  elastics  printed  in  .soft  coloi'ing-s 
make  handsome  belts  for  g'ift  selling. 
The  buckles  attached  to  these  belts  are 
handsome  effects  in  tinted  and  enameled 
metal,  showing'  the  popular  leaf  and  in- 
sect  motifs   set   with   mock   jewels,   now 


1.— Stock  of  black  folded  chiffon,  the  folds 
held  by  large  jet  studs.  Narrow  line  of  jet  si - 
quins  and  double  ruche  of  chiffon  edging  neck. 
Jabot  of  folded  chiffon,  jets  and  heavy  lace  and 
satin  ornaments.  Shown  by  R.  D.  Fairbairn  Co., 
Limited,   Toronto. 

2.— Stock  collar  of  helio  net  and  silk-trimmed 
Louis  XV  embroidery  in  soft  natural  colors  and 
studded  with  jet  and  dull  copper  sequins.  Neck 
edged  with  black  silk  cord.  Shown  by  Ladies' 
Wear.     IJmitcd,    Toronto. 

:i.— Scarf  of  black  silk  cn'|)i'  with  fringed  ends. 
Shown    by    Sandersons,     Limited,    Toronto. 

4.— White  elastic  jttted  belt,  black  enameled 
buckle.     Shown   by   Ladies'    \V(ar,    Limited. 

.'i. — Novelty  belt  of  tinseled  and  colored  clastic 
in  new  art  effect.  Tinted  enameled  buckle  to 
match.     Ladies'   Wear,    Limited. 

1).^ — Black  elastic  sequined  belt,  enameled  buckle. 
Shown   by    Ladies'  Wear,    Limited. 

/.—Belt  of  washable  gilt  kid  with  gilt  buckle. 
Shown    by    Henry   Morgan    &    Co.,    Montreal. 

X. — Folded  stock  collar  of  blue  satin  and  an- 
tique gold  tissue.  Large  bow  of  the  satin  with 
loops  drawn  through  rings  covered  with  gold 
thread,  gold  cord  edging  the  neck  ;  gold  bugles 
holding  the  folds  in  place  on  the  lower  edge  of 
the  collar.  Shown  by  A.  K.  Kea  &  Co.,  To- 
ronto. 

S. — Stiff  collar  of  iiique  edged  with  embroidery 
Shown    by    Sandersons,    Limited.. 

10  and  11. — Novelty  shapes  in  embroidered  linen 
collars.     Shown    by    Ladies'    Wear,    Limited. 

]2. — Collar  and  cuff  set  of  black  moire  piped 
with  white.  Shown  by  Henry  Morgan  &  Co., 
Montreal. 


so  much  the  vog'ue  in  hat  pins  and 
jewelry.  Jetted  belts  have,  as  a  rule, 
jet  or  black  enameleti  buckles. 

One  of  the  newest  belts  in  high-class 
goods  is  of 'plain  gilt  kid  which 
is  washable.  The  best  desigTi  is  nar- 
row, slig-litly  wider  at  the  back,  with  a 
neat,  buckle. 

Combinations  of  leather  and  elastic 
are  favored,  and  a  great  deal  of  use  is 
made  of  jet  for  trimming  i)urposes. 

Scarfs  are  extensively  shown  in  all 
the  larg:e  stores  and  should  be  well 
pushed  by  merchants  for  the  holiday 
trade.  '  They  are  all  the  rag'e  in  Paris 
and  New  York,  and  have  been  well 
taken   up   in    the  large   Canadian    cities. 


Belts  of  gold  and  sIIn  er  elastic,  combinations  of  leatfier  and  elastic,  also 
with  trimmings  of  jet,  are  among  the  leaders  shown  for  the  approach- 
ing gift  season. 
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Some  scarfs  are  trimmed  with  bands 
of  fur.  The  majority,  however,  are  of 
mouseline,  crystaline  crepe  or  chiffon 
and  are  stenciled,  embroidered,  beaded, 
printed,  striped  and  fringed.  Scji-fs  or- 
namented with  jet  or  metal,  and  having 
bead  fringes,  are  very  fashionable. 

Fine  nets  of  silk  and  cotton,  chiffon, 
crepe,  soft  satins,  etc.,  in  white  Paris, 
and  in  pastel  blue,  pink,  helio,  peach, 
primrose  and  gold,  are  the  leading 
colors  and  great  use  is  made  of  folds,, 
bows,  etc.,  of  gold  and  silver  tissue. 
Beads,  bugles,  pearl,  crystal  beads  and 
jets  are  freely  used  on  the  new  collars. 


1. — Point  de  Venise  stole.  Shown  by  '  Hrlies' 
Wear.   Ltd.,    Toronto. 

2. — One-sided  jabot  of  pleated  chiffon,  Valfin- 
ciennes  and  Venise  lace,  velvet  bow  and  gold 
buckle.  Shown  by  R.  D.  Fairbairn  Co..  Ltd., 
Toronto. 

3. — Bow  of  crinkled  silk  and  satin  ribbon,  crrr 
tered  with  steel  buckle.  Shown  by  Sandersons. 
Limited.    Toronto. 

4. — One-sided  jabot  of  Valenciennes,  net  and 
Venise  with  colored  cabochon  and  oeads.  Shown 
by   Henry  Morgan   &   Co..   Montreal. 

5. — Stock  of  ehiflon,  fine  French  Valenciennes 
Venise  lace,  decorated  with  pearl,  .silver  und 
crystal  beads  ;  long  one-sided  jabot.  Sni)*n  ty 
Sandersons.    Limited. 

6. — Bow  of  black  tafieta  and  shepherd's  check. 
Shown  by   Archer   Manufacturing   <'■>..   Toronto 

7.— Jetted  tulle  bow.  Shown  by  '^.  T'.  Fair- 
bairn   Co. 

8. — Stock  of  chiflon  lace  motifs  ;.■  'i  fold  and 
amber  beads,  one-sided  jabot,  fold  of  amber 
satin    at    the    neck.     .Shown    by    Sandersons,    Ltd. 

9. — Stock    collar,  showing    the    new    !.'i..h    ttck. 

This    dainty  collar  is    of   chiffon    satin   ciihmrre. 

fine      Valenciennes  with    hand-made    -n-jtils    and 

pearl    and   antique  beads.     Shown    bv   .\.    R.    Kea 
&   Co.,    Toronto. 

10. — Stock  collar,  slightly  shaped  b:  ud  of  net- 
trimmed  Guipure  insertion  and  "dge.  !■  .t's  of 
liale  rose  satin  and  gilt  beads.  The  irck  f.i.ish- 
cd  with  a  fine  pleated  ruche  of  .let.  .'.-t  ji>bot 
pleated  and  trimmed  with  Guipure  .'a  d  a.i'!  rose 
satin   buttons.    Shown   by   R.  D.   Fairbairn  Co. 

U. — Washing  stock  of  plated  >wn  trimmtd 
with  cluny  lace  and  jet  studs.  Shown  by  the 
.Archer    Manufacturing    Co..    Toronto. 

12. — Taffeta  bow.  Shown  by  Archer  Manufac- 
turing Co. 


Nairow  ruches  and,  newer  still,  silk 
cords,  edge  the  neck. 

With  the  tailored  waist,  turnover  col- 
lar.?, both  in  stiff  and  soft  finish  are 
worn  and,  for  the  finish,  bows,  flat- 
pleated,  jabots,  etc.,  are  shown,  in  var- 
ied styles,  both  washable  and  of  silk 
and   satin. 

There  is  a  growing  demand  for 
riauen  lace  stocks  and  collars  in  Venise, 
guipure  and  baby  Irish. 

\n  examination  of  the  neckwear 
plates  in  this  issue  of  The  Review  will 
show  the  class  of  neckwear  'in  vogue  for 
Christmas   selling. 
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High-Class  Novelty  Neckwear  and  Belts 

The  goods  shown  here  are  excellent  value.   They  will  be  big  sellers  in  your  store. 
Send  your  orders  now  and  get  the  cream  of  the    early    Christmas    business. 


A.  E.  Rea  &  Co. 


Spadina  Avenue,  Toronto 
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Handkerchiefs  and  Embroideries 

Madeira  Embroidered  Motifs---Edg- 
ing  of  Narrow  Armenian  Laces---In 
Embroideries,  Good  Demand  for 
Flouncings  ---  All-Over  Effects  in 
Corset   Covers. 

Neat  effects  predominate  in  new  hand- 
kerchief lines.  Madeira  embroidered 
motifs  arc  the  big  feature.  This  class 
of  embroidery  is  so  popular  that  fac- 
tories producing  it  are  over-run  with 
orders,  and  are  not  able  to  cope  with 
the  demand.  This  means  that  repeats 
will  be  i)ractically  impossible  to  secure. 

Orders  for  embroidery  for  Spring  de- 
livery are  icmarkably  good,  all  kinds  be- 
ing in  demand. 

There  is  a  demand  for  flouncings  for 
dresses,  also  for  corset  cover  em- 
broideries. There  are  some  particularly 
attractive  designs  in  the  latter.  Striped 
dimity,  both  in  single  and  triple  stripes 
are     selling     well,      apparently   meeting 


1.  7  and  8. — Madeira  embroidered  hundkor- 
chiefs.  edged  with  Assyrian  lace.  Shown  by  The 
(i.'iuU    Brothers    Co.,    Ltd.,    Montreal. 

2  and  3. — Corded  dimity  corset  embroideries 
with  bandings  to  match.  Shown  by  The  CFanlt 
Brothers   Co.,    Ltd. 

!.— Novelty  corset  cover  embroidery.     Shown  by 
The   Gault    Brothers    Co^Ltd. 


."). — Handkerchief 
.Shown   bv    the   W. 


booklet      for     holiday     tr  ide. 
R.    Brock  Co.,    Montreal. 


il.  -  Haniling.    Irish     crochet     effect.     Shown      liy 
\Vm.    C.    Mortimer   Co.,    Toronto. 

!l. — Flouncing,     soutache    elTect,      from    raatcijed 
set.    Shown   by   Wm.   C.    Mortimer   Co. 

10. — All  over     corset    cover    embroidery,     ^>hown 
by    The    Gault    Brothers   C'o.,    Ltd.,    Toronto. 


with  greater  fa\or  than  the  crossbarrcd 
and   overcheck   dimity. 

A  new  feature  is  the  tucked  edge,  in 
combination  with  neat  small  patterns. 
The  all-over  corset  cover  embroidery  is 
likely  to  prove  popular  in  better  class 
goods.  A  good  feature  is  the  showing 
(jf  bands  to  match  these  embroideries. 

While  the  small  neat  designs  are 
narrow,  there  seems  to  be  a  good  de- 
mand for  designs  of  rather  a  bold  type. 

Wholesalers  have  received  good  orders 
for  blouse  frontings.  These  are  shown 
in  a  wide  range  of  quality.  They  are 
showing  them  in  the  elaborate  wide 
fronts,  also  in  the  narrow  widths  which 
retail  at   a   very  low   figure. 

The  Madeira  effect  is  shown  in  the 
new  edgings  and  insertions.  In  better 
class  goods  matched  sets  are  a  big  fea- 
ture. 

Buyers,  as  a  rule,  arc  very  particu- 
lar about  the  i^atterns  chosen  and  take 
more  c|uickly  to  designs  that  are  novel 
and     new. 
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Write  us  when  you 
are  ready  to  assort 
your  stock  of  Dress 
Accessories. 


Just  now  we  are  showing  some 
novelty  handkerchiefs  and  a  line  of 
handsome  elastic  belts  ornamented 
with  jet. 

May  we  send  you  samples?      We 
think  they  will  interest  you. 

Mail  orders  are  our  "hobby" 
and  we  "put  ourselves  in  your 
place"  to  fill  them.  Let's  hear 
from  you. 


The  W.    R.     BROCK  COMPANY   (Limited) 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers, 
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Laces,     Nets     and     Trimmings 

Chantilly  and  Spanish  Laces  —  Gold 
and  Silver  Laces,  with  Spangles  and 
Bugles  —  Metallic  Braids,  Cords  and 
Tissues  in  Good  Demand. 


Now  that  the  millinery  end  of  the 
trade  has  taken  up  Chantilly  and  Span- 
ish laces,  they  are  coming  to  the  front 
for  other  uses,  and  by  Spring,  it  is 
said,  there  will  be  a  larger  use  made  of 
light  laces  of  this  class.  Valenciennes, 
torchons  and  Clunys,  in  narrow  widths 
always  sell  for  fancy  work,  etc. 

The  big  business  done  now  is  in  the 
metallic  effects,  and  these  gold  and  sil- 
ver laces  are     beginning     to     be  shown 


Selections  from  latest  novelty  lines  illustrating  prevailing  vogue 
in  nets,  veilings,  metallic  braids,  cords  and  tissues.  Beaded,  bugled 
and  embroidered  bands  much  used  as  trimmings.  All-over  dress  nets 
are  spotted,  figured,  tucked  or  jeweled. 


1.— New  vtiling  weave.  Shown  by  The  Gault 
Brothers    Co.,    Limited,    Montreal. 

2. — Fancy  veiling.  Shown  by  Wm.  C.  Mor- 
timer   Co..    Toronto. 

,3.— Trimming  band,  embroidered  with  wood 
silk  and  gilt.  Shown  by  Dcbenham's  (Canada), 
Ltd.,    Montreal. 

-!. — Trimming  band,  embroidered  with  wood 
silk,  and  gilt  beads  and  bugles.  Shown  by 
Ivonig    &    Stuflnian,    Montreal. 

,"t.— Jewelled  dress  net.  Shown  by  Uebenham's 
(Canada),    Ltd.,    Montreal. 

(i.— Fancy  veiling.  Shown  by  Wm.  C.  Mor- 
tiuier    Co.,    Toronto. 

7. — Jet  embroidered  trimmirg  band.  Shown 
by    the    Gault    Brothers    Co.,    Limited,    Montreal. 

8. — AUover  net,  soutache  etiect.  Shown  by  Dc- 
benham's   (Canada),    Ltd.,    Montreal. 

9. — Hexagon  dress  net.  Shown  by  Molntyre, 
Son    &   Co.,    Ltd.,    Montreal. 

in, — Jet  trimming  band.  .Shown  by  Debcn- 
liarn's    (Canada),    Ltd.,    Montreal. 

11. — Wood  silk  and  sequin  trimming  band. 
Shown    by    Konig    &    Stuffman.    Montreal. 

12. — Chantilly  lace.  Shown  by  Debenham's 
(Canada),    Ltd.,    Montreal. 

13. — Allover  dress  net.  Shown  by  Mclntyre, 
Son    &    Co.,    Ltd.,    MontreaL 


worked  up  with  spangles  and  bugles. 
Indeed  it  is  somewhat  difficult  to  draw 
the  line  between  laces  and  trimmings. 
In  trimmings  beaded  bands  of  small 
beads  and  bugles,  and  embroidered  bands 
in  wide  silk  enriched  with  bugles,  span- 
gles and  metal  threads  are  the  popular 
.sellers.  Metallic  braids  and  metal  cords 
in  both  heavy  and  narrow  sizes  are  in 
good  request.  Kat-tail  and  tubular 
braids  in  both  black  and  colors  are 
good,  but  metal  effects  are  the  leading- 
trimmings.  Metal  nets,  metallic  tissues, 
etc.,  are  having  a  great  sale. 

Dress  nets  are  in  good  demand  and 
their  use  is  becoming  greater  than  ever. 
New  all-overs  are  good  in  colors  as  well 
as  the  staple  shades,  and  they  come  in 
spotted,  figured,  tucked  and  jeweled 
effects  in  ivory  and  butter  ecru  as  well 
as  black  and  colors.  Soutache  effects 
are  among  the  novelties. 
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AGENTS 

THE  CROMPTON  CORSET  CO. 


THE  RIBBON  HOUSE  OF  CANADA. 


>    LI  MITCO  I 


A/onYrea/       November  4,  1909 


Use  Our  Ribbon  Stocks  for  Sorting 

Keep  your  stocks  well  assorted 

Ribbons  for  Holiday  Trade 


BABY  RIBBONS 


3     Leading    Lines    of    Taffeta  /ILL  -A.  Leader  in  DucHess  Ribbon 

Patt.  608,       widths  5,  9.  16  GOOD                           P**"-  ^^4,       widths  \\  to  30 

Patt.  647,1       ,1.1,    1  *     ^A  nXi  Xno  Our  Patts.   620,    645   Taffeta    Baby   Ribbons    are 

«_..   ..„'  1  widths  3  to  30  COLORS                      popular  and  well  known  lines. 


Patt.  649,i 


Immediate  Deliveries  of  any  of  these  Lines. 


Complete    stock  of   wide  widths   Taffeta    and    Duchess. 
Order  our  specials  to  retail  at  15,  20  and  25c. 


Call  when  in  the  Market  this  month. 


W.  A.   Reid 


Telephone  2008  l\Iain 


REID  &  PORTER 


Manufacturers'  Agents 


230  McGill  Street 


MONTREAL 


S.    E.    Porter 


BEING  comrr.issioned  by  Messrs.  Carless,  Whitaker  and  Bignold,  of  London,  Eng. ,  leading  manufacturers 
of  Sunshades,  to  show  their  goods  for  Spring  Season,  1910,  in  Ontario  and  Eastern  Canada,  would  be 
glad  to  receive  enquiries  that  may  lead  to  dates  being  arranged  for  showing  this  excellent  range  of 
Children's,  Misses  and  Women  s  Parasols  at  Ottawa,  Toronto,  Hamilton,  London,  etc.,  and  at  their  warerooms 
in  Wilson  Chambers,  at  230  McGill  Street,  Montreal,  Canada. 
^  This  should  prove  an  excellent  opportunity  for  those  interested  in  these  lines  to  buy  from  the  manufacturer. 
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Ribbons. 

Considerable  interest  is  being  taken  in  moire  ribbons, 
wliik'  the  demand  for  velvet  ribbons  is  also  s<^od.  There 
is  a  fair  demand  for  fancies,  and  manufaetnrers  are  show- 
ing  very  attractive  designs  in  fancy  goods.  Metal  cfifects 
are  prominent,  and  satins  are  in  fair  demand. 

The  great  demand  is  for  black.  l)nt  the  new  shades, 
which  are  fashionable  in  dress  goods,  millinery,  etc.,  are 
doing  well.  New  shades  are  constantly  being  introduced, 
and  this  helps  to  promote  ribbon  selling 

From  now  on,  and  up  to  the  end  of  the  Christmas 
season,  is  a  particularly  good  time  for  ribbon  selling,  as 
ribbons  in  both  staple  and  in  novelty  lines  are  wanted  for 
so  many  uses.  In  the  retail  stores  extra  efforts  are  made 
to  put  the  ribbon  department  prominently  before  cus- 
tomers, and  to  suggest  fresh  uses  for  the  stock  carried. 
Cushions,  fancy  bags  and  many  other  fancy  articles  can 
be  made  from  ribbons,  and  it  is  good  policy  to  make  a 
showing  of  the  same. 

Expensive  warp  prints  sell  well  for  these  purposes. 
There  is  also  a  big  call  for  baby  ribbon  and  holly  printed 


Jet  Bodice  Garniture  —  Shown  by  Konij  &  Stutfmann,  Montreal. 

ribbons  for  tying  boxes  and  parcels,  as  well  as  for  using 
in  making   up  fancy   articles. 

If  these  narrow  ribbons  are  cut  otf  and  tied  in  bunches, 
and  placed  in  baskets  on  the  counter,  so  many  yards  for 
10c,  15c  or  20e,  and  placed  where  customers  can  pick  out 
the  colors  they  require,  it  will  save  much  time  in  a  busy 
season. 

Veilings. 

New  veilings  show  a  great  variety  of  designs  and 
weaves  many  of  the  new  veilings  are  really  freakish  and 
when  worn  are  startling. 

Importers  are  showing  lines  in  which  are  spots  at  least 
an  inch  square.  These  are  held  together  by  very  fine 
threads,  making  the  openings  about  an  inch  square  also. 
Naturally  this  extreme  type  is  not  expected  to  sell  in 
Canada,  but  the  modified  types  of  this  class  of  veiling  are 
doing  well,  and  are  shown  in  big  variety. 

The  octagon  mesh  is  suited  to  the  taste  of  women  who 
like  neat  veilings,  without  any  striking  effects,  and  is 
proving  a  ready  seller. 

One  striking  novelty  veiling  has  a  ground  of  irregular- 
ly woven  mesh,  with  rather  large  designs,  such  as  butter- 
flies, fleur-de-lis,  etc.,  formed  by  the  mesh  being  woven 
more  closely  to  form  the  pattern. 

Chantilly  laee  veilings  are  meeting  with  some  demand. 
Among  the  novelties,  metal  effects  are  shown. 


Black  is  the  big  seller,  but  there  is  a  good  demand  for 
colors  to  match  hats.     Magpie  is  strongly  favored. 

Buttons  of  Ivory  and  Pearl. 

Now  that  fewer  buttons  arc  used  on  a  sarnuMit,  the  de- 
mand is  for  handsomer  ctlccts,  and  covered  buttons  are 
giving  way  to  those  of  ivory  and  pearl.  Ivory  buttons 
are  shown  for  Spring  iselling,  specially  designed  for  use  on 
the  new  linen  and  cotton  suitings  and  otlier  wash  fabrics 
in  all  the  new  Spring  shades,  and  in  both  satin  and  bright 
finishes  or  in  attractive  combination  patterns  in  satin  and 
bright  finish.  For  wear  with  the  mixed  cloths  indicated 
for  Spring  are  ivory  buttons  in  mottled  effect  in  greys, 
coverts,  resedas,  and  olives,  and  in  all  the:  fancy  blues, 
ashes  of  roses,  wistaria,  and  novelty  shades  as  well  as 
the  staple  navys,  browns,  etc.,  and  many  of  these  show 
the  rim  effect,  that  is,  there  is  a  rim  or  briglit  finish  en- 
closing a  center  of  the  satin  finish.  One  of  the  latest  but- 
ton novelties  show  a  hollowed  centre  and  outer  rim  of 
satin  finish  with  a  ring  around  the  hollow  in  bright  finish. 
Pearl  buttons  are  coming  in  strongly  and  pearls  and 
ivory  promise  for  the  coming  season  to  take  the  place  of 
ict.  Carved  pearls,  those  with  inlaid  centre  and  rim  ef- 
fect, and,  in  expensive  goods,  jeweled  pearls  are  shown. 
I'^roni  present  selling  there  promises  to  be  a  demand  for 
tlie  larger  sized  ])iitt()n;s.  IVarl  buttons  if  bought  with 
discretion,  and  if  ficakish  designs  and  patterns  are  elim- 
inated, are  the  most  staple  of  button  stock.  Otber  clas- 
ses of  buttons  cut  to  a  certain  extent  into  their  vogue, 
but  there  is  at  all  times  a  certain  sale  for  pearl  buttons. 

The  garment  inaiuifacturers  are  making  free  use  of 
pearl  buttons  on  tlie  sidts,  coats,  etc.,  designed  for  Spring 
selling,  and  on  better  class  garments  the  up-to-date  manu- 
facturer is  using  a  good  ocean  shell  button  and  is  paying 
jirices  for  them  that  ensure  the  genuine  article.  Manufac- 
turers here,  as  on  the  other  side  of  the  line,  are  finding 
that  it  does  not  pay  to  use  fresh-water  pearl  buttons  on 
any  but  the  lines  designed  for  the  cheap  trade,  as  these 
buttons  are  made  from  clam  shells,  and  do  not  retain 
either  their  lustre  or  finish.  In  a  very  short  period  of 
time  they  become  a  dull  chalky  white  that  is  objection- 
able. There  are  manufacturers  that  are  wise  as  to  this 
point  and  some  of  them  are  paying  %\  .2.^  and  $l..")(l  and 
even  higher  prices  for  handsome  real  ocean  pearl  buttons. 

The  tailored-shirt  waist  is  of  sufficient  importance  for 
manufacturers  to  design  special  buttons  for  its  adronmcnt. 
These  are  much  in  the  nature  of  vest  buttons  and  are  of 
inlaid  and  Jeweled  pearl,  pearl  painted  in  miniature  effect, 
and  are  also  of  colored  glass.  In  keeping  with  the  jeweled 
trimmings  coming  into  vogue  for  use  on  high-class  fabrics 
there  is  a  demand  for  crvstal  liuttons  in  white  and  colors. 


The   Cover  Illustration. 

One  of  the  ninst  fa.shiona'ble  novelties  of  llie 
season  is  the  scarf,  and  all  the  leading  stores  are 
showing  a  big  selectimi  for  holiday  selling.  Not 
only  are  scarfs  made  of  silk  gauze,  crepe,  crystal- 
iiie  and  fabrics  of  this  c'ass.  but  tliey  are  seen  in 
soft  satins,  moires,  etc.,  and  their  trimmings  are  as 
va,ried  as  the  materials  they  are  made  from.  The 
searf  on  the  cover  this  month  is  of  white  silk  mus- 
lin, the  ends  showing  a  wide  band  of  crinkled  chif- 
fon moire,  ]irinted  in  i)ine  pattern  in  pastel  shades 
of  reseda,  pink  and  tan.  This  scarf  is  from  the  lino 
of  Sandersons,  Limited,  Toronto,  and  was  made 
for  reproduction  on  this  month's  cover  in  connec- 
tion with  picture  of  Mis.-?  Mabel  Roebuck  in  pose 
for    the    Drv   Goods  Review. 
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"I  AM  A  BUTTON  MAN" 

— Frank  Goudy 

^tf^HERE  wouldn't  be   much   doubt   as  to  that  if  you  could  see  the  immense  display  in  my  showrooms.     Novelty 
^^     ivory  buttons,  pearl  buttons  and  colored  ivory  buttons  in  all  styles  and  sizes  to  match  the  newest  shades  of  dress 
fabrics  are  here  in  profusion.     Here,  too,  you'll  be  able  to  get  exactly  what  you  want— what  your  trade  requires 
Over  thirty-five  years'  experience  as  a  button  manufacturer  enables  me  to  accurately  estimate   the   needs  of  the  trade. 
This  experience  has  proven  valuable  in  that  I  know  values  and  can  offer  you  the  best  that's  going,  at  prices  as  close 
as  are  consistent  with  sound  quality.     Look  over  these  two  lines  : 

Fine  Ivory  Buttons 

For  Men 's  and  Ladies '  Wear 
made  by  Rochester  Button  Co.     Factory:  Rochester,  N.Y. 

/^UR  patterns  and  colors    are    not  equalled  by  any    makers 
\J     in  the  world.     Our  Ladies'  Wear  line  of  Self  Shanks  are 
made  in  both  Plain  Satin  Finish  and  Novelty  Patterns. 
Our  Plain  Colors  and  Mottled  are  the  finest  that  can  be  pro- 
duced.    Compare    these  lines   with    any    and  all  others  before 
placing  your  orders.     Samples  sent  upon  application.     Prompt 
deliveries  of  all  orders,   and  repeats  are  guaranteed. 

Pearl  Buttons  and  Novelties 

of  Every  Description 
made  by 
New  YorL  Pearl  Works.       Factories :  New  York,  Newark  and  Providence 

"IV/E  make  a  specialty  of  Pearl  Buttons  for  the  Cloak  and 
W       Suit    manufacturers,    and  the  Dry  Goods,   Notion  and 
Smallware  Trade.     Our    line   comprises    over     1,200 
patterns  in  all  sizes  from  20  to  60  line  in  White,  Shaded,  Snail, 
Black  and  Colors.     2  and  4-hole  metal  shanks,  self  shanks  and 
inlaid,  and  jewel  effects  and  high  art  novelties.     Don't  fail   to 
see  our  line  when  in  Toronto.     Prompt  deliveries  of  all  orders, 
and  repeats  are  guaranteed. 

Sold  through  Jobbers.               Get  Others'  f 

FRANK  GOUDY  S:::: 

■^rices 

can  N 
Date  i 

,  Then  See  Us.              Ask.  ih^  Salesman. 

ovel  ties,  and    C.  A     Wellington    '|',_._^,^__J.,,^ 
Specialties,        D  4    St  West            lOrOIltO 

PeAvny^s  Kid  Gloves 


Montreal,  Nov.  4,  1909. 

Dear  Sir, 

Last  Spring,  when  we  were  soliciting  orders  for  the  present  season, 
we  said  that  there  would  be  a  considerable  scarcity  of  medium  and  low 
grade  leather  Gloves,  with  a  likelihood  of  an  advance  in  prices.  Since 
then  an  advance  in  price  has  taken  place  in  almost  all  lines. 

However,  we  offer  at  present  all  lines  of  Kid  Gloves  at  old  prices 
for  Spring,  1910.  We  cannot  guarantee  to  maintain  this  position,  as  the 
fashion  for  short  sleeves  and  long  gloves  seems  to  be  coming  back  in 
Europe. 

Under  the  circumstances,  we  would  strongly  advise  you  to  place 
your  order  now  for  Spring,  as  there  certainly  will  be  no  drop  in  prices, 
and  we  feel  sure  that  there  will  be  a  considerable  advance. 

Yours  truly, 

GREENSHIELDS  LIMITED 
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Hand-painted  Tie  or  Ribbon  Rack,  No.  36.  $2.25  dox. 


E  have  them  here  in  abundance. 
All  kinds  of  artistic  and  pleas- 
ing little  novelties  specially 
adapted  to  practical  uses.  They 
would  make  most  acceptable 
Christmas  gifts.  Reasonable 
in    price,     and     certain    to 

appeal  tothelargest  proportion  of  your  customers; 

besides  attracting  others  equally  desirable  to  your 

store 

^  Do  you  know  that  a  twenty-five  dollar  selection 
of  our  novelties  would  be  worth  a  hundred  dollars 
to  you  right  now  in  brightening  up  your  store  and 
increasing  the  selling  possibilities  of  your  other 
lines.''  Yes,  sir,  it's  a  fact!  And  if  you  fail  to 
connect  with  us  for  your  Christmas  supply  of 
novelties  you'll  be  the  biggest  loser.  We  would 
just  like  to  show  you  a  few  of  our  samples  if  for 
nothing  else  than  to  afford  you  the  opportunity  of 
making  comparisons. 

See  our  salesmen — call  if  you  can — 
or  send  direct  for  a  sample  selection. 

Hambly,  Oakley  &  Wilson 

77  Wellington  St.  West,  TORONTO 

Cushion  Tops,  Berlin   Wools,  Stamped  Linens,  etc. 


Novelties  in  the  New  York  Market. 

'Staff  Correspondence.' 

New  York,  Uct.  ;^0. — The  new  Fall  styles  comprise 
high  stocks  and  long,  full  jabots  with  the  frills  to  one 
side.  The  high  stock  worn  with  it  daintily  replaces  the 
stiff  collar  for  general  wear. 

Jabots  are  made  of  fine  lawns,  linen,  laces,  embroid- 
eries and  combinations  of  linen  and  lace  ;  lawn  and  lace  ; 
laces  and  embroideries,  and  many  of  them  have  hand 
embroideries  in  colors  to  match  the  colors  of  the  cos- 
tumes. 

Jabots  in  the  newest  styles  show  a  marked  tendency 
to  very  long  lengths,  many  of  them  reaching  to  the 
waistline.  They  are  arranged  in  many  styles,  such  as 
one-sided  effects  ;  double  sides  tiimmed  with  jet  buttons 
or  jet  bugles,  gilt  or  silk  buttons  also. 

Small  jabots  in  flat  effect  are  also  to  be  in  style  to 
be  worn  with  the  linen  collars  or  stocks.  They  are  made 
up  of  embroidery  and  lace,  or  combinations  of  lace  and 
lawn  and  embroidery. 

It  is  to  be  a  big  season  for  jet  neckwear.  That  is, 
lace  studded  with  jet.  These  neckpieces  are  in  stock 
styles,  with  high  collars  and  trimmed  with  jabots  of 
every  description. 

There  are  some  very  attractive  stocks  shown  in 
straight-round  styles,  ruched.  They  are  of  lace,  lace  and 
embroidery,  chiffon  or  any  other  fabric  suitable  for  neck- 
wear. The  high  straight  around  collar  is  the  decided 
novelty  of  the  season. 

Black  neckwear  is  noted  in  the  many  showings  for 
this  season.  They  are  made  of  net,  mousseline,  satin, 
soft  silks,  etc.,  and  jet  trimmings  are  the  principal  or- 
naments seen.  Buttons  also  play  an  important  part  in 
the  trimming  arrangement  of  neckwear,  both  black  and 
white. 

All  kinds  of  scarfs  are  being  worn  this  Autumn.  In 
fact,  the  scarf  has  never  been  so  fashionable  as  it  is 
this  season.  It  is  seen  in  a  varied  assortment  of  styles 
and  fabrics.  There  are  scarfs  in  black  a,nd  natural  mara- 
bout and  there  are  shoulder  scarfs,  either  draped  or  with 
arm-holes,  as  well  as  luxurious  scarfs  of  yellow,  rose 
and  blue  satin,  clouded  with  brown  chiffon,  or  gray  over 
gray,  white  over  white,  etc.,  all  striped  and  edged  with 
marabout  or  fur. 

There  are  many  fabrics  offered  in  scarfs  this  season, 
but  it  is  the  draped  style  that  takes  precedence  over  all 
other  ones.  Such  scarfs  are  draped  and  caught  up  at 
the  back  or  over  the  one  shoulder  and  the  gatherings 
held  in  place  by  some  kind  of  fancy  jetted  or  jewelled 
ornament.  Crepe  scarfs  of  all  silk  and  those  of  Japanese 
silks  printed  in  beautiful  Oriental  colorings  and  designs 
are  among  the  picturesque  scarfs     seen. 

The  spangled  scarfs  are  decidedly  good  style,  are 
very  expensive  and  worn  by  the  wealthier  set. 
These  scarfs  are  made  in  usually  two-yard  lengths  and 
are  perfectly  plain,  fringed  at  the  edges  by  the  self 
fabric  or  just  hemmed. 

Crochetted  scarfs  are  being  taken  for  wear  under 
fur  coats.  They  come  in  different  lengths  and  patterns. 
Wood-fibre  scarfs  are  very  handsome,  and  are  made  up 
in  many  colorings. 

Neck-ruches,  frills  ana  attractive  hand-made  lace 
neck-pieces  are  classed  among  the  latest  'importations 
now  in  the  Fall  displays.  Irish  crochet  is  more  popular 
than  ever.  Side  effects  in  long  neck-pieces  taJke  prece- 
dence over  all  other  styles.  The  Dutch  collar  still  reigns 
supreme  in  the  list  of  neckwear. 
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The  1910  Coiffure  Will  Be  The 


"TLRBAN  STYLE" 


Needless  to  say,  Burnet  &  Temple  are  quite  ready  to  fill 
your  orders.  All  goods  made  in  England  under  Hygienic 
conditions.      No  Sweated  Labour  or  Filthy  Foreign  Workers. 


LOOK    FOR    THE 

GOOD    OLD    BRAND 


THIS    MARK    MEANS 

GOOD  GOODS 


NON-COLLAPSO-BRAND 


No     438  Extra  Large  Waved     Hair     19/6     Doz.                         /I   Gross 

TUBE         2  Gross    TURRET 

439       "            "      Straight   Hair     19/6     Doz. 

TUCK               "         TURNER 

440  Large        Wav.d     Hair     18/-      Doz.       CABLE 

TULIP               "          TUTOR 

441          "                 Straight    Hair     18/-       Doz.         CODE 

TUMOUR        "          1 URTLE 

442  Medium         Waved      Hair     15/-      Doz. 

TURF                "          TUSK 

443         "                Straight    Hair     15/-      Doz. 

I 

TURNIP            "          TUMULT 

Half  dozen  in  box,  Assorted  Shades.     Cable  Address,  "HAIRNETS"  London. 

Burnet  &  Temple 


SOLE  MANUFACTURERS- WHOLESALE  ONLY  SUPPLIED. 

3  and  4  Fitchetts  Court,  LONDON,  ENGLAND 
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Xmas 
Umbrellas 


Our  new  Catalogue  of  Ladies' 
and  Men's  Umbrellas  and 
Walking-  Sticks  is  now  ready. 

If  your  name  is  not  already 
on  our  mailing  list,  a  post 
card  will  bring  you  one. 

The  Irving  Umbrella  Co.  ua. 

MANUFACTURERS 

79-83  Wellington  Street  West 
TORONTO 


ALEXANDRE 


Ladies'    and    Men's 
HID  AND  SUEDE 

GLOVES 

The  Standard  by  Which  Others  are  Judged 
WANTED  LINES 

ARE 

NOW  IN  STOCK 

Gloves  to  Retail  75c.,  $1.00,  $1.25,  $1.50 

All  Sizes  and  Colors 

WRITE  OR  WIRE  YOUR  NEEDS 

Complete  Stock  of  Cashmere   and  Rin^- 
wood  Gloves 

Dominion   Glove   Co. 


^232  Lemoine  St. 


MONTREAL 


The  Reflection  Cast 

upon  your  store  and  its  contents  will  be  all  that 
you  yourself  cou  d   wish   for    if   you    handle 

pAnriA    BELTS.  SIDECOMBS.  BARBETTES 
UUUC  O       ^iin   pANCY   LACE  COLLARS. 

They  will    be    found    unique    in    design    and 
unapproachable  in  quality.     Write  for  samples. 

A  full  range  of  Smallwares  and  Notions  always 
on  hand. 


E.  H.  Code 


223-225  Queen  Street, 


OTTAWA 


It  is  a 


FoAvnes 

That  is  all  you  require 
to  know  about  a  ^love. 


Our  stock  of    Gloves  for 
Fall  sorting  is  complete. 


S 


Enquiries  receive  prompt 
attention. 


Fownes  Bros.  &  Co. 

Coristine  Building, 
MONTREAL 
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LINEN  NOVELTIES 

SPECIALLY  PREPARED   FOR 
QUICK   HOLIDAY   SELLING 


Linen  Set 

One  Pure  Linen  Damask  Cloth,  71x90 

Half-dozen   Z^YzxliVz  Napkins 

Handsome  Matched  Designs  Fancy  Boxes 

$3.50  Each 

Four  Designs 


Figured   Hucks 


Three  (|ualities  in  stock 


22    Inch    L'nion 
22  Linen 

25       " 


22c.  Yard 
30c.  ^'ard 
.^5c.    Yard 


III   the    best    grade    we    are   showing 

striped  effects  in  choice 

designs. 


s- 


NISBET  &  AULD,  united 

TORONTO 
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SPECIAL  BED  SET 


a 


One  Lace  Trimmed  Bed  Spread,  80x90 

One     Dresser    Scarf    to     match 

1  wo  Snams  to  match 


PER  SET.  BOXED 

$7.20 


Open  orders  for  assortments  of  Fancy  Linens,  Damask  Tatle  Sets, 
Fine    Hemstitched    Towels,    etc.,    -will    have    our    test    attention. 

NISBET  &  AULD,  umited 

TORONTO 
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DRESS  GOODS^FABRICS 


Rough  Effects,  Mannish  Suitings/^Panamas  and  Taffetas 

Indications  that  these  will  be  Favorites— Strong  Business  in  Bedford 
Cords,  Ottomans,  Poplins,  Voiles  and  Henriettas— Diagonals  Leading 
Weaves— Advancing  Prices  in  Wash  Goods. 


Sl'KlNCi  selling  shows  that  buyers  arc  taking  a  wido 
raivKC  of  fahiie-s.  Serges,  grey  mannish  suiting.^, 
striped  worsted  suitings,  panaraas  and  taffetas  are 
so  far  the  leading  favorites,  but  fancy  Bedford 
cords,  Ottomans,  poplins,  armures,  voiles  and  henricttas 
are  also  selling. 

Diagonals  are  very  prominent  and  promise  to  be  one 
of  the  leading  weaves  for  Spring,  but  stripes  are  strong, 
and  almost  all  buyers  are  taking  sheppard's  che'-ks, 
chiefly  in  the  smaller  sizes. 

Homespuns  and  cheviot  serges  are  being  shown  to 
the  high-class  trade  for  Spring,  and  it  would  look  as 
though  cloths  of  this  class  that  are  rough  in  finish  and 
lig-ht  in  weight  will  be  shown.  In  these  goods  grey  is 
very  strong  and  silver  grey  is  in  a  leading  position. 
Basket  weaves  are  shown  in  coatings. 

Where  new  contracts  have  to  be  placedi,  buyers  are 
up  against  the  advances  that  have  taken  place  recently, 
due  to  the  enhanced  values  of  the  raw  staple.  There  has 
been  an  extraordinary  rise  in  the  price  of  raw  wool 
recently   and  every   indication  points   to  higher  prices. 

Old  Country  houses  and  those  importing  firms  who 
place  large  contracts  ahead  have  elected  to  give  their 
customers  the  full  benefit  of  this  couise  and  therefore 
the  full  force  of  the  rise  in  price  will  not  be  felt  by  the 
retail  trade  during  the  early  part  of  the  coming  Spring 
season. 


Silks — Cashmere  weaves  and  finishes  coming 
into  favor.  Shantungs,  pongees  and  foulards  the 
leading  Summer  silks 


Cashmere  Weaves  in 


Silks 


Silk  prices  are  now  on  a  higher  level  and  are  firmly 
held.  For  midwinter  selling  and  for  Spring,  1910,  cash- 
mere weaves  and  cashmere  finishes  are  making  a  bid  for 
first  position,  though  satins  are  still  in  the  field  and  are 
selling  for  both  evening  and  street  wear.  Soft  satin- 
finished  weaves  are  selling  for  foundations,  and  satins  in 
pastel  shades  are  taken  for  evening  wear.  These  goods, 
however,  have  come  now  into  the  popular-priced  lines. 

There  is  a  big  vogue  for  moires  at  the  present  time, 
both     for   millinery    purpo.ses,    for    trimmings,     and      for 


cloaks,      coats    and    cijsiumes,    ))ut    it    is   doubtful    as     to 
whether  moire  will  carry  over  into  the  coming  Sjjring. 

Chift'ons,  s'ilk  voiles,  ninons,  maiquisettes  and  erepons 
are   selling    for    escning    wear,    and    light    makes    sucli     as 


Reading  from  top:  Samples  of  Priestley's  English  Tussah  Bedford 
Cord,  English  Tussah  Ottoman  Royal,  English  Tussah  Hair-lined 
Stripe  and  English  Tussah  Faille   Ideale   in  Worsteds  and    Mohairs. 

erepons  and  crepes  are  much  in  evidence.  There  is  some 
showing  of  shot  and  changeable  silks,  and  these  goods  are 
favored  by  some  of  the  leading  houses. 
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Rough  Effects  in  Dress  Goods. 

A  growing-  inteiest  is  being  taken  in  all  rough  eflects, 
and  there  seems  to  be  a  strong  feeling  for  the  coarse 
cheviot  serges  particularly.    Finer  serges  are   also  in  ex- 


Gow.i  of  Priestley's  English  Tu>sah  Bedfoid  CorJ. 

cellent  request,  and  the  fine  satin  finished  goods  are  less 
popular.  Evidence  of  the  activity  of  serges  may  be  had 
in  the  fact  that  it  is  extremely  difficult  to  secure  them 
in  desired  quantities. 

in  the  smooth  goods  which  are  selling  fine  qualities 
of  broadcloths  are  prominent.  Poplins  are  also  go<>'\ 
sellers. 

Crepe  weaves  are  selling,  but  the  demand  is  not  par- 
ticularly great.  It  is  thought  that  Spring,  1910,  will 
bring  crepe  weaves   into  greater  prominence. 


Wash  Goods. 

Wash  fabrics  are  soiling  freely  and  travelers  now  out 
with  Spring  lines  are  sending  in  luge  or.Iers.  Prices, 
due  to  the  position  of  raw  cotton,  are  .steadily  on  the 
up-grade.  As  yet  some  lines  do  not  show  any  material 
advance,  but  as  the  season  progresses  higher  prices  will 
become  general  en  all  cotton   fabrics. 

Buyers  are  largely  interested  in  plain  goods  and  the 
prediction  is  made  that  a  very  large  proportion  of  the 
Spring  business  will  he  done  on   plain  fabrics,   and     the 


manufacturers  and  importers  have  prepared  for  this  con- 
dition by  showing  a  \ery  large  lange  of  plain  fabrics  in 
linen,  union  and  in  cotton  goods. 

Diagonals,  and  canvas  weaves  in  cottons,  linens, 
union,  and  in  silk  and  cotton  fabrics,  being  allied  to 
the  rough  effects  now  coming  into  vogue  in  wool  goods 
are  the  high  novelty,  but  the  best  business  is  being  done 
so  far  upon  self  colors  in  mercerized  fabrics. 

Imitation  silk  fabrics  stand  high  in  favor,  and  cotton 
Shantungs,  in  rei)p,  diagonal  and,  newer  still,  in  crepe 
weaves,  as  well  as  in  poplins  and  in  Ottoman  cords 
promise  to  be  big  sellers. 

Linens  have  a  place  in  summer  selling  that  is  almost 
staple  and  very  larg,e  orders  have  been  already  placed 
for  dress  linens  in  both  white  and  a  big  range  of  colors. 

Zephyr  ginghams  had  a  great  run  last  summer  and 
in  this  market  at  least  will  have  another  big  season  in 
1910.  This  fabric  is  eminently  suited  for  children's  wear 
and  is  taken  now  in  many  sections  for  this  purpose  all 
the  year  round. 

In  printed  cottons  the  imitation  foulards  are  in  high 
favor,  and  as  foulards  are  indicated  to  take  a  hig-h  place 
in  silks,  foulard  cottons  are  expected  to  have  a  big  run 
as  the  patterns  are  identical. 


Maleiials  for  children's  wear  trom  Ihe  Spring  line  of  Home  & 
Watts  :  1,  Checked  Scotch  gingham  ;  2,  Sillt  finished  cord-striped 
spotted  mull  ;  3,  Striped  crimp  ;  4,  Fancy  striped  zephyr  gingham, 
pasted  shades  ofblue,  pinktanandmo  s;5.  Cross-bar  checked  and 
spotted  print ;  6, Two-tone  stripe-co'-d  over-check  mercerized  mull  ; 
7,  Chene-striped  two-tone  checked  Scotch  gingham  ;  8,  Zephyr 
gingham,  two  toned  spot. 


It  is  very  evident  that  crepe  effects,  crimps,  etc.,  are 
to  be  pushed  strongly  in  the  coming  Spring,  and  there- 
fore no  collection  will  be  comi)lete  unless  fabrics  of  this 
description  are  included. 
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THE 


THE  WORLD'S  BEST 

FOR 
VALUE  AT  THE  PRICE 


has  the  largest   sale  of   any  imported   cotton    fabric    on    the 
Continent  of  North  America;  it  is  in  demand  all  the  year  round. 

TO  BE  SURE  OF  YOUR  SUPPLY  YOU  SHOULD 


Place    Your    Advance    and 


Import  Orders  When 


THE  WORLD'S  BEST 

FOR 
STYLE  AND  WEAR 


the  leading    Canadian    Wholesale    Dry    Goods    houses    show 
you  the  goods  in   November — the  finest  range  ever  offered. 


For  your  "Ready  to  Wear"  departments,  buy  only  garments 
made  of 

Wm.  Anderson  Zephyr 

if  you  would  establish  these  departments  on  a  solid  basis. 


Wm.  Anderson  &  Co.,  Ltd. 

PACIFIC  MILLS 

GLASGOW,     -    SCOTLAND 
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Popuar  Shades  in  Mixed  Effects  Shown  in  New  York 

Beiges,  Batistes,  Serges  and  Cords  —  Plain  Serges  in  One  Color  and 
Hard  Finish  —  Fancies  in  Unobtrusive  Color  Groupings  —  Shantungs, 
Foulards  and  Crepe  Silks  —  Fine  and  Medium  Coarse  Weaves  in 
Wash  Goods. 

Staff  Correspondence. 


oriicc  of  Tho  Dry  (!oods  Review, 

160  Broadway,   New   York,   Oct.    30. 

MJ.VKD  yam  f.ibri^-s,  such  as  beiges,  batistes, 
serges  and  cords  wiU  form  the  m,,st  notable 
ch..n^e  in  dre-s  goods  weaving-  iiroihiced  tor 
Spring  1910.  Grays  will  predominate,  but 
browns,  blues,  giecns  and  all  the  popular  shades  are 
broug-ht  out  in  the  same  mixed  et^'ects.  Scotch  mixtures 
and  mannish  effects  will  also  be  good,  wortced  out  in  pin 
checks  and  subdued  stripes,  and  hair  line  stripes  in  light 
weight  materials. 

Fine  French  serges  will  cc.ntinue  in  good  favor  and 
will  occupy  tfuite  as  strong  a  position  as  thoy  are  tilling 
at   the   pies:nt   time. 

There  will  be  a  staple  i.l  ce  reserved  for  voiles  and 
fabrics  of  a  similar  construction,  many  of  which  were 
introduced  us  voile  competitors.  Voiles  of  silk  and  wool 
and  materials  on  the  order  of  marciuisettes  have  already 
had  a  good  sale  at  retail  this  Fall  and  give  every  prom- 
ise of  continuing  strong-  for  Spring.  Silk  and  wool 
crepes  have  also  been  brought  out  with  preference  given 
to   pronounced    weaves. 

Plain  serges  in  cne  color  and  in  a  hard  finish  will 
likely  hold  hrst  place.  Serge  weaves  are  now  greatly 
favored  in  every  material,  from  wool  to  silk,  and  natur- 
ally this  effect  will  have  its  effect  on  iwpular-priced 
fabrics.  Panamas  in  solid  colors  are  classed  as  second 
in  favor. 

Fancy  woven  serges  in  one  color  and  in  unobtrusive 
stripes  will  be  very  much  in  demand  for  Spring,  espec- 
ially with  the  popular  trade.  Also  panamas  in  fancy 
woven  desig.  s  and  unobtrusi\e  effects  simulating  Bed- 
ford cords  will  have  strong  representation. 

Fancies  in  unobtrusive  color  groupings,  mixtures  and 
somewhat  dark  tones,  assembled  in  narrow  stripes  will 
lead  in  popular-priced  patterns,  although  black  and  white 
checks  will  have  good  sales. 

Concerning  the  shades  for  Si)iing,  those  possessing 
the  green  cast  will  be  extremely  popular,  principally 
those  shades  known  as  aspic,  bronzine,  aeroplane,  delft 
and  copper,  chicory,  parmina,  a  sort  of  prune  color,  and 
the  staple  shades. 

Business  in  Plain  and  Fancy  Weaves. 

Most  of  the  business  on  dress  goods,  so  far  has  been 
done  on  plain  and  fancy  weaves  in  piece-dyes.  The  fan- 
cies, for  the  most  part  are  in  the  form  of  stripes  and  of 
diagonal  weaves  from  fine  to  very  wide  wales.  Serges 
and  diagonals  of  all  kinds,  from  the  smooth  and  fine 
French  serges  to  the  wide  wale  effects,  have  made  a 
greater  gain  in  favor  than  any  other  material. 

Perhaps  the  most  important  change  in  the  style  note 
in  fabrics  is  to  be  found  in  the  tendency  towards  the 
goods  of  rougher  weave  and  finish,  like  unfinished  wor- 
steds, color  melanges,  novelty  Scotch  effects  and  zibe- 
lines,  etc.  The  use  of  these  goods  is  by  no  means  con- 
fined to  the  ultra  fashionable  dressers,  but  is  to  be 
found  in  many  popular-priced  fabrics. 

There  are  some  new  makes  of  serges  heavy  in  the 
rib  and  woven  very  lightly  between,  that  only  the  exclu- 


si\e  trade  is  using,  cliiefiy  in  navy  lilues.  Other  serges, 
both  the  fine  and  coarse  varieties,  are  provided  in  al- 
most every  shade  of  fashionable  colors. 

Some  of  the  smartest  suits  noted  at  the  Fall  open- 
ings were  of  cote-de-cheval.  The  old  reliable  broadcloths 
are  as  much  in  evidence  as  ever,  but  the  tendency  in 
materials  is  generally  towards  the  rough  and  the  less 
lustrous  finishes. 

Good  Outlook  for  Silks. 

A  big  season  for  all  kinds  of  silk  materials,  particu- 
larly the  Chinese  Shantung,  foulards,  and  crepe  silks  of 
all  kinds  is  looked  for.  Foulards  will  come  in  for  theii' 
share,  and  the  designs  and  colorings  in  this  material  are 
more  varied  than  ever  before.  Another  point  in  their 
favor  is  the  fact  that  they  are  now  made  rain-proof. 

A  new  fabric  on  the  market  is  called  cashmere  de 
chine.  It  is  very  much  like  peau  de  cygne,  with  the  ex- 
ception that  the  former  is  stronger  and  is  made  from  a 
better  cjuality  of  raw  silk.  A  complete  lino  of  colorings, 
l)opular  in  other  silks  are  to  be  had. 

Moire  silks  aie  coming  prominently  to  the  fore,  but, 
like  all  the  dress  materials  this  season,  they  are  very 
soft  and  drape  well.  In  black  and  every  dark  color,  these 
silks  are  employed  in  the  building  up  of  smart  outdoor 
dresses,  but  generally  in  combination  with  another 
material.     They  also  make  up  lovely  wraps. 

Some  of  the  fancy  satins  and  silks  have  moire  effects, 
generally   combined    with   narrow   stripings. 

For  evening  wear  there  are  moires  in  two  colors  or 
shades,  and  moires  interwoven  with  silver  threads.  These 
number  among  the  most  exclusive  materials,  as  do  bro- 
caded moires,  brocades  witli  gold  grounds,  satin  damasks, 
soft  corded  silks  with  raised  designs  in  velvet  pile  in 
pompadour  coloringS|,  metallic  gauzes  striped  with  velvet, 
metallic  nets,  nets  studded  close  with  small  silver  or 
steel  beads,  Louis  XV.  silks  with  gorgeous  beflowered 
l)atterns. 

Velvets  as  Trimmings. 

N'elvets  are  leaping  to  the  front  in  the  better  quali- 
ties and  will  be  largely  used  as  trimmings  and  in  com- 
bination with  other  fabrics.  Velveteens  are  indicated 
for  wide  use  both  in  plain  and  corded  effects. 

Season  for  Linens. 

It  is  anticipated  Spring  1910  is  to  be  a  big  season 
for  linens  in  both  plain  and  some  fancy  weaves,  the 
plain  predominating.  Tho  fine  and  medium  coarse  weaves, 
not  the  loose  ramies  and  crashes,  are  said  to  be  the 
ones  that  are  going  lo  take.  A  good  trade  in  shadow 
strijies  and  similar  effects  is  expected. 

Zephyrs  of  Scotch  make  are  having  a  tremendous 
sale.  The  smartness  of  their  colorings  and  designs  for 
1910  are  very  noticeable.  They  are  confined  to  the  usual 
limitations,    stripes,   checks   and  plaids. 

Marcjuisettes,  Shantungs  and  grenadines,  as  well  as 
exquisite  cotton  voiles  are  coming  into  heavy  demand  for 
dresses  and  waists.  Striped  effects  are  lovely  in  texture, 
patterns   and  colorings. 
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Serfs 


leyer 


Cerperilirie 
.^■(repf 


T^HE  New  Fall  and  Winter  Patterns  of  this  superb 
^       crinkly    Cotton     Fabric    are    commanding    the 
attention  of  the  best  retailers  everywhere. 

Ask  your  jobber  to  show  you  the  full  line. 

If  you  do  not  find  satisfactory  assortment  of  patterns 
or  shades,  write  us. 
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SUESINE   SILK 

READY  TO   SERVE   YOU 
GREENSHIELDS   LIMITED 

VICTORIA  SQUARE         MONTREAL 
SUESINE    DISTRIBUTORS   FOR   THE    DOMINION    OF   CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk — the 
widest  advertised,  best  known  and  most  popular  silk  of 
its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It    MAKES     good    because  it  IS  good. 

GREENSHIELDS  LTD.,  VICTORIA  SQ.,  MONTREAL 
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Uses  and   Abuses  of  Due  Bills  for  Handling  Produce 

Bowmanville  Grocers  Charge  Other  Merchants  10  per  cent,  for 
Taking  Care  of  Country  Produce  -  Abuses  Creeping  in  make  Regula- 
tion Necessary- Checks   are    Being    Used   Where  Never   Intended  - 


OWING  lo  abuses  wliicli  have  crept  into  the  due 
bill  or  c-iieek  system  adopted  by  Bowiiianville 
raerehants  iii  handling  farmers'  produce,  steps 
are  being-  considered  by  the  Board  of  Trade  of 
that  town  to  restrict  their  use.  In  many  ordinary  mer- 
eauti'le  transactions  it  appears  that  the  checks  or  due 
bills  were  practically  taking  the  place  of  currency.  As 
■the  result  of  an  arrangement  with  the  grocers,  exclusive 
siores  which  could  not  conveniently  handle  produce  were 
the  clearing  houses  for  these  checks  on  a  ten  per  cent, 
discount  'basis. 

In  country  towns,  where  there  is  no  open  mai-ket,  the 
farmer  disposes  of  much  of  his  produce  in  exdiange  foi- 
H'oods  and  the  grocery  -or  general  store  is  usually  his  chief 
nuirket.  Jii  many  places,  when  the  farmer's  produce  is  of 
greater  value  t'han  the  amount  he  wis'hes  to  trade,  the 
merchant  gives  him  a  due  bill,  instead  of  cash,  for  ihe 
balance.  It  is  an  optional  matter  with  the  farmer,  but 
the  due  bill  fre^juently  represents  a,  small  pei'centage 
premium. 


Form  of  due  bill  or  check  given  in  exchange  for  produce  in  Bowman- 
ville. They  are  issued  by  the  grocer  or  other  merchant  handling 
produce,  are  accepted  in  payment  for  goods  in  stores  not  wishing  to 
take  produce,  and  are  later  redeemed  by  the  issuers  on  a  10  per  cent, 
discount  basis. 


The  due  bills  are  generally  in  the  form  of  a  sma'l 
aluminum  c;heck,  which  states  its  value  o^n  one  side  and, 
on  the  other,  the  name  of  the  firm  issuing  it. 

Grocer  Charged  1 0  Per  Cent. 

In  a  large  town  such  as  Bownvanville,  there  are  many 
exclusive  merchants  who  have  no  facilities  for  handling 
produce.  The  boot  and  shoe  man,  the  dry  goods  mer- 
chant, the  clothier,  jeweler  and  druggisf  do  not  want  to 
be  bothered  with  it.  An  arrangement  was  made  between 
Bowmanville  grocers  and  the  majority  of  other  merchants, 
whereby  the  latter  agreed  to  trade  out  the  farmer's  due 
bills  at  par  and,  at  the  end  of  the  month  cash  them  with 
the  respective  grocers  who  charged  10  per  cent,  discount 
for  the  aceom-modation  afforded  in  taking  all  of  the 
produce. 

Here  is  how  it  worked  out.  A  farmer  taking  butter  to 
the  graeeir  could  either  receive  goods  in  exchange,  cash  or 
due  bills  representing  10  per  cent,  advance  on  regular 
price.  When  the  cash  price  of  butter  is  20  cents,  for 
example,  the  farmer  would  receive  due  bill  for  22.  Each 
grocer  issues  his  own  due  bills,  and  on  the  first  of  each 
month  redeems   those   that   belong   to  him,   deducting  in 


each  case  the  amount  of  the  grocery  bill  due  by  the  dry 
goods  man  or  other  merchant  i^eeiving  his  checks.  If, 
for  example,  the  other  merchant  had  any  one  grocer's  due 
bills  amounting  to  $100,  and  against  this  was  a  grocery 
bill  amounting  to  $20,  tliis  would  be  deducted  and  the 
grocer  would  give  cash  for  balance,  less  10  per  cent, 
discount. 

Held  ihe  Country  Trade. 

The  majority  of  farmers  prefer  due  bills,  and  it  meant 
something  to  BoAvmanville.  In  one  of  the  neighboring 
towns  there  is  a  better  market  for  produce  and  hence, 
cash  prices  more  attractive  to  the  farmer.  The  due  bills, 
therefore,  have  Irad  some  influence  in  holding  the  country 
trade  for  Bowmanville.  There  were  those  who  claimed 
that  the  expense  in  connection  with  it,  however,  was  iiol 
e([ually  (li\'ided.  When  the  farmer  went  to  a  clolhiiig 
stoi'e,  for  instance,  where  prices  were  all  ma.rked  in  ])laiu 
figures,  he  would  i)lank  down,  say  $20  in  due  bills  for  a 
snil  of  clolhes.  At  current  prices  of  produce,  he  was 
[laying  $1S  for  the  suit  and  that  amount  in  cash  the  mer- 
;'liaiil  received  when  the  grocer  reclainied  his  checks  at 
the  einl  of  the  month.  One  di\v  goods  merchant  states 
that  he  cashed  upwards  of  $200  in  due  bills  at  Ihe  end 
of   each    month — e((uivalcnt    to   $240   a    year   in    discounts. 

An  Abused  System. 

After  a  fair  trial  some  dissatisfaction  wa.s  found  wit  a 
the  system.  Abuses  began  to  make  their  appearance. 
The  original  intention  was  to  use  the  checks  solely  as  a 
method  of  dealing  with  the  produce  problem,  confining 
them  to  the  mereha,nts  who  issued  them,  and  in  no  way 
to  recognize  it  as  a  general  substitute  for  currency.  In- 
quiry along  King  St.,  Bowmanville,  shows  fhat  here  and 
there  merchants  have  been  using  them  in  trade  with  each 
other,  and  that  they  have  got  into  the  hands  of  people 
who  were  never  entitled  to  the  priviliges  which  they  repre- 
sented. It  is  even  stated  that  the  checks  found  their  way 
into  the  receipts  at  the  dime  theatre  and  that  one  of  the 
town  physicians  was  tendered  due  bills  for  professional 
services.  As  the  farmer  is  a  close  bargainer,  a  merchant 
now  and  then  would  find  himself  granting  a  slight  dis- 
count and  then  accept  due  checks,  representing  a  further 
reduction.  One  merchant  statedi  that  one  or  two  of  his 
town  customers  had  complained  that,  while  they  had  to 
pay  cash,  the  farmer  got  a  discount.  He  received  little 
sympathy  when  he  explained  that  while  it  was  one  of  the 
problems  of  business  for  which  he  had  to  pay,  the  town 
stood  to  gain  more  than  it  lost. 

Grocers  Say  they  Lose. 

The  grocers  have  their  own  opinions  in  the  matter. 
They  state  that  in  some  cases,  they  lose  more  than  10 
per  cent,  in  handling  the  produce  and  that,  all  things 
being  equal,  the  dry  goods  merchant  and  others  have  the 
better  part  of  the  bai'g'ain.  Butter  represents  a  consider- 
able item,  but  they  state  that  it  would  be  decidedly  in- 
vidious to  discriminate  on  quality.  The  grocers  admit 
that  abuses  have  crept  in,  but  that  proper  regulation  is 
necessary.     Some  of  them  question  the  advisability  of  giv- 
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iiig  checks.  There  are  i'ariiiers,  they  state,  wlio  buy  their 
groceries  in  the  country  and  trade  out  the  cliecks  in  the 
other  store  of  the  town. 

Check  Better  Than  Accounts. 

A  dry  s'oods  merchant  pdinted  to  nne  a.lxanla.uc  in  the 
system.  The  cliecks  lie  said  were  much  mure  (juickly 
converted  into  cash  than  an  aci-ounl.  Kxpi'rience  had 
taught  'him,  he  said,  that  wlien  siinic  I'ai'meis  had  an.\' 
amount  of  cash  ou  liand  lliey  hoarded  it.  hanked  il,  and 
ran  an  account  with  tlie  merchant.  The  check  was  |)rc- 
ferred  to  cash  on  account  of  tlie  j)remium  and  suaietimes 
caused  the  farmer  to  buy  whei'e  otherwise  he  would  wait 
or  do  without.  This  dry  g'oods  man  said  he  had  no  objec- 
tion to  the  system  provided  that  it  was  subject  to  strict 
regulations.  ' 

At  the  meeting  of  the  Board  of  Trade,  the  majority 
stood  out  in  favor  of  restrictions  which  would  confine 
the  due  bills  entirely  to  the  merchants  who  issued  them. 
This  is  said  to  be  the  plain  adopted  in  Oshawa. 

Lessening  Demand  in  Oshawa. 

A  grocer  of  that  town  writes  The  Keview  as  follows: 
"Our  experience  during  the  past  year  or  two  with  due  bill- 
is  (hat  they  are  gradually  being  used  less  than  formerly  in 
Oshawa.  This  is  caused,  we  think,  by  the  demand  being 
greater  than  the  supply  and  by  farmers  preferring  the 
cash.  Tn  our  case,  we  pay  them  a  cash  ])rice  if  they 
desire  it,  or  an  advance  price  if  they  exeha,nge  their  prci- 
diH-e  for  gdods  in  our  own  store." 


Have  Decorations  Fire-proofed. 

With  so  much  light  and  inflammable  merchandise 
around,  there  are  few  merchants  who  can  be  perfectly 
free  from  the  fear  of  a  fire  and  its  results  when  the  Christ- 
mas rush  is  on.  Fire,  at  this  time,  would  be  more  serious 
in  its  consequences  tha,n  at  any  other  part  of  the  year, 
as  not  only  would  there  be  the  losses  to  stock,  stoppage 
of  business,  etc.,  but  from  the  crowded  condition  of 
most  stores  at  this  time  serious  accidents  and  possibly 
loss  of  life  might  probably  result. 

Every  merchant  knows  the  effect  upon  his  business 
of  having  the  store  look  as  attractive  as  possible,  and 
therefore  decorations  are  used  in  many  stores.  These 
decoraitions  are  as  a  rule  of  paper,  glue,  etc.,  and  are 
of  such  a  nature  as  to  ea.sily  catch  fire,  and  to  blaze 
freely  when  once  alight. 

For  a  very  slight  increase  over  the  cost  of  the  un- 
protected decorations  all  the  decorative  materials  used  ca,n 
be  fire-pro-ofed.  When  this  is  not  dime  there  is  the  ad- 
ditional danger  that  the  city  or  the  insurance  authorities 
may  order  them  taken  down,  thus  making  the  money 
spent  on  decorations  a  total  loss.  Most  makers  of  arti- 
ficial floral  and  other  decorative  features  will  proof  their 
goods  at  a  small  extra  cost  and  it  is  good  policy  for  the 
merchant  to  pay  this  added  cost  at  any  time,  but  par- 
ticularly so  when  the  holiday  business  is  on  the  way,  and 
not  only  has  he  to  safeguard  his  stock  but  also  the  safety 
of  his  customers. 


The  Stronglite  Box  Co..  Toronto,  incorporateii  with 
$35,000  capital,  will  manufacture  boxes  and  packing  cases. 
The  provisional  directors  are  J.  M.  Ferguson,  W.  C.  Fer- 
guson and  E.  A.  Ferguson. 


Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure    in    place   without    flattening. 

5  Sizes    R  20    R  22    R  23     R  24      R  26 


Me<iium 


Large      Extra  Large      Allover         Superfine 


ROSENWALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames.  Hair  Rolls,  etc. 

Sole  Agent*  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co..  Ltd 

Cor.  Sinicoe  &  Wellington  Sts.,  Toronto,  anil  52:i  St.  Paul  St.  Montreal. 


OUR  SPRING 
SAMPLES 

are  now  being  shown  by  our  travellers 
in  Ontario,  Quebec  and  Maritime 
Provinces. 

Values  and  assortments  invite  your 
close  attention. 

Some  of  the  lines  we  show 

Ladies'  Waists,  Skirts  and  Underskirts. 
Men's,  Ladies'  and  Children's  Under- 
wear, Hosiery,  Handkerchiefs,  etc.,  etc. 

Special  lines  for  sorting,  including  many 
clearing  lots. 

Let   Us   Have   Your    Enquiries. 

L.  Hirshson  &  Co. 

248  Notre  Dame   Street  West 
MONTREAL 
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20  Years'  Experience  Inventing  and  Building 


Cash  and  Package  Carriers 


"  GIPE  "  CARRIERS  are  the  LATEST,  SWIFT- 
EST, STRONGEST,  SIMPLEST  and  MOST 
EFFECTIVE  on  the  Market  To-day. 


V 


ur- 


NO 
RUBBERS 

NO 
CORDS 


The 


"GIPE" 


Our  New  "Closed  Wire"  Cash  Carrier. 


STRONGEST  and  EASIEST  propulsion  ever  produced. 

Levers  always  CLOSED  and  the  two  wires  together  except  in  the  act  of  sending  the  Car. 

Guides  near  hing=  in  levers  compel  ERECT  PROPULSION,  thus  doing  away  with  the 
usual  wabbling  of  car,  it  will  travel  twice  the  distance  with  the  same  impetus. 

"HooJ"  on  cir  catch  makes  it  absolutely  positive;  HOLDS  THE  CAR  EVERY  TIME, 
and  noise  is  reduced  to  a  minimum. 


Our  Guarantee 


Our  "GIPE'  PACKAGE  CA 
your  business,  and  will  pay  tor 


RRIER 
thetnsel 


S  will  centralize 
ves  the  first  year. 


We  will  install  a  System  of  our  Carriers  in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that  they  give  you  BETTER  and  QUICKER  SER- 
VICE than  any  other  WIRE  CARRIER,  PNEUMATIC  TUBES,  CABLE 
CARRIERS    or    CASH    REGISTERS,    we    will    remove    them  at  our  expense. 


Many  progressive  merchants  in  Canada  have  already  adopted  "  Gipe"  Carriers,  and  such  well-known  houses 
in  London,  Eng.,  as  Harrod's  Stores,  D.  H.  Evans  &  Co.,  John  Barker  &  Co.,  Gamages',  J.  R.  Roberts  Stores 
Co.,  and  many  others  are  now  using  them. 


We  build  LEVEL  and  GRADE  PACKAGE  CARRIERS, 
CASH  and  MESSAGE  CARRIERS. 


EVEL,  GRADE,  CURVE  and  PERPENDICULAR 


CATALOGUE  for  the  askinaf,  or  better  still,  call  at  our  office  and  let  us  demonstrate  the  merits  of  the  "Cipe." 

Our  Machines  are  built  in  Canada,  which  means  a  saving  to  you. 


LONDON,  ENGLAND 
118  Holborn,  E.G. 


THE  GIPE  CARRIER  CO.,  99  Ontario  St.,  TORONTO,  CAN. 


An  article  well  displayed  is  half  sold! 


nrdtDTi 


And  the  way  in  which  Skirts  and  Petticoats  can  be 
displayed  to  the  best  advantage  in  your  store  is 
by  installing  the 

BUCKINGHAM 

Sunflower  Skirt  Rack 

the  only  practical  method  of  hanging  and  displaying 
Skirts  and  Petticoats.  This  rack  will  keep  your 
Skirts  in  excellent  condition,  and  as  it  retains  the 
folds,  it  saves  pressing  expenses.  Price  $16.50  f.o.b. 
Guelph. 

Send  for  one ;  we  will  take  it  back  and  give 
you   credit  in   full  if  you  are  not  satisfied. 

BUCKINGHAM-RAE  CO. 


177-179  Adams   Street 


CHICAGO,  III. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 


Plain  background  with  stenciled  paneled  border.  The  center  panel,  which  is  wider,  is  divided  from  the  narrower  side  paneling  by 
pillars  smoothly  covered  with  the  same  fabric  as  the  background  and  decorated  with  tinsel  garlands.  A  pedestal  at  the  base  of  the  pillars 
supports  bronze  figures,  wreathed  around  with  holly ;  holly  sprays  and  wreaths  are  intermixed  Aflth  the  goods  on  display.  Two  bay  trees 
are  effectively  placed  in  each  corner  of  the  window  —  By  H.   Robinson,  for   R.  McKay  &  Co.,  Hamilton. 

Christmas  Decoration  of  Interiors  and   Windows 

Plan  for  Displaying  and  Selling  Handkerchiefs— Busy  Season  for  the 
Window  Trimmer  —  Attracting  the  Children  —  Suggestion  for  Back- 
ground and  Arrangement  of  Toy  Window— Handling  Holiday  Lines. 


Winners  in  Review  Window  Competition. 

Septembt'i-. — 1.  H.  Robinson,  for  K.  McKay  Co., 
Hamilton.  2.  E.  Mellroy.  for  A.  L.  Garland.  Si. 
Thomas. 

Octoiber.— 1.  Jas.  McNieholl,  for  Ricliaal  Hall 
&  Son,  Peterborong'h.  2.  A  .W.  Aiulrews.  for  the 
Anderson  Co..  St.  Thomas. 


THK  Fall  of  the  yeai'  ushers;  in  a  partit-iilai-ly  busy 
season  for  the  window  trimmer,  and  one  in  wliieh, 
if  he  is  to  get  through  creditably,  he  must  have 
his  plans  laid  and  perfected  well  ahead.  The 
oi)eniii,u'  trims  mean  a  lot  of  work  for  both  brain  and  hand, 
and,  after  the  season  is  begun,  careful  trimming  is  neces- 
sary to  properly  show  and  sell  the  goods.  Then  comes 
Thanksgiving,  and  close  on  the  heels  of  Thanksgiving 
comes  the  selling  harvest  of  the  dry  goods  year — Christ- 
mas.   Early  buying,  that  is  the  aim  of  all  merchants,  large 


The  eily  stores  do  not  wail  for  November  to  come 
in,  but  the  first  days  of  the  month  are  sure  to  see  the 
store  begin  to  take  on  a  holiday  selling  aspect.  Holiday 
lines  begin  to  make  their  appearance  and,  early  in  the 
mnirtli.  the  trimmer  has  to  plan  for  a  big  window  display 
of  toys.  This  is  to  get  the  thoughts  of  the  children  fixed 
upon  Christmas  gifts.  When  this  is  achieved,  they  will 
soon  remind  their  elders  of  the  advent  of  that  season. 
Saturday  is  usually  the  day  chosen  for  ina,ugurating  this 
window,  as  Saturday,  being  a  holiday,  all  the  children 
will  want  to  see  the  window,  that  is,  if  the  advei'tising 
section    has    properly    made    the    announcement. 

Many  merchants  give  some  souvenir  to  every  child  ac- 
companied by  parents  or  other  guardians  visiting  the 
store   on    that    day. 

A  toy  window,  because  of  the  many  items  that  must 
be  shown,  takes  a  long  lime  to  dress,  therefore,  as  much 
work  as  pnssible  iTiust  be  done  in  the  trimmer's  room, 
and  to  expedite  matters,  a  plan  of  the  window  should  be 
made  showing  the  position  of  the  chief  features  of  the 
window. 


':;dJ^ 


Ki/iiiri 


cietyCtcCJL     ^^/TTt^ 


~%AArtUjuC         4tiA 


/yu/vn,^ 


'i^cUti^c 


Ground  Plan  for  Toy  Window. 


and  small — how   to  induce   customers   to   do   their  holiday 
shopping  well  in   advance  of  the  holiday  rush. 

The  advertising  department  will  help,  but,  as  a  fact, 
the  window  trimmer  is  the  man  to  be  reckoned  with  to 
start  effectively  the  selling  of  Christmas  lines — therefore 
it  is  important  that  he  be  forehanded  with  his  plans. 


A  very  good  arrangement — and  one  that  is  fairly  new. 
would  be  to  obtain  hoops  of  various  sizes — a  large  one  in 
the  centre,  and  smaller  ones  at  each  side,  the  intervening 
space  filled  in  with  various  smaller-sized  hoops.  There 
might  be  a  smaller  hoop  suspended  inside  the  ropes,  etc.. 
that  held   the   large  central  hoop — the   smaller  one  to  be 
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a  foot  or  so  above  the  larger  one.  Scarlet  cord  or  gilded 
rope  might  be  used  for  holding  up  the  hoops,  twined  with 
running  garlands  of  holly  and  berries.  These  hoops  should 
be  covered  with  red  cloth,  and  have  dolls  and  various  other 
:oys   fastened    to   them. 

Dolls  in  various  attitudes,  playing  games,  mechanical 
toys,  etc.,  occupy  the  floor.  An  advantage  of  a  window 
trimmed  in  this  manner  would  be  that  so  much  work  could 
be  done  inside.  For  instance,  all  the  hoops  could  be 
made  ready  for  hanging  up,  and  all  the  dolls  and  toys  used 
to  trim  them  could  be  fastened  to  them  outside  of  the 
window.  This  would  leave  the  floor  space  only  to  trim 
in  the  window.  And  if  a  plan  had  been  made  previously 
with   the  position  of  each  important  toy  marked  on  it.  it 


The  new  hipless  shell  form  showing  shoulder  and  back  view  of  an 
evening  costume  —  By  H.  C.  Macdonald  for  the  W.  A.  Murray  Co., 
Toronto. 


should   not   lake   an    undue   leugtli    of   time    to   put    in    this 
part   of   the   display. 

In  the  drawing  given,  showing  a  suggestion  for  the 
background  for  a  toy  window,  mirrors  are  used,  in  front 
of  which  pillars  of  lattice-work,  made  of  strips  of  wood 
a,nd  i^ainted  green  are  placed.  To  connect  the  pillars  and 
give  an  arborial  effect,  bent  laths  are  arched  over  from 
corner  to  corner,  and  both  the  lattice-work  and  arches  are 
twined  with  holly,  foliage  and  tinsel.  The  central  arch 
is  half  as  wide  again  as  the  side  arches,  and  each  arch 
is  decorated  with  bells,  either  those  of  red  paper,  or,  bet- 


ter still,  of  holly,  and  a  rope  of  club  moss  or  other  ever- 
green, twined  with  tinsel,  is  laid  as  a  finish  on  all  the 
edges  of  both  arches  of  the  pillars.  In  front  of  each 
arch,  and  partly  beneath  it.  is  placed  a  fully-trimmed 
Christmas  tree,  lighted,  if  possible,  with  electric  lights 
in  various  colored  bulbs. 

Toys  can  be  secured  to  the  lattice-work,  plush  mon- 
keys, Teddy  beai'S,  Billy  possum  and  other  animais  can 
he  shown  climbing  up  the  corners  of  the  pillars,  and  all 
kinds  of  toys  can  be  shown  suspended  from  the  lattice, 
and  also  on  the  Christmas  trees,  which  should  be  wel. 
frosted. 

About  half  the  window  floor  at  the  back  should  be 
raised  so  as  to  make  a  step,  about  six  or  eight  inches 
higher  than  the  front  of  the  floor  of  the  window,  and  the 
floor  can  be  covered  with  either  white  or  green  felt.  Ir. 
either  case,  a  quantity  of  glass  frosting  should  be  scattered 
over  it. 

This  window  has  also  the  merit  of  allowing  much  of 
the  trim  to  be  done  before  it  goes  into  the  place  in  the 
window. 

A  leading  Canadian  trimmer  used  most  effectively  last 
year  white  holly  foliage  and  red  berries.  Trails  of  the 
holly  and  berries  were  fastened  as  a  draped  curtain  onto 
the  glass.  The  permanent  dark  oak  background  was 
used  edged  and  trimmed  profusely  with  the  white  holly 
and  with  gilt  grapes  and  foliage.  The  whole  of  the 
series  of  windows  in  fnnit  of  the  store  was  triunned  in 
this  faishion  and  in  each  window  was  placed  three  panels 
fi-anied  in  gilt  and  in  foliage,  each  centre  one  showing  a 
different  picture  of  Santa  Clans,  while  the  side  panels 
showed  softly-tinted  pictures  of  cliilly  cnpids  in  many  at- 
titudes. Each  panel  was  different,  this  setting  was  used 
In  show  all  Christmas  lines,  and  also  did  duty  for  the 
January  sales.  The  effect  was  particularly  good  when 
January    whitewear   was   shown    against   this   background. 


Two  Effective  Drapes. 

The  two  graceful  drapes  here  illustrated  are  by  H.  C. 
Macdonald,  trimmer  for  the  W.  A.  Murray  Co.,  Toronto. 
For  the  figure  effect  the  new  hipless  shell  form  was  used. 
This  shows  the  shoulder  and  back  view  of  an  evening- 
costume.  A  .smoke  violet  sateen  was  used  on  this  drape, 
the  trimming  being  heavy  black  sequin  insertion,  and  black 
jet  buttons  to  match.  This  form  is  particularly  well 
adapted  to  the  rich,  drapery  materials  so  much  in  use  at 
the  present  time.  The  piece  completing  the  V  at  the  back 
is  detachable. 

For  the  oilier  drape,  a  stand,  such  as  illustrated,  was 
used.  As  made  by  Mr.  Macdonald,  the  top  or  draping  plat- 
form consists  of  a  piece  of  heavy  cardboard  laid  over  two 
shaped  pieces  of  wood,  nailed  to  a  solid  base,  the  surface 
Ijeing  about  1.5  inches  square.  Silks,  serges,  meltons,  or 
broadcloths  may  be  shown  to  advantage  on  this  stand. 
The  main  purpose  is  to  obtain  the  sweep  on  three  sides. 
The  material  is  first  draped  over  the  front  and  down 
to  the  floor,  slightly  to  one  side,  then  turned  under  two 
inches  and  returned  over  one  side  of  the  form  to  the 
front  again,  thence  up  over  the  side  and  sweeping  off  in 
the  same  manner  as  previously  described.  Black  braid. 
buttons,  a  fur  ruff  and  a  parasol  were  used  for  relief. 
The  drape  may  be  made  without  pins  or  fasteners  of  any 
kind. 
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No.  1(344  -Our  New  Holly  Set  Piece  for  Window  I Juekf: rounds,  made  in 
pieces,   therefore   very  easily  placed.     These  are  not  made  of  tiiinsy 
mat<rials  like  most  concerns  make.   Wording  or  scenery  can  be  placed 
ni  wreath,  nuiking  it  very  attractive.    Can  be  hail  in  White,  Green,  or 
any  comiiination  color,   frosted.     Stock  sizes  are: 

3  .\  6  ft.,  s.i.tX)  each        4  x  8  ft.,  .v?, 'lU  each        r>  x  12  ft.,  .«12.(10  eacli 


No.  284  Our  New  Holly  I'ilectric  I,iglit  .Shades, 
\ery  good  for  Xmas  Decorations,  Extra  Large, 
with  Asbestos  (dollar.  Price  75c.  per  dozen, 
>rH.OO  gross. 

No.  4.5.5  8ame  as  No.  284  in  solid  or  combina- 
tion colors,  as  red  and  green,  or  any  other 
color  to  order.  Price  05c.  per  doz.    .'::6..50  gross. 


No.  S.VJ  Holly  .Spray  with  24  leaves,  and  hiniis. 
in  White,  (jrcen.  Frosted,  ls;1.40  doz.,  •'JIG. .51)  gross. 
No.  8.50  with  12  leaves,  and  berries,  75c.  dozen, 
>fS.50  gross. 


No.  821  -  White  Frosted  Double  Pointsettia,  very  beauti- 
ful and  showy  for  Xmas  Decorations.  Flower  is  14 
in(:hes  in  diameter,  and  stem  is  24  inches.  Price  $1.50 
per  dozen,  S16..50  per  gross. 

No.  822  The  same  as  No.  821— made  in  Vines  of  3  flowers 
and  12  leaves.  Vines  40  inches  long.  Price  $3.00  per  doz. 

No.  2011     Largi^  Size  Chiysantheimnns.     Can  be  used  for  any  occasion,  very  tnic  to  natilre.     Made  with  14  inc'h 

stem  and  2  wired  leaves  to  stem.     Any  color.     Price  3.5c.  per  dozen  .S3.(HJ  |icr  gross. 
SiiTHc  as  No.  2011,  in  Short  Stem,  at  2.5e.  per  dozen.     .*2..50  per  gross. 

We  can  furnish  you  with  any  of  these  goods  in  fireproof.  Write  us  for  any- 
thing you  want  in  the  decorative  line  and  we  will  be  glad  to  submit  you 
samples  and  prices. 

Write    for   our  Large  Main    Catalogue    of    Artifical    Flowers    and  Decorative    Supplies,    and    if 
interested  in   Papier  Mache  Goods,  write  for  our  Catalogue  No.  3. 

J.  F.  GASTHOFF  &  CO. 

Leading  Manufacturers  of 

Artifical  Flowers  and  High  Art  Decorative  Supplies 
12-14-16  S.  Vermilion  St.,  Danville,  Illinois,  U.S.A. 


Poor  Daylight  is  the  Thief  of  Profits ! 


Lack  of  good  daylight  eats  into  mer- 
cantile profits  in  these  two  ways  : — 

DIRECTLY— 

By  causing  you  to  use  an  undue  quan- 
tity of  expensive  artificial  light. 

INDIRECTLY— 

Through  loss  of  business  occasioned  by 
a  cheerless,  gloomy-looking  store  in- 
terior. 


There  is  just  one  remedy— 


LUXFER  PRISMS 

Luxfer  Prism  Fanlights,  Transom  Lights  and  Sidewalk  Lights,  properly  placed,  will  result  in 
an  immediate  and  permanent  reduction  of  artificial  lighting  expenses;  and  will  instantaneously 
transform  the  darkest  buildings  into  places  of  light  and  attraction. 

Ask  any  Architect.     Examine  the  installations  of  Luxfer  Prisms  in  your  own  locality. 

Luxfer  Prism  Company,  Limited,   Toronto  and  Montreal 
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A  Handkerchief  Display. 

A  very  aittractive  interioi'  display,  and  at  the  same 
time  a  very  ingenious  metliud  of  selling  liandkerehiefs, 
was  noted  in  the  di\v  goods  store  of  Dougall  Bros,  Col- 
borne.  The  idea  was  to  create  an  attractive  display,  and 
incidentally  to  keep  the  handkerchiefs  off  the  counter  and 
prevent  the  "mauling"  of  these  goods  when  shown  in 
the  regula,r  way. 

■Down  the  centre  of  the  store  was  hung  a  row  of  hoops 
from  the  ceiling.  They  were  placed  at  just  the  height 
that  would  keep  them  conveniently  above  the  heads  of 
clerks  and  customers  and  yet  not  so  high  as  to  be  hard 
to  reach.  Each  hoop  was  about'  three  feet  in  diameter, 
and  was  covered  with  red  cotton,  the  handkerchiefs  being 
hung  from  bent  pins  stuck  into  the  covering  of  the  hoops. 
Every  few  inches  ribbon,  red  white  and  blue,  alternat- 
ing, ran  from  the  hoops  up  to  the  ceiling,  giving  a  Christ- 
mas-like effect  to  the  store,  and  forming  a  bright  and  at- 
tractive interior  decoration  at  little  cost.  The  handker- 
eliiefs  were  hooked  onto  the  pins  by  the  centre,  permit- 
\\\vx  llie  pattern  to  be  plainly  seen.  a,nd.  when  a  sale  was 


For  this  draoe  a  curved-surface  form  was  used.      No  pins  or  fasteners 
are  required- By  H.  C.  Macdonald,  forthe  W.  A.  Murray  Co., Toronto. 

made,  tlie  saleswoman  just  took  hold  of  the  corners  and 
a  little  jerk  brought  it   down. 

Price  tickets,  of  course,  were  attached  to  each  hoop, 
and  all  the  handkerchiefs  on  one  hoop  wei-e  the  one  price. 
For  selling  handkerchiefs,  and  for  economizing  space, 
always  a  vital  point  at  this  time  of  the  year,  this  method 
of  handling  these  goods  would  be  hard  to  improve  upon. 

There  is  no  reason  why  numerous  other  articles  should 
not  be  sold  at  this  season  in  this  manner. 

Though  it  would  not  be  possible  to  sell  toys  from 
hoops  in  this  manner,  they  might  be  most  effectively 
shown  in  the  department,  and  hoops  of  various  sizes  might 
be  used  in   planning  the  window  trim. 


Foliage  and  Floral  Effects. 


Flowers  and  foliage  are  in  perpetual  use  for  decora- 
tive purposes  and  no  trim,  however  simple  or  elaborate 
seems  ever  complete  if  some  floral  effect  is  not  a  part  of 


it.  The  makers  of  decorative  supplies  clea,rly  recognize 
this  and  eaich  season  sees  old  successes  in  floral  lines  in 
greater  perfection  and  also  a  host  of  new  effects,  until 
one  feels  that  the  limit  is  just  a'bout  reached.  A  great 
deal  of  painstaking  work  is  put  into  the  making  of  arti- 
ticial  flowers  for  trimmers'  use.  Designers  make  a  close 
study  of  natural  flowers,  fruit  and  foliage  and  reproduce 
them  with  great  accuracy,  giving  them,  if  trimmers  so 
choose,  the  real  growing  colors  one  sees  in  the  woods  and 
fields.  Improved  machinery  and  better  methods  have 
kept  down  the  price,  and  considering  the  perfection  to 
which  the  making  of  artificial  flowers  has  been  brought, 
prices  are  very  moderate  and  well  within  what  even  small 
stores  can  afford  ito  pay  out  for  attractive  trims. 

If  the  trimmer  has  a  proper  room  and  the  space  he 
ought  to  have  for  storing  his  properties,  the  life  of  his 
floral  effects  can  be  greatly  prolonged.  All  the  best  trim- 
mers are  very  particular  aibout  this  matter  and  save 
their  stores  thousands  of  dollars  by  the  careful  keeping 
and  handling  of  floral  and  other  trimmings.  Handled 
thus  floral  effects  do  not  run  into  any  great  expense  as 
they  are  always  ready  to  combine  and  use  with  the  novel- 
ty goods  that  have  been  bought  to  g'ive  tone  to  the  whole. 
If  the  trimmer  has  a  retentive  memory  and  follows  the 
work  of  any  high-class  decorator  for  any  length  of  time, 
he  cannot  fail  to  note  how  he  makes  use  again  and  again 
of  old  properties.  This,  of  course,  no  trimmer  can  do 
if  he  has  no  proper  room  or  proper  storage  place  for  his 
tools,  fixtures  and  trimmings.  Ma,ny  trimmers  are  rele- 
gated to  any  odd  corner,  however  inconvenient  it  may  be. 
but  this  is  a  mistake,  and'  the  merchant  who  will  see  that 
his  trimmer  has  a  fair-sized  room,  well-lighted,  will  find 
his  reward  in  more  effective  windows  and  store  trims. 
The  work  will  also  be  done  in  less  time  and  valuable 
window  space  will  be  dark  for  shorter  periods. 

Christmas  decorations  are  next  on  the  list  and  many 
ti'immers  are  now  hard  at  work  collecting  hints  and  ideas 
to  give  shape  and  originaJity  to  the  Christmas  decorations. 
Of  late  years,  trimmers  have  used  a  good  deal  of  white 
foliage — such  as  white  holley  with  red  berries,  white  oak. 
grape  fern  and  other  foliage.  Tinsel  is  also  much  used 
])oth  in  gold  and  silver.  White  sprays,  garlands,  etc.,  can 
be  had  with  tinted  edges  either  in  green  or  red  and  the 
effect  produced  'by  either  is  very  pretty.  Colored  lig'hts, 
or  white  lights  with  colored  shades  add  greatly  to  the 
beauty  of  a  Christmas  display. 

Floral  shades  for  electric  lights  are  shown  by  some 
firms.  These  shades  are  made  up  of  flower  petals  so 
shaped  as  to  possess  the  graceful  contour  of  the  petals 
of  the  flower.  Particularly  appropriate  for  covering  both 
window  and  interior  lights  for  Christmas  are  natural  leaf 
designs,  the  leaves  being  of  crepe  paper  printed  in  holly 
sprays  in  natural  colors  or  stripped  red,  white  and  blue. 
The  same  design  can  be  had  in  plain  crepe  paper  shaded 
from  dark  to  light.  Quite  unique  for  covering  electric 
light  globes  are  the  rose  globes.  This  striking  decoration 
is  of  crepe  paper,  rose  petals  in  globe  form  shading  from 
light  to  dark.  Ribbons  with  small  roses  tied  in  at  intervals 
can  be  had  to  suspend  from  these  globes.  Another  elec- 
tric light  shade  suitable  for  use  in  the  coming  season  is  the 
poinsette  sha,de.  also  chrysanthemum  globes.  These  have 
the  incurved  petals  of  the  chrysanthemum  flower  and  can 
be  had  in  any  color  required  and  in  sizes  6  in.  up  to 
19  in.     All  these  shades  have  an  asliestos  collar. 

For  interior  work,  besides  crepe  paper,  vines  of  gra.pe, 
oak,  maple,  smilax,  etc.,  ifissue  leaves  can  be  had  either 
in  solid  color  or  with  tinted  edges.  These  can  be  pasted 
on  tarleton  and  can  be  used  for  backgrounds,  around 
balconys.  booths  and  for  making  arches.  This  is  a  com- 
paratively inexpensive  and  yet  most  effective  form  of 
decoration. 
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SECTION  OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


We    Have    Purchased 

THE  ENTIRE  ASSETS  OF 

Weir  Wardrobe 
Co.   of  Canada 

LIMITED 

and  are  telling  off  at  REDUCED  PRICES  their  atock  of 
store  wardrobes 

Sectional  Wardrobes — each  complete  in  itself. 
Fitting  Rooms,  Stairways  or  Dummy  Fronts,    all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — with  30-in.  frontage — 50  suits. 
Low  Boys — 23  Suits  and  25  pairs  odd  Trousers. 
Hardwood  Slides. 


Centre  Section 
End  Section 


$30.00 
$33.75 


Prices  of  Fitting  Rooms,  Dummy  Fronb  and  Stairways 
REDUCED  IN  PROPORTION. 

CUT    PRICES   being   offered     on   SHOWCASES   and     SILENT 
SALESIVIEN. 

WriU  for  illustrated  circular 

Shaw  Woodworkers 

MOUNT  FOREST  -         ONTARIO 
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Profitable  Display  Demands   Practical  Fixtures 


No.  2 — Practical  Ribbon  Cabinet 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holding 

72  and  100  ptirs  Hose. 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 

PRICE  LIST 

Cabin  Capacity 

No.  Bolts  ■ 
0    27^x  ^y^x2&yi      50      $  K  00 

28KxU     x26  100        10  00 

28yiXl4     x38  150        13  5n 

28?4xl8Kx38  250        18  ,i0 

28Kx23'4x38  325        23  00 

28|<ix27^x38  400        2f5  00 

28Jix325^x38  475        30  00 

28-Kx42Kx43K  700        42  00 


MADE  OF  OAK 


No.  3  -Practical  Ribbon  Cabinet 

Practical  Hosiery  Racks 

Made  of  steel,  nickel  plated.  1i  Slip  the  stocking  in  the  spring  pair  by  pair' 
Place  the  spring  in  the  Irame  at  the  top  of  the  rack,  "i  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 
they  hang  tight  and  tast,  keeping  their  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1—34  inches  high,  16  inches  wide.  Has  four  springs.  Capacit)  72 
pairs  hose,  $5.75. 

No.  2—34  inches  high,  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  $6.75. 

Practical  Piece  Goods  Fixtures 

The  proper  i^isplay  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fi.xture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjust»ble  to  any 
thickness  of  goods. 

Prictical  Counter  Fixture,  height  3  ft.  6  in..  20  in.  counter  space.   Price,  $6  .50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. 


Counter  Fixture 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers,     ILION,  N.Y. 
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lloUy  effecls  are  niiniberlpss.  Tlioro  are  wi-ealhs  in  decorations  consisted  of  a  few  autumn  vines  and  baskets 
set  and  in  spray  effects,  holly  vines,  wieaths  framing  a  of  flowers..  Several  of  the  side  windows  were  given  to 
lithograph   of  Santa   Clans,   holly   sprays,   and   holly   gar-      costumes,   with  millinery,  mantles,   and  dress  accessories 

to  match,  a  single  color  being  used  in  each  window. 

In  view  of  the  Thanksgiving  trade,  several  windows 
were  given  up  to  table  linen.  A  splendid  showing  of 
Cluny  lace  hand-embroidered,  and  drawn-work  linen  was 
made  in  these  windows. 


Displaying  Dolls. 

One  of  the  earliest  lines  of  strictly  Christmas  goods 
which  should  be  shown  is  dolls.  This  is  because  of  the 
fact  that  the  majority  of  dolls  are  undressed,  and  have 
to  be  provided  with  a  wardrobe  before  being  presented 
to  their  future  owners.  Diminutive  though  these  ward- 
robes are,  their  preparation  requires  time,  and  for  this 
reason  early  displays  should  be  made ,  to  suggest  early 
liuying  to  the  public.  Attention  should  be  called,  both 
in  the  window),  and  in  advertising,  to  the  advantages 
accruing  from  early  purchases. 

While  a  display  of  doUs  at  any  time  will  attract  the 
attention  of  children,  the  display  can  be  made  more 
alluring  by  arranging  the  window  to  suggest  fairyland, 
or  Santa  Claus  land  to  the  active  imaginations  of  the 
little  people.  In  dressing  the  window  every  effort  should 
be  made  to  have  the  dolls  appear  as  lifelike  as  possible, 
as  this  will  help  attract  attention. 

As  the  idea  in  showing  dolls  early  is  to  push  the 
undressed  dolls.  The  greater  number  shown  in  the  win- 
dow should  be  ojj  this  class,  with  enough  of  dressed  dolls 
to  give  the  trimmer  an  opportunity  to  make  an  attrac- 
tive window. 

As  a  help  in  doing  this  other  toys  might  be  utilized, 
to  aid  in  carrying  out  any  scheme  decided  upon,  but  not 
enough  to  detract  from  the  idea  that  the  window  is 
essentially  for  the  display  of  dolls. 


^ 


Stand  used  by  H.  C.  Macdonald,  of  W.  A. 
Murray  Co.,  for  draping  dress  materials. 


la,nds.     Holly   wreaths  can   be  had   with   diamond   dust   It 
imitate  frost. 


FallOpening  Display 

The  John  Murphy  Co.,  Montreal,  had  a  special  window 
display  for  their  formal  Winter  opening  of  costumes  and 
millinery.  This  store  is  noted  for  its  artistic  window 
displays,  depending  upon  artistic  arrangement  of  goods 
and  colors,  and  avoiding  any  suspicion  of  over-crowding. 

The    large    corner    window    showed    merely    two    cos- 


•    MMMidI 


A  Christmas  Toy  and  Novelty  Witdow  by  Warren  Andrew's  for  the  Anderson   Co  ,  St.  Thomjr 


tumes,  grey  and.  one  of  the  new  shades  of  blue,  on  dis- 
play figures  with  hats  to  match  the  costumes.  Two 
OE  three  hats  were  shown  besides,  also  millinery  trimm- 
ings, etc.    A  mirror  background  was  used,  and  the  only 


An  addition  32  feet  x  50  feet  has  been  made  lo  the 
.las.  Sealey  store,  Kentville,  N.S.  Fifty  feet  of  silent 
salesmen  liave  'been  added  'to  the  equipment.  AH  of  the 
departments,  save  millinery,  are  on   one  floor. 
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LAMSON 


Lamson  Carriers  are   to- 
day a  fully  acknowledged 
factor    in    the    successful 
development  and  conduct 
of    the    modern 
store,  and  in  one 
or  another 
of    their 
many 
forms    are 
found    ab- 
solutely 
indispensable  in 
80    of  the  repre- 
sentative and  leading 
retail   establishments 
in  America  and  Great 
Britain. 

Sys/ci/is  Leased  or  Sold 
Send  for  Bulletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington  St.  W.,  Toronto,  Ont. 
MADE  IN   CANADA 

^SERVICE  ^ 


There  is  Always  ''One  Best  Way" 
to  do  Everything, 
of  Merchandise 


The  Displaying 
well  goes  a  long 
way  in  assisting  in  the  selling  of  it. 


In  Displaying  Ready-to -Wear  Apparel 
the  most  Practical  Feature  now  in  use 
is  the  Guthridge  Display  Chair.  Ga'-- 
ments  are  not  only  shown  to  much  better 
advantage  but  you  also  save  Seventy-five 
per  cent,  of  your  Showing  space.  (They 
take  up  only  one-quarter  of  the  space  that 
display  tables  occupy).  Having  used  these 
Chairs  once  you  wonder  how  you  ever  got 
along  without  them. 

Think  of  it— Over  Seven  Hundred  and  Fifty  Chairs 
now  in  use  in  Chicago  alone.  Place  your  order  now 
so  as  to  have  them  for  early  use.  Made  of  Birch, 
Mahogany  finish  and  Quarter-Sawed  Oak,  Golden 
Oak  finish;  both  finishes  are  of  a  medium  shade 
that  will  harmonize  nicely  with  any  furnishings. 
These  chairs  are  already  in  use  in  the  Suit  and 
Cloak  Departments  of  some  of  the  leading  stores  of 
Toronto  and  Montreal.  Write  fordescriptive  circular. 

F.  M.  GUTHRIDGE 

14G5  Wabash  Avenue    -    CHICAGO,  III.,  U.S.A. 


^  BEFORE 

you  buy  anything  in  the 
display  fixture  line,  let  us 
show  you  what  is  most 
practical  for  this  sea- 
son. WE  KNOW.  We've 
been  at  it  long  enough 
to  build  up  the  greatest 
fixture  business  in  Can- 
ada. We  have  every- 
thing you  will  possibly 
need  inthe  store  fixture 
line. 

It  will  not  cost  you  any- 
thing to  learn  how  we 
can  assist  you  in  select- 
ing the  right  kind  of 
display  fixtures. 


Delfosse  &  Co. 

7  HERMINE  STREET,   Near  Craig  Street 

Montreal 


Display  Fixtures 

for 

Gloves  and  Ladies'  Neckwear 

It  is  important  to  let  the  public  SEE 
representative  items   of  your  stock.      ' 
Proper  display  is  a  great  aid  in  selling 
Gloves    and    Ladies'    Neckwear;    and    our 
Display    Fixtures     are     great    aids    to    the 
effective  display  of   these  goods. 


Toronto  Brass 

Manufacturing 

Company 

17-21  Temperance  St. 
TORONTO. 


Glove 
Stand 

Pricei535 


Write  for 

Our 
Complete 

Catalog. 


No.  116 — Glove  or  Lace  Stand 


London,  Eng.,  Office,  Dryj.Goods 
Review,  88  Fleet  St.,  E.G. 


The  Month's  RevicAV 
of  Trade  Activities 


in  British  Markets 


Staff  Correspondent 


Office  of  The  Diy   (ioods  Review, 
88  Fleet  St.,  London,  E.G.,  Oct.  2.5. 

BUSINESS  is  not  as  forward  as  mig'ht  be  expected 
and  the  absence  of  repeat  orders  indicates  that 
as  yet  both  in  the  city  and  the  provinces  the 
Autumn  season  is  not  fully  under  way.  The  very 
general  anticii)atiou  of  a  general  election  and  the  fear 
of  the  disturbance  of  trade  that  an  election  always 
occasions,  is  one  factor  that  is  creating  a  cautious  buy- 
ing sjiirit  in   the  draper.v   trade  at  i)resent. 

Four  Months'  Success. 

Selfridges  have  issued  a  circular  to  their  piefcrence 
stock-holders  that  contains  some  interestingi  information 
as  to  the  success  of  the  hist  four  months  trading  of 
this  firm.  In  spite  of  the  heavy  opening  expenses,  the 
great  cost  of  their  advertising  campaign,  etc.,  the  direc- 
tors state  that  the  leturns  are  most  encouraging,  and 
that  the  hgures  warrant  the  })ayment  of  both  debenture 
interest,  and  interim  preference  dividend.  A  point  made 
in  the  circular  is  that  the  claim  made  that  the  coming 
of  Selfridge's  has  been  a  benefit  rather  than  a  let  down 
to  the  already  established  west-end  drapery  houses.  This 
statement  is  coiroborated  by  these  firm's  trading  re- 
turns. It  will  be  remembered  that  Mr.  Selfridge  pre- 
dicted that  such  would  be  the  case  when  the  store  was 
first  opened. 

The  coming  of  the  Selfridges'  gave  rise  to  the  com- 
ment that  now  London  firms  would  see  the  attractive- 
ness of  the  large  departmental  store  as  the  Americans 
call  it— that  'is  the  big  store  of  several  stories.  Many 
London  stores  take  in  whole  business  blocks,  and  when 
a  business  expands  it  spreads  outwaids  instead  of  up- 
wards. In  evidence  of  the  justness  of  this  idea  may  be 
cited  the  visit  of  a  member  of  the  management  of  the 
firm  of  Wm.  Whiteley's  to  the  Ihiited  States  and  Canada 
during  the  Summer  months.  He  was  much  impressed  by 
the  American  departmental  stores,  particularly  so  with 
that  of  Marshal]  Fields  in  Chicago.  For  some  time, 
Whiteley's  have  been  negotiating  with  the  Faddington 
Borough  council  for  the  site  of  the  Faddington  Baths. 
Thia  site  has  been  vali  ed  at  £60,000  and  this  figure 
Whiteley's  were  prepared  to  pay,  but  the  valuator  of 
the  Local  Government  Board  places  a  price  of  £82,000 
on  the  property.  This  advance  Whiteley's  decline  to  payi, 
so  that  all  negotiations  are  now  at  a  standstill,  and 
Whiteley's  are  intimatiiisi'  that   they  have   other  plans. 

Trade  Exhibitions. 

The  drapery  trade  here  has  evidently  taken  up  in 
earnest    the   holding      of    "trade    weeks,"    "trade    exhibi- 


tions," etc.  Many  of  the  larger  cities  and  towns  nave 
had  special  show  weeks,  and,  at  the  present  time,  Leed.s 
is  about  to  hold'  a  "Special  Show  Week."  The  .scheme 
was  first  proposed  by  a  member  of  a  leading  business 
house.  The  object  to  be  attained  is  to  boom  Leeds  as 
the  natural  sho|)i)ing  centre  of  the  North  of  England 
and  to  this  end  a  very  artistic  poster  h'as  been  issued.. 

IMackburn,  in  Lancashire,  is  planning  a  "show  week" 
to  come  off  at  the  end  of  the  month  of  November.  J'i.e 
tradesmen  have  subscribed  £12()  and  this  sum  could  have 
ea.s'ily  doubled.  The  idea  of  the  promoters  is  to  make 
Hlackbuin  the  big  shoijping  centre  for  north-east  Lan- 
cashire, and  undoubtedly  the  forthcoming  show  week 
will  help  the  high  reputation  Blackburn  has  already 
gained. 

Birmiiin-hani  has  as  a  trade  aittraetion  an  exhibi- 
tion organized  by  the  International  Trades  Exhibitions. 
The  show,  which  is  located  in  Hingley  Hall,  was  opened 
byi  Lord  Morpeth.  Not  only  are  all  kinds  of  house  fur- 
nishings, furniture,  etc.,  etc.,  exhibited,  but  there  is  a 
very  extensive  costume  show  made  as  well,  and  local 
firms  ai  e  showing  costumes  and  millinery  on  living 
models. 

Larger  Silk  Crop. 

Keports  from  Yokohama  state  that  according  to  the 
official  estimate,  the  silk  cro))  in  .Tapan  will  be  20  p.c. 
better  than  that  of  last  year,  due  to  the  fact  that  seri- 
culture is  being  conducted  on  a  larger  scale.  The  London 
silk  market  is  more  active  and  prices  are  a  shade  firmer. 

Bradford. 

There  is  no  question  about  the  fact  that  the  users 
of  wool  and  the  distributary  trade  do  not  relish  the  in- 
creasing values.  At  the  present  time,  very  good  values, 
according  to  present  wool  prices,  are  to  be  obtained,  but 
as  users  have  to  go  into  the  market  for  fresh  supplies, 
prices  even  up.  Both  the  manufacturer  and  the  distri- 
buting trade  are  offering  strenuous  opposition  to  the  ad- 
vancing pricesi,  but  in  the  face  of  dearer  wool,  higher 
values  are  bound  to  come— unless  the  much-talked-of 
substitution  of  other  fabrics  that  can  be  more  cheaply 
made,  takes  place. 

Bradford  has  always  been  noted  for  fancy  black  dress 
fabrics,  and  the  indications  now  so  pronounced  that 
black  fancies  are  once  more  to  be  fashionable  is  good 
news  for  this  centre.  Some  very  handsome  jacquard 
effects  are  on  the  market  particularly  in  mohair  and 
worsted  effects. 

The  big  demand  for  coating  serges  is  leading  to  the 
free   use   of  braids.      As    braids   are   made  from   mohair 
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SHOW-CARD 
WRITING 


^<f  '^■^^  <- VJiV  J^-^-^.  '^\liV 


Oiir  now  wcavvi^  l;iilorid  in 


i^  Ml-  \\  IIMUT  ! 


We 

teach 

you 

how 

to  do 

work 

like 

this. 


^  Basii:eis  may  have  been  a  procession  once, 
but  it  is  a  race  now,  and  it's  the  trained  man 
who  Dims. 

fl  Our  business  is  to  train  young  men  tor  better 
things.  We  want  to  tram  you.  That  is  why 
you  find  our  ad.  in  The   Dry  Goods  Review. 

^  Get  out  of  the  procession  into  the  race.  Learn 
SHOW-CARD  WRITING    IT  LEADS. 

fl  Every  dry  goods  store  needs  a  card-writer. 
Every  employer  realizes  the  selling  value  of 
well-displayed  cards. 

fl  Every  employer  or  department  manager  would 
be  glad  to  have  a  clerk  who  could  write,  the 
cards  for  the  firm. 

fl  How  about  your  firm  ? 


ADVERTISING 

PHOTOGRAPHY 

MATRICULATION 


$10$ 


This  coupon  has  a  cash  value  of 
$  1 0  when  applied  to  enrollment 
for  our  course  m 

SHOW-CARD   WRITING 

Fill  in  your  name  and  address  be- 
low, detach  this  ad.  and  mail  to 
us  to-day.  We  will  place  it  on 
file,  and  when  you  enroll  you  will 
be  entitled  to  the  privilege  of  de- 
ducting $  1 0  from  the  list  price 
of  our  course. 


SHOW-CARD   WRITING 
ILLUSTRATING 
STORY   WRITING 
JOURNALISM 


^I  Do  you  know  that  expert  card-writers  earn 
from  $3  to  $20  per  day  ? 

^  Do  you  know  that  any  clerk  who  can  write 
cards  can  double  his  salary  ? 

^  Do  you  know  that  Show-Card  Writing  is  the 
most  profitable  profession  of  the  day  ? 

^  We  teach  this  popular  work  right  at  your 
home. 

^  Our  course  is  supervised  and  directed  by 
Canada's  original  and  foremost  card-writer 
and  teacher. 

fl  He  has  a  National  reputation  and  has  no 
superior  in  America. 

^  Ours  is  the  only  practical  course  on  the  market. 

fl  Our  students  earn  big  money  in  a  few  weeks. 

^  We  teach  the  most  modern  methods. 

^  Our  course  is  guaranteed. 


HIGHER   ACCOUNTING 
CHARTERED    ACCOUNTANCY 
COMMERCIAL  SUBJECTS 


Underline  the  course  in  which  you  are  interested,  fill  in  your  name  and  address  below,  detach  this  advertisement  and  mail  to  us  to-day 

for  particulars. 


^ame 


Add^ 


ress- 


THE   SHAW   CORRESPONDENCE   SCHOOL 

391    to397YONGESTREET  TORONTO, CANADA 

Please  mention  The  Rez'iew  to  Advertisers  and  Their    Trazelers 
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yarns,   or  frotii   mohair  and  uitificial  silk,    this   ijcciili-irly 
Bradlniil    article   is   a   fi'fo   seller. 

Manchester. 

The  returns  for  Lho  past  half  year  from  many  of  the 
spiuning-  mills  is  now  to  hand,  and  indicate  clearly  the. 
state  of  trade,  as  many  concerns  are  nnablc  to  declare 
any  dividend.  \'ery  few  linns  are  ahle  to  sIujw  a  balance 
at  the  rif^ht  si,!c  of  the  l)ooi<s,  and  where  a  dividend  is 
paid  it  is  as  a  rule  taken  from  the  reserve  funds.  Such 
being-  the  case,  there  can  be  no  surprise  expressed  when 
it  is  learned  that  an  extended  shoit-t'ime  movement  is 
in  prog-ress. 

Coarse  counts  are  the  weak  spot  in  the  yarn  markets. 
American  medium  counts  are  faiily  well  sold,  but  the 
producers  of  fine  Molton  yarns  ha\c  by  far  the  larg-est 
order  lists. 

Manufacturers  are  in  a  ))etter  position  as  to  orders 
than  a  few  weeks  ago  and,  therefore,  are  holding  moi'e 
fii'inly  III  llieir  prit-e  lists.  Shii)pers  are  not  operatinj^- 
freely,  business  being-  mostly  confined  to  sorting-up 
orders.  Jn  the  distributing-  trade  the  feature  of  the  week 
has  been  the  issuing  of  a  revised  price  list  by  Horrockses. 
Crewdson  &  Co.,  the  advance  on  some  lines  being  fully 
ic  per  yard,  and  all  along  the  line  advances  are  being 
paid. 

The  short  citton  crop  in  the  States,  and  the  conse- 
quent high  prices  of  American  cotton  is  again  forcing 
the  cause  of  cotton  growing  within  the  Empire  into 
prominence.  The  cause  has  been  brought  into  further 
notice  by  the  offer  of  £25,000  by  Sir  Alfred  Jones,  on 
condition  that  £150,000'  is  raised  from  other  sources  in 
Lancashire.  While  American  cotton  was  fairly  low  in 
price  interest  in  cotton  growing  within  the  Empire 
lapsed,  scarcity  and  correspondingly  high  prices  is  caus- 
ing a  revival.  That  cotton  can  be  raised  within  the 
Empire  on  a  commercial  basis  has  been  proved  by  the 
Association.  Up  to  the  present  time  about  £150,000  has 
been  expended  and  111, COO  bales  cotton  valued  at  over 
£2,000,000  have  been  produced  under  the  Association's 
auspices. 

News  from  Scotland. 

The  Dunfermline  linen  industry  is  experiencing  a  spell 
of  very  brisk  trade,  and  though  all  looms  possible  are 
in  operation,  there  are  firms  that  cannot  overtake  foreign 
orders  because  of  the  lack  of  sufficient  female  labor.  To 
attract  girls  from  the  country  districts,  some  firms  are 
considering  as  to  whether  it  would  be  advisable  to 
shorten   the   working  hours. 

Howick  tweed  factories  are  busy,  the  orders  placed 
for  Spring  and  Summer  goods  being  sufficient  to  keep 
them  running  for   some   months. 

The  great  bulk  of  the  new  goods  ordered  are  in 
Scotch  woolens  and  this  is  most  satisfactory  as  it 
gives  increased  employment  in  the  carding  and  spinning 
derartments.  Owing  to  woolens,  and  not  worsteds,  be- 
ing ordei'ed  overtime  is  being  worked  in  some  of  .the  mills. 

There  is  a  steady  improvement  in  the  linoleum  and 
floorcloth  trade,  and  manufacturers  continue  busy.  The 
Kirkcaldy  linen  manufacturers  are  well  booked  ahead, 
and  some  firms  are  finding  help  scarce. 

Ireland. 

There  is  little  change  to  report  from  the  Belfast 
linen  market.  Spinners  and  manufacturers  are  engaged 
for  some  months  ahead,  and  are  indifferent  to  any  new 
business  that  now  offers,  as  they  are  f'nding  it  difficult 
to  make  deliveries. 

Some  spinners  are  reported  to  he  advancing  prices 
to  prevent  further  buying. 


FOR  THE  COMING  FUR  SEASON 


No.  87E 


No.  87G 


J.  R.  PALMENBERG'S  SONS 

Kstahlished  18.52 


Factory,  89-91  W.  3rd  St. 


710  Broadway,  New  York 
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Canadian  Print 


at 


is  unequalled  in  value 
Patterns,  Colorings,  Finish,  will  please  you 

ASK  FOR  THE  10c 
CANADIAN  PRINT 

Most    wholesalers  sell  this   cloth  under  our   own    ticket    as 

C.  Cloth,   D.  C.    Indigo 

Cy^T    /^'T^TT    is  shown  in  all  the  new  colorings 
•   y^M^Kj  X  ±1    and  the  latest  patterns 

D.C.  INDIGO  SoT/e'"^ 

Our  colorings  stand  the  Canadian  climate 

Compare  C.  Cloth  and  D.  C.  Indigo  with 
any  other  10-cent  cloth  and  we  know 
you'll  order  C.  Cloth  and  D.C.  Indigo 


wirnfp 


DONiraON 


.^m 


In  ^your  own  interests 
place  *  early  and  'good 
orders  w^ith  your  whole- 
saler for  Spring  lines 
of  Prints      .:.      .:.      .:. 


<flffnp 


DOMINION 
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Please  mention  The  Review  to  Advertisers  and  Their  I'ravctcrs. 


Advance  in  Cotton    Causing  Activity  in  Staple  Lines 

Wholesalers  and  Retailers  Operating  Freely  —  No  Likelihood  of  De- 
cline in  Cotton  —New  Price  Lists  Show  Rise  of  From  3  to  10  Per 
Cent.  —  Good   Demand  for  Ginghams,  Zephyrs  and  Cotton  Suitings. 


Advances  in  Cotton. 

CANADIAN  (•i.lioii  mills  liavc  again  advaiK-cd 
piircs.  The  advances  affect  practically  every 
line  (iT  gudds,  except  listed  ])i'iiils  and  ging-liams 
and  a  few  specialties.  Kven  with  these  ad- 
vances, mills  would  not  make  a  ])i'olit  it'  forced  to  buy  cot- 
ton at  present  quotations.  Middling  cotton  is  well  <.ver 
fourteen  cents,  and  quotations  laid  down  in  Canada  are 
as  high  as  fifteen  cents.  For  many  lines  it  is  necessary 
to  buy  a  much  better  grade  than  middling  cotton.  It  is 
clearly  evident  that  the  price  of  raw  cotton  must  fall 
about  30  per  cent,  before  it  is  on  a  par  with  the  present 
quotations  of  manufactured  goods,  ('anadian  mills,  with- 
out exception,  are  very  busy,  but  it  is  certain  thai  profits 
will  not  be  on  a  par  with  increased  sales,  (^ulalions  on 
English  goods  entering  this  market  ha\-e  not  l)een  mater- 
ially altered,  and  this  has  something  to  d<i  with  the  at- 
titude of  Canadian  mills,  as  the  amount  ot  protection  is 
comparatively  little. 

Throughout  every  branch  of  the  trade,  the  feeling  exists 
that  cotton  prices  will  not  go  lower.  This  has  caused 
wholesalers  to  buy  freely,  and  retailers  are  operating  in 
the  same  way.  It  is  not  expected  that  the  dating  terms 
will  cause  much  friction  in  cotton  business.  Spring  dating 
will  not  be  given  by  wholesalers  until  November  25th, 
but  many  retailers  must  have  the  goods  before  that  date. 

Another  serious  condition  regarding  sorting  business 
is  the  light  stocks  held  by  wholesalers.  This  situation  is 
aggravated  by  the  fact  that  Canadian  mills  have  now 
turned  their  attention  solely  to  Spring  goods.  There  are 
absolutely  no  jobs  available  in  flannelettes  or  wrapper- 
ettes,  as  mills  manufacturing  these  lines  are  working  upon 
ginghams  and  prints. 

New  price  lists  issued  to  wholesalers  and  manufactur- 
ers show  advances,  ranging  from  three  to  ten  per  cent. 
The  marked  advances  are  on  the  coarser  lines  where  cot- 
ton plays  an  important  part.  Everything  shares  in  these 
advances,  and  wholesalers  will  soon  have  to  pass  them  on 
to  their  customers.  Fine  lawns,  cambrics,  nainsooks, 
madapolams,  etc.,  do  not  show  such  a  marked  increase, 
and  some  Canadian  lines  are  unchanged  in  figures  from 
last  month.  Denims,  tickings,  cottonades,  sheetings,  grey 
cottons,  shirtings,  etc.,  all  feel  the  advance. 


Gingh 


ams. 

Orders  for  ginghams  for  Spring,  1910,  are  being  freely 
placed,  and  to  all  appearances  ginghams  and  zephyrs  will 
be  in  exceptionally  good  demand.  Early  orders  are  for 
large  quantities.  There  seems  to  be  a  renewed  demand 
for  fancy  patterns.  Plain  and  striped  effects  are  also 
good  sellers.  The  marked  improvement  of  Canadian  lines 
is  having  a  good  effect  upon  the  trade. 

•I- 

Prints. 

Canadian  print  samples  for  Spring,  1910,  were  late 
in  being  delivered  to  the  wholesale  trade.    This  delay  was 


chietly  due  to  difficulty  in  securing  tlie  necessary  h(dp  in 
preparing  the  samples. 

There  is  a  sti'ong  tendency  in  prints  towards  the  plain 
ground,  with  neat,  small  paftei-ns.  Spots  and  sti-ipes  are 
favor'ed.  White  ground,  with  black  <ji-  dark  colors,  is  a 
])rominent  feature  in  the  new  lines. 

The  volume  of  the  print  trade  for  the  present  sea.son 
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Ctiart  showing  advance  in  raw  cotton  witliin  the  past  year.  It  is 
necessary  to  explain  that  this  chart  was  prepared  early  in  October 
when  prices  fluttered  about  14  cents.  On  the  last  reading  day  of  the 
month  there  was  a  sensational  advance.  Middling  on  the  New  York 
market  went  to  14.80.  Last  year  the  price  was  9.35,  the  increase 
being   more  than  50  per  cent. 

has  been  far  in  advance  of  a  year  ago,  and  Canadian  mills 
report  that  it  has  been,  so  far,  a  record  season. 

-*• 

Suitings. 

The  outlook  for  cotton  suitings  for  the  Spring  season 
of  1910  is  remarkably  good.  Last  Spring  and  Summer 
there  was  a  heavy  demand  for  this  class  of  goods,  and 
all  branches  of  the  trade  are  anticipating  even  heavier 
business  for  next  season. 
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No  one  will  deny  that  the  best 

linen  in  the  world  comes  from 

Ireland,    and    we    claim    that 

"Old  Bleach" 

T  inens 

are  the  BEST  IRISH  LINEN 

The     reason    of    the 

superiority    of   "OLD 

BLEACH"    LINENS 

is  not  far  to  seek! 

The  most  particular 

care    is   given    to    the 

growing    and  selection 

of    the    flax    used    in 

their  manufacture,  and 

only  the  highest  skilled 

labour   is  used    in   the 

"OLD    BLEACH" 

Mills. 

These    lines    are  all 

sun  bleached,  a  process 

of   bleaching     which 

makes  them  a  pure,  un- 

changing white  without 
injuring  the  fabric. 

The  best  class  of  customers  will 

have  good  linens,  and  you  will  be 

handling  exactly  what  they  want 

if    you  stock    "OLD  BLEACH" 

LINEN. 

R.  H.  Cosbie 

IRISH  LINEN  AGENCY 

Toronto            -          -            Ontario 

There  is  a  strong  tendency  toward  the  plain  goods, 
and  tlie  Spring  samples  include  some  splendid  lines. 

Tile  shades  which  seem  likely  to  meet  with  good  de- 
mand are  tans,  blues,  wistaria^  and  the  rose  shades. 
Helin  will  also  do  well,  without  a  doubt. 


Denims. 

The  advance  in  cotton  prices  has  had  a  mai-ked  effect 
on  this  class  of  goods,  from  the  fact  that  the  cost  of  the 
law  cotton  enters  so  largely  into  the  cost  of  the  finished 
goods.  Fall  trade  has  been  exceptionally  good,  particu- 
larly in  the  west,  owing  to  the  extension  of  railroad  con- 
struction and  the  necessity  of  this  class  of  goods  for  hi- 
1)0 rers'  wear. 


Grey  and  White  Cottons. 

There  has  been  a  heavy  demand  for  both  grey  and 
white  cottons.  Apparently  both  wholesalers  and  retailers 
i.ad  small  stocks  judging  by  the  way  orders  have  been  giv- 
en. There  is  a  general  demand  from  all  parts  of  the  trade 
for  fine  underwear  clothes  and  nainsooks,  due  evidently 
to  the  big  demand  for  this  class  of  goods  during  the  past 
Summer,  both  for  the  cutting-up  trade  and  counter  trade. 
As  there  is  every  likelihood  that  this  demand  will  continue, 
wholesalers  and  retailers  have  been  preparing  for  it,  and 
mills  are  considerably  oversold. 

White  linen  imitations  are  a  big  feature  of  the  trade. 

Sheetings  and  pillow  cottons  are  selling  actively,  and 
there  is  a  constantly  increasing  demand  for  the  ready- 
made  sheets  and  pillow-slips. 

Grey  cotton,  of  fine  Bengal  construction,  is  by  far  the 
most  favored  line. 

There  is  a  revival  in  the  demand  for  cotton  blankets, 
and  present  prices  are  the  best  values  that  have  ever  been 
offered  to  the  trade. 

4- 

Tickings. 

Printed  tickings  have  com(!  to  be  a  strong  line  with 
Canadian  mills,  where  a  few  years  ago  it  was  an  unim- 
portant feature.  Manufacturers  of  jiillows,  mattresses, 
etc.,  are  using  large  quantities,  while  counter  trade  is  ac- 
tive. Besides  the  purposes  for  which  it  was  originally  in- 
tended, it  is  largely  used  for  upholstering  purposes,  and 
for  covering  boxes,  etc.  Specially  attractive  values  and 
patterns  are  included  in  the  new  range. 


Raw  Material  Advanced. 

The  chart  shown  on  the  foregoing  page  serves  to  illus- 
trate the  difficulty  cotton  mills  have  to  contend  with  in 
way  of  securing  their  raw  material.  Since  December,  1908, 
raw  cotton  has  advanced  over  fifty  per  cent.  This  is  a 
happy  condition  for  the  Southern  Planters'  League,  a 
strong  organization  for  securing  higher  prices  for  raw 
cotton,  but  is  a  serious  condition  for  cotton  mills.  They 
have  not  been  able  to  secure  a  corresponding  advance  in 
the  price  of  finished  goods. 

It  is  not  to  be  unexpected  that  cotton  mills  will  be 
forced  to  use  plenty  of  filling,  though  The  Review  knows 
of  mills  who  are  keeping  up  their  pure  standard.  There 
is  a  wide  diversity  of  opinion  regarding  the  future  of  the 
cotton  market,  yet  ))ractically  every  one  feels  that  pres- 
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ent  prices  will  be  maintained  for  some  time.  Further- 
more it  is  e\-ident  that  finished  goods  will  not  recede  in 
price  until  cotton  has  dropped  considerably.  It  is  felt 
that  the  cotton  market  is  not  a  speculative  one,  but  a 
legitimate  case  of  supply  and  demand.  Even  at  the  ad- 
vanced prices,  consumption  is  Jieavy. 


An  Unusual  Situation. 

Cotton  mills  the  world  over  are  worried  over  the 
abnormal  price  of  raw  cotton,  the  highest  at  this  time 
ol  year  since  the  Civil  War  in  the  United  States.  This 
is  the  time  of  year  that  cotton  mills  make  purchases, 
and  now  they  are  forced  to  buy  from  hand  to  mouth. 
Canadian  mills  are  planning-  to  follow  the  plan  of  many 
foreign  ones.  Mills  dare  not  make  goods  at  the  present 
high  price  of  raw  cotton  as  they  would  be  caught  with 
finished  goods  at  high  prices  when  the  slump  came. 

The  bulling  of  cotton  prices  at  this  time  of  year  is 
unusual,  as  the  corners  are  usually  rigged  at  the  end  of 
a  crop-  not  in  the  middle  of  the  crop  being  marketed. 

While  the  present  visible  supply  of  cotton  exceeds 
that  of  a  year  ago  it  is  clearly  evident  that  the  crop  as 
a  whole  will  be  much  less. 

On  the  last  of  October  listed  lines  of  staples  in 
Canadian  dress  ginghams  Vvcre  advanced  from  7 -J  to  8 
cents,  and  9-J   to   10  cents. 

At  the  end  of  October,  the  Dominion  Textile  Co.i, 
Ltd.,  withdrew  jjrices  of  whites  and  greys  and  the  Can- 
dian  Colored  Cotton  Mills  Ltd.,  and  the  Montreal  Cot- 
ton Co.  s-ent  out  still  another  jirice  list  showing  addi- 
tional advances.  These  conditions  are  simply  the  result 
of  the  exceptional  price  of  raw  cotton,  and  the  inability 
of  mills  to  accept  orders  on  former  quotations. 


have  a  plainly  marked  price  ticket  on  each  article,  as  this 
makes  many  sales.  It  is  surprising  the  number  of  women 
who  will  not  ask  prices  of  the  salespeople,  and  who  will  not 
buy  until  they  know  the  price  of  an  article. 

The  fashionable  tendency  is  toward  the  use  of  table 
napery.  decorated  in  some  manner,  and  there  is  a  demand 
for  both  hemstitched  and  embroidered  cloths,  as  well  as 
for  napkins  to  match.  Machines  have  been  recently  per- 
fected that  very  closely  imitate  hand-work,  and  embroid- 
ered napkins,  etc.,  can  now  l)e  had  in  handsome  effects  at 
a  fairly  modei'ate  price.  In  art  linens  tlie  pieces  trimmed 
with  imitation  Venise,  are  great  sellers.  This  is  not  to 
l)c  wondered  at.  as  the  patterns  are  very  handsome,  and 
the  price  is  moderate.  Strictly  mediaeval  patterns,  show- 
ing grilTins,  Iiirds,  beasts  and  even  knights  on  horseback, 
are  the  latest  development. 


To  Specialize  in  Hosiery  Yarns, 

The  Shawinigan  Cotton  Co.  is  a  new  Canadian  cot- 
ton concern,  which  will  manufacture  hosiery  yarns  parti- 
cularly. The  plant,  of  large  size,  will  be  located  at 
Shawinigan  Falls,  Quebec,  where  numerous  advantages 
will  be  obtained.  The  bond  issue  will  be  $2,500,000, 
stock,  $1,000,00(1.  The  board  of  directors  has  not  yet 
been  formed,  but  the  following  are  actively  interested  : 
J.  E.  Aldred,  president,  of  the  Shawinigan  Water  & 
Power  Co.,  C.  R.  Whitehead,  of  the  Wabasso  Cotton 
Cotton  Co.,  Ltd.,  Alex.  Priugle  and  J.  N.  Greenshields, 
advocate,  Montreal  ;  and  other  Canadians  besides  an 
English  representation. 

Nearly  all  of  these  men  are  interested  in  the  Wa- 
basso Cotton  Co.,  Ltd.,  and  J.  N.  frreenshields  stated 
to  The  Review  that  the  Shawinigan  mill  is  the  first  of 
several  new  ones  to  l)e  built  by  this  syndicate. 


Lmens. 

('anada  continues  a  big  buyer  of  linens  from  the 
north  of  Ireland,  and  good  orders  are  coming  both  from 
the  wesit  and  the  older  sections  of  the  Dominion.  The 
linen  manufacturers  have  contracts  on  hand  that  will 
keep  them  busy  until  well  on  into  the  coming  year.  They 
do  not  wish  further  orders  at  present,  even  though  better 
prices  might  be  obtained.  There  is  no  particular  wish  to 
push  prices  higher,  as  by  so  doing  a  period  might  be  put 
to  further  extension  of  business;  values  however,  are  very 
fii-m.     Damasks  and  dress  linens  are  in  particular  demand. 

The  present  period  and  up  to  Christmas  is  a  particu- 
larly good  one  for  the  sale  of  fine  household  linens.  Many 
stores  box  these  goods  for  present-giving,  showing  either 
table-cloth  and  napkins  to  match  or  the  table-cloth  alone, 
tied  up  with  colored  ribbons  and  enclosed  in  a  fancy  box. 
Not  only  does  high-grade  table  linen  sell  freely  at  this 
time  of  the  year,  but  art-linens  are  in  big  demand,  and  all 
kinds  of  doileys,  centre  pieces,  etc.,  that  are  in  use  for 
table  decoration  are  in  big  request. 

These  goods  should  be  attractively  shown  where  they 
are  accessible.  An  effective  way  to  show  these  goods  is 
to  have  a  cover  made  to  fit  over  the  counter.  This  should 
be  covered  plainly  and  as  smoothly  as  possible  with  velvet 
— either  black,  olive  green  or  deep  purple,  as  these  colors 
set  off  to  perfection  the  rich  embroideries,  la,ce  or  drawn 
work  and  the  snowy  whiteness  of  the  linen.  The  mats, 
doileys,  etc.,  can  be  securely  pinned  to  the  velvet  cover 
and  the  larger  pieces  shown  on  stands.     Don't  forget  to 


Making  and  Marketing  Silk. 

A  notalble  example  of  hereditary  industry,  as  it  is 
sometimes  eaJled,  is  that  presented  by  silk  manufactur- 
ing in  Messina.  Italy.  There  the  same  individuals  con- 
tinue to  work  for  years  in  the  same  factory,  their  chil- 
(li'cn   and  grandchildren   following   in   their   steps 

The  waste  silk  (husks  or  knubs)  is  exported  to  Switzer- 
land, North  Italy,  and  the  Rhine  provinces  for  the  manu- 
facture of  the  poorer  classes  of  silk  goods,  the  lowest 
grades  of  waste  being  worked  up  into  linferior  goods, 
principally  in  North  Italy.  One  reeling  factory,  the 
largest  in  Messina  province,  had  150  basins  and  an  annual 
production  of  37,500  pounds  of  .silk;  it  was  in  the  haiuds  of 
a  large  British  firm  of  lacemakers,  and  its  entire  output 
was  exported  to  the  firm's  mills  in  the  South  of  England. 

Of  the  product  of  the  other  factories  in  Messina  and 
Reggio  about  one-third  is  shipped  to  the  United  States, 
one-four'th  goes  to  Lyons,  and  the  remainder  (about  40 
per  cent.)  is  divided  between  Switzerland,  Austria-Hun- 
garv,  and  Russia. 


A  sharp  advance  in  cotton  occurred  on  October  25, 
when  all  options  in  New  York  crossed  the  14-cent  level. 
The  movement  was  caused  by  a  crop  estimate  by  Buston, 
the  English  statistician,  placing  the  yield  at  11,500,000 
bales,  and  a  ginning  report  showing  that  up  to  October  ]8 
only  5,525,591  bales  had  been  ginned,  as  against  6,283,- 
780  last  year 
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Mount  Royal 

Prints  and  Bleached  Cottons 

will  be  shown  by  wholesalers 

This  Month. 

Our  30-31"  Print  at  lY^c. 

will  please   you. 

Mount  Royal 

Grey  Cottons 

are  the  standard  by  which 

Others  are  Judged. 

It  pays  to  bring  them  to  the  attention  of  your  customers. 
Assort  your  lines  when  in  the  market 

This  Month. 


Mount  Royal  Spinning  Co. 

Sales   Department  Limited 

Eastern  Townships  Bank  Building,  MONTREAL 


Please  mentwii  The  Review  to  .Idvertisers  and  Their    TraveUrs 


Individuality    in    Show    Cards    for    Special    Events 

W.  A.  Murray  Co.  Adopted  Distinctive  Design  for  Their  Fall  Open- 
ing—Uniform Effect  n  Small  and  Large  Sizes  — System  in  the  Card - 
Writing  Department       The  Effective  Use  of   Magazine  Illustrations. 


INSTEAD  of  requiring  variety  of  design  in  their  show 
cards,  not  a  lew  merchants  favor  an  individuality 
in  lettering  throughout  the  store,  more  particularly 
in  connection  with  special  occasions.  The  Fall 
opening  of  the  W.  A.  Murray  Co.,  Toronto,  supplied  an 
example.  Their  card  writer,  Arthur  Hardy,  confines  his 
work  almost  entirely  to  Koman  freehand  letters,  such 
as  shown  in  the  accompanying  cut.  These  are  made  with 
the  sornnecken  pen,  a  brush  being  used  for  numerals  and 
shading.  The  circular  card  was  designed  for  the  glove 
department,  and  being  the  same  on  each  side  was  hung 
between  brackets.  A  pebbled  cardboard  was  used.  The 
large  window  card,  "Fall  opening"  was  22x8  inches,  the 
letters  "F"  and  "O"  each  being  about  2^  inches  long. 
The  bottom  card  "Fashionable  Man-Tailored  Suits,"  was 
9x12    inches    and    tie    other    long,    nanow    card    was    7x15 


be  notified  with  reference  to  every  card  taken  from  the 
cabinet.  By  this  system  he  keeps  his  department  well 
in  hand,  and  demands  upon  it  never  overtake  him. 

The  other  cards  shown  here  are  by  Warrent  Andrews, 
of  the  Ande.son  Co.,  St.  Thomas.  They  illustrate  the 
effective  use  of  magazine  pictures  moun  ted  and  touched- 
11  p  with  black  and  gold. 


Novel  Display  Scheme. 

L.  E.  Chamberlain,  boot  and  shoe  dealer,  Shcrbrooke, 
Cjue.,  recently  introduced  a  unique  but  practical  display 
idea  to  show  throughout  the  entire  stock  the  different 
varieties  of  shoes  carried.  This  is  done  by  pulling  out 
from  the  shelving,  two  of  the  cartons,  one  above  the 
other,  and  the  lower  one  further  out.  Then  a  shoe  from 
one  of  the  cartons  is  balanced  between  the  two,  rhe  heel 


^ 


m 


Cards  by  Arthur  Hardy  for  the  W.  A.  Murray  Co.,  Toronto.  Uni- 
formity of  lettering  and  design  was  a  feature  of  the  display  cards 
for  autumn  opening. 

inches.    Each  card   was   bevel-edged   and   gilded.       Brown 
ink  and  gold  shading  was  used  in   the  lettering. 

In  the  course  of  a  year,  a  card  writer  produces  a 
large  number  of  cards,  and  some  of  these  are  worth 
saving  for  future  use.  The  writer  may  also  be  fore- 
sighted  enough  to  have  a  stock  of  staple  cards  on  hand. 
How  to  preserve  them  properly  and  regulate  the  card 
service  is  sometimes  a  problem.  Mr.  Hardy  gets  over  it 
in  this  way.  He  has  a  large  cabinet  with  one  drawer  or 
more  for  each  department,  and  one  or  more  for  price 
tickets.  A  notice  tacked  to  this  cabinet  states  that 
heads  of  departments  must  not  throw  used  cards  into 
any  of  these  drawers,  but  must  leave  them  on  the 
writer's  table  where  they  may  he  cleaned  and  properly 
assorted  so  as  to  be  available  for  future  use.    He  must 


Cards  by  Warren   Andrews  of  the   Anderson   Co.,   St.    Thomas, 
illustrating  use  of  magazine   illustrations. 


resting  on  the  lid  of  the  upper  box,  and  the  sole  upon 
the  lower  one.  It  is  comparatively  easy  to  adjust  the 
shoe  in  the  manner  described,  and  when  this  is  done  on 
about  every  other  shelf,  the  appearance  of  the  stock  is 
certainly  improved.  Above  all  the  idea  behind  the  scheme 
is  based  on  the  principle  that  goods  well  displayed  are 
half  sold.  This  idea  is  applicable  to  shoes  as  well  as 
dry  goods  and  Mr.  Chamberlain  has  proved  it  to  his 
satisfaction. 


Fitzpatrick  &  O'Connell,  clothiers,  Victoria,  B.C.,  ha.ve 
added  a  fur  department  to  their  present  enterprise.  Mr. 
O'Connell,  of  the  firm,  is  himself  Hi  practical  fur  man. 
With  liini  is  .John   Bentley,   a   furrier  of  long  experience 

in  the  Old  Country. 
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American  Women  Revolted 
At  the  Paris   Fashions   of  1908-9 

Maybe,  yes!     A.nd,  maybe  also,  at  tKe  improper  inter- 
pretation of  tKose  fasHions  by  some  American  adapters. 


But   Not  At 


Butterick   Fashions 

TKe  retail  sales    of  -wHicK  by  mercKants   all 
over  tHis  country  sHo-wed  an  average  of  over 

25%  INCREASE 


Why  ?  Because,  with  the  experience  of  years,  we  know  how  to 
grasp  all  fashion  ideas,  no  matter  what  their  sources,  and  modify 
them,  if  necessary,  to  suit  the  American  Women's  taste. 

Not  dazzled  by  the  style  stars  of  Paris;  not  blinded  by  the  fashion 
lights  of  Berlin,  London  and  Vienna,  we  know  how  to  use  them  all 
to  develop  the  fashions  the  women  of  good  sense  and  good  style 
wish.  And  that  is,  and  always  has  been,  the  spirit  of  Butterick 
Fashions,  and   those  styles  are  Butterick  Fashions. 

And  American  women  and  American  merchants  realize  this — 
realize  it  as  they  never  have  before.  Because  they  have  tried  other 
makes  of  patterns  and  they  have  learned  that  Butterick  Fashions 
and  Butterick  Patterns  are  the  ones  absolutely  dependable. 

To-day  The  Delineator  stands  admittedly  the  Fashion  Authority 
of  the  World.  And  Butterick  Patterns  stand  to-day  admittedly, 
among  the  women  and  the  merchants  of  this  country, — THE  BEST. 


The  ButtericK  Publishing  Company 

33  RicHmond  St.  W.,  Toronto,  Ont.,  Canada 


Please  mention  The  Revieiv  to  Advertisers  and  Their   Travelers^ 
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DRY    GOODS    REVIEW 


THE 

SUPERB 

GRANDE 

DAME 

BAG 


A 

NEW 

AND 

OPULENT 

TYPE 


'r- 


q  THERE'S  NOTHING  SMALL  about  our  new  GRANDE  DAME  BAG.  It  is  expressed  by  the 
word  "opulent."  Frames  are  9',.  and  11  inches.  Openings  are  unusualh'  large  and  inviting.  In  short, 
it  is  ''extreme."  There  is  a  vogue  of  largeness.  It  is  manifested  in  jewelr}',  millinery,  etc.  This  is 
the  very  latest  in  fashionable  bags.  It  is  more  than  fashionable — it  is  superb.  The  sales  began  to 
climb  the  moment  it  was  introduced. 

^  Made  in  the  finest  Walrus  or  Natural  Grain  Seal.  Rich  and  dainty  linings.  Fittings  include  Puff, 
Mirror,  Bon  Bon,  etc.  Inside  and  out  it  is  "generous."  It  is  the  Grande  Dame  among  modern  bags. 
One  can  hardly  compare  it  because  there  is  nothing  quite  like  it.  Other  bags  beside  it  look  like  plums 
beside  a  peach. 

P.    W.    LAMBERT    &    CO.,    Pme  TeXeTNoveltles 

64-66  LISPENARD  ST.,  NEW  YORK 


Rvcrythiito^  in 


Hair  Ornaments 

BIG     HOLIDAY    SELLERS 

Get  a  Selection  from  Headquarters 

Jet  Bandeaux  Novel  Barrettes 

Fancy  Bandeaux        Fancy  Back  Combs 

Send  for  a  $10^  S-^S,  SjO  or  ^/oo  Assortment. 
Our  Selections  imll  Satisfy  You. 


Hair  Goods 

Latest  Styles  in 

Pompadours       Chignons 
Switches  Hair  Pads 


Puffs 
Curls 

LEADERS  IN  HAIR  NETS 

If  you  want  anything  in  Hair  Goods  write 

THE  SPECIALTY  HAIR  GOODS  HOUSE 

J.  PALMER  &  SON,  Limited  -  Ittl^fitTi. 


Please  mention  The  Kcvici^'  to  Advertisers  and  Their   Travelers. 


Fancy    Goods,   Notions   and   Trimmings 

Importance  of  Having  Customers  do  Their  Christmas  Shopping  Early 
—  Suggestions  as  to  Arrangement  of  Stock  —  Novelty  Articles  that 
are  Both    Dainty    and    Useful  —  Making    the    Lines    Easy  of  Access. 


RE-ORDERS   and   the  lilling--in   for  Clirisima.-^  .sell- 
ing- now  constitute     the  main  business  in  fancy 
goods    lines.      Merchants    are    beg-inning    to    get 
busy  in  the  departments  devoted  to  fancy  lines 
as   the  approach   to   Christmas   is   setting  nimble   fing-ers 
to   work  preparing     gifts     of  needlework,    etc,    for   that 
season. 

Every  merchant  knows  the  importance  of  inducing 
customers  to  get  their  Christmas  buying  done  as  early 
as  possible,  and  to  further  this  end  the  near  approach 
of  the  Christmas  season  must  be  impressed  as  forcibly 
as  possible  upon  the  public.  There  is  no  better  way  of 
doing  so  than  by  making  a  good  show  of  fancy  articles. 


Use  of  Tables. 

During  the  next  few  weeks  there  are  many  lines  of 
goods  that  will  only  be  in  limited  demand,  and  it  will 
not  hinder  their  sale  if  these  goods  are  crowded  into 
small  space  and  the  extra  room  made  devoted  to  the 
showinj;-  of  Clu'i.stmas  ii'oods.  Most  stores  have  aisle 
tables  and  these  tables  should  be  devoted  to  this  class 
of  goods  as  the'ir  presence  here  will  give  just  that 
Christmas  look  that  will  promote  trade. 

The  fancy  goods  houses  show  a  long  list  of  novelty 
articles  that  are  both  dainty  and  useful  and  that  cost 
but  a  trifle,  and  yet  make  a  most  acceptabfe  present. 
These  lines  include  a  long  list  of  needlework  and  hand- 
painted  novelties,  some  all  ready  to  give  away,  and 
others  only  requiring  a   limited   amount  of  work   to     be 


The   "Anniversary"   Bag  —  Made   and   Shown    by 
P.  W.  Lambert  &  Co  ,  New  York. 

done  upon  them  to  finish  them  up.  There  are  hand- 
painted  hat-pin  holders,  match  scratchers,  match- 
holders,  memo-pads,  blotting-pads,  whisk-holders,  pipe- 
holders,  etc.,  all  hand-painted  with  different  flowers,  and 
bearing  catchy  mottos  that  indicate  their  use.    As  these 


articles  arc  pretty  as  well  as  useful  they  sell  freely.  In 
needlework  novelties  there  are  embroidered  tie-racksi, 
key-racks,  shavers,  small  racks  for  holding  baby's  tiny 
wardrobe,  darning-bags,  string-bags  and  a  host  of  other 
dainty  and  useful  articles  that  can  bo  retailed  at  a  pop- 
ular price. 


Crochet  Hook  with  cork  handle  — Shown    by  Hambly.  Oakley 
&   Wilson,  Toronto. 


Embroidery  Hoops. 


Many  who  work  among  flosses  and  fine  linens  will 
welcome  the  oblong  or  oval  embroidery  hoop.  There  are 
often  porti'ons  of  a  design  that  will  take  the  elongated 
hoop  far  better  than  the  perfect  circle.  It  is  never  well 
to  grow  so  dependent  upon  devices  in  one's  work  that  they 
submerge  the  Avorker  or  render  her  helpless  when  without 
them.  Nevertheless,  each  embroiderer  has  her  own  pe- 
culiar difficulties,  and  perhaps  it  is  as  well  for  her  to 
know  all  about  the  helps  toward  the  ready  aeeomplish- 
ment  of  her  task.  Some  one  fault  is  nearly  always  pres- 
ent with  the  Avorker  who  is  otherwise  successful.  The 
oval  hoop  may  be  the  one  device  that  will  obviate  her 
difficulty  and  help  her  to  the  better  accomplishment  of 
certain  portions  of  the  embroidery.  Then  'there  is  the 
hoop  that  is  cushioned  with  felt.  All  the  workers  have 
not  yet  met  with  this  really  necessary  device  for  holding 
(he  work  more  firmly,  and  preventing  its  slipping. 

Now,  there  is,  too.  a  hoop  with  a  spring,  a  very  little 
metal  attachment  on  the  larger  or  outside  hoop.  It  is 
intended  to  be  used  for  the  embroidering  of  heavy  ma- 
terials. The  space  to  be  embroidered  is  placed  over  the 
smaller  hoop  and  the  large  hoop  is  spread  by  a  pressure 
of  the  thumb  on  the  little  metal  spring,  so  that  it  will  be 
possible  to  get  it  over  the  heavy  goods.  The  spring  is 
them  released  and  the  outer  hoop  clasps  tightly  over  the 
smaller  hoop  and  the  material. 

This  embroidery  hoop  fills  a  want,  and  merchants 
should  stock  them,  and  explain  their  meiits  to  customers, 
as  expert  needleworkers  are  quick  to  see  the  advantages 
gained  by  their  use.  It  is  by  watchins'  these  points  that 
a  good  art  needlework  department  is  built  up. 

* 

Many  stores  put  in  a  stock  of  art  needlework  and  fall 
down  hecause  they  do  not  employ  the  proper  help.  No 
girl  is  put  in  charge  and  the  hosiery  salesgirl,  or  the  girl 
from  the  notion  counter,  takes  a  turn  at  selling  needle- 
work when  a  customer  happens  along. 

In  every  town  or  village  there  is  some  person  to  be 
obtained  who   can  run    this  department   admirably. 

One  of  the  latest  novelties  in  leather  goods  is  the 
"anniversary"  bag.  It  is  made  in  a  variety  of  leathers, 
and  the  anniversan-  feature  is  introduced  by  an  ornamen- 
tation attached  to  the  bag,  of  a  birth-stone,  handsomely 
mounted.  This  bag  is  reported  as  selling  splendidly  in 
New  York  for  birthdav  gifts. 
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DRY     GOODS     RE\MEW 


A  Genuine  Satisfaction 

lies    in    handling    goods    of    proved    merit    like 

LIDDELL'S  LINENS 


^ 


n 


Lines  like  these  will  attract 
the  high-class  trade  to  your 
store — the  customers  with 
plenty  of  spending  power, 
who  are  satisfied  with 
nothing  but  the  very  best. 

Wm.  Liddell  &  Co.  have 
been  awarded  seven  Gold 
Medals  at  International  Ex- 
hibitions for  their  Irish- 
embroidered  Bed  Spreads, 
Pillow  Cases,  Tea  Cloths, 
Damask  Cloths  and  Napkins 


R.  H.  COSBIE 


30  Wellington  St.  West, 


TORONTO 


LININGS 

Our 

Cilkee  Lining 

is  a  favorite. 

NOTE — In  the  October  Review  this  appeared  as 
SILKEE,  not  CILKEE. 

The   Gault   Brothers  Co.,    Limited 

MONTREAL 


,nin  Q?^ 


Every    Dry    Goods    Store 


should   hav>    a 


Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 

with  your  customers'  own  material. 

PRICE,  including:   any  three   of  the  following  sizes,    16.  20,  24,  30. 
36  or  18. 

$7.50 

SEND   FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 

53  EAST  8th  St.,  NEW  YORK 


WHO  BUY  IN  NEW  YORK 

Did  you  ever  figure  how  much  your 
express  and  freight  bills  amounted  to  in 
a  year — just  look  it  up — you  will  be  sur- 
prised to  find  it  is  quite  a  sum. 

We  can  cut  that  amount  one-quarter 
or,  if  you  do  a  great  deal  of  buying,  one- 
half,  on  your  shipments  from  New  York. 
There's  no  secret  about  how  we  do  it, 
either — simply  this :  our  packing  and 
shipping  service  gives  you  the  privilege 
of  having  all  your  parcels  sent  to  our 
store  room — here  they  are  packed  care- 
fully into  one  large  bundle  and  promptly 
forwarded  to  you  as  you  may  order— if 
you  order  them  sent  by  express  the  ad- 
vantage to  you  is  the  (lifference  in  rate 
}  ou  get  between  one  large  shipment  and 
half  a  dozen  small  ones — our  charge  for 
the  service  being  10c.  per  parcel. 

If  you  order  them  sent  by  freight,  we 
pack  the  parcels  in  a  good  substantial 
case  and  make  an  additional  charge  of 
$1.00  to  cover  the  cost  of  the  case  and 
cartage  expenses. 

We  have  a  fire-pioof  building,  carry 
ample  insurance  and  are  responsible  for 
all  your  goods  while  they  are  in  our 
possession. 

Several  hundred  merchants  consider 
it  worth  ]  Oc.  per  parcel  to  get  this  service 
and  have  demonstrated  their  appreciation 
by  continuing  to  give  us  entire  charge  of 
their  shipments.  Others  are  being  con- 
vinced of  its  value, 

Isn't  that  enough  to  give  you  the 
assurance  that  it  will  pay  you  to  know  us. 

L£  T     US    HEAR    FROM     YOU. 


Ihe 


New  York  Packing  Co. 

1416  Lispenard  Street,    -    NEW  YORK 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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The  Mo«t  Popular  and  Widely  Adverti»ed  Hoopt  on  the  Market. 


"DUCHESS-OVAL" 

Two  Sizes, 

4'i  X  9   and   6  X  12 

inches. 


"DUCHESS" 

Seven  Sizes, 

4,  5,  6,  7,  S,  10,  12 

Inches. 


"PRINCESS-OVAL" 

Two  Sizes, 

4'r  X  9   and   6x12 

inches. 


Seven  Sizes, 

4,  5,  6,  7,  8,  10,  12 

inches. 


It  Pays  to  always  carry  a  full  assortment 
of  szes  in  both  the  round  and  oval  shapes, 
to  meet  the  calls  of  your  customer!. 

LOOK  UP  YOUR  STOCK  ?„.t^ 

Your  jobber  can  supply  you. 
THE  GIBBS  MFG.  CO., Canton, Ohio, U.S. A. 


Facsimile  of  our  Envelope. 
Price  List  Post  Free  on  Application. 


M.  CRISCUOLO  &  CO. 

MANUFACTURERS    OF 

"THE  PERFECTION" 
Human  Hair  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

1  9  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 


Fancy  Leather 
Goods 


We  make  an  extensive  line  suit- 
able for  dealers.in  Fancy  Goods, 
Stationery,    Haberdashery,    etc. 


Send  for  Illustrated  Catalogue 

C.  F.  Rumpp  &  Sons 


Estahlished 


PHILADELPHIA,  PA.,  U.S.A. 


New  York  Salesrooms 


683-685  Broadway 


An  o  IjuH-hcoti  Outfit 


HUMAN    HAIR    and    SILK   FRINGE    and    BACK    NETS 

ALSO    GREY,   WHITE  AND  DOUBLE  HAIR  NETS. 

DIreot  from  the  Actual  Makers. 

Each    net  In  separate  envelope   if  required. 
PROMPT  DELIVERIES.  PERFECT  GOODS.  LOWEST  PRICES. 

Also  all  kinds  of  Hair  Goods,  Puffs,   Tails,   Padm,  etc.,  etc. 

J.  H.   NAGELE  &  CO.,     Boston,     Lincolnshire,    Eng'and,    and    Jglau,  Austria. 


If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now.  Dry  Goods  Review  Subscription  Department,  ]  0 
Front  Street  East,  Toronto.    

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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KNITIED     GOODS 


Dry  Goods  Revietv 


Sorting  Orders 


It  is  now  evident  that  a  boom  is  inevit- 
able in  all  lines  of  business;  and  the 
line  of  knitted  goods  is  no  exception. 
This  ad.  is  designed  mainly  to  assure 
our  customers  that  we  are  fully  able  to 
take  care  of  all  sorting  orders  in 

Knitted  Gloves,  Mit- 
tens, Toques,  Caps  and 
Hosiery 


Let  us  have  yoiu-  sorting  orders  now  so 
that  there  will  be  no  chance  of  your 
finding  yourself  out  of  stock  later  on 
in  the  season. 


R.  M.  Ballantyne 

Limited 

Stratford         ::        Ontario 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers, 


Difficulty  in  Meeting    Demand    for    S\veater    Coats 

Manufacturers  said  to  be  Overtaxed  with  Orders— Behind  in  Deliveries- 
Some  New  Colors  and  Effects  in  Spring  Lines —Approach  of  Winter  and 
Christmas  Season  Causes  Good  Business  in  the  Knitted  Goods  department. 


TIIKSE  are  busy  days  in  the  knitted  goods 
market.  In  fact,  there  are  manufacturers  who 
state  that  it  is  a  little  too  busy  —  with 
emphasis  on  sweaters.  The  demand  for 
these  lines  'is  simply  out  of  all  proportions  with  that 
which  was  anticipated.  Specific  delivery  appears  to  be 
out  of  the  question,  as  the  situation  which  has  developed 
is  taxing  almost  every  factor  that  has  to  do  with  the 
production  of  the  finished  garments. 

The  approach  of  the  Christmas  season  has  had  some- 
thing to  do  with  the  apprehensive  tone  in  the  market. 
Goods  of  the  sweater  coat  class  have  been  slated  for  a 
great  business  during  the  holiday  season.  What  more 
suitable  gift  than  a  stylish  knitted  jacket,  neatly  boxed  ? 
Some  of  the  large  retailers  state  that  they  have  had  this 
question  in  view,  and  lucky  indeed  is  he  who  has  any- 
thing like  a  sufficiency  in  stock. 

Commenting  upon  the  condition  of  the  market,  a 
manufacturer  of  knitted  coats  has  this  to  say  : — 

"Because  of  the  greatly  oversold  condition  of  the 
market,  we  have  for  some  time  tabooed  the  subject  of 
sweaters.  The  subject  is  more  or  less  of  a  nightmare 
and  a  great  aggravation  to  buyers  who  cannot  get  the 
goods  they  need. 

"Numbers  of  inquiries  are  arriving  daily  requesting  to 
be  put  'in  touch  with  someone  who  can  supply  any  or  all 
of  the  different  kinds  and  qualities  of  coats  for  men, 
women  and  children.  These  inquiries  are  not  welcomed 
by  manufacturers   or  wholesalers. 

"This  is  an  unusual  state  of  affairs  and  no  hope  can 
be  held  out  for  any  improvement  during  the  rest  of  the 
season. 

"Present  indications  are  that  the  business  for  next 
'Spring  will  be  equally  as  great  as  that  of  this  Fall.  The 
lesson  taught  by  present  experience  is  for  buyers  to 
make  up  their  minds  quickly  'in  regard  to  spring  lines 
that  will  be  presented  to  them  within  the  next  month  or 
six  weeks." 

The  Sympathetic  Attitude. 

It  is  useless  now  to  talk  of  the  reluctancy  in  Fall 
placing.  The  greatly  improved  condition  of  the  country 
and  the  clearer  outlook  will  undoubtedly  create  that 
confidence  which  causes  trade  to  swing  back  to  normal 
channels.  The  retailer  cannot  be  unappreciative  of  the 
fact  that  the  wholesaler  and  manufacturer  are  expected 
to  anticipate  to  a  greater  extent  than  ever  before.  Such 
situations  as  that  which  now  exist  will  emphasize  the 
desirability  of  a  really  sympathetic  attitude  and  action 
from  one  end  of  the  trade  to  the  other. 

Still,  there  is  a  great  assortment  of  knitted    outer 


garments  seen  in  many  of  the  stores,  and,  so  far  as 
Spring  is  concerned,  some  of  the  largest  buyers  state 
that  they  have  every  reason  to  look  forward  to  the 
greatest  season  in  this  class  of  goods  on  record.  It  is 
apparent  from  some  of  the  Sjiring  lines  showing  that 
there  is  to  be  u  greater  range  of  colors  than  has  b^en. 
Manufacturers  are  evidently  taking  the  word  from  the 
dress  goods  men.  For  example,  one  coat  in  an  English 
line  was  of  old  rose  with  trimmings  of  white — that  is, 
the  collar,  the  bands  at  the  ends  of  the  sleeves  and  on  the 
pocket  welts  were  of  white,  bordered  with  the  body  color. 
It  was  a  rather  striking  garment  in  jacket  length,  made 
to  retail  at  $4  and  $5.  The  thirty-six  inch  coat  is  said 
to  be  one  of  the  greatest  favorites  in  present  day  demand 
and  a  continued  run  is  prom'ised  for  the  Spring  and 
Summer. 

The  Style  Preference. 

liemarking  upon  preference  in  styles,  as  indicated 
by  business  from  day  to  day,  the  head  of  a  department 
stated  that  while  genuine  style  quality  was  a  great 
factor  in  the  selling,  there  was  very  good  business  in 
stajjle  shapes,  such  as  the  Norfolks,  the  regulation 
golfers  and  those  to  which  no  better  description  could 
be  given  than  sweater  coats.  The  demand  for  street 
wear  styles  had  caused  increasing  activity  in  the  smartly 
fashioned  garments  in  both  plain  and  fancy  stitches,  and 
in  the  different  lengths,  although  the  longer  styles  are 
confined  by  price  pretty  well  to  the  high-class  trade. 

The  re-opening  of  the  college  season  has  been  an- 
other cause  of  good  business  in  the  sweater  class.  Some 
manufacturers  have  had  large  special  orders  to  fill  for 
rugby  clubs  and  other  sporting  organizations,  with  which 
the  collegian  will  identify  himself  during  the  Autumn  and 
Winter.  Heavy  house  and  knitted  caps  have  also  been 
figuring  in  the  business.  The  Spring  demand  for  sport- 
ing lines  is  also  good. 

The  Help  Problem. 

To  those  familiar  with  the  great  variety  of  con- 
stituents in  the  up-to-date  knitting  factory,  the  necessity 
of  an  efficient  working  staff  must  be  apparent.  When 
\t  is  considered  that  competent  operatives  cannot  be 
picked  up  easily  and  that  tlie  great  majority  must  be 
shown  from  the  beginning,  it  will  be  seen  how  grave  is 
the  questitm  of  labor  in  those  problems  which  have  to 
do  with  the  smooth-running  of  a  factory,  particularly 
in  a  busy  season,  when  telegrams  and  letters  are  plead- 
ing for  deliveries.  This  question  of  help  is  causing  per- 
plexity with  more  than  one  knitted  goods  manufacturer 
to-day. 
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Are  you  a 
Hermsdorf 
Merchant? 


Breezy 

Business  Bringing 

Hosiery  Ads. 

can  readily  be  built  around  the 
striking  cuts  which  we  supply  to 
HERMSDORF  Merchants  Free. 

HERMSDORF   MERCHANIS 

are  those  who  believe  in  giving  their 
trade  the  blackest  blacks  and  purest 
dyed  hosiery  procurable — "HERAIS- 
DORF  DYED.''  They  invariably 
do  the  biggest  hosiery  business  in  town. 

If  you  carry  hose  with  my  name  on 
the  toes —  the  world's  witness  of 
dye  perfection" — send  for  some  of 
these  cuts,  also  show  cards  and 
booklets  to  help  push  your 
department  to  greater  profit  pro- 
ductiveness. 

Leading  Jobbers  Everywhere 
Sell  HERMSDORF  Dyed  Fast 
Black  Hosiery 

Look  for  the  Truth  on  the  Toes 


4^ 


Works: 

Chemnitz 

Saxony 


American  Bureau 

235  West  39th  Street 

New  York 
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Scarfs  and  Mufflers- 

The  apinuach  ui  vviuler  and  the  Chiistmas  season  lias 
brought  scarfs  and  mufflers  into  prominence.  The  long- 
tubular  neck  protector  for  children,  the  diiYerent  types 
of  flat  muftiers  and  scarfs — those  that  clasp  and  those 
with  small  tassels  at  the  ends,  which  simply  fold  over 
or  underneath  the  jacket  or  neatly  knotted  outside — are 
being  displayed  in  the  store  and  are  already  selling  well. 
In  these  lines  it  is  seen  that  colors  coincide  as  nearly  as 
possible  in  knitted  goods  with  those  which  are  to  be 
popular  in  millinery,  neckwear  or  the  more  assertive 
dress  fabrics.  There  are  such  shades  as  helio,  light 
blue,  grey  and  brown,  while  white  is,  of  course,  the 
strong  feature.  The  importance  attached  to  the  muffler 
demand  may  be  judged  from  the  fact  that  one  large 
factory  has  had  machines  running  all  summer  on  these 
goods,  both  for  special  orders  and  the  regular  trade. 
Shoulder  shawls  and  fascinators  are  also  given  promi- 
nent place  in  the  department    at  the  present  time. 

Fancy  knitted  vests  are  also  an  attractive  feature  in 
the  men's  department  at  the  present  time  and  a  good 
Christmas  business  is  anticipated. 

Caps,  mittens  and  outer  garments  for  children  are 
forming  a  strong  section  in  the  knitted  goods  depart- 
ment. Some  very  natty  little  outfits  for  wee  people  are 
shown,  and  are  meeting  with  a  good  demand. 

Underwear  and  Hosiery. 

The  sorting  trade  in  underwear  has  been  good,  and 
reports  from  those  who  have  been  out  with  Spring  lines 
point  to  a  very  encouraging  volume  of  business  on  the 
placing  basis.  There  are  constant  rumors  of  advancing 
prices,  and  in  one  source  it  is  learned  that  a  large  man- 
ufacturer had  advanced  five  per  cent,  on  a  heavy  natural 
wool  line  of  underwear.  This,  however,  applies  to  re- 
orders. It  'is,  of  course,  a  well-known  fact  that  where 
the  manufacturer  has  had  occasion  to  feel  the  upward 
trend  in  wool  to  any  great  extent,  the  price  or  value  of 
his  product  must  be  governed  accordingly.  The  present 
demand  continues  for  comparatively  lightweight  goods, 
particularly  from  large  towns  and  cities. 

Enquiry  \n  retail  departments  shows  that  practically 
every  weight  in  hosiery  is  selling  with  particular  empha- 
sis en  light  cashmeres.  Medium  and  heavy  weights  are 
coming  to  their  own,  however,  with  the  approach  of 
winter.  This  is  for  street  wear,  but  there  is  a  remark- 
able demand  still  for  lisles  and  sheer  goods  for  noon  and 
evening  wear,  particularly  from  the  high-class  trade.  It 
is  here  that  one  sees  the  strength  of  all  colors  which 
match  with  preferred  shades  in  evening  dress. 


The  New  York  Market. 

Staff  correspondence. 

New  York.  Oct.  30. — Characteristic  with  the  prevailing- 
styles  there  is  a  possibility  of  the  tight  effects  in  sweaters 
coming-  into  prominence  for  the  Spring'.  1910,  season.  These 
jackets,  or  sweater  coats,  as  they  are  more  commonly 
classed,  are  in  Russian  blouse  style,  with  belts  that  hold 
the  fulness  aboul  llie  waist.  Word  from  manufacturers 
wlio  are  preparing-  new  styles  confirms  this  report,  and 
for  Spring-  the  filled  effects  and  blouses  will  have  pre- 
cedence fiver  all  other  styles. 

Colors  in  hosiery  for  1910  show  blacks  and  browns 
strongly  in  demand.  This  is  characteristic  of  the  favor 
shown  for  quiet  and  dark  footvvea.r.  All  colors  are  order- 
ed, however,  as  is  always  the  ease. 

Each  season  it  is  noted  that  light-wear  or  slieer  hos- 
iery   is    beeoming    universally    adopted,    which    'has    prac- 
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SATISFIED 
CUSTOMERS 


GOOD 
PROFIT 


LONG   WEAR 


These  are  our  Selling  Representatives: 


ONTARIO 

C  ft  A.  G.  CUrke,  Bnpire  BoUding 
WaUiogrton  St.  W.,  Toronto 


Co«ldkiff  ft  Co.,  SOWeUlngftOD  St.  EMt. 
Toronto 


BRITISH  COLUMBIA 

G«o.  A.  Campbell,  P.O.  Box  1(GB 

Vancouver,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woo<riU.  20  and  21  Roy  Bide. 
HaUfax.  N.S. 


MANITOBA 

Prank  Clark,  Wlnnipoff  and  N.W«  Terrttorlei 


The  Peerless  Underwear  Co.,  Ltd. 

Hamilton  -         •  -  Canada 


PUasf  M4ntion  Tht  Revitw  to  Advertisers  and  Their  Travelers, 
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In  Canada, as  in  the  States, 
the  children's  knit  waist 
that  outsellsall  others  isthe 


JT  outsells  all  other  knit  waists  combined  because  it   outwears  any  knit  waist  on 
the  market. 

It  outwears  them  all  because  : — 

The  fabric  is  elastic,  g-jves  with  the  wearer,  doesn't  rip  because  there  are  no  parts  that 
cannot  stand  the  strain  of  rough-and-tumble  boys  and  girls. 

The  fronts  are  sateen  or  strong  muslin  which  outwear  six  "self"  front  waists. 

Buttonholes  won't  fray— buttons  are  sewed  on  to  stay  and  they  won't  break  in  the  wash 
wringer. 

The  tapes  are  scientifically  placed  to  suspend   the  weight  of  outer  garments  direct  from 
the  shoulders. 

We  Stand  back  of  each  NAZARETH  Waist.      If  for  any  reason  a  customer  returns  a 
NAZARETH  Waist  refund  her  money  and  we'll  supply  a  new  one. 

If  you  are  selling  knit  waists  that  cannot  stand  such  a  broad  guarantee— you  should  stock 
a  round  of  sizes  in  NAZARETH  Waists  before  you  lose  your  grip  on  the  mothers'  trade. 

NAZARETH  Waists  must  be  the  best  on  the  market  or  we  wouldn't  have  to  make 
nearly  five  and  a  half  million  of  them  yearly. 


The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary.  Alta. 
W.  R.  Brock  Co.,  Ltd. 

Halifax,  N.S. 

J.  4  M.  Murphy, 
W.  4  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 

Macnec  A  Minnes 

London,  Ont. 

McMahen.  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson.  Little  4  Co. 


Montreal,  Que. 

W.  R.  Brock  Co..  Ud. 
Gault  Bros.  4  Co.,  Ltd. 
Grcenshields  Ltd, 
Hodeson,  Sumner  &  Co. 
A.  Racine  4  Co. 
Brophy,  Parsons  4  Rodden 
Kyle.  Cheesbroueh  4  Co. 
Mclntyre,  Son  A  Co. 
P.  P.  Martin  4  Co. 
A.  O.  Morin  &  Co. 

Quebec,    Que. 

Thibaudeau.  Freres  &  Cie., 
McCall.  Shehyn  A  Co.. 
Gauvreau.  Beaudry  k  Cie.. 


Ottawa,  Ont. 

John  M,  Garland,  Son  4  Co. 


St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  A  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros..  Ltd. 


Winnipeg,   Man. 

R.  J.  Whitla  A  Co.,  Ltd. 
Robinson,  Little  4  Co. 


Toronto,  Ont. 

John  Macdonald  4  Co. 
Beattv,  Kerr  4  Verner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  A  Co. 
Denton.  Mitchell  4  Duncan 

Vancouver,  B.C 

The  Gault  Bros.  Co. 


I  NazaremJ     Mills  at 
Nazareth, 
Pa.,    U.S.A. 


♦Na»AJ0G 


350   Broadway, 


^J 


New  York 


Canadian    Representatives  :— 

E.  H.  Walsk  &•  Co. 

Toronto  and  Montreal 
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Let  us  send  you 
our  plan 


We  want  you  to  know  how  we  are 
helping  retailers  sell  more 

ottfteece 

EIDERDOW'^ 

Garments  for  Women 

Let  us  send  you  copies  of  the  ad- 
vertisements and  booklet  we  are 
using  to  interest  the  women  folk 
in  "Galtfleece"  Garments. 

Merchants  who  handle  "Galtfleece" 
Dressing    Sacques    and    House 
Gowns  are  doing  good  business- 
There' s  a  reason  for  it. 

THE  GALT  KNITTING  CO.,  LIMITED 

GALT,  ONTARIO 


Two 
Strong 
Giiar= 
antees 

Accompany 

BRITANNIA       UNDERWEAR 


Positively  T^nshrinkalile 
Through  Washing. 


Any  Garment  Shi-iink 
will  be  replaced. 


IJi-itannia  irt  a  high-grarle,  finest  quality, 
all  wool  creation— in  every  size. 

Worn  and   admired  by  the  best    people 

Your  wh   lesaler  will  supply  yon. 
Britannia  Unilerwear  sells  on  its  merits. 

Attractive  Sales-helps  sent  you  for  the  asking. 
Duncan     Bell,     Representative 


Manchester  Building, 
TORONTO 


301  St.  James  Street 
MONTREAL 


tica^ly  eliminated  from  the  ma.rket  wool  and  fleeced 
iioods.  Tlie  demand  for  silk  hosiery  is  steadily  increasing. 
There  seems  to  be  a  bigger  demand  for  those  silk  hose 
with  lisle  feet  and  tops,  thus  insuring  longer  wear  and 
a   protection  from  the  garter. 

It  is  as  essential,  both  for  the  sake  of  comfort  and 
economy,  that  hosiery  should  fit  properly,  and  a  cardinal 
rule  is  "tit  them  long."  The  foot  of  the  stocking  should 
be  of  ample  length,  so  as  to  avoid  constriction  of  the  toes, 
and  the  ills  that  follow  the  use  of  tight  stockings,  as  they 
do  wearing  of  tight  shoes.  A  careful  observation  of  the 
fitting  qualities  of  a  line  of  hosiery  will  give  increased 
satisfaction  to  customers. 


Heavy  Run  in  Sweater  Coats. 

Staff  Correspondence. 

Winnipeg,  Nov.  1. — There  is  a  shortage  in  ladies'  Nor- 
folk sweater  coats,  and  the  run  all  season  has  been  veVy 
heavy.  Several  wholesale  houses  are  awaiting  arrivals  at 
present,  but  it  is  expected  that  the  shipments  will  be  small. 
The  men's  swea.ter  coat  is  very  popular  also  and  stocks 
are  light.  So  far.  however,  the  demand  has  been  sup- 
plied. 

The  wholesale  dry  goods  houses  in  this  city 
have  for  several  weeks  been  much  concerned  about  the 
shortage  of  several  lines.  Manufacturers  have  not  ap- 
parently been  able  to  keep  up  with  the  rapidly-gTowing 
demand  for  printed  goods  and  woolen  specialties,  and  al- 
so, owing  to  the  great  rush  on  the  part  of  the  manufac- 
turers, samples  have  not  been  arriving  promptly  for 
Spring  goods.  This  was  the  case  to  a  certain  extent  last 
Spring,  and  early  Summer.  This  Fall  the  falling  off  of 
samples  is  much  more  noted,  and,  as  a  result,  the  Spring- 
trade  may  be  seriously  delayed. 

Just  why  retailers  have  not  ordered  heavily  enough  to 
meet  their  trade  is  not  easily  explained.  A  traveler  said 
recently  that  it  was  due  to  the  fear  that  a  similar  financial 
strain  such  as  occurred  two  years  ago  might  be  repeated. 

The  great  difficulty  seems  to  be  that  the  output  and 
demand  in  the  west  is  so  heavy  that  manufacturers  can 
not  keep  ahead  of  the  demand.  Wholesalers  could  relieve 
the  merchant  at  the  desired  time,  if  they  had  the  goods. 
It  has  been  noticed  particularly,  that  certain  styles  of 
ladies'  clothing,  of  which,  wholesales  ordered  only  a  limit- 
ed supply  last  Spring,  are  all  sold  out  and,  of  course,  the 
exact  styles  cannot  be  reproduced.  That  very  healthy, 
economic  condition  is  actually  in  existence,  when  the  con- 
sumption  is  greater  than   the  production. 


The  Ontario  Yarn  Co.,  of  Markham.  is  asking  the  town 
to  lend  the  company  $15,000  for  the  purpose  of  extend- 
ing the  mills  and  works.  The  company  proposes  to  repay 
the  loan  by  annual  instalments  of  $1,000  per  year. 

The  merchandising  facilities  of  the  Beehive  ladies' 
wear  a,nd  hosiery  store  of  Peterborough,  are  being  im- 
proved by  extension  to  a  third  floor,  and  the  installation 
of  an  elevator.  The  new  floor  is  being  fitted  out  for  use 
as  a  salesroom. 

The  W.  E.  Sanfurd  Manufacturing  Co..  Hamilton,  have 
purchased  a  site,  73  ft.  x  280  ft.  on  Catherine  St..  that 
city,  and  another  property  75  ft.  x  140  ft.  ad.ioining  upon 
which  they  propose  to  erect  buildings  which  will  not  only 
enable  them  to  concentrate  their  labor  but  also  increase 
their   manufacturing   facilities. 


Drx  Goods  Reviczi 


KNITTED     GOODS 


93 


Jaeger  Pure  Wool 


SUITABLE  FOR  XMAS  PRESENTS 

Underwear  Gloves  and  Hosiery 

Knitted  Coats  Dressing  Gowns 

Fancy  Knitted  Goods     Rugs  and  Blankets 
Fleece  Slippers 

Mail  orders  receive  prompt  attention 


For  trade   terms   and   catalogue   apply   to 


Dr.  Jaeger's  Sanitary  Woollen  System  Co, 

52  Victoria  Square,  Montreal 


LIMITED 


WOLSEY  Underwear 

Keep  Your  WOLSEY  Stock  Well-assorted 


OUR  newspaper  advertising:]: 
is  telling  about  WOLSEY 
Underwear  in  a  convincing  way, 
and  our  showcards  and  folders 
help  to  bring  home  in  un- 
mistakable fashion  the  many 
attractions  of  WOLSEY  Under- 
wear. And  all  we  claim  for 
WOLSEY  Underwear  is  main- 
tained. 


UNSHRINKABLE 


C.  WOLSEY  Underwear  is  pure 
wool,  perfect  fitting,  sound  wear- 
ing, and 

ABSOLUTELY 

UNSHRINKABLE 

in  wash  and  wear. 

C.  To  sell  a  customer  WOLSEY 
is  to  feel  confident  of  a  regular 
customer,  and  friends,  too. 


Put  WOLSEY  to  the  Front  this  Fall 
WOLSEY  Underwear  Builds  Business 

FROM   ALL  LEADING  WHOLESALERS 
Assort     your    stock    when     in    the    market   this    month. 
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^i  tke  Wo\t\i   of  tke 


TheV-NeckWi 


ins! 


TKe  Bradley 
Knitting  Co. 

Delavan,         Wis. 


The  accompanying  cut  is 
a  reduced  copy  of  the  con- 
sumer advertisement  now 
being  used  by  us  very  ex- 
tensively to  gain  pubhcity 
for  the 

BRADLEY 

FULL-FASHIONED 

MUFFLER 


Every  advertisement  will  feature  the  Bradley  "  V-Neck,"  and  consumers 
will  insist  on  the  muffler  with  the  "  V-Neck."  We  protect  your  profits 
by  not  allowing  the  BRADLEY  MUFFLER  to  be  retailed  for  less  than 
5()c,  and  while  we  appeal  to  the  consumer  through  the  magazines,  we 
direct  him  to  the  deale7\ 

There's  no  other  full-fashioned  muffler  in  the  world — no  mufffer  having 
the  merit  of  the  "Bradley"— no  other  mufffer  with  such  appearance, 
such  fitting  qualities,  such  comfort,  such  selling  and  profit  possibilities. 

The  BRADLEY  MUFFLER  has  been  granted  Letters  Patent  in  most 
civilized  countries,  and  infringers  of  our  copyright  will  be  proceeded 
against  with  the  utmost  rigour  of  the  law. 

ORDER  WITHOUT  DELAY 

THE  MONARCH  KNITTING  CO.,  LTD. 

Dunnville,  Ont. 
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Warning 

I  own  the  Canadian   patent  on  the  FAMOUS 

BRADLEY  FULL  FASHIONED  MUFFLER 
and  THE  MONARCH  KNITTING  CO.,  LTD., 
Dunnville,  Canada,  are  the  So/e  Canadian 
Manufacturers .  I  will  prosecute  any  Retailer^ 
Jobber  or  Manufacturer^  offering  for  sale  an  in- 
fringement on  this  patent.  This  is  the  only 
muffler  in  the  world  that  has  been  granted 
letters  patent  on  its  mechanical  construction 
and  I  will  spend  any  amount  of  money  to  pro- 
tect my  patent  rights  and  see  that  they  are  not 
infringed  upon.  This  is  not  a  bluff  but  just  a 
little  friendly  advice.  If  you  offer  infringe- 
ments and  get  into  trouble  blame  yourselves  and 

not  THE  MONARCH  KNITTING  CO.,  LTD. 

BRADLEY  TYRRELL, 

Delevan,   Wis. 
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Pen- Anile  ^^„ 
Hosiery  Is 
*'"'*»    Seamless   W 


Think    whai 


■   pl« 


(•■01  ur    rip   apart      Really,    If   you    i 

buy    no   noBlery   bui    Pen-Angle  Seai 
Hosiery 


2  Pairs  Free  for  any  pair  that  fails 


Hosiery  a 
fulflll   (his 


tip  Ouarinteed 


ralrem      and      aquarent  —  hosiery  Ho     1720— pinr     quality     Cotion 

lenre      In      Pen-Anglr      Hosiery  ^i!Si"i,p|V"'"k''     ^rV     '^"''     S^' 

Exclosive  Process  *"'"  *^'"' 

The   reason   (or   Pen-Angle   eu-  TOT   McD 


"•""   ■"  '^''"«"''  myrtle,    peorl   rray     sinle.    oiblood 

hey   rorm-knli   Ihe   hosiery   to  '■e'lo.  rndet    blue  and  bisque      Bo« 

n  anywbere.  h»se      G-ply  body,   spun   rrom  purs 


Reinforced  Toel 


four.ply    lon^   slnple 


leas   Hosiery— Ihe     hosiery     with  *""    '   P"'"'   *^  " 

Ibe  DOUBLE  Kuaran.ee  IflStmCtiOBS 


For  Ladies 

ITM  -'LDdy       Fnlr- 


Catalog  Free 


^nAngle 

<&.  flosiersy 

P^NMANS.  LIMITED,  DEPT^         PARIS,  CANADA 


T 


HIS  advertisement, 
(greatly  reduced)  is  one 
of  the  Pen-Angle  series 
which  appears  regularly  in 
the  leading  Canadian  news- 
papers and  magazines.  We 
are  spending  thousands  of 
dollars  to  interest  the  pub- 
lic in  Pen-Angle  Hosiery. 
The  advertisements  are  not 
intended  to  secure  orders 
direct.  They  are  for  the 
Dealers'  benefit.  So  you 
should  give  us  your  en- 
thusiastic co-operation. 


More  News  About 

Pen-Angle 

Doubly  Guaranteed 

Hosiery 


Our  new  plan  of  selling  hosiery  is  meeting  with  great  success. 
Wide-awake  dealers  are  giving  us  their  hearty  co-operation.  And 
so  should  you. 

The  plan  in  a  nutshell  is  this  :  We  give  a  double  guarantee — 
2  Pairs  Free — with  a  number  of  the  leading  lines  of  Pen-Angle 
Hosiery. 

Here  Is  the  Guarantee 

Pen-Angle  Hosiery  is  guaranteed  to  fit  you  perfectly,  not  to 
shrink  nor  stretch,  and  the  dyes  to  be  absolutely  fast.  It  is  guar- 
anteed to  wear  longer  than  any  other  Cashmere  or  Cotton  Hosiery 
sold  at  the  same  price.  If,  after  wearing  Pen-Angle  Guaranteed 
Hosiery  any  length  of  time,  you  should  ever  find  a  pair  that  fails  to 
fulfill  this  guarantee  in  any  particular,  return  the  same  to  us  and  we 
will  replace  them  with  TWO  new  pairs  free  of  charge. 

No  Time  Limit 

That  is  the  fairest  and  squarest  guarantee  we  know  of.  It  is 
backed  up  by  the  lai'gest  hosiery  mills  in  Canada.  There  is  no  "red 
tape"  about  it.  As  there  is  no  time  limit  (guai'antee  says  "for  any 
length  of  time  "),  there  are  no  papers  for  you  to  sign. 

Two  Pairs  Free 

You  see,  we  are  so  confident  of  the  superiority  of  Pen-Angle 
Hosiery  that  we  give  a  Double  Guarantee.  This  2  Pairs  Free  Guar- 
antee is  making  a  strong  impression  on  the  buying  public.  It  makes 
Pen-Angle  Hosiery  very  easy  for  you  to  sell. 

Cashmere  and  Cotton  for  Men  and  Women 

Hitherto,  only  cotton  hosiery  has  been  sold  under  any  sort  of  a 
guarantee.  Now  you  can  sell  both  cotton  and  cashmere  hosiery  with 
a  Double  Guarantee.  And  Pen- Angle  Hosiery  is  both  Seamless  and 
Fashioned. 

Striking  Window  Sign 

We  will  give  you,  free  of  charge,  a  striking  window  sign,  which 
will  inform  people  you  are  headquarters  for  Pen-Angle  Doubly-Guar- 
anteed Hosiery  and  bring  them  into  your  store. 

Handsome  Catalogue 

Send  for  handsome  catalogue,  showing  Pen-Angle  lines  in  colors. 
Make  up  an  order  right  away.  There  is  a  splendid  margin  of  profit. 
This  is,  by  long  odds,  the  best  hosiery  proposition  evei'  offered  to  the 
dealer.     Let  us  hear  from  you  by  next  mail. 


Penmans,  Limited,    Paris,  Canada 
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There'smoneyinitforyou! 


A  splendid  line  in  Ladies'  Summer 
Underwear  is  shown  in  accompany- 
ing cut-Our  No.  4730. 

Ladies'  Oxford  Vest 

Trimmed  with  Torchon  Lace 

This  garment  is  a  great  favorite, 
being  exceptionally  well  made  and 
trimmed,  and  is  elastic  and  snug 
fitting. 

"Oxford"  Fine  Swiss  Ribbed  Underwear 

is  a  line  you  will  find  easy  to  sell 
at  good  prices. 

Write  for  prices,  including  our 
"ILET"  BIRDSEYE  ELASTIC  UNDERWEAR 


THE  OXFORD  KNITTING  CO.,  Limited 


WOODSTOCK 


ONTARIO 


A  Long  Experience  Lies  Behind 
Every  Zenith  Garment 

are  one  of  the  oldest  established  manufacturers  of  underwear  in 
anada.  Zenith  Brand  is  therefore  the  product  of  the  longest  ex- 
erience  in  the  making  of  underwear  for  the    Canadian    Market 

know   that  Zenith    Brand    is  the  best  quality  of  underwear  made 
Canadian    mill ;    and    our    extensive    list    of    regular    customers 
know     that     the     quality     of    Zenith     Brand    brings    in     repeat 
orders. 

If   you    are    looking    for    a  line   of   underwear  that  will  arouse 
the  satisfaction  of  every  customer,  just  try  Zenith  Brand. 

Travellers    now     showing    Samples    of    Zenith 
Brand  underwear  for  fall-     It  is  manufactured  by 

S.  LENNARD  &  SONS,  Dundas 

RICHARD  L.  BAKER  &  CO. 
100  Wellington  St.  W.,  Toronto,  Sole  Selling  Agents 


VNDE:R^%VCiAR 
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27    Dale    Street,    Manchester. 


TRADE  MARK 


Sun    Mill,    Littleborough. 


THOS.   GRIMSHAW  &    SONS, 


Works: 
Sun  Mill,  Littleborough 

Branches : 
Liverpool — 21  Lei^h  Street 
Birmingham — 20  Gannon  Street 
London  Office— 6  Milk  Street,  E.G. 
Glasgow  Office — 40  Union  Street 
Sydney,  N.S.W.— 458  George  Street 


LIMITED. 


Hosiery   Manufacturers 

27   Dale   Street, 
MANCHESTER,  eng. 

A^ent  for  Canada,  A.    W.    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 
Specialty:   "OAK    TREE"    HOSIERY    and    UNDERWEAR 


UINSHRINKABLE 


Nderwea 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


PATENT 


Ttiese  Specialities  are  made  of  Unstirinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Sillt  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholr.sale  onh) 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWEAR. 
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STANFIELD'S 

THE  ORIGINATOR 


The  founder  of  the  Stan- 
field's  Mills  ori&rlnated 
Unshrinkable  Underwear. 
Stanfield's  Underwear  was 
thus  the  first  unshrinkable 
underwear  made  in  Canada. 

To-day,  Stanfield's  under- 
wear is  known  to  dealer  and 
consumer  as  the  one  make 
of  underwear  that  holds  its 
shape.  Made  in  3  standard 
weights  — and  17  other 
weights  and  qualities  to 
suit  the  needs  of  every  man 
and  woman. 

Wiite  for  samples  and  prices. 


Stanfield's    Limited 

TRURO,  N.S. 


THE  HALL-MARK  OF 


Registrred  No.  262,005 


To 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

PLE,  and   starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

be  had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses 


Health  Brand 

Under^vear 

For  Spring,    1910,  W'C  will  sell 

HEALTH    BRAND    underwear 

shipped  and  charged  direct  from  the 

factory. 

We   are  in   a  position   to  offer  you 

better  values  than  any   other  manu- 

facturer in  Canada. 

It  will  pay  you  to  see  samples  before 

placing  Spring  orders. 

Sole  Selling  Agents. 

Greenshields  Limited 

MONTREAL 

CUSTOM 
OMPELLERS  ■- 


Nothing'  has  more  influence  in  compelling 
custom  to  your  store,  and  in  retaining  trade, 
than  the  selling  of  an  article  with  a  guarantee 
behind  it  !  \'ou  can  fix  your  sceptical  customer 
in  a  trice  when  you  guarantee 

"CEETEE" 


underwear  to  be 

ABSOLUTELY  UNSHRINKABLE 

and  when  you  offer,  unconditionally,  to  replace 
any  garment  that  shrinks  in  the  wash. 
In  other  respects — in  fit,  finish,  elasticity,  and 
comfort     in      wear —  "CEETEE"     has      no 
superiors  and  few  equals. 


The  C.  TURN  BULL  CO. 

OF  GALT,  LIMITED 

GALT        -        -        -       ONTARIO 
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GOODS  OF  QUALITY 


MARK 


MADE  BY 
MtGODERICH  KWITTING  C© 


We  supply  a  brand  of  Hosiery  and  Mitts 
that  are  of  the  very  best  quality.  We  are 
prompt  and  careful  in  filling  orders,  and 
aim  to  make  your  dealings  with  us  a  pleasure 
to  you. 

"The  Maple  Leaf  Brand 
of   Hosiery  and  Mitts 


WE  ARE  IN  A  GOOD    POSITION  TO  FILL 
SORTING  ORDERS  FOR  FALL  DELIVERY. 


» 


Goderich  Knitting  Co. 

Goderich,  Ont. 


LIMITED 


SELLING  AGENTS: 
J.  E.  McCIung,  Toronto,  for  Ontario. 
Fred  S.  White,  St.  Stephen,  N.B.,  for  Maritime. 
Gerhardt,  Hanley,  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montrecl,  Que.,  for  Quebec. 


St.  George  Brand  i 

Underwear  for  Men        I 


$  made  in  various  weights  and  textures 

I       WOOLNAP 

W  (For  extra  warmth) 

4^  Also  bears  the  St.  George  Trademark 

4^  for      your       protection     and     ours. 


w^^ 


Orders  sho\v  which 
way  the  wind  blows 

A  dealer  in  Montreal  gave  us  an  order 
last  year.  $125  worth  of  Eureka  Un- 
shrinkable Under\vear;  he  increased 
his  first  order  this  year  to  $1,000. 


From    the    Winnipeg    dealers  we    are 
already   receiving  large  repeat  orders. 
I       And  other  large  orders. 


A  Newfoundland  merchant  of  long 
experience  after  seeing  all  the  other 
makes  of  underwear,  sent  us  an  order 
for  a  large  amount.  This  after  each 
line  had  been  given  a  fair  test. 


I. 


Eureka  heavy  weight,  medium  priced. 
Unshrinkable  Underwear  for  men  is 
the  only  kind  made  of  all  Nova  Scotia 
wool. 


Samples  will  be  sent  to  you  upon  request 

Nova  Scotia  Knitting  Mills 

Limited 

EUREKA,  NOVA  SCOTIA 


The  Stocking  Problem 

IS  ONE  THAT  WORRIES  EVERYONE. 


Customers  will  not  complain  over  PARKS'  goods 
because  they  are  made  of  the  soundest  materials. 
WHO  IS  PARKS? 

He  runs  a  well-fitted  stocking  and  sock  factory  in 
ST.  JOHN,  N.B.,  where  really  you  would  be  sur- 
prised at  the  variety  and  quantity  of  goods  he 
turns  out.  It  means  money  to  you  to  get  in  touch 
with   him. 

U'n'/e  for  catalogue  and  prices. 

W.  J.  PARKS,    -    ST.  JOHN,  N.B. 


s 


OUTHALLC 


SANITARY     TOWELS 


s 


The  Orig:inal  and    Best. 


Modern  science  and  the  spread  of  Hygiene  made 
the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
widely  known  and  appreciated  as  an  indispensable 
article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  p.iiticulars  and  samples  to  the  Agent  for  the  Dominion, 

J.  M.  SCHEAK,  Carlaw  Buildings,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites,in  3  sizes). 

Southalls'  Sheets  for  Accouchement  aiidotTier  Sanitary  Specialities. 

Manufactured    by 

SOUTHALLBROS.  &  BARCLAY  Ltd.,  Birmingham.  Eng. 
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Plan  Your  Building  to  Meet  Low  Insurance  Requirement 

Importance  of  Architects  Conferring  with  Competent  Insurance  Men 
—  How  Savings  Well  Worth  While  have  Been  Brought  About— Avoid 
Carelessness  in  the  Store  or  Factory— Get  After  the  Negligent  Tenant. 


WHEN  a  merchant  or  manufacturei'j  at  an  ex- 
penditure of  $50'0,  reduces  his  fire  insurance 
rate  by  28  cents  on  every  $100  of  liis  $30,- 
000  policy,  he  has  all  of  the  dements  of  a 
g-ood  investment  if  he  will  only  look  at  it  tha't  way. 

"There  are  many  business  men  who  seem  to  feel  that. 
to  investigate  their  own  interests  in  the  matter  of  in- 
surance, is  only  courting  additional  expense,"  said  an  in- 
surance man  to  The  Review.  "It  is  easy  for  them  to  as- 
certain that  such  an  attitude  is  certainly  not  to  their  ad- 
vantage. 

"The  same  may  be  said  of  the  insurance  man  who 
considers  that  conditions  which  maintain  high  premiums 
are  the  more  desirable.  The  agent  who  knows  his  business. 
that  his  people  are  getting  good  value  for  their  money, 
that  they  are  fully  aware  of  the  weak  spots  in  their  risks 
and  what  they  must  do  to  improve  them.  The  agent  who 
takes  the  greatest  interest  with  the  object  of  bringing 
about  improvement  of  risks  where  possi'ble,  even  though 
premiums  may  thus  be  reduced,  and  not  be  afraid  of 
competition.  He  will  show  the  business  man  the  signfi- 
cance  of  the  good  and  bad  risks,  not  only  in  their  individ- 
ual application,  but  also  to  the  community — from  an 
insurance   standpoint." 

The  Agent's  Duty. 

The  above  statement  coming  from  an  insurance  man  is 
important,  since  it  indicates  that  it  should  be  the  agent's 
duty  to  afford  the  insured  every  facility  in  posting  him- 
self upon  details  of  his  risk  and  rate. 

Inquiry  by  The  Review  g'oes  to  show  that  there  is 
greater  investigation  in  this  matter'  at  present  than  ever 
before.  In  some  of  the  larger  towns  and  cities  consid- 
erable reduction  in  rates  have  been  brought  about  as  the 
result  of  conference  between  insurer  and  insured.  In 
every  case  reductions  in  rates  have  followed  recom- 
mended changes,  and  these  have  always  made  for  im- 
provement in  premises. 

One  instance  in  particular  may  be  cited.  That  of  a 
hosiery  manufacturer.  Prior  to  changes  he  had  a  rate  of 
93  cents.  He  figured  that  this  was  rather  high  and  con- 
sulted an  insurance  agent.  The  building  was  inspected. 
It  was  recommended,  as  a  result,  that  his  freight  elevatoi's 
and  stairs  be  properly  enclosed,  and  the  entrance  to  cel- 
lar protected.  He  had  this  done  and  his  rate  dropped 
from  93  to  72  cents.  Then  he  installed  pails  and  a  stove- 
pipe and  roof  hydrant,  and  his  rate  fell  to  65  cents,  or  a 
saving  of  28  cents  on  every  hundred  dollars'  worth  of  in- 
surance. This,  considered  in  its  proper  relation  to  out- 
lay, was  well  worth  while.  There  ai'e  many  such  in- 
stances.. 

Low  Rate  Essentials. 

One  thing  should  always  be  borne  in  mind  by  mer- 
chants or  manufacturers  when  about  to  remodel  their 
old  premises  or  build  anew.  Plans  should  be  submitted 
to  a  competent  insurance  man  in  order  that  the  essentials 
of  low  insurance  rates  be  not  overlooked.  Too  often  is  it 
the  case  that  after  a  fine  building  has  been  completed, 
the  owner  has  found  that  he  has  not  done  himself  justice 
in  this  particular. 


In  striking  the  rale,  the  insurance  man  figui'es  upon 
merits  and  demerits  as  compared  with  requirements  in  a 
standard  building.  This  is  one  having  walls  of  brick  or 
stone  (brick  preferred)  not  less  than  12  inches  thick  (one 
and  one-half  bricks)  at  top  story,  16  inclies  if  stone,  ex- 
fending  through,  and  12  inches  above  roof  in  parapet, 
coped,  on  all  sides,  and  increasing  four  inches  (one-half 
bi'ick).  in  thickness  for  each  story  below  to  the  ground, 
()!•  of  an  equivalent  average  thickness,  the  increased  thick- 
ness to  be  utilized  for  beam  ledges,  or  wall  corbelled  to 
]n'ovide  same. 

Elevators  and  stairways  cut  off  by  brick  walls,  or  by 
concrete  plaster  on  metallic  studs  and  metallic  lathing, 
continued  from  basement  up  through  roof,  communication 
at  each  floor  protected  with  approved  tin-covered  doors  or 
metal  doors  with  wire  glass  if  lighting  necessary.  Sills  to 
be  incombustible,  skylight  over  elevator  to  be  of  thin 
glass  with  approved  wire  guard  over. 

All  weights,  cables  and  other  elevator  connections  ex- 
cept motor  to  be  enclosed  in  elevator  shaft.  Skylights 
not  permitted  unless  of  wired  glass  set  in  metal  frames. 
Floor  lights  to  be  not  less  than  |  of  an  inch  thich. 

Windows  and  doors  on  front,  sides  or  rear  of  building, 
when  exposed,  to  be  protected  by  approved  tir  "overed 
doors  and  shutters  (shutters  must  be  arranged  thuc  they 
can  be  opened  from  outside),  or  wired  glass  in  metal 
frame,  or  a  water  curtain.  Windows  are  exposed  when 
within  100  feet  of  another  building. 

Heating  by  hot  water  or  steam  at  low  pressure. 

Lighting  by  gas  with  rigid  fixtures. 

Interior  finish,  open,  or  lath     and  plaster,  or  metal. 

Wood  or  other  combustible  finish  prohibited. 

Where  departure  has  to  be  made  from  these  require- 
ments, the  builder  will  not  be  safeguarding  his  own  inter- 
ests if  he  fails  to  ascertain   the  best  possible  substitute. 

Negligent  Tenant. 

Owners  of  leased  buildings  should  see  to  it  that  their 
tenants  understood  the  penalties  which  attach  to  care- 
lessness in  disposing  of  refuse.  Not  long  ago  a  serious 
fire  started  in  a  large  clothing  establishment  in  Toronto. 
The  inspector  visited  the  place,  and  there  was  no  way 
to  account  for  the  blaze;  it  was  finally  attributed  to  a 
live  wire.  This  is  a  somewhat  uncontrollable  thing,  but  in 
an  adjoining  room  the  inspector  found  a  pile  of  stove  ashes. 
The  tenant  had  no  explanation.  He  had  been  to  lazy  or 
loo  busy  to  cast  the  stuff  out  and  what  the  inspector  said 
to  him  was  a  shame.  While  the  cause  of  one  blaze  was 
undiscoverable,  that  which  might  have  brought  the  fire 
to  the  scene  again  at  any  time,  was  found  in  another  part. 
It  is  carelessness  which  makes  much  of  the  protective 
e(iuipment  necessary. 

Regular  inspection  of  his  building  by  the  merchant  is 
a  good  plan  by  which  to  safeguard  against  negligence 
of  employes.  Back  yards,  bottoms  of  elevators,  cellars, 
window  recesses,  dark  corners,  combustible  materials  left 
unprotected — all  of  these  things  and  scores  of  others 
must  come  under  the  managerial  eye.  Warning  notices 
should  be  posted  up  where  necessary.  Little  things  may 
easily  make  big  totals  in  the  insurance  account. 


Advance  in  Hide  Prices  From  50  per  cent.  Upwards 

Short  Supply  and  Increased  Cost  of  Labor  the  Explanation  —  Retailer 
Has  not  Always  Added  to  His  Price  Lower  Levels  Unlikely— Style 
Features  of  Next   Season's    Shoes  —  The    Color   in    Shoes    for    1910. 


LEATHER  iiricfs  are  t'li using  some  concern  in  shoe 
maunfiu-turinu'  and  retailing'  circles.  Both  manu- 
facturing- and  retaiUng  are  dune  at  a  much  lower 
profit  than  a  tVw  years  ago,  and  to  get  at  the 
reason  for  this,  one  has  to  go  back  to  the  raw  materials. 
During  the  past  six  mouths  there  lias  been  an  advance  in 
the  price  of  hides.  i)arlicnlarly  calfskins,  ranging  upwards 
from  50  per  cent.  The  prices  now  being  really  the  highest 
ever  recordeil.  This  remarkable  advance  is,  of  course, 
due  to  short  supply  of  skins  for  tanning.  Another  thing 
which  has  served  to  make  the  margin  of  profit  less,  is  the 
increased  cost  of  labor  and  heavier  selling  expenses.  Road 
expenses  for  salesmen  have  increased  consideraljly  during 
the  i^ast  few  years. 

While  manufacturers  in  many  cases  liave  been  obliged 
to  charge  10  or  15  cents  more  per  pair  of  shoes,  the  re- 
tailer has  not  always  added  to  his  price,  thus  making  a 
smaller  profit.  The  buying  public  has  become  so  imbued 
with  the  idea  that  a  pair  of  shoes  must  cost  $3,  $3.50,  $4 
or  whatever  may  be  the  price  preferred,  that  it  seems 
impossible  to  sell  goods,  except  on  bargain  counters,  at 
prices,  say  $3.10,  .$3.60,  etc. 

In  order  that  the  average  retailer  may  make  a  fair 
profit,  considering  the  amount  of  capital  involved,  he  must 
either  make  this  increase  in  price  or  stock  cheaper  grades. 

There  does  not  seem  to  be  any  indication  of  a  return 
to  a  lower  price  level,  and  should  the  present  rate  of  ad- 
vance continue,  prices  will  put  leather  footwear  almost 
beyond  the  reach  of  the  masses,  and  this  will  suggest  to 
manufacturers,  the  necessity  for  a  material  which  will  take 
the  place  of  leather.  Cloth  is  used  for  tops  at  the  present 
time  to  cjuite  a  considerable  extent,  but  it  is  almost  as 
expensive  as  leather,  and  has  not  its  wearing  qualities. 

One  of  the  features  of  the  new  season's  shoes  is  the 
extra  low  cut  of  tics  and  pum]).  flumps  and  one,  two  or 
even  three  eyelet  ties  will  lie  strong  seUers. 

There  seems  to  be  a  strcmg  tendency  towards  lighter 
soles  for  ladies'  wear.  Turn  shoes  will  be  popular,  as 
well  as  light  sole  welts.  Short  vamps  are  the  correct  thing, 
and  high  heels  will  be  again  featured.  All  claims  to  tl  e 
contrary,  many  ladies  find  the  high  heel,  not  the  French 
heel,  more  comfortable  than  the  so-called  common-sense 
heel.  The  low  heel  was  nsually  placed  so  far  back  that  it 
did  not  give  really  as  good  support  to  the  arch  of  the  foot 
as  the  higher  heel  placed  farther  forward,  which  also  aids 
in  scuring  and  preserving  a  correct  poise  of  the  body. 
Some  of  the  dressier  shoes  show  a  narrow  toe,  which  seems 
an  indiccition  of  a  return  to  the  narrow  pointed  toes, 


Colors  in  Foot  Wear. 

It  is  anticipalcd  that  1910  A\ill  see  culnrs  in  footwear 
in  favor,  but  this  does  not  mean  that  it  will  be  necessary 
fi:r  manufacturers  to  make  up  goods  in  all  the  popular 
colors.  The  wise  retailer  will  stock  only  a  feAV  shades, 
which  harmonize  readily  with  oilier  colors,  and  not  run 
llie  risk  of  a  heavy  slock  of  ct)lurs,  which  must  be  clear- 
ed al  a  sacrifice.  Dull  grey  is  a  good  color,  and  the  diff- 
erent shades  of  tans  harmonize  well  with  a  great  many 
colors.  Blue  is  a  fairly  safe  color,  as  dark  blue  is  staple 
in  clothing. 

There  lias  been  a  feeling  on  the  part  of  some  that 
Inns  will  not  be  poi^nlar  next  year.  So  far  evidence  is  all 
In  the  cDiihary,  and  it  is  quite  certain  tans  will  hold  a 
strong  place  for  the  coming  season.  Somewhat  darker 
shades  ol'  tan  are  favored  for  Spring,  though  orders  for 
the  liglifer  tans  are  doing  remarkably  well,  and  probably 
will  represent  the  bulk  of  the  business  in  tans  in  this 
market.  The  darker  tans  will  be  the  feature  as  regards 
style.  AVillow  calf  is  being  taken  up  more  strongly  for  the 
coming  season.  This  leather  is  more  durable  than  the 
Russian  calf,  which  cracks  more  easily.  It  has  been 
lirought  to  a  high  state  of  perfection,  and  is  very  de- 
sirable from  every  view-point. 

Dull  leathers  are  in  strong  favor,  both  in  calf  and  kid- 
skin.  Patent  leather  is  used  in  combination  with  the  dull 
leathers,  and  some  of  the  new  samples  are  very  handsome. 
Manufacturers,  in  some  cases,  trim  the  combination  dull 
leather  and  patent  shoe,  in  such  a  way  as  to  tone  down 
the  high  glare  of  the  patent  leather.  In  some  of  the  patent 
leather  shoes,  perforations  with  while  underlaj-,  form  very 
effective  trimming. 

+ 

New  York  Novelties. 

New  York,  Oct.  30. — Both  Avalking  and  dress  shoes 
have  higher  tops  cut  clanted — some  being  quite  three- 
quarters  of  an  inch  higlier  in  front  tliaii  in  back.  But- 
ton-holes made  on  the  bias  to  conform  with  this  slant. 
Some  buttons  have  the  eyes  sunken  in  sockets.  That  is  a 
very  small  detail,  but  one  that  shows  individuality.  Rus- 
sian top  boots  have  a  narrow  band  of  caracul  around  the 
tup.  tied  in  front  with  cord. 

A  smart  walking  boot  of  imported  Russian  tan  calf- 
skin is  blueher  cut,  with  excellent  lines.  Tops  are  in- 
clined to  give  light  weight.  There  are  two  peculiarities 
about  the  tongue  in  this  shoe.  It  is  sewed  to  the  side  to 
prevent  water  from  entering  the  instep,  and  an  extra  slip 
of  calfskin  is  sowed  on  the  middle  kid-skin  tongue  to  keep 
it  shapely. 
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Shoe   Window. 

lloni'v  ^Iiiiuau  &  Co.,  Ltd.,  showed  a  good  slioe  window 
last  montli.  Tlic  space  was  divided  into  two  sections,  one 
devoted  to  black,  and  the  other  lo  tan.  Very  little  was 
used  in  this  window,  and  the  whole  was  \ery  effective. 
A  few  pairs  of  fashionable  shoes  of  both  colors  were 
shown.     The  black  shoes  beinu-  conliniMl   to  the  black  sec- 


l)v  the  merg-er  put  tlirongh  in  Rerllii,  Ont.,  by  D.  L  jrnc 
McOibbon,  president  of  tlie  Canadian  Consolidated  Rub- 
ber Company.  The  concerns  forming  the  Canada  Felts. 
Tjimiled,  are  the  Kerlin  Felt  Boot  Company  and 
the  Kinimel  Felt  Company  of  Berlin  and  the 
Klmira  Feit  Boot  Comi)any.  The  concern  is  capi- 
la'ized  ai  $2,000,000.  The  olliccrs  are:  D.  Lome  Mc- 
Oihlxm.  pi-esident;  Geo.  Rnmpi''   and   A.  .1.  Kimmel,  vice- 
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Winter  boot  and  shoe  window  shown  by  Geo.  G.  Gales  &  Co.,  St.  Catherine  St.,  Montreal.  The  artificial  cakes  of  ice  were  made 
of  cotton  batting,  dipped  in  kalsomine,  and  pine  branches,  also  dipped  in  kalsomine,  were  used  at  the  side  of  the  window  10 
produce  the  frame   effect.    This   window  was  trimmed   by  A.   A.   Daoust,  window  trimmer  for  Geo.  G.   Gales   &  Co. 


tion  and  the  tan  t(j  the  tan  section,  in  conjunction  with 
the  shoes  black  a,nd  tan  gloves  were  shown,  also  black 
and  tan  ribbons, 

The   Canadian   Consolidated   Felts   Company,   Limited, 
is  the  name  of  a  new  concern  which  has  come  into  being 


presidents.  Oscar  Rumpel  will  manage  the  Berlin  Felt 
Boot  Company's  plant,  and  A.  J.  Kimmel  the  Kimmel  and 
Elmira  plants.  T.  H.  Rieder,  of  the  Merchants'  Rubber 
Company,  and  H.  D.  McKellar,  of  the  Berlin  Felt  Boot 
Company,  are  also  financiaJly  interested  in  the  new 
concern. 


THE    BEST    VALUE    IN    CANADIAN   SHOES 

are   those  made  by 

AMES-HOLDEN  Limited 

Canada's  Largest  Shoe  Manufacturers  TWO  FACTORIES 

HIGHEST    GRADE    OF    FINE    SHOES    AND    SOLID    LEATHER    STAPLES 

Complete  Stocks  for  Immediate   Shipments   at 

Montreal,  P.Q.  Toronto,  Ont.  St.  John,  N.B  Winnipeg,  Man.  Calgary,  Alta. 

Edmonton,  Alta.  Vancouver,  B.C. 
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MUSK  OX   BRAND 

Everything  in 

high-grade    Ladies' 

and  Men's  Furs 


TRADE        MARK 

!«EaiSTEREO 


FURS  YOU  CAN  SAFELY  RECOMMEND 

That  means  a  lot  when  making  a  sale. 

MUSK  ox  BRAND  FURS 

are  absolutely  reliable,     good  quality  and  workmanship  and 

latest  styles. 

We  can  fill  your  Special  and  Sorting  Orders  Promptly. 


We  are  strong  this  season  in 

MINK 

for  Muffs  and  Neckwear. 


Our  Long  Jackets 

in  Baltic  Seal  and  Muskrat,  both 
natural  and  black,  are  correct. 


Have  you  our  catalogue  ?     If  not,  Write  for  one. 


BOULTER,    WAUGH 


Established   40     Years 


Fur  Manufacturers 

and  Hat  Importers 


491-493-495  St.  Paul  St., 
57  St.  Peter  St., 


&    CO., 

LIMITl 

Montreal 


LIMITED 
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Record    Results    Anticipated     of    the     Fur    Season 

Comparatively  Limited  Amount  of  Stock  in  the  Market  -  Numerous 
Special  Orders  —  Approval  for  Long  Fur  Coats  —  Semi-Fitting  Styles 
—Return  of  the  Fur   Cape— Revival  of  Astrachan      Price  Tendencies. 


FUR  manufactiu'crs  are  very  eiuliiisiastic  rcg-ardiiijj;' 
this  season's  business.  Siiipments  are  practically 
complete,  and  there  is  a  comparatively  limited 
amount  of  stock  in  the  market.  Early  sorting  or- 
ders have  exceeded  the  anticipation  of  manufacturers, 
a,nd  they  are  looking  forward  to  record  results  by  tlie 
time  the  entire  sorting  season  is  over.  Later  buying  has 
been  done  with  a  feeling  of  confidence  quite  contrary  to 
the  hesitation  manifested  by  buyers  when  travelers  first 
went   on   the  road  with  this  season's   samples. 

Decidedly  cool  weather  last  month  resulted  in  active 
selling  at  retail,  and  prospects  are  that  retailers  will  do 
a  big  trade.  There  is  every  evidence  of  a  marked  re- 
action from  the  very  conservative  buying  on  the  part  of 
consumers  during  the  past  two  seasons.  Stocks  are  not 
very  heavy  in  retailers'  hands,  and  re-orders  and  special 
orders  are  numerous  already.  Fur  catalogues  are  being 
utilized  by  merchants. 

City  stores  are  displaying  and  advertising  furs  in  a 
forceful  ma.nner. 

Everything  points  to  a  good  fur  season,  and  manufac- 
turers look  forward  to  more  profitable  business  tlian  in  re- 
cent seasons. 


Fur  Jackets. 

There  is  no  doubt  but  that  the  long  fur  coats  are  meet- 
ing with  marked  approval,  judging  by  sales,  and  are  re- 
placing the  fur-lined  coat  with  city  trade.  These  jackets 
are  shown  in  muskrat,  imitations  of  mink  and  marmot. 
pony,  Baltic  seal,  etc.,  and  for  the  exclusive  trade,  Per- 
sia,n  lamb  and  mink. 

Pony  coats  are  really  a  fad,  and  are  more  suitable 
for  a  milder  climate  than  Canada  frosts.  Pony  is  a  hair, 
not  really  a  fur,  and  is  a  style  which  was  introduced 
from  the  States.  So  far  the  demand  for  pony  coats  is 
confined  to  cities. 

I       In   spite   of   the   fact    that    muskrat   is   really   only    an 

{ordinary  fur,   the  price  is  high,  and  will  be  still  higher. 

'Manufacturers  handle  this  fur  in  such  a  way  that  it  makes 
very  handsome  coats,  and  the  high  price  will  prevent  it 
becoming  too  common.  Manufacturers  report  that  they 
have'done  exceptionally  well  with  these  coats,  particularly 
west  of  Montreal. 

It  is  expected  that  astrachan  coats  will  become  popu- 
lar, a,s  the  price  of  this  fur  will  bring  the  long  fur  coat 
to  a  price  which  is  not  exorbitant.  The  smoother  fur,  or 
flat  astrachan,  will  likely  be  most  in  favor. 

The  semi-fitting  styles  are  most  popular,  as  they  con- 

•form  to  stvles  in  cloth  coats. 


Fur-lined  Coats. 

While  fur-lined  coats  seem  to  have  reached  the  height 


^of  their  popularity,  and  are  now  selling  mainly  in  coun- 
Itry  districts  and  smaller  towns,  houses  specializing  on 
the  high- clpss  goods  and  retailers  selling  fur-lined  gar- 
ments on  a  quality  basis,  are  still  selling  them  in  good 
quantities.  The  cheapening  process,  which  brought  them 
within  reach  of  the  masses,  has  had  the  effect  of  hurt- 
ing trade  in  this  class  of  goods. 


Muskrat  is  the  preferred  lining,  owing  to  its  warmth 
and  wearing  qualities.  Mink,  Persian  lamb,  Alaska  sable 
and  fox  are  the  furs  chiefly  used  for  collars  and  I'evers. 
Semi-fitting  styles  are  preferred. 


■<^>«ti(^"       -*»- 


Russian  Pony  Coat — Shown  by  Boulter,  Waugh  &  Co.,  Ltd.,  Montreal. 


)mal 


urs. 


Later  indications  in  fur  manufacturing  circles  point 
to  a  return  of  the  fur  cape.  This  is  not  yet  an  assured 
fact,  but  manufa.cturers  are  widening  out  the  stoles  over 
the  shoulders  and  are  showing  capei'ines  in  new  goods, 
which  looks  as  if  the  fur  cape,  of  more  ample  dimen- 
sions than  the  caperines  now  being  shown,  may  be  on 
the  way.     It  will  be  shown  for  the  season  of  1910-1911. 

One  of  the  new  caperines  is  made  of  mink  skins, 
loosely  tacked  together,  a,nd  shaped  to  fit  over  the  shoul- 
ders.    The  ends  of  each  skin,  both  at  front  and  back,  are 
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No^v  for  Sorting 


Everything  points  to  a  record  season 

Use  our  stocks  in  Montreal,  Win- 
nipeg and  Vancouver.  Specials 
looked  after  carefully  and 
promptly. 

We  make  everything  in  depend- 
able   Ladies'  and    Men's     Furs. 


A. 
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Trade    Mark   for    Furs 
and    Caps 


Our    catalogue    and    detailed   price    list 
should  be  put  to    good   use  this  month. 

Henry   Carter    and    Wm.  Wilkinson    Hats 

We  are  sole  distributors  for  these  brands.     They  are  best  known  Hats 
and  the  best  values  in  Canada.     Make  them  your  leaders. 
All  Best  Retailers  Handle  Them 


Cloth  Caps 

Write  for  sample  %  dozens  of  best  sellers. 
Our  selections  will  please  you.  Our  fact- 
ory makes  every  selling  line. 


BUY 


Gordon     Chadwick 
Hats 

for  popular  priced  lines. 


JOHN    W.   PECn   (a   CO.,    Limited 

Warehouse  and  Sample  Rooms 
72  Peter  St.  t  MONTREAL 

Factories, — St.  Louis,   Montreal,         Branches, — Winnipeg  and  Vancouver 
CLOTHING  FURS  SHIRTS  HATS  CAPS 
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The  Man  of 
Experience  Says : 


a 


Satisfaction 


is  the  Seed  of  Profit 


>> 


And  there  are  hundreds  of  successful  merchants 
who  back  us  up  in  saying  that  the  seed  of 
satisfaction  in  any  underwear  department  is  a 
full  stock  of 


This  Weil-Known  Brand  is  Sold  by  the  Wholesale  Trade 
from  the  Atlantic  to  the  Pacific. 

Eagle  Knitting  Co.,  Limited 

Hamilton Ontario 


N.  B.  Now's  the  time  to  PUSH  "Hygeian"  Waists ! 
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finislicd  wilh  silk  fringe  lassels.  The  effect  is  very  pleas- 
ing. The  muff  is  Irininied  in  the  same  way,  liie  ends  of 
the  skins  being  linished  witli   tassels. 

It  is  difficult  to  make  definite  statements  regarding 
fur  styles,  whether  fur  pieces  are  large  or  smaJl,  in  view 
of  the  fact  that  tlie  great  majority  of  the  buying  public 
have  generally  to  be  guided  by  the  slate  of  their  finances 
when  making  purchases. 

Mink,  Persian  lamb,  blaek  fdx  and  Alaska  sable  arc 
among  the  best  selling  furs.  There  is  a  likelihood  that 
fur  combinations  will  shortly  come  into  fashion  again, 
short-haired  furs  being  combined  with  longer-haired, 
thicker  furs.  A  caperine  of  one  fur  trimmed  with  an- 
other fur  is  the  most  usual  form. 

Plainer  muffs  are  gradually  coming,  and  natural  ef- 
fects are  sharing  fa,vor  with  braids  where  trimming  is 
used.  This  will  be  more  marked  another  season.  The 
large  pillow  shape  is  still  a  favorite.  Perhaps  the  leading 
style  is  the  one  made  smaller  at  top  than  bottom,  and 
coming  to  a  gradual  point  at  bottom.  The  "rig"  muff, 
made  of  whole  skins,  is  still  very   fashionable. 


Revival  of  Astrachan. 

An  a'bsorbing  topic  of  interest  in  fur  circles  is,  what 
kind  of  fur  jackets  will  fill  the  demand  for  popular  trade 
during  1910?  It  is  conceded  that  fur-lined  coats  ha.ve 
reached  the  zenith  of  their  popularity  with  the  classes, 
and  that  this  season  we  will  see  the  masses  on  the  edge  of 
tiring  of  them.  Long  fur  jackets,  of  any  kind  of  practical 
fur,  are,  for  the  reason  of  price,  beyond  the  reach  of  very 
popular  trade.  Further,  it  is  to  be  considered  that  all 
furs  are  high  in  price,  and  scarce  in  quantity.  This  has 
brought  the  fur  manufacturers  face  to  face  with  the  ques- 
tion, "Will  astrachan  sell  during  1910?"  After  a  care- 
ful study  of  the  entire  question.  The  Review  hazards  the 
opinion  that  for  the  season  of  1910-1911  that  astrachan 
jackets,  34  to  40  inches  long,  in  good  style,  will  sell  for 
the  season  of  1910-1911,  and  after  that  will  be  good  pro- 
perty in  limited  quantities. 


Tendency  of  Fur  Prices. 

Instead  of  fur  markets  sagging  in  price  from  present 
high  levels,  it  is  a  certainty  that  many  furs  will  be  still 
higher  in  price  for  the  season  of  1910-1911. 

Retailers  bought  furs  for  this  season  on  the  January, 
1908,  basis  of  fur  valuation,  as  wholesalers  base  their 
cost  on  skin  valuations  at  that  time.  Prices  since  that 
time  have  advanced. 
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October  Fur  Sales. 

Recent  cable  reports  from  C.  M.  Lampson  &  Co.,  state 
that  the  left-over  skins  of  last  year's  ca,tch  are  actually 
bring-ing  as  much  as  the  good  full  season's  skins  did  last 
January.  Furs  are  also  very  scarce  in  the  London  mar- 
ket. 

Prices  received  at  Lampson 's  sale  show  the  following 
remarkable  advances  over  a  year  ago: 

Skunk  (Alaska  sable),  65  per  cent,  over  last  season. 
Minks  have  recently  had  a  sharp  advance,  making  it 
forty  per  cent,  higher  than  last  year.  Foxes  and  lynx 
axe  100  per  cent,  higher  than  last  year.  Muskrats,  which 
are  in  such  exceptional  demand,  are  50  per  cent,  higher 
and  the  tendency  still  upward.  Persian  lamb  is  firm  in 
price,  and  there  is  an  increased  demand  for  seals. 

The  continued  increase  in  the  price  of  furs  is  largely 
the  result  of  big  demand  a,nd  short  supply.  The  number 
of  furs  is  limited,  and  furriers  will  doubtless  introduce 
many  new  imitations   next  season. 

'I' 

Furs  in  Big  Demand. 

New  York,  Oct.  30. — Seal  is  the  fashionable  aristocrat 
among  furs,  and  the  silk  seal-plush,  which  is  made  so 
wonderfully  abroad,  is,  when  built  into  long  waxm  coats, 
and  trimmed  with  skunk  and  other  furs,  an  almost  exact 
copy  of  the  costly  fur  wraps  which  are  the  vogue  in 
France. 

In  fur  coats  for  the  street  wear,  no  extra  or  unneces- 
sary fulness  is  seen,  and  even  in  the  long  mantles  for 
evening,  there  is  at  least  a  suggestion  of  the  same  desire 
to  outline  the  figure.  Fur  coats  are  long,  many  of  them 
within  a  few  inches  of  the  hem  of  the  gown. 

The  long  roll  collar,  coming  to  the  waist  or  a  little 
below  it,  is  one  of  the  conspicuous  styles  even  in  the  best 
garments.  Some  of  the  handsomest  coats  fasten  a,s  far 
down  as  the  hips,  and  often  with  a  single  button.  In  thi.~ 
ease  there  is  a  shawl  collar  or  a  notched  collar  with  deep 
revers. 

All  the  moire  effects  in  furs,  such  as  pony,  Persian  and 
baby  lamb,  are  in  much  favor. 

Skunk  is  much  used  as  a  trimming  fur. 


Good  Fur  Season  in  West, 

Staff  Correspondence. 

Winnipeg,  Nov.  1. — The  great  rush  of  the  season  has 
been  in  furs.  Fur  coats  have  always  been  a  feature  of 
the  Fall  trade  in  the  west.  This  year-,  the  trade  was  great- 
ly accelerated  by  the  adition  of  fur  hats  to  the  list  of 
fur  goods.  At  present  the  sorting  orders  are  coming  in 
freely.  The  great  bulk  of  the  trade  has  been  supplied, 
and  the  output  has  been  enormous.  Even  now,  the  sorting 
trade  is  compelling  local  fur  houses  to  work  over  hours. 

The  demand  in  ladies'  fur  coats  has  been  chiefly  for 
the  long  semi-fitting  type  and  they  are  made  up  from 
furs  of  almost  every  species.  Tlie  muskrat  fur  coat  is  al- 
ways popular,  but  this  season  the  demand  for  a  better  class 
has  been  inci-eased.  The  mink  and  lynx  are  particularly 
popular. 

In  the  fur-lined,  the  Russian  pony,  rat  and  seal  coats 
are  most  extensively  used,  and  on  tlie  whole  the  furlined 
variety  are  mostly  in  demand. 

The  output  has  been  large  in  men 's  fur  coats.  The  fur- 
lined  variety  have  been  the  heaviest  selling  and  these,  of 
course,  are  rat  lined.    The  coon  coat  is  always  popular  in 


the  west,  but  there  has  been  little  activity  in  this  line 
yet.  The  coon  coat  moves  more  freely  later  in  the  sea- 
son. The  chamois-lined  coat  had  a  good  run  last  season, 
but  the  demand  is  weaker  this  Fall.  The  chamois-lined 
cap  is  to  be  worn  extensively  this  winter.  There  is  a 
marked  falling  off  in  the  fur  cap  demand.  Cloth  caps  with 
fur  bands  and  chamois  lining  are  very  popular.  A  few 
days  ago  the  prices  of  mink,  muskrat  and  Persian  lamb 
all  advanced  20  per  cent.  The  scarcity  was  the  cause  of 
the  advance,  as  it  is  reported  American  buyers  are  se- 
curing all  odd  lots. 


Hats  for  Spring. 

The  rat-tail  and  pencil  brim  will  be  a  feature  of  the 
Spring  stifi  hats.  This  is  a  departure  from  the  fiat-set 
styles  of  the  past  two  seasons.  Crowns  will  be  quite 
full,  and  will  some  styles  show  a  slight  tendency  to 
squareness,  others  indicate  a  more  oval  effect.  It  will 
be  a  strong  color  season  in  derbies,  although  the  lighter 
brown  shades  will  have  good  place.  In  soft  hats  the 
dish  style  is  the  thing.  This  hat  has  a  drooping,  ad- 
justable brim,  suggesting  the  name,  with  crush  crown. 
Pearl,  still  blue,  stonei,  navy,  brown  and  black  are  good 
colors.  In  straws,  it  is  predicted  that  sennits  and 
rough  braids  will  more  closely  divide  the  popularity 
with  splits.  There  has  been  little  or  no  departure  from 
regulation  shapes. 

Among  Canadian  retailers,  the  advisability  of  de- 
laying the  cut-price  period  on  straws  until  a  reasonable 
date  has  no  doubt  often  been  the  subject  of  reflection. 
It  will  be  interesting  therefore  to  note  that  the  hatters 
of  the  26  cities  in  the  United  States  bound  themselves 
in  an  agreement  to  uphold  prices  on  straws  until  a 
uational  date  for  reduction.  The  results  proved  that,  a.'^ 
the  American  Hatter  puts  it,  "the  folly  of  early  price- 
cutting  is  nothing  but  folly."  One  dealer  writing  on  the 
subject  stated  :  "Not  cutting  prices  in  July  has  been  a 
great  boon  to  the  straw  hat  business.  Not  alone  to 
the  straw  hat  trade  has  it  done  good,  but  also  to  the 
furnishing  goods  in  general.  Cutting  prices  on  straw 
hats  and  furnishing  goods  in  .July  has  been  a  serious 
mistake  for  many  years  past." 

One  of  the  great  difficulties  that  the  Canadian  hatter 
has  to  contend  with  is  the  competition  with  department 
stores  who  continually,  from  one  end  of  the  season  to 
the  other,  introduce  specials,  and  thereby  render  it  neces- 
sary for  those  in  competition  to  follow  suit. 


A.  B.  Macpherson,  of  Macpherson  &  Wright,  manu- 
facturer.-.' a,<;-euts,  232  McGiil  St..  Montreal,  died  Oct. 
19th.     He  was  born  in  Kingston  62  years  ago. 

Last  month  the  firm  of  Lawand  Bros.,  dry  goods 
merchants,  315  \otre  Dame  St.,  East,  Montreal,  went 
into  liquidation,  with  liabilities  totaling  about  $43,000. 
This  firm  has  been  located  on  Notre  Dame  Street  for  a 
number  of  years,  and  was  considered  in  good  standing, 
having  readily  obtained  credit  from  some  of  the  largest 
dry  goods  firms  in  Montreal  and  elsewhere. 

J.  H.  Blumenthals'  Sons  Limited,  clothiers  and  out- 
fitters, corner  Craig  and  Bleury  Streets,  Montreal,  with 
an  east  end  branch  at  485  St.  Catherine  Street  East, 
recently  bought  the  stock  of  "Partridge's  Heart  of  The 
Town  Store,"  owned  by  W.  W.  Partridge.  The  Blumen- 
tlials  since  taking  possession  have  held  a  number  of 
special  sales.  It  is  more  than  likely  they  will  continue 
the  business  as  a  west  end  connection. 
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FIRST — In   Fur     Values 

FIRST — In  Treatment  of  Cjustomers 


When  you  buy  Furs 
from  us  you  secure  the 
benefit  of  our  experi- 
ence and  organization. 
Our  success  is  linked 
with  yours. 

If  you  are  not  a  cus- 
tomer, now  is  your 
time  to  know  us. 

Sorting  trade  will  be  active,  and  you  will 
appreciate  our  stocks  in  Montreal  and 
Winnipeg  and  our  Montreal  factory 
facilities  for  special    orders. 


HEAVY  GOODS 
Ladies'  Long  Fur  Coats 

In  Seal,  Persian  Lamb,  Seal  Rat,  Natural  Rat,   Blended  Rat, 
Hudson  Seal,  Electric  Seal  and  Pony. 

Ladies'  Fur-Lined  Coats 

In  an  endless  combination  of  Linings,  Collars,   and  Patterns 
too   numerous   to   mention    here. 

Men's  Fur-Lined  Coats 
Men's  Raccoon  Coats 

Muffs  and   Neckwear  in   Mink,    Alaska  Sable,     Black  Fox,    Isabella  Fox, 

White  Fox,   Ermine,   American  Sable,  Canadian  Sable,   Rat, 

Electric  Seal,  Marmot,  Black  Hare,  etc. 


Beaver  Brand  Furs  are  noted  for  their  Perfect    vv  orkmanshi^ff 


Our  catalogue  is  the  most  artistic  and   practical   in    the  trade. 

Have  you  a  copy  ? 

The  Redmond  Company,  Limited 


Montreal 


Winnipeg 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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CANADIAN     FUR     TRADE  Dry  Goods  Revieiv 

NO  MORE  TROUBLE  ^~ 


With 

TUNGSTEN  LAMPS 

If  You  Use  the 


..  ^^"    ,-'"r"-N 


BENJAMIN  TUNGSTEN  ADAPTER 


You  can  adjust  your  lamps  at  any  angle. 

You  can  use  the  most  suitable  glassware. 

You  can  use  it  on  any  fixture  with  any  standard  shade  holder. 

Anybod}'  can  attach  it  ready  for  service  in  a  minute's  time. 


NO  NEW  FIXTURES  ARE  NECESSARY 


Cat.  No.  99 


BENJAMIN  ELECTRIC  MFG.  CO. 


PUT  UP  IN  A  MINUTE 

For  Sale  by  All  Electrical  Dealers  or  Sent 
Postpaid    on    receipt    of    Price — 45  cents. 


64  York  Street,  TORONTO 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED     AND     PUT    UP 

Also 
FEATHERS,    SILKS.    VELVETS,    RIBBONS.    LACE,    ETC. 


^""  ^i^lJ^tpAVtlS'^'^^^^   MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


Jewelled  Metal  Buttons 

Are  very  Popular.  Our  Stock  is  Complete 

Something  New 

Fur  Covered  Buttons 


ASK     FOR     SAMPLES 


y\.C>Crlr/IX      CivOS.,     SUPPLY    HOUSE 
30    St.    Francois    Xavier    St.,    MONTREAL 


WANTED 

by  two  Western  Travellers  for 
January,  1910,  first-class  lines 
of  Gloves  and  Mitts,  Furs, 
Hats  and  Caps,  for  Manitoba, 
Saskatchevran  and  Alberta  on 
commission  basis.  Know  lines 
thoroughly  and  have  good 
trade  connections. 

Box  75,   Dry  Goods    Review,  Winnipeg 


Dry  Goods  Review  receives,  almost  daily,  enquiries  for  the  names  of  manufacturers  of  various 
lines.  These  enquiries  come  from  Wholesalers,  Manufacturers  and  Retail  Dealers,  who  usually  intimate 
they  have  looked  through  Dry  Goods  Review,  but  cannot  find  any  firm  advertising  the  line  in  question.  In 
the  maiority  of  cases  these  firms  are  anxious  to  secure  the  information  at  once.  The  Review  is  always 
ready  to  handle  inquiries  of  this  kind.  A  query  post  card,  letter  or  wire  is  all  that  is  necessary. 
Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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ESTABLISHED  1852 


The  STANDARD  of 
Excellence 


in 


FURS 

MOOSE  HEAD  BRAND 


For  high-class  furs  for  particular 
customers  write  us. 

The  newer  creations  in  neck- 
wear and   muffs   for  quick  delivery. 

We  specialize  in  "made  to  meas- 
ure garments"  in  fur  and  fur-lined 
garments. 


L  GNAEDINGER,  SON  &  CO.,    -    MONTREAL 


We    attribute    our   exceptional    trade    this    year   to  the  fact  that  it  is  a 
principle  of  ours  to  give  our  customers  UNQUALIFIED  SATISFACTION 

WE  GUARANTEE  OUR   FURS 

BEST  QUALITY  OF  FURS  only  are  used  and  we  are  most  particular 
about  the  Workmanship  and  Finish. 


B.  SILVER 
&  CO., 

420  St.  Paul  St., 

Montreal. 


SEAL  BRAND 


TRADE  MARK 


A  Seal  Brand 

on  a  Garment 

Guarantees 

Satisfaction. 


Makers  of  Seal  Brand  Garments  Guaranteed. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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READY-TO-WEAR     GARMENTS 
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The  Coat  of  the  Day 

S-H-&  M- 

"LA  CUIRASSE" 


52  inches  long — mannish  sleeves — 7/8  fitting — Bust  hairclothed — New- 
market back — Lined  to  the  waist  with  Skinner's  Guaranteed  Satin. 

Made  of  Heavy  Tweeds $12.00 

"    Black  and  Navy  Kersey 13.50 

"       "    Wide  Wale  Coatings,  Scotch  Tweed,  etc., 

in  all    colors 16.50 

Sizes  32,  34,  36,  38,  40,  42. 

Send  for  one  dozen  assorted — $165.00. 

These  prices  are  good  only   to   November  15th  on  account  of  heavy 

advance  in  woolens. 

Wait  to  see  our  Spring  line  of  S-H-&  M-  Suits   and  Dresses — ready 

December  1st. 


The  Stewart,  Howe  &  Meek  Co.,  Limited 

Makers 

S-H-&  M-  Garments  for  Women 

Toronto 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Readyto-Wear  Department,  Bonnewiiz  Store,  Van  Wert,  Ohio. 


Best  Vogue  in  Ready-to- Wear  Garments 

Lack  of  Help  Accounts  in  Large  Measure  for  Slow  Deliveries 
—Separate  Coats  in  Good  Demand— Braidings  and  Cord  Embroideries 
Much  Used  as  Trimmings  —  Juvenile  Dresses  With  Coats  to  Match, 


T 


T 'y    mure    help    we    want,    not    more    immediaite    or- 
ders," is  the  cry   of  many  Montreal  and   Toronto 
manufacturers.   a,s   well   as   those   in   other   centres. 
Many    factories    secured    additional    labor    during 
the  early  Fall,  but    increased   business  more   than   off-set 
this. 

The  seriousness  of  the  delivery  problem  is  evident 
from  the  fact  that  the  Canadian  Converters'  Co.,  Ltd.. 
Montreai,  opened  three  additional  factories  last  month, 
one  each  at  Sorel,  St.  Jerome  and  Terrebonne,  and  the 
Crescent  Mfg.  Co.,  Ltd.,  Montreal,  opened  a  branch  fac- 
tory at  St.  Hyacinthe,  Que.  Manufacturers  are  advertis- 
ing in  town  and  country  newspapers  in  many  districts 
in  order  to  secure  the  necessarj'  help.  In  Montreal  many 
factories  have  imported  help  at  considerable  expense. 
Coupled  with  this  trouble,  manufacturers  have  to  face 
difficulty  in  securing  desirable  lines  of  goods.  These  con- 
ditions wi'll  explain  to  retailers  very  clearly  the  reason 
f(ii-  slow  deliveries. 


Separate  Coats. 

Without  doubt,  there  is  a  good  demand  for  separalc 
coats  for  the  present  season.  The  vogue  of  the  one-piece 
dress  has  made  the  separate  coat  a  necessity,  and  a  visit 
to  a  ready-to-wear  department  is  sufficient  evidence  to 
prove  that  the  separate  coat  is  a  ready  seller  this  season, 
as  all  stores  seem  to  have  a  great  many  customers  who 
are  buying  coats. 

The  demand  is,   of  course,   for   the   very   long  models. 


from  forty-five  to  fifty-six  inches  in  length,  and  the  rough 
materials    are   growing   in    popularity. 

The  Moyen  Age  effect  is  a  feature  of  the  best  selling 
.'oats.     The  semi-tittiug  styles  are  preferred. 

Some  of  the  new  coats  closely  resemble  a  dress  in 
.tppearance,   and   these  are  very  attractive. 

Heavy  diagonals,  many  in  melange  eft'ects,  and  some 
in  divergent  weaves,  are  coming  to  the  front  for  the  mak- 
inu  of  sepai-ate  coats.  Smoke  grey  is  the  leading  shade, 
and  Oxford  greys,  often  with  one  wale  black  and  the 
<ither  of  melange  grey,  are  also  sellers.  Olive  blue  and 
brown  are  other  good  colors.  Li  the  larger  centres  there 
is  some  call  for  wistaria  and  catawba,  military  blue  and 
dull  grey  green.  Black  leads  in  ail  cloths.  Ivory  but- 
tons are  taking  the  place  of  jet   on   the  newer  coats. 


Suits  and  Dresses. 

Though  some  of  the  more  staple  lines  are  on  the  road, 
as  a  rule  Spring  lines  are  as  yet  in  the  process  of  pre- 
jniration.  Though  the  Spring  lines  will  contain  a  number 
of  new  ideas,  the  new,  long-waisted  Moyen  Age  models 
will  he  freely  represented.  These  models  so  far  in  Can- 
ada have  not  been  generally  taken  up  as  their  voefii" 
started  so  late  in  the  Fall.  Houses  that  cater  to  the  high- 
class  trade  and  that  make  made-to-measure  gowns  are 
showing  very  handsome  evening  and  dressy  gown:  made 
lip  in  this  style  of  chiffon,  ninon  and  of  plain  and  fancy 
silk  voile.  For  day  wear  these  gowns  are  being  dupli- 
cated in   face  cloths,  diagonals  and  serges. 
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Seme  of  these  gowns  have  a  deep  belt,  into  which  the 
waisc  is  pulled,  though  it  does  not  blouse  to  any  extenc. 
The  skirt,  which  is  in  one  with  the  waist,  lias  a  g.)rcd 
yokf..  a,nd  firishes  with  either  a  pleated  or  shirred  flouhce. 


Woman  or  misses  cotton  suit  made  of  imported  repp  in 
grey,  sky,  white,  tan  and  helio.  Coat,  collar,  sleeves,  but- 
tons and  pocket  daintily  embroidered  with  soutache  ;  skirt 
1 1  gore,  pleated,  embroidered  to  match  coat. 

The  latest  in  parasols  from  Paris,  with  fancy  fringe  effect. 
It  is  made  in  navy,  black  and  blue,  with  two-inch  hem- 
stitched edge,  and  handles  to  match  in  directoire  style. 
—  Shown    by    the   R.  D.  Fairbairn  Co.,   Ltd.,   Toronto. 


Though  the  long,  plain  sleeve  lis  yet  in  ev'dence,  par- 
ticularly on  cloth  dresses,  sleeves  that  show  caps  and 
puffs  are  used  for  the  lighter-weight  materials. 

Braidings,  rat-tail  and  cord  embroideries  are  much 
used  as  trimmings.  Metal  a,nd  jet  bands  are  used,  and 
most  dresses  have  a  small,  round  yoke  and  high  collar 
of  net. 

Mid-winter  styles  in  suits  are  very  plainly  tailored, 
the  only  trimmings  being  narrow  revers  and  moire  or 
velvet  and  frogs  of  cord,  rat-tail  or  soutache,  and  covered 
or  jet  buttons.  Nothing  as  yet  has  been  seen  in  Canada 
of  shorter  suit  coats,  the  very  long  coat  being  the  big 
favorite,  that  is,  from  42  to  45  inches  long.  Serges  and 
diagonals  ha,ve  taken  a  firm  hold,  though  the  broadcloth 
suit  is  also  a  big  seller. 


l^leated  eft'ect,  and  i)Iealings  are  so  strong  tha.t  there  is 
practically  no  rival  style.  Grey  is  a  leading  color;  black 
is  strong,  and  olive,  grey-green,  wistaria  and  dark  ashes- 
of-roses  a,re  the  leading  novelty  shades.  For  popular- 
priced  selling,  black,  navy,  olive  and  brown  are  tbe  lead- 
ing  colors. 


Corsets. 

Retailing  of  corsets  requires  more  scientific  knowledge 
to-day  than  ever  before.  More  customers  wish  to  be  fitted 
and  this  requires  that  salesladies  have  the  knowledge 
necessary  to  do  this  properly.  The  customer  buying  cheap- 
er grades  should  be  fitted,  if  she  desires  it,  as  well  as 
the  buyer  of  more  expensive  lines. 

In  order  to  secure  good  results,  a  good  plan  is  to  en- 
gage an  experienced  fitter,  who  can  instruct  the  sales- 
ladies in  the  corset  department  regarding  the  proper  fit- 
ting of  corsets. 

Present  styles  of  corsets  make  it  necessary  that  a 
corset  should  be  well  fitted  if  the  wearer  is  to  experience 
comfort,  owing  to  their  extreme  length. 

It  is  clearly  noted  that  merchants  all  over  the  world 
are  beginning  to  realize  the  importance  of  the  corset  lines 
and  more  pains  are  being  taken  with  this  special  depart- 
ment. Every  woman  should  be  acquainted  by  the  re- 
tailer or  buyer  of  the  importance  of  getting  a  properly 
fitted  corset.  This  will  nieaii  more  business  to  the  depart- 
ment, and  will  as  well  please  your  customer. 

Corsets  are  not  the  hit  or  miss  a,ffaii-s  they  used  to 
be.  as  every  corset  is  built  ■  to  fit  some  type  of 
woman.  Many  stores  carry  over  150  corset  models  in 
all,  so  that  it  is  indeed  of  vast  importance  that  a  properly 
constructed  and  instructed  corset  department  salon  be  fea- 
tured in   every  store   that   carries   corsets. 

The  right  corset  helps  a  woman  (o  prupci-  carriage 
and  breathing.     But  even  that  right   L-.Ji-.<el   can  be  wrou"- 


New  Princess  Slip— Shown  by 

Eclipse  Whitewear  Co., 

Toronto. 


New  Circular  Drawer— Shown 

by  Eclipse  Whitewear  Co., 

Toronto. 


if  it  is  not  properly  worn.  A  corset  too  tight  or  too  loose 
in  the  wrong  places,  or  a  corset  pulled  down  too  fa,ror  not 
The  newest  style  is  the  Russian  blouse  suit,  and  some      far  enough,  or  a  corset  too  tig'ht  at  the  top,  or  with  the 

of  these  show  the  shoulder  and  upper  half  of  the  sleeve      garters   fastened    improperly — cannot    give   its    wearer   a 

cut   in   one.      Slrirts,   one   and   all,   are  in   some   kind   of      proper  fit. 
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Two  Leaders 


1274 


1275 


To  Retail 
for 


$1  00 


These  should  be  on 

your  Spri7ig 

Order 


BE  R  LI  N^\  ONTARIO. 

TRAOC     MARK. 


BERLINS  \ONTARIO. 

TRAOr.     MARK. 


They  are  Sure  Winners 


THE  STAR  WHITEWEAR  MFG.  CO. 

BERLIN,  ONT. 
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Dr\  Goods  RcTiezi' 


Profit  Possibilities 

The  best  dry  goods  merchants  in  Canada — 
from  the  Atlantic  to  the  Pacific — know  from 
experience  that  a  children's  department  may 
be  made  one  of  the  most  profitable  in  their 
store.  They  know  this,  because  they  have 
tried  it  with  Home  &  Watts"  children's  and 
misses'  dresses,  and  have  seen  the  sales  in 
that  deiiartment  climb  quickly  and  new  cus- 
tomers   won    for   their   store. 

There  are  big-  possibilities  in  this  depart- 
ment stocked  with  Home  &  Watts'  goods 
for  vou — merchants  who  are  looking  for  more 
Inisiness. 

Give  it  an  honest  trial  and  you  will  be  an 
enthusiastic  convert  to  the  children's  de- 
partment  idea. 

Our  travelers  are  now  out  with  samples 
of  the  snappiest,  best-selling  line  of  children's 
and*  misses'  dresses  for  Spring,  1910,  ever 
shown  in  Canada.  We  make  no  exception 
to  this  statement,  because  we  KNOW  it's 
true. 

Six  months  hence  materials  identically  the 
same  as  we  iiozk'  sJiow  yoi(  made  up  in  Home 
&  Watts'  dresses  will  be  placed  on  the  shelves 
of  a  few  of  Canada's  leading  stores  as  the 
latest  ideas  in  fabrics  for  dresses — and  other 
manufacturers  of  children's  dresses  will  be 
just  that   far  behind  us. 

That's  the  advantage  we  now  offer  live 
merchants  who  wait  for  samples  of  Home  & 
W^atts'    dresses. 

In  the  meantime,  let  us  send  you  iiozi',  for 
your  immediate  selling,  a  sample  selection  of 
our  dresses.  They  will  demonstrate  effec- 
tively the  profit-producing  oi)portunities  in  a 
children's    department. 

^'lln  want  to  be  the  i)rogressive  store  in 
your  town,      Here's  vour  chance.   , 


Home  &  Watts,  Limited 

Adelaide  and  Duncan  Sts. 

TORONTO,      -    -    -     CANADA 


Whitewear. 

1 1  is  expected  that  the  coming  season  will  see  even  a 
bigger  demand  for  combination  garments  than  ever  be- 
fore. They  are  so  comfortable  and  so  conducive  to  the 
perfect  fit  of  outer  garments  that  they  are  bound  to  grow 
in  popularity.  The  full-length  Princess  slips  have  been 
brought  out  in  a  wide  range  of  prices,  and  without  doubi 
will  see  even  a  bigger  demand  next  season  than  ever. 
Care  is  taken  by  maiuifacturers  to  give  good  fit,  even  in 
the  cheaper  grades. 

Gowns  are  shown  in  many  different  designs.  The  ma- 
jority are  of  the  low-necked'  variety,  both  round  and 
stjuare  cut.  Slioi't  sleeves  ai'e  also  featured.  Embroid- 
eries are   used  chiefly,  in  preference  to  lace. 

Very  elaiborate  skirts  are  shown  for  the  new  season, 
embroideries  being  preferred.  There  is  a  decided  tendency 
towards  the  use  of  much  better  quality  in  materials,  in  all 
lines  of  whitewear,  and  the  new  skirt  samples  give  evi- 
dence of  this.  Less  sliowy.  but  better  garments  are  fav- 
ored. 

Cross-barred  muslins  are  used,  but  principally  for  cor- 
set covers.     Some  use  is  made  of  lace    insertion,  but   this 


French  Band  Skirt  —  Shown  by  Eclipse 
Whitewear  Co.,  Toronto. 


is  not  in  high  favor,  as  a  good  quality  adids  so  much   to 

the  cost  of  a  garment  that  is  cannot  be  used  in  a  popular- 

l)riL'ed   g'arment,   and  the   coarse   qualities   are   not    desir- 
able. 

;- 

Waists. 

Manufacturers  iiave  done  exceedingly  well  with  their 
Spring  waist  lines,  and  the  orders  received  up  to  date 
for  lingerie  waists  indicate  that  in  spite  of  the  much- 
talked-of  riva,lry  of  dresses,  there  is  every  confidence  in 
the  continued  sale  of  white  washing  waists.  The  fact 
is  that  the  white  waist  is  one  of  the  most  useful  gar- 
ments a  woman  possesses,  and  (uve  that  .she  does  not  for 
a    moment    think   of   reducing  her  supply   of. 

For  Mid-winter  wear  the  eleveriy  tailored  waist  of 
linen,  mercerized  vesting,  Ma.dras,  etc..  is  a  decided  lead- 
er, and  features  of  these  waists  are  the  large  jet  or  pearl 
buttons.  The  sleeve  accepted  far  this  class  of  waist  is 
the   narrow  bishop,  with   the   medium  cuff. 

For  Christmas  selling,  and  for  the  social  season,  manu- 


Dry  Goods  Revierv 


READY-TO-WEAR     GARMENTS 


"^^^T 


Canada's    "Pioneer"    House 

Princess  Dresses,  Coat  Suits,  Waists 
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Prices 


Talk! 


Not  always,  but  they  certainly  do  when 
the  Fit,  Cut,  Style,  Hang  and  Finish  are  right, 
and  this  is  exactly  what  we  claim  for 


the  Princess  Dresses,  Coat  Suits  and  Waists 
a  lady  will  wear.     Mr.  Merchant,  we  want  to 
press  you  with  the  fact  that 

OUR  PRICES  TALK!       OUR  GOODS  FIT  ! ! 
YOU    CAN    SELL  THEM!!! 


Consequently,  we  must  get  together,  and  that  soon 

Princess  Dresses  -  $  1.95  to  $21.00 
Coat  Suits  -  -  -  $  2.95  to  $15.00 
Wash  Skirts     -    -  $12.00  to  $30.00 


Write,  wire,  telephone  or  call  per- 
sonally if  you  leel  onr  representa- 
tive is  late  in  reaching  your  town. 


THE  Mcelroy 

MFG.  COMPANY 
Limited 
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Famous  for  their 

Fit,  Cut,  Style,  Hang  and  Finish 
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facturers  a,re  busy  with  dressy  waists  of  net,  and  for  the      insertion   edged   the   neck   and   wide   arm-holes,   and   out- 


better  trade  of  chiffon.  There  is  a  very  large  call  for 
waists  of  this  class,  and  manufacturers  are  pushed  to  the 
limit  to  turn  out  the  goods. 


Tailored  waist  of  fine  linen  duck,  trimmed  with  embroidered 
collar, cuffs  and  panel — R.  D.  Fairbairn  Co.,  Toronto. 


The   all-black  waist  is  in  high  favor,   and  jetted   a,iul 
sequined  trimmings  are  freely  used. 


Juvenile  Wear. 

Now  that  so  much  more  attention  is  paid  to  the  gar- 
ments for  children's  Tvear,  novelty  lines  of  misses'  and 
children's  garments  are  not  shown  at  so  early  a  date. 
This  is  because  the  materials  that  will  be  new  when  Spring 
arrives  cannot  be  procured  and  also  because  it  is  im- 
possible to  be  sure  as  to  the  styles  that  will  take. 

Mothers'  garments  serve  as  a  model  for  designers  of 
children's  wear  to  base  their  ideas  upon,  thougii  the 
models  for  mature  wear  are  modified  and  adapted  to  meet 
juvenile  needs. 

The  dress  with  coat  to  match  is  now  shown  for  misses' 
wear,  and  in  the  designs  for  dresses  the  Moyen  Age  style 
is  prominent.  Peter  Thompson  and  sailor  suits  are  al- 
ways good  for  children's  wear  and  are  shown  for  Spring 
in  great  variety,  always  keeping  to  the  sailor  effect. 

In  suit  lines  there  are  many  models  showing  the  pina- 
fore idea  to  be  worn  with  a  guimpe.  One  model  in  linen- 
finished  suiting  had  a  panel  front  fastened  down  one  side 
with  buttons,  and  the  pleated  skirt  was  fastened  to  the 
lung-  waist  in  Moyen  Age  effect  by  torchon  insertion.  The 


lined  the  seams  of  the  semi-fitting  coat.  The  coat  fast- 
ened with  two  covered  buttons  and  was  cut  away  to 
show  the  dress  underneath.  Though  many  of  the  suit 
coats  are  semi-fitting,  quite  a  number  of  box-coats  are 
shown,  as  this  style  of  coat  always  suits  the  figure  of 
juvenile  wearers.  Some  of  the  new  models  have  gored 
skirts,  finished  with  a  side  or  box-pleated  flounce.  The 
trimmings  of  these  suits  are  strappings,  folds,  pipings  or 
torchon   lace,   and  pearl  and   covered  buttons. 

Peter  Thompsons  and  sailor  effects  are  standard  for 
girls'  wear,  and  are  shown  in  linen-finished  suitings,  cot- 
ton suitings,  and  in  navy,  cadet,  and  fancy  prints. 

A  new  trimming  idea  is  the  use  of  fancy  plaids  for 
strappings,  and  for  ties,  etc.  Bands  around  the  arm  and 
silk  emblems  are  also  effectively  used. 

Dresses  are  so  prominent  for  women's  wear  that  it  is 
not  to  be  wondered  that  it  is  a  big  line  for  misses  and 
children.  The  new  Moyen  Age  dress  is  well  in  evidence, 
either  with  or  without  the  long  panel  front,  and  with  both 
the  pleated  and  shirred  flounce.     Many  dresses  also  ha.ve 


Fancy  tucked  net  waist,  trimmed  with  Swiss  guipure 

insertion  and  soutache  buttons,  showing  new 

sleeve  —  R.  D.  Fairbairn  Co.,  Toronto. 


the  panel  front,  with  the  belted  waist  and  i^leated  skin. 
These  dresses  are  developed  in  fine  Scotch  and  zephyr 
ginghams,  dimities,  mercerized  mulls,  etc.,  as  well  as  in 
prints  and  suitings,  and  the  variety  of  desira,ble  patterns 
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The  "  Know  How "  In 

Eclipse  Whitewear 

is  the  unseen  quantity  which  sells  these  garments  to  your 
customers.  This  expert  knowledge,  based  on  years  of 
sound  practical  experience,  is  expressed  by  the  good  taste 
and  careful  workmanship  evident  in  the  selection  and 
manufacture  of  the  materials  and  the  harmonious  blending 
of  the  trimmings.  Eclipse  Garments  are  easily  dis- 
tinguished by  their  dainty  crispness  of  style  that  is  refresh- 
ing as  it  is  attractive  and  makes  them  easy  to  sell. 

Their  quality,  too,  will  satisfy  your  customers  when 
they  buy  them,  when  they  wear  them  and  all  the  time, 
until  they  come  back  for  more.  Every  time  you  sell  a 
woman  Eclipse  garments  you  make  a  permanent  customer. 
You  can  prove  it  on  a  sample  order.  There's  no  risk — 
we  guarantee  every  garment.  Order  by  wire,  phone  or 
letter,  if  you're  in  a  hurry. 


J^  Eclipse  Whitewear 
Company,  Limited 


TORONTO, 


CANADA 
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The  Perfection  Dra\ver 

(Patent  Applied  For) 

a  real  comfort  to  wearers  and  the  biggest 
selling  feature    in  drawers  ever  devised. 


The  Perfection  Drawer 

combines  the  convenient 
features  of  the  open  drawer 
with  the  advantages  of  the 
closed  drawer.  It  is  an 
open  and  closed  drawer 
combined.  It  does  the 
work  of  both. 


The  Perfection  Drawer 

derives  these  exclusive  feat- 
ures by  the  seemingly  sim- 
ple expedient  of  extra 
material  at  front  and  back. 
It  is  ingeniously  cut  to  lap 
over,  and  fit  perfectly.  A 
draw  string  does  it. 


Your  customers  will  appreciate  its  advant- 
ages. Allows  freedom  in  walking,  no 
opening  at  back,  no  buttons,  no  bother  at  all. 


The  Perfection  Drawer  must  be  seen  to  be  appre- 
ciated.  Ask    our    travelers   or  send  for  a  sample. 


The  Perfection  Drawer  may  be  had  in  all  lines  from  $4.50  upwards. 

It  will  pay  you  to   show  The  Perfection  Drawer  and  make  it  a 
leader  for  Spring.      Ge^  you7'  order  in  early. 

Laurentian    Whitewear  is  the  line  by  which  others  are  judged.    Join  the 
list    of   merchants    who  are  profiting  by  selling  Laurentian    Whitexvear. 

Laurentian  White^vear  Co., 

ADDRESS 

Levis,  Que. 

Toronto:  W.  H.  Piton,  Empire  Bldg.       St.  John,  N.B.  :  Alex  Burr,  Magilton's  Sample  Rooms.      Eastern  Ontario  and  Province 
Quebec:  R.  Dionne.      Winnipeg  :  Western  Fabric  Co.,  63  Albert  St.      Montreal  :  Z.  P.  Benoit,  Mark  Fisher  Bldg. 
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Nc  HI  NmI'.' til'' ciuInoKlt'iuil  front,  four  tuc-ks  at  uach 
siiU-,  tucked  Gibson  collar,  with  insertion  and  lace 
edj;e,  tufked  back,  tucked  sleeves,  edged  with  liW*e  and 
butcnned  at  wrist.     §9.00  per  do/,. 


Laurentian  Waists 
build  business. 


No.  446.  Embroidered  front,  narrow  and  wide  tucks 
front  and  back,  tucked  Gibson  collar  with  insertion 
and  lace  edging,  long  sleeves  with  vertical  tucks  but- 
toned at  the  wrist  and  edged  with  lace.    .'?9.00  per  doz. 


Special  Numbers 
in 

Laurentian 

$9.00 

White  Lawn 
Waists 

The  four  lines  illustrated,  we 
believe,  are  POSITIVELY 
THE  BEST  VALUES  ever 
offered  in  Canada  at  $9.00 
per  dozen. 


Tiie  Laurentian  high  stand- 
ard of  fit  and  workmanship 
is  thoroughly  exemplified  in 
these  lines. 

Send  your  order  now  to 
make  sure  of  your  share  of 
these  numbers.  Make  these 
lines  your  leaders. 

Our  assortment  of  white  lawn 
waists  at  $9.00  is  easily  the 
largest  in  the  trade.  Values 
unmatchable. 

Right  through  the  range  at 
all  prices,  values  are  as  good. 

That's  why  Spring-  orders 
from  our  customers  are  large- 
ly increased.  Are  you  selling 
Laurentian  Waists  ? 


No.  44.5.  Embroidered  and  tucked  front,  tucked  Gili- 
son  collar  with  lace  edging  and  insertion,  tucked 
back,  horizontally  tucked  sleeves  edged  with  lace. 
S9.00  per  doz. 


Have  YOU  selected 

from  the  Spring  range  ? 


No.  447.  Embroidered  and  tucked  front,  clusters  of 
tucks  in  back,  tucked  Gibson  collar  with  lace  edge  and 
insertion,  vertically  tucked  sleeves,  edged  with  lace, 
buttoned  at  the  wrist.    S9.00  per  doz. 


Order  by  these  numbers,   444,  44^,   446,   44J. 

Laurentian  WhitcAvear  Co., 

ADDRESS 

Levis,  Que. 

Toronto:  W.  H.  Piton,  Empire  Bldg.     St.  John,  N.B.  :   Alex  Burr,  Magilton's  Sample  Rooms.       Eastern  Ontario  and  Province 
Quebec  :    R.  Dionne.       Winnipeg  :  Western  Fabric  Co.,  63  Albert  St.     Montreal :  Z.  P.  Benoit,  Mark  Fisher  Bldg. 


Please  mention  The  Review  to  Advertisers  and  Their      Travelers. 


124 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Reviezv 


Blackeye  Silk  Moire  Underskirts 


Will  not    split    or    crack 
Have  both  rustle  and  lustre 


Values  will  please  you 

Styles  and  colors  afford 
a  wide  choice 

PRICES 

$30  to  $52  per  doz. 


Egyptine 
Underskirts 

Look  like  silk,  but 

wear  better  and  cost 

about  one-third 

All  styles,  and  latest 
colors 

PRICES 

$15  to  $24  per  doz. 


Reproduction  of  Post  Card  in  col>,rs.    A  supply  will  be  sent  retailers 
(handling  Blackeye)  willing  to  mail  them  to  customers. 


Blackeye  and  Egyptine  Underskirts  are  shown 
by  all  good  wholesalers 


€7^ 


MANUFACTURED    ONLY    BY 


"illani^uiaC 
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Announcement ! 


We  do  not  advertise  Three  Eighties  Brand  to  sell 

We  sell  it  to  advertise 


^^O  PROVE  this  we  want  to 
^^X  place  a  range  of  Three 
Eighties  Brand  Hose  with  every 
dealer  in  the  Dominion.  If  you 
have  not  already  handled  our 
other  styles  of  Hosiery,  we  wish 
you  to  judge  them  for  real  value 
by  this  brand.  As  a  leader  for 
your  Hosiery  Department  we 
have  confidence  in  recommend- 
ing Three  Eighties  Brand  Seam- 
less Cotton  Hose.  A  popular 
stocking  at  a  popular  price. 


Th 


:^( 


D 


TRADE      MARK 


FOR  LADIES  AND  MISSES 

Has  by  far  the  largest  sale  of  any  Hose  in  Canada 


Your  Jobber  can 
supply  you. 

Look  for  the 
Three  80's 
and  refuse 
imitations. 


— jGm^ed 


Hamilton 


Canada 


E.   H.    WALSH  &  CO.,    Sole  Agents 
Toronto  -  Montreal 
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and  fabrics  is  so  large  that  eacli  luerchanl  fan  pnt  in  a 
big  range  without  risk  of  duplication.  The  trimmings 
are  embroidered  laces,  as  well  as  pipings,  bands,  and  but- 
tons. 

Mention  should  be  made  of  a  new  idea  in  sailor 
models,  known  as  the  ''college  dress."  This  dress  is  de- 
veloped in  galatea,  and  has  the  true  sailor  blouse,  that  is. 
with  straight,  unshaped  model  that  is  not  gathered  under 
and  which  slips  over  the  head  and  fastens  under  the  tie. 
The  kilted  skirt  is  set  onto  a  cotton  waist,  which  carries 
a  plastron  yoke  to  fill  up  the  open  V  in  the  blouse.  This 
new  form  of  sailor  promises  to  be  very  much  worn  nex: 
Summer. 

No  child's  wardrobe  is  complete  without  a  dress  of 
white  lawn  or  muslin.  The  new  models  show  the  round 
and  squa,re  neck,  as  well  as  the  high  yoke.  Sleeves  are 
in  kimona  and  puff  effects,  and  for  the  larger  girls  the 
long,  tucked  and  lace-trimmed  Directoire  sleeve  is  in 
evidence.  With  this  kind  of  sleeve,  the  dresses  have  panel 
fronts,  while  full  waists  are  gathered  into  wide  headings, 
through  which  are  run  ribbon  sashes.  Fine  Valenciennes 
and  torchon  laces,  embroidered  insertions,  bands,  head- 
ings and  flouncings,  and  tucks,  etc.,  form  the  embelish- 
ments  of  these  dresses. 

For  girls  of  smaller  growth  the  skirt  of  the  dress  is 
often  made  of  embroidery  flouncing  in  Madeira  patterns. 

Dainty  dresses  are  developed  in  striped  crepes,  and 
in  silk-striped  voilesin  pink  and  white,  and  in  mercerized 
lawns  and  mulls. 


the  piomotois.  One  I'"nKlish  journal  in  commenting  on 
the  pan  sa3.i:  ■"Tiie  answer  in  well-infui-med  quarters  is 
decidedly  in  the  negative.  As  things  are,  retailers  have 
command  of  a    very  lar^e    variety   of  the    world's  manu- 


New  effect  in  voile  skirt,  trimmed  with  soutache 
embroidery  —  R.  D.  Fairbairn  Co.,  Toronto. 

Proposed  Trade  Combination. 

Some  prominence  was  given  in  the  English  dry 
goods  trade  journals  recently  to  a  scheme  for  a  combin- 
ation of  manufacturing  and  retailing  firms  and  the  elim- 
ination of  the  present  system  of  distribution  through 
wholesale  houses.  The  scheme  has  given  rise  to  a  good 
deal  of  discussion  as  to  whether  a  combination  on  the 
lines   suggested  would   meet  with  the  success   desired   by 


Woman's  or  misses'  Billie  Burlie  dress,  buttoned  down 
side  ;  made  in  imported  Shantung,  black,  natural  »nd 
all  the  leading  shades;  also  prettily  trimmed  with 
soutache  button  »ilh  jet  center. 

Parasol  in  blue,  green  and  wine  colors,  also  a  black 
and  white  check,  with  brown  insertion  two  Inches 
from  edge  —  Shown  by  R.  D.  Fairbairn  Co.,  Toronto. 


factured  goods,  which  are  brought  to  their  notice  by  the 
wholesalers,  and  it  is  obvious  that  under  the  proposed 
combination  they  would  not  be  able  to  supply  other  than 
the  productions  of  the  manufacturers  with  whom  they 
were  associated,  and  that  consequently  their  selection 
would  be  of  a  limited  character  as  compared  with  firms 
outside  of  the  tombine.  The  fact  should  not  be  for- 
gotten that  owing  to  the  much  larger  variety  of  goods 
available  in  these  days  the  retailers  buy  smaller  quanti- 
ties than  formerly  and  oftener,  and  that  this  would  not 
be  possible  were  there  no  wholesale  firms,  who  are  al- 
ways in  touch  with  the  manufacturers  and  buy  large 
quantities   to   supply   the   retailers." 


A.  S.  King  &  Co..  Toronto,  have  been  incorporated  with 
■tlOO.OOO  capital,  to  manufacture,  import,  wholesale  and 
retail  dry  goods.  The  incorporators  are  M.  H.  Ludwig. 
C.  F.  Ritchie.  .1.  H.  O'dham.  C.  Fennell  &  K.  Thompson. 
Toronto. 


The  Style  Situation  in  New  York  Garment  Market 

Exhibiting  Gowns  in  Salons— Serge,  Rough-Surfaced  Diagonals,  Broad- 
cloths and  Homespuns  in  Suits  and  Costumes  —  Tendency  for 
Shorter  Coats— Interest  in  Old-Pattern  Silks— Dresses  for  School  Girls. 

Staff   Correspondence. 


Office  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,  Oct.  30,   1909. 

ONE  ol  the  most  novel  methods  adopted  by  one  of 
the  largest  stores  in  New  York  for  showing  the 
new  ajid  imported  models,  was  the  equipment  of 
sahjns  similar  to  those  in  Paris  in  which  the 
gowns,  hats,  wraps,  and  dress  accessories  of  every  na- 
ture were  exhibited.  The  display  was  private  at  the  be- 
ginning, but  later  opened  to  the  public.  It  was  noted 
at  these  displays,  that  the  most,  elaborate  garments  were 
fur-trimmed,  a  feature  that  is  more  popular  this  season 
than  has  ever  been  noted  t)efore.  Fur  bands  on  beautiful 
evening  costumes  of  filmy  materials  seemed  the  most 
favored  style. 

In  suits  and  costumes,  the  materials  employed  were 
such  weaves  as  serge,  rough-surfaced  diagonals,  broad- 
cloths and  homespuns. 

The  distinct  features  of  the  suit  coats  are  the  long 
shawl  revers,  the  low  fastenings  and  the  deep  cuffs  on 
the  plain,   small   sleeves. 

Some  of  the  models  show  the  narrow  shoulders  and 
a  sleeve  with  fulness  at  the  top.  Others  again,  show  the 
broad  shoulders  with  a  sleeve  simply  cased  into  the 
armhole. 

The  skirt  most  seen  is  on  the  pleated  order  with 
hip  yokes  in  many  variations.  In  fact  all  the  models 
show  pleatings  of  some  style  or  other.  A  few  show  cir- 
cular sides  with  i)leats  inset  at  hip  depth,  back  and 
front. 

Tunics  and  Draperies. 

The  costume  suits  are  conspicuous  for  their  tunic  or 
drapery  arrangements  on  the  skirts  and  the  one-piece 
effects  of  the  ensemble.  Among  the  imported  models,  the 
skirt  and  coats  are  separate,  the  different  parts  being 
joined  beneath  a  full-length  panel  appearing  down  the 
back.  There  are  some  models  showing  this  panel  in 
pleat  form,  while  others  have  the  skirt  draperies  gath- 
ered at  the  .sides,  besides  the  panels. 

Ornaments  of  Gold  and  Silver. 

Dull  colors  are  used  this  winter  in  suits  and  street 
costumes.  Dull  gray  almost  a  black,  dull  blue,  rich  dull 
reds,  very  dark  browns,  and  dull  shades  of  green  are 
among  the  favorites.  These  biHghtened  with  lovely  or- 
naments of  dull  gold  or  silver  are  very  effective. 

Suits  trimmed  with  braids' are  among  the  Fall  fashions. 
Some  have  wide  plain  braid,  and  some  narrow  fine 
braid.     Satin,   moire  and  bengaline   are  used   extensively. 

Tailor-made  costumes  with  separate  blouses  to  match 
are  decidedly  good  style  this  season.  It  might  be  said 
that  simplicity  characterizes  most  of  the  tailored  suits, 
which  are  strictly  mannish  in  effect. 

The  newest  departure  in  this  connection  is  the  Rus- 
sian blouse  coat  suit,  which  is  an  exact  copy  of  the  gar- 
ment worn  by  the  Russian  soldiers.  Braided  and  button 
trimmed  it  is  very  attractive  and  is  a  style  that  prom- 
ises to  be  much  in  evidence  in  Spring.  Shorter  coats 
will  also  be  taken  as  the  .shorter  coat  looks  better  with 


the  draped    skirts.    Draped    skirts    will    be    more    in    evi- 
dence as  the  season  progresses. 

Half  and  Three-quarter  Sleeves. 

Three-])iece  suits  v\e.  e  represented  in  such  combina- 
tions of  materials  as  broadcloth,  and  moire  velour  ;  plain 
and  fancy  velvets,  cloth,  and  Ottoman  silk  ;  or  cloth  and 
velvet.  In  most  instances  the  dresses  formed  the  foun- 
dation in  which  were  noted  three-quarter  sleeves.  The 
foreign  models  showed  any  number  of  lialf  and  three- 
quarter  sleeve  dresses  to  be  worn  w'ith  coats. 

The  tendency  abroad  is  for  shorter  coats  and  there 
are  a  number  of  short  coat  suits  shown  in  the  stores  in 
New  York,  but  they  are  mostly  imported  models. 

It  is  noted  that  two-piece  suits  no  longer  hold  the 
commanding  position  in  the  realm  of  the  garment  trade 
which  they  enjoyed  earlier  in  the  season,  and  it  is  plainly 
the  fact  that  tailored  dresses  have  been  ordered  in  such 
large  quantities  that  there  seems  little  hope  of  the  two- 
piece  effects  I  caching  the  records  they  have  formerly 
made.  It  miarht  also  be  stated  that  three-piece  suits  are 
having  more  I'epresentation  as  the  season  advances. 

Great  Coat  Season. 

It  is  to  be  a  great  coat  season.  The  general  adop- 
tion of  the  tailored  dresses  is  wholly  responsible  for  the 
vogue  of  the  separate  coat,  which  is  shown  in  a  variety 
of  styles  and  fabrics. 

The  coats  are  very  long,  full  length  in  many  in- 
stances, and  in  others  they  show  three  or  four  inches  of 
the  dress  skirt.  The  elongated  waistline  effects,  or 
Moyen  Age  styles,  with  pleated  styles  are  among  the 
models  brought  out  by  the  different  manufacturers.  The 
models  brought  from  abroad,  however,  are  already  show- 
ing signs  of  the  passing  of  the  Moyen  Age  effects. 

Some  of  the  imported  models  reveal  a  tendency  to 
•semi-fitting  lines,  and  to  make  them  full  length  and  to 
finish  the  garments  a  sort  of  ciix-ular  flounce  is  added. 
Tailored  models  show  a  trimming  of  stitched  bands  or 
a  border  of  fur. 

Coats  of  moire  velour  are  shown  in  dressy  and  simply 
tailored  styles.  They  are  mostly  in  black,  with  garniture 
of  satin  cords  or  of  cloth.  Many  are  shown  with  the  deep 
shawl  collars  of  fur.  When  fur  is  not  used  on  the  collar, 
moire  or  velvet  is  employed.  Frequently  braid  ornamenta- 
tion is  added  and  effects  an  extremely  rich  finish  to  the 
coat. 

Wraps  on  Dolman  Lines. 

For  evening  wear  the  wraps  are  very  voluminons  and 
given  over  to  drapery  of  every  description.  Many  of  the 
most  exquLsite  ones  are  modeled  on  the  dolman  lines. 
Sleeves — or  rather  draperies  forming-  sleeves — a,re  cut  in 
one  with  the  body  of  the  wrap.  Such  materials  as  crepe 
meteor,  messaliue,  velvets,  satins,  etc.,  are  used. 

The  newest  effects  are  noted  in  the  tunic  or  drapery 
arrangements,  which  are  either  brought  out  in  the  cut  of 
the  model  or  by  trimmings.  In  the  tailored  skirt,  the 
tunic  line  is  imparted  by  the  odd  shaping  of  the  hip  yoke 
or  gored  upper  section.     In  many  instances  the  fastening 
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FRED  WOODLAND 


A.  P.  ALLEN 


Allen  Manufacturing  Company,  Limited 


WAISTS 

Lawn 

Silk 

Net 

Lace 

Vestings 

Ginghams 

and 

Prints 


IVe  are  continually  adding  to  our  range 
nezv  styles  with  latest  trimmings. 


COAT  SUITS 

In  Linen,  Crashes, 

Drill,  Pique, 
Indian  Head,  etc. 


''Allen's'  goods  are  always  well  made  and 

fit  properly. 


WRITE     FOR     TRAVELLER     OR     SAMPLES 


Allen  Manufacturing  Company,  Limited 


*^fiadt 


TflaJi 

MAOC    IN  CANADA 


Cor.  Simcoe  and  Pearl  Streets,         -         TORONTO      OL* 

LONG  DISTANCE  PHONE-MAIN  1150 


HAtI    IK  CAMO* 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


130 


R  E  A  D  Y  -  T  O  -WEAR     GAR  M  E  N  T  S 


Drv  Goods  Rci'icw 


is  oil  a  diaguiial  line  across  the  front.     The  pleated  flonnee 
is   tlie   nsual   teniiinai   finish. 

Materials  and  Trimmings. 

While  serges  and  cheviots  are  the  most  popular  skirt 
fabrics,  many  attractive  models  are  shown  in  melanges, 
especially  those  in  grey  tones.  They  are,  almost  entirely, 
without  exception,  of  the  tailored  order,  and  designed  for 
wear  with  tailored  blouses.  A  few  of  the  dressy  models 
are  ma,de  up  in  Bedford  cords  or  Ottoman  cloth.  Broad- 
cloth, as  usual,  has  some  representation.  Trimmings,  such 
as  braids,  satin  or  taffeta  pipings,  or  self  folds,  trim 
them. 

It  is  already  noted  that  many  of  the  pleated  effects 
of  earlier  productions  have  been  replaced  by  wide  breadths 
of  the  material,  gathered  or  shirred  into  place  about  the 
waist  and  hips.  Dresses  on  this  order  are  made  of  heavy 
materials  as  well  as  silks  and  filmy  ones. 

Departure  from  Elongated  Waistline. 

In  every  instance  the  waist  is  normal,  and  in  the  bet- 
ter class  costumes,  there  is  a  marked  departure  from  the 
elongated  waistline  effects.  Especially  is  this  fact  evident 
in  the  foreign  productions  that  were  brought  over  for 
the  Fall  and  Winter  openings.  The  newest  garments  are 
made  in  two  pieces,  joined  at  the  waist  in  one-piece  sem- 
blance,   with    a   real   or   simulated   tunic. 

The  washer-woman  drapery  is  most  in  evidence  for 
satin  gowns,  the  fabric  being  drawn  snug'.y  across  the 
hips  and  forming  a  drapery  at  the  back.  Several  of  the 
models  have  tunics  cut  like  short  semi-fitting  coats,  sleeve- 
less and  with  a  collarless  neck,  trimmed  with  contrasting 
material. 

The  polonaise  drapery  is  that  which  is  attached  to  the 
skirt  at  the  normal  waistline,  and  cut  in  pointed  effects, 
with  the  ends  tied  down  low  onto  the  train. 

With  the  revival  of  draperies,  and  tunics,  there  is  a 
renewed  interest  manifested  for  old-paftern  silks,  two- 
tone  harmonies,  velvets,  moires,  and  brocaded  satins. 

The  s'eeves  are  long  and  show  some  form  of  the  puffs 
of  contrasting  materials  in  those  for  dressy  wear,  but 
those  for  everyday  wear  have  the  plain,  long  sleeve,  some- 
times trimmed. 

For  Young  Girls. 

For  girls  there  are  semi-tailored  dresses,  and  middy 
suits,  with  the  sailor  collars  buttoned  at  the  back,  with 
large  or  small  buttons. 

Military  and  sweater  effects  are  the  pronounced  fea- 
tures of  the  fashions  for  the  young  girls  this  season.  They 
are  shown  in  both  the  suits  and  dresses  and  in  simple  and 
elaborate   variations. 


Blouses  Favored. 

Tlie  revi\-al  nf  lliree-<(uarter  sleeves  is  the  latest  for 
the  dressy  blouses.  Long  sleeves,  of  course,  are  in  vugue 
for  street  wear.  All  the  new  colors  and  materials  are 
in  the  new  blouses.  Tailored  waists  antl  Hue  lingerie 
blouses  have  their  share  of  recognition  in  the  displays. 
Frills  down  the  front  of  the  plain  tailored  waists  are  all 
the  rage  in  New  York.  They  are  either  wide  frills  or 
variously  pleated. 


A  Prussian  firm,  manufacturing  artificial  silk,  intend 
slai'ling  a  siinilai'  pant  in  America.  Artificial  silk  is 
iiiatle  from  cellulose,  wliicli  is  produced  from  jilants  chemi- 
callv  treated  and  forced   through  small   tubes  or  orifices. 


A  Word  to  Manufacturers 


Are  you  labelling  your  pro- 
ducts ?  A  label  attached  to  a 
garment  of  your  manufacture 
carries  your  name  everywhere, 
and  is  an  advertisement  that 
will  last  as  long  as  the  garment. 
Make  the  label  worthy  of  the 
goods— give  it  CLASS.  Our 
woven  silk  labels  are  unques- 
tionably the  best  made  in  Can- 
ada, distinctive  in  design,  per- 
fectly woven  and  equal  to  the 
best  produced  anywherein  the 
world.  If  you  are  not  using 
labels,  or  feel  that  you  need 
BETTER  labels,  we  shall  wel- 
come your  correspondence. 

Canada   Label  &   Webbing  Co.,  Limited 
9    Morrow    Ave ,  Toronto,   Ontario 


WE  ARE  IN  TRAINING 

FOR  EARLY  SPRING 

Our  advance  samples  in  "QUIET  ELEGANCE"  Coats,  Suits 
and  Skirts,  are  ready.  Same  "Sure  Sellers"  look  about 
them.    Please  place  your  orders  to  ensure  prompt  delivery. 

Watt  &  Shapiro  Mfg.  Co.,  ^^R^Atir 
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BRAN  D 


Duchess  Brand  Garments 
are  unconditionally  guar- 
anteed  in  all   particulars. 


Duchess  Brand  are  adver- 
tised in  the  leading  news- 
papers and  magazines  of 
Ontario. 


White- 
wear 

Now  is  the 
time  to  place 
your  Spring 
order  if  you 
have  not  al- 
ready done 
so. 


If  you  want 
deliveries  to 
be  sure,  do 
not  Dut  it  off. 

Remember 
that  there  is 
every  pros- 
pect of  a 
shortage  in 
this  line. 


Waists 


From  all  in- 
dicationsthe 
tailored 
waist  is  to  be 
a  big  seller 
for   Spring. 

We  are 

showing 

lines  in 

Lawns, 

Linens, 

Madras, 

Ginghams, 

Chambrays, 

and 

Fine  French 

Shirtings. 


No.  0054.  Tailored  Waist  in  Red  Cashmere  at  $21.00 
per  dozen.  Looks  warm  and  is  the  correct  thing  for 
this  season.  In  stock  sizes,  34  to  42. 


Por'onfar'f    ^    McCLUNG,  8- TO  ^V^H  J  n  o-f  r.n   Street  East,  TORONTO 
Dunlap  Manufacturing  Company,  525  St.  Paul  Street,  Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers 


Fashionable    Paris    is    Making    Lavish   Use    of    Furs 

Colors  for  the  Season  May  be  Dominated  by  the  Furs  Worn 
—Neutral  Shades  in  Favor  —  Latest  Novelties  —  Bonnet-like  Toques 
Making  their  Appearance  — -  Stage  Illustrates    Diversity    of    Fashions. 


()fh(-e  oi'  The  iJry  Good.s  Review, 
I'aris,  France,  Oct.  28. 
Si  all'   ( '(irrcspiiiulencc. 

THE  .sliiiit  suit  coat   is   firralj'  established  now     in 
Paris.     At    the    second    meeting    at    Longchamps 
man\    short-coated   plainly-tailored   gowns     were 
wiini.  \ery  many  nt  iheiu  in  black  velvet,  violet 
or   plum-colored    ser^e.     The   skiits    are   quite    short    and 
when  of  velvet  are  slightly  draped  at  one  side,  while  the 


Short  skirted  gown  of  black  \felvet,  trimmed  with 
heavy  cord  passementeries ;  blouse  sleeves  and  yoke 
of  smoke-grey  net,  edged  with  bunches  of  the  same 
trimming   as  used  on  the  dress. 

short  sacque  coats  are  tiimmcd  with  black  cord.  Tlic 
serge  costumes  are  severely  plain,  the  only  trimming  to 
the  jacket  being  a  row  of  stitching  around  the  hem  and 
the  inevitable  th  ee  buttor.s  that  fasten  the  front. 
Though  violet  and  plum  are  the  most  fashionable  colors 
well-dressed  women  are  wearing  dark  blue,  kahki,  Havana 
and  beige.  The  fjrcater  number  of  the  smartest  gowns 
do  not  touch  the  ground — a  most  sensible  fashion  for 
Winter,  though  they  are  by  no  means  simple  in  etfect. 
Many  are  very  much  draped  and  the  fullness  confined 
below  the  knees  by  a  band  of  fur  is  a  fashion  much  seen. 
Another  way  of  using  fui-  is  to  carry  a  border  of  iur 
from  the  neck   down  to   the  hem  of  the  skirt. 


Furs  in  Great  Demand. 

Almost  c.ery  aiticle  of  dress  lias  fur  on  it,  and  the 
\  ery  large  amount  of  fur  worn  and  the  number  of  pelts 
fashionable  was  cne  item  that  this  race-meeting  con- 
firmed. So  fash'ionatle  is  fur  that  it  seems  as  though 
the  colors  for  the  season  are  to  be  dominated  by  the 
furs  worn,  and  those  colors  will  be  taken  that  look  well 
with  the  fashionable  fuis.  This  brings  neutral  siiades 
into  favor  as  they  harmonize   with  almost  any  fur. 

Long,  luxurious  coats  are  made  of  sealskin,  Persian 
lamt^,  squirrel,  mink,  caracul,  and  also  in  ermine.  The 
price  of  real  seal  is  almost  prohibitive,  but  its  place  is 
most  successfully  taken  by  seal-dyed  musquash.  This 
fur  is  taking  a  desert  edly  high  i)lace  as  it  takes  a  rich 
seal  dye — is  light  of  weight  and  wears  exceedingly  well. 
Band  tr'immings  and  sets  which  liave  been  out  so  long 
are  in  hish   favor  and  the  greater  number  of  coats   seen 


.^   yi 


Dress  of  snioke-erey  satin,  with  tunic  over  dress  of 
silk  muslin,  with  embroideries  carried  out  in  grey 
shades  in  metallic  effects;  fringe  of  iridescent  bugles 
and    beads 

have  fur  trimmings.  Skunk  has  come  to  the  front  for 
this  purpose  and  seal  and  skunk  make  a  particularly 
good    combination. 

The   latest    fur    novelty    consists    of    scarfs    of    satin, 
moire,   silk   ninon,   chiffon,  crepe,   etc.,   bordered  with  fur 
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bands  and  further  trimmed  with  heavy  fringes.  A  very 
dainty  one  for  evening  wear  had  bands  of  ermine  and 
was  bordered  with  rich  lace,  while  one  of  black  moire 
was  bordered  with  skunk.  Many  houses  are  showing  im- 
mense mutfs  to  match  made  up  of  the  fabric  and  bands 
of  fui'.  These  sets  have  the  merit  of  being  new  and  also 
moderate  in  price. 

The  Limit  in  Animal  Effects. 

I  I'll  the  fur  sets  it  wouhl  seem  as  tliougii  the  use 
of  animal  effects  had  reached  the  limit  for  one  of  the 
latest  scarfs  is  merely  the  pelt  with  tail  and  head 
pieces  entirely  unmanipulated.  Muffs  and  stoics  now  are 
a  ma.'ss  of  ior  bodies  with  fiinges  of  heads  and  paws 
and  this  fashion  is  carried  so  far  that  it  verges  on  the 
ridiculous. 

For  street  wear  the  I'arisienne  is  wearing  the  plain- 
est and  simplest  of  coat  and  skirt  suits  in  deep,  dark 
shades  of  luuple  or  violet,  Havana  brown,  Russian 
green,  smoke  grey  and  navy  blue.  The  violet  shades  are 
not  the  rich  clerical  purples,  but  are  in  dead  subdued 
tones,  and  the  only  note  of  bright  color  tolerated  is  a 
touch  in  the  trimming  of  the  hat.  — 

New  Millinery. 

The  hat  shapes  shown  by  Parisian  modistes  arc  very 
varied.  Bicornes  and  tricornes  are  perhaps  the  most 
prominent  and  are  in  both  small  and  large  shapes.  Then 
there  are  many  Russian  toques  worn,  and  the  large 
(iainsborough  and  picture  shapes  are  so  becoming  that 
many  women  .still  cling  to  them.  There  is  an  endless 
array  of  skilfully  draped  turbans,  and  newer  still,  small 
bonnet-like  toques.  The  best-liked  of  these  have  large 
baret  crowns,  and  to  wear  them  properly  the  new  "bird- 
nest"  style  of  hairdressing  must  be  adopted.  This  means 
that  a  long  switch  must  be  procured,  for  few  women 
have  hair  long  enough  for  this  purpose.  This  fashion 
has  started  long  switches  on  a  career  of  prosperity. 
1  his  new  turban  makes  a  total  change,  the  idea  being 
to  show  the  outline  of  the  head  clearly,  while  the  curves 
of  the  coiffure  worn  for  so  long  a  period  are  obliterated. 

Indeed,  one  asks  if,  with  small  bonnets  and  close 
head-'dressing,   a   crinoline  revival  is  contemplated. 

.Just  at  present  the  metallic  touch  gives  life  to  the 
dull  colors  of  the  millinery,  with  gold  and  silver  first 
on  the  list.  Rich  passementerie  wings  and  garnitures 
are  used  (m  hats  and  the  price  is  not  lessened  by  their 
use. 

Diversity  of  Styles. 

Stage  costumes  aie  always  interesting  as  here  are 
often  seen  the  latest  advance  notes  of  fash'ion.  The 
dresses  worn  in  "Suzettei,"  at  the  Vaudeville  show  how 
many  and  diverse  are  the  fashion  tendencies  of  the  mo- 
ment. One  actress  wears  a  long  coat  with  her  walking 
dress  while  mother  is  garbed  in  a  short  coat  and  skirt 
suit,  the  thiid  wears  a  robe  with  CJreek  draperies.  As 
regards  materials,  one  gown  is  of  smoke-grey  voile 
trimmed  with  antiijue  guipure,  embroidered  with  steel, 
and  another  is  of  the  new  corley  crow-blue  face-cloth, 
trimmed    with   bands   oi  chinchilla. 

Many  of  the  afternoon  and  evening  dresses  now  worn 
have  tunics  of  silk  muslin  over  a  satin  foundation.  These 
tunics  are  very  elaborately  draped,  and  for  young  people 
have  no  trimming.  Women  of  more  mature  years  affect 
handsome  fringes  of  tubular  beads,  matching  the  satin 
of  the  under-dress  and,  as  well,  lines  of  skunk,  chin- 
chilla or  sable.  Rich,  wide  galoons  in  silk  fiossillc  and 
metal  threads  and  encrusted  with  mock  jewels  copied  as 
to  tint  and  design  from  mediaeval  embroideries  arc  much 
used. 


A  "SPECIAL"  FOR 
SUBSCRIBERS  TO 

Bvp  (B006B 
Tftevievo 


At  the  beginning'  of  1909  lUisy  Mans  .Magazine 
promised  full  value  for  every  penny  of  tlie  price.  We 
'have  many  assurances  that  we  have  fulfilled  our  con- 
tract thus  far.  If  Busy  Man's  has  pleased  you  this 
year,  you  may  safely  expect  a  greater  magazine  in 
1910. 

To  subscribers  of  The  Dry  Goods  Review  we  will 
send  Busy  Man's  one  year  for  one  dollar  and  fifty 
cents.  This  is  a  discount  of  25  per  cent.,  and  applies 
only  to  subscribers  of  this  paper. 

Fill  in  one  of  the  attached  forms  and  get  the  best 
combination  that  any  business  man  can  buy  at  the 
price. 


If  you  are  already  a  subscriber  to  'i"he 
Dry  Goods  Review  or  Busy  Man's  (or 
both)  the  subscriptions  will  be  extend- 
ed one  year  from  date  of  expiration. 

The  AlacLean   Publishing  Company,  Ltd., 

10  Front  Street  East,  Toronto. 
Herewith  is  $3.50,    for  which  send  The  Dry  Goods 
Review  and  Busy  Man's  Magazine  one  year. 

Name    

Street    

Place    


If  you  already  take  The  Dry  Goods 
Review  and  Busy  Man's  your  subscrip- 
tion to  Busy  Man's  will  be  extended 
one  year  from  date  of  expiration. 

The   .MacLean  Publishing  Company,  Ltd., 

10  Front  Street  East,  Toronto. 
I  lerewith  is  $1.50  for  which  send  Bu.sy  Man's  Maga- 
zine one  year. 

Name    

Street    

Place    
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Dry  Goods  Rexnci^.' 


"EXCELDA" 

Hand  kerchief  s 

Made  from  a  new  Fabric  of  superior  quality. 


Wlien  buying  from  the 
wholesale  trade  please 
insist  upon  having  the 
genuine 

EXCELDA 


A  good  article  com- 
mands respect  from 
your  customers  and 
increases  your  business 


A  Good  and 
Reliable  Article 


Mind  you  get  the 

Genuine 

"EXCELDA" 


Happy  and  Contented,  We  use  Excelda  Handkerchiefs. 
Two  Gold  Medals  Already  Awarded  for  Excelda  Handkerchiefs. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 


Men's  Clothing  and  Furnishings  Window  by  Warren  Andrews  for  the  Anderson  Co.,  St.  Thomas. 

Men's    Clothing    and   Furnishings   News 

Busy  Season  for  the  Clothing  Houses  —  Preparations  for  the  Gift 
Season  —  Neat  Blues,  Bronzes,  Greys,  Black  and  White  Mixtures 
Popular  Colors    in    Men's    Woolens  —  Novelty   in   Ties    and    Collars. 


THE  appniac-h  of  tlic  gift  season  means  mucli  to 
the  men's  wear  department,  and,  jiidg-ing  from 
statements  in  reliable  sources,  preparadons  have 
been  made  on  a  liberal  scale.  The  Fall  sorting 
trade  bas  been  very  heavy,  and  it  is  not  surprising  to 
tind  a  little  concern  about  deliveries  in  certain  lines. 
There  has  been  the  usual  scurry  for  gift  novelties,  al- 
though it  cannot  be  said  that  a  great  deal  of  attention  is 
yet  being  given  to  the  combination  plan  of  selling  such 
lines  as  bosiery,  handkerchiefs,  neckwear  and  suspenders. 
There  has,  however,  been  an  increasing  tendency  in  favor 
of  it.  In  not  a  few  departments,  while  such  lines  are 
not  especially  boxed  for  gift  purposes,  the  salesmen  have 
means  at  their  disposal  whereby  they  may  do  the  things 
up  at  the  buyer's  suggestion.  The  great  range  of  colors 
and  the  well-founded  tendency  to  match  bosiery,  hand- 
kerchiefs and  neckwear,  certainly  opens  the  way  for  the 
cultivation  of  the  combination  idea. 

Boxes  made  up  in  pearl  g-rey.  Copenhagen  blue,  or 
otiiers  of  the  favored  shades,  should  certainly  be  attrac- 
tive to  gift  seekers.  Good  business  is  done  along  these 
lines  in  the  United  States,  and  the  wholesalers  co-opera.te 
with  the  retailer.  An  assortment  of  neat  boxes  would, 
at  any  rate,  be  well  worth  considering  by  the  men's  furn- 
ishing end  of  the  store,  as  a  means  of  making  gift-season 
goods  an  appropriate  touch   of  atmosphere. 


A  Busy  Season. 

Clothing  men  are  rushed.  Fall  and'  Winter  lines  have 
been  pretty  well  cleaned  out,  and,  according  to  some 
manufacturers,  it  is  going  to  be  somewhat  of  a  problem 


to  deliver  satisfactorily  on  re-ori!ers.  In  some  quarters 
it  is  shortage  of  help  and  in  others  it  is  pressure  of  Spring 
business.  There  has  been  a  strong  run  in  heavy  over- 
coats. All  styles  in  suits  have  been  well  patronized,  the 
novelty  effects  being  selected  by  the  younger  men,  but  it 
cannot  be  said  that  the  more  conservative  styles  have 
gone   to   the   older  men. 

The  business  received  by  woolen  houses  illustrates  the 
reaction  against  high  colorings.  Blues,  bronzes,  greys, 
black  and  white  combinations,  neat  over-p'aids,  checks 
a,nd  mixtures  have  been  chosen.  Clothing  styles  show 
little  change  and  little  of  note  has  transpired  by  way  of 
novelty  during  the  past  month.  Those  who  study  the 
style  tendencies  of  United  States  centres  state  that  braid 
trimmings  for  edging  and  pocket  outlines  are  used,  both 
on  evening  and  day  dress.  Even  on  the  other  side,  how- 
evei-,  this  fancy  has  not  bad  very  great  application  as  yet, 
and,  it  is  predicted  in  some  quarters,  may  not  come  into 
general  acceptance  here  for  a  season  or  two,  if  at  all. 

The  Spring  placing  season  in  men's  woolens  has  been 
verv  satisfa.ctorv. 


The  New  Neckwear. 

Neckwear,  which  promises  to  hold  its  populai-ity 
through  Winter  and  on  into  the  Spring,  is  making  its  ap- 
pearance on  the  retail  counters.  Grey,  taupe,  Copenhagen 
blue,  lavender,  purple  and  old  rose  are  among  the  leaders 
shown  in  plain  and  combination  effects.  One  novelty  tie 
shown  is  a  plain  silk  with  woven  stickpin,  one  of  the  ef- 
fective combinations  in  this  being  wine-colored  ground 
and  pin  woven  in  gold  color.  Plaid  effects  in  deeper  col- 
orings   are   now   predicted.      While    diagonal    stripes   still 
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MEN'S     FURNISHER 


Dry  Goods  Reviezv 


Your  Particular  Customers 

wouldn't  think  of  wearing  an  ordinar-y 
Waterproof  Collar, 

BUT — they  will  wear 

CHALLENGE 


BRAND 

WATERPROOF 

COLLARS  AND  CUFFS 

because  they  are  so  entirely  different 
from  any  waterproof  collar  they've 
ever  seen.  You  really  can't  tell  them 
from  linen — the  same  dull  finish,  the 
same  texture,  and  the  same  comfort 
in  wear — correct  in  style  and  perfect 
in  fit  as  the  best  linen  collar  that  can 
be  bought.  They  are  absolutely 
waterproof — and  can  be  cleaned 
with  a  rub ! 

COLLAR  this  trade  in  your  dis- 
trict by  handling  "CHALLENGE" 
BRAND. 


®f)e  Srlinston  Companp 
of  Canaba,  iGimtteb 

54-56  Fraser  Avenue,     -     Toronto 

Western  Representatives  Eastern 

J.  CHANTLER  &  CO.,  DUNCAN  BELL, 


TORONTO. 


MONTREAL. 


have  some  prouunence,  vertiea.ls  are  now  in  the  lead,  some 
in  alternaLiug  colors  on  the  two-tone  order,  and  others 
so  limited  as  to  merely  relieve  the  solid  background.  A 
tie  of  giey  silk,  for  instance,  had  two  stripes  of  black 
well  divided.  Small,  dainty  patterns  are  making  their 
appea,rance.  Notable  window  trims  of  the  month  have 
featured  matching  colors  in  hosiery,  handkerchiefs  and 
ties.  Although  knitted  ties  do  not  occupy  the  place  they 
formerly  did,  there  are  retail  houses  who  are  still  spe- 
cializing in   them  with  sood  results. 


-f- 


Novelty  in  Collars. 


Ill  the  cullar  department  there  is  nothing  notably  new. 
A  new  patent  fastening  folder,  which  snaps  and  is  held 
shut  in  front  so  as  to  prevent  the  inevitable  parting  of 
the  ends,  has  made  its  appearance.  Among  the  English 
lines  is  a  pique  collar,  which,  it  is  predicted,  will  take 
the  place  of  the  shapeless  negligee,  since  it  comes  mid- 
way between  the  latter  and  the  stiff  type.  There  bas 
been  good  business  in  the  small  wing  collars  recenth^,  al- 
though  folders   are    the   leaders   for  general   wear. 


The  Spring  Shirts. 

There  is  a  fine  range  of  colorings  in  next  season 's 
shirts.  Black  and  white,  blue  and  white,  belios  and  pas- 
tels are  much  favored.  Pleated  effects  are  still  in  evi- 
dence, and  among  the  novelties  spoken  of  is  that  by  which 
fancy  stripes  are  applied  by  means  of  pleats  to  plain 
backgrounds. 


Great  Range  of  Fancy  Vests. 

Fancy  vests  are  being  produced  in  a  great  I'aiiuc  of 
materials — ^^linen,  cot  Ion,  woolen,  worsted,  silk  and  \'('l- 
yet,  and  in  styles  well  calculated  to  suit  individual  taste. 
A  novelty  hint  from  the  other  side  is  that  vests  of  mocha 
leather  have  made  their  appearance,  in  c  dorings  suit- 
able for  dress  and  evening  wear. 


H( 


idGl 


oves. 


losiery  anc 

While  tliere  has  been  no  change  in  glove  prices,  it  is 
predicted  that  the  advance  in  leather  will  cause  an  a,d- 
vance  next  year.  Fall  business  has  adhered  very  closely 
to  staple  effects  and  the  same  may  be  said  of  Spring- 
lines. 

Ill  men's  knitted  gloves  the  demand  is  for  dressier 
and  less  showy  lines.  The  colors  preferred  are  black, 
grey  and  tan  in  the  order  named.  Wool  and  fur-lined 
gloves  have  been  fairly  well  delivered,  and  wholesalers 
and  manufacturers  have  fair  stocks  for  sorting.  An 
outstanding  feature  of  the  trade  in  these  lines  is  the  de- 
mand for  the  strap  wrist  gloves.  Special  gloves  are  a,vail- 
able   for   driving   and   other   purposes. 

An  inLdination  is  shown  to  take  up  the  pale  buff  color, 
the  popular  London  color.  This  shade  cannot  be  imi- 
tated in  the  cheaper  lines,  as  well  aiS  the  dark  shades  of 
tan. 

Excellent  sorting  business  has  been  done  in  men's 
hosiery,  and  the  Spring  placing  bas  also  been  good.  Full 
assortments  have  been  generally  taken,  the  bulk  of  busi- 
ness being  done  in  neat  circular  a.nd  vertical  stripes,  and 
ill   small,  iinostentations  embroidered  effects. 
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A  New  Idea  in  Men's  Wear 

The  "THATsALL"  Garter  is  a  new  idea  in  men's  wear— only  on 
the  market  a  few  months.  Yet  already  it  is  tremendously  popular. 
Already  it  has  proved  itself  one  of  the  best-selling  articles  of  men's 
wear  the  year  has  produced. 

Hundreds  of  energetic,  up-to-date  haberdashers,  aided  by  our 
national  advertising  campaign,  are  selling  "  THATsALL  "  Garters 
everywhere.  Why  aren't  you  gettmg 
some  of  these  profits  ? 

"THATsALL"  Garters 

(Copyright,    1909) 
are  so  popular  because  they  do  away 
with  the  faults  of  other  garters. 

For  they  need  no  band  around  the 
leg.  They  can't  bind  the  leg  or  inter- 
fere with  the  free  circulation  of  the 
blood.  They  can't  slip  and  let  the 
wearer's  socks  wrinkle.  Yet  they  don't 
pull,  and  soon  the  wearer  forgets  he 
has  them  on. 

They're  clean  and  sanitary.  Other 
garters  bind  the  leg  and  stop  circulation. 
"THATsALL"  allows  tree  circulation 
of  the  blood  and  keeps  you  warm. 
They  are  easily  put  on  and  taken  off, 
they  won't  come  undone. 

Many  Profits   for   You 

"THATsALL"  Garters  are  big 
sellers.  They  have  many  profits  for 
you.  Every  sale  you  make  means  other  sales.  And  the  garters  bring 
new  customers  to  your  store — customers  who  will  stay  to  buy  other 
things. 

Write  for  sample  of  the  "THATsALL"  Garter  to-day.  Judge 
its  selling  possibilities  for  yourself.  Then,  give  us  a  trial  order.  It 
means  big  profits.     Write  us  a  letter  now. 

"TBATsAlL"  GARTER  CO.,  41  Union  Square,  New  York 


PEERLESS 
OVERALLS 

ARE    ALL    THAT 
THE   NAME  IMPLIES 

They  are  made  of  selected  Denims,  cut 
roomy,  careful  workmanship,  and  possess 
unique  selling  features  and  right  values 

Our  increased  factory  space 
assures    prompt   deliveries. 

New  lines  for  Spring,  1910,  are  now  in  the 
hands  of  our  representatives  all  over  Canada. 
The  range  is  broad  enough  to  please  every 
buyer  of  good  overalls,  and  each  number  is  a 
leader. 

Judge  by  these  numbers  : 
400,  Blue,  Railroad 
700,  Blue  Denim 
500,  Blue  Denim,  Elastic  Back 
600,  Black 

Get  a  sample  dozen  and  compare 

Peerless  Overall  Co. 

ROCK  ISLAND,  QUE. 
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Dry  Goods  Rci'iczc 


STYLE 


ECONOMY 


THE 


XYLONITE-LINEN 


(Pronounced  Zy-lon-ite) 


Waterproof  Cuffs  &  Collars 


are  the  same  style  and  have 
that  same  dull  finish  that  your 
customers  have  always  been 
used  to  in  their  linen  collars. 

That's  the  great  charm  about 
Xylonite  Linen  Collars  — they 
are  entirely  different  from  the 
ordinary  waterproof  collar  — 
they  are  never  shiny  and  have 
the  perfect  fit  and  texture  of 
the  best  Unen  collars. 

Xylonite  Linen  Collars  are  ab- 
solutely waterproof,  and  will 
notAvilt,  they  will  wear  longer 
than  a  linen  collar,  and  may 
be  cleaned  with  a  damp  cloth. 
Are  you  prepared  to  meet  the 
demand? 

Write  for  prices. 
Canadian  selling  agents 

Geo.  Ridout  &  Co. 

Toronto. 

Stocks  carried  at 

MONTREAL--123   Coristine    Bldg. 
WINNIPEG--56  Albert  Street. 
TORONTO--??  York  Street. 


FIT 


COMFORT 


The  PRESTO  COLLAR 

J/6^5^ 7^  INCREASE 

YOUR  BUSINESS 


^  It  has  a  selling  force  all  its  own,   because  it  fills  a  real 
need  from  the  standpoint  of  your  customer. 


^  It  makes  two  overcoats  or  raincoats  out  of  one  garment, 
with  nothing  lacking  in  style  or  smartness. 


fl  It  rests  firmly  and  smoothly  on  the  neck  when  turned 
down,  in  the  ordinary  way — makes  a  covering  for  the  chest 
— way  up  to  the  chin,  when  turned  up,  making  the 
smart,  stylish,  military  effect,  keeping  out  cold  and  storm 
at  their  bitterest. 


^  It  looks  the  same  as  any  overcoat  or  raincoat  until 
occasion  requires — then  the  wearer  changes  coat-styles  in  a 
wink.  It  is  a  tailoring  principle — used  in  all  materials — 
a  part  of  the  garment  and  not  in  any  sense  an  attachment. 


^  The  Presto  will  appeal  to  your  trade  if  you  have  it  to 
show  them.  You  can  easily  see  the  selling  points  to 
attract  a  buyer. 


fl  T  he  best  overcoat  and  raincoat  makers  in  the  United 
States  and  in  Canada  have  seen  its  advantages  as  a  trade 
magnet  and  are    making  Presto  Collar  Coats,  patented,  a 

wedge  for  sales. 


fl  See  it  before  you  order — get  acquainted  with  its  genu- 
ine merit.  It  isn't  a  freak  or  a  fad.  You'll  know  why 
you  ought  to  have  it  on  the  coats  you  sell.  Presto  Collar 
Coats  are  only  made  in  Canada  by 

T.  Eaton  Co.  Toronto 

J.  W.  Peck  &  Co.  Montreal 

Wener  Bros.   &  Hart  Montreal 

S.  Wener  &  Co.  Montreal 

who  will  gladly  answer  all  requests  for  a  good  critical  look 
at  the  Presto  Collar  Garments.  Write  to  them  to-day. 
It  will  pay  you — pay  you  well. 


THE 


PRESTO   COMPANY 

699  Broadway  NEW  YORK 
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You  have  already  seen  in  the  November  Numbers  of  The  Big  Monthly  and  Weekly  Magazmes 
the    Opening    Shot   of   the   National   Advertising    Campaign    on    SLIDEWELL    COLLARS 

The  November  magazines  .carry  the  first  direct  SLIDEWELL  message  to  the  millions  of 
collar  wearers  throughout  the  country.  Before  this  advertising  appeared  a  demand  aggregat- 
ing thousands  upon  thousands  of  dollars  had  already  been  built  up  for  SLIDEWELL  collars. 

But  now  that  we  have  entered  into  this  most  aggressive  and  extensive-  advertising  campaign 
— now  that  we  are  telling  every  collar-wearer  in  America  just  what  the  SLIDEWELL  COL- 
LAR is,  the  enormous  advantage  of  its  exclusive  SLIDEWELL  SHIELD  which  protects 
the  scarf  and  saves  the  time  and  temper  of  the  wearer  every  day,  the  demand  for  SLIDE- 
WELL  COLLARS  is  certain  to  be  doubled — trebled  in  every  town  and  city  in  America. 

SLIDEWELL  COLLARS 

Prepare  yourself.  Put  in  a  stock  of  SLIDEWELL  COLLARS  now.  This  big  SLIDEWELL 
demand  must  find  an  outlet  in  your  town.     Let  yours  be  the  open  SLIDEWELL  door. 

This  picture  shows  you  what  the  SLIDEWELL  COLLAR  is  and  where  its  big  advantage 
lies.  Our  advertising  to  you  has  told  you  much  about  the  SLIDEWELL  just  as  our  con- 
sumer campaign  now  tells  it  to  your  trade — the  collar-wearers.  The  SLIDEWELL  will  be  the 
most  popular,  the  quickest,  easiest  selling  collar  of  the  year,  because  it  offers  the  consumer 
the  SLIDEWELL  SHIELD,  the  first  real  collar  improvement  of  the  last  ten  years. 

The  SLIDEWELL  has  all  the  points  of  style  and  strength  any  other  collar  has.  It  retails 
at  two  for  25c.  (in  Canada  3  for  50c.)  Jobbers  in  every  city  distribute  SLIDEWELLS.  You 
know  what  that  means — no  money  tied  up  in  big  stocks  and  deliveries  on  the  day  you  order. 

Send  us  a  postal  now  for  a  free  sample  collar,  for  our  Style  Book,  and  the  list  of  jobbers 
who  carry  a  complete  stock  of  SLIDEWELLS  in  your  city.  Watch  the  mails  for  our  big 
bulletin  to  be  delivered  to  you  very  soon.     It's  important. 


HALL,  HARTWELL  &  CO. 


TROY,  NEW  YORK 


E.  H.  WALSH  &  CO.,  Agents  for  Canada,  Toronto  and  Montreal 
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CAMPBELLJg    CLOTHING 


A    STOCK    OF 

CAMPBELL'S 
CLOTHING 

in   conjunction_with  our 

SPECIAL 
ORDER 
SYSTEM 

will  enable  you  to  secure 
the  best  of  the  clothing 
business  in    your   town. 


Campbell  Special  Order  Clothing  builds  business. 
Applications    considered     now  for    Spring,   1910. 

The  CAMPBELL  MANUFACTURING  CO.,  Limited 

CAMPBELL    BUILDING,    ELMIRE   STREET,    MONTREAL 
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M  EN'S     1<  U  R  N  I  S  H  E  R 


Dry  Goods  Rcvici 


Are 

Awake 


To  the  large  possibilities  open  to  you  for  profit 
shirt  selling?    You  can  obtain  and  hold  the 
class  trade  by  handling 

See  our 

travellers 

anything  ever  put  on  the  Canadian      //^        before  ordering 

ety  of  pattern,  quality  of  fabric,      /^     your  Spj  ing  Shirts 

..,  and  elegance  of  make  and 

rts  will  prove  rapid  sellers,    ^  The  DEACON  SHIRT 
good  margin    of  profit.       ^  LiUMr  AJM  i 


DEACON  SHIRTS 


BELLEVILLE 


ONTARIO 


Heillig,  Joseph  &  Co. 

Importers  of  Woolens  and  Tailors'  Trimmings 


204-206  McGill  Street 


Near 
Notre  Dame 


Montreal 


Our  range  comprises  the  New^est    and  most    Up-to-date   designs  in   Worsted 

Suitings  and  Coatings 


WAIT   FOR  OUR  TRAVELLERS    BEFORE    ORDERING 


THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 
Showerproof  purposes. 


/^eg?TradeMari^ 


PROOFED  BY 

Fac-simile  of  Stamp. 


THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof,  pro- 
perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 


The    t 


S 


(Copyright) 


DUST-PROOF 

as  well  as 

Showerproof 


Proofers  to  the  Trade,  BRADFORD,  YKS. 
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"  PYRAMID  "  Handkerchiefs 

Get  ready  for  Christmas  Trade.     Display  them  now. 

They 

are  welcomed  by 

wholesalers,   and   retailers 

are  buying  freely. 

Ask  your  w^holesaler   now^, 

and   get  ready  for  Christmas  needs. 


Pyramid 
Handkerchiefs 

attract  the  best  class  of 
buyers  to  your  store. 
Tempting  window  dis- 
plays are  worth  while. 
Show  cards  furnished 
by  your  wholesaler. 


What  PYRAMID  HANDKERCHIEFS  are  : 

A    soft,   durable  fabric.      Tasteful    and    original    patterns,    every  one 
registered.       Absolutely  fast  colors. 

A  Moderate  Price.  A  Staple  Seller 


PYRAMID 

HANDKERCHIEFS 


Be  the  first  to  show  them  in  your  town. 

CARRIED  BY  THE  LEADING 
WHOLESALERS. 

See  them  when  in  market  this  month. 


PYRAMID 

HANDKERCHIEFS 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 


144 


MEN'S     FURNISHER 


Dry  Goods  Review 


J.  BRAND 

Austrian  Collars 


Our   stock   is   complete  in    both    J.    Brand 

and    Derby   Qualities. 
Men's  Fancy  Summer    and    Winter    Vests. 


Showing  for 
Spring  Trade 

Ladies'  and  Men's  Motor  Coats  in  Linen, 
Cotton  and  Silk,  and  a  line  of  Men's  Summer 
Clothing  and  Boys'  Suits. 


THE  CANADIAN   UNDERWEAR   CO. 

309  Notre  Dame  St.  West,  MONTREAL 


CifcpENDERS  MADE 

OUar       ^N  CANADA 


ia^a 


Globe  Suspender  Co 

ROCK    ISLAND, 
PO 


Holiday  Lines,  packed  in 
fancy  single  boxes,  at  $3.50, 
$4  50  doz. 

Satin,  with  Gilt  or  Oxi- 
dized Trimmings,  Tuxedo 
Leathers,  $6.00,  $7.50  doz. 
Packed  in  fancy  single  boxes. 

Holly  Patterns 

Combination  Suspender,  Arm 
Band  and  Boston  Garter  in 
fancy  boxes,  $9.00  per  dozen. 
Everything  in  Holiday  lines  for 
men.  youths  and  boys. 

Let  us  ha7<e  your 
hurry-up  order. 

Globe  Suspender  Co. 

Rock  Island,  Que. 


The  Berlin  Suspender  and  Button  Co.,  ^^^"^ 


Imperial 

Driving   Gloves 
are  in  great 
demand  these 
days 


No  line  which  you 
handle  has  more 
effect  on  your  gen- 
eral trade  than  your  Gloves.  And  no  line  will  have 
that  desired  "after-effect"  in  influencing  further  trade 
with  your  store  like 

'Imperial    Gloves 

These  splendid  goods  are  made  in  a  large  variety  of 
styles.  In  fit,  wear,  quality  and  appearance  they  are 
unexcelled.  And  there  is  a  worth-while  margin  of 
profit. 

Write  f  r  Catalogue  and  Prices 

IMPERIAL  GLOVE  CO.,  Limited 

DUNDAS  ONTARIO 


MANUFACTURERS 


NOTICE 

We  are  instructed  by  the  Trustees  for  the  Bond- 
holders of  the  DOMINION  WOOLLEN  MILLS 
COMPANY  to  offer  for  sale  the  desirable  factory 
property  at  Beauharnois,  Que. 

Excellent  buildings,  water  power,  boilers,  shaft- 
ing, electric  light  plant,  sprinklers,  etc. 

For  plans,  etc.,  apply 

D.  W.  OGILVIE  &  CO.,  Inc. 

Tel.  Main  3113        H  St.  Sacrament  Street,  Montreal 


♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 

\  DRY  GOODS  REVIEW 


t 


has  enqui.ies  from  time  to  time  from  manufacturers  and  others 
wanting  representatives  in  the  leading  business  centres  here 
ana  abroad. 

Firms  or  individuals  open  for  agencies  in  Canada  or 
abroad  may  have  their  names  and  addresses  placed  on  a 
special  list  Kept  for  the  information  of  enquirers  in  our  various 
offices  throughout  Canada  and  in  Great  Britain  without 
charge. 
.A-ddress  t   Dvisiness  Manager. 

DRY  GOODS  REVIEW 

Montreal  and  Toronto. 
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The  Western  Demand. 

Staff  correspondent 

Winnipeg,  Nov.  1. — It  is  interesting;  to  note  the  popu- 
larity of  cheviot  suitinj^s  and  overcoatings  in  the  West 
this  Fall.  Tweeds  are  also  strong  in  the  field,  but 
cheviots  everywhere  arc  in  demand.  It  has  always  been 
a  recognized  feature  of  the  western  trade  that  the  best 
class  of  goods  are  strongly  represented.  Westerners,  it 
would  appear,  are  willing  to  pay  a  good  price  if  they 
are  assured  of  a  good  article.  This  applies  to  every  line, 
and  it  is  manifestly  true  of  every  line  of  dry  goods. 

Local  retailers  are  very  bu.sy,  and  have  been  for  sev- 
eral months.  The  Fall  overcoa;t  business  has  surpassed 
all  expectations.  The  latest  cuts  of  suits  and  overcoats 
are  the  most  heavily  selling.  The  working  classes,  in  a 
remarkable  way,  keep  in  touch  with  styles  of  cut  and 
pattern,    and    the    best    goods    always    have    a    good    sale. 


BERT    F.    RAPLEY 

A  representative  in  Central  Ontario  of  Brophy,  Parsons 
&  Rodden,  Ltd.,  Montreal.  He  mysteriously  disappeared 
from  the  Campbell  House,  Napanee,  Ont.,  on  October  19th. 
No  explanation   is  available. 


Credit  Terms  Approved. 

A  convention  of  Ontario,  Quebec,  and  Maritime  Pro- 
vince wholesale  dry  goods  houses  was  held  in  the  Board 
of  Tra,de  building  at  Quebec  City  on  October  6th. 

Hon.  E.  B.  Garneau,  president  of  Garneau,  Ltd.,  Que- 
bec, presided.  The  meeting  was  held  chiefly  to  discuss 
the  working  out  of  the  new  credit  terms  and  discounts 
which  had  been  in  operation  over  a  year.  The  chief 
features  of  the  new  terms  in  operation  are  goods  shipped 
from  the  25'th  of  May,  date  October  1st  for  Fall,  and 
goods  shipped  from  the  25th  of  November  date  April  1st, 
while  discounts  are  reduced  from  5  per  cent.,  thirty  days 
to  .5  per  cent,  ten  days. 

The  outstanding  feature  of  the  meeting  was  the  fact 
that  no  wholesaler  withdrew  from  the  agreement  regard- 
ing terms,  and  general  satisfaction  was  expressed  with 
results.  Each  wholesaler  discovered  that  he  had  gained 
as  many  accounts  as  he  had  lost  on  account  of  new  terms. 

Letters  were  read  from  wholesalers  in  the  far  west, 
w^ho  expressed  their  desire  to  make  terms  in  accordance 
with  eastern  houses.  Wholesalers  who  have  not  actually 
signed  the  agreement  have  written  letters  stating  that 
tbeir  terms  will  not  exceed  those  agreed  upon.  Charges 
of  brea«'h  of  the  agreement  have  not  been  substantiated. 


Let  our  representatives  show 
you  the  splendid  new  line  of 

Ladies'  Suitings 


These  goods  are  equal  in  quality  to  the 
finest  imported  lines.  Exceptionally 
choice  range  of  beautiful  colorings  and 
patterns. 

HARRIS    &    CO.,    LIMITED 

Rockwood  ::  Ontario 

Representatives 

MONTREAL  -.  Hector  Prevost.  710  St.  Hubert  St. 
HALIFAX  :  G.  A.  WoodiU,  Roy  Buildins 

LONDON:    J.  A.  Irwin.  341     Princess  Avenue 

WINNIPEG  :  McRae  &  Walker.  Ashdown  BIk. 


Wreyford    &t   Co. 

TORONTO 

WHOLESALE   MEN'S    FURNISHERS 

Sole  Agents  in  Dominion  for: — 

Young    &    Rochester' s 

Shirts,  Collars,  Neckwear,  Fancy  Vests,    Dressing 

Gowns.     Best  selection  Flannel  Shirts  in  Canada. 

FACTORIES :    London    and     Londonderry 


T.   H.  Downing  &  Co.,  Leicester 

Underwear,  Hosiery,  Cardigans,  Club  Jerseys,  etc. 


CELLULAR  CLOTHING  CO. 

Manufacturers  of^^Aertex"  &  '^^Cotella"  Underwear 

O.A.D.  Athletic  Shirts  and  Trunk  Drawers 
to  retail  for  50c, 

Union  Suits  to  retail  for  $1.50 


Our  CARDIGAN  SWEATER  COAT 

is  best  value  and  style  shown  this  season. 
See  it  before  placing  Orders. 


TRESS  &  CO.'S  noted  Hats  and  Caps 


Our  travellers  are  now  on  the  road  with  full  range  for  1910. 
If  not  regular  customer,  writ^  us. 
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This  is  not  an  idle  boast— it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 

Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 

Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 

Lace     Curtains,       Chenille    Curtains, 

Table  Covers, 
Upholstery    Supplies    and    Hardware. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 


Geo  H.  Hees  &  Son  Co.,  Limited 


Cor.  Peter  and  RecoUet  Sts., 
MONTREAL 


52  Bay  St.,  TORONTO 
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Furnishings  and  Decorations  for  the  Home 

Remarkable  Improvement  in  Tone  of  Trade  Commented  Upon  by 
Carpet  Men  -Records  Show  Cautious  but  Much  More  Liberal  Plac- 
ing—Prevailing Effects  in  Wall  Paper— Variety  in  Draperies  and  Curtains. 


THE  remarkable  dilfereuce  between  the  condition 
of  trade  at  the  present  time  aaid  one  year 
ago  is  frequently  the  subject  of  comment 
among'  those  who  have  recently  returned 
from  trials  through  the  eouniry.  The  retailer  now 
appears  to  be  in  a  much  better  condition  to  con- 
sider new  lines,  and  where  he  was  inclined  to  be  in- 
different before,  he  now  betrays  the  buying  inclination. 
Placing  in  carpets  has  been  very  go'od,  with  a  strong  run 
on  greens,  fawns,  and  browns.  Although  English  reports 
of  a  decline  in  Axminster  prices  come  from  the  Old 
Country,  wholesalers  express  the  opinion  that  this  will  be 
short-lived  and  that  the  effect  will  hardly  be  noticeable 
here.  Prices  continue  steady,  and  there  are  those  who 
intimate  that  they  will  continue  to  remain  so,  judging 
from  the  tendency  in  raw  materials. 

The  newer  designs  in  linoleums  and  floor  oilcloths  are 
taking  well  with  the  trade,  and  it  is  evident  tha^t  the  wider 
range  of  uses  to  which  these  floor  coverings  are  being 
applied  in  different  parts  of  the  house  is  accountable  for 
an  improved  demand.  Cork  carpet  is  now  very  greatly 
favored  for  hotel  dining  rooms  and  a  large  city  retailer 
states  that  he  had  recently  made  several  good  sales  of 
this  material  for  that  puriaose. 


Draperies  and  Curtains. 

In  the  drapery  a,nd  curtain  section  a  great  variety  of 
materials  and  designs  have  claims  upon  recognition  for 
next  season.  The  demiand  for  Madras  muslins  is  re- 
markable, and  the  wholesale  liouses  are  showing  a  great 
range  of  very  pretty  effects.  These  all  favor  conven- 
tional designs  and  while  light,  cheery  colorings  such  as 
tans,  greens,  creams  and  the  mustard  shades  are  leaders, 
tlie  deeper  to^ne-s  are  not  being  discarded.  It  is  noticed 
that  in  these  muslins,  as  in  almost  all  of  th«  curtain  or 
drapery  lines  there  is  a  strong  tendency  towards  antique 
patterns.  While  some  are  of  t'he  all-over  order,  otliers 
are  plainer  with  narrow  self  stripes  alternating  with 
dainty  patterns  producing  a  two-to'ne  effect.  There  are 
also  designs  which  have  an  appliqued  effect.  The  Madras 
muslins  range  in  price  from  32  cents  to  $1.20  the  yard. 

A  very  rich  assortment  is  being  shown  in  silk  velours 
for  draperies,  in  gold,  green  and  rose.  Nothing  is  more 
beautiful  for  the  purposes  intended  than  a  rich  heavy 
velours  either  plain  or  printed  with  silk  facing  to  match. 
There  is  also  a  double  faced  velour  in  the  market  which 
does  noi  require  line,  and  which  is  sold  at  aJbout  $1.90 
the  yard. 

Curtain  cloth  in  sihades  of  reds,  greens  and  browns 
have  been  meeting  with  a  very  strong  demand  and  will  be 
largely  represented  in  Spring  selling  along  with  the  linens 
and  monk's  eloths  which  have  been  figuring  so  prominently 
in'  the  present-day  treatment  of  casements,  doors  and  win- 
dows. Stenciling  continues  to  find  favor  but  attention 
is  now  being  directed  to  brocaded  effects  in  borders,  some 
very  striking  made-up  designs  being  shown  in  green  cur- 
tain cloth  with  gimped  edges  and  an  applied  border  in 
brocaded  effect.  Galloons  are  also  popular  for  this  pur- 
pose. In^  chintzes  every  effort  is  being  made  to  repro- 
duce old  patterns  used  in  the  early  Victorian  period. 


A  large  number  of  exquisite  patterns  in  Battenburg, 
Arabian  and  Venise  laces  are  being  shown  at  the  pre- 
sent time.  These  include  some  very  ornate  patterns  in 
s(iuared  effects.  Prices  here  run  from  $.5  to  $18  a  pair. 
Door  panels  of  Battenburg  ai'e  a  ready-to-use  line  which 
should  interest  the  trade  at  a  time  when  much  glass  is 
used  in  the  doors  of  houses  and  when  daintj'  adornment  is 
called  for.  In  Nottingham  curtains,  there  will  alAvays 
be  a  steady  demand,  and  travelers  slate  that  in  orders 
for  these  goods,  the  price  range  is  pretty  well  represented. 
The  advance  in  cotton  prices  is  such,  however,  that  an 
aidvance  of  from  7  to  111  per  cent,  in  laces  is  now  an- 
nounced. 


Real  Arabian  Lace  Curtain— Shown  by  Geo.  H.  Hees,  Son  &  Co.,  Toronto 

The  Artistic  in  Wall  Paper. 

Between-season  business  in  wall-paper,  among  the  re- 
tail departments,  places  further  emphasis  upon  the  fact 
that  the  growing  demand  is  for  the  daintily  artistic  de- 
signs. As  simplicity  is  the  keynote  in  furniture  at  the 
present  time,  so  also  it  has  its  place  in  the  more  decora- 
tive essentials,  such  as  draperies,  curtains  and  wall  cover- 
ings. It  is  a  simplicity  which  favors  richness  and  depth 
of  coloring  rather  than  tending  towards  an  inhospitable 
effect  by  plainness. 

The  decorator  has  never  had  at  his  disposal  a  range 
of  designs  better  calculated  to  develop  the  essential  at- 
mosphere of  different  rooms.  Discussing  the  resources 
embodied  in  different  lines,  the  hea.d  of  a  large  depart- 
ment in  which  suggestion  and  demonstration  have  been 
made  a  very  strong  feature  of  salesmanship,  had  this  to 
say  with  reference  to  treatment  of  house  interiors. 
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JOHN  R.  FOSTER  &  CO. 


— LIMITED- 


Manufacturers  and  Warehousemen  of 

Upholsterers'  Trimmings, 
Smallwares,  etc. 


Trimmings  of  every  description, 
from  the  Cheapest  to  the  Most 
Elaborate,  for  Curtains,  Draperies, 
Furniture,     etc.         Embroideries. 

Warehouse :   lla,   Gutter   Lane,   Cheapside,   E.G. 

Factories:  3  and  4,  WINSLEY  STREET, 
And  50  and  51,  CASTLE  STREET,  EAST,  W. 

Telejrims:     "  TERFOS,  LONDON." 
A^ent  lor  Canada: 

Ed^ar  Fenton,  32  Coiborne  Street,  Toronto 


Early  in  the  coming  year 
we  anticipate  opening 
in  Montreal  a  warehouse 
for  the  convenience  of  our 
rapidly  increasing  list  of 
eastern  customers,  and  will 
carry  in  it  a  complete  stock 
of  Down  and  Cotton  Com- 
forters and  Cushions.  In 
the  meantime  we  are  well 
prepared  at  our  Toronto 
factory  to  fill  all  orders. 


Write  for   our  price    list. 


The 


Harvey  Quilting  Co. 

Limited 
33-35-37  Pearl  Street,     -    Toronto 


"We  are  using  very  few  bonlers,  except  where  the 
wall  covering  is  decidedly  plain,  aind  are  carrying  the 
l>ai)er  right  up  to  the  ceiling,  and  finishing  with  a  mould- 
inji'.  Where  we  have  a  high,  coved  ceiling  we  extend  it 
Id  ihe  wall  and  finish  with  a  moulding  at  the  bas^e  of  the 
ciiivc.  Of  course,  for  the  drawing  room  one  must  con- 
sider the  furniture,  the  pictures  and  their  treaitment,  and 
tlie  general  effect  and  individuality  possible  or  preferred. 
There  is  great  attention  paid  at  the  present  time  to  art 
fffects.  We  in  Canada  are  now  in  a  better  position  to 
appreciate  and  cultivate  this  kind  of  thing.  The  drawing 
iMom  is  the  showi'oom  of  the  home;  it  is  here  we  keep 
iiur  liDUsehold  gods,  and  the  aim  should  be  to  preserve 
ail  artistic,  refined  atmosphere — that  is  if  it  is  to  be  set 
asiile  as  the  exclusive  room  of  the  house. 

The  sitting  ro(Hii  will  be  less  ornate,  the  walls  treated 
ill  a  restful  paper.  The  room  must  have  a;n  air  of  rest 
and  comfort.  The  mixed  tans  and  greens  in  art  nouveaii 
designs  are  very  popular  and  are  certainly  well  suited  to 
ihc  purpose  as  are  also  woven  tapestry  effects,  and  there 
is  a  range  of  cork  velours  with  borders  to  match  which 
I'.ave   been   favored  for  tlie   sitting  room,   library   or  den. 

For  the  hall  or  vestibule,  panels  of  imitation  leather  or 
burlap  with  upper  third  in  tapestry  design  or  something 
very  conventional  is  a  good  combination.  Verdure  tapes- 
tries are  being  much  usecT  for  halls  and  vestibules.  They 
show  the  rich  green  and  wood  tints  in  exquisite  com- 
bination. 

The  dining  room  should  be  a  little  more  formal  than 
the  sitting  or  living  room.  The  furniture  is  more  sub- 
siantial  and  the  color  scheme  more  decided.  Tans,  blues, 
browns,  and  reds  are  being  used  in  this  pa,rt  of  the  house. 

The  bedroom  will  be  fairly  bright  and  cheerful  and 
at  the  same  time  fresh  and  restful.  Among  the  new 
designs  which  have  made  tbeir  appearance  are  those 
rtpresenting  a  tree  in  growth,  with  the  border  represent- 
ing the  blossom  and  foliage,  the  moulding  being  close  to 
the  ceiling  aud  a  two  tone  white  covering  for  the  latter, 
r'hambray  effects  with  small  designs  are  good,  grey  and 
fiink,  grey  and  green,  two-tone  blues,  greys  and  greens, 
being  some  of  the  popular  color  combinations.  Chintzes 
have  a  .strong  place,  and  ('hambrays  and  weave  effects  to 
which  are  applied  dainty  borders  for  panels  or  side-wall 
l)orders  are  certainly  adapted  to  charming  treatment  of 
the  bedroom. 

F(ir  the  kitchen  auu  bathroom,  varnished  tile  effects 
are  among  the  most  approved  wall  coverings. 


•fohn  Titler.son,  manager,  for  five  years,  of  A.  W. 
('ressman's  house  furnishing  section,  Peterborough,  has 
gone  to  Ottawa,  io  take  a  similar  position  with  the  T.  Lind- 
say Co.,  Ottawa.  W.  J.  Palmer,  formerly  with  the  John 
Kay  'Co.,  Tcn-onti),  has  succeeded  Mr.  Titterson  with  A. 
W.  Cressman. 


On  Xov.  1st  the  D.  Morrice  Co.,  Limited,  28  Victoria 
S((uare,  Montreal,  became  sole  selling  agents  for  the 
Mount  Royal  Spinning  Co.,  Ltd.,  mills  at  St.  Paul,  Mon- 
treal. The  selling  offices  of  the  Mount  Royal  Spinning 
Co.,  in  the  Eastern  Townships  Bank  building,  were  trans- 
ferred at  once  to  the  D.  Morrice  Co.,  Limited,  Mark  Fish- 
er building,  28  Victoria  Square,  Montreal.  H.  L.  Per- 
chard,  manager  of  the  Mount  Royal  selling  department, 
will  act  in  the  same  capacity  for  the  D.  Morrice  Co.,  Ltd. 
The  D.  Morrice  Co.,  Ltd.,  sell  the  output  of  the  Canadian 
Colored  Cotton  Mills  Co..  Ltd..  and  the  Cornwall  and 
Vork  Mills. 
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From  a  Business  Man's 
Point  of  View 

It  is  inadvisable  to  buy  im- 
ported carpets  when  goods 
of  equal  quality  may  be 
obtained  from  a  Canadian 
Mill.      By   purchasing 

Brinton  Carpets 

which  are  made  at  Peter- 
boro,  Canada,  you  secure 
goods  that  are  designed 
especially  to  meet  Can- 
adian trade    requirements. 

No  ocean  and  long  rail 
freights  or  custom  duties 
add  to  the  price  of  Brinton 
Carpets,  and  if  you  have 
anycomplainttomake,  here 
we  are  right  at  your  door, 
ready  to  make  equitable 
adjustments. 

Our  samples  demonstrate 
that  Brinton  Carpets  are 
equal  to  the  best  imported 
lines.     Write  us  for  them  ! 

THE  BRINTON  CARPET  CO., 


OF  CANADA,  LIMITED 


PETERBORO, 


ONT 


SALES  AGENT: 

W.  E.  WHITEHEAD,    28   Wellington  Street   West 
Also  Kildare  (Irish)  Handtufted  Carpets 


The 

Biggest  Sellers 

for  1910 

■will  be 

STAUNTON 

WALL 

PAPERS 

Your  own  efforts  can  carry 
your  business  only  about 
so  far — a  poor  selling  line 
of  wall  papers  is  a  serious 
handicap. 

And  isn't  it  true  that  the 
more  of  your  time  it  takes  to 
sell  wall  paper  the  less 
money  thereis  in  it  for  you? 

When  you  show  the  Big 
Sellers  -  Staunton  Wall 
Papers — you  will  close  sales 
quickly  and  you  will  get  a 
good  price  every  time,  be- 
cause people  want  these 
goods  when  they  see  them. 

IVrife  us  now  and  7ve  imll  arrange  to  have 
our  new  Sample  Books  shown  to  vou. 


Stauntons 

Limited 
941  Yonge  Street 

TORONTO 
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Simplicity  the   Keynote    in    Present    Day    Furniture 

Strong  Preference  for  Colonial  Effects  Noted  in  the  Retail  Depart- 
ments—Prominence of  Louis  Designs  for  Parlor  and  Drawing  Rooms 
—Four  Posters    and    Roll-end    Beds  -  New  Styles    in    Brass    Goods. 


SIMPLICITY— that  is  the  word  which  applies  to  the 
pre-eminent  taste  in  fnrnilure  at  the  present  time. 
It  is  the  keynote,  and  a  glance  through  'a  well- 
stocked  retail  department  stamps  it  as  a  fact. 
While  for  the  parlor  or  drawing  room,  the  period  effect 
is  the  thing,  it  is  nevertheless  carried  (ml  along  simple, 
ornate  lines.  In  the  furniture  which  is  now  being  shown, 
the  Louis  XIV.  and  XV.  designs  have  strong  representa- 
tion, and,  of  course,  Avhile  the  better  things  axe  in  the 
more  expensive  woods  and  finishes,  there  are  adaptations 
which  fit  the  more  limited  purse.  Fancy  gilt  eft:ects  are 
being  asked  for  by  those  able  to  pay  for  it. 


Colonial  Effects, 

For  bed-room,  drawing-room  and  sitting-room  Colonial 
effects  are  aJso  very  much  favored,  and  here  also  sim- 
plicity is  the  outstanding  feature.  This  tendency  is  mani- 
festing itself  very  strongly  in  bed-room  furniture.  There 
never  was  a  greater  demand  for  four-poster  and  roll-end 
bedsteads,  chiefly  in  mahogany.  To  carry  out  the  same 
design  in  the  dresser,  the  mirror  is  swung  between  two 
posts,  while  to  match  the  roll-end  style  the  uprights  are 
appropria,tdy  curved.  The  drawers  are  knobbed  after 
the  fashion  of  old-time  pieces  frequently  seen  at  the  anti- 
quary's. Circassian  walnut  is  a  great  favorite  in  bed- 
room furniture  and  is  much  used  in  period  adapta'tions. 
Inlaid  effects  have  some  prominence  in  extensive  retail 
stocks,  natural  color  mahogany  and  English  walnut  being 
chiefly  used.  Kypok  or  gum  wood  is  employed  in  some 
of  the  cheaper  lines,  although  it  can  be  so  treated  as  to 
have  the  rich  appearance  of  walnut,  and  hence  applicable 
to  more  expensive  designs. 

In  spite  of  the  growing  demand  for  period  designs 
in  wood,  brass  bedsteads  have  a  sitrong  call,  the  designs 
in  which  square  tubing  is  employed  being  most  in  favor. 
One  design  was  of  square  tubing  in  dull  brass,  with  mas- 
sive, round,  intervening  pillars,  capped  by  small  bulbs. 
The  posts  had  broad  caps.  There  is  a  tendency  towards 
lower  heads  and  feet  in  the  brass  bedstead,  and  the  duller 
finishes  certainly  have  the  preference.  Enameled  lines  are 
in  good  demand. 


Fumed  and    Cathedral  Oak. 

For  the  sitting  room  or  den  the  fumed  and  cathedral 
oaks  are  now  coming  into  favor,  and  some  attention  is 
being  shown  to  Flemish  designs  where  the  posts  arc 
turned,  no't  square  as  in  the  early  English.  Loose  cushions 
in  soft  green,  brown  and  red  leathers  are  used  for  this 
furniture.  The  same  kinds  of  oak  are  also  being  selected 
for  dining-room  equipment,  although  mahogany  is  occupy- 
ing a  very  .slrong  place. 


Circassian  Walnut. 

The  ))opularity  uf  Circassian  walnut  is  of  recent  oi'i- 
srin,  writes  William  Widdicome,  in  Furniture.  Some 
thirty-five     years    since      the       burl,        an      excrescencu 


on  the  trunk  of  the  Circassian  walnut  tree,  was 
known  and  sold  as  "French  Walnut  Burl";  ex- 
ported from  Circassia  to  Marseilles,  France  ;  and 
thai  city,  controlling  substantially  'the  whole  trade, 
gave  the  walnut  this  misleading  name.  These 
French  burls  were  then  used  in  a  thin  veneer  to 
decorate  the  more  prominent  faces  of  American  walnut 
furniture,  i>ianos,  etc.,  were  of  exceptional  beauty  and 
held  in  very  high  esteem.  When  walnut  furniture  was  no 
longer  in  vogue  the  burl  and  the  demand  for  it  disappear- 
ed in  America,  yet  still  has  its  place  abroad,  more  espe- 
cially in  France  and  Italy. 

The  scarcity  of  the  burl,  and  its  high  cost,  encouraged 
its  use  in  exceedingly  thin  veneer,  too  thin  to  be  durable. 
The  consequent  defective  surface  undoubtedly  caused  a 
prejudice  and  its  popularity  disappeared.  The  writer, 
not  long  since,  purchased  a  burl  nearly  four  feet  in  dia- 
meter for  a  nominal  price,  so  completely  had  the  burl 
wood  lost  its  former  value. 

The  present  use  and  demand  for  the  wood  is  for  the 
lumber  of  the  tree  itself,  which,  in  the  genuine  walnut  of 
Ciix-assia,  is  of  rare  beairty  in  botli  figure  and  comtrasting 
veins  in  the  dark  tones  Avith  the  delicate  ivory  surface  of 
the  body.  These  contrasting  shades  and  figure  are  found 
in  infiinite  variety,  and  the  remarkable  beauty  of  the 
wood  is  seemingly  the  effect  of  certain  peculiarities  or 
defects  in  its  growth,  the  most  beautiful  wood  being  fre- 
quently the  most  defective.  The  tree  "Juglans  Regia" 
grows  on  the  southerly  side  of  the  Caucasus  mountains, 
the  boundary  line  between  Europe  and  Asia. 

The  finest  walnut  is  found  in  the  Black  Sea  region 
of  the  Little  Caucasus,  where,  in  the  sheltered  valleys 
and  rich  soil,  the  tree  grows  to  great  size.  The  trunk 
is  low,  with  wide-spreading  top,  aind  doubtless  resem'bles 
our  ap2>le  tree,  or,  perhaps,  the  live  oak,  at  its  northern 
limit,  the  trunk  beneath  the  spreading  branches  from 
five  to  ten  feet  in  height.  Very  rarely  is  a  log  exceed- 
ing len  feet  exported.  The  tree  has  a  singular  habit  of 
extending  its  body  into  the  ground  two  to  four  feet  to 
the  spreading  roots.  The  soil  must  he  removed  to  that 
depth  that  it  may  be  cut  at  the  lowest  available  point, 
for  frequently  the  most  heautiful  figure  is  found  at  the 
spreading  roots  beneath,  the  same  characteristic  as  ap- 
pears in  the  mahogany  tree,  and,  doubtless,  from  the  same 
cause,  the  beautiful  figure  produced  by  the  fibers  inter- 
lacing to  strengthen  the  tree  to  resist  the  storm-tossing 
winds,  many  of  the  logs  showing  little  or  no  figure  to 
much  extent  above  the  ground  surfa,ce — the  like  remark- 
able variations  in  figure  and  coloring  as  seen  in  ma- 
hogany— probably  the  influence  or  difference  in  fertility 
of  the  soil,  sunshine  or  moisture,  for  it  must  be  under- 
stood that  much  of  the  wood,  even  of  the  true  Poti  tree, 
is  deficient  in  beauty. 

In  purchasing  the  log  by  the  ton  all  foreign  matter  is 
included  in  the  weight;  dirt,  stones,  anything  adhering 
when  the  timher  is  dug  from  the  ground  or  has  become 
attached  to  it  in  the  rough  journey  to  the  seaport. 


Joseph  Y.  Shantz.  who  founded  the  Shantz  Button 
Co..  of  Berlin  and  Buffalo,  N.Y..  is  dead.  Four  of  his 
sons  are  in  the  button  business:  M.  B.  Shantz,  of  Roches- 
ter Button  Co.:  Jacob  and  D.  B.,  in  Berlin,  and  John, 
with  D.  B.,  at  Buffalo,  N.Y. 
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A  Furniture  Department 


Is  Profitable  and 
Possible  For  You 


Many  housefurnishings  departments 
in  the  smaller  centres  are  now  selling 
furniture. 

We  are  headquarters  for  popular  and 
medium-priced  lines  of  Bedroom  and 
Dining  Room    Furniture,  etc.,  etc. 

Our  complete  catalogues,  giving  full 
particulars,  illustrations  and  prices, 
will  be  gladly  sent  any  responsible 
retailer. 


Victoriaville  Furniture  Co. 


Victoriaville 


Quebec 


Victoriaville  Chair  Co. 

Victoriaville        ::       Quebec 


Window   Shades 

Water  Colors 
Machine  Oils 
Handmade  Oils 

Quality  absolutely  the  best  in 
the  market. 


TRADE 


MARK 


Peerless 

Hand-made  Shade 
Cloth 

is  all  that  the  name  implies. 


Tapestry  Curtains,  Portieres,  Table  Covers. 

Our  lines  are  leaders. 


Our   special 

order  departtaent  is  ready 

to  serve  you. 


Catalogues 

and   Color    Books  on 

request. 


Our  Travelers   cover  all  Canada. 


Daly  &  Morin     :     :     Montreal 


Factory:  Lachine. 
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No.  2213,  in  the  line  of  the  "  Watson-Foster  Company," — A 
border  which  successfully  lends  itself  to  "cut-out  effect," 
over  a  matched  hanging  or  plain  stripe  ;  shown  in  varied 
colorings  and  low  graded  in  price.  Samples  mailed  to  the 
trade  on  request. 

IF  YOU  ARE  SATISFIED  to  handle  WALL  PAPER 
merely  to  fill  up  your  stock-racks,  why  any  line  will  do, 
but  if  you  would  develop  your  trade,  win  new  business 
and  lead  your  competition 


BOY 

ALL   PAP 


T 


D^  gg 


Dealers  in  nearly  every  town  in  Canada  are  doing  this.   There 
are  equal  inducements  for 


T@ra 


in  our  matchless  line  this  season — If  our  man  has  not  yet 
reached  you  he  certainly  w^ill 

SOON 

The  WATSON-FOSTER  CO.,  Ltd. 

MONTREAL 


Practical  Talk  to  Salesmen  on  Improved  Efficiency 

Informal  Gathering  of  Stanley  Mills  &  Co.'s  Employees  for  Dis- 
cussion of  Every-day  Essentials— Importance  of  Punctuality,  Courtesy, 
Accuracy,   Co-operation,  Doing    Things    Right    at    the    Right  Time. 


HOW  to  improve  the  salesman's  efficiency  and  to 
emphasize  the  existing-  oppportunities  for  the 
investment  of  personality  and  effoi'l  is  a  snb,je<;t 
which  is  receiving  greater  consideration  than 
ever  before  from  employers  and  the  means  of  encouarge- 
ment  are  being  constantly  multiplied.  It  is  not  always 
an  easy  matter  however  to  strike  the  most  effective  line. 
The  success  of  individual  effort  suggests  the  problems 
of  collective  appliea.tion.  The  g-reat  majority  of  sales- 
man have  little  inclination  to  make  spare  moments  a  time 
of  concentration.  The  process  therefore  musit  be  made  as 
attractive  as  possible.  Good  results  are  1)eing  obtained 
by  salesmanship  classes  conducted  by  heads  of  stores 
or  departments,  and  the  practical  talk  upon  subjects  of 
educative  interest  to  salesmen  is  also  effective.  Such  an 
occasion  as  this  was  recently  arranged  by  Stanley  Mills 
&  Co.,  of  Hamilton.  The  175  members  of  the  staff  were 
the  guests  of  the  firm  at  an  informal  dinner  on  the  top 
floor  of  the  store  after  six  o'clock  one  evening,  and  the 
ga.thering  was  afterwards  addressed  by  W.  J.  Irvine  and 
F.  E.  Mutton,  of  the  district  office  of  the  National  Cash 
Kegister  Co.  Mr.  Irvine  discussed  'the  essentiaJs  of  au 
improved  efficiency  in  salesmans'iip,  while  Mr.  Mutton 
empha>-ized  the  importance  of  eo-operation  and  loyaUy 
on   ine  part  of  the  clerk. 

Ambition  and  Opportunity. 

' '  The  salesman  who  has  no  ambition, ' '  said  Mr.  Irvine, 
"is  surely  in  [he  wrong  store.  If  he  is  not  in  a  receptive 
mood  he  bad  better  not  come  to  business. 

"The  people  who  have  achieved  the  highest  success 
are  those  who  are  able  to  grasp  an  opportunity  when  it 
presents  itself. 

"If  there  is  one  weak  link  in  your  chain,  the  whole 
structure   will   fall   when  the  strain  comes. 

"Punctuality  is  one  of  the  grea.t  essentials  of  system. 
If  your  time  to  arrive  is  7  o'clock,  it  is  unbusinesslike  to 
arrive  a  little  later  and  it  is  wrong. 

"Every  day  each  one  of  you,  at  some  time  or  other,  is 
being  weighed  in  the  mental  balance  by  the  majiagement. 
They  know  who  is  fit  to  fill  the  important  position  when 
it  becomes  vacant.  Remember  if  you  sow  corn,  corn  will 
grow,  not  wheat. 

"The  men  and  women  who  have  no  ambition  are  a 
handicap  to  the  institution.  In  this  a.ge  of  competition  no 
business  can  afiford  to  carry  a  handicap. 

Value  of  Courtesy. 

"A  lot  of  business  is  lost  through  lack  of  courtesy, 
and  the  clerk  who  overlooks  its  importance,  not  only  does 
damage  to  his  employer,  but  to  himself. 

"Be  courteous,  because  you  feel  tha.t  way,  not  because 
it  is  a  part  of  the  program  of  the  store.  If  you  do  not 
get  eight  hours'  sleep,  you  will  not  feel  like  it — you  may 
have  a  grouch.  What  do  the  public  want  to  know  about 
that?  When  you  have  trouble,  keep  it  to  yourself,  don't 
impart  it  to  everyone. 

"Remember,  the  clerk  who  never  does  anything  to 
foster  the  progress  of  the  store  in  which  he  is  employed, 
never  does  anvthing  for  his  own  advancement. 


"Do  what  shiiuld  i)e  done,  right,  whetiier  you  are  rec- 
(ignized  immediately  or  not. 

"A  man  is  as  he  thinketh.  There  is  nothing  so  plain 
as  character  written  in  your  faces.  If  a  man  has  a  high 
line  of  thought,  his  life  will  show  it. 

"If  you  do  things  99  per  cent,  right  and  cnie  per  cent, 
wrong,  you  are  straining  the  weak  link  in  your  chain. 

"The  customer  may  not  mark  upon  your  courteous 
ti'eatment,  but  if  you  slig'ht  her  she  will  publish  it. 

"A  friend  of  mine  went  into  a  furnishing  house  foi 
a  tie.  He  picked  up  one  and  holding  it  up  to  his  neck, 
asked  the  salesman.  How  do  you  think  that  would  look? 
"Well,  I'm  not  going  to  wear  it,  you  know,"  he  replied. 
Such  fellows  will  be  behind  the  retail  counter  at  $10  a 
week  all  their  lives.  If  you  earn  $10  a  week  you  arc 
$10  a  week  smart,  not  $10.05. 

"We  measure  system  by  results.  We  measure  the 
salesman's  ability  by  the  amount  of  money  he  makes, 
because  in  commercial  life,  that  is  how  it  is  regulated. 

What  One  Dollar  Means. 

"Let  us  see  what  happens  to  an  incoming  dollar. 
Eighty  cents  of  it  is  stock,  fifteen  cents  expenses,  and 
there  are  five  cents  left.  When  you  miss  an  opportunity 
to  sell  more  goods  it  comes  out  of  that  little  profit  of  five 
cents. 

"What  are  counter  check  books  for?  To  keep  an 
account  of  purchases — a  receipt  to  the  purchaser  and  a 
sales  statement  to  the  office.  But  clerks  make  mistakes. 
They  do  not  add  up  correctly,  nor  do  they  always  enclose 
the  i-eeeipt  in  the  parcel.  Sometimes  one  will  see  them 
strewn  upon  the  floor. 

"Why  should  a  salesman  make  mistakes?  If  their 
positions  depended  upon  their  accuracy,  I  fancy  many 
would  be  idle. 

Accuracy  an  Important  Essential. 

"We  must  have  things  done  correctly.  We  are  liv- 
ing in  a  progressive  age. 

"Three  parties  are  concerned  in  a  transaction,  the 
customer,  the  salesperson,  the  management.  The  only 
clean-cut  method  of  handling  a  tran.saction  is  by  placing 
the  receipt  in  the  parcel.  The  salesperson  has  his  own 
re{)utation  to  protect,  and  at  the  sa.me  time  he  is  pro- 
tecting the  management,  is  giving  the  customer  satis- 
factory service,  and  satisfactory  service  is  good  adver- 
tising.    Nothing  can  come  of  poor  method. 

"A  good  system  is  fair  to  all;  a  poor  system,  is  un- 
fair to  an  honest  clerk. 

"No  salesman  should  hamper  the  institution  with 
which  he  is  connected  if  he  is  not  loyal.  There  is  nothing 
more  contemptible  than  a  scandalmonger  or  a  traitor. 

"Be  thrifty;  save  a  little  every  week.  Develop  the 
spirit  of  sacrifice  and  self  denial,  the  very  highest  ideal 
in  a  man's  life. 

"If  your  work  all  tiie  day  long  is  done  with  the  idea 
of  getting  away  at  6  o'clock,  your  interest  is  not  there. 

Successful  Men   Wanted. 

"The  reason  these  things  are  so  important  to  the  re- 
tail clerk  is  because  there  are  so  few  successful  men. 
The  world  is  waiting  for  successful  Rjen — men  who  know 
an.  opportunity  and  grasp  it, 
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KING'S 


Established  177f 


FAMOUS 


Sold  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  &»  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflfective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   SCQTiAND. 


Sole  Selling  Agrent : 


SYDNEY  MOSS, 


Emplrt  BIdg.,  58  Wellington  St.  W. 
TORONTO 


Foreign  Buyer 

Expert  bu^er  of  long-  and  wide  experience 
in  foreign  markets,  will  act  as  agent  for 

Wholesalers  nr  Relail  Importers. 

Headquarters  in  London,  Eng.,  and  close 
connections  with  German  and  other 
foreign  markets. 

Address  at  once 

Box  X,  Dry  Goods  Review,  Montreal,  Que. 


Have  You  Money  to  Invest  ? 

Are  You  Interested  in  Finance  ? 

If  so,  our  preieol  offer  will  interest  you. 

THE  FINANCIAL  POST 

Canada's  weekly  investment  and  financial  journal, 
will  be  sent  you  from  date  to  January,  1911,  for  the 
sum  of  $3.00,  the  amount  of  the  regular  annual 
subscription.  This  introductory  offer  means  that 
you  would  receive  THE  FINANCIAL  POST  from 
now  until  the  end  of  this  year  free  of  charge. 


Address : 


ASK  FOR  SAMPLE  COPY. 


THE  FINANCIAL  POST  OF  CANADA,  Toronto. 


Loyalty  and  Co-operation. 

Mr.  Mill  ton,  in  a  short  address,  considered  the  im- 
[lortance  of  thoroughness,  loyalty,  co-operation  as  ele- 
ments in  the  salesman's  success. 

"Xotliing  is  easy  that  is  worth  while,"  he  stated  in 
discnssing  the  value  of  opportunity. 

"Hard  work  was  invented  thousands  of  years  ago, 
and   the  inventor  did   not  have  it  patented. 

"The  greatest  genius  is  he  who  has  a  talent  for  hard 
work  and  does  not  know  when  to  quit. 

''The  stores  and  offices  are  full  of  average  men.  There 
is  plenty  of  room  waiting  for  you  at  the  top. 

"You  have  ceased  to  be  of  service  in  your  iJositioii  if 
you   withhold  your  co-operation   and  your  loyalty. 

■'Far-off  fields  sometimes  look  green,  but  firs't  give 
VDiii-  own  grass  a  chance." 


L.  BROWNHILL 
General  Manager  A.  E.  Rea  &  Compiny,  Montreal. 

Mr.  Brownhill  came  to  this  country  about 
three  years  ago,  from  England,  where  he  had  thoroughly 
learned  English  retail  dry  goods  methods.  He  was  in 
the  employ  of  the  Robert  Simpson  Co.,  Ltd.,  of  Toronto, 
practically  from  the  time  of  his  arrival  in  Canada.  Pgxt 
of  the  time  he  was  employed  in  the  John  Murphy  Co., 
Ltd.,  store,  of  the  Simpson  Co.,  in  Montreal,  and  the  re- 
mainder of  the  time  in  the  Toronto  store,  as  manager  of 
the  cloak  department. 


TRAVELLER  WANTED 

C  Having  a  good  connection  in  NOVA 
SCOTIA,  to  travel  with  first-class  lines  of 
HATS  and  FURS,  to  start  on  January  1st 
C  No  use  applying  without  having  a  good 
connection.    Write  to  BOX  100, 

DRY     GOODS     REVIEW 


701    E.  T.   BANK    BUILDING 


MONTREAL 
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R.  H.  White  &  Company 

Boston,  Mass. 

Threw  out  Standard  Patterns  three  years  ago  to  put  In  another 
make. 

Now  after  this  three  years'  trial,  they  throw  out  this  oth'^^r  make 
and  restore  the  Standard  Pattern. 

The  sales  of  Standard  Patterns  for  the  first  twenty-four  days  show 

62%  INCREASE 

over  sales  of  that  other  pattern  for  corresponding  period  last  year. 
There's  nothing  more  to  say  — except  ^ 

We  Make  the  Pattern  the  Women  Wantj 

Our  ever-Increasing  sales  prove  this.  For  months  we've  been 
giving  reports  from  merchants  all  over  the  country  showing' 
these  increases.  We  shall  give  more  next  month.  But  for  this 
month  this  decision  of  R.  H.  White  &  Company  Is  enough  to 
tell  about.      Don't  you  think  so? 

If  the  sales  of  the  pattern  you  carry  have  not  grown  enormously 
this  Spring  just  past  over  last  Spring,  It  is  because  the  maker 
does  not  know  the  kind  of  pattern  the  women  want. 

Why  wait  for  him  to  get  the  knowledge — and  prove  he's  ^ot  it  ? 

Why  not  apply  to  one  who's  already  proved  to  have  It  ? 

That  Is,  to  us.  And,  If  you  have  no  pattern,  why  not  apply  for 
one  that's  proved  to  be  a  good  one?      That  is,  for  ours. 

Standard  Fashion  Company 

33  Richmond  St.  W.,  Toronto,  Ont.,  Can. 


Please  tnention  The  Reviexv  to  Advertisers  and  Their  Travelers 


The  Ad.  Man's  Monthly  Talk  on  Good  Advertising 

Examples  of  Retail  Publicity  Discussed— Is  the  Present  Department  Store 
System  of  Advertising  Conducive  to  Solidity  of  System  in  Retailing  ? 


THE  splendid  use  which  may  be  made  of  illustra- 
trations  in  a  purely  opening  ad.  is  shown  in  the 
page  reproduced  here,  from  the  Vaineouver 
World,  prepared  for  the  Woodward  stores.  "The 
mirror  of  fashion,  as  reflected  in  the  Woodward  store,"  is 
certainly  a  happy  phrase,  and,  the  whole  effort  to  asso- 
ciate in  the  mind  of  the  reader,  Woodward's  and  styles, 
seems  to  have  been  made  in  such  an  effective  way  that  the 
desired  results  would  be  accomplished.  There  is  one  de- 
cidedly inharmonious  note  in  the  ad.,  purely  from  an  ar- 
tistic point  of  view- — ^the  introduction  of  the  black  name- 
plate  at  the  top.  It  has  a  jarring  effect,  and  is  entirely 
out  of  keeping  with  the  soft,  graceful  character  of  the 
figure  illustra,tions,  which  are  timely  and  appropriate.  This 
is  probably  a  stock  cut,  used  in  all  the  Woodward  adver- 
tising, but  it  should  never  have  appeared  in  this  ad.,  or  at 
any  rate,  in  the  position  in  which  it  was  placed.  At  the 
the  bottom  of  the  page,  the  proper  place  for  it,  this  cut 
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{Tfce  ffe»f  THiiag:-  as  SlitKifa  in.  Ae  WnKtelwaurd!  Store  at  PopmllM'  FVioES 


An  advertisemeat  from  Vancouver,  possessing  artistic  merit. 


would  ha,ve  been  less  unsightly.     On  the  whole,  however, 
the  ad.  is  excellent. 


A  Descriptive  Talk. 

The  Binnings'  4  col.  ad.  shown  here  is  a  good  sample 
of  the  bright,  snappy  and  sane  advertising  done  by  one 
of  the  most  progressive  stores  in  the  west.  The  writer 
of  this  ad.  has  wasted  no  words  in  pi-eliminary  talk.  The 
display  line  at  the  top  announces  that  it  is  a  "Season's 
End  Sale,"  which  he  considers  sufficient  explanation,  and 
then   the  story  of  the  sale  is   told  in   the  most  effective 
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Wnm^n'm  Spring  Sutta  tt^uoed 

toStS  Each. —  These Costumet 

are  Beautiful  Value* 


*'"■'■"   $15.00 


July   Clearance   Price*    Hule    In    Heady-te 

Wear  Department. -You  Can  Save  Heap* 

of  Money   by   Buying   Now. 


^7.50 


MO  mnt  $3t  M<sm*»'a  teff* 


SI.50 


A  well-b«laiceJ  display  and  all  god,  meaty  talis. 

way — by  descriptions  and  prices.     By  a  judicious  use  of 

rule    biJi'der   and    cuts,   a    well-balanced    display    lias   been 


A.  E.  ReaACo.  ^ 


An  Immense  Sale  of  Fun 


?»^'^r?LLl  i  'Xt?. '.rr-  r  !       P'elty  Winter  Coab  For  Children 


Ufia*  $l0.9iCoal*.  >l  t7.49 


i-?^^  ,^       $2.75  Value  for  $1.98 
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How  to  make  an  ad.  readable  without 
tbi  use  of  llluitratlon*. 
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obtained.     In  this  case  the  cuts  used  arc  those  furnished 
by  the  manufacturers. 

+ 

A  Good  Montreal  Ad. 

With  the  purchase  of  the  Carsley  store  in  Montreal, 
A.  E.  Rea  &  C^).  introduced  a  radical  change  in  the  ad- 
vertising methods  of  the  business.  The  newspaper  ad. 
reproduced  occupied  five  columns  in  the  Daily  Star,  and 
is  a  fair  sample  of  the  style  of  advertising  the  new- 
firm  is  doing.  Without  the  use  of  illustrations^  the  scribe 
has  made  as  good  a  job  as  possible,  but  an  ad.  of  this 
size  is  not  as  effective  as  it  might  be  made  with  good  il- 
lustrations, such  as  this  store  could  well  afford  to  use. 
The  name  of  the  new  firm  prominently  displayed  at  the  top 
is,  no  doubt,  designed  to  familiarize  the  people  of  Mon- 
treal with  it,  and  is  a  good  bit  of  policy.  Then  "The 
Bulletin  Board"  at  the  upper  right  corner  is  a  splendid 


MARR  MILLINERY  COMPANY 

Producers  of  Correct  Millinery 


An  arlittic  opening  announcement  from  the  Maritime  Provinces. 

idea,  but   in   this  particular  ad.   the  matter  contained   in 
it  is  somewhat  wordy,  and  not  quite  snappy  enough. 

The  Rea  advertising  is  distinctive  in  its  display  and 
typography,  and  is  particularly  notable  for  its  thorough 
descriptive    matter    regarding    different    items. 


Splendid  Millinery  Ad. 

The  ad.  of  the  Marr  Millinery  Company,  reproduced 
here,  occupied  a  page  space  and  was  printed  in  two  col- 
ors— red  and  black.  It  is  rather  an  ambitious  effort  for 
even  as  important  an  event  as  a  millinery  opening,  and 
is  a  decidedly  creditable  ad.  There  is  a  distinct  artistic 
touch  about  this  page  announcement  which,  when  applied 
to  a  talk  on  millinery,  is  peculiarly  appropriate.  It  might 
possibly  have   been   made  more  effective,   not  necessarily 


from  an  a.rtistic  standpoint,  but  as  a  selling  ad.,  if  some 
more  detailed  description  of  the  300  hats  which  on  the 
appointed  day  were  to  be  disposed  of  at  these  special 
prices.  There  was  ample  space  on  the  page  to  have  given 
these  descriptions  without  detracting  in  any  degree  from 
the  effectiveness  of  the  illustration. 


Danger  ol  Cut-price  Advertising. 

(Written  specially  for  The  Dry  Goods  Review.) 

The  time  has  como  to  call  a  halt  to  sensational  cut 
price  advertising-.  The  habit  of  continually  having-  to 
place  an  inflated)  price  on  merchandise  in  order  to  allow 
for  price-cutting  advertising  is  doing  considerable  harm 
to  ^igitimate  retailing  and  to  the  efforts  of  many  of  the 
better  class  establishments  in  trying  to  foster  a  high- 
class,  fashionable  trade,  especially  in  the  larger  cities. 

When  a  customer  wants  to  purchase  anything  of  im- 
portance the  continual  special  sale  habit  brought  to  her 
notice  so  forcibly  in  much  of  the  advertising  to-day, 
destroys  the  confidence  she  would  otherwise  have  in  se- 
curing a  real  genuine  line  of  merchandise,  marked  at  a 
reasonable  price  with  the  guarantee  of  the  house  behind 
it. 

Cut  pri.e  adverti-ing  tends  to  lower  the  character 
of  the  merchandise  sold  in  any  particular  neighborhood, 
therefore  it  creates  the  habit  of  buying  low  priced  goods 
and  also  lends  'its  influence  in  lowering  the  standard  of 
style  in  dress  and  character,  which  should  be  the  aim 
of  really  good  advertising. 

To  advertise  well  the  successful  merchant  should  tirst 
of  all,  place  on  his  goods,  the  lowest  possible  price  that 
he  can  ligitimately  sell  them  for,  then  display  them 
well],  have  the  right  ijeople  to  sell  them,  and  by  a  care- 
fully followed  s.\stem  of  advertising  draw  public  atten- 
tion not  only  to  one  line  of  goods,  but  to  the  store 
generally,  in  the  follov\ing  manner.  Place  yourself  in 
the  position  of  a  prospectise  buyer,  start  from  your 
store  windows),  go  through  your  various  departments, 
tell  the  public  what  you  see  of  a  special  interest  there  in 
the  matter  of  display  of  style,  of  new  deliveries,  of  new- 
ideas,  of  impro\ed  ser\i(e,  of  what  you  are  doing  to 
make  your  store  a  better  and  a  more  useful  servant  of 
the  public.  Tell  them  that  your  prices  are  your  lowest 
I  rites),  the  ."-ame  for  to-day,  to-morrow  and  the  next 
day.  Tell  them  that  you  are  watching  the  markets  of 
the  world  in  order  to  be  ready,  just  in  time,  with  what 
they  will  require,  and  that  your  stock  is  always  well 
assorted,  but,  if  circumstances  are  such  that  you  do  not 
have  what  is  required,  just  at  the  moment,  you  have  a 
special  procuring  department  that  will  get  it  at  the 
earliest  possible  opportunity.  Tell  them  what  progress 
your  are  making,  what  has  been  a  success,  as  well  as  a 
failure.  Tell  them  that  your  system  of  business  means 
clearing  out  all  failures  in  the  matter  of  stock,  of  sys- 
tems, of  unruly  clerks,  of  bad  deliveries,  of  everything 
that  is  detrimental  to  the  best  interests  of  your  cus- 
tomers and  to  your  store.  Tell  them  that  you  are  con- 
tinually striving  to  Improve  and  that  your  store  is  there 
for  their  comfort,  convenience  and  service. 

Perhaps  some  advertiser  will  say  that  this  fund  of 
information  would  soon  be  exhausted  and  that  the  public 
would  soon  tire  of  store  talk,  but  the  writer  feels  con- 
vinced that  the  public  appreciates  hearing  something 
good  of  the  store  they  patronize.  But,  that  something 
must  have  an  air  of  superiority  about  it.  Something 
that  -will  give  the  impression  that  their  store  leads  in 
style,    in   newness,    in   leliability,    and   dependable   prices. 
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SPRING 
IMPORT 
MILLINERY 

WE  beg  to  advise  the  millinery  trade   that  our  travelers  are  now  out 
with  samples   for   Spring   Import.     The  range   they  are  carrying  is 
very  extensive  and  made  up  of  beautiful  goods  selected  with  great 
care.     As  the  Spring  trade  promises  to  be  the  largest  ever  known,  we  advise 
you  to  place  early  as  much  of  your  order  as  possible,  and  so  avoid  the  dis- 
appointment of  finding  desirable  lines  sold  out  when  the  retail  season  opens. 

T«^  SMITH- 
RUNCIMAN 

COMPANY,  LTD. 

TORONTO 
OTTAWA 
HAMILTON 
WINNIPEG 
ST.JOHN,  N.B. 


Please  mention  The  Review  to  Advertisers  and  Their   Traveltrs 


The  Millinery  Trade  RevieAv 

Turbans,  Helmets  and  Tricornes  for  Street  Wear  —  Large  Picture 
Hats  for  Formal  Occasions  —  Black  Velvet  Turban  the  Most  Worn 
Hat  —  Draped  Turbans  Seen  in  all    Colors  —  Fur    in    Great    Demand. 
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NOAV  that  it  is  iiiipussib!e  to  s'et  beaver,  tlio  iiiil- 
liiiery  world  seems  to  have  tunuMl  to  vehet, 
aiul  x'elvet  hats  of  every  shape  and  hue  are 
worn.  The  rage  is  for  bhick  velvet  liirbans. 
and  just  now,  both  in  Paris  and  Now  York,  many  black 
velvet  turbans  are  seen.  At  the  midwinter  opening  lieUl 
by  the  importing  houses  recently  the  larger  number  of 
the  models  shown  were  either  of  bla.ek  velvet  or  trimmed 
with  this  fabric,  and  of  these  hats,  black  velvet  turbans 
were  decidedly  most  numerous. 

Milliners  complain  of  this  fashion  that  the  lendencv 
is  towards  the  use  of  very  little  trimming  on  a  hat  but, 
to  balance  this,  to  produce  a  really  smart  hat,  women  are 
becoming  more  exacting  and  discriminating  each  season. 
The  materials  must  be  good  and  the  workmanship  of  the 
best.  What  milliners  term  the  line  of  the  hat  was  never 
so  importan't  as  it  is  this  season.  Thus  it  is  that  the 
softest,  most  supple  and  richest  of  velvets,  moires  and 
other  fabrics  are  used,  and  to  trim  them  are  expensive 
feathers,  metallic  passementeries,  laces  and  nets. 

One  of  the  newest  trimmings  for  turbans  is  the  large 
Napoleon  rosette,  and  in  many  eases  this  is  posed  flat 
over  the  ear,  or  just  over  the  right  eye — a  fashion  that  is 
most  becoming  to  some  faces.  The  more  conventional 
models  have  an  aigrette  or  fancy  feather  trimming  placed 
directly  in  front.  The  Russian  effects  are  in  high  favor 
and  the  huge  Cossack,  and  Hussar  models  that  were 
sliown  at  the  first  openings  continue  the  favorites  with 
the   best-dressed   women. 


Turbans  and  Helmet  Crowns. 

The  fur-banded  turban  forms  a  most  becoming  and 
attractive  hat,  and  one  seen  in  an  exclusive  model  house 
had  a  band  of  sa'ble  a.nd  a  full  shirred  crown  of  cerise 
velvet  set  into  the  wide  band  of  fur,  and  just  at  the  left 
side  snuggling  down  into  the  sable.  Right  at  the  back 
of  the  ear,  was  a  bunch  of  velvet  violets  to  complete  the 
smart  effect. 

Following  closely  in  favor  of  the  turbans  comes  the 
helmet-crowned  hat  with  a  narrow  drooping  brim  rolling 
up  at  the  left  side.  This  style  of  hat  is  seen  in  hatter's 
plush,  fine  silk  beaver,  etc.,  and  is  one  of  the  blocked 
shapes  that  is  considered  quite  as  smart  as  the  velvet  hat. 
This  shape  is  also  seen  in  the  new  short  ostrich-covered 
hat  and  also  in  maxabout.  For  trimming,  a  big  flat  rosette 
is  placed  flat  to  the  right  side  of  the  crown  and  sloping 
brim.  Sometimes  a  huge  pair  of  wings  is  spread  across 
the  front  or  at  the  side,  or  the  popular  eoque  is  massed 
as  the  trimming.  This  is  one  of  the  latest  mode's  Paris 
ha,s  sent  out,  and  was  one  of  the  n^.vest  effects  at  the  mid- 
winter openings. 


Hats  Wide  of  Brim  and  Roomy. 

The  tociues  and  tui'bans  and  the  smaller  hats— thcnigh 
the  term  small,  when  applied  to  many  models,  is  apt  to 
cause  a  smile — are  for  general  wear.  a,nd  the  large  picture 
hats  are  for  dressy  occasions.  These  picture  hats  are 
wide  of  brim  and  roomy  as  to  crown  and  have  a  particu- 


la,r  grace  of  outline  that  makes  tlicin  must  becoming.  Thi^ 
is  not  to  be  wondered  at  when  we  look  into  the  sources 
from  whence  the  model  houses  have  derived  their  inspira- 
tion. The  graceful  Gainsboroughts,  Cavalier,  and  Rem- 
brand  shajies  are  taken  from  the  pictui'es  of  the  greiU 
]7lh  and  18lh  century  painters.  Very  many  of  these 
hats  are  of  velvet — often  in  'black  with  white  j)lumes. 

A  new  note  is  struck  by  the  large  picture  hats  in 
pastel  shades,  in  baby  blue  and  soft  rose  pink.  These 
hats  are  of  panne  or  satin  or,  prettier  still,  covered  witti 
crepe  and  are  trimmed  with  black.  The  brim  will  be 
bound  with  black  velvet  and  the  trimmings  axe  drapings 
of  Chantilly  or  Spanish  lace;  caught  in  at  the  side  will  be 
a  rose  and  foliage  in  metallic  cloth.  Often  the  crown 
will  be  of  fur,  draped,  and  the  rose  of  gold  or  silver  looks 
lovely  in  contrast  to  the  dark  fur.  Foxaline  is  much  used 
in  this  connection. 


Gold  and  Silver  Nets. 

Metallic  effects  and  trimmings  are  the  newest  in 
trimmings,  and  have  been  eagerly  accepted  as  the  touch 
of  dull  gold  or  antique  silver  brightens  up  wonderfully 
the  rich  blacks  and  the  neutral  and  sombre  shades  so 
much  worn  now.  Gold  and  silver  nets,  metallic  ba.nds, 
handsome  passementeries  are  simietimes  encrusted  with 
pearl  or  colored  jewels. 

Though  ostrich,  aigrettes  and  feather  effects  are  so 
much  used,  there  is  more  interest  shown,  chiefly  by  way 
of  contrast,  in  flowers,  etc.,  for  hat  trimmings.  Metallic 
flowers  and  foliage  stand  first,  and  newest  of  all  is  the 
gold  or  silver  wheat  made  from  metallic  tissue  and  w'lh 
either  colored  or  metal  beards. 

Very  charming  are  the  dashing  tricornes  that  have  be- 
come so  popular,  and  which  promise  to  last  over  into  the 
Spring  season.  The  large  models  shown  when  the  season 
opened  have  not  been  found  to  be  becoming  and  the  vogue 
is  for  the  smaller-sized  models.  These  have  taken  on  a 
somewhat  cap-like  effect  and  the  head  goes  well  into  them. 
This  is  a  development  milliners  should  watch  as  it  would 
look  as  though  some  of  the  next  season's  novelties  will 
develop  here. 

Tricornes,  Napoleons,  continentals,  etc.,  are  made  from 
smooth-haired  furs.  Seal  is  the  most  fashionable,  but 
mink,  ermine,  and,  to  a  less  extent,  chinchilla  are  used. 
They  come  also  in  moire,  velvet  hatters'  plush  and  metal- 
lic cloths,  ribbon  rosettes,  cockades,  sharp  quills  and 
cabochons. 


New  Colors. 

Black  and  blue  form  the  newest  color  combination  and 
black  and  Paddy  green  is  a  New  York  fa.vorite  that  is 
much  favored  here.  Next  to  black,  grey  is  the  big  selliuir 
color,  and  neutral  tcmes  and  shades  are  in  high  favor. 
As  the  hat  often  matches  the  gown  with  whir-h  it  is 
worn  all  the  new  colors  are  prominent. 

In  the  high-class  trade  much  is  made  of  the  bicorne. 
or  the  hat  that  turns  up  both  back  and  front — indeed  the 
roll  at  the  back  is  seen  in  many  new  models,  and  back 
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VEILINGS 

We  are  noted  for 
our  stylish  veilings 
a  t     popular     prices 

CHIFFONS 

We  have  just  received  a  shipment  of 
36-inch  fancy  chiffons  for  scarfs  and 
21-inch  crepe  chiffon,  black,  ivory,  navy, 
brown,  taupe,  champagne  

If  you  have  not  already  seen  our  samples, 
kindly  write  us,  and  we  will  have  our 
travellers  call  on  you 


aim.  €.  mortlmer  Co. 

LIMITED 
Manufacturers  and  Importers 
117  WELLINGTON   ST.    WEST,  TORONTO 


STREHL'S  HAIR  GOODS 

are  recofnizftl  as  thu  sUuidard  ul  (luality.  If  y(m  want  to  make  a  Inal  of  thisliiii', 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  size,  to  your  customers,  and  if  an  order  is  taken  by  you  send  same 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  mall  or 
express.     We  will  cheerfully  take  back  goods  if  not  satisfactory      \ou  run  no  risk. 

A  "SPECIAL      SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 


W^JiA^' 


We  are  Headquarters 
for  Switches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  etc.,  at  lowest 
prices.  Send  for  Illustrated 
FREE  List. 


No. 

Weight 

Length 

Each 

Dozen 

SOU 

2    oz. 

24  inch 

S2.25 

S24.00 

450 

2    oz. 

22  inch 

1.75 

18.00 

425 

2    oz. 

20  inch 

1.50 

15.00 

400 

lit  oz. 

18  inch 

1.15 

12.00 

STRICTLY  FIRST  QUALITY 

Assorted  Colors- Short  Jjtenis 

No. 

Weight 

Length 

Each 
postpaid 

Dozen 

11 

\\  oz. 

16  inch 

••51.50 

i^  15.00 

12 

2    oz. 

18  inch 

2.00 

21.00 

13 

2    oz. 

20  inch 

2.75 

30.00 

14 

2    oz. 

22  inch 

3.25 

36.00 

15 

2^  oz. 

22  inch 

4.00 

45,00 

16 

24  oz. 

24  inch 

5.25 

60.00 

17 

3    oz. 

24  Inch 

6.25 

72.00 

18 

3    oz. 

26  inch 

7.75 

90.00 

19 

3.5  oz. 

28  inch 

9.00 

102.00 

20 

4    oz. 

30  inch 

11.00 

126.00 

10  S 

ample  Switches 

S49.75 

Less  6  per  cent,  for  cash 

- 

3.00 

SECOND  QUALITY  HAIR 

.$46.75 

Assorted  Colors-ShorJ,  Stem 

No. 

Weight 

Length 

Jiacn 
pos  paid 

Dozen 

21 

l,i  oz. 

16  inch 

S  0.50 

*  5.00 

22 

2    oz. 

18  inch 

.65 

7.00 

23 

2    oz. 

20  inch 

.90 

li.OO 

24 

2    oz. 

22  inch 

1.10 

12.  U 

25 

2^  oz. 

22  inch 

1.35 

15.00 

26 

2J  oz. 

24  inch 

1.50 

16.00 

27 

3    oz. 

24  inch 

1.75 

20.00 

28 

3    oz. 

26  inch 

2.41 

27.  0 

29 

3J  oz. 

26  inch 

3.00 

33.00 

3J 

4    oz. 

28  inch 

3.5) 

39.00 

1    Sample  Switches 

. 

§15.33 

\ 

Less  6  per 

cent,  for  c 

ash   - 

.92 

All-over  Real  Hair  Nets,  now 
so  fashionable,  .«1  50  per  dozen. 


WrlimRSjrehl  Co. 

34  MONROE  ST.,  CHICAGO 


THE  CORONET  PUFF     M4  41 

V  group  of  puffs,  made  of  soft  natural  curly  hair, 
rire  latest  style  of  coiffure,  ea.sy  to  arrange  and 
iiiiiversally  becoming 

Per  set  of  7  puffs,  S1.75    Per  dozen,  .§18.00 
Per  set  of  6  puffs,    1.50    Per  dozen,     15.' 0 
Per  set  of  5  puffs,    1.25    Per  dozen,     13.5J 
Per  set  of  4  puffs,    1.00    Per  dozen.     11.00 
Shades  of  gray,  Vjlonde,  drab  and  auburn  are 
more  expensive,  according  to  the 
scarcity   of  color.      Any  size  and 
number  of  puffs  made  to  order. 
NOTICE— Cut  Hair  made  into 
switches,  35c  oz. 
Combings  made  into  swit- 
ches, 40c  oz. 


trimmings  seem  to  be  indicated  for  another  season.  An- 
other idea  is  the  .Fedora  crown,  and  many  velvet  crowns 
show  the  dint  aicross. 


Shapes  Worn  Almost  Untrimmed 

Staff  correspondence. 

New  York,  November  1. 

Turbans  and  tricornes  have  tal^en  us  by  storm  and 
already  the  better  trade  is  eschewing  them.  There  are  so 
many  variations  of  the  tricorne  or  continental,  that  natur- 
aJly  all  are  not  over-popular,  and  consequently  the  three- 
cornered  idea  is  found  even  in  the  most  exclusive  parlors. 
These  shapes  need  little  trimming,  indeed  the  latest  re- 
ports from  Paris  are  that  shapes  are  worn  almost  un- 
trimmed. This  applies  to  the  hats  that  roll  off  the  face, 
as  nearly  all  hats  do  even  now,  and  as  all  hats  are  liable 
to  do  by  Spring.  A  hat  may  roll  in  the  front  and  back 
and  the  brim  come  almost  to  a  point  at  either  side,  or  the 
reverse  may  be  the  ease,  the  bat  rolling  at  either  side,  one 
roll  being  higher  than  the  other.  Hats  are  worn  low  on 
the  head  but  not  a,.i  far  over  the  brow  as  formerly. 

Turbans,  which  are  at  the  zenith  of  their  popularity,  are 
worn  well  to  one  side.  In  the  case  of  the  fur  hats,  the 
hair  is  almost  entirely  concealed  except  at  the  left  side. 
'JMie  exaggerated  tuque  Russe  has  not  met  with  great 
favor,  but  modifications  of  this  and  the  Hindu  effects  are 
strong. 

A  ci'aze  for  drapery  appears  to  have  swept  ovei'  the 
land.  Tliu  \as't  nia.jority  of  turbans  are  the  draped  variety 
and  wliiU'  prtssfd  sliai)es  lead  for  larger  lia.ls  there  are 
many   dra[>('(l   ci'iiwiis  in   the  markel. 

Nearly  all  lials  are  made  of  two  differenl  materials,  as 
for  instani-c  \-eI\-el  a,nd  fur,  felt  and  fur,  silk  and  x'elvet 
and  so  on  through  endless  combinations.  Jl  does  not 
necessarily  follow  I  hat  differi'iil  colors  ai'c  used,  bill  the 
nionotoiie  itlea  seems  to  be  giving  way  to  duolone  elfects. 
1 1  is  smartest  not  to  have  one's  gown  and  suit  of  t'he 
same  shade  or  even  color,  but  one  must,  of  course,  havt> 
an  eve  for  color  harmonies. 


Feath 


eatners  an 


dT: 


ips. 


Willow  continues  in  demand.  The  most  expensive 
hats  are  trimmed,  however,  with  the  French  ostrich.  Tips 
lend  themselves  to  the  present  styles  rather  better  than 
do  long  plumes.  The  24  inch  lengths  are  selling  well, 
not  only  in  blacks  but  in  the  ultra  shade.s,  such  as  castor. 
a,eroplane,  raisin,  artichoke  and  vintage.  Feathers  are 
arranged  in  many  ways  but  always  they  spring  from 
the  crown,  and  caught  at  the  front,  baick  or  side. 
Efforts  are  being  made  to  ijoiiularize  the  back  trim  but  as 
yet  it  i.>  seen  in  only  the  most  ultra  luiits.  Next  to  ostrich, 
ciKiue  is  the  most  popular  feather.  The  Spanish  variety 
is  scarce,  and  coque  dyed  to  match  the  hat  is  a  strong 
feature.  While  Paradise  is  used  by  the  best  milliners 
its  cost  is  prohibitive  and  it  can  hardly  be  aJluded  to  as 
a  popular  article.  For  those  whose  income  will  permit, 
there  is  nothing  lovelier,  and  it  is  certain  that  at  the 
Horse  Show,  paradise  in  wreath  effect  will  be  conspicious. 
Such  a  hat  made  of  velvet  or  silk  is  not  considered  dear 
at  .f200,  and  milliners  on  npper  Fifth  Avenue  are  doing 
business  with  hats  at  that  figure,  manv  of  which  are  of 
fur. 

It  is  reported  in  millinery  circles  that  the  price  of 
iiats  has  adva.nced,  and  what  is  more  that  the  retailer 
is  not  adverse  to  paying  the  raise  for  a  smart  and  becom- 
ing hat.  Velvet  shapes,  untrimmed,  selling  from  $5  t.o 
•1^12  are  being  freely  bought. 
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NNOUNCEMENT 
1910 


We  desire  to  remind  our  customers 
and  friends  throughout  Canada  that 
our  travellers  are  now  on  the  road  with 

IMPORTS  of  MILLINERY 

for  SPRING  and  SUMMER,  1910. 

Included  in  the  range  shown  are  the  very 
latest  ideas  from  the  most  noted  fashion 
centres.  Do  not  fail  to  see  our  lines 
if  only  for  the  purpose  of  comparison 

rl-.  rj*  f^  At  1^  rl^ 

In  thanking  you  for  the  cordial  and 
generous  support  extended  us  in  the 
season  just  passed,  we  would  also  be- 
speak a  favorable  reception  for  our 
Travellers    when    they    call    on    you 

COCKBURN  &   REA,  Limited 

54-56  Wellington   Street  West 
TORONTO,  CANADA 


Please  mention  The  Revie'^  to  Advertisers  and  Their    Travelers 
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The  North  Pole  has  been  discovered 

by  Dr.  Cook,  whose  claim  is  disputed  by  Commander  Peary 

No  one  disputes  the  claim  that  the 

BEST  HAT  FASTENER 


Is  the   Best  on  the  Market 
Both  in    Quality  and    Price 

Best  Hat  Fasteners 


Are  cheaper  than  other  Hat  Fasteners  because  the  manufac- 
turers   have    better  facilities  for  manufacturing  than 
their  competitors.     Same  kind  of  Brass  Wire 
and    material   used  as  the  Highest 
Priced   Hat    Fastener  on 
the   market. 


BEST  HAT    FASTENER 

Patented  November  lo,  1908 

Patent  No.  903237 

We    sell   as    many    Best    Hat    Pasteners    as    all    our    competitors    combined. 

All  the   leading  millinery  departments  in  the    largest   stores  throughout  the    country   are 
selling   and    highly    recommending   The    Best    Hat    Fastener. 

Every    woman   wants   this  Fastener.     Every   live  dealer  should  supply 

her   with   it.       In   every   section  where   dealers   have 

displayed  it,  enormous  sales  have  resulted. 

/'"^  .  •  I       The    "Best"    Hat  Fastener  is   the   only    practical 

V_>ctLlllUil  •       article  of  its  kind  on  the  market.     Don't  judge  it 
by  imitations  that  cannot  be  so  good. 

Stock  the   "Best"   Hat  Fastener  only  and  you  are  sure  of  quick 
sales  and  large  profits. 

Write    your    jobber    to-day    for    samples. 


For  sale    by   all    leading 


MILLINERY  JOBBERS 


Throughout   Canada 
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Wkolesale  Millinery 

/^AUR  travelers  have  left  for  their 
^^  respective  territories  with  what 
we  consider  the  most  complete  range 
of  Millinery  Merchandise  that  has  ever 
been  shown  to  the  trade  in  Canada. 
This,  we  realize,  sounds  like  an  extrava- 
gant claim,  but  we  believe  your  opinion 
will  be  fully  in  accord  with  ours  upon 
inspection. 

We  would  ask  therefore  that  you  with-  Com^?ete 

III  I  .  1  Range  of 

hold  your  order  until  you  see  our  sam-  MUhmryfo 
pies.     There  is  no  doubt  that  you  will  •?^'^'"^^"'^ 
be  pleased  with  the  lines  shown  and  will  ^^^^ 
confirm  your  good  opinion  of  them  by 
giving  us  your  order.    You  will  not  only 
find  the  goods  correct  in  every  detail, 
but  you  will  find  also  that  the  values 
offered  are    the   very    best     obtainable. 


THE  D.  McCALL  CO.,  LIMITED 

TORONTO 

Branches  at  WINNIPEG  OTTAWA  QUEBEC 

MONTREAL 
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American-made  Fur  Dress  Hats 

FUR  HATS  are  very  stylish,  the  present  season  showing  an  unusually  strong- demand. 
We  picture  here  three  stunning,  popular  models,  and  our  catalogue  shows  a  great  many 
more.      Even  a  small  stock  of  our  Aincrican-uiade  fur  hats  \vill  surprise  you  in  sales. 

Oiir  Lozv  Prices  Save  You  More  Than  the  Duty  - 


Write  for 
Our  New 
Style  Book 
No.  Aiji, 
Mailed- 
Free  to 
Dealers  on 
Request. 


No.  K3063.  A  Popular  Rob  Roy 
Style  Fur  Turban,  as  shown  op- 
posite. Made  of  extra  quality 
Coney  Fur,  tinderbrim  of  Taf- 
feta Silk.  Trimmed  with  a 
beautiful  flat  bow  of  Paon  Silk 
Velvet  fastened  in  place  with 
Cut  Steel  Twin  Buckles.  May 
be  ordered  in  Black,  Broivn, 
White  or  Electric  Seal. 

Price,  per  dozen     .     .     $30.00 


^^' 


y 


No.  K4596.  A  Chic  New  Continental  style  in  a  Tailored 
Fur  dress  hat.  The  crown  and  underbrim  of  Paon  Silk 
Velvet  with  a  wide  band  of /^?^r  around  the  edge.  Trimmed 
with  larg-e  Fur  Head,  Gold  Cloth  Drapery  and  wings. 
May  be  ordered  in  the  following  colors  :  Bro7vn,  Navy, 
Green,  Garnet,  Catawba,  or  Gray,  with  Fur  io  harmonize. 

Price,  per  dozen $45.00 


No.  Y^-XTl^.  An  exquisite  creation  in  a  large  Fur  Turban, 
made  of  Lynx  Fur  with  facing  of  Paon  Silk  Velvet. 
Trimmed  with  Marabout  Feathers  and  rope  of  Silk  Velvet 
extending  around  the  crown  and  formed  into  a  Lovers'- 
knot  bow  at  the  side.  Colors  :  Black,  White,  also  com- 
binations of  Black  and  White  or  White  and  Black. 

P.  ice,  per  dozen $42.00 


CHICAGO  MERCANTILE  COMPANY 


106-108-110-112  WABASH  AVE. 


CHICAGO,  ILL.,  U.S.A. 
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Aid   Comparison  of    Local  With  Mail  Order  Prices 

Clements  &  Son,  of  Vegreville,  Alta.,  Issue  Price  List  with  this 
Object  in  View— Case  Presented  in  Practical  Form— Giving  Every 
Opportunity  to  the  Customer  to  Prove  His  Loyalty  to  Home  Merchants. 


CLEMENTS  &  SON,  Vegreville,  Alta.,  have  issued 
a  price  list  through  which  they  afford  their  cus- 
tomers   a    means   of   comparison   between     their 
values     and     those     ol     the  distant  mail   order 
houses.    The  price  list  is  in  book  form  51x8   in'ihcs,  ami 
though  hurriedly   prepared,   contains   a   gioat    -aiii'ty     (if 
numbered  selections  from  their  stock. 

Practical  Advantages. 

In  their  introductory  statement  the  (irni  presents  the 
case  in  practical  form,  thus: 

"It  is  a  common  remark  among-  certain  of  those  who 
make  a  practice  of  ordering  their  supplies  from  the  mail- 
order houses,  that  if  their  local  dealer  would  only  sell  at 
the  same  prices  as  the  mail-order  house,  they  would 
gladly   spend  all   their   money   at   home.    Our   purpose  iu 


"(iroccrics— You  can  secure  groceries  in  100  lb.  lots 
at  mail-Older  house  prices  with  freight  added  ;  or  in 
lesser  quantities  with  freight  added  on  the  100  lb.  basis. 
(lUO  lbs.  is  the  minimum  weight  on  which  freight  charges 
are  estimated  hy  a  railroad  company). 

"In  estimating  freight  weights,  do  not  include  flour, 
sugar,  salt  or  oil),  which  you  have  always  received  from 
us  at  a  lower  price  than  you  could  secure  them  frf)m 
any  outside  point. 

"It  must  l',e  distinctly  uiulei'stood  that  all  i>ric(!s  re- 
ferred to  in  tills  list  are  cash. 

Approximate   Freight   Kates,    (100   lbs.) 

(iroceries.  Dry  (Joods 

From    Winnipeg    Sl.Of)  .fl.SG 

From    Toronto    or   Montreal  ...  l.!)7  2.88 


ul    »„,h;    I'ru,-  L,.-l. 


\;yr. 


■ill:    Ml.,;  hi 


Blankets, 

Extra  Good  Values 

Our  Queen,  56x79,  S  lbs. 


V,r>    ,M|...|-,..,-  ilily    ,vl » I 

llluMki-l.s.   iiiiul..   fi Irni.  pill.'  yiiiiis. 

tlioi-oii^lily  i-IfAtinpit  (ili'l  wHi-niiiUil  not 
lo  slii'iiik:  -^vH  ill  IliiUh  Willi  a  Hi»..  rveh 
nap.  in  lintli  pink  niiil  Mm-  Undi-is. 

Pair  $2.95 


Our  Special  All  Wool  Blankets 

N".    WiUimit  ilunht  thi-  Kri'.itfst  value  ever  offerml 

71X1    ill  till'  wtst.     (iniiniiitivl  Ihe  purcAt  of  wikiIs 

llin.ugh.i'^t      C'li'iir  white  color;  frri'  from  nil 

jjrrnsf  iiiiil  spt'cks,     Vi-ry  soft    .'iiid    pure    in 

linihii:  piiik  .-iiid  bliu-  bonlcrs 

Size  64  X  84.  7  Lbs.  Per  Pair,  S5.00 

Grey  Wool  Blankets. 

Hxt'ra  special  in  a  heavy  grey  wdol  lilaiiket  made 

fnitn  clean  stock  anH  well  napped;  very 

diii-al>ie  and  long  wearing 

(|uality 

Weight,  7  lbs.         Per  Pair.  $2.95. 


Men's  Wool   Wrist 
Horsehide  Gloves 

No.  14",', 


Lined  througliimt  witliwarin 
woollen  lining;  extra  long  neat 
fitting  cuff;  giissctcd;  full  wi'l- 
tcd  seam. 


Per 
Pair 


$1.10 


Men's   Working  Gloves    of    Extra    Quality 
Pigskin. 

No.    107 

Si^aniB  strongly  sewn;  chronip  tanned;  will  always 
remain  soft  fliiil  pliable;  fastened  with  striata  fas- 
teners. 

Per  Pair,  90c.  Extra  Value. 

Men's  Fine  Mocha  Gloves 

made   from   rich  brown   quality  Mocha,   liiii-d 

throughout  with  warm  woolen  limn;;. 

Kxtra    Oood    \'aliies. 

Per  Pair,  $1.10.     Better,  $1  35.    Cent'ixe,  S1.G0 


Two  pages  from  the  price  list  of  Clements  &  Son,  Vegreville,  Alta.,  showing  arrangement  of  num- 
bered items.  While  other  pages  are  more  solid,  these  illustrate  the  method  of  emphasizing  items 
by  an  inserted  square. 


issuing  thi.s  small  price  list  is  to  show  that  it  is  quite 
possible  for  the  local  dealer  to  meet  the  mail-order  house 
prices, — but  to  do  this  the  purchaser  must  be  prepared 
to  give,  the  local  dealer  exaitly  the  same  treatment  as 
the  mail-order  house  demands  :  i.e.,  cash  with  the  order. 

"By  following  this  price  list  you  will  save  the  differ- 
ence between  local  and  outside  prices.  This  list  contains 
all  the  heavy  or  staple  articles  in  dry  goods.  By  using 
it  you  can  make  87  cents  buy  as  much  as  ?;i,00  d'id 
previously. 

"Owing  to  our  being  delayed  over  a  month  in  getting 
into  our  new  premises  we  were  unable  to  open  up  our 
small  wear  and  consequently  have  not  included  same  in 
this  list. 


"This  list  has  been  hurriedly  compiled  and  can  give 
you  no  adequate  idea  of  our  large  and  varied  stock.  It 
is  intended  to  ft.rnish  you  with  indisputable  proof  that 
your  local  dealer  is  ready  and  willing  to  meet  the  com- 
petition of  mailorder  houses. 

"Whatever  items  in  our  lines  are  not  included  herein, 
we  cither  have  them  in  stock  or  can  procure  them  for 
you  on  the  shortest  notice." 

An  Enlarged  Store. 

The  accompanying  cut  gives  some  idea  of  the  general 
arrangement  of  the  list.  No  illustrations  are  used,  and 
their  absence  may  al.-o  be  attributed  to  the  fact  that 
the    book    was    issued    under    circumstances    which     made 
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SPECIAL  ANNOUNCEMENT 


The  PRINCIPLE 

Underlying 

This  Business ! 


By  the  time  this  announcement  is  in  the  hands  of  the  trade  our  travellers 
will  be  on  the  road  with  samples  for  Spring  import.  These  are  well  worthy 
of  your  careful  consideration  and  we  especially  refer  to  the  following  lines  : — 

SMALL  FLOWERS,  ROSES   and  FOLIAGE. 


ORNAMENTS 


FEATHERS 


Jet  and  Steel  and  combinations  of  Cut  Steel  with  Gilt  and 
Gunmetal. 


Lancer  or  Willow-Plumes.      Sampled  only  in  black  and 
white,  but  can  be  ordered  in  full  range  of  colours. 

VELVET  RIBBONS  in  Polka  Dot,  Moire,  Stripes  and  Ottoman,  as  well  as 

plain  makes.     This  promises  to  be  one  of  the  features  of 
the  Spring  Season. 


(*i> 


THE 


BRANCHES  AT 
OTTAWA 
HAMILTON 
WINNIPEG 
ST.  JOHN,   N.B. 


SMITH-RUNCI 


WHOLESALE  MILL! 

100  WELLINGTON 


TORO 
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"To  SERVE  You 
Faithfully 
and  Well." 


BANDEAUX  TRIMMINGS  :      In  Black,  Jet,  Sphinx  and  iridescent  shades. 

PIECE   SILKS   in  Moire  and  Ottomans. 

PIECE   SATIN. 

HAT  BRAIDS:   Large  assortment,   including  Crinoline,   Ramie  and   other 

coarse  makes. 
HATS  :    A  selection  to  be  remembered.    Chip,    Milan,   Java  and   the  new 
Ramie    Braid.       In    the   latter  many  especially    stylish    shapes. 
Beautiful  in  colour  and  large  size  but  light  in  weight.    Showing 
some  two-toned  hats  but  mostly  self  coloured,  also  some  in  chiffon 
trimmed  and  ready  to  trim. 
The  above  are  merely  a  few  items,  we   trust  you  will  see  these  goods, 
investigate  them  carefully  and  compare  them  with  others  from  all  view  points. 
If  you  do  this  we  shall  be  perfectly  satisfied  to  abide  by  your  judgment. 


MAN  COMPANY, 


NERY  IMPORTERS 

STREET  WEST 

NTO 


LTD. 


"AN 
UP-TO-DATE 
HOUSE  FOR 
UP-TO-DATE 
PEOPLE." 
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curtailment  necessary.  Extensive  alterations  have  re- 
cently been  niaJe  to  the  Clements  store,  chief  among 
which  is  an  addition  by  which  the  floor  space  has  been 
more  than  doubled.  The  inconvenience  caused  by  building 
operations  hindered  the  Fall  opening  stock,  and  one  ob- 
ject in  issuing  the  list  at  this  time  was  to  offset  this 
temporary  drawback.  However,  the  remodelled  building 
is  now  occupied.  The  former  structure  will  be  used  for 
groceries  and  boots  and  shoes,  while  the  addition  is  for 
dry  goods  and  clothing. 

Price  List  Always  Available. 

One  of  the  great  advantages  in  issuing  such  a  price 
list  is  that  it  will  be  as  continuously  available  with  the 
customer  as  are  the  catalogues  of  the  mail  order  houses. 
Clements  &  Son  ha\e  removed  the  last  possible  excuse 
for  the  people  of  their  locality  to  order  at  a  distance 
those  goods  which  they  can  more  advantageously  pur- 
chase at  home.  If  the  customer  declares,  "we  must  be 
shown,''  the  firm's  price  list  is  there  to  perform  that 
ser\ice.  He  has  the  opportunity  to  assert  h'is  loyalty 
to  the  local  merchant. 

This  Plan  Goes  One  Better. 

Different  methods  have  been  emplyed  in  counteract- 
ing the  influences  of  the  mail-order  houses  in  the  large 
city.  A  not  uncommon  plan  is  to  keep  the  catalogues  of 
these  available  on  the  counters  of  the  stores  for  refer- 
ence and  comparison  by  customers  who  give  the  local 
merchant  first  chance.  The  plan  adopted  by  Clements  & 
Son  goes  one  better.  It  makes  reference  and  comparison 
possible  at  the  prospective  customer's  leisure  and  when- 
ever the  buying  inclination  is  on.  There  are  places 
where  the  store  confronts  many  difficulties  in  securing 
an  effective  distribution  of  information.  Here  is  where 
the  price  list  will  also  he  of  considerable  value  from  an 
advertising  jioint  of  view. 

The  price  list  here  referred  to  is  easily  carried  in 
the  pocket  or  muff,  and  may  thus  be  easily  referred  to 
by  customers   at  all   times. 


Retail    Accounting 

Most  retail  merohants  are  so  busy  with  the  selling- 
end  of  their  business  that  they  have  very  little  time 
to  devo'te  to  the  recording  of  sales,  cash  and  purchase, 
and  very  frcieuently  an  enormous  amount  of  detail  work 
is  performed,  whicli  is  actually  unnecessary,  and  from 
which  no  better  results  are  obtained  than  with  a  shorter 
method.  To  illustrate:  A  bookkeeper  of  a  retail  dry 
goods  store  had  a  large  number  of  credit  sales  to  post 
from  month  to  month.  The  usual  sales  slips  were  made 
out  in  duplicate,  the  original  going  with  the  goods  to 
the    customer,    the   duplicate    to    the   bookkeeper. 

From  the  duplicate  sales  slip,  the  bookkeeper  coi>ied 
tlie  items  into  a  day  book,  from  the  day  book  to  the 
sales  ledger  in  detail,  the  last  step  being  necessary,  or  at 
least  considered  so,  as  the  customers  sometimes  insisted 
on  an  itemi7;ed  monthly  statement.  The  next  S'tep  is 
(juite  obvious,  and  that  is  the  necessity  of  re-copying 
from  the  sales  ledger  to  the  monthly  statement  of  each 
purchase  in  duplicate.  Each  item  sold  is  recorded  four 
times — ^think   of  the  work   involved! 

Here  is  a  shorter  method: — If  the  customer  insists 
upon  'a  detailed  list  of  purchases  on  the  monthly  state- 
ment, which  is  not  usual,  when  he  has  already  been  pro- 
vided with  his  detailed  invoice,  have  the  cheek  made 
a  triplicate  copy  when  making  the  sale,  one  for  the  cus- 


tomer at  the  time,  a  second  for  your  own  record,  whicli 
is  posted  to  the  ledger,  not  in  detail,  but  simply  date 
and  amount,  and  a  third  for  the  customer,  if  required, 
and    to    be   attached    to    his   statement    each    month. 


-«- 


Discussing  the  possibilities  of  a  mail  order  trade  in 
Birmingham,  Eng.,  and  district,  Trade  Commissioner  Me- 
Kinnon  writes:  Little  apparently  is  being  done  here  ex- 
cept by  the  large  departmental  stores  of  Paris.  These 
send  out  regular  and  special  catalogues  from  time  to  time, 
■and  some  of  them  have  found  it  worth  'while  to  establish 
offices  in  London  for  Mie  purpose  of  receiving  and  for- 
warding heavy  goods  to  British  purchasers.  This  tra,de 
appears  to  be  extensive  and  remunerative,  but  in  con- 
sidering the  pro,spects  for  Canadian  houses,  it  must  be 
borne  in  mind  that  'Paris  goods,  such  as  dress  materials, 
silks,  laces,  gloves,  and  ladies'  wear  generally,  have  a 
uiiKiue  advantage  owing  to  their  reputation,  ft  must  be 
admitted  that  while  in  some  lines  this  reputation  is  de- 
served, there  are  many  others  in  wTiieh  as  good— or  bet- 
ter—value can  be  obtained  at  home. 


A  large,  hand-made  bedspread  has  .just  been  placed 
111  the  "Women  of  All  Nations"  Exhibition  at  Olympia 
London,  Eng.  It  is  8  feet  square,  and  has  taken  O'ue  wo- 
man twenty^hree  years  to  make.  She  has  devoted  three 
nours  each  day  during  that  time  to  the  work.  It  is  made 
up  of  over  7,000  small  pieces  of  different  colored  velvets 
.silks  .and  satins,  and  each  piece  has  been  carefully  bor- 
dered with  gold  silk.  The  bedspread,  in  which  there  is 
over  £.50  worth  of  material,  is  valued  at  £200. 


GLOVES 

To  the  Wholesale  Trade : 

The  complete  1910  Maple 
Leaf  range  of  Lined  and 
Unlined  r^^^^^   ^^?^^ 

Gloves  and  Mitts  for  Ladies,  Men 
and  Children 

ALSO 

Men's  Working  Gloves  and  Mitts 

now  in  our  agents'  hands. 

To  the  Retailer : 

Maple  Leaf  Gloves  are  standard  for  quality  and 
value.    Ask  your  wholesaler  for  these  goods. 

THE  ROBERT  RYAN  CO. 

LIMITED 

THREE  RIVERS,  QUEBEC 

SELLING  AGENTS: 

E.  H.  Walsh  &  Co.  Stewart  M.  Campbell 

Montreal  Toronto  Hammond  Block,  Winnipeg 


Differences  Between  Partnership  and  Joint  Stock  Co. 

Conditions  Which  Make  Reorganization  Advisable  —  Division  of 
Shares  and  Responsibility  of  Investors  Increasing  Number  of  Part- 
ners —  Position    of    Creditors  —  Suggestions    in    Retail    Accounting. 

By  Howard   R.  Wellini?ton. 


WHY  is  it  ihal  so  many  parlncrsliip  rMincerns  are 
fi)rming  jo'int  stoclv  eompanios  out  of  old  estab- 
lished businesses?  Proba!)ly  one  ot.'  the  most 
important  reasons  is  to  give  a  permanency  to 
tlie  business  which  could  not  otherwise  be  secured.  In  case 
of  dea.th  of  one  or  more  of  the  partners,  there  may  be 
'Co.nsi'derable  interference  with  the  jirogn'ss  of  the  busi- 
ness by  the  heirs  of  such  a  partner,  fii  fact,  the  cases 
are  not  rare,  when  an  o'd-establisheil  business  will  be  dis- 
eontinned  on  account  of  disagreement  between  the  re- 
maining partners  and  the  heirs  of  an  estate.  Should  a 
shareholder  in  a  joint  stock  company  die.  the  heirs  of  his 
estate  simply  hold  shares  in  tihe  c(mipany,  and  unless 
they  control  the  stock,  have  only  vo'ting  power  in  the 
affairs  of  the  eompa.ny  according  to  the  number  of  shares 
held. 

Advantage  of  Joint  Stock  Company. 

Probably,  the  main  reason  for  forming  so  many  limit- 
ed liability  companies  to-day  is  that  an  investor  may  put 
his  money  into  a,  number  of  companies  and  if  his  stock 
be  fully  paid  up.  no  further  demand  may  be  made  npon 
him  in  ease  of  tbe  failure  of  the  ent'erprise,  so  that  in 
case  of  failure  he  is  not  ruined  financially,  as  would  he 
the  case  in  a  partnership,  but  simply  loses  wha.t  he  has 
invested   in    the  enterprise. 

'Should  the  investor  have  subscribed  for  stock,  and 
only  have  paid  a  certain  portion  of  it.  he  must  pay  in  the 
balance  for  the  benefit  of  creditors  in  case  of  failure. 

In  the  ease  of  a  bank,  as  is  generally  known,  each 
shareholder  is  liable  for  double  the  amount  of  stock  held 
by  him,  thus  ensuring  the  depositor  against  any  loss  in 
case  of  forced  liquidation. 

Increased  Number  of  Partners. 

When  it  is  desirab'e  or  necessary  to  take  in  other 
partners,  a,s  in  the  ease  of  a  father  admitting  sons  into 
a  business,  the  formation  of  a  joint  stock  company,  divid- 
ing the  share  capital  according  to  arrangements,  is  cer- 
tainly the  most  satisfact'ory  method  to  pursue.  In  a 
case  where  there  are  already  a  number  of  partners  and 
there  is  considerable  disagreement  in  regard  to  remun- 
eration, probably  on  account  of  the  fact  thait  one  part- 
ner invests  his  services,  another  his  capital,  etc.,  the  only 
S'atisfactory  adjustment  of  the  differences  is  the  forma.tion 
of  a  joint  stock  company,  in  w-hich  each  partner  holds 
his  share  of  the  stock  and  which  has  a  voting  power,  the 
proifits  being  divided  in  the  f(n-m  of  a  dividend  on  stock 
held,  and  the  active  shareholders  being  remunerated  as 
officers    of    tlie    company. 

Necessity  of  Increased  Capital. 

Very  often,  in  a  business,  it  is  necessary  that  certain 
improvements  should  be  instituted  for  the  advancement 
of  an  enterprise,  and,  while  the  existing  partners  can- 
not command  the  necessary  capital,  they  do  not  care  to 
admit  another  partner,  whose  services  will  prohably  be 
useless  to  the  business,  but  whose  money  is  very  essential. 
By  forming  a  joint  stock  company,  the  prospective  part- 
ner  mav    be   given    a    certain    number   of   shares    for   his 


investmenl,  the  partners  also  receiving  shares  for  their 
business,  and  still  I'clain  their  pusilions  as  officers  (if  the 
.'ompany,    for  which    they    receive   remuneration. 

The  Position  of  Creditors. 

Persons  doing  business  with  a  limited  coin|)any  have 
a  riglil  to  know  just  how  tlu^  stock  of  tlie  company  is 
divided,  and  also  wha,t  amount  has  been  paid  in  and  re- 
mains unpaid,  and  they  trust  the  company  on  the  strength 
of  the  capital  stock,  which,  tiicy  naturally  suppose,  has 
actually  been  at  some  time  in  existence,  though  it  need 
not  all  iha,ve  been  paid  at  one  time. 

Sup2:)ose  that  live  persons  wisli  to  form  a  .joint  stock 
company,  each  one  to  take  twenty  shares  of  $100  par 
value  each,  making  in  all  the  capital  stock  of  $10,00-0. 
Upon  organizaition  each  one  pays  into  the  company  10 
per  cent,  of  the  amount  he  subscribed  for.  This  payment 
might  be  enough  to  carry  on  the  enterprise  temporarily, 
and  there  would  be  no  further  eail  for  payment  on  the 
amount  subscribed.  After  several  years  the  company 
gets  into  difBcuIties  and  then  the  holders  of  this  stock 
at  the  time  would  be  liable  for  the  nnpaid  portion  of  the 
stock,  or  at  least  sufficient  to  satisfy  all  claims,  the  fact 
that  a  holder  supposed  it  to  be  fully  paid  up,  and  paid 
value  for  it  accordingly,  does  not  render  him  less  liable. 

Capital  Stock  and  Capital. 

The  capital  stock  is  the  amount  in  money  or  pro- 
perty, subscribed  and  paid  in,  or  secured  to  be  paid  in 
by  the  stockholders.  The  capital  stock  of  a  corportion 
remains  the  same  year  by  year,  unless  changed  by  legis- 
lative authority. 

In  a  partnership  the  capital  is  increased  or  decreased 
yea,r  by  year  according  to  the  profits  or  losses  of  the 
firm,  and  also  tire  drawings  from  profits  by  the  mem- 
bers of  the  firm. 

Terms  Used  by  Joint  Stock  Companies. 

Treasury  stock — Capital  stock  unsubscribed;  stock  set 
aside  for  sale  in   order  to  raise   working  capital. 

Reserve    Fund — An    amount    set    aside    out    of    profits 
to  provide  against  unforeseen  contingencies,  or  to  provide 
■  for    depreciation    of    certain    assets    which    will    at    some 
future   date  have   to  be  replaced. 

Ccmimon  Stock — The  ordinary  stock  of  a  corporation 
on  which  dividends  are  paid  from  the  surplus  ea.rned. 

Preferred  Stock — A  special  stock  issue  on  which  a 
specified  dividend  is  gua,ranteed,  and  which  dividends 
must  be  paid  prior  to  the  holders  of  common  stock  re- 
ceiving any   distribution   from   the  profits   of  a   business. 

When  a  business  is  very  prosperous,  common  stock 
may  be  a  much  more  valuable  investment  than  preferred 
stock,  as  it  may  receive  larger  dividends  according  to 
the  increase  of  profits  available  for  distribution,  whereas, 
preferred  stock  can  never  receive  more  'than  a  specified 
percentage. 

Cumulative  Preferred  Stock — Preferred  stock  which 
is  entit'ed  to  all  arrears  of  unpaid  dividends  prior  to 
any  distribution  of  profits  among  the  common  share- 
holders. 
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Dry  Goods  Trades! 

yHE  next  WEARING  APPAREL  SHOW  at 

A  Madison  Square  Garden,  New  York,  January  1  9  to 
26,  will  be  the  biggest  and  most  brilliant  Commercial  Expo- 
sition ever  held  in  the  world.  It  will  far  outstrip  the  Show  of 
last  August  in  beauty  and  sales-multiplying  opportunity  for 
exhibitors  and  buyers  alike.  ^  It  rests  with  Manufacturers,  Job- 
bers, Importers  and  Selling  Agents  of  Dry  Goods  to  display 
and  demonstrate  their  productions — to  draw  the  buyer  compel- 
lingly — to  have  exhibits  truly  representative  of  the  Dry  Goods 
Trades  and  their  amazing  advances.     Reserve  your  space  I 


For  jlJverlising  Space 
in  the  de  luxe  Cata- 
logue and  Official 
Directory  of  the 
SHOW,  apply  to 
Sherman  &  Bryan. 
Inc.,  79  Fifth  Avenue, 
New  York.  Phone 
4444  Stuyvesant. 


To  Buyers — Arrange  now  to  be  at  the  SHOW  and  be  sure 
to  be  there.  It  will  teem  with  Spring  style-hints  and  Spring  selling- 
suggestions,  that  you  can  turn  into  money.  "  The  House  of  a 
Thousand  Lines"  will  be  a  veritable  fashion-course  and  idea-mine 
to  the  quick-witted  buyer. 

INTERNATIONAL  SHOW  CO. 

FLATIRON  BUILDING 

NEW  YORK 


For  Floor  Space  in  the 
SHOW  and  complete 
information,  including 
diagrams,  apply  to 
Harry  A,  Cochrane, 
President  and  Mana- 
ger, Room  1303,  Flat- 
iron  Building,  New 
York,  Phone  3984 
Gramercy. 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


HOLIDAY   NOVELTIES. 

The  attention  of  the  trade  is 
drawn  to  the  line  of  holiday  novel- 
ties shown  by  llambly,  Oakley  & 
Wilson,  Toronto.  The  line  is  stionf;' 
in  new  dcsig-ns  and  novel  ideas  in 
hamd-painted,  and  tinted  embroidered 
articles  that  have  every  element  for 
successful  sellinf^,  as  they  are  dainty, 
artistic  and  useful.  They  can  be  sold 
at  popular  prices,  and  are  appro- 
priate for  gift  giving  as  they  are 
useful  as  well  as  pretty. 

Christmas  merchandise  of  this  class 
is  indispensable  under  modern  selling 
conditions,  and  those  merchants  who 
put  in  a  well  selected  assortment  of 
those  goods  will  find  they  arc  not 
only   profitable   to   handle,   but     thei 


robe,  shavers,  whisk-holders,  cli|)piiig 
books,  i)hoto  frames,  darning  bags, 
string  bags,  etc. 

Now  is  the  time  when  ((uick  action 
is  needed  to  keep  up  the  assoitmeiit 
in  the  art  needlework  department 
llambly,  Oakley  &  Wilson  carry  a 
full  line  of  both  staple  and  novelty 
goods  and  all  letter  orders  sent  in 
will  receive  the  fullest  and  promptest 
attention. 


IVORY  AND  PEARL  BUTTONS. 

The  large  line  of  buttons  shown  for 
Spring  selling  by  Frank  Goudy,  Tcj- 
ronto,  is  receiving  a  constant  aug- 
mentation as  novelties  are  introduced. 
The  garment  and  the  retail  trade  are 
placing  good  orders  for  ivory  and 
pearl  buttons.  The  latest  novelty  ii 
ivories  is  a  line  of  buttons  specially 
colored  for  use  on  dress  linens,  cot- 
ton  suitings   and   other   wash   mater- 


tiO  THE    v'OLE.r') 
ASKto      IF 

The:*  / 


pearls,  particularly  those  with  a 
tinted  pearl  centre,  in  both  black 
and  natural,  are  selling  freely. 

Among  late  novelties  mention  may 
be  made  of  a  line  of  fancy  buttons 
specially  designed  for  ladies'  tailored 
shirt  waists. 


EXTENSIVE  LINE  OF  HOUSE 

FURNISHINGS. 

So  diversified  are  the  decorative 
treatments  recognized  in  the  modern 
house,  that  the  furnishing  depart- 
ment of  the  store  must  be  equipped 
to  meet  a  very  wide  demand.      Inai- 


Memo  pad,  assarted  designs,  tinted  linen,  pad 

and  mounts  complete  —  Shown  bv  Hambly, 

Oaklej  &  Wilson,  Toronto. 


Hand-painted  satchel  bag,  assorted  flowers 

—  Shown  by  Hambly,  Oakley  &  Wilson, 

Toronto. 


Hatpin  holder,  assorted  flowers  —  Shown 
by  Hambly,  Oakley  &  VVilson, 
Toronto. 


inesence  in  the  store  will  prove  an 
introduction  to  the  sale  of  higher- 
priced  goods.  They  will  give  an  at- 
mosphere of  Christmas  to  the  store 
that  will   attract  customers. 

All  stores  sell  handkerchiefs,  but 
here  is  an  opportunity  to  get  out  of 
the  rut  and  to  show  something  dif- 
ferent. Put  in  even  a  $15.00  assort- 
ment and  you  will  find  that  it  will 
do  you  a  good  $100  in  enhanced  sales 
in  other  departments,  brought  into 
the  store  by  the  attractiveness  of 
your  holiday  goods. 

The  line  chiefly  consists  of  new  and 
attractive  designs  in  hand-painted, 
tinted  and  embroidered  linen  no\el- 
ties  in  such  articles  as  hat-pin  hold- 
ers, match-holders,  and  scratchers, 
pipe-holders,  memo-pads,  blotting- 
pads,  tie-racks,  towel-racks,  key- 
holders     and     racks  for  baby's  ward- 


ials  and  these  come  in  all  the  shades 
shown  for  Spring  selling.  In  solid 
colored  and  two-tone  and  mottled 
effects,  and  in  coml  ination  of  satin 
and  bright-finished  designs  there  is  a 
big  selection  of  designs  and  a  large 
color  range  to  select  from.  When  in- 
specting this  line  ask  to  see  Prin- 
cesse  and  Queen,  also  the  sample  line 
to  match  the  new  homespun  fabrics. 
Frank  Goudy  also  reports  that  he 
is  having  success  with  his  line  of 
pearls.  These  are  to  be  a  strong 
selling  factor  in  the  coming  Spring, 
when  handsome  pearl  buttons  will  be 
used  to  trim  both  suits  and  coats. 
In  real  ocean  pearl  buttons  he  is 
showing  one  of  the  best  rnnges  ever 
put  on  the  Canadian  market,  and  at 
])rices  that  are  most  reasonable  when 
the  price  of  the  shell  is  considered. 
Engraved     pearls,   tinted   and     inlaid 


viduality     is     asserting     itself  to     a 
greater  extent  than  ever  before. 

In  the  warerooms  of  Geo.  H.  Hees 
Son  &  Co.,  52  Bay  St.,  Toronto,  is 
shown  a  range  of  curtains,  draperies 
and  fixtures  which  is  strongly  illus- 
trative of  present  tendencies  in  in- 
terior adornment.  It  is  representa- 
tive (if  their  Spring  line,  of  which 
illustrated  catalogues  are  now  being 
prepared. 

Madras  muslins  were  in  great  de- 
mand during  the  past  season  and 
will  be  equally  popular  for  Spring. 
This  firm  is  showing  an  exceedingly 
rich  assortment  in  the  range  of 
colorings  which  now  have  recognized 
vogue.  The  designs  run  from  the 
dainty  aiipliqued  effects  to  the  bolder 
all-over  patterns.  The  period  note  is 
strong  in  all  essentials  of  home 
adornment    and    the    patterns    shown 
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ill  this  line  of  Madras  muslins  are  a 
decided  tribute  to  this  tendency. 

Greens,  browns,  old  rose  and  golds 
are  among-  the  leaders  in  preferred 
colorings  in  the  heavier  draperies  and 


Venise     lace     curtains  in   the   Spring 
line. 

What  has  been  said  of  the  other 
departments  of  their  business  applies 
with  equal   force  to   the     firm's  win- 


Delfosse  &  Co.,  of  Hermine  St., 
Montreal,  are  showing  a  large  variety 
of  fur  stands,  bust  forms,  with  or 
without  their  fine  French  make  wax 
heads. 


New  Factory  of  the  Campbell  Manufacturing  Company,  Limited,  Campbell  Building,  Elmire  St.,  Montreal. 


portieres,  and  a  beautiful  line  of 
plain  silk  and  linen  velours  with 
silk  linings  to  match,  is  shown.  This 
section  includes  a  heavy  double  face 
velour  requiring  no   lining. 

Strongly  featured  in  the  house  fur- 
nishing department  nowadays  are  the 
made-up  effects  in  which  curtain 
cloths,  monk's  cloth  and  similar 
linen  materials  are  employed.  To 
these,  galloons  or  borderings  in  bro- 
cade effect  are  applied,  and  stencil- 
ing is  also  much  used.  This  firm  is 
carrying  an  extensive  range  of  ma- 
terials for  the  dealer  who  desires  to 
exercise  his  own  orginality  in  pro- 
ducing these  goods. 

New  and  very  beautiful  are  the  ef- 
fects   in    Arabian,     Battenburg    and 


dow  shade  department.  A  perfect 
manufacturing  equipment  has  enabled 
the  firm  to  build  up  a  great  reputa- 
tion in  this  particular,  and  a  very 
extensive  Spring  line,  in  which  qual- 
ity and  stylo  are  the  outstanding  fea- 
tures, has  been  prepared  for  the  re- 
tail trade. 


AN  ENLARGED  FACTORY. 

Daly  &  Morin,  manufacturers  of 
window  shades,  Montreal,  have  made 
a  large  addition  to  their  factory  at 
Lachine,  in  oi-der  to  handle  increased 
business.  They  have  also  booked 
large  orders  for  tapestry  curtains, 
portieres,  a,nd  talile  covers. 


Slow  Dollections  Cured 


Our  business  is  to  collect  overdue 
accounts  owing  to  our  clients.  No 
need  to  bother  yourself  with  slow 
collections — send  them  to  us.  For 
the  year  we've  been  in  business  we've 
made  collections  to  the  entire  satis- 
faction of  a  large  number  of  clients. 

WE   KNOW    HOW  ! 


The  Beardwood  Agency 


313  Hew  York  Life  Building 


MONTREAL 
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ACCOUNTANTS   AND   AUDITORS. 


JENKINS   &  HARDY 

Assignees,  Chartoreil  Accnuntantn,  Estate  ainl 

Fire  Insuraiire  Agents. 

15%  Toronto  St.  465  Temple  Blilf. 

Toronto  Montreal 


COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercantile  Reports  and  Collections 
Our  method  of  furnishing;  commercial  reports 
to  our  subscribers  g"ivcs  prompt  and    reh'able  in- 
formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates.  Montreal 

Albert  W.  Atwater,  K.C.,  Corisulting  Counsel 

for    City    of    Montreal ."     Chas.    A. 

Duelos:    Henry    N   Chanvin. 


Cable  Addtess 
'MACKER,"  Winnipeg 

McRAE  &  WALKER 


Office 
511  AshdownBlcck 


Manufacturers'  Agents   and    Wholesale 
Jobbers    WINNIPEG. 

Correspondenee  solicited  from  manufacturers 
desiring  live,  up-to-date  representation  in  tl.e 
West. 


J.    SPROULE  SMITH 

Manchester  Building  .  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  \Vm.  Clark  &  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Godde  Bedin  &  Cie,  ChitTons,  Laces,  etc.,  Paris, 
France  ;  Perret  Gros  k  Million,  Malines,  Veilings, 
etc.,  Lyon,  France:  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliams,  Ont. 


Dieckprhoff  Raffloer  &  Co. 

OF  CANADA,  LIMITED 

DRY  GOOR.S  COMMISSION  MERCHANTS 

AND  MANUFACTURER.S'  AGENT.S 

Montreal— ,525  St.    Paul    St.;    Winnipeg  — 400 

Hammond  Block;  Toronto— 154-160  Wellington 

Street  West,  cor.  Simcoe  Street — Head  Office. 

Importers  of  Buttons,  Smallwares,  Laces, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


HOTEL   DIRECTORY. 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


WHOLESALE  HOUSES. 


!OCKg^f£RSON 


klMimO 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 
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AGENTS    WANTED. 


AGENT  WANTED- Calling  upon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.     A 
splendid  line.     Bu»inessdone  direct  with  the 
manufacturer.    Address   "Hair  Net,"  care  DRY 
GOODS  REVIEW,  88   Fleet   St,  London,  E.G., 
Engljnd.  <") 


COMMISSION  LINES  WANTED. 

TRAVELER    with  good  connection  in  the  Ottawa 
Valley  and  Ottawa  City  desires  commission 
lines,  ready-to-wear,  small   wares,  or   t    line 
from  a  specialty   houpe.    Apply    Box     150,    DRY 
GOODS   REVIEW,  Montreal. 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make    toll    easier.      Elliott-Fisher 
L'mlted,  513,  No.  83  Craig  St.  W.,  Montreal, 
and  129  Bay  Street.  Toronto. 

SALESMEN  want  a    line   for    Eastern  Ontario- 
2     Quebec  and   Maritime  Provinces.     Good   con- 
nection.    Speak   French   fluently.      Salary   or 
commission.     Address,  P.G.L.,  care  DRY  GOODS 
KEVIEW.  Toronto. 

TRAVELER-  Maritime  Province  man  acquainted 
with   maritime  dry  goods  and   millinery  trade 
wantsanygood  lineon  salary  for  above  terri- 
tory.    First-class   references.     A  steady  and   reli- 
able young  man  and  a  hustler  who  can  get   results. 
BoxT.C.,  care  DRY  GOODS  REVIEW.  Montreal. 

MISCELLANEOUS. 

CASH  AND  PACKAGE  CARRIERS— 20  years' 
experience  inventing  and  building  modern 
store  service  appliances.  Our  guarantee- We 
will  instal  asystem  of  our  Carriers  in  your  store; 
you  use  them  ten  days,  and  if  you  do  not  find  that 
they  give  you  better  and  quicker  service  than  any 
other  Wire  Carriers,  Pneumatic  Tubes,  Cable 
Carriers  or  Cash  Registers,  we  will  remove  them 
at  our  expense.  Write  for  catalogue  and  testi- 
monials from  reliable  houses  using  our  Carriers. 
The  Gipe  Carrier  Co.,  99  Ontario  St.,  Toronto, 
Canada. <'0 

COUNTER  CHECK  BOOKS-Espccially  made 
for  the  dry  goods  trade.  Not  made  by  a  trust. 
Send  us  samples  of  what  you  are  using  — we'll 
send  you  ptices  that  will  interest  you.  Our  holder 
with  patent  carbon  attachment  will  interest  you  — 
there's  nothing  like  it  on  the  market.  That's  why 
we  sell  so  many.  All  kind  of  supplies  for  binders 
and  monthly  account  systems.  Business  Systems, 
Limited,  Manufacturing  Stationers,  Toronto. 
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F  YOU  are  in  the  market  for  a  Safe  or  Vault 
Door,  let  us  send  you  our  illustrated  catalogue 
"S."    Our  Safes  are  made  to  suit  all   require- 

ents,  from    the   smiUest   household   safe   to  the 


largest    bankers'    safe    made.    The    material   and        __ 
workmanship  used  in  the  construction  of  our  safes  j^ 


are  the  best  obtainable.  They  are  made  to  stand 
any  fire  through  which  they  may  be  called  upon  to 
pass.  Write  to-day  for  book  show'ng  safes  wnich 
hive  passed  through  Canada's  most  severe  fires. 
Address  all  inquiries  to  Dept.  "S.,"  The  Goldie 
&  McCulloch  Co.,  Ltd.,  Gait,  Ont.  (tf) 

IMPORTANT  TO  TAILORS  AND  CLO  IHIERS 
1  -Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 
containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  p  st 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 
ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow.  

1NSTAL  an  Otis-Fensom  Hand-Power  Elevator. 
Costs  only  $70.  Merchants  and  other  business 
men  can  turn  a  second  story  lumber  room  into 
a  properly  equipped  warehouse,  leaving  ground 
floor  unhampered  by  reserve  stock,  packing  cases, 
etc.  When  power  is  available,  we  suggest  a  belt- 
driven  elevator  operated  by  motor  or  line  shaft. 
Write  for  catalogue  containing  illustrations  of  the 
different  kinds  of  elevators  we  handle.  Otis- 
Fensom  Co.,  1401  Traders  Bank  Building,  To- 
ronto, ('f 

JUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 
presented—Underwood. Remingtons,  Olivers, 
Empires,  Smith  Premiers,  etc.  They  have  been 
carefully  rebuilt  and  are  in  good  workable,  wear- 
able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont 00^ 

KEEP  AN  ACCURATE  ACCOUNT  of  your 
employes'  time.  The  Syracuse  Dial  Time 
Recorder  is  the  most  practical  time  recirding 
machine  for  dry  goods  and  millinery  stores  En- 
tirely automatic.  Nothing  to  confuse  employes. 
A  turn  of  the  pointer,  a  pressure  In  the  hole  oppo- 
site the  employe's  number,  and  the  hour  and  min- 
ute is  recorded.  Whether  you  employ  a  few  or 
hundreds  of  hands,  we  can  supply  you  with  a 
machine  suited  to  your  requirements.  Write  for 
catalog.  International  Time  Recording  Company 
of  Canada,  Lim'ted.  Office  and  factory,  15  Alice 
Street,  Toronto.  (t') 

PEERLESS  CARBON  PAPERS  AND  TYPE- 
WRITER RIBBONS  are  unequalled  in  writ- 
ing, manifolding  and  wearing  qualities.  Our 
"Klear  Kopy"  Carbon  was  awarded  a  contract  over 
43  competing  lines  by  one  of  the  world's  largest 
governments.  All  up-to-date  dealers  in  stationery, 
typewriters  and  office  supplies  handle  our  goods. 
Ask  them  orwrite  us  direct  for  pricesand  samples. 
Peerless  Carbon  and  Ribbon  Manufacturing  Co., 
Toronto,  Canada.  ('0 


DROBABLYthe  most  talked  about  machine  in 
r      Canada  is  the  Halner  Book-keeping  Machine. 

Everybody  helps  to  sell  it  who  has  seen  it,  or 
it  will  sell  itself  when  exhibited.  It  combines  In 
one  machine  the  Cdsh  and  credit  register,  time  re- 
corder and  account  regsier.  We  want  representa- 
tives everywhere  —  alert,  intelligent,  not  afraid 
tonustle  Write  for  our  proposition.  Book-keep- 
ing Machines,  Ltd.  Head  oKices  and  show  rooms, 
424  Spadina  Ave.,  Toronto.  Branches,  Vancou- 
ver,  VVinnipeg.  Montreal.  (tf) 

OAVE  50  ;  OF  THE  COST^OF^HANDLING 
O     merchandise  by  installing  a   Beath   System   of 

Overhead  Carriers.  Saves  valuable  t  oor 
space  because  the  trackage  is  on  the  cei  Ing  and 
great  y  facilitates  the  loading  of  cars,  drays,  etc., 
-and  for  handling  goodsin  and  about  the  warehouse 
and  factory  leduccs  the  cost  of  labor  because  far 
less  warehouse  help  is  required.  Systems  for  all 
kinds  of  businesses,  large  or  small.  Write  us  for 
illustrated  catalog.  W.  D.  Beath  &  Son,  193  Ter- 
auley  Street,  Toronto. (tf) 

OHOW  CASES,  COUNTERS,  SHELVING 
O  a"d  Wardrobes  a  specialty  for  Dry  Goods 
trade.  Send  tor  illustrated  catalogue.  Jones 
Bros.  &  Co.,  Ltd.,  30-32  Adelaide  St.  W.,  Toronto, 
Ontario. 

SILENT    SALESMEN    as  represented    by   your 
show   esses  and   fittings    work   all    the    time, 

show  all  the  goods,  and  make  sales  unaided. 
Efficient  display  half  sells  any  article,  and  our 
illustrated  catalogue  has  points  of  interest  in  this 
direction  forevery  merchant.  Write  for  it  to-day. 
Djminion  Office  and  Store  Fittings  Co.,  Ltd, 
Department  E  ,  London.  Ont.  ,        (if) 

"TTHE  "KALAMAZOO"  Loose  Leaf  Binder  is  the 
*  only  binder  with  a  flexible  back.  There  are 
no  exposed  meial  parts  to  injure  the  desk.  It  is  a 
book,  not  a  box;  and  will  hi  Id  firmly  ten  sheets  or 
a  thousand  sheets— just  as  mmy  as  you  actually 
require  and  no  more.  The  book  is  stronger  than 
any  other,  the  alignment  perftct,  the  sheets  He 
close  to  the  desk,  and  the  writing  surface  is  flat. 
Booklet  on   request.       Warwick   Bros.   &    Rutter, 

Limited.  King  and  Spidina.  Tor   nto (tf) 

riiHE  ability  of  your  hand-writing  as  well  as  the 
-•■      ease  and  speed  with  which  you    execute   it  are 

matters  of  great  importance  They  are  also 
matters  of  pen  point.  Use  "  Crucible"  Steel  Pens 
and  set'le  the  matter.  IS  diff  rent  styles.  Ask 
your  dealer  for  freesamples  and  pick  out  the  pen 
yon  want.  If  he  cannot  supply  you  ask  us  and  we 
will  send  samp  es  by  return  mail.  The  Copp, 
Clark  Co..  Ltd.,  64-66  Front  St.  W  .  Toronto      (if) 

HE  MERCHANTS  RECORD  AND  SHOW 
WINDOW  shows  you  how  to  get  more  money 
outof  vour  advertising  and  show  windows. 
The  only  monthly  journal  devoted  exclusively  to 
the  selling  end  of  retail  bus  ress  Each  issue  con- 
tainsSOor  60  illustrations  of  the  be-t  window  dis- 
plays, srecimens  of  show  cards  and  practical  sales 
ideas  worth  many  dollars  t  >  any  merchant.  $2  per 
year.  Special  holiday  number  out  November  5th. 
Price  25c.  per  copy.  Merchants  Record  Co.,  313 
Dearborn  *^treef.  Chicago. 

HOUSANDS  OF  DOLLARS  go  astray  in  the 
mails  every  year.  YOU  should  there  ore  in- 
sure against  a  possible  los«  by  sending  YOUR 
remittances  by  Dominion  Express  Company 
Money  Orders  and  Fnre'gn  Drafts.  If  delayed, 
lost  or  stolen,  a  refund  will  be  promptly  arranged 
or  a  new  M''ney  Order  issued  without  further 
charge.  The  Dominion  Express  Company  also 
transfers  money  by  telegraph  and  cable,  and  buys 
and  sells  foreign  miney.  If  you  want  to  send 
money  to  any  part  of  the  world  the  Dominion 
Express  Company  will  be  pleaded  to  accommodate 
you.  Hundreds  of  agencies  throughout  Canada. 
(It) 

WANTED— A  splendid  opportunity  for  dealers 
to  handle  the  best  combination  Duplicating, 
Addressing  and  Office  Printing  Machine  on 
the  market.  Exclus  ve  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  L'd.,  33  John  St., 
Hamilton,  Ont. 

AREHOUSE  and   Factory    Heating  Systems. 
Taylor-Forbes  Company,  Limited.    Supplied 
by  the  trade  throughout  Canada. (tf) 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing  the   best  in   the   market — ''Macey    Sec- 
tional Bookcases."     Carried  in  stock  by  all 
up-to-date   furniture   dealers.     Illustrated    booklet 
sent  free  on  request.     Canada   Furniture  Manufac- 
turers, Ltd.  ;  General  offices,  Woodstock,  Ont.(tf) 

YOUR  CHEQUE  CAN'T  BE  RAISED  to  any 
amount  above  that  which  you  Intend  it  to 
cover  if  you  use  the  PROTECTOGRAPH. 
This  device  stamps  a  line  such  as  "Not  over  ten 
dollars,  $10,"  with  acid  proof,  indelible  Ink,  which 
penetrates  right  through  the  fibre  of  the  paper. 
This  device  is  being  used  by  90,°,  of  the  Banks  of 
Canada  and  the  United  Stales,  IS  well  as  the  trea- 
suries of  both  countries.  Write  for  full  particulars 
and  price.  W.  E.  Parker  &  Co.,  Sole  Canadian 
Ag'nts.  37  Yonge  Arcade,  Toronto,  Ont.  (tf) 

^^.-  ^^^  LIVE  MERCHANTS  use  Nation-1 
72^,000  Cash  Registers  We  couldn't  sell 
'      "-^  them     unless    they    saved    people 

money.  The  National  will  guard  your  money  too. 
Write  us  for  proof.  National  Cash  Register  Co., 
285  Yonge  St.,  Toronto, 


w 
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New  Designs  in  Men's  Handles 


Eclipse  Umbrellas 

FOR  YOUR   HOLIDAY  TRADE 


Send  Your  Order  Now — State  Quantity,  Price,  Style 

Our  Selections  Will   Please  You 

Prompt  Deliveries 

IF   GOODS   ARE    NOT    ENTIRELY    SATISFACTORY,   RE- 
TURN THEM  AT  ONCE 


A  Group  of  the  Latest  Ideas  in   Ladies'  Handles 


The  "Gor- 
don" Um- 
brella shown 
above.  Ab- 
solutely the 
closestrolled 
Umbrella  in 
the  market. 
Best  frame, 
finest  silk. 


ECLIPSE   UMBRELLA  VALUES  WILL 
PLEASE  YOU 

VARIETY  IS  THE  LARGEST  IN  THE  TRADE 


THE  ECLIPSE   UMBRELLA  CO. 

LIMITED 

454  ST.  JAMES  STREET  :  :  :  :  :  MONTREAL 
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To  the  Trade 


November,  1909 


Stock -Taking  Sale 


THIS  month  we  figure  on  how  much 
profit  we  are  going  to  lose  in  cleanng 
out  lines.  In  some  lines  not  only  will  the 
profit  disappear,  but  part  of  the  cost  price. 
There  are  odds  and  ends  in  every  depart- 
ment that  have  to  go. 

^  After  the  first  of  December  we  will  be 
receiving  our  Spring  Season  Goods  for 
1910,  and  require  all  available  space,  as 
our  purchases  for  the  season  are  large.  We 
anticipated  the  advance  in  textile  goods  and 
therefore  can  show  you  superior  value  for 
Spring,  1910,  samples  of  which  are  now 
in  the  hands  of  our  travellers. 

^  If  you  want  any  hurry-up  orders  try  our 
Letter  Order  Department.  Our  Quick 
System  of  Filling  Letter  Orders  a  Specialty. 


JOHN  MACDONALD  &  CO. 

TORONTO 


LIMITED 


The  Review  extends  the  Season's  Greetings  to  Us  leadcis  and  wishes  theiu  a  prosperous  >eai  in  1910 


Vol.  XX 


No.  12 


December, 
1909 


Posed  for 
The  D/y   Goods  Revic 
by  Miss  Leonora  Harris 
/     New  York 


MacLean  Publishing  Company,   Limited 


Montreal 


Winnipee 


New  York 


PubHcation  Office,   10  Front  Street  East,  Toronto 


Vancouver 


London,  England 
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Cleaning  Up  Stocks 

THE  close  of  the  }ear  and  the  opening-  quickl\'  of  a  New  Year 
is  directly  suggestive  to  the  dry  goods  merchant  and  milliner  of 
the  importance  of  looking"  over  his  stocks  and  giving  value  to 
those  lines  thai  are  unsalable  because  window-faded,  soiled  or  other- 
wise off  color. 

Oin-  business  is  to  meet  \'Our  requirements  in  this  way.  With  our 
large  and  completely-equipped  dyeing  and  finishing"  plants  we  can  take 
your  off  stocks,  whatever  fabrics,  and  make  them  like  new  again,  dye- 
ing" them  such  colors  as  will  make  them  as  salable  as  an\  goods  on 
vour  shelves. 

In  the  re-dyeing,  cleaning"  and  curling"  of  fine  plumes  and  feathers 
we  give  most  complete  satisfaction. 

For  more  than  thirty  years  we  have  been  giving  satisfactor\-  service 
to  leading"  wholesalers   and    retailers  in  all  parts  of  Canada. 

Write  us  for  any  information. 

R.  Parker  &  Co. 


Dyers  and  Finishers 


TORONTO,  CANADA 


Rooster  Brand 


Shirt  Vogue  for  1910 

Stock  Collar  Shirts 


ICrowIi^OverAll 


w  ith  Ties  to  match  and  Gilt  Ascot  Pins. 

ALL     SET     UP     IN     BOX 


We  make  a  large  varietx"  of  these  in  Anderson's  Scotch  Zeph)  rs, 
Scotch  Flannels,  Crepe,  Poplin,  etc.,  Self  Shades  and  Fancies. 
To    be    correct    \ou    should    have    them. 

Khaki  Clothing,         White  Duck  Clothing, 
Overalls,  Trousers,  White  Coats 


Robert  C.  Wilkins  Co.,  Ltd.  -   Montreal 
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Spring,  1910 


OUR  travelers  in  every  province 
of  Canada  are  showing  Spring 
Samples  from  all  depart- 
ments— the  range  of  vSamples  is  the 
largest  and  most  varied  in  our  his- 
tory, and  values  will  please  you.  In 
view  of  market  conditions,  place 
orders  early  for  your  requirements. 


Use  Our  Stocks  to  Secure 
a  Record  Holiday  Trade 


When  you   want   things  in   a  hurry 
this  month — write  us. 


Greenshields  Limited 

Montreal 
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New  PRIESTLEY  Materials 

For  Winter  and  Early  Spring  Trade 


MAYFAIR 

COSTUME  CLOTH 

CHEVIOT 

COSTUME  CLOTH 

Present  fashion  calls  for 
diagonals  and  wide  wale 
serges.  The  materials 
that  best  meet  these  de- 
mands are 


Mayfair    Costume   and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 
correct  weight,  and  are 
shown  in  the  latest  color- 
ings.     ::::::: 

Do  not  fail  to  make  a 
showing    of   these    lines. 

Samples  will  gladly  be  submitted 


*-l^t* 


SOLE 

CANADIAN 

AGENTS 


GREENSHIELDS  LIMITED 


^ 

\ 


MONTREAL 
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^he  Specialty 
Dress  Goods  House 


A.n    J\'^^reciation 

vv  e  wish  to  tnank  our  cus- 
tomers for  tneir  generous 
trade  during  this  year,  and 
we  wish  you  all  a  splendid 
Holiday  Trade  and  a  very 

jVLerry    Christmas. 


\\^e  assure  you  that  A\^e  ^vill 
continue  to  show  the  same 
large  assortment  m  Dress 
Goods  ana  attend  to  your  ^vants 
\vith  prompt  and  courteous 
attention. 

William  Agnew  &  Co. 


305  St.  James  Street 


Montreal 
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England's 
Premier    Needle ! 


<< 


ABEL  MORRALL'S 


fj 


ii^        Every  Needle  Perfect 

Have  you  seen  our  new  Patent 


ik 


BAYONET  POINT 


» 


HAT  PIN? 

(Patent  No.  1679)  10  and  12  inches  long 

Enquire  of  your  Jobber 
Manufactured  at  Clive  Works 

REDDITCH,  -  ENGLAND 


STANDARD    SHAPE 

with 

SHUR-ON-CLASP 


^J 


j^^Improved 


PERFECT  FITTING 


BELT  SUPPORTER 
PJtENTEB  OECIMBER  I7T»1900 

Cutt   furnished    free   for 

advertising   these 

supporters. 


Everybody  Uses  Them 


LATEST 


WB2Hiil 


^uf^ottu^ 


PATENTED    1909 

Cuts  furnished  free  for  adver- 
tisinsr  these  supporters. 


Increase  Your  Sales  by  Handling  Advertised  Goods 

SOLD  BY  ALL  LEADING  JOBBERS 

I.  B.  Kleinert  Rubber  Co.    -    Toronto 
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For  your 

Christinas 
Trade 


We  remind  our  customers  that 


our  stocks  are  kept  fully  assorted 
at  all  times,  and  that  Mail  Orders 
can  be  executed  by  return. 

T>  I  KK^r^^^  Taffetas,    Moires, 
rVlUUUll^  Satins,  in  all  shades, 
widths  and  qualities. 

^iltc  Paillettes,  Taffetas  and  Sat 
^^^^^^  ins  in  the  latest  and  most 
scarce  shades. 

Dress  Goods  ^,V,E,s°n 

the    newest    colorings,  including 
Pastels. 

Velvets    Velveteens    Taffetines 

Debenhams  Canada)  Limited  / 

Montreal        Toronto 


London 


Quebec 
Paris 
New  York 


Otta^va 
Lyons 


/ 


r 


"">j 


O^ 
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For  Christmas  and  Sorting  Trade 

Silk  Handkerchiefs 

Plain,    Initial,    Fancy  Colored   Borders — from  $2.25   to  $13.50  per  dozen. 


Knitted  Silk  Mufflers  for  Men 

in  White,    Pearl,    Black,    Myrtle,   Wine-    $21.00,    $24.00,   $27.00  per  dozen. 
Rich   Silk  Squares — from  $4.50   to  $24.00  per  dozen. 


Imported  Lined  Mocha  Gloves  Scotch  Knit  Wool  Gloves 


$12.00  and   $15.00  per  dozen. 


for   Men   and   Boys, 
in   Greys  and    Heathers. 


One  Big  Special  in  Overalls 

7-oz.    Black  and   Blue  with   Gold   Back.      First  quality  denim  at  $7.00  per  doz. 
This  keeps  our  competitors  ^uessin^  how  we  do  it. 


Special  Announcement  for  Fall,  1910 

of  our  own  controlled  line  of 

Unshrinkable  All  Wool  Elastic  Ribbed  Underwear 

Red  Scotia,  to  retail  at  75c.  per  garment. 
Blue  Scotia,  to  retail  at  75c.  per  garment. 
Black   Scotia,    to  retail    at  $1.00  per  garment. 

In  our  travellers'  hands  January  1st.     See  them  before  you  buy. 


SEND    US  A   SAMPLE   LETTER  ORDER  AND    SEE    HOW 
WELL  WE    CAN  ATTEND  TO   YOUR    SORTING  NEEDS. 


The  Gault  Brothers  Co.,  Limited 

St.  Helen  Street,    MONTREAL 
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THE  GAULT  BROTHERS  CO.,  LIMITED 

ST.   HELEN  STREET        J^       MONTREAL 


14/ e   Wish   You  a  Record  Christmas  Trade 


LET  US  HELP  YOU  TO  GET  YOUR 
FULL  SHARE  OF  BUSINESS 

C\^^\*  Qi"/^/^lz"C  in  all  departments 
V^Ul    v3HJC.J4.&Qf    general     dry 

goods  and  tailoring  materials  are  of  a  size 
and  variety  to  please  and  satisfy  you. 
And  We  Ship  Promptly. 


Wit  Cxtcnb  tfje 


tEo  tlje  ^rabe  in  (General  anb  (2^ur 
Cu£!tomcrg  in  particular 


IMPORTANT.  -  We  desire  to  draw  your  attention  to  the  fact  that  a  serious 
advance  in  price  lias  been  declared  by  the  manufacturers  of  the  great  rang^e  of 
celebrated  Belwarp  serges,  vicunas  and  lining-s  controlled 
by  our  firm.  We  were  fortunate  enough  to  place  a  large 
order  before  the  advance  and  we  intend  to  give  the 
benefit  of  this  contract  to  our  customers.  We  will  not 
advance  the  price  while  our  contract  lasts.  Will  }ou 
please  ask  our  representatives  to  show  )ou  these  lines? 
Orders  by  mail  will  also  be  accepted. 


t^^9^\$9fb  #^9^^a^fr  #^9^^$Si»  #^9^^$^fr  #>c>o^^r9  w^ 
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Success  Collars 

THE     IDEAL     CHRISTMAS     GIFT 


DISPLAY    SUCCESS    COLLARS    FOR    HOLIDAY   SHOPPERS 
.:.    .:.    .:.  SORT    UP    FROM  YOUR   WHOLESALER  .:.    .:.    .:. 


EARL  GREY 

Heights  2,  2yi 

You  can  suggest  to  your 
lady  customers  nothing  more 
appropriate  for  a  Christmas 
present  for  husband  or  gent- 
leman friend  than  a  dozen 
Success  Collars. 


Allow  the 

privilege 

of  exchange 

in  style 

or  size 


LAURIER 
Heights  V4,  2% 

Success  Collars  are  boxed 
attractively.  They  make  a 
useful  gift  at  a  moderate  cost, 
besides  you  have  your  50 
per  cent,  profit. 


Success  Collars  are  acknowledged  the  best  collar 

value  in  Canada. 

Success  Collars  are  made  in  the  latest  styles. 
Sold  by  the  leading  wholesalers. 

Manufactured  only  by 
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When  Bill  Smith,  Mechanic,  Buys  a  Working  Shirt 


f 


he  wants  one  that  will  wear  a  long-  time  ;  one  that  is  big-  enoug-h 
to  feel  free-and-easy  in;  that  is  strongly  made;  and  the  color  of 
which  will  stay  in  the  shirt — not  print  off  on  his  skin.  The  dry- 
goodsman  with  a  reputation  for  sellings  a  working-  shirt  like  this 
gets  the  bulk  of  the  workingmen's  trade.  Von  can  clinch  the 
working-men's  trade  in  your  locality  by  selling-  the 


"Black  Prince"  Shirt 


(  The  Shirt  that  IS  Fast  Black) 


Black  Prince  Shirts 
are  made  of  Black 
Serg-e,  Fleece  Back 
Cloth,  specially  dyed 
and   printed    for    us. 

Thev  are  g-enerous  in 
size;  full  }oke;  seams 
are  double-stitched 
throug-hout,  and  all 
Black  Prince  Shirts 
have  fine  pearl  but- 
tons. 


Black  Prince  Shirts  sell  at 
a  popular  price  and  return 
you   a   handsome  profit 


PROMPT  DELIVERY.    SOLD  BY 
WHOLESALERS-ASK  YOURS 


MANUFACTURED      ONLY      BY 


^HIctWicu^ 
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Established  1832 


Cable  Code :  Law-Bradford 


Spring  1910 


REGISTERED 


Exclusive  Designs 

These  goods  are  rolled  on  special  boards 
and  stamped  every  five  yards  (AdUh/ld 

SPECIALTIES 

Mayf air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

Sho\verproof  Goods 

in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 


J^     j^     j^ 


La^v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON,    ENG. 


# 
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SPOOL     SII^K 


SPOOL      SILK 


B.  &  A.  LINING  SATIN 


Show  Your  Customer  This  Guarantee 


"B.  &  A.  Lining  Satins  are  guaranteed  for  two  seasons' 
wear.  If  in  any  instance  our  lining  does  not  fulfill  the 
terms  of  our  guarantee,  return  the  garment  with  our 
Certificate  of  wear,  giving  the  date  and  place  of  purchase, 
and  we  will  reline  it  without  charge." 


When  Selling  B.  &  A.  Gilt  Edge  Lining  Satin 

Many  merchants  are  featuring  B.  &  A.  Lining  Satin  because  they  reaHze  is  is  to  their 
advantage  to  sell  "the  best  lining  satin  in  the  world,"  charge  no  more  for  it  than  any  good 
satin,  and  make  the  same  profit. 

This  lining  satin  question  is  going  to  become  a  very  interesting  one.  People  are  not  going 
to  be  contented  with  just  any  lining  satin  offered.  They  will  want  to  know  the  quality,  and 
they  will  want  a  guarantee  as  to  wear. 

Now  everyone  knows  that  only  a  satin  of  superior  wearing  quality  can  really  be  guaranteed. 
The  safe  course  of  the  merchant  and  consumer,  therefore,  is  to  buy  B.  &  A.,  a  Lining  Satin 
which  really  sells  on  its  merits,  but  in  addition  is  guaranteed. 

If  you  have  not  Written  us  for  Information  in  Regard  to  B.  &  A.  Selling 
Plans  for  Satin  Linings,  do  so.     They  will  Interest  You. 

Keep   well  Assorted   in  B.  &  A.  Wash  Embroidery   Silk,  Corticelli 
Spool  Silk,  Corticelli  Skirt  Protection. 


CORTICELLI  SILK  COMPANY,  LIMITED 

Head  Office  :  ST.  JOHNS  QUE. 

-      ADDRESS  NEAREST  OFFICE 


Sales  Rooms— 22  St.  Helen  St.,  Montreal  138  Homer  St.,  Vancouver  56  Albert  St..  Winnipeg 

24  and  26  Wellington  St.  West,  Toronto  91a  York  St.,  Sydney,  N.S.W. 
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THE 
SPRING    MOHAIRS      \ 
ARE  BEAUTIFUL 
BEYOND    COMPARE 


In  all  the  lines    of   dress   fabrics    displayed   on   the 
counters  of  the  modern  store  — 

There  are  none  in  the  Mohair  class  of  utility  that 
can   approach  the   B.    D.   A.    measure    of    beauty. 

The     B.  D.   A.    process    of    dyeing    and    finishing 

as  exemplified  in  the  new    spring    patterns,    strike 

the  highest  note  of  textile  perfection. 

Fabric  fads  may  come  and  go,  but  the  refined 
lustre  of  English  Mohair  is  forever  fashionable. 

BRADFORD  DYERS' 
ASSOCIATION 
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Cotton  Up 
Lawns  at  Old  Prices 


RATHER  an  interesting  assertion  to  make 
to  a  keen  business  man.  We  are  offer- 
ing first  quality  Lawns  at  the  lowest  price 
which  prevailed  before  the  rise  in  cotton 
goods.  Early  and  large  buying  is  the  ex- 
planation. 

''  LiNON  Finished"  Lawns  39-40  ins.  wide, 
now  quoted  at  i2^c  and  loc,  we  are  offering 
for  IOC  and  8c  respectively. 

The  same  excellent  value  prevails  through- 
out our  large  range  of  these  goods. 

We   would   be  pleased  to  receive  a  request 
for  samples.       Every  one  sent  out 
^1-         is  a  sure   bid   for  future  business. 


1 1*  U  i> 


.S'iHJ; 


cm 


ml 


JOHN  M.  GARLAND,   SON  &  CO. 

OTTAWA,  ONT. 
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UNSHRINKABLE 


WOOL 


Nderwea 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR  "  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GA  MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wfto/f.snft'  oiilfi 
Me-<crs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

HE     LEADING     ENGLISH     UNDERWE 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^r    CC)        Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &   Co.,  Toronto 


Australian  Trade 

is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 


1906. 


Canada    Other  Countries        Total 


Cosies,  Cushions,  etc. 

£      495 

£     154,047 

£    154,542 

Curtains 

190 

87,675 

87,865 

Fancy  Goods 

313 

279,452 

279,765 

Piece  Goods,  Cotton 

and  Linen 

11,894 

3,297,724 

3,309  618 

Flannelettes 

1,688 

251,965 

253,653 

Boots  and  Shoes 

4.951 

114,003 

118.954 

Rubber  Sand  Shoes 

2,319 

47,998 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 
is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlshlngr  Offloe* 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Citambers 

London,  112  Wood  St.,  E.G. 

New  Yorif,  29  Broadway 
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Philips'  Specialities  in  Dress  Linings 

and  Flannelettes 

All    Dry    Goods    Importers    should   stock   them. 


Opaline  and  Opalette 


The  best  substitute  for  silk  lining  yet  produced.     Equal  in  bloom 
and  superior  in  wear  to  silk,  at  one  fourth  the  price. 


The  "Neu"  Moire 


This   lovely   fabric   is    specially   adapted    for   lining   Directoire   and 
other  clinging  dresses.     It  makes  a  charming  skirt. 


New  Brocade  Lining 


Very  best  quality  Egyptian  Cotton,  fast  woven  designs,  all  fashion- 
able colors.     Equal  in  appearance  to  real  silk,  and  more  durable. 


Arpekas  Flannelette 


Cheap,    warm,    healthy   and    safe.      These   goods    will  neither  flash 
nor  flame,  either  before  or  after  washing. 


Eider   Lambskin 


An  entirely  new  fabric  that  will  soon  become  a  necessity  in  all 
families.  Delightful  for  ladies'  and  children's  underwear,  and 
exactly  adapted  for  dressing  gowns. 


"Own   Make"   Window  Holland 


Made    in    the   best   Whitepark    Irish    Linen    Finish,    and  sold   to 

large    importers    at   20%   off   usual    list.      It    runs    sweetly  on    the 

roller,  throws  a   delicate   shade  and  gives  unlimited  wear.  White, 
cream,  ecru,  green,  &c. 


J.  &  N.  Philips  &  Co. 


Manchester,  England 


Mills — Tean  and  Cheadle 


211   Lindsay   Building, 

St.   Catherine  St.   West, 

Montreal 


OFFICES 


Branch— 20  Cheapside,  London,   E.G. 

611    Empire    Building, 

Wellington  Street  West, 

Toronto 
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Facts  of  Interest— Mainly  About  Ourselves 


COMING-OF-AGE  With  the  special  January  or  Com- 

NUMBER  iiio--of-Aoe    number,    to   be   issued 

BEGINS  NEW  YEAR  the  first  week  of  the  New  Year, 
The  Dry  Goods  Review  enters  upon 
its  twenty-first  year.  No  effort  is  bein^-  spared  to  make 
it  a  record  number  in  every  essential  of  practical  interest 
and  value  to  its  readers.  Notable  among'  its  features  will 
be  the  ready-to-wear  department,  in  which  styles  of  the 
new  season  will  be  described  and  illustrated  and  helpful 
information  given  with  reference  to  stock-keeping  meth- 
ods and  mei-ehandising  ideas. 

The  other  sections  will  likewise  contain  reliable  news 
relating  to  the  advance  season,  and  in  addition  to  depart- 
mental topics,  special  articles  will  discuss,  in  an  informing 
way,  topics  of  daily  interest  to  the  dry  goods  merchant. 


REVIEW  A  Nova  Scotia  subscriber  writes  that 

IN  EACH  lie  divides  The  Review  each  month  into 

DEPARTMENT  sections,  and  distributes  them  among  tiic 
various  deiJartments  of  his  store. 
While  this  is  a  suggestion  which  many  of  our  read- 
ers might  follow  out  to  advantage,  a  better  plan  and 
one  which  would  give  members  of  the  staff  an  oppor- 
tunity to  inform  themselves  on  a  still  broader  scale, 
would  be  to  place  a  full  copy  of  The  Review  in  each  de- 
partment of  the  store. 


EXPERIMENTS  THAT  A    retailer    in    one     of     the 

RETARD  smaller  Canadian  cities  decided 

SALESMANSHIP  that,  for  one  year,  he  would  not 

advertise.  He  was  doing  good 
business,  and  was  not  altogether  dissatisfied  with  results 
from  his  advertising,  but  he  thought  he  could  afford  an 
experiment. 

This  man  had  specialized  strongly  in  certain  lines  to 
such  an  extent  that  his  store  had  a  reputation,  which  he 
was  inclined  to  weigh  against  the  efficacy  of  his  news- 
paper publicity.  The  man  put  an  individuality  into  his 
merchandising,  and  this  also  counted  for  something. 

The  year  wore  on.  Other  merchants  did  not  diminisli 
the  pushfulness  of  their  advertising.  They  reached  out 
for  business,  wherever  there  was  a  prospect.  There  was 
close  competition  for  the  trade  possibilities  of  a  progres- 
sive centre.  They  not  only  held  their  own  customers,  but 
made  new  ones,  and  it  was  their  privilege  to  calculate 
that,  as  one  merchant  had  decided  not  to  advertise,  they 
could  reasonably  expect  to  get  some  sliare  of  the  business 
that  he  might  have  got. 

At  the  end  of  the  year  the  man  who  made  the  experi- 
ment discovered  that  he  had  not  cut  into  new 
business  to  the  extent  desired,  although  he  had  saved 
his  advertising  appropriation. 

The  reputation  of  the  store  had  certainly  brought  him 
the  business  from  his  old  customers,  but  he  realized  that 
that  this  was  not  tlie  progressive  plan,  and  that,  while  lie 
did  a  comfortable,  a  "nice,  quiet"  trade,  he  couldn't  af- 
ford to  lose  his  identity  in  a  rut. 

Talking  it  over  with  the  newspaper  man  at  the  begin- 
ning of  the  New  Year,  he  said:  "It  may  be  a  difficult 
matter  for  a  man  to  make  up  his  mind  to  advertise,  but 
ii  is  a  good  sight  harder  for  him  to  quit.  The  people  have 
to  be  told  about  your  business,  and  the  man  who  does  this 
most  attractively  is  the  man  who  leads.  In  this  competi- 
tive age  the  power  of  advertising  has  to  be  recognized." 


That  man  had  just  signed  a  contract  with  the  newspap- 
er man  for  a  half-page.  His  space  two  years  before  had 
been  one-quarter  that  size. 

There  is  a  point  in  this,  which  The  Review  has  fre- 
iiuently  emphasized.  It  is  useless  for  the  manufacturer  or 
llie  wholesaler  to  content  himself  with  the  delusion  that 
the  dealer  is  going  to  dispense  with  means  at  his  disposal 
!,.  post  himself  upon  market  conditions  and  style  ten- 
dencies or  to  inform  himself  as  to  the  manner  in  which 
tliose  from  whom  he  must  buy  are  measuring  up  to  those 
Conditions. 

It  is  an  age  of  inquiry.  The  consumer  wants  to  know 
and  the  dealer  wants  to  know.  The  editorial  pages  of  The 
Review  tell  the  dealer  of  up-to-the-minute  developments, 
aud  methods  whereby  he  will  be  guided  in  his  bujdng  and 
assisted  in  his  selling,  it  is  in  connection  with  such  in- 
formation that  the  manufacturer  and  the  wholesaler  must 
In-ing  all  of  the  elements  of  salesmanship  into  play, 
for  advertising  in  salesmanship.  A  store  may  have 
Uie  finest  line  of  goods  in  the  city,  but,  through  the 
icihargy  of  its  salesmanship,  it  loses  its  value.  That 
slock  must  he  given  an  individuality  which  will  bring  it 
close  to  the  people.  So  with  salesmanship,  which  finds  its 
expression  through  the  trade  paper,  aiul  which  will  supple- 
riH'ut  that  of  tlie  wareiiouse  or  the  traveling  representative, 
l!  must  he  interesting  always,  instructive  where  neces- 
s.;ry,  and  nuist  repeatedly  recognize  the  fact  that  those 
who  read  it  are  themselves  skilled  in  salesmanship  and 
capable  of  weighing  the  significance  of  every  point. 

The  Review  receives  inquiries  now  and  then  from  mer- 
chants who  want  lo  know  where  they  may  buy  this,  that 
or  the  otliei  line.  This  indicates  that  some  men  are 
eitiier  experimenting  or  confining  their  selling  possibilities. 
These  inquiries  are  welcome  and  will  always  bring  from 
'J'iie  Review  the  information  desired,  when  it  can  be  secur- 
ed. The  manufacturer  or  wholesaler  should  seriously  ask 
himself,  however,  whether  he  would  not  have  made  a  bet- 
ter impression  with  the  dealer  liad  his  goods  been  given 
a  distinction  and  an  identity  througli  the  columns  of  The 
Review. 

Nor  can  the  dealer  who  would  keep  in  touch  with  his 
market  overlook  the  educative  value  of  that  salesmanship 
which  finds  expression  through  the  advertisements.  In 
ti'.eir  announcements  and  honestly  stated  facts  there  is 
that  which  not  only  tells  the  dealer  where  to  bny,  but  fre- 
(luently  refieets  the  development  which  is  taking  place 
in  the  means  of  productj^n,  often  instructs  him  in  certain 
things,  which  are  of  practical  value  to  the  selling  end,  and 
fjcilitates  intelligent  buying  by  him  or  his  representative. 


THE  REVIEW'S  C.  D.  Chown,  of  the  Montreal 

QUEBEC  Office    of    The    Review    has   been 

REPRESENTATIVE,  appointed  permanent  subscription 
canvasser  for  The  Review  in  the 
Province  of  Quebec.  Mr.  Chown  will  cover  every  section, 
cnlling  upon  subscribers,  and  those  'who  should  be.  His 
appointment  is  a  result  of  The  Review's  desire  to  still 
further  increase  its  usefulness  to  readers  in  the  Province 
of  Quebec. 

Mr.  Chown  is  a  retired  retail  merchant  with  sound 
knowledge  of  mercantile  methods.  To  the  end  that  The 
Review  may  be  as  thoroughly  representative  as  possible  of 
all  that  is  best  in  progressive  mercha.ndising,  we  ask  for 
Mr.  Chown  the  co-operation  of  our  readers  in  furnishing 
him  with  their  views  upon  problems  which  confront  them 
and   with  practical  ideas  in  dealing  -witlh  them. 
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McC ALL  PATTERNS  ARE  MADE  TO  SELL.  We  state  this  frank- 
ly as  we  have  before  done  in  these  pages.  They  are  known  from  Maine  to 
CaUfornia  as  "  The  Paper  Patterns  that  SELL."  They  are  sold  to-day  by 
nearly — if  not  quite— 10,000  merchants  throughout  the  United  States. 
Women  buy  them  because  they  are  stylish,  accurate,  easy  to  use  and 
absolutely  reliable.  In  short,  they  are  practical  patterns.  They  have 
this  reputation  among  women. 

The  sale  of  McCall  Patterns  is  increasing  all  the  time.  That 
they  are  the  paper  patterns  that  sell  is  evidenced  by  the  fact  that  right 
now  we  are  obliged  to  run  our  factory  nights  to  fill  the  orders  for  them, 
and  this  factory,  too,  the  largest  in  the  world  devoted  to  the  manufacture 
of  one  make  of  paper  patterns.  We  do  not  believe  there  is  any  pattern 
increasing  in  sale  as  fast  as  McCall  Patterns. 

The  well-established  McCall  Canadian  Office  and  Factory  in 
Toronto,  the  largest  and  best-equipped  Pattern  Plant  in  the  Dominion, 
make  it  possible  to  offer  Canadian  Merchants  the  celebrated  McCall 
Patterns  and  Fashion  Literature,  with  all  the  advantages  of  terms,  prices, 
deliveries,  etc.,  United  States  Merchants  enjoy. 

Mr.  Merchant,  we  believe  it  would  be  to  your  interest  to  write  to 
us  and  learn  something  about  what  we  have  been  able  to  do  for  other 
merchants  in  the  way  of  increasing  their  business.  It  >vill  only  cost  you 
a  cent  or  tw^o  to  do  so  and  you  will  be  under  no  obligation  whatever. 

THE  McC  ALL  COMPANY 

MAKERS  OF  FASHIONS 
236  to  246  West  37th  Street,  New  York 

CfflCAGO  SAN  FRANCISCO  TORONTO,  CANADA 

Not  in  the  Trust  No  Connection  Whatever  with  Any  Other  House 
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Christmas  and   Fancy  Ribbons 


Mistletoe 

Merry 
Christmas 

Happy 
New  Year 

Yuletide 
I  Holly 


,^       , 
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•  -Ari 
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Holly  Green  and 
Red  Ribbons  in 
dice  checks. 

Broad  Two  Tone 

Stripe,  Narrow  Stripe  Effects. 


Bebe  Ribbons  in  Taffeta — Gwen  and  May. 
Bebe  Ribbons  in    Satin — Gem   and    Ada. 

Satin  Moire  effects  in  Fancies,  the  latest  productions  of 
French  and  Swiss  Looms.  Moire  Sash  Ribbons,  Taffeta 
and  Satin  Duchess  Ribbons,  Fancy  Ribbons  in  Dresden 
Stripes  and  Effects,  Black  and  White  checks  and  stripes. 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 


Issued  Monthly 


Office  of  Publication,  10  Front  Street  East,  Toronto  December,  1909 


SUBSCRIPTION    PRICE: 

Canada,  Great  Britain,    United  States,    Australia, 

South  Africa  and  tlie  West  Indies         -       -        -    |2  a  year 

Other  Countries -       ■       $3  a  year 

Single  Copies 25  cents 

Invariably  in  advance. 

DIRECTORS : 

J.  B.  MACLEAN,  Montreal    -        -        -        -        President 
W.  L.  EDMONDS,  Toronto         -        -  Vice-President 

A.  B.  CASWELL,  Montreal  -        -     Managing  Director 

Cable  Address : 

Macpiibco,  Toronto.  Atabek,  London,   Eng. 

CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 

Toronto 10  Front  Street  East 

Telephone  Main  7321 

Winnipeg      -       -       -       -      F.  R.  Munro,  511  Union  Bank  Building 

Telephone  3726 

Vancouver, ,       -       -        -  H.  Hodgson 

Room  21  Hartney  Chambers 

GREAT  BRITAIN - 

London,  Eng.      J  M.  McKim,  Europeftn  Manager,  88  Fleet  St,,  E.C 

Telephone  Central  1296 
Manchester,       -       -       -       -       H.  S.  Ashburner,  92  Market  Street 

UNITED  states- 
New  York       -       R.  B.  Huestis,  11091111  Lawyers'  Title,  Insurance 
and  Trust  Co.  Building,  160  Broadway,  X.Y. 
Telephone  1111  Cortlandt 
FRANCE- 

Paris  ....  .John  F.  Jones  &  Co,, 

31  bis  Faubourg,   ivlontmartre 
SWITZERLAND- 
ZURICH         Louis  Wolf,  Orell  Fussli  &  Co. 

ADVERTISING  RATES-12  MONTHS 

One  page $300 

"    half  page 180 

"    quarter  page 100 

"    eighth  page 60 

"    inch 30 


The  Spirit  of  the  Season. 

CHRISTMAS  is  at  hand.  The  season  of  the  open 
heart  and  the  cheerful  spirit  is  here.  Crowded 
stores  evidence  the  generosity  and  enthusiasm  so  char- 
acteristic of  tlie  occasion.  The  well-wisher  is  everywhere. 
Joy  will  illumine  many  a  gloomy  corner;  old  regrets  must 
be  supplanted  by  fresh  hopes.  A  new  year  is  approach- 
ing. 

In  Canada  there  will  be  a  spontaneity  and  a  sincerity 
to  that  manifestation  and  expression,  which,  the  world 
over,   make   men   feel  better  because  it   is   Christmas. 

There  may  be  those  who  are  inclined  to  measure  the 
season's  full  significance  in  dollars  and  cents,  or  material 
favors.    A  cynic  has  stated  that  the  angelic  proclamation. 


"Peace  on  earth,  good  will  to  men"  was  being  used  as 
a  display  ca.rd,  rather  than  an  inspiration  to  the  inner 
selves  of  men. 

It  is  impossible,  however,  to  disassociate  the  season 
from  plans  material  and  triumphs  commercial.  At  no 
time  of  year  is  there  the  same  incentive  for  the  merchant 
to  show  the  best  that  lis  in  him  as  a  business  man,  a  time 
which  tests  more  severely  his  foresightedness,  bringing 
him  face  to  face,  as  it  does,  with  the  necessities  of  an- 
other year. 

But,  while  self-ward  things  will  claim  a  great  deal  of 
attention,  there  is  enforced  a  broader  consciousness, 
through  which  the  season's  message  will  find  true  expres- 
sion. Self-confined  joy  and  indifferent  wish  will  form  no 
part  of  the  Christmas  season  which  is  conscious  in  the 
true  sense  of  the  word. 

Men  cannot  experience  the  hallowing  and  the  cheering 
influence  of  the  time  without  feeling  more  fit  for  the  year 
that  approaches.  While  that  which  is  now  passing  has 
been  a  trying  one  in  some  respects,  the  close  has  been 
more  propitious  than  pronounced  optimists  dared  foretell, 
and    the   prospect   is   very   encouraging. 

That  their  Christmas  may  be  a  merry  one  and  that 
the  New  Year  may  bring  them  happiness  and  prosperity 
is   the   wish   of  The  Review   to   its   readers. 


Sifting  and  Planning. 

THE  end  of  the  year  approaches.  Men  will  now  be 
judging  of  results  in  the  aggregate  and  carefully 
sifting  the  experiences  of  the  past  twelvemonth  in 
planning  for  the  future. 

It  has  been  a  test  year  for  the  optimist.  Signs  of 
prosperity  and  reasonable  cause  for  doubt  were  in  the 
balance  at  the  close  of  190&.  During  that  year  there 
was  depression  throughout  the  business  world.  While 
1907  had  been  a  bumper  year  that  which  followed  was 
seriously  reactionary.  Failures  in  Canada  in  1907  num- 
bered 1,301  ;  in  1908  they  swelled  to  1,712,  and  the  fall- 
ing off  in  the  trade  of  the  Dominion  was  enormous. 
Money  was  scarce. 

With  the  beginning  of  the  New  Year,  Canadian  com- 
merce showed  signs  of  returning  vigor.    No  good  reason 
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iippcared  why  Llic  year  should  not  make  towards  normal 
conditions.  The  winter  over,  the  stride  of  prosperity 
quickened,  and  business  men  became  hopefully  prophetic  : 
everything'  looked   g-ood. 

To  the  manufacturor  it  was  a  period  of  self-examin- 
ation, lest,  in  his  curtailment  of  production,  he  had 
over-estimated  the  cfTect  of  the  panic.  The  wholesaler 
asked  himself  whether  he  was  prepared  to  meet  the  en- 
quiry from  dealers  whose  stocks  had  been  cleared  out 
during  the  lean  year  ;  while  to  the  retailer  it  was  a 
time  of  readjustment  of  his  enterprise  to  the  quickening 
of  industry  and  to  the  imiiroved  ability  of  the  people  to 
buy. 

The  year's  prosperity  developed  steadily.  Crops 
were  grood,  manufacturers  have  been  well  employed,  the 
demand  in  many  lines  is  taxing  the  means  of  production, 
lirices  are  firm,  there  is  a  better  feeling  throughout  the 
country,  the  year  will  close  with  a  record  far  in  advance 
of   1908. 

What  of  the  future  ?  Business  men  do  not  hesitate 
to  predict  that  1910  will  be  one  of  the  most  prosperous 
years  in  the  history  of  the  Dominion.  The  same  plans 
that  were  applied  to  tlie  present  year  rciy  not  answer 
for  that  which  is  approaching.  The  merchant  has  a 
clearer  vision.  It  will  be  a  year  of  clean  stocks,  of  in- 
telligent study  of  all  influences  which  contribute  to  effi- 
ciency in  buying  and  selling,  and,  as  The  Review  has  fre- 
(juently  pointed  outi,  a  greater  appreciation  of  mutual  in- 
terests throughout  the  trade.  Men  will  still  bo  cautious. 
They  will  visit  the  market  frequently,  and  in  the  sane- 
ness  of  their  policy  will  place  no  handicap  .upon  the 
development  of  high  merchandising  standards. 

Many  a  merchant  approaches  the  end  of  a  year  de- 
termined to  improve  upon  some  part  of  his  working  plan, 
("han'ges  can  frequently  be  made  which  will  not  only  give 
him  better  control  of  his  businessi,  as  a  whole,  but  im- 
prove some  of  the  departments  and  please  the  customer. 
Where  a  credit  system  has  multiplied  problems,  why  not 
try  cash  ?  A  prosperous  year  is  generally  considered  an 
excuse  for  postponing  such  a  step.  It  is  also  the  best 
time  to  make  the  change.  Are  any  of  the  departments 
handicapped  by  poor  location  or  inefficient  management  ? 
Is  it  not  time  to  consider  the  installation  of  a  better 
equipment    than   has    been  ? 

Bad  Insurance  Legislation. 

BUSINESS    men    are    just    becoming    aware    that    cer- 
tain clauses  are  being  introduced  into  the  Insurance 
Bill  now  before  the  Senate,  whereby  every  business 
in  Canada  will  be  seriously  affected  sooner  or  later. 

The  insifigators  of  the  clauses  referred  to  are  chiefly 
the  members  of  the  Canadian  Fire  Underwriters'  Asso- 
ciation. This  is  an  organization  composed  of  companies 
controlling  nearly  nine-tenths  of  the  business  reported  to 
the  insurance  department  at  Ottawa.  By  their  vast  or- 
ganization, consisting  of  managers,  directors  and  agents 
throughout  the  country,  this  association  can  move  quickly 
and  effectively,  as  will  be  appreciated  by  those  familiar 


wilfi  rlic  j)i'(ii;ress  id  llic  bill  aL  the  last  sessio'n  of  Parlin- 
ment.  * 

At  the  last  sessiim  of  Parliamomt,  the  interests  of  the 
pul)lie  were  l)ivt  hurriedly  represented  at  tlie  last  moment, 
and  but  for  the  protest  at  tbe  last  moment,  it  is  possible 
that  the  Bill  might  have  become  law.  It  passed  the  Com- 
mons, impusing  a  tax  of  15  per  cent,  on  the  premiums  paid 
to  any  insurance  company  which  was  not  domiciled  in 
Canada. 

The  intenifion  of  this  tax  was  to  force  the  owner  of 
property  to  offer  liis  Ijusiness  first  of  all  to  the  local  'com- 
panies. Further  restrictive  clauses  incorpoi'ated  in  the 
bill  as  passed  by  the  Commons  placed  the  business  man 
in  the  positio'U  of  having  to  offer  his  business  to  the  local 
c^inipanies  first,  and  after  refusal  by  them,  to  have  to 
write  to  the  superintendent  of  insurance  for  permission 
to  try  elsewhere. 

The  Insurance  Bill  was  originally  drawn  up  to  pro- 
tect the  public  against  the  insurance  companiies,  and  those 
w'ho  have  already  experienced  the  effect  of  the  virtual 
finnbine  in  the  insurance  business,  will  look  askance  at 
any  legislation  which  will  build  up  and  strengthen  so 
strong  an  organization.  Many  asso'ciatio'ns.  including  the 
Canadian  Manufacturers"  Association,  and  meetings  of 
commercial  and  financial  interests,  have  already  passed 
strong  resolutions,  and  have  taken  active  measures  to  re- 
strict the  Bill.  The  Montreal  Produce  Merchants'  Asso- 
ciation liave  passed  a  strong  resolution  against  the  pro- 
posed changes  and  are  urging  the  dairy  intere.sits  to  take  a 
similar  stand. 

Retail  merchants  throughout  Canada  should  look  aftei 
their  own  interests  in  this  matter  and  drop  a  card  of  pro- 
test to  their  representative  in  the  House  of  Commons. 

Let  Merchants  Assert  Their  Rights. 

IS'  some  provinces  of  the  Dominion  many  are  wondering 
why  they  cannot  get  as  cheap  school  books  as  may 
be  .-ecured  in  Ontario.  Those  who  have  made  a  study 
of  the  matter,  however,  possess  the  knowledge  why  On- 
tario readers  are  supplied  at  such  low  prices,  and  no 
surprise  will  be  expressed  when  it  is  realized  the  vast 
amount  of  advertising  the  company  which  publishes  the 
books  receives.  It  simply  means  that  the  T.  Eaton  Co. 
can  afford  to  print  the  school  books  at  a  figure  stated 
by  experts  to  be  less  than  cost,  and  charge  the  loss  to 
the   "advertising   expense"    account. 

Nova  Scotia  is  the  next  province  to  be  considered. 
An  effort  is  being  made  to  secure  cheap  school  books  for 
that  province,  in  view  of  the  low  prices  in  Ontajrio,  and 
unless  the  retail  merchants  there  begin  early  to  point 
out  to  the  Government  the  undesirable  consequences  of 
giving  such  a  contract  to  a  mail-order  house,  they  will 
be  up  against  the  same  difficulty  a,s  is  now  experienced 
by   Ontario   merchants. 

Nova  Scotia  merchants  are  therefore  advised  to  be 
on  the  alert.  Quick  and  decisive  steps  should  be  taken 
to  see  that  no  mail-order  house  that  will  use  "cheapness" 
as  a  blind  to  circulate  its  advertising  literature  among 
the  homes  of  the  province,  is  given  the  contract. 
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Please  mention  The  Revieiv  lo  Advertisers  and  Their   Travelers. 


Dry  goodsldepartmeat,  Crow's  Nest  Trading  Co.,  Fernie,1B.C.    On  one  side  of  thefsiore  is  a  series 
of  low  tables  for  displiying  waists  and  dress  acce  series. 

How  Western  Store  Has  Overcome  Serious  Setback 


SHAKING   ntf  ihc  ashes  of  rlic  tire  nil  August,  1()U8, 
in   wliicli   llicif  sldi'c   was  ciiiiipletely  destruytd,   the 
Crow's    Xest     Tradiug    ('«■,     Feruie,    B.C..    has,    in 
N'igiirously   ii\-eil  akiug  llie  seriiius  setbael<,  hetu   tid- 
ing  thing's.     Here  are  some  slatistics: 

The  Ijusiness  was  estahlis'hed  fmii-  ami  a  hall'  years 
ago.  with  dry  goods,  grocery,  crockery,  men's  furnish- 
ings,  boots  and  shoes,   and   furniture   departments. 

Iinmediately  following  the  fire,  which  destroyed  not 
only  the  store,  but  also  the  warehouse  and  stables,  the 
companj-  began  the  erection  of  temporary  buildings.  These 
were  completed  on  August  17  of  the  same  year,  with  a 
stock  of  dry  goods,  boots  and  shoes,  men's  furnishings, 
a.nd  groceries. 

The  construction  of  a  $2o,'000  building  was  hegun  on 
October  1,  1908,  and  the  new  store  was  opened  'for  busi- 
ness on  December  4,  1908,  this  being  considered  a  build- 
ing record  in  the  west.     The  store  is  60x114  feet 


The   til  si    llooi'  is   used    for  grci-eries,  dry  goods,   men's 

fiirn'shings    and    1 ts    and    shoes;    the    second    timir    for 

I'ui-niinrc.  mil  inery  and  dressmaking  parlors.  The  pres- 
ent staff  of  the  store  nnud)ers  twenty-four,  and  seven 
hoi'ses  arc  requii'ed  for  delivery.  The  business  is  eon- 
ducteil   on    the   cash   i)rinciple. 

The  arrangement  of  the  di-y  goods  dei)artmenl  is 
somewhat  unique  in  that  there  is  a  counter  on  one  side 
only.  On  the  other  a  series  of  low  t'ables,  for  the  dis- 
play of  waists,  neckwear  and  other  lines  of  dress  ac- 
cessories runs  the  entire  length  of  the  department.  The 
g'oods  thus  shown  are  arranged  on  fixtures,  are  easily  in- 
spected by  the  customer,  and  the  plan  wmild  appear  to 
be  one  well  calculated  to  assist  salesmanship.  The  shelv- 
ing on  each  side  is  low,  and  thus  an  effective  display  is 
not  only  facilitated,  but.  as  in  the  case  of  the  tables, 
change  of  trim  may  easily  be  made  at  frequent  intervals. 


The  men's  furnishing  and  boot  and  shoe  department,  Crow's  NestiTrading  Co.,  Fernie,  B.Ci 


Store  Kinks  that  are  Giving  Good  Results 


CHRISTMAS  WINDOW         A     unique     Christmas     wiii- 
TO  INTEREST  dow    was    tliat    used    last    year 

YOUNa  PEOPLE.  by    tlie    Jas.    D.    Tait    Co.,    St. 

Catharines,  for  two  days  before 
Christmas.  In  the  large  window  on  the  corner  of  St. 
Paul  and  Walliam  St-reets  was  a  bedroom  with  an  iron 
bed  covered  with  mattress,  sheets  and  white  spre^ads  taken 
from  stock  in  the  store.  In  the  bed  were  two  colored  'boys 
about  ten  years  of  age.  An  arch  draped  with  curtains 
divided  'the  window  int'O  'two  rooms  and  in  the  ot'lier  room 
was  a  fire  pla.ee  on  which  was  hung  stockings  filled  with 
Christmas  packages.  Other  suitable  Christmas  gifts  to 
be  found  in  the  store  were  also  displayed  on  a  Christmas 
tree.  A  man  dressed  as  Santa  Claais  sat  on  a  chair,  with 
an  order  book  taking  orders.  He  would  take  a  look 
every  once  in  a  while  in  the  room  where  the  two  boys 
were,  when  they  would  cover  up  their  heads  with  the  bed 
clothes.  When  Santa  was  not  looking  they  would  dance 
and  eait  candy  and  oranges,  supplied  from  the  store.  Two 
window  cards  were  displayed,  one  reading  ''Will  morning 
never  come,"  and  the  other,  "Joe,  I  can't  sleep;  will 
Santa  Claus  never  come?" 

During  the  two  days  that  this  window  was  displayed  a 
crowd  of  two  a,nd  three  deep  constantly  w^atched  the  an- 
tics of  the  boys  and  'Santa  Claus,  and  during  the  busy 
|)arts  of  the  day  it  was  hard  to  get  near  enough  to  see 
what  was  in  the  window.  Did  it  bring  results'?  On  the 
evening  mail  the  night  before  Christmas  a  letter  wa,s  de- 
livered to  the  Jas.  D.  Tait  Co.  for  Santa  Claus  by  the  mail 
carrier  and  one  little  girl  telephoned  to  the  store  and 
asked  to  speak  to  Santa  Claus.  When  iSanta  Claus  ask- 
ing her  what  she  wanted,  she  named  over  a  list.  He 
promised  to  'bring"  them  to  her  and  asked  if  she  was 
going  to  bed  yet.  The  reply  was  that  she  was  just  going 
to  have  supper  "but  she  would  go  to  bed  right  after  a,nd 
that  the  back  door  was  being  left  open  so  that  he  would 
not  have  to  come  down  the  "chimley. " 

•I- 

PULLING  TRADE  A  method  'of  arousing  intere.^r 

BY  HIDDEN  in     special     merchandising  events, 

HAND  SALE.  and  one  which  has  been  employed 

with  great  success  'by  retail  stores, 
is   the  "Hidden  Hand"  sale. 

Circulars  are  used,  showing  a  hand  of  tjae  natural 
size,  printed  in  red  or  any  color  preferred,  on  white  paper. 
On  the  palm  of  the  hand  the  main  features  of  the  sale 
may  be  announced,  and  on  the  fingers,  short,  snappy  state- 
ments bearing  upon  the  sale,  may  be  printed.  On  the 
wrist  a  number  is  printed,  and  as  the  circulars  are  num- 
bered consecutively,  no  two  circulars  have  the  same  num- 
ber. The  number  of  circulars  to  be  sent  out  should  b? 
decided  by  the  amount  of  business  done  by  the  store, 
or  by  the  size  of  the  town.  Some  can  be  mailed,  othei's 
distributed  from  house  to  house,  and  others  given  out  in 
the  store. 

A  large  numher  of  articles,  perhaps  a  quairter  or  half 
as  many  as  there  are  circulars,  should  be  carefully  wrap- 
ped, and  each  of  these  should  bear  a  numher  in  plain, 
reaxlable  figures,  corresponding  to  the  number  on  one  of 
the  hands.  The  numbers  on  the  parcels  should  be  well 
distributed,  so  as  to  extend  well  over  the  numbers  of 
the  circulars.  If  there  were  10,0'00  circulars,  the  highest 
number  used  on  the  parcels  should  be,  say,  650.  These 
parcels  should  be  distributed  throughout  the  store,  and 
in  the  windows,  where  the  numbers  may  be  seen.  The 
idea  is  that,  if  a  customer  discovers  a  parcel  bearing  a 


number  identical  with  the  number  of  the  circular  which 
he  or  she  has,  the  article  may  be  claimed,  and  will  be 
given  hy  the  store  free  of  charge.  As  it  is  not  likely  that 
mure  than  half  the  articles  will  be  claimed,  the  expense 
to  the  store  need  not  be  heavy,  while  the  advertising 
value  of  the  scheme  should  exceed,  by  far,  the  outlay  en- 
tailed. 

As  the  parcels  should  be  distributed  through  all  de- 
partments, 'attention  will  he  attracted  to  all  parts  of  the 
store.  Where  this  method  has  been  employed,  it  has  been 
found  very  helpful  in  increasing  sales  to  a  marked  ex- 
tent. 

This  idea  may  be  carried  out  in  various  ways,  it  not 
being  necessary  to  adhere  strictly  to  the  hand  idea. 


GIFT  PLAN  THAT 

INDUCED 

CASH  PAYMENTS. 


For    a   gift    plan    a    C'olumbus, 
0.,    firm    advertised      that      $7(>0 
would   be   given   away   absolutely 
free    to    customers   between    Mon- 
day murning,  April  5,  at  eight  o'clock,  -and  Saturday  even- 
ing. May  1,  at  9.30  o'clock. 

This  gift  plam  was  advertised  as  a  special  money-sav- 
ing benefit  to  those  people  who  found  it  more  'Convenient 
ti)  l)uy  their  house  furnishings  on  credit  than  for  ca'.sh.  Every 
aplicle  bought  on  an  in'stalment  basis  required  an  initial 
payment  in  proportion  to  its  value,  and  the  scale  of  first 
payments  ran  higher  'than  when  the  goo'ds  'were  purchased 
under  ordinary  conditions.  For  every  dollar  a  customer 
paid  as  a  first  payment,  the  buyer  was  given  receipts  for 
just  double  the  amount  In  detail,  if  a  customer  pur- 
chased a  'bill  amounting  to  $10  and  paid  one  do-llar  down, 
a  receipt  was  given  for  $2.  A  $25  purchase  required  a 
payment  of  $3  and  a  receipt  was  given  for  $6,  and  so  on 
up  t'O  a  $100  purchase,  which  called  for  a  payment  of  $20, 
enitit'ling  the  customer  'Credit  for  $40. 

The  generous  rc'bate  offer  brought  a  rush  of  buyers  and 
a  large  amomit  in  cash  payments,  and  caused  a  quick  dis- 
tributio'n  of  the  $7'00'. 

* 
DINNER  HOUR  The      Saturday     "After      Supper 

AND  AFTER  Sale,"  is   a  new   feature    which    has 

SUPPER  SALES      I'ecently   been    introduced    in    connec- 
tion   with    the    dry    goods    business 
started    here    some   eight   months    ago   by    Smith    &    Ash, 
of  Sarnia,. 

The  first  "After  Supper  Sale  "  was  held  the  first 
Saturday  night  in  October.  A  list  of  bargain  prices  was 
advertised  in  the  local  press,  while  dodgers  were  also 
widely  distributed.  The  idea  has  been  very  successful 
here — so  much  so  that,  in  connection  with  "After  Supper 
Sale"  No.  4,  which  Avas  held  on  October  23,  the  firm  deem- 
ed unnecessary  to  specify  any  "price,  merely  making  the 
announcement  that  the  sale  would  be  held. 

Tlie  sale  opens  at  7  o'clock  and  lasts  till  10,  the  clos- 
ing hour.  The  bargains  quoted  are  for  these  three  hours 
only.  The  bargains  have  the  effect  of  stimulating  buying 
before  10  o'clock,  which  is  undoubtedly  an  improvement 
upon  letting  it  drag  along  till  midnight,  as  is  the  case  in 
some  places. 

"Dinner  Hour  Sales"  have  also  been  introduced  with 
good  results  by  some  retail  stores.  The  previous  day's 
advertisement  announces  that  certain  articles  will  be 
specalized  between  12  and  2  o'clock.  This  feature  has 
been  very  attractive  to  people  who  otherwise  might  not 
enter  the  store  during  their  spare  noon  moments. 


Practical    Suggestions    for    the    Holiday    Season 

Importance  of  Noting  Deficiencies  for  Future  Guidance— Appearance 
of  Departments  and  the  Christmas  Advertising  Should  be  Strongly 
Suggestive    to    the    Shopper  —  Listing    Articles    to    Assist    Decision. 


WHILE  plans  for  Christmas  selling  are  uow  in 
operation,  and  Ohristmas  trade  is  well  under 
way,  there  are  sure  to  be  many  things  whicli 
need  readjustment,  in  order  to  make  the  ma- 
chinery  of   the   store    run   smoothly   during   the   increased 
business  prior  to  Christmas. 

One  good  idea  which  should  be  carried  out  by 
all  s'tores  is  to  make  a  no'te  of  any  deficiences  in  manage- 
ment, or  in  any  other  respect,  and  utilize  'this  knowledge 
for  next  year,  fhus  avoiding  the  mistakes  of  the  present 
seaso'U.  If  new  ideas  are  being  worked  out  this  yea,r, 
and  are  proving  successful,  also  keep  a  memorandum  of 
them  for  use  next  year. 


Lists  of  gift  suggestions  aa-e  utilized,  both  in  adver- 
tising and  in  different  parts  of  the  store,  by  some  firms, 
and  are  of  value  to  shoppers  in  deciding  what  to  buy  for 
(lie  different  members  of  the  familj'.  A  good  idea  is  to 
l)iihlish  in  the  advertisements  of  Christm'as  goods  lisits 
of  articles  suitable  for  Christmas  gifts,  which  may  be 
purchased  at  certain  prices.  These  might  start  even  as 
h.w  as  10  cents,  and  run  as  high  as  space,  or  the  class 
of  trade  done  by  the  store,  will  permit. 

Consider  the  Employe. 

Dui'ing  the  days  ^jrevious  to  Christmas,  while  llie  stoi-e 
is   open    during  the   evenings,   employes   should   be   given 
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A  krlss-kross  form  ot  ad.  for  the  gift  season.  This  ad.  may  be  extended  by  placing  one  section  under  the  other,  or  each 
section  with  its  gift  suggestions  may  be  published  at  different  times  in  the  local  paper.  This  is  a  type  of  ad.  used  by 
the  Wanamaker  stores. 


Make  Shopping  Easy. 

Keep  up  the  holiday  appearance  of  the  store  through- 
out the  month  of  December,  and  also  take  particular  care 
that  inflammable  decorations  are  not  placed  where  there 
is  any  danger  of  fire. 

Departments  should  be  arranged  so  that  lines  which 
are  active  sellers  for  the  Christmas  trade  are  easy  of 
access,  while  staple,  every-day  sellers  may  be  put  in  a,  less 
prominent  part  of  the  store.  Toys  and  small  articles  will 
benefit  by  being  arranged  in  pyramid  form.  This  does 
not  necessitate  intricate  carpentry.  Aisle  tables  should 
be  removed,  unless  they  are  a.n  absolute  necessity,  in  order 
to  give  more  room  for  moving  about.  Space  should  be 
allowed  for  the  demonstration  of  mechanical  toys,  as 
this  always  proves  a  great  selling  feature  in  the  toy  de- 
partment. 


every  possible  opportunity  for  rest.  This  is  decidedly  to 
the  advantage  of  the  store,  a,s  -well.  Arrangements  'might 
be  made  for  allowing  a  certain  number  of  salespeople  to 
commence  the  day's  work  a  couple  of  hours  late  on  cer- 
tain  mornings. 

The  use  of  holly  boxes  or  other  fancy  receptacles  dur- 
ing the  Christmas  selling'increases  in  volume  each  year, 
and  the  merchant  who  is  wise  ordered  his  supply  at  an 
early  date.  The  heavy  demand  for  Iboxes  of  this  nature 
has  made  it  difficult  for  manufacturers  to  fill  orders. 
Usually  it  is  necessary  to  add  a  small  amount  to  the  price 
of  goods  with  which  boxes  are  given,  but  this  is  not  really 
necessary,  unless  in  the  case  of  the  more  expensive  boxes. 
The  boxes  may  be  regarded  as  an  advertising  outlay,  as 
they  certainly  have  a  marked  selling  value.  Placards?,  jin 
connection  with  the  goods  which  are  supplied  in  bq:<ces, 
should  be  used,  stating  that  boxes  are  provided-     Where. 
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it  is  advisable,  as  in  the  ease  of  liij^'h-elass  g'oods  vvhieli 
I'cqiiii-e  bet'ter  boxes,  'these  may  be  sold  separately.  Arti- 
ficiaj  sprigs  of  holly,  and  holly  ribbons  for  tying  parcels, 
can  be  sold  in  connection   with   the  boxes. 

Specials  for  the  Evening. 

In  the  case  of  stores  which  keep  open  evenings  dur- 
ing the  few  days  previous  to  Christmas,  a  good  plan  is 
to  make  special  offerings  to  men  during  the  evening,  say 
from  6  to  10  o'clock.  These  should  include  the  thing's 
that  men  are  most  likely  to  buy,  and  will  help  to  attract 
a  grea.ter  number  of  men  during  the  evening. 

"Shop  Early"  is  a,dvice  which  retailers  should  urge 
upon  t'h«  Ibuying  public.  It  is  very  important  and  has 
a  great  many  advantages,  both  for  the  shopper  and  the 
store.  Goods  are  fresher,  service  likely  to  be  better, 
and  sales  are  more  apt  to  prove  satisfactory  all  around. 

Small  parcels  are  a  nuisance  in  the  delivery  depart- 
ment during  the  ru.sh  season,  and  in  order  to  prevent 
loss,  delay  and  disappointment,  the  suggestion  should  be 
made  to  cu.stomers,  that  they  carry  all  smaJl  parcels  when 
at  all  possible.  Placards  posted  up  throughout  the  store 
could  advise  this,  and  salespeople  can  tactfully  sugge-^l 
this  to  customers.  The  following  might  be  used  on  the 
placayds:  "Small  parcels  frequently  lost  or  mislaid  in 
delivery.     Kindly  take  them  with  you." 

In  the  case  of  toys,  or  goods  which  are  not  to  be 
weighed  or  measured,  these  may  be  wrapped  in  advance, 
thus  saving  delay  in  serving  customers. 

''• 
The  Holiday  Advertising. 

In  the  store's  advertising,  particular  care  should  be 
taken  to  dissipate  the  popular  idea  that  goods  will  be 
cheaper  nearer  Christmas.  It  is  quite  likely  that  it  will 
be  advantageous  to  mark  down  certain  lines  to  a,  lower 
figure,  but  the  buying  public  .should  noi  be  allowed  to 
expect  this,  if  the  much-desired  early  shopping  is  to  he 
done. 

The  preparation  of.  the  stores  advertising  during  the 
Christmas  season  will  entail  considerahle  work.  Lists  are 
always  helpful,  and  wheai  cuts  are  not  availahle,  a  well 
'balanced  typographical  effect  may  be  secured  by  arrange- 
ment of  pa'uels.  Special  offerings  could  be  featured  in 
such  a  way  as  to  give  better  effect  to  generalized  lists.  The 
ad.  must  be  brimful  of  suggestio'n. 

A  unique  plan  and  one  which  is  quite  feasible  in  any 
printing  offce  is  that  worked  out  in  the  section  of  the 
Wanamaker  aJ.  shown  in  this  connection.  It  will  be 
noted  that  there  are  different  lists,  each  with  a  distinctive 
index,  with  donor  designated  at  the  top,  and  the  re- 
cipient at  the  side.  It  can  easily  be  imagined  how  the 
children  and,  in  fact,  every  member  of  the  household, 
would  pore  over  such  a  list.  No  cuts  are  required,  Nor 
is  it  necessary  for  the  merchant  to  run  a  large  ad.  in 
adopting  this  plan.  It  can  be  used  in  series  in  order  to 
have  the  proper  display  in  space  available,  each  list  with 
its  heading  being  used  on  successive  days,  according  to 
frequency  with  which-  the  merchant  finds  it  possible  to 
change  'his  ad.  Extra  copies  of  the  list  might  be  printed 
and  distributed  to  customers.  The  great  majority  of 
people  find  it  somewhat  of  a  problem  ea.ch  year  to  know 
"just  w^hat  to  give."  The  list  and  prices  serve  the  pur- 
pose. 


No 

New 

Fixtures 

are 

Necessary 


*  Vou  can  adjust  yoiii- 
lamps  at  any  ang'le. 

*;  Vou  can  use  it  on  any 
fixture,  with  any  stand- 
ard shade  holder. 

If  Anybody  can  attach  it 
ready  for  service  in  a 
minute's  time — it  just 
screws  into  the 
Socket. 


Km-  sail'  yy  all  Ekctrifal   Ui'iUris.   or 
sent  postpaid  on  receipt  of  Ijrice,  45cenls 


Benjamin  Electric 
Mfg.  Go. 

64  York  Street 
TORONTO 


No  More  Trouble  with 
Tungsten  Lamps 

if  you   use  the 

BENJAMIN 
TUNGSTEN 
ADAPTER 


In   position 


w 


The  Hardman  Hat  Manufacturing  Co.,  Avill  open  a 
factory  in*  Vancouver,  B.C.  The  head  of  the  prospective 
enterprise  is  H.  S.  Hardman,  formerly  with  the  Lund- 
sfrotn  Hat  Co.,  San  Francisco. 


Are  made  in  all  Human  Hair  Shades  to  tone  with  the 
hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 
keeping   the    Coiffure   in    place   without   flattening. 

5  Sizes    R  20    R  22    R  23     R  24      R  26 

Medium         Large      Extra  Large      Allover         Superfine 

ROSENWALD  BROS.    Sole  Manufacturers  &  Patentees 
LONDON.    PARIS.    VIENNA 

Ma'cers  also  of  every  kind  of  HMr  Nets,  Hair  Fram$i,  Hair  Rolls,  etc. 
Solo  Agents  for  Canada:  DIECKERHOFF.  RAFFLOER  &  Co.,  Ltd 

Cor  Siincoe  &  Wellingtoji  Sts.,  Toronto,  and  .125  St.  Va\il  St.  Montreal. 


Plain  Cards  Made  Attractive  by  Use  of  Illustrations 

Artistic  Effect  of  Picture  and  Lettering  Must  be  Well  Balanced 
—Should  Have  an  Expressive  Value  —  Specimen  Cards  and  Hints  to 
Beginners  by  Practical  Men  who   Know   the    Business    Thoroughly. 


WHILE  most  card  writers  can  execute  a  clever 
lettering  design,  there  are  few  who  will 
trust  themselves  to  the  execution  of  sketches 
sufficiently  high-class  to  use  in  their  display 
cards.  They  must  have  recourse,  therefore,  to  magazine 
or  poster  illustrations.  These  undoubtedly  may  be  so 
used  as  to  convert  an  otherwise  painfully  plain  card 
into  one  that  is  immediately  attractive.  Care  should  be 
taken  in  the  selection  of  the  illustrations  to  secure  those 
which,  while  suggesting  life  and  action  are  not  so  divert- 
ing as  to  spoil  the  desired  effect. 

The  Fxpressive  Value. 

The  wording  of  the  card  may  be  such  as  to  make 
actual  use  of  the  facial  expression  or  the  action  por- 
trayed.   This  may  be  done  by  putting  appropriate  words 


Hard  Practice  Necessary. 

In  describing  several  of  his  cards  shown  here,  Roy 
N.  Theobald,  with  .J.  N.  Halliday,  dry  goods  merchant. 
Merlin,  Ont.,  gives  a  number  of  hints  which  beginners 
may  find  helpful. 

"Hard  practice  and  careful  planning  is  necessary," 
he  states.  "In  first  attempts  I  was  much  discouraged, 
as  I  could  never  satisfy  myself  that  my  cards  were  suffi 
ciently  catchy.  About  two  years  ago  I  equipped  myself 
with  a  No.  4  shading  pen  and  a  bottle  of  letterine  and 
gradually  turned  out  a  fairly  good  card.  I  prefer  the 
soennechen  pen  for  fine  price  tickets,  and  use  red  sable 
round  and  ox-hair  fiat  brushes  for  filling  in  large  letters. 
I  make  all  of  my  own  ink  except  white,  which  I  buy 
readv  mixed. 


Cards  by  A.  A.  Arnold,  of  Jos.  Stark  &  Sons,  Vancouver,  B.C.  The  two  central  cards  are  on  brown  mof.led  board  with  branches 
of  holly  leaves  entwining  the  letters.  Size  of  word,  14  in.  by  24  in.  The  card  on  the  left  is  on  grey  board,  the  panel  being  in 
a  bronze  yellow,  shaded  with  air-brush-  Long  green  rushes,  capped  by  red  flowers,  extend  from  top  to  bottom  of  card  on  panel 
side,  drooping  over  at  top.  Size  of  card,  11  in.  by  20  in.  The  "spring"  card  is  on  white  board,  the  oval  shaded  Afith  air-brush 
and   entwined   with  small  floral   sprays. 


into  the  mouth  of  the  figure  in  the  form  of  a  quotation, 
or  by  using  as  a  catch  line  the  phrase  which  describes  the 
action,  making  it  applicable  to  the  idea  to  be  con- 
veyed. The  picture  shown  and  the  lettering  should 
balance  in  artistic  merit,  and  the  good  taste  of  the 
writer  will  tell  him  what  particular  form  of  lettering  is 
best  adapted  to  the  illustration.  Elaborate  ornamenta- 
tion or  anything  tending  to  an  overdone  effect  in  letter- 
ing would  certainly  appear  to  be  out  of  place  where  a 
neatness  is  desired. 

Special  care  should  be  taken  in  applying  the  illus- 
tration, as  it  is  easy  to  blotch  or  blue  any  part  of  the 
card,  -and  cleanliness  is  one  of  the  important  essentials. 


To  make  colored  paint,  cut  your  chosen  color  with 
wood  alcohol,  use  mucilage  for  a  body  to  the  thickness 
of  a  thick  syrup.  If  the  paint  cracks  a  few  drops  of 
glycerine  will  overcome  this  trouble. 

The  specimens  shown  are  some  air  brush  effects  in 
clothing  and  millinery  cards,  14x22  inches.  Magazine 
illustrations  are  used  to  good  advantage,  tinted  with 
air-brush  in  blue,  lettering  in  black.  The  millinery  card 
has  a  black  mask  fastened  on  with  neat  brass  clip. 

Descriptive  Details. 

The  details  of  the  cards  shown  are  as  follows  : — 
Tinted  Cushion  Covers— Drawing  to  imitcite  an    ar- 
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list's  palette,  mahlsticks  and  brushes.  Palette  done  in 
g-old  shade  to  pink,  with  black  brushes  and  mahlsticks. 
Lettering  done  in  black,  size  of  card  14x22  inches. 

Dress  Goods — Blue  shading,  black  book-edged  with 
gold,   lettering  in  black. 

Easter  Greetings — Easter  emblems  in  natural  colors, 
the  lily  and  ral'bits  are  quite  natural.  Lettering  was 
done  in  gold  ;  black  card,  size  11x11  inches. 

Umlirella  Card^-Size  11x11  inches,  black  card,  with 
white   lettering. 


Cards  by  Rjy  „N.  Thtobold  with   J.   N.   Halliday,   Merlin,    Ont., 
siiowing   use  of   poster  illustrations. 

These  cards  have  all  been  used  in  the  window  dis- 
plays from  time  to   time. 

The  photo  of  the  group  from  which  the  accompany- 
ing cut  was  made  was  taken  by  Mr.  Theobald. 


Success  Through  Personality. 

In  the  shadow  of  every  large  store  several  smaller 
ones  are  building  and  prospering  in  the  face  of  threat- 
ened failure,  states  System.  The  large  store  has  its, 
limitless  variety  of  stock  ;  world-wide  organization  for 
buying  ;  its  ability  to  get  the  lo>vest  possible  price  out 
of  manufacturers  ;  its  highly  organized  advertising  de- 
partment. The  small  store  has  none  of  these,  yet  it 
grows  and  finally  becomes  a  big  store  itself. 

An  Englishman  moved  to  America  and  started  a 
haberdashery  in  a  good  sized  western  town.  His  store 
was  scarcely  larger  than  a  kitchen  ;  in  fact,  it  was  ac- 
tually only  sixteen  feet  wide  and  twenty-four  feet  from 
the  front  of  the  show  window  to  the  rear  wall.  The 
interior  was  as  compactly  arranged  as  a  camping  outfit. 
Across  the  street  a  large  clothing  house  devoted  more 
space  to  collars  than  the  Englishman  had  in  his  entire 
storeroom. 

He  Tried  Advertising. 

The  first  few  weeks  the  Englishman  spent  most  of 
his  time  at  the  front  door  watching  customers  go  into 
the  rival  establishment.  He  pondered  considerably  over 
Amei-'ican  business  methods  and  decided  that  advertising 
was  the  road  toi  success.  He  spent  more  money  than  he 
could  afford  buying  space  in  an  afternoon  paper,  and 
then  spent  a  quarter  of  an  hour  looking  for  the  adver- 
tisement. It  was  buried  under  a  half  page  telling  of  his 
rival's  bargains.  Obviously  that  road  was  not  ojien  to 
him. 

Among  the  things  he  had  brought  over  from  England 


with  him  was  a  curious  old  horn  book,  a  printed  sheet 
protected  by  transparent  horn  and  mounted  on  a  handle, 
a  relic  of  the  day  when  printed  books  were  rarer  far 
than  shillings.    Ho  showed  it  to  a  chance  customer. 

"Why  don't  you  put  it  in  your  window  ?"  the  cus- 
tomer suggested. 

He  took  the  advice,  and  curious  people  stopped  at 
all  hours  of  the  day  to  look  at  it  and  conjecture  its 
possible  use.  That  gave  the  haberdasher  his  advertising 
idea.  He  hunted  up  more  antiejues  and  managed  to 
change  his  window  exhibit  every  week.  People  soon 
formed  the  habit  of  looking  into  the  show  window  as 
they  passed,  knowing  they  would  always  find  there  some- 
thing of  interest.  Later  on  the  Englishman  noticed  the 
popularity  of  cartoons  and  began  using  them  in  his  show 
window.  Some  he  clipped,  some  unpublished  ones  he 
bought  from  local  cartoonists.  The  drawings  in  India 
ink  on  drawing  board  made  a  much  better  appearance 
than  the  newspaper  reproductions  and  they  attracted  a 
new   class    to    the   show    window. 

Window  Displays  Did  It. 

These  show  window  displays  gave  the  haberdasher 
the  start  he  needed.  They  made  his  store  talked  of  and 
well  known.  In  his  closely  packed  shelves  he  carried  a 
dependable  quality  of  goods  and  the  customers  grew  in 
number. 

Successful  newspaper  advertising  is  not  always  im- 
possible for  the  small  retailer,  even  if  his  announcements 
are  overshadowed  by  those  of  his  large  competitors. 
Some  advertisers  who  use  only  one  column  four  or  five 
inch  s|)aces  have  been  able  to  make  these  spaces  stand 
out  on  the  pages  as  if  they  were  printed  in  red.  Indi- 
viduality in  type  display  is  the  easiest  way  of  doing  it 
for  not  every  one  can  write  good  advertisements  which 
are  distinctive.  For  a  few  dollars  the  merchant  can  buy 
a  few  fonts  of  type,  which  are  entirely  unlike  anything 
else  in  town.  This  will  give  his  advertisements  an  in- 
dividuality of  their  own  so  distinct  that  readers  of  the 
paper  would  recognize  them  even  'if  the  firm  name  were 
omitted. 

It  i&ipersonality,  individualityi,  which  makes  the  suc- 
cess of  thg  small  store.  To  the  customer  the  big  stores 
are  all  alike.  Much  as  the  managers  may  strive  to  give 
them  an  individuality  of  a  machine,  apparent  only  to 
those  who  understand  the  mechanism.  To  the  casual 
customer  each  one  is  an  organization  of  salesmen  aod 
bundle  carriers  and  counters  and  shelves  of  goods. 
Through  this  intricate  mechanism  the  policy  of  the  store 
is  occasionally  manifested,  but  the  machinery  at  best 
is  not  very  human. 

In  the  little  store  the  man  across  the  counter  is  the 
boss.  You  deal,  not  with  an  organization,  but  with  a 
man,  and  if  this  personality  is  of  the  right  sort  it 
brings  customers  back. 


The  James  M.  Purvis  Co.,  Toronto,  have  been  incor- 
porated to  manufacture  and  deal  in  cottom,  felt,  cotton 
batting,  surgeon's  cotton,  jute,  tuffts,  mattresses  and 
mattress  supplies,  the  provisional  directors  being  J.  JM. 
Purvis,  Etta   J.  Purvis,  and  Henry  Devitt. 

No  merchant  can  expect  satisfactory  results  from  an 
ad.  which  exaggerates.  The  customer  who  is  disap- 
pointed will  do  some  good  advertising  for  the  other 
fellow,  the  one  who  is  agreeably  surprised  by  finding 
articles  a  little  better  than  represented  will  not  only  be 
a  ready  purchaser,  but  she  will  tell  others  and  in  that 
way  bring  more  business  and  unconsciously  make  herself 
a  live  advertising  medium. 
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Dry  Goods  Review 


To  all  'Merchants  who  are 
Dissatisfied  with  their   Cash 
and  Package  Carrier  System 


There  is  a  dryg'oodsmau  dninu-  business  in  an 
Ontario  town  in  whose  store  there  used  to  be  an 
old-fashioned  cash  and  package  carrying  system. 
It  wasn't  a  very  satisfat^tory  affair — it  was  a 
relic  of  the  days  when  store  carrying  systems 
were  in  the  experimental  stage.  One  day  a 
salesman  appeared,  and  started  to  talk  to  this 
drygoodsman  about  the  (iipe  System  of  Cash 
and  Package  Carriers,  but  couldn't  get  a  hear- 
ing. 

"Nix."  said  merchant.  "This  blankety-blaiik 
system  that  you  see  strung  all  over  my  store 
has  done  more,  through  its  blamed  inefficiency, 
to  increase  the  size  of  my  bald  spot  than  all 
my  other  worries  put  together.  Don't  talk  to 
me  about  Cash  and  Package  Carriers — I'm  ex- 
per'ienced  !  T  paid  money  for  it  and  so  I've 
tried  to  get  my  money  out  of  it  ;  but  the 
blessed  thing  can't  be  relied  on  two  days  at  a 
time." 

"Right,  lirother,  right  !"  chimed  in  the 
salesman.  "Looks  to  me  as  if  the  system  you're 
using  was  in  vogue  when  Noah  built  his  ark. 
But,  I  want  to  show  you  something  up-to-date, 
that  can  be  re'ieil  on  to  work  right  every 
minute  of  evei-y  day.  Moreover,  you  don't  need 
to  separate  yourself  from  one  solitary  cent 
until  I've  proved  it  to  your  utmost  satisfac- 
tion. Let  me  put  in  a  (ripe  System  on  these 
terms.  1  will  put  the  system  of  Gipe  Carriers 
ill  your  sf(U'e  for  so  mueli.  You  use  this  sys- 
tem ten  days  before  you  pay  a  cent.  If  at  the 
end  of  ten  days  you  find  the  Gipe  System  does 
not  give  you  better  and  quicker  service  than  any 
other  wire  Carrier,  Pneumatic  Tubes,  Cable 
Carriers  or  Cash  Registers,  we  will  remove  it 
at  our  expense."  "That's  a  fair  offer,"  said 
the  merchant,  "Let  her  go." 

When  the  ten  days'  trial  had  been  completed 
the  drygoods  merchant  was  an  enthusiastic  ad- 
vocate of  the  Gipe  System,  and  he  feels  that 
way  yet,  although  the  incident  is  over  two 
years  old. 

The  same  guarantee  and  free  trial  offer  is 
open  to  you,  Mr.  Dissatisfied  Merchant.  Before 
you  do  another  thing  sit  down  and  write  us  for 
Gipe  Catalog  "D.G."  It  will  prove  an  inspira- 
tion. 

The  Gipe  Carrier  Co. 

99  Ontario  Street,  Toronto 


/T 


=LAMSON^ 


Lamson  Carriers   are   to- 
day a  fully  acknowledged 
factor   in   the    successful 
development  and  conduct 
of    the    modern 
store,  and  in  one 
or  another 
of    their 


many 
forms    are 
found    ab- 
solutely 
indispensable  in 
80%  of  the  repre- 
sentative and  leading 
retail   establishments 
in  America  and  Great 
Britain. 

S_ys/ci/is  Leased  or  Sold 
Send  for  Bidletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPANY 

126  Wellington  St.  W.,  Toronto,  Ont. 
MADE  IN    CANADA 


^^ 


^  jtl/ IC V 1  ^...^  f  1/ 
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FOR  THE  COMING  FUR  SEASON 


No.  87E 


No.  87C; 


J.  R.  PALMENBERG'S  SONS 

Established  1852 
Factory,  89-91  W.  3rd  St. 


710  Broadway,  New  York 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Decorative  Suggestions  for  January  White  Goods  Sale 

Window  and  Interior  Trim  Will  Have  Much  to  do  With  the  Suc- 
cess of  the  Sale— Floral  Decorations  Will  Give  Handsome  Effect  to 
the  Store  —  White  Goods  Sale  Frequently  Merged  into  Clearance  Event. 


WHTTK  sales  in  January  have  a  firm  hold  and 
in  the  greater  number  of  stores  as  the  month 
advances  the  sale  is  frequently  merged  into  a 
g-eneral  January  clearance  sale.  This  sale  of 
white  goods  has  been  found  good  policy,  as  it  fills  a 
gap,  and  draws  customers  to  the  store  at  a  time  when 
trade  is  slow.  Before  the  white  goods  sale  was  insti- 
tuted this  period  was  regarded  as  the  deadest  part  of 
the  year.  White  cotton  underwear,  lawns,  muslins, 
linens,  lacos,   cmhroiflories  and  hr)iisoho]d  goods — in  short, 


money — once  get  them  into  the  store  and  business  will 
result. 

As  early  .January  trade  is  what  may  be  termed 
made  trade — that  is  trade  chiefly  resulting  from  store 
attractions  and  special  inducements — there  is  always 
plenty  of  work  for  the  store  trimmer  and  his  depart- 
ment. 

Though  good  windows  are  necessary,  particularly  to 
induce  early  buying,  the  Christmas  shoppers,  once  inside 
the    store,    will    buy    anyway    and    therefore    special    store 


Displa'  of  Christmas  linens  for  RicharJ  Hall  &  Son,  Peterboro,  byH.  C.  Macionald,nowwiih  theW.A.  Murray  Co.,  1  oronto.  The 
background  was  of  green  plush  curtain  hung  over  a  brass  rod.  j'he  lattice  was  made  from  one-inch  lumber,  painted  white  ;  the  foliage 
used  was  cedar  dipped  in  alabastine  and  then  sprinklsd  with  diamond  dust.  In  the  centre  of  each  lattice  work  was  hung  a  red  tissue 
paper  bell,  and  from  eich  bell  were  long  streamers  of  red  ribbon.  The  floor  was  of  green  velvet;  four  pieces  of  cut-glass  were 
used.    The  goods  were  displayed  on  tea  stands,  pedestals  and  glass  shelves. 


anything  that  is  white  comes  under  the  head'ing  for 
white  sales,  though  of  course  it  is  in  the  whitewear  de- 
partment that  the  sale  centres.  All  these  goods  are  in 
use  the  year  round,  and  fashion  changes  only  affect  the 
ma]or  portion  of  these  stocks  slowly.  Therefore  when 
it  is  made  worth  while  women  can  both  safely  and  pro- 
fitably purchase  such  goods  at  the  .January  sales.  Thus 
the  white  goods  sale  serves  as  an  inducement  to  women 
to  visit  the  storq,  and^the  up-to-date  storekeeper  always 
profits  by  these  visits,  for  once  in  the  store  women  will 
shop  around.  Under  modern  conditions — even  the  fact 
that  times  are  fairly  prosperous,  and  that  people  have 


decorations  are  not  really  necessary  at  this  season  as 
people  are  intent  only  on  buying.  Many  stores,  of 
course,  use  with  good  effect  elaborate  decorative  schemes 
at  this  season,  but  it  may  be  taken  that  there  is  some 
special  end  to  be  served   when  this  is  the  rule. 


Just 


Interior  Decoration. 

the   reverse    holds   good    for    the    January    sale 


and  not  only  should  the  window  trims  be  striking,  but 
there  should  be  some  characteristic  scheme  of  interior 
decoration  that  the  people  will  talk  about  and  flock  in 
to  see. 
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Luckily  this  need  not  be  expensive  to  get  up,  for 
there  is  nothing-  that  better  expresses  the  purpose  of  the 
sale  than  white  cotton,  and  white  cotton  should  be  the 
chief  decorative  material  used.  White  goods  and  the 
midwinter  sale),  are  the  points  the  decorations  have  to 
impress  upon  the  buying  public. 

If  the  merchant  have  a  light  well  in  the  store  it  is 
there  the  decorative  scheme  may   be   centralized.    White 


Suggestion  for  trimming  light-well  for  January  sile.    White  cotton,  spruce 

branches  and  barlt  are  used,  powdered  over  with  batting  and 

diamcnd  dust. 

cotton  should  be  draped  along  the  front  of  the  balconies, 
but  something  more  elaborate  is  needed  for  the  corner,. 

A  good  idea,  used  by  one  trimmer,  was  to  make  a 
platform  across  the  comers  of  the  well,  of  rough 
boards,  covering  the  under  side,  seen  from  below,  with 
fan  pleatings  of  white  cotton.  He  nailed  irregular 
pieces  of  )3ark  on  the  front  edge.  Spruce  trees  were  ob- 
tained  and   some   cedar   branches    and   were   arranged   on 


over  branches  and  bark,  and  used  to  spatter  over  the 
paper  and  batting,  and  the  whole  was  treated  to  a  lib- 
eral coat'ing  of  diamond  dust. 

For  pillar  decoration,   flags  of  white  cotton  mounted 


Aisle  pillar  trimmed  with  white  cotton  flags 
for  January  White  Sale. 


on  staffs,  painted  white  or  gilded,  are  good,  or  calico 
cut  out  and  painted  to  represent  icicles  can  be  used  and 
more  cedar  boughs. 

If  the   store  management   will   stand  for   the  expense 


Whitewear  window,  by  T.  W.  Byam,  with  the  Ritchie  Co.,  Belleville. 


the  platform,  and  lightly  bedded  in  with  white  paper 
and  cotton  batting.  Batting  was  caught  in  the  branches 
to  simulate  heavy  snow,  and  to  make  the  appearance 
more  realistic  a  brush  dipped  in  glue  or  varnish  drawn 


there  are  any  number  of  handsome  floral  decorations 
that  will  give  an  exceedingly  handsome  appearance  to 
the  store.  Chief  among  these,  from  the  novelty  stand- 
point,   comes      the     new     poinsettia     effects.      Poinsettia 
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Profitable  Display  Demands   Practical  Fixtures 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabin 

No. 

0  2714"  Sl4x2li'yi 
28Kxl4  x26 
28^x14  x38 
28Kxl8Kx38 
28Kx23}ix38 
285^x27Kx38 
28)^x32^x38 
28Kx42Kx43K 


Capacity 
Bolts 


50 
100 
150 
250 
325 
400 
475 
700 


$  6  00 
10  00 
13  50 
18  50 
23  00 
2(>  00 
30  00 
42  00 


MADE  OF  OAK 


No.  2— ?ractii,il  Ribbon  Cabinet 


No.  3  -Practical  Ribbon  Cabinet 


PRACTICAL  HOSIERY 

RACKS.    Two  sizes,  holdine 

72  and  100  pairs  Hose. 


Practical  Hosiery  Racks 

Made  of  steel,  nickel  plated.  H  Slip  the  stocking  in  the  spring  pair  by  pair. 
Place  the  spring  in  the  frame  at  the  top  of  the  rack.  ',{  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 
they  hang  tight  and  fast,  keeping  their  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1—31  inches  high,  16  inches  wide.  Has  four  springs.  Capacity  72 
pairs  hose,  $5.75. 

No.  2—34  inchei  high.  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  $6.75. 

Practical  Piece  Goods  Fixtures 

The  proper  c'isp'ay  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
w'thout  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practic  il  Counter  Fixture,  height  3  f'.  6  in.,  20  in.  counter  space.    Price,  $6  50. 
Praciijal   Floor  Fixture,  height  5  feet.     Price,  $7.50. 


Counter  Fixture 


FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION,  N.Y. 


AN  ATTRACTIVE 


GENTS'    FURNISHING 
AND  M  LLINERY 

DISPLAY 


No.  32 
DISPLAY 
STAND 


of  Gloves,  Ties, 
Handkerchiefs, 
Veilings,  Flow- 


ers or 


cin  be  made  by 
using  this  most  use- 
ful stand. 

Write  for  com- 
plete Catalogue  D. 
Our  display  stands 
and  fixtures  will 
prove  real  money- 
makers for  you. 


Toronto  Brass  Mfg.  Go. 

17-21  Temperance  St., 
TORONTO        -        -         ONT. 


Show-Card  Writing 

T/ie  Modern  Money-making  Profession 

We  teach  this  very  profitable  art  right  at  your 
HOME  in  vour  .spare  hours  under  CANADA'S 
FOREMOST  AND  ONLY  RECOGNIZED 
SHOW-CARD    WRITER    AND  TEACHER] 

Experts  Earn  $15   to  $50  per  Week 

MANY  A  CLERK  has  DOUBLED  HIS  SALARY 
BY  LEARNING  TO  WRITE  SHOW-CARDS. 
CARD-WRITERS  are  very  SCARCE.  Just  the 
other  day  we  were  asked  to  fill  three  vacancies. 
Write  to-dav  for  our  interesting-  literature  and 
OUR    SPECIAL    CHRISTMAS    OFFER. 

THE   SHAW   CORRESPONDENCE 
SCHOOL 

391  to  397  YONGE  ST.        :        :        :       TORONTO 
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wrcathd,  vines,  and  sprays  can  be  had  in  the  natural, 
brilliant  red  and  green,  or  with  both  flowers  and  foliage 
white.  While  smiiax  and  white  poinsettias  form  one  of 
the  most  delicate  and  graceful  decorative  effects  ever 
produced.  Large  frosted  oak  sprays  in  tan  or  plain 
white,  or  with  tinted  edges  can  be  had  and  these  are 
equally  attractive  for  store  or  window  effects. 

If  white  foliage  is  used,  electric  lights  with  colored 
bulbs  should  be  mingled  with  the  foliage  masses.  Sets  of 
tiny  lights  in  varied  colors  are  on  the  market  and,  con- 
sidering the  effect  produced,  the  price  is  not  high.  A 
store  decorated  with  white  floral  effects  and  colored 
lights  would  present  a  glimpse  into  fairyland  that  peo- 
ple  would  come  miles   to   see. 

Should  the  colored  lights  not  be  available,  paper 
shades  for  the  electric  lights  in  the  store  would  furnish 
the  required  note  of  color.  These  shades  are  made  up  of 
the  flower,  petals  of  the  tulip,  rose,  fleur  de  lis,  chry- 
santhemum, etc.,  in  almost  any  color  or  shade  desired, 
and  for  a  .small  extra  charge  they  can  be  fire-proofed. 


ered  with  handkerohiefs  caught  up  by  the  centi'e  and 
pinned  tc  the  felt  in  diametrical  rows,  ilose  enoug-h  to- 
cethi  r  to  show  only  ?,  smali  amount  of  thf  colored  bsick- 
gTOund. 

Red  is  very  suitable  for  a  background  of  this  nature 
during  the  holiday  season.  To  farther  accentuate  I  he 
Christmas  idea,  the  border  might  be  outlined  with  holly 
ti-nils,  instead  of  cord. 


Display  of  Matting. 

Messrs.  A.  E.  Rea  &  Co.,  (Montreal),  Limited,  recently 
had  an  unusually  attractive  display  of  cocoa  mattings, 
which  do  not  lend  themselves  any  too  well  to  decorative 
effects.  In  the  centre  of  the  window,  s'tairs,  consisting  of 
three  or  four  steps,  were  arranged,  covered  with  the  mat- 
ting, and  on  the  stairs,  a  wax  figure  of  a  small  boy  in 
Winter  costume,  was  placed.  Cocoa  door  mats  and  rolls 
iif  tlu^  matting  were  attractively  displayed  in  'the  window, 


-ift^ir^J 


Doll,  handkerchief  and  ribbon  windo.v  by  Warren  Andrews,  for  the  Anderson  Co.,  St.  Thomas.  In  the  centre 
of  this  trim  ribbons  radiate  from  a  huge  bell  In  centre  of  the  trim.  Several  of  the  dolls  are  arranged  on  swings, 
and  the  regularity  of  the  rows  of  handkerchiefs  is  broken  by  a  panel  consisting  of  Christmas  florals  on  a  dark 
ground. 


Handkerchief  Background. 


A  good  idea  for  a  bac-kground  which  may  be  utilized 
during  the  holiday  time  very  effectively,  is  the  use  of 
handkerchiefs.  These  goods  are  always  big  sellers  for  the 
holiday  season,  and  by  using  them  as  a  background,  a 
big  display  may  be  made  without  interfering  with  the 
display  of  fancy  goods,  or  other  dress  accessories,  which 
may  be  shown  to  advantage  in  conjunction  with  the 
handkerchiefs. 

A  colored  background  of  felt  or  some  other  material 
(('  which  the  hiandkerchiefs  could  be  fastened,  should 
be  used.  A  border,  wide  enough  to  permit  a  handker- 
chief to  l)e  opened  out  to  full  size  should  be  outlined  with 
cord,  or  in  some  such  way.  The  handkerchiefs,  which 
should  'be  pretty  in  design,  for  the  border,  should  tb-.n  be 
opened  out  flat  and  fastened  to  the  border  between  the 
square  and  diametrically  with  the  border.  Below  the 
border,  the  background,  or  •&  portion  of  it,  could  be  cov- 


with    appropriate 
goods. 


sliow    cards    calling    attention    to    the 


Novel  Idea  in  Shop  Fronts. 

\u  enterprising  di'aj^i'r  in  one  of  the  London  suburbs 
has  just  initiated  an  innovation  wliich  illustrates  the 
practical  benefits  of  originality  in  ideas.  This  trader's 
shop  frontage  is  only  eighteen  feet,  yet  by  a  most  in- 
genious manipulation  of  display  methods  he  is  able  to 
command  over  100  feet  of  glass  for  exhibition  purposes. 
It  embodies  a  combin'ation  of  an  extended  entrance  hall 
a,nd  arcade.  The  obvious  disadvantages  of  the  "island" 
type  of  frontage  are  absent  from  the  new  design,  which 
combines  the  utmost  freedom  for  inspection  with  the 
maximum  of  display  space.  There  is  an  entrance  ball  46 
feet  in  depth,  11  feet  in  the  Tvidest  part,  and  7  feet  &t 
the  narrowest,  flsinked  on  either  side  by  show-ease  win- 
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Money  Saved  on  Running  Expenses 

is  Clear  Profit 

The  fact  most  familiar  to  the  average  merchant  is  that   running  expenses — rent,    Hght,    heat,    etc. — 
usually  take  the  cr^aw  0^  Aw  ^w/i'A.      Consequently,  we   are   certain   of  your  interested  attention 

when  we  tell  you  that 


Luxf  er  Prisms 


will  effect  an  immediate  and  pernianent  reduction  in 
the  cost  of  your  artificial  lighting.  No  magic;  simply 
the  practical  application  of  a  prismatic  principle  that  is 
as  old  as  the  sun  itself  to  your  window  and  door  lights, 
resulting  in  giving  you  more  daylight  for  a  longer  time 
each  day.  And  while  greatly  reducing  your  lighting  ex- 
expenses,  Luxfer  Prisms  indirectly  add  to  your  profit 
by  making  your  store  into  a  brighter,  more  efficient 
place  of  business. 

Ask  Any  Architect ! 

Luxfer  Prism  Company,  Limited 

TORONTO  and  MONTREAL 


SECTION  OF  MODERN  STORE 
EQUIPPED  WITH  OUR  SYSTEM 


We    Have    Purchased 

THE  ENTIRE  ASSETS  OF 

Weir  Wardrobe 
Co.  of   Canada 

LIMITED 

and  are  telHog  off  at  REDUCED  PRICES  their  stock  of 
store  wardrobes 

Sectional  Wardrobes — each  complete  in  itself. 
Fitting  Rooms,  Stairways  or  Dummy  Fronts,    all  of  uniform 

style  and  size. 
Capacity — 

High  Boys — with  30-in.  frontage — 50  suits. 
Low  Boys — 25  Suits  and  25  pairs  odd  Trousers. 
Hardwood  Slides. 


Centre  Section 
End  Section 


$30.00 
$33.75 


Prices  of  Fitting  Rooms,  Dummy  Fronts  and  Stairways 
REDUCEX)  IN  PROPORTION. 

CUT    PRICES   being   offered     on   SHOWCASES   and     SILENT 
SALESMEN. 

Write  fot  Illustrated  circular 

Shaw  Woodworkers 


MOUNT  FOREST 


ONTARIO 
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(loivvs  set  obliquely,  culminating'  in  a  fine  15-ft.  window  ai 
ilie  ond  of  the  arcade. 


Elaborate  Christmas  Decorations. 

The  interior  Christmas  decorations  of  the  A.  E. 
Hea  (Montreal)  Ltd.  store,  are  particularly  attractive, 
and  while  adding  to  the  appearance  of  the  store,  very 
little  space  which  would  be  valuable  for  display  or  in 
any  other  way,  i.s  utilized  for  decorative  puiposes.  Red 
and  green  are  the  only  colors  used.  Shelves  and  tables 
are  covered  with  red  crepe  paper,  and  any  goods  which 
need  to  be  displayed  over  a  color,  are  shown  over  red. 

On  the  ground  floor  the  pillars  are  decorated  at  a 
reasonable  height  with  greenery  and  poinsettia  blossoms, 
and  at  opposite  points  on  each  pillar  brackets  are  fas- 
tened from  which  electric  lights  are  suspended  within 
art  lantern  shades.  Below  this  greenery,  wreaths  of 
green,  with  the  brilliant  red  poinsettias,  are  hung.  On 
the  ledges,  jardinieres  tilled  with  ferns  and  poinsettias 
are  placed.  Cash  desks  are  arranged  with  greenery  in 
bower  effect. 

Tn  all  departments,  such  as  dress  goods,  silks,  rib- 
bons, fancy  goods,  hosiery,  etc.,  red  and  green  goods 
are  displayed.  In  the  centre  of  the  neckwear  department 
a  pillar  is  arranged  to  give  the  idea  of  a  Christmas 
tree. 

The  second  floor  is  decorated  with  festoons  of 
greenery,  suspended  from  the  ceilings  and  pillars,  and 
handsome  baskets  of  ferns  and  poinsettias  are  also  sus- 
pended from  the  ceiling.  The  same  idea  is  carried  out 
in  the  decorations  of  the  third  floor,  tinsel  and  paper 
festoons  being  used  instead  of  the  green  foliage. 

Three  or  four  decoratixe  stands  are  used  on  the 
second  floor  formed  of  graduated  tiers  of  ferns,  with 
tiny  electric  lights. 

The  whole  effect  is  very  pleasing,  the  color  scheme, 
which   includes  nothing'   but    red    and   green,    with   the   ex- 


An  Effective  Window.. 

One  of  the  Montreal  shoe  stores,  the  windows  of  which 
attract  a  great  deal  of  attentio'n,  is  the  Boston  Shoe  Store, 
on  St.  Cat'herine  Street.  The  method  of  lighting  the  win- 
dow has  a  great  deal  to  do  with  this.  The  sides,  back  and 
ceiling  of  the  window  are  entirely  of  bevelled  plate  mir- 
rius.  the  ceiling  being  arranged  in  squares  about  10x10 
inches.  In  alternate  squares  of  the  ceiling,  single  electric 
lights  a,re  placed,  being  arranged  in  diagonal  rows.  Lights 
also  frame  the  window.  This  lights  up  all  the  goods  so 
ihat  those  at  the  back  are  seen  as  readily  as  at  the  front. 

While  a  great  deal  is  displayed  in  the  window,  the 
nrrangement  is  such  that  it  is  attractive,  and  the  fact  that 
price  tickets  are  attached,  in  plain,  readable  figures,  gives 
the  window  a  great  selling  value.  Display  stands  are  used 
and  shoes  are  suspended  from  the  ceiling  at  regular  in- 
tervals, by  means  of  tape  or  ribbon. 

Probably  one  of  the  best  ways — if  not  the  best  way — 
to  reduce  the  cost  of  doing  business,  lies  in  the  ability, 
either  as  a  buyer  or  salesman,  to  turn  the  stock  oftener. 
The  article  of  merchandise  that  stays  on  the  shelf  for 
nine  months  of  the  year  keeps  that  amount  of  money 
tied  up  for  just  nine  months,  and  upon  this  article  taxes 
and  insurance  have  to  t«e  paid,  and  at  the  same  time  it 
depreciates  in  value  ;  while  the  article  that  is  sold  after 
being  on  the  shelf  two  weeks  is  unquestionably  a  cost 
leducer,  as  the  money  invested  is  turned  and  is  returned 
a  number  of  times  each  year. 

The  secret  of  keeping  down  the  cost  is  not  necessarily 
in  reducing  the  expense,  which  is  always  a  large  factor 
in  conducting  a  business,  but  in  the  turning  of  the  stock, 
and  in  this  lies  the  secret  of  a  profitable  department. 

The  article  which  cost  $5  and  speedily  sold  for  $6.50 
and  is  bought  and  re-sold  six  or  seven  times  in  the  year, 
is  manifoldly  a  greater  profit  producer  if  the  merchant 
makes  a  sale  at  a  greater  percentage  of  profit  and  only 
once  during  the  year. 


Fancy  goods  display  by  H.  H.  Garon,  formerly  with  Paquet,  Quebec.  Background  of  sateen  \a  wave  p'eating  style,  with  bows  of 
ribbon  at  each  corner.  The  frame  was  art  nouveau  and  the  scenery  a  real  Xmas  one— the  three  liings  in  the  desert  and  the 
two  angels  each  side  with  their  palms.  White  felt  covers  the  floor.  Goods  were  displayed  on  pedestals  and  tables  of  mahogany. 
This  window  was  a   good  seller. 


eeption  of  the  tinsel  festoons,  being  much  more  attractive 
than  the  mass  of  colors,  which  are  so  often  utilized  for 
Christmas  decorations,  and  which  give  a  store  some- 
what the  appearance  of  a  fancy  bazaar. 


The  profit  in  any  business  lies  not  always  in  the  per- 
centage at  which  the  merchant  marks  and  sells  his  goods, 
but  in  the  number  of  times  he  may  turn  the  stock  dur- 
ing the  year. 
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DISPLAY   YOUR   SKIRTS 

and  Petticoats  to  the  best  advantage  on  the 

BUCKINGHAM 

SunfloAver  Skirt  Rack 

It   is    the   only   practical    and    efficient    method    of    dis- 
playing them. 

It  keeps   the  goods  in  first-class    condition     and 
retains     the     original     folds,     thus     avoiding 
pressing  expenses. 

It  has  no  dark  sides   and    gives    YOU 
more  light.    Price,  F,  O.  6.   Guelph, 
$  1  6.50 


Send  ifor  One 
Use  it 

We  will  take  it  back 
if  it    fails  to  satisfy 


Buckingham-Rae  Go. 

177-179   Adams  Street, 

CHICAGO 
Illinois 


W 
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COMPANY. 


FIRE 

AND 
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Head  Office— TORONTO,  ONT. 
Assets  over  -  -  $3,570,000 
Income  tor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


British  America  Assurance  Company 
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FIRE  <&  MARINE 

Head  Office,  Toronto 
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How  to  Figure  Profit  on  Complete  Stock  Turnover 

The  Importance  of  a  Right  Percentage  Basis  —  Error  in  Figure  Gain 
on  Cost  Instead  of  Selling  Price— Net  Profit  to  the  Dealer— Examples 
Which    Prove    the    Process  —  A   Table    Descriptive    of  Proportions, 

By  Howard  R.  Wellington. 


A  MERCHANT  is  obliged  to  do  business  under  a 
very  heavy  expense,  say  25  per  cent.,  and  decides 
that  for  the  present  he  cannot  add  more  than  25 
per  cent,  to  the  net  cost  of  his  goods.  He  is 
under  the  impression  he  will  come  out  all  right  and  can 
increase  his  margin  from  time  to  time.  He  is  under  the 
impression  that  he  will  neither  make  nor  lose  on  this 
basis,  but  will  break  even.  He  does  not  stay  in  business 
very  long,  and  the  reason  why  will  be  found  in  the  fol- 
lowing illustration:  Supposing  the  cost  of  his  goods  to 
be  .$100,  he  will  add  25  per  cent,  for  profit,  making  his 
selling  price  $125.  But  his  expenses  are  25  per  cent.,  and 
as  these  must  always  be  figured  upon  selling  price,  he 
realizes  that  from  the  .$125  must  be  taken  $31.25  (or  25 
per  cent.).  The  net  proceeds  of  sale  are,  therefore,  .$93.75, 
a  loss  of  $6.25,  or  5  per  cent,  of  his  sale  price. 

Again,  supposing  his  cost  of  doing  business  is  only  10 
per  cent.,  and  that  he  a'dva.nees  cost  of  goods  25  per  cent. 
for  profit.     It  will  work  out  this  way:     Cost,  $100;  add 


^osC  ofcCotn^  Dtcstne^s  


ing  price  divided  decimally  into  the  net  profit  gives  per- 
centage of  profit,  which  in  this  case  is  10  per  cent. 

G'oods  advanced  25  per  cent.,  a,nd  selling  at  an  ex- 
pense of  25  per  cent.,  show  a  loss  of  5  per  cent. 

If  an  article  costs  $10iO,and  is  sold  for  $150,  the  cost 
of  doing  business  being  25  per  cent.,  the  result  is  not  a 
profit  of  25  per  cent.,  but  of  81/2  per  cent. 

The  process  is  this:  Su^jtract  cost  from  selling  price, 
the  difference,  of  course,  being  profit.  Divide  the  latter 
decimally  by  the  selling  price  and  the  result  will  be  the 
true  profit.  In  other  words,  ascertain  what  proportion  of 
saje  was  or  would  be  profit — never  try  to  arrive  at  per- 
centage of  profit  by  adding  to  cost  a  percentage  of  that 
cost  equal  to  the  amount  of  profit  desired,  or,  by  adding 
50  cents  to  a  dollar,  assuming  that  the  profit  will  be  50 
per  cent.,  The  profit  must  be  reckoned  on  the  selling 
price. 

To  effect  a  given  profit  on  the  sales,  the  percentage  to 
be  added  to  cost  is  as  follows; 
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A  table  that  will  be  found  of  service  in  fijuring  cost  of  doing  business  and  profits.  The  top  line  of  figures  represents  percentage  to  be 
added  for  evpense  in  selling,  while  the  vertical  c  jlumn  on  the  left  is  the  amount  to  be  added  for  profit.  The  horizontal  columns  repre- 
sent the  net  profit  rfsultng  from  pract  cal  application  of  these  figures.     For  further  explanation  see  article. 


25  per  CMii.  for  profit,  gives  $125  selling  price;  less  10 
per  cent,  of  selliuii-  price  for  expenses,  $112.50  iie'l  pro- 
ceeds; .$12.50,  net  profit,  or  10  per  cent   of  selling  price. 

Another  example,  to  make  the  process  of  calculation 
still  clearer:  Cost  of  doing  business,  10  per  cenit.;  ad- 
vance (in  co.sl  for  profit,  50  per  cent;  selling  price,  $150: 
$15.  or  10  pel'  cent,  for  expenses;  net  proceeds,  $135, 
less  cost.  $1U(K  makes  profit  $35.  Sel'ing  price  divided 
decimally  into  profit  gives  231/0  percentage  profit. 

The  accompanying  table  may  be  of  value  to  merchants. 
The  top  row  of  figures  represents  the  cost  of  doing  busi- 
ness, while  at  the  right  side  is  percentage  to  be  added  for 
profits.  The  horizontal  columns  show  profit  percentage 
on  selling  price  as  figured  fi'om  top  and  side  figures.  Take 
the  first  example.  Say  that  the  cost  of  doing  business  is 
10  per  cent.,  and  that  25  per  cent,  is  added  for  profit. 
Selling  price  $125.  less  10  per  cent.,  or  $12.50,  for  cost 
of  doing  business,  gives  $112.50  net  proceeds.     The  sell- 


5  p.c.  added  to  cost  is  41/2  p.e.  profit  on  selling  price. 

10  p.c.  added  to  cost  is  9  p.e.  profit  on  selling  price. 

20  p.c.  added  to  cost  is  16  2-3  p.c.  profit  on  selling-price. 

33  1-3  p.c.  added  to  cost  is  25  p.c.  profit  on  selling  price. 

It  is  our  purpose  to  deal  with  this  matter  of  percent- 
asj-e  exhaustively  in  the  next  two  or  perhaps  three  issues 
of  The  Review,  ami  any  criticisms  of  the  plans  suggested 
will  be  welcomed. 


G.  M.  Mills  and  R.  C.  Bell,  of  the  A.  E.  Rea  Co., 
Montreal  and  Ottawa,  will  represent  their  house  as  re- 
sident buyers  in  London,  Eng.,  and  Paris,  respectively. 

The  Marr  Millinery  Co.,  St.  .John,  N.B.,  have  pur- 
chased the  large  brick  building  in  that  city  now  occupied 
by  F.  W.  Danil  &  Co.,  dry  goods  and  millinery.  The 
Marr  Millinery  Co.  now  have  two  stores  in  St.  John  in 
addition  to  the  original   store  in  Moncton. 
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Gave  Up  Butterick  Patterns 

Tried  Another  Make 

CAME  BACK 


Howland  Dry  Goods  Co. 
H.  H.  Sturlevant  Co. 
Anderson  Brothers 
Kaufman  &  Haines 
H.  H.  Story 
Wright-Dalton-Bell  Co. 
Landis  &  Easton 
W.  E.  Jenkinson  Co. 
W.  U.  Sickles 
Playfair,  Preston  Co. 

F.  M.  Sisson 

G.  W.  •  Richards  &  Co. 


Bridgeport,   Conn. 
Zanesville,  Ohio 
Portsmouth,  Ohio 
Nortonville,  Kan. 
Merrimac,  Mass. 
Poplar  Bluff,  Mo. 
Oxford,  N.C. 
Manning,  S.C. 
Toulon,  111. 
Midland,   Ont,  Can. 
UnadiUa,  N.Y. 
Houlton,  Maine. 


Here  are  a  few  merchants,  whose  names  we  are  per- 
mitted to  mention,  who  gave  up  Butterick  Patterns  to 
try  another  make,  and  who  came  back  to  Butterick. 

Others  have  come  whose  names  we  are  obligated  not  to 
give,  and  still  others  are  coming,  though  contract  obliga- 
tions continually  get  in  the  way  of  business  inclinations. 

We  admire  these  men.  They  are  big  enough  to  try 
a  thing  they  believe  in,  and  they  are  big  enough  to 
admit  a  mistake.  It  takes  a  good  man  to  do  the  first. 
It  takes  a  better  man  to  do  the  second. 

Who  is  the  next  Big  Man  ? 


The  Butterick  Publishing  Company 

33  Richmond  St.  W.,  Toronto,  Ont.,  Canada 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


Tendency    in    Favor    of    Fewer    but   Better    Styles 


Smart  Footwear  for  Spring  —  Dull  Black  Leathers  in  Good  Demand 
—  Tans  and  Browns  in  Shoes  and  Fabrics  —  Black  Buckskin  or 
Suede      Tops      in      Dressy     Styles     for     Men  —  Midwinter       Sales. 


E 


VERY  ert'ort  is  being  made  to  turn  out  smart  styles 
in  ladies'  footwear.   The  facit  that  suc'h  short  skirts 
will  he  woru,  furnishes  obvious  reasons  for  the  de- 
sire     for      smart      footwear.      Handsome    hosiery 
ma'tc!hi'ng  costumes  will  also  be  a  feature. 

This  condition   of  affairs  should   strengthen    the   posi- 
tion   of  pump-;    and    fancy    slippers,   as    well    as    attractive 
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Attractive  window  shown  by  Geo.  G.  Gales  and  Co.,  Montreal, 
showing  rubber  footwear  in  the  different  processes  of  manufacture. 
Trimmed  by  A.  A.  Daoust,  window  trimmer   for   Geo.  G.  Gales  &  Co. 

boots.  The  introduction  of  the  ankle  straji  makes  the 
pump  much  more  satisfactory  as  a  shoe  for  general  wear. 
The  strap  prevents  the  fo-ot  sliding  forward  in  the  shoe 
and  crowding  the  toes  uncomfortably,  as  well  as  tending 
to  stretch  the  shoe  out   of  shape. 

Following  the  popularity  of  tan  and  brown  leather 
footwear  there  seems  to  be  increasing  interest  in  tans 
in  fabrics. 

High-class  bla,ek  shoes  often  show  perforations  (jver 
'  white    underlay.      The    effect    is    rather    striking.      Black 


suedes  are  in  good  demand,  in  low-cut  shoes  particularly. 
Colors  are  in  some  demand,  but  not  to  any  marked  ex- 
tent.   All  dull  black  leathers  are  prominent. 


Men's  Footwear. 

Na.turally,  men's  styles  do  not  show  the  same  variety 
as  ladies"  shoes.  There  is  a  growing  interest  in  the  broad 
toes,  something  on  the  lines  worn  a  few  years  ago. 

Tans  for  Summer  wear,  1910,  will  be  even  more  popu- 
lar, as  all  orders  call  for  a  good  proportion  of  tans.  There 
is  a,  strong  inclination  to  take  the  darker  shades  of  tans, 
i hough  these  are  n'ot  really  brown. 

Some  of  the  new  styles  of  men's  dressy  boots  have 
bhu-k  buckskin  or  suede  tops.  Dark  grey  tops  are  also 
favored. 

Black  satin  pumps  for  evening  wear  are  selling  to  a 
moderate  extent.  Tliey  are  fa.vored  because  they  are  not 
so  brilliant  as  the  patent  leather,  nor  so  dull  as  dtrll  calf, 
forming  a   pleasant   go-between. 


Fewer  but  Better  Styles. 


There  is  said  to  be  a  tendency  on  the  part  of  all 
branches  of  the  shoe  trade  to  manufacture  or  to  stock 
fewer  and  better  styles  of  footwear.  This  lis  a  good  fea- 
ture, lessening  the  liability  of  being  loaded  up  with  a 
stock  of  goods  which  will  not  sell,  except  at  a  sacrifice. 
A  multiplicity  of  styles  means  more  money  fied  up,  with 
the  -absolute  certainty  that  more  stock  must  be  cleared  out 
without  making  a  profit.  It  is  a  good  plan  to  avoid  goods 
that  are  freakish.  A  few  pairs  of  this  variety  might  sell 
dui'inii'  the  sea.s0'n,  but  tlie  turnover  would  not  be  sufficient 
to   warrant    including  many   pairs  in   the  stock. 


High  Prices  of  Rubbers. 

The  increase  in  the  cost  of  raw  rubber  already  amounts 
to  from  150  to  200  per  cent.,  ajid,  according  fo  the  manu- 
facturers of  rubber  goods,  the  public,  so  far,  has  only  been 
paying  a  very  small  increase  on  manufactured  goods.  It 
seems  likely,  however,  that  very  soon  prices  must  go  up 
in  a  way  which  will  astonish  buyers  of  rubber  goods  who 
are  not  awa.re  of  conditions  in  the  rubber  market,  though 
as  yet  retailers  are  selling  rubber  footwear  practically  at 
old  prices. 

This  heavy  increase  is  due  to  a  scarcity  of  rubber. 
I'his  scarcity  is  attributed  to  the  general  increase  in  the 
rubber  business,  particularly  in  the  manufacture  of  rub- 
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ber  tires  fur  automobiles.     It  is  also  due  to  shallow  watei'      $3,000.     Where    Lhcu,    has    all    this    pGrcentagc    of    profits 


and  no  rains  in  the  Amazon  region,  I  lie  chief  source  of 
supply.  It  is  thought  tiiat  heavy  laiiis  would  have  tlic 
effect  of  bringing  down  prices. 

Canadian  manufacturers  are  going  ahead  to  fill  ordcis 
for  rubber  footwear,  though  they  state  they  are  not  get- 
ting prices  which  are  commensurate  with  the  enormdus 
increase  in   the  cost   of  the  crude   iimlerial. 


The  Buyer's  Responsibility. 

Discussing  the  question,  "How  often  should  I  turn 
my  stock  ?"  an  observer  in  boot  and  shoe  mattoi-s 
states  : 

"Dealers  claim  that  they  haive  to  buy  to  get  a  cer- 
tain price.  This  is  not  necessary,  but  is  rather  more 
the  fault  of  the  buyer  than  any  other  reason.  A  gooil 
buyer  will  buy  whatever  quantity  he  likes  at  a  fair  price 
or  at  a  price  which  will  enable  him  to  retail  the  goods 
and  realize  a  living  profit.  Other  dealers  claim  that 
they  have  to  carry  a  large  stock  in  order  to  satisfy  their 
customers,  but  this  is  not  the  truth  of  the  matter.  There 
is  no  "have  to"  about  it,  but  it  is  an  error  into  which 
they  have  allowed  themselves  to  fall,  through  a  poorly 
organized  soiling  force.  The  trouble  is  with  the  selling 
end  of  your  business  and  not  w-ith  the  public  demand. 

"Take  a  merchant,  for  example,  who  claims  cnxt 
his  business  for  the  jiast  fiAe  years  has  netted  him  on  an 
average  of  10  ])er  cent,  each  yeai".  Estimate  that  his 
sales  have  been  ?;50,000  each  yen.i'  and  then  ask  him  to 
.s'how  you  a  bank  account  for  $25,000',  which  is  the 
amount  of  money  the  business  would  earn  under  those 
conditions.  He  will  tell  yo'U  that  it  is  all  gone  into 
increased  stock,  but  this  very  fact  ca.ncels  his  own  argu- 
ment. There  are  indeed  a  few  cases  of  record  where  a 
merchant  turns  his  stock  twice  each  year  and  shows  a 
profit,  but  these  cases  are  very  rare  and  upon  investij^a- 
tion.  it  will  be  found  that  the  proprietor  has  figured  his 
services  are  no  value  and  that  if  a  man  credit  himself 
with  a  salary  of  $],.500  or  $2,000  a  year,  which  a,  modest 
investment  of  $10,000  should  warrant,  his  net  jjrofit  will 
be  entirely  wiped  out  and  his  business  will  hardly  be 
said  to  have  become  self-sustaining. 

"Take  a  half-dozen  retail  shoe  dealers  who  claim 
that  they  are  making  anywhere  from  10  to  20  per  cent, 
on  their  investment,  and  look  up  their  ra,ting  in  Brad- 
street's  or  Dun's.  We  will  assume  that  the  majority  of 
them  have  been  in  business  over  five  years  and  you  will 
find      the     majority      of   them   are   not   rated   more   than 


gone  to  ?  If  it  were  there,  the  credit  bureaus  would 
most  assuredly  give  them  the  established  line  of  credit 
which  they  presume  they  have.  Take  a  longer  list  than 
half-dozen  and-  take  the  best  and  most  careful  dealers  of 
your  city  and  you  will  find  that  nowhere  do  the  facts 
prove  the  statements.  We  have  stated  the  difficulties  in 
the  case  in  our  first  paragraph.  "Too  many  dealers  buy 
more  goods  than  they  really  need  and  at  the  end  of  the 
year,  instead  of  being  able  to  figure  a  cash  profit,  their 
books  will  show  an  increase  in  the  stock  ledger." 


Mid-winter  Shoe  Sale  Methods. 

There  are  few  stores  that  are  able  to  conduct  their 
shoe  department  on  the  ideal  basis  of  a  sale  of  regular 
giicds  al  regular  prices,  and  at  regula.r  profits.  Clear- 
ance sales  are  regarded  as  an  aceepied  necessity,  in  mid- 
winter, particularly,  and  generally  in  the  Summer.  The 
clea.ranee  sale  is  supposed  to  be  what  its  name  implies, 
the  time  foi-  closing  (UMt  odds  and  ends,  the  cleaning  up 
(if  stock  before  the  goods  of  the  next  season  have  arrived. 

A  common  form  of  clearanee  sale  is  the  old-fashioned 
method  of  a  stated  discount  off  any  shoe  in  the  depart- 
ment. Important  sfcn-es  still  use  this  method,  giving  ](). 
20  (u-  25  per  cent,  reduction.  Unless  this  sale  is  particu- 
larly well  eondueted,  it  is  certain  not  to  accomplish  the 
desired  result  of  clearing  up  odds  and  ends.  The  clerks 
must  be  instructed  to  push  certain  lines,  and  not  show 
others.  This  breeds  trouble.  Flat  reductions  of  this  na- 
ture usually  indicate  that  entire  stock  is  too  heavy  and 
ihat    the   turn-over  is  imt   as  active  as  it  sJniuld  be. 

If  the  clearance  sale  is  absolutely  essential,  the  mosl 
feasible  plan  is  to  use  bargain  tables,  placing  odd  sizes 
and  broken  lines  at- various  prices  upon  them.  Ladies' 
shoes  from  $2  to  .$4  are  Siimetimes  cleared  at  -tLtiO.  Men's 
<hoes  friini  .tii.-'rO  to  •+•")  ai'c  sohl  at  •+2.4S.  This  ])lan  may 
he  \ai-ieil  accoi'dini;'  to  the  men-hanl's  lu cils.  The  idea 
is  to  clean  up  all  odd  lines  that  will  not  be  renewed,  and 
to  get  rid  of  lines  that  Fashion  is  forsaking.  The  g-reat 
ti-ouble  with  a  sale  of  t^his  jifture  is  the  fear  (if  |iei-- 
manently  di.splea.sing  a  customer.  Kven  if  a  pair  of 
shoes  is  secured  at  a  bargain;  if  they  don't  fit  well,  the 
store  is  sure  to  suffer.  See  that  shoes  fit  ]>ro))erly.  Some 
stores  vary  this  particular  sale  by  introducing  job  lot 
shoes,  that  are  really  nor  worth  any  more  than  the  price 
asked  for  them.  This  is  always  disastrous  in  its  re- 
sults. Keep  away  fnmi  junk  lots,  unless  ymt  desire  to 
se'l    nothing  else. 


THE    BEST    VALUE    IN     CANADIAN    SHOES 

are    those  made  by 

AMES-HOLDEN  Limited 

Canada's  Largest  Shoe  Manufacturers  TWO  FACTORIES 

HIGHEST    GRADE    OF    FINE    SHOES    AND    SOLID    LEATHER    STAPLES 

Complete  Stocks  for  Immediate   Shipments   at 

Montreal,  P.Q.  Toronto,  Ont.  St.  John,  N.B.  Winnipeg,  Man.  Calgary,  Alta. 

Edmonton,  Alta.  Vancouver,  B.C. 
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QUALITY  ^^^  QUALITY 

MOOSE  HEAD  BRAND 

THE      STANDARD      OF      EXCELLENCE      IN 


FURS 


represents  no  cheaply  made  furs  but 

FURS  OF  QUALITY 

To  the  merchant    priding  himself  upon   carrying 

HIGH  GRADE  FURS 

the  Moose  Head  Brand  is  especially  commendable.     You  need 

the  line  to  qualify  your  stock.     Your  customer  needs 

them    for    perfect    satisfaction. 

HIGH  GRADE    for    HIGH  TRADE 

Something"  to  sort  up  your  stock  for  Christmas  trade.      We  carry  a  full  line. 

L.  GNAEDINGER,  SON  &  CO.    ■    -     roVVTET^ 
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Manufacturers  Receiving  Late  Orders  for  Special  Goods 

Fine  Weather  Delayed  Retail  Season  —  Importance  of  Effective  Ad- 
vertising in  Pushing  Furs  for  Christmas  —  Black  a  Popular  Color 
—  Nev7  Effects  in  Scarfs  --  Cape  like  Stoles  —  Long  Astrachan  Coats, 


OWING  to  the  fact  that  cold  weather  was  so  late 
in  setting  in,  fur  selling  at   retail  was   late  in 
opening  up  actively.    However,  in  spite  of  this, 
the  early  sales  were  encouraging,  and  it  is  ex- 
pected that  the  total  business  will  Ic  very  satisfactory, 
though  later  than  usual.    In  some  parts  of  the  country, 
where  cold   weather   set   in   earlier   than   in   other  parts, 


advertising  furs  as  Christmas  gifts,  is  advisable.  In 
connection  with  retail  fur  advertising,  there  is  a  notice- 
able improvement  this  season.  Wise  retailers  arc  talking 
quality,  and  giving  fuller  descriptions  of  furs  advertised. 
Further,  there  is  a  tendency  to  use  sensible  introduc- 
tory matter  telling  about  the  vogue  of  furs  and  the'  suit- 
ability of  certain  furs  for  certain   purposes.    This  condi- 


An  attractive  fur  window  display  by  E.  A.  St;.  Marie,  Montreal. 


early  business  was  splendid.  Improved  financial  condi- 
tions favor  a  good  retail  season.  The  sorting  trade  is 
particularly  good.  Wholesalers  are  sending  out  their 
salesmen  with  furs  to  be  sold  from  the  trunks,  and  are 
finding  a  ready  demand.  Manufacturers  are  receiving 
late  orders  for  special  goods  which  require  to  be  manu- 
factured. 

•!• 

Furs  for  Christmas. 

As  Christmas  gifts  furs  occupy  a  place  all  their  own. 
A  good  proportion  of  retail  newspaper  advertising  space. 


tion  is  highly  commendable  and  worthy  of  more  fol- 
lowers. Retailers  cannot  do  better  than  be  guided  by 
large  department  store  newspaper  advertising  of  repu- 
table firms. 

Popular  Furs. 

Black  furs,  owing  to  the  popularity  of  black  in  mil- 
linery and  costumes,  are  very  popular  for  the  present 
season.  Black  lynx  and  fox  are  big  sellers.  Mink  is 
always  in  active  request,  and  its  numerous  imitators  arg 
calle'd  for.    Ermine  is  favored  to  ascertain  extent. 
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Muskrat  is  one  of  the  most  extensively  used  furs  for 
coats  and  linings.  At  the  present  time  it  is  high  in 
price  and  according  to  all  indications  will  go  still  higher. 
A  few  ladies'  auto  coats  of  raccoon  are  sold,  chiefly  in 
country  sections. 

+ 

The  New  Scarfs. 

A  recent  showing  of  stylish  furs  included  long  fur 
scarfs,  which  were  rather  out  of  the  ordinary.  These 
were  simply  a  long  straight  piece  of  fur,  about  nine 
inches  in  width,  lined  with  brocaded  satin.  Where  the 
scarf  fits  about  the  neck,  a  fold  was  made  in  the  fur  for 
a  short  distance,  making  the  scarf  narrower. 

The  new  stoles  are  wider  about  the  shoulders,  being 
almost  cape-like.  This  seems  to  be  an  indication  of  the 
return  of  the  fur  cape.  Many  of  the  new  stoles  are 
trimmed  with  silk  fringe  tassels  instead  of  tails. 

There  has  been  a  good  demand  for  the  small  Pirrot 
-ruffs,,  while  there  is  the  usual  call  for  the  throw-over 
stoles. 

Long  Jackets  Selling  Well. 

Long  fur  jackets  are  big  sellers,  and  are  rapidly 
taking  the  place  of  fur-linod  coats  for  city  trade.  Musk- 
rat  coats  are  big  sellers,  and  though  this  is  only  an 
ordinary  fur,  it  commands  a  high  price.  Manufacturers 
treat  this  fur  in  such  a  way  that  it  makes  very  hand- 
some coats.  Aside  from  muskrat,  the  imitations  of 
mink,  marmot,  pony,  electric  seal,  Baltic  seal,  etc.,  are 
also  used  for  the  long  coats. 

Considerable  interest  is  being  taken  in  the  question  of 
astrachan  jackets.  It  is  thought  that  owing  to  the  high 
price  of  other  furs  the  long  coat  of  astrachan  may  win 
a  place  for  itself,  as  it  is  sightly  and  not  too  expensive. 
In  former  years  the  astrachan  jacket  was  a  big  feature, 
particularly  for  country  trade,  but  owing  to  the  fact 
that  the  pelt  was  very  tenderi,  it  gradually  lost  its  pop- 
ularity. In  later  years  improved  methods  of  manufac- 
turing and  dyeing  have  enabled  manufacturers  to  turn 
out  astrachan  jackets  which  possess  good  wearing  tiuali- 
ties.  It  is  quite  likely  that  the  flatter  varieties  of 
astrachan  will  prove  more  popular  than  those  which  are 
much  curled.  Owing  to  the  weight  of  the  long  coats,  it 
is  necessary  to  use  the  better  qualities,  in  order  to  turn 
out  coats  which  are  durable. 


The  Barrel  Muff. 

The  fact  that  the  elalorately  trimmed  muf!  has  been 
brought  out  'in  the  very  cheap  furs,  has  led  the  fashion- 
able trade  to  look  for  something  different.  As  a  result 
manufacturers  are  showing  the  barrel  muff.  This  is 
somewhat  on  the  lines  of  the  old  fashioned  barrel  muff. 
The  new  muff,  however,  is  a  vast  improvement  upon  the 
old  style.  "The  old  muff  was  small,  and  rather  hard,  but 
the  new  muff  is  long,  roomy  and  soft.  It  is  perfectly 
roimd,  and  the  openings  are  finished  with  shirrings  and 
ruchings  of  silk  or  satin. 

This  does  not  mean  that  the  immense,  elaborately 
trimmed  muff  has  dropped  suddenly  from  fashionable 
fancy.  It  is  very  popular,  and  the  muffs  for  carriage 
wear  are,  if  anything,  larger  and  more  elaborate  than 
ever.  A  profusion  of  heads  and  tails  are  used  for 
trimming.  Some  of  the  new  muffs  are  finished  with 
;  fringe  tassels,  to  correspond  with  the  fur  neckwear 
trimm-ed-iip  this -manner,      ■ 


Fur  Association. 

The  necessity  for  a  Fur  Association  has  been  fre- 
quently commented  u])on  in  The  Review.  In  view  of  fur 
conditions  at  wholesale  and  retail  this  season,  there  i;s 
every  inducement  to  manufacturers  to  form  an  Associa- 
tion. There  is  a  growing  feeling  on  the  part  of  manu- 
facturers that  such  a  step  is  a  necessity.  An  association 
would  tend  to  do  away  with  consignment  evils,  exces- 
sive discounts  and  long  terms.  The  fact  that  it  has 
worked  out  successfully  in  the  case  of  dry  goods,  hard- 
ware, and  glove  lines  is  a  decided  help  in  forming  an 
association.  It  is  confidently  expected  that  the  associa- 
tion will  be  formed  and  in  working  order  by  the  time 
the  new  selling  season  begins. 


Fake  Bargain  Sales. 

One  of  the  vexed  and  serious  problems  in  the  fur 
trade,  the  evils  of  which  The  Review  has  consistently 
pointed  out,  both  from  the  manufacturer's  as  well  as  the 
retailer's  viewpoint,  is  the  consignment  of  furs.  The 
evil  varies  in  intensity  according  to  the  method  of  con- 
signment, and  united  action  on  the  part  of  manufac- 
turer!?, is  the  only  way  to  stop  it. 

Evidently  this  has  developed  to  a  more  marked  ex- 
tent in  the  T'nited  States,  and  the  Fur  Trade  Review, 
New  York,  sounds  the  following  note  of  warning.  Con- 
ditions in  Canada  are  foi'tunately  not  so  bad,  but  the 
lesson  is  worth  heeding. 

"Again  we  feel  that  it  is  incumbent  upon  us  to  pro- 
test vigorously  against  the  "sale"  of  manufactured  furs 
on  memorandum  to  concerns  whose  only  ambition  is  to 
get  rich  quick  and  get  out  of  the  trade,  leaving  a  trail 
of  disgusted  customers  whose  unpleasant  experiences 
create  in  their  minds  an  antipathy  to  every  one  con- 
nected with  the  fur  business. 

"It  seems  that  one  of  the  leading  dailies,  in  particu- 
hir,  is  the  medium  through  which  these  fur  fakirs  ap- 
))roach  the  public.  Their  methods  vary,  but  are  similar 
in  that  the  firms  advertise  themselves  to  be  what  they 
are  not  and  their  goods  to  be  what  they  are  not.  In 
every  instance  the  misrepresentations  in  their  adverti.S'c- 
ments  are  so  bald,  so  direct,  that  were  they  to  be  made 
orally  or  in  writing,  or  indeed  in  any  way  other  than  in 
an  advertisement,  they  would  1  e  actionable  in  any  case 
in   which  they  resulted  in  a  sale  of  goods. 

"Is  the  fur  trade  so  miserably  unconcerned  about  its 
position  among  the  honorable  trades  of  the  country  that 
it  cares  nothing  for  such  despicably  dishonest  practices  ? 
Are  the  manufacturers  so  blind  to  all  that  is  decent 
that,  for  the  sake  of  a  few  paltry  dollars,  they  will  sup- 
port, indeed  foster,  this  trade  evil  that  is  a  public 
curse  and  a  menace  to  every  reputable  retail  concern  in 
the  trade  ? 

"  'The  oldest  and  largest  fur  corporation  in  the 
world.'  'You  may  have  i-ead  of  this  institution  in  his- 
tory.' 'If  a  furrier  wants  Hudson  Bay  seal— which  are 
caught  by  our  own  trajiper.s — he  has  to  buy  the  skins 
from  us.'  'From  tTai)i)er  to  wearer  and  save  50'  per 
cent.'  'Fifty-four-inch  'Russian  Broadtail  Pony,'  $45.' 
"It  may  be  all  very  well  to  say  'there  should  be  a 
law  against  fraudulent  advertising'  ;  but  we  venture  to 
repeat  what  has  often  been  said,  namely,  that  legisla- 
tion cannot  create  honesty.  The  cure  for  this  evil  lies 
with  the  manufacturers.  We  have  seen  a  manufacturer 
treating  one  of  these  crooked  retailers  as  if  he  were  the 
Mayor  of  New  York  and  the  manufacturer  an  office- 
hunter.  The  sight  was  unpleasant.  It  gave  one  a  feeling 
■of  utter -disgust   to   see   a    wholesale   manufacturer  truck- 
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The  Compass  of  the  Fur  World 

as  seen 
by  all  the  prominent  merchants  of  to-day 

points  to 

Beaver  Brand  Guaranteed  Furs 


W- 


ORKMANSHIP  V^^m^"^/  XCLUSIVENESS 


UPERIORITY 
"THE    BRAND    WITH    THE     MEANING" 

We  have  an  exceptionally  well-assorted  stock  of 
Ladies'  Fancy  Furs  and  Long  Coats,  as  well  as  a  heavy 
line  of  Men's  Staples  for  Christmas  Trade. 

WIRE    OR    PHONE  US  YOUR    RUSH    ORDERS 

"We  Ship  the  Day  we  Receive" 

The  Redmond  Company,  Limited 

'laiinMsT      187-191  Inspector  St.,  MONTREAL 

Do     you     receive     our     weekly     circulars? 

Please  mention  The  Review  to  Adverti-iers  and  Their    Travelers. 
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ling  to  the  miserable  oflscouring  of  humanity,  just  be- 
cause, forsooth,  he  was  a  successful  crook.  That  same 
manufacturer  has  customers  who  would  scorn  the  very 
touch  of  such  a  creature. 

"The  major  part  of  the  fur  manufacturers  in  this  city 
are  honorable  and  respectable.  If  it  were  not  so  the 
trade  here  would  go  to  the  dogs.  It  is  time  this  beu.er 
element  that  is  represented  in  just  as  large  a  propoition 
among  the  small  manufacturers  as  among  the  large, 
among  the  poor  as  among  the  rich,  should  show  its 
power  for  good  and  make  some  effort  to  stamp  out  the 
opening  crooked  practices  that  are  entirely  due  to  the 
abuse  of  the  memo,  system.  The  trade  will  benefit  im- 
measurably by  such  a  crusade  against  commercial  vice. 

4- 

Elegant  Fur  Creations. 

Staff  Correspondence., 

New  York,  Nov.  26. — ^Furs  are  more  elaborate  than 
for  many  seasons.  The  finest  skins  are  mixed  with 
chiffons  and  satins  or  with  other  peltS),  until  it  is  a 
wonder  that  their  own  richness  is  not  lost  in  the  hodge- 
podge of  fabrics. 

Beauty  of  line,  suppleness  of  material  and  variety  of 
cut  are  the  prevailing  notes  of  the  latest  fur  models,  and 
although  it  cannot  be  said  that  any  particular  fur  is 
dominant,  sealskins,  ermine,  bison  and  the  brown, 
short-haired  furs  are  all  being  utilized. 

The  new  poulain,  or  Russian  foal,  is  one  of  the 
real  novelties.  Their  skin  is  now  being  made  so  supple 
as  to  be  treated  and  handled  exactly  as  fine  cloth  would 
be.  The  combination  of  different  kinds  of  fur  in  the 
same  wrap  is  noticed  in  many  of  the  shops.  Sealskin 
coats  with  skunk  collars  and  cuffs  ;  seal  with  chinchilla, 
etc.,  are  among  the  popular  combinations. 

Everything  in  furs  is  soft  and  light  of  weight.  Muffs 


continue  large,  but  not  unreasonably  so.  The  sumptuous 
effects  gained  by  placing  rich  fur  as  trimming  on  the 
latest  creations  of  the  American  dressmakers'  is  un- 
deniable. Bands  of  fox,  lynx  or  skunk  on  otherwise 
severe  costumes  give  just  the  necessary  softening  effect. 

Some  of  the  furriers  have  lately  discovered  a  method 
whereby  they  have  been  able  to  render  skunk  practically 
odorless.  The  fact  that  skunk  is  exceptionally  durable 
is  a  point  in  its  favor,  while  the  great  depth  of  the  fur 
adds  both  to  its  warmth  and  to  its  becoming  effects. 
Scarfs  in  this  fur  are  long  and  very  widei,  and  made  in 
the  fashionable  styles  as  the  Empire  scarfs,  with  pleated 
chiffon  or  gauze  stripes. 

The  popularity  of  Australian  Opossum  was  never  so 
great  as  it  is  this  season.  This  fur  is  not  an  uncommon 
skin,  but  little  thought  of  until  this  year.  Handsome 
sets  are  being  worn  of  'it,  as  well  as  costumes  and  wraps 
being  extensively  trimmed  with  it.  It  is  a  fur  that 
closely   resembles   chinchilla,    only    it   is   not   as  pretty. 


WANTED 

by  two  Western  Travellers  for 
January,  1910,  first-class  lines 
of  Gloves  and  Mitts,  Furs, 
Hats  and  Caps,  for  Manitoba, 
Saskatchewan  and  Alberta  on 
commission  basis.  Know  lines 
thoroughly  and  have  good 
trade  connections. 

Box  75,   Dry  Goods   Review,  Winnipeg 


Furs  for  the 
Holidays 

C  Every  day  counts  from  now  until 
Christmas.  You  needn't  lose  Fur 
sales,  considering  the  modern  means 
of  communication  and  the  advantages 
of  our  stock  at  the  other  end.  Use  our 
catalogue  and  price  lists. 


C  Our  stock  of  Ladies'  Fur-lined  Coats 
is  particularly  representative. 

C  Wishing  you  a  record  holiday  trade. 


Musk  Ox  Brand 

Everything    in   Hi^ 
Grade  Ladies'  and 
Men's  Furs, 


TRADE        MARK 


tlEfilJTCRED 


Boulter,  Waugh  &  Co., 


Fur  Manufacturers 

and  Hat  Importers 


Established  41    Years 

491-493-495  St.  Paul  St., 
57  St.  Peter  St., 


Limited 

Montreal 
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To  the 
Dry  Goods  Trades! 

"THE  next  WEARING  APPAREL  SHOW  at 

^  Madison  Square  Garden,  New  York,  January  1 9  to 
26,  will  be  the  biggest  and  most  brilliant  Commercial  Exposi- 
tion ever  held  in  the  world.  It  will  far  outstrip  the  Show  of 
last  August  in  beauty  and  sales -multiplying  opportunity  for 
exhibitors  and  buyers  alike.  ^  It  rests  with  Manufacturers,  Job- 
bers, Importers  and  Selling  Agents  of  Dry  Goods  to  display 
and  demonstrate  their  productions — to  draw  the  buyer  compel- 
lingly — to  have  exhibits  truly  representative  of  the  Dry  Goods 
Trades  and  their  amazing  advances.     Reserve  your  space  ! 


For  Jidoer Using  Space 
in  the  de  luxe  Cata- 
logue and  Official 
Directory  of  the 
SHOW  apply  to 
Sherman  &  Bryan. 
Inc.,  79  Fifth  Avenue. 
New  York.  Phone 
4444  Stuyvesant. 


To  Buyers — Arrange  now  to  be  at  the  SHOW  and  be  sure 
to  be  there.  It  will  teem  with  Spring  style-hints  and  Spring  selling- 
suggestions,  that  you  can  turn  into  money.  "  The  House  of  a 
Thousand  Lmes"  will  be  a  veritable  fashion-course  and  idea-mine 
to  the  quick-witted  buyer. 

INTERNATIONAL  SHOW  CO. 

FLATIRON  BUILDING 
NEW  YORK 


For  Floor  Space  in  the 
SHOW  and  complete 
informalion,  including 
diagrams,  apply  to 
Harry  A,  Cochrane. 
President  and  Mana- 
ger, Room  1303,  Flat- 
iron  Building,  New 
York.  Phone  3984 
Gramercy, 
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To  Improve  Your 
January  Business 

Run  a  Special  Sniali\vares  Sale 


111 


In  January  of  this  year  we  drew  the  attention  of  many 
of  our  friends  to  the  importance  of  holding  a 

Special  Sale  of  SmallAvares 

along  the  lines  of  other  special  sales  which  are  put  on 
by  most  retailers  in  the  early  part  of  each  year. 

We  are  glad  to  say  that  our  suggestion  drew  a 
ready  response  from  our  customers  all  over  Canada,  and 

The  Special  Sale  Proved  a  Success 

with  all  those  who  tried  it. 

We  have  prepared  full  particulars  regarding  this 
sale.  Complete  list  of  the  merchandise,  fully  described, 
giving  cost  and  your  selling  price. 

We  also  furnish  you  suggested  advertisements  for 
use  in  your  newspapers.  These  "ads."  have  proven 
to  be  "pullers." 

Don't  delay.      Send  for  full  information. 

■  ■■ 


Greenshields  Limited 

Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Fancy    Goods,   Notions   and   Trimmings 

Department  Should  be  Made  an  Attractive  Centre  for  Christmas 
Season— Appropriate  Cards  a  Good  Line  -  Featuring  Other  Lines 
of    Smallwares  —  Valentines  —  Demand    for     Larger    Shopping    Bags. 


THIS  is  the  season  when  trade  in  the  bag- 
department  should  be  very  active.  There  is  a 
pronounced  demand  for  large  bags  with  deep 
frames  which  afford  a  wide  opening. 
Small  bags  are  not  in  demand,  except  in  metal. 
The  large  bags  are  fitted  up  with  mirror,  change  purse, 
card  case,  etc.  Fine  walrus,  natural  seal  grain  and 
velvet  calf  are  leaders  in  leathers.  Many  of  the  bags 
show  decided  severity  of  shape,  and  are  neat  and  plain 
rather  than  ornate.  Velvet  calf  in  many  cases  is  orna- 
mented with  soutache  embroidery   or  embossing. 

The  envelope-shai^o:!  strap  purse  is  the  favorite  style, 
as  it  seems  to  present  more  desirable  features  than  any 
other  kind. 

+ 

Hair  Ornaments. 

The  introduction  of  the  turban  style  of  hairdressing 
will  have  some  effect  on  the  sale  of  hair  ornaments,  if 
it  is  taken  up  universally,  as  this  style  does 
not  admit  of  much  in  the  way  of  orna- 
ments. A  barette  and  a  bandeau  are  all  that  can  be 
worn,  v»"ith  the  exception  of  the  large  pins  which  are 
necessary  to  hold  the  braid  or  coil  in  place.  Of  course 
the  turban  style  is  very  severe  and  cannot  be  worn  by 
everyone,  but  it  may  have  the  effect  of  bringing  other 
simple  styles  of  hair  dressing  into  favor.  The  turban 
style  will  help  in  the  sale  of  switches,  etc.  A  switch  is 
an  absolute  necessity  for  the  majority.  The  strenuous 
treatment  which  the  hair  has  had  to  undergo,  in  order 
to  keep  up  with  the  styles  has  served  to  reduce  the 
average  woman's  hair  to  such  a  state  that  it  would  be 
impossible  to  produce  the  turban  effect  without  the  aid 
of  additional  hair. 

Pads  are  provided  for  the  turban  style,  and  wavy 
hair  attached  to  a  comb  is  used  to  cover  the  wearers 
own  hair  at  the  back  or  a  pad,  around  which  the  switch 
is  pinned. 

Curls  and  puffs  are  still  selling  in  large  quantities. 
Hair  is  steadily  going  up  in  price  owing  to  the  immense 
demand  for  it. 

Bandeaux,  to  be  worn  at  the  front  of  the  coiffure, 
are  growing  in  .popularity.  Some  of  the  newest  are  of 
two  or  three  strands  of  pearls,  sometimes  mixed  with 
i-olored  stones. 

There  is  a  slight  falling  off  in  ribbon  ornaments,  but 
ribbon  flowers  in  white,  sky  and  pink  are  still  selling 
actively.    There  is  a  big  demand  for  barettes. 

+ 

Hat  Pins. 

There  seems  to  be  no  limit  to  the  size  of  the  pre- 
sent day  hat  pins.  These  are  so  large  and  striking 
they  really  serve  as  part  of  the  trimming  of  the  hat. 
The  use  of  cabochons  in  millinery  has  made  the  hat  pin 
with  the  large  flat  top  very  popular.  Different  shapes 
are  favored.  Large  flat,  square  or  round  tops  of  shell 
or  amber,  in  some  cases  set  with  brilliants,  are  fashion- 
able, while  jet  is  still  very  strong.  Art  tops  of  metal 
with  different  imitation  stones  are  also  favored.  Entire 
tops   of  brilliants   are. in   good   demand.    Hati    pins     are 


good   sellers   for   Christmas  gifts,    and   should   be   pushed 
with  that  idea  in  view. 

•*• 

Valentines. 

An  enormous  business  is  done  in  valentines  each 
year,  and  every  year  there  seems  to  be  an  improvement 
in  the  class  of  goods  sold.    A   few  years  agoi,   valentines 


Mary  Garden  Barette  —  Shown  by  J.   Palmer  &  Son.   Ltd.,  Monlreal. 

were  not  in  such  high  favor  as  they  are  at  the  present 
time.  They  seem  to  run  so  much  to  the  coarse,  comic 
variety,  usually  the  reverse  of  complimentary  to  the 
recipient,  that  refined  people  did  not  like  to  be  consid- 
ered guilty  of  sending  a  valentine.  Howeveri,  this  con- 
dition  has   changed,    and    the    valentine   is   gradually    at- 
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J    IDDELL'S 
J_^  I  N  E  N  S 

procure  patronage ! 

As  an    attraction    to    the    best    class   of 
buyers — those  with  dollars  to  spend  on 
"  quality  goods  " — no  articles  you  handle 
are  so  effective  as  GOOD  LINENS  ! 

Wm.     Liddell     &     Co.     have     been 
awarded  7  Gold  Medals  at  International 
Exhibitions  for  their  linens  !      Stock 

LIDDELL'S    LINENS 

They  pull  trade. 

Let  me  hear  from  you — I  can  point 
the    way   to    big    profit    in    your     Linen 
Department  if  you  will  handle  Liddell's. 

R.  n.  C05BIE 

30  Wellington  St.  West         -        Toronto 

Every    Dry    Goods    Store 

should   hav3    a 

Defiance 
Button  Machine 

arge  Profits  Covering  Buttons 

with  your  customers'  own  material. 

PRICE,  including  any  three   of  the   following  sizes,   16.  20,  24,  30, 
36  or  18. 

$7.50 

SEND   FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 

53  EAST  8th  St.,  NEW  YORK 


(jyJANTED 


Best 
.      of 
References 
Furnished 


Manufacturers'  lines  for  the  Wholesale 
Dry  Goods  or  Millinery  Trade  in 
Maritime  Provinces  ON  COMMIS- 
SION. SPECIALTIES  PREFERRED. 
Ten  years'  connection  with  this  trade. 

Address,   E.   B.   NIXON, 

Manufacturers'  Agent 
P.O.  Box  258,  St.  John,  N.B. 

Bankers,  Union  Bank  of  Halifax 
St.  John,  N  B. 


Lained  a  place  in  popular  favor,  on  a  level  with  the 
Christmas  card. 

Much  less  of'  the  comic  is  seen,  and  when  it  is  cabled 
for,  it  is  usually  the  refined  comic,  generally  coupled 
with  an  element  of  sentiment  that  is  wanted. 

The  great  demand,  however,  is  for  the  purely  senti- 
mental. In  comics,  the  figures  with  movable  eyes  or 
limbs  are  good  sellers.  Folding  cards  which  when  opened 
disclose  a  pretty  design  and  verse  are  popular  sellers. 
The  trade  in  valentine  postals  is  enormous  and  grows 
each  year.  The  sending  of  appropriate  postals  on  special 
occasions  has  become  a  habit,  and  at  Chr'istmas,  New 
Year's,  Thanksgiving  and  other  holidays,  the  mails  are 
flooded  with  these  special  cards.  St.  Valentine's  day  is 
not  behind  the  rest  in  that  respect. 

The  popular  prices  range  from  one  cent  up  to  /5 
cents.  Above  that  amount  a  few  are  sold,  but  the  ex- 
pensive ones  do -not  figure  largely. 

It  might  surprise  the  general  public  to  know  that  the 
expensive  valentines  are  not  bought  by  the  upper  classes 
who  buy  other  expensive  things.  A  lumberman,  per- 
haps, who  wishes  to  give  his  sweetheart  in  the  country 
something  which  is  particularly  striking,  will  pay  an 
unreasonable  price  for  a  gaudy  creation  of  lace,  satin 
and  celluloid.  He  does  this  because  he  does  not  have 
the  same  opportunity  for  spending  money  for  her  enter- 
tainment that  the  man  in  the  city  would  have.  The 
upper  classes  would  pay  five,  ten,  or  twenty-five  cents 
for  a  neat  little  valentine,  as  the  idea  would  l«s  simply 
to  convey  a  wish  to  the  recipient. 

The  valentine  display  should  be  either  in  connection 
with  the  stationery  department  or  in  some  conspicuous 
part  of  the  store.  A  good  of  displaying  them  is  by 
means  of  a  booth,  tastefully  decorated  in  crepe  paper, 
or  other  material.  Valentines  may  be  suspended  from 
clips  or  to  wires  or  strong  cord  running  around  the 
booth  in  clothesline  style.  This  method  serves  two  pur- 
poses, display  and  decoration.  It  is  not  a  good  plan 
to  pile  them  on  counters  in  large  quantities,  as  so  much 
handling  detracts  from  their  selling  qualities.  Better 
smaller  displays,  and  frequent  replenishing  from  stock, 
in  order  that  goods  may  present  a  fresh  appearance. 


Began  Business  in  a  Tent. 

Isaac  Taj'lor,  of  Taylor  &  Drury,  general  merchants, 
White  Horse,  Yukon  terrirory,  visited  Montreal  recently 
on  business,  preparatory  to  spending  a  winter's  holiday 
at  his  old  home  in  Yorkshire,  England.  Mr.  Taylor  has 
been  in  business  in  White  Horse  for  over  ten  years,  and 
from  a  beginning  in  a  small  tent  has  built  up  a  trade 
that  utilizes  a  large  store  in  White  Horse,  and  several 
branches  in  the  surrounding  territory.  He  states  that 
the  mail  order  question,  particularly  in  dry  goods,  is  a 
serious  problem  for  them.  They  endeavor  to  counteract 
this  influence  by  keeping  good  stocks,  and  using  aggres- 
sive raetho'ds  of  display  and  advertising. 

The  cash  basis  is  not  absolutely  adhered  toi,  as 
thirty  day  credit  is  often  given.  Clerks  receive  salaries 
of  from  flSO  to  $175  a  month,  but  I'iving  is  very  expen- 
sive, and  amusements  limited. 

Their  store  is  departmentized  and  purchases  and 
sales  of  different  lines  kept  separately.  White  Horse  has 
ohly  a  population  of  about  250,  but  the  transient  trade 
and  outfitting  of  camps  make  possible  a  large  turnover. 


Victoria  Button  Co.,  Montreal,  has  been  incorpor- 
ated with  $20,000  capital  to  manufacture  buttons,  the 
incorporators  being  T.  C.  Haynes,  J.  B.  Gayer,  J.  P. 
Gayer,   Jos.  Haynes  and  W.  Haynes. 


DRY    GOODS     REVIEW 


49 


a 


You  Can't  Improve  on  the  Buster  Brown  Stocking" 


The  largest  item  in  the  outlay  for  hosiery 
in  every  family  is  for  the  boy.  Read  be- 
tween the  lines  and  be  prepared.  If  you 
have  not  already  handled  this  popular  brand 
of    boys'    hosiery    we  solicit  a    trial    order. 


Look  for  this  Registered  Trade  Mark  which  appears 
on  every  pair  of  genuine  Buster  Brown  Stockings. 


LD~^e 


&  STOCK^r/G  ovum 
ro  6E  AND  eVERY 
MOTHER   KNOWS 


P  /~0»  rj  «,«.  /9-^ 


Trade /^Af^K 

TiEQt^TERED 


Sold  by  all  IVholesale  Houses 


jCimiied 


Hamilton 


Ontario 


E.    H.   WAI.SPI  &  CO.,       Sole  Selling  Agents,       Toronto  and  Montreal 
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Tuck's  Valentines  for  1910 


The  Most  Complete  and  Compre- 
hensive Line  in  the  Market 

Original  in  Conception  Perfect  in  Execution 

Quaint  Effects  Unique  Designs 

Dainty  Love  Missives  Humorous  Conceits 


m  m 


Heart  Shapes 

In  All  Sizes 

Comical 

Climbers 

Seven  Designs 
New  and  Startling 


Valentine 

Post  Cards 

in  bewildering  variety  from 
original  designs  of  well-known 
artists. 


m  M 


High-Class 
Comics 

Dainty 

Novelties 

Unique 
Mechanicals 


m  m 


Write  for  our  Hand- 
somely Illustrated 
Booklet. 


The  best  interests  of  the  trade  will  be  served  by  withhold- 
ing their  Valentine  orders  until  they  have  had  the 
opportunity  of  inspecting"  the  line  offered  by 

Raphael  Tuck  &  Sons  Company 


9-17  ST.  ANTOINE  ST.,  MONTREAL 


LIMITED 


TRADE  MARK 


London 


Paris 


Berlin 


New  York 
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Peerless  Hair  Rolls 


REGISTERED 


Every  roll  guaranteed   made  from   pure  material 

CLEAN,    LIGHT     and    COMFORTABLE 

Made    in    all  sizes   12,   14,   16,   18,  20,  22,    24   in. 
Come  sorted  shades  to  dozen. 

Attractive  packing  display  show  card  in  each   box. 
Order  from  your  Wholesale  House. 

If  your  wholesale  house  does  not  carry  Peerless  Rolls 
we    will    furnish    you    with    list    of   houses    that     do. 


Geo.  H.  Evans  &Son 


MANUFACTURERS 

117-118  Board  of 

Trade  Building 


Montreal,  Can, 


imileof  our  Envelope. 
Post  Free  on  Application, 


^ro|    M.  CRISCUOLO  &  CO. 

\M^  MANUFACTURERS    OF 

"THE  PERFECTION" 
Human  Hair  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

19  Cross  St.,  Hatton  Garden,  E.G.,  London,  England 


Fancy  Leather 
Goods 


We  make  an  extensive  line  suit- 
able for  dealers  in  Fancy  Goods, 
Stationery,    Haberdashery,    etc. 


Send  for  Illustrated  Catalogue 

C.  F.  Rumpp  &  Sons 


Established 
rS<o 


PHILADELPHIA,  PA.,  U.S.A. 


New  York  Salesrooms 


683-685  Broadway 


Aut  I  Luncheon  Outfit 
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THE 


l\as  the  largest   sale  of   any  imported   cotton   fabric    on   the 
Continent  of  North  America;  it  is  in  demand  all  the  year  round. 

TO  BE  SURE  OF  YOUR  SUPPLY  YOU  SHOULD 


THE  WORLD'S  BEST 

FOR 
VALUE  AT  THE  PRICE 


Place    Your   Advance    and 
Import  Orders  When 


THE  WORLD'S  BEST 

FOR 
STYLE  AND  WEAR 


the  leading    Canadian    Wholesale    Dry    Goods    houses    show 
you  the  goods — the  finest  range  ever  offered. 


For  your  "Ready  to  Wear"  departments,  buy  only  garments 
made  of 

Wm,  Anderson  Zephyr 

if  you  would  establish  these  departments  on  a  solid  basis." 


Wm.  Anderson  &  Co.,  Ltd. 

PACIFIC  MILLS 

GLASGOW,     -    SCOTLAND 
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en^iiZe 


>Crepe- 


&rpS 


r^epe/- 


T^HE  New  Patterns  for  this  season  of  this  superb 
^       crinkly    Cotton     Fabric    are    commanding    the 
attention  of  the  best  retailers  everywhere. 

Ask  your  jobber  to  show  you  the  full  line. 

If  you  do  not  find  satisfactory  assortment  of  patterns 
or  shades,  write  us. 

pACmCMES,  70K%aBOSTON 


SUESINE   SILK 

READY  TO   SERVE   YOU 
GREENSHIELDS   LIMITED 

VICTORIA  SQUARE         MONTREAL 
SUESINE    DISTRIBUTORS   FOR   THE    DOMINION    OF   CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk — the 
widest  advertised,  best  known  and  most  popular  silk  of 
its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It    MAKES     good    because  it  IS  good. 

GREENSHIELDS  LTD.,  VICTORIA  SQ.,  MONTREAL 

Please  mention  The  Revietv  to  Advertisers  and  Their    Travelers. 


Diagonals    in    Strong    Position    for    Spring    Selling 

Merchants  Buying  Plain  Cloths— Black  and  White  Checks  and  Crepe 
Weaves— Big  Color  Season  Expected  —  Shantungs  and  Pongees  Lead- 
ing in  Silks— Fancy  Ginghams  Well  Taken. 


NOVELTY  COLORS,  1910 

Amethyst  Shades 
Rose  Shades 
Lavender  Grey 

Mustard             Pruelle 
Gold                   Gobelin 
Copper               Bright  Blue 

GREYS 

Cherry 
Bright  Red 

Silver 

Steel 
GREENS 

Lead 

Reseda 

Lichen                      Olive 
BLUES 

Artichoke 

Grey  Blues 

Purple  Blues 

Navy 

ONLY  a  fair  amount  of  orders  have  been  placed 
so  far  for  Spring,  1910.  Many  buyers  are  wait- 
ing to  see  what  the  European  markets  have  to 
show,  before  placing  the  bullv  of  their  orders. 
So  far  buyers  have  inclined  to  plain  cloths  with  diagonals 
ill  the  lead.  Those  firms  that  have  bought  diagonals  as 
a  late  Fall  fabric  have  done  exceedingly  well  with  them, 
and  this  has  given  them  confidence  in  this  class  of  fabric 
for  Spring  selling. 

Though  the  i-ougher  finishes  have  sold,  it  is  the  soft, 
smooth-finished  goods  that  have  been  most  freely  taken. 
The  vogue  of  diagonals  is  bringing  twills  in  favor,  and 
some  buyers  expect  to  do  a  nice  business  with  soft  serges, 
henriettas,  etc.  Though  broadcloths  are  not  usually  re- 
garded as  a  Spring  fabric,  most  buyers  have  placed  orders 
for  a  selection  of  colors  in  this  cloth — of  course,  in  light 
weig'hts.  Wool  batistes  and  wool  taffetas  are  also  sell- 
ing. 

In  high-class  fabrics,  the  tendency  towards  fancies  is 
manifested  by  a  feeling  for  melanges  and  mixtures,  and 
most  buyers  look  for  a  further  development  along  this 
line  in  the  coming  season,  also  towards  an  increasing 
vogue  for  the  rougher  finishes. 

The  French  manufacturers  have  made  an  extensive 
showing  of  crepe  weaves,  and  these  have  been  given  a 
fair  representation  by  the  majority  of  buyers. 

In  the  cheaper  cloths,  stripes  have  figured  to  a  fair 
extent. 

More  fancies  are  being  taken  in  black  than  in  colors. 
Black  crepes  are  well  thought  of,  and  these  are  shown 
with  silk  stripes.  The  novelty  in  blacks  are  the  jacquard 
weaves,  and  cloths  of  this  kind  will  constitute  the  novelty 
end  in  the  black  dress  goods  department.  Black  voiles 
are  staple,  but  the  predicted  movement  in  favor  of  voiles 
generally  has  yet  to  come  on  this  market. 


Silks. 

So  far  as  the  Canadian  market  is  concerned  shantungs 
and  pongees  in  semi-rough  weaves  will  lead.  This  class  of 
siUvs  has  been  selling  well,  in  spite  of  the  fact  that  there 
is  no  novelty  attached  to  shantungs  and  pongees,  they  will 
bo  the  leading  sellers  in  the  silk  section  in  the  coming 
Summer.  This  class  of  silk  has  proved  its  usefulness  for 
Summer  wear  and  has  become  a  standard  fabric  with  the 
trade. 

Soft  satins  are  still  used  for  foundation  purposes,  and 
for  the  many  uses  to  which  taffetas  used  to  be  put,  mes- 
.■ialine  is  now  the  favored  weave. 

Mention  should  be  made  of  the  silk  and  cotton  fabrics 
in  imitations,  both  of  the  raw  silk  and  of  the  cord 
Aveaves.  Many  of  these  silks  are  shown  for  the  Spring 
with  neat  jacquard  figures,  and  as  there  is  some  tendency 
in  this  direction,  they  should  achieve  some  success. 

Printed  silks,  headed  by  foulards,  have  been  very 
fiishionable  in  Paris,  during  the  past  Summer,  and  it  is 
expected  that  they  will  sell  in  America  in  the  coming- 
Spring  and  Summer.  Patterns  seen  so  far  indicate  favor 
for  neat  conventional  designs,  rather  than  floral  patterns. 


Cotton   Fabrics. 

With  the  opening  of  the  Spring  season  so  near,  and 
the  upward  tendency  manifested,  there  is  an  active  de- 
mand for  cotton  fabrics.  Buyers  are  hastening  to  round 
off  their  stocks  of  cotton  fabrics  in  view  of  the  present 
curtailment  movement,  which  is  now  so  wide-spread.  This 
curtailment  is  due  to  the  feeling  that  though  there  is  some 
grounds  for  the  advance  of  raw  cotton,  the  present  values 
are  altogether  too  high.  The  feeling  is  that  they  are  due 
to  manipulation,  and  speculation,  rather  than  to  the  pros- 
pect of  an  absolute  shortage.  Therefore,  the  buyer  who 
is  in  close  touch  with  the  situation,  while  making  every 
provision  for  his  wants  during  the  coming  season,  is  not 
buying  one  yard  more  than  he  will  absolutely  need. 

Cotton  suitings,  with  the  mercerized  linen  finish,  is  a 
line  all  buyers  have  taken.  These  are  selling  in  the  same 
novelty  shades  as  are  being  taken  in  linen  dress  fabrics. 

Buyers  in  the  larger  centres  are  interested  in  the 
position  of  cotton  crepes.  Both  plain  and  fancy  cloths 
are  shown.  Cord  stripes  on  a  crepe  ground  are  a  new 
feature  in  this  fabric. 


Mannish  Effects,  Mixed  Yarns  and  Broadcloths  Favored 

Tendency  in  New  York  Dress  Goods  Market  for  Spring  Favors  Fine 
Serges,  Plain  and  Fancy  Panamas,  Mohairs,  Batistes  and  Kindred 
Lightweight    Weaves  —  No    Likelihood    of   Extremely  Fancy  Season. 

Staff    Correspondence. 


Office  Dry  Goods  Review, 
160  Broadwaj',  New  York,  Nov.  26. 

DESPITE  the  continued  high  price  of  worsted 
yarns  and  the  growing  interest  in  woolens,  all 
worsted  cloths  have  thus  far  received  the  most 
attention,  with  French  serge  leading. 

The  price,  however,  places  the  soft-finished,  all- 
worsted  cloths  beyond  the  reach  of  manufacturers  of 
cheap  and  medium-priced  garments.  The  latter  have 
consequently  exploited  the  manipulated  and  hard-finished 
storm  .serges. 

While  plain  fabrics  have  been  selling  besti,  there  is  a 
decided  movement  toward  fancies.  Diagonals  play  an 
important  part  in  many  of  the  spring  collections  and 
are  shown  in  various  sizes  from  the  large  bold  patterns 
which  characterize  the  P"'all  offering  to  the  fine  narrow 
bwills.  Some  two-tone  effects  in  the  latter  weave  are 
very  striking.  Fabx'ics  on  which  are  being  placed  a 
proportional  amount  of  orders,  include  hop-sacking, 
worsted  canvas,  warp  cords,  hairlines,  i)in  checks, 
panama,   granite   and    basket    weaves. 

The  colors  are  soft  and  include  many  striking  new 
tones  in  the  novelty  series.  Those  most  in  evidence 
comprise  light  mustard,  artichoke,  steel  blue,  saddle 
brown,  reseda,  tomato  red,  ashes-of-roses  and  the  grey 
shades.  In  the  darker  tones,  navy,  dark  brown,  olive 
and  black   are  having  a   successful  run. 

Serges,  Cheviots,  Mohairs. 

Woolen  suitings  are  following  the  lead  of  worsteds 
as  regards  design  and  general  effect,  the  only  difference 
being  that  in  many  cases  threads  of  high  colors  are 
used  in  both  the  warp  and  filling  to  brighten  the  fabric. 

Plain  mohairs,  mohair  and  wool  and  silk  and  wool 
fabrics  are  all  shown  extensively.  They  are  selling 
for  the  present  as  well  as  promising  well  for  Spring. 

Fine  French  serges  are  perhaps  just  as  strong  as  they 
ever  were  in  the  favor  of  the  buyers,  but  cheviots  and 
rougher  serges,  together  with  diagonals  of  various 
widths,  are  very  much  stronger  now  than  they  were  early 
in  the  season,  and  it  looks  as  though  the  rougher  effects 
will  be  the  novelties  for  Spring. 

In  the  matter  of  materials,  there  are  curiously  con- 
flicting tendencies.  On  one  hand  an  increasing  richness 
and  body  of  texture,  on  the  other  hand  a  desire  for  the 
flimsiest  and  .sheerest  of  stuffs.  Velvets,  velours,  bro- 
cades, moires,  failles  are  well  to  the  fore  on  fash'ion's 
list,  and  while  all  these  fabrics  are  much  lighter  than 
the  old-time  favorites  they  have  more  body  than  any  of 
the  modish  stuffs  of  recent  years. 

The  Spring  Fabrics. 

For  Spring,  fine  serges  and  plain  and  fancy  panamas, 
mohairs,  batistes  and  kindred  light  weight  weaves  in 
piece-dyed  worsted  dress  goods  are  the  fabrics  chosen 
for  the  bulk  of  the  business.  Voiles  will  hold  their 
position  as  strong  staples.  Silk  and  wool  vo'iles  and 
marquisettes  are  good  right  now  and  also  promise  well 
for  Spring.  With  these  goods  there  will  doubtless  also 
be  a  revival  of  interest  in  wool  and  silk  and  wool 
crepe  weaves. 


There  are  any  number  of  mannish  mixtures  v'isible 
among  the  assortments  shown,  consisting  of  grey  mix- 
tures, novelty  pin  checks  and  subdued  mixed  and  hair- 
line stripes. 

Many  fabrics  are  introduced  of  a  semi-plain  variety 
made  of  mixed  yarns  and  appearing  in  the  form  of 
teiges,  batistes,  serges,  corded  effects,  etc.,  and  this 
feature  of  the  dress  goods  business  forms  the  most  not- 
able change. 

Broadcloths  have  been  received  with  great  favor  on 
account  of  the  extreme  beauty  of  the  fabrics  and  the 
richness  of  the  colors. 

Greys,  Blues,  Greens,  Violet. 

Blues  are  again  for  a  leading  position,  with  navy, 
peacock  and  gray-blue  strong.  Greens  are  in  evidence  in 
a  wide  variety  of  shades,  including  olive  and  reseda. 
Grays  are  especially  good  in  silver  and  steel.  Castor 
and  fawn  are  prominent  colors  and  rose  will  be  taken 
although  not  quite  as  strongly  as  during  this  season. 
Violet,  lavender,  mauve,  copper,  yellow  on  the  green 
order  are  all  represented  in  the  novelty  colors.  Black 
will  retain  its  strong  position.  There  is  a  new  red 
that  resembles  a  deep  tomato  red  that  is  claiming  some 
attention. 

Twill  homespuns,  tricots  and  tropical  cloths  have 
been  used  as  a  basis  on  which  have  been  built  many  at- 
tractive lines  of  patterns  shown  in  suitings,  diagonals, 
hairlines  and  narrow  stripe  and  check  effects  being  all 
represented. 

While  the  trend  of  fashion  is  toward  novelty  cloths, 
there  is  no  likelihood  of  an  extremely  fancy  Spring 
season.  Materials  which  coincide  with  the  vogue  for 
.sem'i-fancy  effects  are  neat  black  and  white  patterns 
and  subdued  stripes  and  diagonals  in  mixed  grey  and 
two-tone  colors. 

Silks  for  Next  Spring. 

Running  a  close  race  w'ith  messalines  are  silk  cash- 
meres, and  these  are  quite  .sure  of  a  good  season,  be- 
cause in  weave  and  weight  they  are  so  well  suited  to 
present  demands  in  dress.  Many  novel  weaves  are  being 
presented  in  these  goods,  perhaps  the  most  successful 
being  the  cashmere  grounds   with   jacquai\i   figures. 

Messalines  are  receiving  much  attention  'in  the  silk 
centres.  Bengalines,  ottomans,  and  failles  are  to  be 
used  extensively  for  outer  garments  and  for  trimmings 
and  millinery  purposes.  Also  for  costumes  and  separate 
waists.  Moire  silks  have  been  very  successful  in  all 
grades  and  with  all  classes  of  retailers  for  use  in  outer 
garments   and   millinery. 

The  call  for  pongees  and  shantungs  have  been  insis- 
tent and  these,  along  with  various  rough  weaves  of  a 
similar  order,  will  doubtless  be  good  all  through  the 
season. 

The  brocades  are  asserting  themselves  more  emphati- 
cally as  the  season  advances,  though  so  far  they  appear 
chiefly  in  very  exclusive  models.  The  rich  brocades  in 
white,  black  or,  color  with  gold,  or  silver  are  being  effec- 
tively used  and  are  by  no  means  so  barbaric  as  they 
sound. 
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The  three  favorites  lor  the  Si)ring  season  are  i)on- 
gees,  foulards  and  satin-faced  goods.  Silk  and  cotton 
weaves  come  next  for  their  share  of  favor.  There  is  a 
confidence  in  foulards  which  promises  much  for  their 
popularity.  Light  of  weight,  dean  in  appearance,  even 
washable,  they  appeal  to  tlie  careful  and  economical 
shopper. 

The  colors  favored  for  Spring  are  blues,  greys, 
roses,   mauves,   greens   and  blacks. 

Wash  Goods  for  the  New  Season. 

Staple  and  fancy  ginghams  are  in  heavy  demand. 
Poplins  in  numerous  silk  and  cotton  fabrics  and  poplins 
in  Jacquard  effects,  and  with  satin  .stripes  are  among 
the  best  sellers.  Many  rough  effects  on  the  shantung 
and  pongee  order  and  on  the  crepe  and  ci'epon  style  are 
proving  successful.  Fine  Swisses  are  also  popular  and 
lawns  and  organdies  are  selling  well. 

Plain  linens  of  coarse  or  ramie  weaves  are  good 
favorites.  In.  solid  colors  there  are  also  shown  wide 
wale  diagonals  and  hopsack  weaves,  which  are  excellent 
imitations  of  the  woolen  fabrics  of  that  class.  Piques 
have  come  along  more  slowly  than  was  expected. 

While  the  fabrics  for  plain  dresses  and  suits  gener- 
ally lor  1910  are  universally  of  the  heavier  weights,  such 
as  linen,  nearlinen,  rep,  poplin,  piquq,  etc.,  there  is  a 
noticeable  trend  toward  transparent  effects  and  a  mer- 
cerized finish  for  dressy  wear.  Printed  effects  are  not 
yet  strong  as  it  is  thought  they  will  he  when  styles  arc 
definitely  settled. 

^ 

Chatham  Store  Expanding. 

Chatham,  Nov.  29. — A  notable  move  in  the  direction 
of  expansion  is  being  made  by  Wm.  Foreman  &  Co.,  of 
this  city,  as  a  result  of  wliicli  the  firm  has  secured  the 
entire  first  floor  of  the  building  in  which  the  Foreman 
store  is  situated,  including  not  only  the  floor  immediately 
above  their  own  store,  but  also  that  above  the  adjoining- 
store.  Beginning  with  March  1,  1910,  this  portion  of  the 
store  premises  will  be  the  home  of  the  firm's  millinery 
department. 

The  business  has  been  handicapped  by  the  lack  of 
room.  Some  months  ago  the  ground  floor  was  enlarged. 
by  the  removal  of  an  old  stairway,  which  gave  the  store 
more  selling  space,  and  also  a  small  show  window  at  the 
entrance. 

Under  the  new  arrangement  the  millinery  department 
will  all  be  transferred  from  the  ground  floor  to  the  first 
floor,  thus  giving  much  more  space  for  display. 

The  entire  rear  of  the  store  now  used  for  a  millinery 
department  and  millinery  workroom  will  be  remodeled 
and  devoted  to  the  display  of  linens,  wash  goods  and  do- 
mestics. Tiie  space  from  the  front  of  the  stoi-e  to  the 
grille,  on  the  left  hand  side,  at  present  occupied  by  the 
dress  goods,  linens  and  wash  goods  departments,  will  be 
devoted  entirely  to  dress  goods. 

To  facilitate  rearrangement  of  the  stock,  a  forced  ex- 
pansion sale  is  being  conducted,  which  is  proving  very 
successful,  the  firm  making  liberal  use  of  printers'  ink. 
A  noteworthy  fact  is  that  this  is  the  third  "sale"  in  the 
twenty  years  and  more  that  this  firm  has  been  in  ex- 
istence. 


R.  A.  Briscoe,  Gait,  is  making  an  addition  90x60  feet 
to  his  store,  "The  Little  Giant."  The  alterations  will 
g'ive  him   more   than   twice   his  present   space. 


Let   our  representatives  show 
you  the  splendid  new  line   of 

Ladies'  Suitings 


These  goods  are  equal  in  quality  to  the 
finest  imported  lines.  Exceptionally 
choice  range  of  beautiful  colorings  and 
patterns. 

HARRIS    &    CO.,    LIMITED 

Rockxvood  ::         Ontario 


R  c  p  r  , 


n  t  n  t  i  7'  c  s 


MONTREAL:  Hector  Prevojt,  710  St.  Hubert  Si. 
HALIFAX  :  G.  A.  Woodill,  Roy  Building 

LONDON:    J.  A.  Irwin.  341     Princes*  Avenue 

WINNIPEG  :  McRae  &  Walker,  Ashdown  Blk. 
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i    RAQ6ED  OR  FRAVED  SAMPLES 

Do   not  attract  Customers,   and  will    not  occur 
when  edges  are  gimped  or  notched  with 

I  'EASICUT'  SAMPLE  CUTTER 

MADE  BY  J.  T.  HARDAKER.  ENGINEER, 
BRADFORD,  ENGLAND. 

Can  be  used  to  cut  Tweeds,  Dress  Goods,  Linens, 
Cottons,  Silks,  Ribbons,  and  all  fabrics,  whether 
mounted  on  cards,  in  books,  or  loose  swatches. 


This  is  our  smallest  style,  to  cut  up  to  10  in.  wide.    We  make 
J^  all  sizes,  from  8  to  32  in-,  and  carry  stock  at  Montreal. 

SOLE  CANADIAN  AGENTS 

I  Walter  Williams  &  Co. 

:         Montreal 
Toronto 


525  St.  Paul  Street 
33  Melinda  Street 
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A.A.  DUCK 

A  BIG  STAPLE  SELLER 

Keep     I  our  Stocks    \V^ell  Assorted 


A.A. 

DUCK 
INDIGO 


RANGE . 

PAT! 

YDS 


A.A.  DUCK  is  25  and  26  inches 
wide,  smooth  weave  and  excel- 
lent value. 

Coj.oivS  :  Navy,  cardinal,  red,  black, 
white,  cadet,  old  rose,  etc.,  etc. 

P\'iTr:RNS-'  Stripes,  spots  and  floral 
effects  in  the  newest  designs. 


AA.  DUCK  Gives  You  a  Good  Profit 

A.  A.  DUCK  is  Ideal  for  Outing 
Purposes,  Children's  Wear,  etc. 

Your  Wnolesaler  nas  the  Stock 


mra^ 


iramMfli 


,S)TO 


Ask.  for 

AA.  DUCK 


'fflrar 


WIMINION 


^TO 


There  s  more  "profit  in  C^anadi an I^rinted Goods 


Please  mention  The  Review  to  Advertisers  and  Their     Traveltrs 


Situation  in  Raw  Cotton  Market  Almost  Unparalleled 

Manufacturers  not  Covered  for  Spring  Orders  Have  to  Make  Pur- 
chases with  MiddHng  in  Vicinity  of  Fifteen  Cents— New  Price  Lists 
Issued  Frequently— Early  Orders  Were  Large— Will  Cotton  Soar  to 
Twenty  Cents  ?-  Stocks  of  Staple  Cottons  Light — Situation  in  England. 


PlitiSENT  cotton  prices  and  speculation  regarding 
the  future  of  the  cotton  market  is  the  absorb- 
ing topic  of  conversation  among  mill  men  and 
wholesalers.  Undoubtedly  retailers  have  been 
quick  to  appreciate  the  exceptional  conditions  prevailing, 
as  wholesalers  state  Spring  orders  are  large.  In  some 
cases  new  records  have  been  set  by  wholesalers.  In  this 
connection  The  Review  reiterates  its  advice  to  avoid 
undue  speculation,  but  by  all  means  to  anticipate  reas- 
onable Spring  requirements. 

With  bewildering  rapidity  cotton  mills  have  sent 
out  new  price  lists,  marking  up  iquotations.  The  situation 
is  unparalleled,  and  some  wholesalers  are  congratulat- 
ing themselves  upon  the  size  of  their  first  orders.  On 
the  other  hand  Canadian  cotton  mills  are  in  a  d'ifficult 
position  and  this  applies  to  mills  the  world  over.  While 
the  majority  of  mills  have  fair  stocks  of  raw  cotton,  it 
is  certain  that  they  had  not  enough  cotton  to  manufac- 
ture even  a  fair  proportion  of  Spring  orders.  It  is  at 
this  time  of  the  year  that  they  must  make  purchases 
and  with  middling  cotton  in  the  vicinity  of  15  cents, 
their  situation  is  precarious.  Even  their  marked  ad- 
vance price  lists  are  not  based  upon  cotton  at  this  price. 
Wholesalers  are  in  much  the  same  position.  In  some 
cases  they  must  have  accepted  more  orders  at  first  prices 
they  went  out  with  than  they  are  covered  for  with  the 
mills.  To  protect  themselves  the  majority  of  houses  are 
sending  out  constantly  new  lists  of  prices  to  their  sales- 
men. These  advances  are  not  quite  so  marked  as  the 
advances   from   the  mills. 

New  Price  Lists  Issued. 

As  far  as  Canadian  mills  are  concerned  they  have 
endeavored  to  avoid  changing  prices  as  much  as  possi- 
ble. As  pointed  out,  however,  the  situation  became  so 
serious  that  the  majority  of  mills  withdrew  prices  alto- 
gether. During  November  the  price  situation  became 
even  more  complex.  In  some  instances  new  price  lists 
were  sent  out,  while  other  mills  refused  to  commit 
themselves,  though  they  accepted  small  orders  on  a 
higher  basis. 

The  middle  of  the  month  the  Dominion  Textile  Co., 
Ltd.,  sent  out  another  list  for  whites  and  greys,  cov- 
ering all  kinds  of  cottons  of  that  description.  The  ad- 
vance on  the  coarse  cottons  was  about  10  per  cent., 
while  some  of  the  finer  whites  and  sheetings  were  ad- 
vanced only  about  5  per  cent.  Mills  making  a  similar 
class  of  goods  have  their  prices  practically  on  a  par 
with   this   new   list. 

The  Montreal  Cotton  Co.  also  sent  out  a  new  list, 
covering  practically  everything  of  their  make.  Advances 
except  on  the  fine  lines  are  about  the  same. 

The  Canadian  Colored  Cotton  Mills  Co.,  Ltd.,  man- 
ufacturers of  colored  woven  goods,  also  sent  out  a  new 
price  list  on  Nov.  18th.  This  list  showed  further  ad- 
vances from  5  to  10  p.c.  upon  the  list  recently  sent 
out.  In  common  with  other  cotton  mills  they  had  with- 
drawn prices  for  about  three  weeks,  but  had  accepted 
small  orders  upon  advances  approximately  the  same  as 
their  new  price  list. 

The     Dominion     Textile     Co.,   Ltd.,    also   issued   on 


November  18th  a  new  price  list  for  printed  goods. 
Discounts  were  lessened  to  wholesalers  and  some  pat- 
terns in  the  10  cent  prints  were  advanced  to  10^  cents. 

One  favoraWe  viewpoint  of  the  new  price  lists  is 
that  the  mills,  if  at  all  possiWe,  intend  to  make  them 
standard.  This  will  give  a  certainty  to  business  that 
means  good  trade. 

Mills  are  cleaning  up  old  stocks  of  grey  and  bleached 
htaple  lines,   and  wholesalers  are  welcoming  the  goods. 

The  same  price  conditions  apply  to  all  kinds  of 
cottons,  white  and  grey  cottons,  printed  goods  and 
woven  goods  of  every  description.  The  advances  are 
more  pronounced  where  raw  material  plays  an  important 
part. 

Twenty  Cent  Cotton. 

To  further  aggravate  the  situation,  mills  have  re^ 
ceived  confidential  reports  which  freely  predict  that  in 
January  raw  cotton  will  be  17  cents,  and  20  cents  in  the 
Spring.  Throughout  the  greater  part  of  November  raw 
cotton  maintained  its  high  level.  There  never  was  a 
cotton  corner  previously  that  held  up  so  long  in  view 
of  supplies  coming  to  the  market  constantly. 

A  careful  analysis  of  present  cotton  prices  leads  to 
the  conclusion  that  they  are  based  on  twelve  cent, 
cotton,  as  far  as  prices  to  the  retailer  are  concerned. 
Canadian  mills  buying  cotton  from  hand  to  mouth  to- 
day are  paying  at  the  rate  of  15  cents  for  middling 
cotton.  To  lay  this  cotton  down  in  Canada  costs  three- 
quarters  of  a  cent  a  pound  extra  for  freight  and  insur- 
ance. It  may  thus  clearly  be  seen  that  mills  and  whole- 
salers have  to  mark  up  prices  quite  a  bit  further  before 
the  full  advance  is  felt. 

It  is  significant  that  the  price  for  May  futures  of 
cotton   is  considerably   over   15   cents. 

Careful  students  of  the  present  cotton  situation  are 
beginning  to  wonder  how  far  the  general  public  will 
stand  cotton  advances.  As  far  as  Canada  is  concerned 
the  situation  is  not  so  serious,  as  the  majority  of  con- 
sumers can  afford  to  pay  advances,  even  though  they 
are  decidedly  unwelcome.  Even  then  abnormal  prices 
will  restrict  consumption  of  certain  staple  lines.  How- 
ever it  must  be  considered  that  China,  Japan,  India  and 
Russia  are  great  cotton-consuming  countries.  Cotton 
is  sold  largely  to  the  poorer  classes  there,  and  it  is 
doubtful  if  they  can  stand  marked  advances. 

The  cotton  mills  recognize  this,  and  for  that  reason 
English  mills,  both  spinners  and  weavers,  are  restricting 
production.  If  raw  cotton  should  reach  'the  abnormal 
figure  of  17  or  even  20  cents  it  would  simply  mean 
chaos.  Mills  would  be  forced  to  close  down  and  then  the 
situation  would  adjust  itself.  Undoubtedly  1909  will  be 
a  long  remembered  year  in  cotton  circles.  The  best 
authorities  do  not  look  for  a  let-up  for  another  six 
months. 

Stocks  of  staple  cottons  in  wholesalers'  hands  are 
light,  and  there  is  decided  trouble  in  securing  sufficient 
quantities  of  flannelettes  and  wrapperettes.  The  Cana- 
dian m'ills  have  turned  their  attention  to  Spring  lines, 
and  have  not  stocks  to  offer  of  the  above  goods. 
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Quality  counts 


\ 


I     OUR    interests   will    be 
fully  safeguarded  when 
you    are    handling 

*'  0ih  Pleati)  '* 

LINENS 

The  pure,  unchanging 
white,  which  is  a  feature  of 
these  Linens,  is  obtained  b\ 
SUN  BLEACHING,  and  in 
the  growing  and  selection  of 
the  flax  employed  the  utmost 
care  is  bestowed. 

IRISH  LINENS  have 
a  deservedly  world-wide  re- 
putation for  quality,  and  "0lii 
Pleacfl"  is  THE  BEST  Irish 
Linen  ! 

It  will  pay  you  to  meet 
the  demand  of  the  "quality" 
buyers    by    stocking    "  (0lb 

Pleacf)." 


S 


R.  H.  COSBIE 

Irish  Linen  /[genc^ 


TORONTO 


ONTARIO 


The  British  Situation. 

The  Review  has  received  the  following  communica- 
tion from  an  authority  on  English  cotton,  who  is  in 
direct  touch  with  that  market  : 

"The  cotton  market  is  very  high,  and  the  organized 
short  time  has  hastened  the  advance  of  the  manufactured 
goods.  Contracts  are  for  the  moment  suspended  and 
deliveries  will  soon  be  late  and  uncertain.  Already  it  is 
quite  a  scramble  for  yarns,  and  when  weavers  get  hold 
of  a  lot  they  work  overtime.  Girls  in  the  spinning 
mills  are  working  three  days  at  the  most  and  drawing 
half  pay  from  their  trade  union  funds  for  the  days  they 
are  idle. 

"A  big  sensation  was  made  on  the  Exchange  last 
month  when  Neill's  report  came  out.  It  proved  that  the 
speculators  still  have  much  in  their  favor  and  spinners 
all  the  world  over  will  be  on  short  time  until  the  end 
of  the  year.  Britisli  wholesalers  are  advancing  prices 
almost  every  week." 

Estimate  of  the  Cotton  Crop. 

The  following  report  is  regarded  as  the  most  author- 
itative to  be  obtained.  It  is  a  communication  from  an 
important  group  of  English  ;Cotton  mills  : 

"Neill  Brothers,  of  London,  have  been  very  near 
the  mark  both  with  large  crops  and  small  ones,  and  as 
they  have  usually  been  credited  with  a  slight  leaning  to 
the  bear  side  of  the  argument,  this  recent  report,  which 
is  extremely  bullish,  has  made  a  considerable  impress'ion 
on  the  market.  Messrs.  Neill  estimate  the  crop  at  from 
101,600,000  to  11,000,000  bales,  and  if  no  more  than  this 
is  realized  it  will  be  the  smallest  since  the  season  1903-4, 
when  cotton  rose  to  nearly  ninepence  a  pound.  Last 
season  the  crop  was  about  13,829,000  bales,  and  the 
normal  yearly  consumption  is  now  generally  placed  at 
something  like  13,000,000  bales.  It  is  pretty  clear,  there- 
fore, that  even  taling  into  account  a  large  carry-over 
from  last  season  there  cannot,  if  Messrs.  Neill  are  cor- 
rect, be  anything  like  full  work  for  the  world's  cotton 
machinery. 

"Most  of  the  cotton-using  countries  have  already 
reduced  their  con.sumption,  and  yet  prices  are  extraor- 
dinarily high.  It  is  significant,  too,  that  advances  in 
price  have  not  always  been  made  upon  the  receipt  of 
news  which  seemed  likely  to  cause  an  advance.  The 
bullish  news,  indeed,  come  to  confirm  the  advances,  and 
it  may  fairly  be  contended  that  the  speculators  in  New 
York  have  fulfilled  their  function  in  preparing  the  mar- 
ket and  preventing  the  early  squandering  of  a  crop  that 
will  have  to  be  spread  rather  thinly  o'^er  a  good  many 
months." 


Cost  of  Harvesting  Cotton  Crop. 

An  authority  estimates  that  the  average  cost  of  pick- 
ing the  Southern  cotton  crop  is  $1  a  hundred  pounds  or 
one  cent  a  pound.  The  weig*ht  thus  paid  for  includes,  it 
is  to  be  remembered,  the  seed,  and  as  a  general  rule  it 
takes  three  pounds  of  seed  cotton  to  make  one  pound  of 
lint  cotton,  the  seed  representing  two-thirds  of  the  weight 
of  the  co't'ton  when  picked. 

If  the  cost  of  picking  be  $1  a  hundred  pounds  of  seed 
cotton  at  is  equal  to  $1  a  hundred  pounds,  or  three  cents 
a  pound  of  lint  cotton.  This  is  the  equivalent  of  about 
$15  a  bale,  and  upon  a  crop  of  14,OO{>,000  bales  represents 
the  stupendous  sum  of  .$210,0O0,0O{>  in  cash  wthieh  is  an- 
nually paid  for  picking  the  American  crop. 

There  are  few  who  appreciate  how  far  the  cost  of  labor 
enters  into  the  cost  of  cotton.    Of  t^e  ca&h  proceeds  of  the 
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MOUNT    ROYAL 


PRINTS  AND  BLEACHED  COTTONS 

Are   now  being  snown  by  all    NVnolesale  Houses 


See   that   the 

Jylount    Royal  Stam^ 

a^^ears  on  every 

^lece 


Mount  Royal   Spinning   Company,  Limited 

SELLING  AGENTS 

The  D.  Morrice  Company,   Limitea  -  -  Montreal,  Toronto,  Winnipeg 
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crop  ill  an  average  year,  fully  75  per  cent,  is  paid  in  cash 
fur  the  manual  labor  which  has  produced  the  crop. 

The  tremendous  economic  value  of  any  machine  which 
would  eliminafe  even  in  a  small  degree  this  enormous  item 
of  labor  cost  has  long  been  recognized,  and  for  nearly  a 
hundred  years  or  more  inventors  have  been  attacking  'this 
problem.  There  are  on  file  in  'the  Patent  Office  at  Wash- 
ington records  of  something  over  450  mec'hanical  cotton 
picking  inventions. 

A  machine  to  pick  it  successfully  must  be  one  that  is 
automatic  in  its  selection  of  the  ripened  cotton,  and  one 
that  in  picking  the  ripened  cotton  tba't  pro'trudes  from  tbe 
bolls  will  'not  injure  'the  plant  or  its  leaves.  Furthermore, 
it  must  leave  undisturbed  the  half-opened  ^bolls,  and  uu- 
bruised  and  unbroken  the  blooms  or  the  bolls  that  have 
not  commenced  to  open. 


Linens. 

The  most  encouraging  reports  come  from  the  Irish 
linen  centres.  Considerable  fresh  business  is  reported 
alid  there  is  a  still  firmer  tendency  in  prices.  The  Cana- 
dian trade  is  sending  over  large  orders  for  household 
linens,  damasks  and  handkerchiefs  being  just  now  in 
special  request.  There  is  a  good  call  for  dress  linens, 
both  plain  and  fancy,  for  s'heetings,  cambrics  and  soft 
Hollands. 

In  the  retail  trade  the  stores  are  pushing  all  kinds  of 
art  linens,  and  also  taWe  linens  for  the  iioliday  selling. 
Not  only  are  the  retailers  boxing  these  goods,  but  the 
wholesale  trade  is  showing  tablecloths  and  table  napkins 
put  up  in  this  manner.  There  is  always  a  big  sale  of 
centrepieces,    tray    cloths,    runners,    doileys        mats,    etc.. 


either  embroidered,  or  edged  with  Cluny  or  Venise.  There 
is  more  demand  for  drawn  work  than  there  was  a  year 
ago,  as  there  goods  can  'be  had  at  most  attractive  prices. 
The  newest  effects  are  the  Venise  edges,  and  the  buying 
public  is  taking  very  kindly  to  these  goods. 

Christmas  handkerchief  trade  is  just  opening  up  and 
there  is  every  promise  of  big  business,  not  in  'cheap 
lines  alone,  but  in  really  handsome  goods. 

In  view  of  complaints  that  forei^  manufacturers 
have  been  taking  advantage  of  the  tariff  preference  for 
goods  finished  in  Great  Britain  and  .sending  their  goods 
to  Canada),  the  Minister  of  Customs  will  ask  for  the  ap- 
pointment of  an  agent  to  be  stationed  in  London,  Elng- 
land.  He  will  have  power  to  investigate  the  origin  of 
any  goods. 

Reference  is  made  by  a  newspaper  in  one  of  the  small- 
er Ontario  towns  to  the  fact  that  an  Eaton  representative 
is  calling  upon  local  customers  w'ith  the  object  of  solicit- 
ing business.  The  editor  remarks.  "There  are  ways  and 
means  of  meeting  the  departmental  store  baits,  but  there 
are  few  country  merchants  who  appear  capable  of  suc- 
cessfully coping  with  the  sit.uation. "  Commenting  upon 
this,  a  contemporary  states: — "One  of  the  most  effective 
means  is  through  the  advertising  space  of  their  local  news- 
papers. That  this  is  the  ease,  is  well  proven  by  the  re- 
munerative contract  which  a  great  many  local  newspaper- 
men receive  from  mail  order  houses  for  large  portions  of 
their  space.  In  the  majority  of  cases  these  offers  are  re- 
fused purely  for  the  general  well-being  of  the  town,  but  if 
country  merchants  fail  to  take  advantage  of  the  space  re- 
served for  them,  they  will  have  no  reason  to  kick  if  the 
opportunity  is  passed  on  to  those  who  appreciate  it." 


may  Vou  Enjoy  a  Record  l>oliddy  trade 

AND   WE   WISH  YOU 

J\  Uery  merry  Christmas 


Piish  a  Really  Useful  Gift 

LAURENTIAN  HEMMED 

Sheets  and  Pillow  Slips 


Your  profit  is  right.      Your  goods  are  right. 


LAURENTIAN 

Waists  and  Whitewear 

are  making  new  recoi'ds. 
Have  you  ordered? 

See  the  Perfection  Drawer 

See  the  Specials  in  $9.00 
Waists 


LAURENTIAN  WHITEWEAR  CO. 

Address:    LEVIS,  QUE. 

Toronto:  W.  H.  Piton,  Empire  Bldg.     St.  John,  N.B.  :    Alex  Burr,  Magilton's  Sample  Rooms.     Eastern  Ontario  and  Province 
Quebec:  R.  Dionne.      Winnipeg :  Western  Fabric  Co.,  63  Albert  St.     Montreal:  Z.  P.  Benoit,  Mark  Fisher  Bldg. 
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HRISTMAS  comes  but 
once  a  year 

O-     ©UtWABASSO'S  always  here 
ur 

JIatongQ  aingoofes  anb  Gamtirics 

"G[oob  as;0olb 

^l)itc  as!  @noto" 

(Jnique  as!  to  V^l«^»  fiiws!f), 
Qolor  anb  Quritp 

Once  0(s!eb  Qlttiapg  Qgcb 

O^fP  Gompetition 

THE  CLOTHS  THAT  MAKE 
THREE  RIVERS  FAMOUS 


THE  TRADE  MARK  OF  PURITY 
FOR 

LAWNS,        -        -         NAINSOOKS 


CAMBRICS, 


(l^rtrer  from  pour  Wi)oltMtv 

C!)e  ®al)as;sio  G^^tton  Qo„  xr 


LONGCLOTHS 


imiteb 


Address  All  Correspondence        Threc  Rlvers,    Quebec 
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The  One  Children's  Knit 
Waist  to  Sell  is  the  One  that 
Sells  the  Quickest— /^^/'i-/^^ 


SLOW-moving  knit  waists  in  stock  mean  slow-coming  profit  in  your  pocket. 
The  NAZARETH  WAIST  is  the  quickest  seller  and  the  greatest  seller  in 
the  children's  knit  waist  field. 

Dealers  make  more  money  on   NAZARETH  WAISTS  because  they  sell  more. 

They  sell  more  because  mothers  want  more. 

Mothers  want  more  because  they  have  found  out  in  twenty-four  years'  experience 
that  the  NAZARETH  WAIST  is  the  best  made,  best  wearing,  most  serviceable 
and  satisfactory  children's  knit  waist  there  is. 

Every  one  guaranteed  perfect  by  this  y'F'-^  trademark  in  red  on  the  back  centre 
tape — look  for  it. 

Want  a  calender  for  igio?      We' z'e  gotten  out  a  dandy — big,  readable 
dates  that  cati  he   seen    across   a  room.      Write  for  yours — it's  free. 

The  following  Avholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 


Calgary,  Alta. 

W.  R.  Brock  Co.,  Ltd. 

Halifax,  N.S. 
J.  k  M.  Murphy 
W.  4  C.  Silver 
Smith  Bros. 

j^   Kingston,  Ont. 

Maoaee  it  Minnes 

London,  Ont. 

McMahen,  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson,  Little  4  Co. 


Montreal,  Que. 

•i 
W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  A  Co..  Ltd. 
Greenshields  Ltd, 
Hodgson,  Sumner  4  Co. 
A.  Racine  4  Co. 
Brophy,  Parsons  4  Rodden 
Kyle.  Cheesbrough  4  Co. 
Mclntyre,  Son  4  Co. 
p.  P.  Martin  4  Co. 
A,  O.  Morin  4  Co. 

Quebec,    Que. 

Thibaudeau  Freres  &  Cie. 
McCall,  Shehyn  4  Co. 
Gauvreau.  Beaudry  t  Cie. 


Ottawa,  Ont. 

John  M,  Garland,  Son  4  Co. 

St.  John,  N.B. 

The  Vassie  Co.,  Ltd. 
Frank  Skinner  4  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros.,  Ltd. 


Winnipeg,   Man. 

R.  ].  Whitla  4  Co.,  Ltd, 
Robinson,  Little  4  Co. 


Toronto,  Ont. 

John  Macdonald  4  Co. 
Bealtv,  Kerr  4  Verncr 
W.  R  Brock  Co..  Ltd. 
Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Vancouver,  B.C 

The  Gault  Bros.  Co. 


Peterboro,  Ont. 

W.  J.  Hopwood 


NararefhT     Mills  at 
Nazareth, 
Pa..    U.S.A. 


»HaMia^ 


Sf. 


350   Broad-way, 


New   York 


Canadian    Representatives  : — 

E.  H.  WaU  ^  Co., 

Toronto  and  Montreal 


Please  mention  The  Revieiv  to  Advertisers  and  Their     Travelers. 


-  ^-  -^ 

i|j|g:. 

■■■.■.■■■^, 

w\ 

^ 

.■.'ly.ivi^ 

m 

^R 

kjii 

hI 

w 

1 

t^^^jffp 

VR 

Advance  Orders  Indicate  an  Excellent  Season 

How  Manufacturers  View  the  Cotton  Situation -Early  Business  Said 
to  be  Fairly  Well  Covered— Record  Year  Predicted  for  Sweater  Coats 
—No  Marked  Changes  in  Styles  or  Colors— One  Result  of  Payne  Tariff. 


TO  manufacturers  of  knitted  goods  who  are  now- 
busy  with  Spring  orders,  the  cotton  situation 
presents  many  problems.  While  enquiries  show 
that  early  orders  were  fairly  well  covered — and 
those  orders  were  of  such  volume  as  to  pressage  an  ex- 
cellent season — makers  have  recently  been  compelled  to 
go  into  the  market  and  confront  the  advance.  On  early 
lines  prices  have  practically  been  nnehanged,  but  ad- 
vances to  meet  the  increasing  cost  of  material  will  now 
have  to  be  made.  One  manufacturer  stated  thait  the 
advance  on  ordinary  lines  of  balbriggan  already  amount- 
ed to  5  per  cent.,  a,nd  he  was  inclined  to  the  belief  fhat 
the  upward  movement  had  by  no  means  stopped,  refer- 
ring particularly  to  fleece-lined  goods,  as  likely  to  be 
seriously  affected. 

Prediction  as  to  Cotton  Yield. 

"Twenty-cent  cotton  would  'hardly  surprise  me,"  said 
another  manufacturer.  "While  in  Philadelphia  recently 
I  had  occasio'n  to  visit  a  larg-e  supply  house  and  there 
had  an  opportunity  to  form  an  idea  of  the  intensely 
speculative  tendency  in  the  cotton  market.  Here  was  a 
man  who  had  been  predicting  things  all  season,  and  his 
tip  had  proved  correct  every  time..  His  latest  assertion 
was  to  the  effect  that  the  first  figure  in  the  olRcial  report 
of  the  eotto'n  crop  would  be  a  nine,  thus  indicating  less 
than  10,000,000  bales,  and  that,  in  such  event,  the  price 
would  soar  to  20  cents.  Of  course,  this  looked  like  pure 
guess  work,  but  at  the  present  time  'all  signs  point  to 
still  higher  levels,  and  those  who  are  not  covered  are  now 
buying  from  hand-to-mouth. 

"Early  orders  have  been  very  good.  In  fact,  the  busi- 
ness up  to  the  present  equals  the  placing  and  sorting 
record  of  last  year.  The  cotton  problem  comes  at  a  time, 
fortunately,  when  the  country  is  approaching  a  period 
of  undoubted  prosperity." 

Buyers  Come  to  Factory. 

Retailers  state  that  Fall  underwear  business  has  fol- 
lowed somewhat  the  inclination  of  the  thermometer,  which 
has  not  registered  seriously  low  temperature  as  yet.  There 
has  been  a  fairly  good  demand  for  medium-weight  lines. 
It  is  in  the  knitted  coat  and  sweater  section  that  the 
strenuosities  of  the  season  have  been  most  marked.  One 
manufacturer  states  that  a  number  of  large  buyers  from 
outside  points  recently  visited  his  factory — a  most  un- 
usual thing  at  this  time  of  year — to  urge  the  execution 
of  special  orders  in  sweater  coats.  There  is  a  serious 
shortage  in  this  department  and  the  situatio'n  is  likely  to 
be  aggravated  by  the  demands  of  the  holiday  season. 

It  is  safe  to  predict  that  I&IO  will  see  the  heaviest 
year's  business  on  record   for  the  manufacture  of  knit- 


led  coats.  The  popularity  of  these  garments  is  wonder- 
ful and  the  secret  of  it  all  is  their  adaptability  to  many 
kinds  of  work  and  play.  It  has  not  merely  answered 
the  purpose  generally  assigned  the  original  sweater,  and 
the  cardigan  jacket,  but  has  cut  into  fabric  lines  to  some 
extent.  In  addition  to  them  there  never  was  a  line  which 
the  trade  took  to  so  readily  and  spontaneously,  with  the 
object  of  developing  every  opportunity  for  business  that 
went  with  it. 

Sweater  Coats  for  Next  Season. 

Next  season's  lines  show  little  change  in  style  or 
color.  Women's  garments  will  be  longer,  though  stan- 
dard jacket  lengths  will  not  be  ignored.  The  predicted 
return  to  vogue  of  the  short  tailored  coat  will  undoubtedly 
be  a  potent  hint  to  the  makers  of  knitted  coats,  which 
are  now  certainly  following  style  tendencies  very  closely. 
There  is  this  to  remember  about  the  sweater  coat — that 
it  may  correctly  form  part  of  the  wardrobe  of  man, 
woman,  boy,  girl  or  infant,  and  can  be  produced  in  al- 
most any  conceivable  style  or  grade,  and  hence  the  good 
merchandising  sense  indicated  in  lengths  ranging  from 
hip  to  ankle. 

Asked  as  to  the  price  situation,  a  buyer  stated  that 
while  the  tendency  was  upward,  it  was  quite  evident  that 
in  a  line  so  adaptable  to  every  purse,  it  would  require 
a  serious  situation  in  the  wool  market  to  affect  business. 

So  far  as  colors  are  concerned,  the  Spring  season  will 
pioduce  nothing  remarkably  new.  Tans  and  browns  have 
probably  greater  prominence  than  ever,  and  there  is  some 
showing  of  green,  but  whites  and  greys,  with  contrasting 
borders,  collars  and  pockets,  and  very  often  entirely  plain, 
are  very  strong  sellers,  particularly  in  the  women's  de- 
partment. In  boys'  and  men's  garments,  the  departure 
from  these  colors  is  most  marked,  as  a  matching  shade  is 
not  considered  so  essential. 

Hosiery  Colors  for  Spring. 

In  the  hosiery  department,  the  dictate  of  fashion  is 
manifested  in  the  present  season  by  the  growing  demand 
for  lisle  goods.  Wholesalers  state  that,  particularly  in  the 
cities,  emrchants  are  carrying  a  larger  a.ssortment  of  lisles 
for  women's  wear  than  ever  before,  and  that  it  is  all  the 
result  of  a  demand  for  a  more  dressy  effect  than  is  pos- 
sible in  cashmere  hose. 

This  tendency  contains  a  suggestion  for  general  appli- 
cation.^ It  may  well  be  questioned  whether  the  average  re- 
tailer is  wise  in  adhering  closely  to  changes  of  the  sea- 
son, so  far  as  their  hosiery  departments  are  concerned. 
It  is  a  diflReult  matter  to  account  for  caprices  of  fashion. 
The  man  who  has  a  good  range  of  cashmere  is  not  to  be 
criticized,  but  when  experience  has  told  him  that  there  is 
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BREAKING  AWAY 

from  a  habit  is  often  difficult, 
though  you  know  the  habit  is  . 
unprofitable  !  You  may  have 
formed  the  unprofitable  habit  of 
handling-  old-style  under-gar- 
ments  ;  break  awayi  from  it 
and  get  busy  selling 

" CEETEE " 

the  absolutely  unshrinkable 
underwear.  "CEETEE"  has 
no  superiors  in  fit,  finish,  durabil- 
ity, elasticity  and  comfort  in 
wear,  and  you  can  fix  the  skepti- 
cal customer  every  time  with  our 
unconditional  guarantee  that 
every  garment  is  absolutely  un- 
shrinkable. Faulty  garments 
willingly  exchanged. 

THE  C.  TURNBULL  CO. 

OF  GALT,  LIMITED 
Gait,         ....  Ont. 


fySSHRINKABLT 
^Nox/A  ACOTIA  WOoT^' 


Eureka  Underwear 

is  the  only  Underwear  made 
of  ALL  Nova  Scotia  Wool 


Nova  Scotia  Wool  is  the  best  for  making  cold 
weather  underwear — the  kind  most  in  demand 
byCanadians.  And  there  is  a  reason — a  real  reas- 
on for  it.  It's  because  the  sheep  from  which  the 
wool  is  taken  live  on  what  is  almost  an  island, 
thus  they  receive  the  benefits  of  the  bracing 
ocean  air  and  an  ideal  climate,  and  they  feed  on 
rich  grazing  land,  this  gives  to  the  wool  that 
elasticity,  silkiness  and  strength  so  much  de- 
sired in  wool  used  in  making  underw^ear. 


Eureka  Underw^ear  is  absolutely  unshrinkable 
—not  a  garment  has  ever  been  returned  to  any 
dealer  or  to  us.  The  process  which  has  made 
the  wool  unshrinkable  has  taken  nothing  from 
its  natural  softness  and  pliability  or  from  its 
I   wearing  quality. 

\  These  are  two  of  the  dozen  or  more  reasons 
why  you  should  stock  up  on  Eureka  Under- 
wear. Eureka  Underwear  for  men  is  made  in 
five  heavy  \veights,  to  sell  at  medium  prices- 
The  best  part  of  the  argument  is  in  the  gar- 

I  ments  themselves— send  for  samples  and  prices. 
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a  gro'wing  demand  for  co'ttons,  even  in  cashmere  weather, 
he  should  ask  himself  whether  he  has  equipped  his  de- 
partment with  the  idea  of  getting  the  hest  out  of  it.  The 
large  city  depairtments  never  store  away  their  women's 
lisles  and  cottons  with  the  advenf  of  cold  weather.  They 
are  as  available  as  cashmeres  for  the  demand  is  there,  and 
what  applies  to  the  larger  cities  will  undoubtedly  heoome 
manifest  in   the  smaller  ones. 

The  leading  feature  of  the  Spring  hosiery  is  the  great 
variety  of  colors  in  plain  and  slightly  varied  effects.  Greys, 
fawns,  tans,  purple,  old  rose,  reseda  and  many  other 
colors  are  represented  in  the  card.  Embroideries  do  not 
figure  to  any  marked  extent,  but  where  introduced  are 
of  a  very  small,  neat  pattern,  sometimes  on  self  grounds, 
•sometimes  slightly  'Contrasting,  a^nd  the  same  description 
will  apply  to  side  clocks.  Vertical  stripes,  in  groups,  and 
contrasting  with  the  grounds,  are  strong  features.  One 
of  the  novelties  shown  in  half  hose  has  a  garter  of  lace- 
work  below  the  cuff,  ^and  it  is  evident  tbat  the  same  idea 
is  to  be  worked  out  in  Fall  lines,  the  garter  being  in 
plaid  effects.  Over-laces  appe'ar  to  be  a  small  factor  in 
Spring  trade.  Even  laced  boot  effects  will  be  rednced  in 
x'O'lume.     These  are  being  displaced  by  cobweb  lisles. 

Asked  for  a  statement  on  tiie  price  situation  in  hos- 
iery, a  whoileseler  stated  that  prices  for  1910  did  not  have 
to  serio'usly  consider  the  fluctuation  in  the  cotton  market. 
The  foreign  manufacturer  had  his  orders  in  hand  at  a 
time  when  prices  for  raw  material  were  much  lower  than 
at  present.  He  had  to  cover  his  requirements  far  in  ad- 
\''anee,  and  hence  the  cost  of  the  finished  article  has  not 
been  affected.  Nor  is  it  thought  that  there  will  be  much 
(lifference  in  Fall  prices. 

Effect  of  Payne  Tariff. 

'"The  effect  of  the   new  American  tariff  on   the  Ger- 
man hosiery  market  has  certainly  made  unusual  temporary 
opportunities   available   to  the   Canadiran   trade,"   said   a 
wholesaler.     "You  will  remember  that  pending  the  settle- 
ment of  the  tariff  at  Washington,  a  great  many  American 
buyei's  'were  kicking  their  heels  in  Chemnitz.     Not  a  few 
of  these  men  had   to   return   home,  however,  before  the 
last  word  came  from  Washington,  but  before  leaving,  they 
gave  provisional  orders  to  Chemnitz  manufacturers,  based 
on  the  ealculatio'n  of  what  seemed  to  them  their  price  re- 
quirements  if  the  tariff  remained   unchanged.      The    new 
schedules,    however,      put    the   importation   of    low-priced 
goods  out   of  the  question,   and   these  provisional   orders 
were   cancelled.     The   result   is  that    Chemnitz  manufac- 
turers were  left  with  large  quantities,  on  the  grey,  on  their 
hands.     These  were  immediately  finished  and  have  made 
their  appearance  on  the  Canadian  market.     They  are  of 
medium-weig-ht  cotton,  in  a  range  of  colors,  to  retail  at 
two  pairs  for  a  quarter.    There  is  no  doubt  that  the  Ger- 
mans are  making  a  strong  bid  for  Canadian   trade,  par- 
ticularly in  lines  which  were  affected'  by  the  new  United 
States  tariff." 

Discussing  Spring  business,  a  manufacturers'  represen- 
tative stated  that  not  a  few  manufacturers  were  now 
specializing  in  distinctive  designs,  the  idea  being  to  decide 
upon  patterns  far  enough  in  advance  to  give  the  manu- 
facturers an  opportunity  to  work  them  out  and  otherwise 
prepare  for  delivery. 


Nova  Scotia  Knitting  Mills 

Limited  ■     ■ 

EUREKA,  NOVA  SCOTIA  I  I 


C.  Pierce  &  Co.,  Ltd.,  Montreal,  have  been  incorpor- 
ated with  $25,000  capital  to  take  over  the  business  of 
C.  Pierce  &  Co.,  and,  among-  other  thing-s,  to  carry  on 
business  in  dry  g-oods  and  textile  fabrics  of  every  de- 
scription. The  incorporators  are  C.  Pierce,  J.  K.  Pierce, 
W.  H.  Thomson,  N.  Tobias  and  A.  R.  Hall. 
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The  Sunshine  of  Prosperity 


Never  Sets  in  an  Underwear  Department 
that  Specializes  on 


For  all-round  quality  and  good  value  Hygeian 
Underwear  is  not  equalled  in  Canada — or  any- 
where in  the  world.  Sold  by  the  wholesale 
trade  everywhere  in  Canada. 

Made  only  by 

Eagle  Knitting  Co.,  Limited 


Hamilton 


Canada 


To  Satisfy  Customers,  Sell  '"Hygeian"  Waists. 
PUast  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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pEN-ANGLE 
Hosiery  has 
the  quahty  to 
back  up  o  u  r 
double  guaran- 
tee. The  cash- 
mere and  cotton 
yarns  we  use  are 
the  best  procur- 
able. The  hos- 
iery is  knitted  by  an 

EXCLUSIVE 
PROCESS 

We  have  the  sole  rights  to 
this  process  in  Canada. 

Pen-Angle  Hosiery  is  the 
only  Seamless  Hosiery  made 
in  Canada  that  has  the  Shape 
Knitted  into  it.  Ordinary 
seamless  hosiery  has  the  shape 
stretched  into  it.  Such  hos- 
iery loses  its  shape  after  one 
or  two  washings. 

Pen -Angle  Guaranteed 
Hosiery  has  reinforced  heels 
and  toes.  It  is  guaranteed 
to  outwear  any  other  cotton 
or  cashmere  hosiery  sold  at 
same  prices. 

Wear  Pen-Angle  Guaran- 
teed Hosiery  yourself.  In 
that  way  you  will  become  an 
enthusiastic  booster  for  the 
hosiery  that  is  good  enough 
to  merit  a  double  guarantee. 


You  Can  Sell  More 
Hosiery  fh's  December 

THAN  YOU 

Did  last  December 

Our  sales  for  Pen-Angle  Hosiery  are  booming.  The 
Two  Pairs  Free  Guarantee  is  a  big  success. 

By  taking  full  advantage  of  our  guarantee  you  can 
sell  more  hosiery  this  December  than  you  did  last  December. 

Just  let  the  people  know  you  are  headquarters  for  Pen- 
Angle  Guaranteed  Hosiery  by  displaying  them  promin- 
ently in  your  windows  and  in  your  store. 

Tell  the  people  about  our  double  guarantee — the  fair- 
est and  squarest — the  greatest  sales-producing  guarantee  in 
the  hosiery  world. 

Here  is  Our  Double  Guarantee 

IVe  guarantee  Pen-Angle  Guaranteed  Hosiery  to  Jit  you  perjectiy, 
not  to  shrink  or  stretch,  and  the  dyes  to  be  absolutely  fast.  IVe  guarantee 
them  to  wear  longer  than  any  other  cashmere  or  cotton  hosiery  sold  at  the 
same  prices.  If,  after  wearing  Pen-Angle  Guaranteed  Hosiery  any 
length  of  time,  you  should  ever  find  a  pair  that  fails  to  fulfill  this  guarantee 
in  any  particular,  return  the  same  to  us  and  we  ivill  replace  them  with 
TIVO  new  pairs  free  of  charge. 

Your  own  business  experience  will  tell  you  that  people 
simply  cannot  resist  such  a  guarantee. 

We  are  spending  thousands  of  dollars  to  let  people 
know  about  it.  We  ask  your  co-operation  in  spreading 
the  news.      It  is  to  your  great  advantage  to  do  so. 

If  you  haven't  a  catalogue  of  our  different  lines  send 
for  one  immediately.  There  is  a  good  profit  on  each  line. 
And  each  of  our  guaranteed  lines  is  a  big  seller. 

Penmans   Limited, 


PARIS 


CANADA 


en-, 


e 


lAngl 

Hosiery 
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Catchy  Cuts  make  Bright  Hosiery 
Ads— This  is  one  of  ourseries  of  un- 
iquely attractive  ad  cuts  which  we 
supply  to  Hermsdorf  Merchants  free 


^HIS  Minute— and  Every  Minute 
Thousands  of  Women  are 
Looking  for  "the  truth  on  the  toe" 
— the  dye  truth. 

^  There  are  millions  who  buy  only  black  stock- 
ings that  bear  Louis  Hermsdorf  s  signature  on 
the  toes,  none  other  will  do — because  they  know 
from  experience  that  it  means  absolutely  Fast 
Black  and  Pure  Dye. 

^  There  is  no  stronger  or  better  known  mark 
in  the  hosiery  world — none  other  that  means 
so  much  to  so  many. 

Leading  Jobbers  Every- 
where Sell  Hermsdorf 
Dyed  Fast  Black  Hosiery 

LOOK  FOR  THE  TRUTH  ON  THE  TOES 


-fe^ 


Works: 

Chemnitz 

Saxony 


American  Bureau 

235  West  39th  Street 
New  York 


Catchy  cuts, original  show  cards,  clever  booklets 
supplied  FREE  to  Hermsdorf  Merchants 


NewWInnipeg  Manager. 


Geo.  Broekbank,  recently  wifh  the  Standard  Shirt 
Co.,  Ltd.,  Montreal,  has  been  appointed  manager  of  the 
shirt  factory  of  R.   J.  Whitla  &  Co.,  Ltd.,  Winnipeg.  On 


George  Broekbank. 

the  occasion  of  his  departure  from  the  Standard  Shin 
Co.,  Ltd.,  Mr.  Broekbank  was  presented  with  a  handsome 
dressing  case. 


Travelers  Elect  Officers. 

John  Gibson,  of  Gordon,  McKay  &  Co.,  was  elected 
president,  Robert  Gemmelj,  of  John  Macdonald  &|  Co., 
1st  vice-president,  and  S.  M.  Sterling-,  of  Thos.  Ogilvie 
&1  Sons,  2nd  vice-president  of  the  Commercial  Travelers' 
Association  of  Canada,  all  three  by  acclamation.  H. 
Fielding  and  J.  H.  Kenney  were  nominated  for  the, posi- 
tion of  treasurer.     Elections  will  be  held  December  23rd. 

Samuel  J.  Mathewson  was  re-elected  president  of  the 
Dominion  Commercial  Travelers'  Association  at  a  gen- 
eral meeting  held  in  Montreal  on  November  13th.  Other 
officers  were  re-elected  as  follows  :  Vice-president,  J. 
Bevans  Giles  ;  treasurer.  Max  Murdock.  Five  retiring 
directors  were  replaced  by  E.  Daoust,  A.  M.  Ellicott,  J. 
A.  Dawsori,  (re-elected),  Luke  F.  Moore  and  Bruno 
Trudel.     No  ballot  had  to  be  taken. 

A  good  attendance  made  the  meeting  an  interesting 
one,  and  it  was  announced  that  the  membership  had  in- 
creased to  6,500,  a  gain  of  125  over  last  year.  December 
11  was  the  date  decided  upon  for  the  annual  meeting, 
which  will  be  held  at  the  Windsor  Hotel,  Montreal,  and 
the  banquet  will  be  held  Dec.  20th. 


The  Canadian  travelers  of  the  Dominion  Corset  Co., 
Quebec,  met  in  convention  there  on  Nov.  9th  and  10th. 
They  were  entertained  by  the  President  of  the  Dominion 
Corset  Co.,  Geo.  E.  Amyot,  who,  in  an  address,  stated 
that  all  the  representatives,  even  those  in  Australia, 
would  meet  in  Quebec  on  Oct.  11,  1911.  Speeches  were 
made  by  Mr.  Buckley,  the  Toronto  manager,  and  Mr. 
Bernard,  the  Montreal  manager. 
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East,  West,  North  and  Soutk,  to  tke  friends 
wko  are  making  'jaeger  Pure  nV^ooI  know^n 
and  appreciated,  w^e  \vish  all  Happiness  and 
Prosperity  m  1910. 

A  MERRY  XMAS  and  a 

BRIGHT  NEW  YEAR 


Dr.     Jaeger  s     Sanitary     Woollen     System 

Company,  Limited 
52  Victoria    Square  -  -  Montreal. 
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•.GBIMSHAW  a:. 


Jj-'^,-s      liiJmTiiT 


^  m'  l' 
Mil 

•^    "^  Durability  vlipilP'J'''"'''''' 


27    Dale   Street,    Manchester. 


J^Brii.'^" 


TRADE   MARK 


Sun    Mill,   Littleborough. 


THOS.   GRIMSHAW  &    SONS, 


Works: 
Sun  Mill,  Littleborough 

Branches : 
Liverpool — 21  Lei^h  Street 
Birmingham — 20  Cannon  Street 
London  Office— 6  Milk  Street,  E.G. 
Glasgow  Office — 40  Union  Street 
Sydney,  N.S.W.— 458  George  Street 


LIMITED. 


Hosiery   Manufacturers 

27   Dale   Street, 
MANCHESTER,  eng. 

A^ent  for  Canada,  A,    W.    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 
Specialty:    "OAK    TREE"    HOSIERY    and    UNDERWEAR 


Why  Not  Feature 
The  ILET  Birdseye 

ELASTIC  UNDERWEAR 

in   your   underwear   department   this    coming' 
spring?       Its    coolness,    elasticity,   durability 
and    comfort    in    wear    recommend    it    to   all 
particular    people,    and    it   has   met   with    an 
enthusiastic  reception  from  all  classes. 
We    also    make    the    "  OXFORD  "     Fine    Swiss 
Ribbed  Underwear,    a   line  you   will   find  easy   to 
sell  at  good  prices.      We  can  guarantee  prompt  ship- 
ment.     Send  your  orders  along  and  don't  delay. 

The  Oxford  Knitting  Co. 

Limited 
WOODSTOCK         -         -         .         .         ONTARIO 
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THE  HALL-MARK  OF  Reffistered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IWinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

be  had   from  any    of    the   Leading 
Wholesale  Dry  Goods  Houses 


Why  Stanfield's  Underwear 
Does  Not  Shrink 


Perliapsyouhave  thoug-ht  that 
g-etting-  Woolen  Underwear 
that  wotdd  not  shrink  was 
more  or  less  a  matter  of  luck 
or  chance. 

We  have  made  it  a  certainty. 
Stanfield's  Unshrinkable  Un- 
derwear is  made  absolutely 
unshrinkable  by  a  special  pro- 
cess discovered  and  perfected 
by  Stanjield's. 

The  "shrink"  is  taken  out  of 
the  wool  before  garments  are 
knitted.  As  there  is  no 
"shrink"  in  the  wool,  it  is 
impossible  for  the  woven  gar- 
ments to  shrink. 
The  Stanfield's  process,  which 
makes  the  wool  unshrinkable, 
does  not  affect  the  natural 
softness,  pliability  and  wear- 
ing quality  of  the  underwear. 
This  is  why  we  can  honestly 
guarantee  every  Stanfield's 
garment  to  be  absolutely  un- 
shrinkable. 

This  is  -why  you  can  sell  Stanfield's  underwear  with  an 
unconditional  guarantee  of  '■' money  back  if  it  shrinks." 

Made  in  3  standard  weights,  and  17  other  weights  and  qualities  to 
suit  every  man  and  woman.    Write  for  samples  and  prices. 

STANFIELD'S  LIMITED,    ■    TRURO,  N.S. 


Let  the  public  know 
that  you  sell  Tiger 
Brand  Underwear 
and  your  Underwear 
Department  will 
pay  bigger  profits 


TIGER  BRAND. 

The  Underwear  of 
perfect  fit  and  finish 

The  Gait  Knitting  Co.,  Limited 

Gait,  Ontario 


St.  George  Brand  I 

Underwear  for  Men        I 
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made  in  various  weights  and  textures 

WOOLNAP 

(For  extra  warmth) 

Also  bears  the  St.  George  Trademark 
for      your       protection     and     ours. 


Advertisers  and  Their   Travelers 


74 


KNITTED     GOODS 


Dry  Goods  Review 


Health  Brand 

Underwear 


For  Spring,  1910,  we  will  sell 
HEALTH  BRAND  underwear 
shipped  and  charged  direct  from  the 
factory. 

We  are  in  a  position  to  offer  you 
better  values  than  any  other  manu- 
facturer in  Canada. 

It  will  pay  you  to  see  samples  before 
placing  Spring  orders. 

Sole  Selling  Agents 

Greenshields  Limited 

MONTREAL 


s 


OUTHALL 


SANITARY     TOWELS 


s 


The   Original   and    Best. 


Modern  science  and  the  spread  of  Hygiene  made 
the  invention  and  manufacture  of  Southalls'  Sanitary 
1  owels  possible.  Since  1 880  they  have  become 
wi  ely  known  and  aopreciated  as  an  indispensable 
article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  patiirnlar'i  and  ■samples  to  the  Asent  for  the  notninion, 

J.  M.  SCHKAK.  C.irlaw  liuihiirigs,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites.in  3  sizes). 

Southalls  Sheets  for  Accouchement  and  other  Sanitary  Specialities. 

SOUTHALL  BROS.  &  BARCLAY  Ltd.,  Birmingham,  Eng. 


♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 
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has  enquL.ieB  from  time  to  time  from  manufacturers  and  ottiers 
wanting  representatives  in  the  leading  business  centres  here 
ana  abroad. 

Firms  or  Individuals  open  for  agencies  in  Canada  or 
abroad  may  have  their  names  and  addresses  placed  on  a 
special  list  Kept  for  the  information  of  enquirers  in  our  various 
offices  throughout  Canada  and  in  Great  Britain  without 
charge. 

.Address  ■  Business  Manager. 

DRY  GOODS  REVIEW 

Montreal  and  Toronto. 
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Reached  Z  in  the   Pattern    Alphabet 
But  Began  Studying  at  the  Wrong  End 

Suppose  your  Pattern  maker  knows  the  particular 
designs  the  American  women  will  call  for  this  season — 
Will  the  Pattern  he  makes  Sell? 

Without  the  right  designs  you  can't  sell  patterns. 
With  the  right  designs  you  can  sell  patterns  and  stick 
your    customers. 

And  this  your  pattern  maker  is  doing  for  you,  unless 
he  has  learned  how  to  make  a  pattern  that  the  home  dress- 
maker (not  the  skilled  dressmaker)  can  use  and  make  fit. 

This  is  the  fundamental  of  pattern  making. 

The  man  who  knows  the  design  that  will  sell,  but 
can't  make  a  pattern  that  will  fit,  has  in  his  pattern 
education  reached  the  Z  in  the  alphabet,  but  began 
studying  at  the  wrong  end. 

If  the  sales  of  the  pattern  you  carry  have  not  grown 
enormously  this  Spring  just  past  over  last  Spring,  it  is 
because  the  maker  does  know  or  make  the  pattern  the 
women  can  use. 

Why  wait  for  him  to  get  the  knowledge — and 
prove  he's  got  it? 

Why  not  apply  to  one  who's  already  proved  to  haveit.^ 

That  is,  to  us.  And,  if  you  have  no  pattern  why 
not  apply  for  one  that's  proved  to  be  a  good  one?  That 
is,  for  ours. 

Standard  Fashion  Company 


33  Richmond  Street  West 


Toronto,  Ontario,  Canada 
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Follow    up  Holiday    Trade    by   White   Goods  Sales 

Two  Features  Essential  —  Genuine  Bargains  and  Garments  of  Fine 
Quality  and  High  Grade  Workmanship  —  Importance  of  Proper  Dis- 
play —  Time     for     Cleaning     out     Goods     that    Have    Hung    Fire. 


JANUARY  white  goods  sales  have  become  so  much  the 
custom  that  women  wait  for  then  to  purchase  their 
season's  supply  of  goods.    This  applies  particular- 
ly to  white  cotton  underwear.    At  the  sales  of  these 
garments  in  January,  women  expect  to  find  Iavo  features — 
genuine  bargains  and  garments  of  fine  quality  and  high- 
grade  workmanship. 

The  merchant  who  properly  prepares  his  sale  will  have 
both  kinds  of  goods  on  hand,  and  frequently  he  will  find 
his  customers  buying  both  kinds.  They  will  buy  bargain 
garments  for  every-day  wear,  and  daintj-  garments  of 
sheer  goods,  trimmed  with  high-qualitj'  embroideries  and 
lace  for  special  occasions. 

Stock  Special  Values. 

In  selling  muslin  underwear,  it  is  a  good  thing  to  stock 
two  or  three  numbers  on  which  special  values  are  given 
to  use  as  leads.  Certainly,  one  or  two  of  these  should  be 
skirts,  and  also  gowns. 

The  merchant  should  display  these  prominently,  and 
ticket  them  so  as  to  attract  attention.  By  so  doing  he  will 
induce  shoppers  to  look  over  the  stock,  and  very  probably 
make  sales.  These  special-value  garments  will  give  con- 
fidence in  values  in  better  goods  where  it  is  not  so  easy 
for  customers  to  judge  of  the  actual  value.  The  gar- 
ments should  be  carefully  chosen  for,  while  they  must  not 
be  of  the  cheapest  grade,  they  should  not  be  too  high  in 
price. 

If  the  merchant  covers  cost  on  these  lines,  he  should 
be  amply  satisfied,  but  even  if  he  loses  money  on  them, 
he  will  not  be  out  of  pocket  in  the  long  run. 

Most  manufacturers  make  up  all  but  their  very  cheap- 
est numbers  in  sets  now — that  is,  drawers,  corset  cover, 
skirts,  gowns,  etc.,  are  trimmed  to  match,  so  that  they  can 
b,'  sold  separately  or  as  many  pieces  together  as  the 
customer  wants.  This  fact  gives  extra  selling  scope  to  the 
clever  saleswoman,  and  she  will,  if  really  is  up-to-date, 
try  to  sell  more  than  one  piece  of  a  set  to  the  ©ustomer, 
This  idea  of  having  her  garments  match  appeals  to  most 
women,  and  it  is  a  comparatively  easy  matter  to  sell  her 
more  than  one  garment.  Salespeople  should  always  be 
instructed  to  show  other  numbers  in  the  same  set. 

Drawing  the  Crowd. 

If  the  merchant  would  want  to  draw  the  crowd  to  his 
January  whitewear  sale,  he  must  study  the  display  end. 
The  store  trimmer  will  have  the  windows  in  hand,  but 
there  is  no  doubt  that  he  Avill  gladly  co-operate  with  the 
merchant,  in  making  the  department  attractive.  A  de- 
partment is  very  far  behind  the  times  that  has  not  an 
ample  supply  of  glass  show  eases  for  the  display  of  fine 
goods.  These  should  be  carefully  cleaned,  the  glass  pol- 
ished, and  the  floors  covered  with  white,  blue,  or  pink  crepe 
paper.  In  these  cases  the  finest  and  daintiest  pieces  of 
underwear  should  be  arranged. 

Should  pink  crepe  paper  be  used  for  trimming  cases, 
the  ribbons  used  to  trim  the  whitewear  shown  should  be 
of  that  color.  In  getting  up  a  case  display,  it  is  often 
good  policy  to  add  an  extra  bow  or  so  to  the  ribbons  al- 


ready used  on  the  garments.  Sometimes,  indeed,  it  will 
pay  to  replace  a  cheap  ribbon  Avith  one  of  better  quality. 
While  >the  new  ribbon  may  cost  25c,  it  will  add  more  than 
50c.  to  its  appearance  and  will,  because  of  this  bow,  often 
sell  for  the  higher  figure.  This  improvement  does  not  come 
out  of  the  merchant 's  pocket,  as  the  customer  pays  the 
difference.  Also,  the  extra  bit  of  trimming  adds  to  the 
attractiveness  of  the  department  and  makes  things  sell 
quicker. 

Bring  Sales  on  Early. 

The  tendency  in  the  large  stores  is  to  bring-  the  Jan- 
uary sales  on  at  as  early  a  date  as  possible  after  the  holi- 
day trade  is  over.  The  windows  are  dressed  out  with 
whitewear  early  in  the  week  between  Christmas  and  Ncav 
Year's,  though  the  selling  in  the  department  does  not  be- 
gin until  the  day  after  new  Year's  day. 

Much  may  be  done  in  this  way  to  make  the  January 
sale  a  success  and  some  very  harmonious  color  schemes 
may  be  evolved  by  clever  fingers  in  the  beautifying  of  both 
cases  of  department. 

Every  department  for  the  January  wliite  sale  puts 
out  all  its  white  goods,  and  every  white  fabric  and  white 
article  is  legitmately  featured.  This  gets  trade  going  in 
all  the  departments  and  prepares  the  way  for  a  general 
pre-inventory  January   sale. 

It  takes  something  besides  cut  prices  and  extra  values 
to  get  customers  into  the  store,  and  the  January  sale 
should  be  as  carefully  thought  out  and  planned  as  Spring- 
openings   later  on   will  be. 

Value  of  Special  Leads. 

It  is  an  excelent  thing  to  have  some  special  leads  to 
start  business  going  in  January.  One  of  the  very  best 
lines  to  use  for  this  purpose  is  smallwares  and  notions. 
These  are  always  in  use  and  every  woman  knows  the  price 
of  them,  and  cuts  in  these  prices  always  tell,  and  result  in 
quick  sales.  Moreover,  a  very  considerable  cut  can  be 
made  and  prices  can  droj]  even  below  cost  and  yet  the  loss 
will  only  be  small.  This  can  be  entirely  eliminated  if 
special  goods  are  bought  for  the  notion  sale. 

There  is  one  point  that  should  be  borne  in  mind.  When 
it  is  getting  near  inventory  time,  stocks  of  perfectly  staple 
goodr:  which  are  as  salable  as  bread  or  salt,  and  in  their 
way  just  as  necessary,  are  allowed  to  run  out.  What  is 
more  annoying  to  regular  customers  to  ask  for  goods  of 
this  class,  only  to  be  told  that  they  are  out  of  stock. 
Customers  know  little  of  store  management,  and  care  less. 
It  is  the  fact  that  the  merchant  has  the  goods  they  want 
when  wanted  and  at  the  right  price  that  makes  them 
patronize  the  store.  Nor  are  customers  unreasonable; 
they  do  not  expect  the  merchant  to  have  novelty 
goods  between  seasons,  but  when  he  allows  his  stock  of 
goods  in  evei-y  day  demand  to  run  out,  he  is  running  the 
risk  of  losing  good  customers. 

January  days  are  frequently  dull  and  dreary,  there- 
fore the  merchant  should  not  spare  light.  A  brightly 
lighted  store  is  a  big  attraction  at  this  time  of  the  year. 
Some  sort  of  decoration  should  be  used,  and  bright  lights 
should  play  an  important  part  in  the  scheme. 
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GREATER  SUCCESS 

in  your 

LADIES'  NECKWEAR,  BELT 
and  BLOUSE  DEPARTMENTS 

can  he  secured  by  discriminative  buying  from 
a  firm  whose  reputation  for  high-grade  goods 
and  true  novelty  is  beyond  question. 

And  that  we  have  acquired  this  reputation  is 
proven  by  the  fact  that  many  of  the  finest  stores 
in  the  Dominion  depend  almost  exclusively 
upon  us  for  the  latest  novelties  in  Neckwear, 
Belts  and  Blouses. 

A  volume  of  talk,  lOould  be  far  less  convincing 
than  a  few  minutes  spent  in  examination  and 
comparison  of  our  goods. 

When  our  traveler  presents  himself  at  your 
store  we  recommend  that  you  give  his  samples 
close  inspection.  Note  the  nattiness  of  style; 
newness  of  design;  perfection  of  finish;  then 
give  him  your  order  for  an  assortment  and  note 
how  well  they  sell. 

Ladies'  Wear,  Limited 

64  Wellington  St.   West 

Toronto 


Pleast  mention  The  Review  to  Advertisers  and  Their   Travelers 


AND  NE^KWEIVI^ 


Good;Holiday  Business  in  Neckwear,  Gloves  and  Belts 

Importance  of  Proper  Display  of  Accessories  in  the  Department 
—  Veilings  and  Ribbons  in  Demand  for  Christmas  Gifts  —  Spring 
Showing  of  54-inch  Embroidery  —  Black  a  Favored  Spring  Belt  Color. 


THERE  is  always  a  very  heavy  demand  for  neck- 
we;ir  for  Christmad  gifts,  and  at  this  season  of 
the  year  the  call  for  dainty  effects  is  particular- 
ly strong. 
Neckwear  in  individual  boxes  always  proves  a  desirable 
feature,  and  as  a  rule  the  way  most  merchants  do  is  to 
g'ive  a  box  with  every  piece  of  neckwear  sold  above  a 


Dutch  collar  with  jabot,  made  of  lawn,  net  and  insertions 
—  Shown  by  R.  D.  Fairbairn  Co.,  Ltd.,  Toronto. 

certain  price,  the  attractiveness  of  the  box  being  governed 
by  the  price  of  the  article. 

The  wise  merchant  seldom  permits  the  placing  of  any 
advertising  matter  on  these  boxes — just  the  compliments 
of  the  season,  or  some  other  appropriate  motto  should  be 
used.  This  is  because  many  people  do  not  as  a  rule  wish 
their  friends  to  know  where  the  article  has  been  bought. 

It  is  not  a  good  plan  to  show  too  much  stock  on  the 
counter.     It  only  means  at  this  time  of  the  year  that 


neckwear  shown  there  gets  so  much  handling  that  it 
loses  its  fresh  appearance,  and  no  person  will  buy  such 
goods  for  gifts. 

Neckwear,  as  a  rule,  is  shown  in  glass  counter  cases, 
and  at  all  seasons,  but  particularly  now,  these  cases 
should  receive  the  most  careful  attention  as  to  dressing, 
etc. 

From  the  standpoint  of  fashion,  a.mong  the  leaders  in 
neckwear  are  the  maline  bows,  long  jabots  and  cord  ruch- 
ings,  and  these  are  big  sellers,  especially  in  the  larger 
cpntres.     In   all  centres  there  has  been  a  heavy  demand 


Separate  jabot  made  of  Swiss   muslin,  trimmed  with 

wide    guipure  lace  —  Shown    by  R.   D.    Fairbairn 

Company,  Limited,  Toronto. 

for  fancy  stock  collars,  particularly  those  having  a  long 
jabot. 

Stiff  turn  down  collars  are  a  big  selling  line,  and  to 
wear  with  these  are  sold  bows  and  jabots  of  Irish  crochet 
and  lawn,  net  and  lace  bows,  and  satin  and  silk  bows  in 
endless  variety. 


Veilings. 

Veiling  lengths  made  desirable  Christmas  gifts.  Offer- 
ing the  better  grade  goods  in  individual  boxes  will  assure 
a  heavier  sa'e  of  higher  grade  goods,  for  the  majority  of 
customers,  who  find  that  by  paying  a  little  more  than  they 
had    planned  upon    can     obtain    the     goods     in     an    ap- 
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Xmas 
Umbrellas 


Letter  and  Catalogue  Orders 
receive  special  attention  and 
can  be  shipped  same  day  as 
received.      ::::::: 


The 

Irving  Umbrella  Company 

MANUFACTURERS  Limited 

79-83  Wellington  Street  West 
TORONTO 


Pewny's  Kid  Gloves 


THIS  IS  THE  TRADE  MARK 


WE    HAVE  IN  STOCK 

a  fine  line  of  Men's,  Women's  and  Children's 
Unlined,   Silk-lined,  Wool-lined,    Fur-lined 

Mochas,  Capes,  Kids,  Suedes 

at   moderate    prices    for  Christmas   Trade. 

PROMPT  SHIPMENTS 

GREENSHIELDS  Limited 

MONTREAL 


propria'te  box  for  giving,   will  not  besitate  at  pa,ying  the 
difference. 

The  coarse  hexagon  mesh  veilings  are  proving  popular 
with  the  trade  that  does  nO't  take  kin-diy  to  the  rather 
striking  veilings  now  in  vogue.  However,  the  square 
mesh  with  the  square  spofs,  in  the  more  modified  sizes,  has 
been  taken  up  reaidily  by  city  trade. 

Because  of  'the  vogue  of  the  'black  ha't,  black  is  the 
selling  color  in  veiling.  The  novelty  in  veilings  shew  a 
leaf,  etc.,  on  a  tine  net  ground.  These  patterns  are  very 
large  and  only  two  or  three  are  reproduced  on  the  veil. 

Scarfs  are  increasing  in  favor  and  those  with  em- 
broidered ends,  with  dull  gold  beads,  bugles,  etc.,  are 
proving  ready  sellers.  Scarfs  are  something  new  and  are 
very  handsome,  therefore  they  should  be  featured  for 
the  holiday  trade.  Not  only  are  the  fancy  c'hiffon,  'crepp 
a,nd  ninon  scarfs  selling  for  evening  wear,  but  scarfs  of 
crysitaline,  of  soft  satin  veiled  with  chiffon,  etc.,  trimmed 
with  lines  of  marabout,  are  shown  for  day  wear.  Some 
of  these  scarfs  are  very  wide  and  they  are  draped  so 
as  to  form  wraps.  Many  liaive  the  wide  flat  muff  to  match 
a  set. 

♦ 
Ribbons. 

Ribbon  business  at  present  is  only  fair,  but  importers 
are  looking  for  much  better  business  for  Spring,  1910. 
rndica'tions  are  for  an  increased  use  of  ribbons,  and  should 
this  materialize,  all  branches  of  the  trade  will  profit  by 
it.  As  a  matter  of  fact  no  one  is  suffering  at  the  present 
time. 

The  most  popular  ribbon  this  season  is  undoubtedly 
the  silk  moires  in  the  wide  widths.  The  demand  for  vel- 
vet ribbons  is  good,  and  the  holiday  trade  in  fancies  is 
opening  up  well. 

Spring  lines  contain  many  beautiful  samples  of  fancy 
ribbons,  and  it  is  expected  that  they  will  prove  a  stimu- 
lation to   the  ribbon  trade. 

During  this  month  there  is  certain  iio  be  a  marked 
increase  in  the  sale  of  ribbons  at  retail.  Sales  may  be 
made  by  displaying  in  the  ribbon  department  fancy  arti- 
cles made  of  ribbons,  or  in  which  ribbons  play  an  import- 
ant part.  Some  stores  have  the  salesladies  in  the  depart- 
ment prepare  these,  so  that  the  cost  aside  from  the  ma- 
terials used,  is  small. 

There  is  always  a  good  demand  for  baby  ribbons  for 
Christmas  trade,  particularly  red,  for  holly,  red  and 
green  striped,  and  greeting  ribbons.  To  push  sales  of 
these,  it  is  a  good  idea  to  place  baskets  upon  the  counter 
containing  lengths  of  different  colors,  to  be  sold  at  so 
much  for  each  length.  The  price  and  length  should  be 
|:)lainly  g'iven.  This  will  often  attract  a  shopper,  who  has 
not  had  the  purchase  of  such  ribbons  in  mind.  Not  only 
should  the  ribbons  suitable  for  wrapping  gifts  be  shown 
in  this  way,  but  ribbons  for  fancy  work  and  the  wash 
ribbons  for  muslin  underwear  purposes  will  prove  ready 
sellers  when  shown  in  this  way. 

Embroideries. 

Holiday  trade  should  see  semi-made  embroidery  robes 
in  good  dema-nd  for  Christmas  gifts.  Attractively  boxed 
these  should  sell  readily,  as  they  retail  in  such  ai  wide 
range  of  prices. 

Madeira  effects  in  embroidery  are  particularly  strong, 
floral  and  leaf  designs  being  most  favored. 

The  Spring  showing  of  .54-inch  embroidery  flouneings 
contain  some  particularly  desirable  patterns,  and  s'hould 
prove  big  sellers,  owing  to  the  expected  vogue  of  lingerie 
dresses  for  next  season's  wear.     Very  elaborate  matched 
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Send  us  your  Repeat  Orders 

for 

Frillin^s   and  Handkerchiefs 


Our  stock  is  exceptionally  large 
and  well  assorted,  so  that  we 
are  in  excellent  shape  to  attend 
to  your  "Rush  Order"  Repeats 
for  the  Christmas  trade. 

Order  any  way  you  please — 
mail,  telephone  or  telegraph. 
We  guarantee  prompt  delivery 
of  the  right  goods  at  prices 
which  leave  you  a  worth- 
while   profit. 


Sanderson's,  Limited 

66-68  Wellington  Street  West,         -         Toronto 
Veilings,  Nets,  Laces,  Jet  Buttons  and  Trimmings 


Try 

"Sanderson" 

for 

Novelty 
Neckwear 


Christmas  Orders  for  Kibbons 

In  Stock— Baby  Ribbons  and  all  Narrow  Widths 

We  want  to  wish  you  a  Merry  Christmas  and  to  let  you  know 
we  can  absolutely  be  depended  on  for  RUSH  ORDERS  up 
till    the    last    minute.       We    have    the    stock    waiting  for  you. 

Walter  H.  Barry  &  Company 

THE  RIBBON  HOUSE  OF  CANADA 

Cor.  St.  James  and  McGill  Streets,  Montreal 


HUMAN    HAIR    and    SILK   FRINGE    and    BACK    NETS 

ALSO    GREY,  WHITE  AND  DOUBLE  HAIR  NETS. 

Direct  from  the  Actual  Makers. 

Eaoh    net  in  separate  envelope  if  required. 
PROMPT  DELIVERIES.  PERFECT  GOODS.  LOWEST  PRICES. 

Also  all  kinds  of  Hair  Goods,  Puffs,   Tails,  Padm,  etc.,  etc. 

J.  H.  NAGELE  &  CO.,     Boston,     Lincolnshire,    England,    and    Jglau,  Austria. 


Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers 


82 


DRESS     ACCESSORIES 


Dry  Goods  Review 


sets  showing  the  flouneings  with  matched  insertions  and 
galloon  bands,  are  featured  in  the  Spring  showings. 
Corset  cover  flouneings  are  big  sellers.     These  are  now 


Good  quality,  elastic  trimmed,  with  jet  nail-heads  and  let  trimmed 
buclile— Shown  by   R.  D.  Fairbairn  Co.,  Toronto. 

sold  with  the  ribbon  beading  bands  to  match.  The  new 
samples  include  the  striped  dimity  as  well  as  the  cross- 
barred.  Bands  to  match  these  are  also  shown.  A  new 
feature  of  this  class  of  goods  is  that  some  of  the  new 
lines  are  really  all-over  embroideries,  instead  of  ha,ving 
the  work  all  ait  the  edge,  the  pattern  being  graduated  to 
dots  or  small  sprays,  covering  the  entire  width.  This, 
when  made  up,  makes  a  most  attractive  garment.  Rather 
bold  patterns  are  good  sellers. 


Folded  tifetta  si  k  belt  in  all  colors,  with  fancy  buckle  in  gill 
or  bl-ck  — Shown  by  R.  D.   Fairbairn  Co.,  Toronto. 

Importers  of  embroideries  are  verj-  enthusiastic  re- 
garding Spring  sales  and  it  looks  as  though  1910  would 
be  a  record  year  for  embroideries. 

Belts. 

The  outlook  for  belts  for  the  Spring,  1910,  trade  is 
very  good.  The  fact  that  two-piece  suits  will  be  well 
worn,  makes  the  belt  a  necessitj'. 

Plain  black  elastic  is  probably  the  best  seller  in  elastic 
belts,   though  jet   trimmings   are  favnrcrl.     Patent  leather 


Silk  elastic,  tiimmed  with  silk  soutache   braid  and   fancy  buckle 
—  Shown  by  R.  D.  Fairbairn  Co.,  Toronto. 

belts  are  meeting  with  a  fair  demand.     Fancy  belts  are 
also  selling. 

Gloves. 

There  seems  to  be  no  evidence  of  a  return  to  lower 
prices,  and  while  the  consumption  of  skins  increases  the 
supply  is,  if  anj'thing,  decreasing. 


Considerable  interest  is  being  shown  m  suedes,  and 
chamois  gloves  are  growing  in  demand,  chiefly  in  the 
natural  colors. 

As  regards  fabric  gloves,  they  are  being  affected  by 
the  high  cotton  pi'ices  and  importers  have  been  advised  of 
higher  prices.  It  is  likely  that  repeats  will  command  a 
higher  figure. 


Laces. 

Irish  and  Venise  laces  are  still  in  high  favor,  the  real 
goods  for  the  high-class  trade  and  the  imitations  for  those 
who  cannot  afford  the  higher  priced  goods. 


Dutch  collar  made  of  linen,  trimmed  with  Swiss  medallions  and 
edging  — Shown  by  R.  D.  Fairbairn  Co  ;L!miled,  Toronto. 


Among  the  novelty  goods  all  metallic  effects  have  met 
with  marked  favor  and  give  evidence  of  continuing  in 
popularity  for  some  time.  Gold  and  silver,  separate  and 
in  combination,  are  big  sellers,  and  axe  used  with  all  kinds 
of  imitation  jewels,  both  for  all-overs  and  trimming  bands. 


Itis 


Fownes 

That  is  all  you  require 
to  know  about  a  ^love. 

Display  and  Push 

Fownes  Gloves 

For  Xmas  Gifts 

Wishing  You 

The   Compliments 

of  the  Season 

Fownes  Bros.  &  Co. 

Coristine  Buildiu^, 
MONTREAL 
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Our  aim  this  month  is  to  co-operate  with 
you  in  every  possible  way,  so  as  to  make 

Your  Holiday  Sales 

more  profitable  and  easier  to  handle 


It's  a  question  now  of  getting  the  goods 
Order  to-day.      Good  assortment  in 

Laces  Trimmings  Hosiery 

Embroideries      Handkerchiefs    Ladies'  Neckwear 

Corsets  etc. 


We  wish  you  a  profitable 

Holiday   Trade   and 
a  Very  Merry  Christmas 


KONIG  &  STUFFMANN 

Victoria  Square,  Montreal 
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READY  FOR  RUSH  /^  T    O AT^PT  Q 
ORDERS     FOR  VJA^ V^  V  Il/k3 


We  were  short  of  stock  during  the  fall,  but  are 
now  well   prepared   to  fill  your  hurry-up  wants 

for  holiday  trade. 


Reminders  for  the 
Holidays 

Good    Stock    of   the 
Standard  qualities 

of  Ladies'  Perrin 

Gloves    to    retail 

1.00,  $1.25,  $1.50 


Wishing 

the  Customers  of  Pevvin    GloveS 

a 

Record  Holiday  Business 
and  a 

Very  Merry  Christmas 


You 

Should  keep  your  stock  of  PERRIN 
GLOVES  particularly  well  assorted 
during    this    month.      As    a    Xmas   gift 

Perrin  Gloves  Stand  Alone. 


Time's      Getting      Short.         Send      Your      Order     To-day 


PERRIN  FRERES  &  CIE. 


Mark  Fisher  Building,  28  Victoria  Square, 


MONTREAL 
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— It  doesn't  matter  how  big  or 
how  small  a  business  a  merchant 
is  now  doing  on  Suits  and 
Dresses  for  Women — S-H-&M- 
garments  will  increase  it. 

They're  quality  garments— made  from  better 
cloths — better  linings — better  canvas — ^^  every 
Suit  hairclothed.  ' 

That  last  means  something  to  the  woman  ] 
who  buys.  It  means  that  an  S-H- &  M-  ■",_-^ 
Coat  or  Jacket  will  keep  its  shape.  ^' 

S-H-  &  M-  Garments  will  be  advertised  in 
your  local  papers. 

S-H-  &  M-  Suits  and  Dresses  can  be  sold 
by  you  for — 

$13.50,  $15.00,  $18.00,  $20.00,  $23.50,  $25.00,  $27.50, 
$30.00,      $35.00,      $40.00,      at  a   splendid   profit. 

One  merchant  only  in  a  town. 

Write  or  wire  when  you  would  like  to  inspect 
Spring,  1910,  samples.  They'll  be  ready 
December  15th. 

The  Stewart,  Howe  &  Meek  Company 

Limited 

/ 

New  York  Paris  Toronto 

Established  1898  ,  ^ 
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Best  Vogue  in  Ready-to- Wear  Garments 

Delay  in  Delivery  of  Piece  Goods  Setback  to  Spring  Lines  —  Are 
Deliveries  Unreasonably  Early  ?  -  Authoritative  Indications  are  that 
the    Long    Sleeve    will    be    Selected    for    the    Early    Spring    Selling. 


Suits  for  Spring. 

MANUFACTURERS  are  now  busy  with  Spring 
lines.  The  chief  controversy  is  about  the  pro- 
per length  of  the  suit  coat.  The  long  coat  1  as 
been  so  nineli  favored  for  a  comparatively  long 
period  that  it  is  felt,  tliere  will  be  some  trouble  in  intro- 
ducing the  shorter  coat.  Siioiter  coats  will  certainly  have 
a  strong  representation,  and  many  buyers  believe  that  they 
will  sell  well  in  the  coming  Spring.  About  3fi-in.  is  the 
length  general!  accepted. 

Russian   effects   will  be  shown,  but  the  coat   with   the 
1(  ng   narrow   collar   and   fastening  low   in    front,   will   be 


dressy  suits.     Fewer  buttons  will  be  used,  but  these  are 
oP  a  handsome  character. 

The  plain  coat  sleeve  is  the  one  used,  and  skirts  are 
ill  sdine  (urin  (if  the  ph'atcd  model. 


No.  1  — New  one-piece  dress  irlmmed  with  wide  braid  and  with 
the  cap  sleeve,  showiPE  net   extension. 

the  "best,  selling  style,  at  any  rate  for  the  early  season. 
Plain-tailored  suits  with  the  braiding  confined  chiefly  to 
the  fastening,  forming  frog  effects,  are  used  on  the  more 


No.  2— Late  season  model  with  medium  length  coat,  sailor  collar 

edged  with    Persian  lamb.     The  fastenings   are  novel 

frogs  In  braid  made  to  simulate  a  bow.     Pleats 

are  let  into  the  batl<  and  the  skirl  is  also 

pleated,  the  pleats  set  on  under 

a   wide   band,  giving  a 

tunic  effect. 


Dresses. 

Many  authorities  are  predicting  a  greater  vogue  for 
dresses  in  the  coming  season  than  they  Jiave  enjoyed  dur- 
ing the  Summer  of  1909.  Sample  lines  are  by.no  means 
complete  and,  therefore,  only  the  general  tendencies  can 
be  spoken  of. 

One  style  change  that  is  sure  to  influence  Spring  styles 
materiajly,  is  that  the  waist-line  has  lowered,  and  is  now 
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down  to  the  normal  line,  though  it  is  by  no  means  an  elong- 
ated waist  that  is  worn.  Another  feature  is  that  the  posi- 
tion   of  the  waist  is  now  defined  with  a  girdle  or  some 


helio  will  rival  blue  and  pink.     The  natural  shades 
tans  are  also  indicated  as  good  selling  colors. 


and 


Mull  dress,  sky   pink,  white  and   helio.    New  princess,  daintily 

trimmed  and  tucked  as  illustrated  —  Shown  by  R.  D. 

Fairbairn  Company,  Toronto. 

tiiiiimiuji-  put  on  so  as  to  gl\e  a  belt  effect,  but  not  inter- 
fering as  a  rule  with  the  becoming  pauel  in  the  front. 

Another  feature  that  will  influence  Spring  lines  is  the 
ii.troduetion  of  the  round  yoke,  and  for  Spring  wear  this 
will  often  finish  at  the  throat  with  a  tucker  of  lace.  Lin- 
gerie dresses  and  tub  dresses  of  heavier  fabrics  promise 
to  show  the  new  three-quarter  sleeve,  save  where  the  dress 
is  of  the  plainly-tailored  variety.  For  the  early  season, 
the  new  sleeve  has  a  fitting  cap  top  with  a  puff  and  cuff 
below. 

Linen  dresses  and  dresses  made  from  cotton  suitings 
are  of  the  princess  type,  with  pleats  let  in  to  give  tha 
proper  fullness  to  the  skirt.  Braiding  promises  to  be 
much  used  to  trim  washing  one-piece  dresses. 

Novelty  one-piece  effects  show  simulated  tunic  and 
over-skirt  effects,  and  these  styles  are  expected  to  be  very 
popular. 

In  two-piece  suits,  shorter  coats  are  to  be  featured, 
36-in.  being  the  popular  length.  Though  the  Russian 
b'ouse  coat  is  shown^  it  is  felt  that  the  coat  with  the  long, 
narrow  collar  and  fastening  low  down  at  the  waist  line 
will  be  the  seller.  The  skirt  models  are  almost  all 
pleated,  and  many  have  the  over-skirt  .effect,  or  the  long 
yoke,  finished  with  a  fold. 

There  will  be  a  strong  feeling  for  novelty  colors  and 


Waists. 

Though  quite  a  large  amount  of  business  has  been  done 
in  Spring  waists,  the  merchant  has  given  his  order  with 
the  usual  proviso  that  the  sleeve  the  manufacturer  puts  in 
shall  be  the  fashionaible  one.  This  places  the  responsibil- 
ity on  the  shoulders  of  the  manufacturer.  From  a  careful 
canvas,  not  only  of  the  manufacturers,  but  also  of  the 
retail  trade,  The  Review  finds  that  the  long  sleeve  is 
universally  regarded  as  the  proper  sleeve  for  the  early 
season.  Many  authorities  are  inclined  to  favor  the  long 
sleeve  for  later  selling,  but  there  is  a  decided  feeling  that 
tlie  three-quarter  and  elbow  sleeve  will  be  prominent  for 
mid-summer  wear  on  tV.iicy  lawn  waists.  It  should  be 
borne  in  mind  that  for  the  tailored  waist  the  bishop  sleeve 
will  be  the  one  adhered  to. 

Russian  styles  will  influence  tailored  models,  and  this 
l)rings  into  prominence  side  fastenings.  On  more  fanci- 
ful waists,  side  frills  are  what  fashion  favors,  though  this 
style  has  not  been  taken  up  to  any  great  extent  by  Can- 
adian buvei's. 


Two-piece  suit   made  in   the  new  diagonal  chevron  wool  cloth. 

Coat  collar  and  cuff  of  imported  Swiss  embroidery,  pleated 

panel  skirt  in  all  popular  shades  —  Shown  by   R.  D. 

Fairbairn  Company.  Toronto. 

Models  with  side  frill  have  been  included  in  almost 
every  sample  line,  but  up  to  date  these  models  have  not 
sold. 
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THE  ^^  UNNY 

MILE  of 

UPREME 

ATISFACTION 

invariably  indicates  the  Dry 

Goods  man  who  has  made 

a  feature  of 

Home  &  Watts' 

CHILDREN'S  &  MISSES'  DRESSES 

What  these  g"Oods  have 
done  for  many  retailers 
throughout  the  Dominion 
they  will  do  for  )ou  — the}- 
will  build  up  for  you  a 
children's  department  which 
will  be  second  to  none  in 
your  store  in  point  of 
profit. 

WAIT  for  our  travellers, 
if  they  have  not  yet  called 
on  you  ;  they  have  quite 
the  best  selling  and  snap- 
piest line  of  children's 
Spring"  g-Qods ! 

We  are  putting-  fabrics 
into  these  that  will  not  be 
seen  elsewhere  till  six 
months  hence  —  the  other 
manufacturers  are  six 
months  behind  us  ! 

Can  we  not  send  you  a 
sample  selection?  They  will 
g-ive  you  some  idea  what 
profit  is  in  store  for  you  if 
)Ou  feature  our  children's 
dresses.      Write   us   to-day. 


Home  &  Walls,  Limited 

Adelaide  and  Duncan  Streets 

TORONTO 


The  Label  as  a 
Advertising  Medium 


Do  you  reali/;e  the  advertising 
effectiveness  of  having  your  label 
attached  to  the  goods  that  ^o  out 
of  your  store  ?  It  is  an  advertise- 
ment that  stays  active  until  the 
garment  wears  out,  and  its  cost 
is  very  small.  We  can  make  you 
some  woven  silk  labels  that  will 
impress  your  name  upon  every 
purchaser  and  upon  anyone  who 
sees  them  attached  to  a  garment. 
Labels  that  stand  out  strong  in 
artistic  effectiveness.  Let  us  make 
you  a  quotation.  Your  inquiry 
will  receive  our  prompt  attention. 


Canada  Label  &  Webbing  Go. 

Limited 


We   wish 

You 

A  Record   Holiday  Trade 

and 

A   Prosperous   1910 


Make 
NATIONAL  BRAND  GARMENTS 

Your    leaders 

National  Rubber  Co.  of  Canada 

MONTREAL 
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UR    one    thousand 
styles    include     a 


full  range  of  these  com- 
fortable and  easy-fitting 
garments.  They  are 
made  in  the  regular 
Eclipse  style,  and   if  you 

handle  Eclipse  Whitewear  you  know  just  what  this 
implies — strong,  durable  material,  graceful  and  snug  fit 
and  thorough  workmanship.  It's  not  what  we  say  about 
these  goods  that  will  convince  you  of  their  merit —  it's 
what  the  goods  prove.  The  styles  of  these  latest  cre- 
ations are  so  dainty  and  smart,  and  the  careful  and 
intelligent  workmanship    so  much    in  evidence,  that    to 


CRISP,  DAINTY  LINGERIE 

COMBINATIONS 

LEONAS     AND     PRINCESS    SLIPS 


see  them  is  to  purchase. 
You  will  probably  realize 
more  than  ever  after  an 
inspection  of  these  new 
combinations  why  Eclipse 
Whitewear  is  the  pref- 
erence of  so  many 
women.  If  they  were  asked  to  name  the  reason  for 
this  preference  they  would  probably  answer  "  positive 
reliability. "  You  do  not,  nor  do  your  customers, 
take  the  slightest  chance  with  Eclipse  garments,  for  an 
unconditional  guarantee  goes  with  every  sale.  Ask 
our  travellers  or  write  us  about  these  two  new  dainty 
styles  "  Leonas "  and  "Princess"  slips.      ^  ^  ^  ^ 


THE  ECLIPSE  WHITEWEAR  CO.,  limited,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Some  designers  are  showing  waists  trimmed  with 
medallions  on  one  side,  the  effect  being  evidently  taken 
from  the  side  frill,  as  these  are  both  new  and  pretty,  and, 
as  this  fashion  has  none  of  the  disadvantages  of  the  frill, 
there  is  little  doubt  that  the  idea  will  take. 

Though  the  greater  number  of  blouses  for  early  sell- 
ing have  the  high  neck,  Dutch  necks  and  round  coUarless 


Waisi  of  extra  good  quality  chiffon  cloth  in    black  and   all  the 
newest   shades.      Front   prettily  braided  and   elaborately 
trimmed  with  sills  insertion   and   fancy  soutache  but- 
tons ;  back  to  match.    The  new  semi-bishop  sleeve. 
Shown  by  R.  D.  Fairbairn  Co.,  Toronto. 

necks  are  shown.  There  are  some  models  also  that  have 
separate  collars  so  that  the  wearer  can  either  wear  or 
discard  the  collar  at  will. 

Even  the  shape  of  the  long  sleeve  does  not  seem  to  be  as 
yet  definitely  settled  for  the  fancy  lawn  waist.  Many 
buyers  favor  the  modified  leg-o '-mutton  sleeve  puffed  over 
af  the  elbow,  and  with  a  long  cuff  as  a  finish.  Then  there 
ii  a  sleeve  that  has  a  puff  between  the  elbow  and  the  cuff, 
as  well  as  other  styles  of  puffed  sleeves.  The  long  Di- 
rt'ctoire  sleeve,  but  without  the  point,  is  also  shown.  In 
short,  it  looks  as  though  there  would  be  more  than  one 
good  seller  in  sleeve  styles  in  the  coming  Spring. 


Whitewear. 

The  increasing  favor  with  which  sales  of  whitewear  are 
regarded  by  the  trade  is  indicated  by  the  largely  increas- 
ed number  of  stores  that  are  planning  to  hold  January 
whitewear  sales.  So  anxious  are  some  of  them  to  have 
all  in  readiness,  that  they  are  advising  manufacturers 
that  they  wish  deliveries  of  garments  ordered  to  be  made 
as  soon  after  the  first  of  December  as  possible,  and  that 
the  shipments  shall  not  as  usual  be  delayed  until  the  1.5th 
of  the  month. 

Combination  garments  and  princess  slips  are  being 
stocked  by  all  merchants,  as  these  garments  are  now  so 
much  asked  for  that  the  manufacturers  are  finding  it  to 
their  interest  to  bring  them  out  to  sell  at  popular  prices. 
Women   are   finding   that   combination   garments   are   ex- 


ceedingly comfortable  to  wear  and  their  sale  i3  rapidly  ir- 
creasing. 

Juvenile  Wear. 

This  is  becoming  a  big  department  with  all  stores  that 
give  proper  attention  to  buying,  location  and  selling. 

For  school  and  general  wear,  the  young  miss  needs 
simple  dresses,  neatly  and  simply  trimmed.  The  newest 
are  the  long  Moyen  Age  dresses  finished  with  a  pleated 
fl'iunce.  Many  mothers  favor  the  sailor  models  and  these 
styles,  either  with  the  blouse  separate  from  the  skirt  or 
in  the  one-piece,  are  always  safe  sellers. 

Suits  made  upon  much  the  same  lines  as  mother's,  only 
in  modified  styles  suitable  for  a  young  girl's  wear,  were 
never  more  fashionable.  This  means  that  the  smart'y 
dressed  little  miss  will  wear  a  plainly  tailored  suit,  con- 
sisting of  a  coat  and  skirt,  or  of  a  pinafore  dress  and  coat 
to  match. 

Broadcloth  Capes  for  Spring. 

For  more  than  a  year  now  capes  and  wraps  have  been 
increasing  in  favor.  During  the  latter  part  of  the  past 
Summer,  broadcloth  capes  in  fancy  colors  were  worn  aa 
street  wraps  in  New  York,  and  were  only  reluctantly  given 
up  when  the  colder  weather  arrived.  Handsome  wraps  in 
draped  cape  effects  have  been  a  striking  feature  of  all 
evening  functions  of  the  winter,  and  there  is  every  indica- 
tion that  the  broadcloth  cape  will  be  given  consideration 
as  a   Summer  wrap.     The  colors  will  be  varied  with  the 


New  effect  in  voile  skirt,  with   souKche   braided   panels 
on  each  side  —  Shown  by  R.  D.  Fairbairn  Co.,  Toronto. 

darker   and   quieter   tones   for   street   wear,   with   pastel 
shades  and  the  high  colors  for  dressy  wear. 

* 

The  Queen  Dress  and  Waist  Mfg.  Co.,  40  St.  An- 
toine  St.,  Montreal,  is  the  style  of  a  new  garment  firm. 
I.  Mishkin,  of  the  firm,  will  look  after  the  manufac- 
turing end  of  the  business.  B.  Sommer,  also  of  the  firm, 
will  look  after   the  selling   end 
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The  PROOF 

of  the  pudding  is  in 

The  SELLING ! 
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WHY? 

are  we  selling  such 
immense  quantities  of 
ROYAL  garments  for 
Spring  1910  ? 


vV' 


SIMPLY    BECAUSE     the    up-to-date    Ready-to- 
Wear    merchant — not     the    Old-Fashioned    drygoods 
merchant,     mark    you — but    the    man    who  realizes  the 
difference  between  a  "ready-to-wear"  profit   and  a  "dry- 
goods"  profit,  grasps  the  importance  of  only  handling  gar- 
ments with    a  guaranteed  FIT,  CUT,  STYLE,  HANG  and 
FINISH.       He  finds  he  can  fill  the  bill  and  satisfy  his  cus- 
tomers with 


/v. 


Garments 


Wake  up,   Mr.   Old-Fashioned    Dry    Goods    Man,    and    put 
in  a  "  ready-to-wear  "  department.      It  is  the  important  de 
partment    in   a  dry  goods  store    to-day,    and,    properly 
handled,  will  yield  larger  profits  than  any  other  three 
departments  in  your  store. 


Write,  wire,  tele- 
phone or  call  person- 
ally if  you  feel  our 
representative  is  late 
in  reaching  your 
town. 


"TT 
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The   McElroy   Manufacturing  Co'y 

47  Simcoe  Street,  TORONTO 


1^ 


Limited 
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Russian     Blouse    Effects    Will    be     Spring     Feature 

Already  Apparent  in  Winter  Suits  and  Separate  Effects  -  Radical 
Change  in  Coat  Lengths  —  Great  Variety  in  Material  and  Style  for 
Capes  and  Coats  -  Dresses  Have  Trailing  Skirts    and  Short   Sleeves. 

Staff   Correspondence. 


Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Nov.  2(). 

THAT    the    short   coat  is   gaining    in    vogue     there 
is  no  doubt,   although  the  majority   of  the  new 
ones   that"  one   sees  ""rernain'  of  good   length.    It 
will  take  until  Spring  at  this  rate  to  establish 
the    style   of   the   shorter   jacket,    but    unless    a   contrary 
current  sets  in  it  is  sure  to  arrive. 

It  is  a  foregone  conclusion^,  hawever,  that  the  most 
conspicuous  Jeatiire  of  the  Spring  garmen-ts  will  be  the 
Russian  blouse  effects.  Already  this  tendency  charac-" 
terizes  several  of  the  winter  suits  and  separate  coat&that 
are  now  being  worn  by  the  ultra  fashionables.  These 
models  have  been  well  received  and  there  is  every  belief 
based  on  the  fact  that  the  Spring  will  show  many  suits 
of  the  Russian  type. 

There  are  many  models  brought  over  from  Paris 
that  are  made  with  sliort  "blouse  coat,  in  many  instances 
hardly  more  than  hip-length,  the  round  neck  and  the 
frequent  use  of  the  belt  sleeve  of  elbow  length  with  a 
close-fitting  forearm  continuing  the  sleeve  to  the  wrist. 

In  most  of  the  suits,  the  present  form  shows  a 
favor  for  tunic  effects  without  the  actual  tunic  cut.  In 
other  words,  the  skirt  has,  usually,  a  deep  border  of 
contrasting  material,  thus  giving  the  tunic  of  double 
skirt  suggestion. 

The  New  Coat  Lengths. 

The  Coats  of  these  suits  are  particularly  inteiosting. 
They  are  cut  from  twenty-six  to  twenty-eight  inches 
long  ;  in  fact,  they  are  short  coats,  shorter  than  we  have 
known  them  for  a  long  time  past.  However,  these 
lengths  are  only  noted  among  those  models  brought  over 
from  abroad,  New  York  manufacturers  are  copying  them 
and  making  the  coats  from  four  to  six  inches  longer 
than  the  originals.  With  it  all,  however,  it  is  believed 
that  by  Spring  the  shorter  length  will  be  the  most 
fashionable  choice,  as  it  will  accord  with  the  season  and 
also  be  a  radical  change  and  relief  from  the  coat  of 
exaggerated  length. 

It  is  lii<ely  that  with  the  return  of  Russian  models, 
the  tunic  idea  will  be  accentuated  and  that  many  charm- 
ing conceits),  such  as  rosette-finished  belts,  slashed  bell 
sleeves,  round,  collarless  necks  and  the  like,  will  be  in 
pronounced  evidence  in  later  models. 

Especially  appropriate  for  misses  are  the  Russian 
effects,  because  they  are  youthful  in  style.  There  will  of 
course  be  a  variation  of  styles  in  these  effects  as  soon 
as  the  new  samples  are  brought  forward. 

Separate  Coats  in  Big  Demand. 

The  styles  in  capes  and  separate  coats  seem  to  be 
legion.  One  garment  suggests  another  only  in  so  far  as 
length  is  concerned,  for  in  other  details  there  is  a  wide 
style  diversity.  The  fabrics  therein  employed  are  ex- 
tensively  varied. 

The  models  that  are  inclined  to  drape  are  perhaps 
the  most  modish  this  season.  This  effect  is  not  only 
.shown  in  wraps  of  supple  fabrics,  but  also  in  heavier 
woolens.  The  line  of  drapery  is  most  frequently  con- 
fined  to   the   shoulder   or     the   sleeve,    especially  in     the 


coats  designed  for  street  wear.  "  In"  those  lor  "evening 
wear,  the  draperies  aire  more  voluminous  and  placed  well 
down  toward  the  hem. 

The  shoulder  line  is  long  without  exception  in  the 
coats  this  season.  The  effect  of  many  of  the  models  ia 
as  though  the  sleeve  started  out  with  the  intention  of 
maintaining  kimono  lines,  and  then  changing  its  course, 
finished  with  half  the  width  completed  in  a  sleeve  sec- 
tion and  the  other  elongated  and  incorporated  with  the 
draperies  of  the  body  of  the  garment. 
-  I-*'erhaps  the  smartest  coats  lately  noted  on  one  of  the 
favorite  avenues  in  New  York,  are  the  smart  blanket 
coats  primarily  maJe  for  motor  wear  ;  they  will  doubt- 
less be  employed-  for  street  wear  before  the  season  is 
over.  There  is .  a  very  wide  range  of  colors  from  the 
darkest  tones   to  the  lightest. 

Circul-ar  capes  axe  "  enjoying  a  great  vogue,  being 
shown  in  a  variety  of  fabm'S--  and  colorings,  mostly  of 
light  weight  materials  and  used  for  evening  or  dressy 
purposes. 

Many  of  the  new  wraps  combine  the  cape  and  wrap 
idea,  which  is  indeed  very  attractive.  The  front  of  such 
models  fastens  over  to  one  side  with  a  heavy  ornament 
made  of  some  contrasting  fabric  or  trimming. 

Simple  Styles  in  Dresses. 

There  was  never  a  day  when  the  simple  little  after- 
noon gown  was  in  higher  favor  than  now.  For  it  is 
there  in  a  host  of  materials  of  real  beauty  at  small 
jirices.  The  wools,  fine  and  coarse,  come  in  dozens  of 
variations  and  the  silk  and  cottons  which  lend  them- 
selves to  house  wear  throughout  the  season  are  of 
countless   number  and   style. 

Colors  are  more  than  ever  many  and  rich.  The 
muddy  tones  of.  the  last  .season  have  cleared,  and  al- 
though there  are  still  "many  tones,  mellowed  by  the 
intermixture  ol  gray  and  brown,  the  general  trend  is 
brighter   than   for  several   months. 

The  suppleness  of  all  materials  lends  itself  to  the 
hugging-in  effect  about  the  feet,  which  is  a  shibboleth  of 
to-day's  styles.  If  it  were  not  for  this  limp  quality,  the 
present  gowns  would  be  decidedly  bouffant.  The  cuirass 
gown  is  still  seen  among  smart  models  although  it  is 
fitted  in  at  the  waistline,  where  last  season  it  dropped 
over  it   with   less   clear  definition. 

The  "Middle  Age"  gown  is  passing,  but  the  two- 
storied  model  of  .substantial  vogue  seems  to  be  just  at 
hand.  Many  of  the- gpjvns  this.. -seajp.n  have  a  two-piece 
look,  even  though  they  may  be  of  actual  one-piece  order 
or  cut. 

The  smartest  models  in  dresses  have  employed  the 
draperies  which  are  becoming  to  the  majority  of  women. 
A  great  number  of  the  afternoon  dresses  have  trailing 
skirts  and  abbreviated  sleeves. -Roth  the  skirt  and  the 
sleeves  have  increased  their  respective,  .widths  since  last 
season. 


The  McAlpine-Riehardson  Co..  Toronto,  incorporated 
with  $40,000  capital,  will  manufacture  and  dispose  of 
clothin.s:  of  all  kinds  by  wholesale  and  retail.  The  incor- 
porators are.  A.  W.  Briggs.  H.  R.  Frost  and  H.  P.  Edge. 
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Tulle  Marveilleaux  Silk  Net.  Tucked  Back,  Front  and 
Sleeves.  Trimmed  Applique  Lace  and  Guipure  Insertions. 
Silk  Slip.  Shades — Champagne,  Cream  and  Black.  Price, 
each $     6.50 

Taffetta    Silk.       Bias    Pin    Tucks.      Trimmed    Jet    Buttons. 

Price,   each $     4.00 

Tailored  Waist.      Fine  Vesting.    Tucks  and  Trimined   Large 

Crochet  Buttons.      Fancy  Embroidered  Collar.      Price,  dozen       <plO.UU 


We  specially  recommend  these  three  lines  for  quality  and  value 
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New  York  Horse  Show  Fashion  Fete  of   the   Season 

Plain  and  Sombre  Colors,  with  Trimmings  of  Velvet,  Ottoman,  Silk 
or  Fur— Simple  Tailored  Costumes -Metallic,  Crystal  and  Bead  Effects 
—  Trained     Skirts  —  Rich     Fur    Wraps  —  Shoes    to    Match    Gown. 

Staff  Correspondence. 


Office  of  The  Dry   Goods  Review, 

160  Broadway,  New  York,  November  29. 

AS   the  first  great     function     of    the  fashionable 
season,    the    Horse    Show,      held     at    Mad'ison 
Square   Garden,   in   New   York   City,   holds   its 
own.    For  years   it   has   been   regarded   as   the 
time  and  place  for  the  authoritative  display  of  the  fash- 
ions for  the  autumn  and  winter. 

This  year  there  was  a  great  exhibition  of  fashion- 
able toilettes.  The  interior  decorations  of  the  garden 
harmonized  well  with  the  beautiful  gowns.  It  -was  a 
gathering  together  of  dark  colors,  with  black  in  the 
lead.  Practically  every  well-dressed  woman  and  even 
girls  as  young  as  sixteen,  wore  a  black  gown  or  suit 
one  day  of  the  week's  performance.  The  simplicity  of 
these  gowns  or  garments  also  added  to  their  attractive- 
ness. 

Plain-tailored  Morning  Costumes. 

For  the  early  morning  attire,  plain-tailored  cos- 
tumes of  coat  and  skirt  to  match  were  the  prevailing 
mode.  There  were  several  different  styles,  but  there  was 
no  one  length  of  coat  considered  obligatory.  The  medium 
lengths  were  worn  by  the  most  practical  dressers.  The 
longer  coats  were  mostly  separate  wraps  and  resembled 
tailored  costumes,  with  their  pleated  skirt  effects,  and 
fancy  cuts  under  the  arm  and  at  the  back.  All  coats 
fit  closer  to  the  figure  this  year  than  they,  did  last.  The 
lines  are  still  long,  however,  and  the  back  is  still  loose 
from  the  shoulders. 

The  rougher  materials  were  by  far  the  smartest  for 
the  plain  costumes,  but  the  best  materials  were  those 
that  look  heavier  and  rougher  than  they  really  are,  and 
among  the  most  expensive  were  some  delightfully  light 
we'ights,   while  looking  almost  like  fur. 

Velvet,  Ottoman,  Silk,  Fur. 

Plain  and  sombre  colors  were  chosen  for  these  cos- 
tumes, with  trimmings  of  velvet,  ottoman,  silk  or 
fur.  Braid  and  buttons  were  used  as  trimmingsi,  but 
not  so  many  braided  su'its  were  evident  as  heretofore. 
Simple  effects  were  more  conspicuou?i,  with  fancy  braided 
ornaments  instead  of  buttons  on  many  of  the  garments. 

A  number  of  Russian  blouse  suits  were  in  evidence, 
made  up  in  velvet,  corduroy,  and  fancy  suitings.  They 
were  ornamented  with  braids  and  buttons  and  fur,  and 
while  the  models  looked  rather  extreme  when  contrasted 
with  the  tailored  suits  with  their  long  lines,  they  were 
very  smart  and  attracted  much  attention. 

In  the  afternoon  a  more  elaborate  style  of  dress  was 
worn  than  during  the  morning.  There  were  noted  a 
number  of  simple  tailor  gowns,  but  the  majority  of 
women  wore  the  same  sort  of  gowns  that  they  would 
wear  to  an  afternoon  reception,  or  for  calling.  Velvet 
and  cloth  costumes,  most  elaborately  fashioned,  or  the 
gown  complete  in  itself  and  a  long  coat  of  cloth,  velvet, 
satin  or  fur  worn  with  it,  were  noted. 

Favor  for  Fur  Trimmings. 

Fur  trimmings  are  fashionable  this  winter  and  the 
long  coats  with  fur  were  most  effective.  There  were 
also  many  suits  aiid  costumes  with  fur  trimmings,  skunk 


being  the  most  popular.  It  was  used  to  border  the  cos- 
tume or  coat  at  the  hem,  around  the  sleeves  or  cuffs, 
and  the  collars  made  entirely  of  it,  and  fur  was  cut 
and  shaped  as  though  it  were  piece  velvet.  Sealskin 
also  proved  a  popular  fur  trimming,  and  one  very  hand- 
some coat  was  made  of  gray  satin  with  pointed  basque 
effect  at  the  back  and  front,  the  material  gathered  in 
at  the  hem,  and  the  hem  bordered  with  sealskin.  The 
collar,  revers  and  sleeves  were  also  of  the  sealskin.  It 
was  worn  over  a  grey  velvet  gown  made  in  the  1830 
style  with  draperies. 

Odd  little  garments  seen  on  the  young  girls  were 
subtle  suggiestion;^  of  their  grandmother's  old-tiime 
dolman.  Fur  cloths  of  silky  face  were  seen  in  some  of 
the  becoming  evening  wraps  worn  by  the  misses,  and 
among  other  more  costly  but  comparatively  inexpensive 
coats,  white  coon  played  a  leading  part  for  girls'  even- 
ing wraps. 

Metallic,  Crystal  and  Bead  Trimmings. 

The  evening  gowns  worn  by  the  fashionable  com- 
prised all  sorts  of  flimsy  stuffs,  elaborated  with  metallic 
effects,  crystal  and  bead  trimmings,  hand  embroideries, 
and  rich  laces.  There  were  any  number  of  beautiful 
dresses  with  entire  over-skirts  of  metallic  effects.  Gold 
and  silver,  chiefly  in  the  dull  effects,  were  the  most  prom- 
inent trimming  noted  on  both  hats  and  costumes. 

The  bodices  of  most  of  the  beautiful  gowns  were 
made:  in  surplice  effects  and  except  where  a  costume  was 
strictly  evening  attire,  this  was  the  most  noted  feature 
of  the  new  costumes.  With  the  surplices,  the  natural 
waistline  comes  into   its   own   again. 

Tt  might  be  said  that  no  one  type  of  sleeve  prevailed. 
The  sleeves  for  tailored  garments  were  all  long  and 
closely  fitted.  Dressy  sleeves  were  made  with  caps  of  the 
same  material  as  that  of  the  gown,  and  a  lace  or  net 
sleeve  broken  by  bands  or  puffs  of  scant  widths,  or  hav- 
ing deep  fancy  cuff  .trimmings.  Over  the  cuffs  were  worn 
long  white  gloves,  making  them  appear  as  though  they 
were  short   sleeves. 

Gloves  and  Scarfs. 

White  gloves  ruled  both  for  afternoon  and  evening 
wear.  There  were  a  few  colored  long  gloves,  but  these 
were  in  the  minority.  Black  and  colored  two-button 
lengths  were  worn  with  tailored  suits  and  dresses  for 
the  afternoon,  except  where  the  costume  was  elaborate, 
then  white  prevailed. 

Everybody  wore  or  had  a  scarf  of  some  description. 
Those  in  metallic  effects  predominated  for  evening  wear, 
while  chiffon  and  lace  scarfs  edged  with  fur  or  marabout 
were  draped  loosely  over  the  afternoon  gowns.  The  new 
feature  in  scarfs  were  the  fur  broad  flat  scarfs.  These 
were  worn  over  evening  gowns. 

Moire  silk  proved  to  be  the  most  popular  silk  for 
trimming  purposes.  It  was  seen  to  trim  costumes,  also 
hats,  and  used  extensively  on  collars  and  cuffs  of  suits. 
Some  entire  coats  of  moire  silk  were  also  noted. 

The  AU-black  Hat. 

It  might  well  be  said  that  the  all-black  hat  pre- 
dominated   and    the   most   noted    feature   in    this   conneo 
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tion  was  the  simplicity  of  trimming,  many  of  the  models 
being-  almost  entirely  untrimmed.  There  were  small  and 
large  turbans,  large  picture  hats  with  high  crowns  and 
drooping  brims,  but  the  tricorne  styles  predominated. 
They  were  mostly  of  the  broad,  picture  shape,  and  most 
becomingly  worn.  iVTany  beautiful  fur  trimmed  hats 
were  in  evidence,  mostly  turbans.  The  large  hats  were 
either  trimmed  with  fur  skins,  such  as  white  fox,  mink 
or  coon,  or  had  rich  willow  or  French  curled  plumes  or 
aigrettes,  in  combination  with  some  other  elaborate 
feather  trimming.  The  large  hats  were  worn  encircling 
the  head  and  drooping  down  almost  touching  the 
shoulders.  There  were  a  number  of  bonnet  hats,  which 
resembled  the  motor  bonnets  considerably.  These  were 
mostly   worn   by  young  girls. 

It  might  well  be  said  that  black  was  the  dominat- 
ing factor  in  all  hats,  as  well  as  costumes.  Besides 
black  was  noted  dark  colorings  of  all  descriptions,  es- 
pecially worn  at  the  afternoon  functions.  In  the  evening 
the  lighter  tints  were  more  in  evidence  in  gowns  and 
wraps.  There  was  a  new  shade  that  might  be  described 
as  bright  tomato  red.  A  touch  of  this  color  was  noted 
on  several  of  the  hats,  as  well  as  trimming  some  of  the 
tailored  costumes,  and  one  daring  individual  wore  an 
entii'e  tailored  suit  of  rough  texture  in  this  color,  with 
hat  to  match.  It  was  indeed  attractive  and  one  never 
loit  sight  of  her  for  she  could  be  sighted  among  the 
liii  11(1  red   gathered   there  in   gi'oups. 

Striking  Evening  Costumes. 

Many  of  the  rich  costumes  worn  in  the  afternoon 
were  of  chiffon,  velvet,  voile,  moire  and  the  soft  fabrics, 
which  accommodate  themselves  to  lace,  velvet,  braid  and 
fur  trimmings.  Such  a  costume  was  of  black  chiffon  cloth 
combined  with  chinchilla.  A  bronze  green  costume  was  of 
French  broadcloth,  over  which  was  worn  a  long  coat  of 
black  satin,  embroidered  and  trimmed  with  passemen- 
terie ;  with  this  was  worn  a  hat  of  absinthe  green  satin 
beaver  faced  with  black  velvet  and  covered  with  green 
willows. 

.Another  striking  costume  was  of  cedar  colored  moire, 
embroidered  in  dull  gold  braid  ;  large  hat  of  brown  vel- 
vet with  cluster  of  gardenias  at  the  side.  Artificial 
flowers,  such  as  gardenias,  orchids,  violets,  lilies-of-the- 
valley  and  maiden  hair  ferns,  were  worn  by  all  the 
fashionables,  either  on  their  costumes  at  the  waist,  or 
on  their  fur  coats.  This  is  a  chic  idea  of  style  in  New 
York's  fashionables  for  this   season. 

A  costume  of  rosei,  or  the  new  shade  known  as 
"amhoisle"  cloth,  embroidered  in  self  colored  braid,  was 
an  attraction  one  evening  during  the  show.  Black  vel- 
yet  costumes  were  noted  in  great  numbers,  most  of  them 
being  trimmed  with  furs.  Some  were  in  Russian  blouse 
effects,  while  others  were  on  the  drapery  style  with 
panniers  and  fancy  cut  skirts. 

Shawl  Effect  Muffs. 

Jjarge  shawl  effect  muffs  were  carried  both  in  the 
afternoon  and  evenings.  These  were  of  ermine,  mink, 
lynx  and  white  fox.  A  number  of  opossum  sets  were 
seen  and  these  so  closely  resembled  chinchilla  that  only 
in  observant  person  was  able  to  distinguish  it  from 
(fhinchilla. 

Veils  of  Large  Mesh. 

The  veils  worn  over  the  faces  were  of  large  meshes 
^nd  a  new  idea  is  to  have  a  fancy  design  such  as  a  bird, 
leaf  or  flower  on  the  onie  side,  over  the  right  or  left 
eheelc.  These  veils  were  drawn  tightly  over  the  face, 
with. the  ends  at  the  back  falling  quite  long. 


Side  Effect  Jabots. 

The  neckwear  comprised  all  the  latest  styles  in 
which  the  side  effect  jabots  prevailed.  With  the  tailored' 
suits  these  jabots  were  much  in  evidence.  Fancy  satin 
bows,  maline  bows  with  gold  and  silver  trimmings, 
velvet  bows  and  all  sorts  of  little  novelty  neck-pieces 
were  worn,  which  added  very  much  to  the  beautllul  lace 
and  lingerie,   and  silk  blouses  worn  with   the  suits. 

Trained   Skirts. 

Trained  skirts  were  in  evidence  on  all  the  evening 
costumes  as  well  as  many  of  the  cloth  suits,  which  were 
meant  for  dressy  wear.  Aside  from  this  the  walking 
length  skirts  prevailed.  They  were  mostly  in  the  pleated 
style,   the  over-skirt   effects   taking  first   place. 

Braids  in  Hair  Dressing. 
Hair  dressing  was  low  in  most  cases,  which  harmon- 
ized well  with  the  styles  in  which  hats  were  worn. 
Braids  over  the  front  of  the  head  and  around  at  the 
sides  were  also  noted.  When  the  hats  turned  up  at  the 
one  side  these  braids  were  much  in  evidence  and  made 
the  wearer  look  very  smart.  The  hair  parted  in  the 
middle  or  else  flat  pompadour  effects  are  the  prevailing 
types  of  hair-dressing  with  the  smart  set.  While  many 
of  the  hats  so  entirely  covered  the  heads  that  the  hair 
was  not  visible  at  all,  in  most  cases  the  hair  could  be 
seen  to  be  plainly  and  simply  dressed  with  only  a 
barrette  at  the  back  of  the  head  holding  the  puffs,  braids 
or  large  puffs  in  place.  Fancy  large  pins  of  jet  or  pearl 
were  noted  at  the  sides  of  the  head,  either  stuck  in  the 
braid  or  puffs  whichever  was  worn. 

Slippers  to  Match  Costume. 

Slippers  were  worn  when  evening  dresses  were 
donned.  These  comprised  satin,  suede,  patent  leather  and 
in  many  cases  kid  slippers,  in  matching  colors  with  the 
costume.  In  the  daytime  cravented  shoes,  suede  or 
cloth  topped  patent  leather  shoes  were  worn  for  dressy 
wear,  usually  in  black,  although  some  greys,  tans,  blues 
and  greens  were  seen,  in  corresponding  colors  with  the 
suits  or  dresses. 

Rich  Fur  Wraps. 

There  were  never  so  many  loautiful  fur  wraps  worn 
as  those  noted  at  the  Horse  Show  this  week.  Entire 
coats  of  mink,  ermine  trimmed  with  mink,  chinchilla, 
white  coony  and  sealskin  were  all  noted.  These  wraps 
in  the  voluminous  styles  were  very  handsome.  They 
were  lined  with  rich  brocaded  sat'ins.  One  particularly 
striking  coat  was  of  white  coonyi,  with  sailor  collar  and 
extended  revers  of  mink.  The  low  waist  fastening  was 
evident.  There  was  no  shoulder  seam  for  the  sleeves  and 
body  of  the  coat  was  cut  in  one  with  the  other.  The 
sleeve  were  large  and  full  gathered  at  the  elbow,  form- 
ing a  sort  of  puff.  Deep  cuffs  of  mink  finished  off  the 
sleeves. 

Open-mindedness  is  the  willingness  to  take  sugges- 
tions. The  man  who  knows  it  all  is  standing'  on  a 
banana  peel  placed  there  by  the  fool-killer,  who  is  wait- 
ing just  around  the  corner.  The  man  who  is  not  open- 
minded  will  get  into  a  rut,  and,  after  all,  gentlemen,  the 
only  difference  between  a  rut  and  a  grave  is  the  width 
and  the  depth.  We  should  be  all  willing  to  receive  sug- 
gestions. The  day  is  not  long  past  when  salesmen  used 
to  resent  suggestion.  Most  salesmen  accept  them  now-^ 
adays,  but  the  man  who  is  doing  the  work  every  day  is 
the  man  who  is  best  able  to  tell  you  how  to  improve  it. 
If  we  are  to  progress  we  should  solicit  and  gladly  receive 
.suggestions.— Hugh  Chalmers.  . 
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i  and  clothes  'just  the   thing'  to-day  may  be  hopelessly  out-of-date  six  months  hence  ! 


"CULTURE"    BRAND 


WOMEN'S    and    CHILDREN'S 

CLOAKS  and  SUITS 


are  a  sensible  and  reliable 
brand,  whose  leading  feature  is  abso- 
^lute  'up-to-date' -ness.  We  avoid  freak  patterns 
and  our  designs  are  entirely  original,   and  are 
issued    simultaneously    in    New   York   and  Toronto 

GET  AWAY  FROM  THE  HABIT 

of   buying  your  spring  cloaks  six  months  or  more  ahead 

When    the    women  K9Q|98V!S|H  ^^^  ^^^  ^^^^^  Spring 

Coats  and  Suits,  you  WMmS^J^^  can  t  be  sh  owing 

them  the  latest  ^BBIbJIMct^S^M  fashions  if  you  have 

bought    in    the  ■■■EIiEBlB^^^H  early  Fall 

'^Culture"  Brand  Salesmen  will  be  out  shortly; — we  keep 
their  visits  as  near  to  the  season  as  possible  to  insure  your 
getting  the   very   latest  styles.      Can't   you   see  how 
'^'^*^  much  this  means  to  you? 

Vihy  not  wait  for  them? 
Drop    us   a    line    if  you    don't    get 

a  call ! 


The  Ontario  Cloak  Company,  ^ffld"'*  Toronto 
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A  BLACKEYE  OR  EGYPTINE  UNDERSKIRT 

Have  Your  Salespeople  Bear  This  in  Mind 

YOUR   WHOLESALER    HAS   THE  STOCK 


l^'TS^ — '" 


^    -jn-j^s^- 


Blackeye  Silk  Moire  Underskirts 

will  not  split  or  crack.      Styles  and    colors 
afford  a  wide  choice. 

PRICES  $30  to  $52  PER  DOZEN 


Egyptine  Underskirts 

look  like  silk  but  wear  better  and  cost  about 
one-third.    All  styles  and  latest  colors. 

PRICES  $15  to  $24  PER  DOZEN 


ALL  GOOD  WHOLESALERS  SELL  THEM. 


MANUFACTURED    ONLY  |BY 


^mcmVieaC 
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Dame  Fortune  Hands  Out 


to  every  drygoodsman 
who  is  discerning 
enough  to  handle 


UNDERWEAR 


Cash 
Returns 


Get  in  line  for  better  business  and  more  of  it  in  your 
Underwear  Department  by  handling  Peerless  Underwear. 


SELLING  REPRESENTATIVES 


ONTARIO 

C.  ft  A.  G.  CUrke,  BmplM  BnlldlaK 
W«Uiii«ton  St.  W.,  Toronto 

QUEBEC 


BRITISH  COLUMBIA 

Geo.  A.  Campbell.  P.O.  Box  lOiK 
Vaacoover,  B.C. 


MARITIME  PROVINCES 

G.  A.  WoodUL  a)  ajid  21  Roy  BMe. 
HaiUax,  N.S. 

MANITOBA 
Prank  CUwh,  Winntpos  ami  N.W.  Terrltortee 


GotOdfaie  &  Co.,  SOWeUlnfftoo  S*.  Baat. 
Torosto 


\^ 


The  Peerless  Underwear  Co.,  Ltd. 


Hamilton 
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Infant's  Wear  Section  Important  Adjunct  of  Retail  Store 

Many  Stores  Now  Being  Remodeled  Give  Greater  Consideration  to 
Proper  Handling  of  Lines  for  Juveniles  —  An  Elaborate  Department 
in    Which    Whole    Variety    of    Stock    is   Displayed    to    Customers. 


1\    C'oiuR'etiuii    with    llie  gTouiug  impurtance    wliic'li   at- 
taches   tt>    the    ■children's    department,    llie    question 
that  suggests  itself  to  progressive  merchants  is,  how 
to  properly  arrange  and    carry  such  a  stock  in  order 
that    the   essentiaJs  of  salesmanship,   as   embodied   in   dis- 
|)lay,  may  be  effectively  carried  out. 

It  cannot  be  denied  tbat,  in  the  well-planned  ready- 
to-wear  department  of  any  kind,  no  equipment  will  be 
overlooked  which  will  not  only  attract  customers,  but 
likewise  sell  the  u-nods.     That  a  children's  section  will  re- 


Philadelphia.  This  is  undoubtedly  the  most  elaborate  de- 
partment of  its  kind  on  the  continent,  and  a  description 
may  bo  helpfully  suggestive  to  Canadian  retailers. 

All  of  the  woodwork  of  this  department  is  finished 
in  soft  ivory  tint.  The  chandeliers  are  globes  of  dia- 
inond-shaped  cut  glass.  The  oai-pet  is  a  neutral  grey,  and 
the  chairs  are  in  keeping  with  the  rest  of  the  furniture. 
The  side  walls  and  all  of  one  end  are  eompletely  filled 
with  glass-fronted  show  cases,  above  t'he  level  of  the  twc 
rows  of  stock  drawers,  and   these  cases  bring  the  whole 


Elaborately  fitted  department  for  cliildren's  wear,   Strawbridge  &  Clothier,  Philadelphia.   Glass-fronted  show  cases  bring  the 

whole   variety  of  stock  before  the   customers. 


pay  'any  special  effort  that  as  applied  to  it  is  being  demon- 
strated daily,  not  only  does  it  prove  profitable  in  itself, 
but  it  assists  other  departments.  Not  a  few  stores,  w^here 
no  great  amount  of  room  is  available,  have  found  it  ad- 
visable to  devote  one  counter,  generally  somewba.t  apart 
from  others,  exclusively  to  children's  wear.  Certain  it 
is  that  many  stores  now  being  remodeled  are  being  de- 
signed with  a  view  to  the  better  establishment  of  the 
ichildren's    section. 

An  Elaborate  Department. 

The   Review   here   gives    two    views    of   the   children's 
wear  departments  in  the  store  of  Strawbridge  &  Clotbier. 


variety  of  stoek  carried   immediia,tely   before   the  eyes  of 
every   woman    entering  the   room. 

Just  to  the  left  of  one  of  the  entrances  these  cases 
extend  to  the  floor,  forming  a  deep  display  cabinet.  In 
this  is  an  ever-changing  display  of  the  large  "show 
items"  of  the  stoek,  as  they  may  be  termed,  including 
bassinets,  cradles,  go-carts,  toilet  stands  and  the  like. 

Deep  Drawers  Beneath  Cases. 

All  of  the  counters  have  glass  fronts,  ends  and  tops. 
The  bases  are  equipped  with  a  double  row  of  deep  draw- 
ers, that  pull  out  on  either  side,  and  are  so  construeted  as 
to  move  easily  to  the  touch  of  the  finger  and  never  to 
stick. 
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Dolls'  figures  of  various  ages  are  used  freely  for  dis- 
play. There  is  a  complete  series  of  these  lifelike  figures, 
representing  all  ages,  from  the  newly-born  infant  asleep 
in  its  small,  blue-canopied,  enameled  basket  to  the  spirit- 
ed little  girl  of  five  years. 

In  this  luxuriously-fitted  room  i.s  now  carried  the 
wliole  range  of  infants'  wear  stocks.  Almost  one-half 
the  room  is  given  to  head-wear  and  cloaks.  Adequate 
space  is  also  provided  in  the  bases  and  in  the  drawers 
back  of  some  of  the  counters  for  a  large  stock  of  misses' 
and    children's    underwear. 


Clean  Out  the  Shelves. 

As  January  is  the  closing  mo^ith  of  t'he  store  year  the 
January    sale    should    be    conducted    a,s    much    as   possible 


price  these  goods  would  have  brought,  had  they  sold  at  the 
proper  season.  Taking  it  all  in  all,  it  pays  to  clean  stock 
.vhatever  are  the  market  conditions. 

Then  there  are  goods  that  must  be  sold  that  will  have 
almost  no  value,  if  kept  over  the  summer  season.  Some 
of  these  will  require  a  very  keen  cut  in  price  to  drive 
them  out.  There  is  no  merit,  however,  in  half  measures, 
and  the  first  cut  should  be  one  that  will  give  the  merchant 
a  reputation  among  the  buyers  of  his  community. 

There  must  be  many  lines  that  will  only  require  a 
moderate  price  reduction  to  start  somethingj  and  these,  to- 
gether with  the  lines  on  w'hich  regular  profits  are  made, 
will  about  square  matters  up,  and  it  will  be  found  that 
after  all  the  loss  has  not  been  so  large.  On  the  other 
hand,  the  merchant  will  have  increased  both  his  reputa- 


Doll  figures  representing  various  ages  are  used  for  display  in  this  infants'  wear  department.     All  counters   have  glass  front, 
ends  and   top.     Strawbridge  &  Clothier,  Philadelphia. 


from  the  stock  on  hand,  and  rather  than  jjick  up  new  goods 
for  this  sale  the  shelves  of  the  store  should  be  rigidly 
searched  for  goods  that  have  hung  fire,  and  for  lines  that 
will  be  better  closed  out  before  the  opening  of  another 
season' — ^goods  which,  if  not  sold  this  month,  will  have  to 
be  carried  over  to  the  next  fall.  To  clear  out  the  goods 
with  the  season  is  the  be.st  store  policy  a  merchant  can 
adopt. 

Once  in  a  gi-eat  w'hile  there  may  be  a  season  when  it 
will  pay  to  carry  some  classes  of  goods  ovei'.  As  a  rule, 
the  merchant  will  get  all  the  goods  required  to  do  business 
with,  and  Avill  be  in  a  better  position  to  buy  if  he  has 
the  cash  in  hand.  Remember,  the  cost  of  goods  is  added 
to  by  carryng  them  over,  for  there  is  the  interest  on  money 
invested,  as  well  as  the  space  they  take  up  to  consider. 
Then,  there  is  the  money  he  might  have  made  with   the 


tion  and  the  value  of  his  stock  on  hand,  as  when  January 
ends,  it  will  be  thoroughly  clean  and  in  the  best  of  shajie 
and  worth  fully  100  cents  on  the  dollar. 

Nothing  sells  goods  like  properly  displaying  them,  so 
the  merchant  will  study  how  most  effectively  to  'display 
the  lines  he  has  in  the  store,  and  he  will  find  sales  showing 
a  corresponding  increase.  It  is  not  possible  to  show  all 
the  stock  at  once,  but  by  changing  the  displays  frequently, 
he  can  show  each  item  in  turn.  Remembei',  it  is  not  the 
kind  of  display  tihat  shows  an  article  in  the  same  old 
place  in  show  case  or  counter  until  customers  would  know 
it  if  they  saw  it  a  mile  away.  It  is  the  showing  of  a  ser- 
ies of  goods  so  that  customers  daily  see  something  new 
and  fresh  and  become  convinced  that  the  merchant  carries 
not  only  the  novelty,  but  the  staple  lines  that  the  trade 
requires. 


Drv  Goods  Review 


READY-  r  C)  -  \y  it  .\  R    ( I  A  R  M  I-:  N  T  S 


\6i 


What  Is  It  ? 


Opportunity  knocks  at  your  door  with  the 
"  Kaybro  Form  Fitte  "  adjustable  petticoat 


P&(er\t  appllftdfor 

PETTICOA.T 


PATENT  APPLIED  FOR 

PETTICOAT 


Hundreds  of  women 
are  wearing  the  "Form 
Fitte"petticoat  through- 
out the  Dominion  of 
Canada,  and  acknow- 
ledge it  to  be  the  most 
perfect  fitting  petticoat 
on  the  market. 

By  means  of  the  soHd 
hook  and  eyelets,  immediate  and  permanent  adjustment  can 
be  made  to  any  figure.  No  rubber.  No  draw^  strings. 
Adjustment  necessary  only  once. 

Assortment— Silk  Taffeta,  British  Cotton  Taffeta,  Princess 

Taffeta,  Moirette,  Sateen. 
Prices    $9.00  per  doz.  to  $72.00  per  doz. 

MR.  E.  H.  RICE,  Representative  for  Ontario 
MR.  W.  A.  Mc ARTHUR,  Representative  for  Western  Canada, 
will  call   on  you  for  your  spring  orders  during  this  month. 

MANUFACTURED  BY 


McKAY  BROS.,  LIMITED 


1229-1231  Queen  Street  West 


Toronto,  Canada 


■© 


You  will  be  tempted  to  double  your  orders  for  our 

spring  line  of    '*  Quiet    Elegance"    garments    and 

*'  'Twere  best  done  quickly." 

FROM   EAST    TO    WEST    THEY   SELL!      THEY    SELL! 

WATT  &  SHAPIRO  MNFG.  CO.  ^^Lf-  MONTREAL 


© 


® 


W!^'&'i^^^^'&^'^'&'!&^'&'^'!&^'&^ 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,     Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND     PUT    UP 

Also 
FEATHERS,    SILKS.    VELVETS,    RIBBONS,    LACE,    ETC. 


^^'^  ^^^J^u^iitlS''''""''   MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


J 
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BRODY&FUNT 


MAKERS  OF 


TAILORED 

WASH 
SUITS 


The  greatest  capa- 
city for  turning  out 
Tub  Suits  in  the 
World 


.( 


•  •  •  • 

•  •  •  • 


58-60-62  WEST  15th  STREET 

NEW  YORK 
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Most  Important  Thing  to  do  is  to  Please  the  Customer 

How  Joha  Wanamaker  Came  to  Adopt  the  Principle  of  Paying 
Money  Back  when  Goods  Were  Unsatisfactory  —  Playing  Fair  with 
the  People    Proceeds   of  First  Day's  Business  Went  for  Advertising. 


AFTER  the  ceremony  of  the  laying  of  the  corner- 
stone of  the  Wanamaker  Building  in  Philadel- 
phia had  been  completed,  states  the  New  York 
Mail,  standing  on  a  plank  on  the  main  floor 
of  the  new  structure,  with  mortar  on  his  shoes  and  on 
his  clothes,  surrounded  by  a  few  friends  and  some  of 
his  trusted  employes— not  a  bit  tired  after  the  strenuous 
day's)  work,  with  sparkling  eyes  and  a  smile— John  Wan- 
amaker became  reminiscent  and  talked  freely  and  inter- 
estingly to  those  near  him. 

He  spoke  of  the  difficulties  that  his  organization,  as 
a  whole,  had  to  meet,  in  carrying  out  the  principles  he 
had  established  more  than  thirty-three  years  ago. 

For  fifteen  years  he  did  business  as  everybody  else 
did  it.  The  custom  in  the  clothing  business  was  to  have 
men  on  the  sidewalk  usher  prospective  customers  into 
the  store  ;  then  they  passed  along  a  long  line  of  sales- 
people and  looked  at  suits  of  clothes  and  asked  the 
(luestiom,   "How  much  is  this  suit  ?" 

Bargain  and  Haggle. 

When  answered  that  the  price  was  $2(1,  the  customer 
would  invariably  say  :  "I  will  give  you  $10  for  it— or 
.$12."  The  salesman  could  not  think  of  it,  of  course,  to 
sell  at  $20  suit  at  $10  or  $12,  consequently  customers 
and  salesman  would  bargain  and  haggle,  and  the  cus- 
tomer would  finally  offer  $13.50,  and  then  would  probably 
compromise  on  $15. 

If  one  salesman  could  not  sell  the  customer,  he  was 
passed  along  the  line  to  another  salesman. 

This  was  considered  regular,  decent,  reputable  busi- 
ness, and  all  people  did  business  that  way  in  the  old 
days. 

li^nally  Mr.  Wanamaker  made  up  his  mind  that  this 
method  of  doing  business  did  not  seem  honest  on  the 
face  of  it— it  made  the  customer  suspicious  of  the  firm, 
and  the  firm  .suspicious  of  the  customer.  Neither  seemed 
to  be  playing  fair. 

A  One-price  Store. 

One  Friday  night,  after  the  day's  business,  Mr.  Wan- 
amaker called  a  counsel  of  his  big  men  and  he  said  that 
he  proposed  to  start  a  one^price  store,  to  which  almost 
every  man  in  his  employ  objected,  saying  that  it  was 
revolutionary— that  it  would  be  a  failure,  but  Mr. 
Wanamaker  was  determined  to  have  his  way,  so  he  an- 
nouced  in  the  foUowirg  Monday  morning  papers  that 
thereafter  Wanamaker  &  Hrown  would  be  a  one-price 
store. 

Soon  after  banking  hours  on  that  Monday,  Mr. 
Wanamaker  was  called  upon  by  the  bankers  with  ^Oiom 
he  had  been  doing  business,  and  he  was  told  that  he 
would  ruin  his  business  if  he  pursued  such  a  policy,  and 
that  they  would  withdraw  from  him  their  credit  if  he 
persisted,  but  he  was  determined  to  go  ahead  on  these 
lines,  and  he  did— with  what  result  everybody  knows. 

Adhered  to  Principle. 

So  firmly  impressed  is  Mr.  Wanamaker  with  this 
plan  of  doing  business  that  only  recently  he  was  com- 
pelled to  let  out  of  his  organization  a  very  valuable 
man  for  this  cause. 


This  man,  a  buyer,  secured  some  very  desirable  mer- 
chandise at  a  price  lower  than  the  actual  market  value, 
and  after  securing  the  merchandise  he  marked  the  price 
up,  justifying  himself  on  the  grounds  that  the  goods 
were  worth  the  money.  Then,  after  selling  them  at  a 
higher  price  for  some  time,  he  announced  a  reduction. 
This  man  was  able  to  persuade  the  advertising  that  he 
was  telling  the  truth. 

Mr.  Wanamaker  discovered  what  the  man  had  been 
doing,  and  immediately  discharged  him,  because,  as  Mr. 
Wanamaker  himself  said,  the  man  was  departing  from 
the  principles  which  governed  the  business. 

If  an  article  was  bought  at  a  lower  price  than  the 
market  value  then  to  that  price  was  to  be  added  only 
the  legitimate  profit,  which  is  the  basis  of  all  success- 
fully conducted  businesses,  and  then  if  the  article  should 
be  advertised  the  truth  nntst  be  told  as  to  why  it  could 
bo  sold  at  such  a  price. 

it  is  also  related  how  Mr.  Wanamaker  adopted  in 
his  business  the  principle  :  "Yo\ir  money  back  if  goods 
are  not  satisfactory." 

A  Fundamental  Principle. 

in  his  younger  days  ho  had  to  work  very  hard,  and 
it  was  hard  to  save  money.  One  particular  Christmas 
he  wanted  to  make  his  mother  a  present.  He  went  into 
a  store  and  selected  an  article  that  he  thought  would 
please  his  mother.  While  the  clerk  was  wrapping  it  up 
he  espied  something  else  he  thought  he  would  like  better 
and  he  asked  the  clerk  to  exchange  the  article, 
which  the  clerk  refused  to  do.  Whereupon  Mr.  Wana- 
maker said  to  himself,  "The  most  important  thing  to 
do  is  to  please  a  customer — when  I  go  into  business  for 
myself,  the  plan  I  am  going  to  adopt  is  to  give  the 
people  what  they  want),  and  after  they  get  it,  if  they 
don't  like  it,  they  can  get  their  money  back." 

It  is  on  this  principle  that  the  business  has  been 
conducted  ever  since  Mr.  Wanamaker  has  been  in  busi- 
ness. 

Invested  in  Advertising. 

In  1861,  at  Si.xth  and  Market  Streets,  Philadelphia, 
the  Wanamaker  business  was  started.  The  first  day  the 
sales  amounted  to  $21.61.  The  entire  sum  was  sent  to 
the  "Public  Ledger"  office  in  I'hiladelphia,  to  pay  for 
an  advertisement  ne.xt  day. 

At  the  rate  of  $24.61  per  day  for  twenty-si.K  business 
days,  the  first  mouth's  business  would  have  amounted 
to   $639.86. 

It  was  probably  more,  but  it  will  serve  the  purpose 
of  a  comparison  with  one  month's  business  in  the  Phil- 
adelphia and  New  York  stores,  which  amounted  to  six 
and  one-half  million  dollars.  This  was  the  business  of  a 
banner  month. 

More  than  one-half  billion  of  dollars  of  merchandise 
has  passed  out  of  the  Wanamaker  stores  since  the  busi- 
ness started.  During  the  next  ten  years  the  retail  busi- 
ness will  probably  go  more  than  that,  and  at  72,  Mr. 
Wanamaker  thinks  that  his  career  as  a  merchant  is  just 
opening  up  to  him.  One  million  dollars  a  year  is  spent 
in  advertising. 
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This  is  not  an  idle  boast— it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 

Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 

Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 

Lace     Curtains,       Chenille    Curtains, 

Table  Covers, 
Upholstery    Supplies    and    Hardware. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books, 

Mail    Orders    Promptly    Filled. 


Geo  H.  Hees  &  Son  Co.,  Limited 


Cor.  Peter  and  RecoUet  Sts., 
MONTREAL 


52  Bay  St.,  TORONTO 
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A    "Made   in  Canada"  carpet  exhibit  by  Jos.  MeNicholl,    tor    Richard    Hall   &    Son,    Peterborough. 


Furnishings  and  Decorations  for  the  Home 

Wholesalers  Express  Satisfaction  with  Season's  Business  —  Houses 
Across  Line  Announce  Advances  -  New  Designs  in  Linoleums  and 
Oilcloths    Rugs  as  Xmas  Favors— Particul?jrly  Good  Wall  Paper  Season. 


HOrSEFURNlSHljS'G  departments  are  now  push- 
ing holiday  lines,  wholesalers  are  taking  stock 
and  there  is  the  usual  l«2tween  season'  dullness. 
In  wholesale  and  retail  quarters),  however,  re- 
ports show  satisfaction  with'  the  past  season's  business, 
and  with  advance  orders  for  Spring.  The  demand  has 
been  pretty  evenly  distributed  throughout  all  sections  of 
the  carpet  department,  and  it  is  evident  from  this  that 
stocks  throughout  the  country  were  in  readiness  for  re- 
plenishment. There  is  some  talk  of  advancing  prices,  but 
from  what  can  be  learned  there  is  little  likelihood  of 
these  reports  being  immediately  substantiated.  There  is 
little  if  any  change  in  Spring  lines  as  placed. 

In  the  United  States  market  the  opening  of  Spring 
lines,  early  in  November,  was  accompanied  by  announce- 
ments of  slight  advances,  particularly  in  Wiltons  and 
Brussels.  Some  of  the  houses  sprung  a  surprise,  how- 
ever, by  stating  that  prices  on  these  weaves  would  be 
the  same  as  for  Fall,  although  most  of  the  buyers  in  the 
market  came  prepared  for  advances  all  along  the  line, 
owing  to  increased  cost  of  wool  and  yarn. 


New  Linoleum  Designs. 

Among  Spring  lines  of  linoleums  and  floorcloths  in 
the  Canadian  market  are  many  new  and  ornate  patterns. 
One  order  consists  of  an  all-over  weave-like  pattern  'in 
plain  color,  relieved  by  a  single  floral  in  natural  color. 
There  is  a  good  range  of  plank  and  block  designs,  and 
it  is  stated  that  there  has  been  a  good  demand  for 
these  during  the  past  month.  Weave  effects  are  promi- 
nent and  florals  are  strong.  There  is  no  accounting  for 
tastes,  and  hence  the  range  of  patterns  and  designs  car- 
ried by  the  well  stocked  department  is  necessarily  great. 
Many  designs  are  in  fact  somewhat  exclusively  represen- 
tative of  a  certain  part  of  the  country,  and,  as  in  cloth- 


ing, there  are  patterns  which  take  more  readil.\  in  the 
country  than  in  the  city.  There  can  therefore  be  no 
flxed  rule  worked  out  in  wholesale  departments,  although 
the  retailer  will  liavc  a  pretty  fair  idea  of  the  effects 
likely  to  be  [ireferred   by  his  class  of  customers. 

With  regard  to  the  I'nited  States  linoleum  market 
it  is  stated  that  manufacturers  are  practically  taking 
orders  for  Spring  at  the  same  prices  that  prevailed  dur- 
ing the  Fall,  although  there  are  some  special  instances 
of  advance.  Linseed  oil  is  selling  at  over  60  cents  per 
gallon,  against  42  cents  during  a  period  since  last 
Spring.  The  farmers  are  holding  back  flaxseed  for  higher 
prices,  and  the  oil  crushers  say  it  is  dif3ficult  to  get 
enough  seed  to  crush  into  oil  and  meet  the  demand.  It 
is  certain  that  any  linoleum  maker  who  has  to  pay  60 
cents  for  his  oil  would  find  a  loss  in  present  selling 
plaices  of  the  manufactured  goods,  and  therefore  it  is 
problematical  as  to  how  long  present  prices  of  the  man- 
ufactured goods  will  prevail. 


Demand  for  Rugs. 

Among  the  retail  departments  it  is  stated  that  there 
has  been  a  very  good  movement  recently  in  rugs,  both  of 
the  machine  made  and  the  genuine  or'iental  varieties. 
This  is  accounted  for  by  the  fact  that  small  rugs  make 
a  very  acceptable  Christmas  gift.  In  fact  the  head  of 
one  department  told  The  Review  that  he  had  recently 
sold  two  large  and  rather  expensive  Oriental  rugs  for 
gift  purposes  and  that  he  always  looked  for  good  busi- 
ness in  smaller  sizes  at  the  present  t'ime  of  year.  Foj 
the  college  girl's  or  boy's  room,  for  the  boudoir,  for  the 
library  or  den,  a  good  rug  must  be  considered  as  an  ac- 
ceptable favor. 

A  great  deal  must  depend  u|)on  the  manner  in  which 
the  stock  of  the  department  is  displayed.    Some  of  the 
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It's  Good  Policy 

On  Your  Part 

to  handle  only  goods  which 
meet  the  requirements  of 
your  particular  trade !  Stock 


Brinton  Carpets 


which  are  expressly  designed 
to  meet  the  Canadian  de- 
mand, and  are  manufactured 
at  Peterborough,  Ontario. 
They  are  equal  in  quality  to 
the  British  -  made  article, 
and  are  woven  from  best- 
quality  English  yarn. 

Moreover,  think  what  you 
save  on  ocean  and  long  rail 
freights  if  you  sell  BRIN- 
TON CARPETS,  to  say  noth- 
ing of  the  saving  in  Customs 
Duties. 

Let  us  send  you  samples, 
which  will  speedily  convince 
you  that  our  carpets  are  the 
equal  of  the  best  imported 
lines.      Write  to-day. 


The  Brinton  Carpet  Co. 

of  Canada,  Limited 

Peterborough,       :      Ontario 

SALES  AGENT 

W.  E.  Whitehead,  28  Wellington  St.  W.,  Toronto 
Also  Kildare  Irish  Handtufted  Carpets. 


best  sales  have  been  attributed  to  arrang'ement  of  choice 
selections  from  stock  in  such  a  way  that  people  coming 
into  the  store  could  examine.  The  fact  that  a  person 
has  seen  a-  likeable  carpet  somewhere  remains  impressed 
upon  the  memorj-,  and  will  not  be  forgotten  when  a 
new  floor  covering  is  l«eing  considered. 


Wall  Paper. 


There  is  not  a  great  deal  to  be  said  about  wall 
paper  at  the  present  time  of  year.  There  has  been  a 
wide  endorsation  of  the  new  plan  of  pricing  borders,  and 
wholesalers  state  that  so  far  as  they  can  learn,  retailers 
are  having  no  difficulty  in  applying  them,  on  their  part. 
Requirements  have  h«8en  well  looked  after  and  while  re- 
ports from  some  sections  of  the  country  would  seem  to 
indicate  that  competition  from  the  other  side  of  the 
line  has  been  very  keen,  manufacturers  ,in  other  sections 
state  that  they  have  encountered  nothing  unusually 
aggressive. 


Activity  in  Curtain  Cloths. 

Some  of  the  drapery  departments  report  a  very 
strong  demand  for  brown  and  green  curtain  cloth  of 
silky  effect.  This  material  is  being  used  for  portieres, 
and  coverings,  and  is  selling  at  75c  a  yard  to  the  re- 
tailer. By  many  it  is  used  in  place  of  velours  and  is 
very  effective  when  made  up  with  border.  There  is  no 
doubt  but  that  all  lines  of  draperies  and  curtains  in 
which  cotton  is  employed  will  continue  to  ascend  in 
price,  and  that  this  fact  is  accepted  by  the  trade  is 
evident  from  the  demand  during  the  past  month. 


Irish  Linen  Markings. 

Through  the  efforts  of  the  hand-loom  linen  weavers  of 
the  Belfast  district,  a  law  for  the  compulsory  marking 
of  hand-loom  woven  linen  goods  was  enacted  by  the  Bri- 
tish Parliament,  to  go  into  effect  Jan  1,   1910. 

Every  piece  of  linen  damask  produced  upon  a  hand 
loom  must  have  woven  in  the  selvedge  the  words  "Irish 
woven  linen  damask." 

Every  piece  of  cambric  or  linen  diaper  goods  must 
have  stamped  or  printed  thereon  in  legible  characters 
the  words  "Irish  hand  woven." 

Any  person  weaving  in  a  hand  loom  in  Ireland  any 
linen  goods  of  the  classes  above  mentioned  who  fails  to 
carry  out  the  requirements  above  shall  be  guilty  of  an 
offense  under  the  act. 

Any  manufacturer,  agent,  or  any  other  person  who 
causes  or  procures  any  person  to  weave  in  a  hand  loom 
in  Ireland  any  linen  goods  of  the  classes  above  men- 
tioned without  the  proper  marking  shall  be  guilty  of  an 
offense  under  the  act. 

Any  person  selling  or  exposing  for  sale  any  goods 
being,  or  purporting  to  be,  linen  damask  goods  or  cam- 
bric, or  linen  diaper  goods,  having  woven  therein  or 
stamped  or  marked  thereon  the  words  "Irish  hand 
woven"  or  "Irish  hand  made,"  or  other  words  represent- 
ing that  the  goods  were  woven  in  the  hand  loom  in  Ire- 
land, shall,  unless  the  goods  were  in  fact  so  woven,  be 
guilty  of  an  offense  under  the  act. 

Any  person  guilty  of  an  offense  under  this  act  shall 
be  liable  on  conviction  for  a  first  offense  to  a  penalty 
not  exceeding  £10  ($50),  and  for  the  second  or  any  sub- 
sequent offense  to  a  penalty  not  exceeding  £20  ($100) 
or  to  imprisonment  for  a  term  not  exceeding  six  months. 
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III 


To  the  Trade 

in  Eastern  Canada 


To  meet  and  fill  more  satisfactorily 
the  requirements  of  our  patrons  in 
the  Eastern  Provinces,  we  are  open- 
ing early  in  the  New  Year  a  ware- 
house in  Montreal,  where  we  shall 
carry  a  complete  stock  of 

Down  and  Cotton  Comforters  and  Cushions. 

Meanwhile,     please     continue    to 
address  us  in  Toronto. 

OUR  PRICES  WILL  INTEREST  YOU 


THE 


HARVEY  QUILTING  CO., 


33,  35,  37  PEARL  STREET 


LIMITED 

TORONTO 


KING'S 

Established  177S 

FAMOUS 

Sold  by  leading  Jobbers. 

SCOTCH 

Every  piece  perfect. 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN    KING  &  SON, 

GLASGOW,   SC^T'.AND. 


Sole  Sellingr  Ayent : 


SYDNEY    MOSS, 


Empiro  BIdg,,  S3  Wellington  St.  W. 
TORONTO 


Go  in  for  a 

Higher  Grade 

Wall  Paper 
Business 


The  higher  the  grade  of  wall  paper 
business  you  develop  the  more  money 
there  is  in  it  for  you. 
Wean  your  customers  from  the  no- 
tion that  they  must  buy  cheap  wall 
papers.      If  yoii  handle 

STAUNTON 

WALL  PAPERS 

you  ca)i  do  if,  for  they  include  the  most 
salable  high-grade  wall  papers  in 
the  country. 

The  dealer  who  assumes  that  his 
customer  wants  a  high  grade  paper, 
and  shows  it  to  him  at  the  start-oflF, 
nine  times  out  of  ten  will  sell  him  a 
higher  grade  than  the  man  intended 
to  buy. 

Staunton  Wall  Papers  include  the 
biggest  range  in  Canada  of  papers 
at  all  prices,  but  the  point  is  :  You 
can  charge  a  first-class  price  and  sell 
high-class  papers  with  big  profit  to 
yourself  if  you  push  high-class  goods. 
Staunton  rapid  sellers  will  help  you 
do  it.  Write  us  and  we  will  see 
that  our  19 lo  line  is  put  before  you 
for  inspection. 


Stauntons  Limited 

Wall  Paper  Manufacturers 
941  YONGE  ST.         :        TORONTO 
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Prolonged    Season    Indicates    Better   Buying   Ability 

Furniture  Departments  State  that  the  Demand  for  General  Lines  has 
Run  Further  than  Usual  into  the  Holiday  Season  —  Good  Request 
for  Gift  Chairs,  Tables,   Stands  and  Desks  —  Importance    of   Display. 


THE  general     demand     in  retail  furniture  depart- 
ments is  reported  to  have  extended  further  into 
the   holiday   season  than  usual   and  this   is     re- 
garded  as   an     indication   of   improved  financial 
ability.      The  better  grades     have  been  in  good  request 
throughout  the  season. 

NoW',  that  holiday  trade  is  opening  up  there  is  activ- 
ity in  gift  lines.  Leather-cushioned  chairs,  den  tables, 
desks,  and  other  accessories  of  the  home  comfortable 
have  been  selling  well,  the  early  English  and  fumed  oak 
effects  being  in  particular  request.  Chmce  pieces,  in 
mahogany  and  walnut,  have  also  been  selected  out  of 
consideration  for  the  period  tendency  in  the  draw'ing 
room  or  parlor. 


Rattan  Furniture. 

Some  prominence  is  now  being  given  to  rattan  furni- 
ture, particularly  cliairs.  These  are  made  up  in  effects 
which  rival  comfort-qualities  of  the  wooden  designs.  In 
fact  they  are  built  on  cosy  lines  and  certainly  look  like 
good  property.  Natural  wood  colors  and  dark  greens 
and  greys  are  prominent. 


Displaying  Gift  Goods. 

There  are  many  dainty  pieces  of  furniture  apart  from 
gift  chairs,  and  tables  which  may  be  carried  effectively 
in  the  department  at  this  time  of  year.  Small  smoking 
stands  for  the  den,  vase  pedestals,  revolving  book  racks 
and  the  like,  are  asked  for  by  the  generously  inclined. 

Too  often  the  furniture  department  is  not  made  the 
scene  of  any  particular  merchandising  effort  during  the 
holiday  season.  A  display  of  pieces  suitable  for  favors 
will  be  valuable  from  a  suggestive  point  of  view  and 
may  cause  sales  which  otherwise  might  have  been  lost. 
If  the  furniture  department  happens  to  occupy  a  top 
storey  or  other  obscure  part  of  the  building,  a  few  gift 
pieces  may  be  brought  forward  into  the  general  store 
with  good  results.  At  the  same  time  the  department 
must  not  be  neglected  in  the  advertising. 


Handling  Samples. 

The  question  is  very  frequently  raised  in  upholstery 
departments  as  to  whether  samples  should  be  given  to 
customers  direct  from  the  piece  by  the  salesman,  sent 
through  the  mail  or  in  some  other  way,  states  the  Up- 
holsterer. Granted  that  samples  and  sampling  are  a 
necessary  adjunct  to  an  upholstery  piece-goods  business, 
there  seems  no  good  reason  why  the  customer  should 
not  be  able  to  obtain  samples  without  the  trouble  of 
going  to  any  second  person  or  department  for  them. 

To  permit  salesmen  to  cut  samples  from  the  piece 
indiscriminately  makes  not  only  an  untidy  stock  but 
leads  to  a  serious  waste  of  materials.  Many  stores  be- 
cause of  this  waste  refuse  absolutely  to  cut  samples  of 
their  goods.  On  the  other  hand,  to  cut  and  classify 
samples  from  all  fabrics  carried  in  the  department  would 


not  only  entail  a  great  deal  of  work  but  would  with 
some  fabrics   be  entirely  unnecessary. 

Perhaps  the  most  satisfactory  method  of  handling 
samples  is  to  have  in  each  section  of  stock  a  sample- 
filing  cabinet  so  divided  and  , classified  that  every  indivi- 
dual fabric  of  the  stock  can  be  readily  located.  Thus, 
for  instance,  velours  might  be  filed  under  the  letter  A, 
with  each  different  quality  designated  by  figures  as  Al, 
A2,  A3,  A4,  and  so  on  with  places  in  the  cabinet  to  cor- 
respond. The  ticket  on  the  piece  should  also  be  marked 
to  indicate  whether  or  not  the  piece  has  b3en  sampled, 
and  samples  should  be  cut  only  as  they  may  be  required. 
For  instance,  a  customer  recjuests  a  sample  of  a  certain 
pattern.  By  examining  the  ticket  on  the  piece  the  sales- 
man would  immediately  determine  by  the  X  check  mark 
placed  after  the  word  "Sampled"  on  the  ticket  that 
samples  will  be  found  in  the  cabinet.  Should  there  be 
no  check  mark  after  the  word  "Sampled,"  he  knows  that 
no  samples  are  to  be  found  in  the  cabinet  and  is  then  at 
liberty  to  take  a  sample  two  inches  wide  across  the 
entire  end  of  the  piece.  From  this  strip  he  cuts  the 
length  he  requires  for  his  customer  and  the  balance  is 
turned  over  to  the  head  of  the  stock  to  be  by  him  cut 
into  uniform  sizes,  ticketed  and  filed  in  the  sample 
cabinet.  As  soon  as  the  salesman  cuts  the  piece  for 
samples  it  is  incumbent  upon  him  to  mark  the  ticket 
showing  that  he  has  done  so. 

This  method  would  not  only  prevent  the  unnecessary 
sampling  and  mutilating  of  fabrics,  but  would  provide 
samples,  when  such  were  required,  in  a  convenient  place 
accessible  to  all.  It  might  be  well  to  place  all  requests 
for  samples  by  mail  in  the  hands  of  one  salesman  whose 
duty  it  would  be  to  see  that  the  same  were  gotten  out 
without  delay,  for  otherwise  the  head  of  the  stock,  on 
whom  this  duty  would  naturally  devolve  might,  because 
of  press  of  other  work,  neglect  these  requests  and  the 
department  lose  business  thereby. 


W.  H.  MacBeth,  dry  goods  and  men's  furnishings, 
Saskatoon,  Sask.,  is  retiring  from  business,  and  a  closing- 
out  sale  is  now  being  held. 

The  plant  of  the  Ontario  Spring  Bed  &  Mattress  Co., 
London,  was  destroyed  by  fire,  Nov.  11.  The  loss  was 
estimated  at  $25,000,  partially  insured. 

Samuel  J.  Barrett,  dry  goods  merchant,  Guelph,  died 
suddenly  at  his  home  on  the  evening  of  Nov.  9.  He  had 
been  seventeen  years  in  business  in  that  city. 

The  W.  A.  Murray  Co.,  Toronto,  have  been  awarded 
t'lie  contract  of  -carpeting  tbe  new  Shea's  theatre,  on  thr- 
corner  of  Victoria  and  Richmond  Streets,  Toronto.  A 
rich  Axbury  -carpet,  of  Turkish  design,  has  been  accepted. 
Between  1,200  and  1,300  yards  will  be  required. 

The  Shawinigan  Cotton  Co.,  Montreal,  have  been  in- 
corporated with  $1,000,000  capital  to  construct,  pur- 
chase, sell,  lease  and  operate  cotton  and  woolen  manu- 
factories), the  incorporators  being  A.  C.  Calder,  T.  E. 
Gadbois,  0.   Gagnon,  L.  Boulanger  and   J.  M.  Mantle. 

Arnolds,  Limited,  of  Montreal,  have  been  incorpor- 
ated with  .$20,000  capital  to  manufacture  and  import 
clothing  and  house  furnishings.  The  incorporators  are  : 
D.  Levi,  L.  Levi,  .1,  H,  Thorn^ll,  H.  Weinfield  and  C. 
01  sen. 
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We  Specialize  on 

OUILTS 


For  a  great  many  years  "DEARDENS  of  MANCHESTER"  have  been 
the  acknowledged  leaders  in  the  manufacture  of  Quilts  and  Bedspreads 
and   to  day   the   name   is   known   in   all   the   markets  of   the    world. 

Those  who  want  Quilts  of  any  kind  should  make  a  point  of  seeing  what 
our  samples  now  represent.  We  make  the  ordinary  as  well  as  the  high- 
class  article  supplying  every  class  of  trade  with  honest  goods  of  guaran- 
teed quality. 


A  1l^^.j-|-|t_^-l     r^nill'C     ii^  the  usual  and  new  combinations 


Make  a  note  of  these  in  your  buying  list. 

and  new  c 
of  colours. 

TO^PCStry     OuiltS     Excellent   Patterns  in  new  weave. 
Honeycomb  Quilts    WWte  and  coloured. 

Grecian  Quilts 

White  and  Coloured  Satin  Quilts 

Beautiful  Satin  finish,  with  heavily  raised  figures. 

Mercerised  Honeycomb  Quilts 

In  White  and  Choice  Art  Shades. 

Mercerised  Damask  Quilts 

Our  new  illustrated  Catalogue  in  colour,  is  in  the  hands  of  our  Canadian 
Representative  for    distribution    amongst   the   wholesale    trade. 

Jon'n  Dearden  &  Co.,  Ltd.  "^Z 

11  and  13  Bridgewater  Place       MANCHESTER,  Eng. 

Canadian  Agent,  R.  H.  COSBIE,       -       TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers 


114  HOUSEFURNISHINGS  Dry  Goods  Reviezv 


SPRING,  1910 

Ne'w  Samples  of 
Canadian-Made 

Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 

are  now  in  the  hands  of  the 
Wholesale  Dry  Goods  Trade. 
It  is  to  the  interest  of  every 
dealer  in  the  country  to  see 
our  excellent  range  before 
placing  any  orders  for  Spring. 

We  also  manufacture 

Prepared  Decorative  Burlaps 

the  modern  wall  covering 
ECONOMICAL  SANITARY  DURABLE 

Write  for  samples    and  prices   of  this    line. 
MANUFACTURED    BY 

The  Dominion  Oil  Cloth  Co. 

Montreal  ^""'*"'' 
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January  Coming-of-Age  Number 
Coupled  with  Spring  Special  Issue  of 

Dry  Goods  Review 

Will  be  the  Most  Valuable  and  Practical  in  the  History  of  the  Paper 


Send  your  copy  not  later 

than  December  2j.      The 

earlier  the  better. 


Will  You  Advertise? 

Your  advertisement  will  show  your 
customers  your  appreciation  of  1909 
business  and  outline  your  prepara- 
tions for  1910. 

A  SOUND  REASON  FOR  YOUR 
ADVERTISEMENT 

You  have  good  sound  reasons  for  holding-  the  cus- 
tomers you  now  have. 

Isn't  it  reasonable  that  if  you  present  in  the  right  way 
your  arguments  for  business  before  many  additional 
merchants  you  will  pave  the  way  for  close  business 
relations? 

The  Review  is  read  regularly  by  90%  of  the  entire 
retail  and  wholesale  general  dry  goods  trade,  and 
the  Coming-of-Age  number  will  have  an  extra  sample 
copy  circulation. 

Advertising  rates  are  unchanged  for  this  number: 
Full  Page,  $35.00.      Half  Page  ^  $20.00.      Quarter  Page,  $12.00. 


DRY  GOODS  REVIEW 


WRITE  OR  PHONE  NEAREST  OFFICE 


701  E.  T.  Bank  Building,  Main  1255,  Montreal;  10  Front  Street  East,  Phone  Main 
7324,  Toronto;  511  Union  Bank  Building,  Phone  3726,  Winnipeg;  88  Fleet  Street, 
E.G.,  Phone  Central  1296,  London,  Eng.;     1109-1111,  No.  160  Broadway,  Phone  1111, 

Cortlandt,  New  York. 


P  J  ease  mjntion  The  Review  to  Advertisers  and  Their    Travelers. 
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MEN'S     FURNISHER 


You  have  already  seen  in  the  November  Numbers  of  The  Big  Monthly  and  Weekly  Magazmes 
the    Opening    Shot    of   the    National   Advertising    Campaign    on    SLIDEWELL    COLLARS 

The  November  magazines  carry  the  first  direct  SLIDEWELL  message  to  the  milHons  of 
collar  wearers  throughout  the  country.  Before  this  advertising  appeared  a  demand  aggregat- 
ing thousands  upon  thousands  of  dollars  had  already  been  built  up  for  SLIDEWELL  collars. 

But  now  that  we  have  entered  into  this  most  aggressive  and  extensive- advertising  campaign 
—now  that  we  are  telling  every  collar-wearer  in  America  just  what  the  SLIDEWELL  COL- 
LAR is,  the  enormous  advantage  of  its  exclusive  SLIDEWELL  SHIELD  which  protects 
the  scarf  and  saves  the  time  and  temper  of  the  wearer  every  day,  the  demand  for  SLIDE- 
WELL  COLLARS  is  certain  to  be  doubled— trebled  in  every  town  and  city  in  America. 

SLIDEWELL  COLLARS 

Prepare  yourself.  Put  in  a  stock  of  SLIDEWELL  COLLARS  now.  This  big  SLIDEWELL 
demand  must  find  an  outlet  in  your  town.     Let  yours  be  the  open  SLIDEWELL  door. 

This  picture  shows  you  what  the  SLIDEWELL  COLLAR  is  and  where  its  big  advantage 
lies.  Our  advertising  to  you  has  told  you  much  about  the  SLIDEWELL  just  as  our  con- 
sumer campaign  now  tells  it  to  your  trade — the  collar-wearers.  The  SLIDEWELL  will  be  the 
most  popular,  the  quickest,  easiest  selling  collar  of  the  year,  because  it  offers  the  consumer 
the  SLIDEWELL  SHIELD,  the  first  real  collar  improvement  of  the  last  ten  years. 

The  SLIDEWELL  has  all  the  points  of  style  and  strength  any  other  collar  has.  It  retails 
at  two  for  25c.  (in  Canada  3  for  50c.)  Jobbers  in  every  city  distribute  SLIDEWELLS.  You 
know  what  that  means — no  money  tied  up  in  big  stocks  and  deliveries  on  the  day  you  order. 

Send  us  a  postal  now  for  a  free  sample  collar,  for  our  Style  Book,  and  the  list  of  jobbers 
who  carry  a  complete  stock  of  SLIDEWELLS  in  your  city.  Watch  the  mails  for  our  big 
bulletin  to  be  delivered  to  you  very  soon.     It's  important. 


HALL,   HARTWELL  &  CO., 


TROY,  NEW  YORK 


E.  H.  WALSH  &  CO.,  Agents  for  Canada,  Toronto  and  Montreal 


Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 


Men's    Clothing    and    Furnishings  News 

Retailers  Not  Yet  Confronted  by  General  Advance  in  Woolens 
—  Season  Said  by  Some  to  Have  Tapered  Off  as  Result  of  Mild 
Weather— More  Attention  Being  Paid  to  Boys'  Clothing  by  Retailers. 


AS  they  are  now  in  the  midst  of  stock-taking  and 
making  preparations  for  the  arrival  of  Spring 
goods,  wliolesale  woolen  men  have  not  a  great 
deal  to  rejiort  at  the  present  time    with  refer- 
ence to  materials,  as  next  season's  effects  have  been  pret- 
ty  well   described,    and    the    passing   season's    selections 
fully  discussed. 

Upon  the  price  situation,  however,  one  hears  frequent 
comment.  Althoug'h  wholesalers  have  had  to  meet  in- 
creases, the  retailer  has  not  yet  been  confronted  by  any 
extensive  range  of  advances.  By  some  this  is  regarded  as 
one  result  of  competition,  and  by  others  it  is  attributed 
to  the  traditional  Iiesitancy  in  making  a  radical  change 
in  price  lists. 

Does  Retailer  Get  Best  of  It  ? 

"In  a  market  such  as  this  the  retailer  always  gets  the 
best  of  it,"  said  a  buyer.  "One  has  to  seriously  consider, 
especially  at  a  time  when  merdliants  are  still  cautious. 
There  is  this  to  say,  however,  that  the  man  who  has  taken 
care  of  his  Spring  requirements  to  anything  like  a  rea- 
sonable extent,  has  certainly  taken  a  wise  course." 

While  there  are  those  who  state  that  this  season  has 
seen  a  steady  run  in  business,  others  declare  that  while 
at  the  outset  it  was  exceptionally  good,  trade  has  shown 
a  tapering  off  towards  the  close.  For  this,  the  continued 
mild  weather  is  held  accountable.  There  has  been  a  grow- 
ing demand,  however,  for  better  grades,  and  this  is  re- 
garded as  one  of  the  undeniable  indications  of  an  easier 
fuiancial  condition. 

Faddish  Day  is  Passing. 

Clothing  houses  report  a  good  season.  Retail  depart- 
ments state  that  a  strong  business  was  done  in  rubber- 
ized or  rainjDroof  goods,  during  the  early  Fall,  and  that 
later  the  heavy  ulster  with  close-fitting  collars,  has  had  a 
particularly  strong  run. 

For  Spring,  the  lines  selected  show  the  growing  favor 
for  the  more  conservative  effects  in  suits.  The  faddish 
day  is  passing,  though  there  are  reminiscences  in  the 
shape  of  unobtrusive  pocket  and  cuff  embellishments.  There 
arc  very  plain  effects,  however,  which  in  themselves  sug- 
gest the  desirability  of  the  change.  These  are  absolute- 
ly devoid  of  any  mark  of  novelty,  and  buyers,  who 
Wc-tcili  the  daily  demand  in  the  retail  departments,  state 
that  they  are  being  taken  largely  by  better  class  trade. 
One  buyer  predicted  a  decided  return  to  plainness  and 
saneness. 

Scarcity  erf  Help. 

Clothing  factories  in  Montreal,  Toronto  and  other 
centres,  specializing  on  the  better  grades,  are  having 
marked  difficulty  in  securing  sufficient  operators.  An  in- 
ciease  in  help  in  one  factory  simply  means  a  decrease  in 
another,  and  the  net  result  is  higher  wages  for  operators. 
The  supply  of  trained  help  is  limited. 

This  is  partly  the  result  of  the  modern  system  of 
manufacturing  clothing.  The  passing  of  the  sweat  shop 
and  the  farming  out  of  clothing  all  over  a  city,  has  given 
way    to    modern    sanitary    factories.      This    has    greatly 


benefited  the  industry,  in  fact,  revolutionized  it.  Never- 
tlieless  there  is  the  one  serious  drawback,  of  securing 
sufficient  lielp. 

More  Attention  to  Wee  Men's  Wear. 

There  can  be  little  doubt  that  the  small  boy  is  going 
to  receive  greater  consideration  than  ever  before  in  the 
ready-to-wear  department.  In  many  stores  it  is  now 
n<  tetl  that  where,  perhaps,  the  wee  men's  lines  were  con- 
fined to  a  table  or  two,  the  up-to-date  range  in  fab"ic 
and  knitted  lines  requires  greater  accommodation,  and  in 
almost  every  case  the  merchant  has  been  wise  enough  to 
grant  the  concession. 

One  large  city  store,  whose  departments  are  being 
remodeled,  is  planning  for  a  large,  thoroughly  equipped 
department,  devoted  exclusively  to  juvenile  goods.  The 
gi-owing  enquiry  for  neat^  dressy  effects  has  warranted, 
tl  ey  say,  such  a  department. 

Frequently  one  hears  of  instances  which  would  seem 
to  indicate  that  Canadian  manufacturers  or  buyers  have 
not  developed  juvenile  lines  to  any  degree  consistent  with 
possible  business.  Parents  have  been  taking  advantage 
of  trips  across  t'he  border  to  purchase  boys'  outfits,  which 
they  declare  they  could  not  obtain  at  home.  It  mav  be 
that  they  did  not  make  sufficient  investigation  among 
llieir  home  stores,  but  the  very  fact  that  they  have 
kno-'.n  where  to  go  to  get  what  they  wanted  should  sug- 
gest to  home  buyers  the  advisability  of  concentration  and 
publicity  on  these  goods,  if  they  are  to  make  good. 

Tactful  Salesmanship  Necessary. 

A  great  deal  undoubtedly  depends  upon  salesmanship 
in  the  department.  Suggestions  and  a  willingnes.s  to 
fi;cilitate  inspection  will  do  a  great  deal.  In  some  de- 
partments a  record  of  individual  sizes  is  kept,  and  it  is 
known  that  when  the  parent  is  assured  that  any  one  store 
has  a  record  of  the  last  sizes  required  by  his  boy,  he  will 
return,  feeling  confident  of  satisfactory  fit.  It  is  not 
often  that  a  clerk  can  depend  upon  his  memory,  but  one 
instance  is  related  of  a  parent  who  on  going  to  a  store 
across  the  border  for  a  suit  similar  to  that  which  he 
had  secured  the  year  before,  met  the  same  salesman,  who 
not  only  recalled  the  previous  transaction,  but  had  the 
size  at  his  finger  ends.  Of  course,  a  boy  grows  some  in 
one  year,  but  last  sizes  are  a  good  guide  in  present  selec- 
tion. 

Because  a  department  may  be  devoted  to  juvenile 
wear,  there  can  be  no  excuse  for  a  careless  salesmanship. 
In  fact,  to  please  a  particular  parent  sometimes  requires 
the  most  tactful  kind  of  treatment. 


Good  Season  in  Furnishings. 

Christmas  business  in  men's  furnishings  is  now  as- 
suming its  proper  swing,  and  the  neckwear  section  must 
come  in  for  considerable  attention.  There  has  been  a 
good  demand  for  fancy  boxes  containing  one  or  two  ties  or 
coml)inations  of  tie,  handkerchief  and  scarf.  While  the 
vertical  stripe  is  still  a  strong  style  factor  it  is  evident 
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MEN'S     FURNISHER 


Dr\  Goods  Reriezo 


Bont  jump 

to  tbe 

conclusion 

that  all  waterproof  collars    are 
alike  !     They're  not  ! 

Xylonite-Linen 

(Pronounced  Zy-ion-ite. ) 

WATERPROOF  CUFFS  AND  COLLARS 


are  different,  and  are  superior 
to  all  others.  They  not  only 
return  you  a  good  profit,  but 
they  gfive  absolute  satisfaction 
to  your  customers. 

XYLONITE -LINEN  Collars 
and  Cuffs  have  the  sa?//e  djill 
finish  as  the  ordinary  linen 
collar.  They  will  not  crack, 
wilt,  nor  lose  their  colour. 
They  are  perfect  in  fit  and 
style,  and  may  be  cleaned  with 
a  damp  cloth.    Write  for  prices. 


STOCKS  CARRIED  AT 


MONTREAL 

WINNIPEG 

TORONTO 


123  Coristine  Bldg. 

56  Albert  Street 

77  York  Street 


SOLE  CANADIAN  AGENTS 


(5eo.  m^out  d  Co*p 

Wovonto 


Uial  plain  culors  iu  subdued  tone.s  are  well  considered. 
There  can  be  no  doubt  that  black  and  white  combinations 
will  play  a  prominent  part  in  Spring  business.  In  fact 
the  tendency  is  already  making  its  appearance,  and  some 
of  the  more  recent  Christmas  window  displays  have  made 
i*^^  the  basis  of  a  special  study.  One  house  featured  a 
novelty  window,  consisting  of  shirts  in  plain  helio  with 
black  ties,  relieved  by  a  self-toned  swivel  design. 
Therein  is  noted  another  Spring  feature,  the  swivel 
pattern.  This  latter  has  a  croeheted-in  effect  and 
sometimes  assumes  the  form  of  a  small  square,  dia- 
mond, triangle,  or  circle  with  a  tiny  contrasting  spot  in 
the  centre. 

Among  the  novelties  in  derbies  is  a  plain  bengaline  tie 
in  which  the  cord  runs  up  and  down  instead  of  across. 
Neat  foliated  designs  are  also  taking  good  place. 

Silk  neck  scarfs  in  plain  colors  to  match  ties  have  been 
selling  well,  as  they  make  desirable  gifts.  Knitted  and 
woven  mufflers  of  different  materials  have  in  fact  rll 
iiuuved  well  in  the  season's  selling. 


Good  Demand  for  Soft  Hats. 

Hat  manufacturers  and  wholesalers  report  a  sleady 
inquiry  for  soft  hats,  and  it  cannot  'be  denied  that  this 
class  of  headwear  is  not  only  liguring  prominently  in 
vogue  at  the  present  time,  'but  will  be  a  strong  factor  in 
Spring  business.  Styles  are  multiplying  each  season,  and 
the  neat,  fedora-like  shape,  with  crush  crown  and  con- 
vertible brim,  are  now  a  feature.  Rough  effect  in  felts 
are  making  their  appearance  in  materials  used,  and  greys, 
greens  and  browns  are  particularly  good  colors.  Blacks, 
stone  grey,  and  einna.inon  brown  are  good  shades  in  stiff 
hats. 

A  big  straw  season  seems  now  assured,  and  manu- 
facturers state  that  the  demand  is  pretty  well  represented 
in  all  sections  of  this  department. 

Children's  goods  are  receiving  special  attention.  One 
house  is  showing  a  considerable  range  of  hats  of  this 
class,  some  in  felt,  others  in  straw,  with  deep  turn-uji 
brim  almost  of  the  same  depth  as  the  crown.  The  brim 
may  be  snapped,  producing  a  very  natty  effect. 

It  has  been  a  good  cap  season,  and  there  are  excellent 
prospects  for  Spring.  Driving  golfs  have  been  in  good 
demand.  Among  those  which  have  taken  particularly 
well  is  a  gold  shape  with  elastic  earband  lined  witii  eider- 
down. The  band  is  light,  has  no  bulk  when  turned  in,  and 
when  adjusted  for  use  tits  the  back  of  llie  head  and  ears 
\'ery    snugly. 

♦ 

Advancing  Shirt  Prices. 

The  gift  season  generally  calls  out  the  novelty  shirt, 
sometimes  because  the  inexperienced  customer  who  doesn't 
have  to  wear  it,  is  investing  in  that  sort  of  thing,  and 
again  because  novelty  is  often  considered  a  proper  feature 
of  the  gift  shirt.  The  garments  now  on  the  market,  how- 
ever, are  not  to  be  despised  because  of  their  novelty.  The 
designers  may  be  credited  with  having  an  excellent  idea 
of  the  fitness  of  things.  There  is  evidently  no  limit  to 
the  versatility  of  the  present-day  shirt  maker,  when  it 
comes  to  the  manipulation  of  tucks,  cords  and  stripes,  and 
in  the  la<>est  styles  .shown,  these  have  been  worked  (lul 
iii  individual  effects  and  combinations. 

The  advance  in  cottons  will  undoubtedly  have  its  effect 
upon  shirt  prices  and  that  retailers  are  cognizant  of  that 
fact  is  indicated  by  the  demand  for  goods,  while  lower 
levels  ruled. 
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"PYRAMID"  Handkerchiefs 

Display  Them  Now  For  Christmas  Trade. 


PYRAM I D 

HANDKERCHIEFS 


RCr.lSTFREO    No     n8   (TO 


Pyramid 
Handkerchiefs 

attract  the  best  class  of 
buyers  to  your  store. 
Tempting  window  dis- 
plays are  worth  while. 
Show  cards  furnished 
by  your  wholesaler. 


What  PYRAMID  HANDKERCHIEFS  are: 
A    soft,   durable  fabric.       Tasteful    and    original    patterns,    every   one 
registered.       Absolutely  fast  colors. 

A  Moderate  Price.  A  Staple  Seller 


PYRAMID 

HANDKERCHIEFS 


Be  the  first  to  show  them 
in  your  town. 

Carried   by  the    Leading  Wholesalers    of 
Dry  Goods  and  Men's  Furnishings. 


PYRAMID 

HANDKERCHIEFS 
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Dry  Goods  Rezneiv 


Stop 

Wondering 

Why 


Stripes  in  Hosiery. 


your  Collar  Trade  is  not  that  boominiJ" 
success  your  neighbor's  seems  to  be  ! 

If  you  are  handling"  the  old-style 
waterproof  collar — the  kind  that  loses 
its  color,  cracks  easil\",  smells  unpleas- 
antly, and  never  can  be  mistaken  for  a 
linen  collar — then  that's  the  reason  ! 

QUIT  handling-  this  kind,  and  get 
to  work  selling 

CHALLENGE 


BRAND 

WATERPROOF 

COLLARS  AND  CUFFS 

The}'  are  the  same  dull  finish,  the 
same  texture,  and  the  same  comfort  in 
wear  as  linen,  and  are  perfectl}'  correct 
in  style  and  fit.  They  are  absolutely 
waterproof,  and  can  be  cleaned  with 
a  rub  !  

tKte  Srlinston  Companp 
of  Canaba,  l^imiteb 

54-56  Fraser  Avenue,  TORONTO 

Western  :         Representatives  Eastern  : 

J.  CHANTLER  &  CO.,  DUNCAN  BELL, 

TORONTO  MONTREAL 


The  vogue  of  stripes  is  evident  iu  hosiery  as  in  tii's, 
and  the  color  range  is  somewhat  the  same.  The  stripes 
are  for  the  most  part  grouped  in  threes  or  fours,  and  rais- 
e(l  effects  are  among  tlie  novelties  shown  for  t'he  new 
season.  While  it  is  evident  tliat  elaborate  embroideries 
are  not  in  favor,  the  small,  neat  pattern  is  still  in  favor, 
Mild  among  Christmas  lines  they  have  considerable  vogue. 
'I'lie  plain  colored  hose  is,  of  course,  one  of  the  sti'ong 
features.  High-class  houses  state  that  there  has  been 
SI. me  enquiry  for  silk  goods,  but  llial  i(  indicates  nothing 
unusual  at  lliis  time  of  vear. 


The  Glove  Season. 

(iloves  have,  of  course.  ))een  \ery  active  in  tlu'  retail 
sl(ues  during  tiu'  past  mouth,  (■a|)es,  glace  and  suede,  in 
nu'dium  weights,  werc>  C'lUJsen  in  good  (luantities  foi'  city 
tiade,  and  llu'  counliv  uicrchant  l(i(il<  a  i>arlicul:irly  good 
si'pply  of  lined  goods.  'I'lu'  chamois  glove  is  fi-e(|uenlly 
s;'eii.  and  liigh-class  dt'paii nu'ids  stale  that  they  hasc  nol 
only  mel  with  a  fairly  good  sale,  but  will  do  better.  There 
has  also  been  some  denuiud  for  the  knitted  and  fabric 
uloNc  in  grey  effects. 

(tIovcs  specially  boxed  make  a  desiiable  gift,  and 
salesmen  in  retail  departments  state  tihat  the  fact  that  tliey 
liave  boxes  available  for  that  purpose  very  often  de- 
cides a  customer  to  select  gloves,  where  probably  he  or 
she  woidd  have  otherwise  selected   something  cheaper. 


Winnipeg  Retail  Clothiers  Organize. 

Sta,ff   correspondence. 

Winnipeg.  Nov.  2S. — As  an  outcome  of  the  organization 
of  tiie  Retail  Mei-chants'  Association,  a  few  months  ago, 
the  retail  clothiers  of  ihe  city  have  formed  a  strong  sec- 
lion  lo  aid   ill  iiarmony  with  the  lai'ger  organization. 

W.  T.  i'eaice,  manager  of  the  Semi-ready,  Winnipeg, 
was  elected  president,  and  Tony  Beliveau,  secretary. 

One  question  that  is  occupying  the  attention  of  the 
greatest  number  of  merchants  in  every  line  is  tliat  of 
the   local   civic  taxation. 

For  some  years  the  taxation  question  has  been  a 
source  of  trouble  to  the  merchants,  and  although  the 
civic  autliorities  have  made  several  attempts  to  make  a 
satiisfactory  levy,  yet  the  majority  of  merchants  feel 
that   they  are  manif.tstly  discriminated  against. 

Last  year,  the  taxation  Avas  based  upon  the  floor  area, 
irrespective  of  the  location.  The  complaint  was  so  gen- 
eral, however,  that  the  basis  was  reverted  back  to  the 
former  system  of  taxation  according  to  rental  value;  and 
the  civic  authorities  seemingly  have  not  succeeded  in 
making  more  satisfactory  arrangements.  The  clothiers' 
section  purpose  taking  up  the  question,  with  the  possi- 
bility of  assisting  the  tax  commissioners  in  the  matter. 

Complain  of  Discrimination. 

The  clothiers  are  of  the  opinion'  that  they  are  being 
discriminated  against  when  traveling  tailors  are  allowed 
to  come  into  the  city  and  take  orders  for  goods  to  be 
made  in  Ontario  or  other  outside  location.  The 
local  merchant  has  a  business  tax  to  pay,  and  feels  that, 
in  return,  he  should  be  protected  by  the  corporation.  This 
is  manifestly  a  question  in  which  every  clothier  will  be 
interested. 
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A  New  Idea  in  Men's  Wear 

The  "THATsALL"  Garter  is  a  new  idea  in  men's  wear— only  on 
the  market  a  few  months.  Yet  already  it  is  tremendously  popular. 
Already  it  has  proved  itself  one  of  the  best-selling  articles  of  men  s 
wear  the  year  has  produced. 

Hundreds  of  energetic,  up-to-date  haberdashers,  aided  by  our 
national  advertising  campaign,  are  selling  "THATsALL"  Garters 
everywhere.  Why  arent  you  getting 
some  of  these  profits  ? 

"THATsALL"  Garters 

(Copyright,    1909) 
are  so  popular  because  they  do  away 
with  the  faults  of  other  garters. 

For  they  need  no  band  around  the 
leg.  They  can't  bind  the  leg  or  inter- 
fere with  the  free  circulation  of  the 
blood.  They  can't  slip  and  let  the 
wearer's  socks  wrinkle.  Yet  they  don't 
pull,  and  soon  the  wearer  forgets  he 
has  them  on. 

They're  clean  and  sanitary.  Other 
garters  bind  the  leg  and  stop  circulation. 
"THATsALL  "  allows  free  circulation 
of  the  blood  and  keeps  you  warm. 
They  are  easily  put  on  and  taken  off, 
they  won't  come  undone. 

Many   Profits   for   You 

"THATsALL"  Garters  are  big 
sellers.  They  have  many  profits  for 
you.  Every  sale  you  make  means  other  sales.  And  the  garters  bring 
new  customers  to  your  store — customers  who  will  stay  to  buy  other 
things. 

Write  for  sample  of  the  "THATsALL"  Garter  to-day.  Judge 
its  selling  possibilities  for  yourself.  Then,  give  us  a  trial  order.  It 
means  big  profits.     Write  us  a  letter  now. 

"THATsALL"  fiAKTER  CO.,  41  Union  Square,  New  Torli 


Smart  Gauntlets 


There's  a  good  demand  on  any  store 
that  is  known  to  carry  a  good  stock 
of  really  smart  gauntlets.  We  guar- 
antee our  gauntlets  in  every  particu- 
lar— material,  make,  fit  and  finish. 
Have  you  a  copy  of  our  illustrated 
catalog"?  If  not,  better  write  us  to- 
day for  a  copy,  as  it  shows  a  line  of 
high-grade  gloves,  mitts  and  gaunt- 
lets that  is  unexcelled  by  any  maker 
on  the  continent. 


Imperial  Glove  Co. 

Limited 

Hamilton       -       Ontario 


$(i^d^^i^      dt       dt     <tt      dt     'Jt     ''It 


TK.\n|-.   MARK     Rci 


V.  S.    I'al.    Oiru-c- 


The  Presto  Collar 
Is  a  $uccess 

It  gi\'es  the  wearer  the  option  oi'  an  ort!inar\ 
lapel  collar  or  the  military  pattern,  at  will.  He 
just  turns  it  up  for  harsh  weather  or  bitter  cold, 
and  keeps  it  turned   down  for   fair  winter  davs. 

$   $   $ 

The  Presto  is  the  essence  of  style  and  neatness, 
laying  smoothly,  without  bulkiness,  and  it  is 
as  practical  as  it  is  simple  in  construction.  It 
is  a  patented  idea  and  not  an  attachment.  It  is 
just  as  mucli  a  part  of   tlie    coat  as  the  sleexes. 

$    $    $ 

The  Presto  Collar  Coat  means  $ales  for  vou  and 
$atisfaction  for  your  customers.  \'ou  can 
readily  see  the  reason  in  the  above  illustration 
— but  if  you  had  a  Presto  Collar  Coat  in  vour 
hands  so  \ou  could  look  into  its  construction 
thorough!},  _\ou'd  soon  ha\e  it  on  \our 
customers'  backs. 

$    $    $ 

Ask  us  on  a  postal  to  send  you  names  of  the 
best  manufacturers  in  Canada  who  are  putting 
Presto  Collars  on  the  overcoats  and  raincoats 
they  make.  Any  of  them  will  willingly  send  a 
Presto  Collar  Coat  so  you  can  see  its  worth  for 
}Ourself— that's  proof.      Send  for  the  list  iioiv. 

$   $   $ 


THE 


PRESTO   COMPANY 

699  Broadway  NEW  YORK 
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Sign  of    Glove    Quality 


—To  Mr.  Retailer— 

If  you  wish  one  of  our  1910  Art  Calenders  let 
us  have  your  name  at  once.  We  will  have  a 
limited  quantity  to  spare    First  come  first  served. 

Make   a   point   of  asking  your   Jobber  to  show 
you  our  line. 

THE  ROBERT   RYAN   CO. 

THREE  RIVERS,  QUEBEC 

SELLING   AGENTS  : 

E.  H.  Walsh  &  Co.  Stuart  M.  Campbell 

Toronto  Montreal  Hammond  Block,  Winnipeg 


OUOr        ^N  CANADA 


IHIMM.'UJjiEMHL'Jj 


PERFECT  SATISFACTION 
TO  THE.  WEARER 


Globe  Suspender  Co 

ROCK    ISLAND, 
P.p. 


The  last  call  for 

Holiday  Suspenders 

Open  orders  requested 

Give     prices,     and     we'll 
send  you  sellers. 

Globe  Suspender  Co. 

Rock  Island,  Que. 


Wishing^  all  a  Merry  Xmas  and 
thanking  our  many  iriends  for  past 
favors  and  soliciting  a  continuance 
of  their  confidence. 


Wreyford    &    Co, 

TORONTO 

WHOLESALE   MEN'S    FURNISHINGS 


Sole  Agents  in  Canada  for  following  manufacturers: 

YOUNG   &  ROCHESTER— ^Shirts, 
Neckwear,  Etc. 

TRESS   &   CO.  — Hats  and   Hioh-dass 
Caps. 

CELLULARCLOTHINGCO.      "Aer- 

tex  "  Underwear,  Etc. 

T.    H.    DOWNING    &    CO.— Hosiery 
and  Knit  Goods. 

We  have  received  three  repeat  orders  for 
our  well-known 

''CARDIGAN"    COAT  SWEATERS 

in  20  difterent  shades  and  combinations. 
Prices-  Sir.,  S27.00;  Men's,  $30.00;  O.S.,  $33.00;  Ex  O.S.,  S36.00 

Boxed  singly.       Best  sellers  for  Cliristnias  trade. 

Can    ship    at    once 
Christmas    Neckwe.ak,    Dressing    Gowns,   Etc. 


The  Berlin  Suspender  and  Button  Co.,  «g^V^ 


Advertisers  Cannot  be  Overlooked 

"DEING  in  the  background  of  a  milliner's  mind,  at  a  moment 
which  decides  the  direction  business  shall  take,  may  mean 
serious  losses.  When  you  advertise  you  cannot  be  overlooked— - 
you  always  receive  consideration— a  consideration  above  that  ac- 
corded the  house  that  does  not  see  the  benefit  of  talking  to  the 
milliner  when  she  has  time  to  listen — when  she  sits  down  to  read 
THE  CANADIAN  MILLINERY  REVIEW. 
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Other  Grievances. 

The  l)();4ns  clic'(|U('  I'iciid,  swiiHlJer  and  dead-beat  has 
been  quite  active  in  Iiicnl  eircles,  and  110  doubt  every 
eliiliiier  has  at  sotiie  tiuie  in  his  tju.siness  ea.reer  come 
in  emitaet  with  this  sniiMiih  persona.i-'e.  Last  week  a 
h>cal  clothier  was  the  victim  oi'  an  individual  who  had 
suddenly  struck  hard  times,  and,  althoug'h  formerly  he 
ivas  considered  prompt  in  paying  bills,  yet  when  reverse 
circumstances  came  his  waj-,  he  could  not  .sacrifice  his 
neat  appearance,  and  so  ordered  a  suit.  When  the  suit 
was  delivered,  he  issued  a  worthless  cheque   in   payment. 

This  is  an  instance  oT  what  is  continually  occurring, 
and  the  merchants  are  (jI"  the  opinion  that  they  should 
lake  steps   to   remedy   this   condition. 

Slow  Delivery. 

Another  feature  with  whieli  the  clothiers  expect  to 
deal  is  one  which  will  undoubtedly  be  interesting  to  Cana- 
dian manufacturers  of  textiles  and  gents'  furmisliings. 
The  majority  of  them  are  more  anxious  to  handle  a  larg- 
er line  of  Canadian-made  goods.  For  some  reason,  whii-h 
cannot  readily  he  explained,  merchants  cannot  get 'iu'dci-s 
filled,  and  goods  remitted  as  satisfactory  from  Tonmln 
or  jMontreal,  as  from  points  south  of  the  boundary   line. 

The  difficulty  is  apparently  in  the  transportation  fa- 
cilities or  the  inability  of  Canadian  houses  to  take  care 
of  this  valuable  trade.  There  are  said  to  be,  for  example, 
vastly  more  American-made  collars  on  the  market  than 
the  Canadian  make.  They  are  no  cheaper  to  buy,  they  are 
not  more  popular  with  the  trade,  and.  moreover,  there 
is  a  35  per  cent,  duty  against  the  American  collars. 

It  would  seem  strange,  then,  that  the  Canadian  jDro- 
duct  does  not  have  a  larger  place  on  the  local  market. 
Just  why  it  docs  not  w'ill  be  discussed  by  the  local  mer- 
chants. 

These  are  some  of  the  questions  which  tlie  organiza- 
tion has  before  it,  and  the  dealing  w^ith  these  grievances 
will  surely  make  for  the  betterment  of  the  retailers'  con- 
dition. 

The  Henderson  Manufacturing  Co.,  makers  of  overall 
clothing  and  shirts,  will  erect  a  $40,000  building  in  Win- 
nipeg. 

W.  H.  Payne  &  Co.,  importers  of  woollens  and  tailors' 
trimmings,  formerly  86  Bay  St.|,  Toronto,  have  removed 
to  their  new  warehouse,  20  and  22  Wellington  St.  W., 
Toronto. 

A.  K.  Devett  has  leased  the  knitting  factory  building 
in  New  Hamburg,  and  will  manufacture  collars.  He  will 
start  with   15  hands. 

The  Brandon  Shoe  Co.,  whose  factory  in  Aylmer, 
was  wrecked  in  a  recent  boiler  explosion,  will  locate  in 
Brantford.  The  new  factory  will  be  ready  within  six 
weeks  and  50  hands  will  be  employed. 

Peterman  Shoes,  Limited,  Montreal,  have  been  incor- 
porated with  $40,000  capital  to  manufacture  and  deal  in 
boots  and  shoes,  the  incorporators  being  J.  M.  Peter- 
man,  H.  Doyle-Bennett),  T.  B.  Gould,  T.  J.  Coonan  and 
T.  Hollway. 

A  man  might  have  honesty,  health,  ability,  know- 
ledge of  the  business,  tact,  sincerity,  industry,  aod  open- 
mindedness,  and  without  enthusiasm  he  would  only  bo  a 
statue.  Enthusiasm  is  the  white  heat  that  fuses  all  of 
these  qualities  into  one  effective  mass. 

"You  cannot  afford  to  sell  anybody  a.nything  which 
she  does  not  need,  nor  can  you  afford  to  sell  it  at  a  price 
above  what  it  is  worth.  When  I  sell  a  woman  anything. 
I  try  to  leave  the  transaction  so  that  I  can  go  back  ne^t 
week  and  sell  her  more," — George  Peabody. 


GOOD  COAT  LIKINGS 


ARE  ESSENTIAL 


if  you  wish  to  please  your  customers. 


The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths 
bear  the 

KIRK 


stamp,  as  below : 


THERE  ARE  TWO  FINISHES  WITH  THIS 

NAME  AS  A  GUARANTEE 

OF    EXCELLENCE    IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(  1 )     The  Original 

Termanent  Finish.' 
(2)  'Velper' 

The  Velvety  Permanent  Finish  for 
those    who    prefer    a   soft   handle. 


m 


(Copyright) 


PA7"rER\S    SHOU'/XC;    EITHER 
FIX/SII  can  he  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATIOiN,  LTD. 

39  WELL  STREET,  BRADFORD, 

ENGLAND 


Present-day  Styles   as  Epitomized  by   Parisian  Stage 

Beautiful  Renaissance  Gowns  Worn  by  Madame  Braudes  —  Model 
Houses  Featuring  Brocades— Lace  and  Plain  Nets  Supersede  Tucked 
Net  for    Yokes    and    Guimps  —  Velvets    and    Serges    for    Day    Wear. 

Staff  Correspondence. 


Paris.  Fi-anee,  Nov.  22,  1909. 

THE  thea.lre  sea.sini  is  upening  up  and  the  fact, 
llnat  the  dresses  worn  on  the  stage  often  intro- 
duce S'Ome  leading  fashion,  accounts  for  no  small 
portion  of  the  audiences  on  the  premier  nights, 
as  tliose  interested  in  matters  of  dress  and  fashion  are 
flocking  to  the  'theatre  to  see  what  the  actresses'  gowns 
are  like.  Not  only  is  there  the  dress  s'how  on  the  st'age 
lo  note,  hut  tliere  are  many  intertsling  gnwus  wnru  in 
the  smart   audience. 

The  fashion  world  seems  lo  have  been  most  struck  by  4he 
toilettes  worn  in  ''La  Rampe, "  at  ihe  Gymnaise.  ^Ma- 
dame  Braudes,  tiie  leading  actress,  wears  five  lovely 
gowns  in  the  course  of  llie  phiy.  These  gowns  are  de- 
lightful copies  of  some  of  the  prettiest  mode's  and  are 
alsiQ  su'ch  that  they  can  be  copied  and  worn,  as  tliey  are 
no't  too  stagey  or  extreme.  This  actress,  as  a  rule,  is 
dressed  by  Doucet,  and  all  the  gowns  worn  in  this  play 
come  from  that  house. 

One  scene  is  laid  in  a  Constantinople  hotel,  and  iNfmc. 


is  discarded,  a  handsome  restaurant  gown  is  'discloBed. 
Tliis  is  made  in  the  Princesse  style,  and  of  dead  wbite 
satin,  with  a  wide  square  train,  almost  eu'tirely  veiled 
witli  a  tunic  of  fringed  gold  lace.     This  covers  the  satin 


Manteau  de  promenade,  of  moire  antique  and 
Ottoman  -trimmed  bands  of  sl^unk  and  em- 
broidery-passementerie   In    gold    and    silver. 

undergown  almost  completely,  and,  as  its  wearer  moves, 
gives  a  glimmer  and  sparkle  of  dull  gold  that  is  no&t 
effective.  The  waist  is  draped  by  the  metallie  lace,  which 
also  forms  a  narrow  waistband.  The  elbow  sleeves,  the 
inner  vest  and  collar  are  of  transparent  white  lace.  Mme. 
Braudes  wears  wit'a  t'his  gown  a  flashing  diaimond  chain 
and  lieuidaul,  that  imparts  the  'high  note  required  to 
complete    an    otherwise    rather    subdued    toilette    effect. 

Dainty  Reception  Gowns. 

In  the  second  act  is  'worn  a  most  charming  reception 
gown,   which  is   a   clever   combinalio'n   of  plain   and   em- 
broidered golden-brown  soft  satin  and  mousseline  de  soie 
to  match.     The  mousseline  forms  the  pleated  bodice  and 
Braudes    enters    down    a    long   hall,    wearing    an    almond      sleeves,   and   conti'uues   over   the   skirt,  in    a  Moyen   Age 
green    velvet    cloak,    slightly    di-aped    at    the    sides,    and      tunic  that  readies  to  the   knees  in  front  and  covers  the 
weighted   witli  a  heavy  silk  pendant.     When   this  wrap      whole  of  the  train.     The  embroidered  satin  skirt  shows 


Russian  suit  trimmed  with  wide  braid. 
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dimly  througli  the  moiisselinc,  a,nd  a  band  of  plain  salin 
borders  the  tunic  and  outlines  the  waist.  A  corsage  bou- 
quet, consisting  of  a  large  red  cactus  dahlia  is  pinned 
above  •the  waist,  and  gives  a  linishing  touch  of  hrighl 
color  that   is  imis^    fasihionable. 

A  pink  brocaded  evening  gown  worn  in  one  scene  is 
a  modei'u  reci)nslruction  of  a  renaissance  gown,  anil,  like 
many  of  the  prevailing  modes,  is  a  composition  of  many 
periods  happily  blended.  The  bodice  is  light-iitting  and 
is  'Cut  square,  wit'h  short  sleeves,  and  the  semi-trained 
skirt  is  slightly  ganged  around  the  waist.  The  skirt 
opens  back  and  front  over  a  panel  of  gold  lace,  'the 
straigh't  effect  being  broken  by  broad  tabs  of  the  brocade 
at  intervals  fastened  with  jeweled  buttons  over  the  lace. 
There  is  a  narrow  vest  of  the  lace  adorned  with  the  same 
tab  trimming. 

Use  of  Brocades. 

The  new  feature  of  stage  dressing  is  the  use  of  bro- 
cades, and  it  should  be  noted  that  boith  the  leading  model 
houses  and  the  manufacturers  are  featuring  these  fabrics. 
Brocades  accord  with  the  Italian  and  Venetian  renaissance 
periods,  to  which  dressmakers  are  going  for  iuispiration. 
and  also  with  the  Russian  and  some  of  the  Lonis  periods. 
Not  only  are  rich  satin  brocades  used,  but  mousselines, 
crepes,  grenadines,  etc.,  are  also  brocaded.  Rich  gold  and 
silver  brocades  are  seen,  as  well  as  brocaded  patterns 
Avhich   are  usually  of  14th  and  15th  century  design. 

Lace  Much  Used 

The  new  gowns  show  a  small,  round  yoke  and  high 
C(dlar,  but  without  points.  Few  are  of  tucked  net.  being 
made  of  either  net  or  lace  stretched  perfectly  plain  ^and 
transparenf,  and  the  lace  people  will  be  glad  to  know  that 
lace  is  the  most  used.  Large  corsage  bouquets  of  arti- 
ficial flowers  are  worn  either  at  the  bre^ast  or  at  the  waist- 
line. Orchids,  violets,  gardenias,  lillies-of-the-valley,  etc., 
are  'the  most  .seen,  but  any  flower  that  will  finish  an  ef- 
fect or  give  a  contrast  is  worn. 

The  new  turban  method  of  dressing  the  liair  will  be 
a  good  'thing  for  the  hair-dresser,  as  it  will  mean  an 
increased  call  for  false  hair,  few  women  having  long- 
enough  tresses  for  fashioning  the  long  braids  and  twists 
that  are  a  feature  of  this  style  of  head-dressing. 

Handsome  head'dresses  are  worn  with  'the  hair  in  this 
fashion.  Sequin  'bands  are  shown  with  a  smart  bow  at 
the  side,  or  bands  of  pearls  are  seen  interwoven  with 
tinsel  and  finished  with  stars  of  the  same.  Head  bands 
of  gold  or  oxidized  berries  are  worn,  and  there  are  pleat- 
ed bands  of  metallic  braid  with  ears  of  bearded  wheat 
braided  in.  Ropes  of  gold  beads  or  of  pearl  are  twined 
in  with  the  long  braids  and  there  are  pins  of  shell,  pearl, 
or  jet  made  square  at  the  head  for  the  ornamentation  of 
the  new  coiffure.  As  a  rule,  six  pins  are  required,  three 
on  either  .side.  These  pins  are  new  and  pretty  and  prom- 
ise to  take. 

Vogue  of  Velvet  and  Velveteen. 

The  chic  suit  here  shown  is  fashioned  of  serge,  but  its 
popularity  as  an  exclusive  fabric  is  certainly  cut  into  by 
the  vogue  of  velveteen  and  velvet.  These  velvet  suits 
all  show  a  touch  of  braiding.  The  new  braids  are  very 
wide.  A  velveteen  frock  seen  recently  was  trimmed  witli 
a  braid  that  was  fully  six  inches  wide.  Tt  was  placed 
just  below  the  knee  on  the  skirt  and  the  line  it  formed 
was  cut  by  panels,  both  back  and  front. 

Paris  is  given  over  to  go-wns  of  black,  especially  oP 
black  velveiteen.  and.  for  the  moment,  this  fabric  and 
color  seems  to  have  set  aside  every  other.  There  are 
some  novelty  colors,  one  of  the  newest  of  which  is  mar- 
roon.  which  is  not  brown,  but  just  the  sliade  of  a  horse 
chestnut  when  the  shell  is  just  newly  broken. 


Spring 

1910 

Francois  &  Co. 

LONDON      PARIS       NEW  YORK 

are  NOW  showing 

Novelties 


Millinery, 
Flowers  ^^^ 
Feathers, 
Straws,  etc. 

also  French  Blouses 
and   Costumes 


AT 


13  New  Burlington  St. 

(Repeat  St.) 

London,  W.,  Eng, 
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FLANNELETTE 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by   the   manufacturers  of   the  celebrated 
Longcloths,  Twills  and  Sheetings) 


are  the  best 


Qrj«|-i       ii  f  f /^T?0/^/^l^Cf7Q^^    stamped  on  selvedge  every 


5  yards. 
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THE  colder  wentliei-  has  l)eiieliled  tlic  wholesale 
trade,  and  thouuji  stocks  are  still  a  little  large, 
there  is  h'ss  talk  current  of  heavy  jobbing  to 
be  done  than  a  few  weeks  ago.  Broken  lines 
are  being  offered  at  the  usual  reductions,  but 
most  stock  consist  of  clean  salable  goods.  Christ- 
mas business  has  started,  and  in  another  week  tlie 
buyers  from  the  provincial  centres  will  be  in  town. 

The  near  approach  to  Christmas  is  foreshadowed  by 
the  fact  that  the  question  of  Christmas  closing  is  now 
under  consideration.  It  is  believed  that,  as  usual,  when 
Christmas  day  falls  on  a  Saturday  that  the  majority  of 
tirms  will  close  from  the  night  of  Friday,  24th,  to  the 
morning  of  Wednesday,  29th. 

Act  to  Restrict  Sweat  Shops. 

A  new  Government  measure  known  as  the  Trade  Boards 
Act  comes  into  force  with  the  new  year. 

The  provisions  of  this  act  so  far  apply  only  to  certain 
trades,  but  the  Board  of  Trade  can  apply  its  provisions 
by  means  of  an  order  to  any  branch  of  the  trade.  At 
present  the  act  applies  only  to  the  ready-made,  and  the 
v.holesale  tailoring  trades,  the  making  of  cardboard  boxes, 
machine-made  lace  and  net  finishing,  lace  curtain  finish- 
ing and  chain  making.  The  object  of  the  act  is  to  pre- 
vent sweating,  and  when  evidence  produced  satisfies  the 
board  that  wages  in  any  trade  arc  unduly  low,  an  order 
will  be  made  bringing  such  trade  within  the  scope  of  the 
act. 

An  Amalgamation. 

It  is  announced  that  an  amalgamation  will  take  place 
in  the  beginning  of  the  year  between  the  linen  and  drapery 
sections  of  Capper,  Son  &  Co.  and  Debenham  &  Freebody. 
The  Capper  business  was  founded  in  1779,  at  19  Grace 
Church  Street.  The  firm  received  the  royal  warrant  of 
appointment  from  William  IV.,  and  from  Victoria,  when 
she  became  Queen,  in  1837.  They  also  hold  royal  war- 
rants from  King  Edward,  the  Prince  of  AVales.  the  Queen 
of  Sweden,  the  Queen  of  Holland  and  other  royalties  for 
the  supply  of  bed  and  household  linen. 

Bradford. 

The  powerful  bear  movement,  originating  on  the  con- 
tinent, has  been  pucccpsfnl  in  so  far  that  it  has  forced 


\'iioi  \alues  down  from  7  tn  11  per  cent.  The  onslaught 
cnnie  so  suddenly  that  the  trade  was  taken  by  surprise, 
and  for  the  time  being  its  effect  was  almost  to  suspend 
trading,  as  the  very  high  le\'el  of  prices  made  buyers 
cautious. 

With  the  manufacturers  the  effect  was  not  so  apparent, 
about  the  only  result  being  to  stop  all  trading  in  merino 
futures  and  to  stop  contracting  for  tiie  supply  of  merino 
tops  for  the  coming  year. 

It  is  needless  to  say  tlnit  Bradford  was  fully  in  ac- 
cord with  the  movement  to  lower  prices,  as  the  great  ma- 
jority in  the  trade  will  gain  so  gTeatly  if  wool  values  c"n 
be  maintained  at  a  reasonable  figure.  Therefore,  they 
were  disposed  to  welcome  rather  than  resist  any  effort  to 
reduce  the  cost  of  the  staple  at  the  opening  of  a  new- 
selling  season.  This  fact  explains  the  w'illingness  to  re- 
duce prices  for  a  wanted  article. 

The  point  in  question  is,  can  the  reduced  level  be  main- 
tained? for  the  consumption  of  merino  wool,  not  only  in 
Bradford,  but  also  in  the  States,  and  on  the  continent  is 
going  on  at  a  high  rate. 

Manchester. 

]\a\v  American  cotton  values  are  on  a  higher  level  than 
for  quite  a  number  of  years  back,  and  the  tone  of  the 
market  is  distinctly  bullish. 

The  short-time  movement  is  not  confined  to  Lanca- 
shire, but  is  wide-spread  now.  In  spite  of  all  efforts  the 
quantity  of  cotton  going  into  consumption  is  very  large. 
Egyptian  cotton  is  advancing  as  reports  of  damage  to 
crop  from  fogs  and  worms  are  being  received. 

It  is  predicted  here  that  the  short-time  movement  will 
last  throughout  the  winter,  as  spinners,  particularly  those 
making  coarse  counts,  are  finding  it  hard  to  get  their 
money  back  at  the  present  yarn  prices.  There  is  more 
doing  in  the  finer  counts,  but  here,  also,  orders  are  being 
worked  out. 

Manufacturers  are  quoting  higher  prices,  and  in  con- 
sequence, buying  is  less  active.  Merchants  and  distrib- 
utors are  feeling  the  advance  severely,  the  uncertainty  as 
to  the  future  is  the  hardest  feature  to  contend  with.  If 
present  values  keep  staple  for  the  next  two  or  three  months, 
a  good  business  could  be  done.  It  is  the  fact  that  there 
might  be  a  drop  in  prices  that  makes  the  situation  so 
ti  ying. 

Greenshields,  Ltd.,  Montreal,  have  opened  a  new- 
branch  at  14  St.  Peter's  Square,  Manchester. 
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WHOLESALE  millinei'y  houses  arc  very  euthusi- 
asti'C  regarding  indi'L'atiu'iis  for  Spring,  1910. 
Travelers  already  on  the  road  with  early 
Spring  samples  report  sa,tisfact(jry  lirst  orders. 

While  it  is,  of  course,  too  early  lo  give  very  much 
that  is  really  definite  regarding  Spring  styles,  millinery 
houses  liave  wisely  chosen  a  good  range  of  the  styles 
shown  'by  European  milliners, 

Indica'tioiis  are  'that  the  large  to(iue  or  turban  will 
be  highly  favored,  also  Ihat  the  trieorne  or  Colonial  siliape 
will  continue  to  hold  a  place.  There  seems  to  be  more 
fait'h  placed  in  ithese  styles,  particularly  for  early  Spring 
or  Piaster  wear,   than   any  of  the  otber  shapes  s'hown. 

Tlie  very  large  hat  is  not  neglected,  a,nd  it  seems  likely 
that  'the  large  crown,  with  t'he  broad  brim,  turned  u]3 
either  at  the  side  or  the  back,  will  again  hold  a  promin- 
ent place.     Flops  of  course,  are  always  staple  sellers. 

The  coairse  Ramie  straws  promise  to  sell  extremely 
well.  Some  of  the  very  large  hats  look  particuhvrly  smart 
in  t'his  class  of  braid.  Crinoline,  combined  witli  fancy 
silk  Ramie  braid  is  featured.  Some  of  tlie  smartest  'tur- 
bans are  made  of  this  combinaiion  with  a  draped  'crown  of 
crinoline,  and  a  fancy  bandeau  effect  of  the  silk  Ramie 
straw. 

Tuscan  straws  ia,nd  braids  are  sure  to  meet  with  a 
big  demaind,  and  it  is  expected  that  fa'ucy  covering  nets, 
particularly  tbose  with  a  silk  spot  outlined  in  gilt,  will 
be  liberally  employed  in  Spring,  1910,  millinery.  Ad- 
vance orders  for  tulle  for  millinery  purposes  indicaite  tha't 
it  will  be  to  tlie  fore  for  trimming  purposes,  '^v1lile  there 
seems  to  be  an  increasing  demand  for  chiffon. 

Grilt  ti'immings  of  all  kinds  are  favored.  The  -new 
seaso'n's  trimmrngs  include  gilt  roses,  grapes  and  other 
fruit,  also  gilt  sequin  wings,  bandeaux  and  other  orna.- 
ments. 

Jet  sequin  trimmings  and  jet  and  irideseen't  cabochons 
and  ornaments  will  be  utilized.  The  vogue  of  t'he  tur- 
ban favors  tbe  use  of  cabochons.  A  unique  feature  of 
the  1910  trimmings  is  the  use  of  buckles  representing  the 
fancy   hair   ornaments   now   in  use. 

Showy  osprey  effects,  sometimes  combined  wit'h  gilt 
ornamen'ts  or  'with  jet,  fancy  feather  mounts,  and  other 
flowing  effects  promise  well  for  Easter  trade. 

Flo  were  will  be  used,  particularly  roses,  which  are 
shown  in  all  shades  with  leaves  of  the  same  color  a,s 
the  rose  itself,  instead  of  the  usual  green  foliage.  The 
u'ew  shapes,  and  braids  C(une  in  a  wide  range  of  colors, 
practically  all  of  the  new  shades  shown  in  dress  goods 
being  used  in  the  a'ctual  s'hapes  and  not  merely  in  the 
trimmings. 

Milliners  who  are  endeavoring  to  close  out  stocks  for 
the  present  season  should  go  carefully  over  their  flower 
stock  and  also  spangled  and  tinsel  goods.  There  may  be 
material  here  that  will  work  up  nicely  into  fashionable 
hair  ornaments  that  will  sell  well  during  the  coming  social 
season. 

Coronets  and  fillets  of  metaJlic  tissue  and  spangles 
with  a  bunch  of  tinsel  wheat  or  a  rose  and  f  liage  at  one 
side  are  worn.  For  this  purpose  wheat  in  either  gold  or 
silver  is  particularly  good.  One  head-dress  noted  was  of 
gold  ribbon  braided  and  mounted  on  a  wire,  and  formed 
with  a  coronet.     On  the  left  side,  well  to  the  front,  five 


wheat  eai's  of  •j:u\,\  tissue  with  gilded  beards  were 
braided  into  the  riblxju.  Tbe  gidd,  it  is  stated,  is  as  a 
rule  of  the  dull  anti(|ue  vaiiety.  Another  pretty  coronet 
was  formed  of  silvei-  l)criies  fastened  to  a  -coronet  made 
iif  wire  and  C(jvereil  uilh  a  silver  nel  finished  willi  a 
bunch   of  beriies   on    llie    left   side. 

Braided  coronets  of  gold  or  silver  nel  end  with  a  me- 
tallic ro.se  or  foliage.  SliCC  bows  of  wire  are  covered  with 
spangled   fabric   and    aie   mounted   on  pins  for  the  hair. 

These  come  in  black,  gold,  aluminium  silver  and 
iridescent  coloi-s. 

Another  fashion  thai  is  almost  universal  is  the  wear- 
ing of  a  corsage  bouquet  of  artificial  flower.s.  Gardenias 
are  the  favorite  but  they  are  often  combined  with  other 
flowers.  Gardenias  and  orchids  are  very  much  favored, 
and  so  are  Palma  violets  and  gardenias,  lillies-of-the- 
valley  and  violets,  |iansies  and  vinleis.  etc..  ar---  all  wurn. 
Carnations  are  another  fashionable  flower.  The  bouquets 
range  in  size  from  very  large  ones  to  just  a  buttonhole 
composed  of  a  single  flower. 

These  lines  of  hair  and  corsage  ornaments  slmuld  be 
uiade  up  and  .shown,  as  there  will  undoubtedly  be  a  de- 
mand for  them  during  the  holiday  seaso,,. 


Spring  Colors  in  Dress  Fabrics. 

Judging  from  Spring  orders  now  placed,  the  Spring  of 
1910  will  see  a  continuance  of  the  vogue  for  the  soft  art 
colors  that  are  now  selling.  During  the  present  Fall 
season  colors  of  this  class  have  been  very  active.  As  a 
fact,  colors  of  this  class  have  sold  in  preference  to  staple 
shades.  Staple  shades  being  the  colors  now  left  in  stock 
after  the  season's  selling. 

One  reason  given  for  this  is  that  it  is  as  a  rule  in  lower 
priced  lines  that  the  greater  part  of  the  stock  carried  is 
in  staple  colors,  and  it  is  in  this  section  of  the  trade,  where 
the  ready-made  garment  department  competes  so  sti-ongly. 

The  tendency  of  Spring  colors  is  towards  soft  pastel 
shades,  and  strongly  towards  neutral  tones.  Many  greys 
arc  favored  in  the  metallic  shades,  running  from  silver 
greys  to  the  deeper  lead  tones.  The  fur  tones  with  taupe 
are  not  expected  to  be  fashionable,  buyers  taking  only  a 
piece  or  so  of  this  color  just  to  keep  it  in  .stock.  Bluish 
greys  and  green  greys  come  as  novelty  shades. 

Amethyst  tones,  and  rose  tones  tending  to  the  faded 
neutrals,  has  been  given  a  strong  representation  by  all 
buyers. 

Next  to  these  colors  are  placed  the  reseda,  and  lichen 
greens,  while  the  mustards,  gold  and  tan  shades  are  re- 
garded as  the  novelty  colors. 

There  is  also  a  feeling  for  blue.  The  staple  navy  is 
only  selling  fairly  Avell.  as  most  buyers  are  well  stocked 
v.ith  this  color.  Blue  greys  and  the  new  French  blues. 
and  also  some  of  t'he  brightc'r  tones  are  being  fairly  well 
slocked  as  novelty  shades. 

Black  and  white  checks  in  sizes,  about  -J-in.  square, 
and  in  medium  and  small  sizes  have  b©en  taken  by  a-Imost 
all  huvers. 


Next  Season's  Colors  Trifle  Lighter  than  Present  Vogue 

New  Card  is  Garish  in  Very  Few  Instances  —  Pole  Norde  a  Series 
of  Cold  Blues  —  Spring  Suggestions  from  Midwinter  —  Hats  Worn  at 
the  Horse  Show  in  New^  York  —  Models  of  Elegance  and  Simplicity. 


Color  Card  for  1910. 

The  card  for  1910  offers  on  the  whole  some 
very  beautiful  colors,  clearer  and  a  trifle  lig-hter 
than  :t'hose  now  in  vogue,  but  in  no  sense  of  the 
word  g-arish  or  even  bright,  except  in  some  instances. 

Pole  Norde  or  North  Po'e  blue;  Toison  d'Or,  or 
golden  fleece,  and  Douvres,  a  series  of  metallic 
greens,  six  shades  of  grey:  Aeanthe  or  three  yellow- 
ish greens. 

Lutin — series  of  six  rose  shades;  Corneille — 
three  deep  sapphire  blues;  Parfum — six  Parma 
violet   shades — Pajwllate — sugar  jDlum   pinks. 

Citron — series  of  six  greens ;  Aveline — range  of 
browns  from  golden  ta.n  to  seal;  Alt'haia — six  pink- 
ish purple  shades;  Bleriot — three  green  greys. 

Neptune — sax  water  green  shades;  Cyprin — three 
In-i'Ilian't  scarlet  shades;  Gaiac — six  pink  fawns  and 
browns. 

Lidi) — a  series  of  green  blue  shades;  Fluorescent 
shades,   practically  pastel. 


(Jfftce   of  The   Dry   Goods  Review, 
160  Broadway, 

New  York,  November  26. 

MID-WINTER  hats  in  all  their  glory  have  descend- 
ed upon  our  heads  and  they  are  very  lovely — 
mucli  more  so  than  -one  might  'have  been  led  to 
expect  from  the  earliest  Fall  showings.  The 
hats  seen  a't  the  Garden  during  the  week  of  the  Horse 
Show  can  be  regarded  as  criterions  and  the  consensus  of 
opinion  of  'those  who  attended  the  show  wi'th  its  millinery 
offerings  in  vieAv  is  that  the  hats  affected  were  models 
of  elegance  and  simplicity.  Large  haits,  contrary  to  the 
expectaitions  of  many,  were  in  the  majority  morning,  noon 
and  night,  especially  the  latter,  and  to  those  of  black 
velvet  must  be  awarded  the  blue  ribbon,  since  the  smartest 
vomen  present  affected  black  velvet  hats,  not  of  course  to 
the  exclusion  of  all  else,  but  ahead  of  all  else,  unless  one 
might  except  fur,  which  was  worn  more  during  the  day 
than  at  night. 

Turbans,  principally  of  fur,  were  of  course  conspieuous 
in  the  throng,  but  nowhere  nearly  as  prominent  as  they 
would  have  heen  at  a  similar  gathering  earlier  in  the 
season. 

Large  Hat  Safest. 

Manufacturers  who  cull  their  ideas  for  early  Spring 
hats  at  the  horse  show  with  one  accord  decided  that  the 
large  ha,t  was  the  safest.  There  are  some  salient  features 
to  be  considered,  notably  the  d'irection  of  the  brim  line 
which  now  has  a  decidedly  upward  tendency.  The  side 
roll,  while  by  no  means  passe,  has  taken  second  place,  for 
the  latest  is  the  direct  front  roll.  This  style  of  hat  re- 
quires little  'trimming;  in  fact,  the  present  fashion  ea.'ls 
for  a  minimum  of  decoration,  the  grace  of  outline  and 
beauty  of  the  materials  chosen  being  considered  sufficient. 

There  is  an  exception  to  this  rule,  however,  for  when 
ostrich,  paradise  or  aigrettes  are  used  they  are  heaped  on 
[he  luit  with  a  'total  disregard  of  monetary  consideration. 


Aigrettes,  rather  more  than  paradise,  must  be  given  first 
[ilaice  in  favor,  even  above  ostrich,  for  when  ostrich  was 
used  it  was  in  the  majority  of  cases  in  combination  with 
aigrettes.  W'hite  aigrettes  are  'the  favorites,  and  black 
hats  trimmed  with  white  predominated.  There  were  flashes 
of  vivid  scarlet  and  cerise  used  in  dark  hats,  particularly 
those  on  which  fur  was  used.  There  were  many  sealskin 
faced  hats,  the  upper  brim  and  crown  being  either  of 
niclallic  cloth  or  satin  which  in  many  cases  was  veiled  with 
lace  or  coarse  net.  There  were  a  goodly  number  of  laice 
hats  seen,  the  lace  used  being  Spanish,  Oriental  or  Chan- 
tilly  allover  and  wire  flouncings,  the  escalloped  edge  com- 
ing over  a  hrim  facing  of  material  la.ce,  like  other  materi- 
als, is  cut  to  fit  and  put  on  without  shirrings  or  jileats. 
Of  euurse,  there  are  hats  that  are  draped,  but  lace  is  rare- 
ly used  for  t'his  style  hat. 

Metallic  clot'h  was  very  much  in  evidence,  both  un- 
covered and  veiled,  with  transparent  materials.  The  tarn- 
ished effects  are  much  more  elegant  than  the  bright  ones, 
('i'nse(iuently  there  is  oxidized  silver,  Etruscan  and  Roman 
gold,  old  si  eel.  copper  and  bronze  effects,  as  well  as  plati- 
num and  gnu  metal.  All  of  these  are  very  much  in  vogue 
pr.rticularly  in  combination  with  black,  which  really  must 
be  reckoned  with  in  every  phase  of  the  i)resent  fashion  situ- 
ation, since  it  is  immensely  popula,r  alone  and  in  combina- 
tion with  white  or  a"  coloi-.  Bla.ck  and  blue  is  one  of  the 
smartest  combinations,  the  new  North  Pole  blue  and 
the  intense)'  blues  are  most  favored.  For  evening  wear, 
these  blues  from  the  pale  silver  variety  to  the  most  royal 
lapis  lazuli  are  the  newest  change  and  ait  both  the  dedica- 
tion of  the  new  theatre,  and  the  premiere  of  the  Metro- 
politan, shimmering  blue  gowns  veiled  with  jeweled  and 
spangled  nets  were  the  dominant  note. 

Much  Grey  Used. 

There  is  also  much  grey  in  the  costume  world,  hui  with 
both  grey  anil  hlue  gowns  black  hats  are  usually  worn. 
There  may  be  a  touch  of  grey  or  blue  in  the  feathers 
trimming  these  hats,  for  colored  ostrich,  particularly  in 
nacre   effect,  is  strong. 

In  regard  to  the  colors  that  are  interesting  to  millinery 
mannfacturers  and  -allied  lines,  the  new  Spring  color 
card  just  received  from  Paris  is  the  best  guide,  and  for 
the  benefit  of  our  readers  it  is  described  herewith  in  full. 

Color  Card  for  Spring,  1910. 

The  publication  of  a  new  color  card  is  always  an  im- 
portant event,  and  on  the  receipt  of  the  Union  des  Syn- 
dicats  Spring  Card,  much  that  was  guesswork  became  cer- 
tainty, for  this  card  is  the  one  most  universally  used  in 
the  millinery  and  kindred  trades  in  America. 

It  is  interesting  and  rather  unusual  to  note  that  the 
colors  leading,  as  well  as  the  two  that  follow,  are  the  shades 
that  were  most  greatly  in  evidence  at  the  horse  show,  the 
d'edication  of  the  new  theatre  and  the  opening  perform- 
ances at  botli  the  Metropolitan  and  Manhattan  opera 
houses.  These  are  first  Pole  Norde,  or  North  Pole  blue, 
Toison  d'Or.  or  golden  fleece,  and  Douvres,  a  series  of  me- 
tallic greys.  There  are  six  shades  in  the  first  series,  all 
of  which  are  light  and  cold  in  character,  as  their  name 
would  imply.  As  French  blue  and  vaiious  other  names 
these  shades  have  already  proven  strong  on  this  side  of 
the  water. 
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Millinery  for  Spring 

Eleven  of  our  salesmen  have  started  out  in  the  Maritime  Provinces 
and    Quebec   with   our   Millinery   selection    for    Spring,    1910. 

Will  you  wait  and  see  our  line  before  placing  your  order  ? 

We  can  interest  you  profitably,  and  if  our  salesman  has  not  been  in 
the  habit  of  calling  on  you,  he  will,  if  you  will  advise  us. 

The  range  is  immense  in  quantity,  and  as  to  the  quality  you  may 
judge,  but  the  samples  are  selections  made  from  the  offerings  of  the 
leading  manufacturers  of  the  world,  and  there  is  no  sample  shown  that 
has  not  been  selected  but  for  a  reason,  either  in  style,  value  or 
desirability,  or  all  three  combined. 


EXPECT  OUR  SALESMAN. 


HE  CAN  INTEREST  YOU. 


MAri  ORDERS  OUR 
ESPECIAL  HOBBY. 


Sr.  JoHN.N.B. 
Halifax.  MS. 


STREHL'S  HAIR  GOODS 

aie  recognized  as  the  standaril  of  ((uality.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  have  to  do  is  to  put  in  a  tew  samples.  This  will  enahlr-  you  to  show 
the  different  size  tn  your  customers,  and  if  an  order  is  taken  l>y  you  send  same 
to  us  with  sample  of  hai',  the  exact  color,  and  we  will  forward  gnods  hy  mad  or 
express.     We  will  cheerfully  take  hack  goods  if  not  satisfactory.     You  run  no  risk. 

A  -SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  uuide  of  j^econd 
c|Ui»lity  WAVY  hair  in  good  assorted  colors. 


«    , 


Weight  Length  Each 

2    oz.  24  inch  .•*2.25 

2    oz.  22  inch  1.75 

2    oz.  20  inch  1.50 

U  oz.  18  inch  1.15 

STRICTLY  FIRST  QUALITY 

Assorted  Colors    Short  Stems 
Each 
Length 


Weight 
U  oz. 
2"  oz. 
2    oz. 

2  oz. 
2^  oz. 
24  oz. 

3  oz. 

3  oz. 
3J  oz. 

4  oz. 


16  inch 
18  inch 
20  inch 
22  inch 
22  inch 
24  inch 
24  inch 
2G  inch 
28  inch 
30  inch 


postpaid 
.*1..50 

2.  or 

2.75 
3.25 

4.00 

5.25 

6.25 

7.75 

9.00 
11.00 


We  a'e  Headquarters 
for  Swi'ches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  etc.,  at  lowest 
prices.  Send  for  lUustiated 
FREE  List. 


10  >'ample  Switches         -        -        -        . 
Less  6  per  cent,  for  cash  - 

SECOND  QUALITY  HAIR 

Assorted  Colors— Short  Stem 
-        , ,  Each 

Length       postpaid 
16  inch  $  0.50 

18  inch  .65 

2  P  inch  .9J 

22  inch  1.10 

22  inch  1.35 

24  inch  1.50 

24  inch  1.75 

26  inch  2.40 

26  inch  3  "0 

28  inch  3..50 


Dozen 

§24.00 

18.00 

15.00 

12,00 


Dozen 

*  15.00 

21.00 

30.00 

33.00 

45.00 

60.00 

72.00 

90.00 

102.00 

126.00 

$49.75 

3.00 

.?46.75 


Weight 
IJ  oz. 
2  oz. 
2    oz. 

2  oz. 
2*  oz. 
2i  oz. 

3  oz. 

3  oz. 
31  oz. 

4  oz. 


Dozen 

.$  5.00 
7.00 
19.00 
12.00 
15.00 
16,00 
2  .00 
27.00 
33.00 
39.00 

Sample  Switches         -        -        -        S15.33 
Less  6  per  cent,  for  cash   -        -  .92 

THE  CORONET  PUFF     Fuif 
'  'UP  of  puffs,  made  of  soft  natural  curly  hair, 
latest  style  of  coiffure,  easy  to  arrange  an  1 
uni*'ersally  becoming 

Per  set  of  7  puffs,  •Jl  75    Per  dozen,  §18.10 

'  er  set  of  6  puffs,    1.5'l    Per  dozen,     15.00 

Per  set  of  5  puffs,    1  25    Per  dozen,     13,5'J 

Per  set  of  4  puffs,    1.0    Per  dozen.     11.00 

Shades  of  gray,  blonde,  drab  and  auburn  are 

^^^  ^^^  ^      more   expensive,  according  to  the 

TJ  t  TTtr IT r  mti  scarcity   of  color.      Any  size  and 

^    m^  NOTICE— Cut  Hair  made  into 

switches,  35c  oz. 
Combings  made  into  swit- 
34  MONROE  ST..  CHICAGO  ches.  40c  oz. 


All-over  Real  Hair  Net'.,  now 
so  fashionable,  §1  5't  per  dozen 


WrlimR{jrehlCo. 


I  VEILINGS-NETS 


WE  HAVE  JUST  RECEIVED  A  SHIPMENT  OF 

SPECIAL  42"  BLACK  SILK  DRESS  NET 

OF  EXCEPTIONAL  VALUE.  WE  WILL  BE 
PLEASED   TO   SUBMIT   SAMPLES    OF   SAME. 

ASK    TO    SEE    OUR 

36"  "CHRISMORT"  CHIFFON 

WITH    11/3"   BORDER. 

WE  CARRY  AN  EXTENSIVE  RANGE  OF  THE 
NEWEST  AND  MOST  UP-TO-DATE  PATTP'NS 
IN     VEILINGS     AT     POPULAR     PRICES. 


WM. 
C. 


MORTIMER  CO. 


LIMITED 


MANUFACTURERS  AND  IMPORTERS 

117    WELLINGTON     STREET    WEST,    TORONTO 
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The  North  Pole  has  been  discovered 

by  Dr.  Cook,  whose  claim  is  disputed  by  Commander  Peary 

No  one  disputes  the  claim  that  the 

BEST  HAT  FASTENER 

Is  the   Best  on  the  Market 
Both   in    Quality   and    Price 

Best  Hat  Fasteners 

Are  cheaper  than  other  Hat  Fasteners  because  the  manufac- 
turers   have    better  facilities  for  manufacturing  than 
their  competitors.     Same  kind  of  Brass  Wire 
and    material   used  as  the  Highest 
BEST  HAT    FASTENER  Priced  Hat   Fastener  on 

Patented  November  lo,  1908  the  market. 

Patent  No.  903237 

We    sell   as    many    Best    Hat    Fasteners    as   all    our    competitors    combined. 

All  the   leading  millinery  departments   in   the    largest   stores  throughout  the    country    are 
selling    and    highly    recommending   The    Best    Hat    Fastener. 

Every    woman    wants   this  Fastener.     Every   live  dealer  should  supply 

her   with   it.       In   every   section  where   dealers   have 

displayed  it,  enormous  sales  have  resulted. 

/'">.•  I       The    "Best"    Hat   Fastener  is   the    only    practical 

V_>d.LlllUil  •       article  of  its  kind  on  the  market.     Don't  judge  it 
by  imitations  that  cannot  be  so  good. 

Stock  the   "Best"   Hat  Fastener  only  and  you  are  sure  of  quick 
sales  and  large  profits. 

Write    your    jobber    to-day    for    samples. 

For  sale    by   all    leading 

MILLINERY  JOBBERS 

Throughout   Canada 


Please  mention  The  Rcvic'v  to  Advertisers  and  Their  Travelers. 


Does  Kno\vledge  of  Cost  Affect  Salesman's  Backbone  ? 

Manufacturers,  Wholesalers  and  Retailers  say  That  it  is  Bad  Policy 
to  Have  a  Wide-Open  Cost  Mark— Salesperson  is  in  no  Position  to 
Estimate  Expense— Backbone  Stiffened  by  Co-operation  and  Personality. 


//"■"   NHVKIJ    allow    my    travelers    to    know    the    cost 

1    |)rice  of  t'iie  j^'oods, "  said  a  manufaeturei-  to  The 

A  Dry   Goods   Review,   tlie   other  day.     "It   is   not 

tliat   1  am  afraid  to  let  them  know  the  price,  for 

I  he  kuiiwiiii;'  nf  llie  piice  sake,  l)iit  I  believe  it  t>iikos  fhe 

backhdiie  out   of  llicm  when   lliey  know  llu'  cost  \^vl^^^'  and 

when    the    selliiii^'    ])rice    shows    what    ai)pears    to    filiem    a 

iiood  mars'iii  of  profit. 

"I  will  tell  you  why  I  am  so  particular  aihout  tins. 
When  I  was  in  the  retail  trade  and  knew  t'he  cost  price 
of  an  article  which  I  Avas  trying'  to  sell  to  a.  'Customer 
ovei-  ihe  counter,  it  was  always  more  or  le.ss  difficult  for 
me  to  iiel  the  seilins-  price  which  we  had  fi.xed,  particular- 
ly if  the  cuslomei-  was  disposed  to  try  and  beat  down  the 
price.  \  always  think  that  when  a  ni'an  is  ig-norant  of 
tlie  c<ist  i)rice  it  is  not  so  diflicult  for  liim  to  get  'the  'Sell- 
ing price  H.\-ed  by  the  lirm.  We  finally  adopted  a  system 
of  numbering  .s-o  I'hat  when  it  was  necessary  for  me  or 
any  of  the  clerks  to  ascertain  the  cost  price  we  could 
refer  to  these  numbers  and  get  fhe  desired  information  at 
once,  but  'we  kept  the  cost  price  off  the  goods." 

The  manufacturer's  statement  will  have  general  en- 
dorsation  among  wholesale  aiud  retail  houses,  more  par- 
ticularly where  ready-to-wear  garments,  millinery,  dress 
accessories,  and  knitted  lines  have  been  strongly  fea- 
tured. 

Would  Know  Reason  Why. 

"If  a  traveler  cannot  sell  the  goods,  whether  he  knows 
the  origiinal  cost  or  not,  we  want  to  know  i'lie  reason 
why,"  said  a  general  wholesaler.  "If  one  of  our  sales- 
people asks  fhe  cost  of  an  ai-ticle  for  any  good  reason,  he 
is  ^iven  the  information,  in  staple  lines,  when  a  man 
has  been  handling  the  same  class  of  goods  year  after 
year,  he  has  a  pretty  good  idea  what  fhe  original  cost 
is  and  what  is  added  for  profit.  The  merchant  should 
be  discreet  in  matters  of  this  kind,  however,  for  while 
the  salesman  seldom  has  a  correct  idea  of  flie  vanious  ex- 
penses which  enter  into  business,  lie  will  compare,  draw 
deductions,  discuss  it  with  clerks  on  the  outside,  and 
very  soon  you  hear  about  your  own  secrets  from  other 
people.  Wherever  possible,  the  merchant  should  keep 
such    information    to   himself." 

The  head  of  a  ready-to-wear  store  stated  that  while 
the  ladies  in  charge  of  the  different  departments  knew 
■the  cost  of  certain  lines,  since  they  were  frequently  con- 
sulted in  buying,  the  majority  of  his  salespeople  knew 
nothing  a'bout   the  cost  from   manufacturer   to   dealer. 

"A  selling  price  would  seem  only  reasona;ble  to  me," 
said  he,  "but  the  girl  who  is  trying  to  sell  it  would  think 
the  difference  enormous  if  she  knew  the  cost.  There  are 
salaries,  rent,  insurance,  advertising,  iigh't,  and  otiier 
tilings  to  be  taken  into  consideration  in  figuring  out  the 
cost  of  doing  business,  and  the  sa'esperson  is  in  no  posi- 
tion to  properly  proportion    these. 

"When  a  traveler  comes  in  with  a  line  of  garments, 
I  look  them  over  a,nd  ascertain  prices.  I  call  in  the  lady 
who  has  charge  of  the  department  and  ask  her  opinion 
as  to  whether  she  can  sell  this  or  that  garment  at  such 
a  price — naming  a  figure  whicli  I  know  represents  a  fair 
advance  on  selling  cost.  The  department  head  will  he 
experienced  enough  to  know  what  she  can  do  with  that 
garment  and  her  judgment  is  frequently  taken  into  cou- 


sideralion    in    li.\iiig    the    linal    pi'ice,    ilrouuh    >lie    may    not 
know    the    cost. 

The  Merchant's  Duty. 

"Wiiile  1  agree  that  ii  might  he  a  cause  of  discoui'- 
agement  to  a  saleslady  to  luiow  the  difference  between 
cos!  and  selling  price,  when  she  meets  a  somewhat  diffi- 
cult customer,  I  maintain  that  it  is  the  merchant's  duty 
to  pay  the  closest  attentimi  possible  to  the  selling  end 
of  his  business,  no  matter  what  the  inside  kiunvledge  of 
his  clerks  may  be. 

"T'he  gi'eat  varieties  of  liispnsilions  slu;  meets  with  in 
a  day  will  often  break  down  tiie  tact  of  fhe  nn.sl  re- 
somi-eful  salesperson,  it  is  then  that  Ihe  mei-ehanl  may 
oj'ien  save  the  day  by  a  little  co-operation.  Mind  ymi.  I 
do  not  interfere,  if  a  merchant  ca.nnot  depend  ui>on  his 
c'erks  when  liis  hack  is  turned,  his  business  will  wori-y 
him.  1  generally  pay  my  girls  from  .$10  to  .$!')  a  week, 
but  I  do  not  consider  that  my  obligation  to  my  business 
is   lessened   fliere'by. 

"In  a  specialty  store  such  as  this,  the  merchant  has  lo 
see  that  his  customers  have  a  little  better  treatment  than 
in  the  large  department  store.  1  would  luither  pay  a 
customer  the  full  amount  of  her  purchase  and  let  her 
take  the  goods  with  her.  than  permit  lier  'to  leave  the  store 
discontented.  In  the  large  department  store  the  real 
head  is  seldom  seen.  In  the  small  store  the  merchant 
can  the  better  apply  his  personality. 

No  Accounting  for  Dispositions. 

"Here  is  an  instance.  A  few  days  ago  a  woman  left 
an  order  for  a  suit  in  a  particular  kind  of  cloth.  We 
discovered,  however,  that  we  could  not  get  the  fabric  de- 
sired, and  so  had  t'he  suit  made  up  in  another  and  better 
material.  We  did  not  increase  the  cost  to  the  customer, 
but  she  was  inclined  to  be  cross-grained.  She  came  in 
on  a  black,  rainy  day,  and  one  could  tell  that  she  was 
about  ready  to  take  her  deposit  back.  She  had  been  in- 
formed that  a  different  material,  somewhat  better  than 
the  original,  had  been  selected,  but  that  the  cost  to  tier 
would  be  the  same.  The  day  had  apparently  got  on 
her  nerves,  and  she  was  in  that  mood  where  no  sales- 
person could  very  well  hope  to  put  her  in  good  humor. 
She  was  inclined  to  be  curt,  but  hardly  knowing  what 
best  to  say,  I  remarked,  by  way  of  introduction,  upon 
fhe  generally  depressing  effect  of  the  weather.  She  was 
inclined  to  agree  with  me,  but  followed  the  remark  with 
a.n  outburst  of  laughter,  which  was  as  good  as  saying, 
'N"ot  much  reason  for  it,  is  there?'  ^Y^lefher  she  Vead 
between  the  lines,  as  it  were,  I  can't  say.  but  she  left  a 
few  directions  about  her  suit  and  went  away  in  the  best 
of  humor.     There  is  no  accounting  for  some  things." 

While  the  saIespeo])'e,  therefore,  should  never  be  en- 
couraged in  knowing  anything  that  would  dishearten 
them,  the  mei-chaiit  can.  by  his  presence  in  the  store 
and  by  giving  his  clerks  to  understand  that  he  is  always 
easily  available  for  consultation,  do  wonders  towards  de- 
veloping a  sympathy  and  a  co-operation. 

None  of  His  Business. 

"No;  it  is  never  good  policy  to  tell  a  traveler  the 
cost  price,"  said  the  sales  manager  of  a  firm  of  readj-- 
to-wear  manufacturers.     "In  the  first  place,  if  he  is  the 
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i-ig-ht  kind  of  man  and  your  goods  and  prices  are  right, 
he  will  not  want  to  know.  It 's  none  of  his  business, 
anyhow.  Wba,t  does  he  know  about  the  different  items 
of  expense?  What  is  more,  the  shrewd  salesman  who 
has  had  any  experience,  knows  pretty  well  what  a  thing 
costs,  but  he  is  not  going  to  bother  his  head  about  it  for 
fear  it  may  prove  a  means  of  temptation.  It  doesn't  aid 
salesmanship  if  a  man  gets  the  erroneous  idea  that  he 
has  a  margin  to  come  and  go  on.  It  is  my  opinion  that 
very  few  ready-to-wear  houses  clear  more  than  eight  per 
cent,  on  their  output.  The  expenses  are  greater  than  the 
average  salesman  has  any  idea  of.  Give  a  man  every  rea- 
son for  confidence  in  his  gO'ods  and  he  will  sell  them.  If 
a  house  takes  on  a  man  who  doesn't  believe  in  his  line, 
even  though  they  be  without  fault,  it  is  making  a  grave 
mistake. 

"If  the  traveler  is  asked  to  take  an  order  for  a  suit,  he 
can  figure  on  cost  of  material  and  fix  his  price  by  com- 
paring with  goods  of  the  same  class  which  he  may  have 
in    his    possession. 

"Different  people  have  different  methods  for  maintain- 
ing the  secrecy  of  their  cost  price.  One  plan  is  (o  adopi 
a  cipher  system,  by  which  to  represent  first  cost  plus  a 
niargiu  to  allow  for  end-of-tlic-season  rebates  (u-  clcar- 
a  nces. ' ' 


Canadian  Fur  Shipments. 

For  a  number  of  years  Canada  has  been  exporting 
to  the  United  States  about  $1,400,000  worth  of  furs 
annually,  or  about  half  the  Dominion's  output,  the  bal- 
ance going  mainly  to  Great  Britain. 

Consul  M.  R.  Sackett,  of  Prescott,  reports  as  follows 
concerning  the   fur   trade   of  Ontario  : 

Shipments  of  raw  furs  from  this  district  for  the 
season  1908-9  were  over  100  per  cent,  in  excess  of  the 
previous  season.  The  prices  paid  to  the  individual  trap- 
per were  the  highest  for  years,  dealers  stating  that  the 
keen  market  was  due  to  the  strength  of  the  European 
demand.  For  a  i)rirae  red-fox  pelt  the  trapper  realized 
the  record  price  of  $G,  or  even  more — about  double  the 
rate  paid  last  year.  The  advance  in  mink  was  not  so 
marked. 

Fashion  demands  longer,  bushier  fur,  such  as  the 
fox,  lynx,  and  better  grades  of  skunk,  the  latter  Ujing 
largely  used  by  the  expert  furrier  in  the  manufacture  of 
fluffy  articles  of  wear,  but  which  would  hardly  sell  at 
the  prices  aske<l  if  called  by  its  right  name.  Mink  was 
again  the  fur  of  greatest  value  shipped  ;  its  hold  in  the 
market  is  due  to  its  intrinsic  beauty  and  durability. 

The  best  of  the  cheaj)  furs  is  muskrat,  and  for  this 
there  was  a  sharp  demand  during  the  past  season  at 
greatly  advanced  prices.  The  best  of  these  pelts  are  se- 
cured in  early  spring,  while  the  best  mink  fur  is  obtain- 
ed in  early  winter.  Mink  caught  late  is  too  faded  to 
command  the  best  price. 

Muskrat  fur  is  generally  wmn  here  by  those  who  are 
well  dressed,  but  can  not  afford  the  higher  grades  of  fur 
garments.  It  is  used  for  ladies'  coats,  muffs,  and  neck 
pieces,  and  in  great  quantities  as  linings  for  overcoats 
for  men.  A  coat  lined  with  the  best  grade  of  muskrat, 
properly  made  and  fitted,  is  far  from  being  a  cheap  gar- 
ment, even  in  Canada,  and  is  worn  by  well-dressed  men 
who  can  afford  the  best  in  the  market.  Muskrat  is 
largely  used  as  a  counterfeit  for  other  fur,  even  the 
costly  seal  being  so  closely  imitated  as  to  deceive  con- 
noisseurs. 

The  values  of  the  raw  furs  shipped  to  the  United 
States  as  invoiced  through  this  consulate  during  the 
1908-9   season  was   $36,892,   against   $19,605   the  previous 


year.  This  does  not  imply  any  real  increase  in  the 
game  supply,  but  rather  a  demand  which  sends  the 
buyers  farther  afield.  Dealers  see  no  marked  diminution 
in  the  supply  of  fur  in  this  section  of  Canada,  but  nat- 
urally it  must  be  lessening.  It  is  a  wonder  that  any 
marketable  quantity  still  exists.  Shipments  invoiced 
here  have  inchided,  in  addition  to  those  mentioned, 
marten,  fisher,  bear,  wol4  weasel  (known  in  the  trade  as 
ermine),  and  otter. 


The  Christmas  Background. 

The  set,  elaboratelj'-prepared,  one-line  display  is  not 
so  much  a  feature  of  the  few  weeks  before  Christmas 
that  it  used  to  be.  The  trouble  with  displays  of  this  kind 
was  the  lime  required  to  prepare  and  put  them  in  place 
and  the  keeping  of  the  window  dark  for  a  lengthy  period 
a!  night,  the  best  selling  time  of  the  year.  The  way  with 
most  trimmers  now  is  to  put  in  a  Christmas  background 
in  the  latter  part  of  November  or  the  first  week  in  De- 
ct'inber,  and  to  use  this  background  for  all  the  different 
lines  put  on  display.  By  this  means  the  change  from  one 
holiday  line  of  goods  to  another  is  quickly  made,  and  every 
department  gets  its  window  show  right  at  the  time  when 
the  most  good  will  be  done. 

Christmas  colors  of  red  and  green  are  favored  by  some 
trimmers,  but,  as  a  rule,  the  up-to-date  man  is  now  using 
\\liite  as  the  background,  '\^^lite  throws  up  the  many 
bright  colors  of  toys,  fancy-work,  and  other  gitt  lines,  as 
no  other  color  can  do,  and  brings  tlie  numerous  C(dors 
used  into  artistic  harmony  that  is  the  big  tVaturc  of  the 
[iresent  day  window  trimming. 

The  windows  put  in  recently  by  H.  Hollingswortli,  for 
the  R.  Simpson  Co.,  show  fuUy  how  useful  backgrounds 
of  this  class  are.  They  are  built  up  on  the  simjilest 
architectural  lines  of  square  pillars,  covered  plainly  and 
smoothly  Avith  white  felt  against  a  mirror  background. 
The  chief  trimmings  being  holly  vines  with  white  foliage 
and  red  berries,  combined  with  vivid  scarlet  poinsettias, 
and  natural  holly  wreaths,  finished  with  a  bunch  of  poin- 
settias. 

Against  a  background  of  this  kind  any  line,  whether 
of  strictly  holiday  goods  or  of  any  other  class,  will  look 
well.  It  is  equally  good  when  rich  robes  are  placed 
against  it,  or  when  used  to  show  up  toys,  or  handkerchiefs, 
art  needle  work,  or  fancy  linens,  or  the  very  numerous 
and  gayly-colored  .lines  that  are  specially  for  holiday  sell- 


■'The  man  who  handles  other  men  will  succeed  just 
in  proportion  as  he  keeps  his  mind  on  the  important 
things  he  has  to  do.  I  want  to  give  you  a  suggestion 
as  to  what  I  have  done  for  many  years  to  keep  my  mind 
on  the  most  important  things.  I  keep  before  me  at  all 
times  the  ten  most  important  things,  and  I  have  these 
in  a  folder  on-  my  desk,  and  as  the  things  are  attended 
to  they  are  marked  ofT  and  my  secretary  keeps  making 
a  clean  sheet  of  the  ten  most  imi)ortant  things,  because 
I  only  want  to  keep  my  mind  on  important  things. 
Transfer  to  some  one  else  the  details,  because  we  men 
who  handle  other  men  succeed  just  in  proportion  as  we 
can  intelligently  direct  their  efforts.  The  actual  work 
we  do  ourselves  doesn't  amount  to  anything  ;  it  is  what 
we  can  succeed  in  getting  others  to  do  that  counts." — 
Hugh  Chalmers. 
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Canadian  Patent, 

112770 


WE  HAVE   CREATED  THE  DEMAND 


FOR  THE 


Bradley  FullFashioned  Muffler 

by  our  extensive  consumer  advertising,  and  the  V-Neck 
has  proved  such  a  popular  feature  that  repeat  orders 
are  a  certainty. 

^  Why  bar  yourself  from  this  splendid  chance  of  profit- 
making?  We  protect  you  by  not  allowing  the  BRAD- 
LEY MUFFLER  to  be  sold  for  less  than  50c.  See  that 
you  get  the  genuine  article  with  the  V-shaped  neck, 
and  send  along  your  orders  to-day. 


THE  MONARCH  KNITTING  CO. 

LIMITED 

DUNNVILLE,  ....  ONTARIO 


Please  mentton  The  Review  to  Advertisers  and  Their   Travelers 


The  Ad.  Man's  Monthly  Talk  on  Good  Advertising 

How  two  Progressive  Stores  in  East  and  West  Celebrated  Their 
Anniversaries  by  Special  Sales  Events— The  Instructive  Ad.  of  Henry 
Morgan  &  Co.,   Montreal— Excellent  Descriptive  Matter  in  Lindsay  Ad. 


TWO  good  anniversary  addvertisements  came  to 
us  last  month,  one  from  the  far  east,  Sydney,  C. 
B.,  and  the  other  from  the  breezy  west,  Port- 
age la  Prairie.  One  store  celebrates  its 
40th  anniversary,  while  the  western  ad.  exploits  a  sale, 
celebrating  the  20th  anniversary  of  Brown's  store.  In  the 
six  column  ad.  of  McCurdy  &  Co.,  Sydney,  the  illustrative 
feature  is  not  only  attractive,  but  appropriate.  The 
growth  of  the  giant  oak  from  the  acorn  of  40  years  ago 
is  suggestive  of  the  dependable  character  of  the  McCurdy 
store.  The  man  who  wrote  this  ad.  informs  us  that  it 
brought  business  and  that  the  sale  was  a  success,  which 
we  are  quite  ready  to  believe.  The  ad.  gets  right  down 
to  business  ;  talks  prices  almost  from  the  start  and  the 
woman  who  reads  it  will  be  able  to  form  an  opinion  in- 
stantly as  to  whether  she  wants  any  of  the  goods  adver- 
tised. The  importance  of  mentioning  the  price  of  articles 
advertised  cannot  be  too  strongly  impressed  upon  adver- 
tisers. A  woman  sees  an  article  in  an  ad.  with  the  price 
in  print  ;  her  mind  is  at  rest  on  the  point  of  cost.  The 
great  question,  "How  much  ?"  is  answered  to  her  satis- 
faction. Often  when  she  does  not  see  the  price  she  lays 
aside  the  paper  with  a,  feeling  of  dissatisfaction,  unless 
she  is  so  rich  or  so  careless  that  price  is  no  object  with 
her,  and  the  number  of  women  to  which  this  applies  is 
very  small. 


IcCurdy    &   Co.    Celebrate 

1869-The;r    Fortieth    Year   o(   Business--1909 


Wary 


IN  tb«  Fall  of  \WJ  the  firm  of  McCurdy  &  Co  waa  taUNishH,  Thi8  Fall  of  19(H 
m&rks  the  40th  Anniversary  of  their  founding.  To  fitt/ngly  mark  ihti  are*!  ev- 
«Dt  *e  »re  launching  a  40th  Birthday  Sale  that  will  hng  be  remembercJ  in  the  an- 
nuata  of  business  life  in  Sydney.  Beyond  all  comporisoD  with  former  sale?,  we  mean 
Ihiito  be  a  tribute  to  our  40year8of  irrowth  of  which  we  mayaay  we  arc  well  proud. 
Idanr  no  on  t  ha  ago  we  planned  for  th;3  great  event  by  buying  great  <|uantiti««  of 
•pecial  bargain  ofTeringa.  As  Christmas  is  drawing  near  this  is  one  of  your  finest 
opportunities  for  Christmas  buying  to  say  nothing  about  jires^nt  needa 
n,»  Sale  Conmencca  Saturday  Morning  Sharp.  November  13lh 
Blaek  dtrfea  FtaUwn  i  Umbrcllw  Pbonli  ind  Bcrgn 


..'".:::Z-2tT~.:.'fiiTs  ATA  Sacrificel" 


800Ya.3J-;J^S.69 


SplovdM  Dmi  Good*  Off«rlnt< 


la»  aua  Cali        I  Utwo  u'  lUri  V^ 


Attractive   anniversary  ad.   from    Sydney,   C.B. 

In  the  ad.  of  Brown's,  the  feature  which  stands  out 
strongly  is  the  "story"  in  the  centre.  It  gives  some 
mighty  interesting  facts  about  the  business  and  its  splen- 
did growth.  These  are  facts  in  which  the  people  of  Por- 
tage la  Prairie  will  be  interested,  and  it  gives  the  "rea- 


son why"  of  the  sale,  which  is  an  important  consideration 
in  advertising  a  special  sale.  If  the  ad.  had  been  illsutrat- 
cil  with  a  few  cuts  of  the  goods,  in  addition  to  the  .stock 
cut  at  the  top,   its  appearance  would  have  been  improved 


1889 


20  sucgssnn.  years 


1909 


OUR  Annivcr'^ary  Sale  opened  on  Tlmrsday  Morning. 
tht  steady  stream  of  customers  has  proven  it's  ^roat 
success-  This  appreciation  of  the  public  has  been  gratify- 
ing and  the  amount  ol  business  done  ha^  been  large  Events 
of  this  kind  we  intend  shall  make  new  customers  yind 
twenty  years  of  experience  has  satisfied  us  that  no  adver- 
tisement can  equal  a  Satisfled  Customer. 


1  Eoi^nes  and  Hoflc  Lantema 


Satupday  Sp«cl«t  T3c 


Woman'a  Styllah  Coat*  Muoh  L««a 
Satuxday  Spsclal  9.86 


Sbortened  List  at 
Sbort  Prices 


"Sr^ 


TWnrn  nUa  ago,  .«  iSa,.  >»-■*  K-^I  bu^nni  had  ...  r»T,mcn«n.r..- 


c  M^ifiixlCunii  block 
From    (hit  time  ^dwncci 


ion  M»ir>Sr   So»ih       In 


hinj-ed  to  I)ro.n>'  Limited  vfilh  Mr     Edward    Uraon    u     Pmideni.     Mr 
\,<Um  Brow.i  u  Vice  IVvntnl  ind  Mr    linwt  Brown  »  M^mtpnil  liircciof 

It  hu  not  ban  of  t  muthroom  growth,  hi'l  i  «l«idy  ■dvjnccmcflt  nil  ■( 
i:  prutnl  iimc  ihrpe  l»rj»  flooti  aw)  a  Kjiemrni  "le  uicd.  litudCT    a    !»'(( 


iunnenarj   Sale 
Special  Vahiet 


...~*,  'it^.»"ij'i^ 


Men's  Underwear  Saturday  Speulal 
Saturday  Special  91.95  a  Suit 


Women's  and  Chlldren'a  Storm  Collara 
Saturday  Special  BOo 
Saturday  Special  $6 


Uadtnhirli  Rcdiaccd 


Salgrdey  Special  1.9S 


Saturday  NIf  bt  Speclala 


BROWNS' 


Furuilurt     Sprciali 


Smtvrity  SptcM  9.79 


Saturday  Spctial  19.70 


A    Portjge   la    Pr.iirJe,   Man.,   anniversary  ad. 

and  also,  wo  believe,  its  effectiveness,  which,  is  of  course, 
always  first  consideration. 

*  *     * 

Speaking-  of  Brown's  advertising,  it  is  pertinent  to  re- 
fer to  the  last  Fall  and  Winter  catalogue  issued  by  that 
store.  Evidence  of  Ihe  progress  being  made  by  that  de- 
partment is  furnished  by  this  latest  catalogue  which  is 
about  one  third  larger  than  that  issued  for  Spring.  In 
this  store  the  mail  order  houses  in  Winnipeg  and  Toronto 
are  being  met  by  their  own  methods.  The  catalogue  for 
P'all  and  Winter  is  a  credit  to  the  store  and  the  advertis- 
ing manager,  A.  M.  Bunt. 

*  *    * 

The  five  page  ad.  of  Henry  Morgan  &  Co.,  Montreal,  is 
reproduced  mainly  to  show  the  splendid  and  effective  use 
which  may  be  made  of  the  news  feature  in  advertising. 
Adverti.^ing  should  be  news,  ,and  news  of  the  most  absorb- 
ing intereist  to  women,  who  form  the  largest  class  of  read- 
ers of  store  ads.  The  writer  of  the  ad.  shown  here  has  ap- 
preciated this  fact.  Here  is  a  sample  paragraph  which 
proves  this  : 

"Fashion  has  decreed  this  to  be  a  "color"  season,  and 
the  many  bright  dashing  colors  now  being  shown  in  dress 
goods  must  necessarily  be  duplicated  in  hosiery  for  evening 
wear.  A  feature  of  this  Department  is  the  care  given  to 
matching  the  hosiery   with   the  gown,   and  special   eBorts 
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are  made  to  procure  a  shade  when  same  is  not  carried  as 
a  regular  stock.  From  the  many  lines  carried  by  this  De- 
partment the  following  have  been  selected  for  their  ex- 
quisite beauty  and  finish."  This  is  matter  whicli  women 
will  read  with  interest. 

*    *    • 

In  the  six  column  ad.  of  J.  Suteliffe  &  Sons,  Lindsay, 
there  are  not  as  many  items  mentioned,  but  there  is 
eiiong'li  said  on  each  to  give  the  woman  who  reads  it 
a  g-ood  idea  of  the  goods  she  is  reading  about,  and  the 
descriptions  are  given  in  such  a  way  that  a  desire  is  cre- 
ated for  the  goods  described.  This  is  the  true  function  ot 
an  advertisement — not  to  be  merely  a  catalogue  of  goods 
ill  stock.  The  clever  ad.  writer,  like  the  good  salesman, 
will  suggest  a  want  and  then  tell  in  an  appealing  way 
liow  it  may  bo  supplied. 


Christmas  Ad.    Phrase  Suggestions. 

■Bo.xed  Holiday  Hosiery  Gift  Hints. — Beca,use  of  their 
utility  no  less  than  the  spirit  which  prompts  the  giving 
of  such  a  desirable  gift,  hosiery  occupies  a  prominent 
place  on  holiday  list  just  now.  Get  the  good  kind  by  sup- 
jilying  your  needs  here.  These  are  mostly  boxed  for  the 
holiday  trade. 

Coat  Sweaters  for  Women  and  Girls. — In  casting  about 
for  an  appropriate  gift  for  a  lady  don't  overlook  Coat 
Sweaters— they  are  very  popular  this  season  and  useful  as 
well.  We  have  a  line  of  Coat  Sweaters  made  of  all  wool, 
finely  knitted  and  come  in  white  and  gray.  These  sweat- 
ers are  26  inches  long,  double  breasted,  have  patch  pockets 
and  pearl  buttons.  They  come  in  all  sizes  and  we  soil 
two  much  wanted  numbers  at  $3.98  and  .$,'). 90. 

Don't  Delay  Buying  Your  Toys.— Just  two  weeks  until 
Christmas — and  what  a  lot  of  things  yet  to  be  bought  in 
that  time.    T.et  Tovland  be  your  source  of  in.spiration  in 


1  new  deporiure  ha.  bttn  undeukeo  by  ||iu,4ioic--.ilul  oF  pfepanng  «  p«ge  -J-J^ 

Mjvemicmeni  lo  appcr  r\eti  Monday  dunng  thr  buiy  i«aion.  I(  iigniliiw  t)i«  p.<Ag«  ol  thii  flon 
a  great  ibopping  cenKe  and  demanflralci  more  torably  perhap.  than  m  any  odier  poiiible  way. 
teadmei)  of  tbii  otganiianon  to  meet  the  incfeanng  feqtiirementi  of  ibe  hoiiday  ihoppmg  public. 


PffEPARATlONS  ARf  NOW  COMPL£TE  FOR  mtS  OUR  CRLATtST  AND  FINEST  EXHISfT  OF  01RISTMAS  TOYS 


I,  Nneli»  Slwn  g<  CUsfw.  P 


Good  sample  of  store  and  fashion  news  ad. 

buying  playthings  for  the  youngsters.  Come  as  early  as 
you  can  for  selling  is  brisk  these  days  and  goods  are  go- 
ing fast.  See  the  splendid  assortment  of  toys,  dolls, 
i^-ames,  sleds,  wag'ons,  etc.;  including  the  latest  craze,  the 


Pastime  Picture  Puzzle,  consisting  of  blocks  cut  up  into 
small  and  irregular  pieces  to  be  put  together  forming  pic- 
lure.-;  of  many  kinds.  We  have  a  good  line  of  these  puzzles 
from  25c  to  98c. 


Greater    Assortments ;     Better    Values 

Than     Ever    at    This    Great    One    Price    to    All    Store 


Women's  Garments 


~]        Men's  Garmenis 


EALL    MILUNERr    OPENING 


Sfc 


Ru^s.  CarpeU,  Curtains 


~siic  S 


This  Store  for  Reliable  Purs 


J.  SUTCLIFFE  &  SONS       "1 

:jioo  ~-a.a       LINDSAY        ••■-  U^-ir-- 


Lindsay    ad.   In   which   descriptions  are  excellent. 

Embroidering  Holiday  Gifts. — No  form  of  a  gift  gives 
greater  pleasure  to  an  appreciative  recipient  than  some- 
thing the  donor  has  made  with  her  own  hands.  For  this 
and  other  obvious  reasons  embroidered  pieces  are  very 
I)opular  as  gifts.  Those  of  you  who  have  something  of 
the  sort  in  mind  still  have  time  to  take  the  matter  u[) 
and  finish  some  dainty  article  that  will  bring  joy  to  the 
heart  of  a  loved  one.  At  the  Art  Department  we  are 
showing  many  new  and  effective  idias  not  likely  to  be  du- 
plicated later  on. 

Give  Mother  a  Nice  Luncheon  Set. — Many  a  good 
housekeeper  would  appreciate  a  linen  luncheon  set  from 
son  or  daughter  or  any  other  friend  or  relative  for  that 
matter.  At  the  linen  counter  we  are  showing  beautiful 
luncheon  sets  consisting  of  a  27-inch  centre,  six-plate,  six 
glass  and  six  butter  mats,  all  embroidered  overlocked 
edge  on  the  best  quality  linen  in  a  range  of  prices  from 
$.3.00  to   $6.7,5  a  set. 

Holiday  Gift  Handkerchiefs. — Choice  of  literally  thou- 
sands and  thousands  of  handkerchiefs  for  holiday  selling — 
a  bigger,  better  and  broader  line  than  ever  before  and  you 
know  we  have  been  handkerchief  headquarters  in"  Wheeling 
for  over  6(>  years.  Some  extra  good  values,  too,  among 
them. 

Sensible  Gifts  For  Housewives. — Many  a  good  house- 
wife would  appreciate  a  sensible  gift  like  a  brass  bed, 
mattress  or  bed  set  more  than  an  equal  amount  of  money 
ppent  on  some  "trifling  trumpery  thing,"  as  she  would  be 
very  likely  to  express  it  privately.  Let  us  call  your  at- 
tention, then,  to  an  exclusive  line  of  brass  beds  for  the 
holidays.  Have  just  one  of  each,  all  new,  fresh,  perfect, 
beds  and  built  on  simple  lines — no  scrolls,  na  unnecessary 
knobs  or  buttons  to  lose.  They  are  massive,  durable  beds 
and  our  guarantee  goes  with  every  one.  Note  these  ex- 
ceptional values. 

Sliop  early  in  the  month,  in  the  week,  in  the  day  and 
save  time,  save  worry,  save  monej'. 

Just  hints — the  space  won't  hold  all  we  could  tell  of. 
Take  time  by  the  forelock  and  find  answer  here  to  the 
great  cjuestion:  What   shall  I  give? 

Every  demand  for  ribbons,  incident  to  the  Christmas 
season  can  be  supplied  here.  The  patterns  and  colors  are 
among  the   most   desirable  for  baslsst  bows,  table  bows, 
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Dry  Goods 

Buyer 

Wanted 

I  want  to  get  in  touch 
with  a  bright,  energetic  young 
man  who  has  served  several 
years  in  a  general  dry-goods 
store  and  who  has  had  ex- 
perience in  buying. 

The  man  I  want  is  not  simply 
a  department  buyer.  He 
must  have  a  general  know- 
ledge of  all  the  departments 
in  a  first-class  dry  goods  store. 

This  is  a  splendid  opportun- 
ity for  the  right  man.  If  he 
makes  good  he  will  in  time 
become  one  of  the  best-paid 
men  in  the  textile  industry  in 
Canada. 

The  right  man  is  not  now 
out  of  a  position,  because  he 
is  too  valuable. 

To  one  who  has  the  qualifi- 
cations mentioned  I  am  pre- 
pared to  make  a  splendid 
offer,  and  all  communications 
will  be  strictly  confidential. 

Address  "  OPPORTUNITY," 
Care  of  The  Dry  Goods  Review, 
Toronto. 


hair  bows,  corsage  bows,  fancy  bags,  coat  luiugers  and 
Iioliday  packages. 

The  desirability  of  fine  hosiery  for  gifls  maiies  these 
I  he  busiest  days  of  the  year.  The  assortments  could  not 
be  placed  in  better  condition  for  the  holiday  season. 

in  our  department  of  toys  you  will  see  all  the  old 
favorites — the  dol's.  the  Noah's  arks,  the  building  blocks — 
and  all  those  of  modern  demand — engines  and  tireless 
cooking  stoves  and  so  on  and  so  forth. 

Don't  be  one  of  those  who  leave  choosing  until  llie 
rush  develops.  Come  now  while  choice  is  greatest  and 
clioosinii-  easiest. 

Our  ijrices  will  make  your  Christmas  money  go  farthest. 
Come  early. 

Tuesday  we  make  our  initial  showing  of  new  model 
waists  suitable  for  Xmas.  They  are  made  np  in  nox'cl 
design  of  lace  and  net,  cliiifon  and  soft  bril'iant  silk 
effect. 

Our  women's  neckwear  department  is  tlie  endxidiiuciil 
of  daintiness  with  an  inilividuality  of  design  sucli  as  will 
suggest  each  piece  to  be  a  creation  in  itself. 

As  a  gift  these  splendid  pure  linen  initialed  lowcls. 
cither  in  full  dozen  or  lesser  quantity,  are  ideal.  They  are 
beautiful  (|uality,  nicely  iiemstitclud  and  initia's  ai'c 
handworked. 

Xow  that  Christmas  is  so  close  at  hand  nearly  every- 
one is  looking  for  ribbmis  to  finish  a  gift  or  make  uj) 
one,  therefore,  we  offer  a  line  of  Liberty  Satin  7' •>  to  8 
inches  wide;  taffeta  and  moire  ribbons  G  and  7  inches 
wide,  in  sky  rose,  nnune,  turquoise,  Nile,  cream,  white, 
blade  and  oilier  popular  colors,  regular  fiO  to  7")  cents 
a   xard:  Tuesday  50  cents. 


Arguments  for  the  Ad.  Man. 

''Kleven  years  of  business  in  Peterborough  and  this 
is  our  "birth  week."  Year  after  year  has  seen  us  grow. 
Oui'  methods  have  not  bi'cn  nurterially  changed  but  'they 
lia\e  been  enlarged  on  and  have  grown  in  pu'blic  favor 
with  every  year.  Our  aim  for  the  future  is  to  gi\'e  even 
better  service  than  in  the  past — better  accommodation, 
better  values.  With  the  enlarged  business  comes  bigger 
buying  and  consequently  better  values  for  us  a,nd  for 
(uir  patrons.  Come  and  enjoy  the  "Feast  of  Bargains" 
to-morrow  and  the  two  following  days.  A  fresh  bill-of- 
fare  for  every  day.  Bargains  unprecedented  on  strictly 
new.  seasonable  goods — ^^bargains  from  every  department 
just  when  they  are  mostly  wanted." — Cressman,  Peter- 
borough. 

"We  invite  a  comparison  of  prices  with  any  cata- 
logue, or  any  out-of-town  advertisement,  and  we  feel  con- 
fident of  the  result.  No  more  need  to'  send  out  of  your 
own  town,  you  can't  get  any  better  goods  anywhere  than 
yon  can  procure  right  here,  and  we  can  meet  any  price 
of  any  store — and  why  should  we  not?  When  you  com- 
pare our  cost  of  doing  business  with  that  of  city  stores 
the  reason  is  very  apparent."  —  Jeffries  &  Clark, 
Strathroy. 

"We  ca,n  fit  you  out  from  head  to  foot  in  the  choicest 
raiment.     In   style,   our   merchandise   is   always   right    up- 


CHAS.    MORIN 

89  Dalhousie  St.,         -         -         QUEBEC 

Specialty  Manufacturers'  Agent 

18   years'   experience;    th-ee   travelers  calling  upon    retail   trade  in 
Quebec  district.     Open  for  good  lines  in  Dry  Goods  Specialties. 

Dry  Goods  Review 
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to-the-imnute.  At  the  oiul  of  eacli  season  we  absolutely 
close  out  all  of  that  season's  goods.  At  the  beginning  of 
each  season  our  stock  is  entirely  fresh.  Visit  our  store, 
and  you  will  find  the  newest  styles  and  best  quality  of 
everything  you  need,  from  head  to  foot.'" — (i.  B.  Ryan 
&  Co.,  Guelph. 

"Each  season  Ave're  inlpr()vill,^■  our  clotliinn'  I'm-  boys, 
and  you'll  find  them  as  up-to-date  in  every  particular  as 
men's  clothing,  and  why  not?  The  boys  of  to-day  are 
the  men  of  to-morrow.  Xow,  if  that  boy  of  yours  is  not 
as  well  clothed  as  he  would  like  to  feel  and  you  would 
like  to  see,  bring  him  in  here  a,t  'the  first  opportunity — 
the  rest  will  take  care  of  itself."— The  John  White  Co., 
Woodstock. 

"There's  every  reason  why  you  sliould  come  to  this 
store  for  hosiery  for  the  whole  I'auiily.  We  offer  values 
not  matched  by  any  other  store  in  western  Ontario.  Our 
range  of  qualities  and  s'tyle  is  very  large.  You  can  get 
the  kind,  the  si/e,  the  ([uality  you  want  and  you  will  pa.y 
less  for  them  here.  Over  12,000  pairs  of  hosiery  for  men, 
women,  boys,  girls,  cliildren." — The  Anderson  Co.,  St. 
Thomas. 

''This  is  the  keynote  that  we  wish  to  strike — Fashion — 
the  very  word  is  dear  to  every  woman's  heart  and  espe- 
cially so  'to  Cobalt  women,  who  are  above  all  tilings 
fashionable.  It  stands  to  reason  tha't  a  store  like  "The 
Fair"  specializing  for  women  and  children  alone,  can 
keep  up  with  fashion's  vagaries  to  a  greater  extent  than 
a  store  handling  other  lines." — The  Fair,  Cobalt. 

"The  dress  goods  world — a  realm  of  its  own,  with  its 
own  artists  dreaming  of  exquisite  sliades  and  colorings: 
with  i^atient  workers  weaving  dreams  into  realities.  In 
uumy  i)arts  of  the  old  world,  and  the  new,  they  work 
with  the  art  of  the  whole  world  and  of  all  time  for  their 
inspiration.  Our  expert  buyers  have  compassed  the  world 
to  pick  of  their  treasures,  and  the  better  productions  are 
here." — -Hudson's  Bay  Store,  Calgary,  Alta,. 

"Prices  that  talk,  values  that  preach." — 'Bradley  & 
Tuck.  Calgary,  Alta. 

"When  we  have  anything  especially  good  we  like  to 
tell  yon  about  it.  And  it  always  pays  to  investigate  the 
lines  we  call  "special"  for  this  never  ha.ppens  if  there 
is  not  a  decided  saving  for  yon.  We  never  tell  you  of 
imaginary  merchandise  —  'we  have  the  goods.'"  —  The 
Xorthway  Co..  Tilsonhn rg. 


Bought  Up  Oxford  Knitting  Co. 

Woodstock,  Dec.  1.— J.  N.  Greenshields,  C.  K.  White- 
head, of  Montreal,  and  others  who  control  the  Shawinigan 
Cotton  Co.,  have  acquired  the  capital  stock  of  the  Oxford 
Knitting  Co.,  of  this  ci'ty,  for  $oO,000,  paying,  it  is 
slated.    $1.'30    a    share.      The    Oxford    Knitting    Co.    was 


started  here  three  years  ago  by  loeal  capital  and  lias  been 
very  successful.    K.  Harvey,  formerly  managing  director, 

becomes  general  manager,  and  W.  Barraclough,  formerly 
secretary-treasurer,  is  retained  as  manager  of  the  loeal 
nulls. 


David  Shaci'  and  Ilyuian  Israel  Kliasaph  were  f(Miiid 
guilty  in  Montreal.  Monday,  on  the  eliarge  of  selling 
and  ciiiiccaling  goods  to  the  value  of  .t2.').(HH).  with  the 
iiiteiU  til  ilelVaiid  tlieir  creditors.  The  two   men  l)ecame  part- 


C.  D.   CHOWN 
Representative  of  the  Dry  Goods  Review  in  Quebec  Province. 

ners  in  \\W6y  and  afterwards  carried  (ui  business  in  Mon- 
treal as  manufacturers  of  ladies'  wear,  for  about  one 
year.  Principal  witness  for  the  Crown  pointed  out  that 
while  the  firm  had  done  about  |.5O,000  business  during 
the  year,  there  should  still,  according  to  the  books,  have 
been  a  large  (luan'tity  of  goods  on  hand  at  the  assign- 
ment. No  trace  of  these,  however,  could  be  found.  Ac- 
cording to  the  same  witness,  relatives  of  t'he  members 
of  the  firm  had  been  paid  $9,000  in  the  three  months  pre- 
vious to  the  failure,  and  payments  to  creditors  had  only 
amounted  to  .$3,000  for  debts  amounting  to  $23,000. 
Kliasnph  claimed  that  the  payments  made  to  his  rela- 
ti\i's   were    for   loans   received    from    them. 
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by  handling  the  "DEACON  SHIRTS"— you  will 
run  no  risk.  E\ery  Shirt  double  stitched  throug^hout, 
made  of  the  best  material  obtainable  for  the  money. 
Guaranteed  ai^ainst  any  defect.  Immense  variety 
of  cloths  and  patterns.         ::  ::  ::  ::  :: 

THE  DEACON  SHIRT  CO. 

Belleville  Ontario 


Some  Seasonable  Hints  to  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


ROBERT  RYAN  CO.'S  CALENDAR. 

The  Kobcrt  Kyan  Co.,  Ltd.,  Three 
Rivers,  Que.,  have  issued  a  very 
elaborate  calendar  for  1910,  which  is 
even  more  attractive  than  those  of 
previous  years.  Tlie  supply  is  lim- 
ited, but  as  long-  as  they  last,  re- 
tailers asking  for  them  will  lie  glad- 
ly supplied. 


SAMPLE    CUTTING    REFORM. 

(Juite  a  revolution  is  taking  place 
in  the  manner  of  making  up  samples 
in   textile  fabrics  of  all  kinds. 

Formerly  these  were  mounted  in 
books  or  folded  up  so  it  was  impos- 
sible to  get  at  a  single  thickness  of 
the  fabric,  to  test  quality  or  "feel 
the  goods"   in  any  way. 

Sample  cut  with  gimped  edges  will 
not  fray  or  ravel,  and  look  very 
much  neater,  and  are  pleasing  to  the 
eye  whether  simply  loose  in  swatches 
or  mounted  on  cards. 

Makers-up  of  both  men's  and  wo- 
men's ready-to-wear  garments  are 
now  putting  out  samples  cut  in  this 
manner  instead  of  carrying  garments 
of  each  pattern  as  heretofore,  thus 
making  a  great  saving  in  excess 
baggage  charges. 

Walter  Williams  &  Co.,  525  St. 
Paul,  St.,  Montreal,  are  Canadian 
agents  for  the  "Easicut"  machines, 
manufactured  by  J.  T.  Hardaker, 
Engineer,  90  Crowther  St.,  Bradford, 
Eng. 

WASHABLE  HAIRPINS. 

.J.  Palmer  &  Son,  Ltd.,  5  and  7 
Desbresoles  St.,  Montreal,  are  agents 
for  the  "Everbrite"  washable  hair- 
pins, manufactured  by  Earl,  Leomin- 
ster, Mass.  These  pins  are  sanitary 
and  indestructible,  and  when  washed 
with  water  and  soap  retain  their 
original  brightness.  They  come  in 
a  wide  variety  of  styles  and  sizes, 
and  are  attractively  boxed. 

FORM  LIMITED   COMPANY. 

Burnet  &  Templei,  specialists  in 
laces,  lace  collars,  fancy  boas,  hair- 
pads,  combs  and  nets,  announce  that 
owing  to  the  enormous  increase  in 
their  trade  and  with  a  view  of  still 
further  extending  their  operations 
they  have  formed  their  business  into 
a  private  limited  companyi,  and  Her- 
bert Johnson,  who  has  been  with  the 


firm  for  a  number  of  years  has  been 
made  a  director  in  the  new  company, 
the  directorate  now  being  composed 
of  Alexander  Burnet,  managing  direc- 
tor ;  Herbert  Temple,  director  and 
secretary  ;  Herbert  .Johnson,  direc- 
tor. 


THE  PUNCHARD  LINE  OF  HATS 
AND  CAPS. 

Charles  C.  Puncluu'd  &  Co.,  130 
Wellington  St.  W.,  Toronto,  manu- 
facturers of  hats  and  caps,  have  in 
their  different  lines  for  Sjuing  and 
present      business      several      features 


Men's  glazed    Kangnroo    Blucher    Bal 
Spring  line. 


which  will  be  of  decided  interest  t,j 
the  trade.  This  firm,  it  will  be  re- 
membered, extended  their  activitie.s 
during  the  past  summer.  They  had 
l)cen  specializing  in  men's  cloth  caps 
and  children's  hats,  but  added  to 
their  line  men's  stiff  and  soft  hats, 
straw  hats  and  felt  millinery  shapes. 
They  have  equipped  themselves  with 
every  modern  facility  for  designing 
and  manufacturing,  and  the  origin- 
ality and  style  destinction  which  has 
always  characterized  their  goods,  is 
evidence  of  the  fact  that  they  are 
close  students  of  best  selling  essen- 
tials. 

Notable  among  their  caps  is  the 
patent  elastic-band  golf  shape,  which 
has  had  a  very  heavy  run.  The  band 
is  lined  with  eider-down,   and    when 


turned  in  gives  no  appearance  or 
feel  of  bulkiness,  nor  does  it  'impair 
the  poise  or  head-size  of  the  hat  in 
the  slightest  degree.  When  adjusted 
for  use,  the  hat  fits  comfortably 
about  the  ears  and  back  of  the  head 
and  IS  an  excellent  weather  protector 
for  walking,  driving  or  auto  wear. 

Selling  merit  as  embodied  in  style, 
workmanship  and  individuality  fea- 
turizcs  the  Punchard  line. 

ENLARGING  FACTORY. 

McKay  Bros.,  Ltd.),  1229  Queen  St. 
W.,  Toronto,  have  recently  enlarged 
their  underskirt  factory  by  the  addi- 
tion of  2,000  sq.  feet  of  additional 
floor  space  to  accommodate  the 
rapidly  increasing  business  of  this 
firm.  They  are  now  in  a  much  better 
jiosition  to  deliver  orders  promptly. 
Since  this  firm  started  in  the  manu- 
facture of  Knit-Top  and  Form-Fittc 
jjctticoats  a  few  months  ago,  their 
business  has  increased  very  rapidly 
and  the  difficulty  experienced  in  fill- 
ing their  orders  in  the  original 
capacity  of  the  factory  has  resulted 
in  the  recent  large  addition  to  their 
])remises.  Considerable  new  machin- 
ery has  been  installed  and  as  stated 
before  they  are  in  a  splendid  posi- 
tion now  to  give  prompt  delivery  on 
all  orders  entrusted  to  their  trav- 
elers. 

Southams,  Ijimited,  manufacturers 
of  tickets,  tags,  labels  and  special- 
ties, Montreal,  have  added  a  new  de- 
partment to  their  business,  a  folding 
box  department  which  includes  a 
full  assortment  of  machinery  for  the 
manufacture  of  folding  boxes  or  car- 
tons, candy  boxes,  raisin  boxes, 
jelly  powder  boxes,  millinery  and 
whitewear    boxes,    ctc.i,    etc. 


LET  US  COLLECT 
YOUR  OVERDUE  ACCOUNTS 

During  the  year  we've  been 
in  business  we've  collected  a 
heap  of  money  for  our  clients. 
.Send  us  your  slow  collections, 
and  we'll  make  vour  slow-pa\- 
ing  customers  hustle  to  pay  up. 

Send  Them  in  To-day 

The  Beardwood  Agency 

313  New  York  Life  Building    -    MONTREAL 


t)RY    GOODS    REVIEW 


t4t 


/^ooouNTANTs  AND  AUDITORS,  condcnscd  Advcrtiscmcnts 


MISCELLANEOUS. 


JENKINS   & 

HARDY 

AssiKiioes, 

Cliai-r. 

l.a   Arc 

iiinliui 

s,  Ksl  !lt 

,■    lUl.l 

Kin- 

iisunmct 

■  Atfi'u 

rt. 

15'/,  '1 

'oron 

U)  St. 

K: 

Toiiiplc 

mat;. 

T 

trout 

0 

Moiitri 

nl 

COLLECTIONS,  ETC. 


THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St..  Montreal 

Mercantile  Reports  and  Coi.i.ections 

Our  method  of  furnishing'  commercial  report! 

to  our  subscribers  gives  prompt  and    reliable   in- 

formation  to  date.     Every  modern  facility  for  the 

collection  of  claims.  Tci.   Main  198.i 


LEGAL  CARDS. 


ATWATER,  DUCLOS  &  CHAUVIN 

Advocates,  Montreal 

Albert  W.  Atwater,   K.C.  C'oii.snUirig  Cniint 

for    ('ity    of    Montreal;     Clias.    A. 

Duelos;    Henry    N.  Chauvin. 


Cable  Address 
'MACKER,"  Winnipeg 


Office 
511  Ashdown  Blcc'< 


McRAE  &  WALKER 

Manufacturers'  Agents   and    Wholesc 
Jobbers.  WINNIPEG. 

Corrcspondetice  solicited  from  niamifarlun 
desiring  live,  vip-to-date  representation  in  i 
West. 


J.    SPROULE  SMITH 

Manchester  Building  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  Paris,  Ont. ;  John  Bright  &  Bros.,  Ltd.,  Car- 
pets, etc.,  Rochdale,  Eng.  ;  Wm.  Clark  k  Sons,  Can- 
vas, Hollands,  etc.,  Upperlands,  Ireland;  Albert 
Godde  Bedin  "i  Cie,  Cliiffons,  Laces,  etc.,  Paris, 
France  ;  Ferret  Gros  &  Million,  Malines,  Veilings, 
etc.,  Lyon,  France;  Melrose  Knitting  Co.,  Socks, 
etc.,  Glenwilliams,  Out. 


DieckerhoflF  Raffloer  &  Co. 

OF  CANADA,   LIMITED 

DRY  GOODS  COMMLSSION  MERCHANTS 

AND  MANUFACTURERS'  AGENTS 

Montreal  — 525  St.   Paul    St.:    Winnipeg  — 400 

Hammond  Block;  Toronto— 154-160  Wellington 

Street  West,  cor.  Simcoe  Street— Head  Office. 

Importers  of  Buttons,  Smallwares,  Laces, 

Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 


HOTEL   DIRECTORY. 


HALIFAX   HOTEL 

HALIFAX,  N.S. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


WHOLESALE   HOUSES. 


ATERSON 


tiMIT'.O 


The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


AGENTS    WANTED. 

AGENT  WANTED     CallinK  upon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.     A 
splendid  line.     Businessdone  direct  with  the 
manufacturer.     Address    "Hair   Net,"   care    DRY 
GOODS  REVIEW,   88   Fleet   St,  London,  E.G., 
England.  CO 


COMMISSION  LINES  WANTED. 


SALESMEN  want  a    line   for    Eastern  Ontario, 
2     Quebec  and  Maritime  Provinces.     Good   con- 
nect.on.    Speak   French   fliienlly.      Salary   or 
commission.     Address,  P.G.L.,  care  DRY  GOODS 
REVIEW,  Toronto. 


MISCELLANEOUS. 


ANY  MAN  who  has  ever  lost  money  in  the  mails 
has  had  occasion  to  learn  by  painful  exper- 
ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  A'.oney  Orders  and  For- 
eign Drafts  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 


BEFORE  buying  office  furniture,  filing  sys  ems 
and  supplies,  see  our  catalog.     Our   modern 
goods  at  moderate  prices  will  result  in  money- 
siving  and  satisfaction.     Write  to-day, stating  your 
requirements.     Benson  Johnston  Co.,    Limited,   8 
John  St.  N.,  Hamilton.  (tf) 


PASH  AND  PACKAGE  CARRIERS.  Better 
Vy  and  quicker  service  in  your  store  results  from 
the  installation  of  the  "G!pe"  system  of  Cash 
or  Parcel  Carriers.  They  are  the  latest,  stronges^t, 
simplestand  most  effective  on  the  market.  Will 
centralize  vour  business  and  more  than  pay  for 
themselves  in  the  first  year.  Write  for  catalogue. 
Gipe  Carrier  Co.,  97  Ontirio  St.,  Toronto.      (tf ) 


COUNTER  CHECK  BOOKS -Especially  made 
tor  the  dry  goods  trade.  Not  made  by  a  trust. 
Send  us  simples  ofwhat  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
cirbon  attachment  has  no  equal  on  the  market. 
Supplie*  for  binders  and  monthly  account  sys- 
tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 


DO  YOU  WANT  TO  BUY  OR  SELL  anything 
in  England?     Write  to  Barrand,  27   Harlman 
Place,  Bradford.  Eng.     Agencies  of  all  kinds 
undertaken.       Excellent     references.       Enquiries 
solicited. 


DOUBLE  your  floor  space.  An  Olis-Fensom 
hand-power  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selline"  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Ot's- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 


ELLIOTT- FISHER     Standard    WrltingAdding 
Machines    make    toil    easier.      Elliott-Fisher 
Limited.  513.  No.  83  Craig  St,  W.,  Montreal, 
and  129  Bay  Street,  Toronto. 


HARRISON  FISHER  CALENDARS  for  1910 
make  excellent  Christmas  or  New  Year  tifts. 
Five  pages  in  full  colors.  Size  14  x  22  in- 
ches. Pictures  may  be  removed  and  framed  at  the 
end  of  the  year  as  they  are  only  "tipped"  on  the 
mounts.  Price  $3.00  boxed.  Copp,  Clark  Co.  Ltd., 
Toronto,  are  Sole  Agents  for  Canada. 


TMPORTANTTO  TAILORS  AND  CLOTHIERS 
1  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotlanti.  We  supply  pattern  cards  free, 
containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 
carriage  paid.  Patterns  for  1  910  ready  in  Decem- 
ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 


JUST  NOW  we  are  holding  a  special  sale  of 
I  second-hand  typewriters.  AH  makes  are  re- 
preseniei— Underwood.  Remingtons,  Olivers, 
Empires.  Smith  Premiers,  etc.  I  hey  have  been 
carefully  rebuilt  and  are  in  good  workable  wear- 
able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 


l^AY'S  FURNITURE  CATALOGUE  No.  36, 
••■»■  contains  ItiO  pages  of  fine  half-tone  engrav- 
ings of  newest  designs  in  Carpels,  Rugs, 
Furniture,  Draperies,  Vtall  Papers  and  Pottery 
with  Cash  prices.  It  brings  you  into  close  touch 
with  the  immense  slocks  and  splen id  manufacturing 
facilities  ol  John  Kay  (ompany.  Limited,  3ti  King 
St.  West,  Toronto.  Write  for  a  copy  today.  It's  free. 

pROBABLYihe  most  talked  about  machine  in 
■*•  Canada  is  the  Hainer  Book-keeping  Machine. 
It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina   Ave.,   Toronto.  (tf) 


C^AVE  70  :  OF  YOUR  LIGHT  BILL  by  using 
O  the  "JUST"  Tungsten  Lamp.  Fits  any  socket. 
Burns  anyangle.  All  candle-powers  from  six- 
teen up.  Prices  as  low  as  5U  cents.  Better  write 
us  to-day.  Sterling  Electric  Supply  Co.,  Ltd.,  369 
Yonge  St.,  Toronto,  Ont.  (tf) 

OAVE  50  .  OF  THE  COST  OF  HANDLING 
O  merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  oor 
spaoe  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 
Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 


TTHE  NATIONAL  CASH  REGISTER  Company 
■•■      guarantee  to   sell   a   better  Register  for   less 
money  than  any   other  house  on  earth.    We 
can  prove  it.     Make  us.     The  National   Cash   Reg- 
ister Co.,  285  Yonge  St.,  Toronto. 


'T'he  "KALAMAZOO"  Loose  Leaf  Binder  is  the 
*  only  binder  that  will  hold  just  as  many  sheets 
as  youactually  require  and  no  more.  The  back 
is  flexible;  writing  surface  flat;  aligninent  perfect. 
It  cannot  get  out  of  order.  No  exposed  metal  parts 
or  complicated  mechanism.  Write  for  booklet. 
Warwick  Bros.  &  Rutter  Ltd.,  King  and  Spadina. 
Toronto. 


-T'HE  MERCHANTS  RECORD  AND  SHOW 
••■  WINDOW  showsyou  how  to  get  more  money 
out  of  your  advertising  and  show  windows. 
The  only  monthly  journal  devoted  exclusively  to 
the  selling  end  of  retail  business.  Each  issue  con- 
tains 50or  60  illustrations  of  the  best  window  dis- 
plays, specimens  of  show  cards  and  practical  sales 
ideas  worth  many  dollars  to  any  merchant.  $2  per 
year.  Special  holiday  number  out  November  5ih. 
Price  25c.  per  copy.  Merchants  Record  Co.,  313 
Dearborn  Street,  Chicago. 


TJSE  the  best  carbon  paper.  Our  "Klear-Kopy" 
*-'  carbon  gives  clear,  unsmudged  copies  of  your 
letters  and  other  documents.  It  has  been 
selected  by  a  leading  government  against  43  com- 
petitors. 'Peerless-'  typewriter  ribbons  give 
clear  letters  and  will  not  clog  the  type.  Sold  by 
all  dealers.  Write  us  for  samples.  Peerless  Car- 
bon and  Ribbon  Co.,  Toronto.  (tf) 

WHEN    buying  bookcases   insist  on    having  the 
best  on  the  market,  "Macey  Sectional    Book- 
cases."   Carried  in  f.tock  by   all    up-to-date 
furniture  dealers.     Illustrated  booklet  sent  free  on 
request.     Canada    Furniture   Manufacturers,    Ltd. 
General  offices,  Woodstock,  Ont.  (tf) 

WANTED— A  splendid  opponuniiy  for  dealers 
to  handle  the  best  combination  Duplicat  ng. 
Addressing  andOffice  Printing  Machine  on 
the  market.  Exclus.ve  territory.  Send  name  end 
address,  g  ving  occuptti  jn  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St  ,  Hamilton,  Ont. 


w 


AREHOUSE  and  Factory  Heating  Systems. 
Taylor-Forbes  Company,  Limited.  Supplied 
by  the  trade  throughout  Canada.  (tf) 


\70U  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 
offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handfomely  equip- 
ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.  30-32 
Adelaide  St.  West,  Torono.  (tf) 


WOU  need  the  best  possible  protection  from  fire  ! 
^  If  your  valuables  are  in  one  of  our  safes,  you 
can  rest  at  ease;  no  fire  is  too  hot  ftr  our 
safes  and  vaults  to  wiihstand.  We  manufacture 
vaults  and  safes  to  meet  every  possible  require- 
ment. Write  for  catalogue  "S."  The  Goldie  & 
McCulloch  Co.,  Ltd.,  Gait,  Ont,  (tf) 
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